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Bright  1910  Prospects 

^T  During  1909  Canadian  dry  goods  conditions 

^^  improved  remarkably,  and  advance 

orders  for  1910  assure  an  exceptional  year's 
business. 

Busy  factories  and  good  crops  indicate  that 

consumers  have  the  purchasing  power. 

Our 
Spring 
Stocks 

in  every  department  have  been  prepared  with  this 
in  view. 

Notw^ithstanding  advancing  markets,  early 
and  large  contracts  assure  our  customers  of 

splendid  values. 

Our  travelling  staff  from  ocean  to  ocean  is  at 

your  service,  and  our  immense  warehouse  is 

always  ready  to  serve  you. 

Try  our  mail  order  department. 

Greenshields  Limited,  Montreal 

Pleasi    nention  The  Review  to  Advertisers  and  Their     Ti-a'i'elcrs. 
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A2  Wash  Goods  Department 

This  big  department  contains  all  the  new  ideas 
for  the  New  Year,  1910. 

See  our  enormous  range  of  Prints  and  Wash 
Goods    being    shown    by    our    travellers. 

See  our  specials  in  the  following  lines 

India  Linens  Organdies  Persians 

Lawns  Nainsool^s  Mulls  Swiss  Boo\s 

as  Avell  as  complete  ranges  of 

spot   and  Stripe   Muslins         Poplins         French   and  Irish 
(white  and  black)  /)^g55    Linens 

Check.  Muslins        Brocades       Silk  Muslins       Suesine  Silk 

Printed  and  Plain  Dress  Ducks      Motor  and  Duplex  Suitings 

Colored  Dress  MuslinSy  e/c,  etc.,  etc. 

Begin  the  new  year  right 

by   getting    your    Wash    Goods    from    the    right  place. 

GREENSHIELDS  Limited 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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Important  for  Eastern  Buyers 
specialized  Attention  to  the  Needs 
of    Retailers    in    Eastern    Canada 

The  entire  buying  and  selling  organization  of  this  house  is  directed  towards 

the  careful  selection  of  General  Dry  Goods  suitable  for  Eastern  Canada,  and 

our  selling  staff  efficiently  looks  after  the  wants  of  retailers    in    that    territory. 

This  SpeciaUzed  Attention 
has  paid  us  and  our  customers,   as  our 

steady    expansion     of    business    proves. 

We  add,  early  this  year,    much    additional  floor  space,  giving  us 

one    of   the    largest    and   most  complete  warehouses  in   Montreal. 

When  you  buy  from  us  you  secure  the 

pick  of  merchandise  suitable  for  your 

trade.  No  unnecessary  trouble  in  go- 

ing through  goods  you  can't  use. 

You  have  the  services  of  a  travelling 

staff  that  is  always  on  the  ground,  and 

a  stock  of  dry  goods  that  helps  you  in 
sorting  ;  and  we  ship  promptly. 

A  trial  order  will  be  to  the  advantage  of  us    both. 

IN  THE  EIGHT  FLOORS  OF  OUR  WAREHOUSE  ARE  INCLUDED 

THE  FOLLOWING  DEPARTMENTS : 

Dept.  "A" — Heavy  Cottons,  Sheetings  (greys  and  whites),  Tickings,  Denims,  Ducks. 
Dept.  "B" — Printed  Goods,  Flannelettes,  Linings. 
Dept.  "C" — Woollens,  Tailors'  Trimmings,    Linens. 
Dept.  "CX" — Dress  Goods,  Printed  Muslins,  Silks,  Velvets. 
Dept.  "D" — Gents'  Furnishings,  Men's  Underwear. 
Dept.  "E" — Smallw^ares,  Ribbons,  Laces,  Embroideries. 
Dept.  "F" — Ladies'  Ready-to- Wear,  Whitew^ear,  Blouses,  Hosiery,  Gloves. 
Dept.  "G"— Carpets,  Oilcloths,  Linoleuais,  Curtains,  Qu'lts,  House  Furnishings. 

Alphonse  Racine  &  Company 
ESTABLISHED    1878 

340-348  St.  Paul  Street,  ,  ,  | 
171-179  Commissioners  Street,    Montreal 

Quebec 
234  St.  Joseph  Street 

Manchester,  England 
Ua  Albert  Square 

Ottawa 
111  Sparks  Street 

Please  mention  The  Revieiv  to  Advertisers  and  Their   Travelers. 
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A  Word 
as  to  the 

Debenham  Method 
Established  over  one  hundred  years  ago,  we  have  steadily 
and  consistently  devoted  ourselves  to  the  task  of  catering  for 
the  medium  and  better  class  trade  in 

Silks,  Ribbons,  Laces,  Dress  Goods, 
Dress  Trimmings,  etc. 

The  result  is  one  of  which  we  are  proud,  and  has  brought  into  existence 
one  of  the  largest  and  most  successful  businesses  of  its  kind  in  the  world. 

Closely  in  touch  as  we  are  with  all  the  sources  of  fashion,  our  collection 
contains  the  latest  ideas,  the  latest  materials  and  the  latest  colorings,  not  only 

in  the  higher  grade  goods,  but  in  medium-priced  goods  also. 

TORONTO  AND  MONTREAL 

In  these  two  warehouses  we  carry  a  well-assorted  stock  of  our  principal  numbers  in 

SILKS,  RIBBONS,  DRESS  MATERIALS,  CLOTHS, 
VELVETS,  TULLES,  Etc. 

And  in  MONTREAL  ONLY 

MILLINERY  AND  MILLINERY  MATERIALS 

Mail  Orders  have  our  most  Prof)ipt  and   Careful  Attention 

Debenham  &  Company 
London St.   Paul's,  E.G. Wimpole  St.  W 

Paris         New  York         Melbourne         Cape  Town         Brussels 

Boston         Sydney         Johannesburg         Lyons         St.  Etienne 

Toronto,  Con  Bay  &  Wellington  Streets 

Montreal,    1H  St.  Helen  Street 

T 

A 
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THE 

has  the  largest    sale  of    any  imported    colton    fabric    on    the 
Continent  of  North  America;  it  is  in  demard  all  the  year  round. 

TO  BE  SURE  OF  YOUR  SUPPLY  YOU  SHOULD 

THE  WORLD'S  BEST 
FOR 

VALUE  AT  THE  PRICE 

Place    Your    Advance    and 

Import  Orders  When 

THE  WORLD'S  BEST 

FOR STYLE  AND  WEAR 

the  leading    Canadian    Wholesale    Dry    Goods    houses    show 
you  the  goods.     The  prices  must  shortly  be  advanced. 

For  your  "Ready  to  Wear"  departments,  buy  only  garments 
made  of 

Wm.  Anderson  Zephyr 
if  you  would  establish  these  departments  on  a  solid  basis. 

Wm.  Anderson  &  Co.,  Ltd. 
PACIFIC  MILLS 

GLASGOW,     -    SCOTLAND 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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The  Gault  Brothers  Co.,  Limited 
St.  Helen  Street,    -    MONTREAL 

For  the  Spring   Season,    1910 

OUR  POLICY 
As  always,  we  protect  our  customers 
regarding  prices  as  long  as  possible. 
Early  orders  reap  the  benefit. 

Values  and  assortments  in  our  cotton 

departments  for  Spring,  1910,  will 
exemplify  this. 

1910  will  be  a  record  Wash  Goods  Year. 
USEOUR    STOCKS. 

Carpet   Department Spring,  1910 
All  qualities  and  patterns  of  Carpetings 
and  Rugs  imported  by  us  for  the  Spring 
Season,  1910,  are  now  in  stock. 

Our   selections  are    the  most 
comprehensive  in  our  history. 

It  is  advisable  to  make  early  selections. 

Seamless  Axminster  Rugs  from  2  x  2  to  4  x  5 
Desirable  Designs  and  Colorings. 

MAKE    USE    OF    OUR    MAIL    ORDER    DEPARTMENT 

We  will  send    you  colored  designs  of 
Carpets,  Rugs,   Etc.,  of    lines  in  stock. 

The  Gault  Brothers  Co.,  Limited 
St.  Helen  Street,     -     MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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"1910" 

Attention!  Buyers 
Your  sales  will  SOAR  if  you  connect  with 

following    "specials"    in    travellers'    hands: 

Lace  Assortments-"^''^"  ^'^"°''   ̂ "^'''    '^•"'^""'    ̂ °'^' Drednot. 

¥-*       1         •  1    1/*,      I       f      "The"  Laurentic,  Megantic,  Thunderer,  Latham, HimPrOiqery    Lots  SHver  Dart,  Farman,   Curtis,   Parseval. 
Firsts,  seconds,  thirds.     By  the  million  yards. 

Biggest  Snaps  ever  offered  for  Special  Sale  counter 

ADA.  J 

Handkerchief    Lots   "The"  Lefebvre,  Paulhan,  Endura. 

iiiilfc   "The"  Sommer,  Gross,  White  Honeycombs. 
"The"  Gotemalbeat,  a  hemmed  quilt,  and  a  seller,  in  3  sizes. 

AA/llif*k"iA7#aai»   ^"^  "AeroHne"  White  Underskirt,  in  four  different  styles YY  IlllCiYCq.r  ^Q  dozen,  is  99c.  winner  of  the  year. 

A  VISIT  TO  OUR  DEPARTMENTS  WILL  CERTAINLY  PAY  YOU. 

The  Gault  Brothers  Company,  Limited 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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THE  BEST  WORKING  SHIRT 
Ever  Placed  on 

a 

Black  Prince"  Shirt  and 
"VrOU  are  not  expect- 
*  ed  to  take  our  word 

for  it — an  examination 
of  the  samples  you  may 
obtain  from  your, 
wholesaler  is  the  most 
convincing  proof. 

Get  samples  from  your 
wholesaler. 

Do  this — and  you  will 
conclude  that  no  bett- 

er values  in  these  lines 
were  ever  offered  by  a 

drygoodsman  to  his 
working-men  custom- 
ers. 

IF  YOUR  WHOLESALER  CANNOT  SUPPLY 

Please  iticntioii  The  Rcfic^i'  to  Jdz'crtiscrs  and  Their    Travelers. 
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AND  OVERALLS 
the  Market  are 

\^ 

Success"  Overalls 
Black  Prince  Shirts  are  made  of  Black 

Serge,  Fleece  Black  Cloth, specially  dyed 
and  printed  for  us.  They  sell  at  a  reas- 

onable price  and  yield  you  a  good 

profit. 

Note  how  generous  they  are  in  size;  how 

strongly  all  seams  are  double-stitched; 
how  well-made  are  the  button  holes;  how 
strongly  sewn  on  the  buttons  are. 

Success  Overalls  cover  a  range  of 
Overalls,  Bibs,  Smocks  in  6,  7  and  8  oz. 
weight,  black,  blue  and  gold  black  colors. 
Generous  size.  Careful  workmanship. 
Your  wholesaler  can  supply  you  at  these 

prices:— 6  oz.,  $8.25;  7  oz.,  $8,75;  8 
oz.,  $9.50. 

YOU — WRITE  US  DIRECT 

"iJlarWLe^ 
Please  mention  The  Revicii'  to  ̂ Idvertisers  and  I  hetr    Travelers, 
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ADDRESS  ALL  ORDERS  DIRECT  TO  OUR  FACTORY  AT  77  YORK  STREET,  TORONTO 
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In  our  Staple  Department  can  be  found  the  celebrated 

"WABASSO" 

Lawns,     Nainsooks,     Cambrics, 
\Jk    Longcloths    and    Madapolams 

Evenly  Woven,  Perfectly  Bleached,  Absolutely  Pure 

TRADE  MARK,    "WABASSO' 

Try  Our  Special  Letter  Order  Department 

J.  &  M.  Murphy,  Limited 
Halifax,  N.S. 

The  Assorting  House  of  the  Maritime  Provinces 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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England's Premier    Needle  I 

n 

ABEL  MORRALL'S 
M 

itT"        Every  Needle  Perfect 

Have  you  seen  our  new  Patent 

a BAYONET  POINT 
j> 

/y47  P//V? 
(Patent  No.  1679)  10  and  12  inches  long 

Enquire  of  your  Jobber 

Manufactured  at  Clive  Works 

REDDITCH,  -  ENGLAND 

BATTING 
NORTH  STAR,  CRESCENT  AND  PEARL 

These  brands  represent  the  battini^"  that    \'Our    customers    want. 

They're  made  from  long-  staple  cotton,    white  as  snow,    lofty,  soft and  elastic. 

They  come  in  big  batts  that  open  out  into  strong'    sheets  of   even 
thickness. 

It  pays  you  to  sell  these  brands. 

Order  of  your  Wholesaler. 

ROBERT    HENDERSON    &    CO. 
Dry  Goods  Commission  Merchants 

181-183  McGill  St.  -  -  -  MONTREAL 

James  Stanbury  &  Co.,  Toronto 

Please  mention  The  Rcvicu:  to  Advertisers  and  Their    Travelers. 
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Vloli'av.i 

vS  i  cilierm.es 

English  Mohair 
^  It  is  distinctly  a  fabric  of  fasfiion  but  never  of  fancy. 

^ENGLISH  MOHAIR  does  not  belong  to  the 

"  Come  and  go "  family — here  by  fancy's  whim 
to-day  and  gone  to-morrow. 

^  In  all  the  broad  field  of  dress  goods  there  is  no 

material  of  more  insistent  demand  and  more  con- 
tinuous sale  than    this. 

^  Without  it  your  Dress  Goods  Department  is  not 

complete — with  it  a  certain  measure  of  profit  is 
assured. 

^  The  line  for  Spring,  1910, 
has  some  sure  color  and 

weave  surprises   for   you. 

Bradford    Dyers'  Association of    Bradford,   England 

Please  mention  The  Rcviezv  to  Advertisers  and  Their   Travelers. 
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^m 
t'^mi 

Established  1832 Cable  Code :  Law-Bradford 

Spring  1910 

REGISTERED 

K^l 

Exclusive  Designs 
These  goods  are  rolled  on  special  boards 

and  stamped  every  five  yards  c(dU)ltld 

SPECIALTIES 
Mayf  air  and  Blenheim  Suitings 

(in  our  Combination  finish  PIRLE  AND  SUEDENA) 

Showerproof  Goods 
in  latest  styles  and  in  a  great  variety. 

Mohair  and  Alpaca  Linings 
Buyers  visiting  England  can  see  a  full  collection  in  Bradford  and  London. 

j^     j^     j^ 

Law,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON,    ENG. 

® 

I 

t;§ 

® 

® 

s^»a^ ^aa@s8®®®®s®##®ai>®.as@@^-^ 
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BANK  OF  MONTREAL 
UNUSUALLY  LARGE  INCREAS- 

ES IN  DEPOSITS  REPORTED- 
MUCH  OF  THIS  BROUGHT  IN 

BY  FOREIGN  INVESTORS  — 
SATISFACTORY  REPORTS  RE- 

GARDING CROPS  AND  FOREIGN 
TRADE. 

The  ninety-second  annual  general 
meeting  of  the  shareholders  of  the  Bank 
of  Montreal  was  held  in  the  Board  Room 
of  the  institution  yesterday,  at  noon. 

There  were  present: — Sir  Edward 
Clouston,  Bart.,  vicepresident  and  gen- 

eral manager;  Sir  William  Macdonald, 
Sir  Thomas  G.  Shaughnessy,  Hon.  Rob- 

ert Mackay,  Messrs.  A.  Baumgarten,  R. 
B.  Angus,  E.  B.  Greenshields,  David 
Morrice,  Hon.  J.  K.  Ward,  G.  F.  C. 
Smith,  Lieut.-Col.  Prevost,  James  Kirby, 
K.  C. ;  C.  J.  Fleet,  K.C. ;  John  Patterson, 
Alfred  Piddington,  George  R.  Hooper,  B. 
A.  Boas,  George  Durnford,  Hugh  Paton, 
H.  Dobell,  W.  H.  Evans,  G.  Scott,  H. 
Joseph  and  J.  Taylor. 

In  sonsequence  of  the  absence  of  the 
president,  Sir  George  Drummond,  K.C. 
M.G.,  through  indisposition,  Mr.  R.  B. 
An^us  moved  that  the  vice-president  and 
general  manager,  Sir  Edward  Clouston, 
take  the  chair. 

This  was  seconded  by  Mr.  E.  B.  Green- 
shields,  and  unanimously  concurred  in, 
after  which  it  was  resolved,  on  motion 
of  Mr.  Hugh  Paton,  seconded  by  Lieut.- 

Col.  Prevost:  "That  the  following  be 
appointed  to  act  as  scrutineers:  Messrs. 
G.  F.  C.  Smith  and  George  R.  Hooper; 
and  that  Mr.  James  Aird  be  secretary 
of  the  meeting." 

The  vice-president  then  submitted  the 
report  of  the  directors  as  follows: 

THE  DIRECTORS'  REPORT. 
The  directors  have  pleasure  in  present- 

ing the  report  showing  the  result  of  the 

Bank's  business  for  the  year  ended  30th 
October,  1909. 
Balance  of  Profit  and  Loss 

Account,     31st     October, 
1908   $     217,628.56 

Profits  for  the  year  ended 
30th  October,  1909,  after 
deducting      charges       of 
management,  and  making 
full  provision  for  all  bad 
and  doubtful  debts      1,826,167.74 

$2,043,796.30 
Dividend  2i  p.c. 

paid  1st  March 
1909   $360,000.00 

Dividend  2i  p.c. 
paid  1st  June, 
1909   360,000.00 

Dividend  2^  p.c. 
paid  1st  Sept., 
1909   360,000.00 

Dividend  2J  p.c. 
payable        1st 
Dec,  1909   .  .    360,000.00  $1,440,000.00 

Balance  of  Profit 
and  Loss  car- 

ried forward       $603,796.30 

Since  the  last  Annual  Meeting  Branches  have  been  opened  at  Three  Rivers, 
P.Q.,  Weyburn,  Sask.,  Oakwood,  Out.,  Moose  Jaw,  Sask.,  Outlook,  Sask.,  Sault 
Ste.  Marie,  Ont.,  and  Subagencies  at  Merritt,  B.C.,  Cloverdale,  B.C.,  Spring 
Coulee,  Alta.,  and  Bathurst  Street,  Toronto. 

The  Branches  at  Grimsby,  Ont.,  and  Millbrook,  Ont.,  have  been  closed. 

With  deep  regret  the  Directors  have  to  record  the  death  of  their  esteemed 
colleague,  Mr.  A.  T.  Paterson,  who  had  been  a  member  of  the  Board  for  up- 

wards of  twenty-eight  years. 

The  vacancy  on  the  Board  has  been  filled  by  the  election  of  Mr.  A.  Baum- 
garten. I 

All  the  Offices  of  the  Bank,  including  the  Head  Office,  have  been  inspect- 
ed during  the  year. 

G.  A.  DRUMMOND, 

President. 
Bank  of  Montreal, 

6th  December,  1909. 

THE  GENERAL  STATEMENT. 

The  General  Statement  of  the  Bank  on  30th  October,  1909,  was  read  as 

follows. — 
LIABILITIES, 

Capital  Stock       $   14,400,000.00 
Rest   $12,000,000.00 
Balance  of  Profits  carried  forward          603,796.30 

$12,603,796.30 
Unclaimed  Dividends    2,580.51 
Quarterly  Dividend,  payable  1st  December,  1909  .        360,000.00 

Notes  of  the  Bank  in  circulation   $13,245,289.00 
Deposits  not  bearing  interest   51,401,226.27 
Deposits  bearing  interest     128,445,206.58 
Balances  due  to  other  Banks  in  Canada          124,648.04 

12,966,376.81 

$    27,366,376.81 

193,216,369.89 

$220,582,746.70 ASSETS 

Gold  and  Silver  coin  current   $  5,802,263.05 
Government  demand  notes   13,240,587.00 
Deposit   with   Dominion   Government   required  by 

act    of    Parliament    for    security    of   general 
bank  note  circulation          600,000.00 

Due  by  agencies  of  this  Bank  and 
other  Banks  in  Great  Britain  .$  8,719,654.41 

Due  by  agencies  of  this  Bank  and 
other  Banks  in  Foreign   coun- 
ries       7,425,676.78 

Call  and  short  Loans  in  Great  Brit- 
ain and  United  States   77,212,382.00 

93,357,713.19 
1,445,570.61 Dominion  and  Provincial  Government  Securities 

Railway     and      other     Bonds,     Debentures    and 
Stocks       9,575,608.66 

Notes  and  Cheques  of  other  Banks       4,560,501.23 

Bank  Premises  at  Montreal  and  Bran-hes   
Current  Loans  and  discounts  in  Canada  and  else- 

where (rebate  interest  reserved)  and  other 
assets   $91,173,656.56 

Debts  secured  by  mortgage  or  otherwise             143,552.13 

Overdue  debts  not  specially  secured  (loss  provid- 
ed for)    83,294.27 

28,582,243.74 
600,000.00 

91,400,502.96 

$220,582,746.70 

Bank  of  Montreal, 

Montreal,  30th  October,  1909. 

E.  S.  CLOUSTON 
General  Manager. 
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The  Vice-President  then  spoke  as 
follows  :— 
The  most  important  change  from  last 

year  in  the  statement  submitted  to  you 
is  the  unusually  large  increase  in  de- 

posits, amounting  to  $36,000,000.  Part 
of  it  is  temporary,  pending  large  pay- 

ments in  connection  with  special  trans- 
actions, part  is  the  natural  increase 

from  depositors  as  a  result  of  the  pros- 
perous condition  of  afiairs  in  this  coun- 

try, but  the  largest  portion  of  the  in- 
crease arises  from  money  brought  into 

Canada  from  other  countries.  It  is 
quite  possible  that  if  the  apprehensions 
expressed  in  many  quarters  as  to  the 
consequence  of  the  new  methods  of  Brit- 

ish taxation  are  realized,  deposits  from 
this  last  source  may  be  still  further  en- 

larged.— It  is  very  important,  therefore, 
that  nothing  should  be  done  in  Canada 
by  injudicious  legislation,  the  exploita- 

tion of  doubtful  enterprises,  or  other- 
wise, to  stop  this  flow  of  capital.  Our 

call  loans  have  increased  by  about  the 
same  amount  as  our  deposits,  and  what 
is  not  necessary  to  retain  as  a  portion 
of  our  reserves,  will  be  gradually  brought 
into  the  country  to  meet  the  commer- 

cial requirements  as   they   arise. 
The  profits  are  some  $130,000  less  than 

last  year,  but  considering  the  low  rates 
ruling  for  the  greater  part  of  our  fiscal 
year  in  London  and  New  York,  the  re- 

sult may  be  regarded  as  satisfactory.  I 
am  glad  to  say  that  the  outlook  for  the 
coming  year,  or  at  least,  for  the  earlier 
months,  is  more  promising,  and  I 
shall  be  much  disappointed  if  we  do 
not  make  a  better  showing  when  next 
we  meet. 

The  rapidity  of  the  recovery  of  trade 
from  the  set-back  following  the  mone- 

tary crisis  in  the  United  States  two 
years  ago  has  been  as  striking  as  it  is 
satisfactory.  Conditions  to-day  are,  as 
a  whole,  excellent.  The  large  harvest 
gathered  in  the  Northwestern  Pro- 

vinces in  itself  affords  a  basis  for  ac- 
tive and  profitable  business  for  some 

time  to  come.  How  considerable  a 
factor  in  the  commercial  life  of  Canada 

the  agricultural  output  of  our  North- 
west has  become  may  be  realized  from 

the  fact  that  the  yield  of  wheat,  oats 
and  barley  is  this  year  313,635,000  bush- 

els, as  coniparcd  with  232,620,000  bushels 
in  1908,  160,000,000  bushels  in  1907,  or 
32,000,000  in  1900.  A  tenfold  gain  in 
the  grain  product  of  the  Northwestern 
Provinces  in  nine  years  conveys  some 
idea  of  the  commercial  potentialities  of 
the  country. 
The  marketing  of  wheat  has  been  quite 

prompt,  and  the  railways  have  had  no 
difficulty  in  moving  the  crops.  In  the 
ten  weeks  to  November  14th,  there  had 
been  inspected  in  the  Northwest  43,866- 
000  bushels,  being  10,300,000  bushels 
more  than  in  the  corresponding  period 
of  1908,  while  the  shipments  from  Fort 
William  and  Port  Arthur  amounted  to 
35,815,000  bushels  up  to  November  14th, 
or  13,300,000  bushels  in  excess  of  the 

preceding  year's  shipments. 
Our  foreign  trade  has  not  only  reach- 

ed, but  has  begun  to  exceed,  the  high- 
water  mark  of  two  years  ago.  In  the 
six  months  ending  September  30th,  last, 
imports  for  consumption  and  exports  of 
domestic  products  were  of  the  value  of 
$292,857,000,  or  $16,000,000  in  excess  of 
the  corresponding  period  of  the  preced- 

ing year,  imports  having  been  larger  by 
thirty-six    millions  and     exports  by  ten 

millions.  The  adverse  balance  of  trade 
has  thus  again  begun  to  grow,  but  while 
men  and  money  pour  into  Canada  from 
abroad  the  disparity  need  not  cause  un- 

easiness. Domestic  industries  are,  speak- 
ing generally,  working  well  up  to  the 

limit  of  capacity.  Labor  is  fully  em- 
Ijloyed  ;  the  lumber  trade  has  improved. 
The  export  of  dairy  produce  has  been 
larger  than  last  year,  with  high  prices 
ruling  throughout  the  season  ;  all  farm 
products,  indeed,   are  exceptionally  dear. 

Such  tests  as  bank  note  circulation, 
bank  clearings,  railway  earnings,  all 
point  to  the  great  activity  of  business. 
At  the  end  of  October  the  note  circula- 

tion exceeded  $89,600,0a(),  or  $6,600,000 
more  than  a  year  ago.  Business  failures 
have  been  neither  numerous  nor  serious, 
being  for  the  year  to  Octooer  1st,  1,486, 
with  liabilities  of  $12,919,000,  as  com- 

pared with  1,629  failures  and  liabilitie.'? 
of  $16,959,000  in  the  previous  twelve months. 

Railway  construction  is  proceeding 
apace  over  the  whole  face  of  the  Do- 

minion. West  of  Lake  Superior  nearly 
1,100  miles  have  been  built  this  year, 
and  the  Western  Provinces  now  have 

11,500  miles  of  railway,  as  much  as  the 
mileage  of  all  Canada  twenty  years  ago. 

Immigration  has  picked  up  after  the 
short  relapse  in  1908,  the  estimate  of 
the  number  of  new  settlers  this  year 
being  150,000,  about  one-half  of  whom 
are  experienced  farmers  who  have  mov- 

ed into  our  Northwest  from  the  United 
States.  The  evidences  of  expanding 
trade,  accumulating  wealth,  and  mater- 

ial progress  and  development  might  ;e 
cited  at  great  length,  and  a  pleasant 
picture  painted  of  our  happy  condition. 
There  are  always,  however,  dangers  to 
be  avoided,  and  never  more  so  than 

when  the  outlook  is  so  bright  and  in- 
spiriting. A  tendency  to  over  speula- 

tion  in  real  estate  in  some  parts  of  Can- 
ada is  already  apparent,  and  this,  like 

otiier  forms  of  gambling,  can  bring  only- 
disaster  when  the  inevitable  crash  comes. 
How  suddenly  conditions  may  change 
the  rapid  advance  in  the  Bank  of  Eng- 

land rate  last  autumn  attests.  Only  by 
prudence  both  in  taking  and  granting 
credits  and  by  avoidance  of  wild-cat 
ventures  and  exploitations  on  the  high 
reputation  Canada  enjoys  in  the  British 
money  market,  can  we  reasonably  anti- 

cipate a  continuance  of  the  prosperity 
now  enjoyed. 

There  is  only  one  other  observation  I 
desire  to  make.  As  you  are  aware,  the 
decennial  revision  of  the  Bank  Act  will 

take  place  during  the  present  session  of 
Parliament.  In  one  or  two  respects 

changes  of  a  raoi-e  or  less  technical  char- 
acter will  be  found  necessary,  but  the 

Act  has  been  so  thoroughly  revised  in 
the  past,  it  withstood  so  staunchly  the 
trials  of  1907,  and  its  operation  has  been 
found  to  conform  so  admirably  to  the  re- 

quirements of  trade  and  the  interests  of 
a  rapidly  developing  country,  that  I 
hardly  think  it  likely  that  any  material 
change  will  be  made. 

In    our    note    circulation    we    have    a 

.system  which  enables  us  by  its  elasticity 
to  carry  out  the  heavy  autumnal  de- 

mands without  creating  any  monetary 

stringency;  and  to  show  how  valuable  it 

is  to  the  whole  business  communit}',  I 
need  only  point  to  the  fact  that  we  are 
moving  the  large  crop  in  the  Northwest 

with  great  ease  and  without  any  ad- 
vance in  rates  to  our  commercial  cus- tomers. 

I  beg  to  move:  "That  the  report  of 
the  directors  now  read  be  adopted  and 

printed  for  distribution  among  the  share- 

holders." 
This  was  seconded  by  Mr.  E.  B.  Green- 

shields,  and  unanimously  adopted. 

Mr.  H.  Joseph  then  moved:  "That  the 
thanks  of  the  meeting  be  presented  to 

the  president,  vice-president  and  direc- 
tors for  their  attention  to  the  interests 

of  the  Bank." Mr.  C.  J.  Fleet  seconded  the  motion, 
which  was  unanimously  agreed  to. 

Sir  Thomas  G.  Shaughnessy  moved : 

"That  the  thanks  of  the  meeting  be 

given  to  the  general  manager,  the  assist- 
ant general  manager,  the  inspectors,  the 

managers  and  other  officers  of  the  Bank 

for  their  services  during  the  past  year." 
The  motion  was  seconded  by  Mr. 

David  Morrice,  and  was  unanimously 
carried. 

Sir  Edwai'd  Clouston  expressed  ac- 
knowledgment on  behalf  of  himself  and 

fellow-officers. 

The  Directors. 

The  ballot  for  the  election  of  directors 

was  then  proceeded  with.  The  scrutin- 
eers appointed  for  the  purpose  reported 

the  following  gentlemen  duly  elected: 

R.  B.  ANGUS, 

A.  BAUMGARTEN, 

SIR  EDWARD   CLOUSTON.  BART.. 

HON.  SIR  GEORGE  DRUMMOND. 
K.C.M.G.,  C.V.O., 

E.  B.  GREEXSHIELDS, 

CHARLES  R.  HOSMER. 

SIR  WILLIAM  C.  MACDONALD, 
HON.  ROBERT  MACKAY, 

DAVID  MORRICE, 
JAMES  ROSS, 

SIR  THOMAS  G.  SHAUGHNTISSY. 
K.C.V.O., 

THE  RIGHT  HON.  LORD  STRATH- 
CONA  AND  :M0UNT  ROYAL,  G.C.:Nr. 

G.,  G.C.V.O. 

At  a  meeting  of  the  Directors,  held 
later,  the  Right  Hon.  Lord  Strathcona 
and  Mount  Royal.  G.C.M.G..  G.C.V.O.. 
was  elected  Honorary  President;  Hon. 

Sir  George  Drummond".  K.C.M.G..  C.V.O.. president,  and  Sir  Edward  Clouston. 
Bart.,  vice-president. 
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The 
Manufacturers 

of  'SPERO  MAKE' 
Cotton  Goods  have  much 

pleasure  in  announcing  that  they 

will  present  to  any  reader  of  'The 
Dry  Goods  Review'  applying  for  same 

A   COTTON    CHART 
(Copyright  Registered) 

SHOWING  PRICES  &  STATISTICS 

FREE 
This  chart  is  a  convenient  size  for  carrying 
in  the  pocket,  and  provides  some  very 

interesting    data    in    a    get-at-able    form. 
Applications  for  this  chart  will  be  dealt  with  in 

rotation.     Address  your  request  early  to  — 

315,  *SPERO,'  MANCHESTER,  ENG. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Established 
1791 

The  Test  of 
Time 

LONG  CLOTHS  &.SHEEriNGS ^^^^B 
fiiiHTnMirfcft  111 sriKyJ 

HORROCKSES 
I^ongclotKs,  NainsooKs,  Cambrics,  India  LongclotHs,  etc. 

See  Horrock>e>'  Name  on  Selvedge 

Sheetings,  Ready-Made  Sheets  (Plain  and   Hemstitched) 
See  Horrockteft'  Name  on  Each  Sheet 

Flannelettes  of  the  Highest  Quality 
See  Horrockses'  Name  on  Selvedge 

Horrockses' Manchester  and  London 

f  lease  vientwn  The  Rcriei<<  tu  .iJvertisers  and  Then    Travelers 
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The  ''eternal  fitness"  of  good  linen 
surely  must  convince  your  discreet  customer  that  a  purchase  of 

44 

Linens 
will  lift  her  household  out  of  the  commonplace. 

The  careful  growing*  and  selection  of  the  flax  used,  and  the 

employment  only  of  the  highest  skilled  labor  and  most  ap- 

proved and  up-to-date  methods,  have  earned  for  "0[b  Jlleacf)" 
Linens    the    name  of    "best    of    Irish    linens." 

The  bleaching  of  the  linen  is  the  only  part  of  the  process 

in  which  old-time  methods  have  had  to  be  retained.  Modern 

science  has  not  yet  discovered  any  process  of  bleaching  which 

gives  the  pure,  unchanging  white  of  the  old-fashioned  sun- 

bleaching  without  weakening  the  fabric — and  sun-bleaching 

is  still    a    prominent  feature  in  the  preparation  of 

"#lti  Pleaci)"  Linens 
It    will    pay    you    to    meet    the  demand  of   the   "quality"  buyers 

by  handling  "0Ui  J^leacf)"   Linens. 

R.  H.  Cosbie 
Irish  Linen  Agency 

Toronto 

Please  mention  The  Review  to  Advertisers  and  Their     Travelers 
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Wonderful  Success 

CLOSED 

I  wear  them 

andfind  theydonot 
tear  the  stockings. 

r^^€fi£^^^^ 

SOLD     BY    ALL    LEADING     JOBBERS 

I.  B.  Kleinert  Rubber 

Company    -    Toronto 

OPEN 

I wear  them 

1 ̂     f^ 1 t^^v    /•     Cc» 

/ 

\  Y^M^ 

i M 
and! ind  theydonot 
tear the  stockings. 

WHITE  HEATHER BEEHIVE 

REGISTERED  TRADE  MARK 

Baldwin's  2ad  Quality 
a 

BALDWIN'S 

BEEHIVE 
97 

AND REGISTERED 
Baldwin's  Best 

WHITE  HEATHER 
yy 

ARE  THE  BRANDS    FOR 

KNITTING-WOOL    SPECIALISTS 
THEY  ENSURE  A  READY  SALE 
Through  leading  Wholesale  Houses.       Samples,  free  on  application,  from:— 

J.  &  J.  BALDWIN  &  Partners,  ltd.     Duncan  Beii 
ESTABLISHED    1785 HALIFAX,  ENG. MONTREAL  &  TORONTO 

Please  mention  The  Rcvieiv  to  Advertisers  and  Their       Travelers. 
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Good  Times 
Good   Housefurnishing   Business 

OUR    EXPECTATIONS    for     next    Spring's 
business  have  resulted  in   the   largest  and 
most  complete  selection  of  Floor  Coverings 

we  have  ever  shown  to  the  trade. 

We  have  already  sold  more  Floor  Coverings  for 

Spring  than  in  all  of  last  season's  trade.  What better  recommendation  could  we  offer  ? 

All    the    newest    designs    in  PIECE   GOODS*   
Seamless   Tapestry   Squares. 

"DOMINION "  ̂ '^es— 3  X 3i      Axminsters, 3  X  4,   3i  X  4. 

   Wiltons,  Brussels, 

One-Seamed    Tapestry  rp  .  w-wr       % 

Squares     in     all    qualities.  1  apCStHeS,     WOOlS, 

Sizes— 2]^  X  3,    2J  x  3,    3x3,    3  x  3i, 
3x4,     3|  X  4,     4x4,     4x4^. Unions  and  Mattings 

SQUARES  : — Axminster,     Wilton,     Brussels, 
Tapestry,    Wool     and      Union. 

Oilcloths  and  Linoleums  in   all  widths  and  designs. 

If  you  have  a  customer  who  wants   something 
out    of    the    ordinary,    write    us    for    samples. 

JOHN  M.  GARLAND,  SON  &  CO 
OTTAWA,   CANADA 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 



Facts  of  Interest— Mainly  About  Ourselves 
CONGRATULATIONS  In    the     letters    which    are 

ON  liere   reproduced,    The   Review 

COMING-OF-AGE.  is   congratulated    upon  having- 
attained  its  21st  birthday.  The 

sentimenits  therein  contained  are  deeply  appreciated'  by 
those  to  who  they  are  addressed.  The  year  of  ma- 

jority in  the  life  of  The  Review  will  appeal  to  them  not 

THE  RIBBON  HOUSE  OF  CANADA. 

flfonffes/  ,  Dec  14th,  1909. 

Tho  Drj  Goods  Review 
Eastern  Townships  Bank  Bldg. Montreal ,         Que 

Dear  Sirs 

In  reply  to  your  favor  of  tho  ICth 
inst.,  wo  certainly  feel  that  you  are  entitled 
to  a  kind  word  from  us. 

17e  wish  to  heartily  congratulate  the 
Review  upon  its  coming  of  age,  and  wish  you  con- 

tinued usefulness  to  our  customers,  the  retailers 
of  Canada. 

We  consider  th;  t  the  advertising  of  "Tho 
Ribbon  House  of  Canada"  in  the  Review  has  been  high- 

ly profitable  to  us,  and  honestly  believe  that  your 
paper  has  been  the  means  of  putting  us  in  touch 
with  many  desirable  accounts  who  have  since  become 
permanent  customers  with  us. 

In  this  connection,  we  wish  particularly 
to  thank  your  Ur.  Frager  for  his  useful  suggestions 
regarding  copy  in  our  advertisements 

Wishing  you  continued  success,  we  are, 

Very  truly  yours. 

Diet.  ir.H.B. PfalL/^OA^ti  rC^ 

SO  much  as  a  stage  from  which  to  view  the  interesting 
retrospect  outlined  in  another  part  of  the  paper,  but  a»s  a 

point  from  which — as  is  there  pointed  out — to  put  forth 
still  greater  efforts  in  behalf  of  the  dry  goods  trade.  The 

aim  shall  always  be  to  produce  a  medium  to  which  dry- 
goodsmen  and   those  who  have  to  do  with   the  dry  goods 

S^e^S^^ >. 

^^J^wToilsVE  a) .j/f»lfyea^   6th  D«oe»b»r,  1909 

Msssra  Too  Dry  Goods  Rev
iew. 

St.  Janes  St.,  City. 

Gentlemen: - 

Please  accept  our  hearty 
 congratulations  an 

your  coning- of -age, 

t7e  look  upon  the  "Review" 
 as  the  best  dry 

goods  advertising  medium  
in  Canada  and  hope  it  nay 

 long 

hold  this  position.       ^^^^  ̂ ^^^  ̂ ^^^ 

The  n.  R.  Brock  Company,  (Li
mited. 1 

Per  ̂ t^.cJtxJ- 

T/A. 

business  may  resort  for  helpful  and  seasonable  style  and 
market  information,  and  through  which  they  may  secure 
at  all  times  an  informing  outlook  upon  those  activities 

in  the  industi'ial  and  commercial  world  which  directly  or 
iudire&tly  concern  their  enterprise. 

DO  NOT  OVERLOOK  The  merchant  who  takes  the 

MEANS  OF  pioper  interest  in  the  efficiency 
GREATER  EFFICENCY  of  his  .store  service  will  disre- 

gard no  influence  for  improve- 
ment among  his  salespeople.  Selling  is  an  art,  and  much 

depends  upon  the  personal  interest  manifested  by  the  em- 
p'oyer  in  the  direction  of  encouragement  and  development. 
An  employer  who  is  indifferent  in  this  particular,  who  re- 

gards his  clerks  as  mere  machines,  who  maintains  that 

they  may  know  too  much  of  that  which  is  soundly  prac- 
tical, and  at  the  same  time  perfectly  legitimate,  cannot 

expect  to  make  his  equipment  representative  of  the  high- 
est type  of  salesmanship. 

,  It  is  a  poor  tribute  to  a  clerk's  ambition  for  an  em- 
ployer or  the  head  of  his  department  to  .set  a  limit  upon 

the  knowledge  which  a  young  man  may  properly  acquire 
about  his  business  to  fit  him  to  serve  his  position  better 
or  to  enable  him  to  strive  to  something  higher. 

The  Review  has  had  occasion  to  note  that  salesmen,  as 
a  rule,  are  anxious  to  avail  themselves  of  rhe  best  mediums 

Cor  Ki»6  »  C«'t«Bu«,  Sts 

'/Jt^>tt^^^'/'.J^-y'^    D«c.   10,   1909 

Dry  Goods  Review, 

701  Sastem  Townships  Bnk  Building. 

Kontreal. 

Dear  Sirs: 

Snclosed  please  find  copy  fo
r  i  page  advertiseEent 

T!e  night  say  that  we  think in  your  special  spring  issue
. 

your  paper 
that  we  have  ever  seen 

is  fully  the  equal  of  any  dry  
goods  trade  paper 

Yours  truly. 

#2.V. 

4  COMPANY,  L.ni.tcd. 
fecxeury. 

of  self  instruction.  The  prospective  trimmer,  buyer,  or 

department  head  is  always  in  a  receptive  mood.  The  in- 
ci easing  number  who  are  taking  The  Review  indicates 
that  one  or  two  copies  in  a  store  does  not  admit  of  the 

most  satisfactory  distribution  among  the  staff.  A  mer- 

chant said  not  long  ago:  "We  try  to  have  the  paper  cir- 
culate among  our  staff  as  thoroughly  as  possible,  but  some 

enthusiast  takes  it  home  with  him  and  others  have  to  wait. 

It  contains  information  about  goods  and  methods,  Avhich 
I  think  they  should  know.  Some  of  the  clerks  are  now 
taking  it  themselves,  for  that  very  reason,  and  I  can 
easily  tell  those  who  have  been  reading  it.  The  know 
about  new  goods,  names,  jintterns  and  such  like  before 
tb.ese  reach  the  store,  and  tiiey  can  talk  intelligently  abi  ut 

market  conditions  and  make  suggestions." 

To  properly  estimate  the  value  of  such  means  of  in- 
formation, the  merchant  must  take  the  improved  efficiency 

of  his  salespeople  into  consideration.  Even  an  idea  from 
The  Review  may  have  been  converted  into  value  many 

times  greater  than  that  represented  by  the  subscription 

price. 
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McCALL  PATTERNS  ARE  MADE  TO  SELL.  We  state  this 
frankly  as  we  have  before  done  in  these  pages.  They  are  known 

from  Maine  to  California  as  "The  Paper  Patterns  that  Sell."  They  are 
sold  to-day  by  nearly — if  not  quite — 10,000  merchants  throughout  the 
United  States.  Women  buy  them  because  they  are  stylish,  accurate,  easy 
to  use  and  absolutely  reliable.  In  short,  they  are  practical  patterns.  They 
have  this  reputation  among  women. 

The  sale  of  McCall  Patterns  is  increasing  all  the  time.  That  they 
are  the  paper  patterns  that  sell  is  evidenced  by  the  fact  that  right  now  we 
are  obliged  to  run  our  factory  nights  to  fill  the  orders  for  them,  and  this 
factory,  too,  the  largest  in  the  world  devoted  to  the  manufacture  of  one 
make  of  paper  patterns.  We  do  not  believe  there  is  any  pattern  increas- 

ing in  sale  as  fast  as  McCall  Patterns. 
The  well-established  McCall  Canadian  Office  and  Factory  in 

Toronto,  the  largest  and  best  equipped  Pattern  Plant  in  the  Dominion, 
make  it  possible  to  offer  Canadian  Merchants  the  celebrated  McCall 
Patterns  and  Fashion  Publications,  with  all  the  advantages  of  terms,  prices, 
deliveries,  etc.,  United  States  Merchants  enjoy. 

Mr.  Merchant,  we  believe  it  would  be  to  your  interest  to  write  to 

us  and  learn  something  about  w^hat  we  have  been  able  to  do  for  other 
merchants  in  the  way  of  increasing  their  business.  It  will  only  cost  you 
a  cent  or  two  to  do  so  and  you  will  be  under  no  obligation  whatever. 

THE  McCALL  COMPANY 
MAKERS  OF  FASHIONS 

236  to  246  West  37th  Street,  New  York 
CHICAGO  SAN  FRANCISCO  TORONTO,  CANADA 

Not  in  the  Trust  No  Connections  Whatever  with  Any  Other  House J 
Please  mention  The  Review  to  Advertisers  and  Their   Traveltn 
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Philips'  Specialities  in  Dress  Linings 
and  Flannelettes 

All    Dry    Goods    Importers    should   stock   them. 

Opaline  and  Opalette 
The  best  substitute  for  silk  lining  yet  produced.     Equal  in  bloom 
and  superior  in  wear  to  silk,  at  one  fourth  the  price. 

The  "Neu"  Moire 
This   lovely   fabric   is    specially   adapted    for   lining   Directoire   and 
other  clinging  dresses.     It  makes  a  charming  skirt. 

New  Brocade  Lining 
Very  best  quality  Egyptian  Cotton,  fast  woven  designs,  all  fashion- 

able colors.     Equal  in  appearance  to  real  silk,  and  more  durable. 

Arpekas  Flannelette 
Cheap,    warm,   healthy   and    safe.      These   goods    will  neither  flash 
nor  flame,  either  before  or  after  washing. 

Eider   Lambskin 
An  entirely  new  fabric  that  will  soon  become  a  necessity  in  all 

families.  Delightful  for  ladies'  and  children's  underwear,  and 
exactly  adapted  for  dressing  gowns. 

"Own   Make"   Window   Holland 
Made    in    the   best   Whitepark    Irish    Linen    Finish,    and  sold   to 
large    importers    at   20%    off   usual    list.      It    runs    sweetly  on    the 
roller,  throws  a   delicate   shade  and  gives  unlimited  wear.  White, 
cream,  ecru,  green,  Arc. 

J.  &  N.  Philips  &  Co. 
Manchester,  England 

Mills— Tean  and  Cheadle 

211    Lindsay    Building, 

St.   Catherine  St.   West, 

Montreal 

OFFICES 
Branch— 20  Cheapside,  London,   E.G. 

611    Empire   Building, 

Wellington   Street  West, 
Toronto 
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What  Stock-taking  Should  Mean. 
THE  first  task  which  confronts  the  merchant  at  tlio 

beginning  of  the  new  year  is  stock-taking.  Dif- 
ferent men  have  different  methods  of  keeping  records,  but 

they  cannot  get  away  from  the  cold  facts  presented  by 

the  annual  inventory,  the  final  analysis  of  which  must 

show  them  the  actual  result  of  the  past  year's  trading, 
whether  he  is  progressing  or  going  back,  and  the  cost  to 

him  of  goods  which  must  be  carried  over. 

There  may  be  those  who  hold  that  in  the  annual  stock- 
t.  king,  certain  percentages  must  be  added  for  this,  that 

and  the  other  thing.  They  may  even  attempt  to  discount 

probable  advance  in  prices,  and  will  so  insist  upon  add- 

ing a  little  here  and  there  that  when  the  inventory  is  com- 

plete, it  represents  anything  but  the  actual  invoice  cost. 

It  is  no  use  juggling  with  that  invoice  cost.  Whether  he 

t;ike  stock  at  cost,  or  selling  price,  or  add  or  subtract  to 

satisfy  his  so-called  sense  of  justice  to  himself,  no  mer- 
chant can  afford  to  weave  a  fictitious  meshwork  about 

the  basis  of  present  calculation  and  prospective  sale. 

It  is  an  old  rule  that,  if  cost  is  taken  at  selling  price, 

a  proper  discount  must  be  taken  off.  This  can  only  be 

ascertained  by  taking  stock  of  departments  the  previous 

year,  both  at  cost  and  selling  price.  Whether  at  cost  or 

selling  price,  the  record  should  not  represent  a  cent  more 

than  the  actual  worth  of  the  goods.  This  is  the  funua- 
mental  principle. 

A  merchant  of  long  experience,  writing  The  Review  on 

this  subject,  states: — -"Stock-taking  should  mean  to  ̂ ery 
merchant  that  he  buys  his  stock  over  again  once  or  t  ice 

each  year,  according  to  the  number  of  times  he  takes  stock, 

and  that  he  will  not  pay  for  it  more  than  it  is  actually 

worth  that  day.  If  more  merchants  would  do  this,  making 

each  year  stand  its  own  loss,  there  would  be  fewer  dis- 

appointments later  on  in  life." 

Comparisons  and  the  Buying  End. 

DRY  goods  merchants  frequently  fin^  that  certain  of 
their  departments  are  standing  still,  while  other 

stores  or  departments  in  their  city  seem  to  be  particularly 

prosperous.  Not  long  ago,  The  Review  was  informed  thar 

a  department  in  one  of  the  very  large  city  stores  was  going 

behind,  while  specialty  stores  in  that  neighborhood  were 

doing  exceptionally  well  in  that  line,  and  that  an  investi- 
gation revealed  the  buyer  to  be  at  fault.  A  merchant  in 

a  smaller  city  found  that  his  corset  section  was  not  meas- 

uring up.  It  had  always  been  a  good  payer,  but  people 

were  going  elsewhere.  He  discovered  that  the  buyer  was 

not  ordering  frequently  enough. 
In  each  of  these  cases  the  head  of  the  business  had 

no  reason  to  suspect,  at  first,  that  the  buying  end  was  at 

fault.  The  advertising  intimated  that  stocks  were  main- 

taining their  standard  of  superiority,  and  conferences  with 

buyers  confirmed  this  belief.    A  comparison  with  the  ads. 
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of  ollu'i-  lK)us('^.  liowt'vc'r,  and  a  look  llirouuh  the  pafjes 
of  his  trade  newspaper  convinced  him  that  iiis  buyer 

was  inclined  to  depend  overmuch  on  his  own  knowledge ; 

tliat  self-confidence  had  persuaded  them  to  entertain  the 

fallacy  that  I  he  oilier  fellow  didn't  count.  Thev  had 
overlooked  the  fad  that  newer  stores,  eaji'cr  for  success, 
were  not  only  as  fully  u|>  lo  the  minute  as  their  older 

competitors,  hut  by  (•(uicenti'alion  u]>on  theii'  buying-  end, 
had  a  more  attractive  stock  and  were  getting  the  business. 

This  did  not  mean  that  tliey  were  plun^ng  or  were  hys- 

terical, but  that  they  had  properly  sized  up  the  possibil- 
ities of  their  territory,  were  well  informed  as  to  the  lines 

shown  by  their  competitors,  and  had  that  knowledge  of 

the  market,  which  enabled  them  to  convert  newness  into 

value,  while  it  was  worth  something-,  as  well  as  appreciat- 

ing- the  salability  of  new  features  in  old  lines. 
The  point  impressed  by  these  experiences  is  thai  the 

buyer  cannot  afford  to  take  chances.  His  department 

must  post  him  regularly  u])on  things  enquired  for,  but  not 

in  stock,  as  well  as  upon  the  sales  record  of  goods,  which 

he  has  benight.  Nor  can  he  be  indifferent  to  the  informa- 
tion contained  in  the  editorial  columns  and  advertising 

of  the  trade  newspaper.  There  he  will  find  latest  in- 
formation, which  must  not  only  be  of  interest  to  him  and 

his  department,  but,  as  expressed  through  tiieir  merch- 
aiMlising,  to  their  customers  as  well. 

Dress  Goods  Becoming  Novelty  Department. 

THE  dress  goods  department  has  always  ])een  con- 

sidered the  main  department  in  the  store,  and  the 

backbone  of  the  dry  goods  business,  but  with  the  growth 

and  development  of  the  department  for  ready-made  gar- 

ments, in  the  last  few  years,  the  premier  place  always 

accorded  to  dress  goods  is  becoming  challanged.  In  many 

stores  the  garment  department  is  now  of  equal  import- 

ance; in  some  stores,  indeed,  where  this  department  is 

exceptionally  well  bought  for  and  managed,  it  is  becoming 

the  more  profitable  of  the  two. 

This  growing  importance  of  the  garment  department 

it-  making  serious  and  far-reacliing  changes  in  the  trade, 
and  the  dress  goods  section  Avhich  is  to  retain  its  profits 

and  its  prestige  must  clearly  recognize  these  changes, 

and  the  nature  of  them.  For  the  reason  that  the  maker- 

up  of  ready-made  garments  must  use  staple  cloths  and 

colors,  the  sale  of  staple  and  low-priced  and  medium 

dress  fabrics  is  passing  from  the  dress  goods  department. 

::nd  the  dress  goods  trade  is  being  turned  over  to  the  sale 

of  novelty  and  better-priced  goods.  It  is  not  so  many  years 

ago  when  the  greater  part  of  the  stock  purchased,  in 

most  departments,  consisted  of  fabrics  to  retail  from 

.35c  to  Tjjc  per  yard.  It  is  becoming  now,  that  7oc  is  the 

lowest  price  at  which  goods  are  seriously  stocked,  and  the 

largest  amount  of  business  is  done  around  $1  and  $1.25. 

In  addition,  novelty  shades  and  colors  are  largely  in  the 

lead,  and  it  is  in  this  direction  that  the  development  in 

business  is  taking  place. 

The  wnnuin  who  wants  a  useful  dress  or  suit,  and  the 

woman  who  can  pay  but  a  limited  price,  now  goes  to  the 

garment  department  to  supply  her  wants.  She  finds 

tliere  garments  thai  are  better  cut,  and  better  shaped,  and 

that  will  give  hei-  hetter  wear  than  she  could  obtain  by 
buying  the  fabric  and  having  the  goods  made  up  cheaply. 

The  woman  who  is  not  limited  in  her  expenditure,  and 

who  is  able  to  pay  a  good  price  for  the  making-up  of  the 

fabric  she  buys,  is  the  chief  standby  of  the  dress  depart- 

ment, at  iJresent,  and  women  of  this  class  want  the  new 
fabrics  and  the  new  colors. 

Therefore,  the  buyer  for  the  dress  goods  department 

needs  more  than  ever  to  keep  in  close  touch  with  the 

changes  of  fashion,  and  with  the  march  of  events  in  the 
fabric  markets. 

A  Pair  of  Converts. 

IT  is  said  that  Sir  Wilfrid  Laurier  has  advised  the 

Premier  of  Quebec  to  appoint  a  business  man  to  the 

portf<jlio  in  the  Provincial  Cabinet  which  is  to  be  va- 

cated by  Hon.  W.  J.  Weir,  who  is  being  elevated  to  the 
Bench. 

This  reminds  one  of  the  speech  of  R.  L.  Borden,  at 

the  banepiet  of  the  Manufacturers'  Association  at  Mont- 

real, a  few  weeks  ago,  during  which  he  strongh-  expressed 
himself  in  favor  of  more  manufacturers  being  in  Parlia- 
ment. 

There  is  undoubtedly  a  growing  spirit  in  Canada  in 

favor  of  giving  business  men  a  more  prominent  place  in 

the  administration  of  public  affairs.  And  its  growth  is 

being  fructified  by  necessity.  Professional  men  are  all 

right  in  their  place,  but  they  too  often  lamentably  fall 

down  in  practical  business  affairs. 

The  woik  of  governing  a  country  is  to  all  intents  and 

l)urposes  a  l)usiness  affair,  and  it  naturally  follows  that 

those  who  administer  should  be  men  of  practical  business 

experience.     Like  begets  like. 

Verj-  little  reliance  can.  as  a  rule,  be  placed  on  the 

public  utterances  of  politicians.  Thej'  are  given  a  great 

deal  to  "jollying."  They  loiter  around  the  corner  and 

only  get  into  the  procession  when  thej'  see  that  public 
opinion  is  strongly  represented  in  it.  In  other  words  the 

politicians  do   not    lead,   they  follow   public   opinion. 

The  significance  of  the  attitude  of  Sir  Wilfrid  Laur- 

ier. the  Premier  and  H.  L.  Borden,  the  leader  of  the  Op- 

l)osition.  in  regard  to  a  representation  of  business  men  in 

Parliament,  is  an  evidence  that  they  are  realizing  that 

public  opinion  is  becoming  strong  in  regard  to  this  mat- 
ter, and  wish  to  march  in  the  procession.  They  are  both 

to  be  congratulated.  It  is  an  evidence  that  they  both 

have  eyes  with  which  to  see  the  trend  of  affairs.  And 

when  they  begin  to  see  thing-s  in  the  right  light,  others 
will  follow.  It  will  be  fashionable,  for  there  are  fashions 

i;i  political  ideas,  as  well  as  in  garments.  It  is  to  be  hoped 

that  when  opportunity  affords.  Sir  Wilfrid  Laurier  and 

]Mr.  Borden  will  bring  forth  works  meet  for  I'epentence. 
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Could  Not  Afford  Another  $5,000. 

IT  is  to  be  regretted  that  the  Department  of  Trade  and 

Commerce  has  decided  to  let  at  least  another  year 

go  by  before  appointing  a  separate  Trade  Commissionei- 
to  New  Zealand.  The  matter  of  cost  appears  to  stand  in 

the  way.  As  the  cost  is  only  in  the  neighborhood  of 

.$5,000  a  year  it  is  rather  extraordinary  that  it  should  be 

used  as  an  excuse  by  a  Government  which  has  so  often 

been  characterized  as  progressive  rather  tiian  otherwise. 

When  the  present  Government  came  into  office  Canada 

had  one  Trade  Commissioner.  Since  then  the  Trade  and 

Commerce  Department  has  appointed  on  an  average  more 

llian  one  a  year,  there  now  being  18  in  different  parts  of 
the  world. 

Mr.  Larke,  tlie  Commissioner  at  Sydney,  Australia,  is 

supposed  to  look  after  New  Zealand  as  well,  but  as  that 

Island  is  1,000  miles  away  from  his  permanent  office  it  is 

only  once  in  a  year  or  two  that  he  is  able  to  visit  the 
field. 

Parliament  has  voted  $.')0,000  for  a  steamship  sub- 
sidy between  Vancouver  and  New  Zealand.  Surely  the 

department  ought  to  be  able  to  persuade  the  House  to 

grant  an  additional  $5,000. 

Possibly  Sir  Kichard  Cartwriglit  does  not  like  to  move 

as  fast  as  necessity  demands  that  he  should.  Last  year 

the  House  voted  $85,000  for  the  Trade  Commissioner's 
service  and  the  estimate  this  year  calls  for  an  additional 

$10,000,  or  $95,000  in  all.  When  Sir  Richard  Cartwright 

was  in  opposition  he  was  a  stickler  for  cconmny.  He  is 

evidently  still  characterized  by  this  quality;  in  fact  to  an 
abnormal  extent. 

Our  trade  with  New  Zealand  is  ratlicr  at  a  standstill. 

Our  exports  to  that  country  liave  never  yet  totalled  $1.- 

000,000,  but  they  have  been  very  close  to  it.  Last  year 

was  the  best  on  record,  when  we  sold  to  the  Island  $996,- 

901  worth  of  goods.  With  a  live  Trade  Commissioner  on 

the  spot  this  amount  would  naturally  be  increased. 

Exports  from  Canada  to  New  Zealand  in  1908,  includ- 

ed about  $40,000  in  clothing,  cotton  and  manufactures  of 

cotton,  cordage  and  twine,  and  over  $30,000  in 
leather  and  boots  and  shoes. 

A  business  man  would  not  under  siiiiihir  '•ircuinstanccs 

hesitate  to  add  another  salesman  to  his  staff  in  order  to 

bring  more  business. 

Governmental  departments  can,  like  individuals,  evi- 

dently be  penny  wise  and  pound  foolish. 

Hold-up  Schemes. 
MANUFACTURERS,  wholesalers  and  retailers  all 

have  many  claims  upon  their  money  for  charity 

in  its  innumerable  forms.  The  Review  has  no  quarrel 

with  but  thoroughly  endorses  the  policy  of  supporting 
legitimate  local  enterprises. 

Retailers,  however,  are  approached  by  many  forms  of 

church  societies  chiefly,  for  various  purposes  and  the 

hold-up  varies  in  degree  according  to  the  ingenuity  of  the 
organizers.    Many   merchants   in   various   Ontario     towns 

particularly,  have  organized  retail  associations  to  com- 
bat this  and  have  been  successful.  This  stand,'  is  worthy 

of  furthet  emulation  in  various  parts  of  Canada.  Co- 
operation is  the  only  true  method  of  stamping  out  this 

vexatious  abuse. 

The  surprising  part  is  that  too  frequently  retailers 

pass  on  the  hold-up  proposition  by  suggesting  to  firms 
they  buy  from  that  contributions  will  be  welcome.  Some- 

times the  merchant  writes  himself,  but  often  his  wife 

does  so.  These  appeals  usually  take  the  form  of  some 

kind  of  church  work  and  apply  equally  to  all  denomina- 

tions. 
In  cases  where  the  merchant  is  a  good  customer,  the 

wholesaler  or  manufacturer  usually  submits  as  gracefully 

as  possible.  However  he  is  not  a  "cheerful  giver,"  and 

it  is  very  doubtful  if  any  "green  sod"  is  stored  up  for 
him  on  that  account. 

This  subscription  evil  has  expanded  in  many  re- 

spects, and  one  of  the  choicest  propositions  which 

has  come  to  The  Review's  notice  lately  is  one  in  which 
a  curling  and  skating  club  in  a  small  town  proposes  by 

letter  to  a  wholesaler  that  he  buy  some  stock  in  the , 
concern.     The  letter  runs  thus  : 

"All  of  the  wholesale  firms  who  are  get- 
ting business  in  our  town,  on  being  ap- 

proached, have  purchased  some  stock  in  our 

rink,  which  we  arc  now  erecting,  and  we 

thought  you  might  want  to  help  us  along  a 

httle." 

This  species  deserves  severe  condemnation  on  the 

part  of  firms  approached.  The  majority  of  wholesalers 

and  manufacturers  have  plenty  of  claims  in  their  own 

cities  to  be  looked  after  and  doubtless  have  clubs  of 

their  own  which  deserve  their  support. 

Store  Property  Forty  Years  Ago. 

WE  hear  a  great  deal  these  days  about  the  rapid  in- 
crease   in    business    proi)erty    values    on    Yonge 

Street.  Toronto,  and  the  consequent  increase  in  taxation. 

It  was  not  always  thus.  Within  the  memory  of  men 

in  business  to-day  conditions  were  the  very  opposite. 

So  bad  were  the  conditions  some  forty  years  ago,  when 

the  first  row  of  stores  was  erected  on  what  is  now  the 

site  of  the  T.  Eaton  Company's  stoie,  that  they  were  for 
a  year  or  more  without  tenants.  Indeed,  in  order  to  get 

a  start,  at  least  one  of  the  stores  was  given  rent  free  for 

a  year  to  a  dry  goods  man  named  Page,  who  afterwards 
became  well  known  in  Toronto. 

Although  no  money  was  obtained  from  Mr.  Pfige  for 

a  year,  the  investment  was  after  all  a  good  one  for  the 

owner  of  the  property,  because  it  started  that  particulr.i' 
block  on  which  the  stores  were  erected,  on  its  business 

career,  until  the  vicinity  is  to-day  the  most  active  retail' 

district  in  the  "Queen  City." 
The  owner  of  the  stores  was  a  Mr.  Cameron,  and  the 

block  was  known  as  the  Cameron  Block.  Prior  to  thr.t  it 

was  the  site  oi  a  hotel,  famous  for  its  entertainment  to 

farmers. 
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Store  Kinks  that  are  Giving  Good  Results 
NINE-CENT  SALE  A  three-day  nine-cent  sale  was 

DOUBLED  a    merchandising'    idea    by    whicli 

WEEK'S  BUSINESS  B.  W.  Thomas,  merchant,  of  Hart- 

ford, Out.,  doubled  one  week's 
business.  The  tigiire  U  was  featured  in  all  prices.  Thus, 

men's  regular  .^O-cent  shirts  sold  for  4!)  cents,  u'en's  To- 
cent  black  overalls  for  09  cents,  lO-cent  i>rints  for  9  cents, 
9  picture  post  cards,  9  cents,  and  so  on  all  through  the 
store. 

"It  doesn't  look  like  nuich  of  a  saving,"  said  Thomas 

ill  his  store  paper,  "a  ten-cent  article  for  9  cents,  but  see 
what  a  lot  of  10-eent  articles  you  buy;  this  sale  really 

gives  you  10  per  cent,  discount." 
Of  course,  in  connection  with  this  sale,  there  had  to 

bt  a  curtain  raiser,  something-  that  would  start  it  off 

vitli  the  proper  swing-.  Coal  oil  was  chosen  as  the  intro- 

ductory lubricant.  "Store  News"  advertised  that  for  one 

hour,  from  9  to  10  o'clock  Tuesday  morning:,  99  gallons 
of  best  coal  oil  would  be  offered  for  sale,  not  more  than 

tlu-ee  gallons  to  one  customer,  at  9  cents  a  gallon.  That 
was  some  reduction  and  there  were  not  many  homes  in  the 

neighborhood  who  weren't  represented  by  their  oil  cans. 
To  adequately  handle  the  demand,  160  gallons  were  sold  in 

that  one  hour.  Each  day  had  its  .special,  and  the  sale 

w-as  a  big;  success.  It  was  advertised  two  weeks  ahead,  in 

the  store  paper,  distribution  being-  mad.'  through  the  school 
children.  It  was  found,  ho\ve\-er,  that  the  advance  notice 
was  a  (rifle  too  long,  as  some  of  the  i)eople  became  mix- 

ed in  their  dates,  and  mislaid  the  paper.  Mr.  Thomas' 
experience  is  that  one  week  would  have  sufficed. 

The  announcement  in  "Store  News"  pointed  out  that 
tliere  was  nothing  bought  on  purpose  to  give  the  people 

a  low  price,  thus  sacrificing  (piality,  but  that  it  wr.s  one 

way  of  advertising  the  store.  Another  attractive  feature 

was  that  all  change  was  made  in  "crisp  new  bills."  "new 
sunny  silver"  and  "bright  coppers." 

V 

DEPARTMENTIZE        There  are  very  few  si  ores  which, 

PICTURE  in   connection   with   their  sina'lwares 

POST  CARDS  section,  do  not  carry  a  good  a.;sort- 

ment  of  picture  post  caids  and  kin- 
dred lines.  It  is  often  noticed  that  the  cards  are  dis- 

tributed tliT-oughout  the  store,  regardless  of  system,  the 
contention  being  that  they  have  an  influence  m  attracting 

peop'e  to  the  different  departments.  It  may  well  be  ques- 

tioned, however,  whether  this  plan  is  \ei-y  effective,  or 

whether  the  merchant  is  thus  doing-  well  by  his  i)ictui-e 
post  cards.  The  Stanley  Mills  Co.,  Hamilton,  have  a 

different  plan.  Tiny  Inue  a  booth-like  depai-tment  lo- 

cated near  the  ceiiti-c  ot'  the  ground  floor,  for  the  picture 
post  cards,  or  other  souvenirs,  and  commemorative  lines 

ii!  the  card  class.  Special  days  are  featured.  If  it  is  the 

17th  of  March,  the  Shamrock  is  given  pre-eminence,  on 

St.  George's  Day,  the  Rose;  St.  Andrew's,  the  Thistle,  and 
so  on.  Buying  is  carefully  planned  along  these  lines, 

and  the  department  has  developed  a  reputation  for  having 

the  right  thing  at  the  right  time. 

V 

LIVING  MODEL  To  in'troduce  a  season  or  effee- 
FOR  STREET  tively   announce   the   arrival   of  a 

DEMONSTRATION.       particularly     promising     line     of 

garments,  living  models  have   be- 
came  quite  an    attraction    in   many   of  the   larger   stores. 

The    buyer    of    a    western    ready-to-wear    department. 

however,  used  t'he  idea  in  ano'ther  way.  He  wished  In 

promo'te  the  interests  of  a  new  style  of  dress  witli  a 
distinctive  name  under  which  it  was  advertised,  so  he 

engaged  an  atitraotive  looking  girl  and  had  her  don  one 

of  these  dresses  in  a  highly  fashionable  color  but  still 

dignitied  and  wearable.  Adorning  herself  further  in  a 

natty  street  hat.  she  set  cnit  through  the  shopping- 
district.  She  mingled  vvitli  the  crowds,  inspected 

windows  and  was,  to  all  intents  and  purposes,  a  shopper. 

The  buyer  followed  her,  saw  the  glances  and  heard  the 

comment  so  indicaitive  of  spontaneous  opinion,  and  was 
quite  satisfied  that  the  dress  had  a  destiny.  Enquiries 

and  sales  that  day  in  the  departmen't  demonstrated  the 
value  of  'the  plan. 

T'he  mere'hant  adopting  such  an  idea,  however,  niust 

know  when  to  stop.  W'hile  the  instance  proves  'the  value 
of  a  distinctive  name,  it  also  suggests  that  a  pro'traeted 

"parade"  by  the  model  might  have  cheapened  the  gar- 
menf  and  lessened  its  selling  power. 

RECEIPT  IN  FULL  The      Housefurnishing      Com- 
ON  DEATH  OF  pany,     St,     Paul,     protects     every 
SOLE  SUPPORT.  mother  and   child  who  becomes  a 

regular  customer  a,t  f'he  store  by 

guaranteeing-  to  give  a  receipt  in  full  to  any  woman  cus- 
tomer up. in  tile  rei);ii-t  of  the  death  of  'her  husband'  or 

sole   suppoit. 

This  plan  origina'ted  in  the  most  natural  way.  A 
woman  who  had  kmg  been  a  customer  wrote  thaf  she  did 

not  see  how  she  could  ])ay  't'lie  bill  she  owed.  Her  hus- 

band, will)  had  bten  kil'ed  by  a  street  car,  carried  no 
insurance  and  the  little  money  received  from  t'he  street 
car  company  was  not  enough  to  settle  up  things. 

The  firm  immediafdy  made  her  a  gift  of  a  receipt  in 

full,  and  the  free  advertising  received  from  this  act  of 

generosity  brought  in  so  much  new  business,  that  the  |)lan 

of  insuring  mothei's  and  children  was  adopted  as  a  regu- 
lar policy  of  the  h'ouse  and  is  now  advertised  exte-nsively. 

Arrayed  in  gowns  illustrative  of  'the  ne-vv  lines  tbese 

ladies  ))arade  before  a  'ho.st  of  people  who  vi.sit  the  store 
for  tbait  particular  demonstration.  It  aids  other  depart- 

ments also. 

SPECIAL  SALES  Sp?cial    sales    for   specified    hours 

I'OR  of  the  day  are  now  regarded  as  good 
SPECIAL  HOURS  feature  (  vents.  Tlure  may  be  adif- 

ference  of  opinion  as  to  the  most 

satisfactory  hours,  but  from  9  to  12  and  2  to  5,  seem  to 

he  most  genera'ly  approved,  since  they  do  not  require  cus- 
tomers to  be  on  hand  at  inconvenient  hours,  but  conduce 

to  early  shopping.  In  framing  an  add.  for  such  an  event, 

it  is  unnecessary  to  go  in  for  lengthy  general  introduc- 

tion. One  firm  simply  used  four  cuts  of  clock  dials  and 

divided  the  six-column  ad.  by  a  heavy  line,  on  one  side  of 
which  were  two  clocks,  the  honrs  of  which  indicated  9  and 

12  o  'clock,  and  on  the  other  side,  the  hands  indicated  the 
afternoon  hours.  The  space  between  the  dials  on  each 
side  was  used  for  extra  special  values.  The  remainder, 
and  by  far  the  greater  portion  of  the  ad.  was  rather  solid 

though  each  one  of  the  200  items  announced  special  val- 
ues. The  sale  may  be  made  a  weekly  feature,  confined  to 

any  length  of  time  from  one  to  six  hours,  or  may  be 
l)ulled  off  less  frequently  and  confined  to  certain  depart- 

ments. To  make  the  plan  effective  the  benefits  of  tiie 
sale  must  begin  and  end   with   the  hour  specified. 
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JUDICIOUS  USE  Attractive   business  phrases 

OF  AN  have  been  frequently  convert- 
ATTRACTIVE  PHRASE    ed  into  value  through  judicious 

use.  The  expei'ience  of  a  Chat- 
ham drug  firm,  S.  F.  Park  &  Co.,  and  the  means  they  em- 

ployed to  give  prominence  to  the  four  short  words  "Get 
it  at  Park's,"  may  be  of  interest  to  merchants  in  other 
lines.  This  expression  has  been  featured  for  the  past  year 
or  more,  throughout  the  entire  advertising  campaign  of 
the  firm. 

In  the  newspaper  advertising,  inste;  d  of  having  the 

firm's  name  set  up  in  the  ordinary  type,  a  two-column 
cut  was  secured  with  the  words  engraved  in  plain,  neat 

script.  This  lettering  has  been  used  wherever  the  ex- 
pression appeared.  It  was  supplemented  by  words,  in 

much  smaller  lettering,  indicating  the  business  location  of 
the  firm. 

Neat  stickers  with  the  same  words  in  white  script 

upon  a  colored  background — sometimes  red,  sometimes 
blue — are  pasted  upon  parcels  going  out  from  the  store. 
A  rubber  stamp  with  the  same  words  is  also  used  for  a 
similar  purpose. 

The  expression  is  also  used  on  bill  heads,  letter  heads 

and  envelopes.  Finally,  the  words  "Get  it  at  Parks,"  in 
big  white  script  for  a  long  time  adorned  a  large  black 
sign  placed  above  the  store  At  night  this  sign  was  lighted 
by  incandescent  bulbs. 

This  featuring  of  a  "catch"  expression  in  place  of  the 
firm  name  has  helped  very  materially  to  secure  for  the 
firm  the  publicity  necessary  to  business  growth. 

GOAL  OIL  SALE  A  selling  plan  based  on  the  pulling 
TO  ATTRACT  power  of  aroused  curiosity  was  used 

CUSTOMERS.  by  a  Missouri  merchant  when  he  ad- 
vertised that  at  O'ne  o'clock  on  Satur- 

day he  would  make  a  special  price  on  coal  oil  and  advised 
every  customer  to  bring  an  oil  can.  He  did  not  say  what 

the  price  would  be,  as  he  wanted  to  arouse  the  public's 
curiosity  and  at  the  same  time  prevent  competitors  from 
learning  his  plan. 

At  the  advertised  time  the  store  was  crowded  and 

nearly  every  one  present  carried  an  oil  can.  Promptly 
at  the  minute  one  of  the  proprietors  mounted  a  counter 
and  announced  t'hat  every  can  that  was  deposited  in  the 
oil  room  by  1.15  p.m.  would  be  filled  with  the  best  coal  oil 
for  seven  cents  a  gallon.  This  novel  sale  resulted  an  an 
immediate  sale  of  300  gallons  of  coal  oil  and  attracted 
hundreds  of  people  to  the  store  who  bought  other  goods. 

On  another  occasion  this  merchant  advertised  that  at 

1.15  p.m.  Saturday  he  would  make  a  special  price  on  rugs, 

but  did  not  give  the  price.  After  the  advertisement  ap- 
peared, many  curious  visitors  came  in  to  see  the  rugs, 

but  they  were  not  shown. 

Promptly  at  one  o'clock  on  Saturday  a  salesman 
mounted  the  counter  and  unfolded  one  of  the  rugs  to 

view — a  splendid  value  at  $1.50.  Then  he  announced  that 
the  price  would  be  started  at  65  cents,  and  would  be  raised 
one  cent  every  five  seconds.  Another  salesman  held  a 
watch  and  every  five  seconds  rang  a  bell.  A  mad  scramble 
for  rugs  ensued  and  fifty  rugs  were  sold  during  the  first 
ten  minutes  of  the  sale. 

INCREASED  TRADE  An  original  and  effective  meth- 
BY  od  of  increasing  their  mailing  list, 

EMPLOYES'  SALE,      and    adding   to     trade     has    been 
adopted  by  the  Sweeney  Co.,  Buf- 

falo, in  the  last  two  years.    Last  year  a  department  man- 
ager's sale  was  held  and  tliis  vear  it  was  decided  to  hold 

an  "Employes'  Sale"  along  similar  lines.  A  meeting  of 
the  department  managers  and  employes  was  called  and  a 
leader  was  chosen  from  every  department.  Prizes  were 

offered,  ranging  from  $100  to  $25  for  two  results — in- 
creasing individual  sales  in  a  given  time  and  increasing 

volume  of  sales  in  a  department.  In  the  advertising,  the 
display  border  was  composed  of  a  series  of  photographs 
of  the  department  leaders,  with  their  names,  and,  for 
mailing  purposes,  a  large  circular  was  printed  with  the 
names  of  all  the  employes,  about  a  thousand  in  all,  and 
these  were  circulated  in  the  store.  A  publicity  prize  was 
offered  for  the  largest  number  of  names  added  to  the 
mailing  list  by  personal  letters  sent  to  the  friends  and 

relatives  of  the  employes,  by  their  own  personal  corres- 
pondence. The  whole  success  of  the  sale  depended  on 

the  personal  efforts  of  the  employes  among  their  friends, 
and  their  personal  interest  in  their  special  department 

in  talking  about  sales,  describing  merchandise  attrac- 
tively to  their  friends  and  bringing  them  into  the  store 

to  examine  the  sales  advertised. 

As  an  example,  to  show  what  could  be  done  by  one 
employe,  the  woman  who  dusts  the  furniture,  through 
her  knowledge  of  advertised  features  in  that  department, 
brought  into  the  furniture  department  $300  worth  of 
trade.  Of  course,  due  credit  was  given  to  her,  and  also 
a  prize.  The  personal  letters  written  by  the  employes 
to  possibles  added  to  the  mailing  list  at  a  surprising  rate. 
The  fact  that  some  one  in  the  store  directed  the  atten- 

tion of  prospective  customers  to  certain  features  of  any 

department,  by  a  personal  letter,  saying,  "This  is  my 
department,  as  you  see  by  the  list  of  names  below,  and  I 
should  be  glad  to  have  you  notice  the  exceptional  value 

of  the  articles  we  shall  feature  next  week,"  was  one 
of   the   elements   of  success. 

SPECIAL  LOCATION  Those  who  have  studied  Hhe 

FOR  problem    of   store    arrangement 

CHIDREN'S  WEAR.         are  agreed  that  special  location 
should  be  chosen  for  children's 

wear.  At  the  present  time,  when  manufacturers  are  d^e- 
voting  exclusive  attention  to  the  production  of  garments 
for  young  people,  the  retailer  also  makes  provision  for 
more  advantageous  display  and  handling  of  these  lines 
than  is  the  case  where  they  are  liable  to  lose  their  identity 

by  generalization.  Not  a  few  stores  have  counters  espe- 

cially set  apart  for  children's  lines  and  have  found  that 
the  plan  works  well.  In  some  of  the  lai-ger  stores  a  very 
considerable  section  of  the  ready-to-wear  department  is 

set  aside  exclusively  for  wee  people's  garments,  and 
equipped  with  display  cases,  tables,  wardrobes  and  try-on 
cabinets.  The  time  has  arrived  when  the  children's  de- 

partment must  have  broader  recognition.  Specialization 
in  manufacture  necessitates  better  retailing  facilities  if 
best  results  are  to  be  obtained  from  the  more  diverisified 
lines  of  goods. 

A  man  is  nothing  short  of  a  fool  nowadays  who  is 
not  absolutely  honest.  But  honesty  goes  further  than 
just  what  a  man  does.  Honesty  means  what  a  man 
thinks  as  well  as  what  he  does.  After  all,  gentlemen, 
there  is  only  one  man  in  the  world  who  knows  whether 
a  man  is  honest,  and  that  is  himself.  Our  wives  think 
that  we  are  honest,  and  whether  we  are  or  not  it  is  a 
good  thing  to  keep  them  thinking  that  way,  but  they 
could  not  prove  it  to  save  their  souls,  but  I  give  it  to 
you  as  good  sense  and  business  logic  that  honesty  in  all 
things  must  be  the  rule  of  all  men  if  they  are  going  to 
succeed. — ^Hugh  Chalmers. 
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Millinery   display   in    Hills  &    Co.'s   store,  Vancouver.     This  store  is   devoted    exclusively    to   women's  and   children's   wear. 

Trade-Winning  Methods    of    Vancouver    Merchants 
C.  W.  Hills  Specializing  in  Ready-to-Wear  Goods  for  Women  and 
Children-  Cash,  Wide  Advertising,  Close  Attention  to  Details  — 
Afternoon    Tea    Brings    Customers     to     the     Hudson's    Bay   Stores. 

(By  R.  B.  Bennett.) 

THIS  is  the  day  of  the  man  with  methods.  Large 
stores  find  that  if  business  is  to  be  secured  every 
effort  must  be  made  to  attract  the  customer.  The 

proprietor  and  the  heads  of  departments  have 
enough  to  do  looking  after  details,  witiiout  having  to 
worry  over  window  dressing  or  thinking  out  some  scheme 
for  bringing  buyers  to  their  section  of  the  establishment. 
Proprietors  have  discovered  that  it  is  better  to  keep  a 
man  at  a  certain  thing,  for  in  concentration  results  are 
achieved. 

If  it  is  only  paying  strict  attention  to  details,  it  is 
remarkable  how  conditions  may  be  bettered.  Starting 
on  the  principle  that  it  is  better  to  underwork  a  man 
rather  than  overwork  him,  more  than  one  large  business 
man  has  had  it  brought  home  to  him  that  the  right  kind  of 
employe,  when  he  has  time,  will  find  work,  and  it  is  that 
kind  of  work,  the  necesity  of  which  is  not  at  first  ap- 

parent, that  has  material  effect.  As  one  man  said:  "It 
is  not  so  much  what  we  get,  but  what  might  be  missed. 
We  can  attend  to  the  customers  when  they  come,  but 

we  want  those  who  might  otherwise  go  elsewhere."  And 
in  all  and  above  all,  is  the  constant  attention,  for  thoughts 
beget  thoughts,  and  one  thing  accomplished  leads  to  an- 
other. 

Specializing  in  Ideas. 

Those  ideas  present  themselves  after  talking  with  some 
of  the  successful  merchants  in  Vancouver,  and  after  con- 

ferring with  men  who  make  a  specialty  of  business  ideas. 
One  of  these  men  is  Charles  W.  Hills.  He  came  from 
Winnipeg  three  years  ago,  and,  after  sizing  up  the  big- 
rent  district  on  Hastings  Street,  and  the  lower  part  of 
Granville  Street,  came  to  the  conclusion  that  he  could 
start  a  store  further  up  Granville,  where  rents  were  rea- 

sonable for  a  newcomer,  but  which  had  the  disadvantage 

of  having  the  reputation  of  being  a  district  not  quite  in 
the  sliopping  area.  Business,  however,  was  building  up 
ihat  way,  and  with  confidence  Mr.  Hills  opened  in  a  store, 
with  a  frontage  of  16  feet  and  a  depth  of  50  feet.  Failure 
was  prophecied.  but  six  months  later,  the  depth  was  in- 

creased to  96  feet,  a  year  later  the  adjoining  store  was 
bought  out,  giving  an  additional  16  feet  frontage,  and 
eighteen  months  later  partitions  were  pulled  down,  and 
now  the  establishment  is  32x96  feet. 

Teatures  of  this  store  are  that  only  ready-to-wear 
goods  for  women  and  children  are  carried;  strictly  cash, 
with  fair  profits;  no  old  styles  carried  over  the  season, 
despite  cost;  wide  advertising;  and  the  usual  attention to  details. 

Enforces   Cash  Principle. 

Mr.  Hills  is  a  believer  in  the  newspapers  and  in  every 
method  that  would  permanently  reach  the  people.  His 
is  the  only  strictly  cash  dry  goods  store  in  the  city,  and 
while  on  one  or  two  occasions  he  had  to  refuse  credit,  he 
has  not  yet  lost  a  customer.  He  figures  out  that  his  store  is 
the  bargain  centre  of  Vancouver,  that  is,  literally  a  cen- 

tre, for  the  location  gives  that  position.  He  Taelieves  in 
putting  a  fair  figure  on  goods  and  charging  for  altera- 

tions, pointing  out  to  his  customer  that  one  is  paydng  for 
only  what  one  gets,  not  for  someone  else's  alterations. 
He  personally  looks  after  the  store  himself,  a,nd  nothing, 
however  small,  escapes  his  attention.  An  important  fac- 

tor in  his  success  is  that  Mrs.  Hills  has  charge  of  the 
millinery  department.  She  was  at  one  time  with  Golding 
&  Son,  Toronto,  and  after  coming  to  Vancouver  put  Drys- 
daJe's  millinery  department  on  a  paying  basis. 

Styles  and  Display. 

If  a  new  style  comes  out.  Hills  has  it.  He  was  not 
caught  without  the  latest  capes  which  have  re^cently  come 
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into  vogue,"  liaving  watched  the  styles.  Display  is  made 
wherever  possible  in  the  store,  so  that  when  a  customer 

entei"s,  or  has  to  wait  a  moment,  there  is  something  to  at- 
tract the  eye.  The  proce  card  is  there  with  full  informa- 
tion. All  of  the  higher  grade  goods  are  kept  in  cabinets, 

to  prevent  any  deterioration.  In  the  rear  of  the  store 
Tungsten  lights  are  used.  These  are  expensive,  but  they 
give  a  daylight  effect,  whicii  pays,  and  the  lights  are  so 

arranged  that  thei-e  are  no  shadows.  Every  clerk  is  held 
responsible,  so  that  there  can  be  no  dispute  as  to  who 

might  make  a  mistake.  And  yet,  comfort  and  con- 
venience a,re  the  watchwords,  and  every  facility  is  pro- 

vided that  patrons  may  see  what  there  is  and  that  clerks 
may  work  expeditiously.  This  effect  is  only  accomplished 
by    careful   watching   and   prompt    action. 

Store  Serves  Afternoon  Tea. 

As  a  contrast  might  be  presented,  the  methods  em- 

ployed in  the  Hudson's  Bay  Stores,  which  is  a  departmen- 
tal  establishment,   perhaps  the  best   of  its  kind  in   Van- 

Ready  to-wear  store.  Hills  &  Co.,  Vancouver,  showiag  effective 
display  arrangement  of   the   windows   and   entrances. 

couver.  In  such  a  large  place,  the  manager  is  not  able 
to  give  his  personal  attention  to  business  ideas  and  this 
is  left  to  the  advertising  depaxtment,  looked  after  by  F. 
S.  Garner,  who  is  assisted  by  a  designer  or  artist.  Here 
may  be  seen  the  advantage  of  working  out  ideas.  The 

Hudson's  Bay  is  known  to  the  women  of  Vancouver  for 
its  afternoon  tea,  served  daily  free  of  charge  from  3  to 
5  p.m.  Does  it  pay?  The  answer  is  yes,  although  as  many 
as  60O  people  have  partaken  in  one  afternoon.  It  is  a 
big  inducement  for  the  iadies  to  take  a  rest,  even  if  they 
have  not  bought  in  the  store  previously.  While  they  rest, 
they  see  before  them  a  card  giving  the  prices  of  those 
teas,  for  which  the  firni  have  exclusive  agency.  The  tea 
served  tastes  particularly  good  when  a  person  is  in  need 
of  it,  and  a  large  number  of  sales  are  made  in  this  way 

alone.  Looking  around,  for  the  tea  room  is  in  the  ladies' 
section,  a  patron  sees  on  the  display  counter  some  par- 

ticularly good  offering.  For  instance,  comfortens  lat 
$2.95.  A  seasonable  article,  and  the  price  commends  it- 

self.    Next  day,  it  is  something  else. 

Weekly  Garment  Sales. 

The  Hudson 's  Bay  has  weekly  garment  sales  on  Sat- 
day,  that  being  pay  day  in  nearly  all  of  the  large  indus- 

tries in  Vancouver,  that  afternoon  being  a  half-holiday  in 
many.  Everything  to  wear  is  offered,  and  no  old  goods 
are  put  up.  It  is  found  that  each  garment  sold  is  an  ad- 

vertisement, and  it  does  not  pay  to  have  goods  that  do  not 
give  satisfaction  in  every  way.  In  this  store,  no  charge 
is  made  for  alteration,  and  satisfactory  results  are  re- 

ported. A  guarantee  is  given  with  all  articles,  and  if 
satisfaction  is  not  complete,  money  is  refunded.  Another 
attraction  is  the  offering  of  a  five  per  cent,  discount  to 
those  who  receive  pay  cheques  on  the  15th.  such  as  the 
C.P.R.  employes.  This  is  also  found  to  bring  business. 
Mr.  Garner  is  a  believer  in  the  newspapers,  and  page  ad- 

vertisements are  the  common  thing.  These  are  attractive, 
and  in  many  instances,  on  special  occasions,  some  expense 
is  gone  to  for  large  cuts  from  exclusive  designs,  but  re- 

sults warrant. 

Business  in  the  west  is  good,  but  the  active  merchant 
is  continually  on  the  aggressive,  ready  to  seize  any  oppor- 

tunity that  presents  itself.  He  does  not  wait  till  a  sick- 
ening is  noticed,  but  keeps  his  business  up  to  the  highest 

possible  mark,  and,  doing  so,  knows  that  as  far  as  per- 
sonal effort  is  concerned  he  has  nothing  to  regret. 

Some  Compensation  in  Cotton  Situation. 

The  Government's  estimate  of  only  10,088,000  bales  as 
the  extent  of  the  current  year's  production  of  cotton, 
caused  a  sensation,  states  the  New  York  Journal  of  Com- 

merce. The  figure  is,  indeed,  gravely  disappointing.  But 
there  are  minor  compensating  considerations.  For  one 
filing,  the  high  prices  that  have  prevailed,  while  certain- 

ly not  a  blessing,  have  tended  lo  induce  economies  at  the 
mills,  and  to  prevent  over-production  of  manufactured 

goods.  Then,  the  Government's  estimates  are  invariably 
below  the  mark,  and  there  is  nothing  to  suggest  that  this 
l)roverbial  error  has  not  been  committed  on  this  occasion — 

ill  fact,  all  the  best  private  calculations  had  placed  the 
crop  at  considerable  above  the  figure  given  out  at  Wash- 

ington. Moreover  there  was  a  generous  surplus  from  last 

year's  crop  of  13,241,800  bales.  When  all  is  said,  how- 
ever, the  truth  remains  that  the  yield  of  American  cotton 

this  year  in  inadequate  to  comfortably  meet  requirements, 
and  the  very  optimistic  predictions  of  what  Egypt  would 
produce  have  had  to  be  radically  toned  down,  although. 

on  the  other  hand.  India's  crop  this  year,  unlike  that  of 
1908,  has  not  suffered  from  the  drouth,  but  has  proved 
exceptionally  satisfactory.  From  the  strictly  banking 
point  of  view  no  serious  complications  are  likely  to  arise, 
inasmuch  as  the  extraordinarily  high  price  of  the  staple 
compensates  for  the  decrease  in  the  quantity  in  going  t 
form  exchange. 

.Tas.  Thompson,  Havelock,  has  sold  his  dry  goods 
and  clothing  business,  and  leased  the  building  for  five 
years,  to  G.  R.  Browning,  of  Peterboro  and  A.  0- 
Sawyer,  of  Lindsay.  The  former  has  been  with  the 
Robert  Fair  Co.,  Peterboro,  for  years  and  Mr.  Sawyer 
was  formerly  with  Sutcliffe  &  Sons,  Peterboro. 
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Gave  Up  Butterick  Patterns 
Tried  Another  Make 

CAME  BACK 
Howland  Dry  Goods  Co.  Bridgeport,  Conn. 
H.  H.  Sturtevant  Co.  Zanesville,  Ohio 

Anderson  Brothers  Portsmouth,  Ohio 

Kaufman  &  Haines  Nortonvilie,  Kan. 

H.  H.  Story  Merrimac,  Mass. 

Wright-Dalton-Bell  Co.  Popular  Bluff,  Mo. 
Landis  &  Easton  Oxford,  N.C. 

W.  E.  Jenkinson  Co.  Manning,  S.C. 

W.  U.  Sickles  Toulon,  111. 

Playfair,  Preston  Co.  Midland,  Ont.,  Can. 
F.  M.  Sisson  UnadiUa,  N.Y. 

G.  W.  Richards  &  Co.  Houlton,  Maine. 

Here  are  a  few  merchants,  whose  names  we  are  per- 
mitted to  mention,  who  gave  up  Butterick  Patterns  to 

try  another  make,  and  who  came  back  to  Butterick. 

Others  have  come  whose  names  we  are  obligated  not  to 
give,  and  still  others  are  coming,  though  contract  obliga- 

tions continually  get  in  the  way  of  business  inclinations. 

We  admire  these  men.  They  are  big  enough  to  try 
a  thing  they  believe  in,  and  they  are  big  enough  to 
admit  a  mistake.  It  takes  a  good  man  to  do  the  first. 
It  takes  a  better  man  to  do  the  second. 

Who  is  the  next  Big  Man  ? 

The  Butterick  Publishing  Company 
33  Richmond  St.  W.,  Toronto,  Ont.,  Canada 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 



Connected  Up  Store  by  Taking  in  Dividing  Structure 
Plan  Adopted  by  Manchester,  Robertson  :&  Allison,  St.  John,  N.  B., 
to  Overcome  Disadvantages  of  Arrangement  -  One  Large  Floor  for 
Ladies'    and    Children's    Whitewear,    Corsets    and    Juvenile    Wear. 

BN'  acquirino-  a  building  which  was  situated  between their    two    retail    stores,    Manchester,    Robertson 

&   Allison,    St.    John,    N.B.,    have  not  only   con- 
sideraWy  enlarged  their  establishment,  but  have 

overcome  obvious   disadvantages   by   complete   connection 
between  different   sections. 

The  accompanying  plans  show  the  layout  of  the  new 
section,  and  its  relation  to  the  departments  on  each 
side,  while  the  halftone  cuts  show  the  improvement  in 

the  window  display  equipment  and  in  the  general  appear- 
ance of  the  store  as  enlarged. 

From  a  small  beginning  Manchester,  Robertson  & 

Allison  have  reached  out,  taking  in  building  after  iraild- 

sembled  a  big  piece  of  patchwork,  so  cut  up  and  intri- 
cate was  its  formation.  Within  the  past  few  months, 

however,  by  acquiring  the  Flood  Building,  which  was 
situated  between  their  two  King  Street  stores,  they 
have  been  enabled  to  secure  a  better  order  of  things  and 

to  present  an  attractive  e.xterior  and  a  well-arranged 
and  systematic  interior. 

From  a  Small  Beginning. 

The    film    started    its    business    career    in    1866    in     a 

modest  thirteen-foot  frontage   on   Prince   William   Street 
and   outgrowing   these   premises    they   moved   to     Market 
Square  in  a  building  which  stood  on  a  part  of  the  site 

Front   elevation,  Manchester,   Robertson  &   Allison  store,   St.  John,  N  B.     The  central 
building  was   recently   taken   in   and   connection   between  departments 

on  each  side   thereby   completed. 

ing  until,  at  the  present  time,  they  have  three  large 

structures  facing  King  Street,  the  principal  business 

thoroughfare,  and  two  on  Germain  Street,  which  crosses 

it  at  right  angles,  while  on  Market  S-quare,  half  a  block 

away,  they  have  also  a  four-storey  building  devoted  ex- 
clusively to  furniture. 

The  King  and  Germain  Street  buildings  are  all  con- 
nected at  the  rear  and  they  completely  surround  the 

Royal  Hotel.    For  a   time   the   establishment   much     re- 

of  their  present  furniture  warerooms.  Finding  within  a 
short  time  that  still  larger  premises  were  required  they 
moved  to  27  and  2!l  Kmg  Street,  the  present  main 
store,  and  afterwards  built  through  to  Germain,  where 
the  carpet  and  house  furnishings  departments  were  added, 
fronting  on  this  thoroughfare.  Later  on  the  Market 

Square  property  was  secured  for  the  furniture  depart- 
ment, buildings  for  the  men's  furnishings  department, 

for  various  departments  in  the  wholesale,  and  lastly  the 
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190'9  Annex,  as  the  most  recent  addition  is  called,   were 
purchased. 

Store  Equipment. 

The  retail  departments  are  htted  throughout  with  a 
pneumatic  cash  system,  there  are  two  passenger  eleva- 

tors, one  large  electric  lift  at  the  rear  of  the  main  store 

and  a  smaller  one  in  the  men's  furnishings  department, 
and  there  are  also  three  freight  elevators.    A  rest  room 

t 
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prompt  connection  with  any  part  of  the  establishment 
without  loss  of  time-  An  expert  window  trimmer  and 

card  writer—David  Lynch,  and  an  ad.  writer — Louis  H. 
Cartwright,  look  after  the  publicity  work  of  the  firm. 

The  new  Annex  in  the  centre  of  the  King  Street 

stores  is  thoroughly  modern,  with  its  large  display  win- 
dow on  the  ground  floor  and  its  plate  glass  bow  windows 

on    the    floors    above.     It   is   of   brick    construction     with 
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First  floor   of   connecting  annex   (102  x    22),  recently    taken  in    by    Manchester,    Robertson   &  Allison.      This   was    formerly 
a  separate   building   with    main   stores  of   the   firm    on   each  side. 

for  customers  has   recently  been   added,    a    special    brick  sandstone  trimmings.     The  interior  from  the  second  floor 
structure  for  this  purpose  having  been  built  at  the  rear.  upwards  is  lighted  by  a  large  well  near  the  rear.      The 
The   room   is   situated    on   the   second   floor   between     the  building  is   102   feet  in  length  and   22  feet  in  width.    On 
millinery  and  silk  departments.    The  rest  room  is  fitted  the  ground  floor  are  ladies'  hosiery,   ribbons,  belts,   veil- 

Second   floor   plan  of   annex,   Manchester,   Robertson   &   Allison,    St.   John.     This   floor   is   devoted 

exclusively  to  women's  and  children's  goods. 

up  with  chairs,  writing  desks,  etc.,  and  has  lavatories  at  ings,     neckwear     and     fancy  work  materials  ;  the  second 
one  side.  floor  is     devoted    exclusively     to     ladies'   and  children's 

"The  firm  have  their  own  parcel  delivery  system  and  whitewear,   corsets   and  baby   goods,   and   is   said  to     be a  private  telephone  exchange  allows  the  customer  to  get  one  of  the  largest  in  Canada  set  apart  for  this  purpose. 
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The  two  floors  above  are  utilized  for  wholesale  show- 
rooms, with  the  exception  of  the  rear  end  of  the  third 

floor  which  accommodates  the  retail  cash  room. 

Arrangement  of  Departments. 

In  the  main  building-  at  the  left  is  the  dress  goods 
department,  gloves,  thread,  smallwares,  etc.,  and  to  the 
right  of  the  elevator  at  the  rear,  the  linen  room.  On  the 
second  floor  is  the  costume  department,  the  silk  room, 
fur  department,  millinery  room  and  retail  offices.  To 

the  right  of  the  elevator  is  the  fancy  goods  department, 
and  from  there  is  reached  the  house-furnishings  and 
carpet  showrooms. 

The  building  at  the  right  of  the  Annex  is  devoted 

to  men's  and  boys'  furnishings  of  every  description.  As 
before  stated  all  the  buildings  are  connected,  wide  pas- 

sageways leading  from  one  department  to  another  and 
all  go  to  make  up  a  most  comprehensive  establishment. 

The  firm  have  a  total  frontage  on  four  streets — King, 
Germain,  Market  Square  and  Prince  William — of  262  feet. 
They  have  ten  delivery  teams,  constantly  in  use.  Four 
of  these  are  covered  express  wagons,  used  for  the  retail 
delivery  and  there  is  one  special  delivery  team  for  the 
retail.  The  others  are  utilized  in  the  wholesale  and  fur- 

niture departments.  Orders  for  delivery  are  sent  from 
the  various  departments  to  the  parcel  desk  in  the  ship- 

ping room  at  the  rear  and  are  there  wrapped  and  ar- 
ranged in  districts  ready  for  the  delivery  teams.  There 

are  four  regular  deliveries  at  9  a.m.,  1  p.m.,  4  p.m.  and 
C  p.m.,  while  the  special  team  takes  care  of  rush  orders. 

To  the  question,  "To  what  do  you  attribute  the 
lirm's  success  ?"  the  reply  was  :  "Giving  value  for  the 

money,  one  price  to  all  and  honest  advertising."  It  may 
be  added  that,  when  the  firm  was  organized  many  years 
ago  by  James  Manchester,  James  F.  Robertson  and 
Joseph  Allison,  these  then  young  men,  worked  early  and 
late  and  their  energy  in  sticking  eternally  at  it  has 
landed  the  company  in  its  present  commanding  position. 
Some  years  ago  the  business  was  formed  into  a  limited 

stock  company,  and  the  veteran,  James  Manchester  re- 
tired. He  is  now  president  of  the  Bank  of  New  Bruns- 

wick. 

Last  month  the  firm  added  about  15,000  square  feet 
to  their  furniture  warcrooms,  Market  Square  buildings. 

Selfridge  Addresses  Merchants. 

H.  Gordon  Selfridge,  in  an  address  before  the  i-etail 
merchants  of  Boston  and  New  England,  said,  in  part: 

"Students  of  this  most  interesting  and  engrossing 
work,  modern  merc'handising,  fully  realize  that  as  long 
a,s  active  minds  continue  to  delve  into  this  science — to  in- 

sist whatever  is,  'Can  be  improved,  so  long  all  must  recog- 
nize that  the  perfection  of  to-day  must  and  will  be  sur- 

passed   to-morrow. 

"The  many  sides  of  life  which  modern  merchandising 
makes  possible  to  the  merchant  of  to-day  can  not  all  be 
even  referred  to  in  a  single  paper,  but  may  we  point  to  a 
few  of  the  peaks  in  this  great  mountain  range  of  pos- 

sibilities which  are  perhaps  always  in  view? 

"Chief  both  in  the  interest  and  in  importance  to  the 
undertaking  I  take  to  be  the  opportunity  to  organize. 
Of  all  things,  to  the  broad  commercial  mind,  organizing 
stands  first.  To  select  from  many  the  right  man  or 
woman  to  fill  a  certain  post  or  better  still,  to  drill  llie 
young  mind  for  the  duty— to  see  the  successful  result 
of  that  careful  judgment — a  judgment  ripened  and  given 
confidence  in  itself  by  a  close  study  of  that  wonderful 
thing  called  human  nature;  to  see  success  come  to  prove 
one's  judgment,  these  give  a  keen  joy  which  to  me  seems 
the  very  acme  of  business  satisfaction.     The  further  pri- 

vilege of  training  hundreds  or  thousands  of  bright,  well- 
intentioned  men  and  women  who  form  the  staff  as  a 
whole,  further,  inspiring  them  with  the  splendid  principles 
of  integrity,  of  progress,  of  energy,  of  confidence;  is  it 
not    a   Avonderful   privilege,   gentlemen? 

"To  the  merchant  of  to-day  is  necessary  more  than 
ever  before  that  faculty  which  has  until  recently  been  con- 

sidered as  undesirable — as  impractical — the  mighty 
faculty  of  "imagination."  Emerson  said  :  'Science  does 
not  know  its  debt  to  imagination.'  For  as  one  strives 
fur  results  heretofore  unaccomplished  he  finds  himself 
required  to  dream  out  far  in  advance  things  that  he 
would  have  if  he  could.  Then  with  the  idea  as  a  goal, 
the  rest  should  be  easy,  if  the  machinery  of  his  mind 
and  the  machinery  of  his  business  are  in  proper  working 
order.  The  difficult  thing  in  sailing  over  traveled  seas 
is  to  think  out  the  goal. 

"Imagination,  run  riot,  if  you  please,  may  always  be 
molded  to  the  practical,  reduced  by  half  if  necessary, 
clianged  in  form  and  feature,  but  the  kernel  of  the 
thought  may  remain,  from  which  to  grow  the  complete, 
accomplished    fact. 

"In  training  young  people,  let  us  not  forget  to  cul- 
tivate the  wonderful  faculty  of  imagination,  but  with 

equal  effort  we  must  teach  them  to  know  the  practical 
from  the  impractical,  the  finally  intelligent  from  the  wild. 
the  resultful  from  the  unmoldable  vision. 

"I  believe  at  no  one  time  in  the  world's  commercial 
history  has  supreme  honesty  been  so  widely  recognized  as 
absolutely  necessary  to  real  and  lasting  success.  There 
are  always  moments  in  every  business  life  when  a  side- 

step from  Ihe  straight  line  may  be  temporarily  pix)fit- 
able;  but  that  business  wliieh  is  to  last,  which  is  to  grow 
its  root  of  confidence  into  the  public  mind  as  broad- 
spreading  as  are  its  branches,  demands  steadfast  integrity 
as  tlie  soil  in  which  to  grow  such  roots." 

"Imagination  starts  with  the  best  of  w'hich  we  know. 
(lien  lays  stone  upon  stone,  storey  upon  storey,  finds  fair 
fault  with  this  or  that,  and  thinks  out  what  would  seem 
to  be  perfect,  easts  out  entirely  that  which  is  a  blemish, 
smooths  the  rough,  strengthens  the  weak  and  finishes  the 
thing  which  it  is  building,  no  matter  what,  to  its  best 
ability.  Practice  makes  imagination  more  nearly  perfect 
as  it  does  everything  else.  One  cannot  see  the  superla- 

tive here  because  there  is  no  final  perfect  imagination 
to  our  minds.  Just  as  we  cannot  think  about  time  without 
end  or  space  without  limit,  so  we  cannot  think  of  per- 

fection of  imagination. 

"Some  one  has  said:  'Each  succeeding  day  is  the 
pupil  of  the  preceding.'  Our  to-morrows  stand  upon  our 
to-days  and  are  therefore  allowed  a  broader  horizon- 
each  to-day  should  profit  by  the  experience  and  mistakes 
of  yesterday,  but  to-morrow  is  best  of  all.  Theoretically, 
experience  should  act  like  compound  interest  and  that  it 
does  not.  proves  how  really  finite  we  are.  and  how  much 
we  miss  by  not  being  able  to  do  what  we  know  we  should 
do. 

"We  have  been  (old  'the  practical  part  of  wisdom  is 
(he  best.'  I  remember  reading  that  'imagination  gallops, 
but  judgment  merely  walks.'  Very  well,  but  perhaps  th? 
stride  of  judgment  will  be  longer  and  stronger  if  imagina- 

tion is  the  pacemaker,  and  points  out  the  way. 

"It  is  .so  well  understood  a  phase  of  human  nature  that 
the  subordinate  follows  and  copies  his  superior  officer  that 
it  is  almost  an  axiom  in  the  matter  of  management.  This. 
then,  throws  enormously  increased  responsibility  upon  the 
.active  head  of  a  great  modern  house:  and  if  the  finest 
results  are  desired,  the  finest  examples  are  demanded  from the  chief. 



What  Salesmanship  Means  and  Essentials  to  Consider 
Signing  of  the  Order  or  Paying  Over  the  Money  is  Simply  an  Out- 

ward Expression— Attention,  Interest,  Desire  and  Resolution  to  Buy 
Must    be    Created    in  Order    to    Make    Each    Customer    a    Repeater. 

By  Alex.  Smith. 

WHAT  is  salesmanship  ?  It  may  be  defined  as 
the  power  of  persuasion  to  sell  that  which 

you  have  at  a  profit.  It  has  been  defined  as 

"the  power  to  serve  to  the  end  of  profit  and 

satisfaction  to  both  buyer  and  seller."  The  transferring 
of  goods  from  one  to  another  is  not  salesmanship.  The 
sale  itself  must  take  place  in  the  mind  ;  it  is  a  mental 
state  in  the  mind  of  the  customer.  The  signing  of  the 

order,  or  paying  over  the  money,  is  simply  an  outward 

expression.  Salesmanship  is  the  oldest  bu.s'iness  known 
to  man.  Away  back  in  the  earliest  times  men  bought 
and  sold  from  one  another. 

Every  Person  a  Salesman. 

In  the  broad  sense  of  the  word,  every  person  is  a 
salesman,  whether  he  sells  his  goods  or  services.  Take 

for  example,  a  minster — he  is  a  salesman  :  he  tries  to 
persuade  people  to  believe  the  same  as  he  does  ;  he  tries 
to  persuade  them  to  live  the  good  life,  that  the  doctrine 
he  preaches  is  right.  A  lawyer  sells  his  ser\iccs  in  much 
the  same  way.  He  tries  to  persuade  the  .judge  and  jury 
at  a  trial  to  think  the  same  as  he  does  ;  that  his  side 

of  the  case  is  right.  All  of  his  work  to  a  ccrta'in  extent 
is  persuasion.  He  succeeds  as  a  lawyer  in  proportion 
as  he  has  power  and  personality  strong  enough  to  make 
people  think  the  same  as  he  does  and  do  the  things  he 
desires  done.  A  doctor  is  a  salesman  :  he  tries  to  con- 

vince people  that  the  medicine  he  gives  them  is  good  for 
them,  and  that  they  must  do  certain  things  and  obey 

certain  laws  'if  they  wish  to  be  restored  to  perfect 
health.  A  doctor,  to  be  successful,  has  to  have  the 

people's  confidence.  .Just  so  with  a  good  salesman  ;  he 
must  have  the  people  believe  in  him.  So  it  is  in  any 
other  profession  or  walk  of  life,  and  I  believe  that  a 
person  succeeds  in  a  business  way  in  proportion  as  he 
understands  .himself  and  the  laws  of  salesmanship. 

Essential  Factors. 

In  every  sale  that  is  made  there  are  four  essential 
factors  :  the  salesman,  customer,  goods  and  sale.  The 
most  important  of  these  is  the  salesman,  and  then  comes 
the  customer,  or  buyer,  and  without  these  two  factors 
no  sale  could  be  made.  Then  there  must  be  the  article 
sold,  the  salesman  must  have  something  to  sell,  be  it 
merchandise,  real  estate,  or  services.  Then  comes  finally 
the  sale  itself,  the  mental  change  that  takes  place  in  the 
mind  of  the  customer. 

Now,  in  order  that  the  sale  be  properly  executed  and 

that  the  salesman  be  a  business  builder — and  by  that 
also  I  mean  the  art  of  making  each  customer  a  repeater, 
and  making  him  or  her  the  first  link  in  an  endless  chain 

to  bring  more  customers — it  is  necessary  that  he  create 
different  steps  in  the  mind  of  the  customer  :  1st.,  atten- 

tion ;  2nd,  interest  ;  3rd,  desire  ;  4th,  resolution  to  buy  ; 

and  I  would  like  to  add  to  these  the  word  "favorable" 
in  each  case. 

The  first  thing  in  talking  to  a  prospective  customer 

is  to  have  their  attention,  and  if  you  get  this  intensi- 
fied you  have  them  interested,  and  if  you  get  them  in- 

terested enough,  they  will  have  a  desire  for  the   article 

on  sale,  and  if  the  desire  is  strong  enough,  they  will 
soon  have  a  decision  to  buy,  which  is  the  sale  itself. 
After  the  sale  is  made,  it  is  necessary  to  have  two  other 
steps  in  the  mind  of  the  customer,  viz  :  satisfaction  and 
confidence,— that  is,  satisfied  with  the  article  bought, 
and  confidence  in  you  that  you  gave  them  a  square  deal. 

Different  Kinds  of  Salesmen. 

There  are  a  great  many  different  kinds  of  salesmen, 
in  fact,  some  are  order-takers,  not  salesmen.  By  a 
salesman  I  mean  one  that  can  bring  about  the  different 
mental  steps  of  which  I  have  described  above.  In  fact  a 
person  could  fill  a  book  describing  the  different  kinds  of 
salesmen.  The  kind  of  salesmen  that  really  count  arc 
those  that  take  as  their  two  foundat'ion  stones— charac- 

ter and  health.  Having  these  developed,  his  success  is 
assured.  These  are  the  only  kind  that  win  lasting  suc- 

cess and  that  is  the  only  kind  that  really  counts. 
The  reason  that  a  great  many  salesmen  fail  is  be- 

cause they  do  not,  first  of  all,  study  themselves.  Second, 
study  their  goods  ;  third,  know  the  other  fellows.  In 
short,  they  do  not  use  their  brains.  Scientists  tell  up- 

most people  do  not  use  oO  per  cent,  of  their  brains. 

The  Mirror  Tells. 

In  trying  to  sell  a  prospective  customer,  if  a  sales- 
man fails  to  make  the  necessary  impression,  or,  in  other 

words,  does  not  create  the  four  mental  steps  described 
above,  if  he  would  give  the  proposition  his  serious  con- 

sideration he  would  very  often  find  the  reason  why  he 
had  faileJ.  It  is  a  true  saying,  very  often  :  "If  you  are 
in  trouble  and  want  to  find  the  cause,  look  in  the 

mirror." 

Tale  in  any  pro|>osition  in  life,  there  are  only  the 
four  factors  to  be  considered  :  Yourself,  the  other  fellow, 
the  proposition,  and  the  final  closing  of  the  deal.  It 
does  not  matter  whether  it  is  a  social,  domestic,  poli- 

tical, or  business  proposition,  there  are  only  the  four 
factors,  and  if  a  person  knows  how  to  handle  these, 
which  is  salesmanship,  his  success  is  assured. 

Window-tnmming  is  not  a  pastime,  as  many  suppose, 
writes  the  trimmer  for  a  large  store.  It  is 
not  the  simple  arrangement  of  fabrics  and  the 
blending  of  colors  by  artistic  hands  without 
the  guidance  of  intelligence  ;  it  is  serious  and 
plodding  labor,  with  its  share  of  obstacles  and  discour- 

agements. One  must  work  and  plan  unceasingly,  for  the 
possibilities  within  the  scope  of  this  young  art  will  be 
attained  only  by  vigorous,  untiring  and  conscientious 

effort.  ' 
The  pervading  spirit  of  a  well-appointed  window 

should  be  expressed  in  elegant  simplicity.  Any  ostenta- 
tious display  of  the  artistic  detracts  from  rather  than 

enhances  the  worth  and  beauty  of  the  merchandise  and 

thereby  destroys  the  purpose.  No  experienced  window- 
trimmer  will  lose  sight  of  the  fact  that  the  objects  to 
be  displayed  must  stand  out  dignified  and  attractively 
and  that  the  trimmings  are  merely  the  accessories  tc 
make  them  more  alluring. 
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Over  Sixty  Years  In 
Your  Service 

IXTY  years  ! 

Seems    quite    a    long 

while,  doesn't  it  ? 

It  is  a  long  time. 

Not  many  firms  in  Canada  can  look 
back  over  an  unbroken  record  of 

three-score  years. 

And  we  don't  feel  old — not  yet. 

Perhaps  we  have  been  too  busy. 

Busy  serving  your  needs  and 

cultivating  your  good  will. 

Then  Canada  has  grown  consider- 
ably during  the  last  sixty  years  and 

and  it  has  kept  us  hustling  keeping 

pace  with  her  rapid  development. 

Our  business,  too,  has  increased 

proportionately,  while  we  have  suc- 
ceeded  in    winning   and  retaining, 

as  we  have  grown,  the  sincere  re- 

spect and  friendship  of  the  Canadian 

drygoods  merchants. 

And  there  has  been  a  reason  for 

our  success,  as  there  is  always  a 

reason  for  anything  that  is  big, 

strong   or   progressive. 

The  reason  may  not  appeal  to  you 
but  the  chances  are  that  it  should. 

There's    a    reason    for  every    big 
business    that    proves    a  permanent 

success,  and  that  reason  isn't  far  to 
seek. 

Why  is  our  business  impressive  in 

its  magnitude  ?  Not  by  accident. 

Not  on  account  of  the  advertising 
it  has  received.  Not  because  the 

trade  have  patronized  it  without 

knowing   why.      Not    because    we 

f lease  mention  1  he  Review  to  Adiertisers  and  1  heir    I'ravelers 
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have  been  lucky.  No,  "There's 

a  reason,"  and  a  big,  solid,  sub- 
stantial reason  to  which  you  should 

give  serious  thought  and  considera- 
tion. 

That  reason  is  that  we  have  given 

the  Canadian  drygoods  merchant 

something  he  wanted  at  a  price 

that  he  could  afford  to  pay  and  of 

a  higher  quality  than  he  could  ob- 
tain elsewhere  at  the  price. 

If  our  goods  were  not  superior  or 

they  were  not  what  we  claimed  for 

them,  you  would  never  have  heard 
of  us.  The  chances  are  that  we 

would  be  struggling  along  in  a  little 

place  on  a  side  street. 

If  our  prices  were  excessive,  and 

we  sold  only  to  the  merchant 

who  doesn't  spend  his  money 
wisely,  our  business  would  be  very 

small  instead  of  very  large. 

The  reasons  which  have  appealed 

to  successful  and  progressive  re- 
tailers as  sufficient  to  warrant 

them  in  giving  us  their  business 

should  appeal  with  equal  force  to 

you. 
To  the  merchant  struggling  daily 

amid  the  stress  of  competition  and 

the  arduous  and  exacting  duties  of 

office  and  store  routine,  the  value  of 

a  fully  adequate  service  such  as  we 

can    give  him,  is  inestimable. 

Most  Canadian  drygoods  merchants 
are  constant  users  of  this  service. 

If  you  are  not  one  of  them,  sup- 

pose you  give  us  a  chance  of  prov- 
ing   its   worth    to   you. 

You  will  hnd  our  Letter  Order 

Department  especially  careful,  effi- 
cient and  prompt.  Test  it  with 

a   sample    order. 

John  Macdonald  &  Co.,  Limited 
Toronto 

Flease  mention  The  Review  to  Advertisers  and  Their    ftaveUrs 



Introduced  a  Store  to  the  British  PubUc  by  Advertising 
Publicity  of  the  House  of  Selfridge  Which  Demonstrated  the  Aesthe- 

tic PossibiUties  of  the  Advertising  Columns  of  Newspapers— Draw- 
ings by  Noted  Artists  Supplemented    by    Strong,    Practical    Appeal. 

IN  view  of  the  conjecture,  prophecy,  and  speculation 

with  which  the  opening  of  the  House  of  Selfridge 

was  regarded  in  London,  Eng.,  during  the  forepart  of 
the  past  year,  the  advertisements  by  which  the  store 

was  introduced  to  the  British  public  must  be  of  interest 

not  only  to  merchants  but  to  all  students  of  publicity. 

Although  authorities  hold  that  the  advertising  as  con- 

ducted by  Selfridge 's  is  working  marked  changes  in  the 
publicity  methods  of  the  great  stores  of  London,  it  does 

not  appear  that  in  any  of  those  announcements  which 
heralded  the  store  was  there  anything  in  the  nature  of 

blast  or  blare  to  justify  the  assumption  that  this  was  an 
American  invasion  or  that  precedents,  dispositions  and 

conditions  entitled  to  respect  had  not  been  duly  studied 
or  were  not  appreciated. 

Courtesy  and    Mutuality. 

One  of  the  first  ads.  dispelled  this  suspicion.  It  was 

a  plain  talk  in  plain  type.  It  enumerated,  in  a  manner 

that  could  be  easily  understood,  the  store's  policy.  There 
was  no  undignified  declaration  as  to  prospect.  There  was 

a  ring,  in  fact,  of  courtesy  and  mutuality,  and  one  which 

placed  the  people  in  a  proper  frame  of  mind  to  listen. 
That  was  the  great  essential. 

"The  apprehension  which  we  understood  our  advent 
has  occasioned  in  some  quarters  must  be  regarded  as  quite 

groundless,"  thus  ran  one  of  the  announcements.  "The 

opening  of  Selfridge 's  will  in  no  way  unfavorably  affect 

those  long  established  and  excellently  managed  businesses 
whose  names  are  known  throughout  the  world.  On  the 

contrary,  it  must  help  them  hugely,  for  Selfridge 's  will 
do  its  full  share  towards  making  London  more  emphat- 

ically the  market  of  the  world  and  Oxford  street  its  shop- 

ping centre." 
Straight  Talks  on  Policy. 

The  advertisements  immediately  preceeding  the  open- 

ing enumerated,  in  businesslike,  understandable  manner, 

the  departments  of  the  store,  outlined  policies,  and  de- 
scribed facilities.  These  ads.  were  almost  entirely  in  one 

series  of  type  with  the  name  in  large  face  at  the  top, 
with  a  small  cut  of  the  store  set  in  at  the  top  of  space 

reserved  for  straight  reading  matter.  Frequently,  sub- 
heads in  caps  and  lower  case  were  used  to  divide  the  para- 

graphs, and  in  other  cases  stars  were  used.  Here  is  an 

extract  from  a  typical  ad.,  so  spaced,  outlining  the  prin- 
ciples of  the  store: 

"The  great  principles  upon  which  we  will  build  this  business  are 
as  everlasting  as  the  pyramids.  These  principles  are  Integrity. 
Truthfulness.  Value-maliing.  Progressiveness.  Dignity.  Liberality, 
Courtesy,  Originality,  a  daily  presentation  of  what  is  New,  coupled 
with  a  determination  to    Satisfy. 

•'Throughout  all  trading  history  these  principles  have  been  re 
cognised  as  sound  and  regarded  as  ideal.  But  theory  is  one  thing 
and  practice  is  another.  Deviiation  from  these  strongly  drawn  lines 

is  easy,  and  seems  so  often  "superficially  profitable,"  that  their 
strict   observance   is,   to   say   the  least,   not   universal. 

"It  shall  be  our  steadfast  aim  by  a  sturdy  adherence  to  these 
J  rinciples  under  any  i\nd  all  circumstances  to  grow  the  living  roots 
of  this  business  into  the  minds  and  daily  plans  of  the  whxjle  of  the 
British  people,  and  thus  to  win  and  hold  the  absolute  confidence  of 
every  man,  woman  and  child  with  whom  we  are  in  actual  business 

contact  or  who  comes  at  any  time  within  the  radius  of  our  public 
announcements. 

"To  aid  in  the  achievement  of  this  great  result  we  shall  from  the 
hour  these  doors  are  ofjened  be  ready  and  most  happy  to  accept  each 
member  of  the  public  as  a  candid  critic  of  our  words  and  actions, 

free  to  check  us  or  any  member  of  our  staff  in  any  divergence,  how- 
ever slight,  from  the  straight  path  which  these,  our  accepted  prin- 

ciples,   mark   out. 

"The  foundation  stone  of  Integrity  shall  be  the  first  laid  down  ; 
the  no  less  important  one  of  holding  to  the  Truth  the  second  ;  then 

shall  follow  Real  Value-giving  ;|  a  Progressiveness  that  will  make  each 
day  better  than  the  day  before  •  D'gnity  in  the  conduct  of  the  house 
and  all  its  affairs  ;  Liberality  in  dealing  ;  an  unfailing  courtesy  and 
a  fertile  originality  that  must  never  fail  to  evolve  or  present  what 
is  new  and   interesting. 

"Upon  these  and  other  main  business  ijrinciples  as  sure  found- 
ations we  will  build  our  house,  certain  of  our  position  and  in  the 

unwavering  belief  that,  recognising  our  good  faith  and  appreciating 
our  methods,  this  great  community  will  rtspond  with  full  confidence 

in    return." 
With  the  opening  of  the  store,  however,  the  assistance 

of  some  of  the  most  distingui.shed  artists  in  black  and 
white  was  enlisted  with  the  object  not  only  of  riveting 
attention  but  also  of  giving  the  introduction  something 

of  a  commemorative  character.  "That  the  advertising 
columns  of  the  daily  press  can  give  much  information 
that  is  useful,  most  readers  have  discovered;  it  has  been 

our  privilege  to  demonstrate  their  aesthetic  possibilities," 
so  runs  the  text  of  a  booklet  issued  my  Selfridge 's  con- 

taining reproductions  of  the  drawings  and  messages 
tlnough  which  the  welcoming  word  was  conveyed.  Several 
of  these  are  published  in  this  connection,  and  apart  from 
tlio  artistic  merit  of  the.se  ads.  it  will  be  noted  how  ad- 

mirably does  each  press  home  the  different  sentiments, 
expressed  in  dignified  though  practical  language  and  made 

appropriate  by  a  store's  handshake  with  a  nation. 

Appeal  to  All  Nationalities. 

In  view  of  the  exceedingly  cosmopolitan  character  of 
London,  by  reason  of  its  standing  as  a  world  centre,  the 

words  "open  to  the  world"  were  well  chosen.  Thus  it 
was  that  the  introductorj-  publicity  though  appealing  to 
a  sense  of  the  beautiful,  included  a  distinct  invitation  to 
each  nationality.  In  fact,  one  of  these  ads.  consisted  of 

the  coats-of-arms  of  26  different  nationalities,  with  as 

many  shields  each  containing  a  message  in  different  langu- 

age, and  concluding  with  the  inspiration  "All  Xationali- 
ties  meet  at  Selfridge  "s. "  Apart  from  this,  every  con- 

stituent of  the  British  merchandising  world  was  appealed 
to.  Many  of  the  drawings  used  in  this  connection  were 
allegorical  in  character.  One  illustration,  for  example, 

was  that  of  a  female  figure,  tj'pical  of  London  receiving 
her  new  institution  and  the  apt  words  accompanying  it 

were,  "Dedicated  to  woman's  service,  devoted  to  chil- 
dren's needs,  the  man's  best  buying  place,  with  best  as- 
serted stocks  at  London's  lowest  prices."  Another  of 

these  drawings  is  in  tribute  to  British  workmen,  the  build- 

ing being  described  as  a  "Monument  to  British  Labor." 

Talks  on  Policy  and  Equipment. 

Following  are  extracts  from  different  advertisements, 

some  expressing  the  policy  of  the  store  and  othei"s  dedi- 
catory to  men,  women  and  children — the  British  public: 

"Children's  day  at  Selfrldge's  : — We  have  the  honor  to  devote 
to-day    particularly  to  the  little    ones,    and    to-day    Selfridge    &    Co 
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(7he  Dedication,  o/a  Great  House 

-w 

A   MONUMENT TO 

BRITISH    LABOUR 
HTH  E  immcnx  new  pile  of  Stifndgr'j  in  Oxh-  i  Sn«t.  bf^ur '   lew  ihan  d  ytAt  ago  and  compleir  lo  da> rndunng  n 

A  Imi  has  been  performed  that  esiabliiheia  vjr.f|di  record 
here  hilheHo  h^i  a  l-ul  ̂ mg  ol  juch 

solidily  and  utc  been  compleled  in  io  ihorl  a  ipau-  ul  Itmc. 

We  uy,  wilh  knowledge  of  him  born  of  Iwelve  monlhs"  clo»c obiervation.  all  honour  to  the  Brilish  worting  man  whoic  iLill 

and  brawn  and  courage  have  achieved  »  jplendid  i  fciulL 

It  u  a  »ufce  o(  real  gratification  for  uj  to  know  that  in  a 

time  o(  unusual  Hade  depreuion  and  great  distress  ih.-  Selfndge 
building  has  given  steady  work  and  wages  for  a  year  to  1,500 
skilled  and  unskilled  workmen,  and.  we  believe,  to  quite  ai  many^ 

ide  ihops  ol  lub-coniractori     We  wish  the 
icking  man  of  England  all  prospenty. 

W,  mtr  M  If.  iKu  confv«6oa  .od  «  wll  be  ol  ."wr-l  .0  *ll 
iKf  >X'Mc..  ol  iht  .ommumty.  Jul  iKt  pnm»n*ni  Sul  ol 

Scll.Klge  1  fumben  upwwdi  ol  1 .200  mtn  .r.d  -<.n«:n.  1  hot 

ht,t  b«n  (hoKO  one  by  ont  wi*  t'ery  ti*o  4ftd  (.(tuiwofi- 

lion  and  wt  ut  iKofouthly  to«i"aK*d  lK«l  wf  K*«  h«t  >-K«t 
•..II  piDTt  ID  be  u  eftoeol  ■  body  ol  AwitUoU  u  *>)  « Cir^i   Bntuo. 

SELFRIDGE  &  CO.. 
OXFORD  STREET, 

LONDON.  W. 

te'SSEQ  IK.-'^IW^Hl-sJ^     •' 
;i:;,.>,c-i?i''."3s»Ma>a««ss!3  ''Ili Specimens  of  introJuciory  a.1verti8ing,  by  which  the  aesthetic  was  combined  wilh  the  practical. 
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look  forward  to  the  pleasure   of  receiving  and  welcoming   all  tha  little 
visitors   whose  elders   accept   for  them   this  invitation. 

"The  big  store,  from  the  lofty  well-lit  lower  ground  floor  where 
are  the  sports  and  games,  the  joys  and  toys  of  happy  childhood,  its 
own  particular  domain,  to  the  airy  tea  garden  on  the  roof,  it  will  be 

the  childrer/s  half-day's  pleasure  to  explore.  Nine  smooth-running 
lifts  will  S'afely  carry  them  from  floor  to  floor  to  their  hearts"  con- 

tent. The  library,  reception  rooms,  and  first  aid  ward  are  open  for 
them  to  peep  in,  and  that,  to  them,  inexplicable  institution,  the 

silence  room,  may  relax  its  rule  to-day  and  permit  them  to  glance 
round. 

"Both  children  and  their  parents  will  be  interested  in  the  child- 
ren's own  departments.  All  should  visit  babyland,  where  lives  every- 
thing pretty  enough  and  neat  enough  and  small  enough  for  babywear. 

Little  maids  of  six  and  men  of  seven,  growing  girls  and  bigger  boys, 
will  find  sections  all  their  own,  with  complete  eihovjs  of  everything 
for  each  to  wear,  and  more  than  they  can   possibly  see  in  half  a  day. 

"The  luncheon  hall  is  bound  to  be  extremely  popular  to-day  with 
its  supplementary  menu  of  all  the  "really  nice"  things  at  moderate 
prices,  that  children  like  to  eat,  and  if  our  young  and  active  visitors 
care  to  walk  upstairs  and  count  the  steps  they  will  surely  find  an 
appetite  at  the  top. 

"A  day  well  spent  is  passed  at  Selfridge's  :  And  for  this  there 
are  many  excellent  and  satisfying  reasons.  To  beg'in  with,  everything 

at  Selfridge's  is  ob'viously  and  charmingly  new — the  great  'ouilding  it- 
self and  its  equipment — the  vast  stocks  of  varied  mercht-ndise  in 

their  entirety — the  methods  of  displaying  them  to  best  advc^rAage — 
and  the  unaccustomed  and  luxurious  appointments  instituted  to  pro- 

vide every   possible    comfort    for   daily    visitors. 

"We  intend  that  the  Selfridge  reputation  shall  be  for  enjoyment 
as  well  as  for  honest  value  to  be  obtained,  for  time  as  well  as 

money  to  be  profitably   spent. 

"This  house  is  dedicated  to  woman's  service  first  of  all,  and  our 
purpose  is  to  make  her  shopping  more  attractive  than  it  has  ever 
been  before,  so  to  satisfy  her  with  value,  stocks,  and  prices  that  she 
will  discover  a  wider  and  more  pleasurable  meaning  in  the  word 

"Shopping"  than  she  has  hitherto  read  into  it  ;  and  learn  regard 

for  Selfridge's  as  the  best  equipped  place  of  merchandise  in  London 
for  every  shopping   purpose  in  which   she  takes  an  interest. 

"There  is  a  home-like  lounge  for  smoking,  and  gentlemen  are  in- 
vited to   use  it  as  they  would  their  club. 

"Of  Sincerity.  Let  us  then  be  what  we  are,  and  speak  what  we 
think,    and    in    all    things  keep  ourselves  loyal  to  truth. — Longfellow. 

"Everything  at  Selfridge's  is  new,  except  the  principles  of  sin- 
cerity of  purpose,  courtesy  in  service,  honesty  in  dealing- -age-old 

principles  we  mean  to-  weave  as  golden  threads  in  the  fabric  of  oui 
daily  dealings  with  the  public. 

"What  we  say  we  mean.  All  our  announcements  are  to  be  taken 
literally.  The  link  of  confidence  which  we  hope  to  establish  between 

our   customers   and   ourselves  is   our   loyalty   to   truth." 

"Value — the  great  store  is  built,  and  stands  strong  in  stone  and 
steel  four  square  to   all  the  world. 

"The  business  is  yet  to  build,  and  we  mean  to  found  and  foster 
it  by  es'tablishing  public  confidence  in  all  we  say  and  all  we  do. 

"We  have   everything  to  win,   and^ — we   shall   win. 

"Already  In  the  gathering  of  vast  stocks  of  merchandise  Irom 
every  quarter  of  the  world  have  been  practised  sound  business  prin- 

ciples that  make    for    confidence. 

For  months  our  buyers  have  been  busy  at  every  fountain  head  of 
best  supply.  Every  ebb  and  flow  of  market  value  has  been  used  to 

the  "oest  advantage  with  the  result  that  here  assembled  are  the  largest, 
most  keenly  bought  and  best  assorted  stocks  of  dependable  merchan- 

dise e^er  seeci  in  London   under   one   retail  roof. 

"In  distribution  to  the  public,  the  next  great  step,  we  shall  begin 
to  prove  our  principles  by  offering  in  O'ur  hundred  separate  depart- 

ments goods  absolutely  dependable  in  freshness,  style  and  quality  «at 

London's   lowest   prices. 
"This  is  merchandising  as  we  believe  in  it  ;  the  straightforward 

way  of  dealing  with  the  public  that  establishes  implicit  confidence, 

and  the  rule  of  value-giving    that    leads  to  permanent    success. 

"Dignity  in  commerce  : — Herein  lies  the  basic  difference  between 
the  old-time  'shopkeeping'    and    the    'merchandising'  of    to-day. 

"The  one  thought  and  worked  and  moved  along  the  narrow  lines 
of  its  restricted  way  :  was  petty,  insignificant  and  sometimes  even 
mean. 

"The  other,  with  widened  outlook  and  the  resources  of  all  the 
world  to  hand,  puts  trade  upon  a  broader  base  and  higher  plane.  Its 
operations  shape  all  markets.  Its  demands  for  this  or  that  commo- 

dity create  new  industries  and  quicken  old.  Its  ceaseless  calls  for 

novelty  in  every  shape  and  form  stimulate  genius  In  many-  lands.  Its 
needs  inspire  invention.  It  is  the  friend  of  Art,  and  the  kindly  spur 

to  Scientific  effort.  Its  influence  is  world-wide  and  its  very  magni- 

tude ^ves  it  dignity." 

Personality  of   the  Window. 

Did  you  ever  notice,  asks  an  exchange,  that  in  every 
town  there  are  always  one  or  two  store  windows  that 
attract  more  attention  than  others  ?  And  did  it  ever 

occur  to  you  that  the  reason  for  this  is  because  the  at- 
tractive windows  have  a  distinct  personality  ? 

The  window  with  a  stamp  of  tone  and  personality  is 
a  strong  factor  in  attracting  attention  and  appealing  to 

pocket-books. Display  windows  which  appeal  to  the  taste  and 

please  the  passer-by  will  persuade  a  man  or  woman  to 
enter  that  store  and  buy  quicker  than  any  other  form 
of  publicity. 

Making  a  display  window  attract  attention  and  ap- 
peal to  the  interest  is  largely  a  matter  of  studying  hu- 
man nature. 

Seasonable  and  timely  windows  are  necessary,  but 

they  are  not  enough.  The  man  who  arranges  the  win- 
dow each  week  must  keep  his  finger  on  the  public  pulse. 

The  public  is  always  on  an  eager  look-out  for  some 
new  idea.  The  average  human  being  has  a  hunger  for 
new  ideas. 

At  all  seasons  of  the  year  the  majority  of  windows 
are  alike. 

When  one  has  on  display  a  line  of  new  Spring  styles 

they  have  about  the  same  thing.  Few  have  that  con- 
stant individuality  which  sets  them  apart  from  all 

others. 
Now  this  idea  of  putting  personality  into  a  window 

is  simply  to  make  your  window  different  from  that  of 

any  other  merchant  and  keep  it  up-to-date.  This  means 
that  you  will  have  to  be  on  a  still  hunt  for  new  and 
clever  ideas  to  spring  on  the  public. 

If  you  want  to  make  people  think  you  have  a  wide- 
awake store,  you  must  keep  your  windows  alive  with 

interest  arousers. 
The  character  of  a  display  window  is  the  criterion 

by  which  the  general  public  forms  an  opinion  of  a  store 
and  its  stock  of  goods.  And  public  opinion  either  makes 

a  store  high-class  and  enterprising  or  classes  it  with  the 
common  run. 

The  window  display  must  at  all  times  be  timely 
enough  to  carry  some  message  home  to  the  people  who 

pass  the  store.  It  is  when  the  display  carries  some  mes- 
sage that  the  average  man  or  woman  can  easily  asso- 
ciate wuth  their  own  desires  or  needs,  that  the  most  un- 

concerned person  may  become  an  immediate  customer. 
Every  retail  merchant  receives  an  endless  variety  of 

ideas  on  making  window  trims.  This  material  is  always 
valuable.  But  the  thing  to  do  is  to  take  these  ideas  and 
work  out  some  original  idea  for  yourself. 

Every  store  is  filled  with  interesting  material  for 
displays.  There  is  .some  one  thing  about  the  lines  you 
carry,  which  when  placed  on  exhibit  will  draw  the 
crowds. 

The  most  feasible  way  in  wh"ich  to  inject  personality 
into  a  window  is  to  make  it  a  human  interest  window. 

A  display  which  appeals  directly  to  a  man's  desires  and 
needs.  Windows  typical  of  life  appeal  to  the  average 
man,  because  he  can  take  their  message  home  to  himself. 

The  new  mercantile  firm  recently  created  in  Duncan, 

B.C.,  through  the  amalgamation  of  W.  P.  Jaynes  with 
Pitt  &  Peterson,  will  have  a  new  store  60x100  feet,  of 
two  storeys.  On  the  ground  floor  will  be  groceries,  dry 
goods,  boots  and  shoes,  hardware.  On  a  balcony  floor  at 
the  back,  overlooking  the  whole  lower  floor,  will  V;e  the 

cashier's  ofiSces  and  other  private  offices.  On  the  second 
floor  will  be  millinery,  furniture  and  reserve  stock. 
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Keproductions  of  advertisements  by  which  the  House  of  Selfridge  introduced  their  store  to  the  British  public. 



Co-Relation  of  Departments  Worked  Out  in  StoreTlan 
Arrangement  of  Jas.   Stark  &  Sons,    Vancouver,    a    Good   Example 
Display  Windows  Vestibuled    so  as  to  Have  Far  Greater  Area  Than 
the     Actual     Store     Frontage     Sturdy     Growth    in    Sixteen     Years. 

THE  importance  which  Jas.  Stark  &  Sons,  Van- 
couver, attach  to  introductory  display,  or,  in 

other  words,  to  the  effective  arrangement  of 
show  windows  is  best  indicated  by  the  fact  that 

the  firm  spent  upwards  of  $5,000  in  securing  the  result 
shown  in  the  accompanying  plan  of  their  new  store.  They 
have  obtained  a  frontage  several  times  greater  than  the 
actual   width   of   the   stores   by   a   squared     vestibule   in 

Cover  design  of  booklet  issued  by  Jas.  Starli  &  Sons,  Vancouver,  In 
connection  with  opening  of  their  new  store,  the  oali  and  acorn,  with 
illustrations  of  different  stores  occupied  since  1892,  being  symboli- 

cal of  steady  growth.  The  same  idea  was  worked  out  in  their  opening 
advertising.  The  white  ground  of  the  booklet  cover  was  centered  by 
a  tint  blojk  of  delicate  green,  upon  which  the  design  was  printed  in 
light  brown. 

which  is  centred  a  large  separate  four-isided  window. 
The  effect  is  best  shown  in  the  halftone  illustration.  It 

is  needless  to  say  that  the  proper  use  of  such  an  ar- 
rangement has  done  much  to  popularize  exterior  inspec- 

tion and  to  attract  people  to  the  interior. 

Well-planned  Display. 

There  is  an  entrance  on  each  side  of  the  vestibule, 
and  the  layout  of  the  first  floor,  as  shown  in  the  cuts  is 
that  of  a  well  considered  display  plan.  Cases  surround 
the  forward  sales  oblong  in  the  centre,  and  front  the 
majority  of  the  side  departments,  while  on  the  other 

floors  the  on-the-spot  facilities  for  advertising  and 
demonstrating  ha\e  not  been  stinted. 

The  placing  of  the  departments  of  such  a  store 
naturally  entails  the  most  careful  application  of  rules 

enforced  by  experience.  Some  departments  have  a  rela- 
tion to  others  which  it  is  always  advisable  to  respect, 

while  others  must  have  a  somewhat  exclusive  location. 

Authorities  appear  to  be  agreed  that  the  men's  furnish- 

ing  section   should     be     easily  reached   and   well  concen- 
trated.   This  rule  has  been  observed  in  the  Stark  store. 

Exclusiveness  for  Men. 

The  men's  wear  department  is  on  one  side  of  the 
entrance,  fronted  by  display  cases  and  adjoins  the 

women's  and  children's  hosiery  and  underwear  sections. 
This  arrangement  of  like  lines  best  preserves  the  indivi- 

duality of  departments.  In  front  of  the  men's  wear  have 
been  wisely  placed  several  important  neutral  lines,  such 

as  traveling  bags,  leather  goods,  umbrellas,  drug  sun- 
dries, stationery  and  music— a  layout  which,  it  will  be 

seen,  enables  a  mere  man  to  attend  to  all  personal  re- 
quirements without  mixing  up  in  dry  goods,  a  procedure 

which,  according  to  tradition,  he  seems  to  object  to. 

On  the  opposite  side  of  the  store  is  the  correspond- 

ing department  for  ladies'  wear  lines  and  gloves,  neck- 
wear,    veilings,    handkerchiefs,   laces,   embroideries,   etc., 

Slarks'   Glasgow   House,   Vancouver,   B.C.,   showing  vestibuled 
entrance,  with  large  four-sided  display  window  in  centre. 

and  in   the  rear  the   staple  lines,    wash   goods,   flannels, 
linens,  towelings,  etc. 

A  Balcony  Floor. 

A  popular  feature  of     the     Stark  store,  or  Glasgow 
House,  as  it  is  called,  is  the  rest  and  writing    rooms. 
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M] 
In  the  amneement  of  the  ground  floor  of  Iheir  store  Jas.  Stark  and  Sons,  Vancouver,  have  carefully  considered  the 

relation  of  departments.  On  one  side  for  example  is  the  men's  department,  and  almost  everything  that  a  man  might 
require  in  store,  such  as  jewelry,  leather  goods,  etc.,  has  been  located  on  that  side.     Note  the  arrangement  of  display  windows. 
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Mezzanine  or   balcony    floor,  Jas.  Stark   &    Sons,    Vancouver,  on    which  are    writing  and    rest   rooms,    tea    room,   offices, 

sub   post   office,    money-order  office   and  lavatories. 
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Third   floor  of  Jas.  Stark   &   Sons,  Vancouver,   devoted   exclusively  to    millinery,   furs,   suits,  cloaks   and 

ladles'  shoes.    There   are  writing  and  rest  rooms  on   this   floor. 
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tea  rooms  (in  Mission  style),  and  soda  fountain,  located 

on  a  mezzanine  oi-  balcony  floor,  the  outline  of  which  is 
indicated  by  the  dotted  lines  on  the  first  floor  plan. 

Here  also  are  sub-post  office,  money  oider  office  and 
lavatories. 

Light  for  Dress  Goods. 

In  locating-  the  dress  goods,  silks,  etc.,  on  the  second 
floor,  Starks  have  deviated  from  a  very  usual  course  of 

g-iving  it  a  ground  floor  space,  ft  has'  the  premier  posi- 
tion on  the  second  floor,  however,  and  the  principal 

reasons  are  daylight  and  exclusiveness,  main  considera- 

tions in  selecting  fabr'ics.  The  same  privacy  and  com- 
fort in  choosing  corsets  and  muslin  underwear,  has  also 

been  respected.  These  departments  have  place  on  the 
second  floor,  and  here,  likewise  is  a  department  given 

over  entirely  to  juvenile  requirements — ^dresses,  pinafores, 
hats,  waists,  underwear,  etc.  fn  arranging  for  such  a 

section  the  house  has  certainly  demonstrated  its  appre- 
ciation of  the  growing  tendency  to  specialize  strongly  in 

children's  goods 
One  Flo^r  for  Garments,  Furs,  Millinery. 

The  garment,  fur  and  millinery  department  have  the 
entire  third  floor,  and  here  again  is  shown  the  wisdom 

of  grouping  all'ied  lines  in  arrangement.  The  fixtures 
are  of  mahogany  and  rosewood,  and  the  arrangement  of 

glass-fronted  wardrobes  and  cases,  and  tables,  facilitates 
inspection.      The     fitting  equipment   is   also   particularly 

Mail  Order  Prices  Not  Always  Lowest. 

A  newspaper  in  one  of  the  smaller  Ontario  towns 
compares  prices  obtainable  at  local  stores  with  those  of 
the  mail  order  catalogues  of  large  city  stores,  and  adds  : 

"The  merchants  here  ask  no  favors  ;  they  advertise  what 
they  have  quoting  prices  and  qualities,  and  leaving  the 

matter  to  the  investigation  of  the  people."  It  is  pointed 
out  that  in  one  catalogue  a  certain  line  of  underwear  is 
quoted  at  5  cents  higher  per  garment  than  they  can  be 
purchased  at  any  store  in  the  town.  A  special  stove, 
quoted  as  a  bargain  in  a  departmental  catalogue,  at 
$44.50  is  sold  there  regularly  for  $44,  and  is  sometimes 
advertised  for  even  less.  A  wool  muffler,  quoted  at  27 
cents  in  the  big  city  advertisement,  Wednesday,  is  on 
sale  there  regularly  for  25  cents. 

"What  is  needed  is  investigation  and  understanding 

of  the  situation,"  states  the  newspaper.  "The  merchant 
needs  to  advertise,  and  the  local  people  need  to  watch 
the  advertisements.  The  enormous  expense  of  the  city 

departraentals  in  every  line  outweigh  any  minor  advan- 
tages they  have  otherwise,  and  the  local  man  who  trades 

with  the  men  he  knows  and  can  trust  consults  his  own 

pocket  and  pleases  his  own  local  lo}^alty  at  the  .same 

time." 
The  merchant  who  is  striving  for  success  and  a  pei- 

manent   place   in   the  business  world,   writes  a  drygoods- 
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D^ylight   and   exclusiveness  were  obtained  by  Jas.   Stark   &    Sons   it)  placing  their   dress  goods   and    corset    section 
on  the  second  floor.     Here  also  is  a  depantnent  for  children. 

good.  On  this  floor  also  are  rest  and  writing  rooms,  a 
feature  which  further  tends  to  individualize  the  depart- 
ments. 

Carpets  and  housefurnishings  occupy  the  fourth  floor. 

This  is  a  new  department.  Room-sized  rugs  only  are 
carried,  with  the  exception  of  stair  and  hall  carpets  by 
the  yard. 

The  fifth  floor  is  for  reserve  stock  and  workrooms. 

The  Oak  as  a  Symbol. 

In  connection  with  their  opening  advertising,  the 
firm  used  a  full  page  sketch  illustrative  of  an  oak  tree, 
symbolical  of  sturdy  growth,  at  the  roots  of  which  were 

grouped  in  acorn-shape  drawings  the  three  stores  form- 
erly occupied,  and  representing  the  progress  of  the  firm 

in  the  last  16  years,  while  at  the  top  of  the  trunk,  the 
largest  acorn  of  them  all,  was  the  new  building  winch 
has  five  times  the  floor  space  of  their  former  store,  or 
fifty  thousand  square  feet  of  selling  space.  The  same 

oak  and  acorn  idea  symbolizing  "the  evolution  of 
Starks"  was  worked  out  in  the  cover  of  a  neat  booklet 
describing  the  arrangement  of  the  store  and  its  facili- 
ties. 

man,  will  spare  no  expense  to  save  customers  from  dis- 
appointment. He  may  advertise  and  spend  heavily  on 

window  displays,  but  he  must  be  thoroughly  sure  that 
the  interior  of  his  store,  the  values,  assortment  and 
service,  particularly  the  service,  be  strong  enough  to 
more  than  sustain  the  impressions  created  on  the  out- 

side by  advertising  and  window  work.  Far  better  that 
his  advertising  had  never  reached  the  eye  of  a  customer 

than  that  it  had  brought"  her  to  the  store,  only  to  meet 
with  discouragement.  Develop  all  departments  evenly  ; 
like  the  master  mason  laying  the  foundation  for  a  great 

building,  keep  plumb  lino  and  level  always  in  hand,  form- 
ing of  all  departments  one  lody  or  individual  that  speaks 

to  the  public  as  with  one  voice,  and  then  there  will  he 
fewer  disappointments. 

J.  B.  Waite,  who  has  for  three  years  been  manager 

in  McFarland  &■  Co.'s  store,  Markdale.  has  purchased  a 

ready-to-wear  and  men's  furnishing  business  in  Gait. 
Arthur  E.  Lee,  late  of  Walkerton,  succeeds  Mr.  Waite 
with  McFarland  &  Co. 
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To  all  drygoodsmen  in  this  broad 

Dominion,  the  manufacturers  of 

extend  their  most  cordial  greetings; 

and  wish  them  all  a  happy  and  ex- 

ceedingly prosperous  New  Year — 
and  many  of  them. 

J.  R.  MOODIE  &  SONS 
LIMITED 

Hamilton  Ontario 

Makers  of  the  Celebrated  "Hygeian"  Waists. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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TWENTY-FOUR 
YEARS  YOUNG 

fl  The  NAZARETH  WAIST  is  Hearing  the  quarter  century  mark. 

^  But  don't  for  a  moment  think  because  it  is  the  oldest  knit  waist  for 
children  that  it  is  a  behind-the-timer. 

^  While  it  is  the  oldest  it  is  also  the  youngest — the  recognized  leader — 
the  liveliest  seller  of  its  kind. 

^  Thousands  of  children  who  wore  NAZARETH  WAISTS  in  the  early 
days  are  now  married  and  their  children  are  wearing  NAZARETH  WAISTS 
to-day. 

^  In  all  this  time  we've  had  plenty  of  competition,  but  retailers  by  the 
thousands  and  mothers  by  the  millions  continue  to  buy  more  NAZARETH 
WAISTS  than  all  other  sorts  of  knit  waists  combined. 

C[  There's  no  argument  to  it — if  you  want  the  knit  waist  the  mothers  want, 
see  your  wholesale  house  and  get  the  kind  that  have  this  trademark  ,V.:iS^  in  red. 

The  following  wholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 

Caleary.  Alta. 
W.  R.  Brock  Co..  Ltd. 

Halifax.  N.S. 
J.  &  M.  Murphy 
W.  A  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macnee  &  Minnes 

London,  Ont. 
McMahen,  Granger  &  Co. 
R.  C.  Struthers  4  Co. 
Robinson.  Little  A  Co. 

Montreal,  Que. 

W.  R.  Brock  Co..  Ltd. 
Cault  Bros,  k  Co..  Ltd. 
Grecnihields  Ltd, 
Hodgson.  Sumner  A  Co. 
A.  Racine  A  Co. 

Bropliy,  Parsons  A  Rodden 
Kyle.  Cheesbrough  A  Co. 
Mclntyre,  Son  A  Co. 
P.  P.  Martin  A  Co. 
A.  O.  Morin  k  Co. 

Quebec,    Que. 
Thibaudcau  Freres  &  Cie. 
McCall,  Shehyn  A  Co. 
Gauvrcau.  Beaudry  &  Cie. 

Ottawa,  Ont. 

John  M.  Garland,  Son  A  Co. 

St.  John,  N.B. 

The  Vassie  Co..  Ltd. 
Frank  Skinner  A  Co. 
Manchester.  Robertson  A  Allison 
Scovil  Bros.,  Ltd. 

Winnipeg,  Man, 
R.  J.  WhiUa  A  Co.,  Ltd, 
Robinson,  Little  A  Co. 

Toronto,  Ont. 

John  Macdonald  A  Co. 
Beanv,  Kerr  A  Verner 
W.  R.  Brock  Co.,  Ltd. 
Gordon,  Mackay  A  Co. 
Denton,  Mitchell  A  Duncan 

Vancouver,  B.C 

The  Gault  Bros.  Co. 

Peterboro,  Ont. 

W,  J.  Hopwood 

,  Nazarerh/    Mill*  at 
Nazareth, 

Pa.,    U.S.A. 

J^opSlBQs^ 

350  Broacl-svay, New  York 

Canadian    Representatives  :- 

E.  H.  Walsh  y  Co. 
Toronto  and  Montreal 

Pkase  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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MARK 
ilSTERED 

TIGER  BRAND. 

What  Underwear  Are  You 

Going  to  Feature  During  1910? 

^  It  would  be  a  pretty  wise  resolution  on  your 

part  to  decide  on  "TIGER  BRAND"  underwear 
as  your  leading  line. 

^  lis  more  than  ever  a  line  to  reckon  with — a  line 
it  will  pay  you  to  identify  yourself  with. 

^  New  machinery,  of  the  most  up-to-date  kind,  has 
recently  been  installed  in  our  big  modern  factory. 

They  cost  us  a  lot  of  money — these  machines — but 
they  are  going  to  enable  us  to  offer  you  even  greater 
value  than  heretofore. 

^  See  the  new  samples  that  our  travelling  men  are 
now  showing. 

The  Gait  Knitting  Co.,  Limited 
GALT,         :         :         ONTARIO 

ONTARIO  QUEBEC  MARITIME  PROVINCES 

J.  E.  McClung,  Toronto  P.  De  Gruchy,  Montreal  Fred  S.  White,  St.  Stephen,  N.B- 

MANITOBA  and  WE^T 

G.rharJt,  Hanley,  McKay  Co.  Ltd..  Winnipeg 

Please  tKjntioti  The  Rrc-iczr  to  Advertisers  and  Their    I  '■avelers 
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Will  High  Cotton  Remove  Speculative  Tendencies  ? 
Buyers  State  that  Merchants  who  Have  Placed  Well  for  Spring  Have 

Done  Wisely— Shift  in  Values  but  no  Reason  for  Shortage  —  Good 
Holiday  Business   in   Knitted   Coats— The   Importance  of   Specializing. 

THKRE  is  little  sign  of  eiicouiagcmcnt  for  the 
manufacturers  of  knitted  goods  in  the  cotton 

situation.  The  official  crop  report  was  disap- 
pijintins',  and  the  unmerciful  hull  movement  has 

tended  to  sensational  price  levels.  .Tudg-ing-  from  present 
indication!^,  therefore,  as  to  the  prices  which  those  manu- 

facturers will  have  to  pay  for  their  law  materials  who 
are  not  covered  for  whatever  orders  they  may  still  have 

to  execute,  the  retailer  who  has  placed  well  for  next 

season's  requirements  has  certainly  taken  a  wise  course. 
This  opinion  is  not  only  expressed  by  manufacturers 

themselves,  but  also  by  some  of  the  larg^est  buyers  in 
the  country  who  could  have  no  reason  to  i)rodict  higher 
prices  on  behalf  of  the  wholesale  end. 

Reports  for  ne.\t  season  do  show  that  buying  has 
been  conducted  on  a  fairly  liberal. basis  in  all  sections, 

and  it  is  difficult  to  find  a  manufacturer's  representative 
or,  in  fact,  a  manufacturer  who  will  not  say  that  busi- 

ness has  not  only  improved  over  last  year,  but  that  the 
outlook  was  never  more   promising. 

+ 

Will  There  Be  Curtailment  ? 

Asked  whether,  in  view  of  the  present  situation  in 

cotton,  there  would  likely  be  any  curtailment  in  produc- 
tion, a  manufacturer  stated  that  when  his  raw  material 

at  former  prices  was  running  low,  a  manufacturer  would 
certainly  be  very  cautious  and  live  close  to  his  orders. 

"It  is  my  opinion,"  said  he,  "that  the  high-flying  prices 
will  take  all  speculative  tendencies  out  of  production.  A 
man  will  want  to  know  what  his  orders  will  warrant 

him  in  doing  ;  he  will  not  go  it  blind.  I  cannot  say 

that  there  will  be  any  shortage.  Values  will  shift,  gar- 
ments that  sold  last  season  at  50  cents  will  rank  higher 

in  repeat  goods  and  lower  qualities  will  take  their  place. 
That  is  how  it  will  be  regulated.  The  condition  of  the 
country  admits  of  no  excuse  for  a  shortage.  Retailers 
can  now  see  their  way,  there  is  every  prospect  of  an  ex- 

cellent year,  and  the  manufacturer  should  not  have  to 
wait  for  business." 

The  Holiday  Trade. 

The  past  month  has  .seen  good  business  in  gift  lines, 
particularly  small-wear  articles.  Wholesalers  state  that 
they  have  been  very  busy  in  this  section,  and  retailers 
have  done  exceedingly  well  in  neckwear  lines.  The 
sweater  coat  has  certainly  been  a  feature.  The  head  of 
one  city  department  stated  that  he  sold  upwards  of  two 

hundred  dozen  of  one  particular  style.  Red,  white  and 
grey  have  been  the  leading  colors,  but  a  light  tan  shade 
has  also  been  a  favorite.  There  is  very  little  tendency 

towards  color  combinat'ions  beyond  variety  in  border, 
neck  and  pocket  trimmin^^s.  It  would  appear  that  the 
iieckless,  collarless  efiecls  ha\e  lieen  most  generally  taken, 
but  the  shawl  and  military  effects  have  figured  well. 

Prices  ranging  from  $2  to  ̂ "j  have  been  the  popular  limit 
during  the  gift  season. 

It  is  also  noted  that  in  the  hosiery  department  lisle 

goods  have  been  in  great  demand,  particularly  for  ladies' 
wear,  the  fact  that  a  wider  range  of  fancy  effects  is  pos- 

sible that  in  cashmeres  being  one  of  the  selling  factors. 
Department  heads  state  in  this  connection  that  they  have 
a  good  call  for  lisles  all  the  year  through,  and  that  in 

the  ladies'  hosiery  department,  at  least,  the  change  of 
season  makes  very  little  difference. 

Winter  Lines  Moving. 

The  arrival  of  cold  weather  has  caused  a  strong  move- 
ment in  the  heavier  lines  of  underwear.  Wholesale  men 

state  that  they  continue  to  note  the  tendency  in  favor 
of  medium  weights  in  the  larger  cities,  while  in  country 
towns   and   villages     heavier  lines  have  the  greater  call. 

Monopolizing  Trade-marked  Lines. 

Among  liie  large  city  buyers  the  monopolizing  of  well- 
known  trade  marked  lines  has  become  quite  a  feature  of 
present  day   trading. 

"One  manufacturer  came  to  me  a  few  days  ago," 
said  a  buyer  who  was  inclined  to  deprecate  this  kind  of 
th'ing,  "and  almost  with  tears  in  his  eyes  told  me  that 
another  house  had  informed  him  that  unless  he  gave 
them  exclusive  rights  on  one  of  their  Imes  in  this  city, 
they  would  cancel  his  account.  Of  course  it  is  his  own 
business,  but  he  will  have  to  consider  whether  it  will 

pay  him  to  drop  several  large  accounts  if  he  takes  up 
th'is  latest  proposition.  We  have  helped  to  advertise  this 
hne  from  one  end  of  Canada  to  the  other,  and  now  have 
to  hunt  up  .something  to  take  its  place.  We  already  have 
done  so,  and  the  new  line  may  be  obtained  in  a  greater 
range  of  sizes.  It  is  an  exclusive  name  and  we  intend 
to  advertise  it  strongly  as  our  own.  Such  a  thing  as 
this  may  be  carried  to  extremes,  and  to  me  it  simply 
looks  as  if  the  manufacturer's  identity  might  be  sacrificed 
for  the  sake  of  an  individuality  for  the  big  store," 

Whatever  may  be  the  merits  or  demerits  of  the  case, 
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January  Will  Be 
a  Busy  MontK  in 
Your   Hosiery    Dept. 

if  you  take  full  advantage  of  our  TWO 
PAIRS  FREE  GUARANTEE.  It  is 

creating  bigger  business  for  other  dealers 
and  will  do  the  same  for  you. 

Pen -Angle Hosiery 
Show  Pen-Angle  Hosiery  in  your  window 
and  prominently  in  your  store.  Show 
the  public  this  guarantee,  which  is  in 

every  box  of  Pen-Angle  Guaranteed 
Hosiery  : — 

IVe  guaratitee  Pen-Angle  Guaranteed 
Hosiery  to  fit  you  perfectly,  not  to  shrink 
nor  stretch  and  the  dyes  to  be  absolutely  fast. 
We  guarantee  tlieni  to  wear  longet  than 
any  other  cashmere  or  cotton  hosiery  sold  at 

the  same  prices.  If,  after  wearing  Pen- 
Angle  Guaranteed  Hosiery  any  length  of 
time,  you  should  ever  Jind  a  pair  that  fails 
to  fulfill  this  guarantee  in  any  particular, 
return  the  same  to  us  and  we  will  replace 
it  with  T]VO  new  pairs  free  oj  charge. 

The  public  are  eager  to  buy  hosiery  sold 
on  this  plan.  The  proof  lies  in  the  big 
repeat  orders,  piling  in  at  our  mills  daily, 
from  progressive  dealers  in  all  sections 
of  the  Dominion. 

Give  Pen-Angle  Guaranteed  Hosiery  the 
benefit  of  your  enthusiasm  and  selling- 

experience  and  you'll  find  the  results  will 
be  BIG.  There's  a  good  margin  of  pro- 

fit in  each  of  our  guaranteed  lines. 
Write  for  booklet  and  sales  helps. 

PENMANS, 
LIMITED 

Paris,  Canada 

Also  makers  of  Pen-Angle  Underwear 

one  thing  is  apparent,  that  large  buyers  certainly  re- 
cognize the  value  of  a  good  trade-mark.  It  is  an  easy 

matter  to  generalize  quality,  but  when  it  is  hitched  to  a 

star  in  the  shape  of  a  good  trade-mark,  it  becomes  a 
strong  factor  in  the  market.  As  the  buyer  pointed  out, 
this  particular  brand  has  been  strongly  advertised 
throughout  the  country,  and  the  goods  rank  among  the 
finest  of  its  kind  made  in  this  country. 

Why  Not  Specialize  ? 
The  question  is  sometimes  asked  The  Review  :  Why 

do  many  merchants  not  specialize  more  strongly  'in 
knitted  goods  ?  This  question  cannot  be  said  to  have 

any  application  to  the  large  city  stores,  who  have  im- 

mense departments  not  only  for  men's  lines,  but  women's 
and  children's  as  well.  These  are  divided  into  different 
sections  with  one  person  in  charge,  whose  duty  it  is  to 

see  that  the  stock  is  kept  up,  that  the  buj-er  is  notified 
with  reference  to  problems  of  the  department,  and  that 

no  lines  are  suffering  for  want  of  introduction.  The  r&- 
sponsibility  devolving  upon  each  of  these  heads  is  prac- 

tically that  of  the  separate  merchant.  He  or  she  sees 
to  it  that  no  customers  leave  the  section  unsatisfied, 

that  they  are  well  served  so  far  as  salesmanship  is  con- 
cerned, and  that  there  can  possibly  be  no  cause  for 

complaint. 
The  charge  sometimes  laid  at  the  door  of  the  general 

dry  goods  store  is  that  it  does  not  realize  or  convert 
into  value  the  important  position  which  knitted  goods 

have  assumed  in  the  consumers'  demands.  A  merchant 
in  a  city  of  about  15,000,  states  that  he  finds  that  by 

devoting  an  entire  advertisement  to  knitted  goods  fre- 
quently, he  has  brought  that  department  up  to  large 

proportions  and  has  established  a  knitted  goods  reputa- 
tion. His  is  not  a  regularly  departmentized  store,  but 

he  has  devoted  a  particular  locality  in  the  store  to  that 

class  of  goods.  A  window  of  knitted  goods  frequently 

helps. 
Some  few  years  ago  this  man  ascertained  through 

his  system  of  stock-keeping  that  his  knitted  goods  were 
not  doing  well.  He  investigated  and  found  that  the 

buyer  had  not  selected  wisely  in  the  matter  of  knitted 
coats  and  was  not  keeping  up  stock  in  other  lines.  It 

was  just  a  month  or  two  before  the  holiday  rush  began, 

and  steps  were  immediately  taken  to  correct  the  buyers' mistake.  It  was  a  close  shave  at  that  time  of  year,  but 

fortunately  a  good  assortment  was  secured  and  eventual- 
ly the  season  averaged  up  well.  He  determined  therefore 

that  he  would  specialize  in  knitted  goods  and  he  has  never 

regretted  it.  All  of  which  goes  to  show  the  importance 
of  prominence  for  the  knitted  goods  section. 

Comparative  Sizes. 

The  New  York  Haberdasher  has  compiled  the  follow- 

ing table  of  comparative  sizes  in  half-hose  and  shoes: 

Shoe  5,  half-hose  9;  shoe  6.  half-hose  OU:  slioe  7.  half- 

hose  10;  shoe  8.  half-hose  IO14;  shoe  9.  half-hose  11:  shoe 
10,  half -hose  111/2- 

Sizes  of  half-hose  correspond  with  inch  measurements. 
.\5  an  instance,  No.  9  equals  9  inches  from  heel  to  toe. 
Ill  half-hose,  No.  9  should  measure  I2V2  inches  in  le? 

length,  and  ascending  sizes  call  for  a  half-ineh  additional 

length,  respectively.  In  other  words,  size  ll^^'  men's hosiery  measures  15  inches  from  foot  of  heel  to  top  of 
cufE. 
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SELL 

"CEETEE" 
UNDERWEAR 

IT    PAYS 

See  How  We  Protect  You  ! 

Unconditionally  we  guarantee  every 
garment  absolutely  unshrinkable, 
and  will  make  good  any  faulty 
article. 

See  How  We  Help  Your  Sales ! 

We  create  the  demand  for  "  CEE- 
TEE "  by  an  insistent  and  exten- 
sive advertising  campaign  through- 

out the  Dominion. 

See  How  We  Enhance  Your 

Reputation  ! 
We  manufacture  an  article  that  in 

point  of  elasticity,  finish,  durability, 
softness  and  comfort  in  wear  is  un- 

equalled. 

The  c.  TurnbuU  Co. 
of  Gait,  Limited. 

GALT  ....  ONTARIO 

days  of 

keen  com- 

petition ? 

We  are 

ready  with 

our  new 

season's 
goods. Let  us 

hear 

from 

you. 

Please  mention  l  he  Review  to  Advertiser^  and  Their      Travelers. 
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Sfieorge 

f    UNSHRINKABLE 

f^  UNDERWEAR >^       FOR  MEN 

RENOWNED 
roR  ITS r^^- 
RELIABLE 
QUALITIES 

I  IMBINATIONS 
IN  nNE  ELASTIC 
QUALITIES, 

;  VARIOUS  WEIGHTS 
^  PURE 
WOOL 

PERFECTLY  SHAPED 
SLPERIOR  FINISH 

ORDER  FROM  YOUR  WHOLESALER 

The  Situation  in  Chemnitz. 

A  manufacturers'  agent  who  has  just  returned  from 
Europe  states  that  there  will  be  little  dumping-  of  Ger- 

man goods  upon  the  Canadian  market,  as  the  result  of 
the  Payne  tariff  which  practically  shut  out  the  cheaper 

import  lines  from  the  United  States.  While  'it  is  true 
that  considerable  (juantities  of  hosiery,  stalled  in  Chem- 

nitz following  the  concellation  of  orders  by  American 
buyers,  have  found  their  way  to  Canada,  the  opinion  is 
expressed  that  the  (ierman  will  direct  his  effort  toward 
the  development  of  the  most  substantial  form  of  trade 

I)ossibIe  in  the  I'nited  States  and  Canadian  market,  and 
that  the  very  cheap  lines  will  not),  therefore,  be  seen  in 
abnormal  quantities.  It  will  be  a  trade  developed  on  a 
quality  rather  than  a  quantity  basis.  The  buyer  stated 
that  there  were  already  some  evidence  of  curtailment 
among  Chemnitz  manufacturers. 

Windows  Dressed  from  the  Street. 

Jiohemian  merchants  dress  their  window  from  the 
front.  A  consular  loport  states  that  the  fixtures  u.sed 

consist  i»rincipally  of  racks,  arranged  with  projectmg 
points,  or  long  teeth,  for  the  support  of  horizontal  rods, 
made  (if  i)ra.ss  or  nickel  jj'ated.  These  i-ods  may  be  ad- 

justed to  rest  at  \arious  distances  apart.  Another  pop- 
ular method  for  displaying  merchandise  is  by  placing 

plat(!-glass  shelves  in  the  windows,  resting  on  artistic 
metal  frames,  brass  or  nickel  plated.  For  shoes  the 

shelves  are  placed  at  an  angle  of  about  30  degrees  to 
show   the  footwear  to  good   advantage. 

The  shopkeejier  takes  great  pride  in  ha\ing  his  win- 
dow dressed  in  an  attractive  manner  and  the  glass  per- 

fectly clean  at  all  times,  no  matter  how  small  the  shop 
or  how  small  the  city.  Frequently  the  greater  part  of 
the  stock  of  merchandise  is  displayed  in  the  windows  of 
the  smaller  shops.  It  is  much  less  diOicult  to  make  at- 

tractive displays  here  than  in  American  stores,  as  win- 
dows open  outward  on  hinges.  Even  heavy  plate-glass 

windows,  10  to  15  feet  square,  are  so  arranged  and 
dressed  from  the  street,  instead  of  from  the  inside,  as 
in  America.  The  large  windows  are  usually  arranged  in 
the  morning  before  many  pedestrians  are  on  the  streets. 

The  wall  space  between  shops  is  frequently  rented  by 
owners  of  adjoining  stores  and  arranged  to  appear  like 
windows,  giving  the  appearance  of  being  a  large  shop. 
When  one  wishes  to  examine  an  article  displayed  in  a 
window  the  proprietor  or  clerk  goes  to  the  street  with 
a  key,  unlocks  the  window,  and  takes  out  the  article, 
then  locks  his  window  again. 

■^ 

Last  month  La  Maison  Viau,  the  new  department 
>lore  of  Eugene  Viau,  at  the  corner  of  St.  Catherine  and 
l)uf rescue  Streets,  Montreal,  was  opened.  The  stock 
consists  of  dry  goods,  groceries,  house  furnishings, 
eiockery,   hardware,   etc. 

HANSON'S WOOLLEN  SOCKS 
G.  E.  HANSON HULL.  OLE. J 
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Thanks ! 
WE  take  this  opportunit}'  o( 

thanking-  the  Dry  Goods 
Merchants  of  Canada  for 

the  generous  support  accorded  to 

our  manufactures  during"  the  past 
year.  On  all  sides  it  has  been  ac- 
knowledgfed  that  we  are  makers  of 
the  finest 

SWISS 
Ribbed  Underwear 

in  the  Oominion  and  we  intend  to 

live  up  to  our  reputation. 

We  arc  now  ready  for  >  our  orders 

for  Ladies'  and  Children's  g-ar- 
ments  in  summer  weights,  and  we 

are  also  showing"  a  full  range  o( 
suitable  goods  forFall,  1910. 

WAIT  and  SEE 

our  underwear  for  Fall  1910  selling. 

OXFORD 
Knitting  Co. 

LIMITED 

WOODSTOCK,        ::       ONT. 

Please  mention  The  Review  to  Advertisers  and  Thetr   TraveUrs 
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Beaver  Brand 
KnittedlGoods 

A  comprehensive  line,  direct  from 

the  factory,    is  our  offer  to  you. 

Beaver  Brand  snoods  are 

sound  in  quality,  carefull}- 

graded  and  finished  in  a 

way  that  instantly  pro- 

duces a  favorable  impres- 

sion upon  the  customer. 

You  are  able  to  procure 

brisk    sales  at    good  prices 

and   satisfactory  profit  with 

Beaver    Brand,      because 

every     garment      looks     to 

be — and  is — fully    worth  its 

price.     The  Beaver  Brand 

line     comprises  :      Knitteo 

Coats,  Sweaters,  Jerseys, 

Caps,     Mufflers,     Mitts, 

Toques,  Gloves,   Hosiery, 

Etc.      Made  up  in  fine  solid 

colors     and     popular    color 

combinations.  An  exam- 

ination of  our  catalogue 

will  do  a  lot  towards  con- 

vincing you.  Write  us  for a  copy. 

OUR  TRAVELERS 

ARE  COMING 

YOUR   WAV— 

HOLD  YOUR    ORDER   TILL  THEY  COME. 

R.  M.  Ballantyne,  Limited 

Stratford,  Ontario 

-JV 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers, 
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BURRim  Dominion  Brand 
HOSIERY 
UNDERWEAR 
and   SWEATERS 

A.  BURRITT  &  CO. 

Mitchell,  Ont. 

Ribbed  and  plain  hosiery,  socks,  mit- 
tens, toques,  overhose,  coat  sweaters, 

golfers,  etc. 

The    name   is   a   guarantee  of   quality. 

Dominion  Brand  Hosiery,  bearing  our 
guarantee  .ticket,  costs  no  more  than 
rnferior  lines. 

Buy  the  best  and  get  satisfaction. 

We  are  showing  some  very  attractive 
lines  of  coat  sweaters  and  golfers. 

Our  travellers  will  call  upon  you 
shortly  with  a  full  range  of  samples  in 
our  different  lines. 

DOMINION  HOSIERY  and 
UNDERWEAR  MILLS 

ail! 

'-  ,5i.^,-v         Itlllllllll 

iiii  ajai 
Durability 

-^-m 

|PURITY'> 

/?-
' 

27    Dale    Street,    Manchester. 

i^-i^ 

TRADE  MARK Sun    Mill,    Littleborough. 

THOS.   GRIMSHAW  &    SONS, 
Works: 

Sun  Mill,  Littleborough 

Branches: 

Liverpool — 21  Leigh  Street 
Birmingham — 20  Cannon  Street 
London  OHice— 6  Milk  Street,  E.G. 

Glasgow  Office — 40  Union  Street 

Sydney,  N.S.W.— 458  George  Street 

LIMITED. 

Hosiery   Manufacturers 
27   Dale   Street, 

MANCHESTER,  eng. 

A^ent  for  Canada,  A.    W,    HOLTBY,  Carlaw  Buildings,  28  Wellington  St.  West,   Toronto 

Specialty:   "OAK    TREE"    HOSIERY    and    UNDERWEAR 

Fl-^ase  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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WE  WANT  YOUR  ORDER  FOR 
THE  EUREKA  LINES  FOR  1910. 

d<OVA  S^COTIA  WOqr>^ 

NOVA    SCOTIA 

KNITTING  MILLS 
Limited 

Eureka,  Nova  Scotia 

Bright  and  early  on  the  morning  of  January  the  3rd,  1910,  our 
travellers  start  out  to  show  and  to  sell  the  Eureka  lines  for  1910. 

If  you  handled  the  Eureka  lines  during  the  season  just  coming  to 
a  close,  you  will  handle  the  lines  again  in  1910. 
If  you  have  seen  the  Eureka  line  but  did  not  buy  it  last  seasoa 

because  you  were  "  filled  up,"  you  will,  of  course,  stock  it  for 1910. 

If  you  have  never  seen  the  Eureka  line  you  will  not  be  doing 
your  underwear  department  justice  if  you  do  not  wait  to  see  it. 

The  Eureka  line  for   1910  is  bigger  and  better   than  ever. 
In    addition  to  the   standard  heavy  weight,  medium-priced 
lines   for  men,  there  are  the  following- 

Light  weight  unshrinkable  underwear  for  men  and  women  for 
fall  and  spring  wear. 

A  line  of  heavy  weight  underwear  for  boys. 

Coat  Sweaters  for  men,  women,  misses  and  boys. 

Blankets,  Yarn  and  Stockinette. 

Nova  Scotia  Knitting  Hills'  travellers  will  call  on  the  trade  in  all  parts 
of  Canaf^a.     It'yout  name  is  not  on  our  list,  Just  drop  us  a  line. 

.N 

  -^-^ 
'S  NO  EASY  MATTER,  from  among  all  the  brands 
now  on  the  market,  to  decide  on  any  one  line  of  under- 

!ar.     May    we     point  out  some   of    the   good  qualities  of 

The  "ZENITH"  Underwear? 
Its  texture  is  perfect,  weight  just  right,  elasti- 

city exceptional  and  its  comfort  in  wear 

unequalled.  "Zenith"  Brand  brings  repeat 
orders  and  causes  an  influx  of  custom  to 

your  store.    Prove    our  claims ! 

S.  L^NNARD   &  SONS,     Dundas 

Plcase  mention  The  Review  to  Advertuers  and  Their  Travelers, 
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HEWSONS  HEWSONS     ̂ "HEWSON'S 
NOVASCOTIAWOOL.     BOTANY  WOOL.       MERINO. 

You  Ought  to 

Apply  "  Laundry  Logic  " 
to   your   Hosiery    Buying 

Wash  tub  experiences  mean  more  than  counter  compH- 
ments.  The  man  who  is  stockingwise  demands  fast 

black  proofs,  and  gets  t/ieni,  before  buying-.  The  wash 

tub  argument  may  be  prosaic,  but  \t's  practical. 
Hermsdorf    Dyed    Fast  Blacks  will  withstand 
any  test  of  wear,  wash  or  weather. 

That's  why  they  are  pre-eminently  the  stockings  on 
which  to  build  your  hosiery  department  for  lasting 
success  and  progressive  profit  production. 

Look  for  the  truth  on  the  toe: — 
WORKS  : 

CHEMNITZ, /&     •  ̂ %^  /     P    AMERICAN Jjc^iu^itelmMicfcf    bureau  : 
^^^^r-^  ̂   U     235  West  39th  St. SAXONY  V       c^Uuc'cy      ^^        NEW  YORK 

Cuts,  Booklets,  Show  Cards  supplied  free  on  request 

Please  mention  The  Rcvicxv  to  Advertisers  and  Their   Travelers. 
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Canadian    Patent  No.  112770 

You  Want  to  Handle  the  Best 
The  "Monarch  Knit"  1910  range  of 

Ladies',  Men's,  Girls'  and  Boys'  Knitted  Coats 
is  larger  and   better  than  ever    before.      Do    not    place   your 
order  until  you  have  seen  our  range  of  goods. 

Feature  the  Bradley  Full-FashJoned  Muffler 
with  the  V-Neck  ;  it  is  a  strong  and  steady  seller. 

The  Monarch  Knitting  Co.,  Limited 
DUNNVILLE,    ONTARIO 

Buffalo,  N.Y.  St.  Catharines,  Ont. 
Please  mention  The  Review  to  Advertisers  and  Their     TraveUrs 
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UNSHRINKABLE 

Nderw 
LADIES' 

Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
"SPAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 

parts  are  strengthened  and 
extra  spliced. 

These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Silk  and  Merino. 

ANY  GARMENT  SHRINK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

}f'liolrsnlf  nitlif 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

PATENT    STAR  SEATS 

THE     LEADING     ENGLISH     UNDERWEAR. 

THE  HALL-MARK  OF Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  IVIinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI'- 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 

SISTING   PROPERTIES  as  it   descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 

thtWEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To be   had   from  any    of    the    Leading 
Wholesale  Dry  Goods  Houses    

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 

Your 

Business 

Barometer 
^RAH^ 

rcg'd. 

will  stand  at 

"SET  FAIR" 
if  you  are  handling 

WATERHOUSE 

Men's  Underwear 
We  manufacture  our  high-grade  articles 
from  carefully-selected  raw  materials, 
and  our  goods  invariably  stand  very 
high  in  the  public  favor. 

Ask  any  leading  wholesaler  to  show 

you  our  goods. 

Thomas  Waterhouse  &  Co. 
INGERSOLL,  ONT. Limited 
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B\  handling'  goods  that  will 
stand  the  test  of  time,  you  are 

retaining-  tor  yourself  an  in- \aluable  connection. 

PARI/O'  HOSE  AND rMniXO    HALF  HOSE 
are  made  from  the  best  Knglisii 
and  Domestic  yarns,  and  will 
wear. 

Another  excellent  line  is  a 

heavy  Stockinette  in  2-ply 
wool  for  ho\'s.  Also  Stock- 

inette in  luiglisii  Cashmere  for 

Ladies'  wear. 

Buy  Direct   and    Save   Money. 

W.  J.  PARKS ST.  JOHN.  N.B. 

A 
R 
E 

Y 
O 
U 

With  the  lines  o\'  Hosiery  you  are  selling-'     Do 
the\'  satisf\  vour  customers?      If  not,  try 

MAPLE  LEAF  Brand 
OF  HOSIERY  AND  MITTS 
Because  the  best  is  none  too  good  for  your  trade. 

The  Goderich  Knitting  Co.,  Limited 
GODERICH ONTARIO 

Selline  Asrents:    J,  E.  McClungr,  Toronto,  for  Ontario.    Fred 
S.  White.  St.  Stephen.  N.B. .for  Maritime.  Gerhardt.  Han- 

ley,  McKay  Co.,  Limited.  Winnipeg,  Man.,  for  West. 
A   L.  Gilpin.  Montreal.  Que.  for  Quebec 

Health  Brand 

Under^vear 
For  Spring,  1910,  we  will  sell 
HEALTH  BRAND  underwear 

shipped  and  charged  direct  from  the factory. 

We  are  in  a  position  to  offer  you 

better  values  than  any  other  manu- 
facturer in  Canada. 

If  will  pay  you  to  see  samples  before 
placing  Spring  orders. 

Sole  Selling  Agents 

Greenshields  Limited 
MONTREAL 

The  Oificer.s  and  Directors  of  Stanfield'.'^ 
Litiiitod  wish  a  Brig;ht  and  Prosperous 

New  \'ear  to  the  thousands  of  friends  of 

STANFIELD'S UNSHRINKABLE 
UNDERWEAR 

Please  mention  The  Rei'iexv  to  Advertisers  and  Their    1  ravelers. 



How   Much  Should  the  Merchant  Add   for    Profits? 

Ascertaining  Cost  of  Doing  Business  —  Apportioning  Expense  to 
Different  Departments  —  Equalizing  the  Advantages  of  Location  in 
the  Store— The  Importance  of  Numerous  Turnovers. 

(By  Howard  R.  Wellington.) 

rr\^ f  g  -^HE  only  safe  method  of  arriving  at  correct  selling' 
prices  in  any  business  is  by  a  percentage  basis, 
the  amount  of  which  can  be  ascertained  only 

by  an  experience  of  a  year  or  two,  comparing 
sales  with  expenses,  etc.,  and  ascertaining  the  percentage 
the  latter  is  of  the  former.  Of  course,  in  cases  where 

competition  should  be  very  keen,  it  may  be  a  practical 
impossibility  to  determine  a  fixed  percentage  right  through, 
but  in  such  a  case  fhe  most  important  thing  for  the  re- 

tailer to  do  is  to  keep  his  stock  free  from  slow-moving 
goods,  to  clean  up  dead  stock  whenever  it  accumulates, 
keep  his  capital  invested  in  the  best  selling  lines  and 

make  up  on  the  volume  the  difference  between  the  per- 
centage which  should  be  added  and  the  percentage  which 

he  is  forced  to  add  on  account  of  keen  competition.. 

The  Net  Cost  of  Goods. 

The  items  entering  into  the  net  cost  of  tbe  goods  are. 

1st,  Invoice  cost;  2nd,  cost  of  laying  down;  3rd,  over- 
head expenses. 

The  first  two  items  of  cost  are  readily  ascertained,  but 
the  third  can  only  be  ascertained  by  experience  and  test. 

A  merchant  divides  his  business  into  departments,  one 
line  of  goods  occupying  larger  <ir  more  valuable  space 
than  the  otlier.  Another  department,  though  yielding  a 
small  net  profit,  occupies  probably  the  most  prominent 
situation  in  the  store,  but  tbis  is  a,n  essential  feature  of 
the  business  and  should  be  treated  more  in  the  nature  of 

an  advertisement,  even  though  the  department  itself 
does  not  pay. 

Apportionment  of  General  Expense. 

The  apportionment  of  store  space,  management  and 
general  expenses,  or  the  percentage  to  add  to  net  cost  to 

cover  such  expenses,  is,  therefore,  not  readily  ascertain- 
ed, but  by  a  comparison,  year  by  year,  of  the  profits  of 

the  department,  taking  into  consideration  the  turnover, 
the  gross  profit,  as  compared  with  the  percentage  for 

salaries  and  other  charges,  a  fair  percentage  may  be  ar- 
rived at. 

Trading  Accounts. 

As  a  practical  illustration,  we  will  say  that  the  trad- 
ing accounts  for  departments  A.,  B.,  and  C.  appear  at  the 

end  of  a  financial  year  as  follows: 

Department  "A." 
Stock       $15  000 
Purchases       20,000 
Freight    and    duty       1,.500 
Salaries      3,000 
Sundry   expenses       500 
Sales       30,000 

Stock,    '09       18,000 
Profit    on    trading       8,000 

$48,000  $48,000 

By  profit          $8yOOO 

Department  "B." Stock,     "OS       $14,000 
Purchases       30,000 
Freight    and    duty        2,000 
Salaries        5.000 

Sundry    expenses       1,000 
Sales       36,000 

Slock,    '09       21 ,000 
Profit  on   trading       5,000 

$57,000  $57,000 

By    profit          $5,000 

Department  "C." Stock,    '08       ^,000 
Purchases       <),0()0 
Freight  and  duty      300 
Salaries      1,000 
Sundry    expenses       200 
Sales    9,000 

Stock,   '09      5.000 
Profit   on    trading       2,500 

$14,0i00  $14,000 

By  profit          ,$2..500 
In  the  above  accounts,  stock  (ui  hand,  purchases, 

freight  and  duty,  salaries,  and  sundry  expenses  are  read, 
ily  ascei-tained.  and  are,  therefore,  charged  direct  to  the 
department. 

General  Expenses. 

'Otiher  expense  items,  as  follows,  must  now  be  appor- tioned: 

Rent,  insurance  and   taxes      $1,800 
Heat,   Power   and   Light             60O 
Office    expense           j  200 
(Jcneral  help    (not   chargeable   to   any   one   depart- 

ment            800 
Managers '  salaries          3  OOO 

Total    7     $7^400 

Dividing  these  exper..st.s  in  proportion  to  expenses  and 
sales  is  one  way  of  apportioning  the  total  amount.  For 
instance,  expenses  of  Department  A.,  total  $5,000,  with 
sales  of  $30,000,  or  a  percentage  of  16  2-^  per  cent;  ex- 

penses of  Department  B.  total  $8,000.  wirh  sales  of  $36,- 
000,  or  a  percentage  of  22  2-9  per  cent;  expenses  of  de- 

partment C.  total  $1,500,  with  sales  of  $9,000,  of  a  per- 
centage of  16  2-3  per  cent,  a  total  of  55  5-9  per  cent. 

Percentage  of  Expenses  and  Profits  with  Sales. 
Expenses  Sales  Percentage  Profit  Percentage 

"^P*-    A   55.090  $30,000  16  2-3p.c.  $8,000  26  2-3  p  c 
°®P*-    B   8.000  36.000  22  2r9p.c.  5.000  13  8-9  p  c 
°«P*-    C   1.50O  9,000  16  2-3  P.O.  2.500  27  7-9  p.c. 

By  dividing  sales  into  expenses  and  profit  the  sales 
expense  and  sales  profit  percentages  are  secured,  as  indi- cated above. 
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it  will  be  seen  by  this  table  that  the  departmeut  sa^w- 
ing  the  largest  yearly  sales,  also  shows  the  largest  ex- 

pense, whicli  is  22  2-9  per  cent,  of  the  sales,  but  at  the 
same  time  the  profit  is  only  13  8-9  per  cent,  of  the  sales. 
Now,  how  do  we  account  for  the  small  percentage  of  pro- 

fit and  the  slight  increase  in  percentage  of  expense,  as 

compared  with  the  other  departments'?  The  only  explana- 
tion is  that  the  margin  of  percentage  of  profit  on  this 

department  is,  for  some  reason,  considerably  less  than  the 

other  departments,  and  the  expenses  are  somew'hat  too 
high.  The  information  may  become  very  valuable  to  a 

merchant  who  takes  the  trouble  to  figure  out  these  per- 
."entages  for  the  purpose  of  comparison. 

Suggestions  in  Apportioning  Expense. 

Now,  how  are  we  to  apportion  ihest.'  general  expenses 
of  $7,40'0  so  that  each  department  will  stand  a  fair  share? 
Department  C.  shows  the  largest  percentage  of  profit  as 
compared  with  sales.  Department  B.,  with  the  largest 
sales,  shows  the  smallest  percentage  of  profit. 

Department  C,  while  making  the  best  percentage  show- 
ing, may  occupy  the  most  valuable  floor  space,  and,  on 

this  account,  should  be  charged  extra  for  such,  so  that 
a  merchant,  besides  being  guided  by  percentages,  must 
use  reason  and  common  sense  to  ascertain  the  correct  per- 

centage of  charge  to  each  department. 

The  following  journal  entry  would  adjust  this  differ- 
ence: 

Department  C,  Dr       $5&0 
To  Department  A.,  Cr    $200 
To  Department  B.,   Cr    300 

(Additional  charge  for  valuable  location  in  store.) 

As  the  expense  of  Department  A.  is  IG  2-3  per  cent., 
or  1-6,  and  the  total  expense  of  the  three  departments  is 
55  5-9  per  cent,  or  five-ninths,  the  proportion  to  be  borne 
by  this  department  is  9-30  of  $7,400,  or  $2,220.  The  gross 
profit  of  the  department  is  $8,000,  expenses,  $2,220,  profit, 

$5,780;  credit  adjustment  Department  C,  $200;  net  pi'o- 
fit,  $5,980. 

The  expense  of  Department  B.,  being  22  2-9  per  cent., 
or  two-ninths,  the  proportion  to  be  borne  by  this  depart- 

ment is  two-fifths  of  $7,400,  or  $2,960.  With  $5,000  gross 
profit,  and  $2,960  expenses,  the  profit  is  $2,040;  credit 
adjustment  from  Department  C,  $300;  net  profit,  $2,340. 

The  expense  of  Department  C,  being  16  2-3  per  cent., 
or  one-sixth,  the  proportion  to  be  borne  by  this  depart- 

ment is  also  9-30  of  $7,400,  or  $2,220.  The  gross  profit 
of  the  department,  however,  is  $2,500;  expenses,  $2,220, 
leaving  $280.  Deducting  $500,  adjustment  departments 
A.  and  B.,  the  net  loss  is  $220. 

In  spite  of  the  fact  that  Department  C.  shows  up  so 

well  in  percentag-e  of  profit,  still  on  account  of  the  heavy 
overhead  expense  and  the  valuable  space  occupied  in  the 

store,  there  is  actually  a  net  loss  on  the  turnover  on  ac- 
count of  the  expense. 

Figuring  Profits. 

We  ha.ve  now  discussed  thoroughly  the  matter  of  ex- 

pense entering  into  the  selling  of  goods,  and  the  pro- 
portionate expense  for  overhead  charges.  The  next  ques- 

tion is,  "How  much  shall  we  add  to  net  laid-down  cost 
to  cover  these  expense  charges,  and  leave  a  fair  margin?" 
We  know  already  cost  laid  down;  we  can  ascez'tain  read- 

ily the  direct  charges,  such  as  salaries,  etc.,  we  know 
at  the  end  of  a  period  what  our  general  expenses  are  and 
can  apportion  a  percentage  over  each  department.  What 
profit   do   we   desire?  is   the   next   question,   and   by   this 

we   come   back   to   the  question.   "Shall   we   figure   profits 
on  cost  or  selling  price?" 

In  order  to  effect  a  net  profit  on  a  sale,  it  is  necessary 
to  add  an  advance  percentage  on  cost,  and  the  following 
table  will  be  found  very  useful  to  the  merchant: 

To  make  a  profit  of  41/2  per  cent,  on  the  sale,  add  5  per 
cent  to  cost. 

T.,   make  a  profit  of  15  per  cent,   on   the  sale,  add  171/2 
per  cent  to  cost. 

To  make  a  profit  of  16  2-3  per  cent,  on  the  sale,  add  20 
per  cent,  to  cost. 

To  make  a  profit  of  25  per  cent,  on  the  sale,  add  33  1-3 
per  cent,  to  cost. 

To  make  a  profit  of  33  1-3  per  cent,  on  the  sale,  add  50 
per  cent,  to  the  cost. 

To   make   a  profit   of  50  per   cent,   on  the  sale,   add    lOO 
per  cent,  to  the  cost. 

Too  Many  Customers. 

Retail  merchants  throug-hout  Canada  experienced  a 
good  Christmas  trade.  If  anything-  it  was  above  the 
average.  Probably  none  of  them,  however,  found  cus- 

tomers too  numerous  to  accommodate.  According  to  a 
well-known  Canadian  business  man,  who  has  just  return- 

ed from  a  three  months  trip  in  Central  Europe,  there 
was  at  least  one  day  in  Berlin,  Germany,  ou  which  there 
were  too  many  customers  for  the  comfort  of  the  re- 
tailers. 

It  is  the  custom  in  Berlin,  and  has  been  from  time 
immemorial,  to  allow  the  retailers  to  keep  their  stores 
open  on  two  Sundays  preceding  Christmas  Day.  One 
December  12th,  the  first  of  these  days,  the  crowd  of 
shoppers  on  certain  streets  became  so  great  that  busi- 

ness was  brought  to  a  stand-still.  The  current  of  trade 
was  actually  choked.  Not  only  were  the  stores  packed, 
but  the  streets  from  curb  to  curb  were  in  a  similar  con- 

dition. The  Canadian  business  man,  who  was  a  witness 

of  the  scene,  says  that  about  4  o'clock  in  the  afternoon 
the  police  were  called  out  and  the  stores  emptied  of  the 
crowds.  He  said  that  the  shoppers  appeared  to  be  im- 

bued with  the  idea  that  unless  they  hurried  they  would 
have  no  chance  of  buying  Christmas  goods.  It  was  sim- 

ply a  panic  and  the  only  remedy  was  to  close  the  stores. 

The  same  gentleman  is  authority  for  the  statement 
that  Christmas  shopiiing  was  good  throughout  Central 
Europe.  One  day  he  picked  up,  in  Cologne,  a  newspaper 

urging  people  to  do  their  shoi)ping  early  in  order  to  pre- 
vent a  crush.  This  reminded  him  of  the  custom  which 

has  come  into  vogue  in  Canada  during  the  last  few 

years. 
They  were  experiencing,  he  said,  good  shopping 

weather  in  Central  Europe,  and  in  Bohemia  there  was 
four  feet  of  snow. 

-^ 

There  are  few  lines  of  business  that  call  for  the  ap- 

plication of  a  man's  thoughts  and  brain  power  demanded 
of  an  advertising  man  in  a  lively,  hustling  store.  He 
must  always  l:«e  studying  to  tell  the  same  old  story  in 
some  new,  different  way.  He  must  always  be  workir^ 
up  new  plans  for  special  sales.  He  must  keep  the  cloak 

buyer  and  the  bargain-basement  man  from  getting  sore 

because  he  can't  give  them  both  "top  of  ad"  or  "centre, 
with  black  two-point  border."  He  must  keep  the  printer 
in  good  humor  and  obtain  from  him  the  best  work  in 
the  shop. 
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Better 
Values 

Than 
Ever 

Early  this  month  our  travellers  will  be  showing  our  new 
range  of 

Ladies'  and  Children's 
Underwear  for  Fall  1910 

Our  range  for  this  year  is  even  more  attractive  and  extensive  than 
we  have  shown  in  the  past.  And,  in  view  of  the  present  high  price 
of  cotton  yams,  the  values  we  are  offering  are  extremely  reasonable. 

SOMETHING   NEW 
Our  travellers  will  soon  be  showing  you  several  new  lines  of  garments, 
guaranteed  ALL  WOOL.  These  are  bound  to  prove  good  sellers,  as 
they  are  exceedingly  attractive  lines. 

SELLING  REPRESENTATIVES 
ONTARIO  BRITISH  COLUMBIA 

C.  ft  A.  G.  CUrke,  Empire  BoUdlne 
WaUlnKtOD  St.  W.,  Toronto 

QUEBEC 
Gouldlns  &  Co.,  30  WelUngtOD  St.  E»tt. Toronto 

Geo.  A.  Campbell,  P.O.  Box  10% 
Vancoaver,  B.C. 

MARITIME  PROVINCES 

G.  A.  WoodiU,  'X  and  21  Roy  Bldg. 
HaUfas,  N.S. 

THE 

Peerless    Underwear  Co. 
HAMILTON 

5ee  Our 
INew  Samples 

Before 
Placinci  Orders 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 





Practical  Suggestions  in  Window  Draping  and  Dressing 
Mistakes  Which  Injure  Appearance  of  the  Goods  Displayed—Materials 
Employed  Will  in  Time  Pay  for  Permanent  Background  Trim 

Must  be  as  Worth  Seeing  as  an  Advertisement   is  Worth    Reading. 

By  Edwin  McElroy.  with  A.  L.  Garland,  St.  Thomas. 

ONE  of  the  first  principles  to  be  considered  in  win- 
dow dressing,  is  the  background — whether  it  be 

paneled  oak,  mahogany,  plush  drapery,  or 
mirrors.  Keep  away  from  the  old  idea  that 

you  must  have  some  kind  of  a  top  drapery,  to  give  a 
finish  to  the  window.  Leave  the  upper  parts  of  your 

window  plain  and  neat  in  order  to  bring  out  the  rich- 
ness of  your  display. 

Always  remember  that  the  main  idea  is  to  make 

goods  look  better  than  they  are,  so  don't  decrease  their 
value  by  adding  extra  drapes  to  the  ceiling.  It  is  better 
to  keep  the  display  on  a  level  with  the  eye. 

Don't  try  to  construct  a  background  of  cheesecloth  ; 
get  away  from  that  old  idea.  If  there  is  no  permanent 
background  to  the  window,  explain  to  your  employer 
that  you  will  use  enough  cheesecloth  in  a  year  to  pay 
for  a  permanent  background. 

Useful  Display  Stands. 

In  regard  to  fixtures.  I  find  a  T  stand,  a  round  or  a 

diamond-top  stand  the  most  useful  for  any  kind  of  goods, 
also  the  half  circle  stand  for  dress  goods.  Any  of  the 
above  stands  make  an  easy  and  simple,  but  effective, 

drape.  Pedestals  and  glass  shelves  are  almost  indispen- 
sable as  fixtures. 

In  regard  to  drapes — be  natural  with  them.  Don't 
try  and  do  something  out  of  the  ordinary,  if  it  is  not 

feasible.  As  the  old  saying  goes,  "If  at  first  you  don't 
succeed  try  again."  Patience  and  practice  are  necessary 
to  make  successful  draping. 

Put  as  little  in  your  windows  as  the  firm  will  allow. 
(Although  I  know  that  there  are  many  merchants  who 

want  their  windows  crammed  full  of  stuff,  but  that's 
their  mistake).  In  winter,  try  to  make  the  windows 
look  warm  and  cosy,  in  summer  cool  and  inviting.  For 
a  suit  window,  be  very  careful  as  to  how  your  figures 
look.  If  a  suit  needs  padding,  by  all  means  pad  it.  If 
it  needs  pressing,  have  it  pressed,  for  these  small  details 
will  greatly  increase  the  apparent  value. 

Be  Careful  of  Colors. 

Pose  the  figures  as  naturally  as  possible.  It  will 
also  be  found  that  a  piece  of  silk,  or  any  fabric  of  soft 
finish,  draped  carelessly  around,  or  ribbons  draped  from 

the  upper  corners  of  the  background,  will  add  attractive- 
ness to  the  display.  By  all  means  be  careful  of  the 

colors.  You  may  spend  a  lot  of  time  on  the  display  and 
yet  wonder  why  it  is  not  attractive,  but  by  a  careful 

examination,  you  will  find  that  the  colors  do  not  har- 
monize. 

A  one-color  display  is  about  as  rich  and  one  of  the 
most  attractive  displays  you  can  make.  Take,  for  in- 

stance, this  season's  new  shades — walnut,  wistaria,  or 
old  rose — and  make  a  display  of  any  one  of  these  shades, 
with  trimmings  to  match,  and  you  will  have  one  of  the 
finest  displays  anyone  would  wish  to  look  at,  and  one 
that  will  sell  the  goods. 

The  lighting  of  a  window  has  much  to  do  with  its 
success  or  failure  as  an  advertising  medium,  especially 
if  insufficient  light  is  used  to  make  the  display  attrac- 

tive. Many  a  good  display  has  lost  its  drawing  power 
for  this  very  reason,  and  it  should  be  the  particular 
care  of  the  window  trimmer  to  see  that  this  condition 
does  not  exist.  Whenever  an  electric  light  is  used  in  a 
display,  see  that  the  bulb  is  frosted  or  else  have  a  tissue 
paper  shade  made.  It  adds  a  softness  and  beauty  to 
the  display  not  obtainable  by  the  plain  globe.  Electric 
lighting  affords  the  window  trimmer  a  limitless  field  in 
which  to  exhibit  his  skill. 

Above  all  things,  he  should  bear  in  mind  that  the 
successful  advertiser  makes  an  ad.  worth  reading,  but 
the  window  trimmer  makes  a  display  worth  seeing. 

Always  remember  that  when  your  window  is  ready 

to  retrim,  that  it  is  valuable  space.  By  all  means,  don't 
let  your  work  drag. 

The  Public  Cares  Little. 

The  retailing  of  goods  is  not  all  profit,  and  for  that 
reason  a  retailer  must  needs  take  his  losses  with  a  good 
grace  as  he  smiles  over  his  profits,  states  the  Drygoods- 
man.  The  public  cares  little  how  much  a  retailer  makes 

or  loses,  and  to  put  the  question  up  to  a  customer  is  sim- 
ply to  sow  seed  on  barren  ground.  The  consumer  is  al- 

ways out  to  do  the  best  he  ea,n  for  himself,  and  if  he 
waits  for  an  opportunity  to  buy  under  values,  there  is  no 
kick  due  from  the  retailer  who  affords  bhe  opportunity. 

Conducting  a  retail  business  necessitates  a  willingness 
to  take  things  as  they  come,  and  the  less  a  man  looks  for 

and  a,ecepts  opportunities  to  make  protests  concerning 
what  he  is  doing  or  is  not  doing,  the  greater  is  the  amount 
of  energy  he  has  in  store  to  apply  to  the  accumulation 
of  profits.  To  advertise  to  the  public  that  such-and-such 
goods  cost  so  much  money  and  a,re  being  sold  for  so  much 
less  than  ithey  cost  and  at  a  great  sacrifice  on  the  part  of 
the  store  cuts  small  figure  with  the  consumer.  He  won't 
even  pay  attention  to  the  goods  unless  'he  is  satisfied  that 
there  is  real  value  and  service  for  him.  His  sentiments 

on  the  subject  are  nil,  and  he  has  no  compunctions  against 
buying  the  retailer  poor  if  the  latter  is  willing  to  sell 
himself  into  that  condition. 

The  man  who  is  given  to  crying  his  losses  soon  be- 
comes the  butt  of  local  jokers  and  the  sarcasm  which  a 

community  may  pour  out  at  a  store  that  complains  because 
it  is  losing  something  soon  puts  it  in  contempt  by  a  larger 
part  of  the  community.  The  advertising  value  of  a  loss 
need  not  be  missed,  but  that  value  is  not  in  a  kick  at  the 
loss  or  a  complaint  at  conditions  which  compel  it,  but 
rather  in  a  cheerful  putting  of  the  goods  at  the  disposal 
of  the  public  at  the  sacrificing  prices.  The  public  will 
sooner  catch  on  the  values  and  will  the  sooner  come  to 
look,  but  the  advertising  cannot  be  a  trick  and  the  value 
must  be  genuine,  or  ithe  Old  Nick  will  be  played  with  the 
reputation  of  the  store.  Altogether,  a  loss  needn't  be  a 
bad  thing  if  managed  right— which  isn't  difficult  to  do. 
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r •Greater  Facility  and  Less  Expense  in  Parcelling  Goods- 
Have  You  Ever  Figured  Out  What  It  Costs  You  to  Tie  Up  Parcels  7 

The  cost  of  paper  and  twine  is  by 

no  means  the  iarg-est  item.  Think 
of  the  time  spent  by  expensive  sales- 

people in  tying  parcels  while  otbtr 
customers  ate  waiting  to  be  serv- 

ed. That  is  selling  time  -wasted. 
And  think  of  the  amount  of  goods 

pilfered  every  year  by  dishonest 

customers  while  the  clerks'  backs are  turned  !  You  will  find  it  far 
more  profitable  to  centralize  your 

parcelling-  by  installing  the 
GIPE  PACKAGE 

CARRIER  SYSTEM 
Place  a  boy  or  two  somewhere  in  the 
store  where  space  is  least  valuable 
and  have  all  the  selling  counters 
served  from  this  central  point  by 

Gipe  Package  Carriers. 
The  immediate  and  permanent  re- 

sult will  be  :  Elimination  of  all  con- 
fusion behind  the  counter  ;  getting 

the  right  parcel  in  the  hands  of  the 
right  customer  ;  an  immediate  sav- 

ing in  sales  clerks'  time  ;  no  custom- 
ers kept  waiting  to  be  ser\'ed;  no  en- 

couragement to  dishonest  custom- 
ers ;  less  waste  of  paper  and  twine  ; 

a  reduction  in  the  number  of  clerks 

required. 
Don't  pass  this  ad.  without  commencing  to  thoroughly  investigate  the 
Gipe  System.     Remember — Labor-Saving  System  means  Greater  Profits! 

WRITE  US  NOW  FOR  OUR  CATALOG  "  D.G." 

The  GIPE  CARRIER  CO.,  99  Ontario  Street,  Toronto,  Ont. 

Profitable  Display  Demands   Practical  Fixtures 

.\o.  2— I'raclii.il  Kiliboii  Cabinet 

Practical  Counter  Notion 
Cabinets 

Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 

Holding 

From 

50  to  700 
Bolts 

of 
Ribbon 

PRACTICAL 
RIBBON 
CABINETS 

PRICE  LIST Cabin 

No. 

0  2714X  6y3x-26\i 

1  28'4xU    x26 
2  -.iSHxU     x38 
3  28Vixl8^x3S 
4  28iix2:<^x38 

5  28>ix27  44x38 
6  28iix32bx3S 

8    28?ixi2i4x43H 

Capacity 

Bolts' 

50 

100 

150 

250 

325 

4(pO 475 

700 

$  6  00 

10  UO 
13  50 

18  50 
23  00 

26  00 

30  00 42  00 

MADE  OF  OAK 

No.  ;i 
Ribbon  C.ibinet 

Practical  Counter   Notion  Cabinet 
dimensions  — width.  28-in.;  heig^ht  at  back.  lO^-in.;  heig'it  intront.  4's-in. 
Made  rcj^ularly  in  5  lengths— 37  in.,  4S-in..  (iO-in.,  72-in  and  96-in.  The  37-in.  is 

divided  into  (i  compartments,  5^xt)x3  in.,  10  comparinients  6^x6x3-in  ,  4  compart- 
nients8J^xf)x3-in.;  all  inside  measurements.  Longer  lengths  are  divided  into  same 
size  cv-mpartnients  but  proportionate  number.  Boxes  are  removable  and  arc  mad, 
of  white  basswood,  finished  natural.  The  frame  is  made  of  oak  with  antique  finish 
The  back  of  each  case  has  a  strip  ;^-in.  wide  for  use  as  a  yard  measure.  All  com 
partments  have  card  holders  of  solid  brass  for  price  marks. 

PRICE  LIST 
No.  5.  .S7-in.  long  $  i1  CO  No.  7,  60in.  long  $11  50 
No.  6,  48-in.  lonij  10  (HI  No.  S.  72-in,  long  13  50 

No.   9.  ItH.in.  long  $16  00 

Practical  Piece  Goods  Fixtures 
The  proper  i^isplay  ot"  gint^iiams,  prints,  and  piece  goods  in  general  requires  a Practical  Counter  or  Floor  Fixture.  Either  holds  lorty  pieces.  Any  piece  removed 

without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.    Price,  S6  50. 
Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50. 

FOR  SALE  BY  THE  WHOLESALE  I>RY    GOODS    AND    NOTION    HOUSES. 

Count 

SEND   FOR    CATALOGUE 

er  Fixture 

A.  N.  RUSSELL  &  SONS  CO..     Manufacturers.     ILION.  N.Y. 

Please  mention  The  Reznew  to  Advertisers  and  Their    Travelers 



If  Decorations  are  Effective,  Expense  is    Warranted 
Featuring  the  Seasons  a  Good  Plan— Give  Windows  a  Fair  Chance- 

Do  Not  Crowd  —  New  Dress  Goods  Drapes— Suggestions  for  Open- 
ings —  Importance    of    Trimmer    Being    up   in    Styles      Decorations. 

CANADIAN  Winters  have  a  way  of  lingerii  g  in 
the  lap  of  Spring  that  is  not  conducive  to  the  in- 

terests (if  the  dry  goods  merchant  who  is  after 
early  business.  In  some  years,  when  it  should 

be  Spring,  according  to  the  calendar,  the  weather  is  quite 

the  reverse  of  Spring-like,  and  though  Spring  goods  are 
ill  the  stores,  it  is  hard  to  interest  the  buying  public  in 
their  merits. 

How  to  turn  customers'  thoughts  Springward  is  the 
problem,  and  it  is  liei'e  where  the  decorator  steps  in. 

If  the  store  is  a  large  one,  decorating  costs  money,  but 
if  the  decorations  remind  customers  of  the  time  of  the 

year,  and  the  goods  begin  to  go  out,  the  expense  is  cer- 
tainly warranted.  Any  merchant  who  will  give  this  pol- 

icy of  decorating  a  fair  trial,  will  find  that  it  pays.  Peo- 
ple will  come  to  admire  the  decorations,  and  thoughts  of 

Spring  will  fill  their  minds.  From  the  decorations  the  in- 

terest will  be  turned  to  the  goods,  and  buying  will  begin 
forthwith.  Tlie  big  stores  have  used  this  method  over  and 

over  again.  Not  only  the  stores,  but  other  organizations 
that  are  becoming  wise  to  the  fact.  For  some  years  now, 
the  New  York  Horse  Show  has  fallen  on  bad  times,  and 
the  problem  before  the  directors  was  to  popularise  it. 
One  of  the  methods  adopted,  and  one  that  went  far  to 
make  the  show  the  marked  success  it  was  last  November, 

was  the  use  of  lavish  decorations.  The  scheme  employed 
was  Springlike  in  the  extreme,  and  one  that  contains  many 
features  that  might  be  used  in  store  decoration  for  the 
Spring  openings. 

The  roof  was  covered  with  a  draping  of  blue,  the  soft 
a/ure  of  a  Spring  sky,  and  this  was  veiled  with  tarlatan, 
giving  it  a  mist-like  effect.  All  balconies  had  the  front 

covered  with  a  trellis-work  of  white  stripes,  the  frame  be- 
ing of  wood,  painted  white,  and  the  latticework  of  strips 

of  white  cotton  interlaced  and  stretched  on  the  wood 

framework.  Behind  this  latticework  was  a  background  of 
the  blue,  and  the  lattice  was  covered  with  trailing  vines  in 
fresh  green  shades  with  bunches  of  pink  and  white  almond 
blossoms.  All  of  the  pillars  supporting  the  balconys  were 
covered  with  birch-bark,  either  natural  or  a  paper  sub- 

stitute, giving  the  appearance  of  an  aisle  of  trees.  Fes- 
tooned on  the  balconys  were  rows  of  tiny,  frosted,  elec- 

tric globes. 

Huge  baloon-shaped  globes  of  white,  covered  with  gar- 
lands of  green  vines,  and  branches  of  pink  and  white 

flowering    almonds,    with    numberless    twinkling,    frosted 

lights,  hung  from  the  roof.  The  brilliant  lights  and  the 
Springlike  blending  of  blue,  green,  pink  and  white  made 

a  fairy-like  setting  for  the  lovely  gowns  of  the  women 
present,  and  yet  there  was  nothing  used  that  was  at  all 
beyond  the  reach  of  the  average  store  strimmer. 

Last  year,  a  large  store  made  use  of  a  Japanese  sett- 
ing for  their  Spring  opening.  The  Japanese  make  a  holi- 
day of  the  time  of  the  year  when  the  fruit  trees  blossom, 

Arches  and  summer-houses  were  erected  in  the  aisles  and 
in  various  parts  of  the  store  of  bamboo  and  cedar  poles 
with  the  bark  on.  liaving  the  quaint,  curled  roofs  of  a 
Japanese  house.  These  arbors  and  summer-houses  were 
twined  with  purple  wistaria,  and  everywhere  they  showed 
to  advantage,  cherry  trees  in  full  bloom,  branches  of  plum 
blossom,  and  also  irises,  peonies  and  other  flowers  in 
Japanese  vases  and  bowls  were  used  to  decorate.  Quaint 
iron  and  stone  lanterns  were  placed  on  ledges  and  hung 
around.  The  effect  was  both  novel  and  striking,  and  tlie 
decorations  drew  large  crowds  to  the  store. 

  P   

Don't  Crowd  Windows, 

Reams  of  paper  and  quarts  of  ink  have  been  used  up 
in  the  vain  endeavor  to  give  window  trimmers  just  one 
piece  of  advice,  and  that  is,  do  not  crowd  the  windoAV trims. 

The  window  trimmer  is  not  always  the  one  to  blame; 
in  very  many  cases  it  is  the  merchant  himself  who  is  re- 

sponsible. He  orders  the  goods  into  the  window  and  the 
trimmer  has  no  choice  but  to  obey.  In  the  effort  to  make 
more  than  is  possible  out  of  the  window,  merchants  de- 
IVat  the  end  they  are  seeking,  and  instead  of  inviting 
customers  into  the  store,  the  windows  are  really  of  little 
use. 

Many  trimmers  are  badly  hampered  with  old-fashion- 
ed windows,  and  this  handicaps  a  good  trimmer,  which  if 

left  to  himself,  he  will  to  a  wonderful  extent  overcome, 
but  it  must  take  both  the  heart  and  ambition  out  of  a  man 
to  have  to  crowd  his  displays. 

The  object  of  modern  window  trimming  is  not  just  to 
sell  an  article  from  the  window;  the  idea  is  to  interest 
customers  in  goods  and  to  induce  them  to  come  into  the 
store  for  a  further  inspection  and  investigation.  Articles 
nuist    not,    however,    be    pressed    upon    customers.      Thev 
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Suit-opening  window;    daisies  used   for   ornamentation    and    brown  felt   for  floor,  by    Napoleon    Simard, 
formerly  with  Gimbel   Bros.,   Milwaukee,   now  with   T.   Eaton   Co.,   Winnip»g. 

must  be  so  displayed  that  the  customer  feels  the  desire  to 
buy  them  and  cannot  pass  them  by. 

A  crowded  window  and  the  goods  away  back  in  the 
fixtures  is  the  old  way  of  doing  business.  A  tasteful 
window,  with  each  article  having  its  proper  space  to 
show  to  the  best  advantage,  and,  inside,  display  tables, 
silent  salesmen  and  counter  fixtures,  with  as  much  stock 
forward  as  possible,  trimmed  and  rearranged  each  day,  so 
that  practically  every  article  carried  is  frequently  brought 
into  prominence,  is  the  modern  way  of  selling  goods,  and, 
by  this  method,  by  far  the  larger  amount  will  be  sold. 

The  Dress  Goods  Opening. 

The  use  of  waist  and  costume  drapes,  made  from  un- 
cut fabrics,  has  opened  up  a  new  avenue  of  usefulness  to 

the  trimmer.  Department  heads  in  the  large  stores  are 
all  asking  for  drapes  of  tliis  kind,  for,  because  they  slunv 

almost  exactly  how  the  fabric  will  look  when  made  \xj  in 
the  prevailing  mode,  they  are  big  aids  to  selling  goods  and 
trimmings.  In  many  stores,  where  the  trimmer  is  an 
adept,  it  is  no  unusual  thing  for  the  draped  model  to  be 

carried  to  the  dressmaking  section,  and  for  instructions 
to  be  given  for  her  to  make  a  close  copy  of  the  draped 
effect. 

Every  trimmer  must  see  the  value  of  drapes  of  this 
class,  when  a  new  season  is  opening,  and  the  store  is  us- 

ing every  possible  effort  to  attract  the  attention  of  their 
customers  to  the  new  styles.  This,  of  course,  means  more 
work  for  the  trimming  department,  but  it  means  work  that 
adds  vastly  to  its  importance,  and  that  must  enhance  the 
standing  of  the  trimmer  as  a  man  of  artistic  taste.  To 
make  these  drapes,  the  trimmer  must  know  the  new  fash- 

ion tendencies,  and  in  this  connection,  he  shi.uld  read,  not 
only  the  department  matter,  but  also  the  Paris  news  in 
The  Dry  Goods  Review  published  each  month. 

Where    tlie    stovp    li:i«    a    dressmaking   department,   he 

Dress  goads,   silks,   trimmings,   millinery  and  fancy  parasol   window,  by  H.    Robinson,   for   R.  .McKay   &    Co.,   Hamilton.      Back- 
ground of  green   velour  plush.    Vine  with   artificial   apple   blossoms  was   twined  about   th*  elevations  which  were   made   of 

strips  of  lumber  painted  with   water  white.     On   the   two   short   post*  were  electric  flower   baskets. 
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No.  31  (Dressed) 

•IMPERIAL"  COUNTER  STAND 

No.  229 

SUIT  AND  DRESS  FORMS 

EFFECTIVE  DISPLAY 

is  your  best  advertisement! 

And  for  every  line  which  a  drygoodsman  handles  we 

have  stands  and  fixtures  which  will  show  ofiF  his  wares 

to  better  advantage  than  they  are  at  present  displayed. 

The  accompanying  cuts  illustrate  a  few  or  our  attractive 

display  devices.  There  are  hundreds  of  others  detailed 

in     our    catalogue    and    it's 
well     worth    your 

while  to   send  for 

it  to-day. 

Toronto  Brass 

Mfg.  Go. 
17-21  Temperance  Street 

TORONTO 
ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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should  borrow  the  high-class  fashion  papers  and  look  them 
over.  Though,  as  a  rule,  models  shown  in  papers  of  this 
class  are  extreme,  he  will  obtain  n  good  idea  of  the  style 
tendencies  that  will  be  an  invaluable  help  in  his  work. 

\Yherever  the  size  of  the  department  will  admit  of  its 

being  done,  a  special  display  of  high-class  novelties  should 
be  made  in  the  section  and  where  there  is  no  floor  space 

for  this  display  the  space  above  the  fixtures  should  be 

used.  This  display  should  be  as  imposing-  as  possible,  and 
should  consist  largely  of  model  drapes,  and  palms,  ferns, 
artificial  flowers  and  plants  should  also  be  used. 

New  suit  drape,  showing  blouse  effect  for  Spring  fabrics. 

In  many  departments,  the  silk  st'ction  and  that  de\oted 
to  evening  and  high-class  novelty  goods  are  now  carpeted. 
In  many  stores,  instead  of  the  long  department  down  the 

side  of  the  store,  silks  and  evening  goods  are  being  re- 
moved to  tlie  centre  fixtures  opposite  the  more  staple  part 

of  the  stock.  This  move  means  that  the  department  gains 

vastly  in  appearance,  and  another  practical  advantage  is 
that  stock  is  easier  to  keep  and  U)sses  are  lessened,  as 

after  a  sti'enous  afternoon  or  morning  in  the  department, 
bolts  of  heavy  fabrics  are  not  found  reposing  upon  del- 

icate silks  or  other  expensive  fabrics. 

When  the  department  is  modeled  in  this  manner,  with 
tables  in  the  aisle,  it  is  an  ea.sy  matter  to  make  an  exten- 

sive and  beautiful  display.  For  opening  days,  it  is  quitf 

possible  to  take  the  tables  away  and  make  a  displaj-  of 
choice  goods  on  a  platform,  about  18  inches  high,  and 
covered  with  white  or  pale  tinted  felt. 
The  silhouette  of  the  figure  is  still  the  same,  the 

drape  forms  and  shells  now  in  use  do  not  need  to  b? 
changed.  The  new  idea  in  Spring  styles  is  the  advent  of 

the  Kussian  ideas,  and  as  these  fashions  promise  to  at- 

tain considerable  prominence,  every  trimmer  ought  to  ac- 
quaint himself  with  their  leading  features. 

The  Kussian  coat  is  a  belted  blouse  model  with  a  fitting 
skirt  to  the  coat  of  varying  length  for  Spring.  Lengths 

•varying  from  26  inches  to  36  inches  will  be  in  evidence. 
The  closing  is  a  little  to  the  side  of  the  front  either  with 
one  single  button,  or  three  low  down,  and  the  neck  finish  m 
a  shawl  collar  of  moire  or  brocaded  silk.  Some  models 

fasten  over  in  double  breasted  style  and  have  a  square 

yoke  of  lace  at  the  neck. 
Band  trimmings  of  braid  and  handsome  buttons  and 

belts  are  the  proper  accessories.  The  skirt  to  go  with 
this  blouse  coat  is  a  pleated  model  often  with  a  panel  at 
the  front.  The  blouse  part  of  the  coat  should  not  be  very 
full  and  should  not  hang  over. 

Drapes  for  New  Models. 
The  model  illustrated  shows  a  drape  to  represent  a 

Kussian  blouse  model.  The  form  is  dressed  with  a  rem- 
nant of  alloved  lace  in  the  usual  way,  and  then  the  skirt 

])art  is  pleated  on  just  below  the  line  of  the  coat,  leaving 
u  panel  front  that  reaches  to  the  waist.  The  coat  length 
below  the  waist  should  be  about  32  inches,  but  more  ma- 

terial than  that  would  have  to  be  allowed,  as  it  has  to  be 

drawn  up  into  the  waist  to  make  it  fit  smoothly  over  the 
hips.  The  fullness  is  laid  in  pleats  to  make  the  blouse,  but 
the  pleats  must  be  scant,  and  the  blouse  must  not  hang 
over.  A  narrow  strip  of  the  fabric  must  be  cut  off  for 
the  belt.  The  material  is  turned  back  to  make  the  long 

shawl  collar,  the  raw  edges  being  turned  under  and  a 
renniant  of  moire  ribbon^  either  in  black  or  in  matching 

color,  forms  the  revers.  Handsome  pearl  or  metal  but- 
tt.ns  should  be  used,  and,  if  liked,  the  belt  could  be  of  pat- 

ent leather  with  a  gilt  harness  buckle. 
The  skirl  drajie  shows  a  tunic  model  and  a  very  little 

study  of  a  good  fashion  paper  ought  to  suggest  a  number 
of  variations. 

•!• 

Floral   Decorations. 

If  the  window  trinnuer  finds  floral  effects  indispensible 

ill  the  preparation  of  his  Fall  trims,  he  will  find  that  they 
are  doubly  so  when  preparing  for  his  Spring  displays. 

Spring  is  the  season  of  flowers,  and  after  the  long  winter, 

the  sight  of  green  leaves  and  softly-tinted  flowers  is  in- 
describably grateful.  It  is  this  natural  love  and  craving 

for  the  sight  of  leaf,  flower  and  bud,  that  the  acute  trim- 
mer turns  to  his  advantage. 

February  or  early  ̂ larch,  when  most  openings  are  held, 

there  is  only  the  jnomise  of  Spring  in  the  air.  He  there- 
for goes  to  work  and  gives  an  advance  view  of  Spring  in 

his  windows  and  store. 

If  the  weather  is  unseasonable,  or  if  for  any  reason 

buyinsr  is  backward,  it  is  astonishing  what  a  change  can 
he  made  by  decorating  the  store  and  windows,  and.  for  a 

Spring  setting,  the  decorator  must  make  a  lavish  use  of 
flowers. 
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The  Solid  Mahogany  and 
Rosewood  Fittings 

in  th^  retail  dry  fjojds  store  t>f 

Smallman   &  Ingram,  Ltd. 
London 

are  fra  ikly  admitted  by  all  to  be  a 

Triumph  of  Artistic 
Mechanical  Skill 

The  accompanving'  illustration  shows  on'y 
a  small  corner  of  I. lis  large  and  beautilul 
store. 

On  the  ground  floor  alone  we  supplied 
about: 

300  feet  Solid  Rosewood  Show  Cases 
800  feet  Mahogany  Counters 
125  feet  Mahogany  Office  Partitions 
900  feet  Mahogany  Shelving  and  VN  all 

We  desij^n  and  manufacture  hig'h-grade  Store  Filtini^s,  Show  Cases,  OHice  I-iltinj^s,  and  Public 

Building-  F'urniture.  Expert  advice  regarding  the  fitting  of  Dry  Goods  Stores  will  be  cheerfully 
furnished  without  charge. 

Send  for  Catalogue  D,  which  contains  much  valuable  imformation. 

Dominion    Office   and  Store   Fitting   Company,   Limited 
Ajencie»-MONTREAL-300   St.  Jame.  St     West 

WINNIPEG-   707    Portago   Avenue Head  Office  and  Factory     -     London,  Canada 

PALMENBERG— 1910 

Window 
Dressing 

and 
Display 

' 

No.  87E 

Q  Vou  are  in- 
vited to  have 

your  name 
enrolled  for  a 

compliment- 

ary copy  of 

our  unique 

catalo  jf  ue, 

No.  i6L,  tobe 

issued  short- 

ly. Will  con 
tain  the  best 

of  hints  on 

showing  dry 

goods. 

J.  R.  PALMENBERG'S  SONS 
Established  1852 

710  BROADWAY.  NEW  YORK 

30  Kingston  St.,  Boston 

Factory:  87.89  aad  91  West  3rd  Si..  New  York 

10  anil  12  Hopkins  Place,  Baltimore 
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HTIS 

Dry  Goods  Reznew 

■%■ 

^  In  these  days  of  keen  competition  a  bright  and  cheery 
store  interior  is  one  of  your  best  assets. 

^  The  use  of  DAYLIGHT  is  the  best  and  cheapest 
way  to  make  a  store  bright  and  cheery,  and 

LUXFER  PRISMS 
are  the  means  by  which  cheap  daylight  can  be  carried  to 
the  remotest  and  darkest  corners  of  your  store. 

^  There  isn't  a  shadow  of  doubt  in  the  matter,  for  each 
problem  is  solved  scientifically,  which  means  it  is  figured 
for  results  delivered. 

^  The  money  you  spend  daily  on  artificial  light  would 

very  soon  amount  to  enough  to  pay  for  the  equipment 
of  your  store  with 

LUXFER  PRISMS 

^  Remember,  to  install  "Luxfer"  Prisms  is  to  be  thor- 
oughly up-to-date  ;  ask  any  merchant  who  has  installed 

them. 

Ask  your  architect  — he  knows! 

Luxfer  Prism  Company  Limited 
TORONTO      and      MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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How  The  Weir  Wardrobe  Helps 
Make  More  Sales 

With  the  Weir  Wardrobe  method  of  display 

and  only  one-half  of  your  present  stock,  you 

caD  make  more  sales  than  with  all  your  pre- 
sent stock  and  any  other  display  system 

known. 

The  Weir  System  is  simply  sections,  or 

eabinets,  fitted  with  suit  and  trouser  slides. 

These  slides  move  out  and  in  again.  The 

salesman  is  not  compelled  to  reach  into  the 

case  for  a  garment.  You  simply  place  these 
sections  along  the  wall,  side  by  side,  in  any 
number.  This  novel  plan  forms  a  complete 
system  adjustable  to  any  space. 
The  Weir  Wardrobe  is  itself  almost  a  human 

salesman.  It  shows  ofi  a  garment  to  far  bet- 
ter advantage  than  any  salesman,  table  or 

rack.  Because  each  suit  hangs  on  a  separate 

hanger.  And  when  the  slide  is  out.  twenty- 
five  suits  are  at  the  same  time  completely 
visible  to  the   customer. 

The  Weir  Wardrobe  occupies  less  space  than 

the  old-style  method  of  tables,  racks,  etc. 
Because  each  Weir  section  is  but  4  ft.  deep. 

2  ft.  6"  wide,  and  7  ft.  high.  By  such  a 
unique  plan  of  display,  much  formerly  wasted 
floor  space  as  well  as  wall  space  is  utilized. 

And,  if  the  ceiling  is  high  enough,  you  can 
make  a  gallery  of  the  top  of  the  Weir  Ward- 

robe for  reserve  stock  reached  by  our  section 
width  folding  stairway. 
This,  finally,  utilizes 
every  inch  of  space 
from  floor  to  ceiling, 
which  has  long  been 
wasted  but  paid  for  by 

you. 

Eliminates   Stock-Handlingf 
The  Weir  method  does  away  with  the  old- 

time  nuisance  of  handling  and  rehandling 

stock  by  both  the  customer  and  the  sales^ 
maD.  And  that  does  away  with  the  usual 
result  of  so  much  fingering  :  soiled,  wrinkled, 

shop-worn    garments. 
Besides,  when  the  Weir  System  of  display 

is  used,  you  are  relieved  of  that  old-time 
troublesome  necessity  of  covering  the  stock 

at  closing-time.  And  in  the  morning 

there'll  be  no  more  dusting — no  more  re-ar- 
ranging— no  more    assorting. 

Just  close  the  doors  of  the  Weir  Wardrobe, 

and  your  stock  is  protected  against  dust,  soil 
and  moth.  For  the  Weir  Wardrobe  is  dust 

proof.  During  the  day-time,  the  Weir  pro- 
tects your  stock  against  undue  exposure  to 

light.  You  know  what  that  means  to  the 
natural  color  of  a  garment. 

By  the  Weir  .System  of  display  every  gar- 
ment is  always  clean,  fresh-looking  and  un- 

wrinkled.  Every  merchant  knows  how  much 

easier  it  is  to  sell  a  well-pressed,  unsoiled, 

acceptable-looking   suit    or   skirt. 
Not  only  that,    but    the    Weir    economizes  a 

salesman's  time.  Through  the  Weir,  that 
salesman  becomes  worth  so  much  more  to 

you.  He  can  now  make  many  more  sales  in 

a  day  with  this  almost  human  aid.  And  he'll 
make  many  more  satisfied  customers,  because 

through  the  Weir  he'll  have  time  to  be  extra 
courteous. 

Enormous   Capacity 
The  Weir  Wardrobe  is  divided  into  halves. 

The  top  half  is  equipped  for  suits.  The  bot- 
tom half  for  trousers.  But,  if  desired,  the 

trouser  slide  may  be  removed.  This  plan  al- 
lows a  double  capacity  for  suits,  or  a  single 

capacity  for  overcoats   or  skirts. 

The  capacity  of  each  suit  slide  is  twenty- 
five  complete  suits,  hung  together,  or 

twenty-five  overcoats,  skirts  or  shirtrwaists, 
hung   separately. 

Each  trouser  slide  is  fitted  with  twenty-five 
patent-grooved  hangers.  The  ends  of  these 

hangers  are  adapted  for  interchangeable  cel- 
luloid price  and  size  tickets.  That  con- 

venience enables  the  salesman  to  immediately 

know  just  what  number  will  properly  fit  his 

prospective  customer.  He  can  now  influence 
him  to  buy  the  size  not  requiring  alterations. 

Many  good  sales  have  been  lost  through 
the  old  system  of  tables,  racks  and  shelves. 

You  remember  how  many  prospectives  be- 
come fascinated  with  a  garment  nowhere  near 

^ir'^rdrobe the  correct  size.  And  you  simply  couldn't 
sell  him   any   other. 

By  placing  one  size  only  in  a  Weir  Ward- 
robe, this  costly  difficulty  is  forever  over- 
come. Any  garment  can  easily  be  removed 

without  interfering    with    the    others. 
The  trousers  are  hung  from  the  knee,  with 

one  fold  over  the  hanger.  Each  hanger  has 

wide  ends.  These  wide  ends  keep  each  gar- 
ment separated  just  far  enough  to  avoid 

crowding.  The  Weir  is  the  only  method 

which  keeps  trousers  from  creasing  and  light- 
fading  at  the    folds. 
The  entire  trouser  slide,  when  extended,  can 

be  elevated  to  an  almost  vertical  position. 

This  unique  plan  enables  a  customer  to  ex- 
amine the  goods  without  removing  them  from 

the  sUde. 

A  Handsome  Fixture 
The  Weir  Wardrobe  is  made  of  handsome, 

polished  quarter-sawed  oak.  elegantly  trim- 
med. It  makes  an  exceptionally  beautiful  fix- 

ture for  any  store.  If  you  desire  any  spe- 
cial wood,  we  can  easily  make  up  your  or- der. 

The  Slides  of      the    Weir    are     made    of   the 

finest  thoroughly  seasoned  hard  maple.  They 

positively  will  not  warp,  even  slightly,  under 
most  varying    atmospheric    conditions. 

These  working  parts  are  so  plain  that — 
well  there  is  simply  nothing  to  them.  Just 

pull  the  slide,  and  out  she  comes.  When  ex- 
tended to  its  entire  length,  it  becomes  lock- 

ed. A  slight  shove,  and  it  returns  into  the 

cabinet.  That's  very  simple,  isn't  it  ?  There 
is  nothing  complicated  about  it.  Nothing  to 

get   out    of   order. 
The  door  of  each  Weir  section  is  made  in 

halves.  The  upper  half  is  fitted  with  glass. 

It  slides  up  through  the  top  of  the  cabinet, 

by  means  of  perfect-working  pulleys  and 

weights.  The  lower  door  is  fitted  with  two 

handsome  heavy  oak  panels,  and  folds  down, 
out  of  the   way. 

Think  What  Tt  Saves 
Just  think  of  the  saving  in  time,  labor  and 

stock-value  !  Now  think  of  the  profitable  in- 
crease in  sales.  All  this  makes  the  Weir 

Wardrobe-  more  than  pay  for  itself  in  l«ss 

than  a  year. 

Hundreds  of  the  best  clothing  stores  in 

Canada,  such  as  the  Semi-Ready,  the  Fashion 

Craft  agencies  and  the  Hudson  Bay  Co..  use 

the  Weir  Wardrobe.  And  every  user  would 

tell  you  that  the  Weir  is  simply  indispens- 

able. 
This  remarkable. 

feX  simple.  Weir 
System,  was  by  no 
means  devised  in  a 

night.  It  is  the  fiur 
al  result  of  years 

of  experiment  and study.  And  that  on  the  part  of  a  practical 
salesman.  The  Weir  is  the  last  step  towards 

display  method  perfection.  We  don't  know  of 
any  other  method  nearly  so  practical  and 

simple. 

Pay  Us  Monthly 
The  price  of  the  Weir  Wardrobe  is  incident- 

al. When  you  compare  it  with  the  enormous 

savings  and  the  increased  sales  which  it  ef- 
fects, you  would  really  be  willing  to  pay 

double,  if  necessary.  But  it  only  costs  $30 
each  for  Centre  Sections,  or  $33.75  for  End 
Sections,  including  Top  Slide  and  hanger. 
Lower  Slide  is  extra.  And  you  need  not  pay 

cash  for  it.  Just  pay  us  20  p.c.  of  the  total 
price  per  month  for  5  months,  as  it  pays  for 
itself. 

You  need  not  at  first  buy  more  than  a  few 
Weir  sections.  Install  a  couple  now,  and  see 

how  invaluable  the  Weir  really  is.  You  can 
add  a  few  from  time  to  time.  Those  in  use 

will  have  paid  for  themselves.  So,  you  see, 
the  Weir  Wardrobe  really  costs  you  nothing 
after  all.     It    earns   its    own   cost. 
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Our  free  folder  tells  all  about  the  Weir 

Wardrobe.  It  explains  and  shows  plain  pho- 

tographs of  each  part.  Once  you  read  this 
booklet,  you  will  see  many  Weir  advantages 
which,  for  lack  of  space,  we  have  not  told 
about. 

We  want  you  to  write  for  it  to-day.  We'll 
send  it  postpaid,  together  with  price  list. 

Even  though  you  do  not  think  you  can  in- 
stall the  Weir  system  at  present,  you  should 

at  least  read  our  booklet.  It  may  give  you 
some   real,  valuable   display    pointers. 

Write  us  now.  before  you  forget.  Just  ad- 
dress it  to  : 

Shaw   Woodworkers 
DEPT.  A 

Mount  Forest         -        -         Qnt^tiQ 



.78 
DRY     GOODS     R  E  \M  E  W 

A  Triumph  of  Artistic 
Mechanical  Skill 

THE  City  of  London,
  Ontario, 

is  justly  proud  of  the  new 
premises,  five  storeys  and 
basement,  recently  opened  by 

Messrs.  Smallman  &  Ingram.  Limited, 

which  in  point  of  architecture,  equip- 
ment and  business  facilities,  has  few- 

equals  on  this  continent. 

The  building  is  a  modern  fireproof 
construction,  with  face  of  red  pressed 
brick,  except  in  the  lower  storey, 
which  is  granite-faced.  The  architec- 

ture is  dignified  and  imposing,  but  it 
is  in  the  elegance  of  its  fixtures  that 
the  new  store  so  pre-eminently  ex- 
cels. 

On  the  ground  floor,  which  covers 
no  less  an  area  than  16,000  square 

feet,  the  whole  of  the  fixtures  and  fit- 
tings were  supplied  and  erected  by 

the  Dominion  Office  &  Store  Fitting 
Company,  Limited,  of  London,  and 
no  praise  is  too  high  when  speaking 
of  the  way  in  which  they  have  carried 
out  their  contract. 

Solid  mahogany,  rosewood,  plate 

glass  and  brushed  brass — these  are  the 
materials  employed  in  the  ground  floor 
furnishings.  The  counters  on  which 
are  displayed  goods  for  inspection, 
are  solid  mahogany,  and  the  shelving, 
offices,  cash  desks,  parcel  stations  and 

wall  cases  are  of  the  same  rich  wood 

superbly  finished  and  polished. 
The  silent  salesmen  show  cases  are 

made  of  solid  rosewood  stock — soir.e- 

duced  on  this  continent.  Heavy  plate 

glass  is  employed  wherever  glass  is 

required. 
Show    cases   and   counters   a."e    ar- 

A   Section   of  the  Smallman   and  Ingram    Store       Showing      Fixture     Installation, 

which     Enables     the   Customer      to   Personally  Inspect  Practically  Every- 
thing   that    is    on  Sale. 

thing  richer  even  than  mahogany — 
and  are  admitted  to  be  as  fine  as  any- 

thing of  the  kind  which  has  been  pro- 

interior  View  of  the  Smallman  &  Ingram 

play    Case.     Counter    and 

Store,    London,    Showing 

Shelving    Equipment. 
Effective    Dis- 

ranged  with  the  most  striking  effect, 
and  unusual  skill  and  care  has  been 

evidenced  in  grouping  them  so  as  to 

give  the  best  possible  results  in  con- venience to  both  customer  and  clerk. 
Moreover,  the  customer  is  enabled  to 

see  everything  that  is  offered  for  sale 
under  the  truest   possible   conditions. 

On  the  ground  floor  alone  the  Do- 
minion Office  &  Store  Fitting  Com- 

pany have  supplied  about  300  feet 
solid  rosewood  show  cases.  900  feet 

mahogany  shelving  and  wall  cases, 
800  feet  mahogany  counters  and  125 
feet  mahogany  office  partitions. 

Smallman  &  Ingram's.  Limited,  in 
its  up-to-dateness  and  thorough  relia- 

bility, is  an  establishment  of  which 
any  Canadian  city  might  be  proud,  and 
a  large  part  of  the  facilities  which  it 
presents  to  the  purchasing  public  are 
due,  in  no  small  measure,  to  the  splen- 

did way  in  which  the  Dominion  Office 
&  Store  Fitting  Company  have  per- 

formed the  work  entrusted  to  them. 

We  are  only  too  glad  to  have  this  op- 
portunity of  giving  honor  where  honor 

is  due. 

Please  mention  The  Rcviezv  to  Advertisers  and  Their    Travelers. 
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The  Result  of  Selling  the  Best 

DISPLAY  FIXTURES 
That  s  what  this  building  is.  It  is  our  newly-finished  factory  and  show 

rooms  at  161  King  Street  West,  Toronto.  We  never  could  have  built  up  a business  large  enough  to  warrant  the  use  of  an  extensive  structure  on  one  of  the 

mam  streets  of  a  great  city  except  by  filling  "  repeat  orders."  And  "  repeat orders     are  the  real  test  of  quality. 

The  points  we  always  make  sure  of  before  adopting  a  new  fixture  design 
are:  Pradicabilify ;  Good  Appearance;  Sound  Wearing  Quality.  As  a 
consequence,  our  selection  of  modern  display  fixtures  is  free  from  anything  flimsy 
or  impracticable.  At  the  same  time  our  range  contains  the  latest  fixtures  for  the 
display  of  everything  sold  in  your  store.  And  we  only  state  the  plain  truth 
when  we  say  that  our  goods  are  without  an  equal  in  design,  workmanship  and  finish. 

May  We  Send  You  Our  Catalog? 
It  IS  full  of    hints   on  Effective  Display.     Come  and  see  us  any  time  you  are  in 1  oronto. 

CLATWORTHY  &  SON,  Limited 
161   King  Street  West,   Toronto. 
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Butterick  Patterns  Home  Again 

Our  Old  Love  Comes  Back 

^   npHREE    years    ago  we   discarded    Butterick   Patterns   for  ̂  
^  another  make.     We  have  given  the  ladies  of  Houlton  ̂  

^   opportunity  for  a  fair  trial  of  this  other  pattern,  and  they  have  ̂  

expressed  their  preference  for  Butterick.      Hereafter  Butterick  ̂  
Patterns  will  be  sold  exclusively  in  our  store.  ^ 

They   Are   On  Sale   Now 

G.  W.  RICHARDS  &  CO.,  Houlton,  Maine 

Above  is  a  Reproduction  of  the 
Richards  Advertisement 

THE  BUTTERICK  PUBLISHING  COMPANY,  33  Richmond  St.  W.,  Toronto,  Ont.,  Canada 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



The     Investment    of    Personality    in    Salesmanship 

Capital  Which  no  Man  can  Afford  to  Misapply  or  Squander  —  The 
Importance  of  Wise  Choice  —  Essentials  of  Pleasing  Personality  in 
the  Store— Experience  Which  Ripens  and  Develops  and    Gives  Poise. 

THE   salesman's   personality   is   his  capital.    It     is 
essential  to  his  success  that  he   invest  it  care- 

fully so  that  he  may  realize  best  returns  through 
development. 

It  is  an  easy  matter  to  invest  capital,   but  there  is 
not  always  the  absolute  assurance  that  its  earning  power 
is  going  to  benefit  the  investor.    It  may  be  misapplied, 

squandered,  or  directed  in  ill-advised  channels. 
The  salesman  is  the  captain  of  his  own  destmy,  and 

personality  his  greatest  asset.  Many  a  man  has  chosen 
a  calling  only  to  discover  that  his  personality  cannot 
be  made  to  identify  itself  with  his  effort.  Where  one 
makes  good,  the  other  fails  to  give  it  expression.  His 
appearance,  for  example,  may  be  all  that  is  required, 

but  his  manner  offensive,  and  try  as  he  will  his  exper- 
iences are  disheartening.  He  finds  that  he  cannot  con- 

centrate upon  his  work,  nor  adapt  himself  to  require- 
ments, and  eventually  he  gives  up  salesmanship  for  some 

other  part  of  the  business  or  for  an  entirely  different 
field  of  activity.  His  character  may  have  been  without 

flaw,  but  the  man's  self  was  not  properly  responsive  or 
expressive. 

Investing  to  Advantage. 

"Such  men  as  these,"  said  the  manager  of  a  large 
store,  "cannot  invest  themselves  either  to  their  own  or 

their  employer's  advantage.  Equally  hopeless  are  they 
who  enter  a  store  with  the  feeling  that  they  are  only 

going  to  work  for  somebody,  that  they  are  hiring  them- 
selves out.  The  clock  and  the  pay  envelope  are  their 

perspective.  They  fail  to  realize  first  of  all  that  they 

are  working  for  themselves,  and  that  they  will  only  suc- 
ceed to  the  extent  that  they  mvest  themselves.  It  is  this 

attitude  which  is  eventually  successful  and  which  takes 

a  man's  position  out  of  the  realm  of  the  speculative. 
He  is  a  good  security  and  will  not  be  unappreciated. 

"In  the  business  world  personality  is  sometimes  de- 
scribed as  the  earning  power  of  character.  A  man  may 

make  or  mar  that  earning  power.  Neatness  in  dress,  for 
example,  is  a  common  requirement.  There  is  absolutely 
no  excuse  for  dowdiness  or  for  over-'dress.  An  offensive 
manner  and  disagreeable  expression  are  likewise  mex- 
cusable.  The  sales  person  cannot  afford  to  come  to  the 

store  with  an  unnatural  prejudice  against  everything  and 
everybody  in  his  system.  Manliness  and  womanliness 
cost  nothing. 

Enthusiasm  and  Initiative. 

"Then  the  sales  person  who  is  not  enthusiastic  is  a 
drag.  I  have  seen  salespeople  who  were  of  as  much  value 
as  posts  in  their  departments,  and  right  beside  them 
would  be  others  who  made  sale  after  sale  through  their 
alertness,  their  readiness  and  tact  to  suggest  something 
better  or  in  addition  to  that  which  was  asked  for. 

"I  was  very  much  impressed  during  a  visit  to  a 
large  store  by  the  manner  in  which  a  young  woman 
handled  a  smallwares  department.  She  had  the  happy 
faculty  of  keeping  everyone  interested.  Though  waiting 
upon  a  customer  herself,  she  found  it  possible,  with  no 
apparent  inattention  to  ascertain  the  desires  of  others 
and  direct  them  to  that  part  of  the  department  where 
they  could  examine  goods  for  themselves,  or  be  waited 
on   by   other   salespeople.    It    was   a   pleasure   to    watch 

her,  and  one  could  not  help  thinking  that  a  store  manned 
by  such  people  need  never  worry  about  sales  records. 

"Enthusiasm  goes  hand  in  hand  with  initiative.  The 
sales  person  who  is  enthusiastic  will  see  better  ways  of 
doing  things,  will  appreciate  the  importance  of  store 
system,  will  use  his  eyes  and  ears  to  advantage,  and  will 
make  his  personality  stand  out  in  his  department. 

Consultation  and  Criticism. 

"An  observant  salesman  will  appreciate  the  many 
sidedness  of  human  nature.  Co-operation  with  other 
sale.smen  in  overcoming  defects  in  their  selling  methods 
will  be  found  very  helpful.  Here  is  a  case  in  point.  Not 
long  ago  a  man  entered  the  furnishings  department  and 
asked  for  a  scarf.  The  salesman,  new  at  the  business,  ap- 

proached him  listlessly.  The  customer  saw  that  he 
would  have  to  do  the  selling  himself,  so  he  impatiently 
looked  over  the  neckwear  in  sight.  The  salesman  picked 
up  one  at  random  and  asked  how  that  would  do.  The 
customer  asked  his  opinion  about  it,  and  as  soon  as  he 
got  it,  turned  around  and  walked  out.  Other  salesmen 
happened  to  l«e  looking  on,  and  they  were  asked  to  ex- 

plain the  customer's  conduct.  'In  the  first  place,'  said 
one  of  the  others,  'you  approached  him  as  if  you  didn't 
care  whether  he  bought  or  did  not.  When  he  asked  for 
a  scarf  you  evidently  thought  the  cheap  stuff  ̂ n  the 
counter  was  good  enough  for  him.  You  tried  to  show  him 
nothing  better.  You  picked  up  a  scarf  which  was  certainly 
not  suited  to  his  complexion,  and  when  he  consulted 
your  opinion  your  remark  displeased  him.  You  could 
not  expect  the  man  to  be  interested  in  your  scarfs  if  you 
were  not  interested  in  pleasing  him.  If  a  customer  asks 
you  an  opinion  about  something  which  he  and  not  you 
is  going  to  wear,  the  best  plan  is  to  adapt  your  taste  to 

his,  place  yourself  in  his  place.  If  you  don't  think  it 
would  look  well  on  him,  say  so,  and  produce  something 
which  you  think  would  be  more  suitable.  He  may  appre- 

ciate your  judgment  in  the  matter  and  become  a  steady 

customer.' Study  the  Cranks. 

"It  is  never  wise  for  a  salesman  to  become  so  wrnpt 
up  in  himself  as  to  overlook  peculiarities  of  human  na- 

ture in  the  customer.  There  are  cranks  who  become  very, 
discouraging,  but  there  are  also  salesmen  with  whom 
they  always  prefer  to  do  business.  By  making  a  special 
study  of  such  people,  by  consultation  among  salesmen  as 
to  proper  procedure,  by  exchange  of  experience  and 
method  much  can  be  done  to  overcome  these  problems. 

"All  of  such  things  weave  themselves  into  the  sales- 
man's experience  and  properly  absorbed  will  radiate  from 

him  in  the  shape  of  efficiency,  making  his  personality  a living  force. 

"It  is  my  opinion  that  a  monthly  or  quarterly  ex- perience meeting  among  salesmen  would  be  beneficial.  Let 
them  make  a  note  of  the  problems  which  have  confronted 
them  during  the  preceding  weeks.  Let  them  narrate 
their  experiences.  Other  salesmen  may  be  able  to  give  a 
helpful  hint  or  to  place  their  finger  upon  defects  in methods. 

Asked  Advice. 

"I  have  in  mind  a  salesman  who  was  once  in  our 
fancy  finens.    He  was  a  good  man,  but  after  he  had  been 
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with  us  a  couple  of  months  he  complained  to  the  head 
of  the  department  that  people  to  whom  he  previously 
sold  were  now  carefully  avoiding  him.  He  knew  that 
there  was  something  wrong  with  his  methods,  and  he 
suggested  that  the  head  watch  him  make  a  sale.  When 
it  was  all  over,  he  asked  for  the  answer. 

"  'If  I  were  you,'  said  the  head  salesman,  'I  would 
not  be  so  persistent  in  asserting  your  own  opinion. 
That  lady  knew  perfectly  well  what  she  wanted.  You 
showed  her  the  best  in  that  line,  which,  judging  from  her 
appearance  was  perfectly  proper,  but  you  no  sooner  had 
her  interested  in  that  than  you  endeavored  to  show  her 
another  line  of  similar  goods,  and  which  was  also  quite 

proper,  but  your  personal  preference  became  too  aggres- 
sive. You  did  not  give  her  a  chance  to  use  her  own 

judgment.  You  got  on  her  nerves,  and  then  after  select- 
ing what  she  had  asked  for  in  the  first  place,  you  at- 

tempted to  show  other  goods.  You  didn't  ask  whether 
you  might  do  so!  You  crowded  your  customer.  Try  to 
keep  your  people  in  good  humor,  respect  their  own  tastes, 

don't  make  them  feel  that  in  coming  to  you  they  have 
to  sacrifice  their  own  judgement.  You  also  win  the  pre- 

judice of  other  clerks.' 
"That  salesman  benefited  by  consultation  and  in  a 

short  while  overcame  this  defect.  He  was  not  above 

seeking  advice,  and  such  a  relation  between  the  head  and 
the  staff  under  him  always  works  well.  Not  infrequently 
the  head  learns  something  as  well. 

"The  salesman  in  a  small  town  who  takes  every 
opportunity  to  visit  the  large  city  stores  is  improving 

his  education.  He  will  brush  up  against  other  personali- 
ties, he  will  see  how  things  are  done,  and  may  learn  a 

great  deal  which  can  be  applied  in  a  practical  way  at 

home.  • 
"You  will  see  therefore,  from  what  a  web  of  exper- 

ience a  salesman's  personality  must  emerge  well  poised, 
reliant,  approachable,  considerate  and  always  worth  a 
hundred  cents  on  the  dollar  to  himself,  his  employer  or 
his  business. 

Store  Personality. 

"After  all  is  said  and  done,  it  seems  to  me  that  the 
personality  of  the  staff  will  find  its  expression  in  store 

personality.  Customers  will  always  measure  an  estab- 
lishment by  two  standards — goods  and  service.  A  mer- 

chant cannot  get  the  best  out  of  excellent  goods  who  has 
a  poor,  inefficient,  discouraged  sales  force,  nor  can  a 
capable  force  long  condone  the  lack  of  standard  in  goods. 
The  one  must  balance  the  other — one  cannot  offset  the 
other.  Quite  a  few  establishments  have  small  rule  books 
which  they  circulate  among  their  staffs.  These  state  the 
policy  of  the  store  and  instruct  clerks  in  a  general  way 
as  to  manner  in  which  they  are  to  treat  customers. 

Other  booklets  enumerate  a  scries  of  'don'ts,'  suggested 
by  actual  experience.  Some  managers,  when  they  see  a 
thing  persistently  violated  ask  the  clerk  for  his  rule  or 

'don't'  book  and  point  out  to  him  the  fact  that  there  is 
little  excuse  for  the  breach.  At  the  same  time,  a  manager 
has  to  wink  at  some  things.  It  is  difflcult  to  tie  spirited 
young  people  down  to  cast  iron  rules.  When  there  is 
firmness,  however,  there  will  be  no  glaring  departure 

from  the  course  which  aims  at  an  ideal." 

Catherine  Street  East,  the  French  departmental  shopping 
centre,  is  developing  steadily,  but  the  real  development 
and  keen  competition  is  taking  place  in  West  St.  Cath- 

erine St. 

Commencing  with  the  stores  furthest  west,  Ogilvy's), 
the  big  and  old  Montreal  dry  goods  store,  are  building 
opposite  their  present  site,  a  huge  departmental  store, 
which  will  be  opened  for  business  in  .lune. 

Hamiltons'  ha\e  a  good-sized  store  which  is  expand- 
ing steadily. 

W.  H.  Scroggie,  Ltd.,  under  a  terrible  handicap,  has 
fought  a  splendid  fight,  and  his  store  at  the  corner  of 
St.  Catherine  and  Peel  Sts.,  is  always  busy.  While  his 
building  is  cut  up,  this  site  has  been  made  into  a  pretty 
good  retail  store. 

The  .lohn  Murphy  Co.,  Ltd.,  (the  Simpson  interest 

in  Montreal)  are  doubling  their  capacity  and  their  com- 
pleted building  will  be  fully  occupied  within  a  short 

time.  This  business  has  been  a  decided  success  in  Mon- 
treal, catering  to  the  better  class  of  trade. 

The  recent  "big  noise"  in  Montreal  retail  circles  is, 
of  course  A.  E.  Rea,  (Montreal)  Ltd.,  in  the  big  build- 

ing formerly  occupied  V«y  W.  H.  Scroggie,  Ltd.  The  Rea 
business  is  planning  to  commence  at  once  additions 

wh'ich  will  treble  the  capacity  of  the  present  large  store, 
giving  them  the  largest  department  store  in  Montreal. 

On  top  of  this  comes  the  story  that  Henry  Morgan 
&  Co.,  Ltd.,  will  be  controlled  by  American  capital  who 
will  double  the  size  of  the  present  mammoth  store. 

Banqueted  Their  Employes. 

To  celebrate  the  close  of  a  particularly  successful 
season,  and  to  mark  the  fact  that  their  business  was 
increasing  so  rapidly  as  to  necessitate  the  taking  over 
of  the  entire  upper  floor  space  of  the  building  on  Queen 
St.  West,  Toronto,  McKay  Bros.,  manufacturers  of  the 

Kaybro  Form  Fitte,  and  Knittop  petticoats,  gave  a  ban- 

(luet  to  their  entire  staff  of  emploj'es. 
The  cutting  and  shipping  room  was  cleared  out  and 

completely  transformed  for  the  occasion  by  tasteful  de- 
corations of  red,  white  and  blue  bunting,  the  Canadian 

and  national  flags,  and  Christmas  bells  and  greenery. 
These  decorations  were  chiefly  due  to  the  taste  and 
efforts  of  W.  A.  Arthur,  the  firm  representative  on  the 
western  ground.  There  was  an  extensive  toast  list,  and 
this  was  interspersed  with  songs,  instrumental  solos  and 
recitations  by  members  of  the  staff. 

.1.  T.  H.  McKay,  the  president  of  the  firm,  presided 
and  the  deputy  chair  was  occupied  by  J.  Rosser.  One 

of  the  very  pleasing  features  of  the  evening  was  the  pre- 
sentation of  a  gold  watch  from  the  employes  and  mem- 

bers of  the  firm,  to  W.  E.  James,  the  superintendent  of 

the  factory.  The  presentation  was  made  by  the  presi- 

dent. 

Retail  Development  in  Montreal. 

Montreal  with  a  population  of  over  half  a  million  in- 

cluding suburbs  really  in  the  city,  is  having'  a  remark- 
able reta'il  development.  While  good  retail  stores  are 

in  every  section  of  the  city,  St.  Catherine  Street  is  be- 
coming   more    and    more   the   big   shopping    centre.        St. 

The  David  Spencer  Co.,  Vancouver,  B.C.,  have  by  the 
instalation  of  a  large  number  of  additional  show  cases, 

solved  the  problem  arising  from  congested  aisles  in  differ- 
ent parts  of  their  store.  Marked  improvement  has  been 

brought  about  on  the  main  floor.  Instead  of  one  centre 
aisle,  there  are  now  two,  the  centre  being  taking  up  by 

showcases,  arranged  in  squares  and  occupied  by  ribbons 

and  druggists'  sundries.  Increased  accommodation  is 
given  in  vievi-  of  the  heavy  Christmas  business  anticipat- 

ed, to  books  and  stationery  on  the  right  hand  side  of  the 

entrance,  while  on  the  left  the  men's  furnishings  get 
added   space  and  more  scope  to  display  their  lines. 
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Are  made  in  all  Human  Hair  Shades  to  tone  with  the 

hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 

keeping    the    Coiffure    in    place    without    flattening. 

5  Sizes    R  20    R  22     R  23     R  24      R  26 
Medium Large      Extra  Large      AUover         Superfine 

ROSEN WALD  BROS.,  Sole  Manufacturers  &  Patentees 
LONDON,    PARIS.    VIENNA 

Makers  also  of  every  kind  of  H.iir  Nets,  Hair  Frames,  Hair  Rolls,  etc. 

Sole  Agents  for  Canada:  DiECKERHOFF.  RAFFLOER  &  Co..  Ltd 
C  1  r.  Simcoe  &  Wellington  Sts,,  Toronto,  and  525  St.  Paul  St.,   Montreal. 

Australian  Trade 
is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia  : 

1906. 

Canada Other  Countries Total 

Cosies.  Cushions,  etc. 
■5      495 

£     154.047 £    154„542 
Curtains 

190 
87,fi75 87,865 

Fancy  Gootis 313 279,452 279,765 
Piece  Goods,  Cotton 

and  Linen n.S94 3,297.724 3,309  618 Flannf  lettes 1,688 251,965 

',i53.653 

Boots  and  Shoes 4.951 114.003 118.954 
Rubber  Sand  Shoes 2,319 

47,998     ■ 

50,317 

The  Draper  of  Australasia  is  the  organ  of  the 
drapery  and  kindred  trades  of  the  Antipodes,  and 

is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 

OflFice,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publlehlngr  Offloes 

Melbourne,  Fink's  Buildings 
Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 

The  month  of  January  means 

stock-taking  with  the  large 

majority  of  dry  goods  mer- chants. 

What  will  be  the  outcome  of 

the  year's  business  is  a  serious 
thought  in  good  times  or  bad. 
The  careful  business  man  does 

not  take  anything  for  granted. 

The  goods  must  be  counted 
and  measured  and  the  books 
balanced  before  he  knows  the 

real  outcome  of  his  labor. 

Stock-taking  will  reveal  many 
lines  that  have  become  unsal- 

able because  soiled,  shelf-worn 
or  off  color. 

If  you  know  of  these  dyeing 

and  cleaning  works  there  is  no 
need  to  count  these  goods  as 
dead  stock. 

Our  facilities  for  re-dyeing  and 
finishing  are  such  that  we 
transform  the  old  into  new 

— the  unsalable  into  stock  that 

go  into  your  inventory  at  cur- 
rent values. 

For  more  than  thirty  years  we 

have  done  such  work  for  lead- 
ing merchants  in  all  parts  of 

Canada. 

Write  us  and  learn  how  to 

bring  up  your  balance  on  the 
right  side  of  the  ledger. 

R.  PARKER  &  CO. 
Canada's  Greatest  Dyers 

and  Finishers 

Toronio Can. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 



All    Lines    Well    Represented    in   Present    Selling 

Dull  Leathers,  Cloth  Tops  and  Black  Suedes  —  High-cut  Buttoned 
Boots  —  Ornaments  on  Evening  Footwear  —  Prices  Tend  Upwards 
—  Pointers  on  Special  Sales— The  Shoe  Window— Ads.  Should  Say  Why. 

AT  the  present  time  there  does  not  seem  to  be  any 
particular    fad  in  shoe  styles,  leathers,  or  anything 
pertaining  to  footwear.    Retail  stores  are  doing  a 
steady,  conservative  trade,  and  all  lines  have  a 

showing  in  the  sales. 

Dull  leathers  are  prominent,  and  these  are  selling  re- 
markably well  in  good  quailities.  Considerable  interest  is 

being  taken  in  cloth  tops.  New  methods  of  weaving  and 
finishing  these  materials  have  had  the  effect  of  increasing 

Buttoned  boots  are  very  fashionable,  rather  high  tops, 

with  twelve  buttons,  being  in  vogue.  Tops  are  cut  with- 
out curves,  either  square  or  slightly  higher  at  the  front. 

The  over-lapping  side  with  the  button-holes,  is  finished 
with  a  straight  edge.  This  avoids  the  unsightly  curled-up 
edges,  as  was  the  case  when  each  button-hole  was  the 
centre  of  a  scallop.  Large  buttons  are  used,  pearl  or 
other  fancy  buttons  being  used  on  the  fancy  shoes. 

Pumps   for   evening   wear   are  in   active   demand,   and 

Valentine  window  shown  by  Geo.  G.  Gales  &  Co.,  Sc.  Catherine  St.,  Montreal.  The  color  scheme  was  red  and  while,  small 

red  hearts  strung  on  ribbons  covered  the  frames.  The  shoe  stands  represented  hearts.  The  small  hearts  were  rnade  of  wire 
covered  with  red  crepe  paper,  and  the  laree  heart  at  ea;h  corner  was  made  in  the  same  way,  and  each  ont  had  an  electric 

light  behind  it.  The  figure  of  Cupid  was  of  plaster  of  Paris  and  stood  about  four  feet  In  height.  It  was  placed  uponi  a 
white  draped   base.    The  window  was  trimmed   by  Mr.   A.  A.   Daoust,  trimmer  for  Geo.  G.   Gales  &  Co. 

their  value  for  use  in  the  manufacture  of  footwear,  as 

they  prove  more  durable  and  are  much  better  from  the 
point  of  view  of  durability  than  the  cloth  used  a  few 
years  ago.  The  exceedingly  high  cost  of  leather  and  its 
scarcity  makes  this  state  of  affairs  very  satisfactory  to 
the  manufacturers,  who  have  encouraged  retailers  to  push 
oloti.  tops. 

Suede  shoes,   particularly   in   black,   are   good   sellers. 
There  is  also  some  demand  for  colors. 

ornaments  of  rhinestone,  etc.,  are  used  for  trimming. 

White  and  light-colored  satin  slippers  are  also  good  sell- 
ers for  evening  wear.  Judging  by  the  ordei-s  so  far  for 

tans  for  Spring  delivery,  they  will  be  stronger  than  ever, 
but  fewer  shades  will  be  worn,  and  these  are  sligiitly 
darker  than  those  worn  last  year.. 

There  has  been  an  increase  in  the  price  of  haw  hides 
of  about  3y2  cents  in  the  past  year.  As  yet.  the  prices  of 

the  finished  goods  are  not  high  enough  to  give  a  fair  pro- 
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Announcement ! 
We  do  not  advertise  Three  Eighties  Brand  to  sell 

We  sell  it  to  advertise 

^^O  PROVE  this  we  want  to ^^  place  a  range  of  Three 
Eighties  Brand  Hose  with  every 
dealer  in  the  Dominion.  If  you 
have  not  already  handled  our 
other  styles  of  Hosiery,  we  wish 

you  to  judge  them  for  real  value 
by  this  brand.  As  a  leader  for 
your  Hosiery  Department  we 
have  confidence  in  recommend- 

ing Three  Eighties  Brand  Seam- 
less Cotton  Hose.  A  popular 

^^^^..  stocking  at  a  popular  price. 

Th D 

TRADE      MARK 
RELCISTE  R  ED 

FOR  LADIES  AND  MISSES 

Has  by  far  the  largest  sale  of  any  Hose  in  Canada 

Your  Jobber  can 

supply  you. 

Look  for  the 

Three  80's and  refuse 

imitations.! 

(Piipmott-ff QUQK  jfmffii^g  ̂  'jCimiled 

Hamilton Canada 

E.    H.    WALSH,   &  CO.,   Sole  Agents 
Toronto  -  Montreal 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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fit  to  all,  and  manufacturing  is  being  carried  on  with  a 

very  sniai'l  margin  of  profit.  Present  indications  make 
further  increases  in  fhe  price  of  the  finished  goods  seem 
a,  certainty. 

Leaither  is  scarce,  owing  to  the  fact  liiat  the  demand 
has  been  growing  more  rapidly  than  the  supply,  and  tliere 
are  also  more  uses  for  leather  than  formerly. 

Special  Shoe  Sales. 

Nearly  every  shoe  store  or  shoe  department  finds  it 

necessary  to  'have  "clearance"  sales  one  or  twice  a  year. 
These  sales  should  serve  the  purpose  indicated  by  the 

name,  and  should  clear  out  the  remainder  of  the  season's 
stock,  which  has  not  been  sold  at  regular  prices.  During 
the  height  of  the  season,  every  effort  should  be  made  to 
dispose  of  go.ods  at  regular  prices,  and  the  stock  in  the 
department  should  be  closely  watched,  so  that  slow  lines 
may   be  given  special  attention. 

Different  methods  of  price  reduction  are  employed, 
each  having  its  own  advantages.  Reducing  the  entire 
stock  a  certain  percentage  may  have  its  advantage,  but  it 
requires  a  well-trained  set  of  clerks  to  make  it  serve  the 
end  for  which  it  is  intended.  This  plan  is  almost  certain 
to  create  a  demand  for  goods  which  would  sell  readily  at 

i-egular  prices,  while  the  undesirable  stock  remains  in  the 
store.  Clerks  must  know  wihich  lines  are  to  be  pus'hed,  and 

w'hich  to  be  kept  in  the  background.  Certain  lines  of 
boots  a,nd  shoes  are  staple,  and  it  seems  folly  to  clear 

the  shelves,  at  a  reduced  price,  of  what  must  simp'y  bo 
replaced  at  once.  The  clearance  sale  should  serve  to 
clean  up  Winter  lines,  which  would  not  sell  in  the  Sum- 

mer, or  Summer  lines  which  would  not  be  in  demand  dur- 

ing the  Winter,  as  well  as  odd  styles  whicli  will  be  out 
of  date  for  another  season. 

In  order  to  accomp'ish  the  foregoing  it  would  seem 
a.dvisable  to  reduce  the  prices  on  these  lines  suSieiently 
to  get  rid  of  them,  while  desirable  stock  is  sold  at  the 
regular  figure. 

The  fit  of  a  slioe  is  one  of  the  most  important  factors 
to  be  considered.  One  prominent  Montreal  shoe  dealer, 

who  has  built  up  a  high-class  business,  by  strict  adher- 

ence to  the  policy  of  giving  satisfaction  to  customei-s, 
stated  that  a  $2  pair  of  shoes,  well-fitted,  will  give  in- 

finitely more  satisfaction  to  a  customer  than  a  badly-fit- 

ted pair  at  $5.  This  is  w'here  difficulty  often  arises  in 
connection  with  the  slaughter  sale  problem. 

A  merchant  will  put  on  sale  a  lot  of  pairs  of  shoes 
of  splendid  quality,  at  a  ridiculously  low  figure.  The 
quality  is  exceptional,  but  the  sizes  and  widths  are  so  out 
of  the  ordinary  run  that  perhaps  not  more  than  15  per 

cent,  will  fit  the  ordinary  foot.  The  bargain  hunter,  how- 
ever, is  tempted  by  quality  and  buys  a  shoe  which  can 

never  give  satisfaction  because  it  does  not  fit.  The  re- 

sult is  that  long  after  she  has  forgotten  the  low  pi-ice 
paid,  she  remembers  the  bad  fit  which  she  got  at  that 
store.  In  view  of  this,  customers  should  be  discouraged, 
rather  than  encouraged,  to  take  shoes  wbich  do  not  fit 

properly. 
When  a  customer  cannot  be  fitted  from  the  bargain 

table,  the  clerk  should  tactfully  suggest  a  pair  from  the 
regular  stock.  By  the  time  this  is  necessary,  the  clerk 
will  know  just  about  wliat  is  wanted,  and  it  should  not 
be  difficult  to  make  a  sale. 

J.  B.  Gobeil,  who  formerly  represented  the  W.  R. 
Brock  Co.,  Ltd.,  Montreal,  m  Quebec  City  only,  has 
added  the  Lake  St.   .John  District  to  his  territory. 

The  Best  V  alue  m  Canadian  Sh oes 
are  those  made  oy 

Ames-Holden  Limited 
Canada  s  Largest   Shoe   f^anufacturers Two  Factories 

Highest  Grade  of  Fine  Shoes  and 

Solid  Leather  Staples 

Com^/ete  Stocks  for  Immediate  Shipments  at 

Montreal,  P.Q.      Toronto,  Ont.      St.  JoKn,  N.B.      Winnipeg,  Man. 

Calgary,  Alta.      Edmonton,  Alta.      Vancouver,  B.C. 
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SUESINE  SILK 
Ready  To  Serve  You 

GREENSHIELDS  LIMITED 
VICTORIA  SQUARE,  ::  ::  MONTREAL 

SUESINE  DISTRIBUTORS  FOR  THE  DOMINION  OF    CANADA 

Write  to  day  for  samples  and  full  information.  Be 

ready  to  meet  the  big  demand  for  Suesine  Silk— the 
widest  advertised,  best  known  and  most  popular  Silk 
of  its  kind.  It  is  a  strong  seller  and  is  in  great  favor. 
It  MAKES  good  because  it  IS  good. 

Greenshields  Ltd.,  Victoria  Sq.,    ::    Montreal 

SILK  DEPARTMENT  ->  SPRING,  1910 
Some  of  the  Good  Lines  for  Spring : 

Plain  Shantungs,  Natural  and  Colors,  for  coats  and  dresses,  will  be 
t/ie  thing.    Send  your  orders  now. 

English    Tussors,  32  inches  wide,  plain,  corded,   Moire  and  Serge 
effects.     Full  line  in  stock.    Send  for  samples. 

MESSALINES 
(Black  and  colors) 

SATIN  DE  CHENE 
(Black  and  colors) 

FOULARDS 
BENGALINES  SHOT  TAFFETAS 

(Black  and  colors)  (Fancy  Silks) 

Moires,  Moire  Antique  and  Moire  Velour  for  Trimmings 

GREENSHIELDS  UNITED 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 



Buying  Better  Goods  as  Result  of  Changing  Conditions 
Is  Dress  Goods  Department  Going  in  More  Strongly  for  Novelty  ? 
Rough  Weaves  Growing  in  Favor  —  Printed  Foulards  Good  Selling 
Silk  for  Summer  —  Solid  Colors  in  Wash  Fabrics  —  Fashion    Features. 

NOTWITHSTANDING  the  numerous  complaints 
about  the  way  the  garment  trade  is  cutting 
into  the  dress  department,  there  does  not  seem 

to  be  any  great  amount  of  over-stocks  carried 
in  dress  goods  lines,  and  because  of  the  higher  prices  and 

generally  advancing  tendencies,  it  is  not  expected  that 
there  will  be  any  extensive  price-cutting  during  January 
and  February.    Where  goods  are  on  hand  they  are  mostly 

When  a  woman  buys  a  dress  she  has  to  go  to  either 

dressmaker  or  ladies'  tailor  to  have  it  made  up  and  the 
prices  they  charge  are  so  high  that  it  does  not  pay  to 
liave  cheap  goods  made  up. 

Soft  Yam  Fabrics  Favored. 

The  chief  item  of  interest  in  dress  goods  lines  is  the 
movement   in    favor   of   soft   yarn    fabrics.      The   novelty 

Novelty  weaves.  Top  row,  from  left  to  right:  1st,  2nd  and  3rd  are  shark  skin  effects  shovvn  by  Theodor  Salfeur,  Paris 
and  New  York,  and  the  centre  sample  in  the  bottom  row  is  another  by  the  same  firm;  4th,  top  row,  and  8th,  bottom 
row,  basket  weaves  ihown  by  B.  Priestley  &  Co.;  lit,  bottom  row,  cloth  mixture  shown  by  B.  Priestley;  centre 

sample,   shepherds'  check  by  J.   &   N.  Philips   &  Co.,   Manchester. 

of  a  staple  nature,  the  majority  of  buyers  going  so  care- 
fully on  novelties  that  stocks  are  fairly  clear. 

This  is  a  feature  for  consideration  for  it  indicates 
the  nature  of  the  change  now  commg  about  in  the  dress 
goods  department.  The  situation  as  stated  by  competent 
buyers  means  that  in  future  the  dress  goods  department 

will  have  to  be  looked  upon  as  largely  a  novelty  depart- 
ment. To  offset  this  fact  customers  are  now  willing  to 

pay  higher  prices  and  buy  letter  goods,  and  where  25c 
to  Mc  used  to  be  the  popular  dress  goods  prices,  the 
$1,  $1.25  and  $1.50  lines  are  now  the  big  selling  prices 
in  the  department. 

lines  for  Spring  include  diagonals,  but  in  more  medium 

effects  than  those  shown  in  the  late  winter,  novelty  chevi- 
ots, two-tone  diagonals,  and  basket  cloths  and  basket 

weaves,  and  the  tendency  has  gone  strongly  in  favor  of 

rough  effects. 

Rough  weaves  are  certainly  making  a  gain  and  this 

points  to  Zibeline  and  camel's  hair  effects,  tweeds,  etc., 
for  the  coming  Fall. 

In  novelty  mixtures  shark  skins  are  the  newest  novel- 
ty. In  these  goods  white  is  interwoven  with  the  color  so 

as  to  give  an  exact  reproduction  of  a  fish's  skin.     Not 
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27   Inch  Yarn-Dyed 
LINING  SATIN 

to  Retail  at  $1.25  a  Yard 

\  1 

Twenty  Richly  Toned  Colors  to  Match  Popular 

Dress  Shades.  Write  for  Sample  Bunch. 
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From  Jeft  to   right:    Wide   wale' diagonal, -diagonal 'voile,   shown   by  F.    DeSauzea,  IToronto  ;   mixture  diagonal,   two-toned  idiagonal. 

only  are  melanges  shown  with  a  mixture  of  white  and 
color,  but  often  two  tones  and  white,  or  white  and  two 
colors  are  mingled  in  the  one  fabric. 

Some  broadcloths  are  selling  but  it  is  the  staple  broad- 
cloth finish  that  is  being  taken,  not  the  high  bright  satin 

effect. 

Silks. 

Quite  a  good  silk  business  should  be  done  in  the  com- 
ing Spring,  as  the  outlook  is  excellent  for  pongees  and 

Shantungs  in  the  various  rough  and  semi-rough  weaves. 
Though  the  dyed  variety  is  kept  up  the  natural  shades  are 
in  a  strong  position  and  promise  to  be  big  sellers  in  the 
coming  spring.  The  shades  in  the  dyed  silk  are  very 
lovely  and  among  them  are  seen  many  lovely  colors  in 
wistaria,  violet,  raspberry,  ashes  of  roses,  mulbeny,  lime, 
reseda,  Sahara;,  bamboo,  gold,  lotus,  etc. 

Printed  foulards  are  to  be  another  good  selling  silk 

for  the  coming  Summer.  The  new  foulards  have  the  soft 
liberty  finish  on  a  fine  twilled  fabric,  and  in  the  novelty 

end  many  shots  are  shown.  These  soft  shots  are  par- 
ticularly attractive  and  quite  merit  the  name  of  chameleon. 

The  patterns  are  all  small  and  unobtrusive  and  are  in 
geometrical  designs,  floral  effects  being  remarkable  by 
their  absence. 

The  vogue  of  black  and  white  cheeks  in  wool  goods  is 
attracting  silk  buyers  and  it  is  likely  there  will  be  some 

call  for  silks  of  this  class — chiefly  in  the  smaller 
patterns.  Diagonal  weaves  are  the  novelty  of  the  mo- 

ment and  are  being  shown  in  all  shades  with  the  wider 
wales  in  highest  favor. 

Taffetas  are  in  a  more  important  place  this  Spring 

and  are  slowly  regaining  their  hold  on  popular  favor. 
Shots  or  changeables  promise  to  help  the  vogue  of  taffetas 
to  some  extent. 

From   left  to   right:    1,  Brocaded  crepe,   and   3,  brocaded  wool  fabric,  by   Theodor  Salfuer,  of   Paris   and   New    York;    2nd    and 
4th,  Suskana   silks,  by  Susquehanna   Silk   Mills. 



Plain  Weaves  and  Good  Showing  of  Novelty  for  Spring 
From  Fine  French  Face  Goods  Styles  Range  to  Whipcords  and 
Wide  Wale  Diagonals  —  High  Grade  Broadcloths  Have  Strong  Hold 
on  Favor— Number  of  Improved  Textures  in  Wash  Goods  for  Spring. 

Staff  Correspondence. 

Office   Dry   Goods   Review, 
160  Broadway, 

New  York,  January  2,  1910. 

THE  styles  for  the  new  season  necessitate  
a  gen- 

eral change  in  fabrics,  which  is  one  of  the  most 
noted   factors.      The     preponderance     of     plain 
weaves  is  evident,  but  there  is  also  a  very  good 

sprinkling  of  novelty  effects. 
Plain  serges  of  the  French  weave  are  taking  the  lead 

in  the  demand.  From  the  fine  French  face  goods,  the 

styles  range  in  whipcords  a  id  wide-wale  diagonals,  but 
the   finer  weaves   are  best. 

mixtures,  novelty  pin  cheeks,  subdued,  mixed  and  hair- 
line stripes. 

Fancy  diagonals  will  be  by  far  the  best  designs  for 
Spring  suits,  wraps  and  dresses.  Black  and  white  effects 
in  diagonals  will  also  be  very  good.  Rough  weaves  like 
the  basket  weaves  will  also  be  shown,  and  greys  of  all 
descriptions  and  mixtures  are  the  leaders.  In  fact,  greys 
are  believed  to  rank  first  in  color. 

Many  fancy  jacquards  have  sold  quite  well.  These 
may  be  good  for  Fall,  1910,  also.  Extreme  novelties  on  the 
boucle  style  are  classed  for  Spring  and  Summer.  Small 
cheeked  patterns  are  in  line  for  a  good  season. 

«« 
«««» 
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Samples  from   the  new  silks.     First  and  second  sample   In   top  row  and   last   in  bottom  row  are  shot  satin   twill  foulards;  third, 

top  row,  black  and  white  twill   foulards;   first,  bottom  row,  striped  and  spotted   chiffon  cloth   -  By  F.  DeSauzei,    Toronto. 

Plain  Panamas,  voile,  grey  ma,nnish  suitings  and  num- 
erous small  basket  weaves,  granites  and  sharkskin  pat- 
terns are  almost  equally  good,  some  fashion  authorities 

placing  these  first  among  the  lines.  Both  serges  and 

Panamas  are  of  a  weave  which  is  suitable  for  the  bring- 
ing out  of  the  lines  which  will  be  called  for  in  the  gar- 

ments for  Spring.  The  total  selection  of  weaves  and  ma- 
terials shows  an  extremely  wide  range. 

Serges  and  Panamas. 

An  important  place  is  reserved  for  serges  and  Pana- 
mas in  fancy  weaves  of  one  color  in  stripes.  Some  of 

these  will  take  the  form  of  fine  cords,  similar  to  Bedford 
weaves. 

There  are  afeo  mannish  effects  to  be  found  among  the 
sample  lines,  of  a  somewhat  rougher  construction  in  grey 

Cheviots,  too,  are  being  exploited  by  high-class  trade. 
Though  in  some  instances  appearing  heavy,  they  are  in 
reality,  light  in  weight. 

Owing  to  the  continued  high  price  of  worsteds,  the 
outlook  for  all  woolen  goods  is  especially  bright,  as  the 
advances  on  these  latter  materials  have  not  been  in  the 

same  proportions. 

Fancy  Effects  for  Children. 

In  wool  dress  goods,  whipcords,  similar  to  the  rep 

whipcord,  will  be  a  good  fabric.  Coating  houses  are  se- 
lecting principally  plain  colors  in  woolens,  although  a 

great  number  of  mixed  greys,  two-tone  diagonals  and 
shepherd  checks  will  appear  among  their  offerings.  Manu- 

facturers of  children's  wear  have  purchased  a  number  of 
fancy  effects  among  the  plain  colors.     Black  and  white 
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appear  to  be  a  very  popular  combination  in  fancy  coat- 
ings. 

A  marked  vogue  of  white  is  coming'  for  Spring  and 
Summer  and  all  predictions  are  that  white  effects  will 

have  more  call  than  anj'  previous  season.  Some  very  ef- 
fective black  and  white  effects  in  cloths  are  being  shown 

and  are  generally  taken  up  by  garment  manufacturers. 
Many  beautiful  and  attractive  rough  wea,ves  are  shown 
in   white   and  black   effects. 

Coming  in  between  the  fine  serges  and  the  rougher 
weaves  are  cheviots  and  cheviot  serges,  which  have  met 

with  a  great  deal  of  approval  in  high-class  garments,  and 
are  being  regarded  not  too  extreme  for  the  middle  class 
and  cheaper  goods.  Mohairs  and  Sicilians  have  proven 
remarkable  successes,  as  they  are  excellent  for  vacation 
purposes  and  are  dust  shedding,  and  there  is  no  doubt 

that  their  vogue  wil'l  be  strong  for  Spring  and  Summer. 

High-grade  Broadcloths. 

Some  have  i-eported  that  broadcloths  have  shown  a  wav- 
ering tendency,  but  there  will  hardly  be  any  diminution 

of  the  popularity  of  this  favorite  material.     Really  high- 

improved  textures  from  last  Spring.  In  all  probability,  the 
season  will  open  with  plain  goods  and  we  shall  have  an- 

other solid  color  year. 

AH  of  the  prevailing  weaves  in  worsteds  a,nd  silks  are 
cleverly  reproduced  in  cottons,  and  many  of  them  are 
selling  well.  Rough  weaves,  cotton  shantungs  and  na- 

tural  linen   are  being  selected   for  coats. 
Sheer  fabrics  also  in  all  the  desirable  and  staple 

shades  are  among  the  cottons  expected  to  have  a  big 
vogue. 

Bordered  effects  are  offered  in  batistes,  voiles,  sheer 
muslins,  etc.,  running  parallel  with  the  selvedge,  but  a 
more  practical  style  has  the  border  crossing  from  side  to 
side  at  skirt-length  intervals. 

The  bordered  fabrics  seem  to  have  a  good  chance  for 

the  Spring  season.  They  are  shown  in  every  possible  de- 
sign, Oriental,  floral,  dotted  and  in  all  the  customary  and 

fashionable    colorings     of    the   season. 

Printed  silks  on  the  order  of  foulards  ai-e  claiming  a 
great  deal  of  attention.  These  goods  closed  a  very  suc- 

cessful season  last  Spring  and  Summer.  This  fact  prac- 
tically assures  their  importance  for  this  season.     The  new 

From   left   to   right:   Crepon   weave,  diagonal   serge,   crepe   eolienne      By  J.  &   N.   Philips  &  Co.,  Manchester. 

grade  broadcloths  will  probably  never  be  in  any  danger 

of  losing  their  great  hold  on  the  public's  esteem,  even 
though  Fashion   may  not   insistently   demand  them. 

Lighter  weight  worsted  cloths  include  Panamas  and 

voiles  in  plain  and  fancy  weaves,  marquisettes  and  num- 
erous other  open  weaves,  the  most  popular  of  which  are 

best  described  as  worsted  canvas. 
Too  much  cannot  be  said  about  the  wearing  qualities 

of  homespuns,  whether  in  extreme,  light-weight,  plain 
weaves  or  in  twills.  There  is  nothing  to  compare  with 

it  for  a  serviceable,  medium-price  fabric. 
The  colors  that  are  most  favored  for  Spring  dress 

goods  comprise  blues,  greens,  greys,  neutral  tones,  tans, 
rose  and  such  novelty  effects  as  violet,  yellow  browns, 
vivid  blues,  lavender  grey,  and  yellow  greens.  Among  the 
blacks,  black  and  whites,  and  white  and  black. 

Wash  Fabrics  Situation. 

In  suitings,  the  rougher  and  corded  effects  are  being 
most  generally  taken.     Of  course,  there  are  a  number  of 

designs  will  be  of  the  less  conspicuous  character,  in  sym- 
pathy with  the  call  for  unobtrusive  weaves  and  patterns 

in  other  lines.  Dots,  small  squares,  geometrical  effects,  and 

so  on,  of  quiet  effects  are  scheduled  for  the  largest  part 
of  the  demand. 

There  seems  no  question  of  a  doubt,  but  that  shan- 
tungs and  pongees  will  again  assume  the  lead  for  Spring. 

Black  and  colored  taffetas  are  also  in  good  position  and 

white  will,  without  doubt,  take  strong  place.  Glace  ef- 
fects will  be  in  demand,  due  to  the  vogue  for  taffetas. 

These  will  take  the  form  of  white,  black  or  colored 

warps,  shot  with  harmonizing  and  contrasting  colors. 
Some  have  been  introduced  in  crepes  and  moires,  also. 

The  silk  demand  now  is  strong  for  moires,  which  are 

being  used  greatlj*  for  outer  garments,  and  for  trimmings, 
etc.  The  newest  thing  is  moire  in  glace  effects,  of  which 

outer  garments  are  made.  Black  moires  are  perhaps  the 

strongest  sellers,  but  a  wide  range  of  beautiful  colors 
are  also  good. 
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LOOKING  FOR  NOVELTIES  ? 
WE   STAND    SUPREME    IN   THE    MANUFACTURE   OF 

Silk  Mourning  Crapes,   Crepons, 
Silk  Crepes  de  Chine  and   Grenadines 

OUR  SCARF  DEPARTMENT  IS   OFFERING  ATTRACTIVE  NOVELTIES  IN 

Voile    (Scarves,    Plain  and  satin  stripes  iSCari     Wraps,    Shaped  and  Fringed 

Crepe  de  Chine  Scarves,  Fringed  Ends 
PRINTED   SCARVES   ARE    OUR    SPECIALTY 

Our    Dress    Goods    Department 
IS   ABUNDANT   IN   ITS   SHOWING    OF 

Crepons,   Silk  and    Cotton  CfCpeS  de   Chene,    in  all  the  leading  shades 

W         ̂'Il'c^.n''  ̂ """"^  Silk  and  Wool  Satin All  Silk 

"  All  Cotton  Meteor  Crepon,   Satin  Effect 
May    we   send    you   samples   of   these  unparalleled    fabrics   for    SPRING    TRADE  ? 

Silk    Mills:     Great    r^r>#^TT^T^     Q.^    i^  f\       J    \*^l4-^A    8  and  9,  Friday  St. 
Yarmouth,  England GROUT  &  CO.,  Limited London,   E.G.,   En^ 

Every    Dry    Goods    Store 
should  havs   a 

Defiance 
Button  Machine 

"    Large  Profits  Covering  Buttons 
with  your  customers'  own  material. 

PRICE,  including  any  three  of  the  following  sizes,  16,  20,  24,  30 
36  or  18. 

$7.50 SEND  FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 
53  EAST  8th  St.,  NEW  YORK 

Your  department  samples  will  be  more 
attractive  if  cut  with  notched  or  gimped 
edge  instead  of  old  style  scissors  cut, 
which  ravels  and  looks  untidy. 

Buy   An   Easicut    Machine 
They  are  not  expensive. 

s OUTHALL SANITARY     TOWELS s 
I  The  Orig-jnal  and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 

the  invention  and  manufacture  of  Southalls'  Sanitary 
Towels  possible.  Since  1880  they  have  become 
wi  ely  known  and  appreciated  as  an  indispensable 

article  for  ladies'  use,  possessing  advantages  which recommend  them  to  every  woman. 

^?^cr-u'^D-^''t''^/'''^"'^''^  '"'"'^  samples  to  the  Agent  for  the  Dominion, J.  W.  SCHKAK,  Carlaw  Buildings,  Wellington  Street  West,  Tor<in  ro 
Southalls'  Accouchement  Sets  (containint;  all  Requisites,in  3  sizes). Soullialls  Sheets  for  Accouchement  and  other  Sanitary  Specialities. M.llli.Ci.^tnr.'il     l.v 

SOUTHALL  BROS  &  BARCLAY  Ltd.,  Birmingham,  Eng. 

This  style  good  for  all  samples  up  to  10 
inches  square.  Other  styles  made  to  cut  up 
to  32  inches. 
Can  be  used  to  cut  any  fabric  ;  cotton,  silk, 
linens,  wool,  dress  goods,  ribbons,  etc. 

Sole  Canadian  Agents : 

WALTER  WILLIAMS  &  COMPANY 
525  St.  Paul  Street,   Montreal 
33  Melinda  Street,  Toronto 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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MOUNT  ROYAL 
PRINTS  and  BLEACHED  COTTONS 

are  now  meeting  with  splendid  favor 

New  Machinery  and  Up-to-date  Methods  Count 

See  that  the 

Mount  Royal 

Stamp  appears 
on  every  piece 

The  Mount  Royal  Spinning  Company 
LIMITED 

Selling  Agents : 

THE  D.  MORRICE  COMPANY,  Limited,      :      Montreal,  Toronto,  Winnipeg 
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May  be  Scarcity  in  Some  Lines  During  Retail  Season 
Evident  that  no  House  is  Covered  for  the  Entire  Season  —  Appears 
Better  to  Operate  Now  than  to  Wait  for  Spring  —  Exceptional 
Demand  for  Prints  and  Ginghams  —  Heavy  HoHday  Business  in  Linens. 

DURING    December,    conditions    in    all  branches    of 
cotton    distribution   prew    steadily    worse.    Mill 

men  have  become  even  more  anxious,   wholesal- 
ers  more   worried,   while  retailers   are   just   be- 

ginning to  realize    that  cotton    goods  are  really  high   in 

price. 
Raw  cotton  instead  ol  receding  from  its  high  point, 

has  advanced  slightly,  with  futures  very  firm.  With  mid- 
dling cotton  in  the  vicinity  of  16  cents,  the  situation  is 

truly  almost  unparalleled.  Authorities  differ  as  to  the 
real  cause.  Every  one  admits  that  speculation  has  played 
an  important  part  and  it  is  now  certain  that  the  cotton 
crop  is  below  normal. 

In  view  of  these  conditions,  cotton  mills  have  been 
forced  to  steadily  advance  prices  and  in  some  instances 

have  withdrawn  prices  altogether.  This  has  finally  re- 
sulted in  new  business  being  at  a  standstill  as  the  cut- 

ting up  trade  and  wholesalers  naturally  are  afraid  to 
operate  upon  such  a  high   level. 

The  cutting  up  trade,,,  in  its  various  branches  using 
cotton  materials,  have  handled  the  situation  as  best  they 
could,  usually  prices  have  not  been  advanced  until  their 
supplies  of  cotton  goods  were  exhausted.  However,  this 
situation  could  not  last  long  and  shirt,  and  overall 

manufacturers  and  other  lines  have  lately  materially  ad- 
vanced prices.  These  advances,  however,  are  not  in  keep- 

ing, with  the  remarkable  advance  of  raw  cotton. 
Wholesalers  of  Canadian  cottons  and  imported  lines 

have  had  their  troubles.  In  cases  where  they  were  for- 
tunate enough  to  have  good  contracts  with  mills,  ad- 
vances have  not  usually  been  asked.  While  some  whole- 

salers are  more  fortunate  than  others,  it  is  evident  that 
no  house  is  covered  for  the  entire  season.  This  is  made 

clear  by  the  fact  that  nouses  that  have  held  off  advancing 
goods  during  the  Fall  are  now  asking  higher  prices.  In 
many  cases,  lines  have  been  withdrawn  altogether  rather 

than  ask  an  advance  which  could  not  reasonably  be  ex- 
pected. 

Early  advance  orders  were  good  from  retailers  but  not 
of  volume  enough   to  carry   retailers  through  the  season. 

In  this  connection  the  advice  of  The  Review  months 

ago  still  holds  good.  It  appears  better  to  operate  now 
than  to  wait  till  Spring.  In  the  opinion  of  The  Review, 
cotton  prices  will  not  tumble  during!  the  next  few  months. 
In  fact  a  close  study  of  the  situation  leads  to  the  con- 

clusion that  many  lines  of  cotton  goods  will  be  scarce 
when  the  retail  season  is  on. 

Much  Better  than  a  Year  Ago. 

Wholesale  houses  are  shipping  orders  of  staple  goods 
as  fast  as  possible.  As  a  whole,  the  amount  of  goods  sold 
up  to  the  present  for  Spring  is  much  in  excess  of  a  year 
ago.  Retailers  have  realized  that  advancing  prices  were 
no  fairy  tale,  and  also  that  the  end  is  not  yet  in  sight, 
and  the  majority  have  acted  accordingly.  As  a  result, 
business  in  all  lines  of  cotton  goods  has  been  exception- 

ally good.  Merchants  should  not  speculate,  but  it  is 
pretty  safe  to  cover  for  a  little  more  than  actual  re- 

quirements. When  the  new  lists  for  Fall  are  issued  they 
are  certain  to  be  from  7  to  10  per  cent,  higher  than  at 
the  present  time. 

The  demand  for  prints  and  ginghams  for  Spring  was 
exceptional.    There  have  been  increasing  sales  of  goods  of 

domestic  manufacture.  The  mills  will  issue  Fall  samples 
in  a  few  weeks,  and  still  further  improvements  in  finish, 
colors,   and   patterns  are  anticipated. 

There  has  been  a  big  sale  of  cotton  suitings  of  all 
kinds.  Duck,  linen  imitations,  as  well  as  imitations  of 
wool  dress  goods  have  been  largely  bought  by  retailers 
and  when  retail  trade  opens  up,  active  buying  is  antici- 

pated. 
The  only  fly  in  the  ointment  for  1910  business  in  cot- 

tons is  the  price  situation.  Canadian  cotton  mills  had  a 
good  year  during  1909,  but  profits  were  cut  owing  to  the 
increased  cost  of  raw  material  and  the  inability  to  secure 
commensurate  prices.  The  early  part  of  the  year  was  ex- 

tremely good  but  when  cotton  began  to  soar  during  the 
summer  and  purchases  had  to  be  made  during  the  Fall, 
the  situation  changed. 

The  mills  manufacturing  printed  goods  and  staple  cot- 
tons have  steadily  improved  their  position,  while  the 

colored  woven  goods  mills  arc  improving.  Mills  making 
the  lawns,  cambrics  and  such  lines  have  proved  to  the  sa- 

tisfaction of  the  trade  that  these  goods  can  be  success- 
fully manufactured  in  Canada. 

\iewcd  as  a  whole  the  cotton  situation  is  distiucily 
favorable.  Cotton  plays  a  more  important  part  m 
merchandizing.  Mercerizing  has  been  brought  to  a  fine  art, 
and  the  world  over  cotton  mills  have  a  rosy  prospect, 
once  raw  material  gets  back  to  a  normal  basis. 

Linens. 

In  spite  of  the  fact  that  Canada  has  been  a  free  buy- 
er of  all  classes  of  linens  during  the  past  year,  the  heavy 

Christmas  selling  has  uncovered  shortages  in  some  lines. 
Though  orders  were  placed  in  good  time  owing  to  the  fact 
that  the  manufacturers  are  heavily  engaged  for  months 
ahead,  shipments  of  Christmas  handkerchiefs  did  not  ar- 

rive until  too  late  to  be  of  use  for  the  season  for  which 
they  were  intended.  This  created  a  shortage  that  was 
most  difficult  to  fill. 

Towels  in  the  better  qualities  have  sold  well  for  gift 
purposes,  and  there  has  been  quite  a  run  upon  individual 
guest  towels. 

In  art  linens,  a  shortage  developed  in  the  new  Planen 
Vcnise-trimmed  doileys,  runners,  etc.,  as  these  goods  sold 
very  freely,  and  most  stores  were  practically  cleared  out 
of  their  medium-priced  articles  early  in  the  month.  All 
kinds  of  doileys,  center  pieces,  runners,  etc.,  hand-em- 

broidered, crochet-edged,  in  drawn  work,  or  trimmed  with 
Cluny,  have  had  a  big  sale. 

Guest  towels  promise  to  be  a  strong  item  in  Spring 
selling,  and  in  towels  the  demand  is  for  patterns  designed 
with  a  spot  centre  to  be  occupied  by  an  embroidered 
monogram.  Other  embroidered  novelties,  arc  square  nap- 

kins about  the  size  of  a  pocket  handkerchief  with  an  em- 
broidered monogram  in   the  centre. 

Dress  linens  have  been  largely  ordered  and  the  season 
promises  to  be  a  very  big  one.  Bamboo  and  tan  shadc^s 
lead  the  selling  at  present,  and  faded  wistaria,  rose,  and 
reseda  are  other  colors  freely  stocked.  Blue  is  always  a 
good  selling ,  Spring  color  and  is  shown  in  some  beautiful 
shades  for  the    coming    Spring.    Buyers     for    the  better 
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trade  are  taking  yarn  dyed  linens  in  coarse  basket  weave. 
Not  only  is  the  plain  cloth  selling  but  orders  are  being 
placed  for  embroidered  robes  the  pattern  worked  in  self 
colors  on  this  class  of  linen. 

The  market  situation  in  Belfast  should  be  noted  by 
all  linen  buyers.  Not  only  is  Irish  flax  up  in  price,  but 
foreign  grown  flax  is  also  advancing. 

Manufacturers  have  orders  on  hand  for  months  ahead 

and  in  view  of  the  uncertainty  of  yarn  prices  do  not  with 

to  place  any  more  advance  Inisiness.  The  bleachers  com- 
bine is  responsible  for  the  more  recent  advances  on  'i;auy 

classes  of  goods.  Present  prices  are  firm,  and  advances 
are  expected  in  the  near  futuee.  In  fact  conditions  in  the 
linen  market  are  rapidly  getting  back  to  the  state  they 
were  in  before  the  late  financial  trouble. 

Wash  Fabrics. 

In  wash  fabrics  the  trend  of  selling  promises  to  fol- 
low largely  that  of  dress  fabrics  and  silks.  Solid  colors 

in  linen  suitings  with  the  rougher  weaves  in  fashionable 
favor  leads.  The  better  trade  is  taking  basket  weaves  in 

yarn-dyed  goods,  and  in  the  high  novelty  section  is  show- 
ing melange  and  mixed  effects.  There  is  a  strong  feeling 

for  natural  shades  and  tans,  and  all  the  novelty  shades 
seen  in  pongees  and  Shantungs  are  reproduced  in  linens. 
Fa,ded  wistaria,  prunelle,  ashes  of  roses,  lime  and  reseda 
greens,  and  the  new  French  blues  are  Jill  prominent. 

In  cotton  suitings,  diagonal  novelties  are  shown  that 
promise  well  and  in  printed  goods  the  foulard  effects  are 
sure  of  a  large  sale.  Crepes  have  been  widely  stocked  and 
a  fair  season  is  looked  forward  to  in  crepe  fabrics.  There 

are  so  many  pretty  novelties  in  this  section  that  they  can- 
not be  overlooked.  In  white  goods  there  is  a  tendency  for 

very  sheer  mercerized  fabrics. 

Fabrics  for  Spring. 

Owing  to  the  great  growth  of  the  ready-to-wear  de- 
partment, the  garment)  manufacturer  has  a  very  import- 

ant voice  in  declaring  just  what  fabrics  may  or  may  not 
be  the  vogue,  and  the  garment  manufacturers  each  year 
are  becoming  more  independent  of  the  dress  trade  in  their 
choice  of  fabrics.  Besides  novelty  and  appearance,  good 
value,  and  wearing  qualities  there  are  a  number  of  other 

important  points  to  bo  considered  by  the  garment  manu- 
facturer. 

The  fact  that  a  cloth  is  not  easy  to  make  up,  adds 
considerably  to  his  wage  bill,  and  if  it  does  not  tailor 
well,  if  it  changes  color  or  face  under  the  view,  or  if,  for 

any  other  cause,  it  does  not  prove  suitable  for  manufac- 
turing purposes,  no  matter  how  strong  a  fashion  backing 

a  cloth  may  have,  the  garment  manufacturer  will  reject 
it  and  substitute  some  other  fabric  that  will  answer  his 

purpose  better. 

Serge  is  the  fabric  selected  for  the  leading  place  for 
the  making  of  the  Spring  garment,  and  this  covers  a 
wide  range  of  both  staple  and  fancy  weaves.  Not  only 
are  fine  twills  used  but  the  medium  and  coarser  twills 

running  into  diagnals  are  used.  Besides  serges,  novelty 
cheviots  are  used.  Diagonals  and  melanges  and  mixtures 
are  the  novelties,  and  very  important  in  this  class  are 
the  two-toned  diagonal  effects. 

These  cloths,  it  should  be  noted,  are  made  from  soft 
yarns,  and  the  tendency  is  all  in  favor  of  rougher  finishes. 

For  making  up  into  the  useful  popular  priced  sriit,  anJ 
for  separate  skirts,  panamas  will   figure  largely. 

Shepherd's  check  is  much  favored  both  for  suits,  skirts 
and  also  for  separate  coats.  Pin-striped  serges  in  white 
with  a  black  or  colored  stripe  and  in  black  or  navy  with 
a  white  stripe  will  be  shown,  but  in  the  present  situation 
in  the  larger  centres  at  least  their  standing  is  somewhat 

doubtful. 
Grey  melanges,  homespuns  and  woisteds  mixtures, 

etc.,  and  also  invisible  checks  and  stripes  are  being  used 
for  suits  and  coats. 

In  color  effects  the  leading  note  is  the  strong  tendency 
towards  grey  and  grey  effects  not  only  in  silvers,  leads 
and  iron  greys,  but  neutral  tones  in  grey  verging  onto 
green,  tan  and  other  colorings  are  shown  in  high  class 

lines.  In  addition  to  the  use  of  novelty  shades  in  piece- 
dyed  goods  there  are  many  two  toned  effects,  and  newer 
still  there  are  colors  produced  by  the  melange  effects  pro- 

duced by  the  admixture  of  white   with   color. 

In  the  cutting-up  trade  tussahs  and  pongees  are  the 
leading  silks  and  the  natural  or  bamboo  shades  are  most 
used,  though  novelty  shades  are  included  in  most  garment 

lines,  p'oulards  come  second,  and  the  manufacturers  fif 
dresses  are  making  a  good  showing  of  foulards.  Small 
printed  patterns  come  first  and  in  the  high  class  trade 
changeable  foulards  are  shown.  Changeable  silks  are 
shown,  and  shot  chiffons  are  being  u.sed  in  the  making  up 
of  high  grade  dresses.  One  maker  is  showing  silk  dresses 

with  a  tunic  or  polonaise  of  chiffon,  and  in  this  connec- 
tion black  is  used  over  colors. 

The  cutting-up  trade  has  gone  in  quite  heavily  for 
linen  suitings,  re})s,  etc.  The  novelty  here  is  the  coarse 
crashes  and  basket  weaves.  The  natural  shades  are  very 
strong  and  will  rival  white  for  first  place  in  the  coming 
season.  Wistaria,  rose,  tan  and  reseda  are  also  good 
colors. 

Leipzig  Fur  Report. 

The  following  is  a  report  issued  by  Becker  Bros.,  Leip- 
zig: The  prevailing  popularity  of  furs  nearly  all  over  the 

woi-ld  has  supported  the  high  range  of  prices  reported 
upon  in  our  pre\ions  market  review,  and  since  then  a 

steadily  increasing  demand,  both  for  Russian  and  Ameri- 
can furs  has  been  the  feature  of  our  market,  the  result 

being  further  advances  on  articles  most  favored  by 
fashion,  such  as: 

Russian  Pony,  which  is  again  in  great  favor  this  year 
for  America  and  Canada  at  constantly  advancing  prices. 
Considerable  transactions  liave  been  consummated  therein 
of  late. 

Persians  have  also  been  selling  well  since  last  IJijni 

Fair.  Raw  lots  of  good  quality  Crowuheads  met  with  im- 
proved demand,  and  subsequent  large  purchases  both  at 

Moscow  and  in  this  market  have  strengthened  values  con- siderably. 

Broadtails  continue  to  be  in  good  request,  and  even 

though  prices  are  on  a  very  high  basis,  there  has  been  no 
accumulation  during  the  entire  season. 

Marmots  are  still  being  used  in  large  quantities  for 

dyeing  purposes   and  prices  have   further  improved. 
Squirrel-articles  continue  to  be  in  fairly  good  request 

for  England  at  unchanged  values. 
Red  fox  which  proved  to  be  the  best  selling  article  last 

season,  has  not  been  quite  so  ready  sale  this  year,  and 

quotations  may  eventually  have  to  recede. 
Krimraers  are  in  but  moderate  demand  in  spite  of 

reasonable  prices. 
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Sables  ha\e  been  uf  faiily  good  sale,  especially  in 
better  grades. 

Astrachans  continue  to  be  favored  by  fashion  in  moire 

goods,  while  curly  qualities  remain  neglected. 
White  furs,  such  as  ermines,  white  foxes,  and  white 

hares  are  extremely  popular  this  year,  and  the  market 
is  quite  firm  on  either  of  these  articles. 

Nutrias  have  been  selling  very  satisfactorily  so  far  at 
exceedingly  high  figures. 

Australian  opossum  became  a  fancy  article  this  year 
at  exceedingly  high  figures. 

Electric  rats  and  strips  have  been  selling  remarkably 
well  right  through  the  year  at  constantly  advancing 
values.    The  demand  is  far  in  advance  of  supply. 

As  a  result  of  the  increased  business,  stocks  of  all 

current  articles  are  small,  and  prospects  for  the  future 
appear  to  be  brigher  than  at  any  time  during  recent  years. 

Fabric-covered  buttons  are  things  of  the  past  in  New 
York,  their  place  being  taken  by  beautiful  buttons  of 
enamel,  pearl,  jeweled  metal  or  passementerie.  These 
buttons  are  expensive  and  therefore  are  not  so  freely 

applied. 
Fur  bands  and  fur  collars,  and  a  band  at  the  foot  of 

the  skirt  trim  many  suits.  Fashionable  separate  coats 
are  of  striped  and  uncut  velvet,  and  are  often  a  shade 
or  so  lighter  than  .the  dress  they  are  worn  with. 

Few  white  linings  are  now  seen  and  the' latest  models 
are  lined  with  striped,  brocaded,  or  shot  silk.  The  ma- 

jority of  suits  are  completed  with  a  blouse  bodice  of 

chiffon  to  match,  mounted  over  white  satin  and  inter- 
lined with  gold  or  silver  tissue. 

New  Styles  of  Hair  Dressing. 

With  the  beginning  of  the  season,  Paris  has  generally 

adopted  very  simple  styles  of  hair-dressing,  with  the  hair 
simply  swathed  about  the  head  in  the  new  turban  or  classic 

style,  A  comfortably  soft  and  flexible  cap-like  frame 
that  follows  the  curve  of  the  head  is  used,  and  this  frame 
can  be  had  with  a  covering  either  of  artificial  or  real 

hair.  When  the  wearer's  own  hair  is  used,  it  is  waved 
in  by  natural-looking  waves,  and  is  arranged  and  secured 
to  the  frame  over  which  it  is  brought,  and  caught  with 
a  small  curved  comb  and  the  ends  are  lucked  under  the 

upper  part  of  the  frame.  If  the  wearer  rejoices  in  a 
good  head  of  hair,  she  may  be  able  to  achieve  the  plait 
or  twist  that  goes  around  the  turban  without  the  use 
of  artificial  hair.  There  are  few  women  who  will  be  able 

to  do  this,  and  hair-dressers  are  looking  forward  to  the 
sale  of  a  great  number  of  long  switches. 

The  new  coiffure  is  bringing  in  its  train  a  new  set  of 
hair  ornaments.  These  consist  of  square  or  rounded  head 

shell  pins,  which  are  worn  in  sets  of  six  or  eight,  that 

is,  three  or  four  on  each  side,  and  many  of  these  new 
pins  are  set  with  brilliants. 

Milliners  will  find  that  when  the  time  comes  for  sell- 

ing the  new  Spring  hat  this  coiffure  will  have  arrived 
and  will  have  to  be  reckoned  with.  That  it  is  exceedingly 

becoming  to  many  faces  ought  to  make  it  an  easy  mat- 
ter to  persuade  customers  to  take  it  up,  as  it  may  be 

confidently  assumed  that  the  Paris  "Madame"  has  plan- 
ned the  new  millinery  models  purposely  for  wear  with  this 

style  of  hair  dressing. 

UNEN  DEPARTMENT 
Our  Linens  and  Handkerchiefs  Are  at  Old  Prices 

Notwithstanding  the  Marked  Advances. 

0171^    LINEN   STOCK  IS    COMPLETE    IN 

Table  Linen  ̂  
Towels^ 

Towelling^ 

Napkins^  etc;  etc,^ 

Fancy  Linen  Tray  Cloths^ Runners^ 

Centre  Pieces^  etc,^ 
in  Scotch,   Irish,   German  and 

Japanese  Manufacture. 

Sole  Agents  for  Canada  for  the  Celebrated  Linens  manufactured 
by  Jas.  and  Thos.   Alexander,   Ltd.,  Dunfermline,    Scotland. 

HANDKERCHIEFS— Every  Style  for  Ladies  and  Men. 

See  the  ''Aeroplane"  Mercerized  Handkerchief  in  Ladies'  and  Mens  Sizes. 

GREENSHIELDS  Limited     -    Montreal 
Flease  vie)ition  Thf  Review  to  Advertisers  and  Their    Traiiiers 



Make  Advertising  Keep  Pace  With  the  Store's  Progress 
Keep  Out  Monotony  by  Variation  —  Conservative,  Spasmodic  and 
Hammer-and-Tongs  Publicity  —  Refining  a  Store's  Newspaper  and 
Window  Advertising  —  Beginner  Should  Know  Something  about  Type. 

By  J.  C.  Edwards,  with  A.  N.  Cressman,  Peterborough. 

THERE  are  various  kinds  of  advertising  which  one 

frequently  comes  in  contact  with— conservative, 
spasmodic  and  hammer-and-tongs.  The  first 
mentioned  is,  I  believe,  in  the  great  majority  and 

is  usually  resultful  to  a  greater  or  lesser  degree,  but  the 
tendency  is  that,  at  times,  it  becomes  monotonous  and  even 
shows  an  indifferent  tone.  The  spasmodic  publicity  is, 
in  my  opinion,  not  good  for  a  healthy  business  where  it  is 
carried  to  the  extreme  as  is  seen  in  many  small  cities  and 
towns  and  sometimes  in  the  larger  centres.  Some  firms 
will  not  even  have  their  card  in  the  daily  papers  for  two 
or  three  weeks  at  a  time;  then,  as  if  a  cyclone  ha.d  struck 
the  city,  every  paper  bristles  forth  with  page  advertisements 

gress  is  marked  in  the  advertisement  the  same  as  in  the 
store  and,  as  the  boy  grows  from  short  to  long  pants,  so 

the  health}'  business  to-day  dons  its  new  and  larger  ad- 
vertising garments. 

When  a  store  is  small  there  is  more  or  less  necessity  to 

arouse  the  public  to  the  fact  that  you're  in  the  swim  and 
mean  business,  but  when  they  waken  up  and  business 
grows,  the  store  is  enlarged  and  you  find  that  less  noise 
attracts  just  the  same,  for  people  have  their  eyes  on  you. 

In  time  you  find  it  quite  unnecessary  to  use  the  loud 

''scare"  headings  and  the  48-pt.  figures.  They  begin  to 
look  small  to  you  and  take  you  back  to  the  time  when  you 
had  your  goods  delivered  on  a  little  express  wagon  with 
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5*  I An  alphabet  and   Its  application,   by  J.  C.   Edwards,    with   A.   W.  Cressman,  Peterborough. 

and  the  store  front  is  decorated  with  a  circus  announce- 
ment telling  of  the  great  sale  which  the  public  have  been 

waiting  for  so  long.  This  spasm  lasts  for  a  week  or  so, 

then  insomnia  again  overtakes  them  and  they  don't  make 
themselves  heard  from  again  for  another  period  until  the 
spasm  again  returns. 

The  third,  the  "hammer-a,nd-tongs"  kind,  is  the  best 
and  most  satisfactory.  Every  paper  that  leaves  the  press 

draws  the  public 's  eye  to  some  store  news.  It  is  never  the 
same  twice  or  very  seldom,  the  news  is  always  seasonable, 

there's  not  too  much  rigidity  about  the  way  it  is  told  or 
the  way  the  advertisement  is  planned — always  a  variation, 
always  a  change  in  formation  or  something  to  keep  out 
monotony.  Yet,  it  should  retain  the  store  characteristics 
and  be  easily  identified. 

Progressive  Advertising. 
Advertising  should  change  with  the  store.  The  store 

that  grows  must  keep  their  advertisements  apace.    Pro- 

a  small  boy  to  act  as  driver,  horse  and  all.  You  gradually 

soften  down  the  36  and  48-pt.  prices  to  about  12  or  14-pt. 
and  results  are  just  the  same;  people  read  what  you  say 
and  then  you  find  you  have  a  great  advantage  over  the 
other  fellow  who  always  used  the  big  headings  and  prices. 

When  you  wish  to  make  an  important  announcement  or 
draw  special  attention  to  some  very  special  line,  a  good 

block  face  type  with  larger  price  and  heading,  and  per- 
haps a  panel,  will  serve  the  purpose  wonderfully  well  and 

yet  not  detract  from  the  appearance  of  the  ad.  Then, 
too,  when  the  reader  of  the  daily  papers  glances  over  the 

sheet  and  sees  a  jumble  of  big  type  and  prices  it  is  any- 
thing but  restful  to  the  eye  and  is  liable  to  cause  the  over- 

looking of  some  good  matter,  whereas  a  well-bajanced 
catchy  advertisement  is  like  an  oasis  in  the  desert  and  is 
oftener  read  and  more  likely  to  be  resultful. 

The  process  of  refining  a  store's  advertising  is  a  long, 
arduous  one  and  often  requires  many  experiments  to  bring 
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oue's  self,  to  saiy  noihiug  of  ihe  head  of  the  firm,  to  st-e 
that  it  is  quite  as  successful  in  its  results  as  the  old  style 

used  from  the  store's  infancy. 
It  is  not  to  be  wondered  at  that  the  proprietor  of  a 

larg'e  store  which  has  been  made  large  and  successful  by 

advertising  and  the  large  display  advertising  at  that,  hesi- 
tates to  adopt  a  more  modest  standard  in  his  ads.  and  to 
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Cards  by  J.   C.   Edwards,  with   A.   W.    Cressman,   Peterborough, 
who  holds  that    refinement  of  effect   is  as  possible  in 

window  cards  as  io  advertisements. 

be  content  to  see  smaller  prices  arid  less  apparent  display 
used. 

However,  time  and  experiments  work  a  change  and 
the  public  look  for  just  the  same  good  values  and  breezy 
store  news  in  smaller  type.  Then  the  ad.  man  has  a  chance 
■to  work  up  a  rousing  sale  when  its  necessary,  with  less 
circus-bill-board  heading  and  lo^ud  talk,  and  he  gets  re- 

sults that  count  without  lowering  the  store  standard. 
Before  leaving  the  newspaper  advertising  I  would  like 

to  call  the  attention  of  the  young  ad.  man  to  the  import- 
ance of  having  a  fair  knowledge  of  the  printing  trade.  It 

is  not  absolutely  necessary  for  you  to  be  able  to  stand 
before  the  case  and  throw  type,  but  you  should  be  able 
to  tell  the  compositor  how  you  want  it,  and  to  know  when 

it  is  wrong  and  'how  to  right  it.  To  do  this  it  is  necessary 
to  lay  out  a  dummy  or  plan  of  your  ad.  and  mark  it  out 
the  way  you  wish  the  items  to  come  when  set  up.  You 
must  know  just  what  space  to  allot  for  each  item  so  as 

not  to  overrun  or  underrun  your  space,  which  is  very  im- 
portant in  a  large  advertisement,  especially  in  a  full  or 

double-page  space. 

You  can  glean  a  great  d^al  of  knowledge  from  any  of 

the  printers  in  your  local  ofiices,  for  it  is  to  their  advant- 
age as  well  as  yours,  for  you  to  know  the  sizes  of  type, 

the  space  required  for  them,  the  work  that  it  requires  to 

make  a  good  ad.  and  the  waste  of  time  that  errors  on  j^our 
part  cause.  Printers  have  their  troubles,  the  same  as 

you,  and  you  should  always  remember,  that  they  must  set 
in  metal  what  you  write  on  paper. 

Care  of  Cuts. 

Another  important  problem  the  ad. -man  has  to  d«al 
with  is  the  proper  care  of  cuts.  These  are  rather  expen- 

sive and  are  easily  damaged  and  mislaid. 
I  have  a  system  for  the  care  of  my  cuts  which  serves 

the  purpose  very  well.  I  made  a  case,  covering  one  en- 
tire wall  of  my  office,  and  it  is  formed  into  large  pigeon 

holes,  each  covered  with  a  cardboard  flap  to  protect  the 
cuts  from  dust,  and  makes  the  case  more  presentable,  as 
cuts  themselves  are  rather  unsightly.  The  departments  or 
sections,  sales,  advt.  headings,  set  of  name  plates,  etc.. 
have  their  own  buaks  and  each  cut  is  covered  with  a 

cardboard,  which  is  also  a  proof.  Each  time  a  cut  is 
seni  to  an  office  the  proof  is  dated  and  the  name  of  the 
press  is  marked  on  it.  This  leaves  no  chance  for  the  loss 
of  the  cut  in  the  printing  office  and  you  are  always  in  a 
position  to  know  where  it  is. 

Soul  of  the  Window. 

Leaving  the  printers"  ink  advertising  we  will  look  into 
the  more  direct  advertising— the  publicity  that  halts  the 
people  on  the  street  and  all  but  open  the  store  door  for 
them — the  windows  ond  their  worthy  ally  the  show  cards. 

The  window  is  the  pulse  of  the  store  and  the  show 
card  is  the  soul  of  the  window. 

There  are  as  many  styles  of  show  cards  as  there  are 
eardwriters  and,  perhaps,  each  writer  has  at  least  two 

dozen  at  'his  finger  tips.  However,  I  will  only  mention  the 
one  I  find  besit  adapted  to  my  particular  work.  It  is  speedy, 

it 's  plain  and  is  specially  used  for  department  cards.  The 
accompanying  cuts  represent  a  few  from  my  discards  also 
my  alphabet  and  the  process  of  construction. 

No.  1  is  the  upper  and  low  case  of  a  speedy  letter 
which  I  use  (and  often  distort  in  my  hurry).  This,  I  use 
in  the  italics  or  slanting  style  quite  often,  and  sometimes 
when  a  rough,  quick  card  is  needed  I  leave  off  the  spurs 
and  finish  the  stroke  neater. 

Xo.  2  is  showing  the  letter  in  its  formation  and  the 
effect  of  shading  on  it.  The  first  line  is  the  way  a  line 
of  letters  appeare  when  I  finish  the  line,  the  second  shows 

the  pi'ocess  of  forming  the  spui-s  and  the  third  is  complete. 
Nos.  3,  4  and  6  plates  are  ordinary  counter  cards,  while 

No.  5  has  been  used  in  an  everyday  window. 

Of  course  special  occasions  and  special  windows  re- 
quire more  artistic  cards.  It  is  a  good  plan  to  carry  out 

the  window  color  scheme  on  special  cards  and  have  them 

harmonize  with  t'he  rest  of  the  trim.  These  cards  I  very 
seldom  save  as  they  take  up  valuable  office  room  and  are 
not  often  used  the  second  time. 
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RECORD  YEAR 

hy  selling  the 
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WABASSO 
COTTONS 
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Why? 

AR ew easons 

You  Avill  save  money  and  satisfy    your   customers. 

Prices    are  popular  because   tney  are  figurea   down 
to  tne  lowest  possible  point. 

Deliveries   promptly   made   and   goods    attractively 

put  up. 
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'  Grow    vvitn    Us, 

The  Wabasso  Cotton  Co.,  Limited 
Address  all  correspondence 

to  the  mills. Three  Rivers,  Quebec 





Quebec,    a     Manufacturing    and    Wholesale    Centre 

Evidences  of  Steady  Development  in  the  Ancient  City  —  Electric 
Power  Cheap  --  Factory  Sites  Available  —  Growth  of  the  Shoe  In- 

dustry —  Corset  and  Garment  Factories— Wholesale  Distribution  Point. 

OUEBEC,  historical  and  beaut
iful,  the  Mecca'  of 

American  and  Canadian  tourists,  is  also  im- 

portant as  a  manufacturing  and  wholesale 
distributing  centre. 

Founded  over  three  hundred  years  ago,  its  historical 

memories  are  familiar  to  the  large  majority  of  Canadian 

retailers.  From  this  viewpoint,  Quebec  is  well  worth  a 

special  trip.  The  Citadel  and  Terrace  are  unique  in  their 
attraction. 

Facilities  Available. 

The  present  industrial  o-rowth  of  Quebec  gives  abun- 

dant promise  of  steady  development.  Electric  power  is 

cheap  and  accessible,  available  sites  for  factories  are 

abundant,  and  so  far  as  labor  is  concerned,  Quebec  is 

well  looked  after.  Industry,  contentment  and  sobriety 

are  the  well-known  qualifications  of  French  Canadians. 

Transportation  facilities  have  recently  been  greatly  im- 

proved, even  though  Quebec  has  still  to  wait  for  the 

construction  of  the  bridge  over  the  St.  Lawrence.  The 

Canadian  Northern  Railway,  and  the  Canadian  Pacific 

Railway  on  the  Quebec  side  of  the  river  furnish  splendid 

facilities,   while  steamship  connections  are  excellent. 

Quebec  is  a  shoe  manufacturing  centre  with  over 

thirty  shoe  factories  and  about  the  same  number  of  tan- 
neries. French  labor  is  also  suited  to  the  textile  in- 

dustry and  the  large  Montmorency  mills  are  just  outside 

Let  us  have  your  orders 

And  prove  our  ability 
to  serve  you 

Promptly  and  EKiciently 

We  specialize  and  carry  a  complete 
stock  of 

General  Dry   Goods 

One  of  our  12  travelers  will 

gladly  call  upon  request. 

McCall,  Shehyn  &  Co. 

Quebec 

the  city.  Quebec  has  also  a  reputation  as  a  fur  and  hat 
centre,  besides  manufacturing  many  lines  not  so  closely 
allied  to  dry  goods. 

important   Industries. 

In  dry  goods  manufacturing  lines  Quebec  has  long 
held  a  reputation  as  a  corset  centre  and  has  two  very 

important  factories.  The  city  also  has  a  good  garment 
and  whitewear  factory,  while  across  the  river  at  Levis 
is  another  important  whitewear  factory. 

As  a  wholesale  distributing  centre  it  may  easily  be 
seen  that  Quebec  possesses  facilities  almost  unequalled 
by  any  other  centre.  The  marked  development  of  the 
pulp  industry  and  the  growth  of  the  province  is  not 
exceeded  by  the  aggressiveness  of  Quebec  City  wholesale 
dry  goods  trade.  Quebec  has  many  important  dry 
goods  and  specialty  houses  who  are  keen  to  look  after 
the  wants  of  the  section  they  cater  to. 

Wrapping    Paper    and    Twine 
Millinery  Bags 

Prices  Right  Send  for  Samples 
ST.   LAWRENCE  PAPER  BAG  CO. 
71-75  SAULT   AU   MATELOT    ST.,    QUEBEC. 

gSc YOU cSc 
may  not  know  it, 

if  you  have  never  seen  the  samples 

of 

The  Campbell 
Shoe  Co,,  Limited 

Quebec 
that  they  have  goods  that  are 

"snappy"  and  sure  trade 

winners,  and  will  please 

C$E 

YOU 
Write  us. cSc 
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Department  "E" /^UR  Dress  Accessories  Department  offers 
^^  you  the  advantages  in  assortment  and 
value  of  a  group  of  specialty  houses,  and  the 
service  and  organization  of  the  largest  whole- 

sale dry  goods  house  in  Canada. 

Our  Ribbon  Stock 
is  now  complete  in  all  our  well-known 
numbers : 

Taffetas  S5,  Sioo,  S20,  E3,  Eio. 

Duchess  Satin  Ribbons  in  all  widths,  No. 
1081. 

We  have  added  some  remarkably  good 

values  in  Moire  Ribbon  in  all  colors.  They 
are  sellers. 

Full  assortment  of  Baby  Ribbons  always 
in  stock. 

Veilings 
The  novelties  wanted  by  every  fashionable 

lady  in  the  land  can  be  found  in  our  Veil- 

ing Department — Note  our  values. 

Embroideries 
We  offer  the  largest  and  best  selected 
stock  ever  shown  by  us— we  have  secured 

many  lots  at  prices  that  mean  big  busi- ness. 

Our  "Hummer"  Embroidery  Lot  is  a 
line  that  cannot  be  overlooked. 

Our  line  is  full  of  Novelties,  the  very  lat- 
est goods  from  the  Swiss  market,  lines 

that  could  not  be  shown  in  any  import 
line  earlier  in  the  season. 

We  Sho7v  the  Really  AVxt-  Lities 

Flouncings  from  12  in.  to  54  in.,  a  stronj^ 
feature  this  season. 

Novelties  in  Waist  Patterns. 

Goods  by  the  yard  in  small  pieces  to  suit 

any   trade. 

A  Big  Assortment  of  Laces 

Our  assortment  of  Leading  Laces,  such  as  Vals,  Malines,  Torchons  and  imita- 

tion Real  Torchons,  is  unequalled.  The  "Drives"  that  we  have  secured  should 
not  be  overlooked,  as  they  ensure  a  big  business.  All  our  travelers  have  samples. 

Assortments  1,  2,  3,  4  and  *'Hummer"  are  attracting  great  attention. 
Guipure  and  Irish  effects  are  in  good  request. 

Ladies    Umbrellas.   Full  Assortment  at  Popular  Prices 

Greenshields  Limited 
Montreal 

Please  mention  Tiif  Rriic.i'  to  Adicrtisrrs  and  77;,-i>     Trai'c'iers 



Side  Frill  Effects  Figure  Among   Neckwear  Leaders 
New  Styles  in  Blouses  and  Dresses  Make  for  Good  Season  in 
Collars  and  Jabots  —  Dutch  Collars  Booked  for  Revival  —  Large  and 
Handsome      Buttons  —  Metallic     Beaded     and     Embroidered     Laces. 

MANUFACTURERS      are     enthusiastic   
over   the 

prospects  before  the  neckwear  business  as  the 
prevailing   styles   in   blouses   and   dresses     are 

such  as  make   for   the   sale   of   pretty   and   at- 
tractive neck-pieces. 

Fancy  stocks  of  net  and  laces,  with  touches  of  col- 
ored silks,  etc.,  for  trimming-,  and  with  beads,  spangles, 

and  jets  used  on  the  more  lavishly  trimmed  numlors, 
have  been  among  the  best  selling  models.  New  ideas 
along  these  lines  are  being  put  out,  and  it  looks  as 
though  there  would  bo  a  demand  for  these  styles  up  to 
Easter. 

The  demand  for  maline  bows  of  all  kinds  has  been  a 

big  one,  but  in  Canada  now  that  furs  have  to  be  worn 

there  'is  likely  to  be  some  falling  off.  Such  is  their  pop- 
ularity in  New  York  at  present  that  it  is  expected  that 

maline  bows  will  be  one  of  the  items  of  Spring  selling. 
One  reason  why  maline  bows  remain  m  favor  is  that 

they  are  now  made  from  "waterproof  maline,  and  when 
made  from  this  fabric  the  bow  gives  so  much  better  ser- 

vice that  this  fact  is  adding  to  the  life  of  tho  fashion. 

Fancy    collar  of  silk  and   net,   showing   the   new   effect  in    jabot 

—  Shown  by   R.  D.  Fairbaira   Co.,  Toronto. 

Ruchings  continue  to  sell  exceptionally  well  and  will 

continue  to  do  so  in  the  opinion  of  experts.    Cord  ruch- 

ings are  immensely  popular  and  are  being  taken  in  white 
and  colors  as  well  as  in  gilt  and  silver.  Fold  effects  are 

the  b'ig  rival   of     cords   and   flat  folds   in   satin,    chiffon, 

A  new  model  Dutch  coiljr  for  Spring  -    Shown 
by  Ladies'  Wear,  Ltd.,  Toronto. 

rrepc,  net  and  maline  in  one,  two,  and  three-fold  effects 
are  shown,  and  al-o  in  combination  of  the  above  ma- 

terials with  gold  and  silver  tissue,  are  the  ones  shown. 
While  there  is  nothing  particularly  new  showing  in 
ruching  lines,  ruchings  are  strong  and  are  likely  to  con- 

tinue so.  Possibly  as  the  season  advances,  some  novel 
L'ffects  may  develop. 

It  looks  as  though  the  side  frill  effects  were  to  be 
the  leading  style  tendency  for  the  coming  Spring.  As 
ytt  these  styles  have  only  taken  with  the  better  trade, 
but  now  that  the  roll  collar  with  the  low  side  fastening 
is  to  be  such  a  marked  feature  of  Spring  styles,  there  is 
little  question  that  side  effects  will  come  first  from  a 
fashion  standpoint.  This  fashion  has  been  adopted  in 
a  marked  manner  in  Paris,  and  will  doubtless  also  be- 

come the  fashion  here. 
Yokes  and  chemisettes  of  lace  and  lawn,  and  of  lace 

and  net,  will  be  included  in  Spring  lines.    As  they  must 
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fit  perfectly  they  extend  fo  the  arms  and  are  shaped  like 

the  top  part  of  a  high  bodice.  Some  have  sleeves  at- 
tached, and  they  are  shown  with  both  the  high  and  the 

Dutch  neck. 
Dutch  collars  will  certainly  see  a  revival  with  the 

opening  of  the  Spring  season,  and  as  a  fact  it  would 
not  be  surprising  if  Dutch  collars  were  even  better  sellers 
than  last  year,  but  as  the  new  styles  are  not  out  yet  it 
is  early  to  make  predictions  in  this  respect. 

One  thing,  however,  is  certain,  and  that  is  there  will 
be  novelty  points  that  will  show  that  the  collars  are 

this  year's  style.     Jabots  to  match  will  be  a  big  feature. 

New   and  effective  style   of    iabot,   made  of   soft    Swiss   muslin    and 

French   valenciennes —  Shown   by   R.   D.  Falrbairn  Co.,   Toronto. 

and   there    will    certainly    be    numberless   jabot    and    bow 
lines  shown. 

In  high-priced  neckwear,  Irish  crochet  still  stands 
pre-eminent.  Stores  which  have  pushed  this  class  of 
neckwear  have  done  a  large  business,  and  in  stock,  collar 
and  jabjt  forms,  Irish  crochet  will  continue  good 
through  the  coming  season.  Though  the  first  cost  is 
higher  than  popular  pnced  neckwear,  there  is  no  end  to 
the  wearing  qualities  as,  when  washed,  they  are  new  and 
fresh  again. 

Trimmings  and  Buttons. 
Buttons  are  still  to  the  fore  as  a  trimming  as  well 

as  for  their  proper  use  as  a  fastening.  Not  so  many  but- 
tons  are  used,   but   those  seen   are  both  larger   and     are 

also  handsomer.  Pearl  buttons  are  in  evidence,  and  so 
are  handsome  metal  buttons  in  both  gilt  and  silver.  One 
two  or  three  buttons  fasten  the  front  of  a  coat^,  and  there 
are  buttons  also  in  the  sleeve  and  back. 

A  decided  noveity  in  jabots  —  Shown  by 
Ladies'  Wear,  Ltd.,  Toronto. 

For  trimming  the  summer  linens  and  cottons,  ivory 
buttons  are  shown  in  all  the  new  colors  and  shades  to 
match  the  cloth.  Many  of  these  have  the  dull  satin 
finish. 

Crochet  buttons  are  also  used  extensively.  These 
crochet  buttons  are  shown  in  many  shapes,  though  the 
dome  and  ball,  and  flat  shapes  are  those  generally  used. 
Some  are  oval,  and  cylindrieaj,  and  are  intended  to  be 
made  into  frog  fastenings  with  cords,  etc. 

Novelty  Dutch  collar  with  iabot   for  Spring- 
by  Ladies'  Wear,  Ltd.,  Toronto. Shown 

Gold  is  to  be  a  Nig  feature  in  the  new  trimmings  and 
all  manufacturers  of  dress  trimmings  are  preparing  for 

a  big  year.    Prices  are  going  up   on   tinsel,   and  a   veiy 
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1910 
The 
Banner 
Year 
for 
Buttons 

The  exclusive  Button    house  of  Ontario 

will  have  their  staff"  of  salesmen  out  early 
in  January  showing  their  extensive  range 
for  spring. 

We  have  again  made  special  preparations 
to  be    the   leaders  in  cabinets  of  staple 
2  and  4  hole  centre  ball  and   self  shank 
pearl  Buttons. 

It    will    pay    merchants   to  write   in    for 
sample  cabinets  where  our  travellers  did 
not  call. 

Special  attention  given  to  all  mail  orders 
Almost  everything    in   a    Button  i«  found    here. 

The  Ontario  Button  Co. 
aerlin  ::  ::  ::  Ontario 

TO  THE 

WHOLESALE  TRADE 

ONLY 
We  manufacture  every  kind  of 

Fine  Ivory,  Pearl,  Covered  and 

Horn 

BUTTON 
and  have  many  exclusive  and   novel 

designs  to  offer. 

Let  us  have  your  enquiries.     Ours  is 

a  profitable  line  to  handle. 

big  advance  is  expected.  The  production  of  tinsel  is  in 
the  hands  of  only  a  few  firms  and  any  extra  demand  soon 
exhausts  the  supply. 

All  the  new  braids  and  dress  trimming-s  show  either 
gold  or  some  metal  in  its  combination,  other  combina- 

tion being  silver,  gun-metal  and  copper.  In  braids, 
soutache  is  still  a  factor  and  some  elaborate  braided 

effects  are  shown.  Satin  soutache  is  newer  than  rat-tail 
and  is  very  freely  used. 

For  trimming  wash  suits,  some  of  the  best  manufac- 
turers are  using  simple  little  wash  braids  in  cotton  with 

coral  stitch  and  other  patterns. 

•I- Laces. 

During  the  Fall  and  Winter  there  has  been  more  lace 
usod,  both  for  millinery  and  for  trimming  purposes,  than 
for  some  seasons.  Chantilly  and  Spanish,  and  other 

light  net  laces  are  in  high  favor  for  the  trimming  of 
evening    gowns,     etc.        This  vogue,  it  is  expected,     will 

Richard  Roschman  &  Bro. 
WATERLOO.  ONTARIO 

Lace  stock  collar,  with   bias  jabot  ~  Stown 
by  Ladies'  Wear,  Ltd.,  Toronto. 

become  more  extended  when  Spring  arrives.  The  novelty 
in  this  connection  is  a  new  light  lace,  much  resembling 
Chantilly,  but  also  having  something  of  the  nature  of 

\'alenciennes.  This  lace  is  called  maline  and  has  a 
light<,  yet  firm,  net  ground  and  pretty  Spring  patterns 
outlined  with  a  sparkling  strand  of  wood  silk.  Allo\^rs, 
bands,  galoons  and  flouncings  are  shown  in  this  lace,  and 
also  handsome  scarfs.  Some  of  the  patterns  are  Moyen 

Age  in  do^^ig^.  showing  griffins,  dragons  and  other  mythi- cal birds  and  beasts. 

For  many  purposes,  Irish  crochet  is  much  used.  It 
is  the  favorite  neckwear  lace,  and  stocks,  jabots,  coat 

sets,  both  entirely  of  crochet  or  trimmed  with  it,  have 

the  first  place  in  expensive  neckwear  lines.  Heavy 

trimming  bands  and  allovers  in  an  almost  perfect  imita- 
tion are  also  shown. 

Metallic,  beaded  and  embroidered  laces  are  again 

shown  and  are  especially  strong.  This  applies  especially 

to  fancy  nets  and  allovers  which,  together  with  bands, 

are  being  taken  in  large  quantities.  For  popular  selling 

and  lor  waist  and  dress  trimming  the  manufacturers  are 
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tt)at  5  wiU  bup  TiZibbons  fvom 
S'Aje  Specialtp  TtZibbon  Tbouse 

SBccauBC 
5  can  secuve  wider 
assortments  and  c^^ 
ceptional  values, 

SBccauBC 
Sf  can  get  sevvice  of 
a  supeviov  kind  and 
delivevp  bp  return 
without  fail, 

MecauBC 
^bcSpecialtpT/Zibbon 
Tbouse  cavvies  a  stock 
of  TRibbons  tf)at  pvo^ 
tects  me. 

♦  ♦ 

Maltev  lb.  JBavvp  d  Co, 
Wbc  TtZibbon  Ibouse  of  Canada 

Cor.  Bt  James  and  Wictovia  Bquave,  Montreal 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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J.  V.  SHANTZ D.  B.  SHANTZ 

HANUFAGTUREBS  OF 

FINE  LINES  OF  BUTTONS 
IVORY,  HORN,  PEARL,  PEARLEFTE 
All  leading  Wholesale  Houses  handle  our  goods  in  Canada, 
and  leading  button  houses  in  the  United  States,  who  recognize 
our   goods   as   of  the   best  manufactured   on  the   continent. 

THE 

Jacob  Y.  Shantz  &  Son  G° 
BERLIN,  ONTARIO 

Factories:  Berlin,  Ont.;  Buffalo,  N.Y. 

Warehouse;  Chicago,  111. 

LIMITED 

PARASOLS 
  AND   

UMBRELLAS 

Special  Attention 
to 

Letter    Orders. 

THE  IRVING  UMBRELLA  CO. 
LIMITED 

79-83  Wellington  St.  West    -    Toronto 

showing  very  handsome  designs  in  Yenisei,  and  together 
with  Cluny,  torchons,  Maltese  and  Valenciennes,  a  big 
business  will  be  done  in  these  laces. 

Among  the  novelties  in  nets  are  the  craquelles,  print- 
ed in  pine  and  Oriental  patterns.  Chiffons,  particularly 

the  shot  chiffons,  promise  to  be  a  big  factor  in  Spring selling. 

Embroideries. 

Embroideries  are  certain'  of  an  extensive  vogue  and 
hand-embroidered  goods,  both  for  household  and  for  per- 

sonal wear,  were  never  more  in  demand.  Embroidered 
dresses,  not  only  in  white,  but  in  solid  color  worked  in 
the  new  basket  weave  linens,  have  been  freely  ordered  by 
the  best  trade,  and  as  for  embroidered  bed  spreads,  plllow 

Cascade    iabol  of   fine   bretonne  net,  trimmed   with     fine    Valenciennes 

edging  —  Shown   by  R.   D.   Fairbairn  Co.,  Toronto. 

covers    and    other   household   articles,    prospects   for    free 

selling  were  never  better. 
The  great  vogue  of  hand  embroideries  naturally  in- 

fluences the  sale  of  the  machine-made  goods,  and  both  in 
the  useful  trimming  lines,  consisting  of  allovers,  edgings, 
flounces  and  insertions  a  big  business  will  be  done. 
Beautiful  eSects  in  novelty  designs  are  shown  and  have 
been  freely  taken  up,  among  these  may  be  mentioned  the 
new  outwork  patterns.  These,  for  the  most  part,  come 
in  bands,  and  are  worked  on  fairly  coarse  linen,  and  are 

very  striking  and  handsome.  Besides  the  blouse  front- 
ings,  and  semi-made  blouses  and  robes,  other  garments 
partly  made  so  as  to  be  embroideredi,  such  as  corset 

covers,  chemises,  drawers,  frills  and  infants'  and  child- 
ren's dresses  now  come  in  this  fashion.    Eyelet  patterns 
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IT  IS  A 

FOWNES 
That  is  all  you  require  to  know 

about  a  Glove 

Fall  1910  samples  now  being  shown  by  our  travelers 

Fownes  Bros.  &  Co. 
Coristine  Building,  Montreal 

We  are  Specialists  in 
BUTTONS 

and  are  prepared  with  promptness  co  fill    orders   for 

IVORIES— for  Men's  and  Ladies'  Wear. 
PEARLS-Fancy  and  Staples. 
COVERED-Crochet,  etc. 
METALS— In  all  designs. 

Our  Special  exclusive  patterns  in  Ivory  and   Pearl  have    holes 
well  rimed  and  are  done  up  in  our  famous   DOUBLE  BOXES. 

We  invite  your  enquiry. 

Merchants  Button  Company    -    Waterloo,  Ont. 

W.  A.  Reid Telephone  j(xmS  Main 
S.  E.  Porter 

REID  &  PORTER 
Manufacturers'  Agents 

230  McGill  Street  ::  MONTREAL 

BEING  commissioned  by  Messrs.  Carless,   Whitaker  and   Bignold,  of  London,  Eng.,  leading  manu- 
facturers of  Sunshades,   to  show  their  goods  for  Spring  Season,    1910,  in  Ontario  and  Eastern 

Canada,  would  be  glad  to  receive  enquiries  that  may  lead  to  dates  being  arranged  for  showing 

this  excellent  range  of  Children's,  Misses'  and  Wbme?t's  Parasols  at  Ottawa,  Toronto,  Hamilton,  London, 
etc.,  and  at  their  warerooms  in  Wilson  Chambers,  at   230  McGill  Street,  Montreal,  Canada. 

^  This  shouldprove  anexcellent  opportunity  for  those  interested  in  these  lines  to  buy  from  the  manufacturer. 

Please  mention  The  Rcvieiv  to  Advertisers  and  Their   Travelers, 
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are  shown — as  well  as  wheels,  scrolls,  etc.  Corset  cover 
embroideries  are  shown  in  a  variety  of  patterns,  some  of 

them  developed  on  cross-bar,  dimity  and  spot  g'rounds. 

A  late  creation  in  net  and  tubular  silk  piping      Shown 

by  Ladies'  Wear,  Limited,  Toronto. 

Ribbons. 

While  there  is  not  any  great  enthusiasm  regarding: 
ribbons  for  Spring,  there  is  an  undercurrent  of  feeling  in 
the  trade  that  they  will  be  in  a  stronger  position  than 
they  have  been  for  some  time.  The  probabilities  are  that 

millinery  for  Spring  and  Summer  will  call  for  more  rib- 
bons and  this  will  liven  the  trade. 

Velvet  ribbons  are  expected  to  do  welli,  and  in  the 
better  grades,  brocades  and  combinations  of  satm  and 
moire  are  likely  to  be  in  demand. 

From  the  yardage  point  of  view,  moire  ribbons  have 
been  the  leading  sellers,  and  both  for  the  millinery  and 
for  counter  purposes,  moires  have  been  the  popular 
sellers.  The  talked  of  novelty  are  the  glaces  or  shots, 
and  as  shot  fabrics  are  to  attain  some  prominence,  a 
certain  vogue  for  shot  ribbons   is  assured. 

•4- 
Gloves. 

As  the  Spring  approaches  it  is  becoming  more  evi- 

dent that  the  kid  glove  situation  is  serious.    It  'is    now 

Satin   elastic   belt,  trimmed  with  soutache  braid   and  iet  nail- 

heads,   iet  buckle,  a  very  effective  design  —  Shown  by 
R.   D.    Fairbairn  Co.,   Toronto. 

admitted   that   deliveries   will   be   bad   and   repeats     will 
command  still  higher  prices. 

This  situation  is  largely  due  to  three  causes,  the 
large  amount  of  American  orders,  high  price  of  leather 
and  difficulty  in  getting  glove  sewers. 

Both  the  shoe  business  and  motoring,  which  uses  so 
much  leather,  have  eontril.»ated  to  the  exceptionally  high 
leather  prices.  After  the  slump  in  the  glove  business  and 

the  change  of  fashion,  glove  workers  sought  other  occu- 
pations. Now  that  trade  is  good  again  they  can  be  se- 

cured only  at  advanced  prices.  Experienced  labor  is 
scarce  and  commands  a  high  price. 

The  situation  has  been  met  in  various  ways  by  glove 
importers.    Nearly   all   have  maintained   standard   prices, 

New   effect    in    leather   and  elastic  bell,    made    in    black  and  colors. 

with    steel  or  jet  studding  —  Shown  by  R,  D.  Fairbairn  Co..  Toronto. 

but  qualities  are  not  so  good.  In  better  lines  the  pro- 
blem has  been  met  by  a  raise  in  prices.  Large  retailers 

particularly  who  recognize  the  gravity  of  the  situation 
have  ordered  freely  for  Spring,  but  importers  state  that 
broadly  speaking  orders  have  not  been  exceptional.  It 
is  now  certain  that  many  stores  will  have  difiSculty  in 
getting  supplies  for  Easter  trade,  as  already  importers 
have  stopped  selling  for  that  delivery.  The  retailer  who 
acts  on  the  principle  of  buying  from  stock  all  staple 
lines,  will  have  trouble  this  season. 

Apparently  retailers  fail  to  realize  that  goods  have 
to  be  manufactured  after  the  order  is  given  to  the  fac- 

tory and  that  this  usually  requires  four  months.  The 
goods  have  to  be  cut  and  dyed,  as  each  country  differs 
from  others  in  the  shades  required,  and  in  the  case  of 
white  gloves  the  leather  has  to  be  bleached  and  a  week 
of  bad  weather  means  a  week  later  in  the  completion  of 
the   order.    Further,   the  sewing  of  the  gloves  is  farmed 

A  jabot  featuring  silk  and  net  —  Shown  by 
Ladies'  Wear.  Ltd.,  Toronto. 

out,  and  this  means  considerable  time  before  all  the 
work  is  returned,  and  the  goods  are  ready  for  shipping. 
The  factories  do  not  carry  stock,  and  it  is  impossible  to 

get  goods  at  onc€.    But  even  in  view  of  past  difficulties 
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CASH'S C  olored  Wash  Trimmings 
The  most  desirable  trimming  for  Ladies'  Blouses 
and  Children's  Summer  Wash  Dresses.  Made  in 
large  variety  oi  designs  ?ind  guarajiteed  fast  colors. 

They  are  widely  advertised  and  no  embroidery 

stock  is  complete  without  them. 

SAMPLE  CARD  AND  PRICE  LIST 
CAN       BE       OBTAINED       FROM 

J.  and  J.  Cash,  Limited,  South  Norwalk,  Conn.,  II.S.A. 
or  from  Montreal  Agents,  E.  O.  BARETTE  &  CO.,  40  Victoria  Square See  page  152 

The   Standard   Umbrella  Manufacturing  Company 
215  Notre   Dame  Street  West  ....  MONTREAL 

MAKE  UMBRELLAS  ONLY 
They   arc    unexcelled   in    value.  -  -  Our   travellers   are   out  for  Spring. 

Don't  place   your  orders   before  seeing  their  range. 

BRITISH  AMERICAN  DYEING  CO. 
The    Largest  and    Best 

Equipped 

DYE  WORKS 
In    the   Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons    and  Velveteens,     Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

AUo FEATHERS,    SILKS.    VELVETS.    RIBBONS.    LACE.    ETC. 

^"^  ̂ SI^Ji^Ltir^""^      MONTREAL TORONTO OTTAWA 
QUEBEC _J 

If  your  business  can  stand  improvement,  you  and  your  clerks  need 
to  read  the  Dry  Goods  Review  each  month.  Price  $2  per  year.  Send 
your  order  now.  Dry  Goods  Review  Subscription  Department,  1 0 
Front  Street  East,  Toronto, 
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in  regard  to  shipments,  it  does  not  seem  possible  to 
persuade  retailers  to  place  reasonable  orders  early. 

Importers  are  basing  their  prices  upon  the  expecta- 
tion that  the  French  treaty  will  be  effective  early  in  the 

year.  This  means  a  reduction  from  35  to  -30  p.c.  duty 
on  kid  gloves. 

There  has  been  an  exceptional  demand  for  white 
gloves  for  Easter  delivery.  Fancy  colors  have  been 
asked  for  in  small  quantities,  blacks  are  good  sellers, 
and  there  is  the  usual  demand  for  tans.  Chamois  gloves 
are  becoming  even  more  popular,  The  fancy  for  thes« 
gloves  has  led  manufacturers  of  fabric  gloves  to  bring 
out  imitations  of  chamois  in  knit  gloves.  One  of  the 

lines  for  Fall,  for  ladies'  wear  is  a  washable  glove,  knit 
of  extremely  fine  yarn  in  a  very  close  stitch,  which  comes 
in  white,  closely  resembling  white  buckskin  or  in  the 
natural  chamois  shade.    Suedes  are  exceddingly  popular. 

Heavy  silk  gloves  for  ladies'  or  men's  wear  should 
do  well  for  Fall.  A  new  line  has  an  entire  lining  of 

cashmere,  and  this  combined  with  the  cold-resisting 
qualities  of  the  silk,  makes  this  class  of  glove  very  de- 

sirable for  cold  weather  wear.    Owing  to  its  pliability  it 

Montreal  Wholesalers  Meet. 

At  the  annual  meeting  of  the  Montreal  Wholesale 
Dry  Goods  Association,  on  Dec.  15th,  a  full  attendance 
discussed  two  important  bills  soon  to  be  brought  before 

parliament — Fire  Insurance  and  the  Co-operative  Bill. 

Gown  of  chaniiUy  and  chiffon  over  rose  liberty.  The 
cabochons  on  skirt  are  of  cut  jet  and  the  ornaments 
on  corsaee  of  pearl  and    metal   passementerie. 

is  particularly  suitable  for  men  engaged  in  outdoor  work 
which  necessitates  writing.  These  gloves  come  in  a  good 
range  of  colors. 

THOMAS   BROPHY 

Of   Brophy,  Parsons  &  Rodden,  Ltd.,  President  Montreal 
Wholesale  Dry  Goods  Association. 

The  congested  wholesale  business  district  m  Mon- 
treal complains  of  the  high  rate  asked  for  short  term 

policies  at  seasons  of  the  year  when  stock  is  heavy,  and 
also  of  the  inability  to  fully  insure  in  line  companies, 
A  petition  has  been  circulated  and  signed  by  leading 
business  men  requesting  attention  to  these  points  and 
others  when  the  Fire  Insurance  Bill  is  considered  in 

parliament. 
Regarding  the  Co-operative  Bill,  the  Association 

contend  that  this  bill  should  only  be  granted  upon  the 
same  terms  as  are  given  any  other  limited  concerns. 
Several  clauses  in  the  Bill  are  considered  unfair,  such  as 

that  allowing" seven  people  subscribing  a  dollar  each  to 
form  a  company  and  get  a  charter  without  charge.  It 
would  also  be  permitted  this  company  to  obtain  loans 
upon  this  capital.  Measures  will  be  taken  to  point  out 
the  unfairness  of  this. 

Strictly  trade  matters  upon  credits,  etc.,  are  now 
left  to  the  Dominion  Wholesale  Dry  Goods  Association 
to   discuss. 

Mr.  R.  A.  Brock,  of  the  W.  R.  Brock  Co.,  Ltd., 
Montreal,  the  retiring  president,  gave  a  good  account  of 

the  year's  work.  He  was  chosen  as  the  association's 
nominee  for  election  to  the  Council  of  the  Board  of 
Trade. 

The  election  of  officers  for  1910  resulted  as  follows, 
and  meetings  will  be  held  throughout  the  year  : 

President — Thos.  Brophy,  of  Brophy,  Parsons  & 
Rodden,  Ltd. 

Vice-President — A.  Racine,   .Ir.,  of  A.  Racine  &  Co. 

Treasurer — Robert  Hinderson,   manufacturers'   agent. 
Directors — Thos.  E.  Hodgson,  Hodgson,  Sumner  & 

Co.,  Ltd.;  G.  R.  Martin,  P.  P.  Martin  &  Co.;  R.  W. 
MacDougall,  of  The  Gault  Brothers  Co.,  Ltd.;  R.  N. 

Smyth,  H.  L.  Smyth  &  Co.,  manufacturers'  agents. 



British  Merchants  Assert  Themselves  in  the  Campaign 

Organized  for  the  Purpose  of  Impressing  Their  Requirements  — 
Cotton  Spinners  Keeping  Output  Down  to  Narrow  Compass— End-of- 
the-Year  Wool  Prices  at  High  Level— Increased  Enquiry  for  Tweeds. 

'  Staff  Correspondence. 

London,  Eng.,  Office,  Dry  Goods 
Review.  88  Fleet  St.,  E.G. 

Office  of  Dry  Goods  Review, 
88  Fleet  Street,  E.G., 

London,  Eng.,  Dec.  24. 
The  holiday  season  has 

had  an  improving  effect 

upon  the  wholesale  trade. 
The  November  business  was, 
on  the  whole,  scarcely  up 
to  standard,  and  results 
were  further  lowered  by  the 

large  number  of  job  lines 
sold  during  the  month. 

The  Christmas  bazaar 
attractions  are  unusually 

good  this  year,  and,  natur- 
ally, the  North  Pole  and 

arctic  scenes  are  to  the  fore. 

Bears,  alive  and  of  plush, 
are  another  Avell-worked  at- 

traction, but  one  of  the  best 
schemes  used  this  year  is 
that  of  T.  W.  Thompson  & 

('o.,  Tottenham  Court  Road,  which  includes  a  panoramic 
view  of  the  British  Fleet  off  Southend.  The  lights  are 
arranged  so  that  the  change  from  daylight  to  dark  is 
gradually  brought  about,  and  the  lighted  battleships  make 
an  imposing  show.  The  trade  side  is  represented  by  an 

electric  sub-marine,  that  makes  a  voyage  through  what 
looks  like  a  real  sea,  and  returns  with  a  cargo  for  which 
sixpence  per  share  is  demanded,  a  real  admiral  in  full 
uniform  taking  the  money. 

Traders  Well  Organized. 

Considering  the  amount  of  legislation  that  has  passed 
through  the  late  parliament,  having  for  its  object  the 
regulation  of  conditions  in  the  drapery  and  allied  trades, 
it  is  not  astonishing  that  these  interests  should  be  taking 
measures  to  impress  candidates  for  parliament  with  their 
numerical  strength  and  influence. 

Traders  are  well  organized,  better  so  than  ever  before, 
and,  therefore,  better  able  to  put  their  requirements  up  to 
prospective  members  in  such  a  form  as  to  show  the 

strength  of  their  backing.  This  is  of  the  utmost  import- 
ance at  a  time  when  so  many  important  trade  interests 

have  to  be  defended  from  the  attacks  of  faddists  and  ex- 
tremists of  all  kinds. 

The  National  Chamber  of  Trade  is  formulating  a  series 
of  questions  to  be  put  to  candidates  by  local  associations, 
the  object  being  not  so  much  to  have  candidates  pledge 
themselves  to  certain  courses  of  action,  as  to  educate 
future  members  as  to  the  trade  side  of  the  many  ques- 

tions likely  to  be  dealt     with  in  the  near  future. 

Bradford. 

There  was  only  a  small  offering  of  wool  for  the  last 

sale  of  the  year,  and  it  sold  well  up  to  the  hig-hest  of  last 
September's  rates.  The  home  trade  and  continental 
biiy.&rs  were'the  chief  operators,  as  the  American  contin- 

gent, apparently,  were  in  want  of^  cross-breds  in  the 
gresisy  st^te,  and,  as  this  class  of  wool  was  not  to  be  had 

if  quantity,  their  takings  were  not  large,  and  for  what 

they  bought  they  have  paid  the  extreme  price.  Cross- 
breds  are  up,  and,  taking  the  market  as  a  whole,  medium 
and  course  qualities  are  up  Jd.  to  Id.  over  September 

prices. It  is  evident  from  the  course  of  the  sales  that  the 

United  States  is  well  supplied  with  merino  wools,  and  the 

larger  buying  has  come  from  the  home  and  the  contin- 
ental trade.  While  the  best  grades  have  sold  on  a  parity 

with  last  September's  prices,  medium  and  average  wools 
are  lower.  The  surprise  of  the  sales  is  the  advance  in 
New  Zealand  wools,  the  medium  and  coarse  qualities  of 

which  are  up  quite  Id.  to  IJd.  This  advance  is  due  to  the 
home  demand. 

London  values  continue  above  those  of  the  Bradford 

market.  Although  the  large  advance  has  taken  place  in 

the  coarser  kinds  of  cross-breds,  the  feeling  here  is  that 
these  wools  will  go  higher  in  the  near  future.  Large  ord- 

ers have  been  received  for  combed  cross-bred  yarns  for 
export,  and  there  is  a  growing  demand  in  Bradford  and 
district,  for  both  warp  and  weft  yarns  of  this  kind. 

It  is  quite  evident  that  this  call  for  woolen  cloths 
will  be  marked  during  the  fall  season  of  1910,  and  the 
makers  of  these  cloths  are  assured  that  they  have  a  busy 
season  ahead  of  them. 

Manchester. 

The  tendency  of  raw  American  cotton  values  is  still 

upward,  and  spinners  are  keeping,  as  a  rule,  their  opera- 
tions down  to  the  narrowest  possible  compass.  Egyptian 

cotton  is  advancing  in  sympathy  with  the  American  mar- 
ket, and  some  qualities  show  quite  a  id.  per  lb.  advance. 

There  is  little  improvement  in  the  yarn  market,  as 

manufacturers  do  not  go  beyond  their  most  pressing  re- 

quirements. 

In  the  distributing  end,  business  for  the  home  trade  is 
decidedly  better  than  it  was  a  year  ago,  but  the  high 

prices  are  interfering  seriously  with  profits.  They  are 
certainly  not  helping  the  export  trade,  and  many  makers 
of  standard  cloths  have  a  considerable  amount  of  idle  ma- chinery. 

W.  F.  Bewley,  managing  director  of  Rylands  &  Sons, 

was  presented  with  a  handsome  testimonial  upon  the  com- 
pletion of  his  fiftieth  year  of  service  with  the  firm.  His 

fellow  directors  also  presented  him  with  a  gold  watch 
suitably  engraved. 

Horrockses,  Crewdson  &  Co.,  have  donated  £100  to 
the  funds  of  the  Salford  Royal  Hospital. 

North  of  Ireland. 

Flax  prices  are  advancing.  Not  only  is  home-grown 
flax  advancing,  but  Russian  flax  is  also  higher  and  the 
recent  advances  in  the  Holland  and  Belgian  markets  are 
fully  maintained. 

Manufacturers  are  booked  far  ahead,  and  do  not  look 
with  favor  on  new  business.  All  classes  of  linens  are 

selling.  Not  only  is  the  export  trade  in  a  satisfactory 
condition,  but  there  is  a  decided  improvement  in  the  home 
demand.  Canada  continues  to  be  a  good  customer,  and 
good  orders  continue  to  come  from  that  quarter. 
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Constant  Improvement 
in  service  is  what  we  aim  to  give  our  customers. 

This  year  we  hope  to  improve  our  service  by 

shipping  Spring  Goods  one  month  earHer  than 
in    1909. 

At  the  present  time  we  have 

Two  Buyers  in  Paris 
who  will  remain  there  as  long  as  possible,  so  as 

to  secure  the  very  latest  styles  and   novelties 

We  are  well  stocked  with  the  staple  lines  of  millin- 

ery, and  are  prepared  to  fill  sorting  orders  with 

promptness. 

^^^  Smith-Runciman  Co. Limited 

Toronto     Ottawa     Hamilton 

Winnipeg  St.  John,  N.B. 

Please  mention  The  RevieiJi'  to  Advertisers  and  Their   Traveltn 

m 



The  Millinery  Trade  Review 
Mourning  Goods  Show  Trimming  Effects  in  Wings,  Quills,  Flowers 

and  Flowers  Made  of  Crape— The  Veil  an  Important  Adjunct— Time 
to    go    Over    Made-up    Stock  —  Erasing    the     End-of-Season    Look. 

THOUGH  the  strict  rules  for  the  wearing  of  mourn- 
ing are  not  so  universally  observed,  some  period 

during  which  black  is  worn  is  always  kept.    Now 

tha't    waterproof    crape   is   to   be   obtained,   this 
abric  so  intimately  connected  with  mourning  wear  is  being 
increasingly  worn. 

This  has  been  very  noticeable  within  the  past  two 

j'ears,  and  not  only  is  more  crape  worn,  but  more  peo- 
ple than  used  to  do  wear  complimentary  mourning  upon 

the  death  of  a  near  friend. 

The  veil  is  an  important  feature  of  mourning  millin- 
ery. With  trailing  skirts,  the  veil  is  often  long  enough 

to  reach  to  nearly  the  hem  of  the  gown,  but,  as  a  rule, 
veils  are  either  fairly  or  medium  long.  They  are  finished 
with  wide  hems,  and  with  embroidered  borders.  Wide 
hems  are  fashionable,  and  these  are  carefully  put  en  by 

hand.  Veils  of  Brussels  and  point  de 'esprit  net  are 
bordered  with  crape,  and  veils  of  this  class  are  both  long 
and  of  ample  width.  Chiffon  veils  are  also  worn  edged 
with  fluted  ruffles  of  chiffon.  Veils  of  this  kind  are  made 

in  squares,  and  are  draped  shawl-fa.shion  over  the  toque 
or  bonnet. 

The  Mourning  Veil. 

The  best  veil  drapes  are  those  in  which  tlie  veil  is 

arranged  in  flat  box-pleats,  falling  directly  from  the 
back,  or  to  the  side.  The  illustrations  in  this  issue  will 

give  milliners  useful  hints  as  to  the  proper  arrangements 
of  the  mourning  veil. 

Mourning  millinery  is  always  conservative  as  to  shape, 
the  tendency  in  hats  being  always  toward  the  smaller, 
neater  shapes.  Toques  are  always  good,  and  the  sailor 
shapes  with  the  round  crown  and  flat  brim  are  favorites 

for  street  wear.  Bonnets  and  toques,  as  a  rule,  have 
rather  wide  coronets,  as  these  are  the  best  shapes  to  wear 
with  a  veil. 

Folds  are  always  fashionable  in  crape,  and  as  all  folds 
are  made  up  of  a  bias  strip  there  is  a  good  deal  of  time 
consumed  in  the  making  of  mourning  millinery.  For  this 
reason,  the  period  between  seasons  is  always  utilized  in 
houses  that  do  much  business  in  this  class  of  millinery 
for  the  making  up  of  crape  goods.  It  is  impossible  to 
produce  millinery  of  this  class  that  wil!  do  credit  to  the 

establishment  in  a  hun-y,  and  as  mourning  is  always 
wanted  quickly,  other  than  busy  times  should  be  used 
to  make  mourning  millinery.  This  can  be  easily  done,  as 
fashion  changes  affect  mourning  but  slightly. 

Trimmings  of  Wings,  Quills,  Etc. 

Elegant  mourning  shows  the  trimmings  simulating 
wings,  quills,  flowers,  etc.,  made  of  crape,  and  roses  of 
this  fabric  are  exqui-ite.  Other  mourning  fabrics  are 
used  in  the  same  way  for  fashioning  trimmings,  and  they 
are  bordered  and  combined  with  crape.  The  following 
are  some  clever  details  of  crape  decoration:  Berry  and 
gi-ape  clusters  are  made  of  crape  made  over  a  form  of 
cotton  wadding  and  mixed  in  with  black  foliage  or  foliage 

or  loops  of  crape.  These  crape  berries  are  used  in  rows, 
rosettes  and  clusters  as  well.  Another  excellent  form  of 

trimming  consists  of  plain  folds  about  ̂ -in.  wide,  braided 
together  and  formed  into  small  balls,  much  as  is  done 
with  soutache.  These  balls  are  suspended  by  a  heavy  silk 
thread,  are  formed  into  fringes  and  drooping  decorations. 
Discs  cut  out  of  buckram,  and  button  molds  covered  with 

crape  are  used  in  many  ways  by  clever  milliners.  Orna- 
ments, beads,  etc.,  of  dull  jet  are  worn  now. 

For  the  making  of  millinery  for  second  mourning,  dull 
silks,  faille  ribbons,  nets  and  black  flowers,  as  well  as 

jet  is  used. 
Silver  tissue  is  being  u.sed  to  trim  mourning  hats.  Black 

and  white  feathers  arc  also  used,  and  are  often  seen  on 
hats  combined  with  knots,  etc.,  of  silver  tissue. 

End-of-the  Season  Hints. 

Mude-up  stock  ought  to  be  most  carefully  gone  over 
and  hats  that  have  been  on  show  for  some  time  ought  to 
bo  retrimmed  altogether.  The  others  should  be  brushed 
and  the  trimming  brushed  and  pulled  out.  Ribbons  and 
piece  velvet  drapes  that  look  mussed  should  be  taken  off 

and  steamed  or  dry-pressed,  and,  if  there  are  any  faded 
places,  the  new  trimming  arrangement  when  replaced 
slunild  hide  these  faded  places. 

Boxes  and  cases  should  be  turned  out  and  all  rem- 
nants gathered  together.  These  should  be  sorted  out.  The 

clever  milliner  will  use  the  majority  of  these  odds  and 
ends  to  make  trimming  effects  for  hats  to  be  sold  at  bar- 

gain prices. 
Plumes,  as  a  rule,  need  never  be  sacrificed,  and  when 

a  hat  is  reduced,  the  plume  that  trims  it  should  always 
be  put  in  at  full  price.  If  it  is  of  an  extreme  color  that 
will  not  be  worn  in  the  coming  season,  plumes  will  always 

dye  black. 
Above  all,  do  not  let  that  end-of-the-season  look  be- 

come apparent  in  the  store.  Trim  your  cases  and  tables, 
and  windows,  as  neatly  and  as  carefully  as  in  the  palmy 
days  of  tlie  season. 

A  few  sprays  of  artificial  holly,  in  an  gilded  basket 
or  fancy  vase,  or  a  fancy  basket  filled  with  artificial  flow- 

ers, even  a  jardinere  with  a  growing  palm  or  fern  to  fill 
up  the  bare  spots,  will  make  the  store  look  smart  and 
help  to  sell  goods. 

A  well-kept  store  with  effectively  trimmed  and  fresh- 

looking  stock,  we'l  displayed,  will  go  far  to  insure  the 
sale  of  every  hat  in  stock.  The  customers  you  pleased 
now  will  be  so  well  disposed  towards  the  store  that  the 
milliner  will  get  their  trade  for  the  coming  season. 

The  Eag'e  Knitting  Co.,  Limited,  of  Hamilton,  manu- 
facturers of  "Hoodies'  Hygeian"  underwear  proposes  to 

extend  its  business,  and  make  important  changes  in  the 
name  by  which  it  is  known.  The  proposed  chancres  v-il] 
also  include  the  associated  industry.  The  Eagle  Spinning 
Mills,  Limited. 



Large  and  Medium  Sizes  Lead  Among  Importations 
Practically  all  of  the  French  Hats  Turn  Up— With  Return  of  Back- 
roll  Head  Sizes  Must  Decrease— Flower  Trade  Preparing  for  Demand  for 
Small  Effects -Grey,  Blue  and  Gold  Leading  Colors— New  York  News. 

Staff  Correspondence. 

Office  of  Dry  Goods  Review, 
160  Broadway,  New  York, 

January   2,   1910. 

IT  is  never  very  wise  so  early  in  the  season  to  be  posi- 

tive in  one's  assertions  as  to  what  will  or  will  not 
be  good.  At  this  early  date  no  one  knows,  and  all 
one  can  do  is  to  look  over  the  various  lines,  size  up 

the  situation  to  the  best  of  one's  ability,  and  get  a  con- 
sensus of  opinion.  Until  the  French  hats  begin  to  arrive, 

American  manufacturers  content  themselves  with  mak- 

ing up  only  the  most  conventional  effects.  As  yet,  but 

few  imported  hats  have  been  seen,  but  those  have  sug- 
gested sieveral  new  features. 

It  certainly  does  not  look  as  if  small  hats  were  to  be 
the  vogue,  but  among  the  French  hats,  several  of  medium 

size  were  noted  and  practically  all  of  them  turn  up,  may- 
be not  all  around,  but  either  at  front  or  back,  if  not  at 

either  side.  A  number  show  the  back  roll,  which  was  in- 
troduced with  no  success  last  season,  for  as  we  know, 

the  reverse  proved  fashionable  then,  the  hats  turning  up 
directly  in  the  front  as  they  do  at  the  present  time, 
proving  the  favorite. 

Under-brim  Trimming. 

With  the  return  of  the  back  roll,  the  headsize  must 

naturally  decrease  in  size  to  preserve  any  sense  of  balance 
and  this  fact  has  already  made  itself  felt  to  a  slight 
degree.  There  seems  to  be  no  inclination  on  the  part  of 

the  designers  who  set  the  fashion  to  reinstate  the  band- 
eau in  spite  of  the  fact  that  the  very  latest  cry  is  for 

under-brim  trimming.  Perhaps  it  is  best  to  say  that 

brims  are  now  trimmed,  so,  when  it  is  thoroughly  under- 
stood that  brims  turn  up,  it  may  be  known  that  the  trim- 
ming applied  to  brim  is  on  the  under  sidv..  In  the  case  of 

a  deep  coronet,  for  example,  a  fold  may  be  applied  almost 
or  directly  around  the  centre,  and  this  fold,  or  maybe 

twist,  may  be  finished  with  a  flat  bow.  Small  tight  flow- 
ers may  be  applied  in  the  same  way  and,  as  has  been  the 

case  for  so  long,  facings  are  still  in  the  field. 

Velvets  and  Straws. 

Leghorn,  faced  with  black  velvet,  is  offered  as  an 

early  Spring  suggestion.  It  certainly  looks  as  though 
velvet  would  be  quite  freely  used  for  facing  and  as  for 
the  popular  straws,  Milan,  Leghorn,  ramie,  Jap  braids; 
indeed,  practically  all  kinds  promise  well. 

After  all,  it  is  the  shape  that  counts  and  not  the  ma- 
terial of  which  it  is  made,  and  therefore,  at  the  risk  of 

repetition.,  one  would  say  that  the  accepted  standard  of 
line  at  the  present  time  will  not  be  the  accepted  standard 
for  Spring,  for  brims  turn  up  and  are  indented,  pleated  in, 
or  curled,  as  the  case  may  be,  and  hats  will  not  sit  down 
on  the  head,  as  far  as  they  do  now,  although  headsizes  are 
but  little  smaller,  and  crowns  only  proportionately  so.  Nor 
do  crowns  appear  to  be  as  high  as  at  present,  and,  in 
many  instances,  the  trimming  rises  above  the  crown. 

Small    Flowers, 

The  flower  trade  is  preparing  for  a  demand  for  small 
effects,  and  as  usual  at  this  season,  flowers  will  have  first 

call  for  trimming.  Very  small  pink  roses,  massed  in  great 
clusters,  are  thought  well  of.  A  lovely  wide  brimmed 
Leghorn,  faced  with  black  velvet  and  turned  up  across 
the  back,  had  a  wreath  of  small  roses  entwined  around  and 

partially  over  the  crown  with  foliage  used  in  a  cluster  at 
one  side.  Violets  are  thought  well  of,  and,  as  usual, 
there  are  combinations.  Gardenias  are  selling  well  now 

and  have  been  much  worn  all  winter,  but  it  is  not  expect- 
ed that  they  will  be  strong  for  summer  wear.  Like  the 

peinsettia,  which  is  essentially  a  Winter  flower,  they  some- 
how do  not  seem  appropriate,  excepting  on  fur  or  velvet. 

Wistaria  and  hydrangeas,  while  not  small  flowers,  may  be 
used  to  produce  much  the  same  effect,  and  flower  hats 
made  of  either  are  being  shown. 

Maline  Bows  Much  Used. 

Maline  plays  a  very  important  part  in  the  new  styles. 
Large,  wired  bows  of  maline  or  fancy  net  are  used  to 
cover  the  crotvn,  wholly  or  in  part,  and  are  mounted  at 
the  front  or  back.  Lace  is  used  the  same  way,  but  maline. 
on  the  whole,  is  more  effective.  Maline  hats  are  engaging 
the  attention  of  the  department  store  trade,  and  it  is 
stated  that  many  have  already  been  sold  to  the  southern 
tourist.  The  large  bow  is  featured  on  practically  all 
shapes,  and  not  only  in  maline,  but  in  heavier  materials,  is 
this  idea  good.  Some  of  the  velvet  bows,  made  not  of 
ribbon,  but  of  piece  goods,  are  huge  affairs,  covering  the 
entire  size  of  a  hat.  Turbans,  with  a  high  coronet  and 

bow  at  side,  are  seen  everj'where.  Choux  of  maline  and 

graduating  laj'ers  of  ruches  covering  the  entire  crown  are 
some  of  the  maline  ideas  seen.  White  maline,  on  Leg- 

horn, is  a  dainty  combination.  One  of  the  prettiest  im- 
portations was  of  these  materials,  a  cluster  of  six  pink 

roses  catching  up  the  back  brim.  Another  Leghorn  had 

a  crescent-shaped  wreath  of  roses  extending  from  either 
side  around  the  back  next  to  the  hair,  the  edge  of  the 
brim  was  bound  with  pale  blue  satin  ribbon  put  on  full 
and  a  bow  of  the  same  was  introduced  at  the  base  of  the 

crown,  which,  by  the  'way,  was  nearly  a  half-inch  lower 
than  the  brim. 

Pressed  Goods. 

A  number  of  brims  are  slashed,  particularly  turban 
brims,  and  undoubtedly,  turbans  will  be  good  for  early wear. 

Among  those  of  domestic  manufacture  are  many  hand- 
made braid  effects,  but  it  would  appear  that  it  was  to  be 

another  season  of  pressed  goods. 

The  importers,  as  usual,  will  have  their  first  display 

of  pattern  hats  the  first  week  in  January.  An  early  sea- 
son is  expected. 

Ostrich  manufacturers  report  a  falling  off  in  the  sale 

of  willows  and  a  growing  demand  for  the  French  curl  for 
the  better  trade.  Ornament  manufacturers  are  confident 

that  the  pi'esent  fad  for  brilliant  ornaments  will  continue, 
and  that  gold  will  be  very  much  in  evidence. 

As  to  color,  grey,  blue  and  gold  seem  to  lead  with  rose 
color  in  flowers  and  foliage  green. 
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There's  little  sentiment  in  business ! 

During  all  the  years  we  have  been  in  business, 
our  invariable  policy  has  been  to  handle  everything 

in  millinery  of  the  very  best,  and  to  this  fact  we 

attribute,  in  a  large  measure,  our  signal  success. 

It  is  for  no  sentimental  reason  that  many  of  our 

old  customers  come  back  to  us  year  after  year  for 

their  millinery,  but  because  we  have  the  best  stock 
and  best  assortment,  and  give  the  best  values  and 
best  service. 

Our  splendid  service  carries  considerable  weight 

in  influencing  new  accounts,  because  we  can  demon- 
strate our  ability  to  let  the  milliner  have  her  goods 

exactly  when  she  wants  them. 

If  there's  anything  in  the  way  of  sorting  orders, 
just  let  us  know.      We  have  the  goods  to  suit  you. 

Trade  prospects  are  very  rosy !  See  you  get 

your  full  share  of  the  trade  by  having  the  right 

goods.   We  can  help  you  to  make  the  trade  profitable. 

The  D.  McCall  Company 
LIMITED 

94-96-98  WELLINGTON  STREET  WEST,  TORONTO 

Branches  at  Winnipeg,  Montreal,  Quebec  and  Ottawa 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers.  ^ 
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Millinery  for  Spring 
Should  it  be  that  your  place  of  business  is  in  Eastern 

Canada  and  one  of  our  salesmen  has  not  yet  called  on  you, 
a  post  card  will  assure  his  visit. 

Should  it  be  that  you  are  situated  in  a  district  our  sales- 
men do  not  visit,  a  trial  of  our  mail  order  system  would  be  to 

your  advantage. 

We  are  the  largest  wholesalers  of  Millinery  in  Eastern 
Canada  and  can  guarantee  you  satisfactory  service.  Our 
copyrooms,  showrooms  and  stock  are  unexcelled. 

Visit  us,  see  our  salesmen's  samples,  or  write  us. 

Mail  ORDERS  OUR 
ESPECIAL  HOBBY. 

i^lJOLESALLONiX 

t5^^)i£!> OCKgMKRSON LIMITED 

St.  John.N.B. 
Halifax,  N.S. 

STREHL'S  HAIR  GOODS 
are  recognized  as  the  standari-l  of  cnuility.  If  yi>u  want  to  make  a  trial  of  thisline, 
all  that  you  will  have  to  do  is  to  put  in  a  few  samples.  This  will  enabl-  you  to  show 
the  different  sizes  to  your  customers,  and  if  an  ordf^r  is  taken  by  you  send  .same 
to  us  with  sample  of  hair,  the  exact  color,  and  we  will  forward  yoda  by  mail  or 
express.     We  will  cheerfully  take  back  goods  if  not  saticfaclory.     You  rua  no  risk. 

A  •SPECIAL*  SWITCH 
A  good  seller  and  a  money  maker,  made  of  second 
quality  WAVY  hair  in  good  assorted  colors. 

No. 
Weight Length Each 

Dozen •WO 2    oz. 
24  inch 

S2.25 
S24.0C 450 

2     07.. 22  inch 
175 

18.00 

425 
2    oz. 20  inch 

1.50 

15.00 
400 

U  oz. 

18  inch 
1,15 

12,00 STRICTLY  FIRST  QUALITY 
Assorted  Colors— Short  Stems 

No. 
Weight 

Length 
Jiacn 

postpaid 

Dozen 

11 

15  oz. 
16  inch 

¥1.50 

s  15.00 

1'^ 

2    oz. 
18  inch 

2.or 

21,00 

13 

2    oz. 20  inch 2.75 
3000 14 

2    oz. 
22  inch 3.25 

36.00 15 

n  oz. 

22  inch 4.00 4500 

Hi 24  oz. 

24  inch 
5.25 

60.0(1 

17 

3    oz. 
24  inch 6.25 

72.00 

l.S 

3    oz. 
26  inch 

7.75 
90.00 

ISi 

3i  oz. 
28  inch 

9.00 

102,00 

20 

4    oz. 30  inch 11,00 126.00 

10  * 

Linple  Switches 
*49.75 l.e.ss  6  per  ci nt.  for  cash 

3.00 

SECOND  QUALITY  HAIR 
.^46, 75 

Assf)rted  Colors— Short  Stem 
\o. 

Weight Length 
tacn 

postpaid 

Dozen 

21 IJ  oz. 16  inch 

.■?  0.50 

S  5.00 22 2    oz. 18  inch .65 

7.00 23 2    oz. 

2 1  inch 

.90 
19.00 

24 

2    oz. 22  inch 

1.10 

12,00 

25 

2t  oz. 

2J  oz. 

22  inch 
1.35 

15,  (X) 

2(1 

24  in(* 
1.50 

16.00 27 3    oz. 24  in.  h 1.75 

2 '.00 

28 3    oz. 26  inch 
2.40 

27.00 
29 

3i  oz. 

26  inch 

3.1"! 

33.00 

:i) 
4    oz. 28  inch XM 39.00 

1     Sample  !■ 
Switches 

¥15.33 Less  G  p 
er  cent,  for  (. 

ash   - 

.92 

We  a'e  Headquarters 
for  Switches 

Wavy  Switches,  Pompadours. 
Curls,  Wigs,  et.c.,  at  lowest 
prices.  Send  for  Illustrated 
FREE  List. 

THE  CORONET  PUFF     S14  41 
\  ̂ -roup  of  puffs,  made  of  soft  niuural  curly  hair, 
I'Im-  latest  style  of  coitfure,  easy  to  arrange  and 
universally  becoming 

Per  set  of  7  puffs,  ¥1  75  Per  dozen,  -S!18  0 
>er  set  of  6  puffs,  l,5'i  Per  dozen,  15.0  J 
Per  set  of  5  puffs,  1.25  Per  dozen,  13. 5J 
Per  set  of  4  puffs,  I.UU  Per  dozen,  11.0' 

Shades  of  gray,  blonde,  drab  and  auburn  are 

-rx  ̂ ^*t  ^^     more   expensive,  according  to  the 
FFJrw  T  r/TWJr  IJm  TTiVrrr  #/l  scarcity   of  color.      Any  size  and 

UJRLIM KXfBEHL  CO.  "-ll'"  °J  Pf «  -ade  
to  or^ler. ^    m^  NOTICE— Cut  Hair  made  into I  switches,  35c  oz. 

V    ̂   Combines  made  into  swit- 
34  MONROE  ST.,  CHICAGO  ches,  40c  oz. 

All-over  Real  Hair  Nets,  now 
so  fashionable,  SI  50  per  dozen. 

I  VEILINGS- NETS 
WE      HAVE     JUST    RECEIVED      ANOTHER 

SHIPMENT  OF 

SPECIAL  42"  BLACK  SILK  DRESS  NET 
OF  EXCEPTIONAL  VALUE.  WE  WILL  BE 

PLEASED   TO   SUBMIT   SAMPLES    OF    SAME. 

ASK    TO    SEE    OUR 

36"  "CHRISMORT"  CHIFFON 

WITH    IVa'   BORDER. 

WE  CARRY  AN  EXTENSIVE  RANGE  OF  THE 

NEWEST  AND  MOST  UP-TO-DATE  PATTERNS 

IN     VEILINGS     AT     POPULAR     PRICES. 

II 

WM. 

C. MORTIMER  CO. 
LIMITED 

MANUFACTURERS  AND  IMPORTERS 

rr     WELLINGTON     STREET    WEST,     TORONTO 
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Special  Sale 

Advance   Spring   Millinery 
BUY  CERTAIN  STAPLES  DURING  THE  MONTH 

OF  JANUARY  AND  SAVE  FROM  25  TO  50 
PER     CENT.     AGAINST     MID-SEASON     PRICES 

Millinery  manufacturers,  to  obtain  early  orders,  must  give 

price  concessions.  That  we  have  taken  advantage  of  these  price 

concessions  on  an  immense  scale  is  evidenced  by  the  magnitude  of 

Our  Special  January   Sale 
and  the  tremendous  saving  on  advance  styles  and  staples  in 

wholesale  Millinery.  Our  Special  January  Sale  Catalogue 

illustrates    the  leading    up-to-date  styles  in 

Trimmed  Hats  Untrimmed  Blocked  Dress  Hats 

Tailored  Hats  in   a   great    variety    of   Braids 
Street  Hats  Stylish  Wire  Frames 
Hand  Made  Hats  Imported    Flowers,   Foliage, 

Staple  Straw  Braids  Wreath    effects,    etc.,    and 
a  large  assortment  of  Piece  Goods,  Ribbons,  Etc. 

In  the  Millinery  business  a  great  many  items  can  be  bought 

early  at  lower  prices  than  in  season.  Therefore  you  incur  no 

risk  but  secure  a  big  saving  in   buying  these  goods  in  January. 

Each  article  in  this  sale  is  specially  selected  with  a  view  to 

the  best  prevailing  styles  which  will  be  in  early  demand. 

If  you  have  not  received  our  Special  January  Sale  Cata- 
logue No.  22,  it  is  to  your  best  interest  to  send  for  one  now. 

Drop    us    a  postal    and    we    will    mail    you    one    immediately. 

WE  DO  THE  LARGEST  WHOLESALE  MAIL- 
ORDER MILLINERY  BUSINESS  IN  THE  WORLD 

CHICAGO  MERCANTILE  CO. 
106-108-110-112  WABASH  AVENUE,  CHICAGO,  ILL.,  U.S.A. 

I-'lease  nicittwii  The  Rcviezc  to  ̂ idz'crtlscrs  and  Their    Travelers. 



Style  Artists  Still  Recognize  Line   of   Natural  Form 

Point  Upon  Which  French  Authorities  are  Very  Emphatic— Pinched- 
in  Waist  not  Fashionable— Combinations  of  Two  Materials  Universal 
in  Evening  Gowns— Complicated  Situation  in  Coat  and  Jacket  Styles. 

Staff   Correspondence. 

Paris,  France,  Dec.  24. 

NATURALLY  at  this  time  of  the  year,  mod'is
tes 

are  most  interested  in  the  production  of  even- 
ing and  dance  gowns.  It  is  now  apparent 

that  the  threatened  panniers,  either  Louis  or 
Elizabethan,  are  not  to  be  worn,  and  that  the 

pinched-in  waist  has  again  been  rejected  in  favor  of  the 
natural  outline  of  the  figure.  French  authorities  are  very 

emphatic  upon  this  point.  Therefore,  the  silhouette  loses 
nothing  of  its  charm  of  graceful  line.  In  spite  of  all 
designs  it  is  the  line  of  the  human  figure  that  is  still 
recognized  as  the  vogue. 

A  short  time  ago  an  Anti-Corset  Society  was  formed 
by  a  number  of  the  best  known  women  in  art  and  drama- 

tic circles.  This  society  has  done  some  earnest  work, 
but  has  not  made  much  impression.  While  it  has  not 

done  away  with  the  corset,  it  has, 'howeven,  had  a  wide 

■  "Tf^ 

type  are  worn  this  holds  good,  and  period  gowns  only 

show  their  kin  with  these  epochs  by  design  and  pictur- 

esqueness. 

Tunic   of   black   Chantllly  over  rose  liberty  satin. 

influence  in  favor  of  the  wide  waist  line,  and  at  present 

no   leader   of    society   would   thmk   of  appearing    with     a 

Walking  costume  of  blue  cloth  and  black  velvet. 
Russian  coat  with  basque  fulled  onto  belt;  trim- 

mings of  bands  of  fur  and  gold  buttons.  Large 
velvet  hat  with   band  of  fur  and  shaded  plumes. 

French  fashion  artists  now  perceive  that  there  is  no 
more  beautiful  line  than  that  from  the  shoulder  to  the 

hip  and  a  writer  on  this  subject  m  the  Re^•ue  de  I'Art 
Universal  says,  "We  know  that  the  corset  occupies  the 
first  place  in  women's  dress,  but  it  must  simply  sustain 
but  not  compress  her  organs,  if  she  wishes  to  preserve 

her  beauty." Symphonies  of  Color. 
To  return  to  evening  robes,  those  now  being  turned 

out  are  symphonies  of  color,  and  it  must  be  confessed 

are  also  both  extravagant  in  material  and  design.  Com- 
binations of  two  materials  are  universal.  From  this  it 

will  be  seen  that  it  is  almost  impossible  to  trim  too 

elaborately,  or  in  too  great  variety.  The  list  of  mater- 
ials, too,  is  a  long  one  runmng  from  the  frailest  of 

silken  nets  and  laces  to  hea^T  damasks  and  brocades. 

Brocades  Fashionable. 

So  fashionable  are  brocades  that  elegantes  are  raid- 
pinched-in  waist.    Even  when  robes  related  to  the  Louis      ing  furniture  establishments  and  are  picking  out  brocades 
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that  are  interwoven  with  silver  and  g'old  threads,  as 
well  as  the  shot  reps. 

These  fabrics  make  beautiful  evening  cloaks  with  the 
addition  of  a  large  collar  and  bands  of  skunk  and  shot 
satin  lining. 

Not  content  with  annexing  furniture  coverings  and 

hangings,  women  are  buying  the  metal  galoons  for  mak- 
ing bands  and  motifs  for  trimmings.  The  tailored  gar- 

ment is  seen  everywhere,  except  at  evening  functions. 

It  is  worn  at  elegant  restaurants  at  afternoon  recep- 
tions and  for  calling,  and  may  be  either  plainly  tailored 

or  elaborately  trimmed  as  the  occasion  requires. 

Looks  Like  Compromise. 

Just  now  the  question  seems  to  be  whether  it  is  to 

be  long  paletot  or  smart  short  coats,  and  it  seems  pos- 
sible that  a  state  of  compromise  will  result  that  will 

permit  of  the  wearing  of  jackets  of  different  lengths. 

Thus,  long  mantle-like  paletots,  semi-long  and  chic  short 
coats  will  all  be  the  vogue. 

Suit  coats  show  a  most  complicated  cut,  particularly 
at  the  back.  Just  at  present  jackets  fasten  high,  but 

there  is  a  feeling,  that  for  Spring  wear,  the  low  fasten- 
ing either  in  the  middle  or  on  one  side  will  be  good. 

Some  late  models  fasten  diagonally,  the  line  going  from 
the  shoulder  to  the  hip. 

Skirts  also  are  very  complicated  and  show  all  man- 
ner of  empiecements  and  pleats.  Very  often  the  different 

parts  are  so  joined  that  it  is  almost  impossible  to  make 
out  just  how  the  skirt  is  cut  or  how  many  different  parts 
go  into  its  composition.  The  greater  number  of  the 
models  show  the  high  waist  line  and  fasten  with  a  belt. 
They  are  also  much  wider  than  those  worn  a  year  ago, 

but  because  of  the  many  flatly-pressed  pleats  they  do 
not  look  much  wider  than  the  previous  models.  Fash- 

ionable petticoats  are  of  soft  liberty  and  do  not  hold 
out  the  over  skirt  to  the  slightest  extent. 

Fajhionablf*  Lace. 

Much  more  lace  is  being  used  this  season,  the  chief 
being  black  or  white  Chantilly,  black  being  by  far  the 
most  fashionable  of  the  two.  On  some  gowns  wide 

flounces  form  a  tight-fitting  bertha,  and  also  mold  the 
hips.  On  others,  the  flounces  are  formed  into  a  tunic. 
Soft  shades  of  color  are  used  as  foundations  under  this 

lace,  and  long  or  short  sleeves  and  a  narrow  guimpe  of 
black  or  white  tulle  complete  the  dress.  Often  the  lace 

tunic  is  itself  veiled  with  fine  gold  or  silver  tulle  deli- 
cately embroidered  in  gold  or  silver  thread.  The  bodices 

are  draped  Greek  fashion  and  the  edges  are  weighted 
with  crystal  and  pearl  fringes. 

A  very  handsome  dress  seen  at  the  Vaudeville  a  few 
nights  ago  will  give  a  clear  idea  of  this  class  of  gown. 
The  princess  foundation  was  of  cerise  liberty,  trimmed 

with  three  flounces  of  black  Chantilly.  The  Greek  drap- 
ery was  of  dull  gold  net  and  covered  the  back  and  one 

side  of  the  dress.  For  trimming  the  Russian  effects, 
heavy  linen  lace,  somewhat  like  a  flat  torchon,  is  used 
and  this  lace,  as  well  as  Irish  crochet,  has  a  great 
vogue. 

New  Shades  in  Favor. 

Some  of  the  new  shades  favored  are  a  very  dark 
blue  called  bleu  de  nuit  or  night  blue,  bleu  de  canard, 
a  green  blue,  peacock  blue,  Bordeaux  red,  reddish  violet, 
lizard  moss,  bronze  and  pine  green,  wood  brown  and  all 
the  coppers,  particularly  cuivere  flamme  or  red  copper. 
Color  is  often  dominated  by  shot  effects  and  shot 

chiffons,  ninons,  taffetas  and  satins  are  all  new,  and'  the 
fact  that  both  solid  and  gauzy  fabrics  are  produced  in 
shots  give  rise  to  some  charming  color  schemes. 

Spring 
1910 

Francois  &  Co. 
LONDON      PARIS       NEW  YORK 

are  NOW  showing 

Novelties 
'  Millinery, 

Flowers  ̂ nd 
Feathers, 

Straws,  etc. 

also  French  Blouses 

and  Costumes 

AT 

13  New  Burlington  St. 

(Recent  Si.) 

London,  W.,  En^. 
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The  most  successful  merchants 

buy  hohday  ̂ oods  import 
The  outstanding  lesson  of  1909  Fall  trade  was 

that  the  Dry  Goods  Store  which  devoted  good 

space  to  Dolls,  Toys  and  Holiday  Goods  did  the 

best  share  of  the  trade  in  all  lines  because  they 

got  more  customers  and  more  buyers. 

Our  March  Import  Propaganda 
is  something  new  in  Canadian   merchandising. 

During  March  we  shall  have  our  complete  new 
display  of 

Dolls,  Toys  and  Presentation  Goods 
Immense  Range  of  New  Things 

Lots  of  "  Specials  '' 

A  post  card  will  bring  particulars.  Customers 
can  only  be  well  served  by  appointment. 

The  Fancy  Goods  Co.  of  Canada 
LIMITED 

136  Front  Street  W. Toronto,  Canada 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 



Fancy    Goods,   Notions   and   Trimmings 
Cut  Prices  Not  Necessary  in  Art  Needlework  Department  at  this 

time  of  Year  —  Big  Sale  of  Stamped  Goods  —  Frames  for  New 
Coiffiere    in    Great    Demand  —  Vogue     of    Jet  —  Barettes     Popular. 

SPRING  business  is  well  advanced,  and  a  good  plac- 

ing- season  has  been  experienced  in  art  needle-work 

and  in  fancy  goods  lines.  Stock-taking  is  over  and 
with  the  first  week  in  January  travelers  will  be  out 

on  their  grounds  with  novelties  for  the  assorting  season. 

In  all  stores  January  and  February  are  dull  month.s, 

when  trade  has  to  be  kept  up  by  means  of  cut  prices  and 

clearance  sales.  Cut  prices  mean  lessened  profits,  and. 

tlieiefore,  the  merchant  ought  to  be  alive  to  the  fact  thiu 

tlie  art  needlework  department  is  one  of  the  very  fe-v 
where  cut  prices  are  not  a  necessity,  and  where  full  profits 

may  be  earned  at  this  season.  January,  February  an-! 

M.Trch  are  three  of  the  best  months  in  the  year  in  this  de- 

partment, and  rightly  managed,  and  with  a  proper  stock 

cf  the  new  needlework  ideas,  this  department  can  easily 

do  a  big  share  of  the  task  of  keeping  up  the  takings  <-f 
the  store  at  this  season.  One  of  tiie  best  arguments  in 

favor  of  more  merchants  placing  this  department  in  their 

stores  is  tliat  when  the  winter  evenings  are  long  women 

have  leisure  for  fancv  woi'k. 

Stamped  Goods. 

A  hint  of  coming  Spring  is  gained  fi'om  tlie  fact  that 
there  is  a  big  sale  of  stamped  goods,  in  fact,  Hint  tliese 

months  constitute  tlie  best  stamped  goods  period  of  the 

year.  This  year  there  is  a  wealth  of  stamped  ])attcrns  nc.t 

only   foi-  ))ersoiinl   wear  l)nt    for  honscliold    use.      For   jxt- 

pinafores,  etc.,  and  for  the  numerous  articles  that  go  to 

make  up  an  infant 's  toilette,  including  hoods,  pillows, 
baby  flannels,  etc.  Never  was  there  a  year  when  hand- 

worked embroidery  was  so  jjopular  and  put  to  so  many 
uses. 

Moline   lace  -  Shown  by   R.   H.  Cosbie.   Toronto. 

sonal  wear,  there  are  nundjerless  new  designs  in  eyelet. 
heavy  embroidery,  and  in  plain  and  Coronation  braid  de- 

signs suitable  for  waists,  jumpers,  coat  sets,  parasols, 
corset  covers,  chemises,  night  gowns,  drawers,  skirts  and 

even  slocking-s,  also  for  children 's  hats  and  hoods,  dresses. 

Turban  style   of  tiair  dressing  as  shown   by  Geo.    H. 
Evans    &    Son,  Montreal. 

'riicrefore,  the  nu'rchaiil  slKHihl  cany  a  full  stock  of 
a'l  the  retpiisites,  and  not  only  >liould  he  have  them  in 
stuck  l)ut  he  should  see  tli;;f  they  are  properly  shown  ami 

displayed.  The  new  patterns  are  designed  by  exj)erts  in 
the  business,  who  see  to  it  that  the  maximum  of  effect  is 

gained  i)y  the  minimum  of  effort,  and  especially  is  this 
line  of  the  Coronation  l)raid-work  which  is  so  much !'(  aturcd. 

In  view  of  the  fact  that  this  department  is  such  an 

;icti\e  one  at  this  period  of  the  year,  the  suggestion  is 

111. nil'  that  right  after  the  Christmas  holidays  it  be  given, 
for  the  time  being,  l)()th  a  more  prominent  position,  and 

iiioi-e  selling  space.  This  can  be  easily  done  by  crowding 
s;  me  department  where  sales  for  the  time  being  are  not 

l.Mge.  In  many  stores  now  the  arl-needle-work  depart- 
iiieiil  is  well  up  to  the  frmil.  as  it  is  found  that  its  attrac- 

ti\-eiH'ss  and  the  volume  of  l)usiiiess  done  and  sales  made 

fully  warrant  it  being  placed  in  such  an  important 

position. 
The  craze  for  hand  embroideries  is  resulting  in  a  large 

collection  of  stamped  patterns  for  the  decoration  of  arti- 
cles for  household  use.  Because  of  its  effectiveness  and 

because  this  class  of  work  is  easily  and  ((uickly  accomp- 

lished. Coronation  braid  patterns  are  very  much  in  evi- 

dence. Bedspreads,  shams,  pillow  covers,  runners,  side- 

board scarfs,  piano  drapes,  centrepieces,  etc.,  are  all  called 

for.  It  should  be  noted  that  in  the  majority  of  these  de- 

signs there  is  a  space  planned  for  the  monogram  and 

that  the  worked  moiiogi-ara  is  an  important  feature. 
Cushion  tops  in  Coronation  on  grey  linen  in  new  de- 
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A  Little  Higher  Up 
in  the  estimation  of  your  customer  you  will 

find  yourself  if  you  sell  her  a  parcel  of 

LiddelFs  Linens 
The  kind  that  has  been  awarded  seven  Gold 

Medals  at  International  Exhibitions  is  the 

kind  which  appeals  to  the  best  class  of 

buyers.     Liddell's   Linens  will   pave 
the    way   for    you  to 

increased    profit. 
Write  me  for  details. Liddcirs 

GOLD 

MEDAL 

.LINENS 

R.  H.  Gosbie 
30  Wellington  St.  W. 

TORONTO. 

SMART 

/ 
NOVEL 

The  Finishing  Touch 

#    sc 

Your  smallwares  should  mean 

much  to  you,   because  they  mean 
so  much  to  your  customer !    She  wants 
the  finishing  touches  to  her  apparel  to 
be  harmonious,  tasteful  and  up-to-date. 

Are  you  suiting"  her?     Our 

Fancy  Lace  Collars,  Belts, 
Side  Combs  and  Barrettes 
never  fail  to  please,  also  a  new  arrival 
of  Hat  Pins,  Frillings  and  Handker- 

chiefs. Write  for  samples  of  Easy  Bow 
Makers  in  all  colors,  which  will  be 
found  useful  in  using  up  your  short 
ends  of  ribbon. 

A  full  range  of  Smallwares  and 
Notions  always  on  hand / 

Smallwares 

E.  H.  CODE 
223-225  Queen  Street 

OTTAWA 
NOTIONS 

/n
o 

sig-ns  are  among  tlie  novelties,  and  these  are  finished, 
when  made  up,  with  a  girdle  of  white  cord.  Centrepieces 
to  match  are  edged  with  Cluny.  Many  new  ideas  in 
cushions  are  shown  in  scrim  in  combinations  of  outline 

Wallacian  and  coral  stitch.  These  are  worked  in  heavy 
mercerized  cottons  in  various  colors  and  shades. 

Crochet  novelties  are  decidedly  good.  A  new  idea  is 
the  working  of  belts  in  D.  M.  C.  cotton,  which  are  finished 
with  pearl  buckles. 

In  fancy  linens  there  is  a  big  demand  for  guest  towels, 
and  a  popular  idea  is  the  placing  of  a  monogram  on  each. 
Small  square  table  napkins  with  the  initial  or  monogram 
in  the  centre  are  also  a  novelty  for  which  there  is  con- 

siderable demand. 

For  the  holiday  trade  filet  lace  bureau  scarfs  and  pil- 

low-shams have  been  a  popular  novelty  and  these  goods 
have  been  ordered  in  quantities  for  Spring  selling.  This 
is  a  line  of  real  merit,  and  is  made  of  one  piece  of  lace  in 
filet,  Clnny  and  Renaissance  designs. 

— ? 

'*w..^ 
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Grey  linen   pillow  top,  worked   in   Coronation  braid 
and  mercerized  thread. 

The  fact  that  suits  are  featured  so  strong  in  garment 
lines  will  have  a  marked  influence  on  belt  lines.  The  high 

novelty  Paris  is  exploiting  is  the  patent-leather  belt,  and 
belts  of  this  leather  are  just  as  fashionable  on  the  dressy 

silk  suit  as  when  used  as  a  finish  to  the  street  suit  of  cL'.h 
or  linen.  These  belts  are  used  as  a  finish  to  the  coat  and 
worn  outside.  The  smart  suit  of  white  linen  was  of  this 

new  blouse  style  with  a  panel  finishing  with  a  point  above 
the  waist  line  in  the  centre  of  the  back.  There  was  an 

opening  under  the  point  at  the  waist,  and  through  this 
opening  a  belt  of  black  patent  leather,  about  four  inches 
wide,  was  passed  and  fastened  with  a  gilt  buckle  with 
three  prongs  in  front.  This  is  the  extreme  idea,  but  is 
one  that  will  certainly  not  monopolize  the  selling.  Belt 
lines  of  late  years  Jiave  been  very  varied,  and  this  variety 

has  been  found  to  be  most  profitable.  With  a  more  ex- 
tended call  for  belts  than  for  some  seasons,  many  novel- 

ties are  sure  to  be  produced. 

A  great  many  women  who  have  not  adopted  the  actual 

turban  style,  owing  to  its  severity,  are  producing  some- 
thing of  the   effect  bv  the   arrangement   of  braids,   etc.. 
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Peerless  Hair  Rolls 
Every  roll  guaranteed  to  be  made  fr'om  pure,  clean  material 

Clean,  Light  and  Comfortable 

Made  in  all  sizes,  12,  14,  16,  18,  20,  22  and  24  inch.  Assorted 

shades  to  the  doz.  Packed  in  attractive  box  with  display  card. 

The  best  and  cheapest  hair  roll  on  the  market.  Retails  at 

popular  prices,  yielding  good  profit. 

Peerless  Hair  Nets 

The  best  Silk  Net  on  the  market  to  retail  at  5  cents  each.  All 

shades,  including  auburn.  Packed  in  cartons,  also  in  heavy 

wooden  display  cabinets,  glass  top,  oak  finish.  One  and  two 
srross  cabinets. 

PEERLESS 
^  MAIR  ROLLS      ̂ SS 

CIcdn.  IjiiIiI  .mil  (ciinliii  lulik 

For  the  Turban  Coiffure 
Peerless  Turban  Frames.  Made 

of  Light  Woven  Wire,  covered 
with  Imitation  Hair,  net  covered. 

Light  and  cool.  Retails  at  50 
cents  each.  Assorted  shades  10 

dozen. 

Hairllght  Turbanettes     (p  a  t  - 
ented)  made  of  Tubular  Woven 

Spring  Wire,  net  covered,  with 
side  combs  attached.  Retails  at 

50  cents  each.  Packed  in  dis- 

play boxes. 

Hairlight   Crownettes-      Extra 
large    size    to    retail  at  50   cents,  net    covered.      Medium    size    to 

retail  at  25  cents  each. 

Peerless  Turban  Pins.  Designed  specially  for  Turban  Braids. 
Come  in  pairs,  right  and  left.  All  qualities  to  retail  at  all  prices. 

Highest  finish. 

SOMETHING  NEW— Dry-KWIK  Shampoo  Powder.  Eliminates  all  dust,  etc.,  and  imparts  a 
lasting  glossy  appearance  to  the  hair.  Dries  instantly  and  minimizes  the  risk  of  catching  colds,  etc. 
Has  no  soapy  or  sticky  effects. 

Order  From  Your  Wholesale  House — If  your  wholesale  house  does  not 

keep  these  goods,  -we  will  promply  furnish  you  with  a  list  of  houses  that  do. 

George  H,  Evans  &  Son 
Manufacturers  of  Combs  and  Hair  Goods  Specialties 

118  Board  of  Trade,  Building   -   -   Montreal,  Canada 
Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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This  Post  Card  Rack  Free 
with   1,000 

Beautifully   Embossed   Colored 

VALENTINE, 

ST.  PATRICK,   EASTER, 

BIRTHDAY  GREETING 

CARDS 

large  assortment  that  will 

easily  sell   at   2    for   5c. 

ONLY  $8.00 

HOW  WOULD  YOU  LIKE  TO 

HAVE  A  PICTURE  POST  CARD  OF 

YOUR  STORE  ? 

We  make  them  to  your  order. 

Ask  for  Samples  and  Quotations. 

Illustrated  Postcard  and  Novelty  Co. 
334  Notre  Dame  St.  West,  MONTREAL 

Ladies' Leather 
Handbags 

The  Most 

Popular 
Line 
Made  in 
New  York 

Comprising  all  fashionable  leathers, 

shapes  and  designs,  in  staples  and 

novelties,  in  popular-priced  goods. 

Our  igio  line,  which  is  now  ready  to 

be  shown  to  the  Canadian  trade,  is 

the  most  complete  we  have  ever  shown. 

It  will  pay    you  to   inspect  it 

Copland  &  Mittenthal 
Manufacturers  of  Fancy    Leather   Goods 

151  Grand  St.  and  160-162-164  Lafayette  St. 
NEW  YORK 

Canadian  Representative  : 

A.Roy  MacDougall,  42  Adelaide  St.  W.,  Toronto 

fastened  with  the  squai-e-top  pins.  These  pins  are  being 
used  extensively  for  all  styles  of  coiffure  where  it  is  at  all 

])ossible  to  wear  ornamental  pins,  and  they  ai'e  sold  in  a 
wide  range  of  prices. 

Barrettes    and    bandeaux    arc    popular.      Bandeaux   of 

strands  of  pearls  are  in  demand  for  evening  wear. 

The  New  Coiffure. 

The  new  wire  turban  frames  for  use  in  arranging  the 

hair  in  the  new  fashion  are  shown  in  all  the  leading  city 

stores,  and  what  is  more  to  the  point,  the  sale  is  increa.sing 

daily.  The  new  coiffure  is  also  leading  to  a  big  sale  of 
switches,  as  very  feAV  women  have  sufficient  hair  to  achieve 

the  plait  or  coil  that  goes  round  the  turban. 

For  the  dainty  woman,  a  new-  hairpin  has  been  intro- 
duced that  promises  to  sell.  The  pins  in  question  are 

wrapped  with  fine  silk,  and  come  in  shades  to  match  the 

hair.  The  claim  is  that  the  pins  do  not  slip  out  and  lose 

so  quickly  as  an  ordinary  pin,  and  the  price  is  not  so  much 

over  that  of  the  common  pin  as  to  be  prohibitive.  Par- 

ticularly for  women  with  white  or  grey  hair  these  pins  will 
he   a  boon. 

Crochet   belt  of    heavy    mercerized   cotioc       Shown   by 
Hambly,  Oakley  &  Wilson,  Toronto. 

There  is  still  a  big  vogue  ft)r  jet  in  chains,  necklets, 

etc.  Not  only  is  jet  used  but  also  the  iridescent  sphynx 

and  lophophore  beads. 

W'm.  (ieraghty,  with  Brophy,  Cains  &  Co.  smce  its 
foundation  (now  Brophy,  Parsons,  Hodden,  Ltd.),  Mon- 

tieal,  recently  resigned  his  position  as  secretary-treasurer 
uf  that  firm,  and  has  entered  the  real  estate  business  as 

managing  director  of  the  Modern  Pealty  &  Investment 
Co.,  Montreal.  Mr.  (ieraghty  started  with  Brophy, 

Cains  &  Co.  23  years  ago  as  a  customs  clerk,  becoming 

finally  secretary-treasurer  and  a  director  of  Brophy. 

Cains,   Ltd. 

The  council  of  I'oit  Arthur,  Ont.,  have  closed  an 
ag-i  ecment  with  the  Canadian  Linen  and  Paper  company, 
rei)roscntcd  by  E.  P.  Beder,  Dr.  Phair  and  H.  F.  Forrest 

of  Winnipeg  and  Prof.  Meygret  of  France,  to  locate  a 
manufactory  there  for  making  linen  and  paper  from  flax. 

The  company  gets  a  50-acre  site  free  but  no  bonus  except 
tax  exemption.  It  is  to  start  in  May  next  the  erection 

of  a  plant  to  cost  $50,0'00.  The  company  will  spend 
.$li50,000  in  five  years  and  employ  at  least  150  men  270 

days  a  year. 

"If  we  did  not  have  to  struggle,  we  would  be  weak- 
lings. This  is  the  only  means  of  reaching  true  success.  T 

consider  struggling  a  blessing.  The  young  man  pushed  out 

into  the  world  and  compelled  to  sink  or  swim  is  a  very 

fortunate  person.  All  true  success  is  won  by  struggling, 

but  everything  comes  to  the  man  who  stniggles.  If  we 

struggle,  manfully  and  push  on,  everything  will  work  cwtj 

riffht  and  we  will  be  successful." — .lohn  P.  Rockefeller. 
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The  Felt  Cushion  protects  the  fabric 
and  embroidered  worli  from  injury  and 
holds  either  light  or  heavy  fabrics  tight- 

ly stretched.  Sold  for  ten  years  in 
over  18,000  retail  stores. 

Made  in  the  round  and  oval  shapes. 

"DUCHESS"  (round)— Sizes  4,  5,  6,  7,  8,  10,  12  inch  diameters. 
"DUCHESS"  (oval)— Two  Sizes,  4'i  x  9  and  6x12  inches. 

immmmmmi 
VA.*^ 1 1  '"^w-;^'    ■*■ 

THE 
"DUCHESS- 

OVAL" 

accommodates  a  full 

design  for  embroider- 
ing as  in  a  large  round 

hoop,  but  has  the  con- venience in  use  of  a 
small  hoop. 

tiDOYAI    riVAl     "     A   lower   priced,    smoothly   fin. shed   and 
RU  1  AIj-U  T  Alj.        carefully  fitted,  plain  ovxl   Hoop  (without the  Felt  Cushion  or  Bow  Spring.) 

Made  in  Three  Sizes. 

6x12  inches,  tor  drawn  work,  pillow  coveri,  etc. 
4ix  9  inches,  a  popular  size  for  all  kinds  of  work. 
3    X    6  inches,  for  working  designs  on  hosiery,  etc. 

Has  a  nickel -plated 

bow  spring  which  ad- justs itself  to  thick  or 
thin  fabrics,  holding 
the  material  firmly  and 
without  injury. 

Made  in  the  round 
and  oval  shapes. 
"Princess"  (round) 

Sizes:  4,  5,  7,  6,8.  10, 
12  inch  diameters. 
"Princess"  (oval) 

Two  Sizes  :  414  x  9  and 
6x12  Inches. 

THE "PRINCESS- 

OVAL" 

accommodate*  a  full  de- 
sign for  embroidering 

as  i  n  a  large  round  hoop, 

but  has  the  conveni- ence in  use  of  a  small 
hoop. 

«»CPFriAI     ^FI  FfT  "     A  lower   priced,  smoothly  finished JI  LiljlrtIj-L31jlJlJ\Jl.         and    carefully   fitted,   plain    round 
Hoop,  (without  the  Felt  Cushion  or  Bow-Spring.) 

Made  in  Sizes  :  4,  5,  6,  7,  8,  10,  12  inch  diameters. 

Order   To-day         Your  Jobber  can  supply  you.         THE    GIBBS    MFG.   CO.,       CANTON,  OHIO,  U.S.A. 

EVERYTHING  IN 

Hair  Goods  and  Hair  OrDaments 
SPECIALIZATION  PAYS    US  AND   PAYS    YOU. 

Perhaps  no  other  line  requires  such  particular  attention.  Th 
benefits  of  our  specialization  are  shown  in  our  assortments  and 
values.  We  show  everything^  from  the  staple  sellers  to  the  most 
exclusive   novelties. 

All  lines  of  Hair  Goods — 

Puffs,  Hair  Pads 
Pompadours 
Chignons 
Hair  Rolls 

Curls,    Switches 
Leaders  in  Hair  Nets 

HAIR  ORNAMENTS— 
Bandeaux,     Barrettes,     Fancy  Back  Combs 

Whenever  you   want  anything  in  Hair  Goods  write 

J.  PALMER  &  SON,  Limited,  'm oTtrVTi: Manufecturers  and  Importers  of  Perfumes  and  Hair  Goods,  Etc. 

Please  inention  The  Reviezu  to  .Idvertiscrs  and  Their    Travelers. 
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Facsimile  of  our  Envelope. 

Price  List  Post  Free  on  Application. 

M.  CRISCUOLO  &  CO. 
MANUFACTURERS   OF 

"THE  PERFECTION" 
Human  Hair  Fringe  Net 

The  Best  on  the  Market  Always  Reliable 

Special  quotations  to  shippers  and  large  buyers. 
Prompt  attention  given  to  Colonial  Orders. 
Acknowledged  the  cheapest  House  for  Value. 

PLEASE  NOTE.     WE  ARE  MANUFACTURERS  NOT  MIDDLEMEN 

1  9  Cross  St.,  Hatton  Garden,  E.C.,  London,  England 

Fancy  Leather 
Goods 

We  make  an  extensive  line  suit- 

able for  dealers  in  Fancy  Goods, 

Stationery,    Haberdashery,    etc. 

Send  J  or  Ilbistrated  Catalogue 

TRADE  \   ̂J    /  MARK 

Established 

iSso 

Toilet  Cases 

\R/—     C.  F.  Rumpp  &  Sons 
PHILADELPHIA,  PA..  U.S.A. 

New  York  Salesrooms  :  :  :  :  :  683-685  Broadway Am     Lvmcheon  Uiulii 

HUMAN   HAIR   and   SILK  FRINGE   and   BACK   NETS 
ALSO    GREY,  WHITE  AND  DOUBLE  HAIR  NETS. 

Direct  from  the  Actual  Makers. 
Each    net  In  separate  envelope  If  required. 

PROMPT  DEUVERItS.                                  PERFECT  GOODS.                                  LOWEST  PRICES. 
Also  all  kinds  of  Hair  Goods,  PutTs,   Tails,  Padm,  etc.,  etc. 

J.  H.  NAGELE  &  CO.,     Boston,     Lincolnshire,    England,    and    Jglau,  Austria. 

MANUFACTURERS British  America  Assurance  Company 
A.  D.  1833 

FIRE  &  MARINE 

Head  Office,  Toronto 
BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President          W.  R.  Brock,  VicePresldeni 
Robert  Bickerdike.M.P.,W.  B.  Meikle,   E.  W   Cox.  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  NIcholU,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt.   E.  R.  Wood. 

W,  B.  Melkle,  General  Manageri  P.  H,  Sim*,  Secretary 

CAPITAL        ......                 $1,400,000.00 
ASSETS   2,162.753.85 
LOSSES  PAID  SINCE  ORGANIZATION      29.833.820.96 

NOTICE 
We  are  instructed  by  the  Trustees  for  the  Bond- 

holders   of  the  DOMINION    WOOLLEN    MILLS 
COMPANY  to   offer  for  sale  the  desirable   factory 
property  at  Beauharnois,  Que. 

Excellent  buildings,  water  power,  boilers,  shaft- 
ing, electric  light  plant,  sprinklers,  etc. 

For  plans,  etc  ,  apply 

D.  W.  OGILVIE  &  CO.,  Inc. 
Tel.  Main  3113              H  St.  Sacrament  Street,  Montreal 

If  your  business  can  stand  improvement,  you  and  your  clerks  need 
to  read  the  Dry  Goods  Review  each  month.  Price  $2  per  year.  Send 
your  order  novs^.  Dry  Goods  Review  Subscription  Department,  1 0 
Front  Street  East,  Toronto. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 



The  nsw  ihirdjfl  )or,o(i  the  Beehive,' Peterborough.      Here"the  classes  In   art  needlework   are  held,   and   different 
departments  occupy.'the   left  side   at   seasonable  periods   of  the   year. 

System    Which    Shows    Record    of  Sales    and    Staff 
Plan  Adopted  by  Beehive,  Peterborough,  Renders  Valuable  Statistics 

Easily  Available— Specializing  in  Children's  Wear  and  in  Art  Needle- 
work and   Fancy  Goods  —  Twenty-one    Years    of    Steady    Growth. 

T ^HE  end  of  the  first  twenty-one  years  in  a  per- son's life  generally  means  maturity,  a  fully- 
developed  ability  to  take  care  of  one's  self,  a 
time  at  which  to  men  the  prospect  which  per- 

sonal effort  is  unfolding.  The  progressive,  well  managed 
business  enterprise  develops  in  the  same  manner  and  the 

first  score  years  see  a  well-rounded  growth,  which,  pro- 
bably beginning  with  small  things,  has  repeatedly  de- 

manded expansion. 

The  Beehive,  Peterborough,  is  a  good  example.  This 
store  was  opened  21  years  ago  by  T.  C.  Elliott.  His 
selling  space  then  was  12  by  35  feet.  Though  the  actual 

length  of  the  floor  was  70  feet,  one-half  was  occupied  by 
his  knitting  machinery  by  which  those  lines  which  could 
be  manufactured  on  the  premises  to  advantage,  were 
produced.  Later,  the  machinery  was  moved  to  an  upper 
floor  and  the'  store  occupied  the  entire  lower  flat.  Some 
years  later  there  was  another  change.  The  Beehive 
moved  to  a  larger  store  with  a  frontage  of  25  feet  and  a 
depth  of  70  feet.  A  small  portion  of  this  space  was  used 
for  reserve  stock,  but  eventually  it  was  all  occupied  by 
the  expanding  departments,  and  reserve  was  boosted  to 
another  story.  A  later  move  saw  the  annexation  of  an 
adjoining  store  by  which  a  total  floor  space  50x70  feet 

was  obtained.  The  women's  and  children's  ready-to-wear 
sections  were  enlarged  so  as  to  occupy  the  second  floor, 
and  a  third  floor,  recently  opened,  was  used  for  special 

features  and  the  art  silk  and  fancy  goods  section.  Dur- 
ing the  Christmas  season,  for  example,  one-half  of  the 

third  floor  was  occupied  by  toys.  During  another  season 
it  will  be  used  for  whHte  waists,  and  so  on.  It  is  on 
this  floor  that  the  free  art  silk  classes  are  held  during 
February. 

The  Latest  Expansion. 

The  store,  as  described,  was  completed  in  December 

of  last  year,  the  outstanding  features  of  the  latest  ex- 
pansion  being  the   opening   of   the   third   floor,   and     the 

instalation  of  an  hydraulic  elevator,  and  the  re-arrange- 
ment of  departments  upon  a  larger  scale.  So  far  as  the 

Beehive  is  concerned,  therefore,  the  past  twenty-one 
years   has  seen   a  vigorous   development. 

The  Beehive  is,  above  all  else,  a  ready-to-wear  and 
furnishings  store.  Each  one  of  the  thirty  or  more  sec- 

tions has  a  distinct  location,  and  goods  are  so  displayed 
as  to  be  open  to  the  closest  inspection.  The  exclusive 

children's  department  on  the  second  floor  has  been  made 
a  very  strong  feature.  A  floor  space  25x70  feet  is 

devoted  entirely  to  juvenile  lines,  one^half  for  infants' 
wear  and  the  other  for  garments  for  older  children.  Here 
there  is  open  display  on  tables  and  in  cases. 

Unique  Display  Rack. 

A  unique  idea  in  racks  is  employed  here  for  tiny 
dresses.  It  consists  of  a  wall  attachment  and  the  princi- 

ple is  that  of  a  book  standing  on  end.  There  are  seventy- 
two  leaves  or  sections  in  this  book,  each  one  supported 
and  held  in  place  by  a  hinged  metal  rod  running  back  to 
the  wall.  Each  section  is  6  feet  high  and  two  yards  deep. 
Green  curtain  cloth  or  similar  material  may  be  used  for 

the  leaves  of  this  so-called  display  book,  and  upon  these 
are  fastened  flat  the  tiny  garments,  three  or  four  to  a 

page.  In  showing  a  line  of  children's  garments  it  is  an 
easy  matter  for  the  sales  person  or  the  customer  to 

show  or  inspect  the  contents  of  this  rack  much  more  sat- 
isfactorily than  in  the  case  of  a  table  display,  and  the 

goods  do  not  become  soiled  through  frequent  handling. 

The  children's  department  is  entirely  separate  from 
the  others.  There  are  lavatories  and  rest  room  in  con- 
nection. 

Records  Valuable  Details. 

The  system  of  stock-keeping  for  such  a  store  as  this 
must  necessarily  be  simple  and  complete.  That  adopted 
by  Mr.  Elliott  gives  him  a  record  of  every  section  for 
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each  day  in  the  year  and  is  not  only  useful  for  compari- 

son, but  valuable  to  the  buying'  end. 
The  head  of  each  section  or  group  of  sections  is  g^iven 

daily  a  sales  sheet  with  columns  headed  with  the  names 

column  are  the  numbers  of  the  clerks  and  underneath  are 
placed  the  amounts  of  their  sales.  Inserted  at  the 
bottom  of  this  sheet  is  a  small  panel  in  which  is  placed 

the  day's  summary  showing  amount  remaining  to  credit 

DEPARTMENT 
DATE 190 

Amount  Left 

Uft^ 

Taken 

Total 

Cashier. Form   to  which   the  cashier  of  the   Beehive,    Peterborough,  transfers  the   salts  statistics  from  sheets   supplied  sales  people.     Th» 

number  of  the  clerk  is  placed  at  head  of  each  column  with  amounts  listed  underneath.    In  the  panel  is  a  summary  of  the  day's  buainess. 

of  different  articles.  The  department  over  which  she  has 
charge  is  designated  by  letter  at  the  top  of  the  sheet, 
together  with  date.  She  records  each  of  her  sales  under 
the  proper  headings.  At  the  end  of  the  day  she  totals  up 
and  hands  her  sheet  and  duplicate  sales  checks  into  the 
cashier.  The  amount  at  the  credit  of  the  department  for 
change  daily  is  recorded  at  the  upper  left  hand  corner  of 
the  sheet. 

DEPARTMENT   

of  that  department  for  change  from  previous  day,  the 

amount  taken  in  sales,  the  sundry  expenses  of  the  de- 
partment. These  three  are  added  together  and  from  the 

total  is  deducted  the  amount  charged  to  the  department 
for  change  on  the  date  recorded  at  top  of  sheet.  Should 
the  department  consist  of  two  or  more  sections,  the 

totals  are  credited  opposite  the  proper  letters  of  designa- 
tion.   All  of  this  information  could  1*  obtained  bj'    the 

    _    DATE   -   ^   - 

sa 
a  D 

0.  ̂  

3  S 

3  8 

u  u 

Section  of   sales  sheat  used  by   Beehive,    Peterborough.     Upon  these  sheets  the   clerks   record  their- sties.    At  the  close 
of  the  day   they   are   handed   into  the  caahler  who  transfers  the   statistics   to   stock   record*. 

Dissecting  Sales  Sheets. 
It  is  one  of  the  duties  of  the  cashier  to  dissect  these 

sheets.    The  statistics  contained  thereon   are  transferred 
to  another  form  which  is  headed  with  the  letter  of  the 

department,   date,  and  amount  left.    At  the  top  of  each 

cashier  from  the  duplicate  checks  and  sales  sheets.  It  is 
her  duty  to  look  after  these  satistics  and  attend  to  the 
cash  carriers. 

In  the  ledgei\,  the  cashier  completes  from  these  sheets 
the  statistics  entered  from  the  invoices.    These  will  have 
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already  shown  the  manufacturer's  number,  the  merchant's 
numbers,  by  which  he  designates  the  style  and  name  of 
garment,  the  sizes,  quality,  when  bought,  cost  price.  To 
make  the  record  complete  the  selling  price,  by  whom  sold, 
and  when  sold  are  entered  and  numbers  are 
checked     off     from     the     sales  slip.        At     the      end      of 

-^^ 

J<\(\t>) 

Tues    > — 
- 

^.,.. 

Q^JLf^ 

Bo'C 

Co^t 

Columoir  ruling  of  stock   ledEcr,  In  which    Invoices    tre    first 
entered   and   later  statistics  from   sales  and  check  sheets. 

each  month,  the  total  sales  in  each  section  are  recorded 
in  such  a  way  as  to  be  easily  compared  with  the  figures 
of  the  same  period  during  the  year  preceding.  The  sheets 

described  are  preserved  in  book  form  and  may  thus  al- 
ways be  available  for  reference  as  to  stock  movements, 

the  record  of  any  section  or  sales  person,  and  whether 
prices  are  being  violated. 

Keeps  Tab  on  Departments. 

As  a  means  of  posting  one's  self  upon  the  progress 
of  a  department,  the  system  is  a  particularly  good  one. 
Mr.  Elliott  instances  the  case  of  one  section  which  he 

had  noticed  was  falling  off.  He  investigated  and  found 
that  the  buyer  was  not  keeping  up  the  stock.  Purchases 
were  afterwards  made  more  frequently  and  on  a  regular 
date  with  the  result  that  the  department  went  ahead. 

At  the  beginning  of  a  buying  season,  tne  Beehive's 
purchases  in  ready-to-wear  garments  amount  to  60  per 
cent,  of  estimated  requirements.  This  plan  makes  allow- 

ances for  style  changes  and  other  fhictuating  conditions. 
No  charges  are  made  for  alterations,  the  co.st  of  this 
department  being  charged  to  expense,  and  its  staf!  is  an 
auxiliary  to  the  regular  sales  force. 
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The   last  analysis   in   the  stock-keeping   system   of    the    Beehive, 
Peterborough,   showing   monthly   comparative   record   of 

tales   in  each   section. 

While  the  art  silk  classes  are  only  held  in  February, 
the  services  of  the  teachers  are  not  dispensed  with  dur- 

ing the  remainder  of  the  year,  but  are  retained  as  mem- 
bers of  the  staff.  While  very  little  expense  attaches  to 

the  store  from  these  classes,  it  facilitates  specialization 
in  supplies  for  fancy  needlework. 

New  Ideas  in  Floral   Effects. 

Each  season  the  manufacturers  of  artificial  flowers 

for  decorative  purposes,  sliow  something  new  and  some- 
thing better  and  more  life-like  than  they  produced  for 

the  season  before.  Roses  are  sure  to  be  included,  as  the 

rose  is  the  most  used  of  any  flower.  One  new  rose  idea, 
is  a  tree  showing  spray-like  branches  clustered  with  roses, 
growing  from  a  square  jardinere  of  birch  bark.  This  can 
be  had  in  all  the  rose  shades.  New  also  are  the  graceful 
flexible  double  garlands,  which  will  adapt  themselves  to 
any  curve,  with  the  roses,  in  any  color  and  the 
leaves  in  the  natural  green.  These  make  a  most  effective 

form  of  decoration,  not  only  for  windows,  but  for  in- 
terior work  as  well.  Then,  there  are  branches  and  sprays 

of  rambler  roses,  and  the  life-like  long-stemmed  American 
beauty  roses. 

Though  more  of  a  Fall  effect,  some  trimmers  used 
orange  trees  in  boxes,  the  tree  showing  fruit  both  ripe  and 
green,  as  well  as  flowers  at  the  one  time,  like  the  natural 
tree. 

Purple  flowers  also  breathe  of  Spring,  and  here  the 
choice  is  large.  There  is  wistario,  lilac,  violets,  clematis 
and  orchids.  This  latter  flower  is  somewhat  expensive, 
but  is  very  handsome.  Morning  glories,  daisies,  apple  and 
clierry  blossoms  are  other  good  flowers,  and  there  are  both 
the  pink  and  white  almond  blossoms,  and  last,  but  not 
least,  the  much-used  snowball. 

For  Spring  use,  nothing  can  beat  the  natural  ferns  in 
green.  These  can  now  be  had  in  many  kinds,  and  the  trim- 

mer in  search  of  new  material  will  find  them  most  effec- tive. 

The  Price   of  Success. 

"Talk  about  success,"  remarked  the  manager  of  a 
large  manufacturing  concern  in  a  group  of  business  men 

in  Toronto  the  other  day,  "but  you  have  always  got  to 
pay  the  price  for  success.  I'll  tell  you  what  I  mean. 
Some  years  ago  I  spent  an  evening  with  the  late  Timothy 
Eaton.  The  conversation  naturally  turned  to  business 
matters.  I  remarked  to  him  that  he  had  built  up  a  very 
tine  busines.s  and  it  must  be  a  source  of  gratification  to 

niui. 

'Yes,'  he  said,  'J  have  built  up  a  successful  business, 
but  nobody  knows  what  it  has  cost  me  in  wear  and  tear 
and  worry.  Yes,  I  have  been  successful,  but  sometimes 

I  wonder  if  it  has  been  worth  the  price.'  " 

At  no  time  in  the  world's  history  has  there  been 
greater  opportunities  for  the  young  men  to  achieve  suc- 

cess than  now.  Success  in  living,  success  in  achieving, 
success  in  art,  literature  and  in  science,  success  in  lal>or, 
success  in  happiness,  success  in  the  thousands  of  chan- 

nels of  man's  direct'ions,  success  is  possible  under  hap- 
pier conditions,  under  less  restraint,  with  lesser  suffering, 

with  lesser'  sacrifices  and  with  larger  possibilities  in  this 
twentieth  century,  than  to  the  great  army  of  successful 

men,  on  whose  pages  history  records  their  great  achive- 
ments.  In  the  history  of  the  world),  the  young  man  can 
learn  from  the  immortal  characters,  of  their  successful 

lives,  some  les.son  in  the  lives  of  each  one,  that  if  digest- 
ed and  intelligently  studied  must  be  an  inspiration  to 

better  things,  better  thoughts,  better  and  higher  aspira- 
tions, better  incentives,  better  guidance  and  surer  paths 

to  success. — Exchange. 
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Rooster  Brand 
HONEST  VALUE  IN  EVERY  LINE 

TROUSERS  ^^^  Dress,  Working,   Outing,    Riding,  Gymnasium, 
—  Etc.,  Etc,    Worsted,  Tweed,  Flannel,  Duck,  Khaki, 

Corduroy,     Whipcord,     Bedfordcord,     Moleskin,     Denims,     Etc.,    Etc. 
Seats    sewed    Twice  over   with    linen    thread. 

Coats  liflM  Flannel  Suits and 

Bar  MIkMM  Trousers 
Vests 

Shop 

Dusters 

ICrowM.OverAll 

CIJID'TC  High  Class  Negligee,  Stock  Collais  ivith  Ties  to  match 
===^^  and  Gilt  Ascot  Pins,  all  set  up  in  Box.  WORKING 
SHIRTS   of  best   fabrics    and   superior   workmanship. 

OVERALLS  and  JACKETS 
for  every  class  of  mechanic. 

''THE  KHAKI  HOUSE  OF  CANADA/' 

Robert  C.  Wilkins  Company,  Limited 
Montreal 

Please  mention  The  Reviezc  to  Advertisers  and  Their   Travelers. 



Men's    Clothing    and    Furnishings   Ne\vs 
Late  Orders  for  Men's  Woolens  Likely  to  Confront  Delivery  Problem 
—  Some  Patterns  Being  Dropped  as  they  Sell  Out  —  Revival  in 
Homespuns  Indicated  —  Grey,   Brown  and  Olive  Effects  the  Leaders. 

WOOLEN  houses  are  well  forward  with  th
eir 

shipments  at  the  present  time,  and  the  re- 
sult will  be  that  orders  placed  will  have  de- 

livery at  an  early  date.  The  situation  in 

the  market  at  the  present  time  has  emphasized  the  ad- 
visability of  covering  Spring  requirements  in  reasonable 

quantities.  There  seems  to  be  little  doubt  that  very 

late  and  repeat  orders  will  meet  with  considerable  diffi- 
culty in  getting  prompt  deliveries. 

In  many  cases  manufacturers  are  asking  until  March 
or  April  for  delivery  on  repeats,  and  it  is  not  surprising 
therefore,  to  find  that  houses  are  dropping  some  of  their 
best  patterns  as  they  sell  out  because  of  this  uncertainty. 
This  does  not  mean  that  there  will  not  be  a  good 
assortment  left  to  choose  from,  but  it  does  mean  that 
the  assortment  may  be  limited,  and  that  the  late  buyer 
may  discover  when  too  late,  that  he  has  placed  himself 
at  a  disadvantage  in  these  days  when  distinction  in 
patterns  counts  for  so  much. 

Are  Prices  Too  High  ? 

Among  wholesalers  of  men's  woolens,  there  are  those 
who  claim  that  prices  are  too  high,  manufacturers,  how- 

ever, claim  they  are  not  in  keeping  with  what  they  are 
paying  for  their  wool.  However,  there  is  a  lot  of  beau- 

tiful stuff  shown  in  light  colors  in  which  the  olive  and 
brownish  shades  are  in  evidence,  while  the  better  trade 
is  showing  a  strong  preference  for  greys. 

"We  understand,"  said  a  buyer,  "that  some  very 
wise  men  have  bought  very  largely  in  greys  and  that 
when  the  season  opens  they  will  undoubtedly  find  them- 

selves  right." 

Revival  in  Homespuns. 

There  has  been  quite  a  revival  in  homespuns,  and 
authorities  state  that  it  would  not  surprise  them  to  see 
these  goods  occupy  the  place  they  had  four  or  five  years 

ago — particularly  plain  homespuns.  There  has  been  much 
talk  about  tweeds,  but  wholesalers  state  that  sales  do 
not  indicate  any  great  improvement.  Reports  from 

England  are,  however,  that  tweeds  are  certainly  becom- 
ing stronger,  and  it  may  be  that  their  increased  vogue 

on  this  side  of  the  Atlantic  may  only  be  postponed  for 
a  season.  The  smooth  worsted  is  still  the  strong  factor 
in  business. 

Buying  Better  Stuff. 

"After  all  is  said  and  done,"  remarked  a  wholesaler 
of  woolens,  "wool  is  not  the  only  thing  that  governs. 
Wages  have  gone  up,  as  well  as  all  of  the  accessories 

used  in  manufacture.  Moreover,  stock-taking  shows  that 

people  are  buying  better  stuff.  We  haven't  anything  like 
the  number  of  yards  that  we  had  a  few  years  ago  on  our 
tables,  yet  the  cost  tells  the  story.  There  has  been  a 
steady  growth  in  favor  of  better  goods.  The  ready-made 
trade  may  have  had  something  to  do  with  it.    The  tailor 

who  would  win  out  must  carry  a  distinctive  line,  and  it 
is  also  noticed  that  people  do  not  want  jobs  unless  they 
are  absolutely  right.  The  day  is  gone  by  when  a  man 
will  take  a  stack  of  stuii  at  50  cents  a  yard  without 

knowing  what's  in  it.  He  is  up  against  a  stiff  proposi- 
tion, but  he  is  solving  it  by  putting  more  thought  and 

energy  into  his  business,  and  using  better  judgment  in 

his  buying." 

Good  Season  for  Clothing  Men. 

The  clothing  men  have  had  an  excellent  season.  It 
is  far  aliead  of  the  same  period  in  1908  and  cancellations 
are  few  and  far  between.  This  at  least  indicates  that 
confidence  is  widespread.  One  of  the  great  problems  of 
the  season  has  been  the  difficulty  in  getting  help. 

While  greys  have  figured  well  in  the  ordering,  it  is 
noted  that  strong  business  is  still  being  done  in  brown 
cflVcts,  and  olives  also  occupy  a  good  place. 

Among  manufacturers  it  is  stated  that  there  has  been 

a  surprising  growth  of  the  special  order  trade.  This 
clothing  frequently  represents  some  distinctive  idea  of  the 
retailer.  It  may  have  been  suggested  by  the  touches  on 
a  sample  garment  shown  by  a  traveler,  it  may  have  been 

a  customer's  idea  or,  what  is  most  generally  the  caset, 
the  merchant  has  worked  it  out  himself.  This  desire  to 

obtain  individuality  in  a  retailer's  line  has  been  encour- 
aged by  the  manufacturers.  Years  ago  a  traveling  sale- 

man's  trunks  carried  little  else  than  made-up  garments), 
and  these  were  sold  to  the  merchant  like  so  many  arti- 

cles having  no  distinctive  classification.  It  was  then 
possible  for  almost  any  number  of  men  in  the  same 
community  to  have  suits  of  the  same  cut  and  materials. 
That  thas  all  changed.  Where  the  traveler  carried  15 
trunks  before,  he  now  carries  about  half  that  many,  but 
has  a  greater  range  of  materials.  Along  with  these  he 
has  garments  representing  the  latest  ideas  in  style.  If 
the  merchant  wishes,  he  may  order  entirely  on  these 
designs,  or  he  may  order  certain  changes  emtodying  his 
own  ideas,  picking  out  the  materials  from  samples 
shown.  In  this  way  the  retailer  may  assure  himself  that 
he  is  adopting  style  features  which  appear  to  be  popular 
with  his  people,  and  while  it  may  cost  a  trifle  more,  it 
enables  the  merchant  to  say  that  he  has  a  line  whose 

selling  qualities  are  not  endangered  by  duplication. 
This  development  has  not  been  without  its  problems 

to  the  manufacturer.  His  equipment  which  enabled  him 
to  handle  large  quantities  at  a  time,  had  also  to  be 

adaptable  to  small  quantities  owing  to  diversity  of  pat- 
terns. It  has  meant  a  great  deal  more  work,  and,  at 

firsti,  was  not  without  its  loss.  It  is  now  recognized, 

however,  that  it  is  this  tendency  in  favor  of  style  in- 
dividuality which  has  promoted  good  business  in  so- 

called  ready-made  lines. 
The  garments  for  Spring  range  from  the  very  plain 

to  the  somewhat  novel.  There  are  fancy  cuffs  and  pocket 
ornamentation,  but  these  are  hardly  so  elaborate  as 
those  of  last  season.  The  cuff  feature  sometimes  takes 

the  form  of  a  strap  of  one-half  the  circumference  of  the 
sleeve  with  one  end  fastened  by  a  button.  The  same 
idea   is   applied   to   the  pockets.      In   other  designs     the 
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Breaking 

away  from  a  habit 

is  often  a  difficult  matter  ! 

Have  you  been  habitually 

selling-  a  poor  rubber  col- 
lar ?  If  so,  break  away 

from  such  a  habit  and  get 

to  work    selling- 

XYLONITE-LINEN 
(Pronounced    Zy-lo-nite) 

Waterproof  Collars 
and 

Cuffs 

This  is  the  best  known  substitute 

for  Linen,  and  cannot  be  dis- 

tinguished therefrom.  Their  style 

and  fit  are  perfect — and  they  can 
be  cleaned  with  a  rub.  They  will 

not  wilt  or  crack  and  are  of  a  good 

permanent  white  color.  Order  a 

supply  to-day. 

Stocks  at 
MONTREAL, 
WINNIPEG, 
TORONTO. 

123  Coristine  Bldg. 
56    Albert  St. 
77  York  St. 

SOLE  CANADIAN  AGENTS  ; 

Geo.    Ridout  &    Co. 
TORONTO 

cuffs  are  somewhat  similar  to  those  of  last  \-ear,  though 
the  pattern  and  number  of  buttons  are  considerably  re- 

duced. As  pointed  out,  however,  a  retailer  may  insist 
upon  a  feature  which  will  make  his  line  different,  but  it 
must  not  be  supposed  that  the  manufacturer  is  ignoring 

the  advisability  of  keeping  a  large  made-up  stock  ready 
for  immediate  delivery. 

* 

Hats  and  Caps. 

The  most  important  part  of  the  hat  business  from  this 
time  on,  as  far  as  the  buying  is  concerned,  is  the  ?traw 
hat.  Larger  and  larger  is  this  section  becoming  from 

year  to  year  in  the  hat  department.  Not  manj'  years  ago 
it  was  not  unusual  for  a  man  to  make  his  derby  or  fedora 
do  him  all  year,  with  the  result  that  the  straw  hat  had 

a  limited  sale,  especially  in  smaller  centres.  Now  this 
has  all  changed  and  the  straw  hat  has  become  as  necessary 

a  part  of  a  man's  wardrobe  as  the  felt. 
Splits  are  again  prominent  in  the  market  with  the  same 

call  for  sennits  as  regards  Spring  trade.  Reports  from 
New  York  are  to  the  effect  that  sennits  will  be  prominent, 
but  similar  reports  have  been  coming  and  going  for  the 
past  three  years.  Fancy  shapes,  in  the  country  as  well 
as  for  citj'  trade  are  still  asked  for  and  the  coming  season 
will  bring  out  from  the  manufacturers  the  usual  range. 
Colored  bands  will  be  more  prominent  than  ever  with  gray 
and  various  colored  stripes.  In  sailors,  the  brims  will  run 

about  the  same,  namely,  3x2-2J,  2|x2J-2i,  2ix2i-2i.  etc. 
Panamas  are  expected  to  be  as  popular  as  last  season 

and  manufacturers  are  aeting  accordingly.  Large  rakish 
effects  as  well  as  the  smaller  and  much  neater  shapes  will 
be  shown. 

Shapes  of  stiff'  hats  for  Spring  will  be  smaller  with  a 
tendency  to  flat  brims  and  round  crowns.  Black  hats  will 
as  usual  predominate,  with  browns  following.  There  will 
also  be  some  calls  for  slates  and  steels. 

Soft  hats  ai-e  expected  to  sell  big  in  colors,  with  slate. 
steel  and  smoke  colors  in  demand.  Browns  and  black  will 

also  be  asked  for.  Of  late  there  has  been  quite  a  ten- 

dency towards  pearl  fedoras.  Manufacturers  expect  re- 
tailers to  do  a  brisk  trade  in  this  line  this  summer. 

Yov  Fall  and  early  Spring,  the  golf  shape  caps  will, 
as  usual,  be  favorites,  (xreen  tweeds  and  dark  grays  and 

stri}>ed  worsteds  generally  will  be  asked  for.  Prices  will 
remain  about  the  same. 

Canadian  cap  manufacturers,  as  a  result  of  showing 
new  shapes,  good  styles  and  qualities,  are  revolutionizing 

the  trade — an  increased  interest  in  caps  is  felt  and  each 
season  not  only  for  all  kinds  of  sport,  but  for  general 

wear — this  applies  particularly  to  caps  for  dressy  wear. 
The  trade  in  heavy  winter  caps  remains  normal  and  styles 
practically  unchanged.  Each  manufacturer  has  his  own 

specialties  to  use  as  a  selling  arg'ument. 

Gloves. 

Lines  of  heavy  gloves  and  mitts  for  next  Fall  go  on 
the  road  this  month  and  glove  dealers  anticipate  an  ex- 

ceptionally good  season.  There  has  been  a  marked  im- 
provement in  the  quality  of  gloves  asked  for  and  tl  is  is 

encouraging  to  the  trade.  The  high  price  of  leather  is 
affecting  the  glove  trade  and  the  fact  that  squirrel,  rabbit 
and  other  furs  used  for  linings  are  higher  in  price  also 

makes  the  cost  of  the  finished  goods  higher.  These  ad- 
vances mean  an  increase  of  2s.  on  English  goods. 

Glove  dealers  state  that  there  has  been  a  gi'eater  de- 
mand for  Canadian  lines  of  heavy  erloves. 
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A  Sure  Selling  Line: 

Hats 
OF 

and Caps 

^ 

For  Spring  and  Fall,  1910 

^ 

Stiff  and  Soft  Hats  right  up-to- 
date  in  shape,  block  and  color. 

We  make  these  goods  and  guar- 
antee correct  sizes  and  finish. 

Turn  any  old  stiff  hat  stock  you 

may  have,  that  is  out  of  fashion 

and  dead,  into  up-to-date  goods 
by  sending  it  to  our  factory  to 
be  remodelled. 

This  will  pay  you  well.  Write 
us  for  prices. 

Our  travellers  are  now  starting 

out  with  our  complete  lines. 
Wait  for  them  or  write  us  direct. 

A  complete  line  of  fall  and  winter 
caps  now  showing. 

The  ''Punchard"  patent  elastic 

cap  band  has  proved  a  phenome- 
nal seller !  Have  you  seen  it  ? 

This  patented  band  will  conform 

to  any  shape  head.  It  is  warm 
and  not  heavy  or  clumsy,  it  fits 

in  the  cap  like  a  sweat  and  is 
wind  proof. 

We  are  still  open  to  fill  your  late 

orders  for  spring  goods.  See  our 

line  of  golfs.  Our  facilities  are 

complete,  and  w^e  can  promise 
prompt  delivery. 

WARNING.  We  would  warn  any  merchant  that  any  firm  show^ing  an  Elastic  Band  such  as  ours,  w^ith- 
out  our  name  on  it,  is  offering  an  infringement  of  our  patent;  and  that  both  the  buyer  and  the  seller  will 
be  open  to  prosecution.  We  have  placed  this  patented  band  with  Messrs.  Fried,  Grills  &  Co.,  Toronto; 
Messrs.  Swift,  Copland  Co.,  Ltd.,  Montreal;  Messrs.  Wright,  Sons  &  Co.,  Ltd.,  London;  Messrs. 

McMillan,  Calder  Co.,  London;  and  W.  R.  Brock,  Ltd.,  Calgary,  and  ourselves,  w^ho  w^illshow  and  sell  this 
patented  band  for  1910. 

Buy  from  the  maker  direct 

Chas.C.Punchard&Co 
130  WeUington  St.  W.,    Toronto,  Ont. 

Please  mention  The  Review  to  Advertisers  and  Their  Traveltrs, 
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SELL 

1. 

"Common  Sense"  Garters 
HITCHES  ON  TWO  SIDES 

A»k  Your  Jobber  for  Thorn 

A  man  who  once  wears  the 

"Common  Sense"  Garter 
will  never  be  satisfied  with 

any  other  kind. 

Price  per  doz.,  $2.25 

COMMON  SENSE— Why  ? 
Hitches  on  two  sides. 
Does  not  cord  the  leg. 
Prevents    wrinldinK    of  the hose. 

Equalizes  tension. 
Adjustable  to  any  size. 
Wears  longerthan  any  other kind. 

If  your  jobber  does  not 
handle  them  send  direct 
to  us  and  we  will  send 

them  to  you  express  pre- 

paid. 
COMMON  SENSE  GARTER  CO. 
221  Queen  St.  .  Ottawa,  Ont. 

Lion  Brand 

BOYS'  CLOTHING 
Perfect  Fitting — Cleverly  Made. 

400  merchants  In  Canada  have  LION  BRAND  Boys'  Clothing 
represented  In  their  stock. 

400  merchants  continue  to  increase  their  business  with  us 
every  season. 

There  must  be  a  good  reason  for  it,  and  xt  have  reason 
to  say  it   is  good. 

We  malte  all  our  Knickers  with  Double  Seats,  Double  Kneea, 
Double  Stitched  Seams  and  extra  strong  Linings.  Our  Coats 
have  Double  Elbows,  Concave  Shoulders,  Hand  Shaped 
Collars,  Hair  Cloth   Fronts  and  are  fully   guaranteed. 

Boys'  buits  and  Knickers  are  ill  we  make,  but  we  make  them 
well. 

The   Jackson    Mfg.  Co. 
CLINTON        -        and        -        GODERICH 

Small  Boys'  Wear. 
In  small  boys'  wear,  Norfolk  suits  and  Buster  Brown 

outfits  have  been  treated  in  a  great  variety  of  forms  as 
regards  buttons  and  trimmings.  Some  fasten  towards 

the  side,  others  in  front  and  double-breasted  effects  are 
also  good.  There  has  been  a  marked  inquiry  for  bloom- 

ers, and  there  garments  seem  to  be  sharing  more  and 
more  the  popularity  of  the  straight  pantaloon. 

Shirts,  Neckwear   and  Hosiery. 

It  would  appear  from  information  gathered  in  differ- 
ent quarters,  that  shirt  manufacturers  are  fairly  well 

covered  wit  hmaterial  for  the  coming  season  at  prices 
somewhat  below  present  levels.  As  it  stands  now,  the 
increase  would  be  about  35  per  cent.,  but  owing  to  the 
fact  that  in  lines  for  Spring  materials  purchased  while 
the  price  movement  was  not  serious,  it  would  appear 
that  values  will  not  be  greatly  affected. 

There  was  strong  holiday  buying  in  blacks  and 
whites.  Grouped  stripes  are  the  big  feature  and  pleated 
goods  have  also  taken  well.  The  pleated  shirt,  as  an 

article  of  evening  wear,  has  hardly  measured  up  to  ex- 
pectations, although  it  has  made  its  appearance  where 

faddishness  was  excusable.  The  Spring  lines  are  featuring 

toned  goods  very  strongly,  narrow  grouped  stripes  hold- 
ing the  premier  position.  Plain  colors  have  also  been 

well  taken.  The  same  tendency  is  noticeable  in  neckwear, 
hosiery  and  fancy  vests.  There  is  a  very  large  range  of 

colors  and  again  the  trade  is  talking  of  matching  pos- 
sibilities as  a  great  business  promoter.  Black  and  white 

has  been  greatly  favored  l:«y  the  high-class  trade. 

"We  have  certainly  found  that  color  manipulation 

helps  business,"  said  a  men's  furnisher  to  The  Review. 
"When  we  can  show  a  young  man  a  dainty  color  sym- 

phony for  hosiery,  and  neckwear,  and  perhaps  vest,  he 

sits  up  and  takes  notice,  and  there  are  numerous  in- 
stances where  we  have  received  a  $1.50  order  which. 

formerly  might  not  have  amounted  to  more  than  50c. 
Of  course,  a  great  deal  depends  upon  the  ability  of  the 

salesman  to  introduce  goods  which  will  constitute  a  har- 
monious assortment  with  the  article  ordered  in  the  first 

place,  for  the  majority  of  customers  enter  the  store  with 
no  idea  of  working  out  this  part  of  their  wardrobe  on 
these  lines. 

The  vertical  strip  effect  is  the  big  feature  in  hosiery, 

and  placing  business  has  been  heavy.  While  the  cold 
weather  credited  an  insistent  demand  for  immediate  cash- 

meres, it  is  evident  that,  as  pointed  out  last  month, 

lisles  are  becoming  an  all-year-round  factor  in  the  men's 
furnishing  department.  Style  is  the  outstanding  con- 

sideration and  it  is  possible  to  secure  gi-eater  assortment 
in  goods  which  custom  ascribes  as  belonging  to  Summer 
wear.  As  has  previously  been  stated,  it  is  not  likely 
that  the  sensational  cotton  prices  will  become  manifest 
in  Summer  lines,  for  which  distributors  had  their  orders 

placed  well  in  advance.  They  will  have  application  to 
the  following  season,  and  the  element  of  uncertainty 
about  the  present  bull  movement  is  anything  but  a 
pleasant  proposition  to  the  manufacturer. 

While  there  is  a  great  variety  of  colors  in  patterns 
shown  in  silk  neck  scarfs  for  men,  the  demand  for  these 
during  the  holiday  season  was  reported  by  some  houses 

to  have  been  exceptionally  inactive.  This  is  attributed 
in  part  to  the  continued  mild  weather  and  also  to  the 
position  attained  by  the  various  knitted  articles,  all  of 
wliich  liave  been  selling  well. 
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Now,  Mr.  Retailer— 

If  anything  was  ever  dis- 

tinctly up  to  you  it^s  this 

COLLARS 

We  have  produced  the 

one  great  collar  improve- 
ment among  all  collar 

improvements. 

We  have  told,  are  telling,  and  will  continue  to  tell  the  millions  of  collar 

wearers  about  this  great  new  collar  idea,  with  all  the  power  of  big  adver- 
tising space  in  such  irresistible  mediums  as  the  Saturday  Evening  Post, 

Collier's,  McClure's,  Everybody's,  American,  Literary  Digest,  etc. 

The  Slidewell  idea  corrects  the  one  great  turndown  collar  fault, 
are  adopting  it  as  fast  as  retailers  give  them  the  chance. 

Men 

In  styles,  in  quality,  in  finish,  Slidewells  not  merely  equal,  they  surpass  all 
other  20  cent  brands.  And  you  get  your  Slidewells  from  your  nearby 
jobber,  the  greater  satisfaction  and  economy  of  which  you  well  know. 

Slidewells  are  to-day  the  only  collars  that  give  the  retailer  handling  them 
a  distinct  competitive  advantage  in  the  fight  for  the  collar  business. 

The  new  Slidewell  style  book  is  now  in  the  hands  of  wholesalers  for  distri- 
bution.    Be  sure  you  get  one — 

And  don't  make  the  mistake  of  ignoring  the  only  big  collar 
idea  and  collar  opportunity  that  ever  came  the  retailers*  way. 

Let  us  send  you  a  sample  Slidewell  Collar.  Just  drop  us  a  card  stating 
what  collar  and  size  you  are  wearing.     Prove  the  Slidewell  to  yourself. 

HALL.  HARTWELL  &  CO. (£.    H.    Walsh    &   Co.,    Canadian 
Selling   Agents,     Toronto,     Canada) TROY,  N.  Y. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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Resolved 

For  1910 

That  I  will  sell  more 

clothing  in  1910. 

That  I  will  carry  Camp- 
bell Clothing. 

That  I  will  feature 

Campbell  Special 
Order  Clothing. 

That  I  promise  to  do 
these  things  for  the 

good  of  my  business, 
and  the  satisfaction  of 

my  customers. 

That  I  will  send  to-day 
for  their  attractive 

proposition. 

THE 

CAMPBELL  MFG.  Co. 
LIMITED 

Campbell  Building,    Elmire  Street 

MONTREAL 

It's    too    early    for 
1910-1911     to    talk 

FURS 
It's  too  late  for  this 
season,  but  this  one 
fact  we  want  before 

you  all  the  time : 
"We  are  the  firm  to 

get  furs  of  satisfac- 

tion from." M.  SILVER  &  CO. 
12-14  ST.  JOHN  STREET.    -    MONTREAL 

GLOVES 

Sign  of  Glove  Quality 

—  To  Mr.  Retailer  — 
If  you  wish  one  of  our  1910  Art  Calendars  let 
us  have  your  name  at  once.  We  will  have  a 
limited  quantity  to  spare.  First  come  first 
served. 

Make  a  point  of  asking  your  Jobber  to  show 

you  our  line 

THE  ROBERT  RYAN  CO. 
THREE  RIVERS,  QUEBEC 

SELLING  AGENTS: 

E.  H.  Walsh  &  Co.  Stuart  M.  Campbell 
Toronto  Montreal  Hammond  Block,  Winnipeg 
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Even  the  most  conservative 
of  men  are  converts  to 

it 

CHALLENGE  Brand 
CUFFS  and  COLLARS— 

and  the  reason's  not  far  to  seek!  ''Challenge'*  Collars 
and  Cuffs  look  exactly  like  the  linen  collar  your  best  cus- 

tomer has  always  used ;  have  the  same  dull  finish  and  com- 

fort in  wear  and  are  perfect  in  fit  and  style.  The  accom- 
panying cuts  indicate  how  right  up-to-date  and  fashionable 

"Challenge  '  collars  are. 

But  another  fine  selling  point  is — they  are  waterproof 
and  can  be  cleaned  instantly  with  a  damp  cloth.  The  long- 

standing prejudice  against  the  old-style  rubber  collar  that 
lost  its  color,  cracked  easily,  smelt  unpleasantly,  and  never 
looked  like  a  linen 

collar,  has  vanished 
with  the  advent  of 

"Challenge" BRAND 

VIGILANT 

rHEy\RUNGTON  Co- 

representatives 

IVes/ern  : 

J.   CH ANTLER  &  CO., 
TORONTO 

Eastern  : 
DUNCAN  BELL, 

MONTREAL 

Are  you  ready  to 

meet  the  demand  ? 

Order  promptly. 

All  sizes  in   stock. 

PURITAN 

The  Arlington  Company 
of  Canada,  Limited 

54-56  FRASER  AVE., TORONTO 

PILGRIM 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers 

DEFENDER 
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CLOTHED  WITH  AIR 
When  we  commenced  advertising  CELLULAR  CLOTHING  20  years  ago  very  few 

persons  understood  the  term  as  applied  to  UNDERWEAR, 

Aertex  Athletic  Suit. 
Short  Sleeve  Vest, 
Trunk  Drawers, 
from  75c.  ea. 

To-Day 

AERTEX Cellular 
a  Household  Word 

During  that  time  many  imitations  have  arisen,  but  the  Public 
know  that  if  they  want  the  BEST  QUALITY  OF  VEN- 
TILATED  SHIRTS  and  UNDERWEAR  they  must  de- 

mand  the 

ORIGINAL  AERTEX  CELLULAR 

ORIGINAL  WEAVE,  ORIGINAL  QUALITY  OF  YARNS 
ORIGINAL  HIGH  STANDARD  OF  MANUFACTURE 

and  see  they  get  it. 

AERTEX  Cellular  is  Entirely  of  British  Manufacture 

We  are  now  showing  complete  ranges  of  samples  of 
all  Aertex  Cellular  Goods  for  1910.  If  not  called  on,  write 

us  for  illustrated  Price  List,  and  w^e  w^ill  arrange  to  submit 
samples  to  you  Aertex  will  afford  you  good  profit  and 
your  customers  satisfaction. 

WREYFORD  &  CO. 
Dominion  Agents,  TORONTO 

"Aertex"  Union  Suits, 

to  retail  from  SI. 50. 
Other    qualities   up    to 

S3. 50  per  suit. 

THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 

Showerproof  purposes. 

/^eg?TradeMark 

PROOFED  BY 

Facsimile  of  Stamp. 

THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Showerproof]  pro- 

perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 

The    ( 

(Copyrighi) 

DUST-PROOF 
as  well  as 

Showerproof 

Proofers  to  the  Trade,  BRADFORD,  YKS. 

Pltase  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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The  Glove  House  of  Canada 

61 

PERRIN 
Announcement 

»» 

FALL 1910 

^  In  addition  to  our  well-known  standard 
numbers  are  several  new  styles  in  Fur 
Lined,  Knit  Lined,  Silk  and  Wool  Lined, 
Capes  and  Mochas. 

^  These  goods  are  from  our  English 

factory — so  do  not  fail  to  see  the  range. 

^  Our  travellers  are  now 
showing  a  complete  range 

of  Men's  and  Women's 
Gloves  for  Fall,  1910. 

Many  new  numbers 
have  been  added  to  our 

range  of  Ring  wood 
and  Cashmere  Gloves. 

Our  Prices   Remain   the  Same  as  Last   Yea 
NOTWITHSTANDING    THE    INCREASED    COST   OF   ALL    RAW    MATERIALS 

Perrin  Gloves 

are  continuously 

advertised  to  your 
customers    :    :    : 

Perrin  Freres 
&  Cie. 

Mark  Fisher  Building 

Montreal 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 

I     \h   ,i' 
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Five  STRONG  Reasons 
Why  You  SHOULD  Sell 

THE  ALL  FABRIC 

CHESTER 
Suspenders 

ALL  FABRIC-  They  have  all 

of  leather's  virtues  without  leath- 

er's faults,  made  in  full  elastic 

and  semi-elastic  models,  that 

reach  a  point  of  perfection  never 

before  attained  in  Canada. 

•  \ 

FABRIC  ENDS-We  make  the  "U.S.A. 

Chester"  practically  wearproof  with  our 
patented  fabric  ends  (leather  shaped) 

chemically  toughened  wear  points,  and 

solid  woven,  inserted  back  buttonholes. 

PRONG  BUCKLE-Our  patented  non. 

slipping  Prong  Buckle  may  be  instantly 

adjusted  as  to  length  without  sewing, 

which  keeps  the  buckle  near  the  buttons 
instead  of  on  the  shoulders. 

BUTTONHOLES-Indestructible  "in- 
serted" button  holes  which  are  firmly 

stitched  to  the  webbing  and  distribute  the 
strain  in  the  body  of  the  web  and  not  at 
the  button  holes. 

ADVERTISED-We  do  not  only  sell 

"Chester"  Suspenders  foyou— we  also  sell 
them  for  you— by  advertising  them  in  the 
leading  papers.  We  make  the  best  Sus- 

penders on  the  market  and  also  make  them 
the  best  sellers. 

Send  for  sample  dozen,  $4.50,  and  thus  take  advantage  of  the 

"Chester"  prestige  and  our  extensive  advertising  campaign 

Made  by The  James  Hall  Co. 
Brockville,  Ont. 

Full  stock  carried  at  our  Winnipeg  Warehouse,  293  Market  Street 

Please  mention  The  Review  to  Advurtisers  and  Their      TraveUrs 
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SEASON   1910 

Gloves  and  Gauntlets 
Mitts  and  Moccasins 

More  than  six  hundred  and  fifty  lines, 

comprising  a  most  complete  assortment  of 
American,  Domestic  and  European  lines. 

Our  prices  when   not  lower  are 
the  same  as  last  year. 

Every  imaginable  variety  of  Working 
Gloves  and  Mitts,  many  new  numbers. 

Full  range  of  Canvas  Gloves,  Men's  Fur- 
lined,  Wool-lined,  Silk-lined  and  Unlined 
Capes,  Mochas,  Suedes,  etc.,  etc. 

GIVE    OUR    TRAVELER    AN    OPPORTUNITY    TO    SHOW  HIS    LINE 

GLOVE  DEPARTMENT 

Greenshields  Limited 
MONTREAL 

f'ease  mention  i  he  Heinew  to  Advertisers  and  Then    Travelers, 
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"PYRAMID"  Handkerchiefs 
■X 

?^ 

V;#  1M 

Pyramid 

Handkerchiefs 

attract  the  best  class  of 

buyers  to  your  store. 

Tempting  window  dis- 

plays are  worth  while. 

Show  cards  furnished 

by  your  wholesaler. 

What  PYRAMID  HANDKERCHIEFS  are: 

A    soft,   durable  fabric.      Tasteful    and    original    patterns,    every  one 

registered.       Absolutely  fast  colors. 

A  Moderate  Price. A  Staple  Seller 

PYRAMID 
HANDKERCHIEFS 

Be  the  first  to  show  them 

in  your  town. 

Carried  by  the    Leading  Wholesalers    of 

Dry  Goods  and  Men's  Furnishings. 

PYRAM I D 
R\NDI\ERCHIEF^ 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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GOOD  COAT  LININGS 
ARE    ESSENTIAL 

if  you  wish  to  please  your  customers 

The  BEST  Linings 
whether  Alpacas,  Mohairs,  or  Italian  Cloths, 

bear  the 

KIRK 
stamps,  as  below : 

THERE  ARE  TWO  FINISHES  WITH   THIS 

NAME  AS  A  GUARANTEE 

OF     EXCELLENCE     IN 

BRILLIANCY,  PERMANENCY  and  STRENGTH 

(1)    The  Original 

'Permanent  Finish.' 

(2)'Velper' 
The  Velvety  Permanent  Finish  for 

those    who    prefer  a    soft    handle. 

m 
(Copyright) 

PATTERNS   SHOWING    EITHER 

FINISH  can  he  had  on   application   to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  LTD. 

39  WELL  STREET,  BRADFORD, 
ENGLAND 

P-R-O-F-I-T 

Presto  Collars 
Spell  Profit 

for  you  because  they  make  sales — and  they 
make  sales  because  they  give  the  wearer  an 

overcoat  or  raincoat  with  a  double  purpose. 

They  make  a  man  ready  for  rain,  shine,  storm  or 

cold  in  an  instant,  and  with  the  greatest  of  ease. 

P-R-O-F-IT 

The  Presto  is  tivo  collars  in  one  piece — grace- 
ful, smooth  and  close-fitting  when  turned  down, 

making  the  coat  look  the  same  as  any  other 

overcoat  or  raincoat,  with  every  essential  of 

style.  Turned  up,  it  changes  into  the  military 

pattern  that  gives  protection  to  the  wearer, 

against  weather  punishment,  right  up  to  his  chin. 

P-R-O-F-I-T 

Your  customer  will  certainly  want  the  snappy, 

useful  Presto  CollarCoatthevery  minute  he  j^-^xit. 

P.RO-F-I-T 

If  you  see  it,  you  will  certainly  have  it  in  your 

stock  to  show  him.  It  is  only  a  matter  of  know- 

ing just  how^ooo'it  is.  When  you  do  see  it,  you'll 
know  why  Presto  Collars  spell  profit  for   you. 

P-R-O-F-I-T 

For  a  request  on  a  postal,  we'll  send  you  a  list 
of  Canadian  manufacturers  of  national  reputa- 

tion who  are  putting  Presto  Collars  on  their 

overcoats  and  raincoats.  Any  of  them  will  be 

glad  to  put  a  Presto  Collar  Coat  in  your 

hands  for  a  good  critical  examination.  That 

will  do  more  to  convince  you  than  anything 

we  can  say.  We  leave  it  to  your  judgment. 
Write  for  this  list  now. 

P-R-O-F-I-T 

The  Presto  Company 
699  Broadway    -     -    New  York 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 



i=;2 MEN'S     FURNISHER Dry  Goods  Review 

A  Wrinkle  That  Won't 

CASH'S Tubular  POPLIN  Neckwear 
We  beg  to  announce  that  in  addition  to  our  well-known  Cotton 

and  Silk  Tubular  Neckwear,  we  are  now  booking  orders  for 

Spring  deliveries  on  our  New  Shaped  Four-in-hand  Poplin  Ties. 
These  goods  are  made  in  our  standard  quality  and  are  recognized 
as  the  best  loom-shaped  tubular  tie  on  the  market. 

Cash's  Poplin  Ties  do  not  wrinkle  or  crease,  are  also  pin  proof. 
Sold  by  all  leading  haberdashers. 

Samples  and  prices  can  be  obtained  from 

MONTREAL     AGENTS 

E.O.BARETTE&CO. 
40    VICTORIA    SQUARE 

J.  and  J.  CASH,  LIMITED 
SOUTH  NORWALK,   CONN.,   U.S.A.   see  page  u: 

A  New  Idea  in  Men's  Wear 
The  "THATsALL"  Garter  is  a  new  idea  in  men's  wear  — only  on. 

the  market  a  few  months.  Yet  already  it  is  Iremen  dously  popular 

Already  it  has  proved  itself  one  of  the  best-selling  articles  of  men's 
wear  the  year  has  produced. 

Hundreds  of  energetic,  up-to-date  haberdashers,  aided  by  our 

national  advertising  campaign,  are  selling  "THATsALL"  Garters 

everywhere.  Why  aren't  you  getting 
jome  of  these  profits  ? 

"THATsALL"  Garters 
(Copyright,    1909) 

are  so  popular  because  they  do  away 
with  the  faults  of  other  garters. 

For  they  need  no  band  around  the 

leg.  They  can't  bind  the  leg  or  inter- fere with  the  free  circulation  of  the 

blood.  They  can't  slip  and  let  the 
wearer's  socks  wrinkle.  Yet  they  don't 
pull,  and  soon  the  wearer  forgets  he 
has  them  on. 

They're  clean  and  sanitary.  Other 
garters  bind  the  leg  and  stop  circulation. 

"THATsALL"  allows  free  circulation 
of  the  blood  and  keeps  you  warm. 

They  are  easily  put  on  and  taken  off, 

they  won't  come  undone. 

Many  Profits   for   You 

"THATsALL"  Garters  are  big 
sellers.  They  have  many  profits  for 

you.  Every  sale  you  make  means  other  sales.  And  the  garters  bring 

new  customers  to  your  store — customers  who  will  stay  to  buy  other 
things. 

Write  for  sample  of  the  "THATsALL"  Garter  to-day.  Judge 
its  selling  possibilities  for  yourself.  Then,  give  us  a  trial  order,  it 

means  big  profits.     Write  us  a  letter  now. 

"TBATsUr  QARTER  CO.,  41  Union  Square,  New  York 

T^re  SO  Easy 

The  Berlin  Suspender  and  Button  Co.,  %^^^ 

W ESTERN 
IncorporttMl 

1851 

ASSURANCE •  •  COMPANY, 

FIRE 

AND 

MARINE 

Head  Office— TORONTO,  ONT. 

Assets  over      -  $3,570,000 
Income  lor  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 
W.  R.  BROCK.  Vice  President 

W.  B.  MEIKLE,  General  Manager 

O.  C.  FOSTER  Secrotarv 
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Jaeger  Pure  Wool 
With  the   coining  of   Spring 

comes   the  demand  for 

Neglige    Shirts 

Oar  range  of  designs  in 

Pure  Wool  Taffeta,  Tussore  and  Cambric 

surpasses  anything  we  have  previously  shown. 

The  garments  are  made  in  our  own  factory 
in  Montreal  and  are  cut  and  finished  as 

carefully  as  the  finest  made-to-order  goods. 

Send  for  Catalogue  and  Patterns  of  Materials. 

Spring  weights  in   Pure    Natural  Wool  Underwear,  a 

full  stock    in  all    sizes  for  Men,    Ladies  and  Children. 

Our  Travellers  will  be  out  early  in  February. 

If  you  wish  to  see  a  full  range  of  Jaeger  for 

Spring  and  Fall,  write  us  now. 

Dr        I^^aP^r^Q    SANITARY     Qv-cf^IYl   COMPANY, M^t  .    tidCgCr    O    WOOLLEN     I^JT  oLCIIl  LIMITED 

Wholesale  Warehouse,  52  Victoria  Square 
MONTREAL 
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The  "Gordon" 
Drop-Seat  Coat 

The  Coat  many  of  your  cus- 
tomers have  been  looking  for 

The  Ideal  Coat  for  Out-door  Men 

The  drop-seat  keeps  the  wearer  dry. 
When  not  in  use  is  buttoned  under — 
To  dry,    is   buttoned    on    the    outside. 

A  Sightly  and  Comfortable  Coat 

GORDON 

DRO RESEAT  COAT 
Tpatent  ̂   APPLIEOyrOR 
1—^ 

For  1  Lumbermen,'^  Huntersi^  Teamsters I  Or  anyon*  wh»n  driving-' 

r  may  br 
The  purpose  of  the   drop-scat   oa  this  coat  is  that  the  1 

kept  dry  wheo  'fitting  oD  anything  damp,  wet  or  frosty.^ 

Whfti  you  wiih  to  use  the  drop-seat  simply  uabuttoa  iLand  let  it  down 

If  when  down  the  scat  becomes  damp  or   wet,    and  it  is  not  reqaired 

further.   Uirn   it    up  ouf-ide   the  coal  and  hiilt.-n  under  the  belt  udUI  dry  again. 

WEARiTDISlCOAT^AND .  HAVE.COMFORT 

The  "Gordon" 
Drop-Seat  Coat 

not  only  has  this  unique  advan- 

tagfe,    a   forcible    selling   argu- 
ment, but  combines  the  best  materials  and 

workmanship. 

Made  of  heavy  corduroy,  duck,    mackinaw 

and    wool-lined — warm    and     comfortable." 

Be  the  first  to  show  the  "Gordon"  Drop-Seat  Coat  in 
your  town.     Wholesalers  are  now  showing  samples. 

If  your  w^holesaler  has  not  the   "Gordon"     write 
us  direct. 

'iTA/M 
^MtmileaC 

Please  mention  The  Rcviezv  to  Adicrtisers  and  Their   Travelers. 
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Injurious  Fake  Sales. 

Fake  sales  always  injure  a  store's  reputation.  Shoes 
advertised  at  reduced  prices  should  be  all  that  they  are 
claimed.  It  is  ruinous  to  business  to  advertise  $3  or 
$3.50  lines  at  $1.49,  and,  in  reality,  sell  goods  \Vhich  are 
not  worth  a  cent  more  than  $1.49,  if  they  are  worth  that, 
with  a  few  pairs  at  $3  or  $3.50  thrown  in  just  to  keep 

to  the  "letter"  of  the  advertisement.  Misrepresentation 
is  a  poor  foundation  for  real  success. 

Give  good  price  reductions  on  lines  to  be  cleared  out, 
make  truthful  statemen'ts  regarding  goods,  give  the  fit- 

ting of  bargain  shoes  the  same  careful  attention  as  in  the 

case  of  regular  stock,  use  truthful,  judicious  advertising 

■matter,  and  the  clearance  sale  should  prove  advantageous 
to  the  store  conducting  it,  a,nd  have  no  disastrous  effects 
on  the  reputation  or  regular  business  of  the  store. 

The  Galetta  Woolen  Mills,  manufacturers  of  blankets 

and  tweeds,  are  again  running  full  blast.  Owing  to  a  de- 
pression in  the  woolen  trade  operations  were  suspended 

some  time  ago,  but  the  fact  that  electric  power  has  now 

become  easily  available  has  caused  new  life,  and  a  com- 

pany with  Neil  Campbell,  as  president;  G.  Lodge,  vice- 
president,  anl  L.  McNamara,  all  of  Arnprior,  as  secretary- 
treasurer,  was  formed  to  put  the  mills  in  operation. 
Joseph  Gowan,  of  Pembroke  is  superintendent. 

The  Canada  Flax  Fibre  Co.,  Wallaceburg,  are  making 

the  necessary  changes  and  additions  to  their  plant  to  pro- 
duce a  greater  output.  They  are  also  installing  a  new 

fanning  mill. 

The  Interest  in  Pumps. 

The  continued  interest  in  pumps  has  led  manufacturers 
to  give  special  attentioiu  to  the  lasts  on  which  these  are 

made,  with  the  result  that  new  lines  show  a  decided  im- 
provement over  the  first  pumps  put  on  the  market.  The 

new  last  prevents  the  gaping  of  the  pump  at  the  top, 
which  gave  it  an  untidy  appearance.  The  strap  pumps 

are  proving  extremely  popular  and  manufacturers  are 
putting  out  a  variety  of  styles  with  the  ankle  strap. 

TKe  ClotHinsL  Manufacturers  of   Canada 
for  many  years  have  known 

M.  marhus  ca  co.. 215   Notre   Dame  Street  West, 

as  the  leading 

importers Ir  Buttons,  Trimmings,  Etc. 

MONTREAL 
They  carry  the  largest  stock 
and  show  the  best  values. 

Write  for  samples  and  prices. 

Wolsey   Underwear 
I T   IS  a  little  too  early  to  talk  about  the  season    1910-1911,   a  little  too  late to  talk  about  this  season. 

But  this  one  fact  is  worth  repeating  all  the  time, 

Wolsey  Underwear  Builds  Business 

WOLSEY  Underwear    is    pure  wool,    perfect  fitting-, 
sound  wearing  and  ABSOLUTELY  UNSHRINKABLE 
in  wash  and  wear. 

To  sell  a  customer  WOLSEY  is  to  feel  confident  of  a 

regular  customer,  and  friends,  too. 

This  season  has    been  the    biggest  in  the    history  of 
WOLSEY.      Make  up  your  mind  now,  if  not  a  seller 
of  WOLSEY,   to  ask  your  wholesaler  for  Wolsey  Un- 

UNSHRINKABLE      derwear  for  next  season. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 



Better  Qualities  Sold  Well  During  the  Sorting  Season 
Higher  Prices  on  Cheaper  Lines  Created  the  Preference  —  The  Mail 
Order  Problem  Calls  for  Good,  Consistent  Advertising  on  the  Part 
of  the  ;  Retailer  —  Indications  that  1910-1911  will  be  Exceptional  Year. 

THE  manufacturers  are  very  enthusiastic  regarding 

this  season's  sorting  business.  While  placing 
orders  were  good  in  practically  all  parts  of  Can- 

ada with  the  exception  of  Ontario,  the  bus'ness 
dune  at  the  beginning  of  the  wholesale  selling  season  was 
not  so  great  but  that  there  was  every  opportunity  for  a  good 

sorting  business.  In  view  of  the  poor  business  of  the  pre- 
ceding season  and  the  amount  of  stock  held  over,  retailers 

felt  that  they  were  justified  in  not  placing  big  orders  un- 
til good  crops  and  active  business  were  assured.  Manu- 

facturers generally  were  optimistic,  however,  and  antici- 
pated good  sorting  orders.  Their  hopes  were  realized  and 

the  total  business  has  been  good.  Ontario  trade  wjn-  not 
equal  to  the  rest  of  the  country. 

A  noticeable  feature  of  the  demand  wa^  the  fact  that 

better  qualities  sold  more  readily  than  ever  before.  The 
increase  in  prices  was  more  marked  on  the  cheaper  kinds 
of  furs  than  on  the  higher-priced  lines,  and  when  people 
found  that  they  must  pay  such  high  prices  for  cheap 

grades  of  furs,  they  preferred  paying  a  little  more  for  a 
good  article.  This  has  proven  very  satisfactory  to  all 
concerned. 

Preparing  for  Next  Season. 
Fur  manufacturers  are  considering  the  making  of  the 

new  samples  for  the  season  of  1910-1911,  and  owing  lu 

the  high  prices  are  at  a  loss  to  know  just  what  will  be  in 
demand  for  the  next  season.  Prices  are  very  high,  the 

increase  ranging  from  5  to  100  per  cent.,  and  indications 

are  in  favor  of  higher  prices  rather  than  a  decrease.  All 

kinds  of  fur  are  liigher,  and  some  of  the  furs  most  com- 

monly used  are  just  double  the  pi-ice  of  a  year  ago.  Musk- 
rat  and  skunk  are  examples  of  this,  and  these  are  always 
extensively  used. 

At  present  prices  manufacturers  do  not  feel  justified 

in  going  ahead  to  manufacture  goods  in  large  quantities, 

nor  do  they  feel  justified  in  buying  large  quantities  of 

skins  for  manufacturing  purposes  at  present  prices  on  the 
belief  that  the  demand  for  furs  will  be  heavy  for  the  next 

season.  Aside  from  high  prices  everything  points  to  r,n 

exceptional  season  in  1910-1911.  Some  manufacturers  re- 

port that  the  sorting  business  of  the  present  season  has 

exceeded  that  of  any  previous  year  in  the  record  of  their 

business,  and  early  orders  were  also  fair.  Should  these 

conditions  hold  for  the  next  season,  trade  should  be  ex- 
ceptionally good. 

It  looks  very  much  as  if  retailers  will  have  to  buy  at 

least  in  reasonable  quantities  when  travelers  go  out  on 
their  first  trips  in  order  to  be  assured  of  goods  for  the 
next  season,  for  manufacturers  will  not  anticipate  the 
sorting  trade  to  any  marked  extent,  in  view  of  the  risk 

involved.  Retailers  should  buy  for  reasonable  require- 
ments and  this  will  enable  the  manufacturer  to  know 

where  they  stand,  and  to  make  up  goods  accordins  to 
orders  received. 

It  is  difficult  as  yet  to  speak  regarding  the  furs  which 
will  be  most  popular.  Price  will  be  an  important  factor 
ip  deciding  this.  When  people  find  that  they  must  pay  so 
nuicli  moro  for  an  article  next  season  than  it  costs  this 

season,  they  may  try  to  find  a  substitute  for  it,  which  will 
suit  them  as  well,  so  that  the  popular  furs  of  next  season 
may  be  quite  the  opposite  of  those  of  the  present  time. 

Fighting  Mail  Order  Trade. 

In  some  sections  of  the  countr}-  retail  trade  has  com- 
plained bitterly  this  last  season  of  mail  order  business  in 

furs.  A  glance  through  the  catalogues  of  any  mail  order 
business  is  pretty  good  evidence  that,  except  in  rare  cases. 

rt  tailers  are  able  to  compete  fairh*  successfully. 
Merchants  need  to  adopt  the  same  methods  as  cata- 

li.gue  houses — good  consistent  advertising.  Further,  re- 
tailers have  the  advantage  of  display  of  their  furs  though 

they  have  to  fight  the  unreasonable  prejudice  of  human 
nature  favoring  distant  fields. 

Local  newspaiJers,  in  many  sections  of  Ontario,  are  fight- 
ing the  battles  of  retailers,  and  their  own  incidentally,  by 

pointing  out  the  advantages  of  good  local  stores.  Once 
women  realize  that  sending  their  money  away  to  cities 
would  kill  the  local  stores  and  prevent  local  shopping. 

things  will  take  a  turn.  In  some  sections  it  is  true  that 
mail  order  business  has  reduced  stores  in  towns  to  the 

level  of  country  stores  and  in  those  sections  the  very 
women  who  contributed  to  this  bemoan  their  fate. 

Fur  Seal  Sales. 

Reports  from  C.  &  M.  Lampson  &  Co.,  London.  Eng., 
regarding  their  last  fur  seal  sales  held  in  December.  1909. 
slate  that  the  demand  for  seal  is  much  greater  than  it 

has  been  for  some  time  and  that  competition  at  the  sales 
was  much  keener.    Prices  were  higher,  and  this  is  dne  to 
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GOOD   RESOLUTIONS 
ON  YOUR  PART 

AND 

GOOD    WALL    PAPER  * 
ON  OURS 

SHOULD    MAKE    A    HAPPY    AND 
PROSPEROUS    COMBINATION    IN 

19  10 
rOUR  BEST  WISHES  TH

AT  MAY  BE 

.  YOURS 
^      THE 

WATSON-FOSTER  
CO. LIMITED 

JANUARY  ist  
MONTREAL 
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the  fact  that  while  the  demand  is  greater,  the  supply  is 

decreasing-  each  year.  All  kinds  of  seal  sold  well,  and  the 

demand  from  all  parts  of  the  world  was  general.  Stocks 
of  seal  and  its  imitations  are  more  reduced  than  at  any 
time  for  a  number  of  years. 

The  following  is  the  result  of  the  sale:  Alaska  Seal. 

14,350  skins  against  22.409  last  year,  25  per  cent,  higher 

in  price.  Northwest  Coast,  13,972,  against  15,660  last 

year,  30  per  cent,  higher  in  price.  South  Sea,  1,043  skins 

against  2,086  last  year,  5  per  cent,  higher  in  price.  Cape 
Horn,  611  skins  against  343  last  year,  40  per  cent,  higher 

in  price.  Cape  Hope,  912  skins  against  1.795  last  year. 
10  per  cent,  higher  in  price. 

Dates  of    1910  Fur  Sales, 

A  great  deal  of  interest  is  centred  in  the  fur  sales  of 

1910  owing  to  present  prices  which  are  causing  consider- 
able anxiety  in  manufacturing  circles.  The  following  are 

the  dates  of  the  London  sales: 

January — Hudson's  Bay  Company.  January  24,  1910. 
C.  M.  Lampson  &  Co.,  January  24-28,  1910.  A.  &  W. 
Ncsbitt,  January  21,  1910. 

March — Hudson's  Bay  Company,  March  7-10.  C.  M. 
Lampson  &  Co.,  March  7-18.  A.  &.  W.  Nesbitt,  March 
11  and  12. 

June— C.  M.  Lampson  &  Co.,  June  20-23.  A.  &  W.  Nts- 
bitt,  June  17. 

October— C.  M.  Lampson  &  Co.,  October  14-27.  A.  & 
W.  Nesbitt,  October  21. 

December — C.  M.  Lampson  &  Co.,  (Fur  Seals)  Decem- 
ber 16. 

New  Styles  in  Furs. 

A  great  many  changes  are  anticipated  in  fur  styles 
for  the  season  of  1910-1911.  Combinations  of  different 

furs  have  gradually  been  growing  in  favor  and  it  is  ex- 
pected that  tliese  will  occupy  a  much  stronger  position. 

jjong-haired  fuis  will  he  used  extensive'y  for  trimming 
pony  or  seal  cor.ts.  These  combiiuitions  are  very  attrac- 
tive. 

It  is  antici])ated  that  long  fur  coats  will  be  strong 
again  next  season.  Tlie  fact  that  suit  coats  and  separate 

cloth  coats  ai'e  being  made  up  in  .siiorter  lengtlis  may 

affect  lengths  of  t'ur  coats,  and  bring  tlie  shorter  fur  jack- 
ets into  prominence  again.  Semi-fitting  styles  will  1)" 

good,  and  there  is  always  a  demand  for  the  loose  fur 

garments. 

Fur  neckwear  must,  of  course,  include  the  small  fur 
pieces,  to  suit  piiises  wliich  cannot  afford  the  larger  prices, 
but  the  higli  style  feature  will  be  the  broad  caperine  .stoles. 

Neckwear  for  the  new  season  will  include  a  wide  vari- 

ety of  style,  and  some  of  the  stoles  wliich  have  been  popu- 
lar for  several  seasons  will  again  have  a  strong  repre- 

sentation. 

Muffs  will  show  considerable  change.  Elaborate  muffs 
will  have  their  usurl  pl:ice,  but  the  most  fashionable  muff 

wi'l  be  what  might  be  called  the  bolster  muff,  a  long,  per- 
fictly  round  muff.  This  rppears  as  if  the  ends  of  a  strij) 
of  fur  were  brought  together  and,  the  opening,  or  ends 
of  the  muff  are  filled  in  with  shirred  and  puffed  satin  or 
with  contrasting  fur.  Ermine  is  used  for  this  purpose  in 
striking  contrast  to  dark  furs.  These  muffs  are  absolutely 
without  trimming. 

1910 
The   Year   of   Prosperity 

^  If  you  are  in  the  Hat 
Business  it  will  make  you 

prosperous  to  sell 

The  Royalty  Hat 
"BRITAIN'S   BEST" 

^  Travellers  will  be  out 

shortly  with  our  rang^e  of 
samples  lor 

FALL 
-  INCLUDING  - 

Cloth  Caps,  Duck  Coats, 
Gloves,    Mitts, 

Moccasins 
-AND- 

FLRS 
^  Drop  us  a  line  to  make 
sure  you  see  them. 

It  Will  Pay  You 

Swift,  Copland  &  Co, 
MONTREAL.       limited 
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The  Popularity  of 

MARITIME 

Winter  Caps 

for  Men  and  Boys 

is  an  assured  success 

for  the  merchant  handling 

them. 

4f 
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The   MARITIME 

HAT  &  CAP  CO. 

TRURO,  N.S. 

Stobart  Sons  &  Co.,  Ltd. 
WINNIPEG,  MAN. 

Distributors,  Port  Arthur,  West. 
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What  Percentage  of  Turnover  Should  Rent  Represent? 
Merchants  Express  Opinion  that  Two  Per  Cent,  is  Fair  Rate  for 
Conservative  Business  and  Slightly  Less  for  Departmentized  Con- 

cern in  City  of  16,000  -10  Per  Cent,  of  Valuation  Considered  Reasonable. 

THE  REVIEW  has  been  asked  whether,  in  fixing 
the   rental   of   a   store,   the    volume   of  business 
done,  the  character  of  the  business,  the  population 

of  the  town,  and  the  amount  actually  paid,  should 
not  be  weighed  in  relation   to  each  other,  a  stated  case 
being  given. 

While  the  size  of  a  town  will  certainly  affect  the  value 
of  the  building,  and  will  also  have  an  important  bearing 
upon  the  business  done,  it  would  appear  that,  in  many 
cases,  the  landlord  would  be  as  unwilling  as  the  tenant 
is  willing  that  the  turnover  should  be  made  the  basis  of 

rental.  In  other  cases,  the  landlord  might  be  quite  will- 
ing, but  the  tenant  most  unwilling  to  take  the  volume  as  a 

basis.  Each,  however,  considers  his  point  of  view  rea- 
sonable. 

Calculating  Cost. 

Whether  the  rental  should  exceed  a  certain  percent- 
age of  the  volume  is  a  matter  which  the  merchant  should 

consider  in  calculating  cost  of  doing  business.  There  may, 
at  times,  seem  to  be  little  satisfaction  in  it  for  him,  as 
the  landlord  would  hardly  be  willing  to  pay  any  attention 
to  fluctuations  in  business.  However,  it  is  a  fair  aver- 

age that  is  required,  and,  for  the  sake  of  argument,  take 

the  stated  case — a  store  in  a  city  of  16,000;  frontage,  50 
feet;  depth,  90  feet;  floor  space,  7,000  square  feet;  busi- 

ness, dry  good's,  ladies'  wear  and  millinery;  turnover, 
about  $120,000  a  year.  The  question  is  asked,  whether 
two  per  cent,  of  that  amount  should  not  be  the  outside 
figure. 

Ten  Per  Cent,  of  Value. 

The  Review's  opinion  is  that  the  assessed  valuation 
of  a  building,  capitalized  at  a  percentage,  is  a  reasonable 
method  of  ascertaining  rental.  Enquiry  shows  that  10 
per  cent,  is  regarded  as  a  fair  figure.  A  building  such  as 
described  above  should  be  worth  about  $25,000,  if  well 
located,  and  the  rental,  worked  out  on  the  percentage 
rule,  would  be  $2,500,  a  little  more  than  two  per  cent, 
of  the  turnover.  The  nature  of  the  business  must,  of 
course,  have  its  bearing. 

The  problem  has  been  submitted  to  merchants  renting 
premises  in  towns  of  from  15,000  to  17,000.  Looking  at 
it  solely  from  the  viewpoint  of  the  merchant  and  his  turn- 

over, the  general  opinion  seems  to  be  that  two  per  cent, 

is  a  fair  figure.  One  merchant  states:  "Assuming  that 
it  is  a  conservative  dry  goods  business,  we  do  not  think 
two  per  cent,  too  high  a  figure;  if  it  is  a  progressive,  well- 
developed  department  business,  we  think  the  figure  a  little 
high,  11/2  per  cent.,  in  our  opinion,  being  nearer  what  it 
should  be.  We  consider  our  business  in  the  latter  class 
and  our  rental  is  in  the  neighborhood  of  11/2  per  cent., 
which,  we  consider,  a  very  fair  figure.  Of  course,  when 
we  were  young,  and  our  turnover  not  so  large,  our  rental 
percentage  was   somewhat  higher." 

Pays  More  Than  Two  Per  Cent. 

Another  merchant,  doing  business  in  a  city  of  over 
15,000,  and  occupying  two  floors  of  a  building  valued  at 
from  $20,000  to  $25,000,  states  that  his  rental  is  $2,000 
a  year,  heat  free,  owners  paying  taxes,  and  that  his  turn- 

over is  about  $75,000  a  year.  He  considers  the  amount 
excessive  and  would  like  to  have  the  landlord  readjust 
the  rent  so  that  it  would  represent  no  more  than  two  per 

cent,  of  volume  of  business.  He  regards  two  per  cent, 
on  a  turnover  of  $120,000  very  reasonable.  He  takes 
somewhat  similar  ground  to  the  merchant  previously 
quoted,  that  a  conservative  business,  with  good  average 
turnover,  will  pay  more  rental  in  proportion  than  will 
a  modern  departmentalized  business  which  has  developed 
a  large  turnover,  though  the  value  of  the  store  in  each 
case  may  be  the  same.  It  would  be  difficult  to  convince 
the  merchant  who  is  putting  every  effort  into  his  business 
in  order  to  make  it  expand  that  the  landlord  should 
receive  an  increased  rental  in  proportion  as  these  personal 
efforts  increased  the  turnover. 

"There  are  few  merchants  who  do  not,  in  ascertaining 
the  cost  of  doing  business,  make  each  item  represent  a 

certain  percentage  of  his  turnover,"  said  another  mer- 
chant. "1  consider  two  per  cent,  a  fair  figure  for  the 

business  you  have  described,  although  the  landlord  may 
not  think  so.  If  the  business  is  not  doing  very  well,  he 
will  not  bother  his  head  about  it,  but  demand  the  rent 
just  the  same.  If  times  are  good,  business  is  doing  well, 
a,nd  the  town  is  progressive,  he  will  look  for  more  rent, 

but  he  may  have  every  reason  to  object  when  the  pro- 
position is  made  to  him  that  he  should  always  regulate 

his  rentals  in  accordance  with  the  record  of  the  business 

which  is  occupying  his  premises.  I  consider  that  ten 
per  cent,  on  assessed  valuation  is  a  fair  basis,  the  mer- 

chant paying  for  heat  and  light,  and  the  owner  paying 
taxes. 

How  Location  Counts. 

"The  location  of  the  town  and  conditions  which  eon- 
tribute  to  its  development  have  also  to  be  considered. 
They  will  exert  an  influence  both  in  turnover  and  rental. 

A  merchant  may  be  located  in  a  very  slow-going  centre, 
where  there  is  little  competition,  but  doing  a  good,  high- 
class  trade.  The  condition  of  the  city  may  not  be  re- 

flected in  his  prosperity,  property  values  may  be  low,  and 
he  would  probably  find  that  his  rental  represents  less  than 

two  per  cent.,  probably  11/2  per  cent.  Two  or  three  years 
later,  conditions  might  be  reversed  and  the  rental  represent 
a  higher  percentage.  There  are  so  many  conditions,  such 
as  these,  to  consider,  that  it  is  a  difficult  matter  to  ap- 

proximate a  basis  upon  which  turnover  and  rentals  can  be 

properly  proportioned." So  far  as  the  experiences  above  stated  are  concerned 
it  would  appear  that  two  per  cent,  on  turnover  and  ten 
per  cent,  on  assessed  value  should  form  a  basis  upon 
which  the  opinions  of  tenant  and  owner  would  not  bo 

greatly  at   variance. 

Charging  Rents  to  Departments. 

In  ascertaining  the  expense  of  doing  business,  the  pro- 
portion of  rental  to  be  charged  to  each  department  is 

another  problem  where  each  division  is  conducted  on  the 

same  principle  as  a  separate  store.  The  merchant  will 
find  that  there  are  those  departments  which  do  much  bet- 

ter during  certain  parts  of  the  year  than  others.  Millin- 
ery, for  example,  may  hardly  pay  for  the  space  it  occupies 

during  the  dull  months.  Is  it  fair,  therefore,  to  charge 
that  department  up  with  its  full  proportion  of  rental? 
Considering  that,  during  the  busy  season,  it  must  have 
contributed  to  the  volume  of  other  departments,  it  would 
appear  only  reasonable  that  these  departments  should 
assist  in  bearing  the  proportion  of  the  other. 
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Does  Official  Collector  Antagonize  Slow-Pay  People? 
Guelph  Merchants  Say  Not— System  Only  Applied  to  the  Dead  Beat, 
Many  of  Whom  Have  Shifted  with  Good  Grace  from  Credit  to  Cash 
—Every  Precaution  Taken  to  Prevent  Plan  Working  as  a  Boomerang. 

THE  Review  is  in  receipt  of  a  letter  asking 

whether  the  collecting  system  adopted  by  the 
merchants  of  Guelph  has  not  had  the  effect  of 
antagonizing  customers,  who,  while  slow  pay. 

are  always  reliable,  and  whether  it  is  necessary  for  the 

merchant  to  appear  in  any  case  which  reaches  the  courts. 
It  must  be  borne  in  mind  that  the  backbone  of  the 

system,  which  has  now  been  in  operation  in  Guelph  for 

about  two  years,  is  unity  and  co-operation  on  the  part 
of  the  merchants  who  have  adopted  it.  They  have,  at 

the  outset,  to  agree  to  contribute  sufficient  to  pay  the 
salary  of  a  special  collector.  These  fees  range  from  $5 
to  $15  a  year,  according  to  the  size  of  the  store,  and  there 
is  a  sufficient  number  in  the  system  to  make  the  annual 

return  more  than  sufficient  to  pay  the  collector's  salary. 
So  satisfactorily  has  the  plan  worked  out  that  doctor;- 
and  lawyers,  it  is  understood,  have  expressed  a  desiie  to 
come  in. 

Not  Always  Poor  People. 

Merchants  state  that  they  have,  during  the  past  two 

years,  been  paid  for  accounts  which  they  considered  hope- 
less. It  has  not  been  always  those  of  the  poorer  classes 

who  have  been  induced  to  recognize  their  debts,  but  those 

who,  judging  from  appearances,  had  no  earthly  reason 
for  delinquency.  In  some  cases  of  positive  hardship,  where 
poor  people  have  been  absolutely  unable  to  meet  these  ac- 

counts, the  merchants  hnve  written  off  the  amount  and 
presented  them  with  receipts  in  full. 

Every  precaution  is  taken  to  i)revent  tlie  system 

operating  as  a  boomerang.  It  must  not  be  supposed  that 
the  accounts  of  those  who  are  regarded  as  reliable  people 
are  handed  to  the  collector.  He  is  required  to  deal  only 
with  the  inveterate  dead-beat,  and  in  such  cases  the  mer- 

chant cares  little  whether  the  persistency  of  tlie  collector 
gives  offence  or  not.  These  i)eople,  as  explained  some 
time  ago,  are  black-listed,  and  their  names  left  with  the 
merchants,  who  are  t^.king  advantage  of  the  system. 

Made  Better  People  of  Them. 

"In  some  cases  people  have  been  oti'eiuled,"  said  a 
merchant  to  The  Review,  "but,  after  all,  we  notice  that 
it  has  made  better  people  of  them.  One  man  threatened 
to  take  action  against  us  for  libel,  as  the  result  of  the  re- 

peated calls  of  the  collector,  but  he  finally  paid  up,  the 
affair  blew  over  and  he  hn.s  been  doing  .1  cash  business 

with  us  ever  since.  There  are  many  cases  where  people 
have  shifted  from  credit  to  cash.  We  have  observed  that 

where  people  know  they  can  secure  credit  easily,  they  fre- 
quently plunge  beyond  their  means,  and,  as  time  goes  on, 

try  to  avoid  settlement.  This  plan  is  a  great  cure  for  that 
sort  of  thing,  and  we  feel  that  we  have  been  repaid  many 
times  for  the  outlay  in  connection  with  it.  The  victim  of 

the  dead-beat  is  generally  the  newcomer,  but  we  endeav- 
or to  post  him  so  that  he  may  be  forearmed. 

"At  the  present  time,  when  cases  go  as  far  as  the 
court,  the  merchant  has  to  appear  in  connection  with 
them,  but  we  hope  to  secure  for  our  collector  a  represontn- 
tive  authority,  which  will  do  away  with  that  sort  of  thing. 

We  cannot  say  that  the  collecting  .system  has  antagonized 
any  of  those  who  are  on  our  books.  It  generally  turns 
out  tliat  if  they  are  behind  witli  one  merciiant  tliey  are  .be- 

hind with  another,  and  in  order  to  get  the  goods  they  must 

pay  up.  The  majority  do  this  with  a  good  grace,  as  if 
they  had  never  seen  the  collector,  and  as  though  they 
had  always  intended  to  settle.  It  is  there  that  the  mer- 

chant must  tactfully  conceal  any  outward  sign  of  appre- 
ciation of  the  work  of  the  collector. 

The  Flat  Rate  System. 

"In  Guelph,  while  fees  are  paid  in  proportion  to  the 
size  of  the  business,  it  is  proposed  to  adopt  a  flat  rate  as  in 
Hrantford,  where  the  system  has  given  very  satisfactory 
results.  The  first  essentials  are  the  absolute  unanimity  of 
merchants  favorable,  the  agreement  to  contribute  the 
amount  necessary,  and  the  collector.  It  might  not  seem 
to  be  an  enviable  position,  but  we  can  at  any  time  secure 

good  men.  willing  to  take  up  tln'  wcu'k.  " 

One  Merchant's  Opinion. 

Such  systems  as  that  in  operation  in  (luelph  do  not  al- 
ways, however,  meet  with  unanimous  support.  There  are 

those  who  prefer  to  remain  out  of  it.  One  of  these,  talk- 
ing to  The  Review,  produced  a  small  book  in  which  he 

kept  a  summary  of  accounts.  He  knew  by  regular  refer- 
ence to  this  list,  wliether  any  were  violating  their  privil- 

eges. Where  they  i>ersiste<l.  he  took  inunediate  action 
against  them.  By  close  personal  attention  to  this  mat- 

ter, he  kept  the  amount  outstanding  each  year  within 
\ery  limited  bounds.  Every  merchant,  he  claimed,  knew 
his  own  customers  best,  and  for  his  part,  he  would  be 
be  very  reluctant  to  subject  them  to  the  tender  mercies  of 
the  official  collector. 

It  is  always  possible  to  look  at  a  problem  from  differ- 
ent nngles.  Some  men  will  claim  that  well-directed  per- 

sonal effort  will  frequently  forestall  difficulties,  and  that 
where  a  man  knows  he  is  depending  solely  upon  his  own 

efl'orts  he  will  not  allow  laxity  to  creep  in,  knowing  that 
the  remedy  is  at  liand.  It  must  not  be  said,  however, 
that  the  merchants,  wlio  take  advantage  of  a  collecting 
system  liave  been  negligent,  but  merely  united  to  safe- 

guard their  own  interests  bv  constant  source  of  informa- 
tion as  to  the  dead-beat,  and  to  grapple  with  a  problem, 

which,  while  not  serious  in  evei-y  individual  case,  assumes 
somewhat  grave  i)roportions  when  considered  collectively. 

F.  W.  Daniel  &  Co.,  dry  goods  and  millinery,  St.  John, 
N.B.,  who  recently  purchased  the  Secord  Block  in  that  city, 
intend  to  remodel  the  building  on  an  extensive  scale  in 
order  to  have  it  meet  their  requirements.  The  purchase 
means  that  the  firm  secures  possession  of  the  stores  oc- 

cupied by  E.  G.  Nelson  &  Co.,  the  store  occupied  by  Clar- 
ence R.  Davis,  as  a  jewelery  store  and  that  occupied  by 

M.  J.  Coady  &  Co.,  as  a  boot  and  shoe  store,  together  with 
the  two  stories  above. 
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This  is  not  an  idle  boast— it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"   nature.    Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace      Curtains,       Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and     Hardware. 

Many  of  the  above  are   from  our  own  looms. 

Vi'rite  for  o?^r  Catalogs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 

Geo  H.  Hees  &  Son  Co.,  Limited 
Cor.  Peter  and  RecoUet  Sts., 

MONTREAL 32  Bay  St.,  TORONTO 
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New   matting  or   weave   effects    in    linoleum,    one   being  an   exact  reproduction    of   a  Japanese   design  in   two    tones  of    green,  withi    an 
over-pattern  of  parallel  lines   In   white   and   brown,   while  the   other   is  a  small  design   In   white   on   grey   ground,   with 

separate   florals   in  green    and   dark   red  —  Shown   by   Fife  Linoleum  Co. 

Furnishings  and  Decorations  for  the  Home 
Business  Has  Been  Well  Distributed  Through  Every  Line  —  Splendid 

Range  of  Designs  in  the  New  Goods  —  Specialization  in  House- 
furnishings  and   the  Power  of  Suggestion  in  Effective  Salesmanship, 

NOW  that  the  holiday  season  is  over,  th
e  house- 

furnishing  department  will  turn  seriously  to  tlie 

consideration  of  the  demands  of  house-cleaiiinf^ 

time.  Stock-taking  reveals  the  fact  that  the 
past  season  has  been  an  exceptional  one  with  business  well 

distributed  through  every  line.  There  is  little  likelihood 

that  the  price  situation,  so  far  as  carpets  are  concerned, 

is  to  see  any  immediate  change.  Authorities  declared 

that  the  tendency  on  the  better  grades  is  upward,  and 

that  the  Fall  season  will  verify  their  predictions  in  that 
direction.  On  cotton  goods,  such  as  curtain  and  drapery 
lines,  there  has  been  a  decided  advance.  The  selling 

qualities  of  the  new  goods,  however,  will  find  one  of  their 
chief  arguments  in  a  splendid  range  of  designs  suitable  for 
the  great  variety  of  purposes  demanded  by  the  modern 
house. 

Unique  Linoleum  Designs. 
Among  the  new  linoleum  lines  a  series  of  of  unique 

weave  and  matting  designs  have  been  introduced.  Greys 
and  greens  are  prominent  in  the  grounds  used,  and  upon 
these  are  small,  separate  floral  patterns  in  the  natural 
color.  Frequently  the  effect  is  suggestive  of  wall  paper 
design,  r.nd  very  dainty.  Such  designs  are  appropriate  for 
the  bedroom,  in  which  section  of  the  house  weave  designs 
in  conjunction  with  small  rugs  are  regarded  by  many  as 
a  sanitary  and  cheerful  combination.  A  good  demand 
continues  for  cork  carpet. 

Value  of  Expert  Suggestion. 

The  housefurnishing  department  is  one  in  which  spe- 
cialization is  becoming  quite  as  prominent  a  feature  of 

merchandising  as  in  other  sections  of  the  retail  store. 

Local   merchants   must    recognize    that    unless    they   can 

give  their  customers  the  benefit  of  expert  suggestion,  and 

the  means  whereby  it  may  be  carried  out,  the  city  mer- 
chant will  deprive  him  of  a  good  deal  of  business  It  .s 

essential  that  the  department  be  in  charge  of  a  man  or 

woman — for  women  have  made  good  in  this  department — 
who  knows  something  about  interior  decoration,  who  can 
consult  effects  with  customers,  adapting,  eliminating  and 

demonstrating  where  necessary.  Order  after  order  is 

nailed  every  week  in  the  large  stores  through  staff  efficien- 
cy in  this  particular.  Too  often  it  is  found  that  a  mer- 

chant carries  a  line  of  housefurnishings  and  wall  paper 

and  pushes  them  no  further  than  is  required  by  unsolicited 
demand.  They  are  made  subsidiary  to  other  departments 
of  the  store  rather  than  featured  or  given  a  distinctive 

place. Too  great  emphasis  cannot  be  placed  on  the  importance 

of  carrying  a  good  assortment  of  the  newest  lines,  and  the 
clearance  of  the  deadwood.  This  suggests  the  question  of 

stock-taking.  It  is  essential  that  the  merchants  should 

have  an  inventory,  based  on  invoice  cost  of  the  stock  car- 
ried over  in  order  to  conduct  his  clearing  out  on  the  most 

intelligent  lines.  Numerical  deficiencies  in  the  staff  fre- 
quently make  the  quesition  of  stock-taking  a  serious  pro- 

position. A  good  plan  is  adopted  by  the  head  of  one 

department  who  has  his  salespeople,  during  spare  mo- 
ments, take  the  yardage  or  number  of  goods  and  articles 

in  the  different  sections  leaving  a  memo  upon  a  small 

piece  of  paper  attached  to  the  bolt  or  box  so  that  he  may 
see  it  readily.  Then  the  head,  with  one  of  his  staff,  goes 

through  the  department,  the  clerk  calling  out  the  amount 
and  cost  while  the  other  enters  the  record  upon  a  sheet 

ruled  for  the  purpose.  A  fairly  large  department  may 

thus  be  sized  up  in  less  than  a  day,  and  it  does  not  dis- 
arrange the  system  of  the  store  so  far  as  the  treatment  of 

customers  is  concerned. 

The  wall  paper  section  may  also  easily  become  over- 
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BRINTON'S CARPETS 
are  made  by  men  of  prac- 

tical experience,  combined 

with  a  knowledge  of  the 

right  material  to  insure 

good  service. 

They  are  made  in  Peter- 

borough, Ontario,  under 

expert  supervision,  from 

selected  English  yarns ; 

equal  to  the  best  imported 

goods. 

The  Brinton  Carpet  Co. 
of  Canada,  Limited 

Peterborough  -  Ontario 

Sales  Agent 

W.  E.  WHITEHEAD 
28  Wellington  St.  W. 

TORONTO 

Also  KILDARE  IRISH 
Hand  tuffed  CARPETS 

burdened  with  remnants.  In  no  part  of  the  department 

is  an  accurate  knowledge  of  stock  so  essential  to  good 

business,  and  he  is  a  wise  merchant  who  takes  everj'  pre- 
caution against  worthless  accumulation  of  unsalable  ends. 

The  department  should  not  only  be  equipped  with  con- 
venient racks  for  the  different  series  but  witli  easels  or 

stands  for  demonstration  purposes.  Light  is  an  important 
matter.  While  a  poorly  lighted  section  of  the  store  is 

to  be  guarded  against  for  displaying  wall  paper,  an  ex- 
cessive flood  of  light  may  also  be  found  too  severe  for  the 

effect  desired.  This  is  a  matter  to  be  studied  out  care- 

fully by  the  head  of  the  department. 

Color  Plays  Important  Part. 

Color  appeals  to  our  sense  of  beauty  more  quickly 
than  anything  else,  and  it  is  a  natural  instinct  with  all 
living  things  that  color  should  play  an  important  part 

in  .their  lives,  says  Arthur  E.  Glud  in  Keith's  Magazine. 
Flowers  display  their  gay  colors  to  attract  the  l;«ees, 
fruits  and  berries  show  their  maturity  by  their  color, 
and  the  plumage  of  birds  is  its  brightest  during  the 

mating  season.  The  beautj-  of  landscape  owes  more  to 
its  color  than  its  form),  and  the  wonder  of  a  sunset  is 

the  gradation  of  delicate  tints  combined  with  vigorously 
contrasted  color. 

In  the  interior  decoration  of  our  houses  color  is  the 

most  important  item  to  be  considered.  Nothing  is  more 
depressing  and  more  subtle  in  its  effect  upon  our  spirits 
than  t(i  have  to  live  constantly  in  dull  colorless  rooms, 

and  nothing  is  more  cheering  and  conducive  to  good  feel- 
ing than  to  enter  a  room  in  which  the  color  scheme  is  a 

pleasant  surprise  and  reminds  us  of  some  beautiful  as- 
pect of  nature. 

There  is  a  mistaken  idea  that  artistic  effect  is  al- 

ways got  with  subdued  colors  only,  and  that  surround- 
ings of  bright  and  cheerful  hue  are  necessarily  inartistic. 

Commerce  has  s'rasped  at  the  idea  and  turned  out  im- 
mense quantities  of  fabrics,  wall  papers,  paints,  etc.,  all 

labeled  as  "art  colors"  as  a  species  of  guarantee  that 
they  will  produce  an  artistic  effect.  The  fashion  of  de- 

corating with  heavy  masses  of  brown  or  green,  together 
with  furniture  of  the  rigid  Missit)n  type,  the  only  relief 
being  neutral  toned  pictures  in  black  frames,  is  perhaps 
safe  by  virtue  of  the  fact  that  it  does  not  exhibit  any 

play  of  color,  but  it  is  somewhat  depressing  and  monot- 

onous, and  hkely  soon  to  come  under  the  heading  of  "the 
commonplace."  Artistic  elTect  is  not  obtained  by  keep- 

ing safely  away  from  all  positive  colors,  and  the  indis- 
criminate use  of  mechanical  "art  shades"  only  produces 

a  washy  mediocrity  which  is  meaningless.  All  colors  are 
artistic,  and  an  artistic  interior  is  arrived  at  by  adopt- 

ing a  harmony  of  color  which  is  base<l  on  some  aspect 
of  nature. 

A  successfully  decorated  interior  must  have  meaning, 
for  a  haphazard  collection  of  beautiful  things  only  spoils 

the  effect  of  one  another,  and  the  meaning  in  the  decora- 
tion must  be  inspired  by  some  natural  object  such  as  the 

form  and  coloring  of  a  flower,  or  the  many  and  wonder- 
ful effects  found  in  landscape  and  sky.  For  this  reason 

subdued  shades  of  green  are  always  successful  in  conjunc- 
tion with  some  warm  color  in  forming  a  beautiful  in- 

terior. Green,  subdued  by  distance  and  depth  of  shadow, 

is  nature's  background  for  the  rich  tint  of  flowers,  and 
is  therefore  a  natural  delight  to  us  and  an  inspiration 
for  decoration.  Grey,  the  grey  of  clouds  and  water,  is 

another  of  nature's  backgrounds,  against  which  the  rose. 
violet  and  gold  of  blossoms  harmonize  with  their  fullest 
meanins:,  and  grey  is  a  most  successful  interior  color 
when  used  with  warm  and  delicate  tints. 
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TRADE 
MARK 

WINDOW  SHADES 
JVater  Colors Machine  Oils Hand-made  Oils 

The  lines  of  Daly  &  Morin  look  better,  wear 
better,  and  are  better  than  the  ordinary  kind. 
They  are  profitable  to  handle  and  we  help  you 
sell  them,  ::::::: 

Peerless  Hand-made  Shade  Cloth 
IS   ALL  THAT  THE    NAME    IMPLIES 

OUR 

Upholstery  Goods  Department 
represents  wanted  lines  at  right  prices  and  Daly 
&  Morin  treatment  of  customers.  You  owe,  it 
to  yourself  to  inspect  our  lines  of         :  :         : 

Portieres,  Table  Covers  and 
Couch  Covers 

Use  Our  Catalogues 
Our  complete  illustrated  Catalogue  of 
Window  Shades,  etc. ,  explains  the  line  in 
detail.  Our  supplement  to  Catalogue  No. 
}>  contains  illustrations  and  descriptions 
of  practically  every  specialty  wanted  in 
the  House  Furnishings  line.  It  will 
make  sales  for  you. 

Our  Special  Order 

Department 
will  look  after  orders  of  special  size  or 

color  of  Window  Shades. 

Send  for  Catalogues  and  Price  Lists 

DALY  &  MORIN 
FACTOR  Y—LACHINE MONTREAL Our  travellers  conjer  all  Canada 

Please  tnentton  The  Review  to  Advertisers  and  Their         Travelers. 



Strong  Advertising  Essential  for  Furniture  Clearance 
Combination  of  Special  Features  May  be  Effectively  Worked  Out  at 
Present  Time  Good  Business  in  Fancy  Gift  Lines  During  Holiday 

Season  —  Preference  for  Different  Woods  —  Salesmanship  in  Department. 

THERE  was  great  activity  in  gift  
lines  during  the 

past  months.  Fancy  tables,  chairs,  desks,  pedi- 

stals  and  brass  goods  sold  well,  and  the  mer- 

chant who  had  prepared  himself  for  this  demand 

was  certainly  not  disappointed  One  merchant  who 

ordinarily  does  not  carry  an  extensive  line  of  furni- 

ture went  in  strong  for  the  smaller  goods  during  the  past 

season  and  advertised  them  well  with  the  result  that  at- 

tracted an  amount  of  trade  which  he  feels  sure  would 

have  passed  him  by.  The  application  of  such  ideas  as 

this  in  order  to  give  definite  emphasis  to  a  season  has 

worked  well  before  to-day. 

CI earance Sal es. 

Preparations  are  now  being  made  in  many  departments 

for  clearance  sales  of  furniture  and  furnishings.  These 

to  be  successful  must  be  strongly  advertised  and  the  small 

merchant  will  often  find  it  to  his  advantage  to  work  the 

feature  in  with  some  other  special  event  in  his  store  which 

brings  the  people  and  distributes  them  effectively. 

Leaders  in  the  Demand. 

Mahogany  has  been  a  leading  wood  in  the  sales  of  the 

past  couple  of  months,  and  buyers  predict  a  strong  revival 

of  that  material,  particularly  in  the  velvet  finish.  Novelty 

effects  are  shown  in  the  natural  color,  and  there  is  evi- 

dence of  some  favor  being  shown  this  form  of  treatment, 

particularly  by  the  high-class  trade.  Circassian  walnut 

is  popular  in  the  same  quarter,  and  the  oaks  are  still  in 

good  demand. 

In  brass  bedsteads,  the  round  tubing  is  a  leader  in  the 

general  demand  with  square  tubing  taken  largely  by  the 

high-class  trade.  Many  fine  designs  have  made  'their  ap- 

pe°arance  in  both  styles  and  it  is  noticed  that  evei-y  con- sideration has  been  given  to  the  plain  but  very  dainty 

effects  in  the  furniture  which  the  bedstead  must  accom- 
pany. ,        . 

The  Furniture  Salesman. 

The  unsuccessful  man  may  become  the  highly  success- 
ful man  if  he  chooses  to  master  the  known  principles  of 

salesmanship  and  add  to  it  a  knowledge  of  furniture,  its 

construction  and  its  place  in  the  home,  Avrites  F.  L.  Brit- 

tain  in  the  Furniture  Record.  One  of  America's  shrewd- 
est and  most  able  business  men  recently  had  this  to  say  to 

business  men  and  salesmen  upon  the  "Essential  to  Suc- 

cess," and  especially  did  he  dwell  upon  the  fact  that  an 

unusually  high  order  of  qualities  must  be  possessed  by 
the  man  who  successfully  sells  home  furnishings,  carpets 
and  draperies.    He  says: 

"Successful  retailing  in  any  line  calls  for  honesty, 
industry  and  shrewdness,  but  he  who  would  succeed  in 
carpets,  upholstery  and  kindred  lines  must  possess  the 

added  qualities  of  tact,  taste  and  patience.  It's  a  luxuri- 
ous line,  absolutely  boundless  in  its  possibilities.    Broadly 

treated,  it  opens  avenues  to  the  highest  art,  rewardinc 

competent  effort  with  .splendid  return  in  culture  and 

money.  Like  all  art,  it  pays  tremendous  revenue  to  top- 
notchers  and  is  distantly  coy  to  beginners. 

' '  To  many  who  timidly  embark,  the  glorious  goal  is 
undreamed  of  and  unsought.  They  merely  traffic  in 

staples  and  consider  a  sale  of  lace  curtains  as  'going 
some,'  confining  themselves  to  humbler  demands  for 
prettying  the  homes  of  simple  taste  or  hotels  of  indiffer- 

ent quality.  That's  all  right  for  a  beginning,  where 
cramped  capital  may  command  a  halt  on  ambition,  but 
the  ultimate  aim  should  be  for  the  splendid  sales  that  go 
to  him  who  has  studied  the  relations  of  beautiful  har- 
monies. 

"Begin  where  you  Avill  or  can,  the  first  absolute  re- 
quirement is  an  unswerving  fealty  to  truth.  The  con- 

sumer in  nearly  every  instance  places  faith  in  the  dealer, 
and  buying  items  from  which  years  of  wear  should  result 
becomes  an  advertiser  for  or  against  other  business.  With 

every  year  of  conscientious  service  j-our  reputation  grows 
and  with  the  time  your  field  enlarges  not  only  by  new 
customeis,  but  with  the  larger  requirements  of  your  first 
clientele,  many  of  whom  will  have  prospered  and  learned 
more  extravagance  with  which  to  entrust  you  on  account 
of  good  former  service,  if  you  have  grown  to  meet  the 
chance. 

"And  then  tliis  great  business  builder  admonishes 

the  gi'owing  salesman  to  be  patient  with  trivial  demands — 
they  lead  to  larger  deals.  He  pictures  Mr.  Bangs  (one  of 

the  newly  rich)  and  says  when  Mr.  Bangs  comes  in,  know- 
ing he  knows  not  and  placing  faith  in  the  capable  sales- 

man, he  gets  an  outfit  that  his  friends  marvel  at  and  ad- 
mire. All  of  which  redounds  to  you  as  a  salesman  and 

your  house  as  a  store  where  the  unusual  may  be  had.  And 

then  this  advice  is  given  to  steady  the  salesman  who  be- 
comes too  obsessed  with  the  idea  that  his  is  the  word 

upon  which  others  must  act  whether  or  no. 

While  you  are  not  a  know-it-all  and  must  ever  con- 
tinue a  student  of  the  new  in  your  line,  there  are  cer- 

tain standards  which  you  cannot  violate  without  penalty. 

The  great  danger  of  the  salesman  who  knows  his  business  is 
to  too  greatly  appreciate  the  ignorance  of  his  customer  and 
assume  a  superiority  that  begets  opposition.  You  may 
lead  a  horse  to  water,  but  you  cannot  make  him  drink. 
You  may  lead  a  customer  to  like  your  suggestions,  but 

you  cannot  force  his  purchase." Such  is  the  admonition  of  a  man  to  whom  many  of 

the  largest  houses  of  the  country  come  for  enlightenment 
and  advice.  And  while  every  line  is  vitally  important  it 

will  have  little  uplift  for  the  salesman  who  will  not  com- 
pare it  with  his  own  experience  and  profit  by  the  com- 

parison. 

The  company  is  at  present  building  a  large  addition  to 
its  plant  at  the  corner  of  King  St.  and  Sauford  Ave.  The 
business  in  the  future  will  be  carried  on  under  the  name 

of  the  new  company  which  will  be  known  as  J.  R.  Moodie 
&  Sons,  Limited.  The  capital  will  be  $1,000,000.  Incor- 

poration under  the  new  name  is  now  being  applied  for. 
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Start  your  furniturt  department  right— SELL  GALE'S  BEDS 

The  newest  and  best  in  Brass  Bedsteads  calls 
for  extra  heavy  plain  designs.  This  is  only  one 

of  a  larg-e  number  of  new  patterns  we  have  re- 
cently added  to  meet  the  change  in  the  taste 

of  your  customers. 

-  Catalogue  and  Price  List  upon  request.  — 

GEO.  GALE  &  SONS 
Manufacturers  of  Brass  and  Iron  Bedsteads 

WATERVILLE,  QUE. 
WAREROOMS  :     TORONTO  MONTRtAL  WINNIPEG 

189  Queen  St.  E.        323  Notre  Dame  8t.  W.  126  Princess  St 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Trade  Mark  Cases  in  England. 

Several  important  trade  mark  cases  are  now  before 
the  courts,  and  judgment  lias  been  given  in  others.  The 

most  important  of  the  cases  disposed  of  is  the  "Orlwoola" 
action.  Up  to  the  rendering  of  the  verdict  in  this  case, 
it  has  been  held  that  even  when  the  word  used  could  not 

be  registered  as  a  new  proposition,  it  could  be  justified  on 
the  grounds  of  long  and  exclusive  use,  and  a  right  to  the 
mark  could  be  established.  That  such  is  not  the  case  was 

made  clear  by  the  finding  of  the  Master  of  the  Rolls  "All 

wool,"  he  pointed  out,  could  not  be  registered,  and  a 
phonetic  word  having  the  same  meaning  could  not  clear- 

ly be  registered  under  the  Act.  Though  these  is  much 
sympathy  expressed  for  the  Leigh  Mills  Co.,  who  thus 
lose  the  fruits  of  many  years  advertising,  it  is  felt  that 
it  is  a  good  thing  to  have  received  such  a  definite  ruling, 
and  one  that  will  practically  eliminate  phonetic  and 
geographical  terms  for  trade  mark  purposes  in  the  future. 

No  decision  has  as  yet  been  given  by  the  Board  of 
Trade  inquiry  in  the  B.  D.  A.  case.  The  application  for 
the  registration  of  these  letters,  as  the  trade  mark  of  the 
Bradford  Dyers  Association,  was  opposed  by  the  Trade 
Marks  Committee  of  the  Manchester  Chamber  of  Com- 

merce, the  claim  being  that  the  Bradford  Dyers  Associa- 
tion was  not  a  standardizing  body,  and,  therefore,  could 

not  register  the  letters  in  question. 

The  chief  case  before  the  courts  now,  is  the  Rylands 

appeal  in  the  Whitney  bl-anket  case.  This  is  practically  a 

rc-opening  of  the  case,  and  there  is  a  number  of  promin- 
ent buyers  and  manufacturers  to  give  evidence. 

In  connection  with  this  case,  in  a  letter  to  a  promin- 

ent trade  journal,  Georges  Moores,  the  Hon.  Secretary  of 
the  new  Textile  Institute,  points  out  that  one  valuable 
use  of  the  new  institution  will  be  the  settling  of  these 
trade  mark  disputes,  and  definitions,  as  among  their 
many  powers  "they  constitute  an  authority  for  the  de- termination and  recognition  of  technical  and  trade  stan- 

dards, usages,  terms,  definitions,  and  the  like  for  the  tex- 
tile industry,  and  had  the  Institute  been  in  Avorking  order, 

the  large  sum  of  money  spent  on  the  Whitney  blanket 
case,  might,  in  all  probability,  have  been  saved. 

Norman  Paulet,  one  of  the  buyers  for  the  firm  of 
Alphonse  Racine  &  Cie,  340  St.  Paul  St.,  Montreal, 
leaves  the  middle  of  this  month  for  Europe. 

Mathews,  Stewart  &  Armstrong,  Montreal,  manufac- 
turers of  hats,  caps,  garments  and  furs,  have  been  incor- 

porated witli  .$7.5,000  capital,  to  take  over  the  business  of 
Mathews,  Lee  &  Armstrong. 

While  buyers  who  returned  some  time  ago  from  the 
Old  Country  reported  that  the  carpet  industry  there  was 
by  no  means  in  a  prosperous  condition,  recent  advices 
seem  to  indicate  that  there  has  been  a  marked  improve- ment. 

The  death  of  Adam  Lamy,  of  the  dry  goods  firm  of 
A.  &  E.  Lamy,  Notre  Dame  St.,  Montreal,  occurred  last 
month.  Mr.  Lamy,  who  was  33  years  of  age,  had  been 
in  the  dry  goods  business  since  he  was  16  j-ears  of  age. 
For  several  years  he  was  in  the  employ  of  his  Lrother, 
Arsene  Lamy,  president  of  the  Arsene  L'amy  Co.,  until he  commenced  business  on  his  own  account  in  1895.  Mr. 
Lamy  left  a  widow  and  four  daughters. 

An  important  reason  for 
the  remarkable  selling  qualities  of 

WALLPAPER 
is  that  it  does  not  shoot  over  the  heads  of  the  people. 
Staunton  Wall  Papers  satisfy  because  they  are  beautiful 
and  artistic  without  being  non-commerciallv  faddish.  Thev 

are  aimed  to  please  on  sight  and  to  continue  to  please'. Because  they  please  on  sight  the^■  sell  well— because  thev 
continue  to  please  when  on  the'  wall  thev  influence  the next  purchase  to  the  dealer  who  carries  them. 

Cati  you  conceive  a  more  convincing  argument  ?  A  n  examination  of  our  splendid  line 
will  clinch  the  argument.  We  ask  for  the  privilege  of  placing  the  neiv  Staunton 
Wall  Papers  before  you.      Write  us. 

STAUNTONS  Limited 
Wall  Paper  Manufacturers  -  .  .  941   Yonge  Street,  Toronto 

Please  mentton  The  Review  to  Advertisers  and  Thetr   Travelers 
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Brass  and  Iron  Bedsteads 
Highest  Quality       ̂        LoAvest  Prices 

WE  BELIEVE,  AND  OUR  SALES  PROVE  IT 

Our  values  are  absolutely  the  best  in  Canada.  We  specialize  on 
popular  sellers  and  turn  them  out  in  enormous  quantities  in  the 
most  thoroughly  organized  bed  factory  in  Canada       :       :       :       : 

A  Leader  for  Spring,  1910 
"■^ii  Design  No.   is,  Iron  Bed 

MADE  IN  ALL  SIZES 

Pillar  ~/i"  Tube,  Top  and  Bottom  Rods  5/16",  F"illing-  Rods, 
}(",  End  Angles,  %"x  ̂ 4",  Brass  Naps  on  each  Pillar, 

Heig^hl    of  Head    50",    Height   of  F"oot  44". 

Price  for  One    or  One    Thousand, 

$1.75  thirty  days 

F.O.B,  VICTORIAVILLE,  P.Q. 

A  copy 

of  our 
attractive 

Catalogue 

and 

Price  List 

is 

intended 

for  you. 
Write 

for  it. 
NOT    IN     ANY 
COMBINATION 

No.  6s7 

THE  STANDARD  BEDSTEAD  CO.,  Limited 
Manufacturers  of  Brass  and  Iron  Bedsteads,  Children's  Cots,  Woven  Wire  Mattresses 

^  The  Carload  Point  for  Shipping  ;  VICTORIAVILLE,    QUE. 
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A  Furniture  Department 
Is  Profitable  and  Possible  for  You 

Many  housefurnishings  depart- 
ments in  the  smaller  centres  are 

now  selling  furniture. 

We  are  headquarters  for  popu- 
lar and  medium-priced  lines  of 

Bedroom  and  Dining  Room 
Furniture,  etc.,  etc. 

Our  complete  catalogues,  giving 
full  particulars,  illustrations  and 
prices,  will  be  gladly  sent  to  any 
responsible  retailer. 

u/>e  Victoriaville  Furniture  Co, 
Victoriaville 

Quebec 

JOHN  R.  FOSTER  &  CO. 
— LIMITED — 

Manufacturers  and  Warehousemen  of 

Upholsterers^  Trimmin^Sf 
Smallwares,  etc. 

Trimmings  of  every  description, 

from  the  Cheapest  to  the  Most 

Elaborate,  for  Curtains,  Draperies, 

Furniture,     etc.         Embroideries. 

Warehouse:  44<a,   Gutter  Lane,  Gheapside,  E.G. 
Tactories:  3  and  4,  WINSLEY  STREET, 

And  30  and  51.  CASTLE  STREET,  EAST,  W. 

leleirims:     "  TERFOS,  LONDON." 

A^ent  for  Canada; 

Ed^ar  Fenton,  64  Wellington  Street  West,  Toronto 

KING'S 

Established  1771 

,  FAMOUS 
i       Sold  by  leading  Jobbers. 

SCOTCH 
Every  piece  perfect. 

HOLLANDS 

Scotch  Hollands,  for  nearly  a 

century  and  a  quarter,  have 
been  recognized  by  the  Trade 

of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities 

durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  eflFective  shading 

for  the  money  in  the  market, 
and  dealers  can  turn  them  oxer 

more  quickly  than  any  other. 

JOHN    KING  &  SON, 
GLASGOW,    SC3Ti,AND. 

Sole  Selling  Af  ent : SYDNEY   MOSS, 

Empira  BIdg.,  58  Wellington  St.   W, 
TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their   Traveler* 
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GREENSHIELDd  LIMITED 
MONTREAL 

CARPET  AND  HOUSEFURNISHING  DEPARTMENT 

Visi-t   -the    Bis   Oarpe-t    Depar-tmen-t 

ON  Cloths  and  Linoleums 
(all  widths)  ^ 

Hemp  Carpets 

Prettiest  Designs  in  Cretonnes 

Nottingham  and  Swiss  Curtains 

Large  Assortment  of  Mats 

Tapestry  Curtains 

Chenille  Curtains  and  Covers 

Furniture  Coverings  and  Art 
Draperies 

Tapestry  Carpets 

Brussels  Carpets 

Wilton  and  Axminster  Carpets 

Squares  in  all  qualities 

China  and  Japanese  Mattings 

Curtain  Kets 

Extensive  Range  of  Art  Muslins 

Sllkolines 

Examine   our   extensive    ranges   of   the  above    lines  and 
compare  our  prices  before  buying 

GREENSHIELDS  LIMITED,  MONTREAL 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Gibraltar    Mills,    Bolton,    England 

Quilt  Questions 
Are  you  sure  your  customers  are  satisfied  with  what 

you  have  been  offering  ? 

Are  you  just  running  along  on  the  old  lines,  or  are  you 

carrying  bed  coverings  in  accordance  with  recent 

ideas  ? 

Have  you  convinced  yourself  of  comparative  values  ? 

Have  you  seen  our  season's  specimen  book,  showing 
the  newest  Quilt  patterns  in  their  own  colorings  ? 

Do  you  know  that  "  DEARDENS  of  MANCHESTER  " 
will  make  any  descripton  of  Quilt  that  your 

market  requires? 

Jon'n  Dearden  &  Co.,  Limited,  g^SnrEn^g:"^ 
1 1  and  1 3  Bridgewater  Place,  MANCHESTER,  Eng. 

Sole  Canadian  Agent,  R.  H.  Cosbie Toronto 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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THE    HOME   OF 

*  1Sif^^;,730MINIDNQlLCLDTH 
^  .■^^''^.tsS^^         !L   <.\  Company  i.i«iTi:D 

G)  MONIREA!, 

CANADIAN-MADE 

LINOLEUMS 
FLOOR  OIL  CLOTHS 

TABLE  OIL  CLOTHS 
ENAMELLED  OIL  CLOTHS  STAIR  OIL  CLOTHS 

CARRIAGE  OIL  CLOTHS  KEY  BORDER  PASSAGE  CLOTH 
SANATILE  OIL  CLOTHS  for  walls  CORK  CARPET 
SHELF  OIL  CLOTHS  COTTON  STAIR  OIL  CLOTHS 

PREPARED  DECORATIVE  BURLAPS 

Handled  by  all  the  Wholesale  Dry  Goods  Trade 

MANUFACTURED   BY 

The  Dominion  Oil  Cloth  Co.,  Ltd. 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 





Coming-of-Age  of  The  Dry  Goods  Review 
Established  Twenty-one  Years  Ago  as  Monthly  Newspaper  for  the 
Trade  —  Story  of  its  Beginning  with  Charles  Morrison  as  Editor  and 

Manager  —  Subsequent  Development    New  Home  now  Being  Erected. 

in  Australia  and  will  in  future  reside  there 

THE  Dr
y  Goods  Revie

w 
has  now  come  of  age. 

Its  beginnings  were  prob- 
ably different  from  any 

other  publication.  It  was  not 
founded  to  fill  a  long-felt  want, 
but  to  start  a  friend  in  business. 

Twenty-six  years  ago  the  writer 
joined  the  reportorial  stafif  of  a 
leading  daily  newspaper.  He  had 

unsually  good  luck.  He  chanced 

to  be  on  the  spot  when  some  im- 
portant things  were  happening, 

and  he  secured  for  his  paper  some 
exclusive  stories  on  all  fields, 

ranging  from  politics  to  crime. 
He  was  never  afraid  of  work. 

This  is  the  only  compliment  that 
can  be  paid  to  him,  and  it  may  not 
be  deserved.     There  ̂ were  morn- 

 charles  morrison 

ing  and   evening  editions,   and   the     First  editor  and  manager  ot  tlie  Dry  Goods  Review, 

same  stafif  did  work  on  both.     The  Morrison'  recently  inherited  an   important  estate 
news  editor  believed  in  the  strenu- 

ous life,  and  though  he  had  a  large  stafif,  he  often  kept 

them  on  duty  from  9  a.m.  one  day  to  3  o'clock  the 
next.     Fortunately  there  were  no  Sunday  papers. 

His  good  luck  and  hard  work  told  with  the  news 
editor,  Charles  Morrison,  and  when  the  financial 

editor  resigned  he  recommended  liim  for  the  va- 
cancy. 

Being  the  junior  on  the  stafif,  the  chief  editor,  J\I. 

J.  Griffin,  now  the  Librarian  of  Parliament,  hesitat- 
ed, but  the  news  editor  argued  so  strongly  on  his 

behalf  that  he  was  assigned  to  the  department. 
Not  long  after,  Mr.  Morrison  took  charge  of  a 

literary  monthly,  being  started  with  brilliant  ])ros- 
pects,  but  Canada  was  too  small  for  such  an  am- 

bitious publication,  and  within  two  years  it  sus- 
iiended,  and  the  news  editor  was  without  much 

means,  and  no  employment.  He  discussed  the  sit- 
uation with  his  old-time  junior,  who  had  always  re- 

membered his  early  kindness  with  the  deepest  grati- 
tude, when  the  latter  offered  to  establish  him  in 

some  publishing  business.  Mr.  Morrison  was  a  son 
of  an  old  country  dry  goods  merchant ;  and  after 

graduating  from  Glasgow  l^niversity,  served  a  long 
apprenticeship  and  knew  that  business  thoroughly. 
A  monthly  newspaper  for  the  dry  goods  trade  was 
decided  upon  and  was  immediately  established  with 
Mr.  Morrison,  as  editor  and  manager,  and  the  writer 

as  president.  It  had  a  most  pretentious  name.  "The 
Canadian  Dry  Goods,  Hat,  Cap,  Millinery,  Clothing 

and  Fur  Trade  Review."  It  had  the  advantage  of  the 
MacLean  Co.'s  organization,>then  small,  but  enthus- 

iastic and  efficient.  Having  no  competitors  whatever, 
it  soon  built  up  a  good  circulation. 

Mr.  Morrison  was  a  good  newspaper  man,  and 

gave  the  trade  a  most  interesting  paper.  Unfor- 
tunately, he  was  not  to  remain  permanently.  For 

family  reasons,  on   the  advice  of  his  physician,  he 

gave  up  his  interest,  removed  to  a 
wanner  climate  and  became  man- 

aging editor  of  a  San  Francisco 
daily.  He  was  followed  by  a  suc- 

cession of  capable  men,  but  who 
were  lacking  in  that  training 
which  qualified  them  as  specialists. 

In  spite  of  this,  and  plenty  of  com- 
petition, the  old  readers  continued 

loyal  to  The  Review,  but  new  ones 
came  very  slowly. 

About  five  years  ago  the  writer 
decided  upon  a  complete  reorgani- 

zation of  the  entire  stafif.    Money 
was  spent  freely  in  improvements. 
The  best  men  and   women  avail- 

able were  added  to  the  stafif.    The 

assistance    of    specialists    was    se- 
cured for  the  various  departments. 

The  good  work  told  until  to-day 
Mr   the  paper  is  read  by  fully  ninety 

l)er   cent,    of    the    merchants    and 
manufacturers    in   the    dry   goods 

auvl     allied    trades     in    every    province     of     Canada. 

The   question  'has   often   been   raised,   "How   long 
can  the  MacLcan  Co.  afiford  to  give  so  good  a  paper 
ir;  a  field  with  only  7,000,000  people,  scattered  across 
a    continent,    in    comparison    with    its    British    and 
United   States   contemporaries  with   their  immense 

populations  to  work  on  ?"    The  Review  can  not  only do  this,  but  at  the  same  time  be  one  of  the  most 

successful  newspapers  in  the  country.    The  explana- 
tion is  very  simple.     The  MacLean  Co.  has  always 

had  ample  capital  and  an  organization  capable  of 
swinging  any   such   enterprise.      But   this   of   itself 
is  not  sufficient.     The  Review  alone  could  not  live 

on    its    present    high-class    lines    without    charging 
many  times  its  present  subscription  and  advertising 
rates,  were  it  not  that  it  shares  its  overhead  expenses 
and  certain  other  factors — by  far  the  most  serious 
item   in   publishing — in^lirectly  with   some  29  other 
businesses,  and  directly  with  14.     The  same  print- 

ing, accounting,  auditing,  circulation,  subscription, 
advertising,  art,  binding,  mailing,  branch  ofifice  and 

many  other  departments  are  common  to  all  the  lat- 

ter.    In  short.  The  Review's  general  expenses  are 
only  about  one-twelfth 'of  what  they  would  be  but 
for  this.  The  editorial  and  advertising  stafif  of  The 
Review  must,  of  course,  be  peculiarly  its  own.  They 
must  be  specialists  in  every  phase  of  dry  goods, 

manufacturing,  buying,  selling,  and  they  must  de- 
vote their  entire  time  and  thought  to  it.  But 

their  cost  is  no  small  item.  They  are  fully  as  much 
as  the  aggregate  of  the  other  departments. 

In  keeping  with  the  steady  improvement  in  the 

quantity  and  quality  of  the  reading  matter,  'has  been 
the  growth  of  the  advertising.  From  four  pages 
of  advertising.  The  Review  has  grown  in  the  con- 

fidence of  the  trade  until  it  now  carries  in  some  issues 

over  130  pages  of  advertising.     This  is  not  only  a  tri- 
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bute  to  The  Review,  as  an  advertising  medium,  but 
to  the  expansion  of  the  dry  goods  business  in  Can- 
ada. 

Regarding  the  growth  of  The  Review  in  size,  it 

is  a  far  cry  from  the  first  eight-page  issue  gotten  out 
by  one  editor,  to  the  present  issue  of  over  240  pages, 
compiled  by  editors  in  Montreal  and  Toronto,  and  con- 

tributed to  by  specialists  in  Canada  and  the  principal 
foreign  markets. 

Further  additions  arc  to  be  made  to  the  regular 

editorial  staflf,  and  the  corps  of  special  writers  is  be- 
ing augmented.  The  endeavor  of  the  entire  stafif  is 

to  make  each  issue  of  greater  service  to  the  trade  than 

the  preceding  one,  and  editorially  to  lead — as  it  has 
most  successfully  done  in  the  past  year — rather  than 
to  follow. 

Since  the  above  was  in  type,  the  news  has  come 
that  Mr.  Morrison  has  inherited  an  important  estate 
in  Australia  and  he  will  in  future  reside  there. 

While  The  Review  has  made  more  real  progress 

in  the  last  three  years  than  at  any  time  in  its  his- 
tory, still  greater  things  are  planned  for  the  future. 

It  has  been  handicapped  for  a  long  time  by  inade- 
quate and  unsatisfactory  office  accommodation  in 

both  Montreal  and  Toronto.  Montreal  now  has  an 

office  second  to  none  in  the  city.  Every  member  of 
the  staff  at  the  Toronto  office  is  still  working  under 
difficulties.  This,  however,  will  very  shortly  be 
remedied.  Since  The  Review  was  founded.  The 

MacLean  Co.  have  outgrown  four  premises.  It  was 
decided  that  this  must  not  happen  again  for  another 
21  years,  at  least,  and  last  summer  a  block  of  land 

on  University  street  was  acquired.  It  has  a  front- 
age of  200  feet,  running  from  Agnes  to  Edward 

Streets,  by  a  depth  of  100  feet,  while  the  centre  ex- 
tends back  another  100  feet  to  Centre  Avenue.  On 

the  latter  front  a  building  is  now  being  erected  for 
the  mechanical  departments,  which  will  be  ready  in 
March.  The  business  and  editorial  offices  will  be 

on  University  Street. 

To  Cover  West  Indies  for  MacLean  Papers. 

When  the  siteamship  "Sobo"  sailed  from  Halifax  on 
Wednesday  the  5th  instant,  among  her  passengers  was 

David  Williams,  special  subscription  solicitor  for  Mac- 
Lean's  Trade  Newspapers  and  Magazines.  He  will  be 
away  several  months^  for  the  task  to  which  he  has  been 
sent  is  no  small  one.  He  is  to  cover  the  Bermudas,  tiie 
British  West  Indies,  and  British  Guiana.  His  instructions 
are  implicit :  he  must  thoroughly  cover  the  field,  no  matter 
how  long  it  takes  him  to  do  so. 

MacLean 's  Trade  Newspapers  and  Magazines  have  al- 
ready a  good  circulation  in  the  Bermudas,  the  West  Indies 

and  British  Guiana.  The  late  John  Cameron,  for  many 

years  a  trusted  and  efficient  subscription  solicitor  of  the 

company,  well  and  truly  laid  the  foundation  of  our  cir- 
culation in  that  part  of  the  British  Empire,  when  he  some 

years  ago  spent  three  or  four  months  there. 
David  Williams,  is  now  to  follow  in  his  footsteps; 

indeed  he  is  to  do  even  more.  He  is  to  blaze  the  way  to 

one  or  two  places  which  Mr.  Cameron  had  not  the  oppor- 
tunity of  reaching. 

Mr.  Williams  is  a  worthy  successor  to  the  late  Mr. 
Cameron.     He  has  for  some  time  been  on  the  subscription 

slaff  of  the  MacLean  Publishing  Co.  in  Ontario  aaid  during 
the  last  five  or  six  months  has  been  devoting  his  time 
entirely  to  subscription  work  in  the  maritime  provinces. 
The  success  which  has  characterized  his  work  in  Ontario 
and  the  maritime  provinces  will  no  doubt  follow  him  to 
the  West  Indies,  for  he  believes  to  a  degree  of  ardent 
enthusiasm,  in  the  MacLean  Trade  Newspapers  and  Maga- 

zines. To  this  quahty  is  added  that  of  untiring  industry. 
He  will  certainly  materially  add  to  the  already  substantia! 
circulation  of  the  MacLean  Trade  Newspapers  and  Maga- 

zines in  the  West  Indies. 

■Canada's  relationship  with  the  Bermudas'  the  West 
Indies  and  British  Guiana  is  gi-adually  improving.  Not 
only  is  sentiment  getting  warmer  but  the  volume  of  traide 

between  them  and  this  country  is  assuming  more  import- 
ant proportions.  It  now  aggregates  in  value  between  $12,- 

000,000  and  $13,000,'0O0.  But  this  is  only  a  small  part  of 
what  it  can  be  made.  In  blazing  the  way  for  this  desired 
end  no  factors  are  more  potent  than  the  trade  newspapers. 
Their  work  is  specialization,  and  it  tells. 

To  exporters  the  circulation  wiiich  the  MacLean  Trade 
Newspapers  and  Magazines  has  already  attained  in  the 
Bermudas,  the  West  Indies  and  British  Guiana,  plus  that 

DAVID    WILLIAMS 

Special    subscription    solicitor  for    MacLean's    trade 
newspapers  and  magazines,  who  is  on  his  way  to  the 
West  Indies  and  British  Guiana  to  supplement  their 

already  large  subscriptions  there. 

which  is  to  come,  is  most  important,  and  is  worthy  of  their 

careful  attention.  There  is  certainly  no  advertising  medi- 
ums that  offer  such  possibilities  to  those  who  wish  to  reach 

buyers  in  that  part  of  the  British  Empire,  besides  the  wide 

and  general  cireulationin  the  home  field.  Another  matter 
which  should  not  be  overlooked  is  the  advantage  which 

accrues  from  the  circulation  of  the  MacLean  Trade  News- 

papers and  Magazines  in  China,  Japan,  Australia,  South 

Africa,  Great  Britain,  and  the  United  States.  It,  of 

course,  does  not  approximate  to  the  circulation  in  the 

home  field  nor  is  it  relatively  as  large  as  that  in  the  West 

Indies,  but  it  counts,  and  that  not  insignificantly. 

The  late  Mr.  Cameron  had  only  been  in  the  West  Indies 

a  few  weeks  when  he  sent  a  hurried  call  to  the  head  oflBce 

for  a  fresh  supply  of  subscription  order  forms,  the  new 
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subscriptions  which  he  had  taken  up  to  that  time  having 
far  exceeded  his  expectations.  We  hope  this  will  also  be 

Mr.  William's  experience. 
In  the  meantime  we  wish  him  bon  voyage  and  good  luck. 

The  work  on  the  new  store  of  Jas.  A.  Ogiivy  &  Sons, 

nt  the  corner  of  St.  Catherine  and  Mountain  streets,  Mont- 

plate  glass  windows  in  steel  sashes  and  frames.  The  sur- 
face of  the  floors  will  be  laid  in  terezzo,  making  the  en- 
tire building  proof  against  fire,  dust  and  vermin.  The 

woodwork  will  be  in  mahogany  and  mahogany  finish. 

A  plant  for  the  production  of  all  the  light,  heat  and 
power  required  will  be  installed  in  the  lower  basement, 
and   will   include   a  blower  and   ventilator  system   which 
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New  Store  of  Jas.  A.  Ogiivy  &  Sons,  Montreal. By  courtesy  of  MoMtreal  WitmBS. 

real,  directly    opposite    'the    old    store,    is    being  rapidly  will    change   all    the   air    throughout    the   building   every 

advanced,     and     when     finished     will     be     one     of     the  twelve  minutes.    The  elevatoi's  will  be  of  the  newest  type, 
finest    buildings    of    its    kind    in    Canada.      The  build-  separate    elevators    being   provided    for    the   use   of   em- 
ang    is   to    be    built    of    Stanstead  granite    with     heavy  ployees.    The  building  will  be  completed  by  June. 

Benjamin   Tungsten  Shock  Absorbers 
Furnirhed,    if   Specified,   FREE  OF  CHARGE    with    Accompanying   3-6 

Light.     Standard  i  ungsten  Arcs. 

Practical 

Tungsten    Fixtures 
Where  Fixlurts  are  subject  to  sudden  jars  we  are  prepared  to  furnish  a 

means  for  protecting  the  life  of  the  Lamps  in  an  EFFECTIVE  CANOPY  SHOCK 
ABSORBER.  Any  vibration  is  thus  checked  at  the  point  of  the  lixture  support 

and  rendered  harmless  before  it  reaches  the  lamps  themselves. 

Write  for  Our   Descriptive   Circulars   on   Tungsten  Fixtures  and   Accessories. 

Benjamin  Electric   Mfg.   Co.,  64  York  street,   Toronto. 
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PHILLIPS  &  WRINCH, 
Limited 

SMALLWARES  AND  NOTIONS 
OUR  eight  travellers  are  now  out  with  the  largest  line  of  Novelties  we  have  ever  shown,  con- 

taining everything  that  is  fashionable  in  Hair  Ornaments,  Hair  Pads  and  Rolls,  Braids, 
Braid  Pins,  Curls,  Hair  Nets,  Etc. 

Our  range  of  Sash  Pins,  Collar  Pins,  Bow  Pins,  Beauty  Pins,  Etc.,  is  the  best  we  have  ever 
put  out,  and  cannot  be  equalled  elsewhere.  It  contains  all  that  is  best  in  Silver,  Old  Silver  and 

"Cloisonne  Enamel,"  Etc.  White  Stone  Hatpins  to  retail  from  25c.  to  $5.00  each.  We  have 
given  special  attention  to  goods  to  retail  at  popular  prices. 

This  shows  the  latest  style  of  Hair  Dressing,  using  Turban  Pad,  Braid  and  Braid  Pins. 

If  our  travellers  do  not  reach  you,  write  us  direct  and  we  will  send  you  an  approbation 
parcel  prepaid. 

We  are  sole  agents  for:  Woodfield's  Meteor  Sharps,  "The  Best  Needle,"  "Capsheaf" 
Coilless  Safety  Pins. 

PHILLIPS  &  WRINCH,  limited 
QUEBEC:  137  St.  Joseph  Street  80    BAY    STREET,    TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 



SAMUEL  J.  MATHEWSON 

President  of  the  D.C.T.A. 

THE  annual  banquet  of  the  Dominion  C
ommercial 

Travelei-s'  Association,  which  was  held  at  Wind- 
sor Hotel,  Montreal,  on  Monday  night,  December 

20th,  was  attended  by  a.bout  three  hundred  and 

fifty  guests.  It  was  greatly  regretted  that  the  presideoir. 

Mr.  S.  J.  Mathewson,  was  unable  to  be  present,  owing  to 

illness.  Mr.  J.  Bevans  Giles,  vice-president  of  the  associa- 
tion, acted  as  chairman  in  his  absence. 

Among  the  speakers  were :  Sir  Frederick  Borden,  Hon. 
Frank  Oliver,  Hon.  Jacques  Bureau,  R.  L.  Borden  and  F. 
D.  Monk. 

Amendments  to  By-laws. 
Several  amendments  'to  by-laws  were  proposed  at  ilic 

annual  meeting  of  the  Commercial  Travelers'  Association 
in  Toran)to,  one  of  the  most  important  being  the  widening 
of  the  terms  upon  which  a  man  can  be  called  a  traveler. 
Hitherto  he  had  to  travel  at  least  three  months  of  the 

year  in  Canada,  but  in  the  future  he  will  be  qualified  to 
enter  the  association  provided  he  travel  at  least  three 
months  in  any  part  of  the  British  Empire. 

The  meeting  turned  down  a  by-law  amendment  which 
provided  for  allowing  the  Board  of  Directors,  at  their 

discretion,  to  admit  a  person  into  the  association  for  spec- 

ial reasons,  even  if  he  were  not  qualified  in  all  respec's 
under  the  by  laws. 

In  the  future  the  annurJ  meeting  will  always  be  held 

during  the  week  between  Christmas  and  New  Year's,  a 
resolution  to  this  effect  being  carried. 

During  the  discussions,  one  traveler  complained  of  the 

high  hotel  and  baggage-transfer  rates  in  the  west  partic- 
ularly in  British  Columbia.  He  had  paid  $10  for  a  day 

and  a  quarter's  expense  at  one  hotel,  and  spoke  partic- 
ularly on  the  high  charges  of  transferring  baggage.  Sec- 
retary Jas,  Sargant  explained  that  if  the  members  would 

only  live  up  to  the  by-laws  of  the  constitution  these  high 
rates  would  not  be  charged.  They  go  looking  for  a  few 
cents  lower  rate  with  some  company  other  than  that  with 
which  arrangements  have  been  made  and  eventually  prices 

go  up. 
The  great  growth  numerically  speaks  for  the  increased 

volume  of  business  throughout  the  country.     There  were 

MAX  MURDOCK 

Treasurer  of  the  D.C.T.A. 

()8G  members  added  during  the  year,  making  the  total 
enrolment  9,320.  There  has  been  little,  if  any,  added 

cxptMidituro  to  the  working  expenses.  Seve<nty-six  death 
claims  have  been  paid  since  the  last  annual  meeting,  and 
out  of  the  $65,268  allotted  for  the  year  for  mortuary 
bcnilits,  $11,275  remains  to  the  credit  of  that  fund. 

The  report  also  referred  to  the  matter  of  fii-e  protec- 
tion ill  bote's  wliich  'was  elaborated  on  by  Crl.  Stoiiemr.n. 

LUKE  F.  MOORE 

Ofthe    SHngsbv    Mfg.  Co,,    Brantford,  a  Director  of    the    D.C.T.A. 

A  resolution  was  passed  commending  the  action  of  the 

Board  of  Directors  in  requesting  fj-om  the  government  that 
it  should  see  that  fire  escapes  were  placed  in  every  room  in 
every  hotel  in  Ontario. 

The  following  was  the  result  of  the  ballot: — 
Pres. — Jno.  Gibson,  (accl.). 

1st  Vice. -Pres. — Robt.  Gemmell,  (accl.). 
2nd  Vice-Pres.— S.  M.  Sterling,   (accl.). 
Treas.— E.  Fielding. 
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spools     SILK 

I T  is  as  much  to 
your  interest  as 

ours  that  we  should 

repeatedly  bring  to 

your    attention  the 

Corticelli 

European 
Fashion 

Service 

Any  reliable  re- 
tailer can  obtain 

from  us  full  mfor- 

mation  in  regard  to 
this  service  and 

how  it  can  be  of 

benefit  to  him.  We 

invite  YOU  to 

write  for  informa- 
tion. 

SPOOL  SILK 

€[f  Corticelli,  the  spool  silk  that  "threads  the 

world,"  carries  with  it  the  benefit  that  attaches 
to  the  distribution  and  use  of  an  article  superior 

to  any  other  in  its  line.  "Corticelli"  on  a 
spool  of  silk  requires  no  apology,  and  the  user 

has  no  complaint  to  make. 

€||  Your  customers,  Mr.  Retailer,  are  constantly 
influenced  by  dressmakers  who  use  Corticelli 

and  Corticelli  European  Pattern  Service. 

Whether  they  are  attracted  to  or  away  from 

your  store  by  this  influence  is  a  matter  entirely 

in  your  own  control. 

CORTICELLI  SILK  COMPANY,  LIMITED,  st^S^q. 

Sales  Rooms— 22  Si.  Helen  St.,  Montreal. 
24  and  26  Wellington  St.  West,  Toronto 

Address  nearest  office 

138  Hosraer  St.,  Vancouver 56  Albert  St.,  ■Winnipeg- 
91a  York  St..  Sydney.  N.S.W. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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QcfticeUl/ 
SPOOI^     SII^K SPOOIv     SII^K 

B.  &  A.  LINING  SATINS 
The  Best  Lining  Satin.     The  Best  Seihng  Helps 

OUR  GUARANTEE 

^  Gilt-edge  B.  and  A.  Lining- 
Satins  are  guaranteed  for  two 

seasons'  wear — if,  in  any  in- 

stance our  linings  do  not  fulfill 

the  terms  of  our  guarantee, 

return  the  garment  with  our 

certificate  of  wear,  giving  the 

date  of  purchase,  and  we  will 

reline    it   without    charge. 

A  OIT"     T  TO     "What  do  you  propose  in  regard  to  B.  &  A.  Lining 
Satin  and   how  will  it  affect  us?" 

CORTICELLI  SILK  COMPANY,  LIMITED 
Head  Office  :    ST.  JOHNS,  QUE. 

  ADDRESS  NEAREST  OFFICE       

Sales  Rooms— 22  St.  Helen  St.,  Montreal  138  Homer  St.,  Vancouver         56  Albert  St.  Winnipeg 
24  and  26  Wellington  St.  West,  Toronto  91a  York  St.,  Sydney,  N.S.W. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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The  Quebec  Comiiioreiiil  Travelers'  Assoeiatiou  rc-elec- 
ttd  all  former  officers 

The  Drummers"  Snack  hehl  its  annual  dinner  on  Thurs- 
day evening-.  Dec.  23rd.  at  tlie  Arlington.  Toronto.  Much 

merriment  marked  the  occasion. 

R.  C.   WILKINS 

Always  prominent  in  O.C.T.A.  affairs. 

Prior  to  the  dinner  a  general  meeting  was  held  at  which 
arrangements  for  the  next  annual  July  event  were  begun, 
which,  by  the  way,  will  take  place  at  Oakville. 

Breach  of  Contract  Case  Settled. 

Charging  violation  of  contract,  the  \V.  R.  Brock  Co.. 

Limited,  receo'tly  took  a,ction  against  Kussner  Bros..  Mon- 
treal, manufacturers  of  blouses. 

The  statement  of  the  W.  R.  Brock  Company  is  that 

the  last-named  firm  contraet'Cd  an  June,  1908,  to  give  them 
the  entire  output  of  their  factory  for  ithe  following  sea- 

son, with  the  exception  of  a  few  orders  previously  taken 

for  delivery  to  some  of  the  large  retail  houses;  that  de- 
liveries were  to  be  ma,de  in  December.  19'08,  and  in  Janu- 

ary and  February,  1909,  at  Montreal,  Toronto  and  Cal- 
gary; that,  by  the  end  of  January,  Kussner  Bros,  were 

in  default  in  their  deliveries  in  a  large  amount;  and  that. 
on   the  29M)  of  that  month,  tliev  ( ntered  into  a   cciiiiact 

in  writing  with  the  W.  R.  Brock  Company,  by  which  they 

agreed  'to  deliver  the  balance  of  goods  which  they  owed 
not  later  than  the  15th  of  March  following,  and  tha.t 
until  such  delivery  was  accomplished,  they  would  not 
manufacture  for  or  sell  to  any  other  firm,  company  or 
individual.  They  further  agreed  to  use  their  best  efforts 
to  get  out  the  goods. 

It  would  appear  that  there  was  considerable  demand 

for  these  goods,  and  that  the  Kussners  found  they  could 
dispose  of  their  output  at  an  advance  over  the  contract 
price  to  the  large  retailers  in  Montreal  and  Toronto. 

Tlie  W.  R.  Brock  Company  claim  that  this  later  agree- 
ment was  not  carried  out,  but  that  they,  relying  on  the 

good  faith  of  the  manufaeturer.s,  had  been  selling  large 
quantities  of  these  goods  all  over  the  country,  which,  ow- 

ing to  tihe  conduct  of  their  suppliers,  they  were  unable 
to  fill,  to  the  great  annoyance,  if  not  exasperation,  of  their 

i'u.^tomers.  -i  j 
The  W.  R.  Brock  Company  claim  that  the  later  agree- 

time,  Ku.<sner  Bros.,  on  the  23rd  April,  signed  certain 
lists  of  orders  which  had  been  sent  in  from  the  W.  R. 

Brock  Company,  and  agreed  that  the  goods  mentioned  in 
the  lists  would  be  forthcoming  not  later  than  the  20;h 
May.  This  was  months  later  than  the  goods  should  have 
been  delivered,  nevertheless,  the  W.  R.  Brock  Company. 
rather  than  disappoint  their  customers,  were  ready  to  give 
them  whatever  goods  they  were  willing  to  take  at  that 
lute  date.  As  the  20th  of  May  approached,  however,. 
Kussner  Bros,  haid  only  delivered  a  mere  fraction  of  the 
goods  they  are  said  to  have  agreed  to  deliver. 

Under  the  circumstances,  the  "W.  R.  Brock  Company 
resorted  to  the  courts  for  an  injunction  to  force  Kussner 

Bros,  to  carry  out  their  contracts.  The  Kussners  then  al- 
leged they  had  delivered  all  the  goods  they  were  obliged 

to  under  their  contracts,  and  put  up  a  stiff  fight  against 

the  issuing  of  the  injunction.  However.  Mr.  Justice  David- 
son, in  the  Superior  Court,  on  the  14th  day  of  June.  1909, 

ordered  the  injunction  to  issue.  From  this  judgment  the 

Kussners  applied  for  leave  to  appeal,  which,  after  a  full 
hearing,  was  refused,  and  the  Kussners  were  prohibited 

from  delivering  goods  to  any  other  firm  until  the  injunc- 
tiiin   was  dissolved  on   the   26rh  July. 

In  the  meantime,  the  W.  R.  Brock  Company,  who  had 

coupled  with  their  injunction  a  claim  for  damages,  and 
liad  asked  for  a  special  jury  to  assess  said  damages,  were 
pressing  their  case.  Just  before  the  close  of  the  year. 

h:;wevei'.  Kussner  Brrs.  approached  the  W.  R.  Brock  Com- 
]iany  with  a  proposition  to  settle  their  claim  for  damages, 
and  this  they  did  by  payment  of  a  considerable  sum  and 
r  :sts  incurred  up  to  that  date. 

$15  to  $50 
Per  Week— Earned  by  Competent  Show-Card  Writers 

We  teach  this  verv  profitable  art  rig-ht  at  vour  HOiME  in  voiir 
spare  hours  under  CANADA'S  FOREMOST  AND  ONLY RECOGNIZED  SHOW-CARD  WRITER  AND  TEACHER. 
MANY  A  CLERK  has  DOUBLED  HIS  SALARY  bv  LEARN- 

ING TO  WRITE  SHOW-CARDS.  CARD  WRITERS  are 
very  SCARCE.  Just  the  othet  day  we  were  asVced  to  fill  three 

vaoancies.      Write  to-day  for  our  interesting'  literature. 

THE    SHAW    CORRESPONDENCE 
SCHOOL 

391   to  397  YONGE  ST.  :  :  :  TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 



Emphasizing    Special    Seasons    by    the    Show    Card 
Bright  and  Attractive  Effects  Which  Must  Not  Detract  From  the 
Mission  of  the  Card  —  Points  that  Count  With  Good  Sellers  —  System 
in  Taking  and  Executing  Orders  Important  —  Encourage  Young  Talent 

IX  the  working-  out  of  special  sale  features  which  must 
mariv  any  distinct  season  of  the  year,  the  show- 
card  writer  certainly  will  play  an  important  part. 
If  he  is  up  in  his  business,  the  window  trimmer  and 

the  advertising  man  may  always  count  upon  him  to  add 

a  delicate  but  none-the-less  forceful  finishing  touch  by 
way  of  attractive  cards  to  the  design  of  the  window, 

department  or  store.  It  must  be  borne  in  mind,  how- 
ever, that  it  is  an  easy  matter  to  overdo,  and  equally 

easy  to  fail  in  effectiveness.  A  card  may  lose  all  of  its 
selling  merit  by  reason  of  the  fact  that  the  writer  has 
concentrated  too  strongly  upon  design.  The  card  may  be 
a  work  of  art,  but  for  that  very  reason,  it  detracts 
from    the    written  message      v.iiich    it   bears    rather     than 

ment  as  in  every  other  section  of  a  store.  It  enables 
the  writer  to  do  his  work  properly,  is  a  safeguard  against 
forgetfulness,  and  ensures  the  execution  of  orders  in  the 
time  called  for.  An  authority  writing  on  this  matter 

states  :  "If  the  store  is  a  large  one  and  there  are  many 
department  heads  calling  at  short  intervals  for  all  sorts 
of  cards,  there  is  bound  to  be  much  confusion  and  dis 
satisfaction  unless  some  methodical  plan  is  followed.  Card 
order-blanks  will  be  found  mosi  convenient,  as  plain  scraps 

(;t'  paper  get  lost  and  mislaid.  Furthermore  they  generally 
do  not  contain  sufficient  information.  When  properly  fill 

ed  out  the  order-blank  should  contain  all  the  necessarj 
information  for  the  card  writer.  In  a  very  large  stort 
there     should     be     someone    to  O.  K.   orders  for  signs  , 

Show  cards  by  Jas.  McNicholl,  with  Richard  Hall  &  Son,  Peterborough.  The  two  small  card*  on  the  left  are  ready  prints  with  the 

exception  of  the  lettering  in  the  mortises.  The  size  is  11"  x  14".  The  two  large  cards  are  14"  x  22",  the  central  one  being  in 
blaclt  paper,  with  letter  and  ornamentation  in  white,  with  gold  shading.  The  head  on  the  millinery  card  is  applied  and  touched  up 
with  colors,  while   the  lettering  is  blacli    and   white. 

concentrating  upon  it.  Again,  a  writer  may  not  properly 
emphasize  the  fact  of  its  being  a  special  season.  The 
card  with  the  message  may  be  included  in  a  group  of 
ordinary  specimens  with  no  distinctive  mission,  and 
there  may  be  nothing  by  way  of  outstanding  design  to 
give  it  distinction. 

A  group  of  cards  containing  the  proper  note  for  a 

special  season  'is  shown  in  this  connection.  They  are  by 
•Jas.  McNicholl,  of  Richard  Hall  &  Son,  Peterboro.  The 
rabbit  card  is,  of  course,  a  ready-print  with  the  letter- 

ing referring  to  goods,  done  by  the  card  writer.  All  of 
these  cards  are  particularly  appropriate  for  the  season 
to  which  they  refer,  and  are  refined  and  effective  in 
treatment,  two  points  Avhich  will  always  count  with  a 
.selling  card. 

System  has  its  application   in  the  show  card  depart- 

otherwise  the  card  writer  is  likely  to  be  swamped  at  any 
time  by  a  flood  of  important  orders  for  cards  that  art 
all  wanted  at  the  same  time. 

It  is  frequently  true  that  many  a  card  writer  and 
trimmer  might  not  have  developed  his  art  but  for  the 
encouragement  given  him  by  his  employers,  when  he 
showed  some  inclination  for  that  kind  of  work.  Close 

application  was  necessary,  and  he  was  given  every  pos- 
sible scope  for  improvement.  The  merchant  should  con- 
sider, however,  that  such  a  man  may  some  day  be  called 

upon  to  take  a  more  lucrative  position,  and  the  question 
of  a  successor  will  confront  him.  He  will  have  fore- 

armed himself  if  he  has  seen  to  it  that  the  chief  trim- 

mer's assistant  has  received  like  encouragement  from  the 
one  in  charge  of  that  department,  for  the  fact  is  that 

a  succession  of  ability  is  here  as  important  aS  up-to-date 
stocks  in  any  of  the  selling  sections, 
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Revillon   Freres,   Limited 
EXPORTERS  AND  IMPORTERS  OF 

GENERAL  DRY  GOODS 
79  RUE  DE   RIVOLI,    PARIS. 

Canadian  Warehouse : 

134,  136  McGILL  STREET,  MONTREAL. 

T\/'E  beg  to  thank  the  Dry  Goods  trade  of  Can- 
ada for  their  generous  support  during  the 

past  twelve  months,  and  to  assure  our  friends  of 

our  utmost  endeavours  to  give  them  the  goods 
they  want  at  the  price  they  want  to  pay. 

Our  Mr.  Mowatt  has  just  returned  from 
Europe,  where  he  has  been  for  the  past  three 
months.  His  arrangements  for  the  coming  season 
lead  us  to  believe  that  our  connections  established 

with  several  of  the  leading  European  manufactur- 
ers will  make  this  warehouse  one  of  the  most  up-to- 

date  and  progressive  in  the  Dominion  of  Canada. 

During  January  buyers  will  find  many  suit- 
able sale  lines  at  our  warehouse  in  Silks,  Ribbons 

and  Dress  Goods,  at  prices  that  will  spell 

Big  Business  Big  Profits 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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WHAT  WE  TRY  TO  DO 
We  try  to  sell  to  only  the  Biggest  Buyers. 

We  give  always  the  lowest  possible  prices. 

We  buy  and  try  to  sell  on  the  Shortest  Terms. 

We  try  to  get  your  placing  orders  early. 

We  can  then  give  you  the  Best  Deliveries. 

AND  LISTEN 
■'  ̂.  we  guarantee,  should  we  have  a  falling  market,  to  give  you  a  rebate  on  all 

orders  already  placed  previous  to  the  fall  in  prices,  or  in  other  words,  should 

we  be  fortunate  in  placing  your  order  at  a  lower  price  you  shall  share  in  the 

advantage  obtained,  thereby  running  no  risks  by  buying  on  a  rising  market 

and  assuring  yourselves  of  having  your  goods  when  they  are  wanted. 

Our  travellers  are  now  out  with  their  new  samples 
for  Fall  1910 

We  respectfully  solicit 

following  departments: 

Dress  Goods 

Silks 

Brocades 

Broadcloths 

Shell  Cloths 

Beaver  Cloths 

Melton  Cloths 

Beatrice  Twills 

Italian  Cloths 

Veloutines 

your  inspection  of  what  we  are   showing  in  the 

Satin  Linings 

Silk  Facings 

Italian  and  Swiss 

Damas 
Hosiery 

Gloves 

Men's  Underwear 

Sweaters 

Laces 

Ribbons 

Embroideries 

Dress  Trimmings 

Velvets 

Velveteens 

Feather  Boas 

Feathers 

Plumes 

Etc.,  Etc.,  Etc. 

REVILLON  FRERES,  UMITED 
Exporters  of  General  Dry  Goods 

79  Rue  de  Rivoli, 

Paris 

Canadian  Warehouse 

134-136  McGill  St., 

Montreal 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Make  your 

Men's  Furnishing  Department  thoroughly 
up-to-date   and    attractive   by  featuring   the 

u 

DEACON  SHIRT 
For  Men  and  Boys 

They  are  guaranteed  free  from  all  defects.     Each  shirt 
is  perfect  in  cut  and  material,  and  is  double-stitched 

throughout.     There's  a  very  wide  range  of  cloths, 
and  the  selling  of  the  "Deacon"  Shirt  is  a    ̂ .^   
profitable  business.     See  to  your  stocks    ̂ ^^ 
without  delay. 

The  Deacon  Shirt  Co. 
Belleville,  Ont. 

/ 
A 

A  SURE  TIP  FOR  SPRING 

Square  Points 
New  Windsor 

$1.50  per  doz. 

Square  Points 
Pacific 

$1.00  per  doz. 

Dorchester,  $1.50  per  dozen 
Front  Heights,  1%,  2,  2%,  2}4,  2:^4. 

Send  for  our  Catalogue  and  Calendar 

The  Canadian  Underwear  Co. 
309  Notre  Dame  St.  West,  MONTREAL 

Fltase  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Stock  Record  Should  Show  Actual  Value  of  Goods 

Annual  Inventory  No  Place  for  Figuring  on  Anticipation  of  Future 
—  The  Memory  Method  Adopted  by  Some  Stores  Where  Intimacy 
With  Stock    is    Easy    Matter  —  The    Fallacy     of    Cooked     Records. 

STOCKTAKING  is  now  the  order  of  the  day  in  many 
retail  stores  throughout  the  country.  It  is  a,  busy 

time  for  the  merc'hant  and  his  staff  where  stock  has 
a  volume  which  renders  it  'too  ponderous  for  a 

memory  record — for  there  are  men  who  charge  their  minds 
with  that  information  which  the  more  naethodical  mer- 

chant will  commit  to  black  and  white.  In  reply  to  the 
question,  How  do  you  take  stock?  The  Review  has,  once 

in  a  while  received  a  reply  to  the  eifect  that  "now  and 
again  when  things  seem  to  be  getting  beyond  us  we 
take  a  run  over  our  goods  in  order  to  ascertain  what  can 

be  done  to  push  the  slow  lines." 
Little  attempt  is  made  in  stores  such  as  these  to  take 

a  regular  and  exact  inventory  of  the  stock.  Here  it  is  a 

fact,  the  merc'jant  is  at  all  times  on  intimate  terms  with 
his  goods  and  knows  when  and  where  to  get  busy  with  his 
clearances. 

A  Pocket  Record. 

Recently  a  Review  representative  visited  a  merchant 
who  bought  and  sold  for  cash,  and  where  goods  were  so 
arranged  as  to  be  open  to  direct  inspection  by  customers. 
The  merchant  kept  a  pocket  record  of  his  invoices,  and  of 
his  daily  sales,  while  the  want  book  served  the  purpose 

of  a  stock  indicator.  'Stocktaking  was  not  seriously  con- 
sidered at  any  time,  because  the  layout  was  as  good  as  an 

index  and  the  cash  principle  eliminated  many  sources  of 
worry.  There  are  those  who  hold,  therefore,  that  where 
the  merchant  is  close  to  his  stock  and  where  application 

of  well-defined  principles  would  appear  to  make  statisti- 
cal record  unnecessary,  the  condition  which  obtains  is  an 

enviable  one.  On  the  other  hand,  however,  there  are  men 
of  long  experience  who  maintain  that  the  merchant  should 

equip  himself  with  records  and  statements,  absolutely  de- 
pendable, by  which  he  may  remove  any  uncertainty  ais  to 

the  history  of  any  section  of  his  stock,  what  things  to 
avoid  each  year,  and  along  what  lines  it  is  most  profitable 

to  proceed,  for  the  value  of  stock  records  as  guide-pnsts 
cannot  be  overlooked. 

The  large  merchant  must  have  his  record  carefully 

and  accurately  taken,  and  he  will  depend  upon  de- 
partment staffs  to  do  the  work.  In  the  very  large  stores, 

the  head  of  each  department  keeps  in  touch  by  means  of 
frequent  inventories  which  at  once  serve  the  purposes  of 
a  want  book,  and  with  amounts  carried  forward  properly, 
are  also  a  reliable  reference  as  to  turnover. 

The  Correct  Basis. 

There  seem  to  be  some  difference  of  opinion  as  to  the 

correct  basis  of  the  stocktaking.  Some  will  say  that  cer- 
tain additions  should  be  ma,de  for  future  price  increases, 

or  for  certain  inevitable  charges,  but  such  princip'e  is 
wrong.  The  merchant  must  take  his  inventory  at  invoice 

cost,  or  at  selling  price — in  which  latter  case  he  must  make 
just  allowances,  the  amount  of  which  can  only  be  ascer- 

tained by  taking  stock  of  each  department  the  year  before. 
There  are  many  sad  experiences  on  record  which  go  to 
show  tbe  fallacy  of  the  cooked  inventory.  Merchants  or 

department  ̂ heads  bave  in  their  stock  records  ventured  to 
anticipate  the  future  in  cold  figures  only  to  find  when 
goods  have  moved  out  of  stock  that  results  have  not 
measured  up  to  expectations.  Far  better  it  is  to  figure 
stock  at  not  a  cent  more   than  the  merchant  would  pay 

for  it  at  the  time  the  record  is  taken,  whether  it  be  once 

or  twice  a  year.  He  may  thus  adopt  subsequent  manipu- 
lation to  conditions,  make  each  year  stand  its  own  loss 

and  will  not  have  to  confi-ont  complications  and  .dis- 
appointments later  on. 

Economy  in  Effort. 

The  work  of  stocktaking  means,  of  course,  the  measur- 
ing, counting  and  va.luating  of  everything  in  the  store. 

Various  plans  may  be  worked  out  by  the  merchant  and  his 
staff  in  order  to  expedite  matters.  Where  departments 
are  conducted  on  a  separate  basis,  the  head  of  each  may 
be  depended  upon  to  take  the  necessary  statistics.  Proper 

supi'rvision  is  essential  and  a  good  plan  is  to  have  the 
salesmen  take  tlie  number  uv  yardage  in  their  different 

sections,  record  the  amount  on  a  card  in  plain  sight,  fast- 
ened to  the  goods.  The  head  of  the  department  and  an 

assistant  then  goes  his  rounds  and  while  the  latter  reads 
out  the  figures,  the  head  will  record  them  on  a  sheet  ruled 
for  the  purpose.  This  is  the  plan  adopted  by  one  of  the 
must  systematic  merchants  in  the  country.  He  states  that 

it  covers  the  ground  quickly,  does  not  disorganize  the  sell- 
ing force,  and  the  uniformity  of  the  sheets  renders  them 

easily  applicable  to  the  filing  sj^stem. 
Where  a  store  is  generalized,  the  same  plan  may  be 

worked  out  by  the  merchant  and  his  staff.  It  is  hardly 

necessary  to  point  out  that  it  is  advisable  to  take  pre- 
caution against  any  appearance  of  disorganization  during 

stocktaking  time.  The  merchant  who  makes  the  first  of 
the  year  an  occasion  for  clearance  specials  will  of  course 

see  to  it  that  stocktaking  means  no  inconvenience  to  cus- 
tomers or  no  deficiency  of  service. 

Plan  Things  in  Advance. 
When  a  mail  order  house  goes  after  business  it  does 

not  go  after  it  in  a  haphazard  manner.  Every  move  is 
planned  out  in  advance,  and  after  everything  is  ready  the 
work  begins  and  is  kept  going  until  the  desired  end  is 

accomplished.  This  is  the  method  followed  by  all  busi- 
ness people  who  have  built  up  the  big  concerns  of  to-day. 

They  lay  their  plans  in  advance,  and  then  always  work 
out  their  plans  day  by  day,  keeping  the  desired  result  in 
mind  all  the  time. 

Evei-y  retailer  can  follow  out  this  same  plan  with  as 
great  certainty  of  success,  and  by  so  doing  will  be  better 
able  to  combat  the  inroads  of  the  mail  order  houses  on 

his  trade  territory.  The  man  who  succeeds  in  business 
when  he  merely  takes  care  of  the  work  that  comes  to 
hand  from  day  to  day,  and  never  plans  for  the  future,  is 
succeeding  in  spite  of  himself,  and  too  many  retailers  are 

to-day  taking  care  of  their  business  in  exactly  this  man- 
;:er.  They  never  even  figure  ahead  long  enough  to  be 
able  to  take  their  cash  discounts.  They  even  put  off 

the  dates  of  clearance  sales  of  "season"  goods  until  the 
season  is  over,  and  no  one  wants  to  buy,  instead  of  hav- 

ing these  sales  planned  a  month  or  so  before,  and  all  de- 
tails waiting  ready  to  be  carried  out.  As  a  result  of  hold- 
ing these  sales  too  late  in  the  season  these  merchants, 

wisely,  says  an  exchange,  waste  their  money  in  advertis- 
ing the  sale,  and  keep  their  store  full  of  goods  which  are 

dead  property. 



Increased  Cost  of  Living  Serious  Blow   to  Wealthy 
Pay  Higher  Prices  for  Purple  and  Fine  Linen  —  Not  Much  of  a 
Woman's  Outfit  can  now  be  Had  for  $200  —  Striking  Contrast  with 
Ten  or  Twelve  Years  Ago  —  Man  of  Wealth  Must  Give  Large  Dowers. 

THE  wants  of  all  classes  have  increased,  and  espe- 
those  of  the  wealthy,  says  a  writer  in  The  New 
York  Herald.     The  wealthy  wear  purple  and  fine 
linen  and  serge  and  melton,  for  which  they  pay 

higher  prices  than  they  did,  and  at  the  same  time  modistes 

and  the  tailors  who  sew  for  them  demand  and  receive  in- 
creased wages. 

It  is  arduous  enough  in  these  expensive  days  for  man 
to  live,  but  the  demands  of  womankind,  made  more  costly 
by  the  upward  tendency  of  the  price  of  the  food  and 
drink,  of  seamstress  and  of  artisan,  are  truly  appalling 
and  give  even  those  of  plethoric  bank  accounts  many  a 
bad  quarter  of  an  hour. 

Requirements  of  Women  of  Fashion. 

Man,  even  though  his  ways  be  ordered  in  paths  of  lux- 
ury, can  meet  all  conventions  by  wearing  two  or  three  of 

his  suits  a  day.  Not  so  with  his  wife,  the  woman  of 
fashion.  She  may  have  to  be  arrayed  for  a  Bagby  musical 
morning,  may  have  to  go  after  luncheon  for  a  drive  in 

Fifth  avenue,  returning  after  five  o  'clock  tea  at  one  of  the 
fashionable  restaurants,  where  she  was  especially  gowned, 

she  is  again  dressed  for  the  night's  entertainment  at 
theatre,  opera  or  social  function.  Her  morning  ari-ay, 
from  hat  to  shoes  cost  her  at  least  $500,  her  afternoon 

attire  at  least  $1,000,  exclusive  of  furs,  and  her  night 

attire  all  the  way  up  to  $2,500,  of  which  her  opera  cloak 
was  perhaps  the  largest  item  of  expense.  It  is  possible 
that  she  wore  a  pearl  necklace  costing  anywhere  from 

$100,000  to  $225,000,  to  say  nothing  of  tiaras,  bracelets, 

chains,  pins  and  hair  ornaments  in  diamonds  and  other 

precious  stones  that  cost  a  fortune. 
This  very  woman  when  she  was  married  ten  or  twenty 

years  ago  thought  $200  was  a  large  price  for  a  gown  and 

that  it  was  a  sin  to  pay  more  than  $25  for  a  hat.  To-day 
she  has  a  hundred  hats  a  year  that  cost  on  an  average  of 
$100  each.  When  she  was  a  bride  her  annual  bills  for 

clothes  may  have  been  $2,000  or  $3,000.  To-day  her  ex- 
penses run  from  $30,000  to  $100,000,  according  to  her 

social  status. 

Not  much  of  a  woman's  outfit  now  from  hat  to  shoes 
can  be  had  for  $200.  Those  outfits  are  relegated  to  such 
husbands  as  can  afford  them.  The  fashions  in  jewels  now 

change  every  year,  adding  enormously  to  the  family  ex- 

pense account.  This  winter's  fad  is  sapphires,  bringing 
joy  to  jewellers  and  woe  to  husbands.  Next  winter  it 

may  be  rubies. 

Expense  of  Unmarried  Daughters. 
As  the  man  of  wealth  looks  around  his  table  at  dinner 

he  may  possibly  notice  one  or  several  items  of  enormously 
increasing  expenses,  his  unmarried  daughters.  A  decade 
or  two  ago  he  would  have  planned  to  give  them  dowries  of 
$1,000  each  on  their  wedding  days.  He  will  be  lucky  in 
these  times  if  he  gets  off  with  one  hundred  times  that 
much.  The  cost  of  preparation  for  matrimony  is  far 
greater.  All  count  the  cost,  and  it  is  figured  that  a  young 
man  and  his  wife  may  begin  life  in  a  modest  way,  in  an 
apartment  at  $80,000  a  year. 

Returning  to  the  head  of  the  family  again,  a  suit,  such 
as  he  would  wear  to  business,  which  some  years  ago  cost 

only  $50,  has  now  soared  beyond  that  figure.  The  price 

advanced  first  to  $75,  and  last  year  to  $85.  His  fro"k 
suits,  dress  suits  and  overcoats  have  in  the  same  period 
advanced  to  $110.  But  when  it  comes  to  his  fur  or  fur- 
lined  overcoat,  he  must  now  spend  from  $250  to  $5,000, 
according  to  his  taste  in  furs. 

His  shirts,  made  to  order,  have  steadily  advanced  to 
$20  each ;  his  underwear  to  $15  per  suit,  his  silk  socks  to 
from  $3  to  $6  per  pair  and  his  neckties  to  $4,  $5  and  $6 
each.  He  must  have  at  least  six  business  suits  annually, 
at  a  cost  of  $510.  Change  in  fashion  requires  him  to  have 

made  each  year  new  Tuxedos,  swallow-tail  coats,  cutaway 
suits  and  several  light  overcoats.  He  has  on  hand  from 
three  hundred  to  five  hundred  neckties  of  the  costliest 

silk,  and  must  buy  at  least  a  gross  of  pairs  of  expensive 
socks  each  year.  His  hat  bill  has  enormously  increased, 
for  while  derbies  and  silk  hats  have  not  advanced  new 

styles  of  slouch  hats  of  velvet  and  other  textures  have 

gone  up  in  some  forms  to  $10,  and  Panamas  to  $25 
and  $100. 

His  handkerchief  bill  is  enormous,  costing  from  $4.50 
each  upward.  Whether  his  waistcoat  and  shirt  buttons 

are  plain  or  jewelled  or  both,  his  strong  box  must  repre- 
sent one  or  more  thousands  of  dollars  worth,  with  scarf- 

pins  costing  up  to  $2,500.  Jewels  of  all  kinds  have  steadi- 
ly advanced  in  price  with  all  other  commodities.  His 

memorandum  poeketbook  is  gold  mounted,  gold  pencilled 
and  of  the  finest  leather,  costing  from  $40  upward,  and 
he  must  have  solid  gold  match  cases,  jewelled  on  both 
sides.  He  may  have  one  or  more  watch  fobs  running  into 
the  thousands  and  several  jewelled  watches. 

Evei-y  pair  of  shoes  costs  him  $14,  made  to  order,  and 
of  these  he  must  have  at  east  twenty  pairs  per  year  of 
high  and  low  cut.  The  cost  of  many  of  these  items  has 
more  than  doubled  in  the  last  decade.  When  he  asks  his 

tradesmen  the  reason,  they  tell  him  it  is  due  to  the  ad- 
vance in  rents  in  Fifth  Avenue,  but  more  especially  to 

the  increased  cost  of  labor,  as  well  as  the  increased  cost  of 
all  raw  materials. 

Before  the  wealthy  man  retires  at  night,  he  must  in- 
form his  servant  what  suit  to  get  out  for  him  the  next 

morning.  When  the  valet  has  laid  out  the  suit  he  must 
select  a  shirt  that  matches  it,  a  tie  that  does  not  clash 
in  hue,  the  shirt  studs,  scrafpin  and  buttons  that  agree, 
socks  that  conform  to  the  color  scheme,  shoes  that  go  with 
it  and  the  hat  that  harmonizes  with  tie  and  socks. 

Food  Comes  High. 

When  he  is  an'ayed  next  morning  he  goes  to  a  break- 
fast, however  simple,  that  costs  several  times  its  former 

price.  The  fruit  before  him  is  now  grown  generally  under 
glass,  much  of  it  kept  wrapped  in  cotton  batting  while 

growing,  to  prevent  contact  with  dust.  The  milk  and 
cream  come  from  dairies  where  cows  are  bathed,  curried 

and  manicured.  The  eggs  are  fresh  laid  by  hens  that  have 
been  fed  on  grain  only,  and  kept  from  all  contact  with 
unwholesome  things. 

His  meats  are  all  selected  by  the  severest  processes 
from  the  best  and  fattest  of  hoofed  beasts  and  carefully 

reared  poultry.    His  cookery  bills  have  doubled,  requiring 
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considerable  replacement  and  costly  additions  annually 
CO  keep  up  with  the  times.  He  is  paying  his  servants 
nearly  double  the  wages  they  got  ten  years  ago,  as  all 
expect  an  annual  increase  and  valuable  Christmas  gifts. 
Their  clothes  must  also  be  maintained  to  equal  his  sta- 

tion, and  these,  like  his  own  attire,  have  been  steadily  ad- 
vancing in  price. 

Half  Million  in  Death  Benefits. 

The  president  of  the  Commercial  Travelers'  Mutual 
Benefit  Society  for  the  present  year  is  ex-Mayor  Oliver, 
Toronto.  The  other  officers  elected  were  vice-president, 

Robert  Maxwell;  Treasurer,  H.  Goodman;  Toronto  Trus- 
tees, John  Gibson,  R.  G.  Hector,  C.  T.  Parsons,  S.  R.  Wick- 

ett,  S.  M.  Sterling,  A.  J.  Tipplnig,  Robert  Forbes,  John 
Burns,  and  W.  T.  B.  Laurie.  All  the  trustees  for  outside 

points  were  also  elected  by  acclamation.  Since  this  so- 
ciety was  formed  thirty  years  ago,  over  half  a  million  has 

been  paid  in  death  benefits  to  windows  and  orphans  of 
the  members. 

The  old  high  school  building  in  Regina  has  been  pur- 
chased by  Mayor  Williams,  of  that  city,  for  $39,400.  He 

intends  building  a  large  department  store  block  on  the 
site. 

Hill,  Murphy  &  Co.,  Red  Deer,  Alta.,  are  discontinuing- 
their  dry  goods  department  and  are  going  to  devote  their 

main  store  to  men's  wear,  boots  and  shoes.  They  are  hav- 
ing a  new  front  installed  and  several  changes  are  to  be 

made  inside. 

Mr.  Window  Dresser 
don't  fail  to  get  a  copy 

of  our  new  large  illus- 
trated catalogue,  show- 

ing  over   700  cuts  of 

Metal  Store  Fixtures, 

Forms,  French  Wax 
Figures,  Hat  Stands, 

>J»  Drapery  Stands,  vj* 
Haberdasher  Stands, 

Wardrobes,  Etc.  ̂  

•igure,  mount 

,  n  any  kind  of  bml 

MILLINERY    HAT 
STANDS,     FROM 

$3.00  to  $36.00 
PER      DOZEN. 

Delfosse  &  Co. 
Canada's   Greatest   Fixture  Factory 

7  Hermine  St.,  Montreal 

1909 
Ail  Previous  Sales 
Records  Broken. 

Our  Most 
Successful  Year. 

1910 
Resolutions  to 
Maintain  Our 

Leadership  in  the 
Fur  Trade. 

Our  best  wishes  naturally 

go  forth  to  our  friends  and 
customers  and  we  trust  that 

1910  will  see  the  fulfill 

ment  of  all  their  wishes. 

Musk  Ox  Brand 

Everything  in  Hi^h- 

Grade  Ladies'  and Men's  Furs. 

TRADE        MARK 

RESUTCRED 

Boulter,  Waugh  &  Co.,  Limited 
FUR  MANUFACTURERS  AND  HAT  IMPORTERS 

491-493-495  ST.  PAUL  STREET  57  ST.  PETER  STREET MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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Peerless 
Overalls 

win  and  hold  customers 
wherever  shown. 

The  Best  Proof  is  Re  orders 

In  every  case  where  we 

open  an  account  our  bus- 
iness with  that  merchant 

grows. 

We  Make  Only  Lines  of  Quality 

Peerless  Overall  Co. 
::         ::         Quebec 

® 
© 
® 
© 
© 
® 
® 
® 
© 
© 

Eagle  Brand  Shirts 
are    noted    for  their  distinctive 

patterns,  superior  fit  and  finish. 

The    Range    of   Soft  Bosom 
Colored  Shirts  from    $6,50  to  $12 

deserves  your  attention. 

Our  Working  Shirts 
have  an  enviable  reputation. 

Full  sizes.     Good  workmanship. 

Are  you  on  our  visiting  list? 

Monarch   Shirt  Go. 
ROCK  ISLAND,  QUE. 

Agency  Appointment 
The  undersig-ned,  already  well  known  in  Canada, 
where  a  g-ood  connection  exists,  wish  to  appoint  a 
representative  for  Ontario  and  Eastern  Canada,  with 
travellers  calling  on   the  retail  trade  handling 

Men's  Furnishings Shirts,  Collars,  Ties,  Braces,  Pyjamas  Caps,  Etc. 

Letter  of  application  to  contain  proposal'^  in  detail  as 
far  as  possible  with  terms,  present  selling  plans,  etc. 

All  Correspondence  Confidential. 

Welch,  Margetson  &  Co., 
MOOR  LANE, 

LONDON,  EC,  ENGLAND 

SUBSCRIPTION     TO     THE 

Dry  Goods  Review 
""  $2.00  a  Year 

Do  you  know  of  a  better 

investment   for  \'Ourself 
and  vour  clerks? 

Overalls,  Jumpers, 
Working  Shirts, 

Pants,  etc. 
WILL    INTEREST    YOU 

Our  factory  is  so  organized  that  we  turn  out  goods 

very     economically,     and      \-ou    get    ihe     benefit. 

Our  cutter  has  the  reputation  of  being  the  best  man 
in  the  overall  business.  For  the  last  nine  years  he 
was  head  draughtsman  and  cutler  for  J.  B.  Goodhue. 

We  Make  a  Full  Line  of  the  Better  Grades. 

Full   Sizes.         Latest  Ideas. 
Guaranteed    Not    to   Rip. 

Send  for  Samples  and  Compare  Prices  and  Ouality. 

Crown  Mfg.  Co.,  ̂ °tif?^"^' 
Open  to  consider  the  applications  of  travelers  all 
over  Canada  wishing  Crown   Brand   as   a   side  line. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 



Some  Seasonable  Hints  to  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

PROTECTING  INDIVIDUALITY. 

In  the  history  of  uot  a,  few  Can- 
adian manufacturing  concerns  it  has 

frequently  been  the  case  that  a 
decidedly  original  feature  has  been 
worked  out  with  most  profitable 
results  and  has,  in  fact,  been 

the  vehicle  by  which  some  con- 
cerns liave  attained  a  great  de- 

gree of  success  in  this  or  that  par- 
ticular line.  It  is  this  original  idea 

which  the  manufacturer,  in  justice  to 
himself,  has  to  hedge  about  with  nil 

of  the  protection  M'hicli  tlio  law  ren- 
ders possible.  Even  then,  the  same 

idea  in  such  disguise  as  may  be  cal- 
culated to  make  its  production  legal, 

is  featured  by  some  rival  concern, 
and  in  spite  of  patents  and  patent 

rights,  it  looks  like  a  case  of  eternal 
vigilance  on  the  part  of  the  inventor 
if  he  is  to  be  safeguarded  against 
infringement. 

An  instance  of  this  kind  has  re- 

cently come  to  light,  when  the  in- 
dividuality of  a  line  was  endangered 

and  a  restraining  injunction  issued 

in  consequence.  Charles  C.  Puncli- 
ard  &  Co.,  hat  and  cap  manufac- 

turers, Toronto,  introduced  in  con- 
nection with  their  extensive  line  some 

months  ago,  an  elastic-band  ca)), 

which  immediately  became  pojiulai" 
with  the  trade  and  a  patent  was  se- 

cured. The  band,  as  pre\iously  de- 
scribed in  The  Review,  was  lined 

with  eiderdown,  and  Avhen  turned  in 
underneath  interferes  in  no  way  with 

the  head-size  of  the  cap  and  when 
adjusted  for  wear  fits  to  the  back  and 
side  of  the  head  neatly  and  snugly. 
Recently,  however,  another  concern 
placed  a  cap  on  the  market  which 

Puncliard  &  Co.  consider  an  infringe- 

ment of  their  patent,  since  it  em- 
bodied in  slight,  though  recognizable 

form,  the  original  principle.  An  in- 
junction was  therefore  secured. 

M.    PULLAN   &    SONS    INCREASE 
FACILITIES.. 

It  will  be  noticed  fiom  the  adver- 
tisement of  M.  PuUan  &  Sons,  in 

this  issue,  that  this  firm  has  greatly 
increased  its  facilities  for  the  manu- 

facture of  ladies'  costumes,  coatst, 
skirts,  dresses,  etc.,  and  during  the 

last  year  has  purchased  a  very  val- 

uable property  at  the  corner  of  Bay 
and  Wellington  Sts.,  Toronto,  the 
entire  building  being  used  exclusively 
by  the  firm,  in  the  manufacture  of 
the  above  lines. 

The  "Pullan  Garment"  is  surely 
winning  its  way  into  popular  favor, 
with  the  trade,  so  much  so,  thai  it 
has  been  necessary  to  install  a  large 

number  of  extra  machines  with  skill- 
ed operators  and  finishers,  in  order 

to  give  customers  the  best  possible 
serxice. 

wliifh  are  being  sent  in  by  customers 
all  over  the  country.  Very  often  a 
customer  will  require  a  certain  line 
at  a  price,  and  in  such  a  case,  this 

department  will  be  of  great  assis- 
tance, where  the  buyer  is  a  long  way 

from  the  market. 
L.  E.  Skinner,  formerly  western 

representative  for  the  Imperial  Rain- 
coat &  Cloak  Co.,  Ltd.,  is  also  con- 

nected with  this  house,  carrying  the 

lines  throughout  the  entire  west. 
If  the   retailer     has     never  handled 

Elektra  Barelte  Comh       Sho  vn  by  J.   Palmer  &  Son,  Ltd  ,  Montreal. 

H. 
R.  Wellington,  formerly  mana- 
ger of  the  Imperial  Raincoat  & 

Cloak  Co.,  Ltd.,  now  has  charge  of 

the  selling  and  mail-order  end  of  the 
business,  and  is  making  a  strong  fea- 

ture of  carefully  selected  open  orders. 

the  "Pullan  Garment,"  it  would  be 
to  his  advantage  to  send  for  an  as- 

sortment of  samples. 
This  firm  lays  particular  stress  on 

the  fact  that  it  is  necessary  to  give 

the  retailer     the     best   possible     ser- 
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ABOUT  s,ix  months  ago  we booked  an  order  for  shipping 

tags  (the  cheapest  kind  we  make) 

for  a  Company  shipping  castings 

and  machine  parts. 

The  other  day  they  wanted  an- 
other lot  of  tags  and  we  suggested 

using  a  tougher  tag.  It  didn't  take 
much  to  persuade  them,  as  the 

cheaper  tag  was  not  sufficiently 

strong  to  carry  their  heavy  mer- 
chandise. We  are  now  running  their 

order  on  a   four  grade   better  tag. 

Let  us  check  up  your  tag  situation. 

Samples  of  all  kinds  on  request. 

immi 
ii 

MONTREAL 
■I*  ̂^^"'"'^  r  iftff-*-*''-'Tir '  f  ftl  Yf' 

Ticket,  Tag  and  Label  Department 

SOUTHAM'S 
SHIPPING 

TAGS 

PRICES 

ON    ALU    GRADES 

IN    STANDARD 
OR  ODD  SIZES 

ON    APPLICATION. 

vice,  and  to  study  the  price,  so  that 
a  customer  may  be  able  to  sell  the 
garment  at  a  good  profit. 

Travelers  are  now  out  for  Sprmg, 
and  samples  of  any  lines  will  be  sent 
on  request. 

J.  E.  Harrison  for  Western  On- 

tarioi,  S.  H.  PuUan  for  Northern  On- 
tario and  Manitoba,  L.  E.  Skinner, 

western  provinces.  L.  I.  Pullan  and 
H.  R.  Wellington  also  make  special 
trips  to  principal  points. 

PRESTO  COLLARS. 

The  Presto  Collar  is  provmg  a 

success,  and  the  demand  for  Presto 
overcoats  and  cloaks  is  gratifying.  A 

comprehensWe  advertising  campaign 
is  doing  a  great  deal  to  popularize 
this  variety  of  collar.  Retailers  are 

provided  with  attractive  show-cards, 
booklets,  cuts,  etc. 

The  Review  has  received  from 

■Raphael  Tuck  &  Sons  Co.,  Ltd., 
Montreal,  a  parcel  of  their  Christmas 

cards  and  New  Year's  publications. 
Naturally  these  are  in  keeping  with 
the  Tuck  standard. 

Condensed  Advertisements 
AGENTS    WANTED. 

AGENT  WANTED-  Calling  upon  the  wholesale trade,  to  show  fringe  nets  and  hair  goods.     A 
splendid  line.     Bu^i^ess  done  direct  with  the 

manufacturer.     Address    "  Hair   Net,"   care   DRY 
GOODS  REVIEW,   88   Fleet   St,  London.  E.G., 
England.   Of) 

ENGLISH   MANUFACTURER    of   crepes,    ere- 
pons,  grenadines,  etc.,  open  to  appoint  Cana- 

dian agent,  calling  upon  the   wholesale  trade. 
Apply  Box  89,  DRY  GOODS  REVIEW,  88    Fleet 
Street,  London,  England. 

AGENT  WANTED  by  large  manufacturers  of 
men's  furnishings  in  London,  England.  Good 
connection  already  established  in  Canada. 

Agent  must  have  organization  for  selling  the  retail 
trade  in  Ontario  and  Eastern  Canada.  Applv, 
stating  terms,  W.  M.  &  Co.,  care  DRY  GOODS 
REVIEW,  88  Fleet  St.,  London,  Enj. 

M AZAMET  WOOL— Agent  wanted  selling  on 
commission  in  Canada.  Write  B.  J.  IJives 
&  Co.,  Mazamet,  France. 

COMMISSION  LINES  WANTED. 

SALESMEN  want  a    linf   for    Eastern  Ontario, 
2     Quebec  and  Maritime  Provinces.     Good   con- nection.    Speak   French    fluently.      Salary   or 
commission.     Address,  P.G.L.,  care  DRYGOODS 
REVIEW,  Toronto. 

CITY  TRAVELER— Could  carry  a  good  side  line. Toronio    and    Hamilton.     Good    connection. 

Address     "City     Traveler,"    DRY     GOODS REVIEW,  Toronto^   

\  RELIABLE  COMPANY,  opening  a  manufac- 
]\  turers'  agency,  headquarters  Culgary,  with 

travelers  covering  Alberta  and  British  Co- 
lumbia, desires  some  good  lines  on  commission. 

Address  Bo.\  46,   Clareshnlm,  Alta. 

SALESMAN,    calling     on    wholesale    and    retail 
stores,  wants  a  line  for  Montreal  and  vicin'iy. 
Address.    "Salesman,"    care   DRY   GOODS 

REVIEW,   Montreal. 

RELIABLE  AGENCY  desirous  of  representing 
manufacturers  in  Ontario  with  Toronto  head- 

quarters.    Open  to  investigate  any  good  line 
where  exclusive   selling  rights  will   be   given   for 
above  mentioned  territory.  Leroy,  Hamilton  &  Co., 
21  Brunswick  Ave.,  Toronto. 

MISCELLANEOUS. 

ANY  MAN  ftho  has  ever  lost  money  in  the  mails 
has  had  occasion  to  learn  by  painful  exper- 

ience that  the  only  properway  to  remit  money 
is  by  Dominion  Express  A'.oney  Orders  and  For- 

eign Drafts,  If  lost  or  delayed  in  the  mails,  a 
prompt  refund  is  arranged,  or  new  order  issued without  further  charge. 

BEFORE  buying  office  furniture,  filing  sys  ems 
and  supplies,  .'ee   our   catalog.     Our   modern 
goods  at  moderate  prices  will  result  in  money- 

saving  and  satisfaction.    Write  today, stating  your 
requirements.     Benson  JohnstOQ  Co.,    Limited,   8 
John  St.  N.,  Hamilton.  (tf) 

COUNTER  CHECK  BOOKS- Especially  made for  the  dry  goods  trade.  Not  made  by  a  trust. 

Send  us  samples  of  what  you  are  using — we'll send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 

tems. Business  Systems,  Limiied,  Manufacturing 

Stationers,  Toronto. 

DOl'BLE  your  floor  space.  An  Otis-Fensom hand-power  elevator  will  double  your  floor 
space,  enal>le  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 

only  $70.  Write  for  catalogue  "B."  The  Otis- Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

ELLIOTT- FISHER     Standard    Writing-Adding AUchines    make    toil    easier.      Elliott-Fisher 
Limited.  513.  No.  S3  Craig  St.  W.,  Montreal. 

and  129  Bay  Street,  Toronto. 

YOU  don't   buy   a    National   Cash    Register  — it pays    for    itself.       Saves    money.       Prevents 
mistakes.    We  can   prove  it.    National  Cash 

Register  Co.,  295  Yonge  St.,  Toronto. 
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DOES  YOUR  FIRE  INSURANCE
  POLICY 

protect  you  ?  There  are  points  in  connection 

withi  fire  insurance  policies  tiiat  need  expert 

handling  to  secure  proper  protection.  We  are  fire 

insurance  experts.  We  can  safeguard  your  inter- 
ests and  procure  the  lowest  rates.  Mitchell  & 

Ryerson.  Confederation    Lite    Building,   Toronto. (tf) 

ERRORS  AVOIDED,  LABOR  SAVED
-Using 

the  Shouperior  Autographic  Register.  Three 

copies  issued  at  one  writing.  1st,  Invoice; 

2nd,  Delivery  Ticket;  3rd,  Charge  Sheet,  perforat 

ed  for  filing.  No  handling  of  carbons.  High 

grade  printing  and  neat  invoices.  Make  full  in- 

quiry. Autographic  Register  Co.,  191-193-195 
Dorchester  St.  East,  Toronto.  (if) 

ELIMINATE  FIRE  RISK,  save  insurance,  r
e- 

duce maintenance  costs  and  save  money  on 
your  actual  building  workbyuslngtheKAHN 

SYSTEM  of  Fireproof  Construction.  Used  in 
many  of  the  largest  business  premises  on  this 

Continent.  Write  for  catalogue.  Trussed  Con- 
crete Steel  Company  of  Canada,  Ltd.,  Walker  Rd., 

Walkerville.Ont.   (tf)_ 

FIREPROOF  WINDOWS  AND  DOORS,  made 

strictly  to  the  Fire  Underwriters'  require- 
ments, reduce  your  insurance  rates  and  pro- 

tect your  building.  We  are  experts  in  this  line 
and  guarantee  you  really  fireproof  goods  and  the 
maximum  insurance  allowance.  Let  us  give  you 

our  figure.  A.  B.  Ormsby,  Ltd.,  Sheet  Metal 
Workers.     Factories:  Toronto,  Winnipeg. 

GET  THE  1910  CANADIAN  ALMANAC  — In- 
formation on  Customs  Tariff,  Bank  Stocks. 

Foreign  Exchange,  Post  Offices,  Insurance. 
Assurance,  Patents,  Weights,  Measures,  News- 

papers, Magazines,  Succession  Duties.  Paper 
cover,  50c.;  cloth,  75c.  At  all  dealers  or  postpaid 
on  receipt  of  price.  Copp,  Clark  Co.,  Ltd.,  Dept. 
C,  86  Front  St.  West,  Toronto. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  U5e  Multigraph  typewritten  letters. 
Typewritten  letters  three  thousand  per  hour 

on  the  Multigraph.  The  Multigraph  does  abso- 
lutely every  form  of  printing.  Saves  you  25  p.c. 

to  75  p. c.  of  your  printing  bill.  Multigraph  yoi-r 
officeforms,  letterheads,  circular  letters.  Write 
us.  American  Multigraph  Sales  Co..  Ltd.,  129 
Bay  Street,  Toronto.  (tf) 

INSURE  HEALTH  by  installing  Pullman  System 
1  of  natural  ventilation.  Simple,  inexpensive. 

Fresh  air  introduced  under  window  sash  is 

gradually  diffused  throughout  room.  Ail  foul  air 
in  room  expelled  through  special  outlets.  Use  in 
store,  office  and  home.  Send  for  free  broklet. 
Wm.  Stewart  &  Co.,  Saturday  Night  Building, 
Toronto  ;  Board  of  Trade  Building,  Montreal,    (tf) 

TMPORTANTTO  TAILORS  AND  CLOTHIERS 

i.  —Buy  your  cloths,  tweeds  and  serges  direct 
from  Scotland.  We  supply  pattern  cards  free, 

containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  sent  by  post 
carriage  paid.  Patterns  for  1910  ready  in  Decem- 

ber. Write  for  them  now  to  A.  Oliphant  &  'Co., 
Wholesale  Woollen  Merchants,  133  Trongate, 
Glasgow. 

JUST  NOW  we  are  holding  a  special  sale  of 
second-hand  typewriters.  All  makes  are  re- 

presented—  Underwood.  Remingtons,  Olivers, 
Empires,  Smith  Premiers,  etc.  They  have  been 
carefully  rebuilt  and  are  in  good  workable  wear- 

able condition.  The  Monarch  Typewriter  Co., 
Ltd.,  98  King  St.  W.,  Toronto,  Ont.  (tf) 

KAY'S  FURNITURE  CATALOGUE  No.  36, 
contains  160  pages  of  fine  half-tnne  engrav- 

ings of  newest  designs  in  Carpets,  Rugs, 
Furniture,  Draperies,  Vl  all  Papers  and  Pottery 
with  Cash  prices.  It  brings  you  into  close  touch 
with  the  immense  stocks  and  spl  en  id  manufacturing 

facilities  of  John  Kay  ("ompany.  Limited,  36  King 
St.  West,  Toronto.  Write  for  a  copy  to-day.  It's  free. 

KEEP  ACCOUNTSWITHOUT  BOOK-KEEP- 
ING. A  century  ago  accounting  meant  keep- 

ing books.  To-day  you  can  keep  accounts 
cheaper,  better,  quicker  and  more  accurately  by 
throwing  away  all  books  and  installing  a  McCaskey 

Account  Register.  Don't  be  skeptical — investiga- 
tion costs  nothing.  Write  us  to-day.  Dominion 

Register  Co.,  Ltd.,  100  Spadina  Ave.,  Toronto,  (tf) 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est building"!,  gives  better  results  at  lower  cost. 

"  A  strong  statement,"  you  will  fay.  Write  us  and 
letus  prove  our  claims.  That's  fair.  Leach  Con- 

crete Co.,  Ltd.,  100  King  St.  West,  Toronto,     (tf) 

PROBABLYthe  most  talked  about  machine  in 
Canada  is  the  Hainer  Book-keeping  Machine. 
It  combines  in  one  machine  the  cash  and 

credit  register,  time  recorder  and  account  reg'ster. Representatives  wanted  everywhere.  Write  for 
our  proposition.  Book-keeping  Machines,  Ltd., 
424  Spadina  Ave.,   Toronto.  (tf) 

SAVE  50%  OF  THE  COST  OF  HANDLING 
merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 

spaoe  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son,  193  Terauley  Street,  Toronto.  (tf) 

SAVE  50'.  OF  THE  COST  OF  HANDLING merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 

space  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  VV.  D.  Beath  & 
Son,  193  Terauley  St.,  Toronto.  (tf) 

The  "KALAMAZOO"  Loose  Leaf  Binder  is  the 
only  binder  that  will  hold  iust  as  many  sheets 
(8  you  actually  require  and  no  more.  The  back 

is  flexible;  writing  surface  flat;  alignment  perfect. 
It  cannot  get  out  of  order.  No  exposed  metal  parts 
or  complicated  mechanism.  Write  for  booklet. 
Warwick  Bros.  &  Rutter  Ltd.,  King  and  Spadina, 
Toronto. 

THE  METAL  REQUIRED  IN  A  MODERN 
CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  produce  at  minimum 

cost  Concrete  Reinforcements,  Fenestra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Fireproofing  Co.,  Ltd., 
Fraser  Ave,  Toronto.  (tf) 

USE  the  best  carbon  paper.  Our  "Klear-Kopy" carbon  gives  clear,  unsmudged  copies  of  your 
letters  and  other  documents.  It  has  been 

selected  by  a  leading  government  against  43  com- 
petitors. 'Peerless"  typewriter  ribbons  give 

clear  letters  and  will  not  clog  the  type.  Sold  by 
all  dealers.  Write  us  for  samples.  Peerless  Car- 

bon and  Ribbon  Co.,  Toronto,  (tf) 

WHEN   buying  bookcases  insist  on   having  the 
best  on  the  market,  "Macey  Sectional    Book- 

cases."    Carried  in  ftock  by   all    up-to-date 
furniture  dealers.     Illustrated  booklet  sent  free  on 
request.     Canada    Furniture    Manufacturers,    Ltd. 
General  offices,  Woodbtock,  Ont.  (tf) 

SHOW  CASE  WANTED. 

TJ^ANTED— Second-hand  show  case  about   30" "^      X  30"  and  3  ft.  tall.       Lock    Box    65,    Oil 
Springs,  Ont. 

SITUATIONS  VACANT. 

TT7ANTED — A  first-class  drygoods  man  for  coun- 
''       try  store  near   Ottawa.     Married    man   pre- 

ferred.     Apply  by  letlerto  Jno.  M.  Garland, 
Son  &  Co.,  Ottawa. 

ACCOUNTANTS   AND   AUDITORS. 

TJTANTED— A  splendid  opportunity  for  dealers 
*'  to  handle  the  best  combination  Duplicaing, 

Addressing  and  Off  ce  Priming  Machine  on 
he  market.  Exclusive  territory.  Send  name  end 
address,  giving  occupition  and  references,  to  the 
Canadian  Wri'erpress  Company,  Ltd.,  33  John 
St  ,  Hamilton,  Ont. 

YOU  can  display  your  goods  to  better  advantage 
through  the  use  of  up-to-date  fixtures.  We 
are  specialists  in  the  planning  of  stores  and 

offices.  Our  catalogue  contains  illustrations  of 
many  new  features  and  several  handsomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 
catalogue  J?  Jones  Bros.  &  Co.,  Ltd.,  30-32 
Adelaide  St.  West,  Toronio.  (tf) 

YOU  need  the  best  possible  protection  from  fire  ! 
If  your  valuables  are  in  one  of  our  safes,  you 
can  rest  at  ease;  no  fire  is  too  hot  for  our 

safes  and  vaults  to  withstand.  We  manufacture 

vaults  and  safes  to  meet  every  possible  require- 

ment. Write  for  catalogue  "S."  The  Goldie  & McCullochCo.,  Ltd.,  Gait,  Ont,  (tf) 

(f.^^  BUYS  THE  BEST  DUPLICATING  MA- 
Cp/S  CHINE  on  themarket.  ACME  will  print '  "-^  anythingaiob  printer  can  do.  Complete 
outfit:  Acme  Duplicating  Machine,  one  tubular 
stand  fitted  with  type  cases,  compartments  plainly 
lettered  and  arranged  like  universal  keyboard  of 
the  standard  make  of  typewriters;  one  drawer  for 
accessories  and  forms,  20  lb.  font  of  typewriter 
type,  one  chase,  one  Acme  ribbon  any  color  with 
typewriter  ribbon  to  match,  one  pair  tweezers,  two 
quoins,  one  key,  one  oil  can  and  one  set  of  reglets. 
Sold  with  a  guarantee.  Acme  Duplicator  Co., 
Baltimore,  Md.,  U.S.A.  (tf) 

POSITIONS  WANTED. 

'T'RAVELER,    10  years'   dry   goods    experience, 
■'■      desires    change.     Would    prefer    responsible 

specialty  house.     Box  Z,  URY  GOODS  RE- 
VIEW, Toronto. 

SIGN  CARDS. 

JENKINS   &  HARDY 
Assignees,  Chartered  Accountants,  Estate  ami 

Fire  Insurance  Agents. 

1.5'^  Toronto  St.  46.5  Temple  BMg. 
Toronto    Montreal 

COLLECTIONS,  ETC. 

THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St..  Montreal 
Mercantile  Reports  and  Collections 

Our  method  of  furnishings  commercial  reports 
to  our  subscribers  grivcs  prompt  and    reliable  in- 

formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.   Main  1985 

LEGAL  CARDS. 

J.    SPROULE  SMITH 

Manchester  Building  -  TORONTO 

Representing  :  Paris  Wincey  Mills  Co.,  Flannels, 
etc.,  runs,  Ont.  ;  ,Ii)hn  Hright  &  Bros,,  I>t(l,,  Car- 

pets, eti-  .  Hcic'hdiilc'.  KiiK,  ;  Win.  Chirk  S;  Sons,  Can- 
vas, H.illim.ls,  .■tiv.  rppi-i  lands,  Irt-laiid;  Albert 

Oodde  Kedin  \  Cie,  CliitToiis,  I.aces,  etc.,  Paris, 
France  ;  Perret  Uros  &  Million,  Malincs,  Veilings, 
etc.,  Lyon,  France;  Me?rose  Knitting  Co.,  Socks, 
etc.,  GlenwillianiR,  Ont. 

Dieckerhoff  Raffloer  &  Co. 
OF  CANADA,   LIMITED 

DRY  GOODS  COMMISSION  MERCHANTS 

AND  MANUFACTURERS'  AGENT.'j 
Mont  real  ̂ 52.5  St.    Paul    St.;    Winnipeg-400 
Haminona  Block;  Toronto— 1.54-lfiO  Wellington 
Street  West,  cor.  Simcoe  Street— Head  Office. 
Importers  of  Buttons,  Smallwares,  Laces, 
Tailors'  Trimmings,  Linings,  Velvets,  Felts. 

Stof'k  carried  in  Montreal  and  Toronto. 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 
The  most  popular  hotel  in 

OTTAWA,    ONT. 

JAMES  K.  PAISLEY, Proprietor 

HALIFAX   HOTEL 
HALIFAX,  N.S. 

SIGN  CARDS,  hand  painted,  11"  x  15,"  word- ed to  your  order,  $1.75  dozen.  Sample  for 
two  dimes.     Bert   Waldie,   Chesterfield,   Ont. 

WHOLESALE  HOUSES. 

!OCK^TERSON 
^  tlMIT^.O 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  oi  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 
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Crown    Mfg.    Co    192 
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Daly    &    Morin       167 
Dancyger    Safety    Pin    Ticket    Co      10 
Debenhams    (Canada).    Limited          4 
Deacon    Shirt    Co    188 
Dearden   &    Co..    Jonathan       174 
Defiance    Button    Machine   Co      95 
Dclfosse    &    Co    191 
Dickcrhofl.    Rafloer    &   Co    142 
Dominion    Office    &    Store    Fitting    Co      75 

Dominion   Oil   Cloth   Co..   Ltd   175—176 
Dominion   Textile   Co      99 

Dominion   Wadding    Co      12 

"Duchess"    Brand       213 
E 

Eagle   Knitting    Co   49—50 
Evans   &    Son,    Geo.    H    131 

F 

Fairbairn,   Rhys.   D    Ill 
Financial   Post      160 
Foster.    John   R    172 

Fownes    Bros.    &    Co. 
Francois    &    Co   

115 
127 

Gale    &    Sons,    Geo    jgg 
Gait    Knitting    Co      52 
Garland.   John  M..   Son   &   Co      21 
Gault   Brothers   Co.,    Ltd   6—7 
Gibbs   Mfg.    Co   ,[,[[[,  133 

Gipe    Carrier   Co      70 
Goderich   Knitting    Co      64 
Gordon   &    Son,    John      117 

Greenshields.    Ltd.    ...1—2—88—100—108—149—173 
Grimshaw,    Thos.    &   Sons,    Ltd      59 
Grout   &   Co      95 

H 

Hall    &   Co.,    James      148 
Hall.   Hartwell   &   Co    143 
Hanson.    Geo      5$ 
Harris    &    Co      5$ 

Harvey    Quilting    Co    Ill 
"Health    Brand"    Underwear         64 
Hees.    Son    &   Co..    Geo.   H    164 
Hermsdorf,    Louis         61 
Hewson   Woolen   Mills        61 
Horrockses.    Crewdson    &    Co      18 

Hotel    Directory       195 

I 

Illustrated   Post    Card   Co    132 

Imperial    Glove   Co    121 
Irving    Umbrella    Co    114 

J 

Jackson   Mfg.   Co    142 
Jaeger,    Dr.    Co    153 

"Jay   Finish"   Underwear        63 
K 

King.    John    &    Son       172 
Kirk    &    Sons.    Samuel       151 

Konig   &   Stul!man    106—107 
Kleinert.    I.    B..   Rubber  Co      20 

L 

Law.    Kii.';sell    &    Co      14 
Legal   Directory     195 
Lennard.    S..   &   Sons       60 
Liddcll.   William   &   Co    130 
Luxfer    Prism    Co      76 

M 

Maritime   Hat   &    Cap   Co    160 
Markus   &    Co    155 
McCall   Co..   D    123 
McCall    Co.,    The         23 

McCall.    Shehyn    &    Co    105 

Macdonald.    John    &   Co   40—11 
Merchants    Button    Co    115 

Monarch    Knitting    Co      62 
Monarch    Shirt    Co    192 
Mortimer.    Wm.    C.    &    Co    124 
Morrall   &   Co..    Abel        12 

Murphy,    J.    &   M      U 
Mount   Royal   Spinning  Co.,   Ltd      96 

N 

Nagele   &   Co.,    J.    H    134 
Nazareth   Waist    Co      51 

Nisbet   &   Auld      90 — 91 
Nova  Scotia   Knitting   Mills,    Ltd      60 

0 
Ogilvie  &  Co.,  D.  W    134 
"Old   Bleach"   Linen   Co      19 
Ontario  Button  Co    112 
Ozford    Knitting    Co.,    Ltd      57 

P 
Palmenberg's    Sons,    J.    R      75 Palmer  &  Son,   J    133 
Parker,    R.    &    Co      SJ 
Parks,   Wm.   J      54 
Peerless    Overall    Co    192 
Peerless    Underwear    Co   67—68 
Penman's,     Ltd      54 Perrin  Freres  &   Cie     147 
Philips   &    Co.,    J.    &    N      24 
Phillips   &   Wrinch      igo 
Presto   Co.,    The      151 
Punchard,    Chas.    C    141 
Pyramid  Hdkfs     isa 

R 
Revillon  Freres     186   187 
Reid   &  Porter     115 
Ridout   &   Co.,   Geo    140 
Richard   Roschman   &   Bro    112 
Rosenwald   Bros      83 
Rumpp,   C.   F.   &   Sons     134 
Russell,   A.   N.   &  Sons   Co      70 
Ryan,   Robt.,   &  Co    144 

S 
"St.   George"    Brand  Underwear        5fr 
St.    Lawrence   Paper   Bag    Co    105 
Sandersons,    Ltd    162 
Shantz,    J.   Y    114 

Shaw    Correspondence    School       184 
Silver,   M    144 
Smith-Runciman  Co.,   Ltd    120 
"Spero"    Cottons         17 
Stauntons    Ltd    no 

Standard    Umbrella    Co    117 
Standard   Bedstead   Co    171 

Strehl  Co..   W.  R    124 
Southam    Ltd    194 

Swift   &   Copeland      158 
Southall    Bros.    &    Barclay         95 

T 
Thatsall    Garter    Co    152 

Toronto   Brass   Mlg.   Co.-       73 
Turnbull.    C.    Co..    of   Gait         55 

V 

Victoriaville    Furniture    Co    172 

W 

Wabasso  Cotton  Co   103—104 
Watson-Foster    Co   157-158 
Waterhouse,    Thos      63 

Watt   &   Shapiro   Mfg.   Co    105 
Weir   Wardrobe    Co.,    Ltd      77 
Welch,    Margetson   &    Co    192 
Western    Assurance    Co    152 

Wilkins,    Robt.    C    138 

Wolsey    Underwear       155 
Wrevford    &    Co    146 

TABLE    OF    CONTENTS 
Art   of    Display     
Boots    and    Shoes      
British   Letter      

Connected   up  their   Store. 

71 

84 
119 

36 

Coming-of-Age    of    Dry    Goods    Review    177 
Co-relation    of    Departments      46 
Does    Official    Collector    Antagonize    Slow 

Pay    Customers       163 
Dress    Accessories    109 
Dress    Goods    and    Fabrics         80 
Editorial         25 

Fancy   Goods      129 
Furniture       168 
Furs       156 
Garment    .Sales    Statistics    224 

Garnicnt    Buyers    Must    Study    Customers  234 
High    Cost   of   Living   Blow   to   Wealthy...  190 

Hints   to    Buyers      193 
Housefurnishings       165 

How  Much  Should  Merchant  add  for  Pro- 
fits        65 

Introduce    Store    by    .Vdvertising         42 
Investment    of    Personality         81 

Knit    Gqods    News         53 
Mainly    About    Ourselves         22 
Make   Advertising   Keep    Pace   with    Store  101 
Manufacturers    Discuss    Style    Changes    ....  204 

Men's    Furnishings       139 
Millinery  and   New  York   liCtter      121 
Paris    Letter       126 

Practical    Suggestions    for    Trimmers         69 
Quebec    a    Wholesale    and    Mfg.    Centre    ...  105 

Ready-to-Wear       199 
Show    Card    Writing       185 

Staples        91 
Store    Kinks         31 
Stock    Records    Show    Actual    Values       189 

System    which    Shows    Sales    Records       135 

Trade-winning  Methods,  Vancouver  Stores    33 
Trimmed    Suits   for   Spring      242 

To    Charge   or   not     to   Charge   for   Alter- 
ations      253 

Travelers    in    Annual    Session       181 

What   Salesmanship   Means         39 
What    Percentage   of   Turnover   for   Rent...  161 



DRY     GOODS     REVIEW 

§JSJ@^©©©©©©©©©©©@@©@©@@^©@@^«J«J^^^«Jg^«J^«J^^^^g_fiS 

© 
© 
® 

© 
® 
© 
® 
® 
© 
© 
© 

© 
© 
© 
© 
© 
© 
© 
© 
© 

© 
© 
© 

Eclipse  Umbrellas 
m 
^ 

^ 

For  Every  Umbrella  Want 

Made  in  the  most  Modern  Umbrella  Factory  in  Canada 

by    the    most    Experienced    and    Skilled     Workers 

A  Group  of  the  Latesi  Ideas  in  Ladies'  Handles 

/^~\UR  variety  of  handles  is  the  lars^est  in  the 
^-^  trade.  All  the  latest  designs  in  Ladies' 
Directoire  Handles,  in  all  materials,  such  as 

Rosewood,  Mahogany,  Ebony,  Pimento,  Ivory, 
Silver,  Gold  and  the  tastiest  combinations. 

Compare  Eclipse  Umbrella  values  with  goods  in 

stock  and  we'll  leave  the  order  question  to  your 
judgment.  Our  values  and  assortments  tell 

the  story.      Get  samples  of  wanted  lines. 

The  "  Gordon  " Umbrella 
shown  above  is 
absolutely  the 
closest  rolled 
Umbrella.  Best 
frame,  finest 
silk.  Also  made 
for  Ladies. 

Send  your  orders  now  for  Spring  Trade.      State  quantity,   price,   style.      Our 

selections  will  please.      After  inspection,   goods  returnable  if  not  satisfactory. 

The  Eclipse  Umbrella  Co.,  Limited 
J  454  St.  James  Street         ::  ::         ::  ::  ::  ::         MONTREAL 
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New  PRIESTLEY  Materials 
For  Winter  and  Early  Spring  Trade 

MAYFAIR 
COSTUME  CLOTH 

CHEVIOT 
COSTUME  CLOTH 

Present  fashion  calls  for 

diagonals  and  wide  wale 
serges.  The  materials 
that  best  meet  these  de- 

mands are 

Mayfair    Costume   and 
Cheviot  Costume  Cloths 

They  are  52  inches  wide, 
correct  weight,  and  are 
shown  in  the  latest  color- 

ings.     ::::::: 

Do  not  fail  to  make  a 

showing    of   these    lines. 

Samples  will  gladly  be  sMbmitied 

SOLE 
CANADIAN 
AGENTS^; GREENSHIELDS  LIMITED 

MONTREAI. 



Supplement  to  The  Dry  Goods   Revie\v. 

JANUARY,    1910. 

A.  SOMMER  &  CO. 
292    St.   Catherine   Street   West, 

MONTREAL  .  .  -  .  CANADA 

Manufacturers  of  Suits, 
Coats,  Dresses,  Skirts 

Our  Spring  Line  is  Ready 
for  inspection,  either  in 
our  commodious  showrooms 

or    through    our    salesmen. 

Our  garments  are  made  of  the  latest  fashion- 

able fabrics,  distinctive  in  style,  thoroughly  tailored 
and  finished. 

They  are  sold  at  prices  which  place  them  within 
the  reach  of  the  average  store. 

INSPECTION     INVITED 
Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Style  Changes  Promote  Marked  Interest  in  all  Lines 

Spring  Season  has  Record  Opening  —  Deliveries  May  be  Problem 
Owing  to  Late  Arrivals  of  Materials  and  Scarcity  of  Help  -  Russian 
Blouse    Effects     Dominant    ~  Good     Holiday     Business     in    Waists. 

NOT  in  many  years  has  a  Spring  season  at  w
hole- 

sale opened  so  favorably  as  the  Spring  of  1910. 
Every  branch  of  the  garment  industry  is  either 
busy  with  orders  or  have  expectations  of  a 

record  season.  Manufacturers  of  lawn  waists  and  white- 

wear  have  had  a  big  season,  and  are  busy  making  deli\'- 
eries,  and  besides  have  orders  well  booked  ahead. 

Manufacturers  of  coats,  suits,  dresses,  etc.,  have  done 
well  witli  the  early  showing  of  garments  in  the  far  west, 

east,  Quebec  province,  and  in  the  smaller  centres  of  On- 
tario. Stores  in  the  more  important  Canadian  centres, 

who  buy  after  the  first  of  the  year,  usually,  have  in  many 
cases  placed  good  orders  and  are  anxiously  awaiting  the 
visits  of  travelers.  All  allied  garment  lines  are  in  the 
same  position. 

It  is  evident  that  with  favorable  Spring  weather,  the 

chief  difficulty  is  going  to  be  delivei'ies.  Materials  have 
been  late  in  arriving,  operators  in  Montreal,  Toronto 
and  other  centres  are   none  too  plentiful. 

Style  changes  are  marked  enough  to  promote  pronounc- 
ed interest  in  all  lines  of  ready  to  wear  at  retail.  Wo- 

men to  be  in  the  fashion  simply  must  replenish  their 
wardrobe. 

Instead  of  the  long-  unbroken  lines  of  the  t)ast  seasons, 
there  are  more  curves.     While  hips  are  not  extreme,  the 

approved  lengths.  The  Russian  blouse  effects  will  domin- 
ate the  situation,  and  coats  open  with  long  roll  or  in  some 

cases  notched   collars.     Seven-eights   fitted  coats   ai'e   the 

Novelty  lingerie  waist  of  handsome  embroidered  lawn 

and  heavy  lace       Shown  by  Ltdies'  Wear, 
Limited,  Toronto. 

new  styles  call  for  mor  accentuated  hips  than  has  been 
tiie  case.  There  is  more  flare  to  the  skirt  of  the  coat,  and 
coat  lengths  are  shorter,  from  26  to  .S2  inches  being  the 

Semi-tailored  embroidered  lingerie  waist, 
showing  new  sleeve  with  cap,  long  pouf  and 

cuff—  Shown  by  Eclipse  Whitewear  Co., Toronto. 

lule,  and  this  makes  the  more  noticeable  curves  inevitable. 

All  skirts  show  pleats  in  some  form,  and  the  tunic,  or 
at  least  the  effect  of  a  tunic,  is  seen  in  the  majority  of  the 
new  skirts.  Separate  skirts  show  rather  more  pleating 
than  the  suit  skirts. 

Sei)r.rate  coats  are  semi-fitting,  some  with  belted  ef- 
fect s.  and  the  lengths  vary  fnun  38  inches  to  full  length. 

Waists. 

Very  g(;od  business  has  been  done  in  net  and  silk 
waists  for  holiday  selling,  and  those  firms  who  cater 

particularly  to  the  high-class  novelty  trade  have  con- 
siderable orders  on  their  books  for  net  and  lace  waists 

for  January  delivery.  These  are  all  in  smart,  dressy 
styles  .suitable  for  matinee  or  dressy  wear.  One  or  two 
firms  have  made  a  specialty  of  chiffon  waists  for  the 

pre-holiday  trade,  and  though  the  vogue  of  the  chiffon 
waist  has  not  extended  to  the  popular  selling  trade, 
those  firms  putting  out  chiffon  waists  are  well  satisfied 
with  the  result.  With  these  firms  it  is  expected  that  the 
chiffon  waist  will  he  a  factor  in  the  early  Spring  busi- 

ness. As  now  sold,  it  is  used  to  complete  the  two-piece 
suit  and,  as  a  rule,  is  of  the  same  color  as  the  suit  it 
is  worn  with.  Because  of  this  fact,  the  chiffon  waist,  as 
at  present  worn,  is  of  necessity  a  high-priced  waist,  as 
it  must  be  carried  in  numerous  fancy  shades. 

Manufacturers  of  lingerie  waists  are  extremely  busy. 
Orders   placed  for   -Tanuary  delivery  are  unusually  large, 
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and  numerous  telcgianis  have  been  received  from  mer- 
chants to  hurry  along  shipments.  One  serious  factor  in 

the  situation  is  the  scarcity  of  skilled  help,  and  in  many 

s^%^i 

Novelty  net  wiist,  s'io*ing  the  us;  of  a  heavy  lice 
motif,  also  new  sleavi  with  cjp  effect  and  puff  Shown 

by  Lidies'  Wear,  Ltd.,  Toronto. 

factories  if  only  the  help  could  be  obtained  more  goods 
could  be  turned   out. 

Seeing  that  both  the  two-piece  suit  and  the  separate 

sk'irt  are  to  be  extensively  worn  in  the  coming  Spring 
and  Summer,  and  as  each  of  these  garments  needs  a 
waist  to  complete  the  costume,  there  is  every  promise 
of  an  extensive  demand  for  waists  in  the  coming  season. 

At  the  New  York  Horse  Show  in  November,  and  at 

various  gatherings  where  the  tailored  suit  was  in  evi- 
dence, where  the  waist  did  not  match  the  suit  in  color, 

the  trimmed  lingerie  waist  was  worn,  and  there  is  every 
prospect  of  this  fashion  becoming  popular,  and  that  the 
trimmed  lingerie  blouse  will  be  very  much  worn  during 
the  coming  Summer.  Tailored  models  are  still  highly 
favored  and  the  trimmed  tailored  model  is  certainly  the 
leading  one  for  the  early  trade. 

The  latest  idea  in  tailored  waists  is  the  side  fasten- 

GARMENTS  SHOWN  ON  PAGE  202 

No.  1  Girls'  lingerie  dress  of  embroidery  and  la'wn,  the  flounce 
edged  with  a  ruffle  of  narrow  Valenciennes  lace.  -  Shown  by 
Home  &   Watts,   Toronto. 

No.  2  Russian  blouse  model,  with  skirt  in  pleated  effect;  touches 
of  soutache  braid.      Shown  by  Stewart,   Howe  &  Meek,  Toronto. 

No.  3  Tailored  model,  "s  fitting,  notched  collar  and  low  side 
fastening.  Pleated  and  paneled  skirt.  Shown  by  Stewart,  Howe 
&  Meek,  Toronto. 

No.  4  "Royal"  lingerie  dress  of  mull,  heavy  lace  and  Valen- 
ciennes. Belted  model,  'with  panel  front,  the  sleeves  showing  a 

slight  fullness  above  the  elbow.  Shown  by  the  McElroy  Mfg. 
Co .  Toronto. 

No.  5  Pleated  skirt  in  tunic  effect,  with  panel  front.  Shown 
by  W.  R.  Brock  Co..  Toronto. 

No.  6  —  Pleated  skirt,  tunic  effect,  with  short  panel  in  front. 
Shown  by  W.  R   Brock  Co..  Toronto. 

ing  due  to  the  influence  of  the  new  Russian  styles.  In 

sympathy,  one-sided  trimming  effects  are  being  employf>d 
on  fancy-trimmed  lingerie  waists. 

For  high-class  waists,  manufacturers  are  making  use 
of  very  sheer  fabrics,  and,  to  use  in  trimming,  many 
novelties  in  embroideries  are  produced.  These  are  com- 

bined with  handsome  patterns  in  heavy  Planen  laces. 
Valenciennes  is  used,  but  is  only  an  mcident  on  high- 
class  waists — though  extensively  employed  for  trimming 
the  lower  grades. 

Though  mcssalines  are  put  forth  as  the  Spring  waist, 
silk  taffetas  are  making  a  great  gain.  This  is  due,  in  a 
great  measure,  to  the  activity  of  shot  or  chameleon 
silks  for  Spring  selling.  Handsome  models  are  being 
made  up  in  changeable  silks  for  Spring  and  both  the 
buyer  and  manufacturer  has  every  faith  in  their  selling 

qualities. For  early  selling,  the  long  sleeve  is  exclusively 

taken,  the  sleeve  for  the  fancy  waist  being  the  one  show- 
ing a  deep  cuff  with  scant  fullness  just  below  the  elbow, 

being  the  largest  seller.  Other  ])uff  arrangements,  are 
shown,  and  for  taihjred  styles  the  plain  bishop  sleeve  is 

the  right  sleeve.  For  Summer  selling  the  three-quarter 
sleeve  and   Dutch   neck   models  are   increasingly  favored. 

Designers,  etc.,  connected  with  factories  making  a 

sipeciality  of  children's  and  misses'  wear,  are  now  in  New 

York  looking  up  the  newest  and  freshest  ideas  for  misses' 
wear  and,  on  their  return,  the  result  of  their  researches 
will  be  shown  to  the  trade.  The  day  has  gone  past  when 

models  a  year  old  will  be  accepted  in  up-to-date  depart- 
ments. Fashion,  as  well  as  suitability,  plays  just  as 

important  a  i^art  in  the  misses'  and  children's  depart- 
ment as  it  does  in  that  devoted  to  the  garments  her 

mother  or  elder  si.>ter  wears,  and  is  as  strongly  de- 
manded.    It  is  the  recognition  of  this  fact   that   is  mak- 

Seml  tailored  A-aist  of  embroidered  crossbar  muslin  -  Shown 
by  Eclipse  Whitewear  Co.,  Toronto. 

ing  the  misses'  and  children's  department  the  big  selling 
success  that  it  is  now  becoming  in  all  stores  where  it  is 

properly  bought  for  and  managed. 
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missing 

the 

chance 
of 

a  large  and  profitable  turnover  if, 
in    1910,    you    are    not    handling 

STAR  BRAND 
Blouses,  Whitewear,  Wash  Suits 

and  Dresses 
They  are  the  kind  that  sells  rapidly  and  which  guarantees  you  satisfied  customers. 

Our  range  of  Dresses  and  Suits  for  Spring,  1910,  is  now  ready. 

Do  not  buy  imtil  you  see  our  samples. 

Head  Office 
BERLIN 

Ont. 

MONTREAL 
204  St.  James 

St. 

BERLIN 

-k 
ONTARIO 

She  5tar  OJhiteujear  Wa  'So 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GARMENTS   ILLUSTRATIVE    OF    THE    NEW   SPRING   STYLES.      FOR   DESCRIPTIONS    SEE   PAGE   200. 
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Getting  In  Right    Vvith 
Your  Trade 

-Adopting  the 
y^ovi-Jyiodi  System 
does  not  involve  a 

large  expenditure 

of  money,  but  it 
is  an  essentially 

profitable  way  of 

getting  new  busi- 
ness. 

-Profitable  not  on- 

ly to  you,  but  to 

your  customers  as 
well. 

-The  y^ovi-Modi 

System  provides 
you  with  the  most 

fashionable  gar- 

ments, also  sam- 
ples of  materials 

which  you  can 

show  to  your  cus- 
tomers,  making 

your  stock  equal 
in  representation 

to  the  largest  car- 
ried in  the  big 

centres,  which  in- 
sures you  a  great- 

er business  on  a 

smaller  stock. 

W  e  have  for 

Spring  125  mod- 

els of  New  York's 
latest  styles  in  cos- 

tumes, coats  and 
dresses,  and  would 

be  pleased  to  show 

you  our  samples 
and  explain  our 

system  on  your 
first  visit  to  the 

City,  or  a  card 
will  bring  our 

salesmen. 

Style  No.  1056.     >!• 

vve  make  a  specialty  of  costumes  from  $10.00  to  $16.50. 
(Jur  illustrated  Booklet  sent  u^on  request. 

NOVI-MODI  COSTUME  COY 

yX  y/         m  LIMITED 
302-304-306  Church  St.  QifOVirC^'^^^^     TORONTO,  CAN. 

uvfcN-TAILpRED  COSTUMEJ 

Please  mention  The  Review  to  Advertisers  and  Their      Travelers. 



Cloak    Convention   Discusses  Spring  Style  Features 
Display  of  Garments  Before  National  Cloak,  Suit  and  Skirt  Manu- 

facturers' Association  in  Semi-Annual  Session  -  Committee  Makes 
Recommendation    as    to     Leading    Tendencies  —  Details    Described. 

By  Miss  L.  Dixon,  Fashion  Editor  of  The  Dry   Goods  Review. 

REPORT  OF  THE  STYLE  COMMITTEE. 

We  recommend  for  tailored  suits,  lengths 
varying  from  26  to  32  inches.  Jackets  to  be  made 

with  long  roll  and  notch  collars,  semi  and  seven- 
eighths  fitting.  The  novelty  of  the  season  is  the 
Russian  Blouse  effect.  Skirts  to  be  made  in  vari- 

ous pleated  effects. 

For  separate  coats  we  recommend  two  varie- 
ties, the  top  coat,  varying  from  38  to  40  inches 

in  length,  and  the  full-length  coat,  54  to  56  inches 
long  and  seven-eighths  fitting. 

For  motor  or  utility  coats  we  recommend 

semi-fitting  shapes,  with  some  loose-belted  effects. 
For  separate  skirts  we  recommend  various 

pleated  and  tunic  effects. 

THE  semi-annual  meeting  of  the  National  Cloak, 

Suit  and  Skirt  Manufacturers'  Association  was 

held  at  the  Park  Hotel,  Mt.  C'lemens,  on  Dec. 
10th  and  11th.  This  association  is  composed  of 

cloak,  suit  and  skirt  manufacturers  principally  from 
Chicago,  Cleveland,  Toledo  and  the  middle  west,  and  has 
for  its  object  the  improvement  of  the  conditions  under 
which  garments  are  produced  and  for  the  eliminating  of 
abuses,  and  the  promoting  of  closer  relations  batween 
the  merchant  and  the  manufacturer.  There  was  a  large 
attendance  of  members  which  was  further  augmented  on 

the  second  day,  when  the  style  exhibition  was  held,  by 
the  presence  of  a  large  body  of  designers  in  the  employ 
of  the  different  firms  who  are  members  of  the  association. 

The  first  day  was  given  over  to  the  business  of  the 
association,  and  to  the  reading  of  papers  on  various 
subjects  relating  to  the  cloak  trade.  One  of  the  most 

important  of  these  papers  dealt  at  length  with  the  pro- 
blem created  by  the  employment  of  sweated  labor.  This 

problem  fortunately  is  not  a  live  issue  in  Canada. 

The  style  exhibition  was  made  up  of  a  comprehen- 
sive display  of  garments  produced  in  the  factories  of  the 

members  of  the  association.  Each  garment  shown  re- 
presenting the  ideas  of  the  exhibitor  as  to  what  is  to  be 

the  leading  tendencies  for  the  coming  season.  The  gar- 
ments are  shown  on  living  models,  who  parade  before 

the  audience.  And  here  I  may  say  that  one  of  the  rules  of 
the  association  is  that  members  viewing  the  models  must 
neither  take  sketches  nor  notes. 

The  style  committee  after  viewing  the  many  models 
are  enabled  to  make  from  them  recommendations  as  to 

leading  tendencies  and  these  recommendations  are  fol- 
lowed by  the  members  of  the  association  in  making  up 

their  productions  for  the  season.  These  recommendations 
it  should  be  understood,  apply  to  essential  points,  and 

not  matters  of  detail — thus  leaving  the  proper  scope  for 
orginality  of  treatment,  and  yet  ensuring  a  uniformity 

that  benificially  fixes  the  season's  styles. 

Many  Garments  Shown. 

Over  a  hundred  garments  were  shown  and  in  addition 
to  these  a  number  of  Paris  models  were  on  view. 

The  president,  H.  Black,   of  H.  Black   &   Co.,   Cleve- 

land, the  makers  of  the  Wooltex  garments,  opened  the 
proceedings  with  a  most  interesting  address,  which  was 

for  the  most  part  for  the  benefit  of  the  designers  pre- 
sent. Most  people,  he  said,  got  too  close  to  their  work, 

and  so  lost  the  sense  of  its  proportion.  Here  they  would 
see  their  work  in  relation  to  the  production  of  other 
minds  and  so  would  see  it  in  its  true  focus. 

The  American  woman  of  the  present  day  was  keener 
in  her  appreciation  of  the  fine  arts  than  the  American 

man — hers  was  the  more  finely  trained  perception.  And 
it  was  to  her  that  they  had  to  make  the  appeal  and  her 
trained  taste  that  the  garment  manufacturer  had  to 
satisfy.  Man  chooses  his  garments  because  of  their 

utility,  but  while  the  woman  of  to-day  just  as  keenly 
demanded  utility,  she  also  asked  of  them  beauty,  and  the 
garments  they  produced  had  to  show  beauty  plus  utility. 

The  Russian  Blouses. 

The  suits  shown  were  all  of  the  two-piece  style,  and 

many  models  showed  stronglj-  the  growing  influence  of 
the  Russian  blouse,  though  it  was  this  style  in  evolution 

rather  than  full-blown  and  many  of  the  coats  bloused 
only  in  front,  while  the  back  and  sides  were  cut  in  the 
tailored  coat  style.  Very  few  models  showed  the  belt  all 
around,  belts  either  stopping  at  the  side  of  the  back 
panel  of  the  coat,  or  being  eliminated  altogether.  One 

model  that  was  cut  with  a  rounded  line  from  the  arm's 
eye  to  the  front  of  the  waist,  and  the  blouse  portion  was 
set  into  this  seam.  The  blouse  in  any  case  did  not  fall 
over,  but  was  laid  in  stitched  pleats  or  folds. 

A  feature  of  the  Russian  models  is  the  double- 
breasted  side  closing,  fastening  as  a  rule  well  up  to  the 
throat.  This  feature  designers  had  unanimously  felt  to 
be  one  that  would  not  be  accepted  in  a  Spring  suit. 

Instead  of  the  double-breasted  high  fastening,  the  shawl 
collar  with  the  long  narrow  roll  and  the  fastening  at 
the  waist  or  below  was  adopted.  This  collar  was  only 
simulated  in  some  cases,  but  the  effect  was  practically 
the  same.  The  only  rival  to  this  collar  was  the  notched 
collar  seen  on  the  plain  tailored  suits. 

Moire  was  extensively  used  for  collar  and  cuff  fac- 
ings. On  many  models  black  was  used,  but  quite  a 

number  had  the  facing  of  the  same  color  as  the  suit 

fabric.  Some  suits  had  facings  of  black  silk — either  faille 
or  peau,  and  on  many  models  cretonne  galoons  were  also 
used.  Ottoman  silk  faced  some  models,  and  a  few  had 
facings  of  brocaded  silk. 

Tailored  models  almost  unvariably  showed  the  low 
side  fastening  with  one,  two,  three  or  even  four  buttons. 
Most  of  the  coat  models  shown  were  from  30  to  3G 

inches  long,  but  the  generally  expressed  opinion  was  that 
they  were  too  long,  and  this  was  in  accoixlanee  with  the 

finding  of  the  style  committee 

Hipless  Figure  Remains. 

Another  fault  was  that  the  skirt  of  the  coat  was  cut 

with  a  ripple  around  the  edge.  This  is  strictly  against 
the  fashionable  tendency  which  still  is  strongly  in  favor 
of  the  hipless  figure.    Many  coats  show  a   decided   slant 
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THE 

PuUan  Garment 
If  you  want  garments  that  are  sellers — buy  the 

"Pullan  Garment." 

If  you  want  garments  which  will  yield  a  good 

profit  — buy  the  "  PuUan  Garment." 

It  will  pay  you  to  see  the  values  offered  in  the 

"  Pull  an  Garment"  for  Spring. 
We   have  a   department  iiifctfe^B^ 

specially  adapted  to  the 
personal  selection  of  assort- 

ed open  orders  entrusted  to 
us  from  customers  all  over 
the  country. 

Why  not  take  advantage  ( 
of  this  department  and  send  \ 
for  sample  shipment  of  the 

following  lines  to-day  ? 

Our  Range 
For  Spring 

Jackets  $3.75  to  $12.50 
Dresses  7  75  to  22.50 
Suits  9.00  to  25.00 
Skirts  2.75  to  10.50 
Rubber  Silk  Coats 

6  50  to  18.50 
•'L\DYLIKE" 

Style  1600.    Very  fine  Self  Stripe  Panama,  trirn- 
med  with  Silk  Braid    and  Jet    Button.s. 
Pleated  Skirt,  as  illustrated,  $7.75  Net. 

Our  Aim  : 
To  give  our  customers  the  best  potsible  service. 

To  produce  a  garment  at  the  closest  possible  price, 
consistent  with  good  quality  and  workmanship. 

We   have  doubled   out  capacity  and  are  now  occupying  more 
floor  space  than  at  any  time  in  our  history. 

"COUNTESS" 
Style  236.  Very  fine  quality  all-wool 
Serge,  trimmed  Soutache  and  But- 

tons, Moire  Inlaid  Collar,  30  in. 
Coat,  lined  good  quality  Serge 

Satin.    Net  $10.00. 

M.  PULLAN  &  SONS 
ESTABILSHED     1902. 

Cloak,  Suit  and  Skirt  Manufacturers,  Pullan  Building,  cor.  Bay  and  Wellington  Sts., Toronto 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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No.  8 

No.  3 

AN     OUTWARD    SIGN 

v;|v 

OF    INWARD     MERIT 

No.  5 
-^  ^:  i  I  tf  I 

No.  7  No.  9 

New  embroidered  fronting,  good  lawn,  sleeve  and  back 
trimmed  with  tucks.    Per  dozen       $730 

Openwork    Swiss   front  with   fine  tucks,  button  back. 
Per  dozen       $9.00 

Fancy  front,  trimmed  with  Swiss  insertion  and  Val.  lace. 
button  back.    Per  dozen       $9.00 

Handsome  embroidered  front,    collar  and  cuff  trimmed 
with  lace.    Per  dozen    $10.00 

Smart  new  tailored  style,  handsome  embroidered  collar. 
button  front.    Per  dozen    $11.00 

Fine  Swiss  fronting,  sleeves  and  body  elaborately  trim- 
med with  Cluny  insertion.     Per  dozen    $12.00 

Openwork   embroidery  front,  fine  lawn,  sleeves  trim- 
med with  lace  and  insertion.    Per  dozen    $B.50 

Very    fine    Swiss     embroidered    fronting,    nevr  sleeve, 
handsomely  trimmed.    Per  dozen    $15.00 

Stylish    new    model    of   fine   embroidered    lawn,    new 
sleeve.    Per  dozen    $15.00 

READY-TO-WEAR    GARMENTS  Dry  Goods  Review 

IT  makes  you  feel  good  
to kno^v  you  have  bought 

right.  Eclipse  styles  are  posi- 
tively dependable.  Every 

garment  is  well  made  and  hand- 
somely finished  from  good  reli- 

able materials.  The  blending  of 
good  taste  in  trimmings  with 
perfect  fit  and  satisfactory  wear 

have  imparted  that  "something 
different"  which  has  made  them 

popular." 

"^  Eclipse  White 
Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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EXAMINE  these  s
tyles,  you 

will  find  them  all  brand 
new.  There  is  a  dis- 

tinctiveness and  smart- 
ness of  design  in  their  appear- 
ance which  will  attract  and 

please  your  customers.  There 
is  a  profusion  of  styles,  too, 
which  will  make  selection  easy. 
Keep  these  pages  for  reference. 
Delivery  can  be  made  in  March. 

No.  11 

No.   14 

I 

Wi^h 
No.  10 No.  12 

AN    OUTWARD    SIGN 

OF  INWARD     MERIT 

No.  17 

No.  13  No.  15 

New  tailored  Swiss  embroidered  Avaist,  pretty  collar  to 
match,  button  front.    Per  dozen   

Lace  yoke,  front  and  collar,  fine  openwork  embroidery. 
Per  dozen     ! 

Fine  elaborately  embroidered  fronting.lace  collar,sleeves 
trimmed  witn  tucks  and  lace  insertion.    Per  dozen   

Very  handsome,  fine  new  style  embroidered  front,  col- 
lar and  sleeves  trimmed  to  match.     Per  dozen   

Very  showy  embroidered  front,  fine  lawn,  sleeves 
handsomely  trimmed.     Per  dozen   

Handsome  embroidered  cross-bar  insertion,  lace  trim- 
med, open  back.    Per  dozen     '■ New  style  embroidered  front,  lace  trimmed  sleeve.  Per 

dozen            
New  fancy  yoke  and  collar  of  Swiss  embroidery,  sleeves 

handsomely  trimmed-    Per  dozen   
New  fancy  yoke  effect  with  fine  Swiss  soutache  inser- 

tion, handsomely  trimmed.    Per  dozen   

See  our  travelers  with  samples 

wear  Co.,  Limited 
Toronto,  Canada 

r 

No.  16 
No.  18 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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from  the  back  to   fiout,   the   I'lont  being   three  or    more 
inches  longer  than  the  back. 

Skirts  for  suits  were  either  pleated  models  stitched 

down  to  form  a  yoke,  yoke  effects  or  tunic  models.  An- 
other new  idea  was  the  gored  skirt  with  a  circular  flounce, 

Front  aad  back  view  of  lunic  skirt  of  grey  and  black  striped  fabric. 

often  with  a  panel  front  and  pleats  to  the  waist  at  the 
back  and  the  join  between  the  gored  part  and  the  flounce 
hidden  under  a  bias  fold,  giving  a  timic  eiTect. 

The  proper  suit  skirt  according  to  the  style  com- 
mittee is  the  pleated  skirt  with  the  pleats  stitched  down, 

care  being  taken  that  the  stitching  does  not  run  below 
the  edge  of  the  coat,  so  that  there  is  no  break  in  the 
line  from  the  waist  to  the  hem  of  the  skirt. 

Sleeves. 

Sleeves  as  a  rule  are  the  straight  coat  sleeve  not  too 
full  at  the  top,  the  cuff  formed  of  trimmings,  etc., 
stitched  onto  the  sleeve.  A  decided  preference  is  given  to 
the  plainly  tailored  models.  Buttons  are  freely  used,  but 
are  not  so  numerous  as  they  were.  To  make  up  for  the 
number  used,  those  now  seen  are  handsome  buttons  of 
pearl,  pearl  and  metal,  and  handsome  fancy  metal  effects 
were  seen.  Ivory  buttons  to  match  the  fabric  were  much 
used.  Large  bomb  buttons  were  an  admired  novelty  on 

a  few  garments.  Coats  werfe  lined  with  eithci'  striped  or 
shot  silks,  generally  in  bright  shades. 

Dresses. 

Only  two  tailored  dresses  were  shown.  These  were 

both  one-piece  belted  models.  One  was  of  navy  serge 
with  a  folded  belt  of  black  satin  and  square  yoke  of  gold 
embroidered  net  ;  the  other  of  grey  melange  had  curious 
tabs  like  a  minature  tunic  coming  from  the  waist. 

Separate  Coats. 

Evidently  a  good  separate  coat  season  is  expected 
and  there  was  a  big  showing  of  models  in  this  section. 
From  the  standby  of  utility  those  of  navy  serge  and  of 

Shepherd's  check  .should  take  well.  Many  handsome  coats 
of  diagonals  were  shown,  and  there  was  a  number  of 
pongee  models.    Coverts  are  always  liked  in  Canada,  and 

were   shown   both   in   the  long  coats   and   in   38   to   40     as 
well  as  in  51  and  5(J  inch  lengths. 

Separale  Skirts. 

Tunic  effects  were  strong  here,  the  most  notahJe 
model  being  one  developed  in  black  and  grey  striped 
cloth.  The  tunic  was  real  here,  being  in  shawl  shape  the 
V  having  the  stripes  meeting.  The  skirt  under  the  tunic 
was  pleated,  two  Ijo.x  pleats  continuing  to  the  waist  at 

the  back. 
Descriptions  of  Models. 

The  following  is  a  more  detailed  description  of  the 
models  shown. 

No.  1. — Suit,  blouse  model,  in  mustard  colored  fine 
serge.  Coat  30  inches  with  shawl  collar,  faced  with  black 
moire,  plain  coat  sleeve,  pleated  skirt. 

No.  2.— Grey  diagonal  blouse  model  fitted.  Coat  30 
in.  long  with  long  narrow  shawl  collar.  Plain  coat 
sleeve. 

No.  3.— Tailored  model  in  shepherd's  check.  Straight 
coat  36  in.  long.    Tunic  skirt  coat  sleeve. 

No.  4.— Grey  \igoroux,  -|  fitting,  plain  tailored  coat 
with  shawl  collar,  faced  grey  moire,  low  side,  fastening 
with  three  buttons.  Pleated  skirt  with  pleats  stitched 
down  to  form  yoke.    Coat  sleeve. 

No.  .5.— French  serge,  reseda  green,  tailored  coat 
with  narrow  shawl  collar  of  moire.  T^ow  fastening  with 
three  large  pearl  buttons.     The  coat  slants  to  the  front. 

No.  6. — Suit  of  mustard  self  striped  suiting,  plain 
tailored  coat  with  shawl  collar,  faced  with  black  moire; 

pleated  skirt. 
No.  v.— Wisteria  serge,  hip  length  blouse  coat,  trimm- 
ed touches  of  soutache  and  buttons.  Yoke  skirt,  pleated 

model. 
No.  8. — P^incy  black  and  white  check,  having  a  striped 

effect.  Plain  tailored  coat,  30  in.  long,  having  long  nar- 
row shawl  collar  and  low  closing  with  three  pearl  but- 

tons. Small  pearl  buttons  used  to  trim  sleeves,  etc. 
Pleated  skirt,  the  pleats  stitched  to  form  yoke. 

No.  9- — Green  diaj^onal  melange.  Blouse  model  with 
long  roll  collar,  faced  with  black  silk.  Tunic  skirt 

pleated  with  two  box-pleats  at  the  back. 
No.   10. — Green  melange.    Plain  tailored  coat,  trimm- 

The  New  Sleeve. 

ed  buttons  and  braid  tabs,  giving  military  effect.  Shawl 
collar  faced  with  black  silk  skirt  in  pleated  panels. 

No.  11. — Silver  grey  melange  suit.  Tailored  coat  32 
in.  long,  shawl  collar  faced  black  silk,  low  closing  with 
two  large  pearl  buttons.     Coat  sleeve  pleated  skirt. 

No.   12. — Blue  grey  diagonal.    Gored  skirt   with  tunic 
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NEW  LINES 

FOR  SPRING,  1910 

MOYEN  AGE"  COSTUME 
at  $6  50 

TWO-PIECE  LINEN  SUIT 
at  $7.50 

The   W.    R.    BROCK   COMPANY   (Limited) 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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Garments  which  Embody  Style  Features  Recommended  before  the 

National    Cloak,  Suit   and  Skirt    Association   at   Mount    Clemens. 

Separate  coat,  I  fittine ; 

shawl  collar,  ̂ vlth  low 

roll  and    side   fastening 

New  blouse  model,  with 

panel  back,  in  silver  grey 

melange.  Shawl  collar  of 

moire  and  cretonne  sal- 

oon; pleated  skirt,  with 

yoke. 

Blazer  suit  of  grey  diagonal 
moire  collar  to  match,  with 

low  side  fastening.  Pleated 

skirt,  with  yoke. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Mr.  J.  C.  Abell— General  Manager 

AVe  shall  be  starting  the 

new  year  right  by  starting 
our  travelers  on  their 

rounds  on  Jan.  3.  Wait  for 

them  !  We  are  designed- 
ly later  in  the  field  than 

other  firms,  because  we 

realize  we  can  only  em- 

body the  very  latest  fash- 
ions in  our  cloaks  and 

suits  by  making  our  visit 

to  you  come  as  near  the 

season  as  possible. 

BRAINS 
behind 

"Culture" 
Cloaks 

are    illustrated     here  ! 

Mr.  C.  O.  Lucas— Secretary-Treasurer 

You  can't  have  up-to- date  cloaks  and  suits 
for  Spring  if  you  buy 
in  the  early  Fall  ! 

Investigate  our  lines  very 

carefully.  They're  honest- 
ly made  goods,  and  real 

business-bring-er.s. 

The  Ontario 
Cloak  Co. 
Spadina    and    Adelaide 

Toronto 
Mr.  L.  Fluxgold— Chief  Designer Mr.  H.  H.  Shiepbierd    Head  of  Sales  Dept. 

Please  mention  The  Review  to  Advertisers  and  Their     Travelers 
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effect  and  circular  flounce.  Plain  tailored  coat  with 
notched  collar.    Bone  buttons  to  match. 

No.  13. — White  serge  with  hair  line  stripes  of  black. 
Black  silk    shawl  collar  and  cuff  facings. 

No.  14. — Suit  of  mustard  green  serge.  Collar  and 
cuffs  of  cretonne  galoon,  fancy  metal  buttons. 

No.  15. — Small  shepherd's  check. 
No.  16. — Tilluel  diagonal.  Blouse  model  tunic  skirt, 

finished  with  box  pleats. 

No.  17. — Cinnamon  brown  diagonal,  tailored  coat, 
30  in.  long.    Tunic  skirt. 

No.  18. — French  blue  melange,  tailored  coat  26  in. 
long,  coat  sleeve.  Tunic  skirt  panel,  front  trimmed  with 
small  tinted  pearl  buttons. 

No.  19. — ^Olive  green  self-striped  worsted.  Belled 
blouse  coat  with  peplum  skirt.  Shawl  collar  faced  with 
silk,  pleated  skirt  with  yoke. 

No.  20. — Grey  striped  melange. 
No.  21. — Violet  French  serge.  Tailored  coat,  notch 

collar  trimmed  with  lines  of  soutache  braid.  Tunic  skirt. 

No.  22. — Navy  blue  Bedford  cord  blouse  model,  fast- 
ened with  one  large  fancy  button  at  waist.  Collar  and 

cuffs  of  cretonne  galoon.    Tunic  skirt. 

No.  23. — Ashes  of  roses  serge,  blouse  model  with  30 
inch  coat.  Shawl  collar  faced  with  moire  same  shade, 
low  fastening  with  two  fancy  buttons. 

No.  24. — Walnut  diagonal.  Blouse  model  trimmed 
fancy  metal  buttons.     Tunic  skirt. 

No.  25.— Navy  diagonal  blouse  model.     Tunic  skirt. 

No.  26. — Shepherd's  check,  tailored  model  coat,  36 
inches,  trimmed  black  pipings  and  braid.  Smoked  pearl 
buttons. 

COLORS. 

GREYS. 

Silver        Steel  Grey        Iron  Grey        Lead  Grey 
Greenish  Grey         Lavender  Grey 

NOVELTY  SHADES. 
GREENS. 

Mustard         Linden   Green         Reseda  Olive 

Natural 
Wistaria. 
Violet 

BROWNS. 

Tan  Chocolate 
Ashes 

of  Roses 

Shepherd's  Check 

Walnut Navy 

French  Blue 
Black 

No.  27. — Navy  blue  diagonal,  blouse  coat  and  tunic 
skirt. 

No.  28. — Artichoke  green  diagonal.  NotuAed  collar. 
Tunic  skirt. 

No.  29. — Silver  grey  vigoroux.  Tunic  skirt,  tailored 
coat  with  shawl  collar,  low  fastening  with  three  pearl 
buttons  ;   trimmings  of  stitchings  and  braid. 

No.  30. — Natural  shade  whipcord,  plain  tailored 
model,  notched  collar,  pleated  skirt. 

No.  31. — Golden  tan  basket  cloth,  blouse  front  pleat- 
ed into  belt,  coat  36  in.  long,  new  sleeve  with  fullness 

pleated  into  cuff  below  elbow. 

No.  32. — Lavender  grey  diagonal,  belted  blouse  model, 
peplum  coat  and  panel  back.    Tunic  skirt. 

No.  33. — Ashes  of  roses,  fine  serge  suit.  Tailored 
model,  32  in.  coat  trimmed  small  pearl  buttons. 

No.  34. — Bright  navy  serge  suit,  tailored  model. 
No.  35. — Grey  stripe  suiting  suit,  tailored  coat,  36  in. 

long. 

No.  36. — Shepherd's  check  in  black  and  white  suit. 
Blouse  model,  with  peplum  skirt,  and  belt  of  folded  Wack 
satin,  trimming  of  narrow  satin  fold  and  gilt  buttons. 

No.  37. — Chocolate  brown  diagonal  suit,  pearl  but- 

tons. 
No.  38. — Resed|i  green  diagonal,  black  moire  facings 

and  braid  trimmings. 

No.  39. — Misses'  suit,  plain  tailored  in  shepherd's  check, 
collar  and  ciiff  facings  of  brocaded  silk,  and  trimmings 

of  black  braid' and  pipings. 
No.  40. — Lavendei'  grey,  self  stripe  serge  suit,  trimm- 
ed braid  to  match.     Stitched  collar,  side  fastening. 
No.  41. — ^Black  -Henrietta  suit,  both  coat  and  skirt 

elaborately  braided  with  soutache.  Collar  and  cuffs  of 
brocaded  silk.  . 

No.  42. — Navy; blue  diagonal  suit,  tailored  model, 
facings  of  black  silk,  coat  length  32  in. 

No.  43. — Natural  shade  pongee  suit,  blouse  model, 
collar  and  cuff  facings  arid  belt  of  bright  blue  messaline, 
braided  with  allover  pattern  with  cream  silk  soutache 
Covered  buttons  with  blue  centres  and  pongee  rim. 

No.  44. — Suit  of  copper  colored  Ottoman  tussah  with 
collar  and  cuff  facings  of  black  moire 

No.  45.^Suit  of  ashes  of  roses,  fine  serge,  facings  of 
black  basket  weave  silk. 

No.  46. — Norfolk  suit  of  grey  melange,  gored  skirt, 
tunic  effect  with  pleated  flounce. 

No.  47. — Walnut  twill  suit.  Blouse  effect,  long  roll 
collar  with  moire  facings  to  match.  Skirt  in  tunic  effect, 

pleated  to  waist  at  back. 
No.  48. — Steel  grey  melange  suit,  blouse  model,  skirt 

coat.    Pleated  skirt. 
No.  49. — Blue  grey  melange  trimmed,  satin  piping. 
No.  50. — Olive  green  poplin  suit,  cretonne  facings  and 

tunic  skirt. 
No.    51. — Catawba    serge    suit,    shawl  collar,  faced  with 

moire  to  match. 

No.  52. — Blue  grey  homespun  suit.  Tailored  model, 
shot  lining,  metal  buttons. 

No.  53. — Iron  grey  melange,  tailored  model. 
No.  54. — Navy  diagonal  wide  wale  suit.  Plain  tunic 

skirt,  coat  with  blouse  front  fastened  at  waist  with  one 
fancy  button,  coat  back,  coat  36  in.   long. 

No.  55.— Reseda  green  diagonal  suit,  wide  wale,  tail- 
ored model,  trimmed  gilt  buttons. 
No.  56. — Wistaria  serge  suit,  tailored  model,  pleats 

let  into  the  back  of  the  coat. 

No.  57. — Silver  grey  suit,  semi-blouse  coat.  Tunic 
skirt. 

No.  58. — Iron  grey  diagonal  suit. 
No.  59. — Suit  of  two-tone  Bedford  cord,  black  and 

grey  stripe. 
No.  60. — Fine  diagonal  suit,  natural  tussah  shade. 
No.  61. — Iron  grey  fine  diagonal  serge  suit.  Tailored 

coat,  gored  skirt,  with  bias  fold  covering  head  of  circular 
flounce. 

No.  62. — Art  green  serge  suit.  Blouse  model,  new 
sleeve. 

No.  63. — Grey  green  suit,  tailored  coat,  shawl  collar, 
gored  skirt  with  front  panel  and  circular  flounce. 

No.  64. — Lead  grey  suitings,  pearl  buttons,  tunic 
sikirt. 

No.  65. — Grey  vigoroux  suit,  plain  tailored  model, 

pearl  buttons. 
No.  66. — Navy  serge  suit,  blouse  model,  yoke  skirt, 

new  sleeve,  the  only  model  shown  with  raised  waist  line. 
No.   67. — Navy  blue  .suit  blouse  model. 
No.  68. — Wistaria  serge  suit,  plain  tailored  model, 

cretonne  facings,  plain  pleated  skirt. 

No.  69. — One  piece  dress  of  silver  grey  melange,  belt- 
ed waist,  tunic  tabs,  trimmed  cretonne  galoon  in  cream 

and  pale  blue. 
No.  70. — Separate  coat  of  semi-rough  tussah  in 

natural  shade,  long  roll  shawl  collar  and  low  side  fasten- 
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^xtcKie^^ BRAND 

This  Dainty  Waist,   $8.50  a  dozen. 
Our  0055  Chambray  Shirt  Waist  promises  to  be  one  of  the  best  sellers  of  the  summer  season.  We  are  making 
it  in  mauve,  pearl  gray,  pale  blue,  pale  green  and  corn  colors.  Piped  in  white  around  edges  of  collar  and  cuffs, 
also  on  front  pleat.  Front  of  waist  has  three  \  inch  and  three  ̂   inch  tucks  running  full  length  of  front. 
There  are  four  J  inch  tucks  and  one  \  inch  tuck  over  shoulders.  Four  large  pearl  buttons.  Open  in 
front.  Back  has  4  inch  tuck  running  over  shoulder  and  J  inch  tucks  from  collar  to  waist.  Sizes,  34  to  42 — 
half  dozen  in  a  box — and  you  may  order  assorted  colors    PRICE,  only  $8.50  a  dozen. 

WRITE  FOR  SAMPLES. 

Duniap  Mfg.  Co. 525  St.  Paul  St. 
MONTREAL,     QUEBEC 

riease  mention  The  Reviezv  to  Advertisers  and  Their     Travelers 
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ta^ji 

Famous  for  their 
Fit,  Cut,  Style,  Hang  and  Finish 

See 
one  of  these 

$2.75 

Garments 
You  can't  beat  this 

for  value. 

JVri'ie,   Wire  or  Telephone 
Sample  Order. 

One 
of  our 

$2.75 

Garments 

Made    in    Fine    Mull. 

Trimmed  with  Val 

Lace. 

Pink,  Sky,  Mauve, 

Nile,  Ecru  and 
White. 

The  McElroy  Manufacturing  Co'y 
47  Simcoe  Street,  TORONTO 

Limited 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Four  Real  Reasons 
why  you  should  feature 

HOME  AND  WATTS^ 

Children's   and   Misses'   Dresses 
These  aren't  the  only  advantages  they 
have ;   they  are  simply  the  bi^^est ! 

1. 

PROFIT.     They    are    very     profitable 

goods  to  handle. 
2. 

STYLE.  They  are  very  snappy  in 

style  and  up-to-date  in  cut. 
3. 

QUALITY.  We  are  putting  fabrics 
into  these  dresses  that  are 

six  months  ahead  of  every 
other  firm. 

4. 

FINISH.  They  are  honestly  made  of 

the  very  best  materials  and 
only  skilled  workers  are 

employed. 

Can  we  not  send  you  a  sample  selection  ?  They  will  indi- 

cate the  profit  that  awaits  you  if  you  push  our  Children's 
Dresses.     Our  travellers  are  now  on  the  road. 

Home  and  Watts,  Ltd. 
Adelaide  and  Duncan  Streets 

TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Specialty  Lines  Active. 

Manufacturers  making  a  specialty  of  dresses  are 

being  pushed  for  early  delivery.  Many  retailers  are  ask- 
ing for  advance  deliveries  for  the  holiday  trade.  Little 

dresses  of  mull  and  lace  in  pastel  shades  have  made  a 
place  for  themselves  in  the  trade  and  are  extensively 
bought  for  wear  at  small  bridge  parties,  etc.,  etc.  The 
new  feature  in  this  connection  is  the  fact  that  the  nor- 

mal waist  line  is  now  establi-shed  and  is  marked  by  the 
use  of  some  form  of  belt  or  girdle  and  more  than  this 
in  some  models  the  waist  blouses  slightly  in  front  over  the 
belt. 

Lingerie  and  linen  dresses  have  so  far  been  the  best 
sellers  for  the  new  season.  Mull  dresses  are  shown  both 

in  white  and  pastel  shades  of  rose  and  sky  chiefly.  Cot- 
ton voiles  have  also  been  used  by  some  manufacturers. 

In  high-class  models  foulard   and   tussah   dresses   are 

of  lace.  Notwithstanding  the  fact  that  the  Spring  is  to 
be  a  big  suit  season,  dresses  are  more  than  holding  thdr 
own,  and  the  fact  that  dresses  are  now  being  accepted 
as  another  line  captured  by  the  garment  trade  is  shown 

Spr'.ng  costume,  showing  the   Russian    effect      Shown 
by  the   Hart   Mfg.  Co.,   Montreal. 

shown,  and  some  of  these  are  being  produced  in  the  new- 
changeable  effects.  Tunic  effects  and  overskirt  drapery 
are  a  feature  of  these  dresses.  Many  of  these  dres.'-es 
have  both  the  guimpe  and  the  lower  portion  of  the  sleeve 

Russian  blouse  model,  the  long  over-skirt  giving  a 
tunic  effect.  Pleited  skirts,  with  braided  front 
panel;  new  sleeve,  with  fullness  at  the  elbow. 
Tunic  edging,  belt,  collar  and  cuffs  trimmed  with 

soutache  braid  ̂   Shown  by  the  Ontario  Cloak  Co., 
Toronto. 

by  the  large  orders  already  placed.  The  ready-made  dicss 

has  made  a  place  for  itself  in  a  woman's  wardrobe  by 
the  fact  of  its  smartness  and  economy,  as  a  dress  giving 
the  same  effect  and  style  cannot  be  procured  in  the  old 

way — that  is  by  buying  the  material  and  having  the 
dressmaker  fashion  it.  This  is  now  being  recognized  by 
the  leading  buyers,  and  many  garment  departments  are 
now  adding  dresses  to  their  other  lines. 

GARMENTS  SHOWN  ON  PAGE  220 

No.  1  One-piece  dress,  belted  model,  -with  panel  front  -  Shown 
by  the  Star  Whitewear  Co.,  Toronto. 

No,  2  -  Short-coat,  tailored  model  Shown  by  M.  PuUan  &  Sons. Toronto. 

No.  3  Tailored  suit,  notched  collar,  with  long  roll  and  side 

fasteninK  with  three  buttons.  Plain  tailored  s'eeve  and  pleated 
skirt      Shown  by  M.  Pullan  &  Sons,  Tore  nto. 

No.  4  "  Royal"  lingerie  dress  of  mull  and  lace  Shown  by  th* 
McElroy  Mfg.  Co.,  Toronto. 

No.  5  and  6  Pleated  skirt,  with  panel  front  and  soutache  yoke, 
braided  motif  on  front  of  panel.  Shown  by  W.  R.  Brock  Co.. 
Toronto. 
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A  GOOD  RESOLUTION   FOR  THE  GOOD  OF  YOUR 
READY-TO-WEAR  DEPARTMENT: 

Sell  Blackeye  and  E^yptine  Underskirts 
THEY    COMBINE    THE    ADVANTAGES     OF    WEAR,    APPEARANCE    AND    VALUE 

Blackeye 
Silk  Moire 
Underskirts 

$30  to  $52 
per  dozen 

Blackeye  Silk  Moire  Dnderskirts 
will  not  split  nor  crack.     All  styles 

and  colors. 

Egyptine Underskirts 

$15  to  $24 

per  dozen 

UNDERSKIRTS 

\i^ 
Egyptine  Underskirts 

look  like  silk  but  wear  better  and  cost  about 

one-third.     All  styles  and  colors. 

ALL  GOOD  WHOLESALERS  SELL  THEM WRITE  US  DIRECT  FOR  SALES  HELPS 

MANUFACTURED   ONLY   BY 

^MimVi^MC 

Please  mention  The  Reviexv  to  Advertisers  and  Their   Travelers. 



Ready-to-wear   and  fur  department  of  A.   Bristol   &  Co.,    Picton.      The    entire'stock  is  on  view   before  thie   customer,  glass   cases with    sliding   doors   being  used    for   fine   furs    and  better  priced   suits  and  cloalis. 

Garment  Sales  Statistics  Valuable   Guide   to  Buying 
Picton  Firm  Have  System  Whereby  They  Know  the  Exact  Propor- 

tion of  Sales  in  Each  Article  for  Previous  Season— Buyer's  Judgment 
Backed    by    Facts    Rather     Than  by    Memory    of    Business     Done. 

THE  buyer  of  the  ready-to-wear  department  who 
does  not  take  the  precaution  to  equip  himself 

with  a  detailed  tecord  of  each  season's  sales  is 
sacrificing-  one  of  the  most  dependable  guides  t(j 

buying-.  Statistics  of  this  kind  are  exceedingly  valuaUIe, 
not  only  by  reason  of  the  fact  that  they  may  always  be 

referred  to  at  the  beginning-  of  a  Ijuying  season,  but 
when  properly  kept  will  inform  the  head  of  the  depart- 

ment upon  the  condition  of  his  stock,  what  lines  are 
mo\ing  and  what  are  stagnant,  and  when  special  sale 

features  -would  he  opportune.  It  also  facil'itatcs  com- 
parison of  one  year  or  i)art  of  year  witli  another,  and 

in  that  may  enable  the  moi-chant  to  jiulge  of  the  jirogress 
of  that  department. 
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Exact  Proportion  of  Sales. 

There  are  difierent  systems  by  which  the  same  result- 
iua,\  be  obtained.  A.  Bristol  &  Son,  Picton,  who  have 
a  large  and  well  equipped  mantle  room,  have  a  plan 
which  has  ]iroved  its  \alue  as  a  gui<le  to  buying,  as  it 
enalJes  them  to  know  the  exact  proportion  of  sales  in 
each  article  for  the  jirevious  season.  With  this  before 
the  buyer,  his  judgment  as  to  quantity  required  should 
certainly  he  better  than  from  liis  memory  of  the  busi- 

ness done. 

In  this  mantle  room  two  cheek  books  onlj'  are  used, 
one  for  cloth  sroods  and  one  for  furs,  and  all  of  the 
salesmen    make    out    their    checks    from    the    same    books. 
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Plan   of  the   garment   department,  Ritchie   Co.,   Belleville.      The    double    ca^es    indicated   at    the    side   consist   of  large   size  wall 

cases  for   full   length  figures,  surmounted  by  smaller  section  for  bust  forms.    The  ease  is  30  feet  long  and  cost  $15  a  foot. 
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22  = Another  Braid  Season 
C  Six  months  ay^o  we  told  you  that  Braids 

would  lead  every  other  triniminu-.  You  know 
now  that  we  told  the  truth — that  braids  have 
been  the  most  favored.  We  know  it  our- 

selves, because  our  factory  staff  has  been 

w^orking"  on  the  jump  to  fill  the  orders  we 
have  received. 

^  Now  we  tell  }ou  that  there  is  another 
Braid  and  Cord  season  ahead.  We  know 

this,    too. 

^  And  have  prepared  for  it  b)-  brin^in^-  out 
the  very  newest  and  most  stylish  line  of  these 

<4"oods  which  we  know  you  will  have  an  un- 
precedented call  for  during-  the  Sprint>-  season. 

^  The  coming"  season  will  be  Braiding" season. 

^  It  will  pay  you  to  let  us  show  you  how 
we  can  increase  your  sales — and  your  pro- 

fits—  in  your  Trimming"   Department. 

Laces  and   Braids  Manuiaciurin^  Go. 
Campbell  Avenue,  Toronto 

Have  You  Placed  Your  Spring  Order 
for  Silk  and  Net  Waists? 

IF  YOU  HAVE  NOT 

send  for  our  folder  illustrating  qualities  and 
styles  for  19 lo. 

IF  YOU  HAVE 

send  for  it  anywa\-,  it  won't  cost  you   any- thing. 

If  you  arc  an  up-to-date  merchant  yoti  want  to 
knozv  7vhei-e  the  best  values  in  Canada  can  be  had. 

Style  432  — Good  quality  taffeta,  trimmed  with  fine  .sili< 
soutache  braid  and  buttons.  Made  in  Black,  Navv, 

Brown,    Myrtle,   Sky,    Ivory,   Alice   Blue,  Champaj^-ne. 

SPARKS  BROTHERS  LIMITED 
OTTAWA,  CANADA 

P.S.— WE  PREPAY  EXPRESS  ON  ALL  ORDERS 

Please  mention  The  Revif^  to  Advertisers  and  Their   Travelers 
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This  is  considered  more  satisfactory  than  where  each 

salesman  keeps  a  book,  as  in  the  latter  case,  it  some- 
times causes  unnecessary  friction   about    sales,     whereas 
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A. —  Statistic  slip   upo 
Earment  department 
proper  department  un 

a  which  are  entered  the  daily  sales  in  the 
Each  Monday  these  sales  are  transferred  to 
der   price   heading  in   statistic   book. 

under  this  system,  results  of  the  department  as  a  whole 
is  the  only  interest  that  the  saleswoman  has. 

Every  Sale  Recorded. 

The  accompanying  cuts  will  give  a  working  idea  of 

the  system.  Illustration  "A"  is  explanatory  of  the  slip 
used  for  keepmg  record  of  goods  sold.  Every  sale  made 

is  entered  on  slips  such  as  this,  and  the  week's  slips  are 
taken  Monday  morning  and  dissected  first  by  articles 

under  the  following  headings  : — 

Department  1 . — Mantles,  silk  blouses,  white  under- 
skirts, white  gowns,  corset  covers,  white  drawers,  wash 

blouses,  colored  underskirts,  wrappers,  dressing  sacques, 
dress  skirts,  cloth  jackets,  woolen  and  cotton  costumes, 
linen  costumes,  shirt  waist  suits  and  dresses,  rain  and 

dust  coats,  wash  skirts,  reefers,  children's  cashmere  coats 
and  matinees,  children's  dresses,  infants'  slips,  princess 
slips  and  combinations. 

Department  K. — Furs  :  (Pall  Season),  ruffs  and 
stoles,  muffs,  storm  collars  and  visites,  fur  jackets,  fur- 
lined  coats. 

Statistics  with  reference  to  these  articles  arc  posted 
in  a  book  for  that  purpose  under  the  various  prices  at 

which  the  article  "is  generally  sold.  The  colurnnar  form 
of  this  statistic  book  is  shown  in  illustration  "B,"  and 
the  time  occupied  in  entering  up  oacli  week  is  not  over 
an  hour  for  two  of  the  saleswomen. 

Aids  Comparison. 

Illustration  "C"  is  an  example  of  three  departments 
—first,  ladies'  jackets,  showing  sales  for  two  weeks.  This 
can  be  compared  with  the  sales  of  corresponding  week 
of  a  year  previous,  and  if  quantity  is  less,  the  reason 
sought  for  and  remedied  if  possible.  On  November  15th, 

for  example,  by  taking  stock  of  the  ladies'  jackets  on 
hand  and  knowing  the  number  sold  the  previous  season, 
between  that  date  and  stock-taking,  the  merchant  can 
find  just  what  he  has  to  do  to  get  the  stock  down, 
and  prices  made  accordingly.  If  sales  have  dropped 
from  previous  years,  as  is  likely  in  consequence  of  the 
improved  suit  trade,  the  number  of  suits  added  to  the 

ladies'  jackets  will  indicate  whether  the  merchant  is 
holding  his  usual  trade  in  the  two  lines. 

In  item  "Blouses,"  to  take  another  example,  each 
week's  sales  can  be  compared  with  previous  years  and 
sales  arranged  for  to  keep  up  the  volume. 

Record  of  Sizes  Unnecessary. 

The  firm  have  not  found  it  necessary  to  keep  any  re- 
cord of  sizes  sold,  as  any  experienced  mantle  hand  would 

know  pretty  nearly  the  proportions  required.  They  have 
found  the  alteration  department  best  handled  in  the  de- 

partment itself,  working  up  the  alteration  hands  to  be- 
come salespeople  so  that  all  of  the  saleswomen  arc 

capable  of  altering  or  assisting  in  altering  garments.    In 
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B.— Ruling  adopted  for  statistic  book  in  which  are  entered  total 
weekly  sales  of  different  articles  in  garment  department.  This  sys- 

tem properly  kept  is  always  ready  for  comptrison  and  a  dependable 
guide  to  the    buyer. 

their  department  they  keep  one  hand  specially  for  alter- 
ations who  does  little  else,  but  the  other  three  hands  are 

all  able  to  give  a  great  deal  of  assistance  when  necessary. 
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Children's 
Department 

We  specialize  in 

Children's 
Ready  to  Wear 
Garments  and 

Clothing. 

Everything  for 

baby  and  chil- 
dren up  to  12 

years    of    age. 

Let    us     know    your 
wants. 

Our  orders  for  Lawn  Waists  and    Whitewear   prove 
the    trade    has    welcomed    our    styles    and    values. 

Send   us  a  Trial  Order  for  Wanted   Lines. 

Bear  Skin  Coats 
Colored  Cloth  Coats  in  all 

shades.  Exclusive  lines  for 

Children  of  all  ages. 

Furs 
A  select  line  of  Furs  at 

popular  prices.  Everything 
in  Ruffs,  Muffs  and  Stoles 
far    Ladies  and    Children. 

Samples  of  these  lines  now  being  shown  by  our  travellers. 

Visit  the  Ready  to  Wear  Department  when  in  the  house. 

GREENSHIELDS  Limited,    MONTREAL 
Please  mention  The  Reviezv  to  Advertisers  and  Their    I'raieters. 
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Chiffon  Waists 
for  Spring  trade  are  about 
the  latest  introduction  in 

the  fine  waist  business. 

Just  a  couple  of  late 
models  are  illustrated  to 

indicate  what  the 

No.  875.  -  French  Chiffon  Cloth  made  over  Japanese 
silk  with  elaborate  design  of  silk  soutache.  Knotted  in 
buttons  of  ball  shape.  The  soutache  covering  yoke  and 

extending  over  back.  Yoke  made  of  "Baby  Irish" lace  with  Payette  satin  fold,  and  trimmed  with  venise 
ball  edge  trimming,  touched  up  with  small  folds  of 
satin.  Sleeves  the  new  marguerite  style,  fine  tucks 
three-quarter  way,  finished  with  Irish  and  venise  lace. 
All  colors. 

No.  895  —Made  of  fine  quality  chiffon  cloth. 
Yoke  artistically  designed  in  soutache  braid.  Front 
finished  with  clusters  of  small  tucks,  with  two  half- 
inch  tucks  over  shoulder.  Lined  with  fine  white 
britonne  net .  Sleeves  finished  in  simple  bishop 
style,  tucked  six-inch  cuff,  with  soutache  pattern 
and  collar  to  match.     All  colors. 

means  to  merchants  in  the 

higher  class  trade. 

We  stand  right  back 

of  every  garment  for  fit 
and  finish. 

Salesmen  gladly  show 

you  the  goods.     Write  us. 

"  Ladies'  Wear,"  Limited F.  P.  EVANS 
Pres. 

Makers 

High  Grade  Waists 
TORONTO 

W.  F.  GOFORTH 
Vice-  Pres. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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The  problem  of 
effectively  displaying 

your   Skirts    and    Petticoats    is    com- 

pletely solved  for  you   if  you  use  the 

BUCKINGHAM 

Sunflower  Skirt  Rack 

This  rack  will  keep  your  garments 

in  first-class  condition,  and  will  dis- 

play them  to  better  advantage  than 

any  other  rack.  It  retains  the  orig- 

inal folds,  thus  saving  pressing  ex- 

penses. Send  for  one  and  use  it  ; 

we'll  take  it  back  willingly  if  it  fails 
to  give  satisfaction. 

Price,  $16.50,  f.o.b.  Guelph 

Buckingham-Rae  Go. 
177-179  Adams  Street 

Chicago,  Illinois 

Glass  cases  with  sliding  doors  are  used  for  fine  furs 

and  better-priced  suits  and  cloaks,  the  balance  of  the 
wall  space  is  taken  up  with  a  simple  rack  fixture  and 
the  centre  with  rotary  racks  for  skirts  and  popular- 

priced  cloaks. 

A  Well-equipped  Department. 

A  plan  of  the  ready-to-wear  department  of  the 
Ritchie  Co.,  Belleville,  will  be  of  interest  in  this  connec- 

tion, because  of  recent  installation  of  new  display  equip- 
ment. This  department  is  45x105  feet.  For  almost  its 

entire  length  on  one  side  is  a  series  of  silent  salesmen 
backed  by  a  line  of  double  cases,  the  lower  series  for 
full  length  and  the  uppers  for  bust  forms.  The  centre  is 

occupied  by  display  tables  and  racks,  and  on  the  oppo- 
site are  the  fitting  rooms,  wardrobes,  mirrors  and  mark- 
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C. —  Practicalexamples  from  the  statistic  book,  showing  method  of 
recording  sales  under  different  prices.  Record  of  sizes  is  not  con- 

sidered necessary  as  experienced  depirtment  head  will  know  correct 

proportions. 

iug  table.  Display  cases  are  located  at  eaih  end,  and  the 

reserve  stock  room  'in  the  rear.  Although  the  depart- 
ment is  well  served  with  windows  there  is  a  large  sky- 
light. Another  feature  which,  it  is  claimed,  has  made 

the  department  popular,  is  that  it  is  on  the  grovmd  floor, 
being  in  the  rear  of  the  main  store. 

The  high-grade  skirt  is  the  plainly  tailored  model- 
here  good  material  and  perfect  tailoring  makes  up  the 
attraction,  a  few  handsome  buttons  alone  being  used  as 
the  trimming.  As  a  rule  it  is  the  cheaper  models  that 

are  much  trimmed,  though  some  high-priced  skirts  are I'laborati'lv  sout ached. 
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IMPROVED 

%\xtt}x  m%t ^  REGISTERED      ^KD      TRADE     MARK 

Mate 
Patented  July  27th,  1909 

ANNOUNCEMENT 
The  Improved  "Cberp  ̂ i^e"  Maternity  Skirt  is  now  made  and 
sold  to  the  Canadian  trade  by  the  sole  licensees  for  Canada,  The 
VICTOR  MANUFACTURING  CO.,  of  Quebec,  Que.     It  is  THE 

Maternity  Skirt  for  Fastidious  Women 
The  refinement  of  modesty  ;  graceful,  yet  comfortable.  Abso- 

lutely not  binding.  Simplicity  itself,  skirt  adjusted  to  waist 
measure  before  putting  it  on.  Used  in  exactly  the  same  manner 

as  an  ordinary  skirt.  It  is  a  boon  to  expectant  mothers  and 
also  to   stout  women. 

The  success  it  has  met  with  in  the  States,  from  Maine  to 

California,  and  the  continuous  advertising  campaign  in  all  lead- 

ing women's  magazines,  will  eventually  help  the  sale  of  the 
same   article  by  the   retailers   in   our  Dominion. 

It  has  the  great  advantage  of  being  recommended  by  every 
user  and  by  the   leading  physicians. 

WRITE    FOR    SAMPLES 

The  Victor  Manufacturing  Company 
The  Sole  Makers  for  Canada  of  the  "€berp  ̂ iyt"  Maternity  Skirt. 

Quebec,  Que. 

Please  mjntion  The  Review  to  Advertisers  and  Their    Travelers 
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Whitewear. 

January  whitewear  sales  will  be  held  much  more  ex- 

tensively this  year  than  ever  before.  Expanding-  trade  is 
one  cause,  and  the  splendid  values  that  can  l«e  given  this 

January  has  induced  many  merchants  to  put  on  white- 
wear  sales  during  the  month  of  January.  There  has 
been  a  big  expansion  in  the  business  placed  this  Fall 
and   the   manufacturers   have   had   and   now   have   all   and 

Princess  slip  of  fine  lawn  witli 
deep  flounce  of  lawn  embroid- 

ery and  lace  —  Shown  by  the 
Eclipse  Whitewear  Company, 
Toronto. 

Slip  over  model  gown,  yoke  of 
embroidery,  with  full  bell 
sleevts,  trimmed  with  em- 

broidery and  Valenciennes  lace 
—  Shown  by  Eclipse  White- 
wear  Co.,  Toronto. 

more  business  than  they  can  take  care  of.  As  usual, 
when  business  is  brisk,  the  scarcity  of  help  is  a  question 

that  constantly  asserts  itself-  This  year,  manufacturers 
are  finding  the  help  problem  more  acute  than  ever  and, 
in  consequence,  immediate  delivery  is  not  possible  with 
the  majority  of  firms. 

A  feature  of  the  present  season's  selling  is  the  way 
in  which  the  princess  slip  has  come  to  the  front.  These 
are  now  a  big  factor,  but  their  importance  has  been 
achieved  at  the  expense  of  the  combination  garment.  Not 

only  is  this  garment  represented  in  high-priced  models 
made  from  the  sheerest  of  lawns  and  nainsooks  and 
trimmed  with  handsome  embroideries  and  laces,  but 
dainty  models  can  be  had  in  simple  effects,  but  in  good 
materials.  Manufacturers  have  evidently  learned  the 
lesson  from  the  success  of  combinations  when  made  up 

in  this  class  of  garment,  and  have  repeated  its  success 
with  the  princess  slip. 

Skirt  models  are  particularly  attractive  and  the  very 
large  sale  of  white  lingerie  skirts,  usual  at  the  January 
sales,  should  beat  all  previous  records.  Not  only  are 
the  skirts  cut  and  shaped  with  the  greatest  care  to  give 

GARMENTS  SHOWN  ON  PAGE  228 

No.  1  Girls'  lingerie  dress  of  lawn  and  embroidery,  with  Dutch 
neck  and  %  sleeve.      Shown  by  Home  &  Watts,  Toronto. 

No.  2  Tailored  suit,  with  fancy  shawl  collar  and  low  side 
closing.  Pleated  skirt  and  tailored  sleeve.  —Shown  by  M.  PuUan 
&  Sons,  Toronto. 

No.  3  Lingerie  dress,  belted  tunic  model,  with  stole  front  and 
pleated  flounce       Shown  by  the  Star  Whitewear  Co.,  Toronto. 

No.  4  "Royal"  linen  suit,  36  in.  coat,  trimmed  with  heavy 
lace  and  soutache  braiding  on  collar,  lapels  and  sleeve.  Low  side 
closing  with  three  crochet  buttons.  Pleated  skirt,  with  lace  set  in 
across  the  front  panel.      Shown  by  the  McElroy  Mfg.  Co..  Toronto. 

the  requisite  form  fit,  but  the  trimmings  are  unusually 
attractive. 

Yoke  gowns  of  the  slip-over  pattern,  with  dainty 
yoke  effects  in  embroidery  or  of  lace,  and  embroidery  and 
with  short  bell  sleeves,  have  been  freely  taken.  Now 
that  steam  heating  is  almost  universal,  gowns  of  this 
class  are  the  most  comfortable  for  wear  even  in  the 

winter  months.  Many  of  these  sleeve  effects  are  develop- 
ed from  embroidery  liouncings,  and  they  are  unvariably 

edged  with  a  dainty  rulHe  of  lace. 

Corset  covers  are,  if  possible,  more  ornate  and  ela- 
borate and  designers  have  put  a  wealth  of  invention 

into  trimming  schemes.  That  there  will  be  a  large  de- 
mand for  the  elaborate  corset  cover  is  a  foregone  con- 

clusion as  a  return  to  the  sheer  lingerie  waist  when  sum- 
mer arrives,    is   indicated. 

Separate  Coats  and  Capes. 

Th(juf;h  the  l(!-inch  and  up  to  51-inch  coat  is  the 
style  idea,  and  though  this  will  be  the  leading  model  in 

the  city  stores,  the  shorter  lengths  particularly  the  30- 
inch  coat,  will  be  the  big  factor  in  the  Spring  business. 
And  in  this  coat  co\ert.s  will  be  the  leading  cloth.  The 
longer  coats  are  shown  in  pongees,  navy  serges, 

diagonals,  etc.  The  new  models  are  very  attractive  and 
are  in  tailored  designs,  and  show  the  long  roll  collar 
and  the  two  and  three  button  side  fastening.  Some  of 

the  novelty  coats  are  in  semi-blouse  form.  Motor  coat 
have  the  loose  belted  tack.  Many  manufacturers  believe 
that  there  will  be  a  big  business  done  in  separate  capes 
in  the  coming  season.  At  the  Woodbine  races  last 

Spring  the  many  capes  worn  was  one  of  the  prominent 
fashion  features.  At  all  the  leading  Summer  resorts  in 

the  States  these  capes  were  universally  worn  and  later 

they   were  taken   up   for  street   wear   in   the  cities.    This 

?^>T'i  ̂   ̂̂ ^'^ 
L'ng;rie  skirts,  with   deep  flounce's,   trimmed  with   embroiiery 

Shown   by  the    Eclipse   Whitewear  Co.,   Toronto. 

sea-son  the  cape  promises  to  be  a  popular  garment  and 
most  manufacturers  are  showing  advance  model  and  next 
iiiDiitli  will  in  all  pidbability  see  a  number  of  new 

ideas  in  this  line  put  out.  Novelty  shades  of  broad- 
cloth in  the  ordinary  finish,  in  both  dark  and  pastel 

shades  are  featured,  and  some  very  smart  models  in 

fancy  shades  of  diagonal  cloths  have  been  shown. 
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Mr.  Merchant: 

In  this  special  issue  of  The  Dry  Goods  Review  we 

have  something  very  special  to  say  to  you. 

The  cut  here  shown  is  a  cotton  Moreen  with  a 

handsome  embroidered  flounce,  and  a  full  under- 

flounce.  The  price  is  $12.50  per  dozen.  You 

know  "Duchess"  brand  petticoats  are  made 
right. 

An  Ontario  merchant  said,  "  I  like  your  petticoats 

better  than  any  I  have  ever  sold." 

Not  every  merchant  that 

will  express  his  convic- 
tions. 

We  have  placed  this  adv. 

for  direct  results.  We  ex- 

pect you  to  write  for  sam- 

ples or  ask  to  have  a  tra- 
veller call.  That  will  do. 

We  will  then  guarantee 

results. 

Sincerely  yours, 

Telford  &  O'Rourke  Garment  Co. 
ROCK  ISLAND,        -        -        QUEBEC 

Please  mention  The  Review  to  Advertisers  and  Their Travelers. 



Garment  Buyer    Must    Study    Needs    of    Customers 
Should  Not  Allow  Personal  Tastes  to  Rule— Too  Much  Profit  Fre- 

quently as  Fatal  as  too  l^ittle  —  Knowledge  of  Designing  —  Sales- 
people   to    Handle    Stock    Properly  —  Approaching    the     Customer. 

By  T.  R.  Gaiaes,  Ready  to-wear  Buyer  for  W.  H.  Scroggie,  Ltd.,  Montreal. 

THIS  is  a  century  of  specialization,  and  special- 

ization applies  forcibly  to  the  buying  of  women's 
apparel.  It  is  not  so  many  years  ago 

that  owners  of  large  department  stores  frequent- 

ly appointed  as  garment  buyers  men  from  other  depart- 

ments, who  possessed  scarcely  any  knowledge  of  women's 
wear,  and  consequently  the  results  were  more  often  disas- 

trous than  successful.  To-day,  specialization  is  absolutely 
necessary  in  the  modern  specialty,  department  or  dry 

godd.-  store    handling  ready-to-wear  apparel  for  women. 

The  title,  specialist,  covers  a  wide  ai-ea  in  the  outer 
garment  field.  A  real  buyer  must  be  a  specialist  in  know- 

ing the  needs  of  the  customers  trading  in  the  store  with 

T.  R.    GAINES 

Ready-to-wear   buyer  for  W.  H.  Scrog£ie,   Ltd.,   Montreal. 

which  he  is  connected.  He  must  possess  good  taste,  sound 

buying  judgment,  and  display  a  salable  specialization 
in  his  choosing.  Woe  unto  the  buyer  who  employs  only 
individual  taste  in  making  his  selections. 

The  buyer  should  not  buy  what  he  likes,  he  must  select 
what  his  customers  want.  If  a  buyer  banishes  self,  and 
by  constant  intermingling,  close  connection  by  watching 

and  studying  the  needs  and  requirements  of  his  particu- 
lar clients,  and  makes  his  purchases  accordingly,  he  is 

bound  to  be  successful.  But  if  he  feels  that  it  is  cheap 

or  undignified  to  hunt  around  for  ideas,  that  it  is  not 
necessary  to  occasionally  converse  with  his  customers, 

that  the  suggestions  of  his  sales-force  are  worthless,  then 
his  department  is  sure  to  suffer,  and  his  employers  like- 
wise. 

When  Buyer  Turns  Salesman. 

Salesmanship  is  akin  to  buying.  If  a  buyer  can  de- 
termine and  pick  the  quick-selling  garments,  he  is  for- 

tunate indeed.     The  best  way   to  find   out   the  salability 

of  your  purchases  is  to  turn  salesman  occasionally,  and 

hear  your  garments  praised  or  condemned  by  the  cus- 
tomers. You  can  glean  more  practical  knowledge  in  one 

afternoon  helping  your  girls  to  sell  goods  than  you  can 
by  weeks  of  looking  and  buying.  ̂ Tien  a  buyer  develops 
into  a  successful  chooser  of  salable  garments,  bought  at 

the  right  price,  then  arises  the  question  of  profits.  Add- 
ing too  much  profit  to  the  cost  of  a  garment  is  often 

suicidal,  while,  on  the  other  hand,  too  little  profit  is  fre- 
quently equally  fatal.  The  well-balanced  buyer  will  know 

exactly  what  price  his  garments  will  bring,  and  mark 
them  accordingly. 

A  knowledge  of  designing  is  most  valuable;  in  fact, 

it  is  almost  essential  in  the  education  of  the  modern  buy- 
er. Often  the  best  points  of  two  indifferent  garments 

will  produce  an  excellent  seller.  Some  little  embellish- 
ment, adornment,  or  other  feature  will  enhance  the  ap- 

pearance, and  wonderfully  increase  the  salability.  Here 
is  where  familiarity  with  designing  proves  valuable. 
Ideas  will  suggest  themselves  to  the  buyer  who  knows 

how  to  design,  and  by  this  knowledge  he  can  improve  ex- 
isting styles  and  create  new  ones.  Naturally,  any  manu- 

facturer will  be  only  too  glad  to  confine  the  buyer's  ideas 
to  the  store  where  he  is  engaged. 

Handling  the  Sales  Force. 

Another  valuable  asset  for  the  buyer  is  knowing  how 
to  handle  his  sales  force,  being  able  to  get  from  them 

their  best  efforts,  and  knowing  how  to  increase  their  sell- 
ing efficiency.  This  phase  is  the  most  important  next 

to  collecting  the  right  goods.  The  right  men  behind  the 

guns  are  necessary,  in  oi-der  to  have  the  guns  handled 
properly.  The  right  girls  behind  the  counters  are  neces- 

sary, in  order  to  have  your  stock  shown  intelligently, 
and  to  sell  goods.  Saleswomen  should  be  posted  on  the 
selling  points  of  the  garments,  and  the  buyer  should 
explain  the  quality  and  dependability  of  the  fabrics.  He 

should  go  into  details  concerning  the  newness  of  stj-les. 
He  should  try  a  garment  on  a  woman  with  a  good  figure 
and  show  the  excellence  of  the  lines  and  good-fitting 
qualities.  He  should  do  all  in  his  power  to  instill  into 
the  minds  of  his  saleswomen  the  absolute  superiority  of 
the  garments  they  are  handling,  and  he  will  be  pleased 

and  sui-prised  at  the  results. 
Confidence  begets  confidence,  and  by  gaining  the  con- 

fidence of  the  sales  force,  the  buyer  will  find  that  the 
sales  will  increase,  and  goods  will  be  sold  more  easily 
and  quickly  than  before. 

Selling  the  Goods. 

When  a  customer  visits  the  ready-to-wear  section,  she 
should  not  be  approached  abruptly.  A  clever  saleswoman 
will  quietly  and  smilingly  approach  the  lady  and  pick 
up  the  garment  the  customer  is  interested  in.  and  begin 

to  talk  in  a  convincing  manner  of  the  merits  of  the  ar- 

ticle. The  wise  saleswoman  will  never  say.  "Something 
in  suits,  madam?"  if  the  customer  chances  to  look  at  a 
suit,  and  an  expression  like  that  will  often  drive  a  cus- 

tomer from  the  department,  unless  she  absolutely  re- 
quires a  suit.  Instead,  the  saleswoman  who  understands 

her  business  will  sav  somethina:  like  this.  "Madam,  this 
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How  to  Build  Your  Garment 

Department  and  Improve  Every 

Department  of  Your  Business 

This  section  of  the  January  coming-of-a^e 

number  of  The  Review  is  the  Ready-to- 

Wear  Department,  one  of  fourteen  regular 

departments,      in      each      month's      issue. 

Each  department  treats  of  Style  Forecasts 

and  approved  ideas  for  increasing  business 

and  profits. 

Special  articles  in  each  issue  discuss  all 

merchandising  problems  confronting  dry 

goods  retailers. 

12    times    a    year    The    Dry    Goods 

Review  will  be    sent  you   for  $2.00. 

Send  voiir    orders   to-day    and   start    7vit]i    the    big    January   issue. 

DRY  GOODS  REVIEW 
CIRCULATION     DEPARTMENT 

10   Front  Street   East,      -     -     -     TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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Cbc  Garment  l)Ou$e  of  $tyk  and  Oualityj 
® 
© 

# 

© 

^ 

® 
® 
^ 
# 

® 
© 
roJ 

Our  Spring,  1910 
Program 

Bigger,  Better,  Stronger  than  Ever. 

Originality 

Style         Quality 
have  built  the  Waldman   business. 

The  Springy  1910^  range  of  Suits  ̂ 

Coats ^  Dresses^  Skirts^  repre- 
sents a  still  further  advance. 

If  \ou  want  to  build  a  permanent  retail  garment 

business  and  create  a  reputation  for  your  stoi  e  oi. 

selling"    stylish    and   dependable   Garments 

Get  in  touch  with  us  now. 

® 
# 
© 

J.  H.  WALDMAN  &  CO.,  LTD. 
Makers  of  "RENOWN"  Garments 

511-513-515  St.  Paul  Street MONTREAL v1> 

Vt."
 

Please  mention  The  Rez'iezv  to  Advertisers  and  Their   Travelers. 
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Cbe  Garmcm  l)Ou$e  of  Style  and  Quality 
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An  Inkling 
of    what    Canada's    Biggest     Spring 

Garment   Line   contains. 

Suits 

Absolutely  the  latest  style-note.  Semi-fitting"  styles 
predominate.  Medium  length  coats,  pleated  skirts. 
All  show  the  distinctive  Waldman  touch. 

Separate  Coats 
A  wealth  of  new  style  ideas. 

Dresses 
Distinctive  Waldman  Creations. 

Colors  and  Materials 
Exclusive  effects  abound,  the  new  raisin,  catawba, 

copper  shades,  etc.,  may  be  seen  to  best  advantage 
here.  See  the  new  mannish  suitings.  Whatever  is 

fashionable     and     salable     has    a    place    in    our    line. 

Arrange    to    inspect   the    line,    either    in  the   House 

or  through  one  of  our  salesmen.     .'.     .'.     .'.     .*.     .'. 

® 
® 
® 
® 

0 

J.  H.  WALDMAN  &  CO.,  LTD. 
Makers  of  "RENOWN"  Garments 

511,  513,  515  St.  Paul  Street MONTREAL 

Please  mention   flic  A'cT'/i-t^'  to  .  Idrcrfiscrs  and  Their   Trai'clers. 
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The  Perfection  Drawer 
Patented  1909.     (122534) 

The  Biggest  Selling  Hit 
The  Greatest  Comfort  to  Wearers 

Send  tor 
a 

Sample 

The   Perfection   Drawer 
combines  the  convenient 

features  of  the  open 

drawer  with  the  advan- 

tages of  the  closed 
drawer.  It  is  an  open 

and  closed  drawer  com- 
bined. It  does  the  work 

of  both. 

The   Perfection    Drawer 
derives  these  exclusive 

features  by  the  seemingly 

simple  expedient  of  extra 
material  at  front  and 

back.  It  is  ingeniously 

cut  to  lap  over,  and  fit 

perfectly.  A  draw  string 
does  it. 

The 
Perfection 
Drawer 

Your  customers  will  appreciate  its  advantages. 

Allows  freedom  in  walking,  no  opening  at 

back,  no  buttons,   no  bother  at  all. 

The  Perfection  Drawer  may  be  had  in  all   lines  from   $4.50  upwards. 

It  will   pay  you  to  show  The  Perfection  Drawer  and  make    it   a 

leader  for  Spring.      Get  your  order  in  early. 

Laurentian  Whitewear  Co. 
LEVIS,  QUE. 

Toronto:     W.  H.  Piton,  Empire  Bldg.  Eastern   Ontario  and  Province  of  Quebec :     R.    Dionne. 

Montreal:  Z.   P^   Benoit,  Mark  Fisher  BIdg-.  St.  John,   N.B.:  Alex.    Burr,   Magiltoii's  Sample  Rooms. 
Winnipeg:      Western   Fabric   Co.,   63   Albert   St. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Griffin  Brand 
spring  line  of  garments  now 
being  shown  all  over  Canada. 

A  "  snappy  "  range  of  Dresses, 
Cloth  and  Linen  Suits,  Separate 
Coats,  Skirts. 

Perfect  Fit 

Right  Styles       Splendid  Values 

The  biggest  house  in  the  trade 
for  medium  priced  garments- 

It  will  pay  you  to  see  the  line 
before  placing  orders. 

The  Eclipse  Cloak  Co. 
^23  St.  James  St. MONTREAL 

Spring  Line  Ready 
We  make  Big  Sellers  for  Big  Buyers 

Suits,  Coats  and  Skirts 
at  special  prices 

For  Big  Buyers 

Right  Styles,  Fit  and 
Workmanship 

It  will  pay  you  to    look    at    them 

The  Montreal  Skirt  &  Cloak 
Manufacturing  Company 

Mfr's  of  Suits,  Coats  and  Skirts 

1114<  St.  Lawrence  Boul.       ::         Montreal 

18  a  new  model.  As  yon  cea,  it  is  bctntifnlly  tailor«4, 
and  the  price  is  so  modest  that  if  you  bave  any  idea 
of  buying  a  suit  you  cannot  possibly  do  better  than  choose 

one  of  these."  A  talk  in  this  strain  will  put  the  customer 
at  her  ease,  and  win  her  confidence,  and  a  sale  will  be 
effected,  when  abruptness  or  lack  of  diplomacy  would 
have  mad*  the  lady  leave  the  department. 

One  important  thing  in  connection  with  saleswomen 

is  n«ver  to  tolerate  any  false  statements  regarding  mer- 
chandise. Teach  them  to  sell  goods  on  their  merits,  and 

in  the  end  it  will  pay  the  buyer  much  better.  The  people 

of  to-day  are  discriminating  and  intelligent,  and  appre- 
ciate a  concern  whose  merchandise  and  statements  can 

be  relied  upon.  Saleswomen  should  also  be  rigidly  in- 
structed never  to  force  an  ill-fitting  garment  on  a  cus- 

tomer. If  a  customer  cannot  be  properly  fitted  from  the 
stock  sizes,  the  fitter  should  be  summoned  at  once  and  the 

garment  adjusted  to  the  requirements  of  the  customer. 
Occasionally  it  is  impossible  to  alter  a  gaxment  properly. 

Then  the  wise  saleswoman,  acting  under  the  liuyer's  in- 
structions, will  suggest  to  the  customer  the  advisability 

of  having  a  stock  special  made  up  to  suit  her  require- 
ments. A  stock  special  costs  a  little  more  than  a  regular 

garment,  but  it  is  more  busines.'ilike  to  make  a  sale,  eves 
at  a  small  profit^  than'  lose  a  sale  and  a  OBatomer  an  weil. 

Ltve  Up  to  Promises, 

Sfflect  good  fitters  and  pay  them  handsomely  for  their 
services,  then  have  competent  alteration  hands  to  help  the 
fitters,  and,  above  all,  live  up  to  your  promises  in  regard 

to  fittings.  If  a  customer  is  promised  a  fitting  at  a  cer- 
tain hour,  see  that  the  garment  is  in  shape  at  that  time 

to  be  tried  on.  Many  customers  have  been  driven  away 
from  stores  by  failure  in  that  respect.  A  buyer  should 
also  have  deliveries  watched.  When  goods  are  promised 
on  a  certain  date  see  that  they  are  delivered.  It  is  most 
important  to  deliver  promptly,  as  by  so  doing  the  good 
will  of  the  customer  is  held  from  the  beginning  of  the 
transaction   to   the  very  end. 

Advertising  is  essential  in  the  distribution  of  mer- 
chandise. To  advertise  falsely  is  a  grave  mistake.  In 

fact,  if  your  goods  cannot  be  sold  without  mis-statements, 
it  is  wiser  not  to  advertise  at  all.  Truthful  advertising 
pays,  and  it  is  the  only  kind  that  lives  for  all  time.  Good, 

square,  honest,  forcible,  business-bringing  advertisement* 
will  endure,  and  will  pay  yon  handsomely,  besides,  the 
public  cannot  be  fooled  very  long  in  this  eilightened  age. 
Consequently,  the  buyer  who  permits  the  publication  of 
false,  exaggerated  or  misleading  publicity  will  aoonar  or 
later  reap  the  dire  eonaanuenaea. 

The  Great  Elssentials 

The  summing  np  of  the  three  great  essentials  for  tfce 

successful  buying  and  distribution  of  women's  apparel  is 
as  follows:  Being  able  to  buy  salable  goods  at  the  right 

price,  and  selling  them  at  the  right  price;  having  a  cap- 
able sales  fore»,  and  competent  management  in  disposing 

of  the  goods;  clear,  convincing,  honest  advertising  to 

bring  people  to  the  department. 
This  golden  trinity  will  stand  reiteration:  Salable 

goods  at  the  right  prices;  a  competent  sales  force;  truth- 
ful, clever  advertising. 

A  ready-to-wear  business  developed  along  these  lines 
is  bound  to  be  a  tremendous  auccess,  and  it  will  be  no 

temporary  success,  either.  A  permanent,  solid,  flourish- 
ing department  will  be  built  by  the  buy^r  wko  works 

along  the  prisaiple*  I  kar*  «iBJB*rat«4L 
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HELENA 
Skirts,  Coat  Suits,  Dresses,  Waists 

One 

of 
Helena 

$9.00 
doz. 

Waists 

Made  o{  tine  lawn  and  trimming  of  Baby  Irish  effect 

SEND  FOR  SAMPLE  DOZEN 

HELENA  COSTUME  COMPANY 
LIMITED 

LONDON, CANADA 

Please  mention  The  Rnirzc  to  Ad:irt\srrs  and  Their    Travelers 



Trimmed  Suits   for  Spring  Featured    in    New    York 
Shorter  Coats  and  More  Fitted  Lines  in  Suits  —  The  Return  of  the 

Separate  Blouse  —  Misses'  and  Children's  Lines  Attractive  —  Variety 
in     Fabrics,     but     Many     Garments     are     in     Solid     Color    Effects. 

Staff   Correspondence. 

Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York,  Dec.  29. 

IN  the  matter  of  coats  and  skirts  there  are  numbers 

of  simple   designs,   buttoning   to   the   left-hand  side 
and  with  long-braided  revers.    Such  has  been    the 

feature   of   the   past   season's   garments,    and   these 
will  be  popular  for  the  coming  season. 

The  semi-fitting  coat  has  come  to  be  regarded  as  a 
very  important  feature  in  the  world  of  dress.  It  will, 
however,  before  the  Spring  season  is  advanced,  have  to 
divide  honors  with  the  Russian  coat,  which  in  its  latest 
guise  is  arranged  with  deep  basques.  It  is  fastened  on 
the  left  side  or  down  the  centre  of  the  front  ;  in  either 

case  only  a  little  fullness  is  permissible,  the  waistband 
being  of  a  contrasting  fabric.  The  sleeves  are  cut  in  one 

with  the  corsage,  while  the  standing  collar  is  of  Rouman- 
ian, or  cordeliere  embroidery.  The  skirt  is  pleated,  quite 

the  uev?est  idea  being  to  decorate  it  at  the  hem  with 
mitred  points  of  the  self  material.  This  is  a  type  of 
the  latest  Russian  blouse  coat-suit  brought  out  abroad. 

j  Cloak  and  Suit  Tendencies. 

Shorter  coats  ranging  from  twenty-eight  to  thirty- 
six  incWes  will  be  the  prevailing  styles.  The  short  and 
medium!  lengths  are  also  being  taken  as  well,  but  just 
what  the  decided  favorite  will  be  cannot  be  actually 
stated  until  the  buying  has  begun  in  earnest. 

The  Spring  coat  suits  are  in  most  cases,  seven- 
eighths  fitted,  although  a  trifle  looser  coat  will  also  be 
popular.  For  the  short  coats  the  more  fitted  lines  are 
always  regarded  as  more  appropriate,  so  that  it  would 
not  be  surprising  if  the  fitted  garment  would  prove  to  be 
the  most  favored  one. 

Much  novelty  will  be  found  in  the  sleeves  for  coats 
this  Spring.  The  Bishop  sleeve  effects  are  replacing  the 
long  plain  coat  sleeve  of  preceding  seasons.  At  the 
shoulder  the  sleeves  are  not  any  fuller,  but  below  the 
elbow  there  is  considerable  fullness  evident  which  in  most 

cases  is  gathered  into  the  cuffs.  Trimmings  used  on  the 
bottom  of  the  sleeves  also  give  it  an  attractive  finish. 

Novelty  in  Skirts. 

The  skirts  accompanying  suits  show  much  novelty  in 

designing  as  well  as  many  pleasing  innovations,  among 

the  most  prominent  being  the  tunic  arrangements.  Skirts 

are  shown  in  many  forms,  with  yoke  effects  to  simulate 

the  drapery  idea  or  with  knee-depth  yokes  and  pleated 
flounces.  A  number  of  circular  cut  skirts  in  heavy 

fabrics  are  also  being  made  up.    These  accompany  coats. 

The  trimmed  suits  for  Spring  are  greatly  favored. 

Not  in  many  seasons  has  the  trimmed  garments  held  so 

much  attention  as  this  year.  Flat  braids  as  well  as 

silks,  and  embroideries  of  all  descriptions  will  be  noted. 

Moire  silk,  basket  weave  effects,  Ottoman  and  failles, 

stitched  several  times,  will  also  be  a  noted  trimming  ar- 
rangement. Persian  trimmings  and  bands  are  among  the 

favored  ornamentations  for  suits  this  season.  Gold  and 

tinsel  effects  in  braids  and  trimmings  aire  scheduled  for 

some  attention  in  this  connection.  L'arger  buttons  than 
used  heretofore  will  both  fasten  and  trim  garments. 

Many  Solid  Color  Effects. 

The  Spring  suits  are  being  made  up  in  a  variety  of 

fabrics,  but  many  are  of  solid  color  effects.  Fancy  suit- 
ings, mannish  mixtures,  home-spuns,  in  a  harder  finish, 

basket-weave  cloths,  serges,  broadcloths  and  silks  of 
every  description,  all  are  being  taken  for  suits  and  coats. 

For  Spring  the  new  garments  show  an  increasing  in- 
terest in  the  Russian  styles.  From  present  prospects, 

things  look  as  though  the  coat  with  the  belt  will  have 
the  most  prominent  position  in  the  fashions.  Costumes 
will  also  feature  this  belt  effect  in  many  instances,  the 

style  adapting  itself  nicely  to  same. 
These  Russian  effects  are  decidedly  away  from  the 

long,  ̂ straight  lines  of  the  tailored  garments  and  toward 
the  short,  bloused  effects  of  the  old  Russian  models. 

Designers  who  have  visited  abroad  in  search  for  new 
ideas  for  Spring,  report  nothing  newer  than  this  Russian 
vogue  which  in  all  probability  will  be  the  keynote  of 
styles  for  the  opening  of  the  season. 

Diagonal  Effects. 
It  is  anticipated  that  although  shorter  novelty  coats 

will  have  the  preference  at  the  beginning  of  the  Spring, 

the  average  American  woman  still  clings  to  longer 
lengths,  and  in  all  probability,  the  longer  dressy  tailored 
models  will  come  in  for  their  share  of  prominence  as  the 

season  progresses.  The  lengths  of  these  coats  will  be 

from  32  to  38  inches  to  l»egin  with.  They  will  be  semi- 
fitted,  and  will  show  many  novelty  cuts  and  shapings, 

principally  the  diagonal  effects.  The  backs  will  have 
French  seams  and  in  many  instances  will  show  the  same 

cuts  as  the  fronts.  The  bottom  of  the  garments  will  be 

rounded  or  shaped  in  odd  designs.  The  sleeves  will  be 

full  length,  with  little  fullness,  as  usual,  and  finished 

with  odd  shaped  cuffs.  Some  of  the  novelty  coat  sleeves 

will  show  the  fullness  about  the  elbow,  the  fabric  gath- 
ered into  a  shaped  cuff,  thus  making  it  fuller  at  the 

bottom. 
Separate  Coals  and  Wraps. 

Right  in  line  with  the  shorter  suit  coat  comes  the 

threer^iuarter  separate  wrap,  which  may  take  the  form  of 

a  close-fitting  coat,  a  looser,  broad-sleeved  garment  or  a military  cape. 

At  present  the  preference  is  given  to  the  full-length, 
those  of  from  54  to  56  inches.  The  features  in  this  line 

are  the  diversity  of  style  and  the  variety  of  materials 

employed  for  their  construction. 

Coverts,  serges  and  broadcloth,  also  pongee  and 

shantung  coats  are  among  the  favored  materials*  at  the 

present  time  being  employed  for  coats  and  wraps. 

In  many  instances  these  coats  are  in  similar  designs 

to  those  now  being  worn  for  winter  use.  They  are  semi- 

fitted,  have  the  shawl-roUing  collars,  long  revers,  and 

side-pleated  effects  at  the  bottom.  Some  Russian  effects 
with  side-front  fastenings  are  also  noted.  The  loose, 

broad-shouldered  wiJe-hipped  coats  are  no  longer  in 

vogue.  In  their  places,  the  season  has  brought  a  model 

cut  with  rather  narrow  shoulder  lines  and  narrower  hip 

lines,   so   that  the  flat   figure  effect     that    has     been  in 
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Why  Sell  Your  Customers 
Dra\v-String  Petticoats 

which  they  have  to  make  over  by  putting-  on  a  band  with  hooks 

which  can  be  adjusted  in 
a  few  seconds  by  means 

of  a  solid  hook  and  eye- 
lets, therefore  doing  away 

with  the  extra  expense 

„,„-^—        «-     /\aTS  -.m*^  w^hich    your   customer   is 
rSTT/^j^^^-—^^^  put    to    in    changing    the 

^^  ^^  band  on  her  skirt. 

PaienUd  Au^.30,09 

UT7/^r>i\yf    rrTT^T^l?  C    are  made  The  Fof6a\  Fitt0 
r^  vJiVivi-jr  1 1  1  H/o        upin         patented  aug.  31.1909 PETTICOAT 

Silk  Taffeta,  British  Cotton  Taffeta,  Princess  Taffeta, 
Moirette,  Sateen 

PRICES— $9.00  per  dozen  to  $72.00 

ZTir'"'"'  McKAY  BROS.,  Limited 
1229-1231  Queen  St.  West,        :  Toronto,  Canada 

f-  SPRING   1910  ■  -n 

j  Dress  Goods  Department  f 

Whatever  is  fashionable  and  salable  finds  a  place  in  our  Spring  Dress 
goods    stock,  and   of   course   a   full  assortment  of  staple  weaves. 

Diagonals  are  Strong  for  Spring  (s^Iocks) 
Grey,  mannish    effects    in    suitings    should    not    be    overlooked. 
We  show  the  newest  weaves,  the  latest  colors.    Let  us  know   your^ 
sorting  wants. 

Sole  agents  for  Priestley's  Dress  Goods,  the  mainstay  of  the  leading 
retail  dress  goods  departments  all  over  Canada. 

GREENSHIELDS  LIMITED, Montreal 
Please  mention  The  Review  to  Advertisers  and  Their   Traveirrs 
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PROFITABLE 
ADVERTISING 

may  be  obtained  in  more  ways  than 
one.  But  no  method  is  more  suc- 

cessful and  economical  for  manu- 
facturers of  Clothing,  Whitewear, 

Underwear,  Footwear,  Millinery,  etc. , 
than  the  use  of 

ARTISTIC  WOVEN 
LABELS 

The  label  on  a  garment  fixes  the 

maker's  name  on  the  wearer's  mind. 
A  cheap  label  generally  indicates  an 
inferior  article,  whereas  a  good  woven 
label  is  an  immediate  and  forceful  sug- 

gestion of  the  "quality' '  of  the  goods. 
We  would  like  to  qunic  you  a  price  on  some 
really  food  woven  Silk  Labels.  The  neatness 
and  quality  of  the  labels  and  the  reasonable- 

ness of  our  price  will  appeal  to  you  strongly. 

K^RITE  US   TODAY 

CAN4D4  LABEL  AND 
WEBBING  CO.,  LTD. 

9  Morrow  Ave.       -     -       Toronto,  Ont. 

=0 

0 

BERGER'S 
The  Place  for 

Dresses,  and 
Skirts  too 

The  Spring  Line  is  Ready 

Call  when  in  the  city. 

Arrange  for  a  salesman  to  call. 

The  Berger  Co.,  Limited 
385  St.  Paul  Street        -       MONTREAL 

vogTie  for  the  past  two  seasons  is  strongly  accentuated 
whether  the  model  be  one  of  cloth,  of  satin  or  silk. 

White  Tailored  Models. 

A  decidedly  new  idea  in  coats  is  the  white  tailored 
models  that  are  predicted  to  be  good  for  fashionable 
trade.  These  white  coats  are  being  made  up  in  fancy 
cloths  and  rough  silks,  and  while  they  will  be  very 
dressy,  it  is  expected  that  they  will  be  taken  generously 
for  summer  resort  wear. 

In  such  coats  the  diagonal  and  wide  wale  serges,  and 
novelty  cloths  will  be  in  evidence,  as  well  as  silks. 

Capes  are  being  included  in  the  Spring  lines  and  these 
are  similar  to  the  ones  being  worn  just  now.  The  mili- 

tary designs,  however,  will  be  given  the  preference.  Capes 
are  longer  than  they  were  a  season  ago.  Many  of  the 
wraps  are  of  a  purely  evening  description,  showing  little 
trains  that  follow  the  outline  of  the  trailing  skirt  be- 

neath. 
Separate  Skirts. 

The  return  of  the  separate  blouse  necessitates  the 
vogue  of  the  separate  skirt,  which  this  season  shows 
many  possibilities.  While  to  all  appearances  the  gar- 

ments with  tunic  arrangements  and  over-skirt  effects  will 
predominate,  there  are  some  very  attractive  circular-cut 
plain  models  being  featured  to  some  extent. 

Side  fastenings,  diagonal  effects  and  many  forms  of 
the  yoke  skirts  are  all  being  made  up.  Some  of  the 
models  have  pleats  from  the  natural  waistline,  stitched 
down  to  knee  depth,  then  flaring  below  about  the  feet. 

The  kilted  or  pleated  flounces  lengthening  the  upper 
portions  of  skirts  are  still  in  evidence.  In  fact  the 
skirts  that  are  worn  now  will  be  seen  to  a  great  extent 
for  Spring.  Trimmed  skirts  are  also  in  vogue  and  noted 
in  many  styles. 

Dresses  Featured  for  Spring. 

.\  deeper  yoke  line,  shorter  sleeves,  circular  flounces, 
and  bloused  bodices  are  the  characteristics  of  the  newest 
dress  models  intended  for  day  wear. 

There  is  a  decided  movement  towards  the  more 

dressy  effects  for  Spring,  but  undoubtedly  the  later  win- 
ter models  which  we  will  see  from  now  on  will  influence 

the  early  Spring  models.  They  show  many  of  the  transi- 
tion features  aforementioned  in  this  article. 

The  many  new  yoke  effects  suggest  strongly  the  re- 
turn to  the  guimpe  dress  which  had  its  day  a  few  seasons 

ago.  Where  yokes  are  employed,  they  extend  back  and 
frontt,  fully  half  the  length  of  the  bodice,  of  which  they 
form  a  decorative  part. 

The  bloused  bodice  is  a  feature  of  many  of  the  up- 
to-date  models  in  dresses  of  soft  woolen  fabrics  and  of 
silks.  These  dresses  have  the  fastenings  at  the  side  of 
the  front  with  decorative  buttons  or  braid  ornaments  and 

have  shallow  yokes  of  dark  colors  in  transparent  effects. 
They  are  a  sort  of  reflection  of  the  Russian  blouse  suit. 

Skirts  are  pleated  in  the  majority  of  instances,  the 

hip  yokes  being  noted,  lengthened  by  a  pleated  floimce  ■ 
Tunic  effects  are  likewise  popular  in  dresses,  the  de^gn 

either  being  brought  out  by  trimmings,  or  in  the  cut  of 

the  garment. 
A  new  note,  however,  is  the  skirt  that  is  gored 

slightly  and  finished  with  a  shaped  flounce.  In  length 
these  skirts  touch  the  ground  all  around,  therefore  are 
classed  among  the  dressy  models. 

There  seems  in  fact  no  end  of  variety  of  dresses 

shown  by  manufacturers  who  are  now  making  up  their 

Spring  and  Summer  lines.  It  seems  almost  incredible 
that  so  many  styles  could  be  evolved  from  the  simplest 

fashion  idea.    One-piece  suits  of  serge,  diagonals,  rough 
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BRODY  &  FUNT 

MAKERS  OF 

TAILORED 

WASH 
SUITS 
The  greatest  capa- 

city for  turning  out 
Tub  Suits  in  the 
World •  •  •  •  •  • 

•  •  •  •  •  • 

58-60-62  WEST  15th  STREET 
NEW  YORK 

v,v  ,   :  'I  ̂    sssB—g  m  '     ,     '    .  .  ■■  iT»-.-  : '  '  „  ■ Please  tnentxon  Thi  Review  to  Advertisers  and  Their  Travelers. 
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To  All 
Canadian 

Buyers 
who  contemplate 

visiting  New  .York 

on  their  Spring  buy- 

ing trip,  we  issue  a 

cordial  invitation  to 

call  at  our  w^are. 

house. 

We  claim  to 

be  the 

Largest  Children's DressHouseinAmerIca 
and  our  lines  of  w^ashable  fabrics  are 
greater  than  ever  before  shown. 

Our  travellers  cover  the  wfhole  of 

Canada.  If  by  mischance  you  have 

been  overlooked,  a  postal  w^ill  enable 

any  merchant  unable  to  go  to  New^ 
York  to  see  our  samples. 

Don't  miss  this  chance  ! 

Borgenicht,  Kornreich 
&Go. 

84-90  Fifth  Avenue,  New  York 

weaves,  and  numerous  other  Spring  fabrics  are  quite 
promising  in  these  dresses. 

In  hnens,  the  suits  and  dresses  take  every  form  of 
those  shown  iu  cloths.  The  tailored  dresses  with  side- 
fastenings,  tunic  arranged  skirts,  pleated  flounces,  and 
the  like  are  all  being  shown. 

It  will  be  a  big  lingerie  dress  season  and  many 
beautiful  patterns  of  embroideries  are  being  made  up 
mto  one-piece  dresses  that  are  more  attractive  than 

ever. 
At  present  there  is  greater  favor  shown  to  the  long 

sleeve.  This  is  due,  to  the  fact  that  many  of  the  street 

dresses  are  in  tailored  styles  where  the  long  wrist- 
length  sleeve  is  the  smart  and  consistent  thing.  The 

Spring  models  show  the  three-quarter  sleeves,  though  not 
as  generally  as  was  the  case  three  or  four  seasons  ago. 
It  is  predicted  that  later  in  the  season,  the  three- 
quarter  lengths  will  have  the  favor,  in  both  costumes 

and  waists. 
The  Return  of  the  Separate  Blouse. 

Every  indication  points  to  the  return  of  the  separate 
waist  to  its  own  important  position  they  held  some 
years  ago.  It  is  possible  that  lingerie  waists  will  be  as 

expensive  as  they  were  some  seasons  ago,  for  the  ten- 
dency is  to  push  such  blouses. 

Houses  catering  to  lingerie  waists  are  showing  many 
attractive  models.  The  tailored  models  which  are  al- 

ways first  choice  in  the  Spring  are  again  being  given 
strong  representation  in  the  field  brought  out  in  a  wide 
range  of  styles  in  both  strictly  tailored  and  trimmed 

designs.  In  the  latter,  embroidered  effects,  in  combina- 
tion with  tucks  of  various  sizes  are  given  high  position. 

Also  novelty  ideas  in  the  designing  of  the  front  opening 
of  the  waists,  which  have  the  tailored  appearances  are 
featured  extensively.  The  sleeves  of  the  tailored  styles 
are  made  in  shirt  style,  with  the  laundered  cuff  in  many 
instances,  although  a  number  of  models  in  soft  cuff 
effects  with  slight  puffs  are  showTi. 

The  sleeve  question  among  the  waist  manufacturers 
continues  one  of  importance.  Most  of  the  manufacturers 
favor  decidedly  the  long  sleeve  for  early  Sprmg  wear. 

Many  of  them  feel  that  the  three-quarter  lengths  will 
come  into  prominence  later  iu  the  season.  There  is  a 
diversity  of  opinion,  however,  on  this  subject,  and  it  is 
really  difficult  to  say  just  what  will  be  what  at  this writing. 

Practically  all  the  dressy  waists  have  short  sleeves. 

Some  have  the  cap  uppers,  with  a  net  or  lace  under- 
sleeve.  The  puff  effects  or  those  with  fullness  about  the 

elbow,  with  the  material  gathered  into  a  cuff  are  indica- 
tive of  the  styles  in  sleeves  for  the  dressy  models. 

Considerable  trimming  is  noted  on  many  of  the  new 
blouses.  Often  two  or  three  different  laces  are  used  in 
combination  without  detracting  from  the  general  effect  of 
simplicity.  Little  yokes  of  hand  embroidery,  Cluny,  or 
Valenciennes  laces  are  combined  with  small  tucks  to  give 

a  V  effect  in  front,  below  w^hich  are  perpendicular  lines 
of  lace. 

The  important  feature  in  the  new  waists  is  the  friU 
or  side-pleating  which  is  considered  very  smart  this 
season.  Some  of  the  models  have  a  double  frill.  These 
frills  are  in  many  different  styles  and  trimmings. 

Voille  waists  will  have  strong  recognition  this  season 
as  will  those  made  up  of  silks  in  the  soft  China  and 
Jap  silks.  The  new  crepes  are  likewise  pretty  and  an 
improvement  over  the  crepes  of  last  year. 

Blouses  of  all  descriptions  are  very  simple  in  their 
constructions  this  season,  which  is  a  noteworthy  feature. 

The  lingerie  waists  are  showing  many  up  and  down 

effects,  although  yokes  will  be  popular-  too. 
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ANNOUNCEMENT 
We  have  just  completed  an  addition  to  our  premises  which  we  are  g"oing"  to  use  as  a 

Ladies'  Wear  Department 
This  extra   space  will  allow  us  to  give  an  attention   to  this   line  which  we   never 
could  before. 

Also,  the  increased  accommodation  in  the  other  departments  made  by  the  withdrawal 
of  these  goods  will  greatly  improve  our  facilities  there.     We  will  be  able  to  give 
you  a  better  service  in  all  lines. 
We  would  welcome  your  business  and  would  soon   prove  to  you  that  it  will  pay 
you  to  give  us  your  patronage. 
The  next  time  you  are  in  need  of  any  goods,  if  our  representative  for  your  vicinity 

is  not  there,  let  us  know  direct  by  wire,  phone  or  mail,  and  we  will  send  you  "the 

right  goods  at  the  right  price." 

Vassie  &  Company,  Limited 
Wholesale  Dry  Goods  and  Woollens 

  ST.  JOHN,  N.B.   

»;y^^»j.kki,i.i,^kk^k^»^k^^.ww^^;,y^uuuui.k 
mz 
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HAVE  YOU  SEEN  OUR  TURBAN  FRAME  m 
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Please  mention  The  Review  to  Advertiters  and  Their   Travelers. 
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Dresses  and  Coats 

Naturally,  with  the  coming  of  Spring  and  warmer 
weather,  the  dress  of  wool  goods  gives  place  to  a  great 
extent  to  dresses  of  wash  materials.  There  is  every 
evidence  that  the  demand  for  one  piece  dresses  will  be 
heavy  for  the  coming  season.  A  marked  feature  of  the 
Spring  lines  is  the  introduction  of  the  belt  into  the 
dress.    This  style  is  particularly  suitable  to  wash  goods. 

There  seems  to  be  every  indication  of  a  heavy  trade 
in  the  inexpensive  gingham  and  cotton  dresses  for  Spring. 
There  are  some  particularly  attractive  materials  which 
are  being  used  in  the  manufacture  of  Spring  dresses,  and 
which  closely  resemble  dress  goods.  The  fact  that  these 
are  not  exjiensive,  enables  manufacturers  to  turn  out 
very  attractive  dresses  at  a  low  figure. 

The  popularity  of  dresses  brought  the  separate  coat 

into  prominence  this  season,  and  there  is  a  good  pros- 
pect of  active  trade  for  Spring. 

Following  the  lengths  of  suit  coats,  which  are 
shorter,  separate  coats  will  also  be  shown  in  shorter 
lengths,  as  well  as  full  lengths.  In  fact  almost  any 

length,    from   38    to   56   inches     will  be.  correct.       Seven- 

Plain,  tailored  suit  of  diagonal  cloth,  notched  collar,  with 
long  side  roll.  Plain  tailored  sleeves  and  pleated  skirts. 

—  Shown  by  the   Ontario  Cloak  Co.,  Toronto. 

eighths  fitting  styles  are  preferred,  and  for  motor  coats 

semi-fitting  and  loose  styles  will  be  m  vogue.  Some  coats 
will  show  a  belt  or  belt  effect. 

Among  materials  serge  will  be  prominent.  Shepherds 
dbeck  is  expect^  to  be  a  favorite,  and  diagonals  seem 
Lively,  to  have  a  strong  showing.  Coverts  are  always 

g-Qod   sellers      for     Spring   and   tkcro  is   every  likelihood 

that  the  demand  for  these  will  be  up  to  the  average.  For 

summer  wear  pongee  silk  gives  promise  of  greater  pop- 
ularity than  ever. 

Underskirts. 

Underskirt  manufacturers  have  done  a  very  big  ad- 
vance business  for  the  coming  season.  With  many  sec- 

tions of  the   Canadian   trade,   messaline  has  not  proved  a 

Waist  of  net  and  heavy  lace  bands,  with  lace 

motil  outlining  yoke,  and  crochet  buttons  trim- 
mlng  the  front ;  sleeves  with  cap  top  puff  and 

long  cuffs—  Shown  by  Ladies  Wear,  Ltd., 
Toronto. 

great  success  as  a  petticoat  silk — it  is  too  soft  and  cling- 
ing to  suit  the  general  taste.  Now  that  dress  skirts  are 

less  clinging,  and  it  is  possible  to  get  a  tafieta  that  pre- 
sents a  decent  possibility  of  giving  a  fair  amount  of  wear 

at  a  reasonable  price,  there  is  an  increasing  demand  for 
taffeta  underskirts. 

The  greatest  possible  attention  is  given  by  designers 
to  the  cutting  and  shaping  of  skirts.  The  upper  parts  of 
the  skirt  must  fit  perfectly,  and  those  firms  who  pay  the 
most  attention  to  this  point  arc  the  ones  that  do  the 
largest  business,  as  on  the  cut  and  fit  of  the  underskirt 
the  perfect  set  of  the  dress  skirt  in  a  great  measure  de- 

pends. Plenty  of  fullness  around  the  feet  is  also  looked 
for.  The  side  plaquet  as  a  means  of  fastening  is  much 
favored  and  there  is  an  increasing  demand  for  the  skirts 
that  have  an  adjustable  waist  band  instead  of  the  old 
draw  string  type.  Not  only  are  high  priced  goods  made 
in  this  manner  but  it  has  been  found  profitable  to  extend 
their  use  to  the  popular-priced  garments. 

Trimming  styles  are  varied  but  more  ruffles  are  used 
and  shiiTings  are  a  feature. 

For  Spring  selling  in  particular,  the  mercerized  cot- 
ton petticoat  is  increasingly  sold.  This  is  due  to  the  e.x- 

cellenco  of  the  silk  imitations  and  to  their  good  wearing 
qualities.  Imitations  of  tafieta  are  in  the  lead  for  Spring, 
and  are  made  up  in  practically  the  same  styles  as  the 
silk  underskirt.  From  some  sections  of  the  country  there 
is  a  good  demand  for  cotton  taSeta  underskirts  with  tbr 
embroidered  frills. 
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Queen   Dress  &  Waist  Mfg.  Co, 
-40  St.  Antoine  St., MONTREAL 

The  above  is  a   New  Name 

New  Ideas  and    New  Styles 

Re  DRESSES: 

We  are  now  producing  daily  an  endless  variety  in  styles  and  materials  of  all 

grades  and  suitable  for  every  occasion,  whether  Street,  House  or  Evening"  wear. 7^!?  latler  is  our  main  line. 

Re  WAISTS: 
We  have  followed  the  same  ideas. 

Look  throug"h  our  line  and  you  will  be  convinced. 
Other  merchants  say  we  have  the  best  line  in  the  market. 

Have  a  look  throujarh   it  and   judg'e  for  yourself. 

II 

II 

P. wk^(mmm  \L<^mm  \miLw:§km.(m>  \ 
BRAIDS,  CORDS, 

DRESS  TRIMMINGS, 
FRINGES,  TASSELS,  ETC. 

SEE  OUR   LINES  BEFORE  ORDERING 

MOULTON    &    CO.,       -         Manufacturers 
236    Craig    Street    East,    MONTREAL 

II 

II 
Every  Garment 

Manufacturer 

Trimmings,  Buttons,  Etc KNOWS  US  ̂'•^°  "b^I*  ''''^"  *" 

Buy 

Styles  and  Values  Unsurpassed 

M.  MARKUS  &  CO.,  Importers 
215  Notre  Dame  St.  West,  MONTREAL 

Please  mention  The  Revicx^'  to  Advertisers  and  Their    Travelers 
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Business  in  Wash  Lines. 

In  a  few  years'   time  the  Spring  and   Summer  busi- 
ness in  wash  lines  has  grown  immensely.    It  used  to  be 

that  only  the  very  large  stores  attempted  to  do  any 
extensive  business  in  wash  suits.  At  the  present  date 

the  washing  suit  is  a  most  substantial  factor  in  summer 

selling  and  this  year  the  two-piece  linen  suit  promises  to 
have  a  larger  representation  than  ever. 

White  linen  suits  are  always  big  sellers,  and  this 

year  will  be  no  exception,  though  the  vogue  of  crashes 
and  coarse  linens  in  the  natural  shades  may  cut  some- 

what into  the  sale  of  white.  Colors  are  also  selling  and 

blue,  pink,   helio   and  tan  are  the  leading  shades. -«- 

Tailored  model  in  messaline  silk,  handsomely  (rim- 

med with  souiache  braid  -  Shown  by  Ladies'  Wear, 
Limited,  Toronto. 

Shorter  Coats  Favored. 

The  opening  of  the  selling  season  is  now  within  a  meas- 
urable distance,  and  in  a  very  few  weeks  now  the  advance 

showing  of  the  new  spring  models  at  retail,  will  take 
place.  The  orders  placed  have  been  very  large,  and  the 
fact  that,  notwithstanding  the  many  new  firms  now  in 
business,  orders  total  as  a  rule,  fully  50  per  cent,  over 
those  of  any  season  yet  experienced  in  the  garment  trade 

— not  50  per  cent,  over  the  pre'vious  season — but  50  per 
cent,  over  those  of  the  best  year  the  trade  has  ever  had. 

The  strong:  tendency  is  for  the  shorter  coat  lengths 
fur  tlie  suit  coat,  and  new  models  now  showing  for  the 
Easter  trade  show  this  influence  in  a  marked  manner. 

Whereas  36-in.  ruled  for  early  selling,  now  30-in.,  or  at 
the  most  32-inch  are  the  leading  lengths,  and  some  smart 
models  are  even  shorter. 

When  early  showings  are  made  it  would  seem  as 
though  there  would  be  a  considerable  variety  in  coat 
lengths.  This  is  due  to  the  transition  state,  and  to  the 
fact,  that  the  change  has  come  so  suddenly.  It  was  only 
at  the  end  of  last  Summer  seasani  that  Paris  made  the 

change,  and  even  there,  the  Winter  season  was  well  on 

Roseberry  Cloth 
The  Ideal  Waterproof  Cloth. 

It  is  tjie  cloth  for 

Ladies'  and  Men's  Motoring  and  Utility  Garments 

fne&tleuZ This  label  is  sewn 

in  every  garment. 
None  other  genuine. 

SOLE  SELLING  AGENTS  : 

Greenshields  Limited,  Montreal 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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1910  RESOLUTIONS 
To  make   1910  our  banner  year. 

To  maintain  our  leadership  in  the  Garment  Trade. 

To  further  expand  our  organization    in    all    directions. 

OUR  LINE  OF  SUITS,  DRESSES,  TOP  SKIRTS 
AND  UNDERSKIRTS  FOR  SPRING  IS  THE 

BIG,   POPULAR  AND  MEDIUM  CLASS    SHOWING. 

(9?/r  representatives  are  now  on  the  road  with  the  complete  range. 

Inspection  invited,   either  through  them  or  in  the  House. 

National  Skirt  Manufacturing  Co. 
291  Notre  Dame  St.  West,    Montreal 

th^  Boa$-Td$en  Co. 
COATS,  SUITS,  DRESSES,  SKIRTS 

SPRING      LINE      NOW      BEING      SHOWN 

OUR  rang^e  is  distinctive  in  style,  exclusive  materials  abound, 
and  every  garment  is  a  sure  sign  of  satisfaction  for  you. 

Owing  to  the  lateness  of  delivery  of  cloths,  we  were  somewhat  de- 
layed in  showing  our  Spring  range.  With  this  in  view  we  request  your 

co-operation  in  placing  your  orders  when  our  representative  calls. 

OUR  SALESMEN  ARE  ON  THEIR  ROUTES 

INSPECTION  INVITED  IN  THE  HOUSE 

THE   BOAS-FELSEN   CO.   TonT  keTI 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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its  way  before  the  new  styles  became  prominent.  In  New 
York,  Fall  business  was  in  progress,  and  stocks  were 
bought,  and  for  this  reason,  both  the  manufacturers  and 
the  buyer  held  hack.  They  had  no  doubt  of  the  fashion 
tendency,  but  they  did  not  wish  to  face  the  loss  that  would 
be  sure  to  come,  if  the  new  style  tendencies  were  given 
prominence,  and  if  they  took  effect  in  the  middle  of  the 

season.  Besides,  it  was  by  no  means  certain  that  so  rad- 
ical a  change  would  be  welcomed,  as  a  short  coat  fashion 

shown  in  mid-winter  would  not  be  turned  down  by  the 

buying  public. 
Now  that  the  Spring  season  is  approaching  the  shorter 

models  are  shown,  and  with  every  prospect  of  scoring  a 
marked  success. 

While  the  new  Russian  blouse  styles  are  the  high 

novelty,  and  are  well  endoreed  by  the  leading  manufac- 
turers, they  are  shown  in  a  greatly  modified  form.  Nat- 
urally, at  present,  they  have  not  the  prominence  that  is 

given  to  the  plain  tailored  and  semi-tailored  models.  Rus- 
sian effects,  it  must  be  remembered  are  the  high  style 

novelty  of  the  season,  but  the  greater  pail  of  the  business 
must  be  done  in  tailored  designs,  with  the  coat  lengths 

ranging  from  26-in.  to  32-in.  in  both  semi  and  i  fitted 
models.  The  tendency  to  the  close  fitted  models  is  most 
marked,  and  here  some  designers  seems  to  have  got  astray, 

for  thougli  c-:ijcr  fitting  coats  are  favored,  the  slender 
hipless  lines  still  continue  to  be  the  fashionable  figure 
lines  for  Spring.  The  slightly  curved  in  line  is  the  result 
of  the  tighter  fit  of  the  coat,  not  to  any  chance  in  the 

stylo  of  the  figure.  Shorter  ooi^set  models  may  come  into 
use  later,  but  every  manufacturer  must  know  that  a  nip- 
ped-in  waist  could  not  be  forced  all  at  once  on  the  trade. 
There  has  been  an  attempt  in  Paris  recently,  and  this  has 
led  to  an  instant  revolt  on  the  part  of  the  wearer. 

The  long  plain  sleeve  with  the  eufl:'  laid  in  and  part  of 
the  sleeve  is  the  one  most  seen,  aad  in  tailored  models  will 
be  the  one  used.  With  the  new  blouse  models  the  sleeve 

used  shows  a  slight  fullness,  both  at  the  arm-hole  and  the 
elbow. 

No  matter  what  form  the  coat  takes,  Avether  bloused 
and  tailored,  the  collar  is  the  one  with  the  long  roll  either 
in  shawl  effect  or  notched.  JMany  coats  fasten  below  the 
waist  line,  and  low  fastenings  with  one,  two,  three,  or 
four  buttons,  are  the  rule. 

Buttons  are  not  so  toumerous,  but  those  used  are  hand- 
some, and  fancy  metal  and  pearl  effects  are  much  em- 

ployed. Bone  buttons  are  used  on  mingled  fabrics  to 
some  extent. 

For  the  suit  skirt,  pleated  models  are  favored,  though 
some  tunic  effects  made  by  the  application  of  folds  are 
shown.     These  models  are  best  when  for  separate  skirts. 

copied  for  misses'  wear,  the  long,  rolling  revers  will  be 
the  big  fashion  feature.  This  is  a  very  smart  style  and 
one  that  is  most  becoming  as  well  as  being  perfectly 
adapted  to  warm  weather  wear. 

  *   

Misses'  and  Children's  Wear. 
The  growth  of  this  department  which,  as  a  separate 

department,  is  something  new  in  Canadian  stores  is 

shown  by  the  very  large  orders  placed  with  the  manu- 
facturers for  the  coming  season. 

Up  to  date  the  larger  sized  orders  have  been  for 
dresses,  though  suits  have  also  come  in  for  their  share 
of  attention.  This  is  due,  in  some  degree,  to  the  fact 

that  the  question  of  coat  lengths  is  at  present  an  un- 
settled one,  many  designers  believing  that  shorter  lengths 

will  be  called  for  when  the  season  opens.  Manufacturers 
in  this  line  as  in  others,  will  safeguard  their  customers 
in  this  matter. 

.V>  in   women's  garments,  which  are  more  and  more 

The  Importance  of  the  Corset. 
New  York,  January  3. 

The  new  fashions  have  brought  many  radical  changes 
in  the  corset  for  the  coming  season.  In  preparing  Spring 
lines  the  manufacturers  have  given  a  little  more  fullness 
to  the  hip,  thereby  indicating  their  confidence  in  a  return 
to  more  curving  lines.  This  change  which  is  indicated 
in  a  degree,  is  rather  slight,  however.  It  will  be  a  little 
hard  for  women  who  favor  the  youthful  lines  of  th& 
slender  hip  to  adopt  this  new  style  for  a  time  at  least. 

The  correct  features  for  the  corsets  up  to  now  have 
been  the  long,  slender  lines,  with  slightly  incur%'ing  waist, 
the  flat  effect  preserved  absolutely  across  the  front  with  a 
slight  spring  at  the  back  and  sides,  this  incurving  line 
suggested  rather  than  actual;  the  low  bust— this  feature 
exaggerated  more  at  the  back  than  at  the  front;  from  four 
to  six  strong  hose  supporters,  and  laces  from  eight  to  ten 
yards  long.  And  in  all  probability  this  is  the  corset 
vogue  for  the  Spring  season,  despite  the  efforts  of  design- 

ers to  introduce  those  with  more  fullness  about  the  hips. 
A  number  of  interesting  changes  in  the  cut  of  corsets 

are  evident  for  the  Spring.  These  changes  will  not  be 

very  marked  at  the  start,  but  later  on  they  will  be  recog- 
nized and  no  doubt  given  more  attention.  The  first  radi- 

cal change  is  the  tendency  to  get  away  from  the  straight 
figure  and  back  to  the  more  curving  lines.  Waists  will  be 
incurved,  although  the  long  hip  will  be  evident.  This 
change  to  the  curving  waist  is  expected  to  develop  as  the 
season  progresses  and  women  begin  to  see  its  importance 

to  accord  with  the  present  styles  in  di-ess.  Particularly 
so  will  it  be  noted  where  the  Russian  blouse  styles  are 
adopted.  These  effects  will  necessitate  a  belt  placed  at  the 
natural  waistline,  naturally  the  corset  will  have  to  have 
more  waist  than  it  has  possessed  for  the  past  few  seasons. 

Another  important  feature  of  the  new  corsets  is  the 

lowering  of  the  bust.  In  many  models  this  is  very  much 
exaggerated.  Such  a  thing  is  not  practical  and  can  only 
be  adopted  by  a  small  figure. 

The  length  of  the  corset  below  the  waist  line  shows 
no  decrease,  despite  the  effort  of  more  waistline.  The 
proper  corset  will  continue  to  be  long  over  the  hips,  at 
the  side  and  the  back,  encasing  the  figures  quite  as  much 
as  heretofore.  There  is  no  possibility  of  the  return  to 
the  shorter  corsets,  although  it  is  expected  if  the  natural 
waistline  costumes   meet    with   success. 

FINDS  STYLE  INFORMATION  USEFUL. 
From  T.  Pauldon,  sales  manager,  Waverley 

Woolen  Mills,  Launceston,  Tasmania:  Enclosed  I 
have  pleasure,  I  say  have  pleasure,  in  handing  you 

Post  Office  International  Order  No.  48816  in  pay- 
ment of  1910  subscription  to  The  Dry  Goods  Review. 

I  am  sending  this  off  now  although  no  account 
is  to  hand  from  you  because  I  do  not  want  to  let 

any  copies  miss  me  and  I  remember  my  subscription 
expires  in  January.  Do  I  find  The  Review  worth 
the  money?  You  can  just  bet  I  do  or  else  I  would 
not  now  be  remitting..  Although  at  this  end  of  the 

world  the  seasons  are  "The  other  way  round,"  I 
find  that  the  forcast  of  styles,  etc.,  in  which  I  am 

naturally  interested,  very  useful  to  me. 



To  Charge  or  Not  to  Charge  for  Garment  Alterations 
Practice  in  Many  of  the  Smaller  Towns  and  Cities  is  to  Cut  Out 
the  Extras  —  Satisfied  With  Results  From  Reasonable  Prices  —  One 
Merchant  Estimates  Cost  at  25  Cents  Garment  During  Busy  Season. 

TO  charge  or  not  to  charge  for  alterations  i  the 

ready-to-wear  department,  is  a  question  which 
the  merchant  has  probably  decided  in  one  way, 
and  eventually  changed  his  mind  to  give  the 

other  way  a  trial. 

The  Review  has  made  some  inquiries  in  this  matter 
and  finds  that  in  many  of  the  smaller  towns  and  cities 

no  direct  charg'e  is  made  for  the  worl£.  It  would  appear 
that  merchants  are  satisfied  with  results  in  selling  their 
garments  at  a  fair  figure.  In  the  large  cities,  however, 
alterations  are  charged  for. 

"We  charge  it  up  to  expense,"  said  a  merchant  in  a 
city  of  17,000.  "After  all,  it  does  not  amount  to  a 
great  deal.  We  have  sales  people  who,  when  not  engaged 
in  altering,  help  out  the  other  customers.  It  is  a  good 
drawing  card,  when  a  merchant  can  advertise  that  no 

barges  are  made  for  alterations." 
"Although  our  alteration  department  has  a  regular 

staff,"  said  another  merchant,  "we  do  not  charge  for 
alter«tions.  In  a  busy  season  the  expense  in  connection 
this  worii  amounts  to  about  25  cents  a  garment,  and  it 
seldom  runs  above  50  cents. 

A  Competent  Man  in  Charge. 

"There  is  a  man  in  charge,  to  whom  I  pay  $15  a 
week,  and  he  has  three  assistants.  I  find  that  it  pays 
to  kave  a  good,  thorough  tailor  in  charge  of  this  work. 
He  is  the  only  one  who  takes  measurements  on  a  job 
that  is  at  all  important.  He  is  a  competent  man,  and 
customers  have  confidence  in  his  ability.  These  are  the 

important  things^to  have  alterations  made  properly, 
thoroughly  and  at  a  minimum  of  expense. 

"When  a  saleslady  disposes  of  a  garment,  her  duty 

ends  there.  If  there  are  alterations  'to  be  made,  the  cus- 
tomer is  fitted  properly.  She  may  have  the  saleslady 

with  her  if  she  so  desire,  but  we  endeavor  to  avoid  all 
possibility  of  mistake  between  these  two  branches  of 

our  service  in  the  ready-to-wear  department.  To  this 
we  attribute  some  of  the  success  of  that  department. 

"It  is  true  that  some  alterations  would  cost  in  the 
neighborhood  of  $2  or  $3  if  charged  for,  but  the  average 
is  very  small,  and  after  all  it  is  an  easy  matter  for  the 
merchant  to  regulate  these  things  in  his  selling  price  if 
he  caasiders  that  he  is  not  fair  to  himself.  It  is  a  good 
selling  point  to  be  able  to  tell  a  customer  that  no  charge 

is  made." 
Confiden-"   Necessary. 

Th«  manager  of  one  of  the  largest  and  most  success- 

ful workrooms  in  the  United  States,  writing  in  Nugent's 
Bulletin,  has  this  to  say  of  the  alteration  department  : 

"It  goes  without  saying  that  in  a  well  regulated  store 
the  buyers  for  the  various  garment  stocks  should  have 
full  confidence  in  the  manager  of  the  alteration  depart- 

ment. They  should  not  interfere  with  any  instructions 
given  by  him  to  the  fitters  or  to  the  other  employes  of 
the  alteration  workroom. 

"The  success  of  the  manager  of  the  alteration  work- 
room depends  on  the  satisfaction  given  to  the  customers 

in  the  buyers'  departments.  It  is  the  business  of  the 
alteration  workroom  to  please  these  customers.  At  the 
same  time  the  alteration  workroom  must  try  to  make 
its  work  as  economical  as  possible,  otherwise  the  profits 

o!  Xh%  irhole  r«idy-to-w»ar  seetioiui  suffer.      Tkterelore, 

there  should  be  confidence  and  harmony  between  the  buy- 
ers and  assistant  buyers  and  the  head  of  the  alteration 

department. 
"One  special  point  worth  noting  is  that  saleswomen 

should  be  particularly  careful  to  make  sure  before  the 
sale  of  a  suit  is  completed  that  the  coat  and  the  skirt 
match  exactly.  In  large  departments  on  busy  days  it 
has  not  been  unknown  that  sales  have  been  made  with 

the  skirt  and  coat  of  different  suits  sent  into  the  altera- 
tion workroom  on  the  one  order.  The  skirt  and  coat 

take  different  courses  in  the  workroom  and  do  not  come 

together  until  after  the  alterations  are  completed.  Then, 
when  the  examiner  di-scovers  that  they  are  of  a  different 
shade  or  do  not  match  in  some  other  way,  the  cost  of 
the  alteration  is  lost  and  the  customer  is  written  a  long 

letter  with  much  regret  and  aske<l  to  call  and  make  an- 
other selection. 

Holding  Conferences. 

"As  a  means  of  securing  consistent  work  in  one  large 
alteration  department,  it  has  been  found  desirable  to 
have  a  meeting  of  the  alteration  fitters  at  least  once  or 
twice  a  week  during  the  busy  season.  These  meetings 
are  held  after  business  hours,  but  do  not  last  for  more 
than  half  an  hour.  On  these  occasion  the  alteration 
workroom  manager  points  out  where  the  methods  of 

handling  the  work  can  be  improved  and  the  fitters  ex- 
change their  own  views,  relate  experiences  that  seem  to 

them  worth  while  and  gather  information  from  one  an- 
other as  to  what  has  taken  place  in  the  fitting  rooms 

during  the  preceding  two  or  three  days.  These  meetings 
serve  useful  purpose  in  having  the  fitters  uniform  in  their 
estimate  of  prices  on  alterations  and  in  their  mode  of 
altering  particular  types  of  garments  that  may  be  at 
the  moment  in  the  greatest  demand. 

"This  is  a  much  better  way  of  airing  any  dispute 
between  the  salesforce  and  the  alteration  workroom  than 

to  allow  any  personal  recrimination  during  the  work  of 

the  day-  Generally  it  has  been  found  that  a  free  dis- 
cussion shows  that  there  is  no  grave  difference  of  opinion 

and  all  concerned  leave  the  meeting  in  good  humor  and 

with  a  better  attitude  toward  the  next  day's  work. 
"Finally,  let  it  be  remarked  that  the  life  of  an  al- 

teration fitter  is  not  the  most  pleasant  in  the  world. 
And,  therefore,  the  study  of  store  owners  and  managers 
should  be,  first,  to  secure  competent  fitters  ;  second,  to 
give  them  a  well  equipped,  well  arranged  workroom  ; 

third,  to  put  a  practical  person  in  charge  of  the  altera- 
tion workroom  ;  fourth,  to  see  that  the  alteration  work- 

room and  the  sales  force  in  the  department  work  to- 

gether harmoniously  to  achieve  the  elements  of  success." 

CONTAINS  UP-TO-DATE  INFORMATION. 

From  Qua  &  Patterson,  Collingwood,  Ont., — We 
enclose  you  money  order,  amount  $2,  our  renewal 
subscription  to  The  Dry  Goods  Review  for  another 

year. We  look  for  The  Review  ST^ery  month  as  there 

is  always  good  up  to-date  information  in  different 
times  of  great  benefit  to  retail  stores. 
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Boas-Felsen   Co.,   Montreal. 
Greenshields  Ltd.,   Montreal. 

Hart  Mfg.   Co..  Montreal. 

McElroy   Mfg.    Co..  Toronto. 
National   Skirt   Co..   Montreal. 
Novi   Modi   Costume   Co..   Toronto. 
Ontario   Cloak  Co..  Toronto. 
M.  Pullan  &   Sons.   Toronto. 

Queen  Dress   &   Waist   Co..   Montreal. 
Star  Whitewear  Mfg.  Co..  Berlin. 
A.   Sommer   &   Co.,   Montreal. 
Stewart,  Howe  &   Meek,   Toronto. 
J.   H.    Waldman   &   Co.,    Montreal. 

Garment  Labels, 
Canada  Label  &  Webbing  Co.,   Toronto. 

Raincoats. 

National   Rubber  Co..   Montreal. 
M.   Pullan   &   Sons.   Toronto. 

Skirts. 

Berger   &   Co..    Montreal. 
Boas-Felsen.    Montreal. 
Brock  Co..   W.  R.,   Toronto. 
Canadian    Converters    Co.,    Montreal. 
Greenshields    Ltd..    Toronto. 

Hart   Mfg.   Co..    Montreal. 
Helena   Costume   Co..   London. 

McKay   Bros..   Toronto. 
Montreal   Skirt   &    Cloak   Co..    Montreal. 
National   Skirt   Co..   Montreal. 
Pullan   Sons.   M..   Toronto. 
Sommer  &   Co..  A..   Montreal. 

Stewart,   Howe  &  Meek,   Toronto. 

Telford     &      O'Routke     Garment     Co.,    Rock 
Island. 

Victor  Mfg.   Co.,   Quebec. 
J.   H.    Waldman   &   Co..    Montreal. 

Skirt  Hangers. 

Buckingham-Rae  Co..   Chicago. 

Suits. 

Berger  &  Co..   Montreal. 
Boas-Felsen   Co..   Montreal. 
The   W.   R.   Brock  Co..  Montreal. 

W.   R.   Brock.   Toronto. 

Brody   &   Funt.   New   York. 
Eclipse   Cloak   Co..    Toronto. 
Greenshields    Ltd..   Montreal. 

Hart  Mfg.  Co..  Montreal. 
Helena   Costume  Co..   London. 

McElroy  Mfg.   Co..   Toronto. 

National   Skirt  Co..   Montreal. 
Novi  Modi   Costume  Co..  Toronto. 

Ontario  Cloak  Co.,   Toronto. 
M.   Pullan   &   Sons,    Toronto. 
A.   Sommer  &  Co..   Montreal. 
Star   Whitewear   Mfg.   Co.,   Berlin,    Ont. 
Stewart,   Howe   &  Meek,   Toronto. 

J.   H.   Waldman   &   Co.,  Montreal. 

Trimmings. 

Laces  &  Braids  Mfg.   Co..   Toronto. 
M.  Markus   &   Co..  Montreal. 
Moulton   &   Co..   Montreal. 

Waists. 

W.   R.   Brock  Co..   Toronto   and  Montreal. 

Dunlap   Mfg.    Co..    Montreal. 
Eclipse   Whitewear   Co..   Toronto. 

Greenshields   Ltd..   Montreal. 

Helena   Costume   Co..   London. 

Ladies   Wear  Ltd..   Toronto. 

Laurentian   Whitewear  Co..    Levis   Que. 

McElroy  Mfg.   Co..    Toronto. 

Queen  Dress  &   Waist   Co..   Montreal. 

Sparks    Bros..    Ottawa. 

Star  Whitewear  Mfg.   Co..    Berlin. 

Whitewear. 

W.   R.   Brock   &   Co..   Toronto   and  Montreal. 

Dunlap  Mfg.   Co..   Montreal. 

Eclipse   White\vear   Co..   Toronto. 

Greenshields   Ltd..   Montreal. 
Laurentian   Whitewear   Co..    Levis.    Que. 

Star   Whitewear   Mfg.    Co..    Serlin    . 

TABLE    OF    CONTENTS 
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Buying       224 

Misses   and   Children's   Wear      252 
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Separate    Coats    and    Capes       232 
Specialty   Lines   Active      222 

Style    Changes   Promote   Interest       199 
Shorter   Coats   Favored      250 

Separate    Skirts       248 

Trimined    Suits    for    Spring       242 
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NATIONAL 
NEW      YEAR       PROGRAM 

MORE    BUSINESS        «         BETTER    SERVICE 

As    ever,    always    the    first    to    shoAV    the    new    things 

The  House  for  Ladies' 
and  Men's  Waterproofs 

Some  of  the  new  things— A  new  material  for  Ladies'  Automobile  Coats. 
Two  distinctive  novelties  in  Ladies'  Garments.    Ask  our  travellers. 

A  stronger  range  than  ever  of  Ladies'  Separate  Coats,  in  Linen,  Shantung, 
Repps,  etc.     Exclusive  styles  and  materials. 

Our  travellers  w^ill  soon  show^  the  range  all  over  Canada. 

National  Rubber  Company 
of  Canada 

16  Craig  Street  West MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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fflil^H 

Thoroughly  Man-Tailored 

Costumes,  Skirts  and 
Dresses 

Spring  Line  Awaits  Your 

Inspection 

CORRESPONDENCE    SOLICITED 

Hart  Manufacturing  Co. 
Phillips  Square  Montreal 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 



The  MacLean  Publishing  Co,,  Ltd. 

Publication  Office,  Toronto 

Montreal,  Winnipeg,  Vancouver,  New  York,  London,  Eng. 

THE 

•WESTPOINT" 

Manufactured 

by  the 
MONAKCII  KNITTING  COMPANY 

imileil 



DRY     GOODS     REVIEW 

AFTER  STOCKTAKING    or  shall 

we     suggest     berore-   pack     up      your     orr- 
color   goods    and   send   tnem   to 

R.  Jr^arher  CT  Co. 
Toronto, C^anaaa 

to  be  redyed  and  finisned,  and  made  salable 

at  best  current  prices.      Money  m  the  act. 

( 

ROOSTER  BRAND 
PREPARE   FOR  SUMMER  NOW 

M 

Scotch  Flannel 

"Cro^JverAll        Half-Lined  Suits 
OUTING   TROUSERS      Cream      Serges,      Scotch     Flannels, 
   Khaki  Drill,  White   Duck,  etc. 
OUTING   SHIRTS     With  Stock  Collars  and  Ties  to  match. 

WORKING    SHIRTS      Big  sizes,  well  made. 

TROUSERS      Of  all   kinds,    seats   sewn    twice    over   with    i.ixhx 
THRKAD. 

OVERALLS  AND  JACKETS      For  ever>  class  of  Mechanic. 

WHITE    COATS    AND    BAR   VESTS 

Robert  C-  Wilkins  Co.,  Limited,  Montreal 

1 
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YOUR    immediate   requirements 
can   always   be   filled    promptly 

and  satisfactorily  here      :      :      :      : 

Attractive  Values 
IN 

Every  Department 

that  will    help    you    to    boom   your 
Spring  business.      :::::: 

Mail  Orders  Receive  Prompt 
and  Accurate  Attention 

Greenshields  Limited 
MONTREAL 

During  MILLINERY  OPENINGS— February   28th,   Sample   Rooms: 
Carlaw  Building,  28  Wellington  Street  West,    TORONTO,   ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Thetr     Travtlers 
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New  PRIESTLEY  Materials 
For  Early  Spring  Trade 

MAYFAIR 
COSTUME  CLOTH 

CHEVIOT 
COSTUME  CLOTH 

Present  fashion  calls  for 

diagonals  and  wide  wale 
serges.  The  materials 
that  best  meet  these  de- 

mands are 

f 

Mayfair  Costume  and 
Cheviot  Costume  Cloths 

They  are  52  inches  wide, 
correct  weight,  and  are 
shown  in  the  latest  color- 

ings.    ::::::: 

Do  not  fail  to  make  a 

showing    of   these    lines. 

Samples  will  gladly  be  submitted 

^ 

SOLE 
CANADIAN 
AGENTS GREENSHIELDS  LIMITED 

MONTREAL 

Please  mention  The  Rcviei^'  to  Advertisers  and  Their    Traz-elers. 
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We  beg  to 

announce  our 

Spring 
Millinery  Opening 

for 

February  28  th  and  following  days' 

There  will  be  a  particularly  choice  and  exclusive  collection  of 

FRENCH  MODELS 
EACH  MODEL  AN  ORIGINAL,  AND  STRICTLY  IMPORTED  BY  OURSELVES 

At  the  same  time  we  shall  show  a  full  ran^e  of 

Hats,    Flowers,    Feathers  and   Millinery  Materials   in  the 

latest  ideas,  also 

Novelties  in  Laces,  Silks,  Ribbons,  Etc. 

Early  buyers  will  find  our  stock  complete  from  February  14th. 

Our  copying  room  will  be  open  for  the  benefit  of  our 

customers    from    Wednesday    the    9th  of   February. 

Debenhams,  Canada,Limited 

/ 

Montreal,    i«  St.  Helen   street 
Our  Toronto  Warehouse  will  show  during  opening 

week  large    assortment    of  latest   novelties  in 

Fancy  Ribbon  and  Fancy  Trimmings,  Laces 
and  Dress  Goods  in  addition  to  their 

regular  stock  of  silks,  etc. 

V 

._:> 
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Dress  Goods  Dept.— Spring  1910 
January  sales  for  this  department  were  the  very  largest  on  record, 

proving  styles  and  values  to  be  right  and  up-to-date. 

r 
t 

Brilliantines 
Sicilians 
Cashmeres 
Serges 

Plain  Crinkles 
Striped  Crinkles 
Spot  Crepons 
Knicker  Crepes 

DRESS  GOODS 
All  lines  at  Popular  Prices  in  Black  and  Colors. 

Epingles  Voiles  Pekin  Stripes 
Striped  Epingles  Striped  Voiles  Plain  Satines 
Satin  Stripes  Veilings  Poplins 
Shepherd  Checks  Phantom  Stripes  Panamas 

300/400   pes.  left   special  clearing  line  Striped  Lustres. 

WASH  GOODS 
Raye  Stripes 

Organdies Dimities 
Hair  Cords 

Linen  Suitings 

Striped  Linen  Suitings 
Iris  Suitings 
Shantung 

The  Wm.  Anderson  Zephyrs   in  High  Class   designs. 

WHITE   GOODS 

Special  Jobs  in   Victoria   Lawns   at   5,'2C.   and   6/^c. 
Mercerized  Brocades 
Crepons 
Bedford 
Hair  Cords 

Mousseline  de  Soie 
Persian  Lawn 
India  Linens 

Organdies 

Victoria  Lawns 
Nainsooks 

Striped  Muslins 
Check  Muslins 

Black   Muslins  in  Spots,  Stripes   and  Checks 

PRINTS  AND   FANCY   MUSLINS 
Special  Lines   in   Canadian   and    English    Prints,    7)4c.   and    10c. 

Satines,    Cretonnes   in  Twills,  Crepes,  Reps   and  Art  Muslins 

Special  clearing  lines,  No,  N.J.  Napoli  Ptd.  Muslins,  7 ̂ 2C.;  M.C.L.  Mercerized,  8 '<c. 

LINEN   DEPT. 

Damask  Napkins,  Cloths,  Doylies,  Tablings — Loom  and  Col.  Damasks, 
Sheetings,  Frontings,  Embroidery,  Vestings,  Dowlas,  Towels,  Towelings. 

Special  Lines— Bleached  Linen  Napkins,  $1.00,  $1.25,  $1.50.    Ask  for  Frange 
T.L.I— 60  in.  Bleached  Linen  Tabling,  37j2C.     Jobs  plain  Towelings,  4, '2c.  and  5c. 

T.L.3— 70  in.  Bleached  Linen  Tabling,  50c. 

.
(
 

Taffetas 
Tamalines 
Messalines 

SILn    DEPT. 
Black  and   Colors. 

Paillettes 
Moire  Francaise 
Peau  de  Soie 

Special  lines  Black  Taffeta,  32 ,'2  c.  and  37>4c. 

Satins 

Jap  Silks Shantungs 

Col.  Moire  and  Taffetas. 

A  r^\/f/^C        ̂ "y    yo"""   requiremenU   AT  ONCE,  at   present  prices   cannot ^^  L*  V    1  V>i  Ct  hold  owing   to  th«   grea great   advance. 

The    Gault  Brothers  Co.,  Limited 
St.  Helen  Street,     -     MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 

J 
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BRADFORD   DYED   AND   FINISHED 

English  Mohairs  and  Siciliennes 
There    is    no   "perhaps"  about    these    Fabrics.       You 

are  "  safe "  in  buying  and  buying  "  big." 

B.  D.  A.    Mohairs    are    not    skyrocket    favorites  —  the 

vogue  to-day  and  gone  to-morrow. 

You  can    bank  on    them  for    ready,  steady,  profitable 

busmess  each  succeeding  season. 

The  richest  colors  on  the  Paris  color  card  are  lepre- 
sented  in  the  B.D.A.  line  for    1910. 

THE  BRADFORD  DYERS'  ASSOCIATION OF 

BRADFORD,  ENGLAND 

Please  mention  The  Revienj  to  Advertisers  and  Their   Travelers 
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NOVELTIES 

Our  Special  Showing 
of  Spring  Novelties  is  novs^  being  offered 

to  the  trade  by  our  representatives.  It 

has  been  selected  vv^ith  a  tw^o-fold  purpose 

— to  allow  you  a  liberal  profit  and  to 

attract  your  customers  by  its  very  evident 

good  value  and  up-to-dateness.  These 

two  important  points,  wherever  found, 

warrant  a  consideration  from  all. 

A  most  complete  range  of 

Ladies'  Belts, 

Ladies'  Collars, 
Frillings, 

Dress  Trimmings,  and 

Laces  and 

Insertions,  Etc. 

John  M.  Garland,  Son  &  Co. 
OTTAWA,   CANADA 

Please  mention  The  Review  to  Advertisers  and  Their    TraveUrs 
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THE 

has  the  largest   sale  of   any  imported    cotton    fabric    on    the 

Continent  of  North  America;  it  is  in  demand  all  the  year  round. 

TO  BE  SURE  OF  YOUR  SUPPLY  YOU  SHOULD 

THE  WORLD'S  BEST 
FOR 

VALUE  AT  THE  PRICE 

Place    Your    Advance    and 

Import  Orders  When 

THE  WORLD'S  BEST FOR 

STYLE  AND  WEAR 

the  leading    Canadian    Wholesale    Dry    Goods    houses    showJI 

you  the  goods.     The  prices  must  shortly  be  advanced. 

For  your  "Ready  to  Wear"  departments,  buy  only  garmentsK'iJt 
made  of 

Wm.  Anderson  Zephyr     .,, 
if  you  would  establish  these  departments  on  a  solid  basis.    &$,ii 

1)4 

Wm.  Anderson  &  Co.,  Ltd.^ ; 
PACIFIC  MILLS  tf 

GLASGOW,     -    SCOTLAND     "" 

Please  mention  The  Reviezv  to  .Idvertisers  and  Their   Travelers. 
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Overalls 
for 
Real 

Work 

c Ordinary  overalls  wear  out  quickly.  Tlie  material  and  sewing 
usually  won't  stand  the  strain  of  hard  work. 

The  overall  for  long  wear  is  "Success"  brand. 
The  material  in  the  Success  is  the  very  best  denim  obtainable. 

The  full  cut  of  the  Success  is  a  great  point.  These  overalls  are  cut 
high  in  the  back,  and  wi(ie  in  the  legs.  Every  seam  in  every  gar- 

ment is  double  stitched,  good  strong  sewing.  Notice  the  overalls 
are  open  at  both  sides — and  faced  so  that  they  cannot  rip. 

Ther(>  are  all  sizes  in  the  three  dift'erent  weights  :  ask  your  whole- 
salei',  or  write  us  direct. 

See  about  it  to-day,  to  ])lease  your  customers. 

Please  niciilion  TIic  Rei'ieii.'  to  ̂ -Idz'ertisers  and  Their    Travelers. 
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Success 
Collars 

Are 
Comfortable 

c Comfort  in  a  collar  means  that  the  eollar  must  -set  right  all  day,  and 
give  no  trouble  in  any  way. 

For  the  sake  of  your  customer's  comfort  (and  goodwill,  too)  give 
him  "Success"  Collars.  Apai't  from  most  careful  making,  these  col- 

lars  are   cut   on    special  lines  to  ensure  ease. 

Success  Collars  neither  bind  nor  sag — they  will  not  shrink  nor  crack. 

Note  the  "eyelet"  buttonholes — these  last  longer  and  don't  tear,  either. 
Ask  your  wholesaler  about  Success  Collars — he  will  tell  you  they  are 
the  biggest  two-for-a-quarter  sellers  in  Canada. 

Make  a  note  to  see  about  it  to-day. 

^UlajtVieaC 
Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Established  1832 Cable  Code :  Law-Bradford 

Spring  1910 

REGISTERED 

® 

Exclusive  Designs 
These  goods  are  rolled  on  special  boards 

and  stamped  every  five  yards  cCdUhlld 

SPECIALTIES 
Mayf air  and  Blenheim  Suitings 

(in  our  Combination  finish  PIRLE  AND  SUEDENA) 

Showerproof  Goods 
in  latest  styles  and  in  a  great  variety. 

Mohair  and  Alpaca  Linings 
Buyers  visiting  England  can  see  a  full  collection  in  Bradford  and  London. 

j^     j^     j^ 

La^v,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON     ENG. 

® 

® 

^%i 
y^^^^'f 

asa®® ® s®®s®@®  ss® ®  © 
Please  mention  The  Rcviezv  to  Advertisers  and  Their      Trairlcrs. 
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FLANNELETTE 
If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 

the  best  English  make  they  would  avoid 

the  risks  they  undoubtedly  run  with  the 

inferior  qualities  of  Flannelette. 

HORROCKSES 
Flannelettes 

(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best 

Q r« r«    ii ¥  ¥ ̂ \  13  15 ̂ \ C^  \^  C P  C ̂  ̂    ̂^^" inpcd  on  the  selvedge  every 

5  yards. 

Horrockses' Manchester  and  London 

Please  mention  The  Reviezv  to  Advertisers  and  Then   Travelers 
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I  wear  them 

and  find  they  do  not 
tear  the  stockings. 

r^clne^.&-j 

SOLD    BY   ALL    LEADING    JOBBERS 

I.  B.  Kleinert  Rubber 

Company     -     Toronto 

Wonderful  Success 
^^ .{drieAtdo 

Mul-Or, 

I  wear  them 

»-">.. 

andfindtheydonot 
tear  the  stockings. 

Not  even  the  superb  linens  of  our  ancestors 
were  superior  to 

n 

Linens 

)> 

And  the  reason  is  to  be  found  in  the  care  given  to  the  growing  and  selection  of  the 

flax,  to  the  use  of  the  most  up-to-date  and  approved  methods,  and  to  the  employment 
of  the   highest  grade  skilled  labour. 

The  bleaching  is  still  done  by  the  old-time  Sidi  process  (than  which  no  better 
has  yet  been  discovered);  and  the  result  is  that  pure,  unchanging  white,  which  has 

earned  for  "Old  Bleach"  Linens  the  title  of 

Queen  of  Irish  Linen 
Try  u  sample  dozen  of  our  guests'  damask  lo7vels.  hemstitched  or  scalloped  edge.      Sent  on  request  to 

any  Caiiadia)i  Dry  (,'oods  man. 

R.H.Cosbie Irish  Linen  Agency Toronto 
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England's Premier   Needle  I 

''ABEL  MORRALL'S" 
§0^        Every  Needle  Perfect 

Have  you  seen  our  new  Patent 

"  BAYONET  POINT 
»> 

HAT  PIN? 
(Patent  No.  1679)  10  and  12  inches  long 

Enquire  of  your  Jobber 

Manufactured  at  Clive  Works 

REDDITCH,  -  ENGLAND 

Wanted 
Live 
Men 

One  representative  in 

Calgary  sent  us  28  sub- 

scriptions which  he  se- 
cured in  a  few  hours  of 

his  spare  time. 

We  need  hustlers— men  of  energy. 

Men  who  want  to  be  No.  1,  who  wish  to  increase  their  earning  capacity. 

Who  are  too  ambitious  to  drag  along  day  after  day  in  inferior  positions. 

This  is  the  class  of  men  we  want  as  representatives  of  the  Busy  Man's  Magazine. 

Busy  Man's  is  a  high-grade  publication,  read  by  the  most  progressive  people  of 
this  country. 

To  those  capable  of  meeting  this  class  of  people,  and  who  "  make  good,"  we  will 
give  entire  charge  of  our  dozen  publications. 

If  you  are  of  the  above  calibre— even  if  you  can  devote  only  part  of  your  time  to 

our  work,  write  us.     Our  proposition  will  make  it  well  worth  your  while. 

The  MacLean  Publishing  Co.,  Ltd. 
10  Front  St.  E. Toronto 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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Two  or  three  years  ago  all  the  women's  periodicals 
known  to  man  entered  the  Fashion  Field  and  began 

supplying  Patterns.  This  field  had  been  the  one  we'd 

occupied  for  years.  The  fight  was  on.  It's  been  a 
merry  one,  a  strenuous  one. 

The  increased  sales  of  our  patterns  by  merchants 

for  the  year  '09  over  the  year  '08  show 

Who  Got  the  Prize 

Lebeck  Bros.,  Nashville,  Tenn. 

The  Grant  D.  G.  Co.,  Zanesville,  Ohio     . 

Monnig  Dry  Goods  Co.,  Fort  Worth ,  Texas 

John  C.  Lewis  Co.,  Louisville,  Ky. 

S.  P.  Dunham  &  Co.,  Trenton,  N.J. 

.  50% 

.  34  : .  100% 

.  82% 

.     55% 

increase 

STANDARD    FASHION    COMPANY 
33    Richmond    Steeet    West,    Toronto,    Ontario,    Canada 



Facts  of  Interest -Mainly  About  Ourselves 
Far  manufacturers  are  making  preparations  to  place 

their  lines  for  next  Fall  on  the  road  during  March.  In 

order  to  facilitate  intelligent  and  appreciative  selection 

from  the  new  lines,  the  March  number  of  Dry  Goods  Re- 

view will  contain  style  and  market  in- 
Special  formation  concerning  them,  together 
Features  with  illustrations.  In  addition  to  this 

For  March.  there  will  be  special  articles  discussing 

recent  price  advances,  problems  of  the 

designing  department,  cold  storage  of  furs  by  the  retailer 

and  other  editorial  matter  of  practical  value  to  the  trade. 

Other  special  articles  will  deal  with  plans  upon  which 

merchants  are  remodeling  their  stores,  views  of  local  edi- 

tors, on  development  of  greater  loyalty  to  home  mer- 
chants, causes  of  price  advances  in  staple  lines  during 

past  five  years.  Departments  will  contain  the  latest  word 
from  style  and  market  centres. 

Among  the  letters  received  by  The  Dry  Goods  Review- 
congratulating  it  upon  its  coming-of-age,  was  one  which 
contained  a  comment  to  the  effect  that  the  paper  had 

been  the  connecting  link  between  the  writer  and  many  new 
customers.     Another  reader  expresses  his  appreciation  of 

the  style  information,  while  a  third  regards 
Practical  The  Review  as  useful  to  dry  goods  men  as  a 
Benefit  medium      for     exchanging     merchandising 
To  The  Trade  ideas.  There  is  no  reason  why  these  letters 

should  be  regarded  as  exceptional,  since 

they  ai-e  not  without  precedent.  Considered  col- 
lectively, however,  it  will  be  agreed  tiiat  they 

present  a  triple  proof  that  The  Review  as  a 
trade  newspaper  is  being  directed  along  channels  in  which 
it  is  proving  of  practical  benefit  to  the  trade.  When  a 
wholesaler  or  manufacturer  declares  that  a  paper  has 

made  business  for  him,  when  another  declares  that  he 

values  it  for  its  style  pointers,  and  when  third  finds  in 
it  the  details  of  helpful  method,  it  is  evident  that  its 

functions  as  a  trade  newspaper  are  not  being  misinrer- 
pieted. 

♦ 

Some  days  ago  a  merchant  in  a  small  town  wrote  The 

Review  to  the  effect  that  he  owed  a  great  part  of  his  suc- 
cess as  a  salesman,  as  well  as  in  his  own  business,  to  the 

thorough  schooling  which  he  received  through  read- 
ing Tile  Dry  Goods  Review.  To  quote  his  own 

words:  "While  working  as  a  salesman,  before  going 
into  business,  I  never  allowed   a  month   to  pass  without 

reading  my  employer's  Review."  This  let- 
The  Review  ter  is  an  unsolicited  acknowledgment  of 

Helps  practical  benefit  received.     The  Review  can- 
Salesmen         not,  however,  supply  a  substitute  for  amb- 

tion,  enthusiasm,  honest  effort  or  other  es- 
sentials of  success  in  the  dry  goods  business.  It  can,  as 

this  merchant  found  out,  prove  a  source  of  inspiration  to 
the  young  man  who  is  starting  in  business,  can  place  at 
his  service  the  means  whereby  he  may  inform  himself  as 

to  merchandising  methods,  which  are  making  good,  as  to 
measures  whereby  this  or,  that  problem  is  being  solved, 
and  it  can  narrate  the  experiences  of  older  merchants  in 
such  matters.  What  is  one  of  the  chief  considerations, 

it  informs  him  as  to  styles,  designs,  prices  and  other  fea- 
tures of  the  market  from  which  he  must  fill  his  stocks. 

These  things  should  be  of  interest  and  value  to  dry  goods 

men,  and  The  Review  appreciates  a  statement  from  a  mer- 
ciiant  to  that  effect. 

+ 

Merchants  should  ask  themselves  if  it  is  not  this  per- 

sistent keeping  next  to  the  market  that  is  one  of  the  fac- 
tors to  be  considered  in  the  solution  of  the  mail  order 

problem.  The  buyer  for  the  large  mail  order  houses 
overlooks  no  opportunity  which  will  place  him  in  touch 

with  likely  lines.  He  has  to  study  the  wants 
Mail  Order  of  the  people,  and  be  within  reach  of  those 

Problem  products  which  represent  progressive  enter- 
To  Consider  prise.  The  wideawake  merchant  in  the  small- 

er centres  cannot  afford  to  have  his  stock 

open  to  invidious  comparison.  There  are  many  merchants 

throughout  Canada  to-day,  who,  rather  than  give  the  large 
city  stores  their  fling  at  local  trade,  have  taken  the  bull 
by  the  horns,  and  by  concentration  upon  the  buying  end, 
and  by  initiative,  originality,  persistency  and  publicity 
in  their  selling,  have  placed  themselves  in  a  position 
Avhere  the  mail  order  bugaboo  ceased  to  worry  them. 

Here  is  an  example.  Ten  years  ago  a  man  opened  a 

small  dry  goods  store  in  a  growing  town.  He  sized  up 
the  possibilities  of  the  place,  made  his  ads.  a  feature  of 
the  newspapers  and  his  store  the  scene  of  frequent  special 
selling  attractions.  To-day  his  floor  space  is  about  ten 
times  tliat  of  the  original  store.  A  few  years  ago,  he  was 

the  first  man  in  his  field  to  adopt  a  certain  style  of  gar- 
ment, which,  though  talked  about,  was  thought  to  represent 

too  radical  a  change  for  that  section.  The  mail  order 

houses  didn't  ignore  it,  however,  but  that  merchant  was 
I  lie  first  in  his  district  to  stock  it.  He  declares  that  one 

of  the  essentials  in  holding  local  trade  is  to  give  the  peo- 

ple new  things  while  they  are  new,  and  not  to  wait  f^r 
tiie  mail  order  house  to  take  the  initiative.  He  attributes 

his  success  to  the  fact  that  he  lost  no  opportunity  to 

inform  himself  as  to  the  market,  to  study  the  require- 
ments of  his  people,  and  to  make  his  store  a  constant 

siil)ject  of  profitable  gossip. 

Among  the  greatest  aids  to  intelligent  buying  and  ef- 
fective selling,  he  places  his  trade  newspaper  first.  He 

made  it  a  point  to  absorb  the  ads.  as  well  as  the  editorial 

matter,  for,  he  declares,  the  man  who  is  uninformed  now- 
adays is  struggling  against  a  self-imposed  handicap. 

+ 

The  Review  is  anxious  to  be  of  every  possible  assist- 
ance to  young  men  in  business.  A  great  number  of  its 

readers,  probably  the  majority  are  those  who,  while  em- 
ployes at  present,  will  some  day  become  employers,  and 

put  to  practical  use  on  their  own  account  the  early  train- 
ing they  received  in  the  local  store,  supplemented  by  the 

information  they  received  from  the  papers  re- 
Queries  present ative  of  the  field  in  which  they  were 
Always  engaged.  The  Review  would  further  have  its 
Welcome  readers  feel  that  one  of  its  objects  is  to  answer 

questions  reating  to  the  trade.  If  it  is  the 
name  of  a  firm  producing  or  handling  a  line  of  goods  in 

which  the  retailer  is  interested,  if  it  be  further  <"etail 
of  a  merchandising  stock-keeping  or  stock-taking  plan,  if 

it  be  any  topic  upon  which  the  mei'chant  may  feel  that 
the  paper  can  be  of  service  to  him,  a  query  has  simply 

to  be  sent  The  Review,  and  effort  will  be  put  forth  to  se- 
cure information  upon  the  subject  named,  if  it  be  not 

immediately  available.  To  be  at  all  times  approachable 
and  of  service  is  the  outstanding  aim  of  this  paper. 
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A  CLEARANCE   OF 
MILL  STOCK   LOTS 

Mercerized  Sateens 

2748   pieces,   28-in.  wide,  thirty  desirable  colorings 
and  black,  can  be  retailed  at     -        -        -        - 

Worth   12i^c. 

300  pieces,  32-in.  wide,  a  fair  but  not  complete  range 
of  good  colors,  can  be  retailed  at      -        -        - 

Worth  20c  and  25c. 

1200  pieces,   32-in.  black,   a   good   selling  cloth,  to 
retail  at   

Worth  15c. 

400  pieces,  32-in.  black,  a  very  excellent  cloth,  can 
be  retailed  at   

Worth  25c. 

200  pieces,  32-in.  black,  can  be  retailed  at  -        - 
Worth  35c. 

.10 

.15 

.10 

.15 

.25 

Mill  Clearance  of  Cotton  Costume  Cloths 

300  pieces,  29-in.  Cotton  Costume  Cloth,  nice  dressy  surface, 
in  plain  linen  finish,  colors  include  pink,  tan,  mid 

brow^n,  saxe  blue,  bluette,  navy  blue,  linen 
shade,  heliotrope  and  white,  can  be  retailed  at 

Worth  15c. 
.10 

Flease  mention  The  Rcvieiv  to  Advertisers  and  Their   Travelers. 
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Strong  Demand  for  Better  Goods. 

IN  all  sections  of  the  dry  goods  trade  reports  are  that 

the  year  has  made  a  very  satisfactory  beginning'. 
The  volume  of  business  placed  for  Spring  and  Summer 

evidences  a  healthy  desire  to  make  the  progressive  aspect 

of  things  something  more  than  mere  prospect.  The 

very  cautious  going  of  the  past  year  has  had  the  effect 

of  reducing  stocks  in  all  staple  lines,  so  that  with  the 

strong  recovery  iu  general  conditions  and  the  assuring 

si,2'ns  of  prosperity,  both  wholesaler  and  retailer  have 
seen  the  importance  of  being  well  prepared. 

Comparison     with     the    beginning  of   1909   gives   the 

present   season   a  margin   of   about   50   per   cent,    to     the 

good.     That    is    the    way,    at    least,    that    nierchants    are 
lalk'ii-'  ahniii    ii. 

It  is  a  fact  worth  bearing  in  mind  that  the  best 

word  in  almost  every  line  is  that  orders  indicate  an  un- 

doubted call  foi'  better  goods.  Economists  may  attri- 
bute this,  in  some  degree,  to  the  extravagant  tenden- 

cies which  are  being  so  much  discussed  at  the  present 

time,  but,  be  that  as  it  may,  a  large  proportion  of  it  is 

undoubtedly  due  to  development  in  merchandising. 

The  present-day  dry  goods  man  is  to  bo  congratulat- 
ed upon  the  fact  that  he  is  directing  his  business  in  such 

a  way  that  it  not  only  keeps  pace  with  requirements 

enforced  by  a  more  careful  study  of  styles  and  markets, 

but  his  adaptation  of  information,  so  obtained,  is  pre- 
sented to  the  people  in  more  educative  form.  That  is 

to  say,  he  is  not  only  giving  his  customers  up-to-the- 
minute  views  but  he  is  doing  it  so  effectively  that  they 

sit  up  and  notice.  To  inspire  confidence  in  his  people 
that  he  knows  and  that  his  stock  is  the  embodiment  of 

what  he  knows  must  prove  one  influence  making  for 
improvement  in   home   .shopping. 

A  man  no  longer  states  that  he  can  only  handle  25 

cent  hose  or  25  and  50  cent  neckwear  or  75c  and  $1 

shirts.  He  knows  that  the  time  has  arrived  when  his 

people  can  consider  better  things  and  that  the  introduc- 

ing and  the  educating  in  their  favor  rests  largely  with 

him.  The  backwoods  aspect  has  disappeared  and  business 

must  now  be  handled  with  gloves. 

Among  manufacturers  the  raw  material  markets  are 

the  great  topic  of  interest.  The  cotton  indicator  is 

being  watched  closely  and  the  general  feeling  is  that, 
while  prices  have  recently  shown  a  tendency  to  break,  a 

steadily  increasing  demand  as  the  result  of  strong  busi- 

ness in  finished  products  will  cause  a  firming  and  event- 

ually an  upward  movement,  and  it  is  stated  that  the 

early  predictions  as  to  20  cent  cotton  may  not  be  so  far 

astray.  Of  course,  improvement  in  methods  of  manufac- 

ture is  such  that  the  full  effect  of  raw  prices  will  not  be 
seen   in   finished  goods. 

In  the  wool  markets,  the  price  tendency  is  upwards, 

but  in  cheaper  lines  of  manufactured  goods  the  price 

changes  are  said  to  be  very  slight.  On  fine  wool  goods, 

however,   the  shift  in  values  is  estimated  at  from   1^     to 
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10  per  cent.  With  the  firming  of  wool  and  cotton  there 

has  also  come  the  difficulty  in  securing  sufficient  help, 

higher  prices  for  labor  and  also  for  manufacturing  acces- 
sories. 

Authorities  state  that  purchases  of  raw  material  for 

next  year  will  be  conducted  upon  a  very  cautious  basis. 

There  is  the  prospect  of  heavy  yields  to  consider,  and, 

in  the  meantime,  it  would  seem  that  hand-to-mouth  buy- 
ing will  continue  to  be  a  feature. 

Those  who  at  such  a  time  as  this — when  there  has 

been  rapid  recovery  from  depression — advise  the  discour- 
agement of  boom  hysteria  are  inclined  to  regard  the 

present  situation  as  a  blessing,  since  it  cannot  fail  to 

exert  an  influence  in  favor  of  the  most  stable  kind  of  de- 
velopment. 

  *   

An  Essential  to  Salesmanship. 

ONE  of  the  essentials  to  successful  salesmanship  is 

knowledge  of  the  goods  the  salesman  is  selling. 

If  he  does  not  know  them  he  cannot  talk  intelligently 
about  them. 

Those  possessed  of  "the  gift  of  the  gab"  and  little 
knowledge  may  be  able  to  sell  some  goods,  just  because 

there  are  some  people  who  can  be  fooled  all  the  time,  but 

it  must  be  remembered  that  "all  the  people  cannot  be 

fooled  all  the  time,"  and  the  successful  salesman  builds 

for  to-morrow  as  well  as  for  to-day. 
He  who  goes  on  the  assumption  that  because  he  can 

talk  well  or  has  a  pleasant  manner  he  can  make  a  suc- 

cessful salesman  without  being  acquainted  with  the  goods 

he  is  selling,  is  building  his  house  on  sand. 

Knowledge  that  is  worth  while  is  not  easily  obtained. 

He  who  seeks  it  must  dig  deep  and  hard  for  it.  Dig  into 

the  trade  papers  and  other  forms  of  literature  from 

which  infoiTnation  can  be  obtained.  Study  methods  of 

manufacture  or  character  of  growth. 

The  more  valuable  the  knowledge  the  more  difficult  is 

it  of  attainment.     But  the  reward  is  worth  the  effort. 

Newfoundland  Market  Worth  While. 

A  SPECIAL  report  upon  the  trade  and  oonnnerce  of 

Newfoundland  has  recently  been  i;  sued  by  the  Can- 

adian Trade  Commissioner  at  St.  John's.  When  it  is  con- 
sidered that  the  trade  of  the  Island  amounts  to  $11,500,- 

000,  and  that  in  the  last  20  years  its  purchasing  power 

has  increased  by  $3,000,000,  it  .seems  needless  to  add  that 

the  competition  between  commercial  interests  of  different 

countries  to  obtain  a  slice  of  it   is  going  to  be  keen. 

Canadian  manufacturers  and  wholesalers  should  be 

wide  awake  to  advantages  of  proximity  and  improved 

means  of  communication,  as  compared  with  the  handicap 

which  distance  imposes  upon  the  United  Kingdom  and 

United  States.  The  industrial  development  of  this  coun- 

try is  also  strengthening  its  position  to  take  care  of  a 

larger  proportion  of  this  business. 

That  Canada  has  already  done  something  is  evident 

from  the  fact  that  exports  to  Newfoundland  have  in- 
creased from  $2,041,144  in  1888  to  $4,257,647  in  1908, 

wliile  the  United  Kingdom's  trade  declined  by  $596,437. 

The  imports  of  textiles  frequently  approaich  $1,500,00'0.  It 
sliould  be  noted  that  while  ready-made  clothing  from 

Canada  in  1904  amounted  to  $11,945,  in  1908  it  was  .$10,- 

280,  there  being  considerable  shrinkage  in  imports  ii 

1906-07,  Canada  maintained  her  position  more  satisfac- 

torily than  did  the  United  Kingdom,  which  lost  $20,000,  or 

the  United  States,  which  lost  $10,000.  Canadian  manu- 
facturers should  now  be  in  a  good  position  to  obtain  a 

larger  share  of  this  business  which  last  year  approxi- 
mated $185,000. 

The  market  for  unmanufactuved  wool  is  practically 

in  the  'hands  of  Canadians.  In  di'v  goods,  however,  New- 

foundland increased  exports  by  30,O0'0  in  1907-08,  as  com- 

pared with  1905-06,  and  Canada  did  not  claim  more  than 
$400  of  that  increase,  while  the  dry  goods  bill  of  the 

United  States  increased  by  $17,359.  Since  1903-04.  im- 
ports of  boots  and  shoes  from  Canada  have  fallen  from 

$76,000  to  $33,000,  while  United  States  business  in  these 

lines  has  advanced  from  $34,000  to  $51,000. 

These  figures  should  suffice  to  show  that  Canadian 

concerns  can  ill  afford  to  drop  behind  in  a  market  which 

certainly  appears  worth  while. 

Make  it  a  Wide-a-wake  Year. 

THAT  special  shopping  weeks  and  trade  excursions 
are  recognized  as  an  effective  means  by  which  to 

emphasize  the  business  opportunities  of  a  centre  or  dis- 
trict is  becoming  strikingly  evident. 

The  merchants  in  quite  a  number  of  places  are 

planning  to  give  the  people  in  their  respective  field  de- 

monstrations calculated  to  fasten  attention  upon  near- 

home  opportunities. 
It  has  been  good  advertising  for  the  places  adopting 

the  idea  and  has  given  merchants  special  opportunities 

to  try  out  their  originality  in  advertising  and  selling.  It 
has  made  better  merchants  of  them,  and  has  impressed 

them  with  the  value  of  united  effort.  It  has  given  them 

a  means  of  proving  what  they  can  do  to  duplicate  or  go 

one  better  than  mail  order  inducements. 

The  saying,  "goods  well  bought  are  haK  sold," 
doesn't  go  far  enough.  The  wise  merchant  will  feed  his 

people  with  information  that  he  has  as  good  goods  as 

those  which  the  express  man  delivers  to  them  from  the 

big  city  store,  and  he  will  demonstrate  in  prices  and 

in  service. 

"It  is  no  use  making  a  sentimental  appeal,"  said  a 

merchant  recently  to  The  Review.  "The  majority  of 
those  who  read  it  will  not  cancel  the  mail  order  on  that 

account.  They  must  be  shown,  and  they  prefer  one  who 

stands  up  to  it  rather  than  one  who  stands  for  it." 
It  is  to  be  a  wide  awake  year.  Progressive  towns 

and  cities  are  pushing  ahead.  The  agressive  merchant  is 

playing  a  prominent  part  in  the  good  work. 
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Patterns  That  PA  Y 
A.  pattern  department — run  right — •will  do  more  to 

build  up  your  business  tHan  any  otHer  small  investment 
you  can  maKe. 

In  the  very  same  bundle  with  every  pattern  you 

ought  to  wrap  up  dress  goods,  trimmings,  find- 
ings, and  everything  that  goes  to  make  the  dress. 

A.  pattern  department — run  right — 'w\\\  brin^  ne-w  cus- 
tomers into  your  store.  TKe  Ladies*  Home  Journal  Patterns 

bring  the  "other  fellOWS"  customers. 

WHY 
You  ougHt  to  Have  tHe  Ladies*  Home  Journal  Patterns 

instead  of  any  otHer. 

American  Fashions  for  American  Women.  We  don't  live  in 
Paris  or  try  to  set  fashions  for  the  world.  We  make  patterns  for  Ameri- 

can women  to  buy,  for  you  to  sell. 

No  Mail  Order  Advertising.  We  won't,  and  we're  about  the  only 
pattern  company  that  won't,  ask  you  to  distribute  publications  containing 
cut-throat  mail  order  offers  and  advertisements  of  big"  "catalogue"  houses. 

Made  in  Canada.  We  have  a  complete  plant  in  Toronto — 23  Lombard 
Street — in  which  are  turned  out  all  the  patterns  for  your  Canadian  trade. 

MONEY  IN  PATTERNS  is  the  name  of  a  little  folder 

•we  -will  be  ̂ lad  to  send  you.  Just  asK  for  our  "Ne-w  Plan 
for  Small  Stores.**     Drop  us   a  postal  to-day. 

The  Home  Pattern  Co. 
615  West  43rd  St.,  New  York,  N.Y. 

Makers  and  distributors  of  The  Ladies*  Home  Journal  Patterns 
NEW  YORK        :        CHICAGO        :        SAN  FRANCISCO        :        TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Retailer  Charges  That  Great  Injustice  is  Being  Done 
Charges  that  Manufacturers  Favor  the  Mail-Order  Houses  to  the 

Detriment  of  the  Small  Merchant  by  Allowing  Them  Jobbers'  Prices 
—  An    Expression    of     Opinion    on    Both    Sides    of    the    Question. 

TO  the  editor  of  The  Dry  Goods  Review  :• — A  great 
injustice  is  being  done  to  the  dry  goods  trade 

in  Canada  by  Canadian  mills  selling  at  jobbers' 
prices,  to  a  few  of  the  large  mail-order  and 

retail  establishments.  Possibly  they  do  this  without 

l)roper  consideration  of  the  ill-effects  it  has  upon  the 
trade  in  general,  and,  thinking  only  of  the  large  orders 
they  receive,  ease  their  conscience  by  looking  at  it 

from  the  louver's  point  of  view — that  if  any  one  retail 
house  can  buy  as  much  and  oven  more  than  a  wholesale 

house,  why  shouldn't  the  retail  man  get  it  at  the  same 
l)rice  that  the  wholesaler  does  ? 

"This  idea  is  all  right  as  far  as  it  goes,  but  if  the 
manufacturers  would  only  follow  up  those  goods  until 

they  reach  the  consumer's  hands,  they  would  have  reason 
to  alter  the'ir  opinion. 

"Let  us  look  into  the  state  of  affairs  as  existing  in 
Canada  to-day,  and  follow  up  the  goods  from  the  fac- 

tory to  the  consumer,  taking  the  two  different  routes — 
the  one  where  the  goods  are  sold  direct  to  the  retailer, 
and  the  other  route  where  they  are  sold  to  the  jobbers. 

"When  sold  to  the  jobbers,  they  are  of  course  sold 
on  the  list  pi'ice,  with  certain  discounts  to  make  the 
jobber  his  selling  profit,  but  one  of  the  conditions  is 
that  he  must  not  sell  those  goods  at  a  fraction  less 
than  the  authorized  list  price.  We  will  say,  for  instance, 
that  it  is  10c  ;  the  retailer  must  then  pay  the  10c,  no 
matter  what  jobber  he  buys  them  from.  He  must  then 
pay  the  freight,  say  5  p.c,  brmging  the  cost  to  lO^c  ; 
then  mark  them  at  his  advance,  say  25  p.c,  which  is  of 
course  putting  it  at  a  very  low  margin,  but  would, 
therefore,  make  his   price,    13  cents. 

"Canadian  goods  are  practically  marked  goods,  or 
in  other  words,  goods  which  are  recognized  beyond  any 
chance  of  mistake  by  the  average  Canadian  woman,  who 
is  therefore,  able  to  tell  the  goods  no  matter  where  she 
buys  them. 

"Now  take  the  same  goods  going  direct  to  the  re- 
tailer (and  sold  on  the  same  discount  plan),  who  knows 

that  the  same  goods  are  in  every  wholesale  house  in 
Canada,  and  the  price  is  10  cents.  Now  it  looks  to  an 
observer,  that  he  just  figures  it  up  something  like  this. 
These  goods  are  listed  at  10  cents  and  will,  as  a  result, 
be  sold  by  ordinary  merchants  at  prices  ranging  from 

13  to  1.5  cents.  Now,  by  selling  them  at  10  cents,  we'll 
be  making  a  profit,  even  though  it  be  small,  but  still 
the  people  coming  in  here  from  outside  points  will  see 
goods  here  at  10  cents  that  their  home  merchants  are 
asking  15  cents  for,  and,  as  a  consequence,  will  make 
this  a  basis  of  comparison  in  values. 

"This  rule  applies  to  all  marked  goods — goods  that 
he  knows  are  sure  to  be  found  in  the  stock  of  every  dry 
goods  dealer  from  the  Atlantic  to  the  Pacific,  and  it 

is  only  right  that  they  should  be,  because  they  are  Can- 
adian manufactured  goods,  made  by  Canadians  for 

Canadians,  and  made  with  an  intimate  knowledge  of  the 
requirements  of  Canadians. 

"It  is,  of  course,  u))  to  every  merchant  to  fight  his 
own  battles,  by  systematic  advertising,  and  all  the  other 
important  points  that  each  man  finds  out  as  applicable 
to  his  own  particular  locality,  but  it  is  really  little 

short  of  an,  outrage  to  allow  these  giants  such  a  formid- 
able weapon  as  this  with  which  to  help  slay  the  smaller 

merchant,  and  it  is  high  time  that  something  was  done 
by  the  trade  in  general  to  protect  themselves  against  it. 

"There  are  ai)parently  two  ways  of  accomplishing 
tlii.^  end  ;  the  one  is  for  the  trade  to  cut  out  the  pro- 

ducts of  Canadian  mills,  and  buy  imported  goods  in 

their  place,  or  the  other  way,  w-hich  is  the  more  reason- 
able, and  would  result  in  the  most  good,  would  be  to 

compel  the  big  fellows  to  sell  at  a  margin  of  not  l*>~.s 
than  25  p.c.  above  list  price,  and  so  give  the  ordinary 

man  a  chance  of  living." 

The  above  question  is  one  which  naturally  arises 

whenever  merchants  are  brought  face  to  face  with  un- 
favorable comparisons  between  their  prices  and  those  of 

department  stores,  although  The  Review  demonstrated, 
in  a  practical  way,  some  few  years  ago,  that  in  not  a  few 
lines  of  piece  goods  the  small  retailer  could  do  better  for 
his  customer  than  the  large  mail  order  houses. 

Manufacturers  with  whom  the  question  has  been  dis- 
cussed state  that  it  is  by  no  means  peculiar  to  Canada, 

but  that  wherever  a  large  merchant,  with  power  to 
create  an  unlimited  field,  can  go  into  the  markets  of  the 

world  and,  by  reason  of  huge  orders,  buy  to  better  ad- 
vantage than  the  small  merchant  who  must  deal  with 

wholesaler  or  jobber,  it  has  become  a  vexed  question.  A 
wholesaler  who  was  asked  his  view  on  the  matter  stated 

that  he  regarded  it  as  one  of  those  problems  which  had 

come  to  stay,  and  which  would  become  only  less  aggrav- 
ated as  the  mail  order  people  confronted  strong  local  de- 

velopment by  the  home  merchant.  He  had  known  a  very 

large  merchant  to  enter  the  warehouse,  select  an  enorm- 
ous quantity  of  prints  at  7  cents  a  yard  and  sell  them  at 

C  or  6i  cents,  merely  as  an  advertisement.  He  gave  in- 
stances also  to  show  that  the  same  merchants  so  mani- 

pulated prices  that  by  the  time  a  line  was  three-quarters 
sold  they  had  made  their  profits  and  could  afford  to  clear 
out  the  remainder  at  ridiculously  low  prices.  In  the  smal- 

ler stores  prices  were  always  at  a  more  even  level.  That 

a  large  retailer,  who  could  afford  to  charge  sacrifice  turn- 
overs to  advertising,  was  selling  this  or  that  line  at  a 

low  figure  was  not  always  a  reliable  proof,  the  wholesaler 
pointed  out,  that  he  had  bought  them  below  that  figure. 
The  Review  has  endeavored  to  obtain  an  expression  of 

opinion  from  producers  in  different  lines  in  order  that  re- 
tailers may  know  how  this  question  is  regarded  by  them. 

Further  correspondence  from  either  side,  calculated  to 

promote  profitable  discussion  oi  the  matter  will  be  wel- 
come. 

"Some  of  the  large  department  stores,"  writes  a 
manufacturer  of  piece  goods,  "are  in  a  position  to  buy 
all  classes  of  goods  in  wholesale  quantities,  even  though 
they  only  sell  retail,  and,  as  you  are  no  doubt  aware, 

Ihey  can  also  purchase  their  supplies  on  the  best  pos- 
sible terms  in  all  the  markets  of  the  world,  whether  Brit- 

ish, foreign  or  American.  . 

"Would  say,  further,  that  it  is  not  only  dome-Jtic 
goods  that  are  occasionally  offered  at  low  prices  as  a 
"bait,"  as  you  can  see  by  perusal  of  their  advertisements 
or  catalogues.  This  is  an  old  question  and  a  live  me  in 

Great  Britain,  the  I'nited  States  and  elsewhere  as  v.ell 

as  in  Canada." 
A  manufacturer  of  knitted  goods  has  this  to  say: — 

"All  manufacturers  of  textile  goods  have,  at  all  tines, 
what  are  known    as    seconds    coming  through     the  mill. 
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Service 

Prompt  service  counts.  The 

certainty  of  getting  what 

you  order  by  return  (if  it  is 

to  be  had  in  Montreal)  is  a 

very  big  factor  for  success 

in  your  business. 

You  get  this  assurance  when 

you  order  through  our  Letter 

Order  Department,  and  the 

fact  that  our  Mail  Order 

business  has  almost  doubled 

within  the  past  three  years  is 

a  guarantee   of  satisfaction. 

Let's  add  you  to  our  list  of 

satisfied  customers. 

The  W.  R.  Brock  Company  (Limited) 
Montreal 

f  lease  mention  Thf  Review  to  Advertisers  and  Their    Travelers. 



58 

DRY    GOODS    REVIEW 

These  are  goods  which  become  such  through  irregulurity 
of  manufacture,  either  weight,  color  or  spotting,  and  these 

goods  have  always  to  be  sold  at  a  reduced  price  "rom  re- 
gular figures — usually  being  made  at  a  certain  rate  -if  dis- 
count below  the  price  of  the  same  lines  sold  in  the  reg- 

ular way. 

"Most  of  the  Canadian  manufacturers  of  knit  goods 
sell  directly  to  the  jobbing  trade,  but  all  include  ii'  with 
the  jobber  certain  of  the  large  retail  houses,  such  as  Ea- 

ton, Simpson,  Carsley  in  Montreal,  and  similar  licvses. 
These  goods  are  sold  where  best  the  agent  can  dispose  of 

them  and  it  is  so  that  at  times  the  larger  retail  (■.•'.jes 
obtain  these  goods. 

"There  is  also  another  source — of  overmade  or  job 
goods,  which  are  sold  at  reduced  prices,  which  Ci  sist  of 
goods  which  have  become  either  obsolete  or  overnvde  at 

^he  end  of  the  season  ;  and  these  goods  also  ..re  di-pot-cd 
of  oftentimes  at  job  prices.  However,  when  these  goods 

are  sold  to  the  jobbing  trade,  the  general  run  f  l.'ie  le- 
tail  houses  get  the  advantage  of  these  reduced  prices  ;  as 

the  jobber  invariably  uses  these  lines  as  leaders  md  .el's 
them  at  the  reduced  price  to  the  retail  concerns  generally. 

"It  seems  to  us  that  it  is  about  time  that  tlic  s;i  all 
merchant  should  cease  his  advertising  of  the  'arge  nail 
order  houses,  since  it  cannot  be  denied  that  these  i"  >  ses 
have  come  to  stay  and  must  be  recognized  as  a  rogilar 

institution  of  this  country  ;  and  every  time  the  local  mer- 
chant wastes  his  time  arguing  as  to  the  advantage  cT  the 

large  houses,  he  is  doing  himself  an  injustice  .'.id  not 
making  the  best  of  his  opportunities  in  his  own  locality. 

"It  must  be  remembered  that  if  a  manufacturer  were 
to  listen  to  the  various  tales  of  woe  emanating  from  all 
sources,  he  would  very  soon  cease  to  conduct  his  own 
business,  and  there  would  be  no  business  to  conduct,  as 
apparently  each  section  of  the  trade  are  selfishly  looking 

towards  their  own  interests." 
It  must  be  borne  in  mind,  states  another,  that  some  of 

the  large  mail  order  houses  have  manufacturing  plants 
of  their  own  and  that  prices  of  lines  there  produced  are 
beyond  the  influence  of  outside  regulation.  Again,  it 
sometimes  happens  that  a  mail  order  house  will  take 
hold  of  an  original  model  or  pattern  and  order  certain 
changes  in  it,  in  order  to  have  a  distinctive  line  for 
their  own  store.  Take,  for  example,  a  garment  at  $12  a 
dozen,  which  will  retail  at  $1.50.  Along  comes  a  large 

merchant  handling  hundreds,  where  another  handles  half- 
dozens,  and  takes  up  this  garment,  orders  four  tucks 
where  there  were  five,  eight  stitches  to  the  inch  where 

there  were  12,  the  fullness  reduced,  and  so  one — so  that 
by  the  time  he  is  through  with  it,  a  special,  but  cheaper, 
garment  has  been  evolved,  and  he  reasonably  expects  a 
better  price. 

A  manufacturer  is  practically  powerless  to  regulate 
the  manipulation  of  prices  by  mail  order  men.  Certain 
lines  may  be  placed  at  a  top  notch,  while  others  are 
sold  very  close  to  cost.  The  mail  order  man,  it  goes 
without  saying,  is  frequently  able  to  avail  himself  of 
special  price  opportunities  based  on  large  orders  which 

the  small  merchant  might  not  care  to  touch,  and  more- 
over he  has  a  man  on  the  ground  in  every  market. 

A  manufacturer  of  piece  goods  writes  as  follows  : 

"This  is  a  very  large  question.  In  placing  our  goods  and 
arranging  our  prices  we  endeavor  to  do  it  in  such  a  way 
that  it  will  not  give  any  retailer  who  handles  our  goods 

an  undue  advantage  over  another." 

Richard  Burbridge,  managing'  director  of  Harrod's, 
London,  has  been  spoken  of  as  a  possible  new  director  of 

the  Hudson's  Bay  Company,  he  being-  specially  charged 

with  suggested  reforms  iu  t'he  compauy's  s'hop  wethods, 

Satisfactory  Delivery  System. 

The  general  parcel  delivery  system,  after  having;  been 
in  operation  in  Simeoe  for  some  two  or  more  years,  has 
proven  to  be  satisfactory  in  every  respect,  taking  into 

consideration  both  the  merchant's  and  his  cu.stomers'  in- terests. 

The  merchants  did  not  all  join  in  this  "union,"  as  it 
were,  at  once,  but  probably  one  or  two  at  a  time,  until  to- 

day practically  every  merchant  has  dene  away  with  his 

own  delivery  system  and  has  .joined  in  the  "union"  by 
patronizing  "Parcel  Delivery." 

Previous  to  having  this  system,  there  were  to  be  seen 
about  our  town  delivery  wagons,  numbering  around  nine 

or  ten,  and  these  for  the  one  reason  that  most  of  the  mer- 

chants had  their  own  outfits  for  delivering.  These  wag- 
ons did  the  work  for  eleven  stores,  one  of  them  doing  the 

work  for  three,  including  a  dry  good,  liquor  and  a  depart- 
mental store. 

The  Simeoe  merchants  began  to  feel  that  was  useless 
to  have  so  many  wagons  over  the  same  ground,  so  the 
jDresent  method  for  doing  the  work  was  considered. 

In  a  short  time  a  couple  of  them  joined  with  the  other 
three  stores,  which  as  stated  had  already  been  using  this 

method,  and  at  the  same  time  another  man  became  pro- 
prietor of  the  delivery  business. 

Following  this  change  of  ownership,  another  citizen 

started  at  the  same  work  with  his  own  new  wagon,  de- 
livering for  three  of  the  grocers. 

His  business  was  purchased  soon  after,  and  since  then 
it  has  been  sold  to  still  another,  who  is  operating  it  to-day. 

Such  is  the  history  of  the  growth  and  adoption  of  the 
"Parcel  Delivery"  in  Simeoe. 

It  consists  of  four  wagons,  and  drivers  for  the  same, 

while  on  extra  busy  days  of  busy  seasons  of  the  year  as- 
sistance is  given  them,  thus  making  five  delivery  outfits 

altogether. 

With  this  number  of  wagons,  etc.,  the  work  is  being 
done  for  eleven  stores,  where  before  there  were  nine 

wagons  doing  the  Avork  for  an  equal  number  of  business 

places. This  shows  what  has  been  accomplished  by  working 

together. 
Remembering  that  they  do  the  work  of  delivering  to 

practically  every  home  in  Simeoe,  it  will  no  doubt  be  of 
interest  to  the  reader  to  know  how  the  work  is  divided. 

The  town  is  divided  into  four  sections — one  for  each 

driver.  Previousl}'  when  there  were  three  wagons  doing 
ilie  work,  it  was  divided  into  three  sections.  The  men 
work  together  and  help  one  another,  thus  making 
their  duties  pleasant.  Like  railroad  trains,  they  have  a 
time  table,  which  they  go  by. 

The  merchant,  when  first  accepting  this  system  found 
a  change  in  this  respect,  that  he  had  to  work  on  time  as 
well  as  the  drivers.  Previously  he  could  get  his  orders 

ready  when  he  liked,  but  now  he  must  have  them  ready 
at  the  hour  of  delivery. 

The  request  at  the  bottom  of  the  card  explains  itself. 

These  cards  have  been  placed  in  the  homes  of  the  custom- 
ers of  the  various  stores,  and  they  have  long  since  learned 

to  govern  themselves  accordingly. 
Needless  to  say,  the  merchants  are  saving  time  and 

money,  and  are  free  from  all  the  Avon-ies  that  usually  ac. 
company  the  delivering  of  goods. 

The  populatiow  of  Simeoe  is  about  8,000. 
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THEY'RE  Still  At  It 
Increased  Sales  of 

BUTTERICK  PATTERNS 
for  the  year  '09  over  '08  reported  by  the 

following  merchants  : 
N.  Snellenburg  &  Co.,  Philadelphia,  Pa. 
D.  H.  Abernathy,  Pittsburg,  Texas 
H.  H.  Arnold  &  Son,  Huntington,  Ind 
I.  Freimuth,   Duluth,  Minn. 
Crowder  Bros.,  Petersburg,  Va. 
Carter  &  Carroll,  Lima,  Ohio 
J.  R.  Millner  Co.,  Lynchburg,  Va. 

J.  R.  Jones*  Sons  &  Co.,  Kalamazoo,  Mich 

70%  Increase 

91% 
65% 
47% 
62% 
59% 
50% 
49% 

And  tKejse  increases  are  on  bi^  increases  of 
'08  over  *07.     Isn't  it  -wonderful  ? 
THe  MTomen — bless  tKem  ! — in  ever-increas- 

ing   numbers.    Keep    on    buying    ButtericK 
Patterns. 

Not  fasKions  born  in  Paris — not  fasKions  born 
in  America,  but  ButtericK  fasKions,  ̂ world- 
^wide  in  tKeir  conception,  are  tKe  fashions 
tKe  -women  -want. 
To-day  TKe  Delineator  stands  admittedly 
TKe  FasKion  AutKority  of  tKe  World.  And 
ButtericK  Patterns  stand  to-day  admittedly, 
among  tKe  -women  and  tKe  mercKants  of 
tKis  country, — THE  BEST. 

THE   BUTTERICK   PUBLISHING  COMPANY 
33  Richmond  St.  W.. TORONTO.  ONT.,  CANADA 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 



Store  Kinks  that  are  Giving  Good  Results 
A  new  feature  which  has  attracted  attention  and 

brought  1,000  customers  for  the  last  month  every  Monday 

morning-  to  the  H.  A.  Meldrum  store,  Buffalo,  N.Y.,  is  the 

Bargain  Basement.  In  reality,  this  is  the  "clearance 
house"  for  every  department.  Here  are 

Clearances  In  placed  for  sale  all  the  odds  and  ends  and 
Bargain  broken  lots  from  every  department  in  the 

Basement  house.     Here    also    are   displayed    the   big- 
job  lots  of  bargains  in  corsets,  gloves  or 

hosiery.  Every  remnant  from  the  dress  goods  department 
finds  a  ready  sale  here,  and  special  sale  days  for  these 
features  are  made  when  a  phenomenal  low  price  is  given. 
The  special  featuring  of  bargains  for  Monday  brings  big 

crowds  to  the  store  on  a  day  otherwise  rather  dull.  Be- 
sides a  good  drawing  card,  it  has  proven  an  effective 

means  of  disposing  of  every  seemingly  unsalable  article 
in  the  departments.  Attractively  displayed,  apart  from 
newer  goods,  there  is  no  trouble  to  dispose  of  what  has 

been  a  drug-  on  the  market.     There  is  no  attempt  to  ad- 

Style  of  Make-up  used   in  advertising  the  hour  sale  in  which 
special  prices  are  confined   to  certain   hours. 

vertise  the  goods  otherwise  than  what  they  are  and  cus- 
tomers know  exactly  that  the  articles  bought  here  in  this 

bargain  basement  are  in  no  way  misrepresented,  but  are 
bargains  in  every  sense  of  the  word.  The  best  reason 
for  the  great  success  of  the  department  is  tiie  endeavor 
to  keep  the  stock  fresh  and  clean,  thorouglily  advertised 
and  well  displayed. 

+ 

Perhaps  the  most  popular  contests  ever  held  by  mer- 
chants in  the  West  in  connection  with  their  stores,  and 

which  have  had  far  reaching  results,  were  those  conducteil 
by  J.  F.  Cairns  and  Currie  Bros.,  of  Saskatoon. 

T'be  Cairns  contest  closed  on  Chrisl- 

These  Guessing  mas  Eve  and,  while  it  lasted,  broug'ht  a 
Contests  great    volume   of   new   business    to    the 
Were  Effective.  store.  $1,500  in  cash  was  given  away 

as  prizes.  The  plan  adopted  by  Mr. 
Cairns  was  as  follows:  A  glass  box  containing  about  a 

half  bushel  of  No.  1  northern  wheat  -n-as  sealed  and  plac- 
ed in  the  window,  where  it  remained  from  the  1st  of  Sep- 

tember until  the  24th  of  December.    Every  cash  purchase 

of  one  dollar  entitled  the  purchaser  to  one  guess  at  the 
number  of  grains  in  the  box.  Guessing  slips  were  issued  in 

the  store,  the  exact  hour  of  time  and  date  of  receipt  be- 
ing stamped  on  each.  The  money  was  given  by  way  of  a 

Christmas  box,  the  first  prize  being  $1,000;  second,  $250; 

third,  $100;  fourth,  $75;  fifth,  50,  and  sixth,  $25. 
The  plan  was  thoroughly  advertised  in  the  local  papers 

and  circulated  throughout  the  surrounding  district,  with 

the  result  that  the  public  were  attracted,  giving  the  busi- 
ness in  all  departments  a  greater  impetus  than  ever  In 

Mr.  Cairns'  own  language,  "the  last  two  months  busi- 
ness was  the  heaviest  and  most  satisfactoi-y  he  has  ever 

known."  The  public  were  given  the  opportunity  of  win- 
ning- something  for  nothing,  and  responded  in  no  uncer- 

tain way,  the  store  always  being-  well  filled,  especially  on 
Saturday  evenings,  when  an  orchestra  lent  additional  at- 
traction. 

One  drawback  in  eondueting-  a  competition  of  this  kind 
is  in  counting-  the  actual  number  of  grains  in  the  box 
when  the  time  expires.  It  takes  several  of  the  staff  two 
or  three  days  counting  and  cliecking  up  the  wheat  and 
coupons  before  the  correct  number  is  made  public,  and 
tlie  winners  announced.  This,  however,  is  counterbalanced 
by  the  increase  in  sales  and  the  gain  in  reg\ilar  customers 
wlio  patronise  the  store. 

During-  the  contest  bargains  in  tiie  various  depart- 
ments were  announced  in  the  usual  way,  giving  additional 

impetus  to  the  volume  of  business  done.  The  number  of 
grains  in  this  ease  was  473,074,  the  winner  of  the  first 
prize  coming  within  one  of  that  number,  while  the  other 

five  were  all  within  twenty-  of  the  mark. 
Currie  Bros.,  on  the  same  street  as  J.  F.  Cairns, 

adopted  a  similar  plan  to  attract  customers  during 

the  Fall  and  Winter.  In  all  $1,725  was  g-iven 

away  to  customers  by  way  of  a  New  Year's  gift.  In  this 
case,  half  a  bushel  of  No.  1  northern  wheat  was  placed  in 
a  sealed  glass  box,  Avhere  all  might  see  it,  one  guess  being 

allowed  for  every  dollar's  worth  of  goods  purchased  in 
the  store.  The  contes't  lasted  from  September  S'th  to  De- 

cember 31st.  The  money  was  divided  into  six  prizes,  the 

person  guessing  nearest  to  the  correct  number  of  gi-ains 
ir.  the  box  getting  $1,000;  second  nearest,  $450;  third. 

$100;  fourt,  $75;  fifth,  $60,  and  sixth  $40.  The  plan  was 

appreciated  bj^  the  public,  the  sales  having  a  remark- 
able increase  in  all  departments. 

An  effective  means  of  drawing  trade  to  the  silks  and 

dress  goods  department  and  which  has  been  tried  out  suc- 
cassfully  by  some  ff  the  larger  stores  both  in  Canada  and 

the  United  States,  is  that  of  making  women's  skirts  prac- 
tically free  of  charge.  This  plan  is  this: 

Developing  For  the  purchase  of  all  goods  over  fifty 
Silks  and  cents  a  yard,  the  firm  cuts,  fits  and  finishes 
Dress  Goods  the  skirt,  made  in  any  style  at  the 

nominal  price  of  seventy-five  cents.  This 
feature,  while  it  is  not  new,  has  been  used  long  enough  to 

prove  its  intrinsic  value,  not  only  as  an  advertising  med- 
ium, but  as  a  means  of  bringing  new  customers.  The 

buyer  of  one  store  states  that  so  satisfactory  has  the 
method  become,  that  he  said  he  has  had  no  complaints 
and  no  skirts  returned.  This  feature  is  very  good  during 

the  whole  year,  but  specially  effective  in  early  Spring 
and  Fall. 
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6i The  best  method  of  displaying  expensive  evening 
gowns  has  always  been  a  puzzle  to  the  merchant.  How  to 

show  them  to  the  best  advantage  to  the  best  class  of  cus- 
tomers  without   subjecting   the   expensive   fabrics   to   the 

constant  wear  of  handling  by  clerks  and  pros- 
Personal  pective  buyers,  has  been  a  question  long  de- 
Method  bated.  At  the  Adam,  Meldrum  &  Anderson 
Attractive    store,    But¥alo,    this   problem   has   been   most 

effectively  solved.  Three  years  ago,  a  diag- 
onal mirrored  apartment,  decorated  in  white  and  gold,  was 

used  with  great  success  for  the  display  of  imported  ling- 
erie and  silk  waists.  This  year,  at  the  direction  of  the 

buyer,  Mrs.  M.  A.  Richardson,  the  room  was  much  en- 
larged and  placed  prominently  in  the  white  goods  depart- 

/iient.  Here  every  decoration  has  been  made  to  har- 
monize and  enhance  the  beauty  of  the  dresses,  which  have 

special  compartments,  where  they  are  kept.  Another  ad- 

vantageous featui-e  is  that  the  best  gowns  are  shown  to 
specially  invited  customers.  Mrs.  Richardson,  herself, 
writes  a  graceful,  personal  note  to  various  customers,  who 
would  appreciate  the  showing  of  such  apparel,  setting  a 

■date  for  tlie  display.  At  this  time,  the  gowns  and  the 
room  are  in  their  most  attractive  grouping,  and  are  dis- 

played on  living  models  or  on  tiie  spectators  themselves 
if  they  so  desire. 

While  abroad,  Mis.  Richardson  makes  special  eft'ort  to 
keep  in  touch  with  these  cu.stomers  through  correspon- 

dence. This  excellent  personal  method  has  largely  in- 
creased and  held  the  liigji  class  custom  (if  the  store,  while 

the  privacy  of  the  beautiful  display  i-oom  has  counted 
for  much  with  women  looking  for  exclusive  models  in 
gowns  and  evening  wraps. 

A  general  merchant  in  a  small  town  describes  tlie  fol- 

lowing plan  for  creating  selling  interest  during  the  valen- 

tine season:  For  one  week  before  St.  Valantine's  day 
we  give  with  every  purchase  of  25  cents    a  valentine  post 

card.  In  a  sealed  box  we  have  three 

Here  is  One  valentines.      This    we    will    open    at    six 

Tor  o'clock  on  St.  Valentine's  Day  and  the 
St.  Valentine's,   customers    who    hold    the    duplicates    of tliese  three  cards  will  haive  their  entire 

purchase  money  for  that  week  refunded.  The  box  may 

■be  displayed  in  tiie  window  or  conspicuously  in  the  store, 
and  advertising  either  by  circular  or  newspaper  should 
post  people  thoroughly  upon  the  event,  and  contain  attrac- 

tive announcement  with  reference  to  tlie  special  sale 
features  to  'be  introduced  in  that  'Connection. 

The  Adams  Furniture  Co.,  Toronto,  held  a  Dutch  auc- 
tion during  January,  which  proved  an  effective  feature 

for  a  clearance  month.  The  unique  feature  of  this  auc- 
tion was  that  prices  went  down  instead  of  up.     There  was 

no  bidding,  of  course,  but  as  each  day 
Clearing  Out  pa,ssed  10  per  cent,  was  knocked  off  tlie 
By  prices  of  goods  placed  on  sale.     For  ex- 
Dutch  Auction    ample,   a   parlor   suite   wearing   the   cash 

price  of  $100  to  start  the  sale,  would  be 

reduced  to  .$90  on  the  second  day  if  unsold ;  to  $80  on  the 
third  day,  if  unsold ;  and  to  $70  on  the  fourth  day,  if  then 
unsold,  and  so  on.  Everything  was  plainly  priced,  show- 

ing the  starting  figure,  in  itself  a  low  one,  and  the  price 
at  which  it  could  be  bought  on  any  of  the  six  days  follow- 

ing  (always  provided  it  remained  unsold.     The  interest 

was  sustained  by  the  risk  which  perspective  purchasers  of 

desirable  pieces  of  fuirniture  ran,  in  securing  their  selec- 
tion at  the  best  prices.  There  was  always  a  chance  that 

the  goods  they  wanted  would  be  taken  at  the  latest  reduc- 
tion. 

After  a  fair  trial,  the  R.  Simpson  Co.,  Toronto,  have 

found  that  the  Housefurnishing  Club,  which  they  inaug- 
urated in  connection  with  their  housefurnishing  depart- 

ment has  brought  them  much  good  business,  which  might 
not  otherwise  have  come  their  way  on 
the  usual  cash  basis.  It  has  been  found 

that  many  of  the  best  householders  in 
the  city  have  taken  out  memberships. 
In  not  a  few  cases  it  is  noted  that 

where  thoroughly  responsible  people  have  not  had  the 

ready  cash  they  have  taken  advantage  of  this  so-called 
dignified  v.t.y  of  opening  an  account.  The  club  is  eon- 
ducted  in  the  same  way  as  a  separate  department.    It  has 

Furnishing 

Club 

Brings  Business 

^^ 

Thursday 's  Hour  Sales, 
As  before.  No  Pkone  or  Mail  Orden 

Supplied. *  Cambric 

How    to    iUusirate    advertising    for   the    hour  sale. 
Clocks  indicate  the  different   hours  In  which 

special  prices  are  given. 

a  separate  slaif.  The  membership  is  limited  to  500.  Tlia 
lists  are  opened  and  filled  in  January  and  July,  and  everv 
nr  count  Must  be  cleaned  up  within  the  ensuing  six  monhs. 

'i  liert  are  men  lo  see  to  it  that  they  are  cleaned  up.  Thi; 
head  of  the  club  must  at  the  outset  see  that  tire  applicant  is 

tiioroughly  reliable.  If  it  is  found  that  a  person  intends 
oiaening  an  account,  which  he  or  she  may  not  be  able  to 
handle  conveniently,  the  application  is  politely  refused. 

No  interest  is  charged,  and  the  member  has  the  satisfac- 

tion of  knowing  that  prices  marked  on  'the  goods  are  the 
regular  figures  charged  to  every  cu.stomer,  Avliether  a  mem- 

ber of  the  club  or  not,  25  per  cent,  of  purchase  must  be 
paid  at  time  of  joining  the  club,  balance  to  spread  over  5 

months  following,  the  minimum  amount  being  $25.  Pur- 

chases are,  therefore,  I'egarded  as  a  good  investment,  and 
members  have  had  the  satisfaction  of  seeing  their  homes 

furnished  more  completely  than  thev  might  have  consid- 

ered possible,  if  the  strictly  cash  principle  had  been  ad- 
hered to. 



Show  Cards  Should  Harmonize  with  Colors  Displayed 
Gaudiness  to  be  Carefully  Avoided  —  Decorating  Cards  with  Water 
Colors  —  The  Winter's  Workroom  Should  be  Large  Enough  to  hold 
all  Requirements  —  Co-operation  with  Advertising  Manager  Desirable. 

By  Arthur  S.  Hardy— W.  A.  Murray  Co.,  Toronto. 

SHOW  cards  are  salesmen  of  the  finest  class.  There 

is  nothing-  more  "fetching"  on  a  window,  ne.xt 
to  the  simple,  artistic  arrang-ement  of  goods, 
than  a  neat,  attractive  show  card. 

Show  card  writing,  in  these  progressive  days,  forms 
one  of  the  most  impoitant  branches  of  advertising  in 

every  retail  business.  Newspaper  advertising  is  intended 
to  bring  people  to  the  store,  but  it  often  remains  for 
the  little  silent  salesmen,  the  show  card,  to  do  the 
rest . 

People  nowadays  look  for  neat,  original  and  taste- 
fully arranged  cards  in  the  window.  Carelessly  designed 

or   worded    cards   arc   seldom   read,    and   more   liable     to 

Soennecken    Pen  Alphabet,  by   A.   S.    Hardy,   of  W.   A. 
Murray  Company,  Toronto. 

turn  away  trade  than  bring  it.  As  a  person's  character 
is  often  judged  by  his  handwriting,  so  will  a  passerby, 
or  the  general  public,  form  their  opinion  of  a  store  by 
the  appearance  of  its  window  displays  and  show  cards. 

The  card  writer  should  first  ascertain  where  the  sign 
is  to  be  used,  and  the  lettering  done  accordingly.  A 
window   trimmer   who   can   make   his   own   show   cards   to 

class  trade  uses  cards  that  would  be  entirely  imprac- 
ticable for  a  store  that  caters  to  the  middle  and  cheaper 

class.  The  one  will  get  the  best  results  from  an  original, 
neat  card,  while  the  other  requires  a  striking,  colored 
card  to  attract  attention  to  its  cheaper  merchandise. 
The  writer  does  not  disapprove  of  colored  cards  for  there 
is  a  vast  difletence  between  a  gaudy  card  and  one  that 
blends  in  with  the  goods  displayed  in  the  window. 

Show  card  writing  at  its  present  stage  is  more  of  an 
art  than  a  profession  or  trade.  We  find  a  great  many 
clever  artists  in  water  colors  among  the  writers  of  dis- 

play cards.  To  make  attractive  pictures  and  ornaments, 
especially  those  in  which  colors  are  used,  requires  talent, 
developed  by  much  practice,  and  it  is  not  given  to  every 
one  to  become  an  adept  in  this  line.  Therefore,  the  card 
writer  who  has  talent  should  foster  it,  as,  in  the  opinion 
of  the  writer,  a  card  properly  illustrated  or  ornamented 
is  made  doubly  attractive,  both  from  an  artistic  and  ad- 

vertising point  of  view. 
For  those  who  have  not  the  artistic  ability  to  paint 

a  little  picture  of  some  kind  on  a  card,  the  best  methods 
are  to  cut  out  the  picture  and  then  paste  it  on  the  card. 
-A.  scroll  border  and  edge  line  may  be  run  around  it  to 
produce  a  poster  effect.  The  writer  has  seen  a  cut  put 
on  in  this  way  that  was  impossible  to  distinguish  from 
hand-painting  unless  upon  a  very  close  inspection. 

lu  execiitinu-  this  kind  of  work,  first  rub  the  back  of 
the  picture  with  a  soft  lead  pencil,  then  lay  it  on  the 
card  and  trace  over  the  outline  on  the  front  of  the  pic- 

ture, working  out  the  latter  with  paint.  Another  way  is 
to  mark  off  the  picture  in  squares  and  mark  ofi  corre- 

sponding squares  of  uniiorm  size  on  the  space  where  he 
wishes  to  put  the  picture.  A  pantagraph  is  very  u.scful 
as  a  mechanical  aid  to  drawing. 

Desirable  Alphabets. 

Although  a  window   trimmer,    the   writer   made   show 
cards  a  special   study  and  has  experimented  considerably 
witli  water  colors,  although  colors  that  do  not  harmonize 

Show  cards   wiih   water  color   treatment,   by  A.    S.    Hardy,    of   W.  A.   Murray    Co.,   Toronto. 

harmonize   with   the  display   is   always   more   in   demand  are  a  detriment  and   it   would  be  better  if   it   were  never 

than  the  one  that  cannot.  put    in  a  window.    To    be  a  good,    practical    card    writer 

Distinctive  Cards.  ^hle  to  turn  out   a   creditable     card     in     any     class     of 

Different  stores  require   different    styles    in    -show   card  ^vork  that  may  be  assigned  to  him,  he  should  be  able  to 

work.    The    exclusive    store  that  caters  to  a  very  high  form  the  following  alphabets  ;    Old  English,  half  and  full 
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block,  half  and  full  script,  eccentric  Roman,  Roman  and 
square  English,  besides  he  should  have  three  or  four  good 
simple  stroke  alphabets. 

The  Workroom. 

The  first  thing  to  be  considered  is  the  workroom.  It 
is  impossible  for  the  card  writer  to  turn  out  good  work 
when  he  is  tucked  away  in  some  cubby  hole,  with  hardly 
enough  room  to  turn  around.  He  should  have  a  room 
with  planty  of  light  (daylight  preferred),  away 

from  every  one  else,  as  one's  mind  should  be  concentrated 
on  his  work  to  get  the  best  results.  A  good  sized  table 
with  a  slope  to  it  of  fifteen  degrees  with  enough  space 
above  the  slope  to  keep  inks,  brushes,  etc.,  and  a  sliding 
drawer  underneath  the  table  is  what  every  card  writer 

ought  to  have — especially  those  who  are  window  trim- 
mers. It  should  be  large  enough  to  hold  all  the  card 

writer's  appliances  with  a  lock  to  it  to  keep  meddlers 
from  disturbing  and,  in  almost  every  case,  spoiling  the 
brushes. 

Red  sable  riggers,  with  a  square  edge,  are  the  best 
brushes  for  show  card  work  and  with  proper  care  will 
last  a  long  time. 

In  connection  with  the  writer's  office  is  a  large  cabi- 
net with  drawers  for  each  department  in  which  all  the 

cards  not  for  immediate  use  are  kept.  Otherwise  they 
would  be  stored  under  the  counters  or  in  the  fixtures,  and 

in  most  cases  never  found  when  wanted,  which  is,  in  al- 
most every  instance,   the  morning  the  goods  are  on  sale 

Importance  of  System. 

System  in  card  writing  is  as  important  as  in  every- 
thing else.  The  card  writer  can  save  both  the  department 

managers  and  himself  a  great  deal  of  trouble  by  either 

working  in  co-operation  with  the  advertising  manager,  or 
having  one  of  the  managers  on  the  floor  collect  the  orders 
for  the  cards.  He  it  is  who  should  see  that  orders  are 

in  the  day  before  the  goods  are  on  sale.  He  should  also 
decide  which  cards  are  needed  first  and  number  them  so 
that  the  card  writer  will  know  what  ones  are  wanted 
first. 

"Brevity  is  the  soul  of  wit."  It  is  also  one  of  the  se- 
crets of  success  in  show  card  inscriptions.  The  card  writ- 

er knows  the  advantage  gained  in  this.  To  use  several 
words  to  explain  a  thought  that  might  be  expressed  in 
one  or  two  words  often  destroys  the  pointed  and  pithy 
effect  that  might  otherwise  be  produced.  Therefore,  the 
wording  should  be  terse  and  to  the  point.  The  passerby 
is  not  going  to  stop  to  read  a  newspaper  in  the  window. 

Cards  Illustrated. 

Accompanying  this  article  is  a  single  stroke  alphabet 
made  with  Soennecken  pen.  It  can  also  be  made  with  a 
brush.  An  ink  retainer  should  be  used  with  the  pen  as  it 
saves  time  in  dipping  and  lessens  the  danger  of  blotting. 

The  cards  shown  here  were  made  some  time  ago.  The 

card  "Spring  Opening"  is  a  white  card  cut  out  and 
mounted  on  a  black  mat,  the  lettering  was  done  with  wa- 

terproof-ink and  filled  in  with  water  color,  the  capitals 
were  two  shades  of  green,  and  the  lower  case  two  shades 
of  red  and  shaded  with  grey.  The  rose  was  painted  in 
water  colors. 

The  card  "Dainty  Parasols"  was  lettered  in  black  on 
a  white  card  shaded  with  three  shades  of  grey  with  a 
green  striping.  The  illustrations  were  cuts,  pasted  on 
and  shaded  around  them  with  a  grey  water  color  which 

threw  them  in  relief.  All  the  cards  were  14  x  22".  letter-. 
ed  as  quickly  fi§  tUe  styles  oi  letters  would  allow, 

Drawing  for  Money 
Do  you  like  Dra^ving.'  Why  not  become  an 
ILLUSTRATOR  ?  Illustrators  earn  big  money 
in  an  exclusive  field. 

We  teach  you  right  at  your  home.  Our  course 
is  popular.  Our  students  delighted.  Our  grad- 

uates are  successful. 

Send  for  Particulars  and  samples  of  Students'   work 
Here  are  a  few  of  our  other  courses. 

Mark  the  one  you  are  interested  in.  cut 
out  this  ad,  and  send  it  to  us. 

ACCOUNTANCY 
COMMERCIAL 
ADVERTISING 
STORY  WRITING 
PHOTOGRAPHY 
SHOW  CARD  WRITING. 

Name. 
Address   

THE  SHAW  CORRESPONDENCE 
SCHOOL 

391  to  397  YONGE  ST  TORONTO 

Are  made  in  all  Human  Hair  Shades  to  tone  with  the 

hair  of  the  wearer,  the  Net  being  quite  invisible  whilst 

keeping   the    Coiffure    in    place    without    flattening. 

5  Sizes    R  20    R  22    R  23 
Medium  Large      Extra  Large 

R  24      R  26 
AUover         Superfjne 

ROSENWALD  BROS.,  Sole  Manufacturers  &  Patentees 
LONDON,    PARIS,    VIENNA 

Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames,  Hair  Ro'ls,  etc. 

Solo  Agent,  for  Canada:  DIECKERHOFF,  RAFFLOER  &  Co„  Ltd. 
Cor.  Simooe  &  Wellington  Sts.,  Toronto,  and  523  St.  Pnn\  St.,  Mont|:fBl. 



Tact,  Patience,  Kindly  Interest  Count  in  Salesmanship 
Student  of  Selling  Problems  tells  how  Sales  are  Lost  and  Won, 
but  Everything  was  not  as  Easy  as  it  Looked  to  her  in  her  Ignorance  — 
Knowledge    of    Stock    Down    to     the     Last    Detail     is     Necessary. 

1\  order  that  she  might  study  the  problems  of  a 
saleswoman  by  actually  becoming  a  saleswoman,  a 
member  of  the  staff  of  the  H.  Black  Co.,  Cleveland, 

0.,  manufacturers  of  Wooltex  garments,  was  re- 
cently commissioned  to  temporarily  attach  herself  to  the 

sales  force  of  a  large  retail  garment  department.  She 
was  utterly  ignorant  of  the  details  of  the  work  required 
of  her  in  such  position  and  had  to  depend  upon  the 
courtesy  of  the  staff  for  explanations.  She  narrates  her 

experiences  in  a  small  booklet,  entitled  "Behind  the 
Scenes,"  which  describes  how  sales  are  frequently  made 
and  lost.  Several  examples  are  given  here. 

Letters  Denote  Sizes. 

First,  she  had  to  become  familiar  with  stock  arrange- 
ment. Garments  were  all  hung  according  to  sizes, 

though  no  sizes  were  shown  on  the  tag.  Instead  of 

that,  there  were  a  series  of  letters  used  AO  for  36 — AU 
for  38,  and  so  on. 

They  explained  that  with  suits,  as  with  shoes,  a 
woman  is  apt  to  ask  for  a  certain  size  and  to  insist  on 
that,  though  another  size  may  really  fit  her  better  and 
with  less  alteration.  They  never  asked  a  customer  what 
size  she  wished.  They  trained  their  eyes  to  judge 
almost  exactly.  When  a  customer  entered  and  asked  for 
a  black  suit,  size  36,  for  whom  that  size  was  obviously 
much  too  large,  the  saleswoman  brought  out  a  black 
suit  and  a  navy  blue.  The  latter,  when  tried  on,  was 
undeniably  becoming. 

The  saleswoman  said  ;  "It's  a  pity  you  must  have 
black  because  this  blue  makes  you  look  much  younger." 
Then  she  slipped  the  black  coat  on  the  customer  who 
eyed  it  critically.  The  seed  of  discontent  had  been  sown. 
The  blue  suit  was  chosen,  and  the  customer  went  away 
thoroughly  pleased.  The  saleswoman,  asked  why  she  had 
sold  the  blue  instead  of  the  black  said  : 

Tact  Wins,  Insolence  Loses. 

"I  knew  blue  would  be  more  becoming  and  so  she 
would  be  better  pleased  with  it  in  the  end.  Besides  I 

didn't  have  a  black  suit  that  she  could  wear  without  a 
lot  of  alterations,  and  that  blue  in  size  18  is  exactly 

right  except  for  the  length  of  the  skirt,  and  that's 
easily  changed." 

Tact  made  that  sale. 

A  woman  asked  to  see  some  grey  coats.  The  sales- 

woman handed  out  two,  remarking,  "That's  all  we  have 
in  your  size."  The  indifference  of  the  saleswoman  was 
so  marked  that  the  customer  began  to  lose  interest  and 
decided  not  to  buy. 

Indolence  lost   that  sale. 

Patience  Better  than  Discourtesy. 

A  shabby-looking  woman  asked  for  a  cloth  suit, 
something  that  would  give  her  long  wear.  The  sales- 

woman showed  one  or  two  suits,  without  arousing  any 

interest  in  the  customer  who  finally  asked  :  "Haven't 
you  any  better  materials  ?"  The  saleswoman  said  : 
"Yes,  but  they  cost  more."  The  woman  flushed  with 
indignation  and  said  :  "Did  I  place  any  limit  of  price  on 

my  purchase  f" Discourtesy  lost  that  sale. 
Two  hours  were  s[)ent  in  the  forenoon  with  a  sallow, 

vinegary  looking  woman  who  wanted  a  suit,  but  didn't 
know   what   color   or   style   she   wanted.     She   could   not 

be  persuaded  to  fry  on  a  garment,  nor  would  she  say  why 
she   objected    to    any   one   of   the   suits    shown.    The  cus- 

tomer  returned    with     husband,    son    and    friend,    in     the 
afternoon  and  finally  bought  a  suit. 

The  saleswoman  said  that  though  much  time  had  ap- 
parently been  wasted  she  knew  she  had  gained  in  self- 

control,  and  had  perhaps  secured  another  customer  for 
the  department,  so  she  considered  the  time  well  spent. 

Patience  made  that  sale. 

From  these  and  other  experiences  the  student  of  sales 
problems  concluded  that  salesmanship  was  not  so  easy 

a  thing  as  it  seemed  to  her  ignorance,  but  that  it  re- 
quired a  knowledge  of  stock  down  to  the  last  details  of 

colors,   materials   and  sizes  , 

General  Selling  Points. 

A  helpful  series  of  selling  points  is  compiled  from  the 
three  successful  papers  in  a  contest  held  by  the  H. 
Black  Co.  The  following  selection  is  made  from  the 
paper  winning  the  first  prize  : 

General  Selling  Point  No.  1. — Be  on  the  alert  in  the 
department,  make  no  unjust  discriminations.  Use  good 
manners. 

My  experience  in  using  the  above  :  Being  alive  in  my 
work,  soul  and  body  ;  being  as  courteous  to  the  woman 
who  wants  to  look  as  to  the  one  who  wants  to  buy  ;  be- 

ing kind  and  patient  warms  the  disposition  and  clinches 
sales,  gains  the  good  will  of  all  and  makes  selling  a 
pleasure  rather  than  a  task. 

General  Selling  Point  \o.  2. — Use  the  power  of  sug- 
gestion rather  than  the  expressions  of  personal  views  and 

tell   the   truth. 

My  experience  in  using  the  above  :  The  way  I  get 
customers  unconsciously  to  accept  my  views  for  their 

benefit  is  by  using  this  plan.  I  say,  "You  will  admire 
this,"  or  "Your  complexion  is  as  good  as  the  average," 
or  "You  aren't  difficult  to  fit,"  etc.,  instead  of  "I  ad- 

mire," or  "I  don't  like,"  or  "I  think  I'd  do  so  and  so," 
etc.    It's  a  plan  that   wins. 

(Jeneral  Selling  Point  No.  3. — Quietly  determine  the 
color  which  will  best  harmonize  with  her  complexion. 

My  experience  in  using  the  above  :  If  a  woman  has  a 
sallow  complexion  never  remind  her  of  it,  or  put  shades 
of  grey,  green  and  brown  on  her.  Generally  a  woman 

with  a  copper  complexion  knows  it,  and  it  doesn't  do  to 
make  her  sensitive.  Show  an  interest  in  helping  her 
select  a  shade  to  improve  her  looks.  This  will  create  a 
kindly  feeling  and  help   sell. 

General  Selling  Point  Xo.  4. — Know  the  stock  so 

well  that  after  a  glance  at  you  customer's  figure  you  can 
choose  a  becoming  stj'le. 

My  experience  in  using  the  above  :  I  have  found  this 

saves  much  time  and  doesn't  wear  out  garments  or  your 
customer  by  endless  trying-on.  Put  on  an  ill-shaped 
woman  a  style  that  will  hide  her  defects.  She  gains  con- 

fidence in  the  suit  and  in  you  and  buys. 

General  Selling  Point  No.  5. — Never  emphasize  the 
price,  but  the  good  points  in  a  suit    first. 

My  experience  in  using  the  above  :  Try  to  make  a 

customer  see  the  good  points  in  a  suit  first.  Then  em- 
phasize the  lact.that  the  best  is  the  most  economical, 

and  that  a  profit  is  very  meagrt  unless  the  quality  we 

give  in  this  purchase  will  induce  her  to  come  again.  In- 
variably she  takes  the  best. 



Merchant  Uses  Aggressive  Cash  Campaign  Literature 
Michael  Maillard,  Port  of  Spain,  Publishes  a  Paper  in  Which  Evils 
of  Credit  are  Depicted  in  Painted  Narrative  and  Illustration  — 
Educating  the  People  to  Advantages  of  Cash— The  Horrible  Example. 

THE  Review  has  received  from  David  Williams,  its 
representative  in  the  West  Jndies,  two  copies  of 

"Maillard's  Mail,"  a  12-page  (7x9i  ins.)  monthly 
trade  paper,  published  by  Michael  Maillard,  of 

"El  Popular,"  the  cash  dry  goods  store  in  Port-of-Spain, 
Trinidad.  This  paper  is  an  auxiliary  to  the  regualr  press 
advertising  of  the  store,  but  it  is  noted  that  the  ads.  of 

other  merchants  handling  non-competitive  lines  are  ad- 
mitted. 

The  publishers  of  the  paper  evidently  recognize  the 

wisdom  of  educating  their  customers  in  the  cash  piin- 

ciple.  "Cash"  is  the  prominent  note  in  the  two  numbers 
and  by  pointed  paragraph  and  narration  of  practical 
experience  the  preference  of  cash  to  credit  is  emi)hasize(l. 
One  example  of  success  in  carrying  out  such  a  policy  is 
quoted  from  The  Dry  Goods  Review,  and  refers  to  the 
fact  that  R.  E.  Main  was  the  first  merchant  in  Meaford, 
Ont.,  to   introduce  the  cash  basis   in   that  town. 

"  Cash  "  Lasted  more  than  Monkh. 
It  would  ai)pcar  that  a  readable  paper  such  as  this 

circulated  freely  among  customeis  should  create  favor 

for  "cash"  where  it  did  not  |)ieviously  exist.  That  such 
was  the  case  is  evident  from  the  following  paragraph  in 
which  the  publishers  sum  up  the  experiences  of  the  year, 
and  give  a  brief  forecast  : 

"Although  it  was  predicted  by  a  good  many  that  the 
'One-price  System'  would  not  last  for  more  than  a 
month,  yet  it  has  been  no  suri)rise  to  us  to  see  how 
readily  the  buying  |)ublic  of  Trinidad  have  taken  to  it. 
Much  time  is  saved  both  by  buyer  and  seller,  and  as  the 
values  that  we  have  been  placing  before  them  from  time 
to  time  have  always  been  as  represented,  buyers  have 
begun  to  understand  that  when  we  say  one  shilling  it 

does  not  mean  twenty  cents,  but  twenty-four  cents  ster- 
ling value,  equivalent  to  any  coin  of  the  realm  represent- 

ing that  amount. 

"We  mean  to  leave  no  stone  unturned  in  o-rder  to 
facilitate  our  customers  in  every  way  and  have  entered 
upon  the  New  Year  with  three  times  as  much  enthusiasm 
as  last  year.  We  will  do  all  in  our  power  to  make  1910 
a  banner  year,  by  securing  better  goods  at  every  purchase 
so  that  we  might  be  able  to  give  better  value  every  day, 
although  we  have  always  held  the  lead  for  supplying 

quality  goods  at  lowest  possible  prices." 

"  Cash  ''  Improves  Home  Spirit. 
Some  Canadian  merchants  who  have  thought  of  in- 

troducing the  cash  system  in  connection  with  their  busi- 
ness, have  hesitated  through  want  of  some  nicely- 

rounded  way,  some  easy  method  of  overcoming  delicate 
problems  which  they  feel  will  immediately  confront  them 
when  they  inform  their  customers  that  they  intend 
adopting  it  and  standing  by  it.  Mr.  Maillard  endeavors 
to  convince  his  people  that  cash  is  just  as  good  for  them 
as  it  is  for  him  ;  that  it  erases  much  worry  from 
shopping  experiences,  helps  people  to  keep  within  bounds 
who  would  otherwise  overstep  their  limit,  and  that  it 
actually  improves  the  home  spirit. 

Tale  with  Moral. 

Many  merchants  feel  that  they  have  nothing  at  their 

mmand   by — whif^h^o— do   this — educating.      The     plan 

adopted  in  Maillard's  Mail,  however,  suggests  that  a 
frequent  paragraph  or. two  in  the  regular  newspaper  ad- 

vertising would  help  some.  In  this  paper,  the  story 
with  a  moral  is  made  good  use  of.  For  example,  one  of 
these  tells  how  Mrs.  Jeremiah  Squints  was  cured  of 
credit.  It  depicts  the  embarrassment  of  a  woman  who, 
with  a  reputation  for  credit,  entcied  a  store  where  her 

account  had  been  tolerated  for  some  time,  and  was  in- 
formed that  to  protect  his  interests,  as  well  as  for  her 

own  good,  the  merchant  had  decided  to  shut  her  off. 
With  a  dive  and  a  swoop,  so  runs  the  story,  Mrs.  Squints 
vanished   out   of   the   doorway,    leaving   enough    food     for 
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IMPKISONMENT. 

Reproduction   of  page  from  Maillard's   Mail,  showing  means 
employed  to   emphasize    evils   of   credit  system. 

gossip  among  the  open  mouthed  assistants  and  chance 
customers  who  happened  to  be  within  earshot. 

Mrs.  Jeremiah  Squints  returned  to  her  home  a 
sadder  but  a  wiser  woman,  went  to  her  room,  and  as  is 

the  way  of  women,  had  a  good  cry.  After  .she  recovered 
herself  sufficiently  she  made  a  reso,ution  that  she  would 

wipe  out  the  debt  at  any  cost.  To-day  everybody  is  of 
the  opinion  that  Mrs.  Jeremiah  Squints  has  suddenly 
come  into  a  large  fortune  and  roerchants  are  vieing 
with  each  other  in  order  to  get  her  trade.  Mrs.  Squints 
staunchly  refuses  all  offers  of  credit,  trades  wherever  .she 
can  get  the  best  values  and  buys  for  cash  at  every 
step. 

It  must  be  admitted  that  this  is  aggressive  "cash" 
campaign  literature.  The  accompanying  reproduction  of 

a  page  from  Maillard's  Mail  is  also  a  striking  illustra- 
tion of  the  means  employed  to  depict  woes  of  credit  and 

to  adva:i'e  the  i»terests  of  "cash." 
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The  Latest  Idea  for  Selling  Handkerchiefs 

"Higena"  Handkerchiefs  are  specially  manu- 
factured from  the  best  quality  of  yarns.  The 

greatest  care  is  exercised  in  factory  to  keep 
them  free  from  impurities.  They  are  finished 
by  special  process,  and  put  up  in  sealed  packets, 
which  prevents  any  contamination  by  dirt  or 

handling.  "Higena"  Handkerchief  values  are 
excellent — they  represent 

PROFIT  FOR  YOU  VALUE  FOR  YOUR  CUSTOMERS 

PUT  UP  IN  SEALED  PACKETS  TO  RETAIL  AS  FOLLOWS: 

LADIES'  SIZES 
All  pure  Egyptian  Lawn,  hemstitched 

No.  1 — 3.  Handkerchiefs  for       -  15c. 

2—4  "  for       -  25c. 

3—3  "  for       -  25c. 
All  pure  Irish  Linen  Cambric,  specially  hemstitched 

No.  4—2  Handkerchiefs  for       -  25c. 

5—3  "  for       -  50c. 

GENTLEMEN'S  SIZES 
All  pure  Egyptian  Lawn,  hemstitched 

No.  6 — 2  Handkerchiefs  for       -  15c. 
7—3  "  for       -  25c. 

8—2  "  for       -  25c. 

All  pure  Irish  Linen  Cambric,  specially  hemstitched 

9 — 1   Handkerchief    for       -  25c. 

1 0 — 3  Handkerchiefs  for       -  50c. 

Please  nienlinn  The  Rcricii'  to  /Advertisers  and  Their  Travelers. 
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Treatment  of  Discounts  and  Freight  in  Import  Invoices 
Should  Cash  Discounts    be    Deducted  From    Purchase    Invoices   and 
Merchandise  or  Purchase  Account  Charged  with  the   Net  Amount? 

(By  Howard  R.  Wellington.) 

THIS  is  a  matter  which  has  probably  been  brought 
more  forcibly   to  our  attention  within   the  last 

few   years   on    account    of   the   new   customs   re- 
gulations   which    permit    of   a    certain    rate     for 

cash  discounts  being  deducted  from  the  face  of  invoices, 
the   duty   being   calculated     on     the   balance   or   the   net 
amount. 

A  number  of  concerns  allow  this  amount  to  be  de- 
ducted, and  the  net  amount  of  the  invoice  charged 

against  merchandise  or  purchase  account.  This  method  of 
treatment  is,  however,  not  correct,  as  cash  discount  is  a 
rebate  for  prompt  payment,  and  has  absolutely  nothing 
to  do  with  the  cost  of  goods,  nor  should  it  enter  into 

the  basis  of  figuring  the  selling  price  by  adding  a  cer- 
tain percentage  on  the  cost. 

Different  Methods  Used. 

The  correct  treatment  of  all  invoices  on  which  cash 
discounts  have  been  deducted  is  to  run  through  the 
amount  deducted  and  charge  the  original  or  gross 

amount  to  the  correct  accounts.  Then,  when  the  ac- 
count is  paid,  the  cash  discounts  should  be  credited  in 

the  usual  way  to  purchase  discount,  discount  or  interest 
account,  whichever  title  is  used. 

It  has  been  argued  against  this  method  that  mer- 
chandise account  should  be  charged  with  the  actual  cost 

of  the  goods,  and  that  all  discounts,  including  cash  dis- 
counts, should  be  deducted  from  the  face  of  each  invoice 

before  being  charged. 
Anyone  taking  the  latter  view  may  be  asked  the 

question  "What  would  be  done  in  case  it  was  decided 
to  take  'time'  on  the  account  and  lose  the  cash  dis- 

count?" In  such  a  case  there  would  be  no  cash  discount 
deducted  and  merchandise  account  would  be  charged 
with  the  full  original  amount  of  the  invoice. 

Again,  it  is  necessary,  as  a  rule,  to  borrow  money 
either  on  note  or  discounts  in  order  to  take  advantage 

of  cash  discounts  and  the  charges  in  this  connec- 
tion are  charged  against  discount  account.  Similarly, 

why  should  not  discounts,  earned  by  the  use  of  this 
borrowed  money,  be  credited  to  the  same  account,  so 
as  to  show  at  the  end  of  the  year  the  amount  paid  the 
bank  on  borrowed  money,  on  one  side,  and  the  amount 
earned  by  cash  discount  on  the  other  or  credit  side  1 

The  Treatment  of  Freight. 

When  a  concern  delivers  goods,  should  the  freight 
allowance  be  deducted  before  calculating  cash  discounts 
or  afterward  ?  The  question  may  be  argued  both  ways. 

From  the  buyer's  standpoint,  the  freight  has  nothing  to 
do  with  the  invoice,  and  if  the  goods  are  delivered  at 
a  certain  point,  the  freight  should  have  been  prepaid,  or 
allowed  from  settlement  after  cash  discount  has  been 
calculated. 

From  the  seller's  standpoint  the  freight  is  in  the 
nature  of  a  rebate,  a  concession  or  credit  note  and 
should  therefore  be  deducted  from  the  face  of  invoice 
covering  the  goods  purchased,  and  the  cash  discount 
figured  on  the  net  amount  when  settlement  is  made. 

Both  these  views  are  right  in  a  way.  but  we  believe 
the  proper  course  to  take  is  the  first  one  outlined  above, 
which  is,  that  the  freight  should  not  enter  into  the  cal- 

culation of  cash  discount,  which  is  figured  on  the  amount 
of  the  invoice  before  freight  is  deducted. 

How  it  Works  Out. 

There  has  been  a  tendency  during  the  last  few  years 
to  decrease,  rather  than  increase,  the  cash  discount    re- 

bate, the  result  being  that  few  firms  to-day  allow  more 
than  5  per  cent.,  and  a  larger  number  allow  only  2  p.c, 

24  p.c.  and  3  p.c.  for  cash. 
Of  course,  the  buyer  must  bear  in  mind  that  if  a 

large  cash  discount  is  oftered,  it  is  necessary  for  the 
manufacturer  or  jobber  to  add  a  sufficient  percentage  to 
his  cost  to  provide  for  this  extra  rebate.  Competition 

on  general  lines  is  so  keen  to-day  that  more  than  a  fair 
profit  cannot  be  made,  and  price  and  value  should  al- 

ways be  taken  into  consideration  when  a  comparison  is 
made  between  goods  offered  by  a  concern  allowing  a 
large  percentage  for  cash  discount,  and  that  allowing 
only  a  small  percentage. 

A  buyer  frequently  brings  up  this  matter  of  cash 

discount  after  the  purchase  is  made,  and  when  infoi'med 
that  the  rebate  for  prompt  payment  is  only  2  per  cent., 
he  immediately  informs  us  that  another  concern,  from 
whom  he  has  purchased  goods,  allows  5  per  cent.,  the 
only  unanswerable  argument  to  present  in  such  a  case 

is  something  like  this  :  "Well,  Mr.  So-and-so,  we  can 
give  you  twenty  or  fifty  per  cent,  if  you  desire,  but  our 
prices  are  figured  very  carefully,  adding  a  percentage 
which  will  yield  us  only  a  reasonable  profit,  so  that  it 
will  not  permit  of  our  allowing  better  than  2  per  cent, 
but,  of  course,  if  you  desire  a  larger  percentage,  we  can 
add  on  sufficient  to  cover  the  amount  desired  and  then 

allow  you  the  extra  discount. 
If  such  an  argument  is  presented  intelligently  and 

you  are  positive  the  goods  and  prices  are  right,  there 
should  be  no  trouble  about  a  small  cash  discount. 

Net  Terms — No  Cash  Discount. 

A  number  of  firms  are  adopting  the  policy  of  selling 
all  goods  on  a  net  basis  or  perhaps  a  discount  of  1  p.c. 
ten  days.  More  especially  is  this  the  case  with  our 
friends  across  the  line.  Some  Canadian  firms  have  at- 

tempted the  same  course  but  with  varied  results. 
The  attitude  of  the  average  retailer  toward  either 

"net"  or  "one  per  cent."  terms  is  simply  this  :  he  will 
invariably  pay  accounts  first  on  which  he  can  earn  the 
largest  amount  of  cash  discount  or  prepayment,  then 

the  "net"  or  "one  per  cent."  accounts  follow  zs  he  de- 
sires to  pay.  It  is  only  natural  for  him  to  wish  to  save 

his  five  per  cent,  or  six  per  cent.,  as  the  case  may  be, 
and  as  these  accounts  take  up  his  ready  money,  the 

other  people  "can  wait."  Of  course  the  merchant  should 
realize  and  consider  the  fact  that  he  is  buying  "right" 
from  the  "net"  people,  as  prices  have  been  reduced  so 
low  that  it  will  not  permit  of  any  further  discount,  and 
indirectly  he  is  getting  the  benefit  of  such  reduction. 

The  large  New  York  houses  find  the  "net  terms" 
very  satisfactory,  as  in  a  number  of  cases  it  is  not 
necessary  even  to  make  a  draft  on  the  debtor,  owing  to 
the  short  date  term,  cheque  being  mailed  direct  to  the 

house.  It  is  quite  obvious  '  how  much  the  office  work 
would  be  reduced,  should  we  be  able  to  introduce  such  a 
state  of  affairs  into  Canada,  but  the  merchants  and 
manufacturers  are  not  quite  so  independent  as  yet  in 
our  Dominion,  and  it  is  necessary  to  not  only  allow  cash 
discounts,  but  give  long  datings  on  merchandise. 

Where  "net  terms"  have  been  used  in  Canada,  we 
venture  to  say  that  the  results  so  far  as  collections 
have  been  concerned  were  not  altogether  satisfactory. 
The  collector  in  such  a  case  has  no  inducement  to  offer 
the  retailer,  and  finds  that  other  firms  are  paid  first. 

The  Review  will  be  glad  to  have  the  criticism  of 
merchants  in  regard  to  cash  discount  and  net  terms. 
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Our  Guarantee 

We  will  install  a  System  of  Gipe  Car- 
riers in  you  store  ;  you  use  them  TEN 

DAYS,  and  if  you  do  not  find  that  they 

give  you  BETTER  and  QUICKER 

SERVICE  than  any  other  WIRE  CAR- 
RIER. PNEUMATIC  TUBES,  CABLE 

CARRIERS  or  CASH  REGISTERS, 

we  will  remove  them  at  our  expense. 

Fix  Responsibility  !  Stop  Leaks ! 
CENTRALIZE  YOUR  GASH  DEPARTMENT 

Leaks  are  unavoidable — and  generally  untraceable — in  any  cash 
sale  system  where  every  clerK.  in  the  store  goes  to  the  till  and  makes 
his  own  change.  Under  such  a  system,  mistakes  arise  ;  customers 
are  antagonized  ;  the  work  of  accounting  is  made  more  difficult  ; 
dishonesty  creeps  in  among  the  clerks  ;  unprincipled  customers 

are  given  the  opportunity  to  pilfer  while  the  clerks"  backs  are 
turned.  And  you  wonder  why  net  profits  are  not  greater  '.  There's 
a  way  out  of  it,  a  way  to  centralize  and  save  ;  a  way  that  combines 
thorough  efficiency  with  astonishing  inexpensiveness.      It  is  the 

GIPE  CASH  CARRIER  SYSTEM 

the  triumph  of  20  years'  experience  in  the  building  of  Cash  and 
Package  Carrying  Systems  for  stores.  It  makes  the  introduction 
of  a  Central  Cash  Office  an  easy  and  inexpensive  matter.  It  pro- 

motes honesty  among  customers  and  clerks  ;  avoids  confusion  and 
mistakes,  facilitates  business  ;  pleases  customers  ;  reduces  the 
number  of  sales-clerks  emplojed  ;  adds  to  the  profit  and  pleasure 
of  business. 

We  seek  the  opportunit}-  to  prove  to  you  that  the  Gipe  S)-stem  is 
the  best  system  in  the  world.  The  modern  business  man  investi- 

gates every  proposition  that  claims  a  bearing  on  increased  effici- 
ency and  greater  economy.  Investigate  this  proposition  !  It  costs 

you  nothing. 

Make  a  start  to-day  by  writing  for  our  Catalog  "  D.G." 

THE  GIPE  CARRIER  CO. 
118  Holborn,  E.  C, 

LONDON,  ENG. 

99  Ontario  Street, 

TORONTO,  ONT. 

Profitable  Display  Demands    Practical  Fixtures 

No.  2— I'raclical  Ribbon  Cabinet 

Practical  Counter  Notion 
Cabinets 

Practical 

Ribbon 

Cabinets 

Made  in 

Eidht 

Sizes 

Holding 

From 
50  to  700 

Bolts 

of 
Ribbon 

PRACTICAL 
RIBBON 

CABINETS 
PRICE  LIST 

Cabin 

No. 

0  27^x  614x26^ 

1  28^4x14     x26 
2  -.iSSxH  x38 
.S  -.'tSSxlS^xSS 

i  2>'^x■.':^^^38 

5  2J*^x27'4\38 

(i    28'4x32'^x3S 8    2S'4x42',x43M 

Capacity 

Bolts  
■ 

50 
100 

150 
250 

325 
400 
475 
TOO 

$  6  00 

10  00 13  5(1 

18  50 23  00 

26  00 
30  00 
42  00 

MADE  OF  OAK 

No,  :;     I'l.utual  R  bboQ  Cabinet 

Practical  Counter  Notion  Cabinet 
iJimensions  —  width.  28-in.;  height  at  back,  lOJ  in  ;  height  in  front.  4'  s-in. 
Made  regularly  in  5  lengths — 37  in..  48-in..  60-in.,  72-in  and  96-in.  The  37-in.  is 

divided  into  6  compartments,  5J^xt)x3in.,  10  compartments  6^x6x3-in  ,  4  compart 
nient^  8/^x6x3-in.;  all  insidemeasurements.  Longer  lengths  are  divided  into  same 
size  compartments  but  proportionate  number.  Boxes  are  removable  and  are  made 
of  white  basswood,  finished  natural.  The  frame  is  made  of  oak  with  antique  finish- 
The  back  of  each  case  has  a  strip  l-in.  wide  for  use  as  a  yard  measure.  All  com- 

partments have  card  holders  of  solid  brass  for  price  marks. 

No.  5,  37-in.  long 
No.  6,  48-in.  long 

No, 

PRICE  LIST 
$  9  00  No.  7,  fiO-in.  long 
10  00  No.  8.  72-in,  long 

9,  9B-in.  long  $16  03 
$11  50 

13  50 

Practical  Piece  Goods  Fixtures 
The  proper  (display  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 

Practical  Counter  or  Floor  Fixture.  Either  holds  torty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.    Price,  S6  50. 
Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50. 

Counter  Fixture 
FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND   FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers.     ILION,  N.Y. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 



Timely  Suggestions  for  Opening  Millinery  Displays 
Springlike  Window  Trim  Backed  by  Effective  Interior  Decoration 

Will  Have  its  Effect  Upon  Store's  Business  —  Millinery  Windows 
Will  be  Wanted  Early  this  Spring  —  Furniture  for  Display  Purposes. 

Winners  of  Monthly  Window 
Contest 

NOVEMBER  —  1,  Jas.  MiNicholl.  for  Richard  Hall 
&  Son,  Peterborough ;  2,  H.  Robinson,  for  R.  McKay 
&  Co.,  Hamilton. 

DECEMBER  -  1.  E.  A.  Wilson,  for  Exclusive  Ladies- 
Store,  North  Bay;  2,  J.  C.  Edwards,  for  A.  N.  Cress- 
man,  Peterborough. 

Winner  of  year's  prize  to  be  announced  In  March  issue. 

BECAUSE  Easter  falls  so  early  this  year  the  win- 
dow trimmers  may  look  forward  to  a  very  busy 

time  during  the  next  six  or  eight  weeks.  It  re- 
quires considerable  preparation  to  get  up  a 

creditable  series  of  opening  displays.  This  year,  almost 
before  the  opening  trims  are  out  of  the  way  the  Easter 
decorations  will  have  to  be  put  in  place.  Therefore  the 
work  on  both  will  have  to  be  undertaken  at  the  same 
time. 

Antique  chair  draped    with    cur- 
tain, fur,  rug  and  cushions 

—  From  German  windows. 

Table,  waist  and  silk  drape 
—  Talten  from  Berlin 

window. 

Of  late  years,  the  Spring  seasons  have  been  cold  and 
backward,  and  should  the  Spring  of  1910  be  of  this 

character,  progressive  stores  will  rely  upon  the  trimming 
effects  to  counteract  the  effects  of  the  weather  on  sales. 

There  is  little  doubt  in  most  localities,  that  in  all  but 
the  smaller  stores,  a  springlike  window  trim,  backed  by 
effective  interior  decoration,  can  set  selling  for  the  new 

Group   frjm   Garman   windows,   showing  the  use   of  furniture. 

season  going,  and  in  the  big  stores  it  is  a  proved  fact 

that  the  trimmer's  department  can  be  relied  upon  to 
bring  about  early  selling  when  the  face  of  nature  wears 
a  wintery   aspect. 

No  trimmer  likes  to  get  the  name  of  appropriating 
the  ideas  that  have  originated  in  the  brain  of  another 
man,  but  this  feeling  can  be  carried  too  far,  and  there 
is  absolutely  no  reason,  moral  or  otherwise,  against  his 
adapting  to  his  own  use  trimming  ideas  used  by  the 
large  stores.  There  are  plenty  of  ambitious  young 
trimmers  who  want  to  put  in  window  and  interior  trims 
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A  fixture  that  sells  skirts! 

That  is  what  we  claim  for  our 

BUCKINGHAM 

SUNFLOWER 
SKIRT  RACK 

that  will  attract  as  much  attention  as  possible,  and 

sell  as  many  goods,  that  have  not  the  necessary  exper- 
ience to  design  trims  that  are  wholly  new  and  striking. 

The  rack  will  display  your  garments 
to  better  advantage  than  any  other 
rack,  and  it  will  keep  them  in  first-class 
condition. 

It  retains  the  folds,  and  so  saves  you 
pressing  expenses.  It  has  no  dark 
sides,  and  takes  up  but  little  room  in 
your  store. 

Send  for  one;  we'll  take  it  back  if  it 
doesn't  suit  in  every  way. 

Price  F.O.B.  Guelph,  $16.50 

BUCKINGHAM-RAE 
COMPANY 

177-179  Adams  St.,  CHICAGO,  ILL. 

Lamp   effect   in    which  plaster  disc   and  crepe  paper 
and  flowers   are    used. 

Though  they  may  have  the  ideas,  they  lack  the  practice 
that  ensures  the  proper  carrying  out  of  those  ideas. 
There  can  be  no  harm  in  taking  the  leading  idea  from  a 

known  trimmer's  window  and  working  it  over  to  suit 
the  windows  under  their  care.  In  doing  so  there- will  be 
plenty  of  scope  for  the  exercise  of  both  judgment  and 
ingenuity,  as  there  will,  as  a  rule,  be  so  many  features 
to  change  and  adapt,  that,  when  finished,  the  trim  will 
be  to  all  intents  and  purposes  a  new  one.  This  is  the 

idea  The  Review  has  always  had  in  mind  when  describ- 

ing and  giving  features  from  other  trimmers'  work. 
If  a  striking  central  feature  is  chosen,  and  the  win- 

dow is  not  large,  the  addition  of  sprays  of  flowers  and 
foliage  is  all  that  is  needed  to  make  up  an  efiective 
trim.  That  is,  provided  the  backgroimd  is  a  permanent 
one. 

Decorative  Lamps. 

The   leading  trimmers   have     made  use   of   handsome 

lamps.    These  are  of  glass  and  metal  and  are  too  costlj- 

Handsome  effect   gained  by   the  use  of 
screen  —  Taken   from   Berlin  windows. 

to  be  within  the  means  or  to  be  suitable  to  use  in  a 

medium  class  store.  The  way  one  trimmer  surmounted 

this  difficulty  and  turned  out  a  lamp  that  was  both  de- 
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corative  and  yet  not  too  expensive  was  by  making  a 
dome  of  plaster  of  Paris  and  mounting  it  upon  a  wooden 
upright  with  a  base  14  in.  square,  and  a  4^  in.  top  to 
support  the  dome.  It  was  bored  full  of  holes  and  was 
covered  with  large  flat  crushed  roses.  A  wooden  24  inch 
hoop  was  placed  around  the  lower  edge  and  wired  into 
place.  This  was  covered  with  green  crepe  paper  and 
was  turned  with  a  garland  of  foliage  and  flowers,  while 
from  the  lower  edge,  a  fringe  of  crepe  paper  20  inches 
deep   was  hung. 

This  shade  was  about  5  ft.  high,  and  was  placed  a 
little  to  the  side  of  the  front  of  the  window,  about  three 

feet  from  the  background.  Placed  against  the  back- 
ground is  a  small  lamp  made  in  exactly  the  same  way 

as  the  larger  one.  These  lamps  were  strongly  lighted 
inside.    They  could  be  developed  in  other  colors   as  well 

the  pots  of  the  first  row  of  plants  used.  These  pans 
were  fixed  to  an  upright  piece  of  piping  and  the  whole 
painted  green.  The  pans  were  filled  with  mixed  plants, 
those  around  the  edge  being  trailers  and  creepers^ 
which  hung  over  and  gave  the  fountain  effect.  Around 
the  rim  of  each  pan  was  a  row  of  small  electric  lights 
in  frosted  white  and  clear  red  and  green  glass  globes. 
Few  trimming  effects  produced  have  exceeded  that  of 
these  flower  fountains.  These  were  used  in  the  interior 

of  the  store,  but  could  be  adapted  for  use  in  the  win- 
dow. 

-4- 

Trimming  the  Light  Well. 

In  many  stores  there  is  a  light  well  that  is  not  suffi- 
ciently large  to  admit  of  very  bold  treatment  and  these 

Prize  dress  goods    and  millinery  window  by  Jas.  M;Nicholl   for  Richard    Hall   &  Son,   Peterborough, 
ered  with  green   felt,   panel   background  In  white   and  gold,   topped  with   art  glass. Floor  cov- 

as  pink  and  could  be  varied  in  many  ways.  Violets  and 
violet  clematis  could  be  used  and  the  wreath  around  the 

wooden  rim  could  be  of  wistaria  blooms  and  foliage. 
Tan  and  yellow  shades  in  roses  or  poppies  would  also 
be  effective.  The  lamps  are  connected  by  a  strand  of 
flowers  and  this  might  take  the  form  of  a  garland  wound 
round  a  gilded  rope. 

In  connection  with  the  decorations  used  when  the  R. 

Simpson  store,  Toronto,  was  opened  last  Fall,  H.  Hol- 
lingsworth  used,  most  effectively,  some  flower  fountains. 

These  were  made  of  different  sized  iron  pans — the  largest 
being  about  a  yard  across  and  the  smallest  12  inches. 
The  rim  was  four  inches  high,  just  high  enough  to  cover 

small  wells  as  a  rule  are  only  two  storeys  high  and  are 
covered  with  a  skylight.  A  light  well  of  this  kind  had 

a  hoop  of  wood  suspended  from  the  centre  of  the  sky- 
light. This  hoop  was  covered  with  crepe  paper  in  pale 

mauve.  Paper  festoons  made  from  mauve  crepe  paper 
alternating  with  festoons  of  asparagus  fern  were 
used.  The  crepe  paper  was  cut  down  the  centre  of  the 
roll  and  was  pasted  end  to  end  until  the  proper  length 
was  secured.  Then  it  was  rolled  up  and  the  inside  end 
was  pulled  out  making  it  into  a  long  rope.  One  edge 
was  pulled  out  straight  making  a  kind  of  frill  around 
the  rope  and  these  paper  roses,  and  the  festoons  of  fern 
were  fastened  to  the  hoop  and  were  brought  down  and 
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SPRING 
MILLINERY 

Vou  will  be    requiring-  the   best  kind  of  HAT 
STANDS     for  your  Spring  Opening. 
Our  latest  designs  are  thoroughly  up-to-date,  well- 
finished  and   useful,  and  are  made  in  Nickel  Plate, 
Brushed  Brass,  Antique  Copper  and  Antique  Brass. 
Cut  shows  our  Counter  or  Show  Case  Mirror.     Turns 
in  any  direction  and  is  of  best  quality  glass  and  plate. 

SEND  FOR  CATALOG  "T" 

^^'
 

i*S 

attached  to  the  railings  of  the  well  on  the  first  floor. 
From  the  centre  of  the  hoop  was  suspended  a  spiral  coil 
of  wire  painted  green  and  wreathed  with  a  flower  gar- 

land. To  this  spring-  was  attached  a  plaster  cupid  which 
held  one  end  of  a  number  of  white  ribbons.  These  rib- 

bons were  attached  to  the  handles  of  gilded  baskets 
filled  with  flowers  and  foliage,  which  were  fastened  to 
the  pillars  around  the  well  on  the  ground  floor. 

The  Millinery  Window. 

February  28th  will,  in  all  probability,  be  the  day  set 
for  the  millinery  openings  this  year  in  the  importing 
houses,  as  the  first  'Monday  in  March  will  be  too  close  to 
the  date  of  Easter  day.  The  coming  Spring  promises 
to  be  again  a  color  season,  the  shades  chosen  being  par- 

ticularly soft  and  pretty.  Moreover,  what  is  a  more 
interesting  item  to  the  trimmer,  the  colors  chosen  blend 
beautifully.  How  to  arrange  a  suitable  window  back- 

ground is  the  problem  trimmers  will  soon  be  called  upon 
to  tackle. 

The  -window  sketched  is  the  one  A.  E.  Apted,  of  T. 
Eaton  Co.,  Toronto,  used  last  Spring,  and  is  full  of 
suggestions  as  to  treatment  of  background  and  the 
arrangement  of  colors. 

17-21 
Temperance 

Street, 
Toronto, 

Ont. 

No.  31  Dressed  "Imperial"  Counter  Stand. 

Are  you  afraid  to  show 
your  goods  ? 

If  not 
get  busy  and  use  our  modern 
brass  counter  stands  and 

watch    them    bring    re.sults. 

lVrite_  lis  for  catalogue  a  fid  suggestions. 

THE  TORONTO  BRASS  CO. 

17-21  Temperance  Street         -  Toronto,  Ontario 

A   Ger.iiin  window,    showing  the   grouping   of  figures,  furaiture,   etc. 

In  all  millinery  windows  by  this  experienced  trimmer, 
the  mirror  background  is  used,  and  for  this  series  of 

windows  the  whole  sweep  of  glass  from  the  north  en- 
trance on  Yonge  St.  and  all  the  Albert  St.  windows, 

including  the  magnificent  corner  window,  was  used  to 
show  millinery. 

The  min-or  frames  were  draped  with  Nile  green  silk, drawn  into  horizontal  folds. 

At  the  junction  of  each  mirror  there  was  placed  a 
large  rococo  bow  of  carved  wood  or  papier  machie, 
finished  in  dull  gold,  and  slightly  conventionalized  trails 
of  single  roses  and  foliage  were  painted  in  gold  on  the 
mirror  frame  and  also  in  the  clear  glass  that  boxes  in 
the  windows.  Large  roses  and  foliage  to  match  the 
colors  shown  in  each  window  were  used.  In  the  large 
corner  window  the  roses  were  pink  and  the  hats  were 
in  mixed  colors.  The  other  windows  were  in  deep  blue, 
yellow,  green,  a  combination  of  amber,  tan  and  nut 
brown  shades,  amethyst,  and  ashes  of  roses,  each  win- 

dow containing  a  monotone  display  of  millinery  to match. 

The  floor  was  covered  with  a  very  pale  grey  felt  that 
was  almost  white,  and  several  daintily-gowned  wax 
figures  were  used  as  well  as  some  handsome  screens  and 
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Author  of  first  practical  Book  of  Instruction  on 
Window  Dressingi   1896. 

Founder   of   first   School   of    Window    Dressing, 
1897. 

Designed    Exhibits    for    World's    Fair,   Chicago, 1893. 

Designed  and  Executed  Exhibits  for  Berlin    Ex- 
position, 1896. 

Designed  and  Executed  Exhibits  for    Paris  Expo- 
sition, 1900. 

I 
I 

Personal 

Selected  by  the  German  Government  to  repre- 
sent German  manufacturers  and  install  their 

displays  at  the  St.  Louis  Exposition,  1904. 

The  only  decorator  awarded  a  medal  by   the   St. 
Louis  Exposition- 

Author  of   (he  first  practical  Book  of  Draping: 
"The  Koester  System  of  Draping,"  1907. 

Five  years  with   Marshall  Field    &   Co.,  Chicago. 

Instruction 
Do  you  want  a  better  position  this^season?  If  you  do,  the  Koester,School  can  help  you  to  get  it.  This  School  can  qualify  you 

o  earn  a  bstter  salary  in  your  present  position,  or  it  can  help  you  to  get  another  position  at  a  better  salary.  We  have  the  testimony 
of  hundreds  of  successful  itudents  to  prove  this. 

Every  student  is  under  the  direct  personal  supervision  of  Albert  A.  Koester  from  the  time  he  enters  the  school  until  he  leaves  it. 
He  is  carefelly  drilled  in  all  of  the  most  modern  methods  of  handling  merchEndise.  Every  little  detail  is  demonstrated  and  the  student 
is  required  to  do  the  actual  work  himself.  In  short,  the  student  is  taught  eve  ything  that  Mr.  Koester  knows  about  window  dressing. 

For  the  coming  Spring  season  there  will  be  more  good  openings  for  first-class  window  dressers  than  there  ever  have  been  before. 
There  will  be  a  greater  demand  for  Koester  students  than  can  be  filled.  If  you  are  ambitious  to  better  your  position,  take  a  course  in 
the  Koester  school  now  and  be  ready  for  the  .spring  season. 

Let  us  send  you  information  regarding  the  Spring  classes  and  testimonials  from  hundreds  of  successful  students. 

THE  KOESTER  SCHOOL  OF  WINDOW  DRESSING 
256  East  Madison  Street,  Chicago 

DISPLAY   FIXTURES 
IN    METAL    AND    WOOD 

WAX 
FIGURES 

^^     FORMS 

MIRRORS 

CASES 

CABINETS 

HAT 
STANDS 

STANDS    IN    GREAT    VARIETY. 

Send  for  Catalogue  to-day . 

Clatworthy   &   Son,  Limited 
161  King  St.  West  TORONTO,  ONT. 

PALMENBERG— 1910 

Window Dressing 

and Display 

Q  Vou  are  in- vited to  have 

your  name enrolled  for  a 

compliment- ary copy  of 
our  unique 
catalogue, 

No.  i6L,  tobe 

issued  short- 

ly. Will  con- tain the  best 

of  hint  s  on 
showing  dry 

goods. No.  87E  No.  87G 

J.  R.  PALMENBERG'S  SONS 

710  BROADWAY,  NEW  YORK 

30  Kingston  St.,  Boston 

Est:ihlished  1852 

Factory:  87.  89  and  91  West  3rd  St.,  New  York 

10  and  12  Hojikins  Place.  Haltiiiiorf 

Please  mention  The  Review  to  Advertisers  and  Their 
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Easier  display   of  costumes  and    millinery   by   Bryson,  Graham   &  Co.,   Ottawa. 

furniture.  As  to  the  arrangement  of  the  background, 
the  sketch  given  will  show  that  better  than  any  written 
description  could  do. 

i- 

Effective  Use  of  Furniture. 

Reference  has  often  been  made  in  these  pages  to  the 
highly  artistic  window  effects  used  in  Germany.  Even 
more  attention  is  given  to  the  matter  of  eifective  win- 

dow trimming  in  Berlin  than  in  the  cities  of  the  United 
States.  The  German  window  trimmers  were  the  first  to 

realize  the  many  possibilities  in  the  use  of  high-class 
furniture  in  connection  with  the  showing  of  millinery  and 
garment  lines.  As  a  fact  the  German  trimmers  go  even 
further  than  this,  for  they  use  furniture  in  the  display 

of  house-furnishings  and  other  goods. 
Some  of  the  leading  trimmers  in  Canadian  stores  use 

furniture  to  good  etfcct  and  for  a  fine  example,  those 
trimmers  who  file  the  numbers  of  The  Review  are  re- 

ferred to  the  use  made  of  furniture  in  the  Fall  opening 
windows  dressed  for  the  W.  A.  Murray  Co.,  Toronto,  by 
H.  C.  McDonald.  This  furniture  was  of  rich  inlaid 

mahogany  and  toned  in  beautifully  Avith  the  soft  green- 
ish tan  of  the  background  and  the  rich  blues  and  violets 

of  the  fabrics  shown. 

Not  only  is  the  use  of  high-class  furniture  a  relief 
to  the  monotony  of  the  display,  but  where  there  is  a 

furniture  department  it  emphasizes  the  fact  that  high- 
grade  furniture  is  carried.  If  the  store  does  not  carry 
furniture  and  the  pieces  have  to  be  borrowed,  the  fact 

is  as  a  rule  acknowledged.  In  many  cases  trimmers  may 

be  able  to  borrow  genuine  antiques — perhaps  furniture 
with  a  history  that  will  bring  the  crowds  around  the 

window. 

§h?t?h  of  window  background  used  by  A,  E.  Apted  for  th«  T.   Eaton  Co.    Mirror  frames,  covered  with  Nile  greeq  gilK| 
rOSOC)  t)QW  Knots  of  plaster,  gilded.    The  rotes  and  foliage  match  the  color  usf^  |a  <hc 

trim,   Sm«U  floral  d$«ign$  on  rolrrgr  in  dHll  gilt. 



Tans  Occupy    Strong    Position   for    Summer    Wear 
Is  it  Wise  to  Feature  them  Strongly  for  Winter  —  Their  Harmonizing 
PossibiUties  a  Good  Selling  Feature  —  Handling  Shoe  Findings  — 
Essentials     of      Salesmanship      in      the      Retail     Shoe     Department. 

TAXS  for  Summer  wear  seem  to  have  secured  a 

position,  but  they  are  regarded  by  many  as 

strictly  a  Summer  shoe.  There  has  been  con- 
siderable discussion  regarding  the  position  of 

tans  for  1910,  but  it  seems  a  foregone  conclusion  that 
they  will  be  stronger  than  ever  for  Summer  wear.  The 

retailer  who  is  displaying  them  during  the  Winter  months 
should  consider  whether  he  is  not  making  a  mistake. 
There  are  those  who  deem  it  wiser  to  let  tans  rest  during 

the  winter  monlihs,  for  if  t'hey  are  wanted  by  a  customer 

they  will  be  asked  for.  Then  w'hen  the  Spring  season  opens 
rp,  they  can  be  displayed  to  advantage,  and  will  give  a 
bright  summery  appearance  to  stock. 

The  majority  of  shoe  dealers  are  preparing  for  a  good 

trade  in  tans.  Those  who  have  not  bought  good  quanti- 
ties   have  stock  remaining  from  last  season. 

Fewer  shades  of  tan  will  be  worn  this  year,  and  these 

will  be  slightly  darker.  Tlie  bright  tans  will  not  be  so 
mnch  in  evidence.  Tan  shoes  harmonize  well  with  the 

majority  of  shades,  and  this  is  a  marked  feature  in  pro- 
moting their  continued  popularity. 

Shoe  Findings. 
A  great  many  shoe  stores  and  shoe  departments  do 

not  give  proper  attention  to  the  display  of  shoe  findings. 
They  aie  kept  out  of  sight  of  the  buying  public,  simply 
because  no  preparations  have  been  made  for  keeping  them 
conveniently,  where  they  will  help  sell  themselves. 

Profits  on  shoe  findings  are  generous,  therefore  they 
sliould  not  be  neglected.     A  small  show  case  or  cabinet 

can  be  used,  whicii  will  not  require  any  great  outlay  to 

prccure,  or  occupy  very  much  space. 

In  this  the  various  small  articles  could  be  attractively 

displayed.  Laces,  of  the  different  colors  in  stock,  polishes, 
shoeliorns,  button-hooks,  rubber  heels,  etc.,  can  be  arrang- 

ed to  make  an  attractive  displaj^,  and  will  perhaps  sug- 
gest to  the  customer  an  othenvise  forgotten  necessity. 

Combine  Hosiery  with  Shoes. 

IMany  retail  stores,  putting  in  a  line  of  hosiery,  have 

found  that  it  was  an  excellent  step.  The  two  lines,  hos- 
iery and  shoes  belong  together,  and  by  carrying  a  stock 

of  hosiery  it  is  easy  to  sell  one  or  more  pairs  when  a 
sale  of  boots  or  shoes  has  been  made.  This  is  particularly 
true  in  the  case  of  colored  shoes,  where  the  store  has  been 

careful  to  put  in  a  stock  of  colored  hosiery  to  match  the 
shades  of  the  shoes. 

In  the  department  store  handling  boots  and  shoes  it  is 
a  good  plan  to  have  the  hosiery  department  near  the  boot 

and  shoe  department,  but  if  this  is  not  possible,  the  buy- 
ers of  these  departments  should  confer  with  each  other, 

before  buying,  so  that  the  hosiery  department  may  be 
able  to  supply  the  shades  necessary  to  match  all  the  colors 
in  the  shoe  department. 

'i'lie  Berlin  Shoe  Mfg.  Co.  has  been  incorporated  vvitli 
$40,000  capital,  provisional  directors  being  J.  H.  Roed- 
ding,  A.  D.  Weber  and  N.  0.  Knechtel. 

THE  BEST  VALUE  IN  CANADIAN  SHOES 
are  those  made  by 

AMES-HOLDEN  Limited 
Canada's  Largest  Shoe  Manufacturers  TWO  FACTORIES 

HIGHEST  GRADE  OF  FINE  SHOES  AND  SOLID  LEATHER  STAPLES 
Complete  Stock  for  Immediate  Shipment  at 

Montreal,  P.Q.        Toronto,  Ont.        St.  John,  N.B.        Winnipeg,  Man. 
Calgary,  Alta.        Edmonton,  Alta.        Vancouver,  B.C. 
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Our  March  Import  Propaganda 
Means  sure  Holiday  trade  success  in  1910.     Thousands  of  new  lines — Lots  of  "Specials" 

Showing  is  Unique  in  Canadian  Merchandising 

Dolls 
Toys 
Fancy 

Goods 

The  biggest  Dry  Goods  and  Department  Stores  give  their 
best  space  at  Christmas  time  to  large  displays  of  these 
lines. 

Customers  Only  Served  by  Appointment 

Write  at  once  for  particulars  and  arrange  visit  to 
Toronto. 

The  Fancy  Goods  Co.  of  Canada,  Limited 
136  Front  Street  West  (Opposite  union  station)  Toronto 

Please  iiieiUioii  The  Reznew  to  Advertisers  and  Then   Travelers 



Fancy    Goods,   Notions   and   Trimmings 
Good  Belt  Season  —  New  Designs  Combine  Leather  and  Moire  or 
Leather  and  Tinsel  Galoon  —  Massive  Buckles  and  Pins  -  Arts-and- 
Crafts  Designs  in  Pillows,  Runners  and  Table  Covers  —  Hair  Goods. 

SINCE  the  new  Russian  fashions  have  come  so
 

prominently  to  the  front  the  position  of  belts  has 

considerably  changed,  and  popularity  of  the  two- 
piece  suit,  with  a  blouse  to  complete  the  toilet, 

assures  the  manufacturer  of  a  good  belt  season.  Nor 
is  this  all  the  encouragement  that  he  has,  for  fashion  is 

bringing  into  iiH'ominence  the  suit  and  the  dress  that  will 
need  a  separate  belt  as  a  finish.  Models  of  this  class  are 

represented  in  imported  styles,  the  belts  shown  being 
composite  and  of  leather  and  moire,  or  leather  and  tinsel 

galoon,  and  having  brass  eyelets  or  brass  buttons  as  an 

additional  ornamentation.  Many  of  these  are  in  sec- 
tions of  leather  buttoned  to  a  section  of  elastic  or  laced 

together  through  eyelet  holes.  Gilt  buttons  and  fancy 
discs  of  leather  constitute  a  new  trimming  feature  in 

belt  lines.  Moire  effects  are  the  latest  novelty  in  elas- 
tics. 

Table  Cover,  shoiving  New  Drawn-Work  in  Grey  Etamlne 
Linen  —  Sliown  by  Hambly,  Wilson  &  Co.,  Toronto. 

The  wash  belt  has  become  a  staple  feature,  and  wash 
belt  business  is  always  a  big  one  irrespective  of  the 
fashion  viewpoint.  This  year  many  of  the  producers  of 
wash  belts  have  endeavored  to  produce  something  that 
is  away  from  the  extremely  cheap  lines.  Dainty  novelty 
patterns  in  Madeira  work  are  made  up  into  lined  and 
bound  belts,  and  these  belts  are  certainly  refined  enough 
looking  to  go  with  even  the  sheerest  of  lingerie  waist. 

These  belts  are  2.^  inches  -wide,  and  are  finished  with 
round  buckles  in  pearl. 

+ 

Buckles  and  Pins  Massive. 

Belt  buckles  and  belt  pins  are  very  massive  in  de- 
signs, and  high  favor  is  given  to  the  jewelled  effects. 

There  will  be  a  big  run  on  gilt  effects  with  rose  gold  in 
high  favor,  and  antique  silver  in  good  demand,  while 
Oriental  copper  is  one  of  the  novelties. 

In  button  lines,  gilt  buttons  promise  to  be  much 
used  and  it  is  said  that  the  New  York  importers  have 

stocked  up  immensely  in  anticipation  of  this  demand. 

Both  plain  and  satin  finished  gilt  buttons  in  mili- 
tary are  good  and  small  ball  buttons  in  gilt  are 

freely  used.    In  short,   it  is  said  that  gilt  buttons    will 

Novelty  Elastic  Belting,  Moire  Effect 
by  A.  Weyerstal,  Toronto. 

Shown 

take  the  place  of  jet.  Fancy  metal  buttons  in  handsome 
jewelled  patterns  are  shown,  and  the  new  iridiscent 
faceted  buttons,  particularly  in  Sphynx,  promise  well. 

For  trimming  waists  and  lingerie  dresses,  and  for  or- 
namenting neckwear,  etc.,  crochet  buttons  are  selling 

with  the  soutache  effects  good  for  use  on  the  cheaper 
lines.  Large  wood  buttons  constitute  a  novelty  for  use 
on  auto  coats. 

•«• 
Needlework  Lines. 

In  needlework  lines,  Irish  crochet  continues  to  be 

good  and  there  is  an  increasing  demand  for  good  pat- 
terns for  collars  and  for  jabots. 

Fall  lines  in  pillows,  runners,  table  covers,  etc.,  are 

coming  to  hand  and  the  highly  artistic  nature  of  the  de- 
signs shown  is  very  remarkable.  Arts-and-crafts  designs 

lead,  developed  in  soft  harmonious  colorings  in  silky- 
finished  grey  etamine  and  basket  linens.  A  feature  of 
the  runners  and  table  covers  is  the  use  of  drawn  work 

worked  in  bold  designs  in  floss  or  mercerized  cottons. 

Novelty  Elastic  Belting,  Moire  Effect - 
by  A.  Weyerstal,  Toronto. 

Shown 

Hair  Goods. 

During  the  past  few  years  public  opinion  regarding 
hair  dressing  has  undergone  a  complete  revolution.  It 

is  not  long  since  the  woman  who  was  obliged  to  supple- 
ment her  scanty  tresses  by  the  use  of  artificial  hair, 

tried  to  hide  this  fact  from  the  knowledge  of  others,  but 

now  it  is  an  accepted  fact  that  the  woman  who  follows 
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Ladies' Leather 
Handbags 

The  Most 

Popular Line 
Made  in 
New  York 

Comprising  all  fashionable  leathers, 

shapes  and  designs,  in  staples  and 

novelties,  in  popular-priced  goods. 

Our  1910  line,  which  is  now  ready  to 

be  shown  to  the  Canadian  trade,  is 

the  most  complete  we  have  ever  shown. 

It    will    pay  you  to  inspect  it 

Copland  &  Mittenthal 
Manufacturers  of  Fancy  Leather  Goods 

151  Grand  St.  and  160-162-164  Lafayette  St. 
NEW  YORK 

Canadian  Representative : 

A.  Roy  MacDougall,  42  Adelaide  St.  W.,  Toronto 

Did  You 
Ever? 

stop  to  consider  what  your  small- 
wares  mean  to  you.  It  is  just  the 

"Etceteras"  that  put  the  finishing 

touch  to  a  woman's  appearance. 
Cater  for  this  trade  by  hand- 

ling our 

Fancy  Lace  Collars, 
Belts,  Side  Combs 

and  Barrettes 
Write  for  samples  of  Easy  Bow 

Makers,  in  all  colors,  which  will 

be  found  useful  in  using  up  your 
short  ends  of  ribbon. 

E.  H.  CODE 
223-225  Queen  Street,  OTTAWA 

in  any  def?rec  the  dictates  of  fashion  regarding  her 
coiffure  must  resort  to  the  use  of  artificial  hair.  Few 
women  are  endowed  with  sufficient  hair  to  produce  the 
fashionable  coiffures  of  the  present  time,  and  were  she 
to  submit  her  hair  to  the  strenuous  treatment  demanded, 

it  would  not  be  long  before  she,  too,  would  be  wearing 
artificial  hair. 

This  enormous  use  of  artificial  hair  has  caused  the 

business  to  assume  important  dimensions,  and  the  up-to- 
date  department  store  now  has  its  special  hair  goods 
department,  doing  an  active  trade. 

Besides  the  actual  hair  sold  in  switches,  puffs  and 
curls,  the  demand  for  pins,  ornaments,  combs,  pads, 

nets,  etc.,  during  the  past  few  years  assumed  huge  pro- 

portions. 

Cushion  in  Arts  and-Crafts,  worlied  in  Golds  and  Tans  on  Grey 
Linen— Shown  by  Hambly,  Wilson  &  Co.,  Toronto. 

The  present  turban  style  of  hair  dressing  has  made 

some  changes  in  the  accessories  required.  It  has  in- 
creased the  sale  of  switches,  but  does  not  call  for  the 

curls  which  have  been  so  prominent.  However,  this  does 
not  mean  that  curls  are  not  selling,  for  the  new  style 
has  not  become  universal  as  yet,  and  the  great  majority 
are  still  wearing  masses  of  puffs  and  curls^  The  turban 

style  suits  some  faces  extremely  well,  while  others  can- 
not wear  it  with  good  results.  Its  vogue  will  no  doubt 

have  the  tendency  of  flattening  the  coiffure,  and  it  calls 
for  flat  ornaments.  There  is  a  big  demand  for  the  flat 

square  top  pins.  The  cap-like  forms,  made  of  wire  cover- 
ed with  gauze,  or  wool,  over  which  the  natural  hair  is 

drawm  to  form  the  turban  effect  are  selling  well,  and 

simplify  this  style  of  dressing  the  hair  for  the  woman 
who  wishes  to  do  it  for  herself. 

The  immense  demand  for  hair  has  had  the  effect  of 

materially  increasing  the  cost,  and  desirable  natural 
hair  sells  at  a  high  figure.  For  the  cheap  trade  there 
are  the  coarse  varieties  that  sell  at  a  low  price. 
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The  Most    Popular  and  Widely   Advertinfd  Hoops  on   the  Market 

"DUCHESS" 
Seven  Sizes, 

4,  5,  6,  7,  8,  10,  12 
inches. 

"DUCHESS-OVAL' 
Two  Sizes, 

i'A  x9  and   6x12 
inches. 

"PRINCESS-OVAL" 
Two  Sizes, 

4M  X  9    and   6  X  12 
inches. 

Seven  Sizes, 

4,  5,  6,  7,  8,  10,  12 inches. 

It  Pays  to  always  carry  a  full  assortment 
of  sizes  in  both  the  round  and  oval  shapes, 
to  meet  the  calls  of  your  customers. 

LOOK  UP  YOUR  STOCK  ?X 
Your  jobber  can  supply  you. 

THE  GIBBS  MFG.  CO.,  Canton,  Ohio, U.S.A. 

Facsimile  of  our  Envelope. 

Price  List  Post  Free  on  Application. 

M.  CRISCUOLO  &  CO. 
MANUFACTURERS  OF 

"THE  PERFECTION" 
Human  Hair  Fringe  Net 

The  Best  on  the  Market  Always  Reliable 

Special  quotations  to  shippers  and  large  buyers. 
Prompt  attention  given  to  Colonial  Orders. 
Acknowledged  the  cheapest  House  for  Value. 

PLEASE  NOTE.    WE  ARE  MANUFACTURERS  NOT  MIDDLEMEN 

19  Cross  St.,  Hatton  Garden,  E.C.,  London,  England 

Fancy  Leather 
Goods We  make  an  extensive  line  suit- 

able for  dealers  in  Fancy  Goods, 

Stationery,    Haberdashery,    etc. 

Sendjor  Illustrated  Catalogue 

G.  F.  Rumpp  &  Sons 
Established 

1S50 

Toilet  Cases 

PHILADELPHIA.  PA..  U.S.A. 

New  York  Salesrooms  :  :  :  :  :  683-685  Broadway Auto  Luncheon  Outfit, 

BRITISH  AMERICAN  DYEING  CO. 
The  Largest  and   Best 

Equipped 

DYE  WORKS 
In  th«  Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,    Ducks,   Cottons  and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,   Etc. 

DYED,    FINISHED    AND    PUT    UP 

AUo FEATHERS.    SILKS.    VELVETS,    RIBBONS,    LACE,    gJC 

'^"'•'uNlSJXLtlS"^'^^     MONTREAL  TORONTO  OTTAWA 
QUEBEC Pleasf  mention  The  Review  to  Advertisers  and  Their  Travelers, 

•msn^ 
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A.   S.   King"  Co.,  Limited 
The  Japanese  Silk  House 

JAPAN  TAFFETA  and    HABUTAI  in  all  weights. 
Direct  from  our  own  office  in  Yokohama,  Japan 

SHANTUNG  SILKS  in  all  widths  and  weights. 
Direct  from  our  own  office  in  Chefoo,  China 

**  TOKIO  **    Costume   Silks,     Raw    Silk,    27  in.   wide,   in   various 
designs  and  in  50  different  colors. 

**  TOKIO  **     Foulard    Silks,    27    in.    wide,     in    a    large  variety   of 
designs  and  colors. 

**  IRIS  "  Ruff  Weave  Silk,  Cross  Dyed,  24  in  wide,  extra  heavy 
weight,  20  colors. 

**  LA  TOSCA '*   Raw   Silk,  in   various   designs,    27  in.    wide,   all 
shades. 

TUSSORE  SILKS,   extra  wide,  in  Natural  Shades. 

SERGE  SILKS,  in  Heavy  Weights,  Natural  and  Colors. 

MOTOR  and  DUST   Coat   Silks   in    Light  and    Heavy  Weights, 
Plain,  Corded  and  Moire  effects. 

TAMALINE,MESSALINE,  LOUISINE  and  TAFFETAS,  in  all 

Popular  Shades. 

FANCY  SILKS  in  Stripes,  Checks,  and  Broche  effects  in  big  variety. 

We  invite  you  to  call  at  our  warehouse  when  you  are  in  Toronto  for 

the  Millinery  Openings,  Monday,  February  28th,  and  succeeding  days. 

CHEFOO 

YOKOHAMA 

LYONS 

NEW   YORK 

ZURICH 

A.  S.  KING  CO.,  Limited 
The  old  ISHIKAWA  premises 

24  WELLINGTON   STREET  WEST 

TORONTO 

1^ 



Advance  Indications  for  the  Fall  and  Winter  Seasons 

Fair  Amount  of  Business  in  the  Staple  Lines  —  Favor  for  Rough 
Weaves  —  Selling  Value  of  Different  Colors  —  Promising  Outlook 
for    Silks  —  Coming    Styles    Point    to    Strong    Vogue    for   Chiffons. 

WITH  wool  still  on  the  up  grade,  the  high  prices 

tihat  now  rule  promise  to  he  maintained,  and 
a,ny  change  that  may  take  phice  will  certainly 
be  in  the  direction  of  still  farther  advances. 

The  Fall  season  of  1910-11  has  opened  at  first  hand,  and 
the  garment  trade  and  the  jobbing  houses  have  already 
placed  a  fair  amount  of  orders  for  staple  lines.  These 
comprise,  chiefly,  panamas,  serges  in  great  variety  and 
some  diagonals  and  diagonal  effects,  etc.,  in  plain  cloths 
and  in  solid  colors.  Serges  are  being  taken  in  both  the 

fine  and  coarse  ribs — the  finer  serges  being  for  making 
up  into  dresses  and  the  coarser  weaves  for  street  wear. 

The  fashionable  tendency  is  markedly  in  favor  of 
rough  weaves,  cloths  of  coarse  construction  and  hairy 
effe'Cts,  though  it  should  be  mentioned  that  these  new 

cloths  though  apparently  heavy  are  in  i-cality  very  liglit  in 
weig'ht.  This  is  a  feature  that  is  most  pronounced  in  the 
new  cloths.  Melanges,  mixtures,  gi'anites  and  pronounced 
mixed  weaves  are  s'aown.  There  is  also  some  talk  of 
border  tweed  designs  in  checks,  and  of  Donegal  effects. 
Diagonals  are  extensively  featured  in  mixed  effects,  two 

•color  combinations  and  camel's  hair  mixtures  being  new. 

These  goods  bring  the  trade  up  to  zibe'ine  and  panne 
cloths  which  are  bidding  for  favor  both  by  their  bea,uty 
of  coloring  and  newness.  There  seems  to  be  a  feeling  for 
natte  and  basket  weaves,  and  for  fancy  cheviots. 

Dark  shades  rule  in  both  staple  and  novelty  colors. 
Novelty  colors  are  yet  strong  and  there  is  no  sign  of  their 

losing  the  hold  they  'have  obtained  for  some  time  yet.  It 
is  too  early  to  indicate  with  any  certainty  the  colors  that 
will  lead  for  Fall,  but  from  the  indications  given  by 
Winter  developments  in  Paris,  deep  rich,  mossy  greens  on 
the  leaf,  citronelle  or  yellow  green  order  are  particularly 
good.  Other  new  greens  are  tea,  green,  mistletoe  green, 
deep  olive  and  dull  deep  resedas,  as  well  as  the  more  vivid 

shades  of  parrot  greens  and  the  grey  and  seal  g-reens. 
Brown  shades  are  becoming  more  prominent  and  one  of 

the  newest  shades  in  Paris  to-day  is  tele-de-Nige  or  nig- 

ger's hea,d,  well  described  as  a  rusty  black.  Much  prettier, 
and  having  a  better  chance  of  becoming  popular,  are  the 
new  nut  shades.  Larch  is  a  new  brown,  being  in 

reality  a  deeper  tone  of  the  Torson  d'Or  or  golden  fleece 
s'hades,  and  there  are  the  giac  or  lignum  vitae  shades 
which  verge  on  the  rosewood  tones.  Deep  shades  of 
Morille  or  mushroom  come  between  brown  and  green. 
Ashes  of  roses  is  still  a  color  to  be  reckoned  with,  and  in 
the  deeper  papilotte  shades  and  in  the  claret  and  deep 
wine  shades  promises  to  be  well  worn.  Deep  pansy  and 
purple  shades  are  good  with  prune  much  in  evidence  in 

serges,   etc.,  and   in   the   novelty   colors   the   dead   violet 

shades  known  this  Summer  as  parfum  will  be  selling 

coloi-s.  Grey  will  have  a  high  place,  particularly  mixtures 
of  black  and  white.  In  solid  colors  the  fashionable  greys 
are  dull  metallic  tones  in  steel,  iron  and  lead  greys. 

In  blues  the  newest   tone  is  Norde  pole  'a  dull  bluish 
cult  to  get  re-orders  on  many  lines  of  goods. 

*!* Silks. 

The  nearer  the  approach  of  Spring,  the  better  is  the 
outlook  for  a  good  silk  season.  Pongees  and  Shantungs 
in  various  weaves  and  in  all  weights  are  going  to  lead 
from  the  selling  standpoint.  Though  some  of  the  new 
ones  are  of  the  na-ture  of  voile,  the  big  selling  will  be  in 
weights  suitable  for  the  making  of  coats,  suits  and  other 
garments.  The  natural  shades  will  be  good  and  so  will 
solid  colors.  In  printed  silks  the  big  business  will  be  done 

in  satin-twilled  foulards,  the  patterns  being  in  small  con- 
( Concluded  on  page  84.) 

NOVELTY    COLORS   FOR   FALL. 

Placed    in    Order    of    Their    Selling    Importance. 
BLUE. Navy. 

Neptune. 
Lido. 

Marine. Dark   Blue. 

Parrot  Blue. 
GREY. 

Nord  Pole. 

Mixture. 
Steel. Iron. 

Greys. 
Silver. 

GREEN. 

Lead. 

Moss  Greens. Leaf -green. Mistletoe. 

Citronelle. Tea-green. 
Dull  Reseda. 

Olive. Fir-green. 

Sea-green. 

BROWNS. 

Parrot. 

Filbert. Larch. 
Morille  or 

Torson  d'Or. 
Giac. 

Mushroom. 

Pinkish  Browns. Tete  d'Nige. 
ROSE  SHADES. 

Ashes  of  Roses. Althea. Cerise. 

Papilotte. 
Burgundy. Claret. 

Deep  Wine. 
VIOLETS. 

Pansy. Purple. 

Parfii.m. 

Prune. 



Style  Indications  for  Spring  and  Summer  in  New  York 
Shorter  Skirts  and  Suit  Coats  —  Separate  Coats  Longer  -  Tunics  in 
Vogue  —  New  Draping  of  Sltirts  —  Popularity  of  Blouses  —  Large 
Showing  of  Bloused  and  Side-Buttoned  Russian  Coats  —  The  7-8  Sleeve. 

Staff    Correspondence. 

Office  of  The  Dry  Goods  Review, 
160  Broadway,  New  York,  Jan.  28. 

THE   extraordinary  increase  in  the  sale   of  serges 
and  cheviots   is  naturally   having  the   effect    of 
lessening  the  demand  for  plain  weaves,  and    this 
has  been  noted  in  the  case  of  broadcloths. 

White  serges  for  the  Spring  and  Summer,  to  be  used 
as  a  background  for  black  trimmings,  have  been  ordered 
liberally  by  most  buyers  and  white  broadcloths  are  also 
good  property. 

In  addition  to  these  fabrics  there  are  many  novelty 

cheviots,  two-toned  diagonals,  basket  cloths  and  mat 
weaves. 

Many  of  the  materials  for  Spring  show  a  rough  sur- 
face, but  they  are  mostly  made  from  soft  yarns  that  are 

not  at  all  stiff  or  wiry,  as,  for  instance,  the  diagonals, 
basket  weaves,  boucle  and  cheviot  effects.  They  have 
rough  surfaces  but  are  very  soft.  For  next  Fall  there 
will  be  a  big  demand  for  the  rougher  effects,  zibeline 
being  in  the  lead. 

Mannish  Novelties. 

Such  fabrics  as  are  classed  among  mannish  novelties 
are  having  strong  representation  in  the  Spring  trade. 
Grey  melanges,  homespuns,  and  worsteds,  in  mixtures, 
invisible  checks  and  invisible  stripes,  are  being  taken 
for  tailored  suits  and  separate  coats. 

English  mohairs  vie  in  beauty  of  coloring,  in  rich- 
ness and  variety  of  pattern  with  any  fabric  manufac- 

tured. They  are  being  shown  in  English  tailoring  pat^ 
terns  in  many  beautiful  and  attractive  designs. 

Ultra  buyers  will,  without  doubt,  make  a  business 

of  featuring  novelties  in  crepe  and  crash  efi'ects  of  more 
or  less  obtrusive  formation.  Voiles  in  plain  and  fancy 
effects  are  again  good.  This  line  includes  also  chiffon 
cloths,  marquisettes  and  other  similar  weaves,  some  of 
them  taking  the  form  of  serge  effects. 

Pin-head  checks  and  pin  stripes  are  favored  by  the 
best  retailers,  along  -with  many  silver  grey  effects  which 
are  endorsed  by  the  best  dressmakers,  for  tailored  suits. 
Black  grounds,  with  narrow  white  stripes,  and  white 
grounds  are  good  and  in  a  similar  way  small  checks 
have  been  taken  up. 

Fashionable  Colors. 

Among  the  most  fashionable  colors  for  the  new 

season  there  are  many  extremely  dark  ones.  It  is  diffi- 
cult to  find  any  color  at  all  in  the  brown,  known  in 

Paris  as  "Tete-de-Negre,  which  an  unprejudiced  critic 
classes  as  rusty  black. 

Its  rival,  Aile  de  Carbeau  (raven  blue)  is  almost  as 
dark.  Many  of  the  greys  have  a  dead  leaden  cast,  and 
one  of  the  leading  greens,  Sapin.  is  a  fir  shade  at  its 
deepest.  These,  according  to  the  fashion  authorities  of 

the  woollen  trade,  are  to  be  maintained  for  Spring,  to- 
gether with  other  dark  shades  such  as  jay  and  swallow, 

browns  of  the  seal,  earthy  and  bronze  varieties,  dark 

navy  and  gendarme  blues,  dark  blue  purples,  and  ma- 
gentas. 

But  there  is  no  lack  of  light  and  fairly  light  shades 

to  keep  them  company.  There  are  the  Bleriot-blues, 
which  are  very  deep  skies.  The  other  shades  of  this 

color  are  of  the  stony-blue  types,  or  else  have  a  tendency 

towards  turquoise.  Of  greens,  there  is  a  good  show. 
Moss  and  parrot  greens  are  sampled  in  a  great  many 

different  depths — beginning  quite  light.  There  are  also 
serpent  and  light  resedas,  the  former  slate  greys,  just 

tinged  with  green,  the  latter,  light  yellow-grey  greens. 
There  is  a  large  assortment  of  drabby  grounds,  fawns, 

brick-dust  shades,  golden  and  pinkish  effects.  Pearly 
greys  under  the  names  of  Aviation  and  Latham  shades 
are  being  taken  extensively  in  Paris.  They  have  a  touch 
of  pink  in  some  of  them. 

The  new  whites  are  of  the  mastic  order.  The  lead- 

ing line  of  pinks  are  the  coral  or  begonia  tj-pe,  and  very 
bright.  A  bright  but  rather  light  red— the  color  of 
pomegranate  seeds — ^has  already  made  its  appearance 
both  here  and  in  Paris.  Violets  and  mauves  are  not  in 

great  force,  and  generally  incline  more  to  pink  and  red 
than  blue. 

The  most  important  lines  of  blues  are  of  the  north- 
pole  shades,  which  begin  with  the  very  palest  glacier 

blues,  deepening  gradually  to  cold,  grey  sky-blues,  in- 
clining to  periwinkle.  Golden  yellows  promise  well,  es- 

pecially for  millinerj'. 
There  is  a  long  series  of  greys  under  the  title  of 

Dover  greys,  very  misty  in  their  lightest  tints,  but  borh 
in  their  lightest  and  deeper  shades  slightly  tinged  with 

pink. 
There  are  many  new  weaves  of  a  sheer  varietj-  in 

the  tussah  lines  of  a  make  similar  to  a  chiffon,  besides 
many  other  novelties.  This  whole  line  bids  fair  to  take 
a  very  prominent  place  in  the  selling  for  this  Spring. 

Cashmeres  and  Messalines. 

The  silks  that  are  enjoying  the  best  sales  are  cash- 
meres and  messalines.  There  is  also  a  strong  call  for  all 

kinds  of  corded  silks,  and  for  diagonals.  Heavy  corded 
ones  are  selling  the  best  and  some  diagonal  weaves  of  a 
rough  finish  are  very  successful.  Wide  wale  diagonals 
are  selling  very  much  better  than  the  narrower  widths. 
Baskets  weaves  and  mat  effects  are  having  immense 
sales,  both  for  suits,  costumes  and  trimming  purposes. 

Foulards  are  in  small  patterns.  Many  of  the  new 

foulards  are  in  jacquard  effects  with  an  overprinted  de- 
sign. Blue  and  white,  and  black  and  white  are  favorite 

colorings  and  combinations,  but  foulards  are  being 
shown  in  full  assortments  of  novelty  greens,  greys, 

violet,  rose  and  tan  shadings.  Many  new  foulard  print- 
ings are  in  cashmere  designs.    These  are  high  novelties. 

Among  the  novelties  in  silks  are  the  changeable  or 
chameleon  effects,  this  appearing  in  taffetas,  satin, 
chiffon,  etc.  These  changeable  silks  will  be  used  for 
tailored  suits  as  well  as  for  day  and  evening  gowns. 

Linens  and  Cottons. 

Some  of  the  new  linens  have  a  crepe-like  finish,  but 

it  is  whispered  that  a  new  weave  called  "etamine"  will 
lead  in  the  linen  family.  Its  weave  is  much  finer  and 

closer  than  any  of  the  heavy  linens  formerly  shown,  M'd 
as  it  is  soft  and  pliable  and  will  not  crush  easily,  its 
success  is  already  assured. 

We  may  take  it  as  a  certainty  that  there  will  be  a 
very  large  demand  for  thin  and  transparent  goods  this 
season.      Everything    points   that   way  ;    the   vogue    for 
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REVILLON  FRERES,  LIMITED 
EXPORTERS  AND  IMPORTERS  OF  GENERAL  DRY  GOODS 

134  McGill  Street,  MONTREAL 

HEAD  OFFICE:  79  Rue  de  Rivoli,  PARIS 

"A  Record" 

O 

in  Dress  Goods  Selling  that 
Ave  are  proud  of 

UK  Dress  Goods  Dept.  was  opened  in  August  1909  for  import  orders, 
with  a  choice  assortment  of  English,  French  and  German  Dress 
Goods. 

We  asked  ourselves  this  question  ;  "  C'an  we  sell  on  the  open  market  for 
import  against  the  Old  Country  houses  and  those  buyers  who  import 

direct  themselves  ? " 

We  thought,  we  dreamed,  we  formed  resolutions  of  what  might  be,  then 
we  took  action  by  getting  the  best  manufacturers  in  their  respective  lines 
to  come  to  an  arrangement  with  us. 

We  selected  our  samples  as  if  our  very  life  depended  on  them,  we  marked 

our  prices  on  a  purely  commission  basis, 

believing  that  by  buying  and  selling  on  the 

shortest  terms,  we  must  ultimately  win  out 

against  all  comers,  that  our  utmost  expecta- 

tions have  been  realised  are  proven  by  the 

fact  that  our  warehouse  is  loaded  from  top 

to  bottom  with  Dress  Goods  to  be  shipped 

during  February  and  March,  and  amongst 

the  consignees  you  will  find  the  names  of 

almost  every  large  manufacturer  and  depart- 
mental store  in  Canada. 

Our  travelers 
are  out  for  Fall 

1910.  Be  cur- 
ious and  see 

what  they 

have  got. 
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tunics,  flounces,  ruffles,  blouse-slips,  scarfs,  etc.,  besides 
combinations  of  materials. 

This  combination  of  materials  is  particularly  strik- 
ing and  it  will  be  noted  in  linens,  and  wash  goods,  as 

well  as  in  woollens  and  silks.  For  instance,  the  tunic 

or  drapery  will  be  of  one  fabric  and  the  flounce  of  an- 
other which  is  very  odd,  but  pretty  when  the  materials 

harmonize. 

Crepons  are  coming  to  the  fore  rapidly.  In  trans- 
parent white  dress  goods  the  advantage  is  likely  to  be 

for  embroidered  effects,  and  Swiss  muslins  and  plain  and 
sprigged  linens. 

The  trend  towards  corded  fabrics  is  very  plain  and 
solid  colors  are  selling  as  well.  Fancy  goods  from 
woven  yarns  are  undoubtedly  getting  better  and  some  of 
the  fine  gingham  weaves  are  being  taken  extensively. 

Cotton  "  Imitation  "  Fabrics. 

Cotton  imitations  of  high-class  linens,  silks  and  wool 
fabrics  are  rapidly  assuming  a  leadership  in  wash  fabrics 
and  the  fidelity  to  the  weaves,  finish  and  colorings  of 
these  three  fabrics  as  expressed  by  the  cotton  output  in 
such  linens  is  most  remarkable. 

Cottons  of  this  class  should  appeal  to  the  retailor, 
as  they  are  not  only  attractive,  but  beautiful  in  every 
particular  and  lend  themselves  admirably  to  draping  or 
tailoring. 

In  a  fine  collection  of  cotton  "imitations"  of  other 
fabrics  were  seen,  motor  cloth,  ramessine,  ramessine 
fancies,  diagonelle,  aero  cloth,  Sahara  cloth,  motor 
crashes,  natural  finish  suitings,  reversible  motor  cloth 
suitings,  which  are  shown  in  a  variety  of  stripes,  fancies 

and  checks,  as  well  as  plain  designs.  They  are  wonder- 
ful productions  of  silk  and  wool  fabrics  and  wash  beau- 

tifully. Especially  adaptable  and  practical  are  the  re- 
versible fancies  which  are  of  great  advantage  to  make 

up. 

Silks 
(Concluded  from  page  81.) 

ventional  designs  that  cover  the  ground  well.     The  novel- 

ties are  the  changeable  foulards  and  the  jaequard  grou-nds 
with  set  over-patterns. 

Messalines  have  sold  well  for  suit  and  costume  pur- 
poses, but  their  supremacy  is  challenged  by  the  changeable 

taffetas.  Taffetas  are  ■coming  back  into  favor  and  the  out- 
look is  decidely  good  for  the  taffeta  petticoat.  Moires 

and  beugalines  are  used  for  trimming  purposes,  and  jac- 
(£uards  are  shown  in  black  silks.  Brocades  are  being  used 

in  Paris  and  are  shown  to  some  extent  by  the  'high-class 
trade,  but  the  movement  in  their  favor  is  not  as  yet  a 

strong"  one. 
Chiffons,  chiffon  cloth,  marquisettes,  silk  voiles,  etc., 

are  being  used  for  evening  wear,  as  they  are  the  proper 
fabrics  to  use  in  the  development  of  evening  gowns  and 

gowns  for  formal  occasions  and  for  the  transparent  over- 
skirts  now  beginning  to  be  so  much  worn.  Silk  crepes  are 
also  worn  and  there  is  some  call  for  both  crepe  and  plain t'oliennes. 

Coming  styles  point  to  a  strong  vogue  for  ehiffon. 
The  chiffon  dress  is  the  seller  in  the  city  stores  for  even- 

ing wear,  and  dresses  of  this  fabric  are  being  made  up 
for  dressy  occasions  for  Spring  wear.  The  latest  Paiis 
idea  is  for  a  chiffon  gown  to  be  worn  over  silk  ar  lingerie 
dres.ses,  also  it  is  the  mode  to  veil  a  lingerie  blouse  with 
an  over  blouse  of  chiffon,  all  of  which  points  to  a  lar^e 
use  of  chiffon  in  the  future. 

HASLIN  MILLS  WASH  FABRICS 
For  SPRING  and  SUMMER  1910 

7^/V  line  represents  the  highest 

achievements  in  the  weaving 

and  finishing  of  cotton  fabrics 

Ramessine 
Sahara  Cloth 
Diagonelle 

Motor  Suitings 
Motor  Brilliantine 
Motor  Crashes 

and  many  others 

Of  vital  interest  to  all  manufacturers  of  Wash  Garments,  Job- 
bers and  Retailers  of  Dry  Goods.   Samples  on  application. 

HASLIN  MILLS,  62  White  Street,  NEW  YORK,  N.Y. 
Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 



Dry  Goods  Review  DRESSGOODS  85 

SUESINE  SILK 
Ready  To  Serve  You 

GREENSHIELDS  LIMITED 
VICTORIA  SQUARE,  MONTREAL 

SUESINE  DISTRIBUTORS  FOR  THE  DOMINION  OF  CANADA 

Write  to-day  for  samples  and  full  information.  Be 
ready  to  meet  the  big  demand  for  Suesine  Silk -^  the 
widest  advertised,  best  known  and  most  popular  Silk 
of  its  kind.  It  is  a  strong  seller  and  is  in  great  favor. 
It  MAKES  good  because  it  IS  good. 

Greenshields  Ltd.,  Victoria  Sq.,    ::    Montreal 

LOOKING  FOR  NOVELTIES? 
WE   STAND    SUPREME   IN   THE   MANUFACTURE    OF 

Silk  Mourning  Crapes,   Crepons, 
Silk  Crepes  de  Chine  and  Grenadines 

OUR  SCARF  DEPARTMENT  IS   OFFERING  ATTRACTIVE  NOVELTIES  IN 

Voile    (Scarves,    nam  and  Satm  Stnpes  SCarf    Wraps,    Shaped  and  Fringed 

Crepe  de  Chine  Scarves,  Fnnged  Ends 
PRINTED    SCARVES    ARE    OUR  SPECIALTY 

=  Our    Dress    Goods    Department  = 
IS   ABUNDANT   IN  ITS  SHOWING  OF 

Crepons,   Silk  and  Cotton  CrepeS  de  Chene,   in  all  the  leading  shades 

"         ful^^t  ̂ °°'  Silk  and  Wool  Satin 
All  Silk 

**  All  Cotton  Meteor  Crepon,   Satin  Effect 
May   we  send  you  samples  of  these  unparalleled    fabrics   for    SPRING    TRADE  ? 

Silk   Mills:     Great    /^T>/^TT'T^     Q.^   i^f\        T    l-»r»r^\4-^A    8  and  9,  Friday  St 
Yarmouth,  England    VXlVVJ  U    1      OL   V>lVy«,    l^lIIllieQ    London,   E.G.,   Eni 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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27  Inch  Yarn-Dyed 
LINING  SATIN 

to  Retail  at  $1.25  a  Yard. 

,^IPIIi§^ 

Twenty  Richly  Toned  Colors  to  Match  Popular 
Dress  Shades.  Write  for  Sample  Bunch. 

SOLE  CANADIAN 
AGENTS NISBET  &  AULD 

V 

LIMITED 

TORONTO 

Please  mention  The  Reviezv  to  Advertisers  and  Their   Travelers. 
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MOTOR  SUITINGS 
THE 

IDEAL  CLOTH  for  OUTING  WEAR 

Perfect  in  Weave  and  Finish. 

Extensive  Range  of  Patterns. 

Colors    Positively    Tub-proof. 

They  Will  Increase  the  Profit- 
earning  Power  of  Your  Business 

Your  Wholesaler  Has  the  Stock 

™© Ask  for 

Q^YTjyJ  Motor  Suitings 
QQSUfilON 

There's    More    Profit   in    Canadian  Printed  Goods 

PUase  mention  The  Review  to  Advertisers  and  Their 



Indications  Do  Not  Favor  Early  Return  to  Lower  Prices 
Marked  Decrease  in  Raw  Cotton  Before  Lists  on  Staples  will  Show 

Drop  —  Much  less  Tendency  to  Hold  Back,  Hoping  for  Lower  Prices 
—  Heavy    Demand    for   Prints    for  the    Spring   and    Summer   Season. 

BUSINESS  is  steadily  improving  in  cotton  goods. 
Retailers  have  realized  that  high  prices  are  not 

a  fairy  tale,  and  that  indications  do  not  favor  a 
near  return  to  lower  figures,  while  stocks  all 

over  are  low.  This  has  resulted  in  active  buying,  and 

many  of  the  mills  which  have  been  running  on  short 
time  are  now  on  full  time. 

The  recent  drop  in  the  market  was  only  temporary, 

and  at  present  writing  the  former  high  level  has  prac- 
tically been  reached  again.  This  drop  could  not  affect 

the  price  of  the  finished  goods,  owing  to  the  fact  that 
the  price  lists  now  in  force  are  based  upon  cotton  at  a 
lower  figure  than  the  price  to  which  cotton  dropped. 

There  will  have  to  be  a  marked  decrease  in  raw  cot- 
ton before  price  lists  can  be  issued,  showing  a  decrease, 

and  according  to  present  indications  Fall  prices  will  con- 
tinue high.  If  June  passes  without  a  material  decrease 

in  raw  cotton.  Fall  prices  must  rule  high,  and  the  pre- 
sent high  level  will  be  maintained  throughout  the  Spring 

and  early  Summer.  Beyond  that,  the  price  question  is 
a  matter  of  conjecture,  and  as  stated  before,  if  June  is 
passed  without  a  decided  drop,  there  can  be  no  change 
before  the  new  cotton  crop  is  on  the  market. 

Good  Sorting  Trade  Expected. 

Orders  for  present  delivery  are  good,  and  are  grad- 
ually improving.  All  branches  of  the  trade  realize  the 

importance  of  getting  goods  while  it  is  possible  and  are 
willing  to  pay  the  advanced  prices.  There  is  much  less 
tendency  to  hold  back  hoping  for  lower  prices,  as  reduced 

stocks  have  made  it  absolutely  necessary  to  place  or- 
ders. Early  advance  orders  from  retailers  were  good, 

but  werd  not  sufficient  to  carry  them  through  the 
season.  This  makes  it  certain  that  sorting  trade  will 

be  good,  and  in  view  of  general  scarcity  of  goods,  and 
the  absolute  jertainty  that  high  prices  will  rule  for 
some  months  yet,  retailers  should  make  sure  that  they 

will  have  enough  stock  for  reasonable  demand  through- 
out the  season.  There  seems  to  be  every  likelihood  that 

when  the  actual  retail  season  is  on  that  it  will  be  diffi- 
cult to  get  re-orders  on  many  lines  of  goods. 

Wash  Fabrics. 

It  is  safe  to  say  Aat  the  man  who  ordered  his  cotton 

g'oods  early  is  the  one  that  is  smiling  now,  for  he  got 
them  at  prices  tha,t  cannot  be  duplicated  in  the  near 

future.  The  jobbing  houses' are  in  a  position  to  make 
atti'aetive  prices  on  all  lines  bought  when  the  t'me  was 
favorable  to  marketing  last  Fall.  The  tendency  is  strongly 
towards  higher  values,  and  prices  as  now  fixed  are  high 

compared  witli  last  Fall,  but  they  are  not  high  when  com- 
pared wit'h  the  value  of  the  raw  material  and  the  increased 

■cost  of  production. 
Mercerized  cotton  suitings,  poplins,  cords,  linen-finished 

cottons  in  plain  and  fancy  weaves,  including  the  new 
diagonals  in  solid  colors  are  very  strongly  represented  in 

the  Spring  fabrics,  and,  due  to  the  hig'h  price  of  cotton, 
sheer  fabrics  are  likely  to  again  come  into  free  demand. 
In  the  novelty  end  some  Ijeautiful  effects  in  embroidered 

Swiss  are  shown^  and  also  on  sheer  soft  finished  mercerized 
batiste. 

Printed  wash  fabrics  are  looking  up,  the  new  foulard 
effects  being  greatly  in  evidence.  There  is  also  some 
tendency  it  is  said  towards  a  better  representation  for 
printed  organdies,  lawiis,  batistes,  voiles,  etc. 

+ 

Linens. 

The  abundant  showing  ol  all  classes  of  household  and 
fancy  linens  has  been  one  of  the  best  store  attractions 
during  the  month  of  January.  Most  stores  have  made  a 
lead  of  'this  kind  and  have  been  abundantly  repaid  by 

its  success.  All  kinds  of  tab'.e  linens,  toilet  linens,  fancy 
linens  of  all  kinds,  have  been  freely  exhibited  and  liave 
been  one  of  the  best  selling  lines  in  the  store. 

The  past  year  'has  been  a  particularly  good  one  in  this 
department  and  though  orders  placed  have  been  large 
there  have  been  no  accumulations.  The  one  feature  of  the 

present  situation  that  buyers  do  not  relish  is  the  certainty 
tiiat  higher  prices  will  rule  next  year.  The  moderate 
prices  of  the  past  year  have  been  good  for  business,  but 

wit'h  values  ag-ain  sky  high  there  may  be  some  falling  off 
in  the  sales  in  this  department.  It  is  also  borne  in  mind 

that  price  advances  always  hit  t'hc  popular  article  harder 
'than  that  in  which  manufaicture  counts  for  more  than  the 
raw  material.  Therefore,  the  advancing  prices  concern 

more  the  'cheaper  lines  than  the  finer  damasks,  table  fur- 

nishings, chamber  accessories,  dress  linens  and  linen  novel- 
ties. These  latter  lines,  in  a  general  way,  will  'hardly  feel 

the  change  to  a  'higher  price  level. 
The  line  of  linen  novelties  in  drawn  work,  embroidered 

or  lace-trimmed  effects  is  quite  an  extensive  one  and  is 
one  that  is  doing  a  bigger  business  eaich  year,  and  is  one 

that  buj-ei'S  are  giving  more  and  more  attention  to. 
In  towels  there  is  a  still  increasing  demand  for  the 

guest  or  individual  towel.  This  is  both  a  sensible,  sani- 
tary and  labor-saving  fashion  and  as  such  has  made  its 

own  place.  Patterns  in  towels  are  all  designed  now  with 
a  view  to  having  the  monogram  embroidered  thereon. 

And  for  this  purpose  there  is  a  centre  S'pot  left  in  the 
design.  Where  the  order  is  of  sufficient  size,  say  for  a 
bridal  outfit,  or  for  hotel  or  restaurant  purposes,  a  selected 

monogram  can  be  had  embroidered  on  each  article  through 
the  agents,  and  in  the  latter  case  manufacturers  will  make 
special  designs  with  the  name  of  the  hotel  in  full  as  a 
part  of  the  design.  The  shortage  in  the  flax  supply  is 
producing  an  unwillingness  to  book  any  more  orders  at 

present  prices.  Flax  prices  ai'e  advancing  and  tihe  spinner 
will  not  undertake  advance  engagements.  Manufacturers 

have  now  on  hand  sufficient  orders  to  keep  them  fully  em- 

ployed for  the  next  six  months.  Prospe'Cts  for  the  com- 
ing year  are  fine  and  Canada  is  proving  a  splendid  cus- 

tomer. 

There  promises  to  be  a  flourishing  trade  in 
dress  linens  in  the  season  that  is  now  opening, 

and  any  novelty  that  has  merit  is  eagerly  taken 

up  by  buyers.  The  tendency  is  for  the  coarser 
effects  in  basket  and  etimine  weaves,  one  point  in  their 

favor  being  that  they  do  not  crush  like  the  ordinary  cloths. 
Tussah  weaves  and  crashes  are  good  and  all  these  linens 
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Here's  a  Money-Maker for  you! 
Get  after  the  Hotels,  Clubs  and 
Institutions  in  your  district  and  sell 
them 

LIDDELL'S Crested  Linens 
The  superiority  of  Liddell's  Linens 
is  owing  to  the  fact  that  they  are 
grass  bleached,  and  their  utility  and 
general  appearance  have  been  rec- 

ognized by  leading  hotels  and  in- 
stitutions throughout  the  World,  and 

are  in  exclusive  use  in  the  LaSalle, 
Plaza,  Waldorf  Astoria,  Radisson, 
St.  Francis,  Alexandria,  Balti- 

more, etc. 

R.  H.  Cosbie 
30  Wellington  Street  West Toronto 

BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 

These   brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 

Order  of  your  Wholesaler. 

ROBERT    HENDERSON 
^     CO       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 
James  Stanbury  &  Co.,  Toronto 

are  wanted  in  white,  natural  and  solid  colors.  In  the  bet- 
ter trade  yarn  dyed  fabrics  are  meeting  with  success. 

Both  the  garment  and  t'he  retail  trade  are  featuring  dress 
linens. 

Cotton  Dress  Goods. 

There  is  a  gradually  increasing  demand  for  cotton 
goods  in  imitation  of  different  types  of  dress  goods  and 
silks.  The  art  of  mercerizing  has  developed  to  such  an 
extent  that  cotton  goods  are  now  manufactured,  which 
very  closely  resemble  the  wool  or  silk  goods,  while  the 
price  is  a  decided  feature  in  their  favor.  Then,  too,  the 
fact  that  the  goods  give  the  appearance  without  the 
warmth,  which  makes  the  wool  goods  unsuitable  for 
summer  wear,  is  also  in  their  favor.  Manufacturers  have 
taken  advantage  of  this  tendency  and  have  put  on  the 
market  a  great  variety  of  cotton  dress  goods,  which  are 
meeting  with  growing  demand. 

Cotton  suitings  of  different  kinds  for  the  coming 
season  have  sold  remarkably  well.  Plain  weaves  are 
strongly  featured,  piques,  poplins,  reps,  crepe  effects 

and  voiles  being  among  the  best  selling  varieties.  Imi- 
tations of  silk,  such  as  cotton  ottomans,  bengalines, 

pongee,  and  foulards  are  strongly  featured.  When  the 
Spring  wash  goods  season  opens  at  retail,  there  will  be 
a  bigger  and  better  variety  of  wash  goods  than  was  ever 
shown  before.  Not  only  do  the  materials  cover  a  wide 
range,  but  the  colors  in  the  new  lines  comprise  all  the 
latest  shade,  colors  which  a  few  years  ago  would  have 
been  considered  impossible  to  include  in  the  cotton  goods 
range  with  success.  All  the  .shades  shown  in  wool  and 
silk  dress  goods  arc  included  in  the  wa-sh  goods. 

Development  in  Domestic  Cottons. 
The  mills  are  working  on  the  new  Fall  sam|)les,  and 

these  will  be  shown  to  the  wholesale  trade  the  latter 

l)art  of  this  month.  The  improvement  which  has  chai- 
acterized  the  productions  of  Canadian  cotton  mills  dur- 

ing the  past  few  years  is  being  continued,  and  it  is  an- 
ticipated that  the  new-  samples  will  be  ahead  of  the  pre- 

sent season.  In  spite  of  the  high  cost  of  raw  cotton, 
Canadian  mills  are  keeping  up  the  high  standard  of 
purity  which  is  a  feature  of  Canadian  cottons,  and  this 
with  the  continued  improvement,  is  having  a  marked 
effect  on  the  sale  of  domestic  cottons.  Both  printed  and 
woven  colored  goods  show  a  decided  improvement  each 
season  in  finish  and  in  the  patterns,  as  well  as  in  the 
coloring,  and  more  of  the  finer  cottons,  such  as  lawns 
and  nainsooks,  are  being  manufactured  in  this  coujtry 
Increased  competition  has  had  a  good  effect  on  many 
lines  of  cottons. 

Good  Summer  Business. 

There  has  been  a  very  heavy  demand  for  prints  for 
the  Spring  and  Summer  season.  Ducks  and  piques, 
motor  suitings,  and  all  varieties  of  cotton  suitings  and 
linen  imitations  have  been  bought  freely.  The  cutting  up 
trade  has  taken  large  quantities  and  it  is  anticipated 
that  counter  sales  will  be  above  the  average  when  the 
retail  season  opens  up. 

Business  has  been  steadily  improving  in  staple  white 
and  grey  cottons.  Stocks  were  low,  and  when  buyers 

became  convinced  that  they  would  have  to  pay  the  ad- 
vanced prices  even  if  they  did  hold  off  as  long  .is  pos- 

sible, they  placed  liberal  orders.  On  the  whole,  the 
trade  generally  is  in  a  healthy  condition. 
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THE  BRIGHTEST 
AND  BUSIEST 

SPOT  IN  CANADA 

The  Wabasso  Cotton  Company,  Limited 
Address  all  correspondence         rr^t  -r\  *  ^^         t 

to  the  Mills.  Ihree  Rivers,  Quebec 

Please  mention  The  Reviezv  to  Advertisers  and  Their    Travelers. 
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© MOUNT  ROYAL 
PRINTS  and  BLEACHED  COTTONS 

are  now  meeting  with  splendid  favor 

New  Machinery  and  Up-to-date  Methods  Count 

See  that  the 

Mount  Royal 

Stamp  appears 
on  every  piece 

1 

The  Mount  Royal  Spinning  Company 
LIMITED 

Selling  Agents : 

THE  D.  MORRICE  COMPANY,  Limited,     :     Montreal,  Toronto,  Winnipeg 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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NEVER  in  our  history  have  we   shown    such   a  large  range  of 

WASH  GOODS 
as  we  do  NOW  ! 

TAFFETA  prints  still  selling  at  10c. 

LINEN  SUITINGS,  Muslins,  Radium  Foulards, 

etc.,  are  all  going  exceedingly  well. 

AMONG  others  we  are  showing  the  following 

shades  and  patterns  in  printed  and  dyed 

cottons — 

THE  VERY   LATEST— 

Periwinkle  blue 

Rose  de  bois 

Wistaria 

Mauve 

Linden  green 
Cinnannon   brown 

Monotone  lines 

Harmonique  stripes 

Bi-coloured  spots 

No.  66 — our  fine  30/1"  Canadian  print  at  7^c  is 
still  acknowledged  to  be  the  best  value 

on  the  market  at  the  price. 

May  we  send  samples  for  examination  ? 

THE  W.  R.  BROOK  OOMPANY  (LIMITED) 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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0RE5S  AeCESSOJaES 
AND  NECKWEAR 
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Neckwear  Houses  Very  Busy  With  New  Spring  Lines 

Sailor  Styles  and  Square  Cut  Necks  are  Shown  —  Jabots  Strong  Feature 
Canopy  or  Dome  Tops  in  Parasols  —  Lingerie  Costumes  Made  From 
Yard  Embroideries  —  Use    of   Ornaments,     Medallions    and     Yokings. 

Ladies'  Neckwear. 

JANUARY  business  may  be  taken  as  an  indication
  of 

the  nature  of  the  coming  season,  and  that  being  the 

ease,  neckweai'  is  going  to  form  a  large  item  in  the 
selling  end.  Neckwear  is  a  particularly  good  seller 

now  and  the  manufacturers  display  much  enthusiasm 
about  the  future.  Orders  so  far  are  decidedly  in  advance 

of  any  previous  Spring  and  the  neckwear  houses  are  very 
busy.  No  doubt  some  of  this  activity  is  due  to  the  near 

approach  of  Easter,  but  the  whole  outlook  wears  a  decid- 
ly  healthy  aspect.  Though  tliere  is  still  a  fair  demand 
for  fancy  stocks  and  will  be  until  after  the  Easter  Iraac 
is  over,  the  way  in  which  lingerie  stuff  is  coming  to  ihe 
front,  tells  the  tale  for  the  coming  season. 

While  it  can  hardly  be  said  that  there  is  any  reaily 

new  thing  shown,  there  is  a  very  varied  and  original  se- 
lection of  extremely  attractive  models  on  the  market  and 

in  preparation. 

New  fincy  fringe  p«rasol  —  Shown 
by  R.  D.  Falrbalrn    Co.,  Toronto. 

The  Dutch  collars  are  shown,  but  manufacturers  are 
making  every  possible  effort  to  show  something  different 
from  the  typical  collar  so  much  worn  last  Summ^ir. 
Many  shown  are   somewhat   in   the   sailor   style,    aad   one 

novelty  is  the  square  cut  neck.  This  cut  of  the  neck  be- 
ing trimmed  to  match  the  lower  edge  of  the  collar  and 

being  laid  upon  the  gown  instead  of  having  a  neckband  to 
fasten  the  collar  into  the  gown.    This  collar  is  made  from 

"Russian"   cut   in  a   flat  collar,   a   decided  novelty    for    later 

Spring  —  Shown  by  Ladies'  Wear,  Ltd.,  Toronto. 

champagne  linen  and  the  lace  is  white;  this  combining  of 
white  and  ecru  is  one  of  the  new  features  of  the  season. 

Decidedly  the  strongest  feature  at  present  in  neckwear 
is  the  jabot,  not  so  much  the  side  frill  effect  as  the  flat 
and  pleated  models.  The  side  frill  effect  has  not  as  yet 
been  generally  accepted  in  Canada,  though  a  change  may 
come  when  the  Spring  opens  up  and  the  new  suits  with 
the  low  fastenings  and  the  long  roll  collar  begin  to  be 
worn.  In  the  meantime  a  most  fascinating  collection  in  an 

immense  variety  of  styles  is  shown  in  lace  and  lawn,  in 
imitation  crochet,  and  in  Madeira  embroidery.  Real 

Irish  crochet,  it  should  be  premised,  has  lost  none  of  its 
vogue  for  the  development  of  high  neckwear. 

Many  of  the  collars  shown  have  the  jabot  either  at- 
tached or  to  match. 
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1  lie  cinbioidered  stiff  turn  down  linen  collar  has  be- 

come a  staple,  and  this  brings  to  the  front  a  large  col- 
lection of  fancy  bows  chiefly   in   lingerie,   lawn   and   lace. 

New  dome  shape  parasol,  with 

fancy  braiding  —  Shown  by  R.  D. 
Fairbairn   Co.,   Toronto. 

imitation  crochet,  and,  newer  still,  the  Madeira  and  blind 
embroideries.  These  latter  arc  made  into  dainty  pleated 
bow  effects  that  are  backed  by  loops  of  lawn. 

Stock  collars  are  decidedly  good  in  lingerie  effects  and 
are  showing  both  with  and  without  jabots.  Tucked  lawns 
and  the  imitation  Irish,  Cluny,  and  Venise  laces  are  much 
used.  The  jabots  come  in  many  styles  and  often  the  two 
sides  are  differently  treated. 

Hunting  stocks  arc  selling  well  at  the  present  mo- 
ment. 

Parasols. 

Parasol  manufacturers  are  showing  a  splendid  assort- 

ment of  styles  for  Spring",  1910.  Staple  styles  are  now 
on  the  road  and  are  meeting  with  excellent  business,  and 
later  novelties  are  in  preparation  and  will  be  shown  in 

time  for  Easter.  Handles  are  all  in  the  long  straight  ef- 
fect in  woods  that  tone  in  with  or  that  are  tinted  or 

enameled  to  match  the  cover.  Fifteen  to  18  in.  are  the 

usual  lengths  and  these  are  very  necessary  when  the  size 
of  the  Spring  hat  is  considered. 

The  novelty  shape  this  year  is  the  canopy  or  dome 

top.  This  style  of  parasol  has  not  been  shown  for  a  de- 
cade, and  is  likely  to  attract  considerable  attention  and 

with  the  advent  of  canopies  come  fringes  and  flutings  as 

trimming.  Of  ruffles,  flounces,  and  drapery  effects,  practi- 
cally none  are  shown,  wide  hemstitched  borders  being  the 

accepted  finish.  Many  covers  are  all  in  the  one  color,  but 
contrasting  hems  are  also  well  shown,  and  some  of  these 
are  in  polka  dot  effect.  Striped  effects  are  gone  and  very 

few  Dresdens  are  being  made  up.  The  big  run  is  on  pon- 
gees and  shantungs,  particularly  in  the  natural  or  bamboo 

shades,  and  these  are  shown  with  the  hem  in  contrasting 
colors,  all  the  new  shades  being  obtainable. 

Colored  sun  umbrellas  are  in  high  favor,  the  fashion 
idea  here  being  the  slim  roll.  The  handles  are  of  tinted 

wood,  the  wood  matching  the  cover  of  the  parasol.  An- 
other new  idea  featured  is  the  detatchable  handle,  it  be- 

allows  of  the  same  handle  of  a  handsome  one  being  used 
for  several  parasols. 

In  umbrellas,  the  collapsable  handle  is  now  applied  to 

popular  priced  lines.  This  idea  is  a  good  one  as  it  ad- 
mits of  the  umbrella  being  packed  in  the  suit  case,  and 

in  consequence  this  class  of  umbrella  is  often  known  as 

the  suit-case  umbrella.  Until  this  Spring  this  umbrella 
could  only  be  had  in  high-priced  lines,  but  now  it  is  be- 

ing brought  out  for  popular  selling. 

♦ 

Embroideries. 

Embroideries  have  enjoyed  a  generous  sale  at  the 
January  white  goods  sales,  and  stocks  by  the  end  of  the 

month  should  be  in  good  shape  for  the  reception  of  novel- 
ties and  new  lines. 

The  fashion  talk  is  all  in  favor  of  this  department,  as 
lingerie  costumes,  made  from  yard  embroideries,  will  be 
high  style,  and  this  fact  is  adding  to  the  importance  of 
the  stocking  of  matched  sets,  as  it  takes  allovers,  deep 
flouneings  and  bandings  to  develop  a  gown  of  this  class. 
Another  feature  is  that  the  call,  because  of  these  gowns, 
is  tor  higher  grade  goods.  Many  beautiful  patterns  show 
the  introduction  of  lace  effects.    Tombinations  of  Madeira 

Hunting  Stock  for  Early  Spring—  Shown  by 
Ladies'  Wear,  Ltd.,  Toronto. 

and  blind   work  are  ^howiug•  and  for  general   wear  there 
are  some  unusually  good  patterns. 

The  use  of  ornaments,  medallions  and  yoking.*  i.'^  be- 
ing only  the  work  of  a  moment  to  press  a  spring  and  at-  coming  stronger,  and  each  year  the  manufacturers  bring 

tach  or  detach  the   handle.    This   facilitates   packing   and     out  and  show  a  more  extensive  and  beautiful  range 
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Fancy  Parasols 
WHITE,  in  Plain,  Hemstitched,  Embroid- 

ered or  silk  stripes  and  moire. 

FANCY    COLORS,   in    Dresdens,    Floral 

Effects,  and  Fancy  Stripes. 

LINEN   COLOR,    in   Plain,  Figured  and 
Bordered  effects. 

BLACK  AND  WHITE 

BLUE  AND  WHITE 

WHITE  AND  BLACK 

WHITE  AND  BLUE 

ALL  BLACK  FANCIES 

A  fine  line  of  CHILDREN'S  PARASOLS. 
All  prices. 

THE  IRVING  UMBRELLA  CO. 
LIMITED 

79-83  Wellington  St.  West    -    Toronto 

EASTER,  1910 
TRY  THIS  SEASON 

Pewny^s  Kid  Gloves 
THIS  IS  THE  TRADE  MARK 

Greenshields   Limited 
MONTREAL 

The  St.  Gall  manufacturers  are  fully  employed  and 
are  in  receipt  of  orders  not  only  from  America,  but  from 
the  European  markets.  The  Parisian  dressmakers  are  tak- 

ing quantities  of  the  new  embroideries  with  the  net 

grounds  and  the  latest  Paris  lingeries  are  literally  mas- 
ses of  embroidery. 

Semi-made  dresses  of  embroidered  linen  are  to  be  a 
strong  feature  of  the  coming  season.  The  newest  of  these 
l)eing  in  heavy  basket  weaves  and  in  self  on  self  rather 
than  in  the  usual  white. 

* 

Embroideries  and  Nets. 

In  Paris  and  London  the  Chantilly  veil  is  being  worn 
extensively,  but  on  this  side  yard  goods  lead.  The  latest 
veiling  news  is  that  dots  are  returning,  the  new  effects 
being  in  small  patterns.  In  novelty  meshes,  the  hexagons 
lead.  These  come  in  both  plain  and  fancy  designs,  and 
there  is  a  feeling  in  favor  of  firmer,  heavier  effects. 

Hexagons  filled  in  with  spider-web  patterns  are  new  and, 
as  they  are  not  so  startling  as  many  of  the  designs  re- 

cently offered,  are  likely  to  take. 
Though  many  other  fashion  changes  have  come  about 

the  scarf  is  in  as  strong  a  vogue  as  ever  and  scarfs  are 
to  be  a  big  feature  of  the  Easter  selling,  and  in  Easter 
preparations  boxed  scarfs  will  play  an  important  part. 
There  are  any  number  of  fabrics  now  on  the  market  rang- 

ing from  expensive  silk  crepes  and  mousselines  down 
through  silk  and  cotton  goods  that  are  being  made  up  into 
attractive  scarfs. 

There  is  still  a  call  for  sets,  particularly  for  the  tinsel 
effects,  and  maline  is  coming  to  the  front  for  millinery 
purposes.  Chiffons  and  chiffon  cloth  are  being  featured  for 
dresses  and  blouses  and  also  for  over  dresses,  and  this 
fact  should  influence  their  sale  to  a  marked  extent. 

* 

Laces. 

Fashion  indications  point  to  a  freer  use  of  laces  than 
have  been  made  in  the  past  few  seasons.  The  millinery 
trade  is  taking  lace  strongly  for  the  coming  Spring,  and 

not  only  in  millinery  but  for  other  uses  it  is  highly  pro- 
bable that  light  net  laces,  such  as  Chantilly.  Calais,  and 

laces  of  this  class  will  be  used.  The  yokes  and  high  col- 

lars in  the  new  gowns  are  extremely  transpai'ent  and  are 
made  of  these  laces  used  plain  and  smooth  and  unbroken 
with  either  fold  or  tuck.  The  novelty  lace  illustrated  last 
month  and  known  as  malines  promises  to  take.  The  net 
of  the  ground  is  fine  and  yet  firm,  but  the  beauty  of  the 
lace  consists  in  the  highly  mercerized  floss  thread  that  is 
darned  around  the  pattern  as  an  outline.  All  buyers 

think  well  of  this  lace  and  it  is  expected  to  score  a  de- 
cided success. 

The  crochet  laces  both  real  and  imitation  continue  to 

lead,  and  particularly  the  cutting-up  trade  are  buying 
heavy  button  effects  in  Plauen  Venise.  Agents  are  over 
from  Plaue  for  import  orders  and  are  showing  a  large 
selection  of  bandings,  etc.,  in  new  effects,  and  laces  of  this 
class  promise  to  be  well  used  in  the  making  up  of  lingerie 

waists  and  dresses.  For  these  uses  and  for  trimming  un- 
dergarments, torchons,  cotton  Clunys  and  Maltese  laces 

are  selling,  and  for  all  these  purposes  there  is  a  very 
large  outlet  for  the  use  of  lace. 

From  the  fashion  standpoint  there  is  an  increasing  use 
of  lace.  Tunics  and  overskirts  are  made  of  transparent 
fabrics,  and  many  of  them  are  of  combinations  of  chiffon 
or  marquisette  and  Chantilly.  The  new  Russian  fashions 
may  bring  heavy  torchons  out  into  the  spotlight,  as  a 
heavy  torchon  in  sample  but  heavy  patterns  is  now  being 
featured  bv  Paris  houses  as  Russian  lace.     Among  novel- 
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CASH'S Colored  Wash  Trimmings 

The  most  desirable  trimming  for  Ladies'  Blouses 
and  Children's  Summer  Wash  Dresses.  Made  in 
large  variety  of  designs  and  guaranteed  fast  colojs. 
They  are  widely  advertised  and  no  embroidery 
stock,  is  complete  without  them. 

SAMPLE  CARD  AND  PRICE  LIST 
CAN       BE      OBTAINED      FROM 

J.  and  J.  Cash,  Limited,  South  Nor  walk,  Conn.,U.S.A. 
or  from  Montreal  Agents,  E.  O.  BARETTE  &  CO.,  40  Victoria  Square  See  page  127 

RIBBONS 
THAT  SELL 

WE    BRING    WITHIN    THE    SCOPE   OF  YOUR   SELECTION   THE 

LATEST  AND  BEST  PRODUCTIONS  OF  EUROPE  AND  AMERICA. 

RIBBONS  OF  CERTAIN  SALABILITY 

Walter  H.  Barry  &  Company 
THE  RIBBON  HOUSE  OF  CANADA 

Cor.  St.  James  and  McGill  Streets,  MONTREAL 

^^'^M  ̂ .   PORTER  (j^fitl|nm?r  lr0%  rfi  PIM  BROS.  &CO. Manufacturers    Agents  >  ' 

230  McGill  St.  :  Montreal  OO-BO  Dublin 
SUSPENDERS  ,  .  .    _     ,.    „.„ 

HEADQUARTERS  FOR  WOOD  DISPLAY  FIXTURES  .«t.ul«  .Ns^PAR.Bit.  ""isn   Koplin  bilks   and 

CATALOGUE   UPON    REQUEST  "*■"*    "^^  """^    '■""^»°^ '■'""'*  Neckwear 

Please  mention  The  Revieiv  to  Advertisers  and  Their    Travelers 
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ties  showing  are  very  wide  net  flouncings,  so  wide  that 
they  can  be  made  up  alone  into  dress  skirts.  Dresses  de- 

veloped wholly  from  these  wide  flouncings  are  worn  now 
in  Paris  and  from  the  reception  they  have  had  there  it 
would  seem  as  though  the  lace  dress  would  again  be  in 
evidence. 

Ribbons. 

In  spite  of  the  pessimistic  talk  on  the  part  of  a  great 
many  regarding  the  dull  state  of  the  ri'bbon  trade,  there 
is  a  strong  feeling  that  when  the  Spring  trade  at  retail, 

a.-;  well  as  the  Spring  millinery  trade,  opens  up,  there  will 
be  considerable  call  for  ribbons.  It  is  not  expected  this 
will  develop  into  anything  like  a  craze,  but  that  there  will 
be  just  a  healthy  demand.  While  importers  of  ribbons 
look  forward  to  this,  they  have  bought  judiciously.  Re- 

tailers generally  have  plenty  of  stock  for  present  demand 
and  buying  for  Spring  has  not  been  heavy,  but  should  the 
expected  revival  in  demand  materialize,  there  will  be  a 
scramble  for  goods  and  sorting  trade  will  be  heavy. 

Paris  is  using  ribbons  in  fashionable  gowns  in  the 
form  of  bows,  aiccessories,  bandings,  girdles,  etc.,  and  it 

seems  to  be  a  foregone  conclusion  that  they  will  be  feat- 
ured prominently  in  Spring  millinery.  Velvet  ribbon  will 

be  used  in  large  quantities,  and  it  is  expected  that  Duchess 

Fine  Embroidery  Lawn  Belt— Shown  by  Ladies'  Wear,  Ltd.,  Toronto. 

satin  will  also  be  featured.  Fancy  combinations  of  moire 

and  satin,  metallic  effects,  shot  effects,  and  Persian  de- 
signs are  favored. 

A  favorable  aspect  of  the  trade  is  the  increasing  inter- 
est in  high  grade  ribbons,  rather  than  the  cheaper  qualities. 

Gloves. 

During  the  past  few  weeks  many  retailers  have  real- 
ized that  if  they  wish  to  secure  kid  gloves  within  anything 

like  a  reasonable  time,  they  must  be  prompt  with  orders. 
Conditions  in  the  glove  trade  are  serious,  and  with  high 

prices,  a  scarcity  of  goods  and  labor,  a  great  many  diffi- 
culties are  met  with. 

Stocks  a,re  not  heavy  anywhere,  and  it  is  difificult  to 

secure  goods  to  fill  orders.  Retailers  must  take  into  con- 
sideration that  goods  have  to  be  manufactured  after  the 

orders  are  placed,  and  this  usually  takes  from  three  to 

four  months.  The  leather  has  to  'be  dyed,  as  each  country 
calls  for  different  shades,  and  glove  factories  cannot  afford 
to  anticipate  orders  in  the  matter  of  colors,  while  the 
leather  to  be  utilized  for  white  gloves  has  to  be  dyed. 
All  this  with  the  actual  sewing  a,nd  finishing  of  the  gloves 
require  considerable  time,  which  must  be  allowed  for. 

The  bigger  retailers  are  gradually  improving  in  this  mat- 
ter of  ordering  early  enough  to  allow  a  reasonable  time 

for  the  manufacture  of  the  goods,  and  it  is  hoped,  for 

the  benefit  of  all  branches  of  the  glove  trade,  that  mer- 
chants, generally,  will  fall  in  line  in  this  respect,  and  give 

importers  and  manufacturers  a  fair  chance  to  supply  the 
goods  when  required. 

Higher  prices  of  leather  and  greater  cost  of  labor  have 
had  to  be  faced,  but  except  in  the  higher  qualities  this 
problem  has  been  solved  by  reducing  quality,  as  the  idea 
that  a  pair  of  gloves  must  cost  $1,  .$1.25,  $1.50,  etc.,  has 
become  so  firmly  fixed  that  it  would  be  difficult  to  sell, 
for  instance,  $1.50  gloves  for  $1.65.  This  leaves  the  manu- 

facturer the  reduction  of  quality  as  his  only  alternative. 
White  gloves  are  in  exceptionally  good  demand,  and 

tans  are  meeting  with  the  usual  demand.  Blacks  are 

doing  well,  and  there  is  a  fair  demand  for  fancy  colors. 
Chamois  gloves  are  in  particularly  good  request,  and 
suedes  are  exceedingly  popular,  more  so  than  they  have 
been  for  some  time. 

For  the  Fall  season  of  1910  manufacturers  of  fabric 

gluves  will  show  some  good  imitations  of  chamois  and 
buckskin  in  knitted  gloves.  Silk  gloves  for  cold  weather 
wear  will  be  featured  in  the  Fall  lines,  and  a  particularly 

desirable  glove  is  knitted  of  silk,  plain  for  ladies'  wear 
and  fancy  for  men's  wear,  with  a  soft  wool  lining.  These 
gloves  are  very  pliable  and  warm  and  come  in  a  good 
range  of  colors. 

Hose  Supporters  Back  to  the  Notion  Counter. 

There  are  pending  certain  changes  in  the  corset  sec- 

tion, 'both  as  to  style  and  retailing,  that  make  it  opportune 
to  draw  certain  facts  to  the  attention  of  the  retail  trade. 

There  is  every  reason  to  expect  that,  early  in  the  j^ear, 
there  will  be  a  revision  in  the  corset  price  list,  and  that 
the  retailer  will  shortly  find  that  be  has  to  pay  more  for 
his  new  lines. 

For  some  time  now,  retailers  have  had  to  find  the  laces 
for  imported  models,  and  as  the  price  of  the  laces  had 

to  come  out  of  his  profits  'he  has  been  correspondingly  sore. 
There  are  merchants  who  declare  that  it  would  liave 

been  much  better  if  the  manufacturer  had  continued  to 

find  the  laces  and  dropped  putting  the  suspenders  on 
corsets;  as  a  fact  these  men  say  the  placing  of  supporters 
on  corsets  has  been  a  decidedly  unprofitable  policy  for  the 
retail  trade. 

There  used  to  be  a  large  business  done  in  the  notion 

department  on  both  attached  and  the  separate  hose  sup- 

porters when  supporters  and  coreets  were  so'ld  as  separate 
lines,  but  now  this  profit  is  lost  to  the  store.  Nor  does 
the  customer  benefit,  as  the  corset  does  not  give  the  wear, 
as  the  manufacturer  cheapens  the  quality  of  his  corsets 

to  allow  enough  profit  to  cover  t'he  price  of  supporters. 
Therefore,  both  the  customer  and  the  merchant  is  out 
on  the  deal. 

The  new  style  changes  axe  such  that  a  return  could 

be  made  to  separate  supporters,  for  they  are  in  the  direc- 
tion of  sliorter  corsets  and  more  accentuated  hips.  Already 

the  newer  models  show  more  spring  in  the  lines,  and  the 

waist  line  is  just  a  sihade  nipped  in.  And  this  tendency 
does  away  with  a  great  deal  of  the  necessity  for  the  use 

of  attached  suspendei'^.  As  a  fact,  there  is  room  for  the 
profitab'e  pushing  of  the  separate  hose  suspender,  for  its 
use  will  give  exactly  the  right  figure.  It  will  give  the 
straight  front  effect,  and  the  belt  around  the  waist  will 
give  just  the  close  set  into  the  waist  line  and  the  slight 
spring  at  the  hips  that  is  becoming  fashionable,  and  that 
without  the  discomfort  of  a  tight  waist  line. 

Now  that  these  changes  are  pending  is  the  time  for  the 
merchant  to  get  busy,  and  to  push  for  the  old  way  of 

doing  business  whereby  he  made  a  profit  on  the  hose  sup- 
porters at  the  notion  counter-,  to  which  department  their 

sale  ris'lvtfullv  belongs. 
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OUR  THREE  TWINS  I 
Playing  to  Crowded  Houses  Everywhere 
The  Suit  Sensation  of  the  Spring  Season,  1910 

To  introduce  our  line  to  the  Canadian 

trade  we  make  this  extraordinary  offer: 
We  will  express  samples  to  any  point 

in  Canada  with  privilege  of  examina- 
tion and  return  if  not  up  to  your 

expectations. 

Live  Buyers  take  Advantage ! 

Model  821.  Chic  tailored  suit,  of  fine  quality 
French  serge;  length  30  Inches;  taffeta 
lined  to  match  ;  deep  roll  collar,  trimmed 
with  faille  silk;  15  gore  full 
pleated  skirt  with  inverted  <I>4  nRfl 

p  eat  front.  In  all  leading  »•'  I  X"" 

shades.   Price,  f.o.b.  New  York,  ^^~ 

We  claim  to  be  the  largest  manu- 
facturers of  popular  priced  suits 

and  coats  in  America. 

Model  831.   Modified  Russian  Blouse.  Length 
30  inches;  Shark  skin  worsted;  silk  taffeta  ^^  ^_^ 
lined  ;  silk  moire  roll  collarand  cuffs  ;  jewel  ■     ■il-**     ■        1 1  O  •**0 't^'^/^i^i 
studded    buttons.       Exclusive  \J\Xl.      Vj  Llill  <H1  LC^C? modified  tunic  effect  skirt.  All     d^^  ̂ Rfl 

New  Ylrk'".''':.  ''':'.".'. .'.•°;':      '  »*—      You  can  retail  our  Suits  and 
Coats  in  almost  every  instance 

for  the  price  you  have  to  pay  at  the  so-called  leading  houses. 

You  don't  have  to  taka  our  word  for  it.  Simply  send  for  samples,  inspect 
them,  and  if  not  satisfactory  return  them,  without  one  cent  of  expense  or 
risk  to  yourself.     WRITE  NOW. 

Model  841.  Elegantly  tailored,  of  our  famous 
Vigoro  cloth;  length  32  inches;  silk  taffeta 
lined    to    match;   silk   moire    shawl    collar; 
Strap   effect    on    sleeve   and   back 
gore;    full     pleated,     inverted 
front,   trimmed  with  straps   to 
harmonize   with   coat.     Price, 
f.o.b.  New  York   siiLo  BENJAMIN  LEVY 

The  House  of  Successful  Merchaodise 

40-42  West  17th   Street 
NEW        YORK 

Please  mention  The  Rnnciv  to  /Idi'crtisers  and  Their    Travelers 
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Suit    Sleeves    for    Spring    Showing    Great    Variety 
Bishop  Effects  in  Coats  as  Well  as  in  Waists— Large  Fancy  Buttons- 
Cretonne  Trimmings  —  Elaborate  Embroideries  in  New  Lingerie  Waists 
—  Warm  Weather  may  Bring  Three-Quarter    Sleeves  ~  Juvenile  Lines. 

THE  shorter  coats,  which  are  the  vogue  for  Spring 

are  being  taken  up  readily  bj'  the  trade,  and  the 
Russian  effect  is  also  meeting  with  more  suc- 

cess than  was  anticipated  a  few  months  ago. 

The  two-piece  suit  is  the  big  seller,  much  to  the  satis- 
faction of  the  waist  people. 

The  Russian  models  have  the  long  roll,  or  shawl 
collar,  which  is  open  nearly  to  the  waist  line.  These 
coats  do  not  have  very  much  fullness,  and  the  surplus 
material  at  the  front  of  the  coat  is  disposed  of  in 

stitched  down  pleats.  Of  course  the  semi-fitting  coat  is 
still  in  marked  favor,  but  it,  too,  is  much  shorter  than 
the  coat  of  the  present  season.  The  most  fashionable 

coats  are  practically  seven-eighths  fitted,  though  slightly 
looser  coats  still  have  a  place. 

Sleeves  show  more  variety  than  they  have  done  for 
several  seasons,  as  the  bishop  effect  has  invaded  the  coat 
realm  as  well  as  waists.  On  some  sleeves  a  cuff  effect  is 

suggested,  though  what  appears  to  be  a  cuff  is  in  reality 
a  part  of  the  sleeve  proper. 

Skirts  show  considerable  variety.  Tunic  effects  are 
pnimiiient.  and  all  are  pleated  in  some  form. 

Trimmings  are  used.  Large  fancy  buttons  are  fea- 
tured instead  of  the  cloth  covered  buttons  of  several 

season's  past.  Moire  silks,  Ottoman  silks,  and  Persian 
trimmings  are  utilized,  while  braid  is  also  used  to  a 
great  extent.    Metal  effects  still  hold  good. 

Imported  models  show  the  use  of  the  cretonne  trim- 
ings  and  some  of  the  manufacturers  here  are  preparing 
to  show  suits  made  up  with  these  new  trimmings.  One 
effect  they  have  that  is  liked  is  that  they  give  a 
Springlike  touch  to  the  garment.  Another  new  feature 
is  the  presence  of  the  leather  belt  worn  as  a  part  of  the 

suit  coat.  The  leather  belt  so  worn  is  a  prominent  fea- 
ture of  the  Russian  styles  and  Paris  designers  are  going 

so  far  as  to  show  leather  belts  with  silk  and  lingerie 
models.  The  majority  of  these  belts  are  in  combination 
with  moire,  gold  galoon  and  other  fabrics,  or  the  fabric 
belt   has   trimmings  of  patent   or  other  leatlier. 

Waists. 

During  the  sales  last  month  there  was  a  ready  de- 
mand for  separate  waists  of  lawn  and  linen.  Manufac- 
turers received  large  orders  and  the  demand  was  such 

that  re-orders  were  plentiful  and  manufacturers  were 
kept  busy.  A  good  feature  of  the  waist  trade  at  the 

present  time  is  the  demand  for  better  class  goods.  Bet- 
ter lawns   arc  wanted,   and  better  embroideries   and  lace 

are  taken,  while  the  coarser  materials  which  met  with 

ready  sale  a  few  years  ago  are  not  wanted.  One  diffi- 
culty with  the   waist  trade  is  the  lack   of  skilled  opera- 

Black  peau  de  sole  silk   waist,  trimmed   with    heavy   soutache 

braiding  —  Shown  by  R.  D.  Fairbairn  Co.,  Toronto. 

tors,  as  is  the  case  in  all  branches  of  the  garment  trade. 
Tailored  blouses     show   the   side  frill   trimming,     the 

result  of  the  Russian  vogue.    This  does  away   with    the 
extreme  severity  of  the  plain  tailored  blouse.  Embroidered 
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effects  are  also    shown  in  tailored  >\'aists,  while    of    course      ordering  stocks  of  whitewear,  should  take  advantage    of 
plain  tailored  effects  have  a  strong  representation  in  the 
new   lines.     Sleeves    of   the   tailored    waists   are   made    in 

BUck  moire  silk  waist,  fancy  side  pleatings  —  Shown 
by  R.  D.  Fairbairn  Co.,  Toronto. 

the  plain  shirt  styles,  in  most  cases  with  the  laundered 
cuffs. 

The  new  lingerie  waists  are  decidedly  dainty  and  at- 
tractive. Very  sheer  materials  are  used,  with  elaborate 

embroideries.  Sometimes  different  laces  are  used  in 
combination,  with  good  results,  and  there  is  more  of  a 
tendency  towards  the  use  of  yokes  than  there  has  been 
for  some  time. 

Sleeves  for  Spring  are  long.  This  seems  a  settled 

fact,  but  it  is  felt  that  with  the  coming  of  warm  wea- 
ther, the  three-quarter  length  may  again  spring  into 

lirominence.  The  popular  sleeve  is  the  modified  bishop 

effect,  with  about  a  four-inch  cuff,  trimmed  with  lace 
and  insertion.  In  most  cases  the  sleeve  itself  is  trimmed 
as   well. 

Muslin  Underwear. 

Better  class  .stores  are  featuring  bridal  sets.  There 
is  a  growing  tendency  on  the  part  of  women  to  have 
different  pieces  of  underwear  match,  and  manufacturers 
are  making  up  different  lines  with  the  same  trimmings 

so  that,  even  if  tiu'  letailer  does  not  carry  a  large  stock 
of  the  boxed  sets,  he  can  buy  separate  garments  to 
match,  thus  allowing  the  customer  to  choose  two  or 
more  pieces  of  the  same  design,  without  buying  the  entire 
set,     which   perhaps   she   may  not   want.       Retailers,     in 

this,  and  buy  lines  to  match,  even  though  he  may  sell 
them  separately.  Many  sales  might  be  made,  when  a 
customer,  who  intends  to  buy  only  one  piece,  finds  that 
she  can  get  another  to  match  it. 

Another  featuie  of  the  whitewear  trade  is  the  big 
demand  for  princess  slips.  These  are  a  necessity  for  the 
present  style  of  dress,  and  women  have  been  quick  to 

take  advantage  of  the  ready-made  garments.  These  are 
made  in  a  wide  variety  of  prices,  and  are  well  fitted,  and 
fill  a  much  felt  want.  Those  most  in  demand  are  the 

full  length  skirts.  The  corset  cover  and  drawers  com- 
bined are  also  big  sellers. 

The  embroidery  most  in  favor  is  the  open  eyelet  ef- 
fect, and  the  Madeira  embroideries  are  also  used  exten- 

sively. Some  very  elaborate  skirts  have  fancy  flounces 
made  up  of  rows  of  fine  Fiench  Val  lace. 

Coats  and  Wraps. 

There  is  an  unusual  amount  of  interest  taken  in  se- 
parate coat  lines  for  the  coming  Spring  season.  In 

popular-priced  lines  tiiere  has  been  a  big  call  for  the 
30  inch  covert  coat,  built  upon  strictly  tailored  lines. 

In  the  novelty  end  the  semi-fitting  coat,  from  48  to 
51  inches,  is  shown.  These  coats  show  many  new  ideas 
in  the  cuts  that  are  most  effective.  Some  of  the  models 
show    the   blouse    front    with    the    lounded   line   from     the 

Spring  Suit  shown  by  W.  PuUan  &  Sons,  Toronto. 

arm's  eye  into  which  the  fullness  is  set  with  small 
pleats.  Coats  of  this  class  are  shown  in  tussahs.  diag- 

onals, white  and  navy  serge,  and  in  black  silk.  They  all 
show   tlie  long  shawl  collar  and   the  low  side  fastening. 
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Garments 

Sample  Orders  will  Receive 

Prompt  mid  Careful 
Attention 

The  McElroy  Manufacfurin^  Co'y 
47  Simcoe  Street,  TORONTO 

Limited 

'-'  -- '  -^"^  '     '"-    '  ■ 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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TRADE 

MARK 

LAURENTIAN 

j^^w       Waists  and 
■^^^      Whitewear 

NOTED  FOR 

THE   MARK   OF   QUALITY    FOR   WHITE-       p,^         W/O  P  kT  M  A  N  ̂   H  T  P        VAT    TIF 
WEAR,  BLOUSES,   HEMMED   SHEETS  r' 1  1  ,        WV^I\IViVi/\i>IJriii,        V.n.l^Ul^ AND  PILLOW  SLIPS. 

The  Perfection  Drawer 
Patented  1909.     (122534) 

THE  BIGGEST  SELLING  HIT 
The  Greatest  Comfort  to  Wearers 

THE  PERFECTION  DRAWER  coinbines  the 

convenient  features  of  the  open  drawer  with  the 

advantages  of  the  closed  drawer.  It  is  an  open 
and  closed  drawer  combined.  It  does  the  work  oi 

both. 

THE  PERFECTION  DRAWER  derives  these 

exclusive  features  by  the  seemingly  simple  expedient 

of  extra  material  at  front  and  back.  It  is  in- 

geniously cut  to  lap  over,  and  fit  perfectl)-.  A  draw 
string  does  it. 

IN  ALL  LINES  FROM  $4.50  UP 

Send   us  a  Trial  Order  to  round  out  your   February 
Whitewear   Sales. 

GET  YOUR  ORDER  IN  EARLY. 

THE 

PERFECTION 

DRAWER 

Laurentian  Whitewear  Co. 
LEVIS,  QUEBEC. 

Toronto  :  \V'.  H.  Piton,  Empire  Building  Province  of  Quebec  :  J.  A.  Morin,  Quebec 

Montreal  and  Ens/em  Ontario  :  Z.  P.  Benoit,  Mark   Fisher  Bldg-.  Maritime  Proi-inces  :  Alex.  Burr.  St.  John.  N.B. 

Winnipeg  :  Western   Fabric  Co.,  63  Albert  St. 

Flease  mentton  The  Hcitew  to  Advertisers  and  Their    Travelers 
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Quit Worrying 

Or,  better  still,  quit  hand- 
ling goods  that  are  a  worry 

to  dispose  of! 

Perhaps  your  worry  is  your 
cloak  and  suit  department ; 

goods  not  snappy  enough — 

materials  that  won't  keep  color 
— styles  notquiteup-to-date — 
profit  insufficient.  No  wonder 

the  city  stores  are  getting  such 
a  big  say !     Try 

CULTURE 
BRAND 

SUITS  and  COATS 
Style,  material,  finish  and  workmanship  are  conspicuous  in  every  garment 

we  make.     We  don't  sell  )Ou  in  early  Fall ;    we  are  asking  you  to  get  prices 

and  samples  of  our   "up-to-the-minute"  garments  right  now. 

Here's  a  sample  of  our  suits — the  very  latest  of  the  new  season's  goods.  It  is 
made  of  the  new  Sharkskin  cloth,  in  the  snappy  Russian  blouse  effect.  It  is  trimmed 

with  moire  silk,  and  is  richly  lined  with  silk  throughout. 

Let  us  have  your   enquiries  without    delay.     Others  are   "making  good"  with 
"CULTURE"  BRAND.     Why  not  you? 

Ontario 
Cloak 
Company 

Spadina  and  Adelaide 
Streets 

TORONTO 
ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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"  Chic  " 

Fancy  striptd  or  Plain  Covert  Cloths.  28  in. 

ioni.  7-8  fitting— Sizes  32  to  42.  Trimmed 
Buttons  and  Self  Strapping. 

$3.75  Net 

A   complete   assortment   of  sizes    on    hand 

NOW.  SEND  FOR  SAMPLE 

GARMENT.     Then  order  sizes  and 
Patterns. 

Jackets  $3.75  to  $12.50 
Skirts  $2.75  to  $10.50 
Rubber  Silk  and  Mohair 

/^UR  Mail  Order  Department 
^^^  is  in  charge  of  experienced 
men,  who  select  carefully  lines 
which  are  ready  sellers,  and  which 
will  be  suitable  for  your  trade. 

''  Pullan  Garments  " 
Are   Sellers 

"Pullan  Garments"  Yield  a 
Good  Profit  to  the  Retailer 

When  in  the  city  at  the  Millinery 

Openings,  make  the  "Pullan  Build- 
ing" your  headquarters.  You  will 

find  our  factory  and  warehouse  con- 
venient to  any  part  of  the  wholesale 

section. 

M.  PULLAN  &  SONS "  Countess  " 
Fine  Serge,  all  colors — 52  in..  Coat,  lined  food 

quality   Serge  Silk,  trimmed  Buttons,    Soutache — 
Silk  Moire,  inlaid  collar.  Pleated  Skin. 

$10  00  Net 

Cloak,   Suit  and   Skirt   Manufacturers,   Pullan    Building,     cor.     Bay  same  style.  Best  Veneti,™.  all  colors.  Mercerized 

and  Wellington  Sts.,  Toronto  ''"'"*  $12.00  Net 

ESTABLISHED     1902 
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Suits  $9.00  to  $25.00 
Dresses  $7.73  to  $22.30 

Coats  $6.00  to  $18.50 

247 

"  Rosebud  " 
Fine    Chiffon  Panama,  all  colors.    Mercerized  Lined 

Coat  32   in.,  7-8   fitted,    trimmed    Fancy  Buttons,  Silk 
Moire  Pipin?  and  Moire  Collar.  Pleated  Skirt. 

$10.50  Nel 

Fine  Panama,  also  Serre.  all  colors,  same  as  above 

$9.00  Net 

QOME  of  our  Leaders  for 
Spring.  If  you  want  a  few 

new  styles  to  sort  in,  garments 
which  will  sell  readily,  drop  us  a 

card  and  we  shall  be  pleased  to 

send  you  a  sample  assortment  in 
different  sizes. 

Should  you  require  a  gar- 
ment at  a  price,  write  our 

Sales   Department. 

We  will  give  your  request 

personal   attention. 

You   may  rely  upon  our 
service. 

"  Miss  Canada  " 
Fancy  Striped  or  Plain  Covert  Cloth,  30-in. 

lone.  7-8  fitting— Sizes  32  to  42— Trimmed 

Ivory  Buttons,  very  smart  cut, 

$4.75  Net 

Also  in  fancy  Tweeds,  piped  with  velvet. 

$3.75  to  $4.75 
A   complete   assortment  of  Sizes   on   hand 

NOW.  SENDFORSAMPLE 

GARMENT.     Then  order  sizes  and 
shades. 

M.  PULLAN  &  SONS 
ESTABLISHED     1902 

Cloak,  Suit  and  Skirt  Manufacturers,  Pullan  Building,  cor. 
Bay  and  Wellington  Sts.,  Toronto 
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and  moire  facings,  gold  soutache,  soutached  nets,  and 

cretonne  galoons  are  the  new  trimmings.  Large  hand- 
some buttons  are  a  prominent  trimming  feature,  gilt 

being  freely  used. 
Capes  also  promise  well  for  Summer  selling,  and 

not  only  has  there  been  a  demand  already,  but  the  man- 
ufacturers have  model  lines  in  preparation.  Capes  are 

made  in  all  the  novelty  shades  in  broadcloths  and 

diagonals,  with  the  military  collar  trimmed  with  sou- 
tache braid  and  a  touch  of  gold.  Gold  and  jet  buttons 

are  used  as  a  further  embellishment.  Capes  of  marine 
blue  broadcloth  in  strictly  military  style  are  good. 

collar  with  ends  knotted  in  jabot  effect.  These  collars 
are  in  various  designs,  some  being  part  of  the  dress  while 
others  are  in  white  or  contrasting  color,  trimmed  with 
lace  or  fabric  bands. 

Box  coats,  or  coats  that  are  slightly  shaped  in  the 
back  are  the  most  suitable  for  growing  girls.  Natty 

little  two-piece  suits,  and  suits  consisting  of  dress  and 
skirt  are  shown.  These  suits  for  girls  and  misses  are  as 
carefully  turned  out  and  as  perfectly  designed  as  those 
intended  for  their  mothers  and  sisters,  while  the  price  is 
certainly  less  than  it  would  cost  to  buy  the  material 
and  have  the  dressmaker  make  them,  and  besides  the 
effect  is  much  superior. 

Juvenile  Wear. 

As  the  season  opens  up,  it  becomes  evident  that  fol- 

lowing the  fashions   in   woman's   wear,   the  Moyen  Age, 

Spring  Suit  shown  by  M.  PuUan  &  Sons,  Toronto. 

and  princess  effects  are  giving  way  to  the  bloused  and 
belted  models,  and  purchasing  is  proceeding  upon  these 
lines.  An  exception  may  be  made  here  in  favor  of  the 

college  dress.  This  dress  comes  rather  under  the  head- 
ing of  sailor  effects  and  is  a  big  seller.  The  regulation 

sailor  suit  consisting  of  the  separate  blouse  with  the 
sailor  collar,  and  of  a  skirt  fixed  to  a  cotton  waist  with 

collar  and  V-piece  to  fill  up  the  opening  in  front  in  a 
big  variety  of  fabrics,  have  had  a  big  style.  Smart  lit- 

tle semi-Russian  dresses  have  the  simulated  side  fasten- 
ing in  front,  while  the  dress  fastens  in  the  usual  fashion 

down  the  back.  Bretelle  models  in  fancy  prints  and 
ginghams  have  a  yoke  effect  of  plain  duck  or  linen  and 
show  the  coUarless  neck.  One  effective  model  in  plain 
duck  or  rep  is  in  the  new  belted  style  and  buttons  in 
front  from  neck   to  hem,    the    neck   finish  being   a  Dutch 

Fitting  and  Selling  of  Corsets. 

Madame  Gritton,  an  expert  corset  fitter,  represent- 
ing Benjamin  &l  Johns,  Newark,  N.J.,  recently  qave  a 

talk  in  the  corset  department  of  A.  E.  Rea  &  Co., 
Montreal,   which  will  be  of  interest  to  salespeople. 

The  greatest  difficulty,  she  said,  was  that  of  size. 
The  majority  of  women  insist  on  a  corset  which  is  too 

small.  This  draws  in  the  waist  and  does  not  lit  pro- 
perly over  the  hips,  with  the  result  that  the  wearer, 

instead  of  having  the  small  waist  which  she  desires,  has 
really  a  larger  waist,  as  the  corset  rides  up  and  the 
proper  waist  line  is  not  kept.  The  most  beautiful  lines 
are  the  natural  lines,  and  in  view  of  this  one  cannot 

have  an  attenuated  waist,  and  be  considered  a  L;>od 
figure.  Faddists  insist  that  women  should  not  wear 

corsets  if  they  wish  to  have  a  perfect  figure,  but  it  \a\i^t 
be  considered  that  women  of  the  present  day  !■)  not 
lead  the  life  which  nature  intended  them  to,  a.id  .is  a 

result  all  muscles  are  not  exercised  properlj'  anO  the 
support  of  the  corset  is  needed. 

While  the  corset  is  the  foundation  for  the  gowa  it  is 

also  the  foundation  of  health  or  ill-health.  Badly-hcting 
corsets  spoil  the  fit  of  a  gown,  and  they  also  h.ave  a 

disastrous  effect  upon  the  health.  Women  of  to-day.  are 
realizing  more  than  ever  before  the  importance  of  the 
properly  fitted  corset,  and  the  value  of  fitting  the  corset 
to  the  figure,  rather  than  the  body  to  the  corset. 

Salesladies  should  be  able  to  fit  corsets,  but  it  all 
in  the  department  cannot  do  this,  there  should  be  at 

least  one  who  can,  and  who  can  demonstrate  to  the  cus- 
tomer the  proper  putting  on  of  the  corset  each  day,  and 

point  out  the  reasons  why  such  care  should  be  taken. 

She  should  acquire  a  certain  amount  of  knowledge  re- 
garding the  anatoriiical  construction  of  the  figure,  and 

thoroughly  under.stand  the  lines  of  grace  and  beauty. 

The  corset  laces  should  be  pulled  loose  before  the  gar- 
ment is  adjusted  to  the  figure,  the  hose  suspenders  fas- 
tened and  the  corset  laced  comfortably  to  the  figure. 

The  customer  should  be  instructed  always  to  loosen  the 

laces  when  removing  the  coi'set,  so  that  each  time  it  is 
put  on  it  may  be  fitted,  instead  of  following  the  lazy 

method  of  never  doing  this,  which  i-esults  in  pulling  and 
jerking  the  corset  in  putting  it  on. 

"There  are  numerous  adjimcts  which  should  be  worn 
with  the  corset  to  produce  the  best  results.  Bra^^iores 
for  doing  away  with  the  fullness  of  the  corset  cover, 
and  preventing  a  ridge  at  the  top  of  the  corset,  are 
very  valuable.  Tn  the  case  of  the  very  full  figure  they 
confine  the  ilesh,  while  those  of  the  adjustable  triple 
weave  mesh,  with  elastic,  allow  the  garment  to  expand 

or  relax  with  the  figure.  The  too  slender  figure  is  pro- 
vided with  various  aids  for  developing  curved  lines.  All 

of  these  should  be  thoroughly  understood  by  the  fitter 

who  can  demonstrate  their  value  to  the  "customer,  and 
show  her  how  she  can  produce  the  best  results. 
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Defeating  the  Department  Store! 
Many  a  Dry  Goods  Man  in  the  smaller  Canadian  towns  is 

bemoaning-  the  fact  that  the  women  send  to  the  cities  for  their  Coats 
and  Suits,  because  he  cannot  handle  the  stock  to  compete  with  the 

Departmental  Store  Octopus!     WE    CAN    ALTER  THIS. 

Read  Our  Proposition  Right  Through 
It  appeals  directly  to  you.  Our  offer  is  a  unique  one. 

Just  send  an  open  order  for  12  Model  Garments  to  convince  your 
customers  ours  are  real  quality  goods,  and  with  these  and  the  other 

selling  helps  we  will  send  you,  you  can  make  your  Coat  and  Suit 

Department  the  most  profitable  in  your  store. 

We  will  supply  you  with  a  number  of  our 
exquisitely  gotten  up  Fashion  Booklets  for 
distribution ;  with  200  samples  of  every 
fashionable  material  in  every  color ;  with 
price  card  to  enable  you  to  quote;  and 
with  Style  Book  showing  the  very  latest 
Paris   and    New  York   ideas. 

The  cost  of  this  outfit  is  $25,  and  we  furnish 
it  free  with  the  above   order. 

With  this  assortment  you  can  compete  with  the 

city  man  and  hold  your  own,  for  you  will  be 
offering  the  same  variety,  at  the  same  prices, 

and  in  the  same  up-to-date  styles  as  he. 

Don't  sell  six-months-old  goods  any  longer. 
Buy  up-to-date  wear  when  the  season  is  on. 

Write  us  for  details,  and  DO  IT  NOW. 

Illustrated  Booklet  upon  request. 

Novi-Modi  Costume  Co.,  Limited 
302,  304,  306  Church  Street 

TORONTO 

No.  1004— Suit 

$16.50 

No.  1051— Suit 

$16.50 Please  mention  The  Reviezv  to  Advertisers  and  Their     Travelers, 
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STYLE WORKMANSHIP 

You  Have  the  Same  Chance 

as  the  rest  to  make  a  booming  success  of  your  CHILDREN'S  and  MISSES' 
DEPARTMENT  if  you  are  handling 

li=Home  &  Watts' 
Children's  and  Misses' 

^Dresses — 
The  are  snappy  in  style,  and  attractive  in  cut.  No  only  are  the  fabrics  used  in  these 
dresses  up-to-date,  but  they  are  six  months  ahead  of  every  other  firm.  They  are  well 
and  honestly  made. 

May  we  send  you  a  sample  selection  ?    Our  travellers  are  now  on  the  road. 

HOME  &  WATTS,  Limited 
Adelaide  and  Duncan  Streets 

TORONTO 
QUALITY 

FINISH 
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Blackeye  Silk  Moire  Underskirts Egyptine  Underskirts 

THE  GREAT  SALES  PRODUCERS 
TELLING  STYLES 

Blackeye 
Silk  Moire 
Underskirts 

$30  to  $52 
per  dozen 

LARGER  PROFITS BETTER  VALUES 

Egyptine Underskirts 
$15  to  $24 

per  dozen 

BLACKEYE  SILK  MOIRE 
UNDERSKIRTS 

will  not  split  nor  crack.      All  styles 
and  colors. 

EGYPTINE 
UNDERSKIRTS 

look  like  silk  but  wear  better  and  cost  about 
one-third.     All  styles  and  colors 

ALL  GOOD  WHOLESALERS  SELL  THEM 

,^ 

WRITE  US  DIRECT  FOR  SALES  HELPS 

MANUFACTURED  ONLY  BY 

^/?l(mVieaC 
Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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READY-  T  0  -  W  E  A  R      G  A'R  M  EN  T  S 
Dry  Goods  Review 

$50  in  Cash  Prizes 
Offered  by  The  Dry  Goods  Review 
for  Three  Best  Articles  on  Conduct- 

ing  the    Ready-to-Wear    Department 

Recognizing  the  growing  importance  of  the  ready-to- 
wear  department  in  the  modern  dry  goods  store,  and  real- 

izing that  discussion  of  essentials  of  development  would  be 
of  great  practical  value  to  merchants,  The  Review  offers 
$50  for  the  three  best  articles  dealing  with  the  subject,  the 
amount  to  be  divided  as  follows:  1st,  $25;  second,  $15; 
3rd,  $10. 

Articles  not  awarded  a  prize,  but  which  may  be  pub- 
lished in  The  Review,  will  be  paid  for  at  space  rates. 

The  competition  is  wide  open  and  there  is  no  charge 
of  any  kind.  It  is  not  necessary  that  writers  be  sub- 

scribers to  The  Dry  Goods  Review. 

Articles  must  bear  particularly  upon  the  following 
points,  and  makes  no  more  than  two  Review  pages,  ex- 

clusive of  charts  used  to  illustrate. 

Location  of  department,  general  arrangement  and  in- 
terior display  of  stock. 

Buying. 

Window  display  and  all  other  forms  of  advertising. 

Conducting  alteration  department. 

Sales  slips  or  system  of  recording  individual  sales. 

Sales  force  essentials, — treatment  of  customers,  intro- 
ducing goods,  etc. 

out. 
Special  sales  statistics  as  aid  to  buyers  and  how  worked 

t. 

Stock-keeping  and  stock-taking. 

Special  sales  ideas. 

In  short,  the  article  must  deal  with  every  phase  of  re- 
tail ready-to-wear  merchandizing. 

The  only  literary  requirement  is  that  the  different 
points  be  put  in  understandable  shape.  Charts  may  be 
used  by  way  of  illustration. 

Articles  must  reach  the  office  of  The  Dry  Goods  Re- 
view not  later  than  March  20th.  Names  of  winners  will 

be  published  in  April  number. 

"y^^  *  <" 

Ambitious  drygoods  clerks  here  have  an  opportunity 
to  win  valuable  prizes 

< 
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Eclipse  JVhitewear 
is  recognized  all  over  Canada  as  the  criterion  of  refinement,   quality  and  value. 

The   Eclipse  TVhitewear  Company,  Limited,   Toronto 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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BRODY&FUNT 

MAKERS  OF 

TAILORED 

WASH 
SUITS 

I'he  greatest  capa- 
city for  turning  out 

Tub  Suits    in    the 
World      ::     ::     :: 

58-60-62  WF.ST  15th  STREET 
NEW  YORK 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 



Deep  Colors    Fashionable,    but  Many    Light   Shades 
Some  of  the  new  Blues,  Greys  and  Greens  are  Very  Dark  —  Big 
Demand  for  Rougher  Effects  in  Fabrics  Predicted  for  Next  Fall  — 
Mannish  Novelties  Figuring  Strongly  in  Spring  Trade  in  New  York. 

Staff   Correspondence. 

Office  of  The  Dry  Goods. Review, 
160  Broadway,  New  York,   Jan.   28. 

SOME  of  the  new  shorter  coats  made  in  Russian 

effect  are  quite  attractive,  because  they  do  not 
blouse  so  much,  and  the  belt  is  often  indicated  by 

trimming's  at  the  waistline.  There  is,  however, 
a  large  showing  of  the  bloused  and  side-buttoned  Rus- 

sian coats,  with  the  coat  and  skirt  to  match,  and  also  a 
greats  deal  of  trimming  in  the  shape  of  braid,  flat  bands, 

etc.  In  length,  the  blouse  coat  varies  from  twenty-six 
to  thirty-two  inches,  with  the  greater  emphasis  on  the 
longer  lengths.  The  front  fastening  is  preferred.  For 
Spring  and  warmer  weather  purposes,  the  high  necks  of 

the  winter  have  been  replaced  by  V-shaped  openings 
which  make  the  style  more  seasonable.  Collarless  effects 
are  varied  by  models  finished  with  round  or  square  edged 
collars  forming  a  decorative  feature  of  the  garment. 

The  belt  is  the  conspicuous  feature  of  these  garments. 
No  one  style  belt  is  approved,  as  it  depends  upon  the 
style  and  material  of  tlie  blouse  as  to  what  kind  of  belt 
to  use. 

Women's  and  Misses'  Suits. 
Manufacturers  of  women's  and  misses'  suits  are  show- 
ing a  most  attractive  line  of  tailored  and  semi-tailored 

designs.  Many  houses  are  specializing  on  strictly  tailor- 
ed styles  and  these  models  are  pleasing  in  every  parti- 

cular. Many  of  the  models  are  made  on  more  severe 
lines  than  is  usually  noted  in  the  beginning  of  a  season. 

Coats  of  high-class  suits  are  featured  in  various  dis- 
tinctive styles,  from  the  plain  but  finely  tailored  coats 

to  the  more  elaborately  trimmed  models.  Some  of  the 
coats  run  a  little  long  in  the  back,  and  short  in  front, 
with  pleated  panels.  Others  again  are  alike  in  front  and 
back,  a  feature  of  many  of  the  new  puit  coats  for  Spring. 
In  these  it  is  hard  to  tell  which  is  the  front  or  back  and 

where  the  fastening  is  accomplished. 

Variations  in  Skirt  Styles. 

The  slender  hipless  lines  continue  to  be  the  basic 
modes  for  Spring.  Skirts  of  the  pleated  gender  are  in 
great  evidence  in  the  Spring  and  Summer  line.  They 
include  models  showing  the  pleats  running  in  a  straight 
line  from  waist  to  hem  ;  pleats  inset  between  gores, 

pleats  depending  from  yokes  of  various  shapes,  and  full- 
length  pleats  that  alternate  with  those  broken  by  a 
sort  of  interpolated  yoke. 

Many  of  the  new  skirts  incline  to  apron  effects  rather 

than  to  the  polonaise  suggestion.  The  latter  is  em- 
ployed in  such  models  as  are  designed  for  dressy  wear, 

but  these  are  in  the  minority,  the  short  apron  effects  of 
the  tailored  skirts  being  in  greater  evidence. 

The  materials  vary  according  to  the  style  of  the 
garment.  Serge  in  the  close  wale  varieties  is  extremely 

popular  for  the  separate  skirt  construction.  The  mann- 
ish fabrics,  hairline  stripes,  in  dark  colors  with  white 

stripes,  basket  cloths,  woollens  and  checked  designs  are 
all  being  taken. 

Separate  Coats  for  Spring. 

The  novelty  in  separate  coats  is  the  utility  coat 
which  is  useful  for  any  occasion.  They  are  made  in 
coat  or  wrap  effect  and  are  worn  both  for  afternoon  or 
evening  wear,  and  have  clever  little  touches  of  trimming 

in  the  way  of  embroidery  or  braid  on  the  collars  and 

cuffs.  They  are  cut  with  semi-fitted  back  and  have 
slashes  at  the  sides  or  the  centre  back.  Felled  or  corded 

seams  are  used  extensively.  The  fronts  hang  perfectly 
straight  and  are  but  slightly  shaped.  Collars  are  made 
of  satin  or  silk.  These  coats  are  often  trimmed  over 

the  hip  lines,  and  some  have  pockets.  The  buttons  on 

these  coats  are  very  smart,  the  large  ones  being  pre- 
ferred. 

Raincoats  are  numbering  largely  in  the  lines  for 
Spring.  These  coats  include  many  smart  styles  in 
moires,  mohairs,  rubberized  silks,  changeable  effects, 
rajahs  and  such,  as  well  as  cravenetted  cloths. 

Attractive  Dresses  and  Costumes. 

Dresses  kre  on  the  tunic  order  with  a  marked  delin- 
eation of  the  normal  waistline.  The  tunics  are  of  two 

styles — those  of  the  short  apron  styles,  and  those  th:it 
are  long  and  draped  in  polonaise  effect.  The  ̂ nes  lor 
street  and  afternoon  wear  are  of  the  former  idea  and 
the  ones  for  evening    in  the  latter  effects. 

The  greater  number  of  dresses  are  of  the  one-jiiece 
variety,  the  skirt  and  blouse  being  combined  as  one. 
The  belt  is  an  important  feature,  and  is  in  self  fabric 
or  of  a  contrasting  color  and  material.  The  black 
patent  leather  belts  are  new.  The  touch  of  black  gives 
a  very  smart  look. 

Exclusive  styles  show  the  Russian  blouse  idea  with 
the  sleeve  cut  in  one  piece  with  the  blouse  and  having 

a  one-sided  fastening  that  is  continued  down  the  side 
of  the  skirt.  This  style  is  being  exploited  in  cloth,  silk 
and  linen. 

Lingerie  Dresses. 
Lingerie  dresses  are  of  marquisette,  voile,  lingerie 

lawn  and  batiste.  They  are  elaborately  trimmed  with 
Cluny,  Irish,  Valenciennes  and  hand  embroideries.  In 
many  instances  the  natural  waistlines  are  indicated  by 
a  belt  or  the  lace  made  into  belt  style. 

The  sleeves  are  three-quarter  lengths  and  are  much 
trimmed,  and  when  long  there  is  some  variety  of  the 
puffed  sleeve  shown  usually  of  contrasting  fabric  or 
lace  or  net. 

The  necks  of  lingerie  dresses  are  made  high,  but  the 

Dutch  neck  is  also  favored,  Tunics  play  a  most  impor- 
tant part  in  the  construction  of  lingerie  dress  skirts 

often  simulated  by  an  arrangement  of  trimming.  Ribbon 
garnitures  are  an  added  feature  that  gives  the  models 
more  style. 

A  varied  assortment  of  French  linen  dresses  and  suits 

are  shown  in  beautiful  colorings.  Linen  dresses,  as  well 

as  those  of  pongee,  rajah,  and  many  other  washable 
fabrics,  usually  have  deep  pleated  skirts  with  tunics  to 
the  knees.  Many  are  made  after  the  Russian  blouse 

styles. 
New  Sleeves. 

There  is  a  strong  indication  that  the  ̂   sleeve  will 

come  in  later.  The  fancy  imported  costume  blouses  al- 
most invariably  show  the  J  and  J  sleeves,  and  some  of 

the  newer  American  productions  show  similar  sleeve 
lengths.  The  short  sleeve  for  general  wear  is  not  due 
until  late  Spring,  because  most  of  the  early  models  are 

made  with  full  length   sleeves,     '     '  ; 



Originality  in  Design  and  Trimming  Features  New  Lines 
High  Prices  Creating  Demand  for  Better  Goods  —  Scarcity  of  Furs 
Makes  Reasonable  Placing  Advisable  —  New  Style  Features  —  Rapid 
Growth   of    Wealth   will   Prevent   Furs   from    Becoming   a   Luxury. 

FUR    manufacturers    are    busy    with    samples    at    the 

present  time,  and  all  intimations  regarding  the  new 

season's  styles  are  to  the  effect  that  they  are  pre- 
paring some  of  the  most   attractive   fur  garments 

and   small   fur   pieces   that   have   ever   been    put   on    the 
market. 

Travelers  for  fur  houses  will  go  out  the  latter  part  of 

this  month  with  the  new  season's  samples,  and  in  spite  of 

soaring  prices,  manufacturers  an'ticipate  heavy  business. 
The  present  state  of  prosperity  promises  active  buying, 

and  the  general  belief  is  that  early  orders  will  be  excep- 

tionally good.  This  season's  sorting  trade  has  beenlieavy, 
and  high  prices  seemed  to  have  the  effect  of  persuading 

buyers  to  take  better  qualities,  which  is  a  most  satisfactory 
state  of  affairs.  When  buyers  realized  that  they  must  pay 

high  prices  for  the  poorer  qualities,  they  felt  that  it  was 

better  'to  pay  still  a  little  more  and  get  really  good  furs. 

Hig'h  prices  on  all  lines  of  furs  for  next  season  has  led 

manufacturers  to  make  up  their  samples  in  the  most  at- 

tractive manner  possible  a,nd  the  new  samples  will  show 

, decided  originality  of  desig-n  and  trimming.  Furs  which 

'^rmerly  sold  at  a  low  figure,  and  were  considered  com- 
mon, being  taken  only  by  the  popular  trade,  are  now  so 

high  in  price  that  they  ean  be  considered  among  the  higher 

class  goods  and  are  being  given  a  great  deal  of  attention 

by  manufacturers,  who  seem  to  feel  that  if  the  'buying 

public  is  forced  to  pay  such  prices  for  t'hese  goods,  they 

will  supply  tihem  in  the  most  attractive  manner  possible. 

Marked  Advances. 

The  marked  advance  in  the  price  of  sealskin  will  not 

have  very  much  effect  on  the  Canadian  market,  as  the 

class  of  trade  which  buys  sealskin  will  not  hesitate  to  pay 

more  for  seal,  if  this  is  the  fur  they  want. 

Muskrat  skins,  which  have  been  so  actively  in  demand 

during  the  past  few  years,  have  been  going  up  in  price  at 

an  alarming  rate,  and  are  now  fully  100  per  cent,  higgler 

than  a  year  ago.  The  extensive  use  of  this  fur  for  linings, 

automobile  coats,  and  for  dyeing  as  imitation  of  sealskin, 

has  caused  this  tremendous  advance,  and  buyers  of  any 

fur  article  into  which  muskrat  enters  must  face  the 

necessity  of  paying  much  more  for  it. 

-  Skunk  skins,  too  have  materially  advanced.  Skins, 

'which  a  year  ago  sold  for  $2,  now  cost  twice  that  amount. 

"Tliis  fur  has  become  exceedingly  popular  in  Europe  where 

it  is  used  extensively  for  trimming  purposes  on  winter 

costumes,  and  in  combination  wit'h  otber  furs  in  all  fur 

garments.    This  has  had  the  effect  of  increasing  prices  and 

skunk  or  Alaska  sable,  to  use  its  trade  name,  will  cost 
the  buyer  much  more  next  season  than  this  season. 

Persian  lamb  is  much  higher  in  price,  as  well  as  fox, 
which  is  so  popular  this  year,  also  lynx.  Mink  is  about 
35  per  cent,  higher  than  a  year  ago,  in  fact  everything  in 
furs  has  advanced.  Raccoon,  which  is  the  most  desirable 

fur  for  men's  coats,  is  selling  freely  at  an  advance  of 
about  60  per  cent,  over  a  year  ago,  and  it  is  anticipated 
that  buyers  of  raccoon  coats  next  season  will  have  to  pay 

an  advance  of  from  $20  to  $'iO  on  a  garment. 
Inciden'taJlj-  the  fashionable  tendency  towards  large 

fur  pieces  has  the  effect  of  increasing  the  consumption 
of  fur  pelts,  and  also  the  cost  of  the  individual  finished 

pieces. 

Reasonable  Placing  Advisable. 

In  view  of  the  scarcity  of  furs,  and  the  steadily  ad- 
vancing prices,  it  looks  as  if  retailers  will  have  to  place 

orders  for  at  least  reasonable  requirements  when  travelers 
go  out  on  their  initial  trips,  if  they  wish  to  insure  plenty 

of  the  new  goods  for  t'lie  opening  of  the  next  retail  season. 
The  fact  that  the  demand  for  furs  the  world  over  is  in- 

creasing, while  the  supply  is,  if  anything,  diminishing, 
makes  it  seem  unreasonable  for  buyers  to  look  for  lower 
prices  when  the  next  sorting  season  begins,  and  in  view 

of  the  risk  involved,  manufacturei"s  will  not  anticipate  the 
sorting  season  to  any  great  extent.  If  retailers  place 
orders  early  for  reasonable  requirements,  manufacturers 
will  be  able  to  go  ahead  with  more  certainty,  and  the  fur 
trade  will  be  in  a  more  satisfactory  condition. 

Fur  Styles. 

As  regards  styles  for  the  1910-1911  season,  manufac- 
turers as  yet  have  not  given  any  definite  information  re- 

garding t'aem.  but  unusually  attractive  styles  are  promised, 
embracing  many  new  ideas,  and  some  surprises.  The 
March  Special  Fur  Supplement  will  deal  extensively  with 
the  style  question,  and  readers  will  be  well  informed  of 
the  new  style  features  before  they  are  shoTvn  the  samples. 

Furs  a  Necessity. 

In  spite  of  hig'h  prices  furs  will  always  sell  in  Canada. 
They  are  a  necessity,  not  a  luxury,  therefore  the  idea 
which  is  occasionally  expressed  that  furs  will  gradually 
become  confined   to   the  wealthy,   and   will  be  merely  a 

J 
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luxury,  is  a  false  one.  The  extremely  high  priced  furs 
comprise  only  a  very  small  part  of  the  Canadian  trade, 
the  bulk  of  the  business  being  done  in  the  medium  priced 

furs,  which  will  always  be  within  reach  of  Canada's  trade, 
no  matter  where  prices  soar  to,  in  view  of  the  rapid 
growth  of  wealth  in  this  country. 

Good  Fur  Season  in  West. 

Staif  Correspondence. 

Winnipeg,  an.  28. — Wholesalers  have  had  an  excellent 
year  in  all  lines  of  furs.  Arrangements  have  not  been  made 

for  next  year's  trade,  and  buyers  will  be  going  east  with- 
in a  few  days  to  collect  samples.  There  has  been  no  ditlfi- 

culty  in  getting  rid  of  stocks.  Merchants  everywhere  in 
the  west  bought  heavily,  and  repeat  orders  were  quite 
frequent.  The  standard  of  quality  has  been  raising  also, 
and  the  very  best  furs  have  been  selling.  Travelers  are 

out  with  fall  samples  now  and  orders  ra-e  good  in  fur- 
lined  caps  and  sheep-lined  coats  for  coarser  wear.  It  is 
very  evident  that  the  beaver,  both  plucked  and  unplucked, 

will  be  much  worn  next  year.  They  are  rapidly  supersed- 
ing the  coon  coat.  But  the  coon  coat  in  the  west  will  per- 

haps never  go  out  so  long  as  skins  can  be  had.  The  best 
dressing  coat  is  the  Persian  lamb  trimmed  with  the  rat 
or  chamois  lining. 

The  ladies'  plain,  drop  fur,  three-fourth  length  and 
full  length,  in  pony,  rat  and  beaver,  has  been  popular  and 
are  destined  to  have  n  good  run  next  year.  For  comfort 

and  appearance,  the  tight-fitting  coat  is  rapidly  replacing 
the  loose  coat.  And  for  this  reason  the  furlined  is  not 

popular,  since  the  fitting  coat  can  be  made  up  better  in 
the  exterior  furs. 

Local  merchants  stocked  well  in  all  furs  last  fall,  and, 

( wing  to  the  continued  mild  weather,  they  are  not  ex- 
periencing the  trade  that  they  expected.  As  a  conse- 

quence nuuiy  will  iiave  to  carry  over  a  heavy  line. 

at  Spanish  River.  When  the  season  for  raw  furs  closed 

in  Ontario  and  Quebec,  Mr.  Johnson  wo'uld  'travel  to  the 
posts  and  dealers  at  Sa.ult  Ste  Marie,  and  as  far  west  as 
Edmonton.  Each  year  he  took  a  trip  to  England,  Russia, 
and  European  cities  to  buy  furs. 

GEO.    L.    CAINS 

Of    Greenshlelds,     Ltd.,     Montreal,    has     been     elected     for    the 
presidency  of  the  Montreal  Board  of    Trade    for   the    year    1910. 

District  Game  Inspector  T.  E.  Loveday  recently  con- 
fiscated a  bale  of  furs  valued  at  over  $6,000  in  Ottawa. 

The  bale  contained  furs  of  all  descriptions,  and  was  con- 

signed to  the  Hudson's  Bay  Co.,  at  its  headquarters  in 
London,  Eng.  The  seizure  was  made  by  order  of  the 
provincial  authorities.  The  furs  came  from  New  Ontario, 

via  the  "Soo"  route. 

Hiram  Jo'anson,  head  of  the  fur  firm  of  Hiram  John- 
son &  Co.,  Montreal,  met  his  death  in  the  railway  disaster 

The  following  are  the  officers  elected  for  the  Board  ol 

Trade  Council  in  Montreal,  for  the  ensuing  year  :  Pres- 
ident, Geo.  L.  Cains  ;  1st  vice-president,  J.  H.  I3urland  ; 

2nd  vice-president,  R.  Wilson  Reford  ;  treasurer,  Norman 

Wright. 
The  council  is  as  follows  : 

Messrs.  John  Baillie,  G.  F.  Benson,  W.  M.  Botsford, 
R.  A.  Brock,  D.  W.  Campbell,  R.  J.  Dale,  Huntly  R. 

Drummond,  Joseph  Ethier,  Alex.  McLaurin,  T.  H.  New- 
ma,n,  Joseph  Quintal.  J.  A.  Vaillancourt. 

Buttons  Limited,  Birmingham,  England 
Represenled  b; 

GREEFF-BREDT  &  CO..  62  Front  St.  West,  TORONTO 
TO  MANUFACTURERS  AND  WHOLESALE  HOUSES  ONLY: 

We  carry  the   largest  Button  Stock  in   Canada,  meeting  the  demands  of 
every  branch  of  trade  where  Buttons  are  wanted. 

OUR   SPECIALTIES  ARE; 

Ivory  Buttons  for  Clothing    Houses   and    Cloak    Houses. 
Metal  Buttons  for  Military  and  Railway  Uniforms. 

Pearl  Buttons  for  Knitting  Mills  and  Waist  Manufacturers. 
Trouser  Buttons  for  Clothing  Mfrs., such  as  Uory,  Bone,  Metal,  Paperbacl. 

Covered  Buttons  for  Clothing  and  Cloaks  of  every  description. 

If  it  is  Buttons,  try  us.     Write  for  samples.    We  carry  stock. 

HUMAN    HAIR   and    SILK   FRINGE    and    BACK    NETS 
ALSO    GREY,  WHITE  AND  DOUBLE  HAIR  NETS. 

Direct  from  the  Actual  Makers. 
Eaoh    net  In  separate  envelope  if  requlrett. 

PROMPT  DELIVERIES.  PERFECT  GOODS.  LOWEST  PRICES. 
Also  all  klnt/s  of  Hair  Gootis,  Puffs,   Tails,   Patim,  etc.,   etc. 

J.  H.  NAGELE  &  CO.,     Boston,     Lincolnshire,    England,    and    Jglau,  Austria. 
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Established   1832 

ARGETSON  & 
LONDON  and  LONDONDERRY 

Warehouses  and  Offices 

MOOR  LANE,  LONDON 

Factories 

LONDONDERRY  and   BERMONDSEY 

In  Men's  Furnishings 
Our  Trade  Mark  Stands  for 

HIGH  GRADE 
and 

SUPERIOR  WORKMANSHIP 

COLLARS, 
SHIRTS.TIES 

Silk  Handkerchiefs,  Silk  Mufflers 

Knitted  Neckwraps,  Ties  and  Waistcoats 
Sweaters  and  Sweater  Coats 

Sleeping  Suits,  Dressing  Gowns,  Piece  Shirtings 

Our  newly  appointed  representative,  MR.  GEO.  T.  WILSON,  will 

arrive  in  Canada  early  in  February.  Until  permanent  address 

is  announced,  please  write  "care  of  Bank  of  Montreal,"  Toronto 

Please  mention  The  Reviezv  to  Advertisers  and  Their      Travelers. 



Men's    Clothing    and   Furnishings   News 
Decided  Change  in  Favor  of  the  More  Conservative  but  None  the 

Less  Dressy  Effect  in  Men's  Clothing  Predicted  for  Fall  —  Manufacturer's 
View  of  Retail  Prices  —  Panama  Hats  a  Notch  Nearer  Popular  Prices. 

THAT  men's  clothing  for  next  Fall  will  show  a decided  turn  towards  the  simpler,  more  conser- 
vative, but  none-the-less  smart  and  dressy  lines 

is  predicted  by  those  who  have  returned  from 

the  style  show  and  custom  cutters'  convention  recently 
held  in  New  York.  It  is  not  always  possible  to  recon- 

cile the  outstanding-  features  favored  by  these  represen- 
tative institutions,  but  it  is  now  stated  that  there  is  on 

both  sides  a  well-defined  intention  to  get  back  to  the 
styles  described. 

Of  course  the  custom  men  are  sometimes  credited 

with  having  always  advocated  a  greater  dignity  in 
dress,  'but  it  must  be  remembered  that  the  so-called 
fancy  suit  came  at  a  time  when  people  were  in  a  mood 
to  welcome  them,  and  clothing  manufacturers  declare 
that  so  strong  was  the  place  they  occupied  immediately 
that  they  gave  excellent  business  to  a  period  which  in 
many  lines  was  unusually  dull. 

Will  not  Relinquish  Novelty. 

Even  though  the  so-called  quiet  effects  are  in  view, 
it  does  not  mean  that  designers  will  not  busy  them- 

selves over  the  production  of  novelty — for  a  season, 
without  novelty  would  be  a  strange  caper  of  fashion. 
There  are  those  who  state  that  the  freak  suit  will  die 

a  slow  death,  that  the  great  development  of  the  past 
few  years  has  been  a  demand  for  striking  style  rather 
than  for  wearing  quality,  that  the  time  has  arrived 
when  young  men  are  following  the  seasons  closely  in  the 
matter  of  dress,  and  that  the  day  has  gone  by  when 

there  is  much  to  be  sartorially  proud  of  in  the  state- 
ment that  a  suit  has  lasted  two  or  more  seasons,  or 

that  the  same  suit  has  been  worn  the  year  through. 

Just  who  is  to  blame  for  this  is  another  question. 
Possibly  iui  investigation  will  lead  back  to  the  desigfners 
on  the  one  side  and  the  growing  wealth  of  the  country, 
and  over-the-line  influences  on  the  other.  It  cannot  be 
said  that  retailers  have  regretted  the  tendency,  for  the 

more  frequently  the  styles  change,  and  the:  more  distinc- 
tive each  season  becomes,  the  more  business  it  means. 

Some  years  ago  the  demand  was  for  fit  and  quality, 
now  style  and   fit  are  the  great  points  emphasized. 

Advancing  Tendency. 

At  the  present  time  manufacturers  state  that  there 

is  an  excellent  demand  for  better  grades.  Heads  of  de- 
partments point  out  that  the  man  who  has  considered 

himself  in  the  $10  suit  class  has  moved  up  from  $2  to 
$5,  and  that  in  higher  levels  there  has  been  a  move  in 
the  same  direction.  This  is  occuring  while  no  marked 
changes  have  occurred  in  prices,  and  now  that  wool  and 
cotton  goods  are  soaring,  this  development  would  seem 

to  indicate  that  advances,  regarded  as  inevitable,  can- 
not come  at  a  better  time. 

Retailers'  Prices. 

Discussing  the  price  situation,  manufaetui-ers  some- 
times ask  whether  t'he  retailer  of  clothing  is  doing  as 

well  as  he  should,  or  holding  as  much  of  the  home  trade 
as  he  should  as  the  result  of  the  inclination,  sometimes 
noticed,  to  charge  heavy  prices  whenever  he  thinks  ho 
can     obtain     them.      The   same  point    was   raised   by   a 

buyer  for  one  of  the  large  clothing  departments.  He 
described  a  case  in  which  a  man  had  asked  to  be  shown 

a  suit  in  a  particular  kind  of  cloth.  They  happened  to 
have  it  and  he  was  more  than  surprised  to  find  that 

the  price  was  $15,  a  top-notch  figure  at  that.  "Why," 
said  he,  "the  man  I  buy  my  clothes  from  at  home  has 
charged  me  $25  for  the  very  same  suit,  and  the  funny 
l)art  of  it  is,  he  asked  me  to  call  at  the  manufacturers 

and  pick  it  out.  It  is  identical  in  every  particular."  If 
the  circumstances  described  are  correct,  it  goes  without 
saying  that  the  merchant  had,  to  say  tiie  least,  given 
a  good  customer  some  reason  to  be  suspicious.  It  must 
be  borne  I  in  mind  that  it  is  the  manufacturer  who  some- 

times speaks  of  these  things— the  man  who  might  be 
supposed  to  know  what  clothing  should  retail  for,  and  in 
these  days  of  close  com[)arison,  the  point,  if  it  has  any 
serious  application  at  all,  should  be  well  considered  by 
the  local  merchant. 

A  Satisfactory  Coat. 

Authorities  state  that  the  heavy  overcoat  with 

close-fitting  collar  is  again  to  be  a  feature  next  season, 
and  that  the  collar  is  to  be  one  of  the  chief  points  of 

concentration  with  the  object  of  making  even,  more  prac- 
tically convertible  than  at  present.  It  has  proved  a 

veiy  satisfactoiy  coat  in  every   way. 

Wee  Men's  Wear. 
For  the  small  boy,  the  plain  double-breasted  effects 

are  likely  to  prove  a  strong  feature.  The  :^ld  style 
sailor  collars  are  also  stated  to  be  on  the  way,  and 

Eton  jacket  styles  are  mentioned  in  connection  with 
novelties. 

The  department  devoted  exclusively  to  ihild.'eti's 
lines  is  a  development  which  many  stores  are  entertain- 

ing seriou.sly.  To  concentrate  all-children's  clothing 
lines  in  one  section  of  the  store  is  to  create  a  depart- 

ment which  can 'certainly  be  much  more  effectively  adver- 
tised than  where  each  sub-division  is  scattered  here  and 

there  throughout  the  store,  and  it  facilitates  matters 
for  the  shopping  public. 

Greys  and  Bronze*  Strong. 

A  good  business  has  been  done  in  Spring  and  Sum 
mer  lines  of  clothing  with  browns,  bronzes  and  greys 
leading.  Patterns  arc  not  loud  and  where  they  have 

unusual  breadth  the  tone  is  sufficiently  subdued  to  sug- 
gest nothing  that  is  sp'ashy.  Fine  stripes  and  small 

checks  are  in  strong  demand  not  only  in  woollen  house 

trade,  but  also  in  the  ready-to-wear  lines. 

Hats  and  Caps 

Panamas  have  again  taken  a  prominent  part  in  the 

next  season's  hat  trade.  An  attempt  has  been  made  to 
produce  a  reliable  article  on  the  market  at  something 
like  reasonable  figures,  and  the  result  has  been  a  hat 
which  while  not  finished  in  the  land  of  its  nativity,  is  in 

every  respect  a  good,  serviceable,  dressy  article,  and 

the  big  feature  of  it  is  that  it  is  one  or  two  notches 
nearer  popular  prices. 

Telescopes  are  again  making  their  appearance, 
though   in   somewhat  different  form.    The  brim  is     wide 
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We  challenge  you 
to  find  the  equal  of 

Challenge  Brand 
CUFFS  and  COLLARS 

because  we  know  we  have  succeeded  in  repro- 

ducing a  waterproof  collar  having  all  the  advantages 

and  appearance  of  the  highest  grade  linen  collar. 

"  CHALLENGE  "  Collars  are  a  clear,  per- 
manent white,  are  easily  cleaned  with  soap  and 

water,  are  strong,  and  will  not  wilt  nor  crack. 

We  are  now  making  them  in  all  the  most 

up-to-date  styles. 

Recommend  them,  and  see  what  a  good 

margin  of  profit  they  will  yield  you. 

The  Arlington   Company  of 
Canada,  Limited 

54-56  Fraser  Avenue,  -         TORONTO 

REPRESENT.'\T1VES  :— 

Western — J.  A.  Chantler  &  Co.,  Toronto. 
Eastern — Duncan  Bell,  Montreal. 

with  a  slight  curve,  with  or  without  binding.  This  hat 
has  been  well  received  and  by  many  is  considered  as 
a  precursor  of  another  good  season  or  two  in  telescope 
styles.  The  soft  hat  with  the  crush  crown  and  tipped 

front  is  also  reg-arded  as  a  good  featureable  hat  for  the 
coming  season.  During  the  past  few  weeks  some  houses 
have  done  good  business  in  plush  hats  on  this  order, 
though  they  are  not  likely  to  get  beyond  the  novelty 

trade.  There  is  -some  showing  in  soft  hats  of  the  rough, 
unfinished  felts.  Tn  derbies,  the  full  crown  is  still  a  fea- 

ture although  a  slight  tendency  towards  ovals  is  now 
noted. 

Manufacturers  of  cloth  caps  have  done  an  excellent 
business  during  the  present  season,  and  have  received 
heavy  placing  orders  on  light  golf  shapes  for  Spring  and 

Summer.  The  majority  of  these  lines  show  strong  in- 
dividuality on  the  part  of  the  manufacturer,  which  is 

calculated  to  make  the  article  all  the  more  salable. 

Patterns  adhere  closely  to  those  shown  in  fabric  lines  for 
the  new  season  and  grey,  brown  and  bronze  combinations 
are   leading. 

In  children's  hats  there  is  a  movement  away  from 
very  large  shapes,  and  in  small  blocks  with  convertible 
brims  there  has  been  very  good  business. 

Orders  Well  Placed. 

Indications  are  that  shirt  business  for  the  next 

season  is  going  to  see. a  very  heavy  early  patronage,  due 

to  the  well  grounded  feeling  that  late  orders  will  con- 
front a  marked  change  in  values.  Some  manufacturers 

have  been  well  covered  for  their  Spring  and  Summer 
business  and  mention  this  fact  to  prove  that  shirt  lines 

are  not  as  yet  any  criterion  as  to  advances  in  raw  ma- 
terials. In  all  lines  of  men's  furnishings  for  Spring,  re- 

tailers have  not  hesitated  in  placing  reasonably  large 
orders,  with  increasing  emphasis  on  better  grades.  The 

style  and  pattern  tendency  in  shirts,  neckwear  and  hos- 
iery is  almost  entirely  in  favor  of  stripes,  and  where  it 

may  be  made  effective  the  black  and  white  combination 
is  strong.  There  are  a  few  changes  in  collar  styles,  such 
as  the  square  cornered  turn  down,  but  nothing  that 
may  be  considered  radical. 

The  Orillia  Clothing'  Manufacturing  Co.  have  taken  over 
the  stock  and  plant  of  S.  Arnold.  C<)ldwater  Koad.  and  are 
moving  into  a  building  in  Orillia.  They  will  make 
pants,  knickers.  Mackinaw  clothing,  etc.  The  president  is 

Adam  Anderson  and  the  manager.  Jo'hn  McL.  Cooke. 
C.  W.  Hills,  of  Vancouver,  is  retiring  from  the  dry 

goods  business,  owing  to  ill-health,  and  will  be  succeeded 

by  A.  W.  Lewis,  of  Lewis  Bros.  &  Co..  Toronto.  C.  "W. 
Hills  &  Co.  made  a  specialty  of  ladies'  ready-to-wear clothiiis:  and  millinery. 

Compc 

sanies    Incorporated. 

The  Canada  Dustproof  Window  Shade  Co..  London. 

Out.,  has  been  incorporated  with  $100,000  capital,  the  pro- 
visional directors  being  F.  L.  Taylor.  W.  D.  Chappelle, 

F.  J.  Watkinson.  A.  S.  Thompson  and  M.  G.  Ewart. 

Gardiner.  Foley  &  Co..  Toronto,  manufacturers  of 

ladies'  wear,  have  been  incorporated  with  .$40,000  capital. 

the  provisional  directors  being  T.  M.  Higgins.  W.  Doug- 
les,  Bosville  Place.  A.  Eagleton  and  E.  L.  Eagleton. 

Harcourt  &  Son.  capitalized  at  $40,000.  take  over  the 

business  of  Geo.  Harcourt  &  Sons.  Toronto,  merchant 

tailors  and  men's  furnishers,  the  incorporators  being  J.  W. 

McCully.  W.  H.  Miatt  and  A.  H.  Mai-shall  Smith. 
The  Silks  Co..  Toronto,  manufacturers  and  dealers  in 

silks,  have  been  incorporated  with  $100,000  capital,  the 

provisional  directors  being  S.  Ubnkato.'  Jos.  Powley,  G, 

Sakamoio,  M.  Powlej-  and  Y.  Sakamoto, 
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Is  that  SO  ? 
When  a  man  after  dollars  refuses  to  run, 

And  the  soles  of  your  boots  won't  wear  out; 

When  the  schoolboy  confesses  it's  just  as  much  fun 

If  he's  strictly  forbidden  to  shout  ! 

When  the  ladies  quit  chatter,    and   Patsy  is    blind 

When  there's  half  of  a  chance  of  a  ''scrap." 

When  an  ad.   man's  a  poet — perhaps  you  will  find 

A  peer  of  the  ''Wellington"  Cap. 

There's  something  indefinably  snappy  and  dressy 
about 

"WELLINGTON"  BRAND 
Hats  and  Caps 

that  will  compel  custom  to  your  store. 

Our  travellers  are  now  on  the  road  with  samples 

for  Fall  trade  1910  and  sorting. 

Wait  for  them  or  write  us  direct. 

Buy  from  the  rriakers 

CHAS.C.  PUNCH ARD  &  CO. 
130  Wellington  Street  West,  TORONTO 

f^leasf  mrntiQti  The  Review  io  Advertisers  and  Their  Traveleri       .,..,.      „..   
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SUDEWEH 
Every  new  day  is 

making  its 

thousands  of        '*'         <^/<^M^ 
fresh    converts    to    ̂ \  ̂\  I    I     jQl  D  ̂  

The  collars  with  the  tie-and-time-and-temper-saving  shield. 

Men  Buy  Them  On  Sight 
Consult  your  jobber— put  in  a  line  of  SLIDEWELLS — 
the  best  styles  going — and  watch  them  sell.  20c.,  3  for  50c. 

Send  your  own  size  and  style-preference  direct  to  us 
and  receive  a  sample  SLIDEWELL  collar.  Thus  you 
can  demonstrate  its  wonderful  selling-appeal  to   yourself. 

siSf-  (j^i  the  genuine— or  be  disappointed 

HALL,  HARTWELL  &  CO  ...         TROY,  N.  Y. 
yE.  H.  Walsh  &  Co.,  Canadian  Selling  Agents,  Toronto,  Canada.) 

Please  mention  The  Review  to  Advertisers  and  Their      Travelers. 
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CORLISS  COON 
COLLARS HAN  D-M  A  D  E 

THE  FINEST  COLLARS  MADE  IN  AMERICA  ! 

Style  and  wear  in  every  collar  are  responsible  for  this  reputation. 

SUPERIOR 
IN  MATERIALS  USED  and  in  METHOD  of  MANUFACTURE 

IN  STYLE  and  in  WEARING   QUALITIES 

Corliss  Coon  Collars  are  expensively  made, but  can  be  retailed  in 
Canada  at  20c.  each  or  3  for  50c. — the  same  price  as  other 
AMERICAN  COLLARS.  They  will  retain  their  distinctive  style 
longer  and  stand  more  trips  to  the  laundry  than  any  other  collar 
made. 

CORLISS  COON  COLLARS  are  nationally  advertised— every 
particular  wearer  of  collars  knows  of  their  reputation. 

CORLISS  COON  COLLARS  will  attract  the  best  trade  in  your 
town  to  your  store. < 

We  are  now  appoinliyig  Agents  in  the  different 
Canadian    Cities. 

A  postal  will  insure  your  receiving  first  consideration  in  your 
locality. No.  1 2  in. 

"FIELD  CLUB' 
No.  2    ■    2%  in. No.  3    -    ly^in 

CORLISS  COON  &  CO.,  TROY,  N.Y. 
Canadian  Representative* :    Canadian  Importing  Co.,  Birks  BIdg.,  MONTREAL J 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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YiXRQKRA  NECKWEi4R  C?  Limited 

DOMINION  SUSPEKDERCa 

jrU^lPENDER5 
TfTtTTriTfr 

Please  mention  The  Review  to  Advertisers  and  Their    Traveler^, 
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A  Wrinkle  That  Won't 

CASH'S Tubular  POPLIN  Neckwear 
We  beg  to  announce  that  in  addition  to  our  well-known  Cotton 
and  Silk  Tubular  Neckwear,  we  are  now  booking  orders  for 

Spring  deliveries  on  our  New  Shaped  Four-in-Hand  Poplin  Tfes. 
These  goods  are  made  in  our  standard  quality  and  are  recognized 
as  the  best  loom-shaped  tubular  tie  on  the  market. 

Cash's  Poplin  Ties  do  not  wrinkle  or  crease,  are  also  pin  proof. 
Sold  by  all  leading  haberdashers. 

Samples  and  prices  can  be  obtained  from 

J.and  J.  CASH,  LIMITED 
MONTRjEAL      AGENTS 

E.O.  BARETTE&CO. 
40    VICTORIA     SQUAR  E SOUTH  NORWALK,  CONN.,  U.S.A. See  page  99 

THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 

as  are  suitable  in  quality  for 

Showerproof  purposes. 

/^eg?TraoeMark\ 

PROOFED  BY 

Fac-slmile  of  Stamp 

THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Showerproof]  pro- 

perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 

(Copyright) 

DUST-PROOF 
aa  well  as 

Showerproof 

The    t 

Proofert  to  the  Trade,  BRADFORD,  YKS. 

Please  mmtion  The  R^vkw  to  Advertisers  and  Their  Travelers, 
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CLOTHED  WITH  AIR 
When  we  commenced  advertising  CELLULA.R  CLOTHING  20  years  ago  very  few 

persons  understood  the  term  as  applied  to  UNDERWEAR. 
To -Day 

AERTEX Cellular 
A  Household  Word 

Aertex  Athletic  Suit, 
Short  Sleeve  Vest, 

Trunk  Dra'wers, 
from  75c.  ea. 

During  that  time  many  imitations  have  arisen,  but  the  Public 
knovk'  that  if  they  vi^ant  the  BEST  QUALITY  OF  VEN- 

TILATED SHIRTS  and  UNDERWEAR  they  must  de- 
mand the 

ORIGINAL   AERTEX    CELLULAR 

ORIGINAL  WEAVE,  ORIGINAL   QUALITY  OF   YARNS 
ORIGINAL   HIGH    STANDARD    OF    MANUFACTURE 

and  see  they  get  it. 

AERTCX  Cellul.  r  is  Entirely  of  British  Manufacture 

We  are  now  showing  complete  ranges  of  samples  of 
all  Aertex  Cellular  Goods  for  1910.  If  not  called  on,  write 
us  for  illustrated  Price  List,  and  we  will  arrange  to  submit 
samples  to  you.  Aertex  will  afford  you  good  profit  and 
your  customers  satisfaction. 

WREYFORD  &  CO. 
"Aertex"  Union  Suits, 

to  retail  from  $1.50. 

Dominion  Agents TARflMTn    Other    qualities    up    to 

lUKUNIU  $3  50  per  suit 

Gloves  and  Mitts 

'"'=?AOE     t^f^^ 

The  Maple  Leaf  brand   is  a  popular  and 
profitable  line  to  stock. 

Their  prominent  features  are: 

First  Class  Leather 
Good  Fit 

Best  Workmanship 
Make  a  point  of  seeing  this  brand. 

Samples  with  the  Jobbing  Trade. 

The  ROBERT  RYAN  CO. 
THREE  RIVERS,  QUE. 

E.  H.  WALSH  &  CO. 
Toronto  Moatreal 

STUART  M.  CAMPBELL 
Hammond  Block,  Winnipeg 

SELL 

"Common  Sense"  Garters 
HITCHES  ON  TWO  SIDES 

Ask  Vour  Jobber  for  Them 

A  man  who  once  wears  the 
"Common  Sense"  Garter 
will  never  be  satisfied  with 

any  other  kind. 

Price  per  doz.,  $2.25 

COMMON  SENSE-Why? 
Hitches  on  two  sides. 
Does  not  cord  the  leg. 
Prevents  wrinkling  of  the 
hose. 
Equalizes  tension. 
Adjustable  to  any  size. 
Wears  longer  than  any  other 

kind. 

If  j'our  jobber  does  not 
handle  them,  send  direct 
to  us  and  we  will  send 

them  to  you  express  pre- 

paid. 

COMMON  SENSE  GARTER  CO. 

221  Queen  St.  -  •  Ottawa,  Ont. 

Fleas f  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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GOOD  COAT  LIKINGS 
ARE    ESSENTIAL 

if  you  wish  to  please  your  customers. 

The  BEST  Linings 

whether  Alpacas,  Mohairs,  or  Italian  Cloths, 

bear  the 

KIRK 
stamps,  as  below : 

THERE  ARE  TWO  FINISHES  WITH    THIS 

NAME  AS  A  GUARANTEE 

OF     EXCELLENCE     IN 

BRILLIANCY,  PERMANENCY  and  STRENGTH 

(1)    The  Original 

*  Permanent  Finish/ 

(2)  '  Velper ' {Reg.) 

The  Velvety  Permanent  Finish  for 

those    who    prefer  a    soft    handle. 

M 
(Copyright) 

PATTERNS   SHOWING    EITHER 

FINISH  can  be  had  on  application   to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  LTD. 

39  WELL  STREET,  BRADFORD, 
ENGLAND 

^|*SS^      ̂i\      TRADE-MARK 
Vi    l!eg  C'an.Pat  Off. 

The  Presto  Collar 

Means  Business 
PRESTO 

for  you,  because  it  is  built  for  business  and 
carries  with  it  the  very  best  of  style,    as   well. 

PRESTO 

Show  your  customer  a  Presto  Collar  Coat,  and 

he'll  buy  it  because  it  gives  him  two  overcoats 
or  raincoats  in  one.  He  just  changes  coat 

styles  as  the  weather  prompts  him— turns  it  up 
for  storm  or  cold — turns  it  down  again  for  win- 

ter sunshine     a  transformation   in  an    instant. 

PRESTO 

The  Presto  Collar  lays  smoothly,  without 

bulging.  It  is  neat  fitting  and  hasn't  a  sign 
of  awkwardness.    It  is  the  true  finish  for  coats. 

PRESTO 

The  Presto   will   interest   any  man.      It  is  new 

and  useful,  convenient  and  sensible — not  a  fad, 
nor  a  freak.     The  principle  is  simplicity  itself. 

The  Presto  Collar  is  patented.     There  is  noth-" 
ing,  else  like  it.    It  stands  alone,  without  a  rival. 

PRESTO 

Your  judgment  will  tell  you  that  you  ought  to 

sell  Presto  Collar  Coats,  once  you  have  looked 

into  their  merit,  and  to  that  end  we  ask  you  to 

write  us  for  a  list  of  Canadian  manufacturers  of 

national  reputation  who  are  making  Presto  Col- 
lar Coats.  Any  of  them  will  promptly  forward 

a  sample  garment  so  you  can  see  it  for  yourself 

— the  sa.Tiple  coat  will  prove  a  better  argument 
for  the  Presto  than  anything  we  write  or  say. 

WRITE  NOW. 

The  Presto  Company 
699  Broadway    -     -    New  York 

L 
Please  mention  The  Ticviezv  to  Advertisers  and  Their    Travelers. 
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Wreyford    &t    Co. 
TORONTO 

WHOLESALE  MEN'S  FURNISHINGS 

Sole  Agents  in  Canada  for  following  manufacturers: 

YOUNG     &     ROCHESTER— Shirts, 
Neckwear,  Etc. 

TRESS  &   CO.— Hats  and  High-Class 
Caps. 

CELLULAR  CLOTHING  CO.™"Aer- 

tex "   Underwear,  Etc. 

T.    H.    DOWNING    &    CO.--Hosiery 
and  Knit  Goods. 

Latest  designs  in  Neckwear  for  Easter, 

ready  Feb.  ist. 

Our  travellers  start  with  complete  range 

of  above  lines  and  our 

Specialties  in  Sweater  Goats 
on  Feb.  20th.      If  not  called  on  write  us. 

Eliminate  All  Chances  — 
and  bring  your  Men's  Furnish- 

ings Department  right  up-to- 
date  by  featuring 

Deacon   Shirts 
for  men  and  boys 

Each  shirt  is  double-stitched 

throughout,  is  perfect  in  cut  and 
material,  and  is  guaranteed  free 
from  defects. 

There's  a  big  range  of  cloths 

and  patterns,  and  a  "worth- 
while "  piofit  in  selling  DEACON 

SHIRTS. 

Our  travelers  are  now  on  the  road  with  new  samples  for 
next  Fall.     Be  sure  to  see  them. 

Write  for  details 

The  Deacon  Shirt  Co. 

BELLEVILLE,  -  ONTARIO      1"^ 

A  New  Idea  in  Men's  Wear 
The  "THATsALL"  Garter  is  a  new  idea  in-  men's  wear—  only  on 

the  market  a  few  months.  Yet  already  it  is  tremendously  popular. 

Already  it  has  proved  itself  one  of  the  best-selling  articles  of  men's 
wear  the  year  has  produced. 

Hundreds  of  energetic,  up-to-date  haberdashers,  aided  by  our 

national  advertising  campaign,  are  selling  "THATsALL"  Garters 
everywhere.  Why  aren't  you  getting some  of  these  profits  ? 

"THATsALL"  Garters 
(Copyri«ht.    1909) 

are  so  popular  because  they  do  away 
with  the  faults  of  other  garters. 

For  they  need  no  band  around  the 

leg.  They  can't  bind  the  leg  or  inter- fere with  the  free  circulation  of  the 

blood.  They  can't  slip  and  let  the 
wearer's  socks  wrinkle.  Yet  they  don't 
pull,  and  soon  the  wearer  forgets  he 
has  them  on. 

They're  clean  and  sanitary.  Other 
garters  bind  the  leg  and  stop  circulation. 

"THATsALL"  allows  free  circulation 
of  the  blood  and  keeps  you  warm. 

They  are  easily  put  on  and  taken  off, 

they  won't  come  undone. 

Many  Profit*  for  You 
"THATsALL"    Garters    are    big 

sellers.     They  have  many  profits  for          

you.  Every  sale  you  make  means  other  sales.  And  the  garters  bring  new 

customers  to  your  store — customers  who  will  stay  to  buy  other  things. 

Write  for  sample  of  the  "THATsALL"  Garter  to-day.  Judge 
its  selling  possibilities  for  yourself.  Then,  give  us  a  trial  order.  It 
means  big  profits.     Write  us  a  letter  now. 

CanadUn  Agent :  A.  G.  MANLY,  334  Coristine  Bldg.,  MONTREAL 

"T«  VTsAlL"  GARTER  CO.,  41  Union  Square,  New  York 

The  Berlin  Suspender  and  Button  C(».,  ̂ ont.^  I 

w ESTERN Incorpontsd 
1851 

ASSURANCE •  •  •  COMPANY. 

FIRt 

AND 

MARINE 

Please  mention  The  Review  to 

Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  tor  1906,  over      3,609,000 

HON.  GEO.  A.  COX,  President, 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER.  Secretary 

Advertisers  and  Their  Travelers. 
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Five  STRONG  Reasons 

Why  You  SHOULD  Sell 
  "THE   ALL    FABRIC" 

HESTER 
uspenders 

ALL  FABRIC— They  have  all 

of  leather's  virtues  without  leath- 

er's faults,  made  in  full  elastic 
and  semi-elastic  models,  that 

reach  a  point  of  perfection  never 
before  attained  in  Canada. 

Nl..^ 

FABRIC  ENDS— We  make  the  "U.S.A. 
Chester"  practically  wearproof  with  our 
patented  fabric  ends  (leather  shaped) 
chemically  toughened  wear  points,  and 
solid  woven,  inserted  back  buttonholes. 

PRONG  BUCKLE— Our  patented  non- 
slipping  Prong  Buckle  may  be  instantly 
adjusted  as  to  length  without  sewing, 
which  keeps  the  buckle  near  the  buttons 
instead  of  on  the  shoulders. 

BUTTONHOLES— Indestructible  "in- 
serted "  buttonholes  which  are  firmly 

stitched  to  the  webbing  and  distribute  the 
strain  in  the  body  of  the  web  and  not  at 
the  buttonholes 

ADVERTISED— We  do  not  only  sell 

'  'Chester' '  Suspenders  to  you  —we  also  sell 

them  for  you— by  advertising  them  in  the 
leading  papers.  We  make  the  best  Sus- 

penders on  the  market  and  also  make  them 
the  best  sellers. 

Send  for  sample  dozen,  $4.50,  and  thus  take  advantage  of  the 

"Chester"  prestige  and  our  extensive  advertising  campaign 

Made  by The  James  Hall  Co 
Brockville,  Ont. 

Full  stock  carried  at  our  Winnipeg  Warehouse,  293  Market  Street 

Please  tnention  The  Review  to  Advertisers  and  Their   Travelers. 
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CANADIAN-MADE 

Linoleums 
Floor  Oil  Cloths 
Table  Oil  Cloths 

DESIGNS   ] 

QUALITY  V   ARE  RIGHT 
PRICES      ) 

This  season  we  are  showing  a  large  range  of  excellent  patterns 

in  a  great  variety  of  colorings ;  a  pattern  suitable  for 

every  need,  and  all  combined  to  make  a  line  of  readv  sellers. 

MADE  IN  CANADA 

MADE  BY  CANADIANS 

MADE  FOR  CANADIANS 

HANDLED  BY  ALL  THE  WHOLESALE   DRY  GOODS  TRADE 

Prepared  Decorative  Burlaps 
THE  MODERN  WALL  COVERING 

Write  for  Sample  Book  and  Prices  of  this  Line. 

MANUFACTURED  BY 

^^^  Dominion  Oil  Cloth  Co.,  umited 
Montreal 

s^H'^ Please  mention  The  RevtetXTTO'^yfd'l^ytisers  and  Their   Travelers. 
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Furnishings  and  Decorations  for  the  Home 
Advance  in  Carpets  Due— Some  Lists  Withdrawn  and  Special  Figures 
Quoted  on  Orders  at  Slight  Advance  —  Reciprocity  in  Design  Ideas 
as     Aid     to    Originality  —  Rich    Tones   in   the    New     Wall     Papers. 

THAT  an  advance  in  carpets  and  rug  prices  is 
about  due  is  evident  from  the  fact  that  some 

lists  have  been  withdrawn  pending-  a  revision 
and  that  special  prices  are  being  quoted  on 

orders  in  the  meantime.  So  far  as  indicated  up  to  the 
present  time,  however,  the  advance  on  domestics  has 

been  very  slight,  and  it  would  seem  that,  with  raw  ma- 
terials where  they  are,  the  end  is  not  yet.  Buyers  state 

that  they  would  not  be  surprised  to  find  some  very 
considerable  advances  shortly  on  import  lines. 

The  retail  trade  has  been  pretty  well  served,  for 
immediate  Spring  requirements,  at  no  advance  on  last 

season's  prices,  but  whether  they  will  be  able  to  fill  their 
repeats  on  as  favorable  terms  remains  to  be  seen.    There 

MR.  J.  H.  SHERRARD 

Of  the  Alaska  Feather  and  Down  Co.,  Ltd.,  Montreal, 
was  recently  elected  Alderman  In  Ward  three,  West- 
mount,  to  supply  the  vacancy  caused  by  the  resignation 
of  Alderman  Gilchrist.  Mr.  Sherrard,  who  is  one  of 

Montreal's  best  known  business  men,  took  an  active 
interest  in  the  Typhoid  Emergency  Hospital  and  sup- 

plied mattresses  and   other  bedding   free    of    charge. 

are  those  who  state  that  the  retailer  is  getting  the  best 
of  the  present  price  proposition  and  that  the  time  for  a 
change  has  about  arrived,  due  consideration  being  given 
not  only  to  advance  in  prices  for  material,  but  in  other 
departments  of  manufacture. 

Alert  Designing  End. 

It  cannot  be  denied  that  Canadian  mills  are  turning 
out  a  very  fine  product,  both  as  regards  texture  and  de- 

signs. While  great  strides  have  been  made  in  perfecting 
methods,  it  is  evident  that  the  designing  end  has  also 
been  alert  and  awake  to  the  advantage  of  that  recipro- 

city of  ideas  which  broadens  the  limits  of  the  designer's 
sphere.  A  large  buyer  recently  pointed  out  that  it  was 
no  uncommon  occurrence  for  a  designer  from  the  other 
side  of  the  line  to  drop  in  on  him,  look  over  designs  of 
new  lines,  develop  ideas  from  them  and  hike  them 
across  the  border  for  reproduction.  He  presumed  that 
Canadian  designers,  judging  from  their  work,  resorted  to 
the  same  method  of  idea  discovery,  and  he  had  reason 
to  believe,  he  said,  that  the  English  designer  was  not 
above  accepting  a  hint  or  two  from  this  side  of  the 

Atlantic.  Of  course  it  was  a  common  thing  for  a  de- 
signer to  develop  an  inspiration  from  a  visit  to  an 

Oriental  rug  shop,  and  reproduce  it  on  his  own  looms. 
All  of  which  goes  to  show  how  necessary  it  is  for  the 
designer  to  be  a  very  wideawake  person,  and  that  the 
Canadian  is  no  less  so  than  others,  is  evident  from  the 
\  cry  work  that  is  being  turned  out.  This  does  not  mean 
that  originality  is  departing  but,  in  the  main  that  the 
designing  end  has  to  study  what  is,  in  order  to  produce 
distinctive  effects  in  what  shall  be. 

Browns,  greens  and  fawns  are  the  three  colors  which 
in  their  various  tones  and  combinations  stand  out  in 
the  color  card  to  day.  The  same  shades  predominate  in 
wall  paper  treatments  and  in  draperies,  and  it  is  evident 
from  the  volume  of  business  done  that  they  are  to  have 
a  long-continued  vogue. 

The  New  Wall  Papers. 

In  wall  iiapers  an  increasing  demand  for  better 

grades  is  reported.  This  is  largely  due  to  the  willing- 
ness of  the  dealer  to  push  such  lines,  realizing  that  the 

only  way  to  sell  them  is  to  put  them  in  stock,  and  it 
has  been  demonstrated  that  when  they  are  properly 
handled,  the  turnover  is  more  satisfactory. 

There  has  been  no  change  in  prices  and  the  selling  of 
borders  by  the  yard  has  been  exceedingly  well  received. 
The  revision  by  which  each  part  of  a  wall  covering  is 

made  to  bear  its  own  profit  is  certainly  more  satisfac- 
tory than  the  old  conditions  by  which  the  border  was  in 

the  majority  of  cases  sold  at  a  loss. 
The  colors  shown  in  the  new  lines  are  in  rich  tones, 

brown  being  much  in  evidence,  without  so  much  of  the 

old-time  splashiness.  Fabric  backgrounds  are  much  in 
evidence,  both  in  the  finer  weaves,  and  in  the  coarse 
crash,  hopsack  and  burlap  effects.  So  far  as  ceilings  are 
concerned  there  is  a  distinct  tendency  on  the  part  of  the 
manufacturer  to  use  matched  ceilings,  the  dealer  finding 
it  possible  to  work  in  the  same  ceiling  harmoniously 
with  six  or  more  different  styles  of  wall  covering.  This 
promises  to  be  well  received  for  it  is  easily  seen  that 
the  problem  of  ceiling  remnants  will  be  considerably  re- 
duced. 

An  innovation  is  also  announced  in  connection  with 
tile  effects.  The  tendency  is  away  from  the  plain,  black 

tiles  and  in  favor  of  the  rather  daintily-colored  floral 
buds,   somewhat  of  an  elaboration  of  the  tile  idea. 

In  drawing  room  papers  there  has  been  little  change 
from  the  popular  styles  with  independent  borders.  There 
are  some  beautiful  combinations  in  fine  embossed  and 
delicately  tinted  silk  effects  with  champagne,  pale  green, 
and   ecru  among  the  leading  colors. 
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T^wo  Sides 
of  tKe  Line 
Q  There  is  a  sharp  Hue  ni  the  wall 
paper  business,  on  one  side  or  the 
other  of  which  the  man  who  deals  in 

these  g"oods  necessarily  stands. 

On  the  One 
Side 

is  the  man  who  is  getting 
only  a  moderate  success 
from  his  business.  Not 

because  he  does  not  put 
a  goodly  amount  of  brains 
and  hard  work  into  it, 
but  because  for  some 
reason  he  cannot  seem 

to  produce  proportionate 
results. 

On  the  Other 
Side 

is  the  man  who  puts  in 

an  equal  amount  of  abil- 
ity and  effort  and  sees 

his  business  (and  profits) 
growing  bigger  every 
year.  Tre  difference  is 
not  in  the  men— it  is  in 
the  goods— in  the  quality 
— in  the  sakability  of 

the  wallpaper  bandied. 

WALLPAPER 
is  for  those  who  are  determined  to 
get  the  utmost  from  their  wall  paper 
business.  This  season's  line  is  be- 

yond any  question  ahead  of  any 
other  made  in  Canada.  An  examin- 

ation will  convince  you  of  the 
accuracy  of  this  statement.  Let  us 
place  the  new  line  before  you— let 
us  prove  our  claims.  We  can.  We 
will.    Write  us  to-day. 

Stauntons  Limited 
941  Yonge  St.    -    TORONTO 

Curtains  and  Draperies. 

it  is  in  the  curtain  and  drapery  sections  of  the 
houscfuriiishing  department  where  advancing  prices  have 
l)eKun  to  show  themselves.  But  while  a  boost  of  10  per 
cent,  has  occurred  in  lines  into  which  cotton  enters  very 
largely,  the  letailer  again  has  not  fully  felt  it  as  yet. 
(iood  business  has  been  done  in  laces  of  a  somewhat 

better  grade  than  formerly,  and  drapery  cloths  in  the 
same  class  are  figuiing  well  in  Spring  business.  It  is 
evident  that  much  applique  work  is  V)eing  done  and  that 
the  bordered  portiere  is  a  popular  feature  in  modern 
housofurnishings. 

+ 
Comforters. 

Manufacturers  of  quilts  and  comforters  report  ad- 
vances ranging  from  five  to  10  per  cent,  on  their  new 

lines.  Cotton  fillings  are  veryv  scarce  at  reasonable 
piicos  and  feathers  and  down  show  slight  advances.      In 

Vg^^-^v 

Window  Draperies.     See  page  136. 

addition   to    this,    muslins,    cambrics,    silkalines   and     sa- 
teens, extensively  used,  have  also  ascended  in  price. 

In  this  department,  a  growing  demand  for  better 
gopds  is  also  reported,  the  best  prices  ranging  from 
$3  to  $7.  Partly  owing  to  the  problems  caused  by  the 
raw  material  market  and  partly  to  give  their  customers 
better  eventual  satisfaction  there  are  manufacturers  who 

to-day  are  using  nothing  but  the  best  down  in  their 
comforters.  It  is  obvious  that  a  comforter  so  filled  will 

require  less  material,  be  lighter,  more  comfortable  and 
sanitary  than  one  that  has  considerably  more  dead 
weight. 

The  second  annual  banquet  of  the  Carpet  Weavers' Association  in  connection  with  the  Brinton  Carpet  Co., 

Peterboro,  was  held  recently.  A  feature  of  the  occa- 
sion was  the  presentation  to  J.  W.  Pearce.  the  superin- 

tendent, of  a  g-old  watch  and  chain.  Speeches  brought  out 
the  fact  that  the  past  year  h^id  been  the  most  successful 
in  tUve  history  of  the  Peterboro  factory.    . 



Drv  Goods  RevieiV HOUSEFURNISHINGS 

135 

This  is  not  an  idle  boast— it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"  nature.     Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  su:h  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace      Curtains,      Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and    Hard\vare. 

Many  of  the  above  are  from  our  own  looms. 

Write  for  our  Catalogs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 

Geo.  H.  Hees  £i  Son  Co.,  Limited 
Cor.  Peter  and  RecoUet  Sts., 

MONTREAL 52  Bay  St.,  TORONTO 
Please  nieution  The  Review  to  Advertisers  and  Their   Travelers. 



Tendency  in  Modern  Drapery  Treatment  and  a  Forecast 

Interiors  Appointed  on  Simple  and  Healthful  Lines— Passing  of  Vol- 
uminous Effects  Materials  Favored  in  Present  Day  Treatment  Include 

Caledon  Nets,  Casement  Cloths,  Shadow  Taffetas,  Repps,  Hopsacks,  Etc. 
(By  J.  H.  R.  Webster,  of  the  W.  A.  Murray  Co.,  Toronto.) 

WHAT  a  sigh  of  relief  many  housew
ives  must 

have  given  at  the  passing  of  the  voluminous 
window  and  communicating  room  draperies, 

in  general  vogue  up  to  a  short  time  ago. 

It  is  inc-ouiprehensible,  that  those  ug'ly  relics  of  the 
early  Victorian  era  should  have  dwelled  so  long  with 
us.  This  is  an  age  of  luxury  without  a  doubt,  and  we 
must  have  beautiful  surroundings,  but  our  houses,  our 

clubs  and  places  of  amusement,  whilst  being  sumptuous 
in  their  appointments,  must,  in  all  cases,  be  on  simple 
and  healthful  lines.  If  a  drapery  cannot  be  so  designed 

and  constructed  to  allow  of  simplicity  in  effecting  clean- 

Portitre  ",  with   Panel   Fi.lcr. 

liness,  better  far  that  drapery  should  never  have  been 
evolved. 

There  are  many  old  and  stately  homes,  whose  spac- 
ious rooms,  lofty  ceilings  and  expansive  windows  are  yet 

somewhat  of  a  source  of  worry  to  the  good  lady  of  the 
house.  She  demands  cosiness,  and  cannot  see  how  this 

is  to  be  accomplished  without  the  aid  of  the  "scarf" 
and  "cut"  drapery.  Possibly  a  large  opening  10  to  11 
feet  high,  and  6  to  7  feet  wide  communicates  between 
hall  and  drawing  room,  and  is  also  repeated  between 
two  rooms. 

The  front  window  is  a  bay,  9  feet  high,  and  glazed 

to  the  floor,  the  back  window  is  a  double  framed  "flat," 
glazed  window.  What  is  to  be  the  treatment  f  Lace 

curtains  of  "The  Maria  Antoinette,"  "Battenburg"  or 
"I*oint  Arabe"  characters  are  in  order. 

Treatment  of  the  Front  Windows. 

A  flat  lambrequin  affixed  to  corniced  boards,  the  said 
cornices  being  in  conformity  to  the  relief  decorations 
and  mouldings  of  the  room,  the  lambrequins  to  be 
trimmed  with  lace  or  embroideries  or  motifs.  If  the 

ground  materials  are  of  damask  or  silk  brocade,  let  the 

lambrequins  be  of  silk  "close  pile"  velvet,  with  panels 
tastefullv   worked   out   in   damask   or  brocade  ;    over-cur- 

tains of  similar  material.  For  "the  openings,"  fill  in 
for  two  feet  deep  or  so,  on  a  frame  with  corresponding 

application,  with  portieres  'below.  (Note  sketch  page  134). 
The  board  upon  which  the  cornice  is  fitted  would  be 

notched  and  eyeletted  every  5  inches  apart,  and  the 
lambrequin  would  be  fitted  with  hooks  to  correspond, 
so  that  it  would  be  the  simplest  matter  possible  to  fit 

up  and  take  down  by  the  veriest  tyro  for  cleaning  pur- 
poses or  otherwise. 

Designed  for  Specially. 

But  in  the  main  it  is  to  the  residences  with  their 

exquisite  Adams-Colonial  eifects,  quaint  Queen  Anne 
rooms,  modernized  Elizabethan  styles  and  so  on,  that 
we  must  turn  toward  at  this  day.  Each  window  and 
opening  must  be  designed  for  specially,  in  order  to 
carry  out  the  true  spirit  that  permeates  there. 

Lace  curtains,  lambrequins,  and  their  attendant  etcs. 
are  surely  out  of  place  in  a  room  possessing  leaded 
lights  and  mullioned  windows.  Here  we  must  have  one 

of  the  many  varieties  of  Caledon  nets,  fish  nets,  or  case- 
ment cloths — casement  cloth  preferable  (when  expense  is 

no  object)  with  insertions  of  Point  Arabe,  Cluny  or 
Point  de  Venice  and  Filet  Italian  motifs. 

Over-curtains  of  shadow  taffetas  for  the  drawing- 
room.  Linen  taffetas,  old-world  wool  damask,  rep,  hop- 
sacks,  or  Panama  cloths  may  be  used  for  the  dining, 
smoke,  library  and  other  social  rooms. 

English  chintzes  and  cretonne  over-curtains,  with 

box-pleated  on  quaint  "Mother  Hubbard"  valances  for 
the  bedrooms. 

These  are  some  of  the  fabrics  which  only  are  in  place 
in  these  delightful  residences. 

Many  beautiful  homes  are  being  erected  on  Georgian 
lines  with  their  stately  and  dignified  rooms.  It  is  to 

these  the  finer  silks  and  other  high-class  goods  are  ap- 

plicable. 
Colors  and  Materials  in  Vogue. 

Brown  is  a  most  fashionable  color,  and  will  have  a 
great  run  for  the  living  rooms  this  forthcoming  season  ; 

but  blue  of  an  indefinable  greenish  hue  is  gradually  com- 
ing into  favor. 
Borders  on  over-curtains  and  portieres  are  greatly 

in  evidence  and  are  extremely  tasteful  in  tapestry, 
Dresden,  Portuguese  and  shadows,  whilst  for 
lambrequins,  embroideries  are  coming  very  much  to  the 
fore,  especially  taking  into  consideration  the  exquisite 

classical  designs  which  can  be  worked  in  embroidery- 
applique  effects  to   unlimited  extent. 

Let  us  imagine  for  one  moment  an  ideal  home  li- 
brary, with  its  well  filled  bookshelves,  a  rich  Donegal  rug 

on  the  floor  in  bronze  and  brown  tones,  wall  coverings 
of  subdued  verdure  tapestry,  or  antique  beaten  brass 

character.  The  furniture  of  primed  oak  with  deep  crim- 
son leather  upholstery,  a  simple  net  on  the  windows, 

with  a  lambrequin  of  embroidered-applique  design,  re- 
presenting the  rising  sun,  throwing  its  golden  rays  upon 

a  series  of  symbolical  figures  of  the  Muses,  ovei'-curtained 
in  brown  or  bronze  tints.  There  we  have  a  room  which 
cannot  otherwise  but  be  conducive  to  studious  repose 
and  comfort. 
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This  is  the  Age  of  Specialists ! 
And    we    have    made    the    manufacture    of 

QUILTS  and  BEDSPREADS  our  Specialty 

If  you  are  wanting'  quilts  of  any  kind,  make  a  point  of  seeing  our 
samples  before  purcliasing;  we  make  for  every  class  of  trade.      Here  are 
some  leading  lines: 
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Why  not  look  up  the  owners  of  Hotels  and  Rooming  Houses,  and 
Principals  of  Institutions  in  your  locality,  and  find  out  their  "quilt" 
requirements  ?  We  make  special  quilts  to  order  with  exclusive  devices 
and  lettered  centres.  You  can  handle  this  business  profitably.  Ask your  wholesaler  for  details. 

Canadian  Agent,   R.    H.   Ccxsbie,   Toronto 

JoN^  Detirden  b  C^n^ \\l\i:^m0m^^  Mtinchester^. 
V^^^Vmv^'   "^tfft 
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Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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H  O  U  S  E  F  U  R  N  I  S  H  I  N  G  S Dry  Goods  Rcricw 

A  Furniture  Department 
Is  Profitable  and  Possible  for  You 

Many  housefurnishing  de- 
partments in  the  smaller 

centres  are  now  selling  fur- 
niture. 

We  are  headquarters  for 
popular  and  medium-priced 
lines  of  Bedroom  and  Dining 
Room  Furniture,  etc.,  etc. 
Our  complete  catalogues, 
giving  full  particulars,  illus- 

trations and  prices,  will  be 
gladly  sent  to  any  respon- 

sible retailer. 

The  Victoria  ville  Furniture  Co. 
Victoriaville        ::        ::        Quebec 

KING'S Established  1775 

FAMOUS 
Sold  by  leading:  Jobbers. 

SCOTCH 
Every  piece  perfect. 

HOLLANDS 

Scotch  Hollands,  for  nearly  a 

century  and  a  quarter,  have 

been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 

able and  saleable  sbadiugmadr. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 

are  handled  by  all  the  leading 

houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  maikct, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN    KING  &  SON, 
GLASGOW,   SCOTLAND. 

Sule  Selling  Ag<nt : 
SYDNEY   nWSS, 

Empire  Bldg.,  58  Wolllngton  St.  W, 
TORONTO 

Australian  Trade 
is  worth  looking  after.  The  following  figures  are 

extracted  from  the  ofFicial  statistics  of  imports  into 
Australia  : 

1906. 

Canada     Other  Countries         Total 

Cosies,  Cushions,  etc. 
S      495 

£     l,i4.047 £    154.542 

Curtains 

19(1 

87  075 

87.86-5 Fancy  Goods 313 
279,452 

279,765 

Piece  Goods,  Cotton and  Linen 11.S94 

3,297.7-24 

3..'?09  618 

Flannelettes 
1.6S8 251. 96.1 

•/53,653 

Boots  and  Shoes 
4.9.il 

114.103 118.954 Rubber  Sand  Shoes 
2,319 

47,998 50  317 

The  Draper  of  Australasia  is  the  organ  of  the 

drapery  and  kindred  trades  of  the  Antipodes,  and 

is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 

secured  by  communicating  with  our  New  York 

Office,  29  Broadway.  We  will  also  supply  speci- 

men copies  on  application. 

Publishing  Office* 

Melbourne,  Fink's  Buildings 
Sydney,  Post  Office  Chambers 
London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 

Flease  mention  The  Review  to  Advertisers  and  Their    Travelers 



Growing  Tendency  in  Favor  of  Centralized  Department 
Where  all  Sections  of  Housefurnishings  are  Assembled  Together  it 
Facilitates  Effective  Advertising  and  Demonstration  —  January  and 
February    Strong    Feature   Months  —  Ideas    That   are    Making    Good. 

POSSIBLY  it  is  the  conviction  that  the  h
ouse- 

furnishing-  and  furniture  departments  have  not 
been  doing  as  well  as  they  should  while  scattered 
about  in  different  sections  of  the  store  that  has 

caused  merchants  here  and  there  to  assemble  the  differ- 

ent parts  tog-ether  and  concentrate  them  in  one  depart- 
ment, comprising,  carpets,  curtains,  draperies,  wall  paper 

and  furniture. 

Whether  that  be  the  reason  or  whether  it  is  but  a 

natural  effect  of  the  departmental  idea,  it  is  not  easy 

to  say,  but  at  any  rate,  in  bringing  about  this  result, 
merchants  have  taken  a  wise  course  in  the  interests  of 

their  housefurnishing  lines.  Not  only  is  it  easier  to  fea- 
ture them  in  advertising  thus,  since  it  is  possible  to  give 

the  public  a  distinct  invitation  to  a  distinct  location, 
but  it  facilitates  demonstration,  enables  the  salesman 

to  suggest  or  work  out  pleasing  effects  in  carpets,  cur. 

tains  and  furniture  combinations.  In  that  way  one  sec- 

tion helps  another,  a  sale  made  in  one  place  may  mean 

a  suggestion,  an  inspection  and  very  often  a  purchase 
in  another  section  in   the  same  department. 

Features  of  the  Month. 

For  the  past  month  merchants  have  been  hammering 

away  at  special  furniture  features,  and  February  bids 

fair  to  see  a  continuation  of  the  same.  One  large  de- 

partment advertised  that,  provided  the  materials  were 

purchased  there,  furniture  would  be  recovered  free  of 

charge.  The  result  was  an  inllux  of  ancient  furniture  in 

all  conditions  of  delapidation  and  sufficient  to  fill  a  line 

of  freight  cars.  That  advertising  proposition  kept  a 
large  force  of  men  at  work  for  more  than  a  month. 

Another  merchant  introduced  a  unique  auction  fea- 
ture in  which  each  succeeding  day,  ten  per  cent,  was 

knocked  off  the  original  price  until  the  goods  were  sold. 
Immense  quantities  of  furniture  have  been  moved  by 

these  special  methods,  and  it  is  for  the  smaller  mer- 
chant to  con.sider  how  best  he  can  convert  similar 

schemes  to  his  service. 

A  plan  that  lias  been  found  very  satisfactory  is  to 
group  a  complete  room  equipment  in  such  a  way  that 
their  effect  may  be  readily  judged,  and  to  i)lace  a  special 

price  upon  it.  Another  idea  which  worked  out  satisfac- 
torily was  the  furnishing  of  a  window  in  the  form  of  a 

room,  with  wall  paper,  curtains,  carpet,  life-sized  figures, 
and  everything  complete.  A  merchant  whe  worked  this 

out  effectively,  states  that  he  sold  the  entire  outfit  be- 
fore it  had  been  in  the  window  five  hours,  and  that  the 

man  who  bought  it  declared  that  he  didn't  know  such 
goods  could  be  obtained  in  that  town.  It  is  only  by 

demonstration  such  as  this  sometimes,  that  the  passer- 

by can  be  impressed  with  the  local  store's  possibilities. 

Style  in  Woods. 

A  great  amount  of  the  furniture  which  is  being  of- 
fered  for  sale  at  the  present  time,  illustrates  to  a 
marked  degree  the  prevalent  wood  preferences.  For  the 

dining-room,  buffets  and  sideboards  in  golden  fini.sh  and 
quarter  cut  oak  and  fumed  and  early  English  finishes. 
Mahogany  is  also  in  favor.  For  the  bedroom  surface  oak 
and  enamel  are  listed  among  the  cheaper  lines  with 
Circassian   walnut   and  mahogany   among  the  top   notch- 

ers.     It    is    in    the    parlor    furniture    that    mahogany    and 
its  imitations  have  the  great  call. 

The  time  has  an-ived  when  the  merchant,  who  car- 
ries a  line  of  furniture  should  now  carry,  at  least,  a  few 

pieces  of  the  better  grade.  An  instance  is  given  of  a 
merchant  who  worked  up  an  excellent  trade  by  featuring 
special  suites  in  his  department,  and  by  inviting  business 

men  to  call  and  inspect  it.  He  not  only  sold  these  spec- 
ial pieces,  but  developed  the  reputation  of  having  what 

the  other  fellow  very  seldom  had. 

Salesmen  Who  Know  Their  Goods. 

It  is  not  intended  to  discourage  ambition  in  sales- 
men when  it  is  stated  that  it  has  often  been  known  that 

when  a  young  fellow,  possibly  with  inflated  ideas  of  him- 
self, goes  to  some  large  city  to  take  a  position,  he  finds 

that  he  has  not  the  specialized  knowledge  to  hold  that 

position  or  salaiy,  lemarks  the  l'|)h()lstery  Trade  Ke- view. 

It  is  related  to  cncoura^-e  them  to  i)ei-fect  themselves 
in  everything  relating  to  their  business,  from  the  making 
of  the  goods,  if  they  can  get  hold  of  that,  to  the  study 
of  the  period  styles  and  proper  decorative  combinations. 
There  is  a  short  step  between  the  salesman  of  high  class 
furniture  and  the  good  outside  decorative  man,  or  the 

good  contract  man.  Knowledge  and  confidence  are  neces- 
sary on  the  part  of  the  salesman.  If  he  is  primed  for 

any  rise  he  will  be  ready  for  it,  whether  it  be  a  position 
with  a  better  hou.se  at  more  money,  an  outside  decorative 

position,  or  a  job  in  a  contract  department.  There  is  no 
great  scarcity  of  furniture  salesmen,  although  a  first  class 
man  is  generally  snajii'ed  up  quickly.  It  is  not  easy  to 
define  what  a  fitst  class  salesman  is.  Each  man  must 
work  that  out  of  his  inner  consciousness.  That  is  what 
the  retail  shoe  salesman  in  St.  Louis  did  who  draws 

$3,000  a  year,  and  earns  it.  He  knows  the  sizes  of  all 
his  customers,  and  has  all  his  sales  sent  to  the  lear, 
when  at  close  of  day  he  picks  out  each  pair  and  has  the 

boy  affix  the  address  from  the  operation  of  his  marvel- 
ous memory.  He  waits  on  a  vast  number  of  customers, 

and  most  acceptably.  Nobody  told  him  to  do  what  he 

does.  He  struck  his  own  gait.  ,\ow,  the  furniture  sales- 
man, unless  he  perfects  himself,  has  mighty  little  to 

oft'er. 

Many  a  salesman  must  find  himself  nettled  by  the 
limitations  of  his  knowledge.  Thus  he  is  forced  out  into 
new  fields,  takes  on  new  duties  as  he  has  opportunities, 
plugs  for  business  on  the  outside,  studies  decoration  and 
period  furnishing,  gets  hold  of  all  the  knowledge  he  can, 
and  puts  himself  in  a  position  where  he  has  resources  of 
information  that  make  him  res[)ected  by  his  customers. 

One  thing  is  -woith  remembering,  (rood  decorative  sales- 
men are  scarce  and  badly  needed.  Of  course,  their  field 

is  in  fabrics  as  well  as  furniture,  but  there  is  a  very 
good  opening  along  this  line  for  letail  furniture  salesmen 
■who   will  fit  themselves  for  it. 

The  factory  of  H.  K.  Hayhoe  &  di..  nui.mifac'turers  of 
wiiulcnv  shades,  Toronto,  was  damaged  by  fire  recently  to 
ll;e  extent  of  about  .t2,0O0. 



Notable    Gowns    Seen  at  Dressmakers*  Ball  in    Paris 
Draperies  Were  the  Rule  -  Figures  Enveloped  in  Soft  Voluminous 
Folds  —  Much  Tulle  being  Used  on  Hats  Intended  for  the  South  — 
White     Cloth     in     the     new     Mastic    Shades     for     Riviera     Wear. 

Staff  Correspondence. 

Paris,  France,    Jan.    27. 

THK  dressmakers'  ball  was  a  big  event  recently. It  was  held,  this  year,  under  the  presidency  of 
Jean  Worth.  The  dresses  worn  and  the  element 

of  contrast  make  this  ball  notable.  A  great 

many  of  the  elite  of  Parisian  society  attended  the  ball. 
This  element  is  drawn  by  the  attraction  of  the  gowns 

worn  by  the  mannequins,  for  good  business  heads  that 
they  are,  the  leading  dressmakers  contrive  to  get  much 
])ublicity  out  of  the  fact  that  they  contribute  a  number 
of  the  gowns  worn  by  their  mannequins.  And  these 

gowns,  as  a  rule,  are  of  the  most  individual  and  ori- 
ginal of  their  models. 

The  Worth  Gowns. 

This  year  the  Worth  gowns  are  notable  because  of 
the  rich  tissues  used,  and  because  they  are  so  clinging 
around  the  feet.  Callot  Soeurs  were  represented  by 
Ktoffes  Anciennes.  Kodfern  &  Doucet  are  showing  period 

gowns.  So  beautiful  are  many  of  the  models  that  it  is 
said  that  they  will  make  their  appearance  on  the  stage 
soon  to  be  further  admired. 

with  a  band  of  dull  gold  fabric.  A  narrow  panel  of  em- 
broidery in'  green  silk  and  metal  threads  ornamented  the 

front  of  the  robe.  More  of  the  same  embroidery  was 
used  to  trim  the  waist.  There  was  a  chemisette  of  gold 
and  black  tulle  pleated  used  to  fill  up  the  deep  round  of 

Polanaise  dress  in  Russian  effect,  showine 
bias  fasienins  and  the  use  of  braid  frogs 
and  trimmings.  Ttie  hat  is  one  of  the  new 
bicornes. 

Draperies  were  the  rule  and  the  figure  was  enveloped 
in  soft  voluminous  folds.  The  dresses  were  fashioned 

from  tulle  and  muslin  weaves,  many  of  which  were 
metalized  or  brocaded.  One  noted  gown  was  of  gold 
and  champagne  crepe,   the  skirt  caught   near  to   the  feet 

New  turban  of   plaited  gold-colored    straw   and   black 
velvtt,   large   flat  bow  at   the  back. 

the  low  waist,  and  a  genuine  Parisian  touch  was  added 
by  the  use  of  a  belt  of  moss  green  velvet,  which  made  a 
strong  contrast  with  the  vivid  yellow  and  gold  of  the 
gown.  A  lovely  gown  was  of  white  and  silver  brocaded 
tis.sue,  with  a  draped  corsage  and  half  tunic  of  rose 

chair  mousseline  de  soie.  The  mousseline  w^as  draped 
behind  into  a  kind  of  a  sash.  Bands  of  dull  silver  and 

rose  embroidery  trimmed  the  bodice,  and  around  the 
skirt  was  a  festoon  trimming,  held  by  jeweled  motifs. 
A  very  chic  robe  was  worn  by  one  mannequin.  The 
tunic  was  of  dull  i)inkish  grey  moire  tissue,  very  slightly 
draped  over  a  skirt  of  bleu  de  nuit  satin  souple.  A 
draping  of  mousseline  de  soie  of  the  same  deep  shade  of 
blue  filled  in  the  corsage  and  formed  the  sleeves.  Bands 
of  black  velvet  with  strass  clasjis  went  over  the  shoulder 
and  held  the  draping  of  tulle  on  the  arms. 

Now  that  the  New  Year  festivities  are  over  the  gay 
world  of  Paris  is  moving  on  to  the  sunshine  of  the 
south  and  both  milliners  and  dressmakers  are  busy  with 
outfits  for  the  Riviera.  ^lilliners  are  using  a  deal  of 
tulle  on  the  hats  intended  for  the  South.  White  feather 

toques  and  toques  of  ostrich  are  shown  with  bunched 
feather  effects  of  white  tulle.  The  tulle  is  stiff  and  is 
mounted  on  the  crown  towards  the  back.  This  is  a  very 

clever  way  of  using  tulle,  as  it  gives  all  the  effect  of 
handsome  feathers  without  the  expense. 

Tulle-Trimmed  Toques. 

Toques  are  shown  with  the  entire  brim  of  pleated 
tulle  and  having  a  small  cluster  of  roses  in  varied  shades 
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in  front.  A  hat  of  this  kind  shown  to  the  writer  was 

of  old  gold  tulle  with  the  puffed  crown  held  in  place  by 
a  drape  of  the  new  tete  de  Negre  shade  in  souple  satin. 
This  color  is  a  deep  brown  shade,  that  is  almost  a  rusty 
black  in  effect.  The  brim  was  of  pleatings  of  the  tulle, 

separated  by  pipings  of  the  dark  satin. 

Polonaise  Effects. 

The  latest  Russian  models  are  cut  in  a  kind  of 

polonaise  effect.  This  is  the  very  latest  Parisian  style, 
and  is  here  illustrated.  It  is  of  the  new  blue  cloth  and 

fastens  diagonally,  the  fastening  being  concealed  under 

a  kind   of  frog   trimming  of   black   braid.    The   V-shaped 

Plain  tailored  suit  with  new  plastron  vest  effect. 

neck  is  edged  with  gold  galoon  and  the  belt  matches. 
The  polonaise  is  cut  to  give  a  kind  of  corselet  cffcci 
at  the  back,  and  the  skirt  is  a  pleated  one  and  is  only 
ankle  length.  The  hat  to  wear  with  this  dress  is  a  large 
bicornc  model  in  Tagel  straw,  the  edge  being  bound  with 
gold  galoon,  and  a  band  of  gold  biimming  being  placed 
around  the  crown,  the  only  other  trimming  being  a 
bunch  of  violets. 

^.    S.  J.  Saunders,  Orillia.  traveler  for  Greene,  Swift  Co.. 

■'.London,  clolliino-  manufacturers,  was  killed  in  the  Spanish 
Tiiver  railway  accident.  He  was  a  member  of  the  Western 

Ontario  Commercial  Travelers'  Association. 
it.-  ̂ >^t:>- 

Spring 
1910 

Francois  &  Co. 
LONDON      PARIS       NEW  YORK 

are  NOW  showing 

Novelties 
^  Millinery, 

FloAvers  ̂ ^^ 
Feathers, 

Stra\vs,  etc. 

also  French  Blouses 

and   Costumes 
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(Recent  St.) 

London,  W.,  En^. 
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to    the  old   quar- 
t e r s    at     No.    :j77 

and  :379  Broadway, 
that     housed     us     from 

m  o  d  e  s  t    beginning     up- 
wards    and     onwards      to 

world  -  wide     success  —  the 

biggest     in      corset    history. 

C  With   a    tinge    of    regret 

we   leave — but   with   renewed 

resolutions      towards      still 

greater     accomplishments     we 

move    to    our    new     quarters, 

fl^  We  owe  much  to  the  generous 

encouragement     and     support 

accorded  us  and  hope  to  serve 

the  interests  entrusted  to  our 

care  with  greater  satisfaction. 

C  Good-bye     No.     377-379 

Broadway.  Good-bye  to  the 

old    dry  -  goods     district. 

Weingarten  Bros. 
Manufacturers 

34th  St.  and  Broadway,  U.S.A. 

Konig  &.  Stuffman 
7  Victoria  Square 

Montreal 
Canada 
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WELCOME   to   our  'newer,    greater, 
grander  headquarters   at   34th    Street 
and    Broadway,   in    the   heart   of  the 

new  business  district. 

C  Elaborate  appointments,  vast  area  of  show 
rooms  and  general  offices,  with  every  comfort 
and  convenience  to  facihtate  business. 

l^ 

C  The  pride  we  feel  is  great — it  is  like  a  new 
era  in  W.  B.  accomplishments.  It  is  evi- 

denced everywhere  in  the  W.  B.  business — 
you  see  it  as  you  enter  this  new  home — but 
you  will  see  it  most  clearly  and  noteworthily 
in  every  style  of  W.B.  Erect  Form,  Nuform 
and  Reduso  Corsets. 

THE     PLEASURE    OF      GREETING      YOU     UPON     YOUR 
nSITS  TO  NEfV  YORK  WILL  BE  KEENLY  APPRECIATED 

Weingarten  Brothers,  Mfrs.,  34th  Street  and  Broadway,  U.S.A. 
Konis^  &  Stuffman,  7  Victoria  Square,  Montreal,   Canada 



Details     of     Cost    in    Complete    Fixture    Equipment 
What  it  Would  Cost  to  Instal  Windows,  Counters,   Display    Cases, 
Mirrors,    Shelving,  Tables  and  Office  Furniture  in  Dry  Goods  Store. 

THE  Keview  is  frequently  asked  to  give  details  of 
cost  of  certain  parts  of  store  equipment.  This 
month  some  information  is  given  in  connection 

with  a  complete  plan  which  has  been  put  to  prac- 
tical use  and  has  been  found  in  every  way  satisfactory. 

The  size  is  by  no  means  out  of  the  ordinary,  being  100x30 
feet.  There  are  two  display  windows,  one  on  each  side 
of  the  entrance,  with  frontage  of  11  feet  each,  side  slant 

of  8  feet,  and  a  straight  depth  of  41/2  feet. 
Manufacturers  from  whom  these  details  were  secured 

state  that  a  frontage  similar  to  that  described  in  the 
plan  could  be  installed  for  $1,500  and  upwards.  Show 
cases  for  the  curved  sections  in  front,  on  either  side  of 
the  entrance  would  cost  from  $10  to  $12  a  foot  and,  if 
the  rounded  efiect  is  introduced  it  would  cost  about  $40 
extra.  Wooden  counters  may  here  be  installed  for  $5  or 
$0  a  foot.  Show  cases  for  the  central  departments  would 

cost  from  $7  to  $10  a  foot,  and  again  if  the  roimded  cor- 

yart  of  the  equipment  of  this  departmeiLt.  The  ready-to- 
wear  is  on  the  ground  floor,  and  figures  above  quoted  give 
a  fair  idea  as  to  cost  of  equipment  for  that  department. 

Marshall  Field  Co.  Looking  Toward  Winnipeg. 

Staff  Correspondence. 

Winnipeg,  Jan.  28. — It  has  been  known  that  the 
Marshall  Field  Company,  Chicago,  have  been  contemplat- 

ing the  opening  of  a  mammoth  retail  store  in  this  city 
for  at  least  three  years.  Annually,  for  at  least  that 
number  of  years,  a  representative  of  that  company  has 

visited  the  city  with  that  idea  in  view,  but  as  yet  noth- 
ing has  been  definitely  decided  upon.  Last  week  the  re- 

presentative was  making  inquiries  about  a  certain  piece 
of   property    of  full   block   frontage    on   Portage   Avenue, 
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Show  cases   suitable    for    store    on    the   above   plan   cost  from   $10  to    $12    foot;    wooden    counters,    $5  to  $6    foot;  display 

tables,   $2.50    to    $5    foot.     Window   of  above   dimensions  can    be   instal'ed  for    $1,500   ind   upwards. 

ners  are  introduced  the  extra  cost  for  that  portion  would 
be  about  $10  a  foot.  A  show  case  for  notions,  $14  foot, 
shelving,  8  feet  high,  without  glass  doors,  from  $5  to  $8 

a  foot,  umbrella  case,  glass  door,  $12  a  foot,  central  fix- 
tures, 5  ft.  B  in.  high,  $7  to  $10  a  ft.  ;  partitions  in  office, 

$6  to  $10  a  ft.  ;  cashier's  desks,  $25  up  ;  display  tables, 
$2.50  to  $5  a  ft.  ;  flat  desk,  $20  up  ;  special  display  case, 
$30  ;  mirror  on  post,  $25  ;  safe,  $300  or  $100. 

These  prices  take  into  consideration  the  different  kinds 
of  wood  or  weight  of  glass  which  may  be  called  for. 

The  plan  here  given  has  been  found  to  be  particularly 
well  adopted  to  departmentizing,  each  section  being  given 

a  distinctive  place  in  the  layout.  Almost  the  entire  de- 
partment on  one  side  is  taken  up  with  silks,  dress  goods, 

suitings,  etc.,  the  front  centre  by  neckwear,  gloves,  veil- 
ings and  other  accessories  to  which  long  usages  has  given 

a  position  easily  reached  ;  on  the  other  side  is  the  um- 
brella counter,  art  goods,  notions,  buttons,  etc.,  and  in 

the  rear,   staples,   underwear,  corsets.    A   large  mirror   is 

but  whether  he  was  staggered  at  the  price  is  not  known. 

Any  rate,  no  transfer  has  been  made.  Should  the  Mar- 
shall Field  Company  locate  here  there  is  no  doubt  that 

the  Eaton  concern  would  receive  the  greatest  shock  in 

its  history.  They  are  not  on  the  side  of  the  street 
where  the  crowd  naturally  congregates.  The  opposite 

side  is  obviously  the  best  business  portion  and  the  site 

spoken  of  in  connection  with  the  Chicago  proposition 

includes  the  most  prominent  business  centre  in  the  city. 

The  department  of  customs  has  issued  a  bulletin  under 

the  heading  "Prison  Labor  Goods  from  United  States." 

advising  that  importations  of  clothing  from  the  Star  Cloth- 

ing Company,  and  of  boots  and  shoes  from  the  Vaughan- 

IMonnig  Shoe  Company.  The  Selz-Schwab.  Shoe  Company. 

and  The  Priesmeyer  Shoe  Company,  are  prohibited,  and 

tlic  same  are  to  be  seized  on  importation  into  Canada. 



British  Merchants  Oppose  "Cash  on  DeUvery''  System 
Trade  Conditions  in  the  United  Kingdom  Viewed  Through  Series 
of  Questions  Prepared  for  Candidates  —  Improvement  in  Bradford  — 
Linen   Manufacturers  Busy  —  Effect   of  High  Cotton  in  Manchester. 

Staff    Correspondence. 

Office  of  The  Dry  Goods  Review, 
88  Fleet  St.,  E.G.,  London,  Eng.,  Jan.  27. 

MENTION  was  made  last  month  of  a  
series  of 

questions  in  preparation  by  the  National 

Chamber  of  Trade,  to  be  put  by  Retailers' 
Associations  to  candidates,  in  their  town  or 

district,  for  parliamentary  honors.  As  the  questions  show 
the  nature  of  many  of  the  trade  problems  in  England,  a 

copy  of  them  may  not  be  uninteresting  reading  for  Can- 
adian merchants. 

Will   you  support  : — 
An  inquiry  by  a  Select  Committee  into  the  conditions  of  regis- 

tration under  the  Industrial  and  Provident  Societies  Act,  with  a 

view  to  placing  all  trading  combinations  upon  the  same  footing  in 
respect   to   imperial   taxation  ? 

Reform  in  local  taxation,  because  traders — and  especially  shop- 
keepers— now  contribute   more   than   an   equitable   proportion  ? 

That,  upon  the  transfer  of  the  National  Telephone  Company's 
business  to  the  Government,  local  authorities  be  allowed  to  purchase 

at  cost  price,  and  to  manage  the  telephone  exchanges  within  their 
own   areas  ? 

The  Government's  Shops  (No.  2)  Bill,  or  any  new  measure  em- 

bodying its  main  proposals — a  sixty  hours'  week  for  shop  assistants  ; 
a  universal   weekly  half-holiday  ;    and   Sunday   closing  ? 

Will  you  oppose  : — 

Any  attempt  to  introduce  a  "Cash  on  Delivery"  post  system  for 
the  United   Kingdom  ? 

Any  proposals  submitted  to  Parliament  for  the  amalgamation  or 
combination  of  railway  companies  whereby  traders  will  be  deprived 
of  the  advantages  or  facilities  which  they  have  hitherto  derived  from 
competition  between   such   companies  ? 

Will  you  support  measures  in  Parliament  having  any  of  the  fol- 
lowing objects  : — 

(a)  To  safeguard  traders  from  loss  or  disadvantage  resulting 
from  the  cessation   of  competition  between   railway  companies  ? 

(b)  To  preclude  railway  companies  from  making  with  each  other 

and  carrying  into  effect  without  the  sanction  of  Parliament  agree- 
ments or  arrangements  affecting  rates,  cnarges,  or  facilities  for  goods 

traffic. 

(c)  To  confer  upon  traders  a  right  of  appeal  to  a  readily  acces- 
sible and  inexpensive  tribunal  against  any  excessive  or  unreasonable 

railway  rate   or  charge  ? 
(d)  To  provide  effectual  means  of  preventing  railway  companies 

from  according   preferential   treatment  to   foreign   merchandise  ? 

(e)  To  improve  and  extend  inland  navigation  and  to  release  ex- 
isting canals   from   railway   control  ? 

Coarse  and  Medium  Wools  Wanted. 

There  has  been  a  general  improvement  in  trade  con- 
ditions in  Bradford  during  the  latter  half  of  the  past 

year,  and  the  opening  of  1910  finds  business  there  in  a 
healthy  state.  This  promises  to  continue,  as  it  seems 
quite  probable  that  the  next  few  months  will  witness  a 

still  further  expansion  in  the  consumption  of  fabrics  in- 

tended both  for  men's  and  women's  wear.  This  tendency 
is  reflected  in  the  values  of  both  coarse  and  fine  wools, 

and  values  have  been  taking  firmer  tone  since  the  be- 
ginning of  last  November.  Both  coarse  and  medium 

wools  are  wanted  now 'and  lower  prices  cannot  be  looked 
for  in  the  near  future.  In  spite  of  the  fact  that  both 
wool  and  cotton  are  high,  firms  doing  an  export  business 
continue  to  be  busy.  Good  orders  continue  to  come 

from  Canada,  and  orders  for  fall  fabrics  have  been  al- 
ready received  from  the  Dominion. 

Fashion  centres  are  taking  up  the  new  mohair  fabrics 
both  for  dresses  and  cloaks,  and  some  manufacturers 
want  until  May  to  make  deliveries. 

The  outcome  of  the  "Whitney"  blanket  case  was  not 

unforeseen,  and  from  now  on  the  big  Yorkshire  blanket 
industry  will  market  its  product  under  its  own  name. 
This  meets  with  general  approval  as  the  greater  number 
of  the  notable  improvements  in  blanket  making  and  fin- 

ishing have  originated  in  this  country. 
At  a  meeting  of  the  directors  of  John  Crossley  & 

Sons,  carpet  manufacturers,  Halifax,  a  dividend  of  Is.  8d 
per  share  was  recommended  on  the  ordinary  shares. 
The  net  profits  for  the  past  year  were  £39,244,  against 

a  loss  of  £21,755  in  1908.  In  1906  the  firm's  profits 
were   £40,331,  and  in  1905,    £40,548. 

How  Manchester  Vievs^s  High  Cotton. 

The  trade  can  see  no  reason  but  a  speculative  one 

for  the  advancing  price  of  raw  American  cotton.  Man- 
chester spinners  are  experiencing  a  very  harassing  time. 

Though  at  present  the  home  trade  is  quiet,  and  there  is 
little  export  demand,  there  has  been  a  shade  better  en- 

quiry for  yarns.  Buyers  do  not  readily  agree  to  the 
advance  prices  that  must  be  obtained,  and  this  is  a  fre- 

quent barrier  to  the  placing  of  further  orders.  Egyptian 

cotton  has  also  advanced  as  further  adverse  crop  re- 
ports are  coming  from  that  growing  centre. 

The  big  liquidation  in  the  States  sent  quotations 
down  here  some  points,  but  as  soon  as  the  price  drops 
to  the  neighborhood  of  7d.  buying  commences  in  earnest. 

There  is  a  big  listiof  applications  for  membership  in 
the  recently  formed  Textile  Institute,  and  among  them 
are  names  widely  known  in  the  trade.  Teachers  of 
science  and  technology,  as  applied  to  textiles,  persons 
holding  responsible  positions  in  the  manufacturing 

branches,  are  eligible  as  members,  and  students  qualify- 
ing for  res[)onsible  i)ositions  may  join  as  associate 

members. 

Flax  Prices  Advance. 

The  holiday  season  was  a  short  one  in  the  Belfast 
linen  industry  and  full  activity  was  resumed  at  the 
earliest  possible  moment,  as  manufacturers  have  plenty 
of  orders  on  hand  to  keep  them  fully  busy  for  the  next 
six  months.  The  high  price  of  flax  is  now  a  considerable 
factor  as,  with  a  small  crop  and  a  good  demand,  prices 
have  advanced  considerably.  As  prices  may  go  still 

higher,  naturally,  spinners  do  not  wish  to  take  any 
amount  of  advance  orders  at  present  rates.  Yarn  prices 
are  advancing  and  spinners  are  holding  out  strongly  for 
the  higher  values. 

Scotch  Notes. 

In  the  wholesale  houses  the  general  election  has 
proved  a  barrier  to  trade,  as  buyers  held  off  until  the 
elections  were  over.  With  manufacturers,  the  new  year 

is  opening  auspiciously.  With  the  woollen  trade  parti- 
cularly, prospects  are  bright,  and  already  there  are 

orders  ahead  for  a  number  of  weeks,  while  the  turn  of 

the  year  always  brings  out  a  quantity  of  new  business. 

Though  the  holiday  season  has  interfered  with  busi- 
ness in  the  tweed  trade  of  the  Border,  many  mills  are 

running  on  full  time,  and  some  of  them  have  a  number 
of  advance  orders  that  will  keep  them  busy  for  some 
time  to  come.  The  hosiery  section  also  keeps  very busy. 
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Millinery 
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On  Monday 

February  28,  1910 

Ready  for  Early  Buyers  in 

all  Departments  on  Feb- 
ruary 14.  ̂   Do  not  fail  to 
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Flcasc  mention  The  Reviezv  to  Advertisers  and  Their   Travelers. 



The  Millinery  Trade  Revie^v 
Variety  Again  to  be  the  Keynote  —  Some  Indications  that  Hats  will 
be  Larger  than  Ever  —  Coarse  Straws  Being  Well  Taken— Plain  and 
Coarse  Ramie  Braids -Flower  Turbans  Among  the  Early  Importations. 

THOUGH  the  novelty  end  of  the  season  is  only  be- ginning to  develop   it  looks  as  though  milliners 
will   have  a  wealth     of   beautiful     materials     to 

choose     from,     and   that   as     in   the   season  just 

passing,  variety  was  again  to  be   the  keynote  of  the  sea- 
son. 

Foreign  buyers  are  still  in  Kurope,  and  will  remain 
there  until  the  last  possible  moment,  so  as  to  obtain  the 
latest  novelties  and  to  introduce  the  newest  ideas  from 

I'aris  and  London. 

Shipments  of  French  pattern  hats  have  arrived  and 
the.se  will  be  supplemented  by  other  arrivals  each  week 
from  now  until  the  opening  days. 

It  is  pretty  well  settled  that  hats  will  be  large— larger 
than  ever  it  is  pretty  loudly  whispered.  Some  medium- 
sized  shapes  are  shown,  but  they  are  decidedly  in  the 
minority. 

Pressed  hats  will  be  very  much  in  evidence,  and,  as  a 
fact,  seem  to  lead  in  Parisian  fashion,  but  the  made 
braid  hat  is  expected  to  be  equally  fashionable. 

Coarse  Straw  Goods. 

Straws  are  either  very  coarse  or  very  fine,  and  the 
very  coarse  straws  introduced  last  Spring  are  now  being 

exceedingly  well  taken  up.  Though  heavy-looking,  these 
coarse  satin  braids  are  in  reality  light  as  a  feather,  and 
this  will  be  an  additional  fact  that  will  make  them  very 
popular.  In  fine  straws,  hemp  or  Tagel  is  to  be  a  leader, 
and  this  straw  is  shown  in  all  the  leading  colorings.  It 
has  a  special  affinity  for  color,  and  the  beautiful  shades 
that  are  featured  for  Spring  are  seen  at  their  best  in  this 
straw.  There  is  more  feeling  for  leghorns  than  in  the 
past  season,  but  it  is  the  unfinished  variety  that  is  selling. 
Many  leghorns  have  been  made  up  for  wear  at  Palm 
Beach  and  other  southern  resorts,  and  turbans  of  leghorn 
with  the  wide  brim,  faced  with  velvet,  and  a  large  velvet 
bow  at  the  side,  have  been  particularly  favored.  Chips 
are  shown  and  also  Neapolitan  and  Tuscans  arc  also  in- 

cluded in  selling  lines. 

Coarse  ramies  are  the  leading  braids  and  come  in  many 
fancy  plaits  and  the  plain  ramie  braids  will  be  one  of  the 
useful  and  indispensable  braids  of  the  season.  Pyroxalines 
are  in  greater  demand  than  ever,  and  are  shown  in  an 
immense  variety  of  plain  and  fancy  braids.  In  addition 
there  are  straw  cloths  and  nets,  straw  bands  and  laces 
for  trimming  purposes. 

New  Pressed  Shapes. 

In  pressed  shapes  seen  so  far,  the  new  tricorne,  and 
the  shapes  that  roll  up  both  at  the  back  and  front  are 
much  favored.  Picture  and  cavalier  shapes  are  shown, 
and  also  many  turbans  as  well  as  some  new  shapes  in 
sailors.  The  tricornes  are  totally  unlike  the  models  that 
went  by  that  name  in  the  Fall.  They  are  large  and 
graceful  and  promise  to  be  a  popular  model.  The  most 
striking  models  among  those  shown  are  the  hats  with 
the  roll  both  back  and  front,  and  here  again  the  shapes 
shown  are  different  from  those  of  last  year. 

Turbans  come  chiefiy  in  the  coarse  straws  or  are  de- 
veloped from  braids  and  straw-cloths,  etc.  There  is  a 

decided   tendency  towards  the   shape   that  has   the   length 

across  the  head,  instead  of  from  the  front  to  the  back. 
The  new  sailor  shapes  are  in  this  style  and  have  the 
brim  sharply  turned  up  all  round.  Not  only  are  the 
hat  brims  large,  but  the  crowns  are  important,  and 
fairly  high.  The  dome  crown  is  most  in  evidence,  but 
for  the  cavalier  and  the  picture  shapes  the  jam-pot 
crown  is  used. 

.Judging  from  the  early  importations  of  Paris  hats 
a  season  of  very  pretty  millinery  is  opening  up,  the  only 
extreme  feature  being  one  that  is  well  liked,  and  that  is 

the  size  of  the  hat.  The  colors  are  soft,  rich  and  Spring- 
like, the  shapes  are  becoming,  and  while  hats  are  not 

overloaded  with  materials  they  have  not  the  bareness 
and  almost  total  absence  of  trimming  seen  on  some  of 
the  late  Winter  models. 

Trimming  Indications. 

It  is  yet  early  to  speak  of  the  trimmings  used,  but 
line  flowers  promise  well.  Flower  turbans  are  among 
the  early  importations,  and  huge  rosettes  of  closely  set 
(lowers  trim  many  of  the  new  hats.  Grasses  are  used  and 

grass  aigrette  and  plume  effects  are  new.  Combina- 
tion flower  effects  are  shown  and  are  likely  to  be  a 

feature.  Roses,  of  course,  lead,  as  they  always  do  when  it 
is  a  flower  season.  Large  rose  sprays  are  shown  as  well 

as  medium-sized  and  small  effects.  The  novelty  here 
.seems  to  be  the  tightly-rolled  half-opened  buds,  made  of 
shot  silk,  and  shot  and  shaded  effect  are  strongly  in 
evidence  in  these  fiowers.  As  usual,  all  the  new  colors 
are  featured  in  these  flowers.  Wreath  effects  are  good. 
Pansies,  lilacs,  sweet  peas,  locust  blooms  and  many 
others  are  shown,  though,  of  course,  the  new  conceits  in 
(lower  effects  will  be  shown  later.  Fruit  is  making  a 
showing  and  berries,  cherries  and  grapes  are  in  evidence. 

Wings  and  fancy  feather  effects  are  also  shown,  and 
ostrich  is  always  wanted  for  the  development  of  dressy 

millinery  ;  here,  both  the  willowed  effects  and  the  French 
plumes  are  shown. 

Ornaments. 

The  ornament  department  promises  to  do  more  busi- 
ness than  for  many  seasons,  for  cabochons,  brooches  and 

fancy  pins  are  seen  on  all  the  new  hats.  The  pins  used 
are  quite  new,  the  shape  being  copied  from  those  now 
shown  for  wear  with  the  new  turban  coiffure.  Bands  of 

jet  and  metal  cabochons  and  pins  and  wings  in  Oriental 

jeweled  effects  are  the  latest.  Metallic  laces,  net  band- 
eaux worked  up  with  dull  metal  threads,  jewels,  braids 

and  beads  are  shown,  and  though  gold  and  silver  are  so 
strong,  jet  is  holding  its  own  and  particularly  for  the 
early  season  will  be  well  used.  Iridescent  effects  are  also 
shown  in  both  Sphynx  and  colors. 

Nets,  malines  and  chiffons  are  shown  in  changeable 

effects,  and  in  all  colors,  and  nets  and  malines  are  ex- 
pected to  be  very  freely  used.  There  will  be  considerable 

demand  for  black  velvets,  as  the  black  velvet  facing  is 
one  of  the  strongest  of  the  new  features.  Lace  has  been 
very  little  used  in  millinery  for  a  long  period  and  very 
considerable  interest  is  shown  in  the  news  that  the 

coming  season  will  see  a  revival  in  the  use  of  lace.  The 
light  net  laces,  with  Chantilly  first,  are  those  that 
promise  best. 



What  Paris  Sends  for  Initial  Openings  in  New  York 
Most  Striking  Feature  of  New  Millinery  is  Turned  up  Brims  after 
Louis  XVI  Period  —  Bandeaux  not  Prominent  —  All  Hats  Worn  at 
Rakish    Angle  —  Newest    Creation    is    the    Bonnet  —  Wider    Brims 

Staff    Correspondence. 

Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York,  Jan.  '.W. 

ML'CH  of  the  uncertainty  felt  at  the  beginning  of the  season  is  being  dispelled,  for  the  importers 

have  held  their  openings  and  to  a  certain  ex- 
tent the  styles   are  e.stablished  or  rather    de- 

cided upon. 

The  importations  were  heavier  than  usual  in  January 
and  the  bulk  of  the  hats  shown  were  of  a  higher  order 
than  we  have  been  led  to  expect  for  the  hrst  showing. 

Changes  have  come  about  rather  more  gradually  than 

usual,  so  that  we  do  not  find  the  new  rolling  brims 

quite  as  startling  as  one  would  -expect.  The  most 

striking  feature  of  the  new  millinery  mode  is  the  turned- 
up  brims,  peculiar  to  the  Louis  XVI.  period,  which  calls 
for  trimming  next  to   the  hair. 

It  may  be  mentioned,  in  this  connection,  that  many 
of  the  imported  hats  are  trimmed  under  the  brim  but, 
instead  of  the  trimming  being  sewn  to  a  bandeau,  it  is 

sewn  to  the  brim  itself  which,  in  nine  out  of  ten  in- 
stances, is  faced.  Bandeaux  are  not  conspicuously 

Itrominent,  not  even  the  round  discs  that  were  worn 

early  in  the  season  to  keep  the  head  from  going  too  far 
into  the  crown.  Fashion  has  decreed  that  hats  shall 

smash  down  to  the  ears,  which  are  covered  by  the  ar- 

rangement of  the  hair— coronet  braids  and  swirls  being 
the  coiffures  favored  by  fashion.  Even  the  turbans,  set 
down  so  far  on  the  head  that,  worn  at  the  angle  which 

is  now  la  mode,  the  edge  all  but  rests  on  the  shoulder. 

All  hats  are  worn  at  a  decidedly  rakish  angle,  the  ma- 
jority are  worn  well  back  off  the  face,  although  the  dip 

is  so  exaggerated  that  in  many  cases  the  right  eyebrow 
is  obscured. 

Bonnets  the  Novelty. 

The  newest  millinery  creation  is  the  bonnet>  Marie 
Louise  has  sent  us  some  quaint  basket  like  affairs  that 
are  tied  under  the  chin  and  cover  the  entire  head.  These 

are  only  a  step  removed  from  auto  hats  and  are  sold 

for  driving.  The  term  bonnets  is  more  or  less  mis- 
leading, for  in  reality  tliey  may  be  termed  toques  or 

close  fitting  hats,  caps  or  hoods,  with  quite  as  much 

|)ropriety,  and  it  is  only  in  exceptional  cases  that  ties 
are  added.  Plateaux  and  cones  of  hemp,  neapolitan  and 
kindred  braids,  are  most  often  used  for  these  etfects, 

which  are  bound  to  attain  a  certain  amount  of  popular- 
ity since  they  are  so  becoming  to  the  average  wearer. 

Hats  Still  Huge. 

From  this  information  it  must  not  be  inferred  that 
small  hats  are  to  be  au  fait  for  Spring,  for  the  contrary 

is  the  case,  from  present  appearances.  Indeed,  the  ma- 
jority of  hats  arc  nothing  short  of  huge,  and  headsizes 

are  if  anything  larger  than  ever.  A  hat,  the  brim  of 
which  turns  up,  however,  never  appears  as  large  as  a 

straight  or  turned  down  brim,  but  by  actual  measure- 
ment, brims  are  wider  this  season  (meaning  the  one 

upon  which  we  are  entering)  than  they  were  last.  The 
bicorne  is  the  most  popular  shape,  although  tricornes  are 
still   used    in   modified   forms*  «. 

Penchant  for  Small  Trimming  Effect. 

It  is  rather  curious  to  note  that  while  shapes  arc 

very  large,  trimmings  are  not  conspicuously  so,  certainly 
not    floral    trimmings.     There    appears    to    be    a    penchant 

for  small  eSects,  roses  leading,  as  they  nearly  always 

do.  Hops  are  used  considerably,  as  are  violets,  gar- 
denias, hyacinths,  wistaria,  and  other  small  eSects.  A 

number  of  models  were  made,  if  not  wholly,  partially  of 
flowers.  Louison  used  the  small  flat  flowers,  applying 
them  to  the  top  or  bottom  of  the  brim  as  pleased  her 

fancj-.  Violets  are  used  to  make  crowns,  Parma  violets 
being  mostly  seen. 

Few  All-Blacks  Imported. 

Among  the  flowers  the  novelties  are  first  the  French 
mull  roses  with  their  frayed  edges.  These  come  in  all 
shades,  but  appear  most  often  in  delicate  pink 

on  black  or  colors,  which  leads  to  the  observa- 
tion that  comparatively  few  all-black  hats  were 

imported.  It  would  seem  as  though  there  was  a  ten- 
dency to  lighten  the  colors.  Blue — the  Eight  Kings  blue 

leading — and  blonde  and  the  Toison  d'Or  shades  with 
grey  and  bright  scarlet  and  rose  shades  are  the  most 
impressive  colors.  Scarlet  and  grey  is  affected  to  no 
small  extent.  Grey  is  more  often  used  for  the  body  of  a 
hat,  possibly,  than  any  other  color,  but  leghorn  really 
leads   for  the  hat  ])roper. 

Combining  Velvet  and  Straw. 

it  must  be  reiterated  in  order  to  impress  its  im- 
purtance  upon  The  Review  readers,  that  the  newest 
method  of  combining  velvet  and  straw  is  to  use  the 

straw  as  the  facing,  the  u[iper  brim  being  of  velvet,  and 

the  crown  most  frequently  of  velvet,  but  not  infrequent- 
ly, also,  of  straw.  SuL-cess  could  only  be  expected  for 

this  combination  early. in  the  Spring,  but  Easter  coming 
on  March  27th  would  make,  it  seems  not  unlikely,  the 

straw-faced  velvet  hat  |)rominent  at  that  time.  From 
present  indications  velvet  is  to  be  much  used,  as  is  also 
maline.  Huge  choux  and  bows  of  maline  are  now  being 
worn,  and  leghorns  covered  with  maline  and  trimmed 
daintily  with  flowers  are  lovely  with  folds  or  a  facing 
of  black    velvet. 

Demand  for  Leghorns. 

A  demand  for  leghorns  that  will  correspond  with  the 
demand  for  beavers,  which  is  not  just  now  abating,  is 
fully  expected,  and  being  prepared  for.  Pressed  shapes 

lead,  although  there  are  a  number  of  hand-made  hats  in 
the  importing  house,  while  domestic  manufacturers  of 
this  style  of  goods  are  anticipating  a  big  demand  for 

this  style  of  hat.  Ver}'  coarse  Jap  braids  are  well 
thought  of  for  these  hats,  while  for  pressed  shapes. 
Leghorns,  Tagals,  Milan  and  Neapolitans  are  favored. 

While,  without  a  doubt,  it  is  going  to  be  a  big  flower 
season,  there  are  many  feather  trimmed  models  in  the 
market.  Plumes  des  nimiides  and  casaoir  effects  are 

the  leading  feather  novelties.  Willow  for  medium  price 

hats  continues  strong,  but  the  more  expensive  and  ele- 
gant hats  show  the  French  tip,  mounted  well  toward, 

if  not  directly  at,  the  back.  Fewer  aigrettes  are  seen 
than  at  the  beginning  of  last  season,  but  many  quills 

are  shown,  the  newest  having  such  a  curve  as  to  be  al- 
most crescent  shape.  These  are  dove-tailed  and  used 

to  cover  the  entire  top  of  one  of  the  smartest  hats  im- 
ported, a  huge  straw  bicorne,  with  velvet  facing  and 

eight  quills,  four  going  from  front  to  back  and  four 
pointing  in  the  opposite  direction. 

New  Ribbon  Effects. 

Kibbon  in  fancy  weaves  and  of  heavy  texture  appears 
mueh    more    frequently    than      it      luis    done    in    the    past. 



-o^^a^^^^iA/yi^z^a/ z^a/a^  a^^^  ̂ y?7/e?^ 





Dry  Goods  Revieiv MILLINERY 
151 

1 Snappy 

A Millinery 

^ 

That's  what  you  will  see  at  our  Spring 
opening  on  February  28  and  succeed- 

ing days. 

w We   believe  we   have   outstripped   all 
former  seasons  in  bringing  together  an 
assortment  of  shapes  and  patterns  that 
you  can  sell  quickly  and  profitably. 

^ 

And  the  same  remarks  apply  to  our 

splendid   stock  of  fashionable  trimm- 
ings and  millinery  staples. 

Come 
Spring Here 

FEB. 
28 

l^irst 

Opening 

The   D.    McCall   Co.,  Limited 
94  Wellington  Street  West, 

Toronto                                   Ontario 

Please  mention  The  Revif-v  to  Advertisers  and  Their    Travelers. 
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Corded  and  basket  weave  effects  in  duotone  or  solid 
color  and  moire  are  mostly  seen.  An  idea  noted  on 

several  French  hats  was  this  :  On  the  ends,  if  not  over 

the  entire  surface  of  a  wide  ribbon  bow,  small  flat 

flowers  were  sewn.  Crush  roses  were  usuallj-  used  and 
by-the-by  this  variety  of  rose,  neglected  of  late,  is  now 
■well  to  the  fore.  Crush  roses  applied  to  the  underbrim 

of  a  hat  are  very  effective,  and  they  are  also  sewn  to 
2-inch  velvet  ribbon  which  is  fastened  at  the  back,  at 

each  side  of  the  crown,  crosses  the  head  and  resting  on 

the  hair.  This  idea  is  seen  on  all  sides  and  is  decidedly 

novel  and  picturesque.  Most  of  the  underbrim  trimming 

is  at  the  back  rather  than  at  the  side.  Indeed  the 

greater  part  of  the  trimming  is  at  the  back  of  the  hat, 

and  in  nearly  all  cases  the  back  is  higher  than  the 
front.  While  flowers  are  prone  to  lie  near  the  hat, 
feathers  and  bows  usually  have  a  high  arrangement. 

Wheat  and  Barley. 

A  trimming  very  much  to  the  fore  is  wheat  and 

barley  in  natural  and  artificial  effects.  Scarlet  wheat 

is  one  of  the  season's  novelties.  Wheat  or  barley  is 
arranged  in  shower  like  clusters  covering  the  crown 

rather  than  in  aigrette  or  up-shooting  effects,  and  it  is 

unquestionably  a  pretty  trimming.  Ciardenias,  which 
have  had  an  unusual  pre.stige  during  the  winter,  are 
entered  in  the  race  for  Spring  favor.  They  are  seen  in 

white  and  colors  and  promise  well  individually  and  in 
combination  with  other  bloom,   notably   violets. 

At  this  season  there  is  so  much  to  be  seen  that  it  is 

hard  indeed  to  pick  the  really  important  features.  There 
is  a  great  diversity  of  opinion  about  many  things,  but 
all  agree  that  it  is  to  be  a  big  flower  season,  and  that 
the  demand  will  be  for  small  effects.  Nor  is  it  possible 
to  dispute  the  worth  of  leghorns.  Opinions  differ  as  to 
the  size  of  the  shapes,  for  a  great  rush  for  the  bonnet 

shapes  is  within  the  bounds  of  reason.  The  consensus  of 
opinion  though  is  that  the  large  hat  will  be  supreme, 
even  if  .such  a  flurry  occurs.  But  by  the  large  hat  is  not 

meant  the  broad-brimmed  hat,  for  our  imagination  al- 
ready conceives  always  the  upturning  brim  when  the 

word  hat  brings  a  picture  to  our  minds. 

It  is  hard  to  believe  that  even  the  most  severe  critic 

could  pronounce  the  Spring  millinery,  as  we  now  see  it, 

unlovely.  There  is  little  of  the  bizarre  in  the  first  show- 
ing which  is  rather  unusual  since  the  first  shipment 

usually  brings  us  the  creations  of  a  mind  aiming  only 

to  produce  the  startling  and  original.  The  second  open- 
ings which  set  the  seal  of  approval  on  the  mode  to  be 

are  scheduled  for  the  first  and  second  weeks  in  Febru- 

ary and  of  this  more  anon. 

Unique  Window  Display. 
The  Hens-Kelly  Co.,  Buffalo,  has  had  a  big  attrrttion 

(lurin<>-  the  stormy  winter  weather  in  a  most  attractive 

window,  showing  the  advance  styles  in  mi!linei"y  and  cos- 
tumes. While  the  snow  blew  .in  great  gusts  outside,  the 

crowds  lined  up  to  the  window,  which  represented  a  Palm 

Beach  scene.  The  two  central  figures  were  little  life-size 
piccaninnies,  clothed  in  ragged  shirts  and  trousers.  On 
all  sides  were  displayed  the  latest  millinery,  both  on 

figures  and  on  standards,  while  across  the  base  of  the  win- 
dow was  a  long  cartoon  in  colors,  of  the  advance  styles — 

the  hats  very  much  exaggerated,  the  bodies  with  their 

diesses  being  very  small.  This  was  an  original  and  in- 
teresting window.,  and  drew  the  crowd  inside  to  view 

further  models  displayed  in  the  millinery  department 

jiroper. 

STREHL'S  HAIR  GOODS 
are  recognized  as  the  standard  uf  quality.  If  you  want  to  make  a  trial  of  thisUne, 
all  that  you  will  have  to  do  is  to  put  in  a  few  samples.  This  will  enable  you  to  show 
the  different  sizes  to  your  customers,  and  if  an  order  is  taken  by  you  send  s»me 
to  us  with  sample  of  hair,  the  exact  color,  and  we  will  forward  goods  by  mail  or 
express.     We  will  cheerfully  take  back  goods  if  not  satisfactory.     You  run  no  risk. 

A  "SPECIAL"  SWITCH 
A  good  seller  and  a  money  maker,  made  of  second 
quality  WAVY  hair  in  good  assorted  colors. Weight 

2  oz. 

2  oz. 2  oz. 
U  oz. 

Length 

24  inch 22  inch 
20  inch 

18  inch 

Each 

82.25 

1.75 
1.50 

1.15 

Dozen 

$24.00 

18.00 
15.00 

12.00 

STRICTLY  FIRST  QUALITY 
Assorted  Colors-  Short  Stems 

Weight       Length        po^?^id  I*"^"> 
U  oz.         16  inch         Sl.50  ■*  15.00 
2'  oz.          18  inch           2.00  21.00 
2    oz.         20  inch            2.75  30.00 
2  oz.  22  inch  3.25  36.00 
2i  oz.  22  inch  4.00  45.00 
24  oz.         24  inch            5.25  60.00 
3  oz.  24  Inch  6.25  72.00 
3  oz.  26  inch  7.75  90.00 
3i  oz.  28  inch  9.00  102.00 
4'  oz.         30  inch           11.00  126  00 

3ample  Switches         ....  $49.75 
Less  6  per  cent,  for  cash  -        -       -  3.00 

SECOND  QUALITY  HAIR 
$46.75 

Assort 
ed  Colors— Short  Stem 

Weight 
Length Jiacn 

postpaid 

Dozen 

^, 

U  oz. 

16  inch 

$0  50 

$  5.00 
22 

2    oz. 

18  inch .65 

7.00 

23 

2    oz. 
2  1  inch 

.9J 19.00 
24 

2    oz. 
22  inch 

no 

12.00 

25 

2J  oz. 22  inch 

1.35 

15.00 
26 

25  oz. 

24  inch 

1.50 16.00 

27 

3    oz. 
24  inch 

1.75 
20.00 

28 
3    oz. 

26  inch 

2.40 
27.00 

29 

3J  oz. 

26  inch 
3.00 

33.00 

3J 

4    oz. 
28  inch 

3.50 

39.00 
Sample Switches 

$15.33 Less  6  per  cent,  for  cash  - 

.92 

We  are  Headquarters 
for  Switches 

Wavy  Switches,  Pompadours. 
Curls,  Wigs,  etc.,  at  lowest 
prices.  Send  for  Illustrated 
FREE  List. 

THE  CORONET  PUFF    $14  41 
A  group  of  putts,  made  of  soft  natural  oirly  hair 
The  latest  style  of  coiffure,  easy  to  arrange  and 
universally  becoming 

Per  setof  7  puffs.  $1.75  Per  dozen,  $18.  "0 
>'er  set  of  6  puffs,  1.50  Per  dozen,  15.00 
Per  set  of  5  puffs,  1.25  Per  dozen,  13.50 
Per  set  of  4  puffs,    l.CO    Per  dozen,     11.0 

Shades  of  gray,  blonde,  drab  and  auburn  are 

.^.^  ̂ ^^  ^y     more  expensive,  according  to  the 
lA/lI.l.l/im  l\,^M\l^XA^  \.V.  NOTICE-Cut  Hair  made  into 

I  switches,  35c  oz. 
V— i^  Combings  made   into  swit 

34  MONROE  ST.,  CHICAGO  ches.  40c  oz. 

All-over  Real  Hair  Nets,  now 
so  fashionable,  $1.50  per  dozen. 

Don't  fail 
to  call  and  see  our  latest  novelties  in /    Wm.  C. 

French  Veilings       f  Mortimer  Co. 
Our  guaranteed  Rainproof  Tulle  is  abso- lutely fast  dye. 

Get  samples  and  prices  of  "CHRISMORT" 
Scarf  Silk,  36"  wide  with  1^"  border,  which 
gives  you  a  good  margin  of  profit. 

LIMITED 

117  Wellington  St.  W. 

TORONTO 

Please  mention   The  Rez'icii'  to   Advertisers  and   Their  Travelers. 
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SPRING  OPENINGS 
Wednesday  and  Thursday,    March  9th  and  1 0th 

A  cordial  invitation  is  extended  to  all  milliners  to  attend   our 

Spring  Openings  on  the  above  dates. 

Especial  care  is  being  taken  by  our  buyers  to  present  a  showing 

that  will  be  a  criterion  of  the  season's  styles. 

Copyrooms  now  open  for  visitors.      May  we  expect  you? 

MAtL  ORDERS  OUR 

ESPECIAL  HOBBY. 

St.  JOHN.N.B. 
Halifax,  N.S. 

THOS.  SULLIVAN  &  CO.,  inc. 

MERCHANTS  BUILDING 

South  West  Corner  Broadway  and  Fourth  Street 

(Formerly  of  Sullivan,  Drew  &  Co.) 

Importers,  Manufacturers  and  Jobbers  of 

Flowers,  Feathers 
Braids,  Velvets 

Ornaments,  Novelties 
Ostrich  Feathers  Our  Specialty 

We  carry  full  and  complete  lines  of  the  above  goods 

throughout  the  season. 

Special  Shapes  in  Hats  and  Frames.       Pattern  Hats 
shown  during  the  Openings. 

W^e  cordially  invite  every  Canadian  buyer  visiting  New 
York  to  call  and  inspect  our  Spring  lin  "s. 

693-695-697  Broadway 
Telephone 

Spring  8656 
New  York 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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.AI  I  L  L  I  N  E  R  Y Dry  Goods  Revieiix 

POPULAR  PRICED  TRIMMED  HATS 

No.  2108.  -  Colors :    Black,    White, 
Brown,  Navy,  Champagne. 

Price-Per  Dozen,  $21.00. 

No.  3605.— Colors:  Tuscan  trimmed  in 
Leather,  Old  Rose  or  Black. 

Price-Per  Dozen,  $36.00. 

Two  smart  new  designs  taken  from  our  Spring  Style  Book,  in  which 

over  one  hundred  other  new  Spring  models  are  illustrated,  besides  a 

large  assortment  of  all  forms  of  Millinery  merchandise  at  popular 

prices.  If  you  are  a  dealer  in  Millinery  we  will  send  you  a  copy  of 

our  beautiful  book  gratis.  Ask  for  Style  Book  No.  Ar35.  It  will 

serve  as  a  ready  reference  and  style  authority. 

If  you  want  to  be  absolutely  sure  you  are  getting  your  money's 
worth,  just  measure  the  values  with  those  offered  in  our  catalogue. 

All  prices  are  the  very  lowest  consistent  with  dependable  merchandise. 

If  others  don't  offer  you  as  much,  send  us  your  orders. 

Our   cut  prices  will  afford    you   a 

substantial  saving  after  the  duty  is  paid. 

CHICAGO   MERCANTILE   CO. 
The  Great  Cut-Price  Wholesale  Millinery  House 

106-108110-112  Wabash  Ave.,    -    CHICAGO,  111.,  U.S.A. 

Please  iiientioii  The  Reviezi'  to  Adiertisers  and  Their   Travelers. 
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Throw  a  Sprat  to  Catch  a  Mackerel! 
Many  a  Dry  Goods  Merchant  fails  to  realize  that,  apart  from  the  excellent 
profit  they  return,  their 

Neckwear,  Belts  and  Frillings 
have  a  very  big   say  in   influencing  other  profitable  trade   to  their  store. 
See  that  your  stocks  are  right  by  handling 

SANDERSON'S Neckwear,  Belts  and    Frillings 

We  are  showing  absolutely  the  latest  novelties  in    these  lines.     See  our 

immense  range  of  Ladies'  Neckwear  in  Irish  Crochet  effects. 

OUR      TRAVELLERS     ARE      O  JV    THE     ROAD.        WAIT    EOR     THEM. 

SANDERSONS 
LIMITED 

66-68  Wellington  St.  W.  -  -         Toronto,  Can. 

Tardrew,  Thomas  &  Co. 
ItlilTod^'stEtio""''''::  Importers  and  Manufacturers 
24  Aldermanbury,  London,  England 

TRADE MARK 

FOR    NEW    AND    ORIGINAL    DESIGNS    IN 

Ladies'  Belts,  Buckles, 
Buttons,  Neckwear, 

Haberdashery-Smallwares, 

Foreign  Fancy,  Hat  Pins,  Combs, 

Jewelled  Ornaments,  Etc. 

ALWAYS    SOMETHING    NEW 
CATALOGUE  ON  APPLICATION.  WRITE  FOR  SAMPLES 

Quality —Value—  Ideas 

r It 

IS  a 

FOWNES 
That  is  all 

you  require  to  know 
about  a  ̂ love 

Fall  1910  samples   now  being 
shown  by  our  travellers 

Fownes  Bros.  &  Co. 
Coristine  Building, 

MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Technical  Knowledge  Required  to  Apply  New  Tariff 
Customs  Official  Must  be  Able  to  Tell  Whether  25  Per  Cent,  of 
Cost  of  Production  of  Goods  Entered  Under  Treaty  Rates  has  Been 
Expended  in  Country  of  Origin— Amended  Certificates  on    Invoices. 

T ;HE  new  Fra,iico-Canadiaii  treaty,  by  which  cer- tain French  products  are  allowed  to  enter  Canada 
under  fhe  intermediate  and  a  special  tariff,  which 
certain  Canadian  products  are  accorded  the  privi- 

ieg^es  of  the  French  minimum  tariff,  came  into  effect 
February  1st.  The  reduction  in  the  customs  duty  on 
French  goods  handled  by  the  Canadian  dry  goods  a.nd 
millinery  trades  ranges  from  2  to  10  per  cent. 

Some  of  the  most  notable  of  the  tariff  changes  apply 
to  millinery  lines  such  as  netting,  silk  velvets  and  ribbons. 
These  three  items  are  included  in  the  special  tariff  and  in 
each  case  there  has  been  a  reduction  of  ten  per  cent.  In 
view  of  the  fact  that  heavy  importations  of  these  are  made 
from  France  and  Switzerland,  the  advantage  to  importers 
in  having  shipments  made  at  a  time  when  the  new  rates 
would  apply,  is  obvious.  As  it  turns  out,  however,  some 
of  the  houses  were  not  aware  until  very  recent  date,  of  the 
exact  time  at  which  the  treaty  would  come  into  effect, 
although  they  knew  that  steps  to  have  it  finally  ratified 

were  proceeded  with  immediately  on  the  opening  of  parlia- 
ment. This  fact  was  no  doubt  given  due  consideration 

by  buyers  in  European  markets,  but  the  urgencies  of  the 

Spring  season's  approach  have  rendered  it  impossible  for 
some  importing  houses  to  take  advantage  of  the  new  rates 
on  some  expensive  shipments  which  had  to  be  in  hand 
before  the  date  mentioned.  The  difference  between  the 

intermediate  special  and  general  tariff'  on  some  of  these 
lines  amounted  to  considerable,  when  the  bulk  is  con- 

sidered, and  importers  are  na,turally  inclined  to  look  at 
savings  which  might  have  been  effected  had  the  treaty 
been  dated  a  trifle  earlier.  They  also  point  out  that  they 
have  thus  been  placed  on  unequal  footing  with  importers 

who  were  able  to  hold  goods  in  order  to  get  treaty  privi- 
leges. 

Looked  Like  Dilemma. 

Then  another  problem  presented  itself.  Invoices  on 
goods  to  which  the  new  tariff  was  applicable,  so  far  as 
date  was  concerned,  did  not  have  the  requisite  amended 
certificates  of  origin  or  the  necessary  declaration  that  the 
25  per  cent,  of  the  cost  of  production  had  been  expended 
in  the  country  of  origin.  These  amendments  came  into 

effect  by  Order-in-Couneil  of  December  17th  last,  and 
apply  alike  to  the  British  Preferential  and  Treaty  rates 
and  also  to  goods  sold  before  shipment  or  on  consignment. 

When  importers  put  in  an  appearance  with  their  in- 
voices on  February  1st,  and  applied  for  new  treaty  privi- 

leges they  were  informed  that  these  could  not  be  granted 
as  legal  requirements  had  not  been  complied  with,  that 
the  goods  would  have  to  be  cleared  at  general  rates,  that 
invoices  would  have  to  be  returned  to  countries  of  origin 

for  proper  certificates,  and  that,  on  their  return,  rebates 
ba.sed  on  the  difference  between  intermediate  or  special 
and  general  rates  would  be  made.  Importers  were  up  in 
arms.  They  foresaw  the  difficulties  of  making  foreign 

f'lippers  understand  the  latest  wrinkle  in  certificates  a,nd 
they  considered  it  unreasonable  that  these  legal  require- 
meits  could  not  be  otherwise  complied  with  under  the 
urgent  circumstances  of  the  occasion. 

Importers  May  Make  Declaration. 
On   February   2nd,  however,   a   delayed   memorajiduni 

was  received  from  Department  of  Customs,  which  cleared 
the  atmosphere.  It  stated  that  warehoused  goods  speci- 

fied in  the  said  Treaty  may  be  ex-warehoused  at  the  rates 
therein  provided,  on  and  after  1st  February,  1910,  upon 
proof  by  declaration  of  the  importer  to  the  .satisfaction 
of  the  Collector  that  the  goods  are,  by  reason  of  their 

origin,  entitled  to  entry  under  the  said  Treaty  or  Con- 
vention. 

This  provision  also  applied  to  French  goods  not  ware- 
lioused  and  stands  for  one  month  from  February  1st. 

The  declara,tii)n  required  of  the  importer  is  that  refer- 
ring to  the  25  per  cent,  of  production  which,  henceforth, 

has  to  be  made  by  the  manufacturer  in  the  eountry  of 
origin.    It  is  a  very  important  clause  and  reads  as  follows: 

"That  each  article  on  this  invoice  is  bona  fide  the  pro- 
duce or  manufaicture  of  the  country  specified  on  the  in- 
voice as  its  country  of  origin. 

"That  each  manufactured  article  on  the  invoice  in  its 
l)resent  form  ready  for  export  to  Canada  has  been  finished 

by  a  substantial  amount  of  labor  in  such  specified  coun- 
try of  origin  and  not  less  than  one-fourth  the  cost  of 

production  of  each  article  has  been  produced  through  the 

industry  of  the  said  country." 
This  certificate  must  be  written  printed  or  stamped  on 

invoices  by  the  exporter.  It  may  not  be  attached  on  a 
separate  slip,  for  the  obvious  reason  that  the  declaration 

might  not  always,  in  such  case,  be  that  of  the  actual  manu- 
facturer. 

The  Official  Must  Know. 

Customs  officials  now  see  that  the  25  per  cent,  clause 
is  going  to  make  much  expert  information  necessary  on 
their  part  and  that  it  may  pave  the  way  towards  much 
arbitration.  How  is  it  possible  for  a  customs  oflScer  to 
determine  whether  25  per  cent,  of  the  cost  of  production 
of  different  articles  has  been  produced  in  the  country  of 
origin?  No  other  than  one  who  has  expert  knowledge  as 
to  processes  of  production  can  safely  determine  this,  and 
it  is  understood  that  steps  are  being  taken  to  have  such 

an  official  available  at  the  important  ports  of  entrj-. 

For  example,  let  it  be  supposed  that  a  Swiss  manu- 
facturer imports  linen  from  Ireland,  cuts  the  fabric  into 

standai*d  sizes  for  a  certain  class  of  article  and  then 

applies  an  expensive  edging  or  other  effect.  This  opera- 
tion would  hardly  entail  one-fourth  the  cost  of  produc- 
tion, yet  it  might  be  shipped  under  the  new  treaty.  The 

Canadian  Customs  official  must  know  enough  to  be  able 
to  determine  what  is  properly  entitled  to  these  rates  and 

what  is  notj  hence  the  necessity  of  competent  men  to 
handle  the  teehniea.l  end  of  the  clause. 

From  H.  S.  Torris  &  Co..  Springhill.  N.S.— En- 
closed you  will  find  ̂ i  which  will  pay  our  subscrip- 

tion to  May  10,  1911.  We  are  pleased  to  add  our 

renewal  to  your  list  and  trust  that  the  amount  re- 
quired to  pay  for  the  new  building  will  soon  roll  in. 

We  trust  you  will  have  the  success  you  richly 
deserve. 

."r>t.«'V'>  ■ 
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'tme        °       \ 

%tkcl\ Re^f 

KNITTING 
YARN 

4  Fold. 
a  n  -  ■     a  Q- 

Knitting 
WOOL 

555^- 

^KMITTINGWOOL  , 

BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our   Canadian  Agents 

D.  M.  Chorlton  &  Bro. 
43  St.  Sacrament  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of    these  3  BRANDS 
IN    ALL  SHADES. 

Quotations     F.  O.  B.     Montreal. 

British  America  Assurance  Company A.  D.  t833 

FIRE  &  MARINE 

Head  Office,  Toronto 
BOARD  OF  DIRECTORS 

Hon.  Gen  A.  Cox,  President  W.  R.  Brock,  Vice-President 

Robert  Bickerdike,  M.P.,  W.  B.  Meikle,    E.  W   Cox.  Geo.  A.  Morrow, 
D.  B.  Hannt,  Augustus  Myers,  John  Hoskin,  K.C.LL.D. 

Frederic  Nicholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 
Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

W,  B.  Malklo,  General  Managerf  P.  H,  Sims,  Secretary 

CAPITAL        --....  $1,400,000.00 
ASSETS   2,182,753.85 
LOSSES  PAID  SINCE  ORGANIZATION      29.833,820.96 

— 

INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES    FORCE  BY 
SUBSCRIBING  FOR     :     :     :      : 

the  Dry  Goods  Review 
FOR    YOUR    DEPARTMENT 

BUYERS 

Write  for  Special  Clubbing  Rates 

^^^ 

Every    Dry    Goods    Store 
should   hava   a 

Defiance 
Button  Machine 

Large  Profits  Covering  Buttons 
with  your  customers'  own  material. 

PRICE,  including  any  three  of  the  following  sizes,   16,  20,  24,  30 
36  or  18. 

$7.50 
SEND   FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 
53  EAST  8th  St.,  NEW  YORK. 

s OUTHALL SANITARY     TOWELS 5 
The  Origrinal  and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 

the  invention  and  manufacture  of  Southalls'  Sanitary 
Tov^^els  possible.  Since  1880  they  have  become 
wi  ely  icnown  and  appreciated  as  an  indispensable 

article  for  ladies'  use,  possessing  advantages  which recommend  them  to  every  woman. 
Apply  for  full  p'lticul.irs  and  samples  to  the  Agent  for  the  Dominion, 

J.  M.  SCHKAK,  Carlaw  Buildings,  Wellington  Street  West,  TokoniO 
Southalls'  Accouchement  Sets  (containini:  all  Requisites.in  3  sizes). Southalls  Sheets  for  Accouchement  and  other  Sanitary  Specialities. Manufactured    by 

SOUTH  ALL  BROS.  &  BARCLAY  Ltd..  Birmingham,  Enjr 

PkaiQ  mention  The  Review  to  Advertisers  and  Their  Travelers. 



The  Co-operation  of   A^dvertising  With  the  Traveler 
Gives  Him  a  Vantage  Ground  and  Arms  Him  With  Convincing  Argu- 

ments —  Its  Operation  on  the  Mind  of  the  Buyer  —  Advertising  Co- 
operation Makes   the    Work  of    the  Traveler    Light    and    Effective. 

(By   J.  Walter  Thompson,  President  of  J.Walter  Thompson  Company,  New  York.i 

THE  easiest  way  in  which  to  realize  the  relation-
 

ship of  advertising  to  the  work  of  the  commer- 
cial traveler  is  mentally  to   eliminate    the  ad- 

vertising and  decide  whether  the  traveler  is    a 

gainer  or  a  loser  thereby. 
At  one  stride  we  go  back  to  the  days  of  the  bagman 

and  the  bellman  ;  the  bagman  driving  his  gig  from  town 

to  town,  and  the  bellman  lugubriously  reading  at  street 
corner  and  market  cross  the  announcement  of  some  local 
merchant. 

It  is  only  when  we  suggest  the  elimination  of  adver- 

tising that  we  realize  to  how  great  an  extent  advertis- 
ing is  news,  that  it  is  full  of  human  interest,  a  running 

record  of  human  progress,  a  chronicle  of  the  ramifica- 
tions of  civilization.  So  essential  is  advertising  to  the 

comfort,  welfare  and  progress  of  the  people  at  large  that 

were  it  possible  that  all  magazines  and  periodicals  should 

unite  to  discontinue  the  printing  of  advertisements,  it 

would  become  absolutely  necessary  to  print  magazines 

that  were  all  advertising,  and  such  magazines  would  be 

even  more  eagerly  bought  by  the  general  public  than  the 

periodicals  devoted  to  pure  literature. 

It  is  because  people  read  advertisements  and  are  in- 
fluenced by  them  that  they  bear  an  important  relation 

to  the  work  of  the  commercial  traveler.  The  purpose  of 

advertising  is  to  create  a  demand  for  the  wares  adver- 

tised. The  work  of  the  salesman  is  to  supply  the  mer- 
chant with  the  wares  to  meet  the  demand  created.  In 

as  far  as  advertising  accomplishes  its  purpose  and  creates 

a  demand  for  advertised  articles,  in  so  far  will  the  work  of 

the  salesman  be  anticipated,  and  his  orders  increased. 

Advertising  as  an  Educator. 

General  advertising  introduces  an  article  to  the  pub- 

lic, familiarizes  people  with  its  qualities,  explains  its 

merits  and  gradually  educates  the  consumer  to  a  desire 

for  the  article  advertised.  Without  this  preliminary  work 

the  merchant  handling  the  goods  would  have  to  do  the 

educating,  and  as  he  himself  would  have  to  be  taught, 

the  work  of  salesmanship  would  be  vastly  increased  and 

the  amount  of  sales  greatly  lessened. 

These  conditions  are  so  well  understood  that  many 

merchants  prepare  a  prospectus  of  their  advertising  cam- 

paign, have  proof-sheets  made  of  the  series  of  advertise- 
ments which  they  intend  to  use,  showing  size  of  space, 

style  of  type,  character  of  argument,  etc.  With  this  in 

hand  the  commercial  traveler  calls  on  the  retailer  and 

finds  it  easy  to  convince  him  that  he  can  afford  to  buy 

a  good  bill  of  the  goods,  which  are  so  effectively  adver- 
tised in  magazines  and  periodicals  that  are  read  by  his 

customers  in  common  with  the  rest  of  the  reading  popu- 
lation. 

A  Concrete  Example. 

Take  a  concrete  example  of  the  dependence  of  sales- 
manship upon  advertising  :  The  Prudential  Insurance 

Company  of  America  has  by  advertising  so  familiarized 

the  entire  population  of  the  United  States  with  its 

strength  and  reliability  that  it  -would  be  practically  im- 
possible to  name  life  insurance  without  thinking  of  the 

Prudential.  Suppose  .all  this  advertising  were  with- 

drawn ;   suppose  thfit  all   t^'O  influence  of  past  advertis- 

ing could  be  wiped  out  ;  what  would  be  the  effect  on  the 

business  of  the  Company's  salesmen  or  agents  ?  It 
would  practically  put  them  out  of  business.  It  would 
close  the  offices  of  all  the  more  important  agents.  It 
would  necessitate  a  new  beginning  on  an  entirely  new 
basis  for  company   and   salesmen   alike. 

In  all  cases  advertising  is  just  as  much  an  essential 

factor  in  salesmanship  as  in  the  case  cited.  The  rela- 
tionship may  not  be  so  strikingly  apparent,  but  it  exists, 

and  the  mere  discontinuance  of  advertising  in  the  pre- 
sent,, without  losing  the  benefit  of  the  advertising  mom- 

entum of  the  past,  would  be  soon  apparent  in  a  rapid 
falling  off  of  sales,  no  matter  how  skilled  and  successful 
the  salesmen  employed  to  push  the  goods. 

There  is  another  phase  of  this  relation  of  advertising 

to  the  commercial  traveler — it  protects  him  from  what 
may  be  termed  piratical  competition.  The  advertising 

of  a  trade-marked  article  makes  it  impossible  that  a 
salesman  with  a  similar  article,  unadvertised,  can  make 
a  sale  for  that  article  on  any  ordinary  plea  of  quality 

or  price.  If  he  could  prove  his  article  to  be  "just  as 
good,"  it  would  be  minus  the  advertising,  minus  the 
popularized  trade-mark,  and  therefore  minus  the  patron- 

age already  created  for  the  advertised  article. 

Creates  Public  Confidence. 

Advertising  creates  public  confidence.  Your  adver- 
tiser has  a  local  habitation  and  a  name,  he  nails  his 

colors  to  the  mast,  you  know  who  he  is  and  where  to 
find  him.  The  American  public  generally  appreciates 

that  big  money  can't  be  spent  on  advertising  to  catch 
one  sucker  to  make  one  sale.  Advertising  to  pay  must 

make  partisans,  it  must  make  steadfast  customers,  and 
to  do  that  the  goods  advertised  must  be  in  quality  and 

quantity  all  they  are  represented  or  even  more  than 

that.  This  fact  roots  in  the  retailer's  mind  also.  He  is 
bound  to  reflect  the  mental  attitude  of  the  consumer, 
and  that  mental  attitude  recognizes  that  the  man  who 
sells  well  advertised  goods  has  a  claim  on  his  time  and 
and  attention  that  does  not  belong  to  the  salesman  who 

offers  goods  unadvertised,  and  leaves  the  burden  of  dis- 
tribution entirely  with  the  merchant  who  buys  the  goods. 

The  relation  of  advertising  to  the  work  of  the  com- 
mercial traveler  is  therefore  most  intimate  and  valuable. 

It  gives  him  a  vantage  ground,  it  arms  him  with  con- 
vincing ai-guments,  it  operates  beforehand  on  the  mind 

of  the  merchant  which  he  must  influence  and  con\-ince 
before  he  can  hope  to  sell  a  bill  of  goods.  Without  this 
assistance  his  work  must  be  increased,  and  his  sales 
would  be  inevitably  lighter  and  fewer  than  they  are 
with  advertising  co-operation. 

The  Robert  Simpson  Co..  Toronto,  will  further  enlarare 

tlieir  buildinsi-  by  the  addition  of  four  storeys.  The  "Wan- 
less  building-  is  to  be  built  to  the  height  of  the  surround- 

ing structure  and  on  the  ground  floor  will  be  <»onverte<l 
into  a  grand  entrance.  The  entrance  to  the  north  on 
Yon  go  street  will  be  done  away  with  and  from  the  Wan  less 

building  uorih  will  be  one  unbroken  display  space. 



Some  Seasonable  Hints  to  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

SILK  MERGER. 

Of  more  than  usual  interest  to  the 

dr}-  g'oods  trade  in  Canada  is  the  join- 
ing of  the  firms  of  A.  S.  King-  Co., 

Limited,  of  Toronto,  who  are  continu- 

ing- on  the  old  Ishikawa  business,  and 
that  of  A.  S.  Rosenthal  Co.,  of  New 
York,  who  are  the  pioneer  people  in 

Chinese  and  Japanese  silk-s,  having 
been  among  the  first  to  open  up 
branches  in  China  and  Japan  many 
years  ago. 

It  seems  tha.t  the  Ishikawa  Co.  were 

Rosenthal's  best  customers  in  Canada, 
and  wishing  to  continue  and  enlarge 
their  trade  in  Canada,  proposed  a 
merger.  After  several  conferences  an 
amalgamation  was  effected,  whereby 
the  A.  S.  King  Co.  would  participate 
to  the  fullest  extent  in  all  the  ad- 

vantages of  the  branches  in  Ohefoo, 
China;  Yokohama,  Japan;  Zurich, 
Switzerland;  Lyons,  France. 

The  Cainadian  buyer  will  no  doubt 
appreciate  the  advantages  which  this 
amalgamation  will  bring  to  them,  for 

it  should  mean  lower  prices  and  larg- 
er assortment. 

The  A.  S.  Rosenthal  Co.  also  pro- 
duce the  celebrated  Tokio  costume 

silk  and  La  Tosca  raw  silk  in  New 

York,  which  the  A.  S.  King  Co.  'have 
been  so  successful  in  selling  this  sea- 

son. The  president  of  the  A.  S.  Ros- 
enthal Co.,  Chas.  F.  Medd,  an  Edin- 

burg'h  born  and  bred  Scotchman,  and 
one  of  the  best  known  silk  experts  in 

New  York,  has  become  vice-president 
of  the  A.  S.  King  Co.,  Limited. 

NISBET  &  AULD. 

Tiie  two-page  advertisement  of 
Messrs.  Nisbet  &  Auld,  on  pages  86-87 
of  this  issue  is  worthy  the  careful  at- 

tention of  every  dry  goods  merchant. 

The  dress  fabric  reproduced  in  na- 
tural colors  of  the  goods  is  bound  to 

be  a  big  seller  during  the  coming  sea,- 
son,  and  merchants  and  buyers  of 

dress  goods  departments  should  pre- 

pai"e  for  the  demand  which  they  will 
surely  experience  for  these  goods,  by 
stocking  them  in  a  good  assortment 
of  colors. 

CANADIAN        REPRESENTATIVE 
APPOINTED. 

We  are  able  to  announce  the  ap- 
pointment of  a  permanent  represent- 

ative in  Canada  for  Welch,  Mar- 
Kctson  &  Co.,  of  London  and 
Londondcrrv,  with  whose  name 

most      dealers     io     mea's    futaisb- 

ings  throughout  Canada  are  familiar. 
This  house  has  not  up  to  the  present 
had  its  own  salesman  in  Canada,  but 
the  growth  of  their  shirt  and  collar 
business,  in  both  home  and  export 
markets,  has  increased  so  greatly  that 
it  has  been  thought  advisable  to 
place  their  own  travelers  in  charge  of 
sample  rooms  in  the  most  important 
territories.  Canada  is  the  first  coun- 

try to  receive  attention,  and  George 
T.  Wilson  has  just  arrived  well  equip- 

ped with  a  complete  range  of  sam- 
ples and  unbounded  enthusiasm  over 

his  firm's  productions.  Welch,  Mar- 
getson  &  Co.'s  customers  will  shortly 
be  receiving  a  call  from  Mr.  Wil.son 

and   pending   arrangements   for  a  pcr- 

GEO.    T.    WILSON 

Canadian  Representative  Welch  Margetson  &  Co. 

manent  sample  room,  those  who  wish 

to  communicate  with  him  are  request- 
ed to  address  him  care  of  Bank  of 

Montreal,  Toronto. 

A  NEW  HANDKERCHIEF  IDEA. 

A  new  line  of  handkerchiefs  that  has 
taken  well  with  the  trade  is  the 

"Higena"  handkerchiefs.  Douglas  & 
Green,  of  Belfast,  Ireland,  manufac- 

ture them  from  the  best  quality 

Egyptian  yarn,  as  well  as  linen.  The 
new  and  very  pleasing  idea  about 

"Higena"  handkerchiefs  is  the  pack- 

ing ;  they  are  put  up  in  sealed  pack- 
ages, from  one  to  four  being  in  a 

packet,  and  they  sell  at  popular 
prices.  The  greatest  care  is  exercised 
in  the  factory  to  keep  them  free  from 
impurities,  and  the  way  they  are  done 
up  prevents  contamination  by  dirt  or 

handling.  Douglas  &  Green's  agent  is 
.1.  F.  IT.  Wallace,  504  Coristine 

Building,  Montreal. 

NO  ADVANCE  AS  YET  IN  OLD 

BLEACH. 

The  new  Februarj'  price  list  for 
Old  Bleach  has  been  received,  and 

notwithstanding  the  advance  in  flax 
there  is  no  eliange  in  the  present 

price  of  Old  Bleach  linens. 

The  Old  Bleach  Co.  are  showing- 
some  effective  striped  novelties  in 
towels,  with  ribbon  and  floral  borders 
and   scalloped   or  hemstitched   edges. 

STAR  WHITEWEAR  CO.,  BERLIN. 

In  the  descriptions  of  dresses  il- 
lustrated in  the  Ready-to-wear  sup- 

plement of  The  Dry  Goods  Review 
last  month,  it  was  stated  in  error, 
that  the  Star  Whitewear  Mfg.  Co., 

of  Berlin.  Ont.,  was  a  Toronto  flrm. 
As  is  evident  from  samples  shown, 
this  firm  is  showing  a  daintily  stylish 
line   for   Spring. 

A  $75,000  ORDER  FOR  LIDDELL'S LINENS. 

All  the  linens  for  use  in  the  La 

Salle,  the  magnificent  hotel  which 
has  just  been  completed  in  Chicago, 
were  furnished  by  the  Wm.  Liddell 

Co.,  and  their  beauty  has  com- 
manded the  admiration  of  both  the 

staff  and  the  hotel  patrons.  The  con- 
tract amounted  in  all  to  about  $75,- 

000. 

The  Wm.  Liddell  Co.  make  a  fea- 
ture of  the  outfitting  of  hotels,  clubs, 

etc.,  and  will  execute  or  furnish  spe- 
cial designs.  For  particulars,  prices, 

etc.,  application  should  be  made  to  R. 
H.  Cosbie,  the  Irish  Linen  Agency, 
Toronto. 

In  connection  with  the  above,  it 

may  be  interesting  to  learn  that  John 
Dearden  &  Co.,  quilt  manufacturers, 

of  Manchester,  England,  have  obtain- 
ed, in  open  competition,  the  contract 

for  the  quilts  used  in  the  La  Salle, 

over  S.OO'O  in  all.  These  quilts  are  of 

beautiful  design,  showing  in  the  cen- 
tre the  crest  of  La  Salle  and  the 

name  of  the  hotel.  A  sample  quilt 
has  been  sent  to  Canada,  and  can  be 
viewed  at  the  office  of  R.  H.  Cosbie, 

who  is  Canadian  agent  for  John  Dear- 
den &  Co. 

HARVEY  QUILTING  CO. 

By  their  removal  from  35  Pearl 
St.  to  340  Dufferin  St.  the  Harvey 
Quilting  Co.,  Toronto,  have  greatly 
enlarged  their  factory  space  and  have 
also  installed  considerable  new 

equipment,  including^  a  goUoting  ma- 
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chine  for  applying  the  shirred  border 
to  comforters,  an  effect  which  adds 

greatly  to  the  appearance  of  these 

goods. 

LINOLEUM     AND      OIL     CLOTH 
CATALOGUES. 

The  Dominion  Oil  Cloth  Co..  Ltd., 

Montreal,  manufacturers  of  all  kinds 

of  linoleums  and  oil  cloths,  are  get- 

ting out  two  illustrated  ■catalogues, 

showing  their  entire  range  of  lino- 
leums and  floor  oil  cloths  in  actual 

colorings. 
These  books  also  embrace  passage 

cloth  linoleum,  stair  oil  cloths  and 

oil  cloth  mats,  or  rugs.  The  books 

will  be  a  handy  size,  viz.,  61/8x7%  in., 

showing  the  designs  5x0  in.,  or  ap- 
proximately one-tliird  the  actual  size 

of  pattern. 

A  NEW  GARMENT  FIRM. 

A  new  tirm  in  the  garment  tield  is 

that  of  J.  W.  Winters  &  Co.,  at  pres- 

ent located  at  39  Pearl  Street,  To- 
ronto. Mr.  Winters  has  an  intimate 

knowledge  of  the  business,  and  has 

been  for  a  number  of  years  the  de- 

signer and  manager  of  the  coat  and 

suit  branch  of  the  Robert  Simpson 

Co.,  carried  on  in  their  factory  on 
Front  Street  West,  Toronto. 

NEW  BRAIDING  AND  EMBROID- 
ERY PLANT. 

Alfred  Weyerstall,  Toronto,  has 

moved  to  14.5  ̂ Wellington  W,  and  has 
put  in  an  extensive  embroidery  and 

braiding  plant.  Having  secured  the 

services  of  an  expert  manager  and 

designer  from  New  York,  he  is  pre- 

pared to  execute  in  the  best  possible 

manner  any  orders  for  braiding,  etc., 
from  the  trade. 

PROPOSED    EXPANSION. 

The  large  number  of  customers  of 

M.  Pullan  &  Sons,  manufacturers  of 

suits,  coats,  skirts  and  di'esses,  will 

be  interested  to  know  'that  this  enter- 

prising firm  has  purchased  the  four 
storey  building  immediately  north  of 

that  now  occupied  by  t'hem  at  the 
corner  of  Bay  and  Wellington  Sts. 

It  is  proposed,  in  the  near  future, 

to  erect  a  ten  storey  building,  cover- 
ing both  premises,  and  this  will  no 

doubt  be  the  largest  individual  fac- 

tory building  of  its  kind  'n  Canada. M.  Pullan  &  Sons  are  making  a 

specialty  of  carefully  selected  open 

orders,  which  are  intrusted  to  t'hem 
by  customers  all  over  the  Dominion, 
and  are  finding  that  this  department 

is  greatly  appreciated  by  the  dealer. 

esi>ecially  if  a  long'  way  from  the 
market. 

In  addition  to  the  regular  line  of 

coats,  suits,  skirts  and  dresses  illus- 
trated in  their  advertisement  in  this 

issue,  they  are  making  a  specialty  of 
a  new  silk  mohair  rubberized  coat  for 

spring,  which  is  proving  to  be  a 
ready  seller. 

HANDSOME   NECK   CHAINS. 

Of  uncommon  interest  are  the  neck 

chains  now  being  shown  by  Tardrew, 

Thomas  &  Co.,  of  Aldermanbury,  Lon- 
don, Eng.  The  style  illustrated  is  a 

very  fine  gilt  or  silvered  metal  chain, 

with  coloi'ed  stone  drops  in  amethyst, 
emerald,  sapphire,  pink  topaz,  etc. 
The  stones  are  all  set  with  clear  backs, 

being  of  g'ood  color  and  noticeable 
brilliance.  Many  other  patterns  are 
shown  in  a  splendid  range  of  prices. 
The  illustration  is  of  a  line  at  31s  6d 

a  dozen.  Long  guards,  ̂ witli  jewels 
at  regular  intervals,  are  also  shown 
from  30s  to  84s  a  dozen.  These  ehaiins 

are  remarkably  handsome  and  rich  in 
their  effect.  Tardrew,  Thomas  &  Co. 
are   also   showing   attractive   belts    in 

Fancy  Neck  Chain— Shown    by  Tardrew,  Thomas 
&  Co.,  London,  Eng. 

velvet  calf,  straight  and  shaped,  in 

twenty-one  different  colorings.  Buc- 
kles, clasps,  slides  and  horn  combs  are 

in  large  variety. 

SANDERSONS  LIMITED  ENLARG- 
ING. 

The  growth  of  the  business  of  San- 
doi  sons,  Limited,  is  evidenced  by  the 
fact  that  they  have  recently  found  it 

necessary  to  enlarge  their  manufac- 

turing and  salesroom  facilities.  An- 
other complete  floor  in  the  large 

building,  of  which  Sandersons  now 

occupy  three-quarters  of  the  entire 
space,  has  been  secured,  and  as 
quickly  filled.  For  spring  selling 
some  decided  novelties  are  being 

shown  by  this  firm,  and  merchants 
w^ho  are  looking  for  neckwear,  belts. 
frillings,  veilings,  etc..  should  seethe 

samples  shown  by  travelers  for  San- dersons, Tjtd. 

IMPORTANT    APPOINTMENT. 

Buttons,  Limited,  the  largest  lirni 

in  England  in  the  button  manufactur- 

ing trade,  have  appointed  the  progres- 
sive firm  of  Messrs.    Greet,  Bredt  i>i 

Co.,  62  Front  St.,  Toronto,  as  their 
agents.  This  firm  has  taken  addition- 

al premises  to  meet  the  growing  de- 
mands of  stock  in  smallwares. 

UMBRELLA   DESIGNS   FOR 
SPRING. 

The  .Standard  Umbrella  Mfg.  Co., 

Montreal,  exclusive  manufacturers  of 
umbrellas,  are  .showing  for  Spring  the 

latest  and  most  up-to-date  styles  of 
handles.  Their  lines  of  mahogany, 

rosewood,  ebony  and  pimento  handles 
are  particularly  attractive,  and  they 

are  showing  the  newest  European  de- 
signs in  gold,  silver  and  horn.  Their 

coverings  cover  a  wide  range  and  em- 
brace the  newest  materials  and  finish- 

es, and  they  make  a  specialty  of  self- 

openers. 
From  now  on  the  business  of  the 

film  hitherto  known  as  Hambly,  Oak- 

ley &  Wilson,  Toronto,  will  be  car- 
ried on  under  the  name  of  Hambly. 

Wilson  &  Co.,  Mr.  Oakley  having  sev- 
ered 'his  connection  Avith  the  firm. 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 
The  most  popular  hotel  in 

OTTAWA,    OXT. 

JAMES  K.  PAISLEY, Proprietor 

HALIFAX   HOTEL 
HALIFAX,   N.S. 

^ACCOUNTANTS   AND   AUDITORS. 
JENKINS   &  HARDY 

Asjiignees,  C'harteretl  Accountants.  Estate  an.l Fire  Insurance  Agents. 
15%  Toronto  St.  465  Temple  Bid?. 
Toronto  Montreal 

COLLECTIONS,  ETC. 

THE 

MERCHANTS  MERCANTILE    CO. 

260  St.  James  St..  Montreal 
Mercantilb  Reports  a.vd  Collections 

Our  met'nod  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and    reliable  in- 

formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.   Main  19.^S 

LEGAL  CARDS. 

Dieckerhoff  RafTloer  &  Co. 
OP  CANADA.  LIMITED 

DRY  GOODS  COMMISSION-  MERCH.\NT3 
AND  MAXI-FACTfRERS  AGENTS 

Montreal  — 52.T  St.    Paul    St  ;    Winnipes  — 400 
Haraniond  Block:  Toronto— l.H-ltifl  Wellineton 
Street  We.st.  cor.  Simcoe  Street— Head  Office. 
Importers  of  Buttons,  Smallwares,  Laces. 
Tailors'  Trimmings,  Linings,  Velvets.  Felts. 

Stock  carried  in  Montreal  and  Toronto. 

WHOLESALE  HOUSES. 

iOCK^^ERSON 
tlMlTfO 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  CDERS  OUR   ESPECIAL   HOBBY 
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Condensed  Advertisements 
AGENTS    WANTED. 

AGENT  WANTED— To  show  amongst  the  retail 
trade    ladies'    belts,    buckles,    jeweled   orna- 

ments and  novelties  in  haberdashery   small- 
wares.     Enquiries  tobe  addressed  "Aldrew,"  care DRY  GOODS  REVIEW,  88    Fleet   St.,  London, 
England. 

AGENT  WANTED-Callingupon  the  wholesale 
trade,  to  show  fringe  nets  and  hair  goods.    A 
splendid  line.     Business  done  direct  with  the 

manufacturer.     Address   "Hair   Net,"   care  DRY 
GOODS  REVIEW,   88   Fleet   St,   London.  E.G., 
England. 

ENGLISH  MANUFACTURER   of   crepes,    cre- 
P3ns,  grenadines,  etc.,  open  to  appoint  Cana- 

dian agent,  calling  upjn  the   wholesale  trade. 
Apply  Box  89,  DRY  GOODS  REVIEW,  88    Fleet 
Street,  London,  England. 

MADRAS  MUSLIN— Wantedby  a  Scotch  manu- facturer agent  for  ecru  and  white  goods,  with 
connection    in    wholesale   trade.     State    full 

part  culars  to  Box  No.  10,  DRY  GOODS  REVIEW, 
Toronto. 

M AZAMET  WOOL— Agent  wanted  selling  on commission  in  Canada.  Write  B,  J.  Rives 
&  Co.,  Mazamet,  France. 

COMMISSION  LINES  WANTED. 

A  GENT  with  fine  connection  Dry  Goods  and 
j\  Furnishings  Trade  in  Toronto  and  Ontario 

wants  minufacturer's  commisMon.  Experi- 
enced salesman.  References.  Box  2,  c/o  of  Dry 

G)ods  Review,  Toronto. 

SALESMEN  want  a   line   for   Eastern  Ontario, 
2     Quebec  and   Maritime  Provinces.     Good   con- 

nection.    Speak   French   fluently.      Salary   or 
commisf  ion.     Address,  P.G.L.,  care  DRY  GOODS 
REVIEW,  Toronto. 

WE  ARE  OPEN  TO  TAKE  ON  COMMISSION 

a  good  line  in  either  men's   or  somen's    ap- parel or  furnishings  for  the  trade  of  Western 
Canada.    Careful  attention  given   and    gooJ   lines 
wanted.     E.  R.  Bollert,  504    Mercantile   Buildine, 
Vancouver,  B.C. 

BUSINESS  OPPORTUNITY. 

ANTED— Good  established  Dry  Goods  Busi- 
ness in  live  Western  Outario  town.  S.  G. 

Read  &  Son,  Limited,  Brantford,  Ont. 
w 

SITUATION  WANTED. 

POSITION  wanted  as  window  trimmer  and  card 
*  writer  by  bright  and  capable  Canadian  young 

man,  with  many  years'  experience;  also  a 
first-class  dry  goods  man,  up-to-date  ideas,  Chicago 
experience.  Apply  Box  l,c'o  Dry  Goods  Review, 
Toronto. 

MISCELLANEOUS. 

A  NY  MAN  who  has  ever  lost  money  in  the  mails 
**■  has  had  occasion  to  learn  by  painful  exper- 

ience that  the  only  properway  to  remit  money 
is  by  Dominion  Express  A'.oney  Orders  and  For- 

eign Drafts.  If  lost  or  delayed  in  the  mails,  a 
prompt  refund  is  arranged,  or  new  order  issued 
without  further  charge. 

pOUNTER  CHECK  BOOKS -Especially  made \y  for  the  dry  goods  trade.  Not  made  by  a  trust. 
Send  us  simples  ofwhat  you  are  using— we'll 

send  you  right  prices.  Our  holder  with  patent 
cirbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 

tems. Business  Systems,  Limi  ed.  Manufacturing 
Stationers,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-power  elevator  will  double  your  floor 

space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 
only  $70.  Write  for  catalogue  "B."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

DOES  YOUR  FIRE  INSURANCE  POLICY 
protect  you?  There  are  points  in  connection 
with  fire  insurance  policies  that  need  exoert 

handling  tj  secure  proper  pr  .tection.  We  are  fire 
insurance  experts.  We  can  safeguard  your  inter- 

ests and  procure  the  lowest  rates.  Mitchell  & 
Ryerson,  Confederation    Life    Building,   Toronto. (tf) 

ELLIOTT- FISHER    Standard    Writing-Adding 
Machines    make    toll    easier.     Elliott-Fisher 
Limited.  513.  No.  83  Craig  St.  W.,  Montreal, 

and  Room  314  Stair  Building,  Toronto. 

ERRORS  AVOIDED,  LABOR  SAVED  — Using the  Shouperior  Autographic  Register.  Three 
copies  issued  at  one  writing.  1st,  Invoice; 

2nd,  Delivery  Ticket ;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  of  carbons.  High 
grade  printing  and  neat  invoices.  Make  full  In- 

quire. Autographic  Register  Co.,  191-193195 
Dorchester  St.  East,  Montreal.  (tf) 

ELIMINATE  FIRE  RISK,  save  insurance,  re" duce  maintenance  costs  and  sive  money  on 
your  actual  building  work  by  using  the  KAHN 

SYSTEM  of  Fireoroof  Construction.  Used  In 
many  of  the  largest  business  premises  on  this 
Continent.  Write  for  catalogue.  Trussed  C'^n- 
crete  Steel  Co-npany  of  Canada,  Ltd.,  Walker  Rd., 
Walkerville.Ont.  (tf) 

FIRE   INSURANCE.    INSURE  IN  THE  HART- 
FORD.    Agencies  everywhere  in  Canada. 

FIREPROOF  WINDOWS  AND  DOORS  made 
stri:tly  t)  the  Fire  Underwriters'  require- ments reduce  your  insurance  rates  and  protect 

your  building.  We  "re  experts  in  this  line  and 
guarantee  you  really  fireproof  good*  and  the 
maximum  insurance  allowance.  Let  us  give  you 
our  figure.  A.  B.  Ormsby,  Limited,  Sheet  Metal 
Wjrkers.     Factories — Toronto,  Winnipeg, 

FOR  FILING  PAPERS,  LETTERS  and  Vouch- 
ers, fastening  bulky  envelopes  or  backing 

statements  the  ACME  No.  2  Binder  is  indis- 
pensable in  every  office.  Penetrates  the  thickest 

piper  and  perforates  and  binds  in  one  operation. 
For  sale  by  all  stationers.  A.  R.  MacDougall  & 
Co.,  Canadian  Agents,  Toronto. 

GET  THE  1910  CANADIAN  ALMANAC  —  In- 
formation on  Customs  Tariff,  Bank  S'ock«, 

Foreign  Exchange,  Post  Offices,  Insurance, 
Assurance,  Patents,  Weights,  Measures,  News- 
pipers,  Magazines,  Succession  Duties.  Paper 
cover,  50c.;  cloth,  7Sc.  At  all  dealers  or  postpaid 
on  receipt  of  price.  Copp,  Clark  Co.,  Ltd.,  Dept. 
C,  86  Front  St.  West,  Toronto. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  typewritten  letters. 
The  Multigraph  does  absilutely  every  form  of 

printing.  Saves  you  25  p.c.  to  75  p.c  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circular  letters.  Write  us-  American 
Multigraph  Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto. 

INSURE  HEALTH  by  Installing  Pullman  System 
•*■  of  Natural  Ventilation.  Simple,  inexpensive. 

All  foul  air  in  room  expelled  through  special 
outlet*.  Use  in  store,  office  and  home.  Send  for 
free  booklet.  Wm.  Stewart  &  Co.,  Sa'urday  Night 
Building,  Toronto;  Board  of  Trade  Building, 
Montreal.  (tf) 

TMPORTANTTO  TAILORSAND  CLOTHIERS 
1  —Buy  your  cloths,  tweeds  and  serges  direct 

from  Scotland.  We  supply  pattern  cards  free, 
containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  sent  by  post 
carriage  paid.  Patterns  for  1910  ready  in  Decem- 

ber. Write  for  them  now  to  A.  Oliphant  &  Co., 
Wholesale  Woollen  Merchants,  133  Trongate, 
Glasgow. 

JUST  NOW  we  are  holding  a  special  sale  of 
second-hand  typewriters.  All  makes  are  re- 

presented—Underwood, Remingtons,  Olivers, 
Empires,  Smith  Premiers,  etc.  I  hey  have  been 
carefully  rebuilt  and  are  in  good  workable  wear- 

able condition.  The  Monarch  Typewriter  Co., 
Ltd.,  98  King  St.  W.,  Toronto,  Ont.  (tf) 

KEEP  ACCOUNTS  without  book-keeping.  A 
century  ago  accounting  meant  keeping  books. 
To-day  you  can  keep  accounts  cheaper,  better, 

quicker  and  more  accurately  by  throwing  away  all 
books  and  installing  a  .McCaskey  Account  Register. 
Don't  be  skeptical  — investigation  costs  nothing. 
Write  us  to-day.  Dominion  Register  Co.,  Ltd., 
lOOSpadlna  Ave.,  Toronto.  (tf) 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est building"!,  gives  better  resu'ts  at  lower  cost. 

"  A  strong  statement,"  you  will  say.  Write  us  and 
letus  prove  our  claims.  That's  fair.  Leach  Con. 
Crete  Co.,  Ltd.,  100  King  St.  West,  Toronto,     (ifj 

DROBABLY  the  most  talked  about  machine  in 
^  Canada  is  the  Hainer  Bookkeeping  Machine. 

It  combines  in  one  machine  tne  cash  and 
credit  register,  time  recorder  and  account  register. 
Representatives  wanted  everywhere.  Write  for 
our  proposition.  Book-keeping  Machines,  Ltd., 
424  Spadina  Ave.,  Toronto.  (tf) 

rOR  SALE. 

AN  EXCELLENT  OPPORTUNITY  for  anyone 
looking  for  a  snap  in  a  first-class  general  store 
property  in  an  Eastern  Ontario  village.  Store 

large  and  convenient  to  wharf  and  station.  Has 
new  furnace  and  lighting  plant.  Present  tenant 
doing  excellent  business.  Terms  can  be  arranged 
for  half  purchase  price  Apply  to  "Gill  Edge," DRY  GOODS  REVIEW,  Toronto,  Ont. 

MISCELLANEOUS. 

(;jAVE  50\:  OF  THE  COST  OF  HANDLING O  merchandise  byinstalling  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 

space  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son,  193  Terauley  Street,  Toronto.  (tf) 

(^AVE  70  OF  YOUR  LIGHT  BILL  by  us'ng 
O  the'  JUST"  Tungsten  Lamp.  Fits  any  socket. Burns  any  angle.  All  candle-powers  from  six- 

teen up.  Prices  as  low  as  50  cents.  Be'ter  write 
us  to-day.  Sterling  Electric  Supply  Co.,  Ltd.,  369 
Yonge  St.,  Toronto,  Ont.  (tf) 

THE    money    you   are  now    losing   through    not having  a    National  Cash  Register  viould   pay 
Its   cost  In  a  short  time.    Write  us  for  proof. 

The  National  Cash  Register  Company,  285  Yonte 
St.,   Toronto. 

fHE  "KALAMAZOO"  Loose  L-af  B  nder  is theonly  binder  that  will  hold  just  as  many 
sheets  as  you  actually  require  and  no  more. 

The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 

Bros.  &  Rutter,  Ltd.,  King  and  Spadina,  Toronto. 

THE  METAL  REQUIRED  IN  A  MODERN CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  p-oduce  at  minimum 

cost  Concrete  Reinforcements,  Fenestra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Comp'ete  stock;  quick  delivery. Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Fireproofing  Co.,  Ltd., 
Fraser  Ave.,  Toronto.  (tf) 

TJSE  the  best  cirbon  paper.  Our  "Klear-Kopy" *-'  carbon  gives  clear,  unsmudged  copies  of  your letters  and  other  documents  It  has  been 
selected  by  a  leading  goverrment  againut  43  com- 

petitors. 'Peerless''  typewriter  ribbons  give clear  letters  and  will  not  clog  the  type.  Sold  by 
all  dealers.  Write  us  for  samples.  Peerless  Car- 

bon and  Ribbon  Co.,  Toronto.  (tf) 

VJ^AREHOUSE   and    Factory  Heating  Systems. 
**      Taylor-Forbes  Company,  Limited.    Supplied 

by  the  trade  throughout  Canada. 

WHEN  BUYING  BOOKCASES  insist  on  hav- 
ing the   best  in  the  market— "  Macey    Sec- 

tional Bookcases."     Carried  In  stock  by  all 
up-to-date  furniture  dealers.     Illustrated   booklet 
sent  free  on  request.     Cinada  Furniture  Manufac- 

turers, Ltd.  ;  General  offices,  Woodstock,  Ont.(tf) 

WANTED— A  splendid  opportunity  for  dealers to  handle  the  best  combination  Duplicating, 
Addressing  and  Office  Printing  Machine  on 

the  market.  Exclus  ve  territory.  Send  name  and 
address,  giving  occupation  and  reference',  to  the 
Canadian  Writerpresa  Company,  L'd.,  33  John  St., 
Hamilton,  Ont. 

YOU  can  display  yourgoods  to  better  advantage 
through  the  use  of  up-to-date  fixtures.  We 
are  spjcialists  in  the  planning  of  stores  and 

offices.  Our  catalogue  contains  illustrations  of 
many  new  feiturea  and  several  handsomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 
catalogue  J?  Jones  Bros.  &  Co.,  Ltd.,  30-32 
Adelaide  St.  West,  Toronto.  (tf) 

YOU  need  the  best  possible  protection  from  fire  I •*■  If  your  valuables  are  In  one  of  our  safes,  you 
can  rest  at  ease;  no  fire  is  too  hot  for  our 

safes  and  vaults  to  withstand.  We  manufacture 
vaults  and  safes  to  meet  every  possible  require- 

ment. Write  for  catalogue  "S."  The  Goldie  & 
McCuUoch  Co.,  Ltd.,  Gait,   Ont,  (tf) 

(Tjw-  buys  the  best  duplicating  machine  on  the 
Cp/'n  market.  ACME  will  print  anything  a  job 

'  '-'  printer  can  do.  Complete  outfit:  Acme' 
Duplicating  Machine,  one  tubularstand  fitted  witn 
type  cases,  compartments  plainly  lettered  and 
arranged  like  universal  keyboard  of  the  standard 
make  of  typewriters,  one  drawer  for  accessories 
and  forms,  20  lb.  font  of  typewriter  type,  rne 
chase,  one  Acme  ribbon  any  color  with  typewriter 
ribbon  to  match,  one  pair  tweezers,  two  quoins, 
one  key,  one  oil  can  and  one  set  of  reglets.  Sold 
with  a  guarantee.  Acme  Duplicator  Co.,  Balti- 

more, Md.,  U.S.A.  (tf) 
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Gordon  Umbrella 
as  illustration,  is  absolutely  the  closest  rolled  um- 

brella.  Best  frame,  finest  silk.    Also  made  for  ladies. 

Compare 

Eclipse  Umbrella 

values  with  g-oods 

in  stock  and  we'll 
leave  the  order 

question  to  your 

judgment.  Our 

values  and  assort- 

ments tell  the 

story. 

Get  samples  of    wanted 

lines. 

Our  Variety 

of  handles  is  the 

largest  in  the  trade. 
All  the  latest 

desig-ns  in  Ladies' 
Directoire  Handles, 

in  all  materials, 

such  as 

Rosewood 
Mahogany Ebony 

Pimento 
Ivory 

Silver 

Gold 

and  the 

tastiest  combinations. 

Send  your  orders  now  for  Spring-  jtrade.      State  quantity,  price,  style.      Our 
selections  will  please.    After  inspection,  goods  returnable  if  not  satisfactory. 

The  Eclipse  Umbrella  Co.,  Limited 
454  St.  James  Street MONTREAL 



DRY     GOODS     REVIEW 

TO  THE  TRADE- 
February,  1910 

The  Great  Assorting 
House  of  Canada 

General  Dry  Goods 
Carpets,  House  Furnishings 

Men's  Furnishings,  Haberdashery 
Ladies'  Ready-to- Wear  Goods 

Woollens  and  Tailors'  Trimmings 

Buy  where  a  dollar  gets  most  value. 
We  make  a  specialty  of  specials. 

We    bring    you    near    the    cost    of 

production. 
Our  values  stand  comparison. 

Good  buying  makes  selling  easy. 
Put  your  money  into  goods  that  sell. 
Profit  comes  from  quick  returns. 

We  seek  your   business   only  on  the 
basis  of  mutual  interest. 

Send  us  a  trial  order Our  quick  system  of  filling  letter  orders  a  specialty 

John  Macdonald  &  Co.,  Limited 
TORONTO 
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1 

FEBRUARY,    1910 

Richard  L.  Baker  &  Co. 
Mill  Selling  Agents             Importers 

100  WELLINGTON  ST.  WEST   TORONTO 

Our  motto  is   "VALUE" 
VALUE   is  no    doubt    what   you    are    looking    for. 

Therefore  see   before  you   make   purchases  for 

AUTUMN  1910 
Our    range    of   CASHMERE    GLOVES 

RINGWOOD  GLOVES 
CASHMERE  HOSE 
KNITTED  WOLLENS 

Import 

^'*°  VBrand -^  *"*^ 

Ribbed 

Underwear 
Manufactured  by 

S.  Lennard  &  Sons,  Dundas,  Ont. 

J      4<  4  \  7/^  IWT 1^  IVTIT'^y    Toques,  Sashes,  Hosiery,  Mitts  and  Gloves. 
ana         A.  V  U  IN  IVlN  1  1  Hockey  Caps  and  Neck  Mufflers. 

Manufactured  by 

Avon  Hosiery  Limited,  Stratford,  Ont. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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You  Cannot  Find  A 

Stronger,  Finer  Line  Than 

MARK 
REeiSTEBED 

TIGER  BRAND. 

i% 
f9 

TIGER  BRAND 
UNDERWEAR 

For  1910 

This  ever  popular  line  is  further  improved 

this  year — our  splendid  new  equipment 
facilitates  the  production  of  garments  that 
cannot  be  surpassed  for  Strength,  fit, 
comfort  or  durability  in  the  Dominion. 

Make  it  a  point  to  see  our  distinctive  line 

of  samples  now  ''en  route'  for  1910 — 'twill 
be  to  your  good  advantage  as  well  as  ours. 

The  Gait  Knitting  Co.,  Limited 
Gait Ontario 

Ontario:  J.  E.  McClung,  Toronto.     Quebec:  P.  DeGruchy,  Montreal.     Maritime  Provinces: 
F.  S.  White,  St.  Stephen,  N.B.     Manitoba  and  West:  Gerhard,  Hanley, 

McKay,  Co.,  Limited,  Winnipeg 

Please  mention  The  Revietv  to  Advertisers  and  Tk-^r    Travelers. 



Window  display  of  Sweater  Coals  by  T.  Eaicn  Co.      The  window  is  of  particular  interest  because  of  style  variety  In  garments  shown. 

Heavy  Demand  With  Raw  Materials  at  High  Levels 
Improved  Patronage  for  Higher  Grades  —  Advance  About  $2.00  Dozen 
on  the  Finer  Wools  —  Higher  Prices  for  all  Accessories  and  Labor 
—  The    new    Sweater    Coats  —  Strong    Placing  in  Outer  Garments. 

MANUFACTURERS  of  knitted  goods  are  very 

busy,  and  the  volume  of  orders  ■which  they 
have  to  attend  to  would  indicate  that  such 

condition  will  exist  for  some  time.  In  fact,  in 
some  quarters  it  is  stated  that  with  raw  materials  where 

they  are,  they  would  just  as  soon  see  a  slackening  of 
activity,  and  the  question  of  refusal  of  further  business 

until  they  can  see  daylight  has,  by  some,  been  seriously 
considered. 

There  is  every  indication  of  good  repeat  business  in 
Spring  and  Summer  lines,  and  the  demand  for  better 

goods  is  such  that  it  is  not  likely  that  necessary  price 
advances  will  have  a  detrimental  effect.  It  would  seem 

that,  if  deliveries  can  be  satisfactorily  attended  to^  the 
country  is  .in  good  condition  to  meet  the  financial  require- 

ment. A  striking  instance  of  this  demand  for  better 

grades  was  recently  given  by  the  buyer  of  a  department 
catering  to  all  classes.  He  pointed  out  that  while  very 
heavy  business  had  been  done  last  year  in  prices  ranging 
from  50  cents  to  $1  the  garment,  the  demand  from  what 
he  considered  the  same  class  this  year  had  shown  a  de- 

cided preference  for  goods  ranging  from  25  to  50c  letter 
and  that  many  people  who  had  bought  cheaper  flat  knits 
had  taken  a  better  grade  in  ribbed  goods.  It  appears, 
therefore,  that  there  is  ground  for  the  assertion  that  the 
country  is  in  a  good  mood  to  consider  reasonable  ad- 
vances. 

The  Price  Situation. 

There  has  been  little  change  in  prices  on  advance 
Summer  lines,  as  the  cotton  from  which  they  were  manu- 

factured  was   not   affected   by   the    advancing    tendency. 

Where  manufactui'ers  are  not  covered  at  anything  like 
these  prices,  repeat  business  will  show  some  value  changes, 
stated  by  some  to  be  equivalent  to  10  to  15  per  cent.  So 
far  as  Fall  prices  are  concerned  the  great  change  is  noted 
in  the  higher  grade  wools.  The  increase  dn  some  lines 
amounts  to  about  $2  a  dozen,  or  from  7J  to  10  per  cent. 
The  changes  on  the  cheaper  grades  for  advance  business 

are  very  slight,  and  by  no  means  consistent  with  advances 
in  wool  or  yarn.  Manufacturers  have  had  to  be  more 
resourceful  than  ever  before  in  producing  goods  that  are 

representative  of  standard  values  in  a  satisfactory  de- 

gree. 

Heavy  Advances  Reported. 

The  knitted  goods  situation  in  the  United  States  can- 
not fail  to  be  of  interest  to  the  Canadian  manufacturer 

who  has  watched  the  effect  of  the  protective  features  of 
the  Payne  tariff.  Stories  are  being  published  broadcast, 
states  the  New  York  Journal  of  Commerce,  to  the  effect 

that  extraordinary  advances  have  been  made  in  under- 
wear and  hosiery.  One  states  that  an  advance  of  25  per 

cent,  to  follow  an  advance  of  50  per  cent,  has  been  agreed 

upon  by  knit  goods  manufacturers,  their  agents  and  the 

men  who  are  to  sell  the  goods.  These  stories  are  mani- 
festly being  circulated  and  encouraged  for  general  con- 

sumption, and  not  for  the  effect  it  will  have  in  the  prim- 

ary market. 

The  actual  situation  in  the  market  is  that  very  mod- 
i^rate  advances  have  been  made  in  the  selling  prices  of 
goods  compared  with  the  extraordinary  advances  in  the 

costs  of  production  due  to  higher  costs  of  raw  mater- 
ials,    such     as     cotton,     wool,     etc.       One     very    strong 
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reason  why  trade  is  so  hard  is  that  very  low 
prices  have  been  nnmed  by  some  large  producers  who  need 

the  b'.isiness  to  keep  their  organizations  intact.  Buyers 
of  hosiery  and  underwear  have  been  applying  themselves 
better,  and  they  recognize,  through  being  forced  to  do  so. 

t.'".at  they  will  have  to  pay  more  or  go  without  merchan- 
dise. Agreements  to  name  prices  in  hosiery  and  under- 
wear amount  to  about  as  much  as  agreements  made  to 

lift  the  prices  of  yarns.  They  simply  do  not  work  because 
the  elements  of  merchandising  at  this  time  are  against 
the  operation  of  those  kinds  of  agreements. 

The  men's  wear  market  continues  to  shiver  under  the 
influence  of  keen  competition  for  business  at  the  opening 

of  the  season.  The  large  producers  who  are  selling  very 
close  indeed  are  getting  business,  but  some  of  them  would 
be  glad  to  see  where  they  are  to  make  profits  at  the  prices 
now  current. 

* 

Less  Price  Cutting. 

The  higher  prices  in  aU  departments  have  had  another 
effect.  While  competition  is  very  keen,  price-cutting  has 
not  taken  the  extreme  form  it  did  one  year  ago,  when 
some  lines  were  hammered  to  death,  and  profits  to  the 
manufacturers  concerned  were  out  of  the  question.  Thus, 
a  line  which  last  season  was  priced  at  $3.70  is  selling  for 

Fall  at  $4.15,  and  it  is  stated  that  the  former  price  'was 
below  the  expense-paying  level. 

Factories  are  so  busy  that  it  requires  careful  figuring 

in  order  that  economic  standards  of  production  are  main- 
tained. This  is  always  one  of  the  serious  problems  in  a 

season  when  raw  materials,  accessories  for  finishing  and 
labor  are  at  high  levels,  the  demand  is  urgent,  and  prices, 
on  account  of  competition,  close. 

Heavy  Business  in  Sweater  Coats. 

Sweater  coats  have  had  an  extraordinary  run  during 
the  present  season.  In  popular  lines,  ranging  from  $2 

to  $4,  it  has  been  a  problem  to  make  the  supplj-  me;t  the 
demand.  It  must  be  remembered  that  at  the  time  advance 

business  was  placed  for  the  present  season,  the  trade  was 
somewhat  conservative  and  manfacturers  inclined  to  keep 

very  close  to  their  orders.  As  the  year  progressed  it  was 

seen  that  a  very  heavy  re-order  business  was  more  than 
likely,  and  actual  developments  have  been  such  that  mills 
have  been  crowded  with  orders,  and  the  bulk  of  ihem 
called  for  quick  delivery. 

For  next  Fall  the  ordering  has  been  done  on  a  far 
more  liberal  basis,  and  a  great  many  very  fine  designs 
have  made  their  appearance,  both  in  jacket  and  extended 

lengths.  The  military  effect,  buttoned  some  inches  to  one 
side  and  with  tight-fitting  neck,  is  a  feature,  while  the 

V-shaped  neck  is  still  a  strong  factor.  Several  varia- 
tions in  neck  treatment  are  shown. 

Following  Tailored    Effects. 

The  standard  narrow  coat  collar  with  graceful  front 

roll,  and  a  general  effect  suggestive  of  the  orthodox 
sacque  or  tailored  coat,  is  a  style  which  has  been  shown  in 

ladies'  goods.  Some  of  these  coats  have  the  lower  cor- 

ners slightly  rounded  oft',  have  two,  three  or  four  buttons 
and  have  a  very  dressy  appearance.  They  are  made  up 

in  whites  and  greys,  either  plain  or  with  collar,  pockets 
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and  cuffs,  emphasized  in  blue,  or  in  the  brown  and  fawn 
shades,  which  are  being  introducel  quite  successfully. 
Deep  reds  and  catawbas  are  also  being  well  considered, 

and  the  blues  with  trimming  of  gi'ey  and  white,  are  a 
good  combination.  Heavy  collars  are  still  featured  in 
the  heavy  outing  coats  for  next  Fall. 

Among  the  new  lines,  which  are  being  shown  is  a 

man's  Avorsted  sweater,  with  napped  surface,  after  the 

camel's  hair  effect.  They  come  in  greys,  tans  and  navy, 
with  any  combination  of  collar,  and  in  sizes  up  to  44. 

Knitted   Suits. 

The  knitted  suit  has  arrived  It  has  had  a  very  strong 

vogue  in  Paris,  where  it  originated,  and  in  England,  and 

it  is  about  the  latest  word  in  knitted  equipment  for  out- 

ing purposes.  The  suit  is  a  natty  two-piece  outfit,  and 
possibility  of  shrinking  and  sagging  have  been  eliminated 
by  the  use  of  finest  Australian  Botany  yarns,  and  by  the 
manner  in  which  it  is  cut  and  stayed.  It  is  produced  in 

all  the  latest  colorings  and  combinations,  such  as  cham- 
pagne, fawn,  browns,  tans,  greys,  and  white.  The  coat  is 

in  smart  military  style,  and  when  the  suit  is  worked  out 
with  border  trimming  in  colors  contrasting  with  the  body 
color,  a  strikingly  stylish  effect  is  the  result. 

The  best  selling  coat  in  ladies'  lines  is  the  one  which 
reaches  well  over  the  hips.  There  is  some  demand  for 

tiie  full  three-quarter  length  coats,  but  it  is  not  extensive, 
owing  to  the  high  price  for  good  quality.  Clieap  grades 
in  the  long  coats  are  far  from  satisfactory.  The  belted 
Norfolk  coats  are  good  sellers. 

Plain  knitted  coats  are  in  good  demand,  and  for  ladies' 

novelty  lines  show  treatment  of  seams,  collars,  pockets 
and  cuffs,  closely  corresponding  with  the  most  stylish  cloth 
outfits.  It  would  appear,  therefore,  that  in  identifying 

his  productions  closely  with   latest  styles,  the  raanufac- 

Heavy  sAfeater  coat  in   sKy  and  navy.      Made   in  ail  stylish 
color  combinations  and  in  sizes  for  men   and    boys 

—  Shown  by  R.   M..  Ballantyne,  Ltd.,   Stratford. 

wear  white  leads  in  volume  of  sales  with  grey  and  the 
heathery  mixtures  next  in  favor. 

There  is  a  decided  trend  towards  the  reproduction  in 

knitted  coats  of  the  style  features  of  fabric  garments,  and 

Lady's  knitted   jaijkci,  uiih   belt.      Made  in   all    fashionable 
colors  —  bhown   by   Dr.   Jaeger   Sanitary  Woollen 

System    Co.,  Montreal. 

turer  is   adopting  a  course    which   will  long  ensure   the 

popularity  of  the  knitted  coat. 
In  children's  coats  the  Norfolk  styles  are  prominent. 

Some  have  simply  the  waist  belt,  while  others  are  of 
tlie  full  Norfolk  type,  and  worked  up  in  grey  and  blue, 

wjiite  and  blue,  and  in  fact,  all  of  the  popular  combina- 
tions, they  make  a  natty  outer  garment  for  little  people. 

Tinv  knickers  and  skirts  are  also  featured. 

Neglige  Lines. 
The  knitted  garment  for  neglige  wear  has  a  firm  place 

in  favor,  and  there  has  been  a  good  demand  for  gowns 
and  jackets  in  fine  fluffy  wool.  These  garments  are  very 
daintily  finished  in  silk,  satin  braid  and  other  trimmings, 
and  top  stitching  is  employed  so  that  raw  edges  are 
eliminated.  Manufacturers  make  these  garments  from 

specially  designed  patterns  in  contradiction  to  the  fallacy 

that  neglige  equipment  was  not  necessarily  form-fitting  or 
stylish.  Some  of  these  garments  have  the  sailor  collar, 

semi-fitting  back,  frog  fastenings  and  girdles,  while  others 
are  plainer,  with  simple  V  collar  effect,  and  full  back. 
They  are  certainly  a  delightful  garment  for  indoor  wear. 

Hosiery  and  Underwear. 
It  has  been  an  excellent  placing  season  for  Spring  and 

Summer  underwear.  Domestic  lines  continue  to  show 

marked  improvement  in  style,  finish  and  trimming,  and 
it  is  this  development  which  will  always  win  for  them  the 
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For  continuous 

hard  wear 
no  brand  on  the  market 

can  hold  a  candle  to 

'Dominion" 
Brand 

Burritt's    "Dominion" 
UNDERWEAR,  HOSIERY, 

SOCKS,  MITTENS, 

TOQUES,  GOLFERS,  SWEATERS,  OVER- 
SHOES, etc.,  are  a  line  you  can  handle 

with  every  satisfaction  and  good  profit. 

Write  for  price . 

A.   Burritt  &  Co. 
MITCHELL,  ONT. 

^NOVA  SCOTIA  WQqj-N, 

J  [_ 
The   Eureka    Line 

for  1910 
is  bigger  and  better  than  ever 

In  addition  to  the  standard  heavy  weight, 
medium-priced  lines  for  men,  there  are  the 
following  : — 
Light  weight  unshrinkable  underwear  for 
men  and  women,  for  fall  and  spring  wear. 

A  line  of  heavy  weight  unshrinkable  under- 
wear for  boys. 

Coat  Sweaters  for  men,  women,  misses 
and  boys. 

Blankets,  yarn  and  stockinette. 
Our  travellers   are   now   taking   orders  for 
all  these  lines. 

Just  say  the  word  and  we  shall  send  samples 
and  prices. 

Nova  Scotia  Knitting  IVIiUs 
Llmltetl 

Eureka,  Nova  Scotia 

loyalty  of  the  Canadian  trade.  Import  lines  show  ap- 
preciation of  the  fact  that  Canadian  mills  have  made  vast 

strides  in  good  selling  essentials,  for  many  exquisite  ef- 
fects, not  only  in  yr<rn  treatment,  but  also  in  trimming, 

are  shown  in  foreign  goods.  In  mercerized  yarns  there 
are  garments  which  have  every  appearance  of  silk,  and 
though  they  are  available  at  medium  prices,  selling  agents 
state  that  retailers  are  often  tempted  to  charge  prices 
that  are  more  in  keeping  with  appearances. 

Manufacturers  and  wholesalers  report  ui^on  the  pres- 
ent hosiery  season  as  very  satisfactory.  Advances  are 

spoken  of  in  this  department  also,  and  on  fine  cashmeres 
the  increase  is  placed  at  about  10  per  cent.  Among  the 
newer  effects  are  neat  woven-in  clocks  and 
stripes  and  wide  contrasting  stripes,  which  were 
introduced  in  lisles  for  Summer,  will  also  be  a  feature  in 
cashmeres.  Small  embroidered  effects  are  also  good.  On 
Summer  repeats  for  lisles  the  advance  is  estimated  at 
from  10  to  15  per  cent. 

It  is  stated  that  there  is  a  decided  tendency  in  the 
retail  trade  to  carry  a  larger  range  of  the  better  grades 

Worsled  sweater  coat    in  napped  surface,   camel's   hair    effect.     Made  in  <ll 
leading  colors  and  in  men's  and  boys'   sizes  —  Shown 

by  Joseph  Simpson  Sons,  Toronto. 

and  to  concentrate  upon  their  introduction,  ihis  will  entail 
a  certain  amount  of  education  of  the  consumer,  but  it 

would  appear  that  present  conditions  make  such  a  culti- 
vation most  opportune. 

In  ladies'  goods  for  Summer,  fine  gauzes  are  taking  a 
prominent  place  in  the  demand,  and  there  are  those  who 
predict  a  stronger  call  for  silk.  Plain  colors  will  be  very 

good,  laces  are  said  to  be  improving,  but  daintily  embroid- 
ered patterns  are  going  to  have  a  strong  place. 

+ 

The  Indispensable  Sweater. 
Staff  Correspondence. 

New  York,  Jan.  27. — The  hand  made  sweater  comes 
high,  but  is  the  last  word  of  smartness.  Now  that  the 
long  coat  sweater  has  come  in  with  the  motoring  fad  and 
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IT>S  NO  EASY  MATTER,  from  among  all  the  brands 
now  on  the  market,  to  decide  on  any  one  line  of  under- 

wear.    May    we     point  out  some   of    the   good  qualities  of 

The  "ZENITH"  Underwear? 
Its  texture  is  perfect,  weight  just  right,  elasti- 

city exceptional  and  its  comfort  in  wear 

unequalled.  "Zenith"  Brand  brings  repeat 
orders  and  causes  an  influx  of  custom  to 

your  store.    Prove    our  claims! 

S.  LENNARD   &  SONS,     Dundas 

TRADE. 
MARK 

UNSHRINKABLE  V^'A 
^A^^\.  xK^y     WOOL 

NDERWEA 

/ 

PATENT  ' 

WRAP 

LADIES' 
Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
"STAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 

parts  are  strengthened  and 
extra  spliced. 

These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

W/tofrsatf  onlif 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

PATENT    STAR  SEATS 

THE     LEADING     ENGLISH     UNDERWEAR. 

Please  mention  The  Rc'iiC7r  to  Advertisers  and  Their       Travelers. 
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You 

Can't Tell! 

THE 

You  may  have  tried  a  great 

many  kinds  of  Men's  Under- wear, but  if 

Waterhouse  Brand 
was  not  amongst  the  number,  you  have 

missed  the  BEST.  Our  skilled  and  up-to- 
date  methods  of  handling  the  choicest  raw 
materials  have  enabled  us  to  produce  an 

article  which  has  jumped  right  to  the  fore- 
front of  public  favor.  These  are  the 

goods  for  you  to  handle.  Leading  whole- 
salers stock  them. 

Thos.  Waterhouse  &  Co. 

INGERSOLL,  ONT.    i-[m[ted 

Your  Reputation 
And  Profit  .  .  . 

are  equally  protected  if  you  are 
selling  Underwear  that  bears  the 
"Zimmerknit"  trade  mark. 

2 TRADE
     m  

MARK INHerRN 

No  Undergarments  made  are  quite  as  good 

as  "Zimmerknit"  Goods  in  texture,  finish,  ma- 
terials and  softness  to  the  skin. 

None  genuine  unless  bearing  our  Trade  Mark. 

SOLD  BY  ALL  CANADIAN  JOBBERS 

Zimmerman  Manufacturing 
Co.  Limited,  Hamilton,  Ont. 

is  being  adapted  to  many  other  uses  the  cost  of  the 

hand  made  model  soars  still  higher,  and  $20  is  not  un- 
usual for  such  a  model,  vs'hile  occasionally  the  price  runs 

much  higher. 

Great  variety  is  shown  in  the  stitches  used  and  little 
original  touches  in  pockets,  collar,  cuffs  and  colorings 
give  individuality  to  the  garments.  Moreover  the  hand 
made  sweater  may  be  ordered  in  any  color  desired,  while 
the  machine  made  model  is  shown  in  a  limited  range  of 
color  schemes. 

The  manufacturers  have  improved  greatly  in  their 
handling  of  the  sweater  problem,  copying  lines  and 

stitches  of  good  hand-made  models  so  cleverly  and  per- 
fectly that  it  is  difficult  to  discriminate  between  the 

two. 
This  is  particularly  true  of  the  models  in  several  new 

stitches  which  have  been  turned  out  by  machine  this 
year.    One  of  these  stitches  is  rough  and  effective,  copied 

Boy's   sweater   coat    in    grey   and   blue,  with  belt.     Made 
in   all   popular   color   combinations  —  Shown  by 

A.   Burritt  &  Co.,  Mitchell,  Ont. 

exactly  from  a  hand  knitted  design,  but  with  the  sur- 
faces reversed.  That  is,  what  is  the  outside  of  the  hand 

stitch  is  the  inner  side  of  the  machine  stitch.  The 

manufacturer  made  this  change  advisedly,  having  decided 
that  the  wrong  side  of  the  hand  knitted  model  was  more 
attractive  than  the  right  side,  and  the  result  justifies 

the  theory,  as  will  be  seen  on  examining  the  two  sweat- 
ers side  by  side. 
The  all-white  sweater  continues  to  be  first  choice, 

though  it  is  not  so  practical  for  hard  usage  as  a 
darker  garment.  It  is  however  more  becoming  than 
the  greys  and  blues  and  browns  and  reds,  and  while  it 
soils  easily  some  women  seem  to  have  good  luck  in 
cleaning  or  washing  it. 

Touches  of  color  are  very  effective  on  some  of  the 
sweaters  and  a  collar  and  cuffs  of  darker  tones  will 
often  make  a  white  sweater  look  fresh  much  longer  than 

it  would  if  it  were  all  white.  This  practical  considera- 
tion is  often  disregarded  and  the  color  introduced  merely 

in  a  narrow  band     bordering     collar,  cuffs,   pockets  and 
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A  Monthly  Retail  Advertising  Service  and  the  Special 
Help  of  Our  Ad.  Man  Without  Cost  to  Nazareth  Dealers 

There  is  only  one  condition  and  that's  this — you  must  sell  NAZARETH 
WAISTS  or  NAZARETH  WAISTS  UNION  SUITS. 

If  you  don't  sell  them,  your  the  exception,  but  it's  easy  to  remedy  that— see  your  jobber. 

Getting  back  to  the  start— this  retail  advertising  service  will  consist  of  a  number  of  original  and  attractive   cuts,   with 

copy  to  go  with  same,  for  your  general  advertising;   special  sale  plans  and  hints  and  helps  for  increasing  business. 

It  will  all  be  done  up  in  handy  form  and  sent  to  you  in  fresh  batches  once  a  month  under  cover  of 

Atfd^e  t@Ri'e/@r4tJiI  44y. 
And  more  than  that,  any  time  you  want  special  copy  for  your  individual  use,  our  advertising  department   will  roll  np 

its  sleeves  and  produce  it  for  you— also  gratis. 

Some  people  have  already  told  us  that  we  are  inviting  a  lot   of  work.      We   know   it— We   didn't  go   into   this  with 
our  eyes  shut. 

We  are  willing  to  work  for  any  dealer  who  works  for  us,  selling  children's  knit  garments  that  bear  this  trade-mark. 

Nazareth7     Mills  at 
Nazareth, 

Pa..    U.S.A. 

*NMii4dto€5 

350  Broadway, Ne^v    York 

Canadian    Representatives  : — 

E.  H.  Walsh  ̂   Co., 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 

Halifax,  N.S. 
J.  A  M.  Murphy 
W.  4  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 

Macnec  4  Minncs 

London,  Ont. 
McMahen,  Granger  &  Co. 
R.  C.  Struthers  A  Co. 
Robinson.  Little  A  Co. 
Dickison,  Nicholson  &  Go. 

Quebec,    Que. 
Thibaudeau  Freres  &  Cie. 
McCall.  Shehyn  &  Co. 
Gauvreau.  Beaudry  k  Cie. 

Montreal,  Que. 

W.  R.  Brock  Co..  Ltd. 
Gault  Bros.  *  Co.,  Ltd. 
Grcenshields  Ltd, 

Hodgson.  Sumner  A  Co. 
A.  Racine  A  Co. 

Brophy.  Parsons  A  Rodden 
Kyle.  Cheesbrough  A  Co. 
Mclntyre,  Son  A  Co. 
P.  P.  Martin  A  Co. 
A.  O.  Morin  it  Co. 

Ottawa,  Ont. 

John  M.  Garland,  Son  A  Co. 

St.Joiin,  N.B. '^he  Vassie  Co..  Ltd. 

Frank  Skinner  A  Co. 
Manchester,  Robertson  A  Allison 
Scovil  Bros.,  Ltd. 

Winnipeg,   Man. 
R.  J.  Whitla  A  Co.,  Ltd, 
Robinson.  Little  A  Co. 

Peterboro,  Ont. 

W.  J.  Hopwood 

Toronto,  Ont. 

John  Macdonald  A  Co. 
Beattv.  Kerr  A  Verner 
W.  R  Brock  Co.,  Ltd. 
Gordon.  Mackay  A  Co. 
Denton,  Mitchell  A  Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 

Calgary,  Alta. 
W.  R.  Brock  Co..  Ltd. 

Thirty-five  Canadian  wholesalers  handle  this 

best  known,  easiest  selling  knit  waist  and 

most  of  them  have  the  NAZARETH  WAIST 

UNION  SUIT— three  garments  in  one. 

NAZARETH  WAIS''  CO.,  c 
350  Broadway.  NY. 

We   sell   NAZARETH    WAISTS   
We   sell    NAZARETH    WAIST    UNION 

SUITS   
(Check  the  line  or  lines  you  carry) 

Put  us  on  The  Ginger  Jar  list  for  1910. 
First  issue  out  February  1st 

Firm   
Street   

Town   ,   ...,,,, 

PUase  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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perhaps  fronts,  the  white  being  left  next  face  and  hands 
and  bearing  the  brunt  of  soil. 

Very  pretty  models  are  shown  with  fine  lines  of  color 
knitted    in    at    two    inch   intervals    all    over   the    sweater 

Neglige '/gown 'of  ripple  wool  eiderdown,  semi-fitting  back, 
fancy  sailor  collar,  trimmed  with  satin  facing  and  narrow 
black  and  white  piping,  two  frog  fastenings,  large  silk 
girdles       Shown    by    Gait    Knitting    Co. 

surface,  these  lines  running  vertically.    The  color  of  the 
stripes  is  repeated  on  collar,  cuffs  and  pockets. 

Leather  brown  and  a  soft  khaki  brown  are  popular 

in  sweaters  now,  being  usually  combined  with  white  af- 
ter the  fashions  just  described  or  used  for  the  body  of 

the  sweater  and  relieved  by  white  collar  and  cuffs. 

The  collarless  V-neck  sweater  retains  its  vogue, 
though  during  the  winter  season  collars  that  may  be 
turned  up  and  fastened  closely  around  the  throat  are 

first  choice  and  for  motoring  a  collar  is  always  advis- 
able. The  Russian  idea  has  invaded  the  province  of  the 

sweater  and  there  are  various  pretty  models  with  close 

high  collar  and  opening  down  the  left  front.  These  u.* 
ually  have  a  contrasting  color  in  the  collar  and  border- 

ing the  line  of  opening,  but  this  is  not  obligatory.  A 
good  model  seen  was  in  Russian  lines  fitted  in  at  the 
waist  by  knitted  ribbing.    It  was  very  smart. 

There  is  a  tendency  toward  fitted  effects  of  this  kind, 
though  the  note  is  as  yet  but  slightly  sounded.  One  of 
the  smartest  of  the  new  sweaters  this  season  has  fitted 

back  and  semi-loose  front,  odd  pointed  jiockets,  whose 
upper  line  begins  just  at  the  waist  line,  being  used  to 
give  .something  resembling  a  girdle  effect. 

The  sweater  ending  at  the  waistline,  though  a  handy 
little  garment,  obviating  bulkiness  around  the  hips,  is 

hard  to  find  to-day,  but  it  will  doubtless  come  in  again 
with  the  advent  of  short  and  close-fitting  coats. 

The  Western  Knitted  Goods  Market. 

Staff  Correspondence. 

Winnipeg,  .Jan.  28. — As  this  is  the  "between  season" 
for  wholsale  dry  goods  houses  there  are  many  features 
of  interest  that  may  be  noted.  That  the  output  during 
the  past  few  months  in  all  winter  lines  of  knitted  goods 
has  been  large,  is  putting  it  mildly.  Wholesalers  have 
been  rushed,  and  they  have  not  been  able  to  look  after 
the  trade  in  an  adequate  manner. 

The  enormous  demand  that  was  created  last  Fall  for 

the  best  grades  of  all  wool  underwear  and  hosiery  was 
not  followed  by  sufficient  sujjplies  from  the  mills  to 
satisfy  it,  and  although  the  prices  have  gone  up  in  all 
wool  lines,  the  maiket  has  not  affected  the  trade  in  the 
slightest  degree.  There  has  recently  been  an  advance  of 
3  cents  on  yarn  in  the  Old  Country  and  an  advance  from 
10  to  25  cents  on  all  cashmere  yarns.  There  is  little 

possibility  of  repeat  orders  from  the  wholesalers,  how- 
ever, on  worsted  and  union  goods,  since  their  orders  are 

already  very  heavy.  But  should  supplies  run  short,  as 
they  have  done  in  the  past,  the  advanced  market  will 
not  figure  in  delaying  repeat  orders. 

"The  goods  will  sell  at  any  price  if  they  are  wanted" 
is  the  way  a  wholesaler  put  it  the  other  day.  At  any 
rate  the  prices  on  wool  goods  are  everywhere  regulated 

by  the  demand,  so  there  is  no  danger  of  one  getting  be- 
yond the  reach  of  the  other.  This  is  different  from  the 

cotton  goods  market  which  is,  in  the  main,  regulated 

by  United  States  combines. 
The  woollen  goods  trade  is  interesting  from  the 

standpoint  of  production.  The  demand  is  greater  than 

it   was'  ten  years  ago,   but  the  production  is  said  to  be 

Lady's   .^8-inch   coat.     Made  in   all   stylish    color    and    stitch 
combinations      Shown  by  A.  Burritt  &  Co.,  Mitchell,  Oni. 

less.      There     was     no   alternative  but  for   an  advanced 

market. The  knitted   coats     have     had  an  excellent  run    this 

season,  and  it  is  expected  they  will  come  on  the  market 
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^  The  cut  and  fit  of 
Monarch  Knitted  Coats 

and  Suits  are  all  that  could 

be  desired  and  an  exclusive 

feature  of  the  Monarch  knit  is 

that   these  goods  are  warranted 

to  retain  their  original  form  and  not 

to  sag  or  get  out  of  shape.      There 

is  a  wide  range  of  colors. 

,ONARCH, 
KNIT ^  «.- 

The   "PrL 
nncess 

i% 

FIT 

■^ 

j^j 

The   "910" ^  We  manufacture  an  extensive 

line  of  Men's  Knitted  Coats  in  all 

weights,  children's  and  ladies' coats, 
toques,  petticoats  and  bedroom 

slippers. 

The  Monarch  Knitting 

Company,  Limited 
DLNNVILLE,   ON T.         BUFFALO,  N.Y. 

ST.  CATHARINES,  ONT. 
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To  those  looking  for  better 
values  in  Knitted  Goods  ! 

Vou    will    do   well    to  hold  your  orders  until    \  ovi    have 
examiiietl  the  samples  of 

B EAVER RAND 
Our  travelers  are  on  tlie  way  to  youi-  store.  There  aie 

two  main  reasons  why  3011  should  handle  BKA\"E1\ BRAND  KNITTED  GOODS:  i.  In  quality  and  finish 

they  are  equal  in  ever}-  way  to  the  best  imported  goods. 
2.  When  you  order  from  us  you  are  ordering'  direet  from 
a  mill  that  is  thoroughly  modern  in  manufacturing  and 
selling  methods.  We  give  you  what  you  want  —  when 

you  want  it. 

The  REAX'KR  BR.AND  line  comprises  an  extensive 
range  of  KNITTED  CO.VTS,  SWEATERS,  JERSEYS, 

CAPS,  TL'OrES,  MIEFLERS,  HOSIERY,  MITTS  and 
(iLO\'E.S,  in  a  \ariet\'  of  attractive  soliil  colors  anil 
popular  combinations. 

R.  M.  BALLANTYNE,  Limited,  Stratford,  Ont. 

Wolsey   Underwear 
little   too  late  to  talk  about  this  .season,  not  to  early  to  talk  about  the 
Fall  season,  19 lo. 

This  one  fact  is  worth  repeating-  all  the  time  : 

Wolsey_,Underwear  Builds  Business 
WOLSEY  Underwear  is  pure  wool,  perfect  fitting, 

sound  wearingandABSOLUTELYUNSHRINKABLE 
in  wash  and  wear. 

To  sell  a  customer  WOLSEY  is  to  feel  confident  of  a 

regular  customer,  and  friends,  too. 

This   .season    has   been    the   biggest  in  the    history  of 
WOLSEY.     Make  up  your  mind  now,  if  not  a  seller 
of  WOLSEY,  to  ask  your  wholesaler  for  Wolsey  Un- 

UNSHRINKABLE       derwear  for  next  season. 

Please  mention  The  Review  to  Advertisers  and  Their      Travelers 
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With  the  lines  ot  Hosiery  you  are  selhiij^?     Do 

they  satisf\-  vour  customers?      If  not,  try 

MAPLE  LEAF  Brand 
OF  HOSIER  Yand  mitts 
Because  the  best  is  none  too  good  for  your  trade. 

The  Goderich  Knitting  Co.,  Limited 
GODERICH ONTARIO 

Sellingr  Agents :    J.  E.  McClung,  Toronto,  for  Ontario.     Fred 
S.  White.  St.  Stephen,  N.B..for  Maritime.  Gerhardt,  Han- 

ley,  McKay  Co.,  Limited,  Winnipeg,  Man.,  for  West. 
A.  L.  Gilpin,  Montreal,  Que.  for  Quebec 

^^^^H) 
THE  HALL-MARK  OF Resriitfred  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRtNCl- 
PLE,  and  starting  with  TWO  THREADS 

in   the   TOP,   it    increases    in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unslirinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had   from  any    of    the    Leading 
Wholesale  Dry  Goods  Houses 

next  year  with  a  vengeaiu-o,  in  more  pronounced  styles, 
in  both  the  ladies'  and  men's  knit  coats  the  trade  has 
simply  been  hand-to-mouth  continually.  The  mills  were 
short  of  yarns  and  no  promi.se  could  be  made  when  de- 

liveries could  be  sent  off,  and  for  several  wrecks  there 
has  .scarcely  been  a  pound  of  knitted  goods  in  local 
wholesale  houses.  It  is  more  particularly  noticeable  in 
these  lines  that  the  price,  though  firm,  and  growing 
firmer,  did  not  affect  the  sale.  There  is  no  doubt  that 
the  market  will  be  higher  next  Fall,  but  merchants  are 
not  thinking  about  the  i)ricc.  They  aie  concerned  about 
the  quantity  and  quality  only. 

This  season's  trade  is  characterized  by  the  superior 
quality  of  knit  goods  that  are  in  demand.  The  buying 
has  almost  all  been  in  the  superior  grades. 

Several  wholesale  houses  have  next  Pall's  samples  on 
hand  and  some  are  already  on  the  road.  There  is  little 
change  from  last  season.  The  three-quarter  length,  semi- 
fitting  coats  will,  however,  be  the  most  popular  in  the 
ladies'  gaiment.  .\nd  white  will  be  the  predominating color  with  blue  and  brown  good  seconds.  Collars  will 
be  both  roll  and  military  with  a  slight  favoritism  for 
the  tight-fitting  military  band,  fa.stening  in  front  to 
distinguish  it  from  the  unpopular  old  .sweater  style. 

Men's  sweater  coats  will  be  much  of  the  style  as 
those  of  last  sea.son  when  the  vest  cut  collar  and  ̂ rey 
color  were  extensively  worn.  They  are  peculiarly  suit- 

able for  western  wear,  and  a  fine  line  of  Spring  golf 
jackets  are  being  .shown, in  local  houses.  Ladies'  golf 
and  canoe  coats  of  a  slightly  lighter  weight  for  Spring 
will  be  popular  and  merchants  are  getting  in  limited 
stocks  at   the  present  time. 

+ 
Who  is  Getting  the  Best  of  it  ? 

At  the  recent  meeting  of  the  Knit  Goods  Buyers' 
Association  in  New  York,  a  speaker  referring  to  some 
l)eculiarities  of  the  price  situation  had  this  to  say  : 

"All  of  us  here  who  sell  the  jobbing  trade  have  pop- ular langes  of  say  $1.75  to  $1.85.  The  price  of  mercer- 
ized yarn  advances  18  cents  per  pound,  which  -.hould 

l)ring  with  it  an  equal  advance  in  the  price  of  our  pro- 
duct. If  we  ask  you  gentlemen  of  the  jobbing  trade 

$2.10,  or  even  if  our  mills  work  on  a  closer  margin  to 
tide  over  a  critical  period,  and  we  offer  the  goods  at 
$2.00,  or  even  $1.95,  you  say  :  "What  can  I  get  for  it  ? 
It  has  to  be  retailed  for  25  cents  and  all  my  customers 
will  pay  is  $2.10."  Xow,  gentlemen,  I  think  that  the 
immutability  of  that  position  is  overestimated.  I  went 
into  a  little  retail  store  recently  and  seeing  a  familiar 
looking  box  asked  the  price  of  an  article  which  you  can 
buy  for  $1.75.  It  was  35  cents  per  pair.  As  I  had  made 
some  liberal  purchases.  I  told  the  dealer  that  I  was  in 
the  business  and  asked  what  he  would  be  willing  to  pay  for 
such  an  article.  He  said  the  sock  in  question  cost  him 
$2.10.  I  recently  went  into  a  large  Broadway  furnish- 

ing goods  store  to  buy  some  shirts.  As  I  was  leaving 

the  clerk  said  :  'We  are  having  a  special  sale  of  a  sock 
w'hich  was  50  cents  now  selling  at  35  cents.'  I  examined 
it  and  found  it  to  be  an  ordinary  black  lisle  seamless 
sock  for  which  no  one  here  would  pay  more  than  $1.50. 
One  of  the  largest  clothing  stores  in  the  city  has  been 
selling  for  50  cents  a  number  which  we  sell  to  an  im- 

porter at  $1.85  and  is  sold  by  him  at  $2.25.  It  is  my 
belief  that  the  retailer  is  getting  the  better  of  us  and  ot 
the  consumer.     We  must  pay  for  all  that  advertising. 

"Whereas  raw  cotton  has  been  held  at  advances  ot 

anywhere  from  45  to  80  per  cent,  over  last  season's 
prices  and  cotton  yarns  have  advanced  5  to  7  cents  pei 

pound  over  quotations  of  last  year,  the  price  of  under- 

wear has  been  increased  only  an  average  of  ~i\   per  cent. 
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Sow^  Good  Seed,  anc 
In  cultivating  the  field  of  bud 
you  sell  is  the  most  important! 
a  crop   of  satisfaction  ;  bad   c 

In   selling   underwear   you   will   be 

and   permanent   good-will   if  you   spe 

HYGEIAN  UNDERWEAR  EXCELS 

as    a    customer-pleaser    and    retainer. 
There  are  a  number  of  good  reasons 
for  this  which  you  can  readily  see 
for  yourself  when  samples  are  pre- 

sented by  your  jobber's  traveller. 
Please  hold  your  order  for  Fall  goods 
until  you  have  examined  the  Hygeian 
samples. 

R.   MOODIE 
HAMILTON 

& 

^ak^ra  of  the  Celehji 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Reap  Good  Profits! 
mess  the  quality  of  the  goods 

'actor.  Good  quality  produces 
qiality  produces  dissatisfaction. 

ilinting  the  seed  of  immediate  profit 
Jiialize  on 

HYGEIAN    UNDERWEAR 
is  sold  by  jobbers 
from  the  Atlantic 
to    the    Pacific. 

ASK    YOUR    JOBBER 
FOR    HYGEIAN    BRAND 

\  SONS,  LIMITED 
ONTARIO 

D  d  "Hygcian"  Waists 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Jaeger  Pure  Wool 
With  the   coining  of    Spring 

comes   the  demand  for 

Neglige   Shirts 

TRADE      Xl  4X      MARK. 

Our  range  of  designs  in 

Pure  Wool  Taffeta,  Tussore  and  Cambric 

surpasses  anything  we   have  previously    shown. 

The  garments  are  made  in  our  own  factory 
in  Montreal  and  are  cut  and  finished  as 

carefully    as    the     finest    made-to-order    goods. 

Send  for  Catalogue  and  Patterns  of  Materials 

Spring   weights    in  Pure  Natural   Wool  Underwear,   a 

full     stock     in    all    sizes    for    Men,    Ladies     and    Children. 

Our  Travellers  are  on  the  road  now.     If  you 

wish  to  see  a  full  range  of  Jaeger  for  Spring 

and   Fall,  write  us   at  once. 

Dr.  Jaeger's  '^'S^^  System  i?^l 
Wholesale  Warehouse,  52  Victoria  Square 

MONTREAL 

COMPANY 
TED 

PUase  mention  The  Review  to  Advertiser}  and  I  licir    Travelers 



Window  trim   of   fine  underwear,   by    Robert    Simpson    Co.,  Toronto.     The    goods    are   arranged  on   stands 
and  tables,   plush    being  used   for   filling;    mirrored  background. 

Problems  of  Buying,  Selling  and  Displaying  Knit  Goods 
Style  Features  of  New  Sweater  Coats  Enable  Trimmer  to  Work  out 
Attractive  Designs  in  Windows  -  Importance  of  System  in  Keeping 
Stock  —  Salesmen     Express    Their    Views    on     the     Size     Problem. 

To  display  knitted  g-uods  cITcctively  is  one  of  ti
iuse 

propositions  which  taxes  the  originality  o£  the 
trimmer.  Decorative  backgrounds  are,  of  course, 

out  of  the  question  for  it  is  an  easy  matter  to 

have  an  irrelevant  elaboration  detract  from  the  goods. 

Nevertheless,  severely  practical  though  the  work  may  be, 

it  is  possible  to  dress  a  window  very  attractively  with 

the  coat  sweaters  which  are  being  manufactured  at  the 

present  time.  They  conform  to  style  requirements  to 

such  an  extent,  and  have  become  so  exceedingly  popular 

for  a  multitude  of  purposes  that  the  latest  effect  is  al- 

ways attended   with  interest. 

Reciprocal  Windows. 

I'ossibly  it  is  this  practical  versatility  of  the  gar- 
ment which  sometimes  discourages  the  efforts  of  the 

trimmer  to  work  out  any  very  distinctive  window  de- 

sign. During  the  present  season  a  trimmer  in  a  fair- 
sized  town  fitted  up  a  window  with  figures  arranged  in 

coat  sweaters,  toques,  mittens,  mocassins,  snow  shoes, 

toboggans  and  such  like.  It  was  a  good  seller  for  every- 

thing in  the  window— even  the  man  who  loaned  the  snow- 
shoes  and  toboggans  made  something  out  of  it.  Shortly 
afterward  he  introduced  the  same  idea  and  was  able  to 
direct  some  business  towards  the  dry  goods  store.  This 
was  profitable  reciprocity. 

It  is  a  very  small  proportion  of  coat  sweaters,  how- 
ever, that  is  seen  at  the  toboggan  slides  or  in  the 

snowshoe  clubs.  They  are  used  for  a  score  of  other 
sports,   are   worn  in  warehouses  and  offices,   and  a  great 

many  are  simply  u.sed  about   the  house  of  a   morning  or 
evening. 

Mass  and  Group  Displays. 

It  would  seem,  therefore,  that  the  trimmer's  chief 
recourse  lies  in  the  direction  of  the  mass  or  group  dis- 
l)lay  emphasizing  styles  and  colors.  The  combination 
window  is  an  excellent  idea.  A  waist  and  cnat  may  be 
fitted  over  a  form,  the  coat  being  left  open.  This  idea 
has  been  worked  out  on  full  length  forms  to  show  the 
style  and  utility  of  the  long  knitted  coats  and  harmony 
possible  with  the  dress  fabric  shades.  The  trimmer  of 
one  of  the  large  city  stores  states  that  he  found  the 
combination  plan  one  of  the  most  effocti\e.  It  is  not 
necessary  to  have  a  headed  figure  and  the  trimmer  must 
be  careful  of  the  color  effect.  This  idea  is  one  which 

lends  itself  very  well  to  garments  recommended  for 
street  wear. 

Use  of  Forms. 

Tlie  trimmer  of  the  small  store  may  find  himself 

handicapped  for  want  of  forms.  If  he  has  among  his  fix- 
tures a  corset  figure,  he  has  no  reason  to  complain.  The 

sweater  coats  may  be  fitted  over  these  nicely  and  the 

sleeves  filled  with  paper,  while,  for  the  neck,  it  is  pos- 
sible to  introduce  a  knitted  scarf.  For  location  in  the 

window  the  department  or  store  such  a  figure  presents 
an  appearance  better  calculated  to  invite  inspection  than 
is  the  garment  lying  flat  upon  the  counter.  A  change 
may  be  made  frequently  and  other  styles  and  colors  or 
varieties  of  stitch  shown.  Xo  garment  should  be  displajed 
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Change  of  Selling  Agents 
The  attention  of  the  Trade  is  called  to  the  fact  that 

The  Regal  Shirt  Company,  of  Hamilton, 
are  now  our  sole  selling  agents  for  Canada,  and 
we  bespeak  for  them  the  courtesies  shown  us  in 
the  past. 

The 

Ellis  Line  of  Underwear 
needs  no  introduction,  as  it  is  already  famous  through- 

out the  country  for  its  many  admirable  qualities, 
But  we  might  mention  again 
its  superb  elasticity,  a  feature 
entirely  our  own,  conducing  to 
the  most  perfect  fit  and  com- 
fort. 

And  we  were  well  protected 
when  the  cost  of  raw  materials 

rose,  so  that  the  prices  of  our 
lines  are  practically  the  same 
as  last  year. 

The 

Ellis  Manufacturing  Co. 
Limited 

Hamilton,  Ontario. 

The  Regal  Shirt  Co., Selling  Agents. 

Flease  mmtwn  Th(  Review  to  Advertisers  and  Their  Travelers. 
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GO   AFTER 

THE  ODD  SIZE  MAN" 

The  normal  man 
can  get  his  size 

in  most  an}' 
store.  It's  the 
"too  large"  or 
"too  small,  "  or 
"too  stout"  or 
"too  thin'  man 
who  has  trouble 

in  getting  Un- derwear that 
fits. 

He  is  the  man 

who  would  ap- 
preciate your 

store — and  be- 
come a  regular 

customer  —  i  f 
you  carry  his 
size.  You  can 

get  it  in 

Stanfield's Unshrinkable Underwear 

Made  in  all  sizes  from  22  to  72  inch  chest  measure — 
and  if  a  customer  is  outside  these  limits,  we  will  knit  the 
underwear  to  order  for  you. 

A  perfect  fit  for  every  figuie  is  only  one  of  the  con- 
veniences of  Stanfield's  Unshrinkable  Underwear. 

Write  for  samples  and  prices. 

STANFIELD'S  LIMITED,    -    TRURO,  N.S. 

Health   Brand 

Under\vear 
For  Spring,  1910,  we  will  sell 
HEALTH  BRAND  underwear 
shipped  and  charged  direct  from 
the  factory. 

We  are  in  a  position  to  offer  you 
better  values  than  any  other 
manufacturer  in  Canada. 

It  will  pay  you  to  see  samples 
before  placing  Spring  orders. 

Sole  Selling  Agents 

Greenshields  Limited 
MONTREAL 

I 

for  such  a  length  of  time  that  customers  may  suspect  it 
to  be  the  only  kind  in  stock. 

Again,  it  must  be  said  that  there  is  such  variety,  so 

many  strong  selling  points  in  the  sweater  coat  to-day 
that  the  merchant  who  feels  that  he  should  have  a 

greater  demand,  .should  not  be  long  without  business  if 
he  makes  proper  display  or  gives  the  public  other  means 
of  information  as  to  the  merit  of  his  stock.  Where  the 

window  is  large  enough  it  may  contain  different  group- 
ings illustrative  of  as  many  style  effects  where  these 

have  such  decided  novelty  as  to  warrant  concentration 
in  selling,  or  a  mass  window  may  be  employed  which 
will  serve  as  an  index  to  the  stock  of  the  department  or 
store.  Such  a  window  is  well  adapted  to  the  special 
sale  feature. 

Underwear  and  hosiery  are  another  proposition.  They 

are  removed  from  the  staple  class  only  so  far  as  trimm- 
ing, colors  and  designs  will  take  them.  Effective  under- 
wear windows  are  frequently  seen  which  include  com- 

paratively few  garments,  daintily  draped  on  fixtures 
with  a  filling  of  plush  to  relieve  monotony.  Such  a 
window  has  a  very  rich  appearance.  All  black  hosiery 
windows  have  been  strikingly  worked  out  by  arranging 
the  goods  in  circles  on  a  perpendicular  background,  or 

by  groupings  on  pedestals.  Here,  again,  a  plush  filling 
may  be  used  to  advantage.  Since  the  introduction  of 
the  great  range  of  fancy  colorings,  the  trimmer  has 
found  a  means  of  compelling  interest  in.  his  hosiery  win- 

dow which  formerly  did  not  exist.  Some  trimmers  ques- 
tion the  advisability  of  using  limb  forms  for  hosiery 

since  they  sometimes  stretch  the  goods  injuriously,  and, 

they  add,  a  woman  can  tell  the  effect  of  a  design  with- 
out the  assistance  of  an  artificial  medium. 

Location  of  Department. 

In  its  location  in  the  store  the  ladies'  knitted  goods 
department  will  be  closely  associated  with  other  ready- 
to-wear  lines,  for  it  has  often  been  found  that  the  spec- 

ial attractions  whaich  may  be  featured  in  one  section 
will  assist  business  in  the  other.  In  one  store  it  will 
be  found  that  sweater  coats,  underwear,  and  kindred 
lines  are  combined  with  whitewear,  the  outer  garments 
occupying  a  more  distinctive  place  probably  than  the  other 
in  order  that  style  individuality  may  be  played  up  in 
display.  Hosiery  occupies  a  department  by  itself  on  the 

first  floor.  Men's  goods  occupy  a  section  of  the  furnish- 
ings department  and  arc  quite  apart  from  the  ladies' 

"section. 

In  another  store  the  ladies'  lines,  including  hosiery, 
are  located  in  one  distinct  department  on  the  ground 
floor,  the  opinion  being  that  it  can  be  made  a  strong 
attraction  within  itself  without  direct  combination  with 

other  ready-to-wear  lines.  It  is  noted  that  in  both 

stores  knitted  goods  business  has  been  stronglj'  spec- 
ialized. 

Selling  Knitted  Goods. 

In  no  department  of  a  store  is  the  best  of  salesman- 
ship more  exacting  than  in  that  devoted  to  knitted 

goods.  There  appears  to  be  no  limit  to  the  amount  of 
information  which  the  buyer  and  his  staff  can  make  use 
of.  In  the  large  stores  the  department  is  cut  up  into 
sections,  each  one  having  a  man  responsible  for  stock 
record  and  proper  introduction  of  goods.  Where  there 
are  a  hundred  and  one  different  lines  of  knitted  goods. 

it  is  impossible  to  overestimate  the  importance  of  a  per- 
fect stock  record.  During  a  rushed  period  goods  may  be 

taken  from  reserve  without  the  proper  record  being 

made  in  the  sheets  prepared  for  that  purpose.  In  order 
that  there  be  no  possibility  of  error  the  heads  of  some 
divisions  check  over  their  stock  daily,  certainly  not  less 
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frequently  than  once  a  week,  and  in  this  way  inaccur- 
acies are  guarded  against.  The  question  might  be  asked, 

why  is  it  so  important  to  bother  with  a  system  such  as 
this  when  the  mills  are  close  at  hand  ?  True,  it  is  an 
easy  matter  to  communicate  with  the  mills,  but  at  the 
present  time  with  raw  material  up  and  the  demand 
heavy  manufacturers  are  inclined  to  sit  very  tight  and 
live  close  to  their  orders.  In  a  less  urgent  period  the 
opposite  is  often  the  case. 

System  a  First  Essential. 

"It  will  se  seen,  therefore,"  said  a  buyer  to  The  Re- 
view, "that  system  is  one  of  the  first  essentials  in  a  knit- 

ted goods  store  department.  The  careful  buyer  will  insist 
upon  it  for  that  is  the  barometer  which  keeps  him  in 
touch  with  stock  movements.  Then,  again,  there  are 
lines  which  always  sell  themselves,  and  others  which, 
while  meritorious,  require  the  best  salesmanship  to 
dispose  of  them.  It  is  true  that  the  buyer  or  head  of  the 
department  must  see  that  the  members  of  his  staff  are 
giving  every  department  of  stock  a  fair  show.  True,  it 
is  the  duty  of  the  salesman  to  see  that  his  customers 

are  satisfied  with  their  purchase,  but  that  hardly  justi-  . 
fies  him  in  unwarrantably  ignoring  goods,  which  require 
a  trifle  more  salesmanship  and  which  would  undoubtedly 
give  as  good  if  not,  eventually,  better  satisfaction. 

Technical  Knowledge. 

"There   is   no  getting  away   from  the   fact   that     the 
salesman   who     knows     what     he  is  selling,   its  wearing 

self  as  a  salesman  with  ambition  for  a  buyer's  position, 
spent  six  months  in  a  knitting  factory.  He  familiarized 
himself  with  wool  grades,  with  spinning,  with  the  setting 

Neelige   jacket,  ripple  wool  eiderdown,   fitting    bacli,   satin 
facing  with  narrow  blacli  and   white  piping,   two     frog 

f«stenings  —  Shown  by  Gait  Knitting  Co. 

qualities,  how  it  is  made  and  all  that  is  the  more  valu- 

able person  in  such  a  department.  We  had  a  young  man 
here  a  few  years   ago   who,   in   order  to  better  fit   him- 

"Co-Ed"  l^nittedsuit.  Made  of  Australian  botany  yarn  to  prevent 
shrinliing,  and  cut  and  stayed  in  such  a  way  as  to  prevent 

sagging.  Produced  in  all  latest  color  combinations  —  Shown 
by  Monarch  Knitting  Co.,    Dunnville,    Ont. 

up  of  needles  in  the  machines,  with  pattern  adjustments 
and  all  that,  and  he  became  a  decidedly  valuable  man. 
Of  course,  all  salesmen  cannot  do  likewise,  but  if  they 
intend  to  make  good  there  is  much  that  they 
can  learn  from  department  heads  and  those 
with  whom  they  come  in  contact  who  know  something 
about  the  practical  end.  It  is  here,  I  maintain,  that 
much  good  might  be  done  if  technical  classes  were  avail- 

able to  the  ambitious  salesman. 

"As  in  other  departments,  much  can  be  done  here 
by  way  of  introduction  and  suggestion.  While  a  know- 

ledge of  human  nature  is  certainly  to  be  cultivated,  tact 
in  its  application  is  necessary.  For  example,  a  few  hours 
ago  a  man,  with  none  too  prepossessing  an  appearance, 
walked  up  to  a  salesman  and  a.sked  to  be  shown  some 
wool  underwear.  Instead  of  politely  enquiring  the  grade 

required  or  any  peculiarity  of  the  man's  wants— for  eight 
out  of  ten  men  have  fixed  notions  about  underwear — the 
clerk  pointed  to  values  shown  on  a  cheap  table.  The 

man  looked   at  the  price,   59  cents,   and  somewhat    dis- 
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Isn't  It  True  That  Your  Interests,  as  a  Merchant, 
Are  Identical  With  Those  of  Your  Customers  ? 
Then  Stock  and  Feature  Hewson  Underwear 

Modern  merchandising— far  different  from  the-old  time  methods-  -is 
being  developed  on  the  principles  that  what  is  best  for  the  consumer 
is  best  for  the  dealer. 

This  fact  has  an  important  application  to  HEWSON  UNDERWEAR. 
The  Province  of  Nova  Scotia  has  long  been  famous  for  the  superiority 

of  its  wool. 

The  name  "HEWSON"  is  recognized  as  representing  the  best  woolen 
goods  that  Nova  Scotia  produces. 

Unshrinkable,  pure  wool,  elastic  rib,  heavy  weight— it  is  the  ideal 
underwear— -careifuUy  finished,  slightly  garments  of  splendid  value. 

Offer  "HEWSON"  UNDERWEAR  to  your  trade  and  win  their 
confidence. 

A  post  card  will  bring  one  of  the  25  Hewson  salesmen  to  you  promptly. 

HEWSON  WOOLEN  MILLS,  Limited Amherst,  N.S. 

Pen-Angle  Underwear 
You  can  enjoy  real  pleasure  in  handling  Pen-Ajigle 

Underwear.  "It  sells  rapidly.  It  is  made  right  in  every 
way.  It  gives  satisfaction  to  all  who  buy  it.  You 
never  need  hesitate  to  recommend  it,  for  our 

guarantee     protects      both     you      and      your     customers. 

ArUNSHRINKABLE^ 

^j//     Trade  AfarK 

Penmans,  Limited, Paris,  Canada 

MANUFACTURERS 
NOTICE 

We  are  instructed  by  the  Trustees  for  the  Bond- 
holders of  the  DOMINION  WOOLLEN  MILLS 

COMPANY  to  offer  for  sale  the  desirable  factory 
property  at  Beauharnois,  Que. 

Excellent  buildings,  water  power,  boilers,  shaft- 
ing, electric  light  plant,  sprinklers,  etc. 

For  plans,  etc  ,  apply 

D.  W.  OGILVIE  &  CO.,  Inc. 
Tel.  Main   .^IIS 11  St.  Sacrament  Street,  Montreal 

PARKS 
'HOSE  AHD 

HALF  HOSE 
They  are  made  from  the  best  English 
and  Domestic  yarns,  and  will  wear.     ::   :: 

Another  excellent  line  is  a  heavy  Stockin- 
ette in  2-ply  wool  for  boys.  Also  Stockin- 

ette in  Eng^lish  Cashmere  for  ladies'  wear. 

—BUY    DIRECT   AND  SAVE    MONEY— 

W.  J.  PARKS ST.JOHN.N.B. 

Please  mention  The  Review  io  Advertisers  and  Their  Travelers. 
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OPPORTUNITY 
is  knocking  at 

your  door ! 
The  finest  chance  you  ever  had 

of  making  big  profits  this  com- 
ing Fall  is  yours  to  take  advan- 

tage of!      How?     By  handling 

HIGH  GRADE 
UNDERWEAR 

Ask  any  Dry  Goods  Man  who 

has  been  handling  "Peerless" what  it  has  meant  to  him. 

SELLING  REPRESENTATIVES 
ONTARIO 

C.  &  A.  G.  Clarke,  Empire  Buildiae 
Wellington  St.  W.,  Toronto 

QUEBEC 

BRITISH  COLUMBIA 

Geo.  A.  Campbell,  P.O.  Box  1026 
Vancouver,  B.C. 

MARITIME  PROVINCES 

Gonldiog  &  Co.,  30  Wellington  St.  Eait.  G.  A.  WoodiU,  HO  and  21  Roy  Bide 
Toronto  HaUfax,  N.S. 

The  Peerless  Underwear  Co.,  Limited 
Hamilton  Ontario 

Flease  mention  The  Rcmew  to  Advertisers  and  Their   Travelers 
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1910  TRADE  WINNERS 
Our  Cotton  Hose  Range  Two    Special    Values 

for  Spring  1910.  -q^^^  Ribbon"  Hose Certain  Delivery,  Goods  ,                  ,, 

now  in  stock.  ^"^^  ̂ irls     Hose 

Blue  Ribbon  Hose 
A  plain  black  cotton  hose,  sold  only  in  case  lots,  50 

dozen  in  a  case,  at  $1.15 
a  dozen.  100  cases  to  sell, 
each  case  contains  the 

following  sizes: 

IE     OOZE^ 

Blue  -  jj^  Ribbon 
LADIES'         ̂ KSKu^     SEAMLESS 

STOCKING No  O  i  V^V^IMI^VJ       Size 

Size  4^      5  5k   b   bh  7   7h  ?,  8h  9  9h  10 
Quantity  1  doz.   23     445     55487     2 

[jl 
 rib, 

"Our  Girls"  Hose 
,  made  of  superior  quality,  maco  yarns,  fast  black,  stainless  dye. 

400  dozen  in  stock.      Each  case  contains  the  following'  sizes  : 

Size  5         5>^      6      61^       7       7'/i       8      8>^      9      (^%       $1.25 Quantity  3  doz.     3        4         4        5        5        5        6        7        6         dozen 

The  old  saying-  of  "A  bird  in  the  hand  is  worth  two  in 

the  bush"  may  well  be  applied  to  getting  delivery  NOW 
of  your  Spring  requirements  in   COTTON   HOSIERY. 

All  the  leading  manufacturers  being  full  of  orders,  it  will  be  difficult 
to  get  the  right  goods  at  the  right  price  in  the  heat  of  the  season. 

SO  BUY  NOW 

The  Gault  Brothers  Company,  Limited 
  MONTREAL   ^1 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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gusted,  asked  the  clerk  if  that  was  the  figure  he  took 
him  for.  The  clerk  immediately  saw  that  he  had  made  a 
mistake,  smoothed  it  over  very  well,  and  sold  him 
two  suits  at  $1.75  the  garment.  We  consider  it  a  safe 

proposition,  unless  the  call  is  for  a  specific  grade  and 
price,  to  show  a  customer  a  fair  figure  first.  This  will 
hold  good  in  any  department.  Some  people  will  consider 
it  flattering  to  be  so  treated,  and  if  the  salesman  knows 
his  business  he  will  emphasize,  tactfully,  the  difference 
between  the  garment  the  first  shown  and  those  brought 
forward  at  lower  prices,  provided  that  he  sees  that  cus- 

tomer wants  to  consider  the  latter." 

Size  and  Shape  Problems. 

It  is  considered  essential  that  salesmen  on  entering 
the  knit  goods  department  should  memorize  sizes  and 
numbers  of  garments  insofar  as  they  are  supposed  to 
reliably  correspond  with  ages.  Manufacturers  frequently 
enclose  cards  with  their  goods  bearing  this  information. 
The  salesman  should  at  least  memorize  such  tables  as  the 

following-,  having  special  application  to  juvenile  nnderyear 
lines,  since  the  persons  for  whom  goods  are  puiTliased  ari' 
not  always  available  for  measurement  : 

Buyers  state  that  the  improvement  in  these  particu- 
lars have  been  most  marked  and  that  foreign  manufac- 

turers are  beginning  to  realize  that  they  have  probably 
not  given  the  attention  to  these  points  that  they  de- 

manded. Once  in  a  while  lines  are  shown  which  indicate 
that  the  manufacturers  could  have  had  no  conception  of 
the  composite  Canadian  type  and  that  the  garments  were 
rather  suggestive  of  the  so-called  representative  type 
peculiar  to  the  countries  in  which  the  garments  were 
made.  It  is  therefore  evident  that  salesmen  should  not 
only  have  all  of  the  size  information  available  at  their 

fingers'  ends,  but  that  they  should  know  how  to  handle 
the  tape  and  be  able  to  size  up  those  peculiarities  of  a 
figure  which  cannot  be  reckoned  very  well  in  inches. 

Concentration  Necessary  in  Buying. 

The  buyer's  position,  in  view  of  the  great  varieties  of 
garments,  the  fact  that  there  can  hardly  be  said  to  be 
a  distinct  opening  and  close  of  seasons,  but  that  one 
fits  into  the  other  in  such  a  way  as  to  require  a 
continuous  concentration,  is  by  no  means  an  easy  one, 
particularly  where  the  department  is  a  large  one.  No 
sooner  are  deliveries  made  for  Spring  and  Summer   than 

Hosiery  Window  by  T.  W.   Byam   for  the   Ritehe  Co.,  Belleville. 

No.        Size.  Age. 
1   12    3  months 

2   11    G  months 

3   If)    9  months 

4   18    1  year 

5   20    2  to  3  years 

6   22    4  to  5  years 

7   24    6  to  7  years 

8   26    8  to  9  years 

9   28   10  to  11  years 

10   30    12  to  13  years 

11   32    14  years 

Salesmen  state  that  while  body  and  limb  develop- 
ment varies  considerably  and  that  sizes  cannot  always 

be  determined  by  age,  great  improvement  has  been  made 
by  manufacturers  within  recent  years,  by  reason  of  their 
close  study  of  requirements  as  expressed  over  the  counter 
to  salesmen,  from  salesmen  to  buyers  and  thence  to  the 
producing  end.  It  is  even  stated  that  sizes  and  shapes 

are  represented  in  different  lines  do  not  always  corres- 
pond as  reliably  as  they  should.  In  style  and  fit  and 

finish  of  domestic  lines  great  strides  have  been  made  in 
the  last  two  vears. 

the  Fall  and  Winter  buying  claims  attention,  there  is 
the  movement  of  stocks  to  be  looked  after  at  all  times, 
and  the  replenishment  of  active  lines  to  be  considered. 

"It  would  certainly  simplify  matters  a  whole  lot," 
said  a  buyer,  "if  manufacturers  would  specialize  on  cer- 

tain lines  and  prices.  I  would  not  be  surprised  if  it 

eventually  came  to  that.  It  appears  to  me  that  manu- 
facturers cannot  be  making  the  most  out  of  their  ener- 

gies by  producing  what  one  might  call  conflicting  lines 
to  handle  which  require  competition  sometimes  profit- 

less and,  again,  running  this  or  that  line  into  the  hole 

on  a  season's  output. 

Specializing  Suggested. 

"To  my  mind  it  is  not  the  best  way  to  direct  the 
development  of  the  industry,  and  how  much  more  profit- 

able it  would  b£  for  one  group  of  manufacturers  to  pro- 
duce a  very  fine  knit,  another  group,  say,  a  coarser  line 

and  so  on,  the  price  to  be  more  distinctive.  Some  of 

the  largest  mills  on  the  other  side  of  the  line  concen- 
trate upon  lines  at  a  certain  price,  making  that  price 

the  strong  talking  point  in  their  advertising.  If  I  were 

opening  a   dry     goods  or    furnishing  store  or  a  depart- 
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ment,  I  think  I  would  go  in  solely  for  lines  to  which  I 
could  attach  one  price  on  the  same  principle  as  the 

five  and  ten  cent  stores.  That  is,  I  would  carry  under- 

wear, at  say,  $1  a  garment,  neckwear  at  50  cents,  col- 
lars at  three  for  a  quarter.  The  price  would  be  the  fea- 
ture of  the  store  and  I  think  it  would  be  possible  to  se- 
cure lines  which  would  give  the  store  some  reputation. 

At  the  present  time  the  problems  of  buying  are  cer- 
tainly not  assisted  any  by  the  fact  that  many  manufac- 
turers are  making  similar  lines.  The  time  will  come 

when  there  will   be  more  specializing. 
It  would  be  the  feature  of  the  store,  and  I  think  it 

would  be  possible  to  secure  lines  which  would  give  the 
store  some  reputation.  At  the  present  time  it  appears 
to  me  that  many  manufacturers  are  making  similar 
lines,  and  it  makes  buying  somewhat  of  a  problem. 

A  Knitted  Goods  Booth. 

The  A.  E.  Rea  Co.  (Montreal)  Ltd.,  took  advantage 
of  the  advertising  opportunities  offered  by  the  carnival 
in  Montreal,  to  push  lines  of  knitted  goods  as  well  as 
winter  sporting  goods. 

One  corner  of  the  ground  floor  of  their  store  was 
taken  up  by  an  imitation  ice  palace,  colored  to  resemble 
ice  as  far  as  possible.  The  effect  from  a  decorative 
point  of  view  was  very  striking. 

In  the  interior,  booths  were  erected  for  the  sale  of 
sweaters,  knitted  coats,  toques,  sashes,  mitts,  etc.,  as 
well  as  sporting  goods,  while  the  music  department  was 

transferred  to  this  part  of  the  store,  as  an  added  at- 
traction. Salesladies  and  parcel  girls  were  instructed  to 

wear  the  regulation  snowshoe  costume,  sweater,  toque 
and  sash.  Further  interest  was  aroused  by  the  selling  of 
tickets  for  admission  to  the  real  ice  palace.  ? 

What  the  Ad.  Men  are  Saying. 

2,00'0  woollen  undergarments  for  men  reduced  to  49?. 
Could  you  do  with  another  suit  of  winter  underwear  ?  We 

want  to  clear  our  stock  for  Inventory  Day.  We'll  sell 
2,000  pieces  at  49c  and  be  content.  Values  run  up  to 

$1.25. 

Boys'  underwear,  shirts  and  drawers,  in  fine  Shetland 
and  Scotch  wool  and  wool  and  cotton  mixed,  sizes  22  to 

32.     This  clearance  will  rake  in  a  great  pile  of  splendid 
goods,  and  savings  of  a  half  and  more  will  be  common. 

Stocking    sale. — To-morrow    morning    our    doors    will 

swing  back  on  one  of  the  greatest  sales  of  stockings  this 

city  has  known  in  years. 

These  stockings  are  all  tir.st  quality — there's  not  a 
'■second"  in  the  entire  30.000  pairs — and  such  is  our  faith 
in  the  standard  of  these  and  the  stockings  we  are  selling 

generally  (at  regular  prices)  that  we  will  stand  back  of 

every  pair  sold.  Each  will  be  guaranteed  as  fully  as  it 
would  be  if  sold  at  full  prices.  They  must  give  satis- 

faction ! 

But  there  is  this  to  remember:  Stockings  should  never 

he  worn  more  tlian  two  days  at  a  stretch — no  stocking,  no 
matter  Mliat  you  pay  for  it,  will  wear  well  unless  it  is 

clianged  every  two  days — and  it's  amazing  what  a  differ- 
ence it  makes  in  the  week's  darning! 

X 

Continuous  Publicity 

of  the  most  effective  and  cheapest 
kind  is  assured  the  merchant  who 

is   using"  our 

Silk  Woven  Labels  V 

X 

A  g-ood  looking  label  speaks  well 
for  the  garment — it  is,  as  it  were, 

the  trade-mark  of  quality,  and  it  is 
an  advertisement  that  stays  active 

until  the  garment  wears  out. 

Let  us  submit  some  distinctive 

labels  for  your  wares.  There's  no 
more  profitable  form  of  adver- 

tising extant. 

WRITE  FOR   DETAILS. 

CANADA  LABEL  &  WEBBING 

COMPANY,  Limited 
MORROW  AVENUE.       -       TORONTO,  C.4NADA 

X 

Th« isk lere  s  no  ri 
in  handling  the  famous 

"CE.E.TE,E. "  Under^wear 

A 
Profitable 

Investment ! 

And  there's  no  trouble  to  sell  it  because  in  point  of  elasticity,  durability,  finish  and  comfort  in 
wear  it  is  imrivalled.  But  that's  not  all  !  We  guarantee  "CEETEE"  to  be  absolutely  unshrink- 

able, and  to  half  sell  the  garments  for  you  by  our  elaborate  and  systematic  consumer  advertis- 

ing.     Think  what  all  this  means,  and  you'll  soon  decide  to  feature  "  CEETEE.' 

The  C.  TurnbuU  Co.  of  Gait,  Limited 
GALT,        .>        ONTARIO 
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Knit  underwear. — They  have  been  going  fast — these 
odd  lots  we  picked  up  from  manufacturers.  Some  are 
first  quality,  others  dependable  ''seconds"— we  don't  sell 
any  other  kind,  even  for  the  sake  of  quoting  very  low 
prices.  Savings  run  from  a  third  to  a  half  of  what  usual 
prices  would  be. 

Silk  hosiery  for  the  children's  party,  half-price  and 
less,  25c.  Now 's  the  time  for  children 's  parties  and  now 's 
the  time  to  buy  hosiery,  for  Wednesday  we  let  go  at  half- 

price  and  less,  a  lot  of  beautiful  qualities  in  children's  silk 
hosiery — dainty,  elegant  hosiery  of  very  high  grade  and 
finish,  some  of  our  best  makes;  colors  black,  tan,  white, 
pink  and  sky. 

If  it's  cashmere  hosiery  you  want.  Here's  the  time 
and  place  to  buy  it.  Cashmere  is  favorite  with  most 

everybody,  and  when  it's  going  at  a  price  that  means  a 
loss  to  some  one — not  you — it's  worth  buying  for  Spring, 
even  Summer  wear.  Women's  plain  black  hosiery,  double 
sole,  heel  and  toe,  good  weig*at,  all  sizes,  17c. 

Mr.  Workingman,  would  you  save  on  socks?  You  can 
buy  any  amount  of  socks  at  12y2C,  but  can  you  buy  pure 
wool  socks?  We  consider  them  as  good  a  value  as  we've 

offered  yet  in  wool  socks — that's  why  you  should  buy 
Wednesday,  and,  because  quantity  is  limited,  you  should 
buy  early.  Heavy  ribbed  wool  socks,  fine  pure  yarn, 
double  heel  and  toe,  seamless  finish,  deep  rib   tops. 

Ladies'  sweaters.  To  wear  to  work — when  shopping — 
or  a  hundred  and  one  other  occasions,  there  is  nothing  bet- 

ter than  a  Sweater  Coat.  We  have  them  in  colors,  and 
any  length.    Prices  from  $2  up. 

Hosiery. — Your  feet  will  experience  pleasure  if  you 
buy  your  hosiery  here,  because  we  sell  the  good  wearing 
kind  and  the  kind  that  fits  the  shape  of  the  foot.  There 
are  great  savings  listed. 

Hosiery  at  25c. — Hosiery  for  men  and  women,  fancy 
silk,  lisle  and  cashmere ;  plain  embroidered  and  lace  de- 

signs; collected  from  broken  lines  of  our  best  makes,  some 
worth  many  times  the  price;  every  size  will  be  found  in 
the  lot. 

A  "Boys'  Day"  sale  of  underwear,  a  combination  of 
that  highly  successful  men's  underwear  sale  in  favor  of 
the  boys. — Fathers  had  a  great  chance  to  save  on  under- 

wear this  past  week.  They  have  another  chance  on  Mon- 
day. The  saving  is  to  be  on  their  boys'  underwear  this 

time — all   the   well-known   brands  reduced. 

How  many  pairs  of  hose  do  you  use  in  a  year?  Is  it 
not  worth  your  while  to  save  one-half?  25c  hose  on  sale, 
2  pairs  for  25c.  An  extra  good  value  at  the  regular  price, 
25  cents,  and  a  worth  while  saving  at  the  sale  price,  2 
pairs  for  25c. 

On  sale  at  half  price. — Several  broken  and  short  lines 
on  which  quick  clearance  is  desired.  Among  them  are 
silk  and  wool,  silk  and  lisle  and  other  desirable  qualities. 

Your  underwear  supply  most  likely  needs  replenishing, 
and  here  is  announced  an  underwear  sale  exactly  in  har- 

mony with  your  needs.  Medium  weight  wool,  colors  grey, 
salmon,  bine  and  drab.  Choice  of  either  flat  or  ribbed.  An 
excellent  offering  in  a  well  wearing  article. 

Sale  of  Swiss  Uunderweai*. — This  department  announ- 
ces a  sale  for  Monday,  consisting  of  a  special  purchase  of 

samples  of  Women's  Swiss  Underwear,  comprising  fine 
quality  vtsts,  drawers  and  combinations.  These  will  be 

oti'ered  at  a  saving  of  20  per  cent,  off  regular  prices. 
Boys'  wool  sweaters,  made  with  high  roll  neck,  in 

colors,  grey  and  cardinal,  also  cardinal  and  white,  good 
heavy  sweaters. 

Mill  clearance  of  children's  underwaists.  We  have  se- 
cured the  balance  of  this  season's  stock  from  the  mill  of 

Children's  Fleece-Lined  Waists.  They  are  in  light  blue 
and  gray,  strapped  with  strong  jean  bands,  and  finished 
neatly  around  neck  and  arms,  in  all  sizes  for  ages  2  to 
10  years.  These  waists  we  have  a  big  sale  for  every  year. 

They  are  regular  25c  goods,  warm  and  comfortable  for 
winter  wear.  Get  your  supply  for  another  year  while  this 
lot  lasts.  29i  dozen  only;  sizes  2  to  10  years.  25c  waists 
for  each,  15c. 

The  Ellis  Manufacturing  Co.,  Hamilton,  has  recently 
made  a  change  in  its  selling  agents,  the  Kegal  Shirt  Co., 
also  of  Hamilton,  now  having  charge  of  the  sale  of  the 
Ellis  Spring  Needle  Underwear.  A  prosperous  season  is 
confidently  looked  for,  and  from  the  volume  of  sales  al- 

ready made,  there  is  abundant  reason  to  believe  that  a 
record  year  will  be  reported. 
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• 

How  has  your  Underwear  Depart- 
^                       ment   affected   your  profits  in  the 

^^                  past  ? 
^^^^               Not  much  account,  eh  ? 

^^^^k              Then  why  not  feature 

■  "ILEl"  Birdseye 

^w        Elastic  Underwear 
^^^               in  the  coming  summer  ? 

^^                  Every  section  of  the  community  has 

^^                    pronounced  in  favor  of  this  deHght- fuliy  cool,  elastic,  durable  and  com- 
fortable underwear. 

Another  line  we  make  and  recommend  is 

"OXFORD"    Fine    Swiss    Ribbed  Under- 
wear.    "Oxford"  goods  are  splendid  sellers 

and  excellent  profit-returners.    Order  with- 
out delay. 

The  Oxford  Knitting  Co.,  Ltd. 
Woodstock,         -        -          Ontario 

DYE  deceptions  may  not  be  as  frequent 
to-day  as  they  were  twenty  years  ago, 
but  the  necessity  for  caution  is  just  as 

great— or  greater— than  ever. 

There's  one  mark  that  means  "Fast  Black" 
that  proved  its  truth  twenty  years  ago— that 
proved  its  power  as  a  trade  builder— that  has 
carried  conviction  with  consumer  and  handler 
all  over  the  world  ever  since.  It  sells  more 

black  stockings  to-day  than  any  other  mark— 

because  it  is  the  world's  witness  of  dye  per- 
fection.   Here  it  is— the  signature  of 

Found  only  on  Genuine  Fast  Black  Stockings 

WORKS: 
CHEMNITZ, 
SAXONY 

AMERICAN  BUREAU: 
235  West  39th  Street, 
NEW  YORK  CITY 

Strikingly  Original  Hosiery  Cuts— Attractive  Store  Signs -Interesting 
Booklets  Crammed  with  Stocking  Sense    All  Supplied  Free  on  Request 

Hlease  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Men's Underwear 
Women's 

Underwear 

Watsons 

HAS 

6i 

MADE  GOOD 39 

Underwear 
AGENTS: 

EDWARD  BURNS  CO.,  Ltd.,  117  Wellington  St.  W.,TORONTO 
A.  L.  GILPIN         ...         207  St.  James  St.,  MONTREAL 
J.  A.  MURRAY   SUSSEX.  N.B. 
BRYCE  &  CO   Box  238.  WINNIPEG 

The  Watson  Manufacturing  Co. 
LIMITED 

PARIS  and  BRANTFORD,  ONT. 

Children's 
Und erwear 

For 
Fall,  1910 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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Rooster  Brand 

ICrowIi.OverAll 

Pants 
Seat  seams  sewed  twice  over  with 
linen  thread. 

Shirts 
Detachable  collars,  stock  collars, 
reversible  collars.  Double  stitched. 
Full  sizes. 

Smox 
Special  lines  with  pants  and  vests 
to  match. 

Overalls 
For  every  class  of  mechanic. 

White  Coats,  Khaki  Clothing, 
White  Duck  Clothing 

Robert  C.  Wilkins  Co. 
Montreal 

Limited 

START 

SPRING 

BUSINESS 
With  Bright  Salable  Stocks 

There  need  not  be  a  \ard  of 

stocks  on  }'Our  shelves  that  is 
not  salable.  Send  to  us  any 

lines  that  are  soiled,  faded  or 

off-color,  and  we'll  return  them 
to  you  re-dyed  a  popular  shade, 
and  finished  in  a  manner  to 

hold  their  place  with  the  new 

season  goods  fresh  from  whole- 

sale or  factor}-. 
Our  plant  is  the  largest  and  most 

modern  in  Canada,  equipped  for 

doing"  the  highest  class  of  mer- 
chants' work. 

Write  Us  From  Any  'Pomt. 

R.  PARKER  &  CO., 
Dyers  and  Finishers 

Toronto,  Canada 
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EASTER 
COMES    EARLY 

We  are  ready  in  every  department 

to  fill  your 

SORTING 
ORDERS 

QUICKLY 

The  importance  of  having  the  right 

goods  at  the  right  time  is  unquestion- 

able, and  that  is  just  where  our  im- 

mense stocks  of  Dry  Goods  will  helpyou. 

Greenshields   Limited 
MONTREAL 

Please  mention  The  Re7>ie7V  to   Adi'ertisers  and  Their  Travelers. 
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New  PRIESTLEY  Materials 
For  Early  Spring  Trade 

MAYFAIR 
COSTUME  CLOTH 

CHEVIOT 
COSTUME  CLOTH 

Present  fashion  calls  for 

diagonals  and  wide  wale 

serges.  The  materials 
that  best  meet  these 

demands  are 

Mayfair  Costume   and 
Cheviot  Costume  Cloths 

They  are  52  inches  wide, 

correct  weight,  and  are 
shown  in  the  latest 

colorings.      :      :      :      :      : 

Do  not  fail  to  make  a 

showing   of   these    lines. 

Samples  will  gladly  be  submitted 

SOLE 
CANADIAN 
AGENTS GREENSHIELDS  LIMITED 

MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Debenhams  (Canada)  Limited 
Bay  and  Wellington  Streets 

TORONTO 

^"^-^ 

32>.-? 

PATTERN  ILLUSTRATED 

T12337     27-in.    85c.  yd. 
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B.D.A.  MOHAIR 
EXCELS  IN  ALL   THE  ESSENTIALS. 

PATTERNS. — In  beauty,  newness  and  variety  of  patterns,  B.D.A. 
Mohair  offers  a  stronger  claim  to  a  ranking  position  each  season. 

FINISH.— Based  on  perfection  of  finish,  its  standing  is  unique- 
Time  does  not  dim  nor  wear  efface  its  exquisite  colorings and  lustre. 

DURABILITY.— In  point  of  durability,  B.D.A.  Mohair  has  fe.. 
equals  and  not  one  superior.  Its  capacity  for  wear  is  practically 
endless.  To  the  onslaughts  of  rain,  sun  and  dust  it  presents  hke 
power  of  resistance. 

BRADFORD  DYERS  ASSOCIATION 
OF   BRADFORD,  ENGLAND 

T 

C 

Please  mention   The  Rei'iezc  to      Advertisers  and  Their   Tia:e.ii.\. 
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Revillon  Freres,  Limited 
EXPORTERS  AND  IMPORTERS  OF- 

GENERAL    DRY    OOODd 
134-136  McGill  Street  ^  $f  MONTREAL 

HEAD     OFFICE  : 

79  Rue  de  RIVOLI        -         PARIS. 

|UR  TRAVELERS  are  now  booking  orders  freely  for  Fall,  1910. 

Our  booking's  for  January  and   February  being  more  than 

double    of  the   corresponding    months    of   1909,   this   is   most 

gratifying,     for    it     proves     that     we     have     got     the     right 

goods    at    the    right    prices. 

^  If  you  are  in  the  habit  of  placing  orders  with  Exporters  from  the  Otherside, 

you  cannot  afford  to  pass  our  collections,  which  the  keenest  buyers  are  booking 

their  orders  from.  Don't  let  sentiment  be  a  hindrance  to  making  money,  for 
our  business  proves  that  the  men  who  know  can  buy  from  us  on  better  terms 

and  receive  more  additional  advantages  than  they  can  from  many  of  the 

so-called  manufacturing  houses  of  England,  France  or  Germany. 

^  We  are  showing  a  very  choice  range  for  sorting  purposes  in  dress  goods, 

silks,  ribbons,  linings  for  dressmakers  and  tailors,  etc. 

^  A  visit  when  in  town  will  be  heartily  appreciated. 

The  New  Tariff 

^  Special  trade  discounts  equivalent  to  the  reduction  in  the  French  and 

German  tariffs  are  being  offered  by  our  travelers  on  all  our  samples 

which    were    on    the    road    before    this    treaty    came    into    effect. 

^  Place    your    orders    early    and    be    assured    of    good    deliveries. 

Please  fiiention  The  Review  to   Advertisers  and   Their  Travelers. 
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The  Gault  Brothers  Co.,  Limited 
Montreal 

WOOLLEN  DEPARTMENT 

Imported  and  Canadian  Manufacture 

In  our  imported  department  we  have  a  grand  range 
of  Scotch  finish  tweeds  and  worsted  suitings  in  all  the 

styles  now  in  demand,  very  fine  ranges — grey  effeds, 
large  and  small  checks,  stripes  and  fine  twilled  greys, 
all  in  ̂ ock  now. 

Also  our  trouserings  and  ve^ings  will  be  found 
most  attradive,  both  Scotch  and  English. 

Don't  forget  when  ordering  Black  and  Blue  Serges that  there  is  one  range  worth  having,  and  that  is  the 

Belwarps —  all  in  ̂ ock  now.  These  serges  never  fade  or 
change  colour.  They  are  fine  serges  for  contrads,  such 
as  police  clothing,  firemen,  conductors,  street  car  men 
and  railroad  conductors,  also  motormen !  There  is  no 
economy  in  buying  cheap  serges  for  hard  wear  ;  the  be^ 
IS  always  the  cheapen. 

Then  in  our  Trimming  Department ;  it  is  one  of  the 
most  perfed  in  every  point,  as  to  quality,  variety,  style 
and  good  value.  All  in  stock. 

We  have  a  very  large  department  for  Ladies'  Cos- tume Cloths  for  suits  and  jackets,  the  larger  and  fine^ 

range  in  Canada — every  new  shade  and  style.  You 
should  come  in  and  see  them.  All  in  stock. 

Please  uicntion  The  Rcvieic  to   Adz'crtiscis  and  Their  Travelers. 
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Dress  Goods  Department,  Spring  1910 
BLACK   GOODS. — Full  assortment  standard  lines  at  popular  prices. 

COLORED    GOODS. — All    the    newest    Spring    shades    in    Epingles, 
Satines,  Cords,  Costumes  and  Panamas. 

STRIPED   GOODS.— Variety  of  prices  in  self-shades. 

VOILE. — Special  values  in  Plain  and  Stripes. 

SHEPHERD   CHECKS. — Good  range  in  various  sizes. 
36  to  52  inches  wide. 

WASH   GOODS   DEPARTMENT 
The  Wm    Anderson  ZEPHYR  leads  in  style  and  value. 

Crinkles,  Organdies,  Shantung,  Linen  Suitings,  Etc. 

WHITE   GOODS    DEPARTMENT 

MERCERIZED    BROCADES— a  leading  feature  for  Spring. 
Full  range  all  plain  Muslins,  Lawns,  Organdies  and  Mousseline  de  soie. 

Striped  and  Checked  Lawns,  Swiss  Spots  and  Figures. 

PRINTS   AND   FANCY  MUSLINS 
Just  received   several   thousand   pieces   of  our  new  and  confined  styles 

in  English  Prints,  so  popular  with  our  customers. 
PRICES   NOT  YET  ADVANCED. 

FANCY   MUSLINS.— A    nice   range   of  Two-Toned   Spots   and    Balls, 
"Le  Dernier  Cri  de  Paris." 

LINEN    DEPARTMENT 
Some  wonderful  values  still  left  in  Damask  Napkins,  Cloths,  Tablings, 

Towelings  and  Towels. 

SILK   DEPARTMENT 
Another  good   shipment  of  Japanese    Silks,   Shantungs,  Taffetas    and 

Tamalines. 

OUR  ENGLISH  AND  FOREIGN  BUYERS  REPORT  HEAVY 

ADVANCES  IN  ALL  COTTON  AND  WOOLLEN  GOODS,  AND 
ADVISE    OUR     CUSTOMERS    TO    ANTICIPATE    PURCHASES. 

The  Gault  Brothers  Co.,  Limited 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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MAKE 
THE BLACK  PRINCE  SHIRT YOUR LEADER 

This  is  to  introduce  the  Black   Prince  Shirt,   an  altogether  new  departure  in 

working-men's  shirts. 
The  material  is  a  black  serge ^  ivith  fleece  back,  specially  dyed  fast  black. 

Owing-  to  our  purchase  of  a  manufacturer's  entire  output,  we  can  put  a  grade  of 
material  in  working-men's  shirts  never  equalled  before. 
The  serge  is  a  fast  black — chemically  fast — the  color  will  not  ivash  out,   boil 
out  ox  fade  out. 

The  very  generous  cut  is  a  special  feature  of  the  shirt,  no  matter  which  way 

the  wearer  stretches  there  is  ahvays  plenty  of  room. 

The  Black  Prince  is  a  line  that  cannot  be  duplicated  at  the  price,  and  could  not 
be  excelled  in  workmanship  and  careful  making. 

It  is  an  easy  matter  to  build  up  a  tremendous  trade  when  your  customers  find 
you  are  giving  them  shirt  value  they  caiit  get  elsewhere. 

Ask  your  wholesaler  or  write  to  us.      Make  a  note  to  see  about  it  to-day 

Please  mention   The  Review  to  Adi'ertisers  and  Their  Travelers. 
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SUCCESS  COLLARS 
■I 

The  Success  Collar  is  the  biggest  two-for-a-quarter  seller  in  Canada. 
The  man   wearing  a  Success  Collar  feels  easy  oil  day  ;   the  collar  does  not  bind 
or  sag  anywhere. 

Note  the  "eyelet"  buttonhole  of  the  Success. 
This  one  idea  doubles  the  life  of  the  collar. 

As  soon  as  the  buttonholes  "give  out"  a  collar  sets  wrong.      In   the  ordinary 
collar  this  soon  happens,  and  the  collar  is  done  for. 

For  bigger  sales  in  your  Collar  Department,   stock  the  Success  line. 

Your  wholesaler  can  supply  you  with  a  large  range  of  the  very   newest  shapes 
in  Success  Collars, 

Write  about  them  to-day. 

^HloTiMeaC 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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CLOSED 

I  wear  them 

and  find  they  do  not 

tear  the  stocking's. 

Wonderful  Success 

SOLD    BY    ALL    LEADING    JOBBERS 

I.  B.  Kleinert   Rubber 

Company     -     Toronto 

OPEN 

I  wear  the 

and  find  they  do  not 

tear  the   stocking's. 

England's Premier   Needle  I 

''ABEL  MORRALIS" 
iPP^        Every  Needle  Perfect 

Have  you  seen  our  new  Patent 

"  BAYONET  POINT f> 
HAT  PIN? 

(Patent  No.  1679)  10  and  12  inches  long 

Enquire  of  your  Jobber 

Manufactured  at  Clfve  Works 

REDDITCH,  -  ENGLAND 

Please  mcut'wn   The  Rci'ira'  to  .Idrcrtiscrs  and  Their  Travelers. 
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T  QP^Q  aiT^  ̂ Embroideries 
MANUFACTURERS 

AND    IMPORTERS 

SPECIAL  Novelties  for  the  early 

Spring  trade  may  be  selected  from 

all  our  departments  with  confidence. 

Our  stocksofEMBROIDERIES, 

LACES,  TRIMMINGS, 

CORSETS,  HOSIERY, 

NECKWEAR,  VEILINGS  are 

the  largest  and  most  complete  shown 

in  the  country. 

Popular  prices  and  immediate  at- 

tention to  your  orders. 

Konig&  Stuffmann 
1 1  Victoria  Square 

Montreal 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Trazrlcrs. 
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Established  1832 Cable  Code :  Law-Bradford 

Spring  1910 

® 

REGISTERED 

Exclusive  Designs 
These  goods  are  rolled  on  special  boards 

and  stamped  every  five  yards  (MtUh/ld 

SPECIALTIES 
Mayf air  and  Blenheim  Suitings 

(in  our  Combination  finish  PIRLE  AND  SUEDENA) 

Sho\verproof  Goods 
in  latest  styles  and  in  a  great  variety. 

Mohair  and  Alpaca  Linings 
Buyers  visiting  England  can  see  a  full  collection  in  Bradford  and  London. 

® 

® 

j^     j^     j^ 

LaAv,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON,    ENG. 

® 

^ 

<^, 
?i.®®i^S^*ai( 

§a®@®®® Please  mention  The  Review  to   .-^d1^ertiscrs  and   Their  Travelers, 
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The  unequalled  demand  for  these  goods 
is  a  warning  to  the  retailer. 

Are  You  Covered  ? 
If  not,  you  should  be  or  you  are  bound  to  be  disappointed 
later  on  in  both  selection  and  delivery.  One  great  seller 

you  should  place  at  once  for  your  season's  needs  is  our 

3&  Chambry  in  Stripes^  Checks 
and  Plains^  in  all  the  best  colors^ 
to  sell  for  15  cents  per  yard. 

Excellent  selections  in 

Prints  Piques 
Ginghams  Reps 
Chambrays  Cottons 
Ducks  Poplins 

Dimities 

Organdies 
Swiss  Muslins 

India  Muslins 
Drills French    Robe   Muslins^    Etc, 

Sample  orders  cheerfully  and  promptly  filled 

John  M.  Garland,  Son 
&  Company 

OTTAWA  ONTARIO 

Please  mention  The  Review  to   Advertisers  and   Their  Trazxlers. 
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HORROCKSE 

Established 
1791 

The  Test  of 
Time 

HORROCKSES 
Lon^clotHs,  NainsooKs,  Cambrics,  India  Lon^cloths,  etc. 

See  Horrockse*'  Name  on  Selvedge 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 
See  Horrockses'  Name  on  Each  Sheet 

Flannelettes   of  the  Highest   Quality 
Sea  Horrockse*'  Name  on  Selvedge 

Horrockses' Manchester  and  London 

Please  mention  The  Review  to  Adz'crtisers  and  TJicir  Traz^elers. 



Facts  of  Interest— Mainly  About  Ourselves 
When  a  retail  merchant  places  an  advertisement  where 

he  knows  it  will  be  read,  he  expects  two  things — that  it 
will  bring  him  business  from  former  customers  and  in- 

quiry and  inspection  by  prospects.  These  results  are 
naturally  to  be  looked  for  when  an  ad. 

Every  Ad.  partakes  more  of  the  nature  of  an  iii- 
Has  a  forming  announcement,  such  as  used  to 
News  Value.  usher  in  a  season  or  describe  a  line  of 

goods,  rather  than  one  designed  for 
quick  slaughter  selling.  The  retailer  is  anxious  that  all 
possible  information  should  be  given  and  he  frequently 
supplements  his  publicity  by  sending  out  samples  and 
special  letters  to  people  whom,  he  has  reason  to  believe, 
will  be  interested.  By  every  possible  channel  open  to  good 
merchandizing,  he  pours  out  his  information  and  people 

respond  to  the  invitation  to  look  things  over.  They  ap- 
preciate, moreover,  that  feature  of  salesmanship  which, 

while  not  compelling  them  to  spend  their  money,  places 
every  facility  at  their  disposal  whereby  they  may  make 
intelligent  selection. 

When  the  manufacturer  or  the  wholesaler  invests  in 

advertising,  sparing  no  means  by  which  it  may  be  made 
effective,  he  has  exactly  the  same  object  in  view  as  the 
retailer.  His  publicity  is  designed  more  and  more  to  give 
to  the  retailer  that  information  by  which  he  may  know 
how  and  where  to  buy  and  that  he  may  the  better  know 

how  to  describe  to  customei"s  the  style  and  quality  of 
goods,  and  any  other  feature  which  may  be  made  attrac- 

tive in  selling.  The  advertising  which  does  not  facilitate 
intelligent  buying  is  falling  far  short  of  the  mark.  The 
manufacturer,  the  wholesaler,  the  retailer,  all  realize  this. 

The  principle  is  not  only  embodied  in  the  editorial  de- 
partments, but  also  in  the  advertisements  of  The  Dry 

Goods  Review.  No  merchant  can  afford  to  throw  aside 

his  trade  paper  every  month  with  an  indifference  which 
entirely  ignores  information  especially  designed  to  benefir 
his  business.  By  familiarizing  himself  with  its  contents, 
and  by  exercising  that  same  spirit  of  inquiry  which  he 
endeavors  to  incite  in  his  customers,  he  places  himself  in 
a  position  where  he  knows  what  he  is  doing  or  talking 
about  when  the  traveler  arrives,  can  the  more  readily 
formulate  opinion  as  to  the  selling  value  of  goods  ajid  the 
better  appreciate  the  importance  of  suggestion.  What  is 

more,  he  leaves  no  advantageous  opening  for  his  com- 
petitor at  home  and  will  be  the  better  able  to  curtail  the 

opportunities  of  those  on  the  outside. 

The  Review  has  recently  announced  a  competition  in 

which,  for  the  three  best  articles  on  "Conducting  a  Ready- 
to-wear  Department,"  cash  prizes  aggregating  $.50  will 
be  paid,  the  division  being:  1st,  $25;  2nd,  $15,  and  3rd, 

$10.  No  entry  fee  or  consideration  of 

Chance  for  any  kind  is  required  of  writei-s  on  this 
Ambitious  subject,  the  object  of  The  Review  be- 
Salespeople  .  ing  to  develop  that  interest  in  the  in- 

creasingly importa:nt  ready-to-wear  de- 
partment, which  will  induce  salespeople  to  study  the 

problems  peculiar  to  it,  and  to  familiarize  themselves  with 
them  to  such  an  extent  that  they  may  be  able  to  express 
their  views  in  that  connection.  The  clerks  who  from  day 
to  day  have  their  minds  and  efforts  concentrated  upon  their 
work  probably  find  that  they  are  sometimes  handicapped  in 
that  they  are  rarely  given  on  opportunity  to  demonstrate 
the  value  of  their  originality  or  have  not  the  chance  to 
give  free  cour.se  to  their  initiative.  The  competition  will 
give  to  such  as  these  the  opportunity  desired  to  take  up 

I  he  different  phases  of  merchandizing  in  the  ready-to- 
wear  section  and  describe,  from  their  points  of  view,  ap- 

plicable policies  and  methods.  This,  however,  represents 
only  a  small  field  from  which  such  a  competition  should 
draw.  It  will  bring  a  good  range  of  practical  ideas  from 
experienced  people  and,  it  goes  without  saying,  that  such 
an  exchange  of  ideas  on  the  subject  should  be  exceedingly 
helpful  to  the  average  merchant.  It  is  not  necessary  that 
the  articles  be  written  in  faailtless  English,  or  that  they 

be  typewritten.  Any  faults  in  literary  construction  will 
be  attended  to  by  the  editorial  staff  of  The  Review.  The 
only  requirement  is  that  each  point  be  so  described  as 
to  be  understood. 

If  this  competition  does  nothing  more  than  act  as  an 
incentive  whereby  those  who  hesitate  about  expressing 
themselves  in  black  and  white  may  overcome  their  mis- 

taken feeling  of  inability,  it  will  not  have  been  in  vain. 
There  are  many  bright  salespeople  who  are  limiting  their 
possibilities  by  neglect  to  cultivate  that  talent  which  en- 

ables them  to  place  their  thoughts 

Don't  be  a  clearly  and   concisely  on  paper.     The 
Self-Sealer.  man    who    speaks    fluently,     who    can 

make  himself  easily  understood  over 
the  counter  or  elsewhere,  conversationally,  sometimes  finds 

'himself  at  sea  when  asked  to  commit  his  views  to  paper. 
He  is  not  sure  of  his  grammar,  his  writing,  his  spell- 

ing, and  doubting  his  knowledge  of  detail,  he  approaches 
the  subject  reluctantly  and  looks  for  a.n  opening  at  which 
to  make  an  easy  tackle  and  a  (|uick  getaway.  Such  a  one 
should  remember  tliat  the  simplest  language  is  always  the 
most  effective. 

A  good  plan,  and  undoubtedly  the  best  for  a  practical 
article,  is  first,  to  arrange  a  series  of  headings  under 

,  which  the  subject  may  be  divided.  The  writer  will  then 
further  use  his  analytical  judgment  in  determining  which 
should  have  first  place — the  one  which  all  others  can  fol- 

low in  seemingly  natural  sequence.  If  he  concentrates 

upon  his  subject,  and  knows  it  thoroughly — that  being  the 
great  essential — he  will  find,  as  he  writes,  that  the  co- 
relation  of  the  different  sections  gradually  unfolds  itself  as 
he  proceeds. 

If  a  man  is  full  of  his  subject  he  will  have  no  difficulty 
in  writing  about  it.  He  will  find  that,  in  perfecting  him- 

self in  this  accomplishment,  there  are  many  points  at 
which  ho  can.  with  benefit,  add  to  and  improve  upon  his 
fund  of  knowledge.  To  complete  the  article  upon  which 
he  may  be  writing  will  probably  necessitate  research  or 
inquiry  in  authoritative  quarters.  He  will  learn  how  and 
where  to  place  his  hand  upon  information  when  he  wants 
it,  and  lie  will  eventually  realize  that  persistency  in  this 
matter  will  bring  its  reward  from  more  directions  than one. 

The  ability  to  write  effectively  carries  with  it  those 
essentials  which  distinguish  the  man  who  knows  what  ho 

is  talking  about,  and  how  to  do  it,  from  those  who  may 
know  no  less,  but  who  are,  unconsciously  it  may  be,  bot- 

tling themselves  up. 

To  those  who  feel  that  they  would  like  to  take  part 
in  the  competition,  who  feel  that  they  have  a  grasp  of 
the  subject,  but  who  hesitate  in  front  of  the  conviction 

that  "they  never  were  much  on  writing,"  The  Review 
would  suggest  that  an  honest  effort  be  now  made  to  write 

an  article  along  the  lines  indicated  in  the  headings  corir': 
tained  in  the  announcement  in  the  ready-to-wear  depart^ 
raent 
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Her    Ladyship    Garments 
\A/E  have  in  stock  a  complete 

^^  assortment  of  Lingerie  and 
Wash  Dresses  in  Lawn,  Muslin,  Rep, 

Gingham  and  Mull,  at  prices  that 

will  interest  the  most  discriminating 

buyer. 

We  illustrate  one  line  in  Mull, 

in  all  shades,  including  White.  This 

dress  is  made  in  a  full  and  pretty 

style,  trimmings  are  of  fme  French 
Val.  Lace,  and  embroidery 

to  retail  at  •  -  $5.00 

We  have  a 

well  assorted 

stock  of  lawn 

and  colored 

Percale  and  Gingham  Waists  in 

both  tailored  and  lingerie  effects. 

K217  Waist  is  of  fme  lawn,  made 

with  the   new  semi-bishop  sleeves, 

opens  in    front.      To   retail 

at  ■  -  -  $1.00 

K223.     DRESS. 

K217.     WAIST. 

Please  nicntioii   Tl\'   Rci'ic'i.    .i'   .  ..: ciiici   Their   Travelers. 
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Door  of  Competition  Swings  Wider. 
WITH  the  removal  of  the  surtax  on  German  goods 

entering  Canada,  the  tariff  war,  which,  since  1903, 

has  heeen  the  result  of  Germany's  contention  that  no 
higher  duties  should  be  levied  by  Canada  on  the  products 

of  Germa.ny  than  on  those  of  the  United  Kingdom,  has 

been  brought  to  a  chise.  Beginning  March  1st,  Canadian 

products  marketable  in  Germany  will  be  admitted  under 

the  German  conventional  (ir  inininuini  tariff,  while  Ger- 

man products  will  be  admitted  Id  Canada  under  the  gen- 
eral tariff. 

This  is  a  provisional  arrangement,  which  may  be  ter- 

minated by  either  party  on  two  months'  notice.  As  Ger- 
many is  anxious  to  be  placed  on  a  basis  of  equality  with 

France  as  I'egai'ds  Canadian  trade,  negotiations  looking 

toward  a  more  i-nniprcliciisivc  ('oninR'rcial  treaty  witli 
Germany  will  likely  be  a  matter  for  consideration  at  some 

time,  mutually  favorable,  in  the  future.  It  is  this  pos- 
sibility tlnit  German  goods  may  be  granted  the  privileges 

of  tlie  Canadian  intermediate  tariff,  such  as  was  accorded 

by  recent  treaty  to  France,  which  is  causing  some  con- 
cern among  Canadian  manufa.eturers  whose  industries 

have  been  assisted  by  the  application  of  the  surtax,  com- 
mercial war  measure  though  it  was. 

Tiie  Germans  liave  always  be<?n  resourceful  as  numu- 

facturers  and  aggressive  in  marketing,  and  they  are  now 

in  a  position  to  make  a  strong  bid  for  a  larger  share  of 

Canadiaiii  trade  in  knitted  goods,  ladies'  cloths,  dress 
velvets,  fabric  gloves  and  ready-to-wear  clothing. 

This  opening  of  the  door  of  competition  in  Canadian 

trade  some  further  by  the  reduction  of  tariff  by  ,331-3 

per  cent,  to  Germany  will  not  only  create  a  situation 

entitled  to  serious  consideration  by  those  other  nations 

which  are  liguring  prominently  in  the  Canadian  market, 

but  it  will  also  mean  much  to  the  (Canadian  niannt'aclurer 
— particularly  the  producer  of  knitted  goods. 

This  is  an  industry  which  has  had  strong  development 

in  recent  years,  and,  though  it  is  now  in  excellent  condi- 

tion and  has  attained  to  standards  wiiich  the  most  push- 

ful competitor  cannot  overlook,  it  would  appear,  from 

representations  which  manufacturers  have  made,  that  the 

removal  of  the  surtax  is  cause  for  grave  concern. 

Already  some  protest  has  been  ma/le  and  should  a 

convention  be  called  to  consider  favors  for  Germany 

similar  to  those  granted  France,  strong  grounds  will  un- 

doubtedly be  taken  in  the  interests  of  the  industry.  In 

the  meantime,  the  provisional  character  of  the  present 

agreement  will  assist  demonstration  of  the  domestic  manu- 

facturers' position. 
Mia,nufacturers  of  ready-to-wear  garments  state  that 

they  have  little  to  fear  under  the  present  agreement,  that 

originality  and  clever  adaptation  in  styles  and  high  stan- 

dards of  workmanship  have  placed  them  in  a  position  not 

easily  assailed. 

Germany  has,   naturally,   cause   for  gratification   over 

the  removal  of  a  surtax  which  has  seriously  impeded  the 

full  development  of  her  trade  with  Canada,  and  the  Ca,na 

dian   exporter   will   welcome   an   arrangement   which  will 
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give  him  more  advantageous  entrance  to  an  important 

market.  Importers,  whether  wholesalers  or  retailers,  look 

upon  the  agreement  as  one  which  will  give  their  European 

buying  end  wider  scope,  for  a  tariff  reduction  of  33  1-3  per 

cent,  must  appeal  to  them  as  an  important  price  factor, 
creating  a  greater  range  of  values. 

Evils  of  Substitution. 

AMONG  the  problems  which  confront  the  aggressive 

advertisers,  the  man  who  makes  the  distinctive 

name  of  his  product  a  household  word,  is  'that  of  snb.stitu- 
tion.  The  danger  is  that,  as  the  result  of  circumstances 

due  to  negligence  or  unscrupulous  delibertion  in  some 

part  of  the  plan  of  distribution,  the  consumer  may  be 

switched  to  a  competitive  line.  A  judgment  recently  de- 

livered on  this  phase  of  the  problem  is  given  in  another 

part  of  this  issue,  and  should  be  read  with  interest  by 

those  who  may  not  have  been  previously  informed  upon 

the  points  argued. 

In  the  same  article,  some  opinions  from  manufacturers, 

wholesalers  and  retailers  on  other  aspects  of  the  problem, 

not  within  the  scope  of  the  law,  are  given.  Retailers 

claim  that  goods  delivered  to  them  by  manufacturers 

have  not  always  been  the  same  as  oi'dered,  and  that  they 

were  given  no  previous  notice  of  the  changes.  Manufac- 

turers state  that  they  are  sometimes  placed  in  the  same 

position  with  regard  to  materials  required,  while  jobbers 

point  out  that  some  of  the  blame  attaches  to  the  tardiness 

in  retail  ordering — that  they  cannot  be  expected  to  carrj- 

along  in  advance  large  quantities  of  every  line  likely^  to 

be  ordered^  or  assure  the  filling  of  late  deliveries,  partic- 

ularly in  a  brisk  year. 

While  there  may  be  circumstances  which  render  cer- 

tain individual  eases  absolutely  unavoidable,  the  entire 

problem  will  be  readily  recognized  by  the  far-seeing  mei'- 
chant  as  one  calling  for  strict  adherence  to  the  broad 

I'ule  that  each  part  of  tliat  trade  must  give  reasonable 
consideration  to  the  essentials  of  life  and  develoi)ment  in 

the  other,  that  no  one  part  can  afford  to  ignore  or  sacri- 
fice the  interests  of  the  other. 

  ^   

Bulk  Sales  Act  for  Ontario. 

THP]  Bulk  Sales  Act,  which  has  been  introduced  dur- 

ing 'the  present  session  of  the  Ontario  Legislature, 

.-  intended  as  a  protective  measure  in  the  interests  of 

purchasers  of  stocks  or  goods  in  bulk,  and  of  the  creditors 

of  the  vendors.  In  the  majority  of  the  United  States, 

where  laws  regulating  such  sales  have  been  in  force  for  the 

past  few  years,  they  have  proved  very  effective,  and  the 

sound  advisability  of  the  jxilicy  wliicli  they  represent  has 

appealed  to  Canadian  business  men. 

This  Act,  properly  enforced,  means  the  elimination 

of  those  fraudulent  practices  to  which  unscrupulous  debt- 

ors have  had  recourse  in  order  to  shift  their  obligations  by 

transferring  their  stocks  to  another  party,  who  in  turn. 

has  too  often  found  it  possible  to  evade  all  responsibility. 
Creditors  have  frequently  felt  the  need  of  some  such 

measure,  requiring  parties  interested  in  the  sale  to  take 

precaution  whereby  liabilities  may  be  properly  provided 

for.  The  purchaser,  at  the  same  time,  will  be  placed  in  a 

position  where  they  may  demand  a  verified  statement  as 

to  liabilities  outstanding  against  the  stock  he  is  pur- 

chasing in  bulk.  It  is  simplifying  the  machinery,  whereby 

he  may  assure  himself  that  he  is  starting  with  a  clear 

slate.  Provision  is  also  made  for  such  disposition  of  the 

purchase  money  as  will  make  it  available  for  the  satis- 
faction of  claims. 

Develop  the  Sympathetic  Interest. 

THE  retail  merchant  who  would  develop  and  hold 
the  business  of  his  district  cannot  afford  to  ignore 

any  means  whereby  he  may  foster  the  confidence  of  the 

people.  One  answer  sometimes  given  to  the  question, 

*'Why  do  so  many  people  in  the  farming  communities 
patronize  mail  order  stores?  is  that  the  agriculturalist 

feels  that  he  is  sacrificing  no  mutual  interest,  that  the 

(juestion  of  co-operation  in  any  shape  or  form  has  never 

entei-ed  into  relations  between  him  and  the  local  mer- 

chant. Thus  has  crept  in  an  indifference  which  the  mer- 

chant is  sometimes  inclined  to  resent,  whereas  if  he  paused 

to  consider  the  causes  he  might  the  better  heal  the  defect. 

Probably  he  will  find  that  by  giving  a  little  attention  to 

agricultural  problems,  by  taking  the  opportunity  to  get 

out  among  the  countrj'  people  more  than  he  does,  by  dem- 

onstrating in  different  ways  that  he  has  some  other  in- 
terest in  his  district  than  the  amount  of  business  which 

he  can  capture,  will  help  to  centre  the  attention  of  the 

district  upon  his  particular  town. 

Many  instances  of  the  development  of  these  sympathet- 

ic relations  are  on  record.  One  merchant  who  saw  a  seri- 

ous (juestion  confronting  the  farmers  of  his  district,  took 

an  active  part  in  the  institute  meetings  held  in  that  con- 

nection, and  some  of  the  most  practical  woi'k  was  organ- 
ized and  directed  by  him.  In  much  the  same  way,  an- 

other merchant  took  it  upon  himself  to  champion  every 

good  ([uestion  affecting  the  farming  community  in  any 

way  ivhich  came  up  in  his  municipal  council.  The  result 

was  that  the  merchant  not  only  secured  the  great  bulk  of 

the  farming  trade  in  that  city,  but  agriculturalists  went 

to  him  with  their  problems,  knowing  that  they  could  talk 

into  a  sympatlvetic  ear. 

APPRECIATES  EVERY  NUMBER. 

From  Templin  &  McDonald,  Kincardine  — En- 
cloEed  please  find  cheque  for  $2  for  our  subscrip- 

tion to  The  Dry  Goods  Review  to  December,  1910. 
We  can  assure  you  that  we  are  only  too  pleased  to 
remit  in  advance  for  The  Review  and  wish  you 
every  success  in  your  new  building.  We  appreciate 
every  number  of  The  Review  and  look  forward  to 
receiving  same  every  month. 



DRY     GOODS     REVIEW 

19 

Out  in  Oklahoma 
there  is  a  man  who  sees  things  just  a  bit  more 
clearly  than  most  merchants.  His  is  not  a  great 
department  store ;  he  does  business  in  a  small 
town  in  a  new  state.  Yet  one  short  sentence 

in  a  recent  letter  suggests  an  ability  to  get  at 
the  heart  of  things  that  would  do  credit  to  many 
a  big  eastern  merchant. 

"We  regard  it" — he  writes  of  his 

Ladies'  Home  Journal  Pattern 

Agency — "  as  a  very  valuable  FRAN- 

CHISE." 
Now,  in  practically  the  same  mail  with  this 

letter  came  many  other  gratifying  expressions. 
For  instance  : 

A   merchant  in  Canada  writes:  "  The 
signing  of  the  contract  for  the  agency  was 
one  of  the  best  moves  in  our  business 

experience." 
Another,  in  Indiana,  says  :  "  We  con- 

sider the  Ladies'  Home  Journal  Pattern  a 
very  valuable  asset." 
A  neighbor  of  his  in  Illinois  tells  us : 

"We  consider  it,  with  the  help  of  the 

Ladies'  Home  Journal,  one  of  the  best  ad- 
vertisements a  store  can  have." 

"  It  has  made  our  store  the  most  popular  store 
in  Southern  Minnesota  "  writes  another  ; 
and  so  on  throughout  the  country. 

But  none  of  them,  you  notice,  hits  the  nail  on 
the  head  so  exactly  as  the  man  from  Oklahoma. 
For,  whatever  doubt  there  may  be  as  to  the 
value  of  pattern  departments  in  general,  there 
IS  absolutely  no  question  that  the  right  to 

attract  trade  through  the  agency  of  the  Ladies* 
Home  Journal  Patterns,  and  to  turn  to  the 

advantage  of  one's  own  store  the  tremendous 
advertising  and  prestige  of  that  publication,  is 
really  a  franchise,  and  a  very  valuable  one. 

One  merchant  we  know  of  has  in  the  upper 
left  hand  corner  of  his  letterhead  the  following 
lines : 

"Our  only  commercial  report---The  Ladies' 
Home  Journal  Pattern  Company  has  made 
such  wonderful  progress  that  they  have  the 
choice  of  the  largest  and  best  merchants  in 
the  United  Stales  as  their  agents.  We  are 
'  it '  for  this  city." 

Scores  of  others  have  printed  on  every  piece 
of  stationery  and  in  every  newspaper  adver- 

tisement the  familiar  Minerva-head  trade-mark. 

The  reputation  and  good-will  that  they  seem 

to  derive  from  this  pattern  connection  is  in  itself 
no  small  asset. 

Moreover,  the  agency  for  the  Ladies'  Home Journal  Patterns  is  not  only  a  valuable  franchise, 
but  it  is  one  of  ever-increasing  value.  The 
interest  in  "American  Fashions  for  American 

Women "  that  is  sweeping  across  the  country 
— this  alone  has  already  greatly  increased  the 

value  of  a  Ladies'  Home  Journal  Pattern franchise.  And  it  is  not  the  only  thing  by  any 
means ! 

In  view  of  pattern  conditions  of  the  past — 
and  even  of  the  present — a  prophecy  may 
sound  boastful  and  absurd. 

Nevertheless,  the  time  is  not  so 

very  far  distant  when  merchants  of 

the  larger  cities  will  be  standing  in 

line — so  to  speak — to  get  an  oppor- 

tunity at  any  Ladies'  Home  Journal 
franchise  that  may  happen  to  be 

vacated. 

Even  now,  we  are  declining  to  compete 

with  other  companies  in  offering  "  inducements " 
— no  manufacturer  cuts  rates  on  a  rising  market ! 

No  merchant  who  regards  his  pattern 

department  simply  as  a  "necessary  evil"  would 
be  happy  with  us.  Nor  do  we  solicit 
the  trade  of  merchants  whose  chief  interest  in  a 

pattern  contract  lies  in  its  "  closing  terms." 
For  your  store,  however, — if  it  is  the  best  of 

your  town  and  if  your  town  is  still  "  open " — we  are  as  anxious  as  ever.  That  we  could 

help  you  make  money,  we  are  certain. 

Hundreds  of  enterprising  merchants  have 

brought  "  dead  "  pattern  departments  to  life — 
have  doubled  and  tripled  their  pattern  business 

— by  installing  our  modern  pattern  service. 

Let  them  tell  you  about  it  in  their 

own  words.  A  postal  will  bring  you 

the  new  booklet  "  Sell  Two  Patterns 
Where  You  Now  Sell  One — How 

Your  Neighbor  Did  it." 

THE  HOME  PATTERN  COMPANY 

NEW  YORK 

615  West  43d  Street,  New  York 
CHICAGO  TORONTO SAN  FRANCISCO 

Please  mention   The  Rei'iew  to   .Idzrrfisers  and   Their  Trai'elcrs. 
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J,  Bacon  (SLSons 
of 
Louisville,  K.y. 

have  just  put  in  a  stocK  of  ButtericK 
Patterns.  Their  ButtericK  sales  for 

the  first  five  days,  February  7th  to 

11th    inclusive,    -were 

O more 
than  the  sales  of  the  Pattern  they  gave 

up    for    the    same    five    days     last   year, 

ITS  SALES  THAT  TELL  THE  STORY 

ITS  SALES  YOU  WANT 

ITS  SALES  YOU  GET 

With  BUTTERICK  PATTERNS 

The  right  Pattern  Department  is  a 

thing  to  have.  Write  us.  We  might  be 

able  to  maKe  an  arrangement  -w^ith  you. 
There    are     no    patterns    so    perfect    as 

BUTTERICn  PATTERNS 

THE  BUTTERICK  PUBLISHING  CO. 
33  Richmond  St.  West,  Toronto,  Ont.,  Canada 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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There's   no  WAITING   for  "rush" 
orders  sent  to  our 

LETTER   ORDER 
DEPARTMENT 

21 

We  "railroad"  them  through 
the  house,  and  you  have  our  as- 

surance that  if  the  goods  asked 

for  are  to  be  had  in  Montreal, 

YOU  will  get  them  by  return. 

They  are  packed  and 
SHIPPED  the  day 

the  order  reaches  us. 

May  we  show  YOU? 

The  W.  R.  brock  company  (Limited) 
MONTREAL 

F lease  mention  The  Review  to    Advertisers  and  Their  Travelers, 



Store  Kinks  that  are  Giving  Good  Results 
TJiousands  i)i'  eliildreii  took  possession  of  a  Cleveland 

department  store  last  Fall  on  the  occasion  of  the  semi- 

annual children's  day.  Widespread  interest  was  created 
for  ten  days  in  advance  of  the  event  by  half-page  news- 

paper advertisements.  Under  the  cap- 

Gift  Day  for  tion,  "Stoi-e  News  for  Children's  Day." 
the  Children.  were  printed     detailed      descriptions   of 

what  the  children  wonld  see  on  the  red- 

letter  day.  The  advertisements  also  spoke  of  mysterious 

presents  which  the  children,  accompanied  by  parents, 

would  receive  in  the  various  departments  of  tiie  store. 

For  instance,  it  was  advertised  at  the  toilet  goods  counter 

there  would  be  found  presents  for  the  first  six  Ininilred 

children;  at  the  cotton  counter,  gifts  for  the  first  eight 

hundred  children;  in  the  millinery  section,  gifts  for  the 
first  six  hundred  girls,  and  so  on  throughout  the  store. 

In  addition  to  all  these  presents,  which  consisted  of 

some  toy  or  novelty,  a  bat  and  ball  were  given  with  every 

purchase  in  the  boys'  clothing  department,  and  a  fancy 
handkerchief  to  llie  girls  in  the  w'hite  goods  section. 

The  i^romise  of  these  presents  attracted  a  tremend(nis 

crowd  as  soon  as  the  doors  were  opened  in  the  nnn-ninu'. 
And  the  children  were  held  in  ecstasy  for  the  remainder 

of  tiie  day  by  the  extensive  amusement  features  which 

had  been  arranged  for  them.  These  consisted  of  piles  of 

clean  sand,  spades  and  shovels,  merry-g'o-rounds,  swings 
and  a  Punch  and  Judy  show  on  the  third  floor.  Tn  the 

basement  a  soap  bubble  blowers'  convention  was  held. 
where  expert  soap  bubble  instruction  was  given  by  the 
attendants. 

Childi'en's  Day  has  been  a  semi-annual  featui-e  of 
William  Taylor  &  Son  for  a  number  of  years,  a.nd  each 

time  its  popularity  increases.  Business  during  the  day 

is  not  greatly  increased,  but  the  good-will  of  thousands 
of  mothers  is  secured  for  the  store  for  another  twelve 

raont'hs. — Svstem. 

Many  notable  successes  in  mercliandising  have  been 

the  result  of  untiring  study  of  some  peculiarity  of  tempera- 

ment, taste,  sentiment,  or  whatever  it  ma.y  be  called, 

which  very  frequently  serves  as  a  key  to  the  customer's 
IJreferences.  This  is  a  feature  of 

This  Specialty  salesmanship   which   calls    for   con- 

Had  centration.     It  brings  the  merchant 
Direct  Appeal.  or  the  members  of  his  staff  into  di- 

i-eet  touch  with  the  individuality  of 
his  customer.  To  the  latter  the  treatment  which  he  is 

thus  accorded  appeals  in  such  a  way  that  he  instinctively 

turns  to  the  store  whenever  he  has  any  purchases  to  make. 

He  feels  ranch  the  same  as  a  patient  towai-ds  a  reliable 

physician — he  knows  that  a  correct  diagnosis  is  being 
made  of  his  particular  ca.se. 

A  good  example  of  this  application  is  supplied  by  a 

Toronto  firm.  John  Catto  &  'Son,  which,  for  years  has  been 
making  a  specialty  of  Scotch  plaid  fabrics.  These  goods 

have  always  been  prominently  displayed  in  the  windows, 

and  one  strong  scllinu'  point  recognizinl  consists  in  em- 
phasizing the  clan  designation  of  each  pattern.  Every 

piece  of  tartan  placed  in  thi-s  firm's  window  bears  a  card 
with  this  information  upon  it,  and  every  precaution  is 
taken  to  .see  that  the  tartans  and  clan  names  do  not  get 
mixed,   for   this   would   probably  in.jure   the  reliability  of 

tiie   house   in    the   eyes   of   those    who   are   inclined   to   be 
serious  about   that  sort   of  thing. 

But  the  firm  goes  furt'her.  The  value  of  such  a  spe- 
cialty consists  largely  in  making  it  effective  in  the  quarter 

to  which  it  most  appeals.  Thus,  by  informing  themselves 
as  to  elan  names  and  combinations  among  their  customers. 

thej'  found  it  po.ssible  to  arrange  for  an  assortment  of 
steamer  rugs  wrought  in  plaids  of  different  families  and 

properly  distinctive,  in  every  case,  of  each  side  of  the 
house  where  such  effect  proved  feasible.  For  example, 

the  proper  combination  of  plaids  would  appeal  strongly 

to  a  Mc'Phersdu  whose  wife's  former  name  was  Cameron, 

more  particularly  at  a  time  of  tiie  year  w'hen  steamer  rugs 
were  required,  and  this  was  the  plan  on  which  the  feature 
was  worked  out. 

Kichard  Hall  &  Son,  Peterboro,  had  the  entire  city 

guessing  recently,  when  they  posted  in  conspicuous  places 

numerous  placards  bearing  huge  question  raaiks  and 

calling  upon  the  people  to  guess  the  burning  question  of 

the  day.  Ten  dollars  in  gold  was  the 

Had  Whole  prize.      There    was   not   much     for    the 

City  guesser  to  tie   up  to.  for  the  range  of 

Guessing  questions,  just  about  that  time,  extend- 
ed from  rabies,  or  matrimony,  to  navies. 

They  all  cropped  out  somewhat  prominently,  and  they  put 

l'et('rb(n-o  into  a  more  than  usually  inquisitive  mood.  It 
was  finally  announced,  at  a  time  when  everybody,  sleep- 

ing or  waking,  saw  an  interrogation  mark  dancing  before 

I 
i    ®  'Here's  The  Solution 
{To  the  Question  Mark  Mystery  That  Has 

*,       Aroused  Thousands  in  This  Locality 
}  p<iucATTDmMFOcussti>oi<viruxTnponwTEvi)iTTNATKA>s(>(nni.raic,.r(irLnnc 

;  Richard  Hall  £i  Son, 
t  33*^55   GLOBOF  STRttT. 

t^" 

rertBftOROL'cii  i 

An   ad.  by  Arliicli   Richard  Hall   &  Son   focused  the  inlercsi 

created  by  ttieir  "Vital  Question"  contest. 

him,  that  the  burning  (piestioii  was  the  high  cost  of  livine. 

The  announcement  was  made  in  an  ad.  replete  with  qucs- 
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tion  marks,  and  carefully  descriptive  of  values,  which 

would  help  solve  the  question.  That  inquisitve  period  in 

Peterboro's  history  certainly  focused  attention  upon  the 
store  of  Richard  Hall  &  Son. 

•4- Although  one  Brussels  carjjet  is  given  free  each  week 

during  the  Spring  and  Fall  moving  season,  a  Pittsburg  firm 

huds  it  a  profitable  means  of  drawing  earpot  and  genera! 

trade  to  its  store.  At  the  beginning  of  eaeh  week.  >ix 

letters  of  the  ̂ alphabet  are  selected  by 

Gives  Away  the  firm,  sealed  in  an  envelope,  and  de- 

Carpet  posited  with  the  advertising  managei-  of 
Each  Week.  a  Ideal  newspaper.     Each  customer  mak- 

ing a  purchase,  registers,  and  the  one 

whose  name  contains  the  greatest  number  of  these  letters 

secures  the  carpet,  delivered  and  laid  in  his  home. 

In  the  event  of  two  or  more  customei-s  tying  f(U'  the 
carpet,  it  goes  to  the  person  who  ma.de  the  purchase  ear'i- 
est  in  the  week.  The  personal  touch  is  added  by  picturing 

in  the  advertisement  eacli  week  the  winning  liusband  and 

wife  of  the  week  before. — Svstem. 

The  day  or  the  season  entitled  to  special  mention  on 

the  calendar  wiiich  has  not  its  special  value  has  yet  to 

be  listed.  An  April  Fool  event  without  a  sting  to  it  is 

desci'ibed  here:  it  lias  been  woi'ked  out  saiisfactorily  in 
small  places  where  the  merchant  knows 

A  Feature  his   people  sufficiently   well    to   preclude 

For  all      possibility      of      misunderstanding. 

April  Fool.  Have  red  cards  i)rinted  with  the  follow- 

ing: "April  Fool!  Who  is  fooled?  You. 

if  you  do  not  call  at  Blank's  special  sale.  Blank  is  if 
you  do."  These  cards  should  be  left  at  the  door  of 

every  house  in  town  the  night  jireceding.  On  All  Fool's 
Day  evei'y  purchaser  a't  the  store  is  i)resented  with  a  base- 

ball or  bat  or  something  else  apjjropriate  for  the  children 

01-  other  member  of  the  household,  while  callers  are  made 

t'iie  I'ecipients  of  souvenirs. 

Buyers  in  Forlii  \V(n-tli  ̂ \('re  recently  surpi'i.'^ed  to 
find  on  their  breakfast  tables  ])lain.  sealed  envelopes  on 

which  appeared  above  tiie  address  the  words,  "Kll  in 
the  Check  Yourself."  As  the  enclosure  was  unfolded 

there  fell  from  it  a  handsomely  engraved 

Exploiting  check    on    which    the    space    left    for    the 

A  Marked  amount    was   blank.      When    the   recipient 

Down   Sale  of    the    check    turned    to    the    typewritten 

letter   for   an   e.\[)lanat ion   of  the   presence 

of  tile  check.,  he   read: 

"Dear  Mr.  Hawkins: 

"You  can  fill  in  this  check  yourself,  and  we  will  en- 
dorse it  for  any  amount. 

"Ill  other  word.s,  we  have  not  gone  to  the  expense 
of  marking  down  prices  on  Fall  goods  in  the  nsual  way 

this  year.  A  new  plan  has  been  adopted  to  give  you  the 

benefit  of  reduced  prices. 

"Simi>ly  bring  with  you  to  our  store  the  blank  check. 
Buy. whatever  you  want  and  we  will  endorse  the  check 

for  one-fourth   of  the   amount   of  your  purchase. 

"Fill  ill  the  ciieck  yourself. 

"Very   sincerely  yours. 
"Travis    Clothing    Company, 

"By  a.  K.  Shearer." 
The  letters,  signed  by  the  salesmen  and  other  eiu- 

l)loyees   of  the   store,   were   mailed   to   iicrscnnl    acquaint- 

ances, and  included  over  half  the  entii'e  number  mailed. 
The  others  were  signed  by  the  manager.  Salesmen  were 

urged  to  add  a  postscript  in  their  own  handwriting  offer- 
ing the  customer  their  personal  attention  during  the  pro- 

gress of  the  sale. 

On  the  afternoon  of  the  day  the  letters  were  mailed, 

there  appeared  in  the  evening  newspapers  pag-e  adver- 
tisements in  which  the  "Blank  Check  Sale"  was  ex- 

plained at  length.  The  remainder  of  the  space  was  taken 

up  with  descriptions  and  prices  of  goods.  In  conformity 

Avith  the  announced  plan  of  the  sale,  the  regular  prices 

were  given  with  a  description  of  the  goods,  while  under  eaeh 

item  appeared  the  small  caption  in  black  face  type:  "We 

give  you  back  one-fourth  of  the  price."  This  fact  was  also 
emphasized  in  the  introduction   and  in  scattered  display iilRS. 

Ill  addition,  the  show  windows  were  filled  with  dis- 
plays of  clothing  on  which  appeared  the  regular  prices, 

while  to  each  suit  or  garment  was  pinned  a  check  filled 

out  with  a  figure  which  amounted  to  one  fourth  the  price. 

Placards  in  each  window  also  told  of  the  plan  of  the  sale 

and  on  each  one  was  pa.sted  the  now  familiar  blank  check. 

The  catch  phrase,  "Fill  in  the  check  yourself"  was  made 
use  of  in  every  possible  way. 

As  a  logical  supplement  to  the  sale,  one  window  was 

given  over  to  a  disjjlay  of  little  individual  savings  banks 

such  a^  are  issued  to  bank  depositors.  A  large  placard 

suspended  from  the  top  read:  "Keep  What  You  Save." 
Below  was  a  smaller  card  on  which  appeared:  "A  bank 

book  is  a  sign  of  thrift.  Jf  you  haven't  a  hank  account 
now.  make  this  sale  memorable  by  starting  an  account 

with  the  money  you  save  here.  Our  salesman  will  gladly 

issue  a  savings  bank  to  you  and  open  your  acc<niiit  with 

any  bank  in  town." This  sale  proved  to  be  one  of  the  most  remarkable 
ever  iield  in  Fort  Worth.  The  check  and  letter  immediate- 

ly aroused  attention,  and  sustained  interest  in  the  sale 

was  secured  by  the  newspaper  advertisements  and  win- 
dow displays  of  goods  and  savings  banks.  In  addition, 

profitable  i-eturns  were  secured  from  the  banks  for  the 
opening  of  the  new  accounts. 

Mothers  tocdc  much  interest  in  the  "Baby  AVeek," 
originated  iiy  the  Strouss-Hirshberg  Company,  of  Youngs- 

town,  Ohio. 

"Baby  AVeek "  was  not  ahme  a  department  event,  but 
was  featured  throughout  the  store  with 

special  and  elaborate  displays  of  every- 

thing carried  in  infants'  wear.  Interest 
was  created  for  the  event  by  large  news- 

paper announcements,  both  before  and 
(luring  the  week.  As  announced  in  these  advertisements, 

presents  for  the  little  ones  wei'e  given  away.  Wicker 
rattles  delighted  the  younger  children,  while  picture  books 

caught  the  attention  of  the  children  old  enough  to  be  in- 
terested  in    them. 

Purchases  of  a  dollar  or  more  in  the  infants'  wear 
section  secured  an  order  for  a,  postcard  [)liotograpli  of  the 

baby  lo  be  made  without  charge  by  a  local  pliotograi)her. 

Samples  of  t'hese  were  on  exhibition. 

Ba'by  scales  and  teeter-totters  in  the  store,  and  papier- 
mache  storks  and  comic  dolls  in  the  windows  gave  the 

right  atmosphere  to  the  special  event. 

A  valuable  mailing  list  of  l,.')0O  babies'  names  was 
secured  by  requiring  each  parent  to  register  upon  the  re- 

ceipt   of   the  b-by's   present. — System. 

Baby  Week 
Swelled 

Mailing  List. 



Seasonable  Show  Cards,  showing  use  of  air  brush.—  By  R.  T.  D.  Edwards,  with   R.  Simpson  Company,  Toronto. 

How  the  Card  Writer  May  Avoid  Bunching  in  Orders 
Should  See  that  he  Has  Entire  Control  of  His  Department  —  Select- 

ing Card  Sizes  for  the  Store  ~  Filling  in  Spare  Time  by  Producing 
Cards  that  May  be  Used  for  Special  Occasions. 

(By  R.  T.  D.  Edwards.) 

llie  g-oods  need  not  be  without  a  ticket  any  length  of  time. 
Groods  on  the  counter  without  a  ticket  sometimes  means 

money  lost. 

It  is  a  g'ood  idea  to  keep  cards  in  a  cabinet,  where 
the  dust  and  dirt  cannot  reach  them.  Stand  them  on 

tlieir  edges  and  arrange  t'hem  in  series,  from  one  cent  up, 
as  high  as  they  go,  so  it  is  an  easy  matter  to  lay  your 
hands  on  the  price  required. 

Another  way  in  wliieh  a  eardwri(er  can  utilize  'his  spare 
moments  is  in  making  up  fancy  window  tickets  that  would 
work  in  at  any  time  of  the  year.  Take,  for  instance, 

card  "A."  Eliminate  "Spring  1910"  and  you  have  a 
card  ilia!  may  be  used  at  any  season  of  the  year.  Grood 

staple    wordings    for    cards    such    as    these    are,    "Latest 

czjdcc/e^hyklnin 

cpqrA  t  u'viDX^/'Z, An   alphabet   particularly   effective   in   neat  air  brush  work.—  By   R.  T. 
D.    Edwards,  with   R.   Simpson   Company,  Toronto. 

Styles."  "Latest  Fashions."  "Superb  Styles."  Xew 
Creations,"    "Parisian    Models,"   and    so    on.      Catchy 

ONE  trouble  the  cardwriter  has  to  contend  with, 

especially  in  the  larger  stores,  is  that  the  work 

invariably  "comes  in  bunches,"  if  use  may  be 
made  of  the  slang  phrase,  and  this  causes  rush 

and  slow  seasons.  There  are  three  periods  in  the  year, 

"Spring,"  "Fall"  and  "Xmas"  time,  when  it  is  practi- 
cally necessary  to  change  every  ticket  in  the  entire  store 

and  this  is  what  causes  the  rushes.  The  cardwriter  should 

look  ahead  and  try  to  overcome  this  difliculty. 

To  do  this,  it  is  necessary  for  him  to  have  absolute  con- 
trol of  the  tickets  as  to  size,  wording,  etc.,  otherwise  he 

might  as  well  give  it  up,  because,  if  a  manager  of  a  depart- 
ment comes  along  and  wants  all  sizes  and  shapes  of  cards, 

with  a  lot  of  unnecessary  lettering  on  them  he  is  up 
against  it. 

The  cardwriter  should  see  that  lie  has  entire  control 

and  to  that  end  an  understanding  with  the  head  of  the 
house. 

The  first  thing  to  do  is  to  decide  upon  what  size  cards 

you  are  going  to  adopt  and  then  go  ahead.  In  the  Simp- 
son store,  the  principal  size  is  a  7x11  ticket,  written 

"landscape"  style.  It  certainly  adds  100  per  cent,  to  the 
store 's  appearance  to  see  neat  tickets  of  the  same  size  in 
holders  along  the  counter.  On  goods  such  as  ribbons, 
jewelry,  etc.,  a  .5V2x7  card  is  used,  because  the  7x11  covers 
the  goods  too  much. 

Keep  Stock  of  Price  Cards. 

Once  the  sizes  are  determined  for  the  store,  make  a 

list  of  the  prices  chiefly  used — say  from  one  cent  to  five 
dollars,  making  sure  to  have  plenty  of  the  most  prominent 
prices,  such  as,  5,  10,  15,  25,  48,  50,  75,  98,  $1,  etc.,  and  then, 
when  the  orders  come  you  can  fill  them  without  delay  and 
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phrases  are  often  effective,  such  as,  "These  lowered  prices 
do  not  mean  lowered  standards,"  "Hands  Up!  Tliese 
gloves  will  fit  you,"  "Prices  that  will  touch  lightly  on 

your  pocketbook,"  "Broken  lots  at  Broken  Prices." 

The  Cards  Illustrated. 

Cards  1,  2,  3,  and  4,  here  illustrated,  were  all  used  in 
the  early  Spring  window  display.  They  are  all  on  the 

"Shadow  Script"  idea,  or  script  lettering  with  the  air 
brush  shading  behind  it.  To  execute  this  style  properly  it 
is  first  necessary  to  lay  the  card  out  and  letter  it  with  an 
ordinary  led  pencil,  outlining  the  letters  heavily,  so  that 

they  can  be  seen  after  the  air-brushing  is  completed. 

Spray  over  the  letters,  making  the  shade  much  heavier  on 

the  left  and  lower  side.  Use  black  ink  for  the  first  appli- 

cation.  Mien    tint    the   outside   edges   of   the   shading   w'vAi 

Spring   Show    Cards,  showing  application    of    air  brush.—  By  R.   T.    D. 
Edwards,  with   R.  Simpson    Company,  Toronto. 

whatever  color  is  desired  or  what  will  harmonize  with  the 

goods  that  surround  it.  For  illustration,  burnt  sienna 
was  blended  in  with  No.  2  card  and  it  produced  a  veiy 

rich  effect,  relieving  the  dead  appearance  of  the  black. 
No.  4  was  shaded  in  with  violet  which  made  a  very  pleas- 

ing effect. 
'Shadow  script  is  only  one  of  the  hundreds  of  stylos 

that  can  be  used  with  the  air  brush.  Making  designs  and 

cuttiTig  them  out  of  oil  paper,  as  in  card  "A,"  is  the 
most  popular  method  and  it  produces  a  very  effective 
■card  quickly. 

Tlie  accompanying  alphabets  will  probably  aid  the 
cardwriter  in   making  shadow  script  letters. 

W.  E.  Ma.xwell,  formerly  with  J.  Micklebonnigh.  Ltd., 
St.  Thomas,  bas  secured  the  Garland  stock,  in  that  city,  at 
61  cents  on  the  dollar.  Mr.  Maxwell  will  continue  business 

in  the  Garland  S'toi-e. 
Alex.  MacTnnes,  brother  of  the  late  Senator  Donald 

MacTnncs,  and  a  partner  with  him  in  the  dry  goods  firm 
<>£  Donald  Maelnnes  &  Co.,  Hamilton,  died  in  Toronto 
February  5tli, 

Are  made  in  all  Human  Hair  Shades  to  tone  with  th* 
hair  of  the  wearer,  the  Net  being  quite  invisible,  whilst 

keeping    the    Coiffure    in    place    without    flattening. 

5  Sizes    R  20    R  22     R  23     R  24      R  26 
Medium I^-arge      Extra  Large      Allover         Superfine 

ROSENWALD  BROS.,  Sole  Manufacturers  &  Patentees 
LONDON,    PARIS.    VIENNA 

Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames.  Hair  Rolls,  etc. 

Sole  Agents  for  Canada:  DIECKERHOFF,  RAFFLOER  &  Co.,  Ltd. 
( j.r.  Siiii'di-  &  WflliMgt,()ii  .Sts,,  Tororitci,  and  525  St.  Paul  St.,  Montreal. 

Australian  Trade 
is  worth  looking  after.  The  following  figures  are 

extracted  from  the  official  statistics  of  imports  into 
Australia  : 

1906. 

Canada     Other  Countries         Total 

Cosies.  Cushions,  etc. 
■Z      49.5 

£     154,047 £    1,54.,542 

Curtains 

190 

87.fi75 
87.865 Fancy  Goods 313 

279,452 
279,765 

Piece  Goods,  Cotton 
and  Linen 1L894 

3,297.724 3,309  618 
Flannelettes 

Lfi88 

251,965 2.53,653 
Boots  and  Shoes 

4.951 114,003 
lis.  954 

Rubber  Sand  Shoes 
2,319 

47,998 50,317 

The  Draper  of  Australasia  is  the  organ  of  the 

drapery  and  kindred  trades  of  the  Antipodes,  and 

is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New  Zealand. 

Advertising  rates  may  be  obtained  and  space 

secured  by  communicating  with  our  New  York 

Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publishing^  Offlues 

Melbourne,  Fink's  Buildings 
Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 



Phases  of  Substitution  Which  Should  be  Condemned 
Delivering  without  Notice  to  Consignee,  Goods  which  Differ  From 
Sample,  Occasioning  Inconvenience  and  Loss  of  Business  —  The  Job- 

bers' and  Manufacturers'  View  of  the  Matter- Instances  of  Substitution. 

THAT  much  eaii  be  doiu'  by  e\'t'iT  section  of  the dry  goods  trade  to  eliminate  the  problems  of 

subi^titution,  is  evident  from  the  comphiints  fre- 
quently received  by  The  Review.  Retailers  state 

liiat  after  placing-  an  order  a  reasonable  time  in  advance, 
they  have  eventually  received  goods  which  were,  in  very 
important  respects,  dissimilar  to  sample.  Some  of  these 
deliveries  were  made  without  pre\ious  advice  or  notice 

of  any  kind,  and  dealers  have  claimed  that  great  annoy- 
ance and  considerable  loss  have  resulted.  In  many  cases 

iliey  have  considered  it  advisable  to  return  goods  and 

have  had  to  lose  g-ood  business;  in  other  cases,  where  they 
have  seen  tit  to  keep  tiie  goods  sent,  they  have  had  to 
revise  their  advertising,  constructed  in  accordance  with 

orders  placed,  and  this  is  a  serious  matter  in  these  days 
iif  competition,  when  retail  mail  order  houses  boast  of 
the  reliability  of  their  catah)gues  and  when  it  is  essen- 

tial th:U  the  merchant  be  able  to  make  his  stock  measure 

up  to  every  line  in  his  publicity. 

Adequate  Copy  Order. 

One  safeguard  against  the  possibility  of  substitution 
is  the  adoption  by  the  retailer  of  order  forms  which  will 
in  no  way  admit  of  misinterpretation.  G.  B.  Ryan  &  Co.. 

of  Guelph,  are  using  a  form  whic'h  has  been  found  very 
satisfactory,  and  which  is  here  reproduced.  All  orders 
are  placed  in  duplicate,  and  representatives  are  requested 

to  forward  a  copy  direct  to  their  firm's  ofQce.  This  is 
insisted  on,  as  payments  will  be  made  only  on  basis  of 
order  as  written. 

Referring  to  the  question  i.if  substitution,  G.  B.  Ryan 
&  Co..  state: 

"We  could  not  say  that  we  have  suifered  losses  of  any 
consequence  from  johbers  substituting.    We  used  to  notice 

GUELPH.    Canada.     [VJO.      55)6 

'Order  (jiven  to    

By  Q.  B.  RYAN  &  CO.,  Quelph,  Canada 
OeMvcr   z^nd^  I>»e  an 

Term..  IOd«ys  .  JO   [>sys  or   

Sh'P   per    -   

Purchised  by      For   Departmenl 

.  .  1  hi  -I  MAim  s   AKK   KkelKSTED    TO    FOBWARO    THIS    COPV     flKECT   TO    TMEIR    FIRMS    <.^flCE  :     THIS    WB   INstST  OX,    As 

rof<JRn   firm,   mu.i    (nrwAi.l   TWO  invoices,  one    (the  onsinal)   to  l>e  m.irked    "Cenifivil   Corrr^i      .ind  ..Rned  «uh  il.i   n.imc  oJ 

itiA-  fi.ni       rVfitn  cooMKnmenK  mu.i  he  numhcred  and  matked  th.is  ^^>^^ 

And  e„..™,o..Hm.  n.ml.,  on  ,n.„.<e.  "«           <^  B  oT^ 

.Confirmed  by  0.  B.  Ryan  &  Co.,  per 

Order  form  used  by   G.    B.   Ryan   &  Co.,  Guelph,   by  which  to 
overcome  possibilities  of  substitution. 

more  of  this  some  years  ago  when  our  system  would  per- 
mit of  a  certain  amount  of  success  in  this  direction. 

"To-day  all  mu-  orders  are  placed  in  dujilicate  form  on 
a  slieet,  and  when  the  representative  nv  mill  receives  this 

they  realize  that  there  is  very  little  (ii)i)ortiinity  for  any- 
thing other  than  the  actual  order,  unless  they  change  the 

brand  number  on  the  article  they  send  us.  It  is  very 
seldom,  indeed,  that  this  occurs,  as,  in  the  event  of  its  being 
found  out    it  would  lead  to  a  most  nnjileasant  feeling. 

"Of  course,  occasionally  we  do  find  a  little  variation 
in  the  filling  of  an  order,  but  more  often  it  is  a  con- 

venience rat'Iicr  than   a   hindrance    (o   the  business.      The 

shipper  has  sent  us  the  nearest  to  the  article  we  pui-chased. 
and  in  manv  instances  it  serves  the  purpose  equallv  as 
well. 

"We  are  of  the  opinion,  however,  that  a  fair  amount 
of  substitution  is  practised  with  houses  who  have  not 

axlopted  an  adequate  copy  order  ser\-ice. " 

The    Wholesalers'    Viewpoint 
The  retailei',  however,  is  not  the  only  one  who  has 

something  to  say  on  this  matter.  Manufacturers  and 
wholesalers  declare  that  it  would  assist  the  solution  of 

the  problem  if  all  orders  were  placed  sufficiently  in  ad- 
vance in  order  to  enahle  them  to  be  assured  of  the  selling 

importance  of  different  lines.  During  the  past  two  years, 
particularly  1908,  there  has  been  a  tendency  on  the  part 
of  every  section  of  the  trade  to  live  very  close  to  the 
demand,  to  buy  from  hand  to  mouth.  This  feature  of 
trading  will  however,  it  is  hopeil,  pass  away  with  the  re- 

turn of  jH'osperity. 

Manufacturers  of  ready-to-wear  clothing  give  instances 
in  which,  while  orders  for  materials  have  been  long  placed, 

they  have  only  had  deliveries  in  fits  and  starts,  and  that 
manufacturers  and  wholesalers  of  fabrics  would  gladly 
substitute  if  they  found  it  jjossible. 

An   Illegal    Practice 

There  is  another  feature  of  this  problem — a  practice 
which  a  recent  judgment  has  stamped  as  illegal.  It  is 

the  deliberate  substitution,  by  other  goods,  of  trade- 
marked  products  that  have  been  specifically  ordered.  The 
injustice  of  this  jiractice  is  obvious.  A  manufacturer 
spends  nuich  money  in  advertising  and  developing  the 

salability  of  a  trade-marked  line.  They  are  desirable 
goods  for  the  jobber  and  retailer  to  have  in  stock.  It 
may  so  happen  that  where  a  customer  asks  for  or  indicates 
that  he  wants  these  goods,  the  merchant,  for  some  reason 

(u-  other,  knowingly  hands  out  a  substitute.  This  act, 
according  to  the  judgment  given  l)elow,  is  illegal.  Where 
it  becomes  a  practice,  the  manufacturers  of  such  a  line 
stands  to  lose  considerable. 

Apart  from  this  feature  of  the  ([uestion,  substitution 

may  sometimes  be  made  necessary  by  unforeseen  circum- 
stances, but  even  in  such  cases,  there  is  no  excuses  for 

failure  to  advise  the  consignee  in  advance,  or  give  him 
opportunity  to  know  beforehand  what  he  is  receiving. 
Any  other  course  is  certainly  to  be  condemned,  and  dealers 
have  frequently  stated  that  a^  the  result  of  tuis  kind  of 
tiling,  they  have  been  sometimes  tempted  to  look  to  other 
markets  ftir  certain  lines,  where  they  may  be  assured  of 
deliveries  in  accordance  with  sample. 

Instances  of   Substitution 

The  following  instances  of  substitution  have  recently 

l)een    biought    to   The  Review's   attention   by  a   retailer: 
We  gave  an  order  to  a  wholesale  house  for  about  300 

pairs  of  curtains,  compriived  of  17  different  lines.  Ten 
])at terns  of  tiie  the  17  were  substitutetl.  When  we  called 
their  attention  to  it,  they  explained  it  by  saying  that  the 

factory  from  whom  they  had  m-dered  the  curtains,  which 
were  sold  to  us,  were  oversold  and  they  sent  us  what 

they  tliouglit  was  e<]ually  good  \ahies.  Xow  these  curtains 
were  ordered  fully  five  months  before  they  were  shipped. 
and  if  tilings  had  been  carried  on  in  a  busin^ess-like  wav. 
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we  would  have  been  notified  that  we  could  not  get  these 

curtains,  and  given  the  privilege  of  making  another  selec- 
tion or  buying  them  elsewhere.  When  the  curtains  came 

in  we  found  it  was  too  late  to  purchase  them  elsewhere. 
Of  course,  we  vowed  never  to  buy  curtains  from  that 
firm  again. 

The  same  firm  on  another  occasion  in  filling  an  order 
for  flannelettes  substitute  20  patterns  out  of  30,  and  when 
their  attention  was  called  to  it,  they  made  the  explanation 
that  it  was  difficult  to  get  the  full  range  of  patterns  from 
the  mill. 

Another  instance  where  substitution  was  made  Avas 

tiiat  in  which  we  bought  five  dozen  ladies'  white  under- 
skirts. When  the  goods  were  opened  we  found  that  the 

embroidery  used  on  tiie  skirts  was  entirely  different  from 

that  shown  on  tlie  sample,  and  when  we  called  the  firm's 
attention  to  it,  they  replied  admitting  the  substitution 

and  adding,  "and  we  think  it  will  I)e  quite  apparent  to 
you  as  to  which  is  the  better  value;  not  only  that,  but  it 

is  deepeer  than  the  pattern  shown  you."  Now,  here  is  a 
case  of  diffei'enee  of  opinion.  If  it  was  impossible  fur 
this  firm  to  send  us  the  goods  they  sold  us,  why  did  they 
not  notify  us  and  submit  samples  of  the  embroidery  which 
was  to  take  the  place  of  the  one  bought,  but  they  think 
that  they  have  a  perfect  right  to  substitute,  what  in  their 

judgment,  is  a  better  article,  forgetting  apparently  any 
peculiarities  that  might  lead  us  to  make  the  choice  we 
did.  As  a  matter  of  fact,  the  substitution  they  made  was 
not  nearly  as  good  quality  as  that  shown  in  the  sample 

garment,  yet  we  be'lieve  they  were  candid  in  thinking  it 
was  a  better  thing. 

We  placed  an  order  for  .50  dozen  handkerchiefs  of  one 
particular  style.  When  the  goods  were  sent  sent  we  found 

them  entirely  different  and  when  the  firm's  attention  was 
drawn  to  it,  they  proposed  a  discount  of  10  per  cent,  as 
an  inducement  for  us  to  keep  them,  but  as  we  did  not  think 

t'hey  were  worth  within  25  per  cent,  of  the  ones  boug'ht, 
we  proposed  this  discount,  but  they  would  not  listen  to 
it  so  the  goods  were  returned.  Of  course,  wo  had  to  go 
without  them. 

We  sent  a  mail  onler  to  a  wholesale  hou.se  for  eighteen 
different  lines  of  goods  selected  from  their  catalogue. 
Only  six  out  of  the  eighteen  articles  ordered  came  in 

accordance  with  the  order.  Many  of  the  articles  were 
substituted,  in  others  the  prices  were  charged  higher  than 
the  catalogue  price.  Of  course,  the  substituted  goods  had 
to  be  returned. 

Now,  Ave  claim  that  substituting  should  not  be  done 
under  any  circumstances  by  jobbing  houses  unless  with  the 
consent  of  the  person  whom  the  goods  are  for.  We  can 
give  many  other  instances. 

An    Important  Judgment 

The  judgment  referred  to  in  the  above  article  was 

that  given  by  the  Hon.  Chas.  de  Lorimier,  in  the  Superior 
Court.  Montreal,  Que.,  in  favor  of  Bovril,  Limited,  against 
Metrakos  Bros.,  confectioners,  the  latter  being  accused  of 
substituting  another  brand  of  beef  fluid  when  that  of 
the  plaintiff  was  called  for.     The  judgment  is  as  follows. 

The  defendants  for  a  hmg  time  past  have  been  serving 
and  supplying  those  of  tiieir  customers,  and  the  public 

generally,  who  ask  for  Bovril,  witii  a  preparation  of  an- 
other fluid  beef;  when  customers  of  the  defendants  and 

the  public  asks  for  Bovril  they  are  alleged  to  be  served 
with  another  beef  fluid;  the  defendants  have  for  a  num- 

ber of  years  palmed  off  and  substituted  upon  their  cus- 
tomers and  the  public,  a  substance  manufactured  and 

placed  upon  the  market  by  another  company,  the  whole 
to  the  great  lo.ss  and  damage  of  the  plaintiff;  the  plaintiff 

is  entitled  to  a  writ  of  interlocutory  injunction  concurrent- 
ly with  a  writ  of  summons  to  be  issued  herein,  restrain- 

ing the  defendants  from  selling  or  offering  for  sale  under 

the  name  of  Bovril,  any  substance,  preparation  or  pro- 
duct other  than  that  manufactured  and  prepared  by  plain- 

tiff and  placed  upon  the  market  under  the  trade  mark 

Bovril;  as  a  result  of  the  acts  and  conduct  of  the  defend- 
ants in  substituting  and  palming  off  upon  their  customers 

and  the  public,  products  not  manufactured  by  the  plain- 
tiff, the  plaintiff  has  suffered  loss  and  damage  in  the  past 

to  a  large  amount  which  for  the  purposes  of  the  present 
action,  it  reduces  to  the  sum  of  $5,000. 

The  defendants,  in  reply,  allege  that  the  public  gener- 
ally do  not  ask  for  Bovril,  but  usually  ask  for  fluid  beef, 

and  very  often  beef  tea,  wliich  means  any  kind;  that  the 
respondents  sell  and  supply  to  their  customers  either  fluid 
beef  indifferently,  according  to  the  wishes  of  their  cus- 

tomers. Those  of  the  customers  who  call  for  Bovril  as 

a  general  rule  and  perhaps  invariably  mean  and  signify 
tiieir  intention  of  having  fluid  beef  or  beef  tea;  that  the 
customers  certainly  never  have  been  misled,  as  they 

always  were  supplied  with  whatever  they  wanted;  that  the 
defendants  have  put  in  front  of  their  store  a  sign  (4x8) 
advertising  the  other  fluid  beef,  and  that  the  customers 
always  know  what  substances  are  being  supplied  by  de- 

fendants; that  the  customers  further  may  see,  and  as  a 
matter  of  fact,  do  see,  the  bottles  which  are  being  used  so 
as  to  supply  what  is  being  asked  for,  and  these  bottles 

ai'e  labeled;  that  the  defendants  never  palmed  off  the 
otlier  fluid  for  Bovril;  that  if  Bovril  was  not  served 

when  asked  for  on  some  occasions,  which  is  denied,  it  was 
because  customers  did  not  make  it  clear  that  it  was  Bovril 

Ihey  wanted,  and  the  defendants  were  misled  every  bit  as 
nnicli   as  the  customers. 

In  rendering  his  decision  his  honor  said  in  part:  "It  is 
in  evidence  that  plaintiff  has  expended  large  sums  of 
nuHiey  for  the  advertising  of  its  product;  that  at  divers 
ilates,  and  more  particularly  during  January  and  Feb- 

ruary, 1909^  customers  who  went  to  defendant's  place  of 
business,  called  for  Boxril,  but  were  knowingly  and 

illegally  served,  l)y  defendants'  employes,  with  a  totally 
dilferent  product  or  preparation  of  fluid  beef  purchased 

by  defendants  at  a  lower  price  than  plaintiff's  product; 
tiiat  such  willful  substitution  constitutes,  in  law,  an 
illegal  and  willful  act,  for  which  the  defendants  are  re- 

sponsible. 

Nominal    Damages   to    be    Paid 

"It  is  also  in  evidence  thai,  by  i-eason  of  defendants' 
illegal  acts,  plaintiff'  has  sutt'ered  loss  and  damage;  but 
seeing  the  declarations  cantained  in  defendant's  pleas  as 
to  the  future,  plaintiff  has  agreed  that  such  damages  be 
assessed  nominally  to  the  sura  of  $25. 

"Considering  that  plaintiff  has  established  by  legal 
evidence  the  material  allegations  of  his  action  and  de- 

mand, and  that  interlocutory  injunctions,  must  in  conse- 
quence, be  declared  perpetual. 

"Considering  that  defendants  have  failed  to  establisih 
the  material  allegations  of  his  plea; 

"The  court  maintains  plaintiff's  action,  demand  and 
injunction,  and  declares  said  injunctio}i  pre-empliory 

and  |)('ri)etual.  and  in  consequence  dotli  I'estrain 
and  enjoin  the  defendants  from  selling  or  offer- 

ing for  sa'le  under  the  name  O'f  Bovril,  a.ny  substance 
otlier  than  that  manufactured  and  sold  by  the  plaintiff 
under  its  trade  mark,  and  it  is  ordered  that  the  injunction 
remain,  according  to  law,  perpetual  and  in  full  force  to 
all  intents  and  purposes;  condemns  defendants  to  pay 

the  plaintiff  $25  with  interest,  and  dismisses  the  defend- 

ants' pleas,  the  whole  with  cost  against  them." 
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R.  H.  STEARNS  &  COMPANY 
BOSTON,  MASS. 

announce : 

"  During  the  past  few  years  so  many  customers  have  asked 

us  to  carry  '  Patterns '  that  we  decided  to  do  so  as  soon  as 
the    New  Store    gave    us   the  room. 

After  consulting  houses  doing — in  other  cities — business  of 

a   similar   grade    to    ours,    we    decided    to    put    in 

STANDARD  PATTERNS 
This  announcement  means     that    there   has    been    added    to     the   list   of  mer- 

chants  carrying   Standard    Patterns   another  house  of  the  highest  reputatino. 

Old,     established,     dignified,     high-grade,     the     firm     of     R.    H.    Stearns    & 

Company    is    known    everywhere    as    occupying   a    position   among   the   verj^ 

best   in    all    New    England. 

Their  approval    of   the    Standard    Fashion  Publications    and    of    the    Standard 

Patterns    means    what    their    approv^al    of  anything     must     mean.       It   should 

mean    your   approval.        It     should     mean  your    wish     to   secure    for  yourself 

Standard   Patterns. 

Why   not   apply  ?      Write   us. 

Standard  Fashion  Company 
33  Richmond  St.   West,  Toronto,   Ont.,   Canada 

i'lcasc  mention   The  Rciicie  to  .Idicrtiscrs  and  Their  Travelers. 



What  are  the  Causes  of  so  Many  Business  Failures  ? 
Lack  of  Clear  Knowledge  of    Percentages  and  of   General    Business 
Principles  with    a    Tendency   to  Overlook    the    Small    Details  —  Do 
Ninety  Per  Cent,  of  Those  who  Enter  Business  Fail  Sooner  or  Later  ? 

(By  Howard  R.  Wellington.) 

It  has  been  said  that  ninety  per  cent,  of  those  who  know  whether  his  business  will  stand  the  expense  he  is 
enter  business    fail  sooner  or  later.     Just  how  near  this  charging  it   with,   for  salespeople,   advertising,   rent,   etc. 

comes  to  the  truth    we  hardly  know,  but  there  are  un-  Of  course,  he  may  argue  that  his  expenses  are  as  low  as 
doubtedly   a   large   number   of   failures     which   might   be  could  be  possible,  whether  he  had  a  statement  of  affairs 

prevented    if    merchants    would    adopt    more    systematic  or  not,  but  is  there  any  impetus  for  a  mei'chant  to  lessen 
and  practical  methods.     Of  course,  there  are  exceptional  his  expenses    if  he  does  not  know  how  his  sales  compare 

casies,  when  force  of  circumstances  compel  a  man  to  dis-  with  expenses  and  profit? 
continue   business,   and   even   if   additional   capital   were 
available,   it   would  make   no   ultimate   difference.     As   a  The  Annual  Statement 

practical  illustration  of  the  erroneous  idea  of  some  mer-  Just  to  give   some   idea  of  the  statements  which   arc 
chants   in   regard   to    expenses   and   percentages,   we   will  handed  to  the  mercantile  agencies  sometimes    for  distri- 
suppose  that  we  commence  a  jobbing  business,  with  every  bution  to  the  wholesaler  or  manufacturer,  we  are  giving 
prospect  of  a  turnover  of  $100,000,  on  which  we  expect  here   a  statement  recently  submitted,  signed  by  the  re- 
to  make  a  margin  of  profit  of  25  per  cent.  tailer,  and  declared  to  be  con-ect.     As  a  basis  of  credit 

Profit  Ficured  on  Sales  ^^^  consider  this  statement  a  fair  risk,  hut  either  through 
„             ,     ̂      ̂      „                                                                ,  the  total  ignorance  of  the  dealer,  or  on  account  of  fraud, 
One  method — Profit  on  $100,000  at  2o  per  cent,  equals  .■„    „,i,«i^   „„»,„„+      ^?   i  •     i      •           •       i           j    •           ̂  ^„^  ̂   „                „.                       .^„                           .,.,,^/^,^^  ̂ "^   whole   aspBct   ot   his   business   is   changed   in   a   few 

$25,000;   our  selling  expense  is  10  per  cent,  or  $10,000;  n^onths'  'time 

our  inside  expense  is  6  per  cent.,  or  $6  000;  our  cash  dis-  ^j^^    ̂ ^^^^^^    ̂.^.^,^    ̂ ^,^    approximately    correct,    with count  IS  2  per  cent.,  or  $2,000;  our  profit  is  7  per  cent.,  or  ^^.j  .j^^^j  statement  as  presented  :- 
$7,000;  total,  $25,000.  Statement,  Feb.  28,    '09- 

Profit  Figured  on  Cost  Stock  on  hand     $3,400.00 

The    correct    method— Profit    on    $100,000,    at    25    per      ̂^^^^           150.00 

cent.,  or  $20,000;  selling  expense  is  10  per  cent.,  or  $10,-      ̂ ecoun'ts  receivable          400.00 

000;  inside  expense  is  6  per  cent.,  or  $6,000;   cash   dis-      Furniture  and  fixtures           .300.00 

count  is  2  per  cent.,  or  $2,000;  profit,  2  per  cent.,  or  $2,- 

000;  total,  $20,000.  $4,250.00 

It  will  be  seen  by  comparing  the  two  statements  sub-      Accounts  and  bills  payable           $  850.00 
mitted,  that  instead  of  clearing  .$7,000,  we  actually  earn 

$2,000  in  profits,  the  percentage  of  expenses,  discount  etc..      Surplus   .$3,400.00 

being  figured  always  on  the  sales.  Liabilities  are   apparently   very   small,  and   in  such  a 
case,  his  affairs  are  in  good  shape. 

A  Definite  Basis  to  Work  on 

We  believe  firmly  that  a  certain  percentage  of  profit  Regarding    Liabilities 
should  be  added  on  each   line  of  merchandise,   and   that  Perliaps    .some    merchants    overlook    the    fact    that    is 

this  is  governed  entirely  by  the  class  of  goods  handled  absolutely  essential  to  record  accounts  and  bills  payable, 
and  the  situation  of  the  store.     There  is  a  tendency  to  A   complete   record    of   all   purchases   should   be   kept   as 

purchase  an  article  for  a  certain  price  and  mark  the  re-  carefully  as  a  record  of  sales.     Frequently,  when  an  ac- 
tail    price    immediately    without    carefully    ascertaining  countant  or  assignee  is  called  in  to  take  off  a  statement, 
what  the  usual  margin  is.    While  it  is  undoubtedly  neces-  the   utmost   difificulty   is   experienced   in    ascertaining  the 
sary  to  cut  prices  to  compete  with  an  opposition,  the  cor-  actual  liabilities  to  creditors,  although  at  the  same  time 
rect  selling  price  should  be  known,  as  it  may  be  possible  the  debits  to  customers  are  carefully  recorded.     Invoices 
to  make  up  the  difference  on  something  else.  for  purchases  should  be  journalized,  and  the  totals  cred- 

o      ,      , .  ited  to  the  respective  creditors.    When  accounts  are  paid, 
btock-taking  creditors'  accounts  should  be  dehited,  or  when  drafts  are 

Would  you  be  surprised  to  know  that  there  are  mer-  accepted,  the  same  course  should  be  taken,  and  a  record 
chants  doing  a  fair  business,  who  never  take  stock;  who  kept  of  the  days  on  which  acceptance  falls  due. 
seem  to  have  enough  cash  to  pay  bills  when  due,  but  who  Statement,  Nov.  1^  1909. — 
cannot  know  how  much  profit  has  been  made  for  a  period.      Stock  on  hand   $5  000 
or  possibly  how  much  loss  has  been  mad'e.  Cash    50 

It    is    such    accounts    as    these    that    are    the    credit      Accounts  received          200 
man's  worst  enemy,  for  while  a  merchant  may  apparently      Furniture  and  fixtures          300 be  prosperous  for  a  certain  length  of  time,  in  spite  of  his    
lack  of  system,  he  will  surely  go  under  sooner  or  later  $5  55Q 
without  some  definite  basis  to  work  on.  Accounts  and  bills  payable   $22550 

~  Expen.es  ^'^f   ". . ! ! ! ! ."  $i7;000 
You  say  such  a  state  of  affairs  is  incredible  in  such 

Then  m  the  matter  of  expenses,  unless  the  merchant  a  short  time.    Perhaps  so,  but  this  is  an  actual  case,  and 
actually  takes  stock  and  draws  off  an  annual  statement,  while  it   is   quite   evident  that   fraud  was  practised,   it 
showing  his  turnover,  his  various  charges  against  profit,  should  be  a  warning  to  every  merchants  to  keep  a  clear and  his  gross  and  net  profit,  it  is  impossible  for  him  to  record  of  his  liabilities. 



30 

DRY     GOODS     REVIEW 

To  save  money,  time  and  labor ; 
and    to    increase  the  promptness  and 

efficiency  of  your  store  service,  instal 

GIPE  Cash  or  Parcel  Carriers. 

Our  Catalogue  fully  explains  the  Gipe 
:em.    Write  for  it  to- Syst< 

day. 

The  Gipe  Carrier  Company 
99  Ontario  Street      -      Toronto,  Ont. 

European  Offices 

118  Holborn,  London,  E.C.,  Eng. 

Our  Guarantee 
and  Free  Trial  Offer 

We  will  instal  a  System  of  Gipe  Carriers 

in  your  store  ;  you  use  them  TEN  DAYS, 

and  if  you  do  not  find  that  they  give  you 

BETTER  and  QUICKER  SERVICE  than 

any  other  WIRE  CARRIER.  PNEUMA- 

TIC TUBES.  CABLE  CARRIERS  or 

CASH  REGISTERS,  we  will  remove  them 

at  our  expense. 

PRACTICAL    STORE    FIXTURES 

Practical 

Ribbon 

Cabinets 

Made  in 

Eiiht 

Sizes 

Holding 

From 

50  to  700 

Bolts 

of 

Ribbon 

PRACTICAL 
RIBBON 

CABINETS 
PRICE  LIST 

Cabinet 
No. 

0 
1 

Capacity 

Bolts 
27J<x  6}4x26>^ 

28MxU  x26 
ii8%xl4  x38 

28Jixl85ix38 28^x235^x38 

28Kx27Kx38 
28Kx32J^x38 28Kx42Kxl3M 

50 
100 

150 

250 

325 

400 

475 

700 

$  6  00 
10  00 

13  5(1 

18  50 23  00 26  00 

30  00 
42  00 

MADE  OF  OAK 

No-  2 — Practical  Ribbon  Cabinet No.  3  -Practical  Ribbon  Cabinet 

Practical  Counter  Notion 
Cabineti 

Practical  Counter  Notion  Cabinet 
Dimensions  — width,  28-in.;  height  at  back,  103-in.;  height  in  front,  4^'^-in. 
Made  regularly  in  5  lengths— 37  in.,  48-in.,  60-in.,  72-in  and  96-in.  The  37-in.  is 

divided  into  6  compartments,  5}^xdx3  in.,  iO  compariments6)4x6x3-in.,  4  compart- 
ments8J^x6x3-in.;  all  inside  measurements.  Longer  lengths  are  divided  into  same 
size  compartments  but  proportionate  number.  Boxes  are  removable  and  are  made 
of  white  basswood,  finished  natural.  The  frame  is  made  of  oak  with  antique  finish- 
The  back  of  each  case  has  a  strip  ̂ -in.  wide  for  use  as  a  yard  measure.  All  com- 

partments have  card  holders  of  solid  brass  for  price  marks. 

PRfCE  LIST 
No.  5,  37-in.  long  $  9  00  No.  7,  R0-!n.  long  $11  50 
No.  6,  48-in.  long  10  00  No.  8,  72-in,  long  13  50 

No.  9,  ne-in.  long  $16  00 

Practical  Piece  Goods  Fixtures 
The  proper  display  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 

Practical  Counter  or  Floor  Fixture.  Either  holds  forty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.    Price,  S6  50. 
Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50. Counter  Fixture 

FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND  FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers,     ILION,  N.Y. 

Please  mention   The  Rei'ieie  lo   .  Id:  erii:er<  and  Their  Tnneiers. 



Use  of  Tables  in  Displaying  and  Selling  Dress  Goods 

The  Unique  Arrangement  of  the  Wannamaker  Department  —  Attrac- 
tive Advertising- Layout  that  Admits  of  FlexibiHty  — Many  Attractive 

Changes     and     Adaptations     Possible  —  Draping   Tables    Effectively. 

CONSIDERABLE  comment  has 
 been  made  in  the 

trade  recently  as  to  the  manner  in  which  the 

garment  department  is  drawinu'  business  from  the 
piece  <ioo(!s  department.  That  there  is  some 

truth  in  this  view  is  unquestioned,  but  it  wouhl  not  seem 

to  be  the  whole  truth.  Tho  fact  is  that  there  is  a  chang- 

ing condition  and  an  evolution  now  taking  place  in  the 

piece  goods  department.  In  the  United  States,  particu- 
larly in  New  York  and  the  large  cities,  this  evolution  is 

so  far  advanced  that  much  of  the  old  prestige  has  been 

restored  to  the  dress  goods  department.  The  tailored 

suit,  the  separate  skirt,  and  the  shirt-waist  still  reign 

supreme,  and  here  the  garment  manufacturer  is  untoucli- 
able.  It  is  to  the  growth  in  home  dressmaking,  due  to 

the  great  improvement  that  has  taken  i)lace  in  tlie  art  of 

pattern-making,  that  the  added  demand  in  p'wcv  goods  is 
due.  Women  are  finding  tiial  with  a  good  pattern  and  a 

little  practice  and  patience  tliey  can  turn  out  a  resjject- 

able  gown,  and  tliat  they  can  buy  better  materials  when 

they  have  no  dressrtudving  bills  to  pay.     Here,  also,  the 

piece  goods  department  also  IxMietits.  Home  dressmaking 
is  revolutionizing  tlie  trade  and  to  its  development  is 

due  tile  inci-easing  of  the  sale  of  dress  goods. 

One  of  tlie  most  far-sighted  and,  at  the  same  time, 

most  individual  of  stores,  is  the  Waniianiaker  store  in 

New  York.  They  were  one  of  the  first  to  recognize  the 

coming  change,  and  one  of  the  first  to  place  patterns 

right  in  the  dress  goods  department. 

Effective  Display  and  Arrangement. 

Kecenitiy  they  iiave  been  holding  a  Spring  opening  in 

dress  goods  that  has  set  New  York  talking,  and  that  has 

brought  in  the  women  of  the  city  in  force,  both  to  look 

and  to  buy.  Not  only  has  the  display  been  of  the  finest, 

but  the  advertising  has  been  wo.nderfulIy  aittractive  and 

compelling,  so  much  so  that  customers  could  not  help  in 

being  predisposed  in  favor  of  the  goods  shown.  Accom- 

panying tiiis  article  is  given  a  typical  announcement  des- 
cril)iiiu'  tlie  new  "oods. 

Display   of  dress   goods   and  (rimmines  by    H.    Robinson    for   R.   McKay  4    Co.,    Hamilton.    Pleated  background,   freize   and  posts 
of  natural  birch   bark,   tliree  sheafs  of  wheal  at   top  and   artificial  branches. 
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Saves  half  your  space 
Without  a  doubt  the 

Buckingham 
SUNFLOWER 

Skirt  Rack 
is  the  most  satisfactory  device  for 

protecting  and  displaying  Stocks  of 
Skirts  and  Petticoats.  It  holds  fifty 
garments  and  takes  up  the  minimum 

of  space.  Each  skirt  is  easily  acces- 
sible, and  as  it  is  only  52  inches  high, 

it  permits  an  unobstructed  view  of 
the  store.  Its  use  saves  time  and 
money. 

Remember, — the  Rack  is  OURS, 
and  not  YOURS,  if  you  are  not 
entirely  satisfied  with  it. 

BUCKINGHAM-RAE  COMPANY 
177-179  Adams  St.,  -  CHICAGO,  ILL. 

No  Counters  Used. 

The  disposition  of  the  department  is  quite  as  unique, 
original,  and  attraotive  as  the  announcement.  The  de- 

partment has  no  counter.  Tables  are  used  for  display 
purposes,  and  for  selling  also.  There  are  many  dress 
uoods  men  who  will  agree  that  more  goods  can  be  sold 
from  a  table  than  by  any  other  means. 

Omly  in  the  silk  department  is  there  any  semblance  of 
a  counter,  and  even  Jiere  there  are  only  a  series  of  tables 
placed  close  together.  The  flexibility  of  arrangement, 
and  the  many  changes  and  adaptations  that  can  be  made 

must  appeal  to  heads  of  departments.  Dress  goods  of  all 
kinds  and  wash  goods  are  all  shown  and  sold  from  tables, 
and  the  arrangement  is  such  that  customers  can  see  clearly 
(•:i('li  and  every  piece  of  fabric  carried  in  Hie  department. 

rmg 

•    tff-.i    Color* 

UnWdedalWffinEiraaiker'sAimoBgEprmgDftlffofflj 

TUree  litllo  rljiMrcn  KtandiDCjfrom  an  oUl  .Tapanpse  print  bj 

Iiofore  a  jent-lrr'n  window  fv<-il|  Rodicr — ma^UT  fabric  invAitorol 

Ihf  Gemslvini;  in  pnrrlcRlafcbf  jP"l«-  A  man  as  grtat  In  hi»  waj 
hind  the  glaRS.  -I  cboos..  thf  •-'"<■»"'"  <»"'!>»"•  _^„  „ 

R„bT,"  said  tb<-  on,-.  -I  olifmrl  Or  ber.  ar.  the  new  .ilk  
TollM. L    ;.  ...      -J  .,      ,v  I  it^^f'f  whlfb  ti'  drape  Uie  plain  or 

«aid    th;    th.rd.    'I    C  H  OO  S  K^^^^i^j^^  .^^^  ̂ ^^-^^ 
I  VEK\THIXG.  I     Or  tbi^soapl.  eilk-and-wool  ben 
That  fiame  joy  waits  the  worn  |„aiiQe  ̂ ^^  iLrpada  gold  like  In 

fln    who  comes   to   W'AXAMaK    ibeir  luplre.  w liii'h  comes  In  Burb 
KR'S  SPRlKr.  PRESENTATION  l.eoorainfr    ehades    aa    blond,    U 
OF    THE    NEW     WOOL     VNDlrampe.  sapphire  and  argent. 

KTLK     ANt)     WOOL      DBESS| 
F.\BRICS.  Society  Fabrics How  con  she  hf-lp  but  Bay.  "I.     Well  might  that  term  be  applied 
rhooseeverTthinp."  when  she  sees        ♦^..^  ck.;  .0  «»,i,.s  v-«  *h:.f. 
,.  ■„,_  ..         *„  "O  toesp  labrn's  ivnlco  nave  taeir 
ihe  crepes,  filmv  a«  thf^  garmentRi 

which     «ome    "anrient     Orerian;  ̂ rst  introduotion  to  New  York, Queen  mlRht  have  worn — crepen-     Not   only   are   they   the   latevt 
BO  lOTely  in  tint  tliat  one  cannotVeavps  and   rolnrs  of  Parii.  bnt 
realfit  them.    Crepes  in  evepp  sem- they  are  auth'-ritaii^e  ones, hlance   and   every   color  and   sue  ,     Th»r  will  h*  van  not  mertlj  by  iom* 

(resting  dozens  of  delectable  wa_Ts,P»nfi"ow  ^^t  by  «ii  UsbioMW*  P^i* ...    ..  tat-       -J         |Er#o  o'l*  ih*y  hn  findiis  tB«ir  w»t  oa in  which  they  ran  be  fashioned.     |,«  ,f,^  French V&«p  .n  ite  ut«t  iociety 

Or  ajS  she  passes  among   the  i-lrBmaB,     Tbej  »j»  beicc  admired  in   Uw Uruirteit  London  and   Puis  rMtiuranH, 

M   ,     O— _  J_I_»L.-  iTl)*y  nre  welcomed  in  tbe  mort  (ashioD- New     UroaaclOtM  ,bv  tdmiooB  t»«  tomu  a&d  ftt  tba  PtriB 

this  muarbe  her  IhouKbt,     For.'"'*'^-  ,        ,    .      .  ^ 
coupled  TTltb  an  eiceeding  lignVr-i-^.      'nrw-  wft    owDow  aiuanot 

ness.  these  new  cloths  have  all  the  BLO.VDE    axd    .\lmoxd    GBESN ...  ,   ,    ̂ .     "»il'    barmcDlie    '^'.  u    rtf    Bnnaf    laafl- Tplrety  sheen  of  fine  broadcloths  »c«p*. 

and  all   the  new   color  that  the 

great  French  chemiets  have  been 
able  to  JnTent.   Oh,  no.  not  merely 

A  ComprebeovWe 

Collection 
plDk  and  bine  and  Nile  green  ^-^men  who  wish  to  Imow  what 

soch  as  usiiallv  form  the  broad-      ,,, .      -  ,  ^  .*» 

rlotb  folleclion  for  SprioR  But  "'"  '«  """'  ""  ""'"K  «f*  *^^
 

bere.  dTed  to  our  special  „rder.|noon  gowns  and  in  tbe  ind
lapema- 

are  broadclotbs  in  Ibe  new  blondjble  tailored  suit  are  beartll.Y  wel- d'orabadop,  tbc  new  pccbe  M^Iba.  come  to  see  tbie  new  minted  col- 
tbe  new  sappbipt  — sbades  more  lection.  Possi\jiv  the  tailored 
heantifiil  under  tb.^  electric  liBhle|gnitings  are  most  Interesting, 
th.in  even  in  tbe  daytime  These    reflect    the    Russia''     1n- 

r-._-   c:„„-.J  fluen-e.  aawell  astbetreodtotba 

Crepe  Figured  I    ̂ ^^^^  ̂ ^^  ̂ ^^^^  _.^,_,^  ̂   ̂,__ 

Japaneae  Pnnt  IweaVH  ^^   ̂ ^ 

And  how  could  anvbodv  w  ith  a'    pr,^^.  m«ac  to  tuil.  that  w«  onlr  wr 

love  for  distineuisbed  dress   failj'li-  "<•»•►•■''■  com»™'..  lo  ■»"Jl«''' 
...  .  -I,  Hi  (I  uni  fo  up  f^  (..  BD'i  K  ■  Tsnt  for to  wish   fo^  that   i»llL  waqt  crepe, ^^^^    .ubortle    b»«dM    Mack    •tlifff    for 

niib    a    br.icaded    fixture    copied  ..*»Djn«.  I  iri.t  fl«or.  Oi'l  Bullllua^ 

Reproduction  of  Wannamaker  ad.,  typical   of 

series  of  interestins  lall<s  on  Spring 

dress  goods. 

Draping  the  Fabrics. 

The  method  of  making-  the  display  was  unique,  the 
fabrics  on  show  being  draped  over  small  round  tables. 
Tiie  draping  was  v^ry  simple,  T  stands,  as  a  rule,  beinj; 

iised,  and  the  goo  l.s  were  arranged  over  them  iii  ea.-?y 
natural  folds.  Besi-l- s  the  arape,  each  table  heli  either  a 
Mige  glass  vase  of  yellow  datfodils  or  a  pot  oi  growing 
ferns.  Pedestals  with  jardinieres,  gilded  baskets,  stucco 

l)l;-.nt  boxes  filled  with  ferns,  palms,  and  growing  daffodils 
were  used.  Louis  XY.  chairs  and  couches,  with  tapestry 

covers  in  delicate  coloring's  were  employed  to  display 
goods.  The  fresh  green  of  the  ferns  and  the  glowing 
yellows  of  the  flowers  combined  beautifully  with  the 

wonderful  soft  tones  of  the  new  eoloi-s.  The  display  was 
beautiful  and  artistic  in  the  extreme,  and  the  color  ar- 

rangement most  harmonious. 
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Pay  For  This  Salesman  As  It  Pays 
For  Itselt 

See  how  the  Weir  Wardrobe  increases  sales — Pays  for  itself — Saves  Stock — Reduces  expenses 

This  almost  human  salesman  saves 

half  of  a  salesman's  time.  So  it  en- 
ables him  to  make  more  sales  in  a  day 

than  ever  before  possible.  And  that 
with  only  one  half  of  your  present  stock. 

Through  the  Weir  Wardrobe,  that  sales- 
man becomes  worth  more  to  you  than 

ever  before. 

The  Weir  Wardrobe  is  simply  a  row  of 
sectional  cabinets,  fitted  with  patented 
suit  and  trouser  slides.  Each  of  these 

suit  slides  holds  twenty-five  suits,  each 
trouser  slide  25  pairs  of  trousers.  When 
goods  are  to  be  shown,  just  pull  out 
these  two  slides.  So  the  salesman  is 

saved  the  trouble  of  reaching  into  the 

case.  And  twenty-five  complete  suits 
and  25  trousers  are  at  once  in  full  view 
to  the  customer. 

Each  suit  hangs 
on  a  separate 

liang'er.  So  each 
is  neatly  pressed, 
clean  and  fresh- 

looking.        Every 
garment   is   now    more   fascinating     and 
easier  to  sell  than  possible  otherwise. 

N    More  Dusting 

Your  present  costly  difficulty  of  hand- 
ling stock  by  both  the  salesman  and  the 

customer  is  eliminated.  After  that  there 

are  no  more  soiled,  wrinkled,  shop- 
worn garments.  There  is  now  no  more 

covering  stock  at  night.  No  more  dust- 
ing and  re-arranging  in  the  morning. 

Simply  close  the  "Weir"  doors  and 
your  stock  is  safe  from  dust.  And  dur- 

ing the  day,  the  Weir  protects  every 
garment  from  moths  and  undue  exposure 
to  light.  No  harm  or  deterioration  can 
befall  a  single  piece  of  goods. 
The  Weir  Wardrobe  is  divided  into 

halves.    The     top    half    has    a  slide    for 

suits,  the  bottom  half  for  trousers.  But 
if  you  choose,  the  trouser  slide  may  be 
removed.  This  unique  scheme  allows  a 
double  capacity  for  suits  or  shirtwaists 
or  a  single  capacity  for  overcoats  or 
shirts.  Yet  not  a  single  garment  will 
be  crushed. 

The  Weir  method  of  hanging  trousers 

is  the  only  one  known  which  prevents 
creasing  and  fading  at  the  folds.  The 

trouser  slide  can  be  elevated  to  an  al- 
most vertical  position.  This  convenience 

enables  your  customer  to  examine  any 
special  trouser  without  removing  it  from 
the  slide. 

Less  Lost  Sales 

Mechanically  Simple 

The  slide  of  the  Weir  Wardrobe  is  made 

of  thoroughly  seasoned  maple.  No  at- 
mospheric condition  can  warp  it.  The 

mechanism  is  as  plain  as  the  day  is 
long.  There  is  nothing  complicated 
about  it — nothing  to  break.  Just  pull 
out  the  slide,  then  push  it  in. 

The  exterior  of  the  Weir  Wardrobe  is 

made  of  beautiful  polished  quarter- 
sawed  oak.  It  makes  an  elegant  addi- 

tion to  any  store.  It  gives  an  air  of 
refinement  and  good  taste.  We  make  it 
in  special  woods,  if  desired. 

Each       trouser     slide  is 

twenty-five   patent-grooved 

fitted     with 

hangers.  The 

Utilizes  Space 

^feir^^rdrobe 
This 

system 
less 

the 

wonderful 

occupies 

space    than old     metiiod 

ends  of  these  hangers  are  made  to  re- 
ceive interchangeable  celluloid  price  and 

size  tickets.  That  novel  plan  enables 
the  salesman  to  know  at  a  glance  the 
very  size  for  his  customer.  So  he  can 
now  influence  him  to  buy  the  size  not 

requiring   alteration. 
Each  day  many  good  sales  are  lost. 

And  all  because  a  prospective  buyer  be- 
came infatuated  with  a  garment  out  of 

size.  You  remember  that,  don't  you  ? 
And  you  couldn't  sell  him  anything  else. 
That,  Mr.  Merchant  was  so  much  lost. 
And  it  happens  every  day,  at  that. 

But  the  "Weir"  system  forever  over- 
comes that  money-losing  difficulty.  Sim- 

ply place  one  size  only  in  the  Weir.  Any 

particular  garment  is  conveniently  re- 
moved without  interfering  with  the 

others. 

Doors 
slide  up 

through 

top  of Cabinet 
but  are 
not 

shown 

for  lack 
of  space 

of  tables  racks, 

etc.  For  each 

Weir  section  is  but  2  ft.  6"  wide,  4  ft. 
deep  and  7  ft.  high.  With  the  Weir,  all 
formerly  wasted  space  is  utilized.  Every 
inch,  from  floor  to  ceiling,  pays  its  own way. 

Hundreds  of  the  best  clothing  stores 

in  Canada,  such  as  Fashion  Craft  agen- 
cies and  the  Hudson  Bay  Co.,  use  the 

Weir  system.  And  every  one  in  use  is 

paying,  or  has  paid,  for  itself.  Each 

Weir  system  has  increased  its  owner's 
sales,  and  cut  down  expenses  so  it  has 
really  cost  him  nothing. 

Get  This  Folder 

We  issue  a  handsome  free  folder.  It 

fully  explains  and  shows  each  "Weir" 
part  separately.  It  shows  how  remark- 

able, yet  simple,  the  "Weir"  really  is. 
And  it  proves  that  no  other  display  sys- 

tem in  existence  is  so  practicable. 

If  you'll  write  us,  we'll  promptly  send 
it,  postpaid.  You  should  at  least  read 
it,  whether  you  want  to  install  the  Weir 

system  or  not.  It  points  out  some  ex- 
cellent display  schemes,  probably  new  to 

you. 

Write  us  now,  and  address  it  : 

Shaw  Woodworkers 
DEPT.  B 

Mount  Forest Ontario 

Please  mention  The  Rcvicxv  to  Adve'-tisers  and  Their  Travelers. 
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An  Attractive  Display 
of  your  wares  is  half  the  battle ! 

Send  for 

our 

catalogue 

illustrating 
hundreds  of 

devices  for 
effective 
window 

and 

counter 

display. 

Stand  complete  (dressed) 

No  matter  what  article  you  wish  to  display 
to  best  advantage,  we  have  the  very  stand 
you  require !     Let  us  prove  our  claims. 

TORONTO  BRASS  MFG.  COMPANY. 
17-21    TEMPERANCE  ST.        -         TORONTO. 

(t LAMSON^ ^ 

The  mere  statement  that  a  Cash  Carrier 

saves  time  by  no  means  expresses  its  ad- 
vantages. It  ensures  a  more  prompt,  un- 
interrupted and  satisfactory  service  to  the 

customer,  does  away  with  confusion  caused 
by  running  back  and  forth  for  change  (or 
charges),  enables  clerks  to  give  more  time 
to  the  selling  of  goods  and  discourages 
shop-lifting  by  reducing  opportunities,  as 
salespeople  do  not  leave  their  posts  where 
carriers  are  used. 

Lamson  Service  covers  the  entire  field 

of  Wire,  Cable,  Pneumatic  or  Belt 
Carriers  at  prices  from  $15.00  up. 

Systetns  Leased  or  Suld 

Send  for  Bulletin  M. 

LAMSON  CONSOLIDATED  STORE  SERVICE  COMPAN 
126  Wellington  St.  W.,  Toronto,  Ont. 

MADE  IN  CANADA 

SERVICE 

Tli(>  Review  gives  this  description  of  the  Wanna- 
maker  opening  and  the  layout  of  the  department  in  the 

belief  that  it  may  .sitimulate  trimmers  to  take  unusual 

pains  in  preparinj^  the  first  openings  of  Spring  dress 

goods. 
  ♦   

Department  for  Electrical  Goods. 
The  latest  addition  to  the  family  departments  in  the 

up-to-date  store  is  that  devoted  to  the  selling  of  house- 
hold articles  utilizing  electricity.  No  store  in  Canada 

has,  as  yet,  put  in  such  a  department,  but,  with  the 

increasing  use  of  electricity  for  domestic  purposes  in 
towns  and  cities,  there  is  sure  to  come  a  call  for  articles 

of  this  class.  The  list  of  articles  carried  in  the  depart- 

ment comprises  many  useful  articles.  Curling  tongs,  sad- 

irons of  various  sizes,  toasters,  vessels  that  will  boil  a 

pint  or  more  water  or  milk  in  a  few  seconds,  chafing- 

dishes,  coffee  percolators,  etc.,  are  only  a  few  'beginners 
in  a  growing  list. 

Winner  of  the  Review  Medal. 

The  judges  to  whom  was  assigned  the  task  of 

awarding  the  prizes  in  the  Review's  monthly  win- 
dow competition,  now  announce  that  H.  Robinson, 

of  the  R.  McKay  Co.,  Hamilton,  is  entitled  to  the 

medal  presented  by  The  Review,  as  the  annual 

prize,  he  having  scored  the  highest  number  of 

points.  Mr.  Robinson  scored  three  firsts,  each  of 

which  entitled  him  to  five  points,  and  two  seconds, 

each  good  for  three  points,  the  total  score  being  21. 

Jas.  McNichoU,  of  Richard  Hall  &  Son,  Peter- 
boro,  came  second,  with  two  firsts  and  one  second. 

Or  13  points  in  all. 

A  cut  of  the  medal  to  be  presented  Mr.  Rob- 
inson will  appear  in  the  April  issue  of  The  Dry 

Goods  Review. 

Window  trimmers  must  bear  in  mind  that  this 

competition  is  a  continuous  feature  of  the  Art  of 

Display  department  in  The  Review.  It  is,  there- 

fore, being  repeated  this  year,  and  photos  of  win- 
dows should  be  sent  in  immediately. 

Smallwares  Sales. 

During  this  month  many  retailers  wnll  no  doubt  find 
it  advisable  to  conduct  a  special  sale  of  smallwares  and 

notions.  At  this  time  of  the  year  a  grreat  deal  of  sewing 

is  done  in  preparation  for  Spring  and  Summer,  and 

other  work  that  requires  generous  supplies  of  the  lines 
carried  in  the  smallwares  department.  A  judiciously 

managed  sale  will  be  productive  of  good  results,  and 

while  the  actual  amounts  spent  in  the  notion  department 

by  each  customer  may  not  be  great,  business  will  be  in- 
creased during  the  sale,  and  customers  will  be  drawn  to 

the  store,  who  will  spend  much  larger  sums  in  other 

departments. 
It  will  not  be  necessary  to  mark  down  all  lines,  just 

a  few  that  will  attract  the  customer,  while  other  lines 

in  the  department  will  sell  at  the  regular  prices. 

Marking  goods  at  the  price  per  dozen  is  useful  in  in- 
ducing customers  to  take  larger  quantities.  Boot  laces 

tied  in  bunches  of  a  dozen,  cards  of  buttons,  such  as  are 

used  on  children's  garments  at  so  many  cards  for  10 

cents  or  so  much  per  dozen  cards,  papers  of  pins  of  as- 
sorted sizes  at  a  very  low  figure  per  dozen. and  many 

other  lines  which  sell  regularly  at  a  very  low  figure,  can 
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Overhead  Expense  Takes  the 
Cream  Off  Profits ! 

Did   you  ever  figure  out  that  the   money  you   spend   daily  on    ARTIFICIAL 

LIGHT  would    very   soon   amount   to   enough   to    pay    for    the   installation    of 

LUXFER     PRISMS? 
The  value  of  a  cheerful   store   interior   is   undeniable,    and   LUXFER    PRISMS 

will  catch  the  CHEAP  daylight,   and  distribute  it  to   the  remotest 

corner  of  your  store  !     Your  lighting  bill  is  one  of  the 

heaviest  of  your  overhead  expenses,  and  you 

can  at  least  halve  it   by  installing   LUX- 
FER  PRISMS  ;   and,    at  the  same 

time,  you  will  add   to  the   beauty 
and  attractiveness  of  your 

premises.      Ask    any    mer- 
chant   who       as    installed 

them.     Ask  your  architect. 

HE  KNOWS !  '^i^  Profit 

Luxfer  Prism  Company,  Limited 
TORONTO  and  MONTREAL 
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SAVE 
THE  MIDDLE- 
MAN'S  PROFIT 

By  buying  your 
display  fixtures,  fittings 
and  show  cases  from 

CLATWORTHY 
The  Actual  Manufacturer 
We  have  the  test  facilities   in 

Canada  for  turning  out  first-class 
store  fixtures  of  every  kind— facil- 

ities, not  only  in  manufacture  but 
also  in  the  purchase  of  the 
raw  material  which  we  im- 

port direct  from  the  best 
English  mills. 

Our    plating     plant     is 
unique,  and  the  best  of  its 
kind  in  the  Dominion. 

Ask  to  see  our  special  satin  brass 
finish. 

Our  new  136-pg.  Catalogue  will 
be  mailed  you  on  request. 

Reasonable  Prices         Prompt  Shipments 

Ciatworthy  &  Son,  Limited 
TORONTO  (161  King  W.) 

P  ALMENBERG— 1910 

Window  Dressing 

and    Display 

^  You  are  invited  to  have 

your  name  enrolled  for  a 
complimentary  copy  of 
our  unique  catalogue, 

No.  16L,  to  be  issued 

shortly.  Will  contain  the 
best  of  hints  on  showing 

dry  goods. 

J.  R.  PALMENBERG'S  SONS 

710  BROADWAY,  NEW  YORK 

30  Kingston  St.,  Boston 

Established  1852 

Factory!  87,  89  and  91  West  3rd  St.,  New  Yorli 
10  and  12  Hopkins  Place,  Baltimore 

Please  mention  The  Rc^'icu'  to .lilzertiscrs  a)id   'J  heir  Travelers. 
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Window  Trim   of  Art   Novelties  -  Shown  by   Minchesier,    Robertson   &   Allison,   St.   John,   N.B. 

be  materially  reduced  in  price,  even  selling  them  at  half 

price,  and  they  will  prove  splendid  leading  attractions 

in  the  department.  Other  lines  may  be  sold  at  less  re- 

duction, but  there  should  be  a  few  lines  which  are  suffi- 
ciently reduced  to  awaken  marked  interest. 

There  always  seems  to  be  something  attractive  in 

large  quantities  of  smallwares,  providing,'  of  course, 
that  the  goods  are  clean.  Women  customers  always 

seem  to  like  choosing  articles  which  they  wished  to 

buy,  and  seldom  decide  what  they  will  take  without 

looking  over  a  lot  of  goods,  whether  it  is  a  paper  of 

pins  that  is  being  bought,  or  a  millinery  creation,  and 

the  display  of  generous  quantities  enable  them  to  gratify 
this  fancy  in  the  case  of  notions. 

In  the  department  some  changes  should  be  made  to 

alter  the  appearance  of  the  department,  so  that  custom- 
ers passing  near  the  department  will  be  attracted,  and 

will  realize  that  something  out  of  the  ordinary  is  going 
on.  Prices  should  be  plainly  marked  on  the  goods  by 

competent  persons  to  assure  accuracy. 
A  sale  of  this  nature  should  be  well  advertised,  but 

care  should  be  taken  that  no  misrepresentation  creeps 
into  the  advertising.  (Jood  window  displays  should  be 
made.  In  the  majority  of  the  different  lines  of  a  dry 

goods  or  general  store,  it  is  not  advisable  to  show 
many  different  kinds  of  goods,  or  in  large  quantities,  but 
in  the  case  of  smallwares,  large  quantities  and  variety 

seem  to  appeal  to  the  passing  public. 

Now  drape  designed  by  H.  C.  Macdonald  for  W.  A  Murray  Co.,  Toronto.  The  shield  is  sup
ported  between 

two  millinery  stands,  and  the  drape  begun  at  the  point  is  brought  over  the  flat  surface,  down  one
  side  to  the 

floor,  then  turned  under,  brought  to  the  top  of  the  other  support  and  draped  to  the  opposite  side.
  It  is  an 

effective   drape   for  silka   or   summer  dress  fabrics. 



Dry  Goods  Review THE     ART     OF    DISPLAY 

"Triview"  Mirror British  Plate  Glass  Mirrors,  20  x  52  inches,  in  choice 

quartered  oak  frame.  Antique  copper-plated 

double  pivoted  hinges,  enables  customers  to  see 

the  fit  and  hang  of  garments,  hats,  etc.,  at  every 

angle.  Just  the  thing  for  every  dry  goods  store, 

mantle  maker  and  milliner. 

We  manufacture  high    grade    store  and  office 

fittings  and  showcases     Send  for  catalogue. 

Dominion  Office  &  Store  Fitting  Co.,    Limiled 

Agfen.ii  s  :     Montreal,  300  St.  James  Street,  West 

Winnipeg:,  "■  "  Portage  Ave. 
Head  Office  and  Factor}  :     111.1-1125  Dundas  Street    East, 

London,  i^anada. 

Bookkeeping 
Shorthand  and 
Typewriting 
We  teach  bookkeeping,  shorthand,  type- 

writing, penmanship  and  all  other 

COMMERCIAL  COURSES 

right  at  your  home  in  spare  time 

OUR    COURSES  are  the    BEST,   and 
our    INSTRUCTORS    THE     ABLEST 

IN  CANADA. 

We  Guarantee  Our  Courses 
We    Place    Our    Graduates 

Take    your    course    with    us  and  save 
(half)  of  college  fees. 

WRITE  FOR  BOOKLET 

Shaw  Correspondence  School 
391-397  Yonge  St.,  Toronto 

"(Bib  Pleat!) 
LINENS 

There's  a  fine,  profitable 
trade  for  every  Dry  Goods 
Man  who  is  handUng 

quaUty  goods  in  his  Hnen 
department;  and 

LINENS 

are  synonymous  with 

"  quahty." 

The  bleaching  is  still  done 

by  the  old-time  Sun  Process 

(than  which  no  better  has 

yet  been  discovered);  and 

the  result  is  a  pure,  unchang- 

ing white,  without  the 

slightest  injury  to  the  linen. 

"#lb  Pleacf)"  will  prove  a 

powerful  lever  to  move  the 
valuable  better-class  trade  to 

your  store. 
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Sample  dozen  guests'  dam- ask towels,  hemstitched  or 

scalloped  edge,  sent  to  any 

Canadian  Dry  Goods  Man 

on  request. 

R.  H.  Cosbie 
Irish   Linen  Agency 

Toronto 
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Now  in  Full  Swin^ ! 
OUR  MARCH  IMPORT 

PROPAGANDA 

m 

A  visit  to  our  show  rooms  will  do  this : 

Will  show  you  thousands  of  new  lines;  every- 

thing that  is  unique  in  Dolls,  Toys,  Fancy 

Goods.  A  selection  that  is  recognized  as  the 

most  important  ever  shown  in  Canada. 

Will  show  you  why  Christmas  goods  are  indis- 

pensable to  successful  modern  merchandising. 

Will  show  you  lots  of  specials,  which  insure 

your  meeting  any  competition  with  good  profit. 

DO  IT  NOW! 

Write  at  once  for  particulars  and  arrange  an  appoint- 
ment with  us. 

The  Fancy  Goods  Company 
OF  CANADA,  LIMITED 

156  Front  St.  West,  Toronto,  Ont. 

^ 

Please   mention    The   Reiiew  to    .  hi-eeilisers  and   Their   Trai-elei's. 



Holiday  Lines,  Fancy  Goods  and  Notions 
Extraordinary  Range  in  Cliildren's  Toys  for  Next  Season— Attractive 
Price  Features  —  Importance  of  the  Toy  Department  in  Retail  Store 
-  Discs,  Sword-hilts,  and    Bow-knots    for  Hatpins  —  Soutache  Braids. 

THAT  merchant  who  has  never  consi
dered  the 

advisability  of  handling  toys  and  other  holiday 
lines,  should  seriously  ask  himself  whether  he 

has  not  been  guilty  of  a  short-sighted  policy. 
There  are  to  be  found,  from  one  end  of  Canada  to  the 

other  conclusive  examples  in  proof  of  the  profit  advan- 

tages which  have  accrued  from  an  up-to-date  line  of  toys 
and  other  lines,  which  belong  almost  exclusively  to  the 

holiday  trade.  Progressive  stores,  which  at  first  ventured 

to  equip  a  corner  of  their  store  witli  these  lines,  now 
have  large  floor  spaces  devoted  entirely  to  the  realm  of 

tlie  little  folks  during  holiday  time — and  this  fact  is 
of  itself  striking  evidence  of  the  worth-whileness  of  the 

proposition. 
Now  that  wholesale  houses  are  preparing  their  lines 

for  next  season,  the  merchant  who  has  not  featured  these 
goods  heretofore,  should  think  it  over.  There  never  was 

a  greater  range  of  price  attiactions,  or  of  ingenious  and 
fanciful  creations  in  these  lines.  These,  it  nuist  be  re- 

membered, are  goods  which,  for  the  most  part,  sell  them- 
selves and,  liaving  a  rai)id  turnover  in  the  proper  season, 

should  certainly  appeal  to  the  retail  merchant. 

Dolls   in  Great   Profusion 

In  the  dull  department  it  is  a  sure  tiling  tliat  never 

in  any  season  iuive  so  many  new,  interesting  and  market- 
able ijroductions  materialized. 

A  new  line,  but  little  developed  in  a  practical  way,  is 

the  ''character  doll,"  from  the  real  infant  with  its  baby 
iu'ad.  baby  cheeks,  baby  features,  baby  eyes,  baby  body. 

bent  baby  legs,  and  baby's  babiness  to  the  "little  girl 
and  little  boy"  personified  in  all  their  lovable  and  en- 

gaging postures  are  to  be  had  this  year. 

Join'ted  dolls,  in  fine  variety,  and  neat  modei'n  styles 
in  dressed  dolls  are  the  two  vorieties  in  wjiich  the  "char- 

acter doll"  is  offered. 
There  is  the  usual  profusion  of  dressed  dolls,  more 

beautiful  than  ever.  Not  a  form  of  loveliness  has  been 

created  for  the  adornment  and  glorification  of  the  child 
or  woman,  but  has  its  counterpart  in  the  dressed  dolls  of 
1910,  as  they  are  to  be  seen  in  Canadian  houses. 

A  distinct  novelty  is  brought  out  this  year  in  dolls' 
heads,  and  these  are  to  be  had  also  applied  to  dressed 
dolls  and  kid  dolls,  as  well  as  in  separate  heads,  viz.,  a 
doll  which  goes  asleep  and  stays  aslee]>  until  wakened, 

and  which  upon  waking  up  cries  "Mama"  automatically. 
An  entirely  new  range  of  undressed  dolls  is  the  silk 

body  doll,  made  in  all  the  popular  styles  of  the  kid  doll 
family.  It  is  a  change.  Does  not  soil  so  easily  as  the 
kid  body,  and  is  sightly  and  salable. 

A  big  feature  is  made  of  soft,  unbreakable,  velvet  and 
moiiair  plush  dolls.  These  are  shown  in  a  good 
range.  Particularly  are  to  be  noted  the  light,  large,  fluffy 
dolls  for  babies,  made  up  in  fine  soft  materials.  Many 
varieties  of  North  Pole  dolls  and  whole  families  of  Es- 

quimaux. The  better  lines  are  made  with  automatic 

"Mama"  voice,  so  that  they  cry  after  their  Mamas  like 
real  kids  do. 

Stuffed  Toys 

These  popular  items  are  shown  this  year  in  variety  al- 
most   without    end.      The    cutest,    cosiest    dogs,    (without 

muzzles),  cats,  squirrels,  buimies,  bears,  camels  elephants 

and  all  the  menagerie's  favorites.  Whether  of  common 
flannel,  felt,  velvet  or  fine  mohair  plush,  whether  in  iron 

frames  and  with  wheels,  for  the  "Child  who  breaks  every- 
thing," or  made  up  for  the  small  child,  in  soft,  dainty 

varieties,  the  line  is  great,  and  its  sale  possibilities  are 
away  beyond  anything  in  the  past. 

Dolls'  Accessories 

Dolls'  hats  and  millinery  are  to  be  had  in  almost  end- 
less varieties.  Real  hair  wigs,  mohair  wigs,  in  all  the 

l)o|)ular  hair  dressings,  necklets,  corsets,  shoes  and  stock- 
ings and  garters  for  tlie  same,  underwear,  fur  sets, 

gloves  and  knitted  wool  outer  garments  are  all  to  be  had 
in  bewildering  profusion. 

Doll's  hair  dressing  sets  with  real  hair,  hair  curlers  and 
instruction  book,  work  sets,  embroidery  sets,  stand  work 
baskets,  dolls  trous.seaux,  are  all  lines  l)rought  within  tiu' 
range  of  almost  any  dealer  in  holiday  goods. 

.\  uni(iue  display  is  made  of  dolls'  houses  with  all  the 
rooms  suitably  furnished,  and  to  be  had  are  modeiii 
Hats,  l)ungalows  and  Swiss  cottages,  etc. 

An  Interesting  Toy    Line 

111  the  nuiking  of  toys  there  is  truly  no  end,  and  there 
arc  this  year  so  many  new  ones  shown,  that  what  oc- 

curs Id  one  on  examining  assortments  shown,  is  that 
there  is  really  little  that  is  not  quite  new. 

Of  course,  all  the  old  favorites  do  their  best  to  keep 

represented,  but  so  iiuicli  interest  attaches  to  the  new- 
lines  that  some  of  the  old  and  dear  friends  in  the  toy 
line  may  well  feel  slighted. 

For  instancCj  take  electric  toys.  Tiiese  are  so  im- 
proved and  changed,  both  in  execution  and  prices,  as  to 

be  rightly  termed  radically  new.  While  being  wound  for 

stidng  cun-ents  they  run  strongly  and  well,  even  with  a 
small  jxickei  dry  battery,  and  while  they  are  to  be 
had  in  the  expensive  varieties  they  are  also  to  be  had  this 
year,  for  the  first  time,  even  as  low  as  a  dollar  retail,  the 
cheaper  varieties  still  having  all  the  perfection  of  opera- 

tion which  the  good  ones  can  display. 

The  improved  mechanism  and  models  of  trains  on 

liack  and  the  ability  of  manufacturers  now-a-days  to 

turn  out  a  really  good-running,  dependable,  modern  priced 

train  will  assure  this  year's  trains  on  track  a  big  place 
in  the  toy  order. 

Railway  Accessories 
All  classes  of  rolling  stock,  from  the  rotary  snow  plow 

to  the  common  flat  ear,  are  to  be  seen  in  miniature.  The 
new  trackage,  including  tunnels,  bridges,  gates,  stations, 
signals  (electric  and  oil  lighting),  are  all  inteiesting  toys 
and  in  practical  marketable  forms. 

The  new  "Canadian'  Navy"  is  already  constructed 
and  "doing  business,"  so  far  as  the  toy  world  is  con- 

cerned. Those  that  run  in  water  from  the  submarine  to 
the  majestic  cruiser,  and  those  that  must  confine  their 
running  to  the  floor  are  all  good  models  and  desirable 
1910  merchandise. 

One  thing  is  sure,  that  whatever  diversion  of  opinion 
there    may  be    among   grown-ups,    as    to   what   form   the 
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Ladies' Leather 
Handbags 

The  Most 

Popular 
Line 

Made  in 
New  York 

Comprising-  all  fashionable  leathers, 

shapes  and  designs,  in  staples  and 

novelties,  in  popular-priced  goods. 

Our  1910  line,  which  is  now  ready  to 

be  shown  to  the  Canadian  trade,  is 

the  most  complete  we  have  ever  shown. 

It  will    pay  you  to    inspect  it 

Copland  &  Mittenthal 
Manufacturers    of  Fancy    Leather  Goods 
151  Grand  St.  and  160-162-164  Lafayette  St. 

NEW  YORK 

Canadian  Representative : 
A.  Roy  MacDougall,  42  Adelaide  St.  W.,  Toronto 

€ 

That  Smart  Finish 

so  essenlial  to  every  woman's  toilet, 
can  only  be  effected  by  a  judicious 

selection  of  smallwares.  Are  3'ou  ready 
to  supply  this  constant  demand? 

MY 

Fancy  Lace  Collars 
Belts,  Sidecombs, 

Barettes,  Etc., 

give  just  that  chic  appearance  to  the 
smartest  toilet  that  is  so  much  desired. 

Don't  underestimate  the  importance 
of  your  smallwares,  but  get  my^prices 
without  delay. 

E.  H.  CODE 
223-225    QUEEN     STREET 

OTTAWA 

Canadian  naval  force  will  eventually  take,  there  will  be 
unanimity  among  the  children  over  these  toy  navies. 

Life-like  frogs,  tish,  ducks,  swans,  are  all  sensible  and 
natural  working  aquatic  toys. 

Post  card  projectors,  magic  lanterns,  moving  picture 
shows,  all  unique  and  up-to-date,  are  bound  to  meet  the 
ai)pr()val  of  tlie  dealers  and  the  public. 

* 
Military   Requisities 

These  include  sets  of  soldiers,  tents,  soldier  suits, 

guns,  whips,  drums  and  reins,  to  satisfy  t'lie  grea.test  boy 
fire-eater. 

In  mechanical  toys,  there  are  the  usual  number  of  new 
creations,  but  more  careful  selection  seems  to  have  char- 

acterized the  buying  in  these  lines  this  year.  They  all 
seem  to  be  winners. 

+ 
The    Automobile  Show 

An  automobile  show  in  toys  would  be  required  to  prop- 
erly demonstrate  the  range  of  toy  autos.  Their  beauty 

of  design  and  finish,  and  their  perfection  in  operation 
will  appeal  to   the  storekeeper  and  customer  alike. 

All  the  neatest  stunts  of  real  motorists  are  possible 
with  mighty  little  of  the  accompanying  motoring  expense. 

Air  Ships  and  Aerial  Toys 
These  creations  are  this  year  in  endless  variety.  The 

well-known  "Zepplein"  model  seems  to  be  there  by  the 
yard  and  at  ridiculous  prices.  Wrights,  Bleriots.  Paul- 
hans,  Farmans.  etc.,  are  all  there  in  many  sizes. 

Bell  toys,  rattles,  trumpets,  toy  band  instruments  in 

sets,  and  violins  are  all  popular  toj's  worthy  of  special  at- 

tention, by  reason  of  the  many  new  features  in  this  year's line. 

Natural  plush  skin  horses,  in  staid  working  harness, 

ladies'  and  gents'  driving  turnouts,  and  gaily  caparison- 
ed circus  s'teeds,  stand  side  by  side  to  complete  a  worthy 

ranges  in  these  popular  toys. 

Rocking  horses  and  platform  horses,  are  also  shown  in 

satisfactory  varietj'. 
♦ 

Games  and  Kindergarten  Sets. 

Children's  toy  dishes,  games,  blocks,  work  sets,  and 
kindergarten  toys  are  to  be  had  in  remarkably  clever  ex- 

ecutions, and  all  jjractically  at  popular  prices. 

This  last  item  ''Kindergarten  sets"  is  worthy  of  very 
special  consideration.  They  are  really  home  kindergarten 
sets.  They  were  among  the  best  sellers  in  the  toy  and 

same  business  last  season.  This  year's  assortment,  how- 
ever, is  so  much  larger  and  embraces  all  the  popular 

kindergarten  industries,  such  as  embroidery,  basket  mak- 
ing, stick  building,  as  well  as  Mosaic  outfits,  sewing  sets, 

etc.,  that  it  is  not  reasonable  to  make  a  comparison  with 

any  previous  season  in  this  line.  The  new  goods  are  so  com- 
prehensive from  all  standpoints. 

Truly  1910  has  a  host  of  new  offerings  in  dolls  and 
toys.     It  should  be  a  good  year. 

* 

Soutache  and  Braids  again  Strong. 
'Soutache  is  again  one  of  the  most  popular  braids,  both 

matched  to  the  new  shades,  and  in  blai'k.  Tubulars,  cords, 

etc.,  are  used,  and  the  manufacturers  are  vying  with  each 

other  in  the  production  of  novelty  braids  and  gimps,  with 

t'insel   touches.    Openwi.rk   braids   witli   iacey   centres   and 
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Phillips  &Wrincli 
^^^^^^^^^^^■^^  LIMITED  ^^^m^^^mm^^^^^ 

SMALLWARES    AND    HAIR    ORNAMENTS 

TAe  New  Ttirban  Style 

of  Hair  Dressing 

Turban    Frames,    Braid,    Turban    Pins, 
Braid    Buckles,    Bandeaux,   Hair  Nets. 

"Write  us  about  our  special  adver- 

tising proposition," White  Stone  Hat  Pins  to  retail  from  25c 
to  $5.00  each. 

SOLE  AGENTS: 

"Ideal"  Hair  Nets. 

"Capsheaf  "  Coilless  Safety  Pins. 
W.  Woodfield  &  Son's  Meteor  Sharps, 
—  "The  Best  Needle." 

See  samples  in  the  hands  of  our  travellers 
or  write  us  direct. 

PHILLIPS  &  WRINCH 
LIMITED 

80  Bay  Street        :        TORONTO 
Quebec  :  :  22  Durocher  Street 

Flcasc  mention   The  Rcviexv  to  .Uivertiscrs  and  Their  Travelers 
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braided  ed.ues  are  in  evidence.  All  of  lliese  new  braids  are 
duplicated  in  cotton,  and  it  should  be  noted  that  from 
reliable  manufacturers  the  colored  effects  are  fast  color 

and  can  be  washed  with  the  g>own  they  trim. 
Novelty  trimming-s  are  often  of  interlaced  soutache. 

Metal  effects  still  lead  in  dress  trimmings.  Nets  are 
?hown  in  varied  desio'us  and  in  both  burnished  and  an- 

tique finish. 
Buttons  are  used  in  profusion,  and  no  class  can  claim 

to  be  in  the  lead,  t'hong-h  gilt  buttons  are  certainly  most 
freely  used.  Bone  buttons,  pearl  buttons,  and  metal  but- 

tons are  well  taken.  There  is  a  heavy  demand  for  crochet 

buttons,  an<l  some  of  t'lie  latest  are  linen-covered  buttons 
embellished  wit'Ii  crochet  design.  The  idea  seems  to  be 
to  suit  tbe  buttons  to  the  fabric  rather  than  feature  any 
one   variety   of  butt(ui. 

Feminine  attire  this  season  will  demand  the  belt.  Belt 

'$^^^W^W^^^% . 

Fancy  metallic  aad  vood  silk  braids:  the    latest  novelties. 

lines  may  be  divided  into  those  intended  for  wear  with 

the  Russian  blouse  and  t'hose  intended  for  wea.r  witli  a 
skirt.  The  belts  to  wear  with  the  Russian  blouse  are 

shaped  so  that  they  give  the  dip  in  front  that  is  so  neces- 
sary to  the  attractive  appearance  of  this  style.  Though 

the  black  leather  belt  is  the  leader,  belts  are  made  in  all 
colors,  and  soft  leatJier  and  crush  effects  are  shown  in 

kid,  mocha,  patent  leather,  calf,  etc.  Combination  belts 
in  elastic  and  leather  are  shown  in  all  colors.  As  a  rub", 
these  eombinaition  effects  have  the  leather  portion  in 

front,  and  the  fastening  is  accomplished  by  leather-cover- 
ed clasps  or  metal  hooks  and  eyelets.  Oriental  effects  on 

gold  or  silver  elastic  grounds,  and  damask  and  embroid- 
ery patterns,  are  the  latest.  The  new  buckles  are  exquisite 

a.nd  are  fine  examples  of  the  imitation  of  t'he  jeweler's 
art.  Oriental  jeweled  and  'hammered  effects  are  tlie 
leaders. 

♦ 
Hairpins  and  Hatpins. 

Rhinestones  are  profusely  used  in  the  decoration  of 
hairpins  and  hatpins.  The  latest  idea  in  hatpins  is  a 
large  open  flower,  the  petals  formed  of  stones  set  in  white 
metal  ajid  with  a  single  large  brilliant  for  the  centre. 

Discs,  sword  hilts,  bow-knots,  balls  and  pear-s:haped  heads 
formed  of  clusters  of  rhinestones  are  big  sellers. 

Pins  used  to  keep  in  place  the  coronet  braid  so  much 

WM-ii    are   deciirated    with    lace    patterns   in    ruse    gold    or 

Dutch  silver,  and  these  de.«igns  are  enriched  with  rhine- 
stones, barocque  pearls,  a,nd  imitation  jewels.  Often  sets 

of  two  pins  and  a  hair  barrette  to  match  are  offered. 

Poplar-priced  pins  and  barred  ban-ettes  are  shown  in 
shell  in  dark,  amber  and  grey. 

Big  .sellers  dn  New  York  at  present  are  fancy  pins  to 
wear  on  jabots  and  ties.  All  sorts  of  new  ideas  are  fea- 

tured here,  including  roosters'  heads  and  barnyard  groups. 
Buyers  are  stocking  these  pins  and  expect  a  big  sale 
later. 

+ 
Nuremburg  Drawnwork  Latest  Novelty. 

Arts  and  crafts  patterns  are  the  leaders  in  embroidery 
styles  for  the  decoration  of  cushions,  runners,  table  covers, 
etc.  The  later  novelty  is  the  Nuremburg  drawnwork.  An 
example  of  this  work,  which  is  done  on  heavy  canvas 
linen,  was  given  in  the  last  number  of  Dry  Goods  Review. 
Cluny  lace  is  used  for  the  edging  of  centrepieces,  cloths, 

etc..  aind  is  often  in  wbite  in  contrast  to  t'he  deep  natural 
shade  of  the  linen.  A  novelty  edge  is  of  a  kind  of  fringe 
made  of  a  plaited  linen  braid. 

Pretty  work  holders  are  formed  of  rings  of  cardboa.rd 
about  five  to  six  inches  deep,  lined  and  covered  with  flow- 

ered chintz.  The  bottom  is  padded  and  straps  for  hold- 
ing spools,  thimble,  and  other  needlework  implements,  are 

arranged  around  the  side.  Sometimes  a  cover  drawn  to- 
gether with  a  cord  like  the  one  used  on  leather  collar  boxes 

is  added  of  the  same  cretonne. 

The  New  York  stores  are  preparing  for  a  heavy  sale 
of  stamped  goods  for  the  Summer  trade.  Blouse  lengths 
in  cotton,  crepe,  voile,  lawn,  marquisette  and  linen  are 
shown,  stamped  in  eyelet  and  Madeira  patterns.  Stamped 
jabots  in  lawn  and  corded  muslins  are  shown,  and  there 
are  chemises,  combinations,  corset  covers  and  nightgowns, 

both  of  Nainsook  and  corded  muslin.  Babies'  bonnets, 

children's  hats  and  coats,  etc..  are  .shown,  the  pattern 
stamped  on   soft-finished  pique  or  rep. 

♦ 

March  Import  Propaganda. 
The  Fancy  (ioods  Ci)mpany,  Toronto,  is  the  initiator 

of  a  new  programme  for  the  securing  of  a  "better  deal'" 
for  the  average  dealer  on  holiday  goods,  consisting  of 

dolls,  toys,  fancy  pi'esentation  goods,  gift  china,  and  sun- 
dry holiday  specials. 

The  claim  is  made  by  this  company  that  the  opportun- 
ity and  the  showing  made  are  unique  in  the  history  of 

business  in  these  lines.  Certain  it  is  that  their  newly- 
built  sample  rooms,  fitted  with  over  170  feet  of  modern 

elect rii-Iighted  display  cases,  built  specially  for  this  show- 
ing, and  complete  from  end  to  end  with  quite  new  items 

nuniberinu-  to  the  thousands,  would  seem  to  indicate,  to 

start  wit'Ii.  that  there  is  some  good  basis  in  fact  for  the claim. 

That  dealers  have  embraced  readily  this  opportunity 
is  conclusively  demonstrated  by  the  long  list  of  definite 
appointments  which  have  already  been  secured  by  the 
company  for  dealers  throughout  Ontario  and  other  parts 
of  Canada  to  visit  Toronto  during  March. 

That  customers  will  realize  an  immense  advantage  by 

such  a  showing  and  such  opportunity  for  economy  in  buy- 
ing is  evident  from  the  favorable  first  impression  of  the 

visitor  and  the  interesting  orders  already  placed  by  some 
of  the  biggest  among  the  trade. 

The  general  verdict  of  those  who  have  seen  the  show- 

ing and  investigated  the  "propaganda"  is  that  to  demon- 
strate the  abundant  success  and  far-sighted  progress  of 

the  Fancy  Goods  Company  needs  only  the  matter  of  an- 
other fiiur  weeks'  time. 
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BUSTER  TIME 
The    Latest   and    Best    Selling   Child's    Belt,    made    of   Patent    Leather    Duck. 
Trimmed  with  gilt  watch  and  two  gilt  buckles,  which  permit  size  to  be  adjusted. 

SOMETHING 
NEW. 

Colors— BLACK,  WHITE,   RED,   BROWN. 

Manufactured  by 

SAMPLES 
ON  REQUEST. 

Retails  25c. 

The  Western  Leather  Goods  Go.  of  Ganada,  Limited 
Up-to-date  Leather 
Hand  Bags  and  Purses 

THE  BELT  MAKERS  OF  CANADA 

101  ROYAL  ARCADE,  TORONTO 

BEAUTY'S  GIRDLE rasnion  s  Latest   Creations   in   Belts — Styles,    Buckles  ana    Leathers 

CTEMININE  attire  this  season  will  demand  the  Belt  in  a  variety  of  forms.  For  these 
requirements  we  have  provided  lines  of  widest  range  and  richest  effects. 

Belts  to  be  worn  with  Russian  Blouse.  Belts  to  be  worn  with  Skirts.  Tailor-made  Belts. 
Belts  of  Striped  Enamel.  Belts  of  All  Colors.  Soft  Leather  and  Crush  effects  in  Kid, 
Mocha,  Suede,  Patent,  Calf  and  plain  and  fancy  combinations  of  leathers. 

Also  Damask  and  Embroidery  effects  of  Oriental  impressiveness. 

Exquisite  Buckles  representing  jeweler's  fine  Hand  Work.  Firmly  made.  Etruscan  and 
hammered  effects.     Jeweled  examples.     All  interesting. 

P.  W.  LAMBERT  &>  COMPANY 
MANUFACTURERS  OF  FINE   LEATHER   NOVELTIES 

60  -  66  LISPENARD  STREET,  -  -  NEW  YORK 

Please   mention    The   Rei'iew  to   .  Idrerli^ers  and    Their    I  rai'elers. 
J 
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The  Moat   Popular  and  Widely   Advertiged  Hoops  on  the  Market 

"DUCHESS" 
Seven  Sizes, 

4,  5,  6,  7,  8,  10,  12 
inches. 

"DUCHESSOVAL' 
Three  Sizes 

3  X  6,    4K   X   9  and 
6x12    inches 

"PRINCESS -OVAL" 
Three  Sizes 

3x6,  45'2   X  6    and 
6x12  inches. 

Seven  Sizes, 

4,  5,  6,  7,  8,  10,  12 
inches. 

It  Pays  to  always  carry  a  full  assortment 
of  sizes  in  both  the  round  and  oval  shapes, 
to  meet  the  calls  of  your  customerg. 

LOOK  UP  YOUR  STOCK  ?X 
Your  jobber  can  supply  you. 

THE  GIBBS  MFG.  CO., Canton, Ohio, U.S.A. 

M.  CRISCUOLO  &  CO 
MANUFACTURERS   OF 

Facsimile  of  our  Envelope. 

Price  List  Post  Free  on  Application. 

"THE  PERFECTION" 
Human  Hair  Fringe  Net 

The  Best  on  the  Market  Always  Reliable 

Special  quotations  to  shippers  and  large  buyers. 
Prompt  attention  given  to  Colonial  Orders. 
Acknowledged  the  cheapest  House  for  Value. 

PLEASE  NOTE.     WE  ARE  MANUFACTURERS  NOT  MIDDLEMEN 

19  Cross  St.,  Hatton  Garden,  E.C.,  London,  England 

Fancy  Leather 
Goods We  make  an  extensive  line  suit- 

able for  dealers  in  Fancy  Goods, 

Stationery,    Haberdashery,    etc. 

Send  for  Illustrated  Catalogue 

Ry' -     C.  F.  Rumpp  &  Sons 
Established 

PHILADELPHIA,  PA.,  U.S.A. 

Tnilet  Cases New  York  Salesrooms 683-685  Broadway A\it     Luncheon  Outfit 

HAIR  NETS 
HMR BUY    FROM 

ACTUAL    MAKERS 

J.  H,  NAGELE  <&  CO., 

FRA  MES 
CUFLS 

SWITCHES and  ALL  HAIR   WORK 
BOSTON,    ENGLAND 

IGLAU,    AUSTRIA COLOGNE ROOSHWOOG,    ALSACE 

If  your  business  can  stand  improvement,  you  and  your  clerks  need 
to  read  the  Dry  Goods  Review  each  month.  Price  $2  per  year.  Send 
your  order  now^.  Dry  Goods  Review  Subscription  Department,  1 0 
Front  Street  East,  Toronto.    

Please  mention  The  Reineiv  to  Advertisers  and  Their   T'aielers. 



British  Traders  Find  Women  are  Skillful  Politicians 

Great  Diplomacy  and  Tact  Called  for  by  "  Hecklers"  —  Reports  of 
Board  of  Trade  Show  Serious  Falling  Off  in  Drapery  Goods  Trade 
with  Canada  —  How  Manchester  Views  American   Cotton    Situation. 

Staff    Correspondence. 

Office  of  The  Dry  Goods  Review, 
8S  Fleet  Street,  London,  England. 

THE  Board  of  Trade  statistics^  show  the  extent 

of  t'lie  exports  of  drapery  g'oods  to  the  chief  of 
the  colonies,  and  a.re  interesting,  in  tlie  face  of 
the  proposal  of  tariff  reformers  to  give  these 

colonies  la  preference.  The  returns  show  that,  last  year 
the  three  chief  oversea  colonies,  Ca.nada,  Australia  and 

British  South  Africa,  took  £lG,23'O,0'0iO  of  drapery  goods 
from  British  manufacturers,  while  in  190S  they  took  £14,- 
104,000,  and  in  1907  £10,760,000.  Of  this  amount  Can- 

ada's share  was,  in  1909  £4,915,000,  in  1908  £3,166,000, 

and  in  1907  £;"),50'6,O()(}.  These  figures  show  the  serious 
falling-oft'  in  trade  duping  1908,  and  it  is  also  interesting 
to  note  tha,t  1909  is  still  over  10  per  cent,  below  the  figures 
for  1907.  In  view  of  the  pnpuhirity  worsted  piece  gYjods 

enjoyed  last  year,  it  is  not  remarkable  tiiiat  £1,401,000 
worth  shduld  liave  been  sent  to  Canada  during  that  period. 

Women  as  Politicians. 

The  keen  interest  taken  by  women  in  the  recent  elec- 
tion contest  has  introduced  a  new  problem  in  trading  for 

drapers  to  grapple  with.  Many  drapers,  to  thedr  cost, 

'have  found  that  female  politicians  have  proved  quite  the 
most  skilful  "heckling"  force  they  have  ever  tackled, 
and  that  it  has  only  been  by  the  exercise  of  great  diplom- 

acy and  tact  that  drapers  have  come  'through  tJie  contest 
without  the  loss  of  influentiail  customers.  Many  anecdotes 
are  coming  to  hand,  and  besides,  tiiere  has  developed  a 
most  embarassing  tendency  towards  the  asking  of  ques- 

tions as  to  the  origin  of  goods  and  the  pmhable  effect  of 
tariff  reform  on  their  price. 

Even  the  retailers'  political  leanings  were  canvassed 
and  in  more  t'han  one  case  their  frank  avowal  led  to  the 
loss  of  valued  customers.  Another  nuisance  that  the 

election  has  brought  in  its  train  has  been  the  posting  of 
political  posters  on  shop  fronts  after  the  shutters  were  up. 
West  End  retailers  are  also  complaining  that  the  elec- 

tions have  spoiled  the  Winter  sales  by  keeping  away 
suburban   and  provincial  customers. 

Now  that  the  end  of  the  dead  season  is  in  sig'ht,  there 
is  a  distinctly  cheerful  feeling  shown  on  a.U  sides.  Not 
only  is  the  retail  trade  optimistic  about  the  future,  but 
encouraging  reports  are  being  received  from  the  leading 
textile  centres. 

Bradford. 

Interest  here  is  centred  for  the  present  in  Coleman 
Street,  where  the  first  wool  sale  of  the  present  season  is  in 
progress.  There  is  a  very  large  contingent  of  buyere 
present,  and  from  reports  received  the  offerings,  both  in 

merinos  and  cross-breds,  are  of  fine  quality.  For  extra 
fine  clips  some  record  prices  aire  being  paid.  Thoug'h 
merinos  are  selling  remarkably  well  the  prices  realized 
are  just  about  those  ruling  at  the  last  series.  There  is 
also  plenty  of  competition  for  cross-breds.  Bradford  is 
buying  largely,  and  American  buyers  are  taking  in  good 
quantities  certain  kinds,  though  there  is  not  the  eager- 

ness to  take  the  wool  wanted  at  practically  any  price,  that 
was  so  marked  in  the  previous  sales.  Germany  is  also 
a  good  buyer,  though  it  is  the  home  trade  that  is  pur- 

chasing the  greater  part  of  the  wool  sold.  Much  satis- 
faction is  expressed  by  buyers  over  the  improvement  in 

South    African    wools,    for    not    only    is    the    wool    better 

grown,  but  it  is  also  prepai'ed  fur  market  in  a  manner 
which  increases  very  muterially  the  buyers'  confidence 
in  the  wool  offered. 

Good  reports  also  are  coming  from  all  parts  of  the 

West  Riding,  and  there  is  enough  business  in  sig'ht  to 
keep  i)rices  fully  up  to  the  present  level.  Some  spinners 
are  hoping  for  an  easing-off  from  the  present  prices, 
though  there  does  not  seem  to  be  much  liope  of  anything 

<if  this  kind  devehiping.  Cross-breds,  here  and  there,  are 
up  a  fraction,  as  there  is  a  distinct  scarcity  of  medium 
anil  fine  ((aalitiys.  Dress  goods  prices  are  sure  to  be 

higher  f(ir  the  next   season's  trade. 

Manchester. 

The  market  foi'  i-a\v  Aiiierica;n  cotton  continues  to  be 
a  i)erplexing  one,  and  the  slightest  influence  is  sufficient 
to  bring  about  a  clrange.  Though  tliere  seems  to  be  some 
shortage  in  the  present  crop,  it  is  doubtful  if  there  is 
justification  for  the  present  high  prices.  Egyptian  cotton 

is  up  1-lGd.  Though  the  positicm  has  improved  in  the 
spinning  end,  there  is  really  little  business  doing.  The 
fluctuations  in  raw  cotton  are  making  steady  business 
diffieull,  and  the  producers  of  coarse  yarns,  especially,  are 
finding  the  market  almost  at  a  standstill.  Certain  makes 
of  fine  counts  are  wanted,  and  here  moderate  business 
has  passed. 

There  is  a  betcr  (uitlonk  in  the  piece  goods  market, 
though  no  great  volume  of  business  has  as  yet  developed. 

One  of  the  chief  topics  of  interest  during  the  month 
lias  been  the  announcement  made  by  E.  Tootal  Broadhurst 
that  he  would  vole  for  the  Unionist  candidate.  Mr. 

Broad'hurst  seceded  I'roni  the  Conservative  party  on  the 
free  trade  question  in  1906,  and  on  this  point  his  views 

have  not  changed.  It  is  because  he  objects  to  any  inter- 
ference with  the  veto  powers  of  the  House  of  Lords,  and 

to  the  passing  of  a  Home  Rule  Bill  that  he  finds  he  can- 
not support   the  Liberal  Government. 

Poole,  Gray  &  Lees  is  the  title  of  a  new  millinery  firm 
that  has  opened  up  at  6  Church  Street,  Manchester. 

It  has  been  announced  recently  by  Lord  Crewe  that 
the  Government  intends  to  grant  £10,000  a  year  for  the 

next  three  years  to  the  British  Cotton  Growing  Associa- tion. 

R.  P.  Carse,  wlio  has  been  the  head  of  J.  &  N.  Philips' 
Mamchester  department  for  many  years,  died  recently. 
The  late  Mr.  Carte  was  also  the  proprietor  of  the  White 

Park  ]''inishin,g  Co..  rrri  the  Moorfields  i)yting  and  F'^i- 
i^hing  Co..  in  I';e!and. 

North  of  Ireland. 

Linen  yarns  are  firm,  and  the  belief  is  that  they  will 

go  still  higher.  The  high  price  of  flax  is  tending  to  re- 
strict business,  and  especially  where  sellers  hold  out  for 

tlie  extreme  prices.  Linen  goods  are  active  and  there  is 
a  steeady  trade  in  medium  and  fine  fabrics.  The  sale  of 

heavy  goods  is  also  showing  signs  of  improvement. 

Scotch  Notes. 

Glasgow  cotton  manufacturers  are  confining  their  pur- 
chases to  present  needs,  and  the  fact  that  Egyptian  cot- 

ton rose  from  Sd  to  1.3d  fully  accounts  for  their  caution. 
It  is  anticipated  when  present  orders  a,re  run  off  many 
looms  will  be  idle.  Makers  of  white  goods  have  least 

cause  to  complain.  Stocks  in  distributors'  hands  are 
not    large.  l)ut   high   prices  make  buyers   very  cautious. 
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SUESINE  SILK 
Ready  To  Serve  You 

GREENSHIELDS  LIMITED 
VICTORIA  SQUARE,  MONTREAL 

SUESINE  DISTRIBUTORS  FOR  THE  DOMINION  OF  CANADA 

Write  to-day  for  samples  and  full  information.  Be 
ready  to  meet  the  big  demand  for  Suesine  Silk — the 
widest  advertised,  best  known  and  most  popular  Silk 
of  its  kind.  It  is  a  strong  seller  and  is  in  great  favor. 
It  MAKES  good  because  it  IS  good. 

Greenshields  Ltd.,  Victoria  Sq.,    ::    Montreal 

HASLIN  MILLS  WASH  FABRICS 
For  SPRING  and  SUMMER  1910 

T/f/'s  line  represents  the  highest 
achievements  in  the  weaving 

and  finishing  of  cotton  fabrics 

Motor  Suitings  Ramessine 
Motor  Briliiantine  Sahara  Cloth 
Motor  Crashes  Diagonelle 

and  many  others 

Of  vital  interest  to  all  manufacturers  of  Wash  Garments,  Job- 
bers and  Retailers  of  Dry  Goods.  Samples  on  application. 

HASLIN  MILLS,  62  White  Street,  NEW  YORK,  N.Y. I 
Please  mention   The  Rezneiv  to    Ad'^ertisers  and   Their  Travelers. 



DI^SS  GOODS^FABRICS 

New  Materials  and  Colors  Form  an  Exquisite  Range 

Notable  Display  of  Spring  Goods  —  Yellow  Tones,  Pinkish  Browns, 
Tender  Yellow  Greens,  and  Series  of  Blues  Featured  —  Tweeds  and 
Donegal  Effects  Among  Novelties  for  Suits— What  Paris  is  Showing. 

NEW  York  stores  have  recently  been  makins: 
 an 

extensive  showing  of  Spring-  fabrics.  Wana- 
maker's  made  a  feature  of  their  Spring  goods, 
and  the  splendid  display  of  new  fabrics  and 

colors  drew  crowds  into  the  department.  The  color  novel- 
ties comsisted  of  the  yellow  tones  in  ochre  blonde,  chamois, 

and  dull  brass  tones  or  antique  gold  shades.  Pinkish 

browns  shading  from  the  apricot  and  the  new  peach 

Melba  shades  are  new,  and  following  on  are  the  many 
giac  or  lignum  vitae  shades,  and  the  soft  nut  browns. 

Te:nder  yellow  greens,  and  almond  and  reseda  shades 
were  shown  in  an  exquisite  range  of  shades,  and  in  soft 

neutrals  were  the  mushroom,  and  coachman's  grevs.  and 

Spring  dress  goods  novelties  shown  at  Jolin  Wanamalier's 
dress  eoods  opening  in  New  Yorli.  Reading  from  top  to 
bottom  the  samples  are  :  Russian  Wool  Crash,  Donegal 
Tweed,  Granite  Cloth. 

the  new  distinctive  greenish  grey  that  has  been  christened 
la  Rampe. 

Blue  will  be  a  prominent  color,  and  besides  navy  there 

i^  a  splendid  series  of  novelty  blues  showing.  French 

blues,  Copenhagen,  grey  blues,  China  blues,  and  duck  are 
included  in  the  new  series.  Violets  in  soft  subdued  tones 

are  showing,  and  subdued  rose  shades  are  to  be  among 

Advance  tailored  model,  developed  in   Donegal  tweed. 

the  best  selling  colors  of  the  season.  Nor  are  the  more 

vivid  shades  absent,  for  among  these  may  be  mentioned 
the  new  chantecler  redj  sulphur  and  pumpkin  yellow, 
K'oyal  blue  and  Empire  green. 

Tweeds  and  Donegal  Eflects. 

For  tailored  suits  tweeds  and  Donegal  effects  are 
among  the  high  novelties,  as  also  are  the  light  weight, 
loosely  woven  wool  crashes.     Black  and  white  sharkskin 
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A.  S.  KING  CO. 
LIMITED 

THE  JAPANESE  SILK  HOUSE 

JAPAN  TAFFETA— all  widths 
and  weights. 

JAPAN  HABUTAI— all  widths 
and  weights. 

SHANTUNG  SILKS  — large 
variety. 

TUSSORE  SILKS-in  plain  nat- 
ural shades. 

MOTOR  AND  DUST  COAT 

SILKS — natural  shades. 

TAM ALINE,  in  all  high  colors. 

MESSALINE  SILK  that  gives 

good  wear. 

TAFFETA  and  LOUISINE  in 

a  big  range  of  colors. 

FANCY  SILKS  in  checks  and 
broche. 

The  celebrated  "OTTOMAN 

TUSSORAH  "   Raw  Silk. 

TOKIO  COSTUME  SILKS  in 

big  variety  of  design. 

LA  TOSCA  Raw  Silk,  Iris  Ruff 
Weave,  Chiffon  Tussore,  cross 

dyed. 

You  will  get  the  best  value  in  the  trade  from  us  in 
■^— — —iwi  the  above  lines  mm^— bmm— ^« 

A.  S.  KING  CO. 
LIMITED 

24  Wellington  Street  West 

The  Old  lshik.awa  'Premises 

CHEFOO 
YOKOHAMA 
LYONS 
ZURICH 
NEW  YORK        TORONTO,  ONTARIO 

checks,  and  peppei-  ami  salt  suitings  are  shown  in  pastel 
as  well  as  the  grey  tones.  Homespuns  were  shown  in  all 
llie  new  colorings  and  in  both  dark  and  delicate  »had«s. 

Diagonals,  basket  weaves,  melanges,  Scotch  cheviots,  and 
vigoroux  suitings,  as  well  as  fine  twill  and  wide  wale 

serges,  are  all  sold  for  tailored  suits.  The  light-weiglit 
goods,  cashmeres,  iienriettas,  panamas,  and  light-weight 
broadcloths  in  pastel  colorings,  are  selling  for  making 
up  into  dressy  tailored  suits. 

There  was  a  most  extensive  display  of  light-weight 
wool  and  silk  and  wool  stuffs  for  ceremonious  gowns. 
These  were  in  beautiful  weaves^  supple  and  soft  to  the 

toucli,  and  having  exquisite  draping-  qualities.  Crepe 
weaves  were  very  prominent  in  plain,  spotted,  and  bro- 

caded patterns,  silk  voiles,  marquisettes,  silk  and  wool 

bengalines,  eoliennes,  landsdownes,  crepons  and  silk  ca.sh- 
meres,  were  shown  in  all  the  new  colors  and  shadiCS. 

Strong  Silk  Season. 

Tlie  coming  Spring  promises  to  see  silk  fabrics  in  a 
stiong  position.  Tussahs  are  to  be  very  much  worn,  and 
all  kinds  of  tussah  weaves  are  shown  in  extensive  variety 
and  in  all  the  new  shades.  The  natural  shades  are  to  be 

big  sellers,  and  are  .shown  in  the  American  fancies,  as 
well  as  the  Chinese  made  silk.  Next  to  tussahs  come  foul- 

ards, and  there  are  num'berless  spot,  check,  and  .small  set 
patterns  shown  in  all  the  new  shades,  as  well  as  navy. 

Changieable  taffetas  are  to  be  worn  later,  and  there  is 
considerable  call  for  crepe  weaves. 

As  every  colored  gown  has  facings  of  black  silk  there 
is  considerable  activity  in  this  department.  Faille,  liberty, 
moire,  and  cord  weaves  are  all  selling. 

Linen  Suitings  Lead. 

In  wash  fabrics  the  leading  line  is  the  weaves  in  lin- 

en suiting  weaves.  These  range  fi'om  coarse  erases  and 
basket  weaves  and  diagonals,  to  fine  silky  linens.  And 
if  it  were  possible,  these  linens  are  shown  in  a  bigger 

range  of  colors  than  in  the  dress  goods  department.  Cot- 
ton suitings  come  in  both  crash  and  fine  weaves.  There 

is  a  wonderful  showing  of  color  effects  in  stripes  and 

checks,  in  ginghams,  cotton  voiles,  batistes,  etc.  There 
is  a  stronger  showing  of  floral  patterns  in  dimities,  mulls, 
and  muslins,  than  for  some  seasons,  and  in  white  goods, 

striped  voiles,  plain  and  sti'iped  and  embroidered  mar- 
quisettes, as  well  as  dotted  and  embroidered  Swisses  are 

shown.     Madrases  come  in  many  new  patterns. 

  *   
Indifferent  action,  even  if  mildly  scattered  through- 

out the  store,  is  sure  to  cause  "'weeds  to  grow*'  in  our 
commercial  garden,  so  to  speak.  Let  none  of  us  be  guilty 

of  "sowing  the  seed  that  sprouts  the  weed."  We  have 
no  occasion  to  get  discouraged,  if  we  stick  to  our  business 

and  don't  roll  around  like  the  "stone  that  gathers  no 

moss. ' '  li  will  make  your  success  much  easier.  After  all 
is  said  and  done,  conscientious  loyalty  is  our  greatest  stock 
in  trade.  What  does  this  word  loyalty  signify  to  every 
one  of  usf  That  we  will  never  speak  disrespectfully  of 
tlie  firm  we  work  for.  That  while  we  remain  under  the 

roof  of  the  establishment  we  will  be  loyal  to  it.  That  we 

will  give  our  very  best  services  in  return  for  our  salaries. 
AVhen  we  engage  with  a  firm  we  sell  them  our  experience, 

judgment,  honesty  and  loyalty,  or  in  other  words  an 
honest  and  an  earnest  interest  in  the  business.  If  our 

conscience  tells  us  we  are  not  doing  this,  then  let  us  tender 

our  resignation,  or  at  once  perform  our  duties  witli  a  loyal 
and  willing  heart. — H.  A.  Free. 



Assured   Factors   in   Dress   Fabrics  for  Next  Winter 
Indications  Point  to  Zibelines  and  tlieir  Adaptations  —  Panne  Cloths 
the  Ultra  Fashionable  Note  —  Broadcloths  in  Unspottable  Patterns 
—Basket  and  Diagonal  Weaves,  Cheviot  Serges  and  Unfinished  Worsteds. 

Staff  Correspondence. 

Office  of  The  Dry  Goods  Review. 

160  Broadway,  New   Vnrk. 
February,  25. 

MANUFACTURERS  and   importers   of  
dress  ma- 

terials are  already  deeply  involved  in  the  styles 

for  the  eomng-  Fall  and  Winter  seasons,  with  the 
result   that   mr.ny   attractive   patterns   are   to  be 

found  among'  the  assortment. 

Every  indication  points  towards  such  effects  as  zibelines 

and  'their  adaptations.  These  patterns  are  a  great  deal 

ditfei-ent  from  the  zibelines  of  old,  for  they  are  more 
panned,  which  are  more  desirable  than  the  long-haired 
effects.  Panne  cloths  will  be  the  ultra  fashionable  note  in 

fabrics,  to  be  adopted  by  the  high  class  gai'inent  makers. 
Broadcloths  in  unspottable  patterns  will  have  a  strong 

representation  in  many  new  colorings  and  patterns.  These 
are  always  good  in  the  Fall  and  Winter  seasons,  however. 

It  is  anticipated  that  basket  weaves  will  have  a  big 

representation  among  the  new  Fall  materials.  Their  in- 
troduction this  Spring  was  very  satisfactory,  so  that  it  is 

not  surprising  that  they  will  run  over  to  the  next  season. 
Diagonal  weaves  are  an  assured  factor  for  the  coming 

year,  and  it  is  expected  to  be  found  in  all  styles  and 
weaves.  Especially  the  serge  weaves  will  have  a  large 
call.  There  are  also  serges  in  big  variety,  cheviot  serges, 

and  unfinished  worsteds,  which  will  all  have  strong  repre- 
sentation at  the  beginning  of  tlie  new  season. 

Serges  and  Panamas  for  Spring  and  Summer. 

Choice  has  fallen  tor  the  bulk  of  the  popular  business 

for  the  coming  Spring  and  Summer,  on  serges  and  pan- 
amas,  and  on  other  weaves  of  a  similar  weight  and  finish, 
together  with  a  vast  number  of  materials  of  a  luster  finsh 
in  wool  and  mohairs  and  Sicilians.  These  weaves  have 

l)i'actically  all  been  covered  in  repeat  orders  in  good 
\olume. 

For  popular  selling  in  somewhat  higher  priced  goods 
heavier  and  rougher  serges,  cheviots  and  diagonals  in 

one  and  two-toned  effects  have  been  chosen,  and  so  have 
mannish  worsteds,  and  fabrics  of  a  similar  finish  and 

weight,  with  hairline  stripes.  Such  striped  effects  are  out 
in  serges  of  the  lighter  weights  as  well.  More  and  more  as 
the  season  advances,  there  is  evident  a  dispo.sition  to  get 
away  from  the  severely  plain  effects  in  dress  fabrics. 

Serges  continue  to  be  much  favored  in  all  grades. 
Manufaoturers  are  using  French  serges  in  their  high- 
priced  suits,  and  for  the  cheaper  ones,  they  are  using 
from  the  plain  hard  finish  serge  down  to  the  cheaper 
cloths. 

Twills  and  diagonals  are  regarded  by  buyers  as  good 
patterns.  These  come  in  worsteds  and  woolens,  despite- 
the  fact  that  they  are  higher  in  price  and  most  in  de- 

mand. Other  piece-dyed  worsteds  include  panamas,  voile, 
whipcords,  warpeords,  and  small  basket,  granite  and 
shark  skin  and  melrose  weaves. 

Many  corded  effects  have  met  with  favor,  such  as 
poplins  and  heavier  cords,  besides  many  cords  having  a 
flat  surface  similar  to  ottomans,  and  the  comparatively 
moderate  prices  at  which  they  are  offered,  together  with 
their  general  beauty  of  finish,  should  place  them  in  the 
list  of  popular  sellers. 

Novelties  in  Fancy  Suitings. 

A  number  of  novelties  in  'the  way  of  fancy  suitings 
have  found  favor  in  grays,  but  also  in  fancy  colors  show- 

ing flaked  effects  and  stripes  of  contrasting  colors,  but 

of  a  somewhat  subdued  nature,  and  many  materials  show- 
ing checks  are  greatly  in  demand.  The  chief  favorite 

among  the  latter  are  the  black  and  white  effects.  Colored 
checks  are  also  good. 

Mannish  effects  and  Scotch  tweeds  are  popular  for 

lailoi-ed  suits,  and  these  are  being  taken  quite  generously 
in  the  retail  centres.  Luster  yarn  fabrics,  such  as  mohairs 
and  Sicilians  are  in  greater  demand  than  they  have  been 
for  some  seasons  back,  being  especially  taken  for  motor 
and  traveling  garments.  They  are  light  in  weight  and  do 
not  take  the  dust  and  stand  the  hardest  usage. 

These  appear  to  be  among  the  most  important  lines  of 
sale  this  season,  and  from  all  indications,  will  be  exten- 

sively employed  for  suits  and  costumes.  They  come  in 
plain  and  fancy  Aveaves,  as  well  as  striped  and  figured 
effects,  which  are  very  pretty.  Also  an  immense  variety 
of  colorings  are  shown.  Of  chief  interest  are  the  fancy 

checks  and  hairline  striped  mohairs.  White  is  a  pro- 
nounced favorite,  and  while  and  black  effects  are  very 

good.  Serge  and  herringbone  effects  in  white  and  cream 
are  also  good. 

Wash  Goods  for  this  Season. 

The  outlook  for  wash  goods  of  all  kinds  for  Spring 
and  Summer,  is  very  good.  Retailers  have  been  showing 
them  since  the  first  of  the  year,  and  some  very  good  sales 
have  been  made  in  these  departments. 

Plain  colored  fabrics  in  mercerized  finish  in  poplins, 

cords,  and  rough  eft'ects,  and  tlie  Bedford  cords  and  the 
Russian  corded  effects  are  in  big  request.  Among  the 

most  popular  line's  are  the  rough  weave  cottons  in  solid 
colors.  Colored  cottons  with  a  linen  finish  are  also  in 

good  demand.  A  great  many  new  diagonal  weaves  in 
one  and  two  color  effects  and  in  varying  widths  of  wale 
have  also  been  placed  on  display. 

Delicate  patterns  and  colored  materials  in  wash  goods 
are  bedng  taken  extensively.  There  are  some  very  sheer 
effects  on  the  order  of  voile  and  organdy,  and  on  open 
weave,  such  as  grenadines.  Sheer  fabrics,  such  as  mar- 

quisette, are  being  shown,  and  as  the  demand  seems  to 
run  for  the  medium  sheer  materials,  marquisette  ought 
to  take  well. 

Crepe  is  pretty  good;  voiles  in  plain  or  with  figures 
l.ave  been  the  best  sellers  so  far;  printed  dimity  in  cross 
bar  and  floral  designs  are  among  the  most  popular  dress 
fabrics  for  this  season ;  English  chiffon  voiles  are  be- 

ing taken  in  very  elaborate  patterns  on  white  ground 
with  satin  stripe  and  plaids  and  floral  designs. 

Cotton  foulards  are  in  their  field  about  as  strong  as  the 

silks,  of  which  they  ai'e  imitations,  and  are  brought  out 
in  an  endless  variety  of  designs.  They  are  .similar  to  the 
silks  in  finish,  color  and  weight,  and  can  hardly  be  dis- 

cerned from  them  at  a  distance. 

Rough  cottons  of  a  full  mercerized  finish  are  favorites 

the  lines  including  a  variety  of  weaves  of  fine  linen  finish, 

but  all  cotton.  Shantungs  and  pop'ins  are  as  much  in 
favor  as  ever,  and   the  new  ones  are  a  great  deal  more 
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beautiful  in  weave  and  coloring:  than  anything  ever  be- 
fore produced.     All  the  new  shadings  are  included. 

Diagonals  ave  perhaps  creating  as  much  interest  as 

an}-  line,  aside  from  the  leaders,  and  they  are  being 
•taken  in  any  number  of  different  weaves,  and  in  both  one 
and  two-color  effects.  Some  of  them  are  very  close  imi- 

tations of  both  the  silk  and  woolen  fabrics,  which  have 

been  so  exceedingly  ])opiilar. 

A  fine  assortment  of  silk  •'iid  cottiju  f:il)ri<-s  is  among 

tho  collection.  All  linen  fal)iics  arc  in  gond  j-equcst. 
Some  smooth  effects  have  ))een  taken,  but  the  demand 

seems  more  for  the  rough  weaves,  which  are  imitations 
of  the  woolens.  Shepherd  check  cottons  and  linens  are 
good,  in  a  variety  of  colors,  but  mainlv  in  white  and 
black. 

Silks  for  this  Season. 

Pongees,  shantungs  and  tussahs  arc  kep])ing  up  a  wond- 
erful sale,  and  are  tiie  undisputed  leaders  in  the  silk  lines 

;his  SLason,  as  is  evidenced  by  the  great  number  of  sales 
on  them,  daily  noted  in  retail  centres.  They  are  being 
shown  in  a  wonderful  variety  of  attractive  styles,  which 
will,  without  doubt  aid  their  selling  value.  Tiiey  also 

■rome  in  .1  great  number  of  weaves  and  weights  and  qual- 
ities, making  them  available  for  use  in  almost  any  kind 

of  a  suit  or  costume  for  outer  wear  or  for  use  for  even- 
ing gowns.  Many  of  the  patterns  are  woven  to  imitate 

the  nt'w  things  in  woolen  goods,  such  as  serges,  diagonals, 
cords  and  other  fancy  weaves. 

Some  of  the  plain  colored  foulards  have  a  wide  wale 

diagonal  ground  spotted  with  small  figures,  which  is  par- 

ticularly desii'able.  Among  the  printed  foulards,  there 
are  cbecks,  stripes  and  the  usual  small  figures.  But  of 

all,  the  water  spots,  dots  and  disks  are  the  most  promin- 

ent. These  foulards  come  in  all  the  new  and  odd  French 

colorings,  such  as  aeroplane  blue,  linen  blue,  the  rich  Ro- 
man and  other  gold  tones,  ashes  of  roses,  heliotrope, 

golden  brown,  chicoi'y  green  with  a  little  more  green 
than  the  name  stood  for  this  season,  and  a  host  of  black 
and  white  and  other  shadings. 

Shantungs  bave  arrived  in  finer  and  more  lustrous 

<|uality  than  ever.  One  of  the  most  desirable  noted,  is 
from  France,  and  is  as  fine  and  almost  as  glossy  as  satin. 
II  has  a  wide  border  in  self-color,  faconne  in  Greek  de- 

signs. This  material  is  49  inches  wide,  and  of  moderate 
price,  considering  its  width  and  quality. 

There  are  dagonal  shantungs,  and  in  fact,  no  end  of 
variety,  some  with  printed  borders,  and  all  in  a  long  line 
of  the  choicest  colorings.  The  newest  shantung,  possibly, 
comes  in  the  natural  color,  with  a  satin  moire  surface,  and 
is  used  for  coats  and  wraps. 

A  great  variety  of  taffetas  are  being  shown  in  both 
plain  and  fancy  weave.s,  and  in  colors  and  black.  Glaces 
and  shot  taffetas  are  likely  to  be  popular  for  linings  and 

skirts.  Changeable  taffetas  are  in  fair  request  for  cos- 
tumes. Buyers  hnve  chosen  quite  a  number  of  changeable 

silk  costumes  this  season. 

Attractive  offerings  are  made  in  jacquards  on  taffetas 

and  other  gi'ounds  in  both  black  and  colors  in  unobtrusive 
designs  and  doubtless  these  will  have  some  place  in  the 
selling  centres. 

Geo.  W.  Bailey.  Ltd.,  Ottawa,  capital  .$40,000,  incor- 
poraleil  to  niaiuifaclure  and  deal  in  dry  goods  a,nd  cloth- 

ing of  all  kinds.  Incorporators,  G.  W.  Bailey.  A.  J. 
Moulds.  A.  T.  Bailey,  G.  A.  Dalglish  and  G.  A.  Welch. 
Ottawa. 

LOOKING  FOR  NOVELTIES  ? 
WE    STAND    SUPREME    IN    THE    MANUFACTURE    OF 

Silk  Mourning  Crapes,  Crepons, 
Silk  Crepes  de  Chine  and   Grenadines 

OUR  SCARF  DEPARTMENT  IS  OFFERING  ATI  R ACTIVE  NOVELTIES  IN 

Voile    Scarves,    Plam  and  Satm  Stnpes  iSCari     Wraps,    shaped  and  Prmged 

Crepe  de  Chine  Scarves,  Fringed  Ends 
PRINTED   SCARVES    ARE    OUR  SPECIALTY 

Our    Dress    Goods    Department 
IS  ABUNDANT  IN  ITS   SHOWING  OF 

Crepons,   SUk  and  Cotton  CrcpeS  de  Chene,   in  all  the  leading  shades 

Silk  and  Wool  Satin 

Meteor  Crepon,  Satin  Effect 
May  we  send  you  samples  of  these  unparalleled   fabrics  for    SPRING    TRADE  ? 

Silk   Mills:    Great    /^T>/^TTnr     Q^  /^/^       T    l^^^^l^^A    8  and  9,  Friday  St. 

(( 
Silk  and  Wool i( 

All  Silk 
(C All  Cotton 

Yarmouth,  England GROUT  &  CO.,  Limited London,   E.G.,   Eng, 

Please  mention  The  Reviezo  to  Advertisers  and  Their  Travelers, 
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Mount  Royal 

(?5 

m 

Grey,  Bleached 
and 

Printed  Cottons 

of  Superior  Quality 

The  Mount  Royal  Spinning  Company 
LIMITED 

Selling  Agents  : 

THE  D.  MORRICE  COMPANY,  Limited,   :    Montreal,  Toronto,  Winnipeg 

C-^ 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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THE  CANADIAN 

ROCK    FAST   DRILLS 
Stand  the  Wash  and  Give  the  Wear 

For  your  counter  trade  Canadian  Rock 

Fast  Drills  give  satisfaction  to  you  and 

your  customers. 

Canadian  Rock  Fast  Drill  is  27"  x  28" 

wide,  even  weave,  Superior  finish. 

They  are  Absolutely  Fast  Black 

The  range  of  patterns  is  varied.  All 

staple  spots,  stripes,  objects,  etc. 

It  is  worth  your  while  to  make  sure 

you  get  the  Canadian  Rock  Fast  Drill. 

Your  Wholesaler  has  the  Stock 

DOMINION 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 



No  Serious  Curtailment  Due    to    Advancing  Prices 

Good  Business  in  Staples  for  Spring  and  Summer  -  Improvement  in 
Patterns  and  Colors  in  Fall  Lines  —  Strong  Tendency  to  Buy  Wash 
Goods  and  Suitings  Early — Attractive  Lines  of  Ginghams,  Prints,  etc. 

TUP'.  Diitlodk  fur  Spring-  business  at  retail  in  cottdii 
.U'liods  is  veiy  encouraging.  Conditions  generally 
are  niueh  better  than  a  year  ago.  and  the  mills 

report  that  t'he  volume  of  business  for  Spring 

is  almost  equal  to  li>07.  Hig'h  prices  apparently  have  not 
curtailed  business  to  any  great  extent.  The  big  business 

done  by  the  mills  a.nd  by  wholesalers  for  Spring  is  due 

larg'ely  to  the  fact  that  everyone  had  been  buying  as 

little  as  possible  while  cotton  was  advancing,  in  the  'hope 
that  lower  prices  would  prevail,  and  when  they  realized 

that  the  hig'li  prices  were  a  fact,  and  ihait  there  appeared 

to  be  no  chance  of  a  drop,  they  wisely  placed  ordei's  for 
reasonable  requirements.  By  this  time,  stocks  were  de- 

pleted generally,  and  faii'ly  heavy  orders  were  the  result. 

At  t'he  present  time  it  would  appear  that  t'he  mills  are 

not  operating  on  a  fail-  margin  of  profit,  considering  the 
price  they  pay  fo'r  raw  cotton.  The  price  lists  now  in 
force  were  issued  in  Xovember,  and  since  tlrat  date  cotton 

has  advanced  in  the  neighborhood  of  2^/2  cents.  There- 

fore, the  prices  now  in  force,  which  wei'e  really  not  an 
liigli  as  might  have  been  considering  the  cost  of  cotton  a* 

the  time  of  issuing  t'he  last  lists,  are  certainly  not  on  ;i 

par  with  t'he  cost  of  the  raw  material.  Thus  il  may  readily 
be  seen  tluvt  the  mills  have  considerable  margin  for  further 

increases.  Advances  are  anticipated  botTi  in  foreign  atiil 
domestic  goods. 

Mills  are  working  on  FaJl  samples  and  ii  is  ex|teci('il 
that  the  new  samples  and  price  lists  will  be  ready  before 
(he  middle  of  this  month. 

Fall  Staples. 
Manufacturers  state  that  the  Fall  lines  of  both  printed 

and  woven  goods  will  be  materially  strengthened  by  the 

addition  of  new  lines,  and  tlie  improvement  of  patterns 

and  colors.  In  the  case  of  printed  flannelettes  and  wrap- 

perettes,  the  range  will  be  bigger  and  more  comprehen- 
sive than  ever  before,  both  in  colors  and  designs,  while 

some  entirely  new  cloths  will  be  added,  with  values  e(|n,il 
to  any  other  season. 

♦ 
Record  Season  for  Wash  Goods. 

Retail  stores  are  opening  up  theii-  Spring  slocks  of 
was;h  goods,  and  the  earliest  indications  are  to  the  effei-t 
that  this  will  be  a  record  season.  S(jme  of  the  store- 

showed  a  few  lines  of  the  new  season's  goods  prior  to 
opening  up  stocks  generally,  and  the  results  were  most 
gratifying.  A  great  deal  of  interest  was  taken  in  the 

new  suitings,  and  t'he  colors  were  considered  most  attrac- 

tive. Everything  favors  an  exceptional  Spring  and  'Sum- 
mer trade.  There  is  a  strong  tendency  to  buy  wash  goods 

and  suitings  early,  in  order  to  have  garments  ready  for 
the  first  warm  days,  and  this  will  cause  the  early  trade  to 
be  more  active.  Retailers  are  enthusiastic  over  the  new 

goods  wiiieh  tiiey  are  opening  up,  and  state  that  they  are 
able  to  make  more  attractive  displays  than  ever  before, 

as  the  new  fabrics  cover  a  wider  range  of  materia's,  color-. 
and   finishes  than  'has  been   the  case  in   previous  seas(ms. 

All  kinds  of  suitings,  rep,  poplin,  cord  effects,  and 
the  various  cotton  imitations  of  wool  suiting-s  and  dress 
goods  are  most  attractive.  Cotton  imitations  of  silk-. 
particularly   foulard   designs,  are  sure   to  sell  readily. 

During  the  February  sales  there  was  a  big  demand  fin- 
wash  fabrics,  some  of  which  were  sold  at  yery  low  prices. 
This  was  due  to  the  fact  that  retailers  were  able  to  secure 

jobs  at  low  figures. 

Ketail  prices  have  not  kept  pace  with  the  advance  of 

i-a'w  cotton,  as  goods  which  were  bought  for  the  Spring 
trade  were  Ixjugh't  at  prices  based  on  cotton  at  a  lower 
figure  than  it  has  been  selling  at  for  some  time.  It  is 

likely  that  retailers  willtave  to  pay  more  for  goods  bought 

for  sorting  purposes,  except  where  contracts  were  made 

foi-  repeats  at  the  same  prices  as  the  original  orders. 
Wholesalei-s  have  had  to  pay  advanced  prices  for  repeats, 

and  unless  'they  lo.se  the  difference  in  price,  the  retailer 
why  buys  from  the  jobbing  houses  must  also  pay  more 
for  repeats  on  his  orders. 

Retailers  should  keep  stocks  of  ginghams,  prints,  and 
suitings  of  all  kinds  well  assorted,  a,nd  should  show  .n 

good  variety  of  colors  and  patterns.  Tliese  lines  of  goods 

ai-e  particularly  attractive  this  season,  and  afford  the 
retailer  an  opportunity  of  doing  a  good  business,  if  stocks 

are  kept  well-assorted  and  up  to  date.  Fashion  favors  the 
use  of  wash  materials,  and  everything  is  in  favor  of  mark- 

ed activity  in  wa.sli  goods  lines. 

The  impidvement  in  Canadian  print  and  gingham  lines 

in  regard  to  dyeing  and  finisJiing.  as  well  as  patterns,  has 

had  its  eff"ei'i  and  these  goods  are  in  better  request  than evei-  before. 

The  mills  are  still  receiving  print  orders  for  Spring 

delivery.  W'holesalei-s  bought  in  fair  quantities,  but  the 
orders  from  retailers  bave  been  exceptionally  good,  and 
it  has  been  necessary  for  wholesaJers  to  place  good  repeat 

orders  with  the  mills,  in  order  to  supply  the  r«itail  trade. 

* 
While  Goods  in  Favor. 

It  is  exi)ecled  that  in  spite  of  the  demand  for  ctdored 

il'oods.  while  goods  will  ])e  much  in  favor  for  the  Sprinu- 
and  Summer  trade.  White  suitings,  imitations  of  linen, 

fine  lawn  and  nainsooks  are  being  bought  readily  and  in- 
dications are  in  favor  of  active  trade  at  retail. 

There  has  been  a  heavy  demand  for  light  weight  under- 
W(ar  eloihs.  b(vth  from  the  cutting  up  trade  and  for 
counier  Irade.  .\  noticeable  feature  of  this  trade  is  the 

c(nislantly  increasing  demand  for  the  better  class  of  goods 

and  the  falling  oft'  in  the  sales  of  the  cheaper  qualities. 
Mannfaclurei-s  of  underwear  lines  are  responsible  to  a 
ureal  extent  for  this,  as  they  are  making  every  effort  to 

keep  the  cheaper  goods  off  t'he  market  and  to  sell  the  bet- 
ter class  whitewear.  realizing  that  il  is  better  for  all  con- 

cerned. Of  course,  there  is  always  a  certain  demand  for 

I  lie  I'lieaj)  g-oods.  which  must  be  met.  bat  tliis  is  growing 
!e-s  each  season.  Retailers,  too.  are  finding  that  t'he  better 
goods  sell  more  readily  than  ever  before. 

Sheetings  are  steady  sellers,  and  mannfaci  iirers  of  {]:<■ 

reaily-made  sheets  and  pillow  slips  state  that  the  demand 
for  these  is  enormous,  almost  more  than  ihey  can  ."opc 
with.  The  aniounl  of  sales  of  tliest-  lines  seems  to  in- 

crease each  month.  Flannelette  blankets  are  sel'ing  better 
than  ever  before.  All  parts  of  the  country  seems  to  be 

buying  blankets  actively.  Judging  by  the  demand  up  to 

the  present,  it  looks  as  if  there  would  be  a  shortage  in  the 
market. 



54 DRESS     GOODS 
Dry  Goods  Review 

Two  things 
are  prominent 

In  the  equipment  of  the  best  households 

— good  glahs  and  good  linen,  and  the  lat- 
ter has  perhaps  the  bigger  say. 

There's  orie  certain  zvay  of  getting  th.e 
best  class  trade — the  most  desirable  busi- 

ness to  cultivate.     Sell 

LIDDELL'S  LINENS 
The  purity  of  their  whiteness,  variety  and 

beauty  of  their  patterns,  and  perfection  of 
their  texture  are  without  a  rival. 

Don't  delay.  Get  prices  and  stock  u]) 
with  this  profitable  line. 

R.  H.  COSBIE 
30  Wellington  St.  West,  TORONTO 

BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 

These    brands    represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 

Order  of  your   Wholesaler. 

ROBERT    HENDERSON 

^     CiC^        ̂ "^y  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 
James  St.inbury   &   Co.,  Toronto 

Linen  Novelties  Selling  Well. 
Xi)  inconsiderable  portion  of  the  profits  gained  in  t!ie 

linen  department  comes  at  present  from  the  sale  of  novel- 
ties and  art  linens.  Individual  guest  towels  can  hardly 

be  termed  novelties  now.  but  their  use  and  their  sale  is 

certainly  increasing  and  new  patterns  and  designs  are 
soon   taken   up  by  buyers. 

There  is  a  decided  feeling  for  linens  in  the  natural 

shades,  and  for  doileys.  runnei-s,  tea-cloths,  tray  cloths. 
etc.,  shown  in  half  bleached  linens  trimmed  with  white 

torchon  linen  lace.  This  is  a  striking  and  an  effective 
novelty,  and  one  that  promises  well,  as  it  can  be  sold  at 

a  popular  price. 
Breakfast  napkins  to  match  the  weft  of  white  and  the 

warp  of  the  natural  shade  are  very  handsome  as  the  pat- 
tern stands  out  in  a  striking  manner. 

The  old  fashion  of  setting  the  table  with  centre-pieces 
and  doileys  on  the  polished  surface  of  the  table  is  being 
revived,  and  for  this  purpose  nothing  is  so  popular  as 

Cluny-edged  linens.  These  are  shown  in  all  sizes  and  at 
all  prices.  Madeira,  embroidered,  cut-work  and  Renais- 

sance lace  effects  combined  with  Cluny  are  all  strong. 
Show  towels  are  another  revival  seen  in  New  York 

and  these  have  lovely  hand  worked  flower  sprigs  scattered 
over  the  finest  damask.  They  are  shown  worked  both  in 
white  and  in  colors  and  have  beautiful  drawn  work 

borders.  Generally  there  is  a  place  for  the  workins:  of 
the  monogram  and  they  make  acceptable  gifts  or  wedding 

presents. + 

Parisian  Vogue  in  Fabrics  and  Colors. 
In  dress  fabrics,  silks  and  linens,  color  is  the  ke\^^()te 

for  the  Spring  season.  Though  weaves  were  never  more 
diversified  than  those  now  showing,  it  is  the  color  effects 

that  form  the  real  novelty  of  the  season.  Pa.ris  is  fea- 
turing serges  in  fine  twills,  tweeds,  cheviots,  and  the  new 

black  and  wliite  woolen  cloths,  as  well  as  'tussahs  in  na- 
tural as  well  as  an  extensive  list  of  novelty  shades  for 

tailored  suits.  Many  well-known  women  who  are  winter- 
ing in  the  Riviera  are  wearing  tailored  suits  of  cashmere 

in  novelty  shades  with  braidings  and  collars  and  facings 
in  black. 

For  visiting  gowns  crepe  we<aves  and  erepons  come 

first  and  are  shown  in  plain,  changeable  and  in  brocade<^! 
and  printed  effects.  Voile  de  soie,  glace  voiles  and 
otamines,  charmeuse.  liberty  and  changeable  taflfetas.  as 
well  as  foulards  in  dot.  stripe  and  line  check  designs,  and. 
newer  sMll,  in  cashmere  and  pine  patterns.  Crepon  silks 
are  among  the  newest  materials  for  afternoon  wear,  and 

among  the  newest  and  most  popular  are  the  tussah  ere- 
pons. and  crepe  foulards.  Xew  spotted  silk  gauzes.  an<{ 

voiles  show  a  white  dot  with  a  cohu'ed  spot  in  the  centre like  an  eve. 

Change  in   Montreal  Cotton  Co.'s  Selling  Dept. C.  n.  Blackader.  who  has  been  associated  with  the 

^fontreal  Cotton  Co.  for  many  years,  has  been  obliged 

to  resign  his  position  owing  to  ill-health.  E.  A.  Robert- 
son, who  has  been  identified  with  the  cotton  companies 

for  the  past  thirteen  years,  is  now  in  charge  of  the  sellinsr 

deparlmcnt.  He  fii-st  became  connected  with  the  selling 
(lepariment  of  the  Dominion  Cotton  Co.  in  1897.  acting 
in  various  capacities  vr\ti\  that  company,  and  with  the 
Stevenson,  Blackader  it  Co.,  until  the  Dominion  Textile 

Co.  was  formed  in  lOt),").  during  the  last  three  years  of 
which  period  he  was  sales  manager  of  the  Dominion 
Cotton  Co..  under  Stevenson,  Blackader  &  Co.  Since  then 
Mr.  Robertson  has  been  with  the  Montreal  Cotton  Co.      , 
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THE  RANGE  OF  THE  WABASSO 

DOMINION     OF     CANADA 

THE  SHADED  AREA  IS  THE  RANGE  OF  THE  WA- 

BASSO OR  SNOW-SHOE  RABBIT  (THE  KINGDOM  OF 

WABASSO),  STRETCHING  FROM  OCEAN  TO  OCEAN, 

AND  FAR  NORTH.  HERE  ALSO  ARE  TO  BE  FOUND 

THE  FAMOUS  WABASSO  COTTONS  STANDARD  OF 

PURITY  AND  STRENGTH,  DEFYING  THE  STORMS 

OF  COMPETITION. 

The  Wabasso  Cotton  Company,  Limited 
Address  all  correspondence 

to  the  Mills Three  Rivers,  Quebec 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 



Revival  of  Ramie  and  its  Possibilities  in  the  Trade 

New  Fabric  of  the  Shantung  or  Pongee  Class  -Clever  Combination 
of  Pure  Ramie  and  Egyptian  Cotton  — Can  be  Varied  to  Imitate 
Several    Fabrics    Successfully    -  Has     a     Very     Promising     Future. 

(By  W.  T.  Ritch,  Manchester,  Eng.t 

NDW    that    wash    siiitiiiiis,    both    linen    and    cotton, 
are  occupying  so  much  attention  in  retail  stores, 

a  brief  description  of  a  new  fabric  maj'  not  be 

out    of    ii'ace.      Being    an    entirely    new    fabric, 
most    dry   goods    buyers   are   likely   to   hear   a   good    deal 
about  it  before  the  end  of  this  year. 

This  new  cloth  belongs  to  the  Shantung  or  Pongee 

class  now  so  fashionable,  not  to  mention  the  rep  and  pop- 
lin effects.  Both  in  ai)2>earanee  and  touch  it  surpasses 

the  best  Oriental  silks,  while  its  strength  in  pressni'e 
resistance  is  equal  to  sail  canvas.  It  is  composed  of  a 
clever  combination  of  pure  ramie  and  Egyptian  cotton, 
and  the  process  of  manufacture  is  not  only  scientific  but 
highly  intricate.  Witliout  going  into  technical  details  at 

present,  I  may  infoi'm  retail  readers  that  the  cotton  por- 
tion is  mercerised,  and  that  the  ramie  portion  is  sdireiner- 

ised  to  an  unusual  extent.  It  can  be  varied  to  imitate 
several  fabrics  witli  wonderful  results  and  undoubted 

success.  The  two  experiments  I  saw  recently  put  Shan- 
tung silk  and  Pongee  linen  completely  in  the  shade.  The 

effect  was  not  only  charming  to  the  tasteful  observer, 
but  surprising  to  the  critical  expert.  If  bulk  turns  out 
anywhere  near  those  samples  and  experiments,  when  the 

manufacture  of  this  novel  fabi'ic  is  begun  in  earnest,  all 
otiier  wash  fabi'ics  will  be  simply  nowhere. 

Personally,  I  tliink  it  is  fortunate  for  manufacturers 
of  mercerised  linen  and  dealers  in  this  and  other  wash 

suitings,  that  they  are  certain  of  a  very  good  season  be- 
fore tliis  new  and  uni(jue  fabric  has  sufficient  time  to  get 

on  the  market. 

Kamie,  as  wholesale  buyers  ai'e  no  doubt  aware.  li;is 
pa.ssed  tlir<jugh  many  vicissitudes.  It  lias  raised  high  hi:pes 

and  blasted   tatin.  created   drean's  cf  fcM'tiines  and  squan- 

dered them,  and  monuments  of  disappointment  may  still  be 
traced  in  some  parts  of  England  in  the  shape  of  tumble- 

down factories  locally  known  as  the  "Old  China  Grass 

Works."  Sanguine  scientists  and  practical  manufac- 
turers at  one  time  believed  that  it  would  supersede  linen 

-  in  some  instances  and  surpass  it  for  many  purposes.  AH 
this  happeneed  years  ago,  but  when  practical  business- 

men had  almost  forgfitten  it,  a  few  persevering  enthusiasts 
still  clung  to  their  old  belief  and  continued  their  ex- 

|)eriments. 

During  the  past  year  or  so.  many  thinking  men  have 
l)i;  n  forced  to  admit  that  ramie  fibre  has  at  last  reached 

thai  stage  of  development  when  it  could  no  longer  be 
ignored,  even  those  wlio  had  no  faith  in  it  formerly. 
Some  smart  fabrics  (mostly  experimental)  have  appeared 
from  time  to  time  during  the  past  few  years,  but  in  spite 

(if  its  advantages,  three  diffit-iiities  a'lways  stood  in  the 
way.  namely:  Cost  of  manufacture,  occasional  brittleness, 
and  frequently  a  troublesome  hairy  look  on  the  surface. 
Recently  it  was  admitted  that  the  first  two  troubles  had 
l)een  overcome  and  the  third   was  fast   disappearing. 

Mercerised  union  linen  suiting — now  so  popular — gave 
tile  cue  to  the  combination  of  ramie  with  cotton,  and 
pro\ed  vtry  sa.tisfactory.  Thi  ii  ineicerising  the  cotton 

portion  brf)ught  in  the  silky  appearance  and  schreineris- 
jng  tlie  ramie  portion  proiluced  a  superior  linen  effect  and 

completely  prevented  any  risk  <it'  an  occasional  hairy  ten- 
chancy  on  the  surface. 

1  am  now  inclined  1<>  tiiink  that  ramie  fabrics  have  a 

very  pi'omisini;'  future  and  tlie  erratic  fibre  of  this  peculiar 
nettle   will   soon   be   a    factor  to   be  reckoned   with   in   the 
ti'Xtile  world. 

Interior   of   Meagher  &    Go's,  new   store,    Nelson,    B.C.     Note   thai    centre   of  space   is   used   exclusively    for    neckwear    and    other 
accessories  and   practically   entire  siocli  is  displayed.    On   the   left,  piece    goods;   on    right,  gloves,  hosiery, 

corsets  and  underwear;   in    rear,    ready-to-wear   and   millinery. 
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^inO  no  ''OR  THE  BEST  EXAMPLE  OF  A •P'*-"''*'^^  local  merchant  beating  out  the  mail 
order  house  for  the  trade  which  rightly  belongs  to  him. 
Read  below  for  full  particulars. 

The  Dry  Goods  Review  wants 
to  pay  some  Canadian  dry  goods 
merchant  $100.00  cash. 

Have  you  found  a  way  to 
successfully  meet  the  inroads  of 
the  Mail  Order  House  in  your 
locality,  and  hold  and  increase 
your  trade  in  the  face  of  this 
competition  ? 

If  you  have,  then  you  are  the 
man  to  whom  this  $100.00  will 
be  given  if  you  will  let  us  tell 
your  story  in  all  its  details  in 
The  Review. 

This  prize  will  be  paid  to  the 
man  who  furnishes  us  with  the 

basis  of  the  best  story  on  how  a 
local  merchant  gets  what  really 

belongs  to  him — his  share  of 
local  trade — and  keeps  that  trade 
at  home. 

We  don't  want  a  finely  spun 
theory  of  how  this  can  be  done, 
we  want  to  know  how  it  has 
been  done. 

It  is  not  necessary  that  you 
should  write  this  story  for  us 
yourself.  Simply  tell  in  a  few 

words  your  experience  and  we'll 
prepare  the  story,  after  one  of 
our  editors  has  seen  you  and 
obtained  the  details. 

To  the  merchant  who  has  de- 
vised the  best  method  and  who 

tells  us  about  it,  we  will  pay 
$100.00  for  the  privilege  of  pub- 

lishing" his  story  in  The  Review. 

This  is  open  to  every  dry 
goods  or  general  merchant  in 
Canada. 

The  man  in  the  village  has 

equally  as  good  a  chance  as  the 
one  in  a  city  of  50,000,  because 
in  making  the  award,  the  local 

conditions  will  always  be  con- 
sidered. 

We  are  going  to  make  this 
the  biggest,  the  most  helpful 
story  ever  published  by  any 
trade  paper  in  Canada.  It  will 

be  copyrighted  and  will  be  pub- 
lished only  in  The  Dry  Goods 

Review. 

If  you,  who  read  this,  have 
found  a  plan  by  which  you  are 

keeping  }Our  trade  at  home,  and 
are  building  up  a  bigger  busi- 

ness year  by  year  in  face  of  mail 
order  competition,  will  you  tell 
us  your  story  for  $100. 00,  and  tell 
it  for  the  benefit  of  your  brother 
merchants  in  other  towns  ? 

We  want  some  one  to  take 
this  $100.00  from  us. 

Because  we  want  the  story  of 
that  man  who  has  the  merchan- 

dising instinct  and  who  has  gone 

out  and  taken — and  kept — what 
belongs  to  him,  his  own  trade. 

Write  to  the  Editor  of  The 
Review  about  this.  Tell  him 

as  briefly  as  you  like  your  facts, 
and  he  will  send  a  man  to  get 
the  details  and  put  the  story 
into  shape. 

will   be   glad   to  tell  it  to  us  for 
The  man  whose  story  we  want 
ill   be 

$100.00. 

Who  is  the  man  ? 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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DRE5S  ACCESSORIES 
AND  NECKWEAR 

Novelty  Will  Play  Strong  Part  in  New  Spring  Lines 
Beauty  Veilings  Showing  Black  Dots  on  Flesh-tinted  Meshes— Dainty 
Effects  in  Jabots -Embroideries  to  Have  Great  Vogue  —  Every  Pros- 

pect for  Good  Lace  Season— Canopy,  Pagoda  and  Lamp-shade  Parasols. 

THE  very  pronounced  'types  of  veiling;  m
eshes  are 

giving-  way  to  fine  mesh  veils  in  square  and 
hexagon  meshes,  and  dotted  effects  are  beginning 
to  be  asked  for.  Small  dotted  patterns  are  good, 

and  beauty  veilings,  showing  black  dots  on  flesh-tinted 
meshes,  are  the  latest  novelty.  Though  colored  effects 

are  taking  to  some  extent,  with  the  ultra  trade,  the  black 
veil  is  the  one  in  demand,  and  the  one  that  is  selling. 

Traveling  and  auto  veils  are  big  sellers  in  all  the  New 

York  stores;  these  are  of  chiffon,  grenadines  or  mar- 
quisettes in  all  the  new  colors — tan,  beige,  brown,  reseda, 

navy,  cadet  and  rose  shades.  These  veils,  as  a  rule,  have 
hemstitched  hems,  and  many  of  them  have  knotted  silk 
fringes  as  well. 

Changes  in  fashion  have  made  a  diffci-cnce  in  the 
vogue  of  the  scarf.  The  chiffon,  gauze  and  metal  effects 

worn  (luring  the  Wiiitei-  months  have  given  way  to  that 
of  lace.     Beautiful  scarfs  of  Chantilly  and   Spanish   lace 

While  stock,  with  embroidered  tab  of   fancy  colors. 
Shown   by    R.    D.   Fairbairn   Co.,   Toronto. 

arc  t"  be  woiu  during  the  coming  Summer,  and  many 

of  them  are  edged  at  the  ends  with  deep  fringes  of  knotted 
silk. 

Jabots  Lead  in  Ladies'  Neckwear. 
Though  there  is  a  noticeable  absence  of  original  styles, 

there  is  a  wealth  of  beautiful  models  in  ladies'  neckwear 
shown   for  the  coming  season,   and  so  attractive   are  the 

Advance   showing  of   fine  lace  and   lawn   collar,   with    pleated 

labo',  for  early  aummer.—  Shown   by   Ladies'   Wear,   Ltd. 

counters,  that  it  is  an  exceptional  woman  who  can  visit 
them  without  being  tempted  to  invest  in  one  or  more 
dainty  selections. 

Jabots  may  be  said  to  take  the  lead,  and  with  linen 
collars,  both  starched  and  in  stock  turnover  and  Dutch 
varieties,  will  be  iiromiiient  in  Spring  neckwear.  High 
stocks  of  clerical  cut  in  embroidered  linen  and  in  boned 

'trans23arent  lace,  nets,  or  Irish  crochet  are  being  much 
worn  by  smart  women.  Dainty  little  lace  stocks  made  up 
of  bands  of  valenciennes  lace  and  colored  'batiste  are  new, 

and  a  large  number  of  the  stock  collars  shown  are  touch- 
ed with  colored  embroidery. 

Side  frill  effects  of  lawn  and  imitation  Irish,  or  of 

knife-pleated  frills  of  net  edged  with  ecru  or  cream-colored 
lace,  are  made  up  in  jabot  form. 

Coat  collars  and  yoke  and  chemisettes  in  imitation 
Irish  and  in  Bruges  lace  are  shown  in  i^U  the  Kew  York 

stores,  and  are 'selling  freely. 
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Tardrew,  Thomas  &  Co. 
Ilx.Tod^fsI'hEdiiioD''":  Importers  and  Manufacturers 
24  Aldermanbury,  London,  England 

FOR    NEW    AND    ORIGINAL    DESIGNS    IN 

Ladies'  Belts,  Buckles, 
Buttons,  Neckwear, 

Haberdashery-Smallwares, 

Foreign  Fancy,  Hat  Pins,  Combs, 

Jewelled  Ornaments,  Etc. 

ALWAYS    SOMETHING    NEW 
CATALOGUE  ON  APPLICATION.  WRITE  FOR  SAMPLES 

Quality —Value—  Ideas 

PARASOLS 
AND 

UMBRELLAS 

Special  Attention 
to 

Letter    Orders. 

THE    IRVING    UMBRELLA    CO. 
LIMITED 

79-83  Wellington  St.  West,        -        Toronto 

Tailored  neckwear  is  a  big  line,  and  tbere  is  a  large 
variety  of  tailored  models  on  the  market. 

The  latest  novelty  in  cord  nichings  is  a  kind  of 

plaited  cord  set  onto  a  woven  band.  This  niching  comes 

in  all  the  leading  colors,  and  the  coloi"s  are  fast,  so  that 
the  ruching  will  wash  with  the  waist  or  yoke. 

General  Activity  in  Ribbons. 
Ribbons  are  again  forging  ahead  in  the  matter  of  sales, 

and  ribbon  importers  are  enthusiastic  i-egarding  tbe  orders 
they  are  receiving.  Tbe  ribbon  trade  is  rapidly  recovering 
from  the  lethargy  of  last  year,  and  it  looks  as  if  general 
activity  is  assured.  Doubtless  retailers  still  have  good 
stocks  of  ribbons  in  desirable  shades,  but  this  s'hould  not 
deter  them  from  placing  liberal  orders.  There  seems  to 
be  every  reason  for  a  continued  demand  at  retail,  and  re- 

tailers will  need  more  goods.  Then,  too,  they  must  buy 
ribbons  in  order  to  have  their  stocks  up  to  the  minute,  as 
far  as  styles  are  concerned.  Even  the  retailer  who  has 

had  poor  ribbon  sales  this  year,  and  has  not  cleared  'his 
shelves  by  marked-down  sales,  will  need  to  replenish  his 
stock,  in  order  to  have  it  fresh  and  well-assorted.  Prices 

are  favorable,  and  t'he  new  ribbons  are  particularly  attrac- 
tive. Foreign  manufacturers  of  ribbons  are  enthusiastic 

regarding-  the  outlook,  and  state  that  they  have  been 
assuerd  by  fashion  authorities  in  Paris  that  ribbons  will 

occupy  a  prominent  place  both  in  millinery  and  for  sashes, 
etc.  Much  of  the  lingerie  is  now  trimmed  with  ribbon, 
of  the  washable  varieties  chiefly. 

Shot  effects  occupy  a  prominent  place  in  the  new  goods, 
the  moire  antiques,  and  ombres  being  among  the  best 
sellers.  Some  of  the  combinations  of  colors  are  extremely 
beautiful,  and  as  a  result  the  ribbons  are  exceptionally 

rie'h  in  appearance.  Plain  moires  from  four  to  six  inches 
in  width  are  also  good  sellers,  and  there  is  a  good  demand 

fdi-  glaces.  Fancy  effects  are  in  some  demand  but  not  to 
any  great  extent.  These  are  shown  in  some  exceptionally 
attractive  designs  and  colorings.  Velvet  ribbons,  par- 

ticularly black,  are  in  exceptionally  good  demand  for 

millinery  purposes.  The  fact  that  flowers  are  so  promi- 
nently featured  in  millinery  for  the  new  season,  demands 

the  use  of  ribbons,  as  ribbons  and  flowers  are  always  used 

in  conjunction  in  millinery.  Stap'e  taffetas  and  satins 
are  selling  extremely  well,  in  t'he  novelty  shades,  as  well  as 
the  staple  colors. 

The  principal  shades  are  wistaria.,  old  rose.  bois.  joli. 
amethyst,  golden  browns,  vieux  bleu,  moss  green,  reseda. 
and  the  staple  navy,  sky,  pink,  black  and  white,  while 

the  'high  novelty  shades  are  Bleriot  bleu,  or  Royal  blue, 
and  reds  on  the  geranium  order.  These  latter  shades  are 
meeting  with  great  success  in  millinery  particularly. 

Ribbons  promise  to  be  of  moi'«  importance  in  millinery, 
and  the  tendencies  to  bunched  back  trimmings  developin;^ 

from  the  '' Chantecler"  will  add  materially  to  their  im- 
portance. Soft  taffetas  are  well  used  both  in  glaces  and 

plains,  and  plain  and  g'lace  moires  as  well  as  fancy  moires 
are  selling.  Fancy  moires  have  velvet  or  Dresden  edges, 

and  some  of  tiie  latest  have  self-colored  corded  picot 
edges.  Metal  striped  moires  are  also  included  in  high 

style  novelties. 
Velvet  ribbons  are  very  strong,  a.nd  the  big  demand 

seems  to  be  for  colors.  There  is  a  perfect  furore  in  New 

York  fcu"  the  new  Chantecler  reds,  which  are  nothing 
more  than  the  colore  marked  syprine  on  the  syndicate 
card,  and  also  called  poinsetta  by  some  houses.  Shaded 
velvet  ribbons  are  shown,  but  as  usual,  when  shaded 

effects  are  good,  milliners  are  using  three  shades  of  the 

one  color  together. 
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Walter  H.  Barry  &  Co. 

€|I  We  have  every  confidence  that  Spring,  1910,  is 
going   to    be   a    banner   season    for    RIBBONS. 

•H  All  the  latest  information  points  to  the  fact  that 
ribbons  will  be  used  very  extensively  for  Millinery  ; 
no  doubt  this  will  be  very  welcome  news  to  our 
many  customers  after  such  a  poor  season  last  Fall. 

€[[  Our  latest  information  from  Parisand  Switzerland 
confirms  us  in  this  idea,  and  we  understand  that  pat- 

tern hats  shown  by  the  leading  wholesale  millinery 
houses  employ  ribbons  in  profusion  as  trimmings. 

•If  We  have  in  stock  a  large  variety  of 

PLAIN  TAFFETAS  In  all  n^idths 

PLAIN  D  UC HESSE  in  ̂ ims  48,  6o,  so 
MOIRE    RIBBONS  Inallcolors 

and  also  the  latest  novelties  in  SHOT  EFFECTS^ 
including  SHOT  PLAINS,  SHOT  MOIRES, 
SHOT  OMBRES. 

•II  Please  remember  that  mail  orders  have  always 
our  prompt  attention,  and  goods  can  be  shipped 
by  return  express. 

SAMPLE   CARDS   ON  APPLICATION   (If  required) 

Walter  H.  Barry  &  Co. 

Cor.  St.  James  and  McGill  Streets,  Montreal 

Please  mention  The  Revieiv  to   Advertisers  and  Their  Travelers. 



62 DRESS     ACCESSORIES Dry  Goods  Review 

r.i;**»^aAA«^*54!i9Nfc*'i>S^i*4*2sfc*!ES!5- 
wmev-  -,«t!g«   irfljiiii 

Brighten  Up 
fl  Your  frillings  department  with  a 
liberal  stock  of  our 

Corded  Frillings 
^  They  embrace  the  very  latest  and 

smartest  ideas  in  the  new  season's 
goods,  and  are  extremely  attractive 
in  appearance. 
^  In  12  colors,  and  a  very  wide  range 
of  shades. 

^  Three  kinds  deserve  special  notice 
—Gilt  or  Silver  with  Silk,  Cloth 
of  Gold  or  Silver  with  Satin  or 
Tarlatan,  Two  Rows  of  Tarlatan 
and  Gold  Stitch. 

DROP  us  A  LINE  IF  YOU  HAVEN'T  HAD  A  CALL 
       FROM  OUR  TRAVELLERS       

SANDERSONS  LIMITED 
66-68  Wellington  Si.  W.,  Toronto,  Can. 

The  novelty  market  is  developing,  and  ilia  opanings 
have  diselo.sed  a  very  extensive  range  of  new  effects. 
Printed  ribbons  showing  large  coin  spots  are  new,  and 

(wo-tiined  effects  showing  coin  spots  of  a  lighter  tone  on  a 

jax-qiiaid  ribbon  are  new.  Printed  pongees  in  pine  and 
Persian  patterns  are  used,  and  basket  weaves  are  a  late 
novelty.  Dresdens  are  never  long  out  of  favor  and  dainty 

wreat'Ii  and  gairland  effects  with  pieot  edgi-s  are  showing. 

Floral  patterns  on  metallic  gauze  grounds  ai'e  numbered 
among  expensive  ribbons. 

Wide  duchess  ribbons  are  very  much  u.^id.  paiticular^y 
fur  trimming  childrenVs  millinei-v. 

Embroidery  Trimmings  Popular. 
i'hiibioiileries  are  certain  lo  ha\e  a  wide  vogue  during 

llie   coniiiiu'   Slimmer.     Tiie   new    liiioyrie  gowns   are   made 

Stylish   model   illustrative   of  the   pronojnced    vogue    of 
ribbons   in   ini  linery  — Shown    by  W.   H.  Barry 

&   Company,  Montreal. 

up  of  wide  flouneings.  alio  vers  and  insertions  in  eyelet 

and  jMadeira  effects,  and  the  popularity  of  Swiss  em- 
broideries for  the  trimming  of  whitewear  is  very  great. 

Skirts,  as  a  rule,  are  trimmed  with  either  wide  floune- 
ings, headed  with  a  baud  or  beading  of  embroidery,  and 

embroidery  insertions  and  edgings  are  freely  used  on 
other  garmeuits.  Corset  cover  embroideries  are  being 
brought  out  in  new  patterns,  and  some  of  these  are 
worked  on  crossbar  muslins  and  dimities. 

Semi-made  robes  of  lawn,  mull,  and  linens  are  em- 
broidered in  hand-worked  effects,  not  only  upon  white,  but 

11  lion  colored  grounds. 

Very  handsome  fliuuicings  and  allovers  are  shown  in 

lich  "\"enise  and  Reticela  patterns  in  expensive  goods. 

Canopy  and  Pagoda  Parasol  Styles. 
Parasol  lines  are  unusually  interesting,  and  it  is  many 

seasons  since  original  ideas  and  novelties  were  so  num- 

erous. New  A'ork  stores  are  largely  featuring  these  novel- 
ties, as  well  as  giving  an  extended  representation  to  the 

more  stnule  lines.  Manufacturers  also  report  that  buyers 

in  for  the  openings  are  giving  fair  orders  for  these  novel- 
ties, as  they  realize  that  their  presence  is  a  good  thing  to 

draw  attention  to  the  department..    Canopies  and  pagodas 
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CASH'S  WASH  TRIMMINGS 

EWED  on   in  a 
few  moments, 

add  a  dainty  touch  to 

5        ever}^  garment.    Most  effec- 
tive trimming  for  Shirtwaists, 

Children's  Wash  Dresses,  Russian 
Blouses,  Kimonos,  Dressing  Jackets, 
Collars  and  Cuffs,  Pique  Waists  and 
Skirts,  Wash  Skirts,  Corset  Covers, 
Bathing  Suits,  Etc.,  Etc. 
Made  in  a  very  large  variety  of  designs  and  colors  (guaranteed 

fist  dye),  ranging  in  width  from  three-eighths  of  an  inch  to  zj^ 
inches,   to    suit    every   costume,   every   taste.      Obtainable   from   all 

leading  Dry  Goods  Stores.      Look  for  the  Trade-mark,  shown  below. 

MARK  YOUR  LINEN  with  CASH'S  WOVEN    NAME-TAPES. 
Your    full   name  i            1  can   be   inter- 

woven with  fast-  ygi  (V7  /  j  color  thread' 
in    fine    white  ^Th  .JlXCO&fyaACV^m,  ^  cambric  tape ; 
Si. 2 5  for 6 dozen  .-  or   Jia.oo  for 
I  2  dozen.      These  markings   more  than  save  their  cost  by  saving  laundry 
osses.  Indispensable  in  most  households;  a  great  convenience  in  every  home; 

required  by  schools  and  colleges.      Have  your  friends'  names  woven.     They 
make  a  dainrv,  individual  gift,  always  acceptable.  Orders  filled  in  a  ivrek. 
Order  through  your  dealer.     Samples  and  order  blanks  can  be  obtained  from 

J.  &  J.  CASH,  Ltd. 
333  S3UTH    CHESTNUT  STREET 

SOUTH   NORWALK.     -     .     CONN. 

Look for  -,   ̂  

Trade  ̂ jMkp-ivtr 

Mark.  '  ̂^ ^^ 

Cash's  Tubular  Poplin  Neckwear 
We  beg  to  announce  that  in  addition  to  our  well-known  Cotton 
and  Silk  Tubular  Neckwear,  we  are  now  booking  orders  for 

Spring  deliveries  on  our  New  Shaped  Four-in-Hand  Poplin  Ties. 
These  goods  are  made  in  our  standard  quality  and  are  recognized 

as  the  best  loom-shaped  tubular  tie  on  the  market. 

Cash's  Poplin  Ties  do  not  wrinkle  or  crease,  are  also  pin  proof. 
Sold  by  all  leading  haberdashers. 

Samples  and  prices  can  be  obtained  from 

J.  and  J.  CASH,  LIMITED 
SOUTH  NORWALK,  CONN.,  U.S.A. 

MONTREAL      AGENTS 

E.O.  BARETTE&CO. 
40    VICTORIA    SQUAR  E 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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The  Perfect  Wash  Belt  House  of  America 
Boston  Leather  Goods  Co.,  Manufacturers  and  Exporters. 

Fine  Novelties  in  Ladies'  Belts.     SS  Bedford  St.,  Boston,  Mass. 

Frank  Goudy,  64  Wellington  St.  West,  Toronto 
SOLE   AGENT    FOR   CANADA       (Empire  Building). 

fVire  or   JVrite 

For  Sample  Line 

Snappiest  Line  of 

Wash   Belts  in    America 

Things  to  Remember 
That 
That 

That 

That 

That 
That 

That 

That 

our  material  and  workmanship  are  the  very  best. 
our  Belts  are  all  Lined  and  Laundered. 

they  all  have  Worked  Eyelets  (3  Eyelets  on  Each  Belt.) 

they  are  perfect  fitters  and  stand  up  perfect. 
our  Pearl  Buckles  are  all  First  Quality  (No  seconds.) 
our  Medium  and  Fine  lines  have   Ocean  Mother  of  Pearl 
Buckles, 

we  make  a  specialty  of  Hemstitched  Belts. 
Hemstitched  Belts  are  New  York  favorites  and  add  tone. 

That  any  jobber  can  place  our  line  side  by  side  with  all  other 
makers  and  get  the  orders. 

That    our   deliveries   are   guaranteed   in   from  four  days   to    ten 
days  from  receipt  of  orders. 

That  our  lines  will  sell  fa.^^ter  than  jobbers  can  order  them. 
That  we  will  forward  jobbers  upon  application  by  mail  or  nvire 

at  our  expense  a  guaranteed  satisfactory  sample  line  mounted 
on  our  Light  Blue  Flannel  Cloth  24  to  48  patterns  of  our 
strongest    numbers    to   retail  from   15  cents  to  $L00  each. 
State  your  price  limit  at  retail,  and  mention  The  Dry  Goods 
Review. 

SOLD  BY  JOBBERS  ONLY.     ASK  YOUR  TRAVELERS. 

PEWNY   &  GARRET 
Gloves  For  Easter  Business 

IN   STOCK  NOW,   a  full  range  of  all  sizes, 

and  all   colors,  in   glace,  suede  and  cape,   in- 

cluding   the    celebrated     "  Albertine "     and 
"  Ascot  "    Gloves. 

GRAND  PRIX 
ST.     LOUIS 

1904. 

Every  Glove  Guaranteed 
SOLE  AGENTS  FOR  CANADA 

GOLD  MEDAL 
LONDON 

1908 

GREEN SHIELDS  LIMITED, Montreal 

Please  mention   The  Revieii'  to   Advertisers  and   Their  Travelers. 
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are  well  shown^  and  there  is  a  new  shape  in  imitation  of 
the  lamp  shade,  and  which  goes  by  that  name.  The  square 

parasol  is  ainother  arrival.  Ten  and  twelve-rib  parasols 
are  in  demand,  and  there  are  also  some  lined  parasols 

showing'.  Handles  are  long,  and  some  are  selling  that  are 

quite  20  inches.  Parrots,  birds'  heads,  etc.,  carved  and 
colored,  are  often  seen.  Disc  and  mushroom  tops  are 
good,  and  some  of  these  are  so  large  as  to  give  the  effect 
of  a  fancy  buckle  fastened  as  a  finish  on  the  top  of  the 
long  handle.  Generally  these  effects  have  a  beetle  or 
bug,  in  metal  and  jewelled  effect,  perched  on  top.  The 
wood  handles  are  stained  and  tinted  to  tone  in  with  the 

cover.  Bordered  or  hemmed  covers  with  the  hem  hem- 
stitched onto  the  body,  are  decidedly  strong,  and  these 

hems  are  both  plain  and  fancy.  S(ime  very  effective  num- 
bers have  Dresden  ribbons  hemstitched  on  as  the  border. 

Among  novelties  are  spangled  parasols,  and  embroidered 
parasols,  the  pattern  being  emphasized  with  beads,  bugles 
and  jewels. 

Plain  coachings  are  trimmed  witii  narrow  pleatiiigs, 

fringes,  etc.  A  pai-asol  seen  in  a  large  store,  had  a  ball 
fringe  on  the  hem.  All  tiu>  new  colors  are  sliown  in 
parasols  and  blonde  shades,  peach  melba,  empire  green 
and  French  blue,  as  well  as  chantecler,  are  leading  colors. 

Shantung  anci  foulard-covered  parasols  are  freely  shown. 

Lace  Returning  to  Favor. 
There  is  every  prospect  for  a  good  lace  season.  For 

some  time  now  lace  has  been  returning  into  favor,  and 

for  the  coming  Spring  and  Summer  ithere  is  a  widening 
(IfUKuul.     iMilliners  are  making  extensive  use  of  fine  net 

Chantilly  flounces  are  to  be  used  for  draping  dressy 

gowns.  Light  laces  in  allovers  are  being  extensively  used 
for  chemisettes  and  guimpes.  The  lace  coat  is  to  be  a 
feature,  and  both  Venise,  Plauen  and  the  light  net  laces 
will  be  used  for  developing  into  these  new  transparent 
coats.     Flonncings  and  allovers  in  maline  lace  on  elegant 

Lawn   and   lace    jabot,  featuring   side  effect      Shown 

by    Ladies'    Wear,  Ltd.,    Toronto. 

laces,  sucli  as  Mechlins,  Chantilly,  and  embroidered  nets. 
Calais   laces   and    wide   Valenciennes   are   to   be   used   on 

Summer  hats.      Hats   are   also   shown   with   large   wired      titles   of   fabric   gloves   -come   from   there.      Some   heavy 
bows  of  crochet  and  Venise  lace.  leather  gloves  are  also  imported  from  Germany.     In  the 

Imitation    Irish  lace  iabot  -  Shown   by    R.   D. 
Fairbalrn  Co.,  Toronto. 

floral  spray  patterns  outlined  with  a  mercerized  thread 
will  be  much  worn. 

Tile  fact  that  lingerie  blouses  and  gowns  ai'e  tu  be 
fashionable  means  that  Cluiiy,  Torchon  and  Valenciennes 
lace  are  to  be  extensively  used  in  the  coming  Summer. 
Imitation  baby  Irish  insertions  and  medallions  of  Cluny 
and  Plauen  laces  are  being  freely  used  both  for  trim- 

ming waists  and  u-nderwear. 
Many  of  the  new  eyelet  and  Madeira  embroideries  are 

inlet  with  Plauen  laces. 

How  Tariff  Reductions  Affects  Glove  Prices 

Pi-ices  of  raw  material  used  in  the  manufacture  of  kid 
gloves  are  still  soaring,  and,  naturally,  glove  buyers  must 
expect  increased  prices  or  a  reduction  in  quality.  Glove 
importers  are  in  a,n  easier  position  than  before  the  French 
treaty  came  into  force,  and  as  a  result  of  the  tariff  re- 

duction, the  goods  cost  about  the  same  laid  down  in  Can- 
ada. The  reduction  has  offset  the  increased  cost  of  gloves, 

and  the  retailer  will  not  feel  the  increased  cost  of  the 
manufactured  goods.  In  the  case  of  the  removal  of  the 
German  surtax,  this  will  enable  German  goods  to  be 
brought  into  Canada  at  less  cost.  While  the  amount  of 
kid  gloves  imported  from  Germany  is  small,  large  quan- 
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ease  of  goods  which  have  not  yet  been  shipped,  these  will 
come  in  under  the  new  arrangementj  which  will  be  a  decided 

advantage.  Wholesalers,  who  have  I'eceived  s'hipments  of 
practically  all  their  goods  previous  to  the  removal  of  the 

surtax,  -will  be  most  inconvenienced  by  it.  The  force  o£ 
the  removal  of  the  tax  will  be  felt  more  generally  during 
the  next  season. 

Retailers  are  anticipating  a  heavy  Easter  trade,  and 
look  for  a  good  demand  for  white  gloves.  Colors  are 

used  extensively  at  the  present  time  in  costumes  and  mil- 
linery, and  when  this  is  tbe  case  there  is  usually  a  good 

Wash    belts  -  Shown   by   Frank    Goudy,   Toronto. 

demand  for  white  gloves,  as  it  is  difficult  to  mateh  colors 
in  kid  gloves.  No  brainch  of  the  trade  wants  to  take  the 

risk  of  carrying  <&  stock  of  colors  which  may  not  sell.  In 
the  ease  'of  the  importer  who  carries  a  stock  of  colors,  the 
orders  which  he  receives  for  odd  shades  are  usually  for 
one  or  two  pairs  to  fill  an  order  given  the  retailer. 

The  volume  of  Spring  business  has  been  heavy,  and 
glove  houses  are  looking  for  excellent  Fall  business. 
Where  glove  travelers  are  already  on  the  road  v?ith  Fall 

samples,  reports  are  favorable.  Some  of  the  houses  show- 
ing heavy  goods,  report  that  so  fair,  business  in  these  lines 

has  not  been  heavy,  owing  to  the  present  winter's  mild 
weaither,  which  lias  resulted  in  their  not  selling  out  their 
stocks  of  heavy  goods. 

In  kid  gloves  only  short  goods  are  in  demand,  except 
for  evening  wear,  and  there  seems  to  be  no  indication  of 

It  is  expected  that  the  demand  for  silk  and  lisle  gloves 
will  be  principaJly  for  black  and  white,  and  that  colors 
will  not  be  called  for  to  any  extent. 

In  regard  to  fabric  gloves  for  Fall  trade,  many  desir- 
able lines  are  shown.  Owing  to  the  popularity  of  chamois 

gloves,  which  have  developed  into  all-the-year-round  gloves, 
instead  of  merely  Fall  and  Spring,  many  imitations  are 
being  shown  in  the  market.  Some  of  these  are  particularly 
good.  There  is  a  line  of  gloves  which  imitate  natural 
chamois  and  white  buckskin,  being  made  in  white  and 
natural  chamois  color.  These  are  very  closely  knit,  and 

are  washable,  "ilk  gloves,  both  for  ladies  and  men,  are 
doing  well   for  Fall.     These   are  knit  of  ooarse   silk,  in 

Cotton  wash  braids  are  to  be  used  on  summer  suits.  Some 
late  novelties.  The  two  bottom  samples  are  wash  trimmings 
shown   by  J.  &  J.   Cash,  Ltd.,    South   Norwalk,  Conn. 

fancy  stitch  for  men,  and  plain,  smooth  surface  for  wo- 
men, and  are  lined  with  an  entire  soft  wool  lining.  This 

makes  an  exceptionally  warm,  pliable  glove.  Where  leather 
gloves  are  lined  with  the  entire  wool  lining,  that  is.  in 
reality  having  a  complete  knitted  glove  as  lining,  they 
are  much  warmer  than  gloves  with  the  cut-out  lining. 

Novelty  shape  in   Dutch  collars.  —  Shown 
by  Ladies'  Wear,   Ltd.,  Toronto. 

returning  to  long  gloves.  Some  of  the  retailers,  who  do  a 
big  glove  trade,  have  bought  a  few  pairs  of  long  silk  gloves 
for  summer  trade,  but  do  not  anticipate  that  there  will  be 
much  call  for  them.  Should  any  demand  materialize,  it 
is  not  likely  to  do  so  until  late  in  the  summer,  after  the 
bulk  of  the  fabric  glove  business  is  over  for  the  season. 

Ornaments. 

The  new  season's  millinery  is  characterized  by  a 
lavish  use  of  ornaments.  Many  of  these  are  rich,  expen- 

sive and  artistic.  Large  ornaments  in  old  gold,  in  imi- 
tation of  hand-wrought  jewelery,  set  with  large  imita- 

tion jewels,  are  prominently  featured.  Old  silver  or 
oxidized  silver  in  this  style,  is  also  in  high  favor,  as 
well   as    metal  ornaments  imitating  gold   and   silver     in 

REID   &    PORTER 
Manufacturers'    Agents 

230  McGill  St.  :  Montreal 

BEADOUARTERS  FOR  WOOD  DISPLAY  FIXTURES 

CATALOGUE    UPON    REQUEST 

AGENTS    FOR 

Hmprlrn%rfi  PIMBROS.  &CO. 
<C>0«B<C>  DUBLIN 

SUSPENDERS 
BttCTKLLCS   INSEPARABLCS 

PARIS         NEW   YORK         PHILADELPHIA 

Irish  Poplin  Silks  and 
Neckwear 
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the  colors  of  the  ore.  There  is  a  fancy  for  these  large 
ornaments,  having  a  smaller  pendant  set  with  a  single 
large  stone,  matching  that  in  the  ornament  itself.  The 
jewels  most  commonly  imitated  are  the  topaz,  sapphire, 
amethyst  and  garnet.  These  ornaments  come  in  the 

form  of  hat  pins,  and  ornaments  to  be  sewn  on.  Butter- 
flies and  birds  are  some  of  the  shapes  seen  in  these. 

Cabochons  of  metal,  jet  and  fancy  straw  are  used, 
and  all  kinds  of  fancy  bandeaux  of  jet,  braids,  gilt  and 
silver  embroidery,  also  flowers,  are  greatly  in  use,  being 
particularly  suitable  for  toques. 

Sequin  and  straw  wings  are  used  for  the  new  hats 
to  a  certain  extent. 

Hat  pins  are  huge  in  size  and  serve  as  ornaments. 
Those  with  rhinestone  tops  are  still  very  popular  and 
rhinestones,  combined  with  imitation  colored  stones,  are 

good. 

The  Lace  Goods  Co.,  Toronto,  commission  agents  and 
manufacturers  in  staple  and  fancy  dry  good,  lace  curtains, 
whitewear  and  neckwear,  etc.,  incorporated  with  $40,000 
capital,  provisional  directors  being,  T.  M.  Higgins,  W. 
Douglas,  A.  E.  Eagleton,  and  E.  L.  Eagleton. 

Halls,  Limited,  Broekville,  manufacturers  of  gloves, 

gauntlets,  suspenders,  belts,  etc.,  capital  $100,0'0'0;  pro- 
visional directors,  Emma  MacLaren,  W.  C.  MacLaren  and 

Richard  M.  Dart. 

The  J.  Cooper  Co.,  Montreal,  incorporated  w^ith  capital 
of  $20,000,  to  carry  on  business  as  wholesale  and  retail 

milliners  and  dealers  in  ready-to-wear  and  fancy  good.-;. 
The  incorporators  are,  Jean  Cooper,  Evelyn  L.  Brown. 
Fannv  (iraddnn.  IVf.  Hoolahan  and  E.  J.  Tavlor. 

It  is  a 

FOWNES 
That  is  all 

you  require  to  know 
about  a  ̂ love 

Fall  1910   samples   now^  being 
shown  by  our  travellers 

Fownes  Bros.  &  Co. 
Coristine  Building, 

MONTREAL 

The  Glove  House  of  Canada 

kk 
?P PERRIN 

Spring  Stocks 
are  unusually  complete  and  your 

hurry-up  wants  for  EASTER 
will   have    immediate    attention. 

OUR  PRICES  REMAIN  THE  SAME  AS  LAST  YEAR 
NOTWITHSTANDING  THE  INCREASED  COST  OF  ALL  RAW  MATERIALS 

^fi9?:r       Pemn  Freres  &  Cie. 
thed  to  your  customers.  MARK  FISHER  BUILDING  MONTREAL 
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FLOWERS  will  be  the  most  popular 
trimming  for  the  coming  Spring  and 

Summer  season,  which  will  be  the  great- 
est flower  season  on  record,  especially 

for  the  smaller  flowers. 

SMALL  ROSES 

WISTARIA  1 
LILAC 

FORGET-ME-NOTS 
LABURNUM 

SWEET  PEAS 

These  will  be  used  in  great  profusion 
even  on  the  largest  hats.  We  have  all 
the  above  and  many  others  stocked  in 

greater  quantities  than  ever  before.  The 
prices  are  strictly  right,  quality  the  best, 
and  will  enable  the  retailer  to  make  a 

handsome  margin  of  profit. 

IBESIDE  FLOWERS  WE  CARRY 

"Everything  in  Millinery." 

The  SMITH-RUNCIMAN  CO.,  L.d 
OTTAWA  jQo  Wellington  St.  W.,  TORONTO         '^^""'^ HAMILTON  ±V7U     ff  ClllUglUll    iJl.     TT  .,    1\J1HJ111U  WINNIPEG 

WHOLESALE  MILLINERY 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



The  Millinery  Trade  Revie\v 
Style  Influence  of  Chantecler  Seen  in    Hair    Goods  —  Millinery    Hat 
Pins,  Buttons,  Veils,   Silks,  Laces  and  Novelties  of  Every  Description. 

ROSTAND'S  mueh-talked-of  play,  "Ohanteeler," has  at  length  been  produced  at  the  Porte  Saint 

Martin  theatre,  Paris,  and,  from  the  reports  re- 

ceived, has  taken  the  imaginative  Parisians  b\- 
storm.  "Chantecler"  is  giving  his  name  to  everything, 
and  many  accessories  of  dress  are  already  so  distinguished. 

Street  vendors  in  Paris  are  making  a  fortune  out  of 

"Chantecler"  and  rooster  medals  in  gilt,  and  colored 
photographs  are  selling  by  the  thousand. 

The  production  of  this  play  has  been  announced  twice 
before.  The  illness  of  Rostand  caused  one  delay,  and 
the  death  of  Constant  Coquelin,  who  was  east  for  the 

leading  role,  was   the  eau>e  of  the   second  postponement.' 

Madame  Simone,   who  takes   the   leading   feminin*    part,   that 

of  a   pheasant,   in   Rostand's   play,   "Chantecler." 

In  the  present  production,  Lucien  Guitry  plays  Chan- 

tecler, the  game-co'ck,  who  symbolizes  courage  and  chiv- 
alry, and  who  dies  of  grief  because  he  has  failed  to  herald 

the  dawn,  and  when  he  finds  that  the  world  ean  go  on 
without  him.  Madame  Simone,  the  wife  of  Claude  Casi- 

mer  Perier,  son  of  the  ex-President  of  the  Republic,  plays 
the  leading  woman's  part,  that  of  the  pheasant.  The  dog, 
the  owl,  the  fox  and  other  fun-ed  and  feathered  creatures 
complete  the  cast  of  characters  in  this  remarkable  play. 

Millinery  is  the  first  to  show  the  new  influence,  and 
it  is  to  "Chantecler"  that  the  new  backward  trimming 
lines  are  due,  as  they  suggest  'the  pose  of  the  monarch  of 
the  barnyard.  Chantecler,  or  red-rooster,  comb  color,  is 
a  popular  Spring  shade,  and  roses  of  this  color  are  worn 
in  clusters  of  three  on  many  hats.  Rooster  heads  appear 
as  parasol  handles,  and  hatpins  a  la  Chantecler  arc  also 
worn.  In  fact,  the  fad  will  make  its  appearance  in  almost 
every  section  of  the  dress  accessories  department. 

Xo'w  that  Chantecler  has  appeared,  people  are  wonder- 
ing how  long  he  will  remain.  As  regards  his  popularity, 

there  are  no  two  opinions  and  for  this  reason  he  bids  fair 
to  remain  a  long  time.  It  is  the  expense  he  demands  for 

his  coa't  of  many  colors,  which  often  needs  renewing,  that 
seems  not  to  comply  with  the  usual  theatre  receipts. 

Rostand's  new  play  has  the  misfortune  to  be  an  exceed- 
ingly costly  play  as  regards  the  costumer's  charges;  also, 

it  is  said,  each  performance  diminishes  considerably  the 
value  of  the  bird  attire,  which  cannot  be  serviceable  more 

than  two  or  three  months.  This  applies  to  ali  the  cos- 
tumes, especially  that  of  the  hen-pheasant  (Madame 

vSimone),  whose  plumage  is  gorgeous,  but  very  fragile,  and 

wiiuse  ciistume  represents  the  plumage  of  12,'000  pheasants. 
The  great  influence  which  has  already  been  exerted 

by  Cha.iiteeler  will  make  a  description  of  the  play  of  par- 
ticular interest  at  the  present  time. 

The  curtain  rises  upon  a  barnyard  scene,  the  domain 
of  Chantecler.  The  hens  cackle,  the  chickens  play  ahout, 

the  'turkey  promenades  in  his  pompousness.  In  his  cage, 
the  blackbird  wliistles.  A  pigeon  on  the  roof  of  the  chick- 

en-house begins  by  asking  some  questions  about  the  merits 
of  the  marvelous  cock.  The  answers  he  gets  are  cool. 

Certainly  Chantecler  is  not  loved  'by  his  companions.  Rut 
his  call  is  heard  and  he  enters,  with  his  eyes  fixed  on  the 

sun,  whose  splendor  he  chan'ts  in  a  magnificent  hymn.  He 
sends  'the  hens  to  the  field  and  himself  engages  in  a  con- 

versation with  the  Merle  who  mocks  his  pretensions  of 
causing  the  sun  to  rise,  and  with  the  dog,  Patou,  who 
takes  up  his  defence.  Suddenly  the  report  of  a  gun  is 

heard,  and  a  beautiful  golden  hen-pheasant,  almost  dead 
with  fright,  falls  into  the  farm-yard  and  implores  their 
protection.  She  is  sheltered  by  Chantecler  and  Patou 
from  the  hounds.  She  tells  them  of  the  free  and  aidven- 
turous  life  of  the  forest,  unable  in  her  narrative  to  resist 
railing  a  little  a.t  the  stupid  and  uneventful  life  of  the 
bassecour. 

Meanwhile  night  falls,  and  the  owls,  the  night-birds, 
gather  in  conspiracy  against  Chantecler  who  in  their 
opinion,  is  responsible  for  shortening  their  lives  becanse 

ho  brings  the  day.  They  plan  to  have  'him  killed  by  a 
notorious  fighting  cock  when  he  attends  a  reception  of 

the  guinea-hen,  in  the  kitchen  garden.  As  they  steal 
away,  Chantecler  arrives  with  the  pheasant,  who  has  fallen 
in  love  with  him,  and  he  intones  a  wonderful  song,  which 
he  believes  results  in  the  rising  of  the  sun. 

In  the  third  act,  there  is  the  reception  of  the  guinea- 

hen,  a'ttended  by  all  sorts  of  fowl.  The  fighting  'cock 
challenges  Chantecler,  who  emerges  from  the  comhat  vic- 

torious, and  he  retires  in  disdain.  The  tortoise  arrives 

just  as  all  is  over. 
Then  Chantecler  takes  himself  once  more  to  the  forest 

with  the  pheasant,  where  he  recounts  to  her  that  he  has 
to  bring  the  sun  above  the  horizon.  But  the  pheasant 
seeks  to  make  him  forget  his  role  as  herald  of  the  sun, 
and,  entranced  by  the  song  of  a  nightingale  who  is  shot 
and  fa'lls  dead  before  him,  Chantecler  does  forget.  The 
sun  rises  without  his  aid.  Then,  humbled  in  pride,  he 

understands  that  his  place  is  not  in  the  miofhty  forest, 
and  he  returns  to  his  throne  in  the  farm-yard,  while  the 
pheasant  is  caught  in  a  net  that  the  hunters  have  stretched 

for  her.  The  dog,  Patou,  announces  the  coming  of  men — 
and  the  curtain  falls. 



Combination    Effects    in    Suits    Latest    Parisian    Fad 
Use  of  Two  Fabrics  of  the  One  Color  in  the  One  Outfit  —  Failles 
and  Satin  or  Failles  and  Silk  Cashmeres  Used  for  this  Purpose 

—  Simplicity  Rules  in  Tailored  Garments  —  Bright  Colors  in  Gowns. 

Staff    Correspondence. 

T 
newest 

passe. 

HE  promenade  des  Augdais,  ai  the  Kiviera  is  the 
place  to  study  the  mode.  It  is  there  that  the 
new  Spring  styles  are  first  worn,  for,  under  the 

'brilliant  sunshine,  anything  that  was  not  of  the 
and   latest    would   appear  quite   out    of  date   and 

The    bonnet  de   style. 

The  Parisian  and  the  Russian  women  of  fashion  give 
eclat  to  the  Kiviera.  They  come  provided  with  trunk  after 
trunk  full  of  new  gowns,  and  the  smartest  of  ehapeaux, 

and  they  are  seen  everywhere,  and  the  observed  of  all 
observers. 

Among  the  niDniing  taihjrmades,  the  navy  blue  serge 
is  still  the  vogue.  A  new  fabric,  worn  by  the  smartest 
of  women  is  a  new  kind  of  cheviot,  soft  and  wooly.  Many 

tailored  gowns  are  made  of  homspuii  and  nattes.  Shep- 
herd cheeks  have  given  way  to  the  new  irregular  cheeks 

that  melt,  as  it  were,  into  one  another.  These  checks  the 

French  call  pattes  de  poules.  A  new  kind  of  popelin, 
much  used,  has  the  effect  of  silk  and  is  patterned  in 
small  designs. 

Simplicity  rules  in  tailored  styles,  the  great  change 
l)eing  the  return  to  short  jackets.  The  length  of  the 
smart  suit  coat  is  now  from  24  in.  to  30  in.,  and  it  is 

whispered  that  the  Eton  is  to  make  its  appearance  when 
Fall  modes  are  launched.  There  is  no  question  about  it, 

the  day  of  the  very  short  coat  is  at  hand,  and  also  the 
day  of  the  more  fitted  jacket. 

The   Vogue   in    Silk    Fabrics. 
Silken  fabrics  are  in  high  favor  and  the  most  worn 

suits  are  of  steel  grey  black  or  indigo  blue  satin.  Tussah 
and  silk  serge  in  the  natural  or  blonde  shade  is  much 
worn,  and  there  are  many  smart  suits  developed  in  white 
cloth.  These  are  usually  of  the  jacket  and  skirt  order  with 
the  coats  about  26  or  30  inches  long  and  the  waist  line 

indicated  by  a  belt  or  half  belt.  Skirts  are  short  and 
are  of  some  sort  of  pleated  model. 

The   Latest    Fad. 

Combination  effects,  brought  about  by  using  two 
fabrics     of     the     one     color     in     the     one     suit     is     the 

hitest  fad  of  fashion.  At  the  Nice  races  a  num- 
ber of  the  combination  effects  in  faille  and  satin, 

or  faille  and  silk  cashmere  were  seen.  The  coat 

was  in  quite  a  new  style,  the  back  being  demi-sacque, 
having  two  seams,  but  merely  indicating  the  waist  line. 
The  front  has  the  long  shawl  revers,  but  one  side  crosses 
over  and  is  caught  up  in  a  draping  on  the  right  hip,  the 
fabric  being  drawn  through  a  silk  covered  buckle. 

The  coat  and  half  of  the  skirt  is  of  the  one  fabric 

and  tlie  lower  half  forms  a  deep  hem  of  the  other  fabric. 

The  cut  of  the  skirt  is  especially  tight-fitting,  particularly 
around  the  ankles. 

Evening    Gowns. 

The  evening  gowns  strike  a  new  color  note  as  bright 
colors  are  much  in  evidence.  The  new  French  blue,  which 
is  really  royal  blue,  chantecler  red.  Empire  green  and 
vivid  yellow  are  the  colors  frequently  worn  by  the  best 

dressed  women.  These  dresses  are  made  with  great  sim- 
plicity, with  lovely  embroideries  on  the  tunics  and  on  the 

low  bodices.     The  skirts  and  trains  are  of  the  narrowest. 

Gown  of  white  cashmere,  embroidered 

in  blue.  This  gown  conveys  a  hint 
that   flounces   are   contemplated. 

and  fullness  is  decidedly  absent,  showing  that  the  woman 

of  fashion  still  favors  the  straight  line.  This  is  not  to 

be  wondered  at  as  the  effect  is  decidedly  youthful. 
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PREPARE  NOW  FOR 
THE  EASTER  RUSH 

The  number  of  sales  you  make  depends  on  the  thoroughness  of  your  preparations  now. 

By  all  means  place  your  Easter  orders  early.     Don't  wait  until  the  eleventh  hour. 

Trimmed 
Dress  Hats 

Thousands  of  popular 

priced  trimmed  Dress 

Hats  correctly  defin- 

ing the  new  Spring 

styles.  Prices  $6.00 

to  $36.00  per  dozen. 

Pattern 

Hats 

Our  exact  copies  of 

imported  models  are 
marvels  of  styles  and 

beauty  and  top  notch 

workmanship.  Prices 

$3.50  to  $5.00  each. 

No.  4242.  -An  exquisite  design  selected  from  our  large  line  of  Pattern  Hats  at  $3.50  each 
Originally  modeled  by  our  own  designer  in  Paris.  Drooping  brim  and  large  tam  crown  in  box  pleated 
effect.  Made  of  IMPORTED  SILK  STRAW  BRAID,  trimmed  with  cluster  of  IMPORTED 
JUNE  ROSES,  garnished  with  Rose  Foliage,  SATIN  BACK  SILK  VELVET  RIBBON  is 
draped  around  the  crown,  also  large  sash  bow  and  streamer  of  same  material  posed  at  left  side  of 
hat.     Colors: — Black,  White,  Cedar  Brown,  Bleriot  or  National  Blue,  Mais,  Light  Blue,  Bronze  Green. 

Price  each,       -       -       $J  50. 

Our  prices  are  so  low  that  you  gain  a  substantial  saving  after  the  duties  are  paid. 

We  mailed  you  some  time  ago  our  large  68-page  illustrated  catalogue,  showing  a  complete 
assortment  of  all  lines  of  Millinery  merchandise  at  popular  prices.  If  you  did  not  receive  it,  let  us 
know  and  we  will  send  you  another  one.     Ask  for  Catalogue  No.  C I  32. 

CHICAGO   MERCANTILE   CO. 
:  :  CHICAGO,  ILL.,  U.S.A. 106-108-n0-n2  WABASH  AVENUE 

Please  mention  The  Review  to   .  Idvcrtisers  and   Their  Travelers. 
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Dry  Goods  Review 

Let  our  Trimmed  Hat  Department 

help  you  out  during  the  Rush 
Season.  More  profitable  than  an  extra 
trimmer.    The  first  cost  is  the  last. 

M'-'t^- 

"'.-'rt.T 

9000 

MA 
\  vk) 

9001 
9002 

9003 

mf.th 
9006 

a^ 

C^. 

9010 9012 9013 9017 

A  few  representative  "McCall"  styles  for  present  season. 
Ask  for  Price  List. 

The  D.  McCall  Co.,  Limited 
Winnipeg         Montreal Toronto Ottawa 

Quebec 

Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 
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Some  very  pretty  dresses,  illustrating  the  straight  line 

effect,  are  worn  in  the  new  play  "Ange  Gardien. "  One 
of  the  prettiest  is  of  embroidered  lawn  over  a  deep  yellow 
foundation  of  very  thin  silk.  The  dress  clings  to  the 
figure  and  has  the  waist  defined  by  a  deep  girdle  of  coral 
pink  tafi:eta  that  fastens  under  a  large  wheel  bow  at  the 
side  of  the  back.  The  very  scant  skirt  was  embroidered 
for  about  half  a  yard  high  with  a  pattern  of  poppies 
and  corn.  The  bodice  was  round  at  the  neck  and  had 

neither  guimpe  nor  collar,  but  was  outlined  by  a  band 
of  dull  gold.  The  sleeves  were  long  and  gathered  into 
a  cuff,  finished  with  fine  pleatings  of  lawn.  Many  of  the 
women  in  the  audience  had  Avide  tulle  bands,  the  color 
of  their  hair,  wound  around  the  head  and  fastened  with 

a  jewel. 

Spring   Millinery. 

Millinery,  for  the  South  points  the  way  for  Spring 
styles.     One  all  prevailing  mode  is  the  veiling  of  flowers 

Gown   of   embroidered   lawn  over    yellow  silk  souple.     Worn 
in  one   of  the    latest   Paris   theatrical   successes. 

with  tulle  and  wide  meshed  Russian  nets.  Judging  from 
what  is  seen  now,  the  coming  season  is  to  see  a  great 
wearing  of  flowers,  for  they  are  used  everywhere.  They 
form  either  the  brim  or  the  crown  of  most  hats,  and 
clusters,  floral  aigrettes  and  massed  effect  are  used  on 
nearly  every  hat  seen.  A  pretty  hat  was  a  wide  brimmed 

Tuscan  straw,  having  a  crown  half  massed  in  roses,  and 
half  of  puffs  of  tulle,  the  tulle  partly  veiling  the  roses. 
Poppies  a,nd  fuchsias  in  deep  purple  shades  are  much  used 
to  trim  large  black  hats  of  maline.  Many  of  these  hats 

have  'the  brim  formed  of  lace  insertion,  and  there  is  every 
indication  that  milliners  istend  to  use  lace  extensively  in 
the  coming  season. 

Young  girls  are  weai'ing  charming  peasant  caps  and 
sun-bonnets  formed  of  laces,  embroidered  lawns  and  fancy 
ribbons,and  this  quaint  form  of  headgear  is  very  becom- 

ing to  their  fresh  young  faces. 

Spring 
1910 

Francois  &  Co. 
LONDON      PARIS       NEW  YORK 

are  NOW  showing 

Novelties 
"  Millinery, 

Flowers  «"<• 
Feathers, 

Straws,  etc. 

also  French  Blouses 

and   Costumes 

AT 

13  New  Burlington  St. 

(Recent  Si.) 

London,  W.,  En^. 
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Smart  Cuts  for  Millinery  Ads 
BRIGHTEN  up  the  advertising  in  your  Millinery  Department  by  using  some 

snappy  new  cuts,  illustrative  of  the  new  season's  best  styles. 
Women  like  to  look  at  pictures  of  pretty  hats,  and  your  newspaper  advertising 

will  be  made  100  per  cent,  more  attractive— to  the  women  whose  trade  you  are 
after — if  you  use  illustrations  like  those  shown  on  these  two  pages. 
Order  a  supply  of  these  cuts  of  beautiful  millinery  creations  (made  direct  from 
Paris  models)  and  you  will  be  surprised  at  the  attention  your  ad.  will  attract. 
They  will  cost  you  only  $1.00  each,  6  for  $5.00,  or,  in  %  size  indicated,  75c. 
each,  6  for  $4.00. 
Send  in  your  order  for  these  to-day.  Use  the  order  blank  below. 

THE  DRY  GOODS  REVIEW 10  Front  Street  East,  TORONTO 

Nc.  107 

No.  106 

THE  DRY  GOODS  REVIEW 
10  Front  Street  East 

Toronto 

-1910 

'LEASE  SEND   ME. CUTS,  NUMBERS. JN   THE 

ADVERTISEMENT  IN  YOUR  MARCH  ISSUE. 

Please  mention   The  lievien'  to  .hk'eiiisers  and   Their   Travelers, 
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'^SSv 

No.  102 

No.  104 

^-^7>?^^ 

No.  101 

No.  103 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Majority  of  Imported  Models  Need  No  Modification 
Gay  with  Bright  Flowers,  but  in  no  Way  so  Eccentric  as  Those  of 
Past  Few  Seasons  —  No  Compromise  Between  Extremes  in  Sizes 
—  Sailor   Trimmed    as    Well    as    Banded    will    be    the    Popular    Hat. 

T 
Office  of  Dry  Goods  Review, 

160  Broadway, 

New  York,  Feb.  25,  1910. 

^HE  second  openings  have  established  many  things 

in  the  realm  of  millinerj^,  but  they  are  far  from 
definitely  determining  many  others,  for  there  is 
still  great  discrepancy  in  the  size  and  height  of 

the  hats  imported.  There  is  no  hint  of  compromise  in  the 

matter — one  is  called  upon  to  choose  between  either  the 
very  large  hat  or  the  toque  which,  while  hardly  small,  is 
comparatively  so.  It  is  curious,  too,  that  the  question 
of  height  seems  to  be  determined  by  the  size  of  the  hat, 
since  the  smaller  hats  are  quite  high,  and  the  large  liats 
show  a  decided  tendency  to  flatten  out. 

There  is  little  doubt  in  the  minds  of  the  trade,  but  that 
the  sailor,  trimmed,  as  well  as  banded,  will  be  the  popular 

Staff  Correspondence. 

The   Season's  Straws, 
While  leghorns,  Neapolitans  and  hemps  are  shown,  for 

Luoien  Guitry,  who  takes  the  role   of  "Chantecler"  in 
Rostand's   now   famous   play    of   that   name. 

hat  for  the  dog  days.  Some  houses  claim  that  a  demand 

for  musJiroom  effects  lingers,  and,  in  fact,  is  on  the  in- 
crease, but  the  really  smartly  hatted  women  o^ne  sees  in 

NeAV  York,  are  wearing  rolled  brims  for  their  late  winter 
hats,  which  is  a  very  fair  test  of  what  is  liable  to  take 

the  public  fancy  for  Spring.  The  bulk  of  the  hats  offer- 
ed for  sale  follow  this  tendency.  Hats  are,  in  fact,  round- 
er, there  are  fewer  abrupt  turns  and  sharp  flares,  the  en- 

lire  Ijrim  rolling  more  or  less  evenly.  Crowns  are  notice- 
ably lower,  but  little,  if  any,  less  l)ulky  in  circumference, 

and  trimming  for  the  most  part  is  fastened  to,  and  docor- 
;'l(s  the  crown  rather  than  brim, 

early  wear  the  demand  for  early  wear  will  be  for  the 
lacqured  Jap  and  other  coarse  weaves.  This  is  the  straAv 
that  will  be  run  for  the  Midsummer  banded  sailor,  which 

will  have  a  rolled  bi-im  and  a  medium  crown,  according 
to  the  best  authorities.  Coarse  straws,  the  glace  variety 
and  quite  frequently  in  strong  colors,  such  as  king  blue, 

cock's  comb  or  chantecler  red,  acanthe  green  or  vivid 
rose,  are  chosen  for  street  hats  for  early  wear,  many  of 
which  are  hand  made. 

Turbans  are  all  made  to  fit  snugly  over  the  back  of 
the  head  and  come  down  to  the  ears,  or  at  least,  one  ear, 
and  are  quite  deep,  the  head  fitting  up  comfortably  into 
the  headsize. 

Trimmings  at  the  Back. 
There  is  a  decided  tendency  to  place  trimmings  at 

the  back  of  a  hat,  and  all  lines  slant  upward  in  that  di- 
rection. The  responsibility  for  this  fashion  is  laid  at 

the  door  of  "Cha.nteeler, "  the  successful  production  t-f 
which  roused  Paris  to  such  enthusiasm.  The  result  has 

been  to  popularize  everytliing  connected  with  a  barnyard, 
and  in  consequence  many  hats  are  quite  rural  in  detail,  if 
not  in  suggestion. 

Red,  also  the  outcimie  of  the  Chantecler  craze,  lias 
been  more  or  less  in  evidence  all  Winter,  but  now  its 

vogue  is  established.  Whether  it  will  extend  into  the 

Summer  or  not  is  a  question,  but  for  immediate  wear,  noth- 
ing is  smarter.  It  does  not  look  as  though  it  would  be 

a  one-color  season,  however,  for  there  is  a  demand  for 
cashmere  bandings  and  other  multi-colored  garnitures, 
also  Oriental  in  character.  The  most  popular  colors  are 

king's  blue  ̂ and  chantecler  red,  but  these  are  the  keynote. 
rather  than  the  entire  scheme  of  color.  After  the 

sombreness  of  the  shades  worn  for  at  least  two  seasons, 

the  new  shades  are  decidedly  refreshing  and  the  Easter 

parade  promises  to  be  a  gay  one,  from  a  millinery  stand- 

pi.iint. Great  Flower  Season. 

Certainly  the  flowers  are  wondrously  gay.  such  are 

tlie  quantities  used,  and  in  such  endless  variations.  Shield 
effects,  small  flowers  applied  to  a  foundation  and  used  in 

upright  positions,  find  favor.  Violets,  principally  the 
purple  field  violet  variety,  are  used  singly  or  with  roses. 
a  charming  combination  being  violets  and  La  France 
roses.  The  small  garden  and  crush  roses  lead,  however. 
These  are  either  made  of  Swiss  mull,  in  very  delicate 

shades,  or  of  silk  of  the  glace  variety.  Glace  silk  roses 
are  among  the  novelties;  these  are  varigated  and  have 

striped  petals.  Such  roses,  and  indeed  all  flowers  that 
can  be  so  treated,  are  applied  flat  to  the  hat.  But  here, 
again,  we  find  a  discrepancy  in  the  treatment  of  flowers, 
for  not  a  few  of  the  large  kind  are  arranged  to  nod  from 

their  stems.  Pansies  are  used  in  this  way.  and  are  com- 
bined with  orchids  and  fern  by  such  a  famous  designer 

as  TiOuison.  Natural  ferns,  chemically  treated  are  used 

in  preference  to  the  artificial  kind,  and,  like  flowei-s.  sev- 
eral kinds  are  used  together.  ]\raiden-hair  and  asparagus 

t'ern     'ire   a   s:ood   eombinatii>n.     Grasses,   too.   not  ueces- 
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sarily  in  natural  colorings,  are  used  in  sheaf  effect  and 

for  aigrettes,  and  are  sometimes  intermingled  with  field 
flowers  or  rambler  roses.  Wheat  and  barley  are  enjoying 

great  favor. 

It  is  the  vogue  to  use  one  material  over  another,  and 
it  is  in  this  way  that  laoe  is  used.  Chantilly  leads,  and 

is  applied  without  fullness  to  the  upper  brim,  the  scallop- 
ed edge  not  extending  usually  to  the  brim  edge.  Crepe  is 

used  also  in  this  way,  the  latest  novelty  being  in  cash- 
mere or  paisley  design.  Facings,  particularly  of  velvet, 

do  not  decrease  in  favor.  A  short  pile  velvet  is  the  new- 
est fancy  in  this  material,  and  black  is  nearly  always 

used  in  place  of  color.  Leghorn  hats  nearly  always  have 
a  touch  of  black  velvet  and  many  of  them  have  large 

Tam  O'Shanter  crowns  of  black  lace,  maline  or  coarse 
net  over  white  or  a  color  or  white.  One  of  the  most  extra 

hats  imported,  is  a  really  small  turban  reminiscent  of  the 
polo  turban,   the  coronet  of  which   was  of  black   velvet 

klLLINERV 

7? and  the  crown  thickly  covered  with  rambler  roses,  the 
whole  veiled  with  maline^  put  on  with  a  fullness  and 

with  greatest  height  at  the  back.  It  is  rather  unusual  to 
combine  fine  lace,  or  net  and  coarse  straw,  yet  one  sees 
this  combination  on  all  sides. 

Demand  for  Ribbons. 

There  are  many  demands  on  the  ribbon  supply  at  pres- 
ent and  greater  ones  are  sure  to  follow.  The  ribbon 

situation  has  brightened  materially  for  not  only  are  vel- 
vet ribbons  gTeatly  in  evidence,  but  there  are  quantities 

of  silk  ribbon  used  as  well.  Taffeta,  in  highly  glaced  and 

changaible  effects  lead,  and  there  came  endless  varieties  of 
corded  effects  and  moire  weaves.  A  novelty  ribbon  in  a 

wide  basket  weave  of  silk  and  satin,  is  well  liked  in  solid 

color,  however.  There  is  also  a  demand  for  colored  back- 

ed black  velvet  ribbons,  and,  of  course,  the  fad  for  cash- 
mere design  and  coloring  extends  into  the  realm  of  rib- bons. 

FRENCH  VEILINGS 

RAINPROOF 

TULLE 

MOTOR 

SCARFS 

We  have  an  elegant  r an^e  of  MotorScarf  s 
Have  You  Seen  Our 

Latest  Novelties  in 

French 

Veilings  ? 
They  are  well  Worth         and    to    be    abso- 

Inspection.  lutely  FAST  DYE. 

Our  If  You  Are  Needing 

Rainproof      Chiffons 
1  lllie  we  recommend 

is  guaranteed  to  be  "ADELINA" 
unaffected  by  water  "ALEXANDRA"       /X  WM.   C. "AEROPLANE 

2oc.    33c.     45c. 
MORTIMER  CO. 

LIMITED 

117  Wellington  W.,  Toronto 

THOS.  SULLIVAN  &  CO.,  inc. 
(Formerly  of  Sullivan,  Drew  &  Co.) 

Importers,  Miumfacturers  and  Jobbers  of 

FloAvers,  Feathers 
Braids,  Velvets 

Ornaments,  Novelties 
Ostrich  Feathers  Our  Specialty 

MERCHANTS  BUILDING 
ulh  West  Corner  Broadway  and  Fourth  Street 

We  carry  full  and  complete  lines  of  the  above  goods 
throughout  the  season. 

Special  Shapes  in  Hats  and  Frames,       Pattern  Hats 
shown  during  the  Openings. 

We  cordially  invite  every  Canadian  buyer  visiting  New 

York  to  call  afid  inspect  our  Spring  lin  "s. 

693-695-697  Broadway 
Telephone 

Spring  8656 New  York 
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KNITTED     GOODS Dry  Goods  Reziezv 

Something  Special  from  Over  the  Border 

htmm  tmkferAyll  d^y 

It's  FREE  to  Retailers  WKo  Sell 
Nazareth   nV aists   or  Nazaretn  AA' aist  Union  Suits 

HH  You've  heard  lots  about  Yankee  advertising  methods,  but  you  never  heard 
of  anything  to  equal  this. 

HH  We  believe  in  helping  the  retailer  who  helps  us  and  we  have  placed  the 
services  of  our  advertising  department  at  the  call  of  our  retail  friends. 

O  Once  a  month  we  issue  "The  Ginger  Jar."  It  contains  cuts  and  copy  for 
advertising  the  various  departments  of  your  store — millinery,  shoes,  wash  goods, 
ready-to-wear  garments,  hosiery,  handkerchiefs,  underwear,  and  so  on  down  the  line. 

1111  In  addition — there  are  sales-schemes  and  suggestions  for  drawing  custom- 
ers to  your  counters. 

nil  .\I1  of  this  won't  cost  you  one  cent,  provided  vou  sell  N.AZARETH WAISTS  or  NAZARETH  WAIST  UNION  SUITS. 

nn  This  sort  of  co-operation  is  worth  having — if  you  have  the  goods,  fill  in 
the  coupon  now. 

I  NararefKV     Mills  at 
Nazareth, 

Pa.,    U.S.A. 

♦Norf^to^ 

350   Broadway, New   York 

Canadian     Representatives  : — 

E.  H.  Walsk&PCo., 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 
the  genuine  NAZARETH  Waist: 

Halifax.  N.S. 
,.  A  M.  Murphy 
W.  A  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macnee  A  Minnes 

London,  Ont. 
McMahen.  Granger  &  Co. 
R.  C.  Struthers  4  Co. 
Robinson.  Little  A  Co. 
Dickison,  Nicholson  &  Co. 

Ouehec,   Que. 
Thibaudeau  Freres  v^;   Cie. 
McCall.  Shehyn  A  Co. 
Gauvreau.  Beaudry  &  Cie. 

Montreal,  Que. 
W.  R.  Brock  Co.,  Ltd. 
Gault  Bros.  A  Co.,  Ltd. 
Grecnshields  Ltd, 

Hodgson,  Sumner  A  Co. 
A.  Racine  A  Co. 

Brophy,  Parsons  A  Rodden 
Kyle,  Cheesbroufh  A  Co. 
Mclntyre,  Son  A  Co. 
P.  P.  Martin  A  Co. 
A.   O.  Morin  »  Co. 

If,  mayhap,  you  are  one  of  the  few  dealers 

who  don't  sell  NAZARETH  WAISTS  or 
NAZARETH  WAIST  UNION  SUITS 

do  yourself  a  favor — ask  your  wholesaler 
why  he  sells  more  NAZARETH  goods 

than  any  other  children's  knit  specialties. 
Then    if    you're    unconvinced  —  sleep    on. 

Ottawa.  Ont. 
John  M,  Garland,  Son  A  Co. 

St.  John.  N.B. 
The  Vassic  Co.,  Ltd. 
Frank  Skinner  A  Co. 
Manchester,  Robertson  A  Allison 
Scovil  Bros.,  Ltd. 

Winnipeg,   Man. 
R.  J.  Whitla  A  Co..  Ltd. 
Robinson,  LitlJc  A  Co. 

Peterboro,  Ont, 

W.  J.  Hopwood 

Toronto,  Ont, 

John  MacdonaJd  A  Co, Bcatt\',  Kerr  A  \erner 

W.  R.  Brock  Co..  Ltd. 
Gordon.  Mackay  A  Co. 
Denton,  Mitchell  A  Duncan 

Vancouver,  B,C. 

The  Gault  Bros.  Co. 

Calgary,  Alta. 
W.  R.  Brock  Co..  Ltd. 

NAZARETH  WAIST  CO.,  c 
350  Broadway,  N  Y. 

We    sell   NAZARETH    WAISTS   
We  sell   NAZARETH    WAIST    UNION 

SUITS   

(Check  the  line  or  lines  you  carry  I 
Put  us  on  The  Ginger  Jar  list  for  1910. 

Firm  . 

Street 
Town 

Please  iiieiitioii   The  Rez'iew  to   Advertisers  and  Their  Travelers. 



How  Will  Removal  of  Surtax  Affect  Canadian  Lines  ? 

Buyers  Express  Opinion  that  Germany  will  go  After  the  Very  Fine 
Lines  and  that  the  Greater  Competition  will  be  With  British-made 
Goods— Canadian  Industry  in  Excellent  Condition— Great  Development. 

THE  effect  ■which  the  removal  of  the  surtax  on 
Gorman  goods  is  likely  to  have  upon  the  Canad- 

ian knitting  industry  is  now  one  of  the  pj'ominent 
topics  in  the  trade.  Buyers  who  have  been 

interviewed  in  the  matter  and  who  have  a  very  thorough 
knowledge  of  the  complete  range  of  Canadian  goods, 
state  that  the  development  which  has  taken  place  in  the 

Canadian  industry  within  the  past  seven  years,  the  very 
close  study  which  has  been  made  of  the  home  market, 

and  the  proximity  which  p'aces  tlie  mill  behind  the  de- 

livery, will  be  strong-  factors  in  favor  of  domestic  made 
goods. 

May  Concentrate  on  Fine  Goods. 
Some  buyers  are  inclined  to  believe  that  the  German 

manufacturer  will  concentrate  on  the  very  fine  cash- 
meres and  other  high-grade  lines,  which  will  bring  him 

more  directly  into  competition  with  British-made  goods  at 

the  present  time.  The  cheapness  of  labor  in  Gei'many 
would,  it  is  held,  help  to  offset  the  advantages  which  Brit- 

ish manufa,eturers  'have  under  tlie  jirefereutial  tariff. 
There  seems  to  be  some  opening  for  question  as  to  whether 
the  British  manufacliirer  has  heretofore  developed  the 

Canadian  market  to  the  extent  possible,  and  there  are 
those  who  therefore  look  upon  the  removal  of  the  surtax 

as  likely  to  create  a  very  keen  rivalry  between  British 
and  Gerhaan  manufacturer  in  lines  which  can  be  best 

marketed  here.  French  manufacturers  of  fine  balbrig- 
gan  may  also  find  a  strong  competitor  in  the  field. 

It  is  pointed  out  that  a  convention  arrangement  simi- 

■ar  to  that  brought  about  by  the  Franco-Canadian  treaty 
will  be  a  subject  of  negotiation  between  Canada  and  Ger- 

many at  some  time  in  the  favorable  future.  Knitte  i 

goods  manufacturers  point  out,  however,  that  to  give 
the  German  product  the  benefit  of  the  Canadian  inter- 

mediate tariff  would  be  little  short  of  disastrous  to  the 

industry  in  this  country,  that  with  very  keen  competition 
at  nome,  and  consequent  close  prices,  the  admission  of  a 
very  aggressive  competitor,  such  as  Germany,  makes  the 

situation,  even  at  the  present  time,  a  serious  one.  Nat- 
urally, those  engaged  in  the  industry  are  considering 

what  adjustment  may  be  possible  by  revision  of  rates 
on  dutiable  raw  materials. 

Reduction  on  Raw  Materials. 

This  point  was  raised  during  the  discussion  on  the 

new  agi-eement  in  the  House  of  Commons.  The  Minister 
of  Finance  was  asked  whether  the  question  of  the  re- 

moval of  the  duties  upon  raw  material  used  by  manu- 
faeturers  had  been  considered.  The  interrogator  pointed 

out,  as  an  example,  'that  mercerized  cotton  yarn,  coarser 

than  40 's,  which  is  .now  taxed  under  the  present  tariff, 
2.5  per  cent.,  coming  from  any  country,  with  the  exception 
of  Great  Britain,  and  from  Great  Britain,  17J  per  cent. 

No  yarns  of  that  class  are  manufactured  in  Canada,  there 

is  no  industry  in  Canada  engaged  in  that  particular  busi- 
ness, and  these  yarns  are  used  to  a  large  extent.  One 

manufacturer  alone  was  an  importer  of  these  goods  to 
the  extent  of  probably  £100,000,  and  with  a  tariff  of  17i 
per  cent,  against  Great  Britain,  and  25  per  cent,  against 
the  United  States,  was  not  in  a  position  to  compete  with 
Germany,  manufacturing  the  same  class  of  goods  and 
shipping  them  into  this  country. 

The  ]\Iinister,  replying  to  this,  stated:  ''That  would  be 
a  question  with  I'egard  to  the  general  tariff  policy  of  the 
country,  and  1  would  hardly  be  able  to  answer  that  off- 

hand. 1  do  not  quite  see  that  it  has  any  particular  re- 
lation to  the  surtax,  because  the  surtax  was  not  adopted 

as  a  revenue  measure,  nor  in  a  sense  was  it  even  a  pro- 
tective measure;  it  was  something  over  and  above  the  rev- 

enue and  protective  elements  in  the  Canadian  tariff.  It  was 
imposed  to  meet  a  hostile  position  of  affairs  on  the  part 
of  Germany,  and  when  Germany  abandoned  its  hostile 
altitude  we  felt  free  to  remove  the  surtax.  My  hon. 

friend's  question  would  have  relation  to  the  general 
question  of  the  duty  on  raw  materials,  and  I  would  not 

1k'  free  to  answer  that  off-hand." 

Commercial  War  Measure. 

That  the  Minister  of  Finance  considered  that  the  sur- 

tax never  could  be  regarded  in  the  light  of  a  reliable,  per- 
manent measure  of  encouragement  to  any  industry,  is  evi- 

dent from  his  statement,  which  follows:  "I  am  quite  sure 
that  any  manufacturer  in  Canada  who  has  given  any  atten- 

tion to  the  question  must  have  been  aware  that  this  sur- 
tax was,  if  I  may  so  describe  it,  a  commercial  war  meas- 

sure,  and  that  just  so  soon  as  Gennany  receded  from  what 
we  regarded  as  her  unjustifiable  position  of  a  few  years 
ago,  we  should  be  free  to  remove  the  surtax,  retaining 
as  we  now  do,  the  general  tariff,  which  was  the  basis  on 

which,  I  think,  all  mainufacturing  establishments  have 

been  created  in  recent  years." 

Will  there  be  Greater  Specialization  ? 

That  the  time  has  arrived  when  Canadian  manufac- 
turers must  specialize  more  and  more  along  those  lines, 

which  characterize  the  industry  in  the  United  States,  is 

the  opinion  expressed  in  many  quarters.  What  is  re- 
garded as  too  gi'eat  duplication  of  lines  has,  in  the  past, 

lead  to  unprofitable  price-cutting  at  home,  and  by  no  means 
helps  the  situation,  when  foreign  competition  is  sure  to 

become  keener.  One  thing  is  certain,  the  Canadian  manu- 
facturer must  get  the  best  possible  results  out  of  his  in- 

dustry; he  cannot  afford  useless  sacrifice. 
Knitted  neckwear,  such  as  scarfs  and  mufflers,  is  a 

line  in  which  the  German  manufacturers  have  always 

held  a  good  position  on  the  Canadian  market,  and  buy- 
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ers  state  that  they  now  look  for  a  strong  bid  by  Germany 
for  a  larger  share  of  this  trade. 

"So  far  as  men's  sweater  coats  are  concerned,"  said 

a  buyer  to  The  Review,  "I  do  not  hesitate  to  say  that 
the  Canadian  industry  has  measured  up  to  requirements 
ill  style,  and  every  other  essential  which  makes  a  garment 
salable.  This  matter  of  style  has  become  one  of  the  all- 
important  items,  and  it  is  a  point  on  which  some  of  the 
foreign  goods  are  not  always  satisfactory.  We  have  had 

a  manufacturer's  representative  agree  to  fill  an  order 
based  on  Canadian  models,  but  that  would  hardly  be  ad- 

visable if  repeats  become  necessary,  or  if  in  the  first 

place,  there  was  some  fault  in  reproduction.  However, 
the  foreign  manufacturer  may  consider  this  a  problem 
wiiich  might  in  time  be  overcome.  The  competition  may 

be  more  severely  felt  in  ladies'  coats  and  underwear 
where  there  are  gi'eater  ranges  to  be  affected,  and  in 
which  fancy  trimming  effects  sometimes  prove  an  import- 

ant factor.  Given  a  fair  chance,  however,  the  Canadian 

jnoducei'  is  in  a  good  position  to  take  care  of  himself." 
The  Hosiery  Situation. 

Tu  the  matter  of  hosiery,  the  German  manufacturer 
will  now  be  enabled  to  market  in  Canada  certain  lines, 

particularly  in  the  cheaper  grades,  which  the  imposition 
of  the  surtax  practically  wiped  out,  so  far  at  least,  as 
this  country  was  concerned.  Competition  from  domestic 
manufacturers  and  from  countries  more  favored  in  the 

matter  of  tariff  made  the  entry  of  German  goods  of  this 

kind,  under  the  surtax,  out  of  the  question.  A  manu- 
facturer's representative  points  out,  by  waj-  of  example, 

that  children's  ribbed  hosiery,  retailing  in  an  average  at 
25  cents  a  pair,  formerly  figured  strongly  in  Canadian 
orders,  but  that  they  passed  out  almost  entirely  with  the 
imposition  of  the  surtax,  and  home  manufacturers  saw 

tlieir  opportunity.  Now,  however,  the  Germans  will  un- 
doubtedly look  for  a  share  of  this  business,  and  in  fancy 

lisles,  large  quantities  of  which  are  marketed  here,  the 

inipoi'ter  and  retailer  will  look  for  improvement  in 
values. 

An  Excellent  Season. 
Manufacturers  and  wholesalers  state  that  it  has  been 

an  excellent  placing  season  in  knitted  goods  for  next  Fall 
and  Winter,  and  there  is  every  prospect  of  heavy  sorting 

l)usiness  in  Spring  and  Summer  lines.  For  the  better 
urades  of  wools,  there  has  been  a  brisk  demand,  and  the 
lieavy  cotton  lines  now  in  the  market  are  fitting  nicely 

into  a  call  for  a  comparatively  lightweight  Winter  gar- 
ment. Retailers  note  that  these  medium  weights,  both 

in  cottons  and  wools,  are  now  being  worn  where  fonuerly 

the  heavier  goods  had  the  demand.  Canadian  manu- 
facturers have  adjusted  their  industry  to  this  feature,  and 

results  are  in  every  way  highly  creditable.  For  some 
time  knitted  underwear  of  domestic  manufacture,  in  fine 

wools,  and  retailing  at  $1  and  $1.25  the  garment,  have 
been  featured,  a.nd  retailers  state,  have  been  very  good sellers. 

  ^   
St.  Catharines  Woolen  Mills  Co.  have  been  incorpor- 

ated with  $-tO,'00'0  capital  to  manufacture  and  deal  in  silk. 
woolen,  cotton  and  flax  fibres  and  their  products.  The  in- 
coiporators  are:  D.  D.  McTavish.  Ed.  Quackenbush,  J.  C. 
King  and  H.  L.  Phelps;  head  office.  St.  Catharines. 

At  the  Mount  Royal  Club,  Montreal,  on  Feb.  22nd. 

the  newly-elected  president  of  the  Board  of  Trade.  Geo. 
li.  Cains,  entertained  at  dinner  the  new  council  of  the 

board,  and  also  last  yeai-'s  executive. 
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RrCEiVINC    ItOOM. 

A  good  line  going  in 
through  the  receiving 
entrance  at  the  back  is 
pretty  certain  to  bring 

a  good  line  of  custom- 
ers in  at  the  front  door 

of  a  store. 

Receiving  a  shipment  of 

is  a  practical  assurance  of  good  busi- 
ness in  your  underwear  department. 

Experience  shows  that  quality  is  what 

counts  most.  And  "Hygeian"  is  es- 
sentially the  quality  brand. 

Sold  by  Jobbers  from  the  Atlantic  to  the  Pacific 

EAGLE  KNITTING  COMPANY,  Limited 
Hamilton  -  Canada 

CONTROLLED   BY 

J.  R.  MOODIE  &  SONS,  Limited 

"HYGEIAN  WAISTS"  SELL  IN  CASE  LOTS  ALSO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Another  Link  in  the  Good-Will  of  Your  Store 

"HEWSON  UNDERWEAR" 
The  mutual  understanding  wliich  exists  wlien  a  dealer  slocks  Hewson  Underwear  is  bound  to  add  another  link 

to  the  g-ood-wili  of  your  underwear  department. 

The  Consumer  Knows  What  He  Is  Buying.    The  Dealer  Knows  What  He  Is  Selling. 

More  than  ever  the  call  for  summer  underwear  is  for  knitted  goods,  and  there  is  no  other  kind  that  fits  as  well, 
wears  as  well,  or  is  as  beautifully  finished  as  Hewson. 

Our  travellers  are  now  showing-   Hewson   lines,  and  you   cannot  afford    to   miss  the  chance  of  inspecting  their 
samples  and  thus  ordering  early. 

HEWSON,  WOOLEN  MILLS,  Amherst,  N.S. 

1910  Improvements    QT^AlMpIpI      Pi  '  Q That  Will  Make 

Unshrinkable  Underwear 
BETTER 
THAN 
EVER 

Thebetter  the  quality,  the  more  difficult  it  is  to  improve  it — and 

Stanfield's  Underwear  for  1909  wa.s  very  close  to  the  "absolutely 

perfect  "  mark. You  dealers  and  your  customers  evidently  thought  so — for 
1909  showed  the  biggest  increase  of  any  year  in  our  history. 
Our  sales  increased  over  t8o,ooo  garments,  but  we  have  made 

many  improvements,  both  in  Stanfield's  Underwear  and  in  our 
factory  facilities. 

We  now  double  process  all  our  goods — which  makes  them 
more  attractive  in  appearance  and  also  more  sanitary.  Of  course 

all  Stanfield's  Unshrinkable  Underwear  is,  and  always  will  be, 
absolutely  unshrinkable.  We  guarantee  it  to  you  and  you  guar- 

antee it  to  your  customers.  We  .-..^^ 
have  moved  into  our  big  new  addi-  ^  /J/-JU 
tion  and  the  new  machinery  is  in 
successful  operation.  This  means 
every  order  filled  promptly.  The 
improvements  in  our  lines  for  1910 

will  certainly  surprise  you,  no  mat- 
ter how  highly  you  regard  Stanfield  /j  ̂ ^If^  Presidenl 

quality. 
Write  for  samples  and  prices. 

Stanfields  Limited Truro,  N.S. 

Please  mention  The  Review  to     Advertisers  and  Their  Travelers. 
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In  a 
Nutshell 

Canadian  made  goods,  equal 
in  every  way  to  the  best 

imported  lines,  is  an  apt  de- 
scription of 

BEAVER 
BRA  N  D 
Knitted  Goods 

Our  travellers  are  on  the  way 

to  your  store  with  samples 

that  w^ill  convince  you  we 
are  telling  the  plain  truth. 

The  line  comprises  an  ex- 
tensive range  of 

Knitted  Coats 

Sweaters 
Jerseys 
Caps 

Mufflers 

Tuques 
Mitts 
Hosiery 

Gloves,  etc. 

in  the  most  popular  solid 
colors  and  combinations. 

WAIT  AND  SEE  OUR  TRAVELLERS 

R.  M.  Ballantyne 
LIMITED 

STRATFORD,   ONTARIO 

Imports  from  Germany  During   1 909. 
The  following  statistics,  showing  amount  of  textile  and 

fancy  goods  imported  from  Germany  during  the  past 
year,  will  be  of  particular  interest  at  the  present  time.  It 
will  be  noted  that  the  imports  of  cotton  socks  and  stock- 

ings amounted  to  about  $208,000,  and  of  wool  socks  and 
stockings  about  $86,000,  showing  the  very  strong  hold 

which  G-ermany  now  'has  upon  the  Canadian  ihosiery  trade; 
Belts,  $6,256;  buttons,  $19,154;  collars,  $1,469;  combs, 

$46,333;  cordage  and  twines,  $15;  corsets,  $26;  corsets, 
parts,  $237;  embroideries,  $19,919. 

Cottons,  bleached,  $2,324;  printed  or  dyed,  $14,687; 
handkerchiefs,  $1,291;  batting  and  wadding,  $170;  knit- 

ting yarn,  $583;  s'heets,  $375;  shirts,  $1,775;  sewing  thread, 
$1,910;  in  hanks,  $760;  crochet,  $135;  other  cotton  thread. 
$120;  clothing,  $18,720;  blouses  and  waists,  $628;  lamp 
wicks,  .$74;  lace,  $93,303;  shawls,  $114;  socks  and  stock- 

ings, $208,740;  tape,  uncolored  and  colored,  $246;  towels, 
$140;  undershirts  and  drawers,  $1,393;  velvets,  velveteen 
and  plush,  $12,509;  other  cotton  goods,  $10,549;  cuffs, 
$449;  curtains,  made  up,  $398. 

Embroideries,  not  elsewhere  specified,  $9,096;  fancy 
boxes,  cases,  etc.,  not  elsewhere  specified,  $34,350;  braids, 
cords,  fringes  and  tassels,  $72,316;  tinsel  thread,  $1,465; 
jewellery  cases,  $5,439;  artificial  flowers  and  like  orna- 

ments, $70,571. 

Feathers,  fancy,  undressed,  $1,456;  dressed,  $45,871; 
ostrich,  $598. 

Lace,  of  cotton,  silk,  etc.,  not  elsewhere  specified,  $72,- 706. 

Toys,  $208,836. 
Flax,  hemp  and  jute  goods — Carpets,  hemp  or  jute, 

$887;  carpets,  embroideries  of  hemp  or  jute,  $156;  da- 
masks, tablecloths,  doylies,  etc..  $5,019;  handkerchiefs, 

$440;  towels,  $707;  brown  or  bleached  fabrics,  $117;  un- 
blea'ched,  not  elsewhere  specified,  $329;  linen  clothing,  not 

elsewhere  specified,  $1,170;  linen  thread,  $10;  printed  and  • 
colored,  not  elsewhere  specified,  $10;  other  linen  and  jute 
fabrics,  $293;  other  manufactures,  not  elsewhere  specified, 

$5,579. Fur  skins,  $193.446 ;  fur  manufactures,  not  elsewhere 
specified,  $2,131. 

Hats  and  caps — Beaver,  silk  or  felt,  $1,126;  straw. 

$1,455. Leather  gloves,  $20,883;  oiled  or  coated  textiles,  $352; 
oilcloth  and  linoleum,  $1,582. 

Kibbons,  all  kinds,  $34,132. 

Silk  goods — ^Fabrics,  not  elsewhere  speK'ified.  $84591; 
handkerchiefs,  $444;  clothing,  $12,184;  sewing,  $66;  shawls. 
$104;  manufactures,  not  elsewhere  specified,  $2,861;  socks 

and  stockings,  $4,576;  velvets,  plush,  etc..  $17,942;  um- 
brellas, parasols,  etc.,  $238;  webbing,  elastic.  $1,762. 

Wool  manufactures — ^Blankets,  $82;  eassimeres,  cloths 
and  doeskins,  $22,237;  coatings  and  overcoatings,  $4,755; 
tweeds,  $5,127;  felt  cloth,  not  elsewhere  specified.  $40; 
flannels,  plain.  $3,202;  knit  goods,  including  underwear. 
not  elsewhei'e  specified.  $31,904;  railway,  rugs,  $10;  shawls. 
$5,353;  socks  and  stockings.  $85,670;  undershirts  and  draw- 

ers, not  elsewhere  specified,  $3,665;  yarns,  over  30  cents 
per  pound  for  manufactures  of  woolens.  $132;  yarns. 
woolen  and  worsted,  not  elsewhere  specified.  $37,043;  other 
woolen  and  worsted  fabrics,  $96,863;  mohairs  and  lustres. 

$1,587;  clothing,  women's  and  children's  outside  gar- 
ments, $186,939;  clothing,  ready-made,  of  wool  or  part 

wool,  not  elsewhere  speoifiied,  $58,269;  caa-pets.  Axminster. 
$1,739.  Brussels  and  Wilton  $542,  tapestry  $970,  ingrain 

$2,015,  Turkish,  Smyrna,  etc.,  $6,733.  mats  and  rugs  $16.- 
367,  fabric  $7,903. 

Anilines  and  dyestuffs  (free).  $113,693;  other  dyestuffs 
and  chemicals  (free),  $47,483. 
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Don't Experiment ! 

WATSON'S UNDERWEAR 
kas  stood  the  ̂ Hest  of  thne"  ! 

FEATURE  WATSON'S 

Agents  : 
EDWARD  BURNS  CO.,  Ltd.,   117  Wellington  Street  West,  TORONTO 
A.  L.  GILPIN     207  St.  James  Street,  MONTREAL 
J.A.MURRAY    SUSSEX,  N.B. 

BRYCE  &  CO    Box  238,  WINNIPEG 

The  WATSON 
M  anuf acturing 

Co.,  Limited 

Please  mention  The  Revietv  to   Advertisers  and  Their  Travelers. 
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Are  you  selling  hosiery 
with  a  double  guarantee? 

m^ 

Hundreds  of  dealers  ai'e  now  selling  Pen- Angle 
Doubly  Guaranteed  Hosiery.  From  the  rate  their 
repeat  orders  are  piling  in  they  have  found  our 
TWO  PAIRS  FREE  GUARANTEE  an  immense 
selling   feature.     If  you    are   not   numbered   among 

those  who  are  handling  Pen- 
Angle  Hosiery  you  are  neglecting 
an     opportunity    to    double     your 
hosiery    sales.      So    just    write    us 
now  for  booklet  showing  the  lines  of 

Pen-An^le  Hosiery 
which  are  sold  under  the  following  guai'antee— the 
most  liberal  guarantee  ever  given  by  any  manu- facturer. 

We  guarantee  Pen- Angle  Guaranteed  Hosiery  to  fit 
you  perfectly,  not  to  shrink  nor  stretch,  and  the  dyes  to  he 

absolutely  fast.  We  gua>'antee  thew  to  wear  longer  than 
any  other  cotton  or  cashmere  hosiery  sold  at  the  same 

prices.  If,  after  wearing  Pen-Angle  Guaranteed  Hosiery 
any  length  of  time,  you  should  ever  find  a  pair  that  fails 
to  fulfill  this  guarantee  in  any  particular,  return  the  same 

PENMANS,  LIMITED 

to  us  and  we  will  replace  them   with  TJVO  nnv  pairs *'ree  of  charge. 

The  Quality  of  Pen-Angle  Hosiery,  backed  up 
by  that  double  guarantee,  makes  an  invincible  selling 
argument.  The  public  simplj^  cannot  resist  it.  They 
become  eager  to  h\\\. 

There's  a  good  margin  of  pi-ofit  in  each  of  our 
guaranteed  lines.  Just  write  for  prices.  Also  for 
sales  helps,  which  include  store  cards,  electros  of  re- tail ads,  etc. 

PARIS,  CANADA 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Jaeger  Pure  Wool 
With  the  coming  of  Spring  comes  the  demand  for 

Neglige  Shirts 
ON 

.'AEGER  UNDERWEAR 

Our  range  of  designs  in  Pure  Wool  Taffeta, 
Tussore  and  Cambric  surpasses  anything  we 
have  previously  shown. 

Spring  weights  in  Pure  Natural  Wool  Under- 
wear, a  full  stock  in  all  sizes  for  Men,  Ladies 

and  Children. 

Our  travellers  are  on  the  road  now.  If  you  wish 
to  see  a  full  range  of  Jaeger  for  Spring  and  Fall, 
write  us  at  once. 

T\^      T^^^.rA*.>o  SANITARY    C^ro^^*-^    COMPANY JJr.  Jaeger  s  woollen  i^ystem  limited 
Wholesale  Warehouse,  52  Victoria  Square,  MONTREAL 

■L 

One  Dye  Fact 
is  worth  a  million  dye  fancies.  You  know  that  Herms- 
dorf-Dyed  Black  Stockings  are  Fast  in  Fact.  And  your 

customer  knows  it,  too.  That's  why  they  "  look  for 
the  truth  on  the  toes"  when  hosiery  buying.  Build  your 
hosiery  reputation  on  the  rock-ribbed  fact  that  Herms- 
dorf-Dyed  goods  are  FAST  BLACK  and  PURE. 

Window  trimmers  and  show  card  writers — we  have 

a  great  proposition  for  you— 

Write  for  our 

Proclamation" NOW 
''Look 
for  the 
truth 
on  the 

toe." 

JBm 

vvVo'
 

WORKS: 
Chemnitz 
Saxony 

American  Bureau; 
235  West  39th  Street 

New  York 

f<cW 

ari^
" 

vet 

dO-N
 

Itirt* 

met 
aO° 

lise' 

:d>" 

s>t;'"
^ 
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UNSHRINKABLE WOOL 

NDERWEA 
LADIES' 

Combinations  fitted  with 

the  Patent  **S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
'•STAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 

parts  are  strengthened  and 
extra  spliced. 

These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Sill<  and  Merino. 

ANY  GAUMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

WholfsnU-  onli/ 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

THE     LEADING     ENGLISH     UNDERWE 

PATFMT 

A  LIVE  LINE  FOR 
LIVE  MERCHANTS 

C  When  stocking  up  with 
ribbed  and  plain  hosiery,  socks, 

mittens,  toques,  over-hose,  coat 
sweaters,  golfers,  etc.,  the  name 

that  gives  you  a  guarantee  of 

quality  is 

Dominion 
Brand 

C  This  Brand  costs  no  more 
than  inferior  lines,  and  never 

fails  to  give  satisfaction. 

C  Our  travellers  will  be  round 
shortly  with  a  full  range. 

A.  BURRITT  &  CO. 
MITCHELL,  ONT. 

Dominion  Hosiery  and  Under'wear  Mills 

PERMANENT  "» »>^  ̂•'°^"'«''  |^A  S  U  A  L A  T  R  0  N  S         from  merely         |jUSTOMERS 

if  you  are  selling  and  recommending 

W ATERHO  USE 

Men's  Underwear 

1  hey  invairiably  give  satisfaction,  and,  what  is  more, 

they  leave  you  a  "  worth-while"  profit.  Our  prices 
will  interest  you.  All  leading  wholesalers  stock  our 

goods. 
Thomas  Waterhouse  &  Co.,  Limited 

INGERSOLL,  ::  ONT. 

Please  mention  The  Review  to   .  Iiircrtiscrs  a)id  Their  Travelers. 
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WHITE  HEATHER 

REGISTERED  TRADE  MARK 

Baldwin's  2nd  Quality 
ii 

BALDWIN'S 

BEEHIVE 

BEEHIVE 

jy 

AND 
'ReeiSTEREO 

Baldwin's  Best 

WHITE  HEATHER 
>> 

ARE  THE  BRANDS    FOR 

KNITTING-WOOL    SPECIALISTS 
THEY  ENSURE  A  READY  SALE 
Through  leading  Wholesale  Houses.       Samples,  free  on  application,  from:— 

J.  &  J.  BALDWIN  &  Partners,  ltd.     ̂ innc^  Beii 
HALIFAX,  ENG. ESTABLISHED    178S MONTREAL  &  TORONTO 

PRICE  and  QUALITY 
DISTINGUISH 

MARK ilSTERED, 

TIGER  BRAND. 

TIGER  BRAND 
From    Any    Other  Well    Made    Underwear 

Its  excellence  is  proven  and 
vouched  for  by  hundreds  of 

the  more  progressive  mer- 
chants who  handle  the  line. 

Eventually  you  will  want  it. 

WHY  NOT  NOW? 

Gait   Knitting  Co. 
GALT  -  ONTARIO 

Your 

guarantee 
V^TRADE     m  MARH ZIHHerkN of quality 

Don^t  Speculate 
sell 

"ZIMMERKNIT" 

the  brand  that  has  "  made  good,"  because  of  its 
perfect  texture,  careful  finish,  excellent  materials 
and  comfort  in  wear. 

Sold  by  all  Canadian  jobbers. 

Zimmerman  Manufacturing  Co.,  Limited 

HAMILTON,  ONT. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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KNITTING 
YARN 

MADE  IN  ENGLAND 4  Fold. -n   El-        ■  n- 

Van^wa^ 
RCG° Knitting 

WOOL 
r^E  jJ5^E?5cl.AND_ 

SPSe- 

vKIilTTIHGWOOL 

•MADE  IN  ENGLAND' 

BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorlton 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of    these  3  BRANDS 
IN   ALL  SH4DES. 

Quotations     F.  O.  B.     Montreal. 

A 
R 
E 

Y 
O 
U 

With  the  Hnes  of  Hosiery  you  are  selling?     Do 

they  satisfy  your  customers?      If  not,  try 

MAPLE  LEAF  Brand 
OF  HOSIER  Yand  mitts 
Because  the  best  is  none  too  good  for  your  trade. 

The  Goderich  Knitting  Co.,  Limited 
GODERICH ONTARIO 

Selling  Agents :    J,  E.  McClung,  Toronto,  for  Ontario.    Fred 
S.  White.  St.  Stephen,  N.B.,for  Maritime.  Gerhardt.  Han- 

ley,  McKay  (^o..  Limited.  Winnipeg,  Man.,  for  West. 
A   L.  Gilpin.  Montreal.  Que.,  for  Quebec 

There's  satisfaction 
in  liandling  a  guaranteed    article,    and    you 

ha\e  our  luiconditional  guarantee  that 

"CEETEE" UNDERWEAR 
is  ABSOLUTELY  UNSHRINKABLE 

Think  of  the  value  of  this  unique  selling 

point! 
Then,  too,  in  point  of  texture,  finish  and 

quality  ot  materials,  "CEETEE"  is  second to  none. 

Our  extensive  consumer  advertising  has 

created  the  demand  for  "CEETEE."  Are 
you  going  to  share  in  the  profit  offered  those 
who  handle  it  ?      Decide  to-day. 

The  C.  Turnbull  Co. 
of  Gait,  Limited 

GALT        -         -        ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Their  1  raieiers. 
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Greenshields 
Limited 

Montreal 

Health  Brand 
Underwear 

Our  salesmen  are  now  showing" 
samples  of  Health  Brand  Under- 

wear for  Fall,  1910.  We  guarantee 
the  sizes  to  be  correct  in  every 
number. 

Your  orders  will  be  filled 

promptly 

S OUTHALLC SANITARY     TOWELS s 
The   Origrinal   and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 

the  invention  and  manufacture  of  Southalls'  Sanitary 
Towels  possible.  Since  1880  they  have  become 

wi^ely  known  and  appreciated  as  an  indispensable 

article  for  ladies'  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

Apply  for  full  particular-*  and  samples  to  the  Agent  for  the  Dominion, 
J.  M.  SCHKAK.  Carlaw  Kuildings,  Wellington  Street  West,  Toronto 

Southalls  Accouchement  Sets  (containinsall  Requisites.in  3  sizes). 
Southalls  Sheets  for  Accouchement  .and  other  Sanitary  Specialities. 

SOUTHALrBROS  &  BARCLAY  Ltd.,  Birmingham,  Eng, 

THE  HALL-MARK  OF Repistered  No.  262,005 

To 

Maximum  Comfort  and  Durability 
at  iVIinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI-^ 
PLE,  and  starting  with  TWO  THREADS 

in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 

THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL   and    TOE   FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most  needed 

IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 

FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 
THE  ACME  OF  PERFECTION  IN 

FOOTWEAR 

be  had    from    any  of  the   Leading 
Wholesale  Dry  Goods  Houses 

Parks^  Hose  and  Half  Hose 
ate  made  from  specially  selected 
English  and  Domestic  yarns.    :: 

They  are  Knit  Right 

Dyed  Right 
Finished  Right 

You  will  add    to  your   reputation 
and  profit  by  handling  my  goods. 

I   also  recommend  my  heavy   2-ply  Stockinette  for  Boys. 

^ZIZI^^^Z!     Buy  direct   and  save  money     m^^^^mm^^^ 

W.  J.  PARKS    :    :    :    :     St.  John,  N.B. 

BRITISH  AMERICAN  DYEING  CO. 
The   Largest  and    Best 

Equipped 

DYE  WORKS 
In    the   Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 
FEATHERS.    SILKS.    VELVETS.    RIBBONS,    LACE.    ETC 

^''  ̂ S^^u^A^L^S'^''^^'*   MONTREAL TORONTO OTTAWA 

QUEBEC Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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W THEN  PRESENTED  WITH  THIS  CARD YOU  WILL  BE  INVITED  TO  INSPECT 

A  UNIQUE  COLLECTION  OF 

MEN'S  HIGH-GRADE  FURNISHINGS 

MANUFACTORIES : 

Londonderry,  Ireland,  and 

Bermondsey,  London,  Eng. 

The  kind  your 

particular  cus- 
tomer has  always 

used. 

Guffs  and  Collars 

Xylonite 
Pronounced  Zy-lo-nite 

Only 

waterproof 

The  "Xylonite"  Waterproof  Collar  is  the  kind  which  is  never  shiny,  and  which  has 
the  perfect  fit  and  texture  of  the  best  linen  collar.  It  will  not  wilt  nor  crack,  wears 
longer  than  a  linen  collar,  and  will  not  smell  unpleasantly  in  hot  weather.  May  be 
cleaned  easily  with  a  damp  cloth.     A  strong  seller  at  every  season. 

Sole  Canadian  Agents 

Geo.  Ridout  &  Company Toronto 
Stocks  carried  at— MONTREAL— 123  Coristine  Bldg.      WINNIPEG— 56  Albert  St.     TORONTO-77  York  St 

Please  mention  The  Review  to  Adi'crtisers  and  Their  Travelers. 



Men's    Clothing    and    Furnishings   Ne\vs 
All  Sections  of  the  Trade  Looking  Forward  to  Excellent  Season 

—Advances  in  Men's  Woollens— Greys  and  Bronze  Greys  Prominent 
in   the  Color  Range  —  Good  Demand  for  Wash  Ties  and  Batwings. 

ALTHOUGH    the   protracted    cold    weather   o
f   the 

latter   part    of   February    had    a   quieting   effect 
upon   business   at   a   time  when   every   section   of 
the  trade   was  anxious  to  break  into  the   Spring 

season,  it  cannot  be  said  that  wholesale  houses  regretted 
th*  short  lapse  which  gave  them  an  opportunity   to  get 
their  deliveries  into  good  shape. 

In  that  quarter  it  has  been  a  very  busy  season,  for  the 

volume  of  ordei's  is  exceptionally  large  and  the  retail  de- 
mand for  goods  particularly  pressing.  Throughout  the 

entire  trade  it  is  easily  seen  that  an  excellent  season  is 
anticipated.  When  purchasers  were  at  first  inclined  to 
be  overly  cautious,  they  have  realized  that  this  is  not  the 
pace  which  will  convert  the  year  into  the  value  warranted 
by  indications.  This  explains  the  fact,  therefore,  that 

orders  have  been  placed  well  in  advance.  A  heavy  sort- 
ing business  is  also  looked  for. 

Wholesale  Deliveries  Backward. 

Wholesale  woollen  houses  state  that  it  has  been  veiy 

difficult  to  get  satisfactory  deliveries.  Domestic  mills  are 
booked  up  months  ahead,  and  as  the  spinners  are  pretty 
much  in  control  of  the  situation  in  England,  a  delivery 

guarantee,  as  attached  to  an  order,  is  somewhat  doubtful. 

Goods  have  been  coming  forward  in  quantities  and-  de- 
liveries to  the  retailer  are  being  filled  as  rapidly  as 

possible. 
O'HC  fact  has  assumed  definite  form — that  prices  must 

advance.  Spring  orders  show  little,  if  any.  price  increase 
over  those  of  last  year,  and  the  range  of  fabrics  contains 

many  excellent  values.  For  example  there  is  an  assort- 
ment of  pure  worsteds  in  the  dainty  stripes  and  checks 

fashionable  for  the  coming  season,  that  are  as  good  value 

at  $2.25  as  the  tra.de  has  ever  seen,  'or  is  likely  to  see  again 
for  some  time.  This  price,  it  should  be  added,  is  now 
the  standard  where  $1.50  was  formerly  one  of  the  ruling 
figures.  That  is,  there  has  been  a  growing  demand  for 

this  higher-priced  line.  The  rule  that  is  said  to  applv 
here  is  that  when  a  man  is  having  a  suit  made-  to  order,  he 
will  select  something  of  a  higher  grade  than  he  might 

choose  if  he  were  selecting  a  ready-made  for  general  pur- 
poses. This,  at  least,  is  the  explanation  given  by  the 

woollen  men,  and  fhey  point  out  that  the  possibilities  of 
&  very  fine  range  of  patterns  in  the  piece  is  proving  a 
very  strong  point  in  the  interests  of  the  customs  tailor  and 
his  claims  for  distinctive  clothes. 

The  Color  Range. 

In  the  new  goods  greys  and  bronze  greys  have  a  very 

pi-ominent  place.  Over-stripes  and  subdued  cheeks  are  a 
striking  feature  of  the  new  patterns.  Browns  no  longer 
figure  in  the  running:  They  have  made  their  exit  by  way 

of  the  bronzes.  Greys  'have  also  the  lead  for  Spring  over- 
coatings, and  among  the  distinctive  patterns,  the  herring- 

bone and  diagonal  effects  are  to  have  a  very  good  place. 

It   is  also  stated   t'hat   these  patterns  are   to   characterize 

to  a  greater  extent  than  ever  before    the  heavy  overcoat- 
ings for  the  coming  Fall. 

4- 

Orders  Based  on  Individuality. 

Clothing  manufacturers  have  had  a  good  placing  season. 
Ketailers  are  appreciating  to  a  greater  extent  than  ever 
before  the  facilities  by  which  they  may  give  their  lines  an 
indinduality.  While  it  is  a  fact  tha,t  manufacturers  carry 
a  very  large  assortment  of  clothing  made  up  ready  for 
delivery,  the  volume  of  business  placed  on  special  orders 

is  increasingly  large.  It  is  in  this  way  t'hat  the  retailers 
avoid  similarity  in  stocks.  They  realize  that  where  com- 

petitors are  able  to  duplicate  almost  every  piece  in  each 

other's  stock,  it  is  by  no  means  the  most  helpful  condi- 
tion for  effective  merchandising.  The  merchant  handling 

men's  readj--to-wear  clothing  to-day  must  have  distinc- 
tion written  all  over  his  stock.  It  is  a  time  when  the 

young  men  play  a  very  large  part  in  the  fixing  of  the 
styles,  and  this  is  a  fact  which  stands  out  obstinately 
against  any  condition  making  for  easy  duplication. 

This  development  has  prevented  generalization  of 

men's  fashions,  and  manufa.cturers  point  out,  when  asked 
as  to  the  prevailing  styles,  that  the  trade  is  adhering  to 
no  one  particular  pattern.  There  are  many  novelty 

touches,  some  of  which  represent  retailers'  personal  ideas, 
and  there  is  at  the  same  time  a  strong  trend  towards  the 
very  quiet,  conservative  garment,  which  is  exceedingly 
neat  and  gives  the  well-dressed  appearance. 

Interest  in  Better  Grades. 

Neckwear  manufacturers  state  that,  owing  to  an  in- 
creased interest  in  the  better  grades,  the  season  is  going 

to  be  exceptionally  good.  The  retailer,  who  heretofore 
has  only  ventured  into  the  very  cheap  lines,  is  beginning  to 
realize  that,  if  well  pushed,  the  more  expensive  neckties 
will  sell  readily.  The  dry  goods  men  who  places  in  his 

men's  furnishing  department  a  line  of  goods  which  has 
positively  no  interest  to  men  who  wear  better  lines,  and 
contains  nothing  of  a  suggestive  eha,racter  to  those  who 
would  wear  better,  if  educated  up  to  it,  is  making  a  great 

mistake.  He  ca^n  say  nothing  of  particular  interest  in 

his  advertising  about  his  men's  neckwear,  and  he  wonders 
why  it  is  that  it  stands  still,  outside  of  the  holiday  season, 
when  he  features  the  cheaper  gift  lines. 

There  has  been  a  good  demand  for  wash  lines  in  neat 

stripes  on  self  grounds.  The  feeling  for  batwings  is  im- 
pro\4ng,  plain  blues  and  greys  being  a  feature.  There  is 
some  tendency  towards  widths  of  from  1%  to  l^^  inches, 
or  slightly  narrower  than  has  recently  been  the  prevailing 

vogue.  Panel  or  grouped  stripes  in  the  centre  of  the  ti'e 
is  one  of  the  latest  applications  of  the  stripe  idea.  Black 

and  white  effects  promise  to  continue  in  favor  for  some 
time. 

Manufacturers  point  out  that  the  removal  of  the  Ger- 
man surtax  will  make  an  important  necktie  silk  market 

more  easy  of  access,  and  that  better  values  will  result, 
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AViRY 
PALPABlii 
MIT! 

"Challenge"  Brand 
COLLARS  AND  CUFFS 

have  exactly  hit  the  public  taste, 

because  they  combine  all  the  virtues  of 
the  best  linen  collars,  and  have  none  of 

the  vices  of  the  original  Rubber  Collar. 

They  are  perfectly  waterproof,  are  a 

clean,  unchanging"  white,  will  not  wilt 
or  crack,  and  are  made  in  all  the  latest 

styles. 

Easily  cleaned  with  a  damp  cloth. 

Recommend  "Challenge"  Brand; 
they  satisfy,  and  are  profitable  to 
handle. 

REPRESENTATIVES  :— 

Western— S.  A.  Chantler  &  Co.,  Toronto 

Eastern— Huncsn  Bell,  Montreal 

The  Arlington  Company 
of  Canada,  Limited 

54-56  Fraser  Avenue, TORONTO 

Good  Demand  for  Shirts. 

Retailers  have  recognized  tlie  importance  of  early 
placing  in  shirt  lines.  Although  some  manufacturers 
point  out  that  owing  to  the  fa,et  that  they  were  well  cover- 

ed for  the  requirements  of  the  Spring  season  and  that  their 
lines  represent  no  advance,  the  certainty  of  increases  on 
sorting  business  would  seem  to  be  beyond  question.  Glanc- 

ing over  his  orders  for  the  season,  one  manufacturer 
pointed  out  that  the  bulk  of  the  business  had  been  done 
on  grades  a  trifle  better  than  those  which  were  in  popular 
demand  of  recent  years.  Referring  to  stores  in  which 
men's  furnishings  were  departmentized,  he  pointed  out that  merchants  were  fully  aware  of  the  fact  that  the  de- 

velopment of  that  department  depended  upon  its  ability  to 
measure  up  to  every  demand  placed  upon  it — not  as  a 
section  where  wives  bought  this  or  that  trifle  for  hus- 

bands somewhat  indifferent  as  to  dress,  but  as  one  which 
would  be  made  a  topic  of  style  conversation  among  the 
good  dressers. 

Develop  Hat  and  Cap  Section. 
There  has  never  been  a  time  when  the  hat  and  cap 

department  can  be  made  to  respond  more  readily  to  well- 
directed  effort  on  the  part  of  the  merchant.  Cap  manu- 

facturers are  represented  by  individual  lines  which  com- 
prise many  strong-selling  features.  Motoring  has  given 

anoiher  impetus  to  the  cap  industry,  and  headwear  adapt- 
able to  this  purpose  has  properly  been  made  a  subject  of 

specialization.  Other  forms  of  sport  have  been  similarly 
considered  and  the  result  is  an  exceptionally  wide  range. 

The  merchant  who  would  do  the  best  by  his  caps  must 
give  them  good  position  in  his  store,  and  from  time  to  time 
make  them  the  subject  of  a  speeia,l  window  trim.  Then 
there  is  the  matter  of  stock-keeping.  Caps,  to  retain  their 
proper  shape  and  new  appearance,  should  not  be  allowed 
lo  remain  exposed  on  a  table  where  they  become  dusty 
and  soon  show  the  results  of  indiscriminate  handling.  A 
proper  display  can  be  made  without  leaving  the  entire 
stock  uncovered  and  exposed  to  accumulations  of  dust  and 
dirt.  It  goes  without  saying  that  a  cap  selected  from  a 
neat,  dustproof  drawer  is  far  easier  sold  than  one  which 
is  picked  up  from  an  indiscriminate  pile  on  an  open  dis- 

play table.  The  merchant  who  specializes  in  caps  will find  that  it  pays. 

The  same  may  be  said  of  hats.  Xeat  display  is  one 
of  the  most  effective  aids  to  salesmanship.  Xow  that  the 
Spring  and  Summer  seasons  are  approaching,  when  str-aws 
and  light  soft  shapes  will  have  strong  demand,  the  mer- 
cliant  cannot  be  too  particular  about  this  matter  of  dis- 

play. It  will  be  found  that,  where  the  department  is 
small,  a  good  plan  is  to  place  in  absolute  charge  a  roung 
man.  who  will  centre  his  interest  in  the  display  and  ad- 

vertising of  his  line.  Such  a  man  can  do  wonders  for  his 
section  by  talking  it  up  among  his  associates,  by  personal 
invitation  to  friends  to  inspect  the  line  and  by  working  up 
special  furnishings  display  in  which  hats  are  featured. 

John  Lowe,  the  newly  appointed  manager  of  the  ]\Iont- 
real  Cotton  Co.,  at  Yalleytield,  entered  the  service  of 
the  IMontreal  Cotton  Co.  during  the  year  1876.  in  the 

spinning  department,  and  has  since  advanced  through 
various  departments,  eventually  succeeding  the  late  D. 

F.  Smith  as  secretary-treasurer,  which  position  he  will 
continue  to  hold.  Mr.  Lowe  has  been  acting  manager 
I'll)'  tlie  past  year. 
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When  the  Mercury  is  Down  Below ! 
The  old-style  unsightly  ear  cap  has  been  superseded  and 
the  problem  of  keeping  the  ears  warm  in  the  coldest  weather 
solved  by  the  introduction  of 

Punchard's  Elastic  Cap  Band (PATENTED) 

The  neatest,  most  serviceable  Winter  Cap  Device.  It  conforms  easily 
to  any  shaped  head,  and  YOU  CAN  HEAR  THROUGH  IT! 
Is  very  warm  and  windproof,  and  when  not  in  use  fits  inside  the  cap 
like  a  sweatband.  Beware  of  Imitations!  This  is  the  original  and 
protected  band.  A  line  that  absolutely  SELLS  AT  SIGHT! 

We  put  this  Brand  into  all  styles  of  Caps 

Be  sure  and  order  a  good  supply  for  next  winter's  trade. 

C.  C.  Punchard  and  Company 
130  Wellington  Street  West TORONTO 

-.33 

Please  mention  The  Revtetv  to   Advertisers  and  Their  Tra'ceiers, 
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SPRING!     The  heaviest  demand 
of  the  year  for  NEW  COLLARS 

COLLARS 
The  Collar  with  the  Tie -and -Time -and -Temper -Saving  Shield. 

Now,  Mr.  Dealer,  is  your  chance  of  the  year  to  offer  the  men  for  whose  custom  you 
are  competing  the  one  collar  that  will  make  them  your  friends  for  life — the  one  collar 
that  will  give  you  a  new  advantage  for  making  the  collar  sales — put  in  a  line  of 
SLIDEWELL  COLLARS. 

Men  are  taking  to  the    "  Slidewell "    like   needles   to   a   magnet   wherever   they   are 
sold,    because    the    little    Slidewell    Shield   that   covers   the  back  button 

lets    the    tie    slide  easily  back    and    forth  —  and  it's   the  only  collar   device 
that  will.     Retail  20  cents;  3  for  50  cents. 

Put  them  in  and  watch  them  sell — Your  jobber  can  supply  you  at 
once   with   Slidewells — a  line   of   the  very  best  collar  styles  going. 

Send  us  your  own  size  and  style  you  like.      Let  us  send  you  a  sample 
Slidewell  collar,  and  judge  its  selling  ability  for  yourself. 

HALL,    HARTWELL    &   CO.        ::  ::        Troy,  New  York 
E.  H.  WALSH  &  CO.,  Canadian  Selling  Agents,  Toronto,  Can. 

Are  you  watching  the  big  SLIDEWELL  Advertising  Campaign  in  the  big  popular  Men's  Publications  ? 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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o^Many  Trips to  the 
Laundry? 

Corliss-Coon 
HAND- MADE Collars 
TELL    THE    STORY    OF 
GOOD  COLLAR  MAKING 

You  can  attract  and  hold  trade  with 

Corliss-Coon  Collars 
"FIELD  CLUB" 

WRITE  FOR  CATALOG  AND    SECURE  AGENCY  NOW  three  heights:     no.  1-2  in.    Nc.  2-2'A  Ux.    No.  J-2M  in. 

Corliss,  Coon  &  Co.,  Troy,  N.Y. 
Canadian  Representativej :     CANADIAN     IMPORTING    COMPANY,    Birks    Building,    MONTREAL 

THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 

Showerproof  purposes. 

/^eg?TraoeMark\ 

PROOFED  BY 

Fac-simile  of  Stamp. 

THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Showerproof  pro- 

perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 

The    * 

\: 

M 
(Copyright) 

DUST-PROOF 
as  well  as 

Showerproof 

Co., 

Limited 

Proofers  to  the  Trade,  BRADFORD.  YKS. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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What  kind 

of 
SUSPENDERS 

are 

your  customers 
asking  for? 

ALL-FABRIC"  Suspenders,  of 
course  because  the  "ALL- 
FABRIC"  Suspenders  have  all 
of  leather's  virtues  without 
leather's  faults. 

ALL-FABRIC"  Suspenders  are 
made  in  Canada — and  that  means 
the  best  made  anywhere. 

"ALL-FABRIC" 

"Chester  Suspenders 
» 

The  "Stretch"  is  in  the  BACK— where  it  is  needed— thus  there  is  no  strain  on 

the  edges  of  the  buttonholes.  Patent  fabric  ends,  chemically  toughened  w^ear 
points  and  solid  woven,  inserted  back  buttonholes,  make  the  "U.S.A."  Chester 
Suspenders  practically  wearproof.  Our  patented  Non-Slipping  Prong  keeps  the 
buckle  near  the  buttons  instead  of  on  the  shoulders. 

We  are  telling  our  customers  about  the  "ALL-FABRIC"  Chester  Suspenders  in 
our  newspaper  advertising.  These  talks  are  selling  the  "Chester"  for  other 
dealers— why  not  for  you  ? 

Send  for  sample  dozens— Semi-Elastic  model,  $4.25  ;  All-Elastic  model,  $4.50— and 

get  the  advantage  of  the   "Chester"  advertising. 

Made  by The  James  Hall  Co. 
Brockville,  Ont. 

Full  stock  carried  at  our  Winnipeg  Warehouse,  293  Market  Street 

Please  mention  The  Revieiv  to     Advertisers  and   Their  Travelers. 
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Your  Business  will  be  Booming 
if  you  have  had  the  foresight  to  bring  your  Under- 

wear Department  right  up-to-date  by  stocking  with 

UNDERWEAR 

There's  better  business  and  more   of  it  for  every  ''Peerless'*  seller! 
SELLING   REPRESENTATIVES 

ONTARIO 
C.  &  A.  G.  CUrke,  Empire  Baildingr 

Wellingrtoo  St.  W.,  Toronto 

QUEBEC 

BRITISH  COLUMBIA 
Geo.  A.  Campbell,  P.O.  Box  1026 

Vancouver,  B.C. 

MARITIME  PROVINCES 
Gonldiogr  &  Co.,  30  Wellingrton  St.  Ea>t         G.  A.  WoodiU,  20  aid  21  Roy  Bldg. 

Toronto  Halifax,  N.S. 

MANITOBA  and  the  NORTH  WEST 
Western  Fabric  Co.,  63  Albert  St. 

Winnipeg 

The  Peerless  Underwear  Co 
HAMILTON CANADA 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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GOOD  COAT  LINIMGS 
ARE    ESSENTIAL 

if  you  wish  to  please  your  customers. 

The  BEST  Linings 

whether  Alpacas,  Mohairs,  or  Italian  Cloths, 

bear  the 

KIRK 
stamps,  as  below 

THERE  ARE  TWO  FINISHES  WITH   THIS 
NAME  AS  A  GUARANTEE 
OF     EXCELLENCE     IN 

BRILLIANCY.  PERMANENCY  and  STRENGTH 

(1)    The  Original 

Termanent  Finish/ 

(2)  '  Velper ' {Reg.) 

The  Velvety  Permanent  Finish  for 

those    who    prefer  a    soft    handle. 

P-R-O-F-I-T 

S 
(Copyright) 

PATTERyS   SHOWING    EITHER 

FINISH  can   be  had  on  application  to 

THE  BR4DrORD  DYERS' 
ASSOCIATION,  LTD. 

39  WELL  STREET,  BRADFORD, 
ENGLAND 

Presto  Collars 

Spell  Profit 
for  you  because  they  make  sales — and  the)- 
make  sales  because  they  give  the  wearer  an 
overcoat  or  raincoat  with  a  double  purpose. 
They  make  a  man  ready  for  rain,  shine, 
storm  or  cold  in  an  instant,  and  with  the 

greatest  of  ease. 
P-R-O-F-I-T 

The  Presto  is  tivo  collars  in  one  piece — 
graceful,  smooth  and  close-fitting  when 
turned  down,  making  the  coat  look  the  same 
as  any  other  overcoat  or  raincoat,  with  every 

essential  of  style.  Turned  up,  it  changes  in- 
to the  military  pattern  that  gives  protection 

to  the  wearer,  against  weather  punishment, 
right  up  to  his  chin. 

P-R-O-F-I-T 
Your  customer  will  certainly  want  the 
snappy,  useful  Presto  Collar  Coat  the  very 
minute  he  sees  it. 

P-R-O-F-I-T 

If  yon  see  it,  you  will  certainly  have  it  in 
your  stock  to  sho7u  him.  It  is  only  a  matter 
of  knowing  just  how  good  it  is.  When  you 

do  see  it,  you'll  /?;;07*.'  why  Presto  Collars 
spell  profit  for  you. 

P-R-O-F-I-T 

For  a  request  on  a  postal,  we'll  send  you  a list  of  Canadian  manufacturers  of  national 

reputation  who  are  putting  Presto  Collars 
on  their  overcoats  and  raincoats.  Any  of 
them  will  be  glad  to  put  a  Presto  Collar 

Coat  in  your  hands  for  a  good  critical  ex- 
amination. That  will  do  more  to  convince 

you  than  anything  we  can  say.  We  leave 

it  to  your  judgment.  Write  for  this  list  no-d'. 

P-R-O-F-I-T 

The  Presto  Company 
715  Broadway    -     -    New  York 

Please  tneiitioii   The  Review  to   Advertisers  and   Ihcir  Traz'elcrs. 
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Maritime  Caps  Iron  Duke  Overalls 

The  Maritime  Hat  &  Cap  Co. 
MANUFACTURERS 

TRURO  ;:         ::  N.S. 

The  contented  look  on  the 

faces  of  our  travellers  when  they 

started  out  with  the  samples  for 

Fall  and  Winter,  1910,  would 

do  the  heart  of  any  manufac- 

turer good. 

They  knew  they  had  the 

goods  that  were  bound  to  sell, 

and  with  the  revival  of  good 

times,  it  put  new  life  into  them. 

NATIONAL  BRAND 

GOATS 
THE  POPULAR  PRICE 

COATS    FOR    SPRING 

We  are  showing  New  Materials,  New 

Styles  and  Exceptional  Values  in  Men's 
and   Women's    Separate   Coats,   Waterproofs and   Raincoats. 

Materials  embrace  Priestley's  Gabardeen,   Roseberrv, 
Silk,   Cravenette,   Covert,  etc. 

For  prompt  delivery  and   good  values    try  us    with  a 
sample  order. 
Our  travellers   are   now  out  with  our    full  range.     A 
postal  will  bring  one  to  your  town. 

National  Rubber  Co. 
of  Canada 
Montreal,  Quebec 

SELL 

"Common  Sense"  Garters 
HITCHES  ON  TWO  SIDES 
Ask  Your  Jobber  for  Them 

-A  man  who  once  wears  the 

"Common  Sense"  Garter 
will  never  be  satisfied  with 
anv  other  kind. 

Price  per  doz.,  $2.25 

COMMON  SENSE— Why  ? 
Hitches  on  two  sides. 
Does  not  cord  the  leg. 
Prevents   wrinkling   of   the hose. 

Equalizes  tension. 
Adjustable  to  any  size. 
Wears  longer  than  any  other 
kind. 

If  your  jobber  does  not handle  them,  send  direct 
to  us  and  we  will  send 

them  to  you  express  pre- 

paid. 

COMMON  SENSE  GARTER  CO. 

221  Queen  St.  -  -  Ottawa,  Ont. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Chatham  Business  Expanding. 
Chatham,  January  29. — Important  changes  are  to  take 

place  shortly  in  connection  with  the  dry  goods  firm  of 
C.  Austin  &  Co. 

It  is  announced  that  the  conicern  will  at  an  early  date 

be  converted  into  a  joint  stock  company.  The  company, 

to  be  known  as  C.  Austin  &  Co.,  Limited,  will  be  eapi- 
talized  at  llOOyOOO,  the  stock  being  practically  all  held 

by  Chas.  Austin,  the  present  proprietor,  G.  A.  Gray,  for 

the  past  12  years  manager  of  the  clothing  department,  and 

Robert  Killip,  for  probably  as  long  a  time  head  of  the 

office  staff.  Messrs.  Austin,  Gray  and  Killip  are  named 

in  the  application  for  a  charter  as  the  provisional  direc- 
tors of  the  new  concern. 

Negotiations  'have  been  competed  for  the  purchase  of 

the  building  next  door  to  the  present  premises  and  now 

O'ccupied  'by  Jas.  A.  King's  'hardwaxe  store,  possession  of 
which  Mr.  Austin  expects  to  secure  by  March  15.  The  two 

buildings  will  be  thrown  into  one,  thus  providing  more 

room  for  the  departments  now  crowded  into  the  ground 

Hoor  front  of  the  present  store.  The  smallwares,  dress 

goods  and  staple  departments  have  always  been  much 

handicapped  by  lack  of  room,  and  the  addition  will  enable 

the  business  to  expand  along  these  and  other  lines.  The 

addition  will  give  the  business  a  total  of  upwards  of 

25,500  square  feet  of  floor  space,  practically  twelve  times 

what  was  required  when  Mr.  Austin  first  started  in  busi- 
ness in  those  premises  twelve  years  ago.  At  the  present 

moment  his  business  space  is  nine  times  what  it  was  nine 

years  ago — a  curious  coincidence. 

The  growth  of  the  business  has  been  steady  ever  since 

its  inception.  First  a  store  on  the  opposite  side  of  King 

street  was  used.  A  few  years  afterward  Mr.  Austin 

moved  into  the  ground  floor  of  the  present  premises.  In 

course  of  time  the  floor  above  was  acquired,  and  the  busi- 

ness also  expanded  along  the  Market  Square,  taking  in  two 

smaller  stores  fronting  upon  that  thoroug'hfare.  The 

present  extension  westward  is  only  the  latest  of  a  great 

many  expansions.  Besides  what  are  regularly  considered 

dry  goods  lines,  the  business  includes  a  large  furniture 

department,  and  a  ehina  department. 

A  novel  idea  adopted  by  the  Austin  firm  on  Christmas 

Eve  was  the  publication  of  Christmas  greetings  to  the 

public  from  every  employee  of  the  firm.  The  name  of 

each  employee  was  given,  and  the  list,  filling  the  usual 

half  page  advertising  space,  comprised  seventy-five  names 

—a  payroll  larger  than  that  of  the  average  factory.  This 

Chnistmas  innovation  was  one  which  attracted  much 
attention. 

THE 

Meeting  Mail  Order  Competition. 
Staff  Correspondence. 

Winnipeg,  Feb.  28.— Winnipeg  retailers  are  year  by 

year  becoming  accustomed  to  the  severe  competition  oi; 
the  two  mail-order  houses  of  the  city.  They  are  all 

managing  to  well  survive  the  shock  of  four  years  ago 

when  the  big  Eaton  store  was  opened  to  the  public.  The 

general  growth  of  the  city  and  the  ability  of  the  smaller 
retailer  to  give  better  satisfaction  in  both  service  and 
quality  of  goods  has  tended  to  maintain  the  general 

good  of  the  retail  dry  goods  and  men's  furnishing  busi- 
ness and  establish  it  on  a  better  basis  than  that  of 

former  years. 

There  are  some  tactics  in  operation  in  the  depart- 
ment stores  which  many  of  the  local  retailers  have 

adopted  and  in  this  way  they  are  more  able  to  ade- 
quately compete  with  them.  Credit  is  a  thing  of  the 

past  and  a  cash  business  toward  which  the  merchants  in 
past  years  looked  eagerly,  has  contributed  much  to  the 
stability   of  the  average    retail     business. 

teacm 
SHIRT 

will  give  the  best  results  both 

in  profit  and  satisfaction  be- 
cause it  is  honestly  made  of 

best  materials. 

Each  shirt  is  double-stitched 
throughout  and  perfect  fitting. 

Feature  the  "Deacon"  Shirt this  summer. 

We  guarantee  every  shirt. 

Wrfte  for  details 

The  Deacon  Shirt  Co. 
BELLEVILLE,  ::         ONT. 

Wreyford    &t    Co. 
WHOLESALE  MEN'S  FURNISHERS 

ROMAINE    BUILDING  TORONTO 

Sole  Agents  in  Canada  for  following  manufacturers: 

YOUNG    &    ROCHESTER, 
London  and  Londonderry. 

Shirts,  Neckwear,  Dressing  Gowns, 
Etc. 

TRESS    &    CO.,      London. 

Hats  and  High-Class  Caps. 
Select  Styles. 

CELLULAR  CLOTHING  CO.— "Aer- 
tex "   Underwear,  Etc. 

T.    H.    DOWNING    &    CO.  — Hosiery 
and  Knit  Goods. 

Latest  designs  in  Neckwear  for  Easter  in  stock. 

Our  travellers  start  with  complete  ranges 
of  above  lines  and  our 

Specialties  in  Sweater  Goats 
on  March  ist.      If  not  called  on,  write"  us. 
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CANADIAN-MADE 

Linoleums 

Floor  Oil  Cloths 

Table  Oil  Cloths 
DESIGNS 

QUALITY        To    Suit    Canadian  Trade 
PRICES 

Hmtdled  by  all  the  Wholesale  Dry  Goods  Trade. 

We  also  manufacture 

Prepared  Decorative  Burlaps 
the  modern  wall  covering. 

ECONOMICAL  SANITARY  DURABLE 

Write  for  samples   and  prices  of  this  line. 

IVIeinij-fac'turecl    k>y 

TKe  Dominion  Oil  ClotH  Co.,  Limited 
Montreal 

Please  mention  The  Reznezu  to  Advertisers  and  Their  Travelers. 



Furnishings  and  Decorations  for  the  Home 
Importance  of  Technical  Knowledge  to  the  Salesman  —  Helpful  in 
Displaying  and  Suggesting  —  Advances  in  Carpets,  Table  Oilcloths 
and     Curtains     Due     to     Increases     in     Prices     of     Raw     Materials. 

S-rT- 

■\  wnEi«swj"j«a«;:^ 

lUphulstery,  Curtain  and  Wall   Paper  Department,   Bonewitz  store,  Van  Wert,  Ohio. 

THK  salesuiaii  who  has  some  technical  kiiowlediie 

as  to  the  processes  which  enter  into  the  manufac- 

ture of  tile  fabrics,  or  yoods,  wliich  he  is  selling- 

in  the  liousefurnishiiiu'.  has  a  distinct  advantag'e 
over  the  one  who  has  not.  The  customer  may  know  that  she 

is  not  sure  w  hat  she  wants  or  what  she  is  talking'  about,  and 

tlierefoi'e  api)reciates  it  all  the  more  when  the  sale.sman  who 
waits  upon  her  has  sutHcient  definite  knowledge  to  set 

her  right  and  make  suggestions  along  those  lines,  which 

embody  her  idea.  One  of  the  first  essentials  on  the  pari  of 

the  salesman  is  to  know  how  to  display  housefurnishing 

fabrics  effectively. 

Refinement  and  Privacy. 

"Opinions  differ  greatly  in  detail."  writes  J.  H.  B. 

Webster,  of  the  W.  A.  Murray  Co.,  Tcn-onto,  "as  to  the 

correct  setting-  for  displaying  of  housefurnishing  fabrics. 
In.  the  main,  however,  all  are  agreed  that  refined  sur- 

roundings are  absolutely  imperative  to  successful  sales- 
manship. Moreover,  the  environments  must  be  such  as 

to  obtain  a  degree  of  privacy,  in  order  that  the  cus- 

tomer's attention  may  be  absolutely  centred  upon  her 
requirements. 

"Upon  the  correct  assembling  and  display  depends  the 
success,  or  otherwise,  of  the  reputation  of  the  store  and 
incidently,  the  salesman. 

Studying  the  Customer's  Foibles. 
"Madame  enters,  full  of  enthusiasm,  in  regard  to  the 

architectural  beauties  of  her  new  home.  Woe  to  the 

salesman  who  does  not  immediately  become  infected  with 

milady's  enthusiasm.  She  informs  ihim  that  the  draw- 

ing room's  disposition  is  'so  and  so';  the  library  is  'so 

on";    the    dining   room    has    'this   or    that'   particular   fea- 
liire;  and  thus,  through  the  whole  gamut  of  rooms. 

"If  our  friend  is  observant,  he  will  already  have 

Icarneil  by  the  lady's  discourse,  many  of  her  personal 
foibles  and  likes,  in  (he  nialter  of  furnishing,  and  can 

proceed  to   tlisj)lay  accordingly. 

Show  Appreciable  Fabrics. 

"Generic  names,  or  t(rins  for  the  hangings,  may  have 

no  infei-esf  for  her.  but  knowing  that  certain  rooms  have 
been  imbued  with  characteristics  architectural  and  miiral 

features,  tlie  tnu'  expoiu  nf  of  the  drapery  art  will  only 
show  those  fabrics  applicable  to  the  rooms  in  question. 

The  client  may  he  most  i)aiticularly  interested  in  a  rich 
satin  brocade.  Would  not  the  interest  be  tenfold  for  her 

to  know  that  satin  o})tained  its  origin  from  the  ('ity  of 
Saylown.  in  China,  centuries  ago,  and  that  it  was  this 

beautiful  bright  cloth  that  led  the  people  of  Damascus 

many  years  later  to  adopt  exactly  the  same  weave,  and 

aiiply  it  to  wool  textures,  from  whence  we  derive  the 

term  'Damask.' 
Must  not  Simply  Know  Values. 

"'IMic  man  who  would  be  a  factor  in  his  business  iiuisf 
iiol  remain  content  to  simply  know  values.  He  must 

'study  up,'  and  be  in  a  position  to  know  the  'why  and 

wherefore'  of  -every  cloth,  its  origin,  the  component  parts 
of  warp  and  weft,  the  period  from  which  the  design  or 

print  was  evolved. 

"His  knowledge  is  bound,  in  ordinary  conversation 
with  his  client,  to  invest  him  with  respect  for  his  powers 

of  serving  her  to  the  best  advantage. 
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Don't  Conclude 
that  all  wall  paper  is 

about  the  same  value, 

price  for  price,  no  matter 
who  makes  it.  If  you 
have  bought 

WALLPAPER 
you  cannot  think  that.  We 

have  the  never-ceasing  desire 
and  determination  to  give  the 

greatest  wall  paper  vakie  in 

Canada,  and  we  are  doing  it. 

Years  ago  we  were  building 

for  to-day  and  to-day  we  are 
building  for  years  to  come. 

We  prove  to  every  custom- 
er that  it  is  to  his  advantage 

to  place  his  order  with  us. 

When  you  look  over  the  mag- 
nificent new  line  of  Staunton 

Wall  Papers  you  will  realize 

the  superior  values  we  are 

giving. 

Don't  take  our  word  for  it. 

Simply  ask  us  to  place  the 

new  goods  before  you.  Write 

us  to-day. 

Stauntons  Limited, 
Wall  Paper  Manufacturers 

941  Yonge  St.  TORONTO 

Value  of  Technical   Knowledge. 

"Furthermore,  many  pieces  of  cloth  are  apt  to  be 
'stickers'  in  a  department,  and  this  would  not  be  to  the 
same  extent  as  at  present,  if  technical  knowledge  were 
more  universal. 

"Another  great  feature  for  good,  is  to  know  the  rela- 
tion of  one  color  to  another.  Some  people  must  have 

everything  'to  match';  that  is  to  say,  the  one  tone  must 
be  exclusively  used,  and  then  after  a  short  time  they 
marvel  why  they  are  ill  at  ease  in  such  a  room. 

•'Color  is  to  the  eye,  as  music  is  to  the  ear.  Too  much 
unison  is  very  tiring,  but  harmonise,  and  all  the  senses  of 
hearing  are  lulled  into  repose. 

"So  it  is  with  color ;  and  sylvan  nature,  whether  in 
her  Spring  or  Autumn  apparel,  is  an  infallable  guide  to 
the  true  artist. 

Use  of  Furniture  for  Draping. 

"Careful  attention  must  be  given  to  the  assembling 
of  draperies,  and  it  is  always  well  to  have  an  appropriate 
piece  of  furniture  convenient,  as  an  aid  to  the  display. 

"Invariable  courtesy,  combined  with  manliness  of  ap- 
pioach  ai'e  indispensable.  Keep  to  facts  only.  Conscien- 

tiousness of  purpose  is  always  commendable,  whereas  sub- 

Tudor  issemblage,  illustrating  use  of  furniture  in 
displaying  housefurnishing   fabrics. 

terfuge    and  wrongful  descriptions  are  simply  the  resort 
of  the  ignorant. 

Carpet  Prices  Advance. 
The  announcement  of  an  increase  of  from  two  to  five 

per  cent,  on  all  kinds  of  carpets  is  nothing  more  than 

was  expected,  considering  the  steady  advances  in  mater- 
ials entering  into  manufacture.  The  increase  applies  to 

sorting  goods  and  to  orders  for  next  Fall,  and  merely 
represents  a  return  to  the  levels  of  eight  or  ten  months 
ago,  when  there  was  a  slight  break  in  the  English  market 
as  a  result  of  the  keenest  kind  of  competition,  attended 

upon  indications  of  reviving  business.  Buyers  have  been 
making  trips  to  the  Old  Country  during  the  past  month, 
and  they  point  out  that  the  improvement  in  trade  over 
one  year  ago  is  strikingly  evident,  and  that  prices  are 
on  the  upward  trend. 

As  to  the  result  of  the  removal  of  the  German  surtax 

upon  the  cai-pet  trade,  buyers  point  out  that  German 
manufacturers  Avill  undoubtedly  make  a  strong  bid  for  a 
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This  is  not  an  idle  boast — it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"   nature.     Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace      Curtains,      Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and    Hardware. 

Many   of  the   above   are   from   our   own   looms. 

Write  fo)'  our  Cataloirs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 

Geo.  H.  Hees  &  Son  Co.,  Limited 
Cor.  Peter  and  RecoUet  Sts., 

MONTREAL 32  Bay  St.,  TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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^TRADEi A  MARK, 

^      A     CENTURY     ^   c/ 
ED 

This  is  tlie  Age  of  Specialists ! 
;  And    we   have   made    the    manufacture   of 
QUILTS  and  BEDSPREADS  our  Specialty 

If  you  are  wanting  quilts  of  any  kind,  make  a  point  of  seeing  our 
samples  before  purchasing;  we  make  for  every  class  of  trade.  Here  are 
some  leading  lines: — 

ALHAMBRA 

% 

^^OA 

%. 

m 

.^«
\^ 

# 

TAPESTRY 

Quilts 

^^
^ 

GRECIAN 

#
^
 x^^^^

 .%^^ 

V^' 
^^
^^
 

*fe. 

'roe;,- 

Sett 
Ho. 

^^/. 

%^ 

Why  not  look  up  the  owners  oi  Hotels  and  Rooming  Houses,  and 

Principals  of  Institutions  in  your  locality,  and  find  out  their  "quilt"' 
requirements  ?  We  make  special  quilts  to  order  with  exclusive  devices 
and  lettered  centres.  You  can  handle  this  business  profitably.  Ask 
your  wholesaler  for  details. 

Canadian  Agent^  R.  H.  COSBIE,  Toronto. 

JoN^  De;irden  h  C^E^ 
ll/l5,BR¥oE^5^irLAa  MtINCHESTER^. 

^A)^\\^»»u^^^-MMrf^^^/ 

i'lease  mention   The  Review  to    .Idrertisers  and  'I  heir  Travelers. 
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o-i-eater  share  of  Canadian   trade  in  behalf  of  their  dis- 
tinctive lines. 

Increases  in  Table  Oilcloths. 

The  advance  of  about  20  per  cent,  in  the  price  of 

linseed  oil  during  the  past  season  is  now  making  its  ap- 
pearance in  prices  of  table  oilcloths.  Wholesalers  are 

now  quoting  ten  cents  advance  on  pieces  which  were  form- 

erly marketed  at  $2.10,  $2.20,  $3  and  $3.20.  There  are 
no  changes  in  floor  oilcloths  or  linoleum  prices.  All  of 
these  lines  are  benefiting  from  the  impftus  of  the  Spring 

season.  '        | ♦ ̂ 

•I- 
Draperies  and  Curtains. 

All  cotton  fabrics  used  for  draperies  or  curtains  have 

advanced,  the  explanation  being,  of  course,  tlie  strong  up- 
ward tendency  of  raw  materials.  Wholesalers  point  out 

that  despite  these  advances,  there  has  been  a  strong  en- 
quiry for  the  new  designs  in  laces  and  in  the  various 

curtain  cloths,  which  are  having  strong  vogue  in  the 

modern  house.  The  growing  tendency  to  group  all  con- 
stitutes of  housefurnishings  into  one  department  is  hav- 

ing a  good  effect  upon  trade. 

Better  Grades  in  Wall  Papers. 

Wall  paper  manufact  urri-s  :;rc  looking  forward  to  an 
excellent  season,  as  the  result  of  the  strengthening  in- 

clination on  the  part  of  dealers  to  handle  the  higher- 
priced  lines.  One  of  the  very  effective  selling  ideas  which 
have  been  advanced  in  connection  witii  tlie  new  lines,  is 
one  which  not  only  promotes  the  interests  of  the  very 

high-priced  goods,  but  directs  attention  to  the  better 
grades.  A  merchant  who  shows  a  line  of  samjdes  of  the 
very  superior  papers,  may.  it  is  pointed  out.  the  more 
easily  call  the  attention  of  the  reluctant  customer  to  a 
line  somewhat  lower  in  j)rice,  but  wiiicli.  ordinarily,  she 

might  relinquish  for  the  cheaper  lines.  The  plan  is  one 

which  makes  the  best  grades  sell  those  which  ai'e  still 
somewhat  above  the  average,  and  at  the  sanu'  tinu'  facil- 

itates an  introduction  of  goods  which  might  not  be 
brought  forward.  The  new  lines  shown  are  remarkable 

for  their  soft  sylvan  colorings,  some  of  the  patterns  be- 
ing large  and  bold,  l)ut  not  sacrificing  an  artistic  dainti- 

ness. 

Every  merchant  who  has  obtained  the  upper  hand  of 

the  mail  order  problem  in  his  own  district  has  an  oppor- 
tunity to  take  $100  from  The  Dry  Goods  Review.  See 

page  57. 

Hapwoods,  Ltd.,  Peterboro,  incorporated  with  $40,000 
capital,  to  acquire  the  wholesale  smallwares  and  dry 
goods  business  of  W.  J.  Hapwood.  The  incorporators  are, 
W.  J.  Hapwood,  J.  L.  Hapwood,  J.  A.  Cameron,  H.  N. 
Hapwood  and  T.  F.  Matthews. 

Kent-McClain,  Ltd.,  Toronto,  incorporated  with  $100,- 
000  capital,  to  manufacture  show  cases,  shelves,  benches 

and  other  office,  house  a,nd  shop  fittings.  The  incorporat- 
ors are,  James  G.  Kent,  R.  W.  McClain,  Harry  Chinn 

and  W.  H.  Wise. 

R.  0.  Shorey,  the  pioneer  commercial  traveler  from 
Montreal  to  visit  Winnipeg,  died  in  Montreal  recently. 
He  was  a  clothing  manufacturer  until  his  retirement  five 
years  ago,  and  in  1876  went  from  Montreal  to  Winnipeg 
ill  ((uest  of  orders.  He  was  also  the  first  passenger  with 
a   purchased  ticket  to  travel  on  the  C.P.R. 

KINC'S 

Established  177t 

FAMOUS 
•old  by  leading  Jobbers. 

SCOTCH 
Every  pleoe  perfect. 

HOLLANDS 

Scotch  Hollands,  for  nearly  a 

century  and  a  quarter,  haTC 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 

able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  arc  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN    KINC  &  SON, 
.  GLASGOW,    SC^T!.AND. 

Sol*  Selling  Air«nt : SYDNEY   MOSS, 

Smplr»  Bldg,,  58  Wallington  St.  W. 
TORONTO 

Visiting  Buyers,  ""*" "  london,  e», 
o»,, „,„„,,„  BROOK  BROS. 

RATHBONE  PLACE,  OXFORD  ST.  W. 
Manufacturers  and  Warehousemen  of 

Furnishing  Trimmings,  Borders,  Appliques, 

The  most  comprehensive  and  smartest  range  shown.  Fringes,  SmallwareS 



Spring    Causes    Activity    in    Furniture     Department 
Cleaning  Out  of  Odd  Lines  and  Introduction  of  New  Goods  Claim 

Attention  -  The  Value  of  Demonstration  to  Impress  the  Customer 
—Importance  of  Thoroughly  Organized  Departments-  Period  Effects. 

WITH  the  approach  of  Spring,  the  furniture 
 de- 

partment must  become  the  scene  of  unusual 

activity.  There  is  the  cleaning  out  of  odd 

lines  to  attend  to,  the  introduction  of  new 
goods,  and  in  a  general  way  the  planning  of  specials,  by 
which  to  focus  interest  in  that  section  of  the  store.  The 

dry  goods  merchant  who  cai'ries  a  good  range  of  house- 
furnishings  and  fi  fair  assortment  of  furniture,  some- 

times under-estimates  the  effectiveness  of  that  merchan- 

dising which  admits  of  combined  assembly  of  all  lines 
belouging  to  these  sections.  It  is  much  easier  to  talk 
curtains,  draperies,  carpets  or  furniture  to  a  customer, 

when  the  salesman  finds  it  possible  to  work  in  some  effect, 
which  will  give  the  prospective  purchaser  an  optical  idea 
of  the  appearance  of  the  goods  in  her  home. 

Importance    of  Illustration 
To  a  remarkable  extent  this  idea  is  carried  out  in  the 

very  large  stores.  Materials  are  draped  in  such  a  manner 
as  to  catch  the  eyes  of  the  passers  through ;  here  and 
there,  for  example-,  an  upholstering  cloth  is  draped  over  a 
qhair  or  coach  to  suggest  some  other  treatment  than  that 

in  which  it  has  been  finished,  goods  are  not  piled  indis- 
criminately upon  the  display  tables,  but  pieces  are  neatly 

unrolled  in  order  to  show  the  effect  of  the  pattern.  Where 

opportunity  offers,  furniture  is  worked  in  with  the  dis- 
play, and  the  close  connection  between  the  different  sec- 
tions of  the  department  is  thus  suggested. 

The  Demonstrative  Feature 

There  is  no  doubt  but  that  the  merchant  in  the  small 

town  or  city  can  do  much  to  attract  people  to  his  furn- 
ishing department  by  some  demonstrative  feature.  It 

would  appear  to  be  an  easy  matter,  for  example,  to  have 

the  firm's  upholsterer  move  his  repair  outfit  to  a  re-' 
served  section  of  the  department,  and  there  illustrate 
by  practical  work  the  methods  employed  and  the  goods 

used  in  repairing  a  piece  of  furniture.  In  connection' 
with  this  plan  the  merchant  might  find  it  possible  to 

offer  some  inducement  in  tlje  cost  of  repairing,  if  up- 
holstry  goods  are  j^urehased  at  the  store.  To  carry 

out  such  a  plan  effectively  the  furniture  and  housefurn- 
ishing  department  must  be  thoroughly  organized,  so  that 
the  advertising  may  be  conducted  on  a  definite  basis  and 
all  possibility  of  any  part  of  the  feature  falling  down 

be  precluded.  If  he  is  handicapped  in  any  way,  the  mer- 
chant may  find  that  the  exclusive  furniture  is  willing  to 

co-operate  with  him  on  a  workable  basis,  and  that  both 
will  therefore  secure  an  amount  of  business  which  might 

otherwise  have  come  only  in  fits  and  starts. 

Some  of  the  very  large  stores  have  recently  been  giv- 
ing their  customers  an  insight  into  the  process  of  making 

cai-pets  and  furniture.  One  house  had  demonstrations  of 
machine  and  hand  weaving,  the  sewing  of  piece  carpets 
and  the  construction  of  reed  chairs.  These  features 

proved  good  drawing  cards  in  connection  with  clearance 
sales. 

Features  of    the  Demand 

In  Ibf  new  lines,  whicli  are  being  continually  introduc- 
ed, there  is  still  a  strong  showing  of  the  mission  and 

early  English  type  of  furniture  construction,  and  leather 

upholstery  is  still  a  ])roniinont  feature.    The  more  delicate 

colonial  effects  are,  however,  coming  rapidly  to  the  front 

and  period  goods  are  also  well  in  evidence.  Manufactur- 
ers state  that  there  is  strong  enquiry  for  matched  pieces 

in  destinctive  period  styles,  and  that  the  higher  prices 

which  these  lines  call  for  are  proving  no  serious  detri- ment. 

Brass  goods  of  all  kinds  have  had  a  good  demand,  not 

only  does  this  apply  to  brass  bedsteads,  but  to  equip- 
ments for  the  hearth,  fancy  vases,  jardineres,  and  so  on. 

In  brass  and  iron  bedsteads  there  is  an  exceptionally  wide 

range  of  patterns — a  range  which  suggests  the  very 
great  diversity  of  taste,  which  has  to  be  satisfied  by  the 

furniture  dealer  to-day.  In  brass,  the  tubing  runs  from 
ihe  very  ornate  small,  square  style  to  the  more  mas.sive 
circular  or  combination  types,  and  the  demand  is  well  dis- 

tributed throughout  the  line. 

Time  to  Push    Accessories 

In  connection  with  the  furniture  department  the  mer- 
chant may  find  it  profitable,  at  this  time  of  year  to  make 

a  special  display  of  house-cleaning  accessories — curtain 
stretchers,  carpet  sweepers,  and  cleaners,  and  other  equip- 

ment, which  the  houseeleaner  finds  particular  use  for 
with  the  arrival  of  Spring. 

A  merchant  who  makes  a  feature  of  a  ''Good-tools- 

light-work"  sale,  states  that  a  good  assortment  of  ac- 
cessories can  be  made  the  subject  of  an  interesting  talk 

in  the  newspaper  advertising  and  that  it  never  fails  to 
interest  people  in  the  department. 

Black  Wall  Paper. 
A  London  firm  of  upholsterers  has  introduced  a 

novelty  in  furnishing'  which  is  said  to  be  meeting  with 
the  warmest  approval  of  women  of  fair  complexion.  It 
is  a  black  ground  wall  paper.  The  effect  is  described  by 
one  of  the  firm  in  question  as  astonishingly  striking  and 
beautiful. 

"The  black  groimd  of  the  paper,"  said  this  authority, 
"is  relieved  with  Chinese  flowers  in  lizard  green  and  a 
very  beautiful  blue,  with  spray  of  a  dull  rose  pink.  The 
black  ground  offers,  as  may  be  imagined,  a  perfect  foil 
for  fair  complexions. 

"The  artistic  'value'  of  the  flesh  tone  is  greatly  en- 
hanced by  the  contrast,  and,  although  I  should  never 

recommend  the  black  paper  for  living  rooms  in  London, 
where  wc  want  all  the  reflected  light  we  can  get,  I  think 
that  for  reception  rooms  the  new  paper  will  be  greatly 

admired,  although  it  is  too  expensive  to  be  popular." 

Considerably  over  one-quarter  of  tlie  employes  of  the 

Stanley  Mills  Co..  Hamilton,  are  now  s'liareliolders  in  the 
concern.  Tlie  ro-operative  system  whereby  employes  may 

become  financially  interested  is  being  received  with  in- 
creased interest.  During  the  coming  year  a  plan  will 

be  worked  out  whereby  a  number  of  the  preferred  share- 
holders will  be  admitted  to  the  directorate  of  the  com- 

pany. In  his  annual  report,  Stanley  Mills,  the  president. 
stated  that  the  actual  business  of  the  company  since  they 

moved  into  their  present  building  was  in  excess  of  three 
and  one-'half  millions. 



Discounts    as    Applied  to  Credit  and  Cash    Business 

Customers  do  Not  Always  Appreciate  the  Fact  that  Merchant's  Net 
Price  is  Lower  than  that  of  Mail  Order  House  —  The  Advisability  of 
Re-organizing    the  Business  on  a  Cash  Basis— Put  the  Matter  Plainly. 

(By  Howard  R.  Wellington.) 

AN  enquiry  from  a  large  dry  goods  firm  is  just  to 
hand,  dealing  with  this  matter  of  cash  discount 
allowed  to  the  consumer  for  payment  either  over 
the  counter  or  within  thirty  days  from  date  of 

purchase.    In  the  business  referred  to  the  following  terms 
are  allowed : 

1 .  5  per  cent,   over   the  counter. 
2.  5  per  cent,   within  thirty  days. 
3.  Credits  from  three  to  six  months  without  interest. 

4.  Credits  from  six  months  and  over,  with  interest. 
As  an  illustration  of  the  keen  competition  with  mail 

order  houses,  we  quote  the  following: 
A  regular  article  is  marked  in  the  store  at  $10,  our 

cash  price  on  this  article,  figuring  on  a  basis  of  5  per 
cent,  discount,  would  be  $9.50.  The  catalogue  or  mail 
order  house  advertises  the  same  article  at  $9.75,  and  the 
general  public  immediately  size  up  the  situation  by  de- 

ciding that  the  retailer's  price  is  higher,  overlooking  the 
discount  of  five  per  cent.,  which  reduces  the  price  actually 
lower  than  the  mail  order  house. 

The  question  is — ^Would  it  pay  the  retail  store  to  do 
away  with  the  cash  discount  and  show  everything  at 
"net"  prices  ? 

The  General  Effect  in  Wholesale  Trade. 

Before  we  discuss  the  retailer's  point  of  view,  let  us 
glance  for  a  few  moments  at  the  terms  between  jobber  or 
manufacturer  and  the  retailer.  Every  merchant  knows 
that  there  has  been  a  strong  tendency  during  the  last  few 
years  to  reduce  ampunt  of  cash  discount  allowed,  in  some 
instances,  from  a  5  per  cent,  to  two  per  cent,  or  even  to 
one  per  cent.  An  up-to-date  retailer  realizes  that  the 
reason  for  this  course  is  that  prices  are  cut  down  to  the 
closest  possible  figure  and,  therefore,  the  wholesaler  can- 

not allow  another  discount  for  cash  payments.  Even 
when  we  purchase  from  the  wholesaler  at  "net  terms." 
we  are  impressed  with  the  fact  that  these  prices  must  be 
figured  down  close,  as  it  is  impossible  to  allow  even  a 
small  cash  discount.  So  far  as  collections  are  concerned, 
the  reduction  in  cash  discount  has  certainly  made  some 
difference,  as,  if  a  merchant  finds  that  he  cannot  earn  a 
cash  discount  for  prompt  payment,  he  is  not  so  keen  to 
pay  his  account  strictly  within  the  terms. 

Or  if  the  cash  discount  is  so  small,  such  as  one  per 
cent.,  or  even  two  per  cent.,  he  may  prefer  to  take  time 
on  the  account.  On  the  whole,  however,  it  does  not  make 
any  material  difference,  if  credits  are  extended  carefully 
and  collections  watched,  as  well. 

A  Retail  Cash  Trade. 

If  it  IS  at  all  possible  to  reorganize  the  business  on  an 
entirely  cash  basis,  we  believe  this  is  the  ideal  way  to 
overcome  all  such  difficulties,  and  in  such  a  case  we  would 
not  allow  any  cash  diseounts,  but  figure  all  prices  on  a  net 
basis,  and  advertise  the  fact  strongly. 

This  may  be  more  readily  accomplished  in  some  dis- 
tricts than  in  others,  although-  a  number  of  retailers  in  all 

parts  of  the  country  have  tried  the  experiment  success- 
fully, and  have  gained,  rather  than  lost  business  by adopting  this  plan. 

Why  Some  Merchants  do  Not  Adopt  Cash. 
Of  course,  local  conditions  and  conservative  customers 

who  have  been  accustomed  to  the  credit  business  for 

years,  may  force  a  merchant  much  against  his  will  to 
continue  the  credit  business,  in  order  to  hold  his  trade 
and  successfully  compete  with  the  extensive  mail  order 
house  trade,  which  is  causing  such  havoc  amongst  some 
of  our  retail  stores. 

Every  effort  must  be  exerted  to  keep  the  trade  locally, 
but  we  believe  if  the  consumer  has  absolute  confidence  in 

his  retailer,  any  change  of  this  nature  would  not  cause 
serious  results. 

Delivery  of  Goods. 

In  comparing  prices  the  matter  of  delivery  should 
be  taK<  i[  into  account,  but  the  consumer  is  not  so  liable 

(o  consider  matters  of  this  kind,  as  is  the  retail  store- 
keeper. As  a  rule  with  the  average  mail  order  house,  de- 

livery will  be  made  free  upon  purchase  of  a  certain 
amount,  and  several  will  band  together,  bulk  their  orders, 
and  have  one  shipment  made,  thus  saving  the  carriage. 

Cash  Discount  on  Small  Articles. 

In  making  a  general  practice  of  allowing  five  per 
cent,  for  cost  it  is  very  difficult  to  figure  the  actual  amount 

on  a  small  purchase,  and,  not  only  this,  but  it  necessitates 
considerable  time  on  the  part  of  the  clerks,  which  should 
be  all  taken  into  account. 

We  believe,  if  it  is  necessary  to  allow  a  rebate  for 
cash  discount  another  plan  could  be  adopted  which  might 

have  the  desired  effect  on  collection: — Allow  5  per  cent, 
for  cash  payments  over  the  counter.  Allow  3  per  cent, 
for  cash  payment  within  thirty  days.  Credit  three  months 
net,  or  interest  charged  on  overdue  account. 

If  the  consumer  is  at  all  shrewd,  he  will  prefer  to  get 
the  5  per  cent,  and  will  pay  cash. 

Usual  Net  Terms. 

So  far  as  we  know  there  are  very  few  merchants  in  ■ 

the  retail  trade  allowing  cash  discounts  to-day,  although 
a  large  number  are  extending  credits.  The  larger  stores, 

which  as  a  rule  made  a  practice  of  allowing  a  cash  dis- 
count for  prompt  payment,  have  gradually  abandoned  the 

plan  entirely,  and  have  not  suffered  apparently  either 
in  the  loss  of  trade  or  in  the  promptness  of  collection. 

We  would  therefore  suggest  that  an  effort  be  made  in 
the  case  we  have  before  us  to  do  away  entirely  with  cash 
discount,  figuring  every  line  on  a  definite  basis  for  net cash. 

No  doubt  a  few  objections  will  be  raised  by  keen  buy- 
ers, but  we  do  not  think  the  consumer  would  take  this 

matter  so  seriously  as  the  retail  dealer,  whose  cash  dis- 

counts amount  to  quite  a  large  sum  in  the  year's  busi- ness. 

If  the  matter  were  placed  strongly  and  intelligently  be- 
fore the  buyer,  pointing  out  to  him  that  you  desired  all 

prices  to  be  uniform,  and  were  figuring  same  as  close  as 
possible  on  a  net  cash  basis,  giving  him  the  benefit  of 
best  prices  available,  we  believe  it  would  appeal  strongly 

to  the  average  customer,  and  he  would  not  think  of  shift- 
ing his  business  on  account  of  the  change  proposed. 
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HAVE  YOU  SEEN  OUR  TURBAN  FRAME 
TO  RETAIL  AT  TEN  CENTS  ? 
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STREHL'S  HAIR  GOODS 
are  recognized  as  the  standani  of  ciuality.  If  you  want  to  make  a  trial  of  thisline, 
all  that  you  will  have  tn  do  is  to  put  in  a  few  samples.  This  will  enable  you  to  show 
the  different  sizei  t"  your  cmtomers,  and  if  an  ord'  r  is  taken  by  you  send  same 
to  us  with  sanii'le  of  hai'.  the  exact  color,  and  we  will  forward  goods  by  mail  or 
express.    We  will  cheerfully  lake  back  goods  if  not  satisfactory.     You  run  no  risk. 

A  "SPECIAL"  SWITCH 
A  good  seller  and  a  money  maker,  made  of  second 
quality  WAVY  hair  in  good  assorted  colors. 

No. 
Weight Length Each Dozen 

.=)()(l 

2    oz. 24  inch 

S2.25 

S24.00 
4.i() 

2    oz. 22  inch 175 
18  00 

425 2    oz. 20  inch 
1.50 

15.00 

400 

U  oz. 

18  inch 1.15 12.00 

STRICTLY  FIRST  QUALITY 
Assorted  Colors    Short  Stems 

No. 
Weight Length 

Kach 

postpaid 

Dozen 

11 
\\  oz. 

ItJ  inch 
SI,  50 

S  15,00 
11! 2    oz. 

18  inch 
2.or 

21.00 
13 2    oz. 20  inch 2.75 30.00 
14 

2    oz. 22  inch 3.25 
36.00 

i."; 

•A  oz. 

22  inch 4.00 
45.00 16 

2  J  oz. 
24  inch 5.25 60.00 17 

3    oz. 
24  inch 6.25 

72.00 

18 
3    oz. 26  inch 7.75 

90,00 

19 35  oz. 

28  inch 9.00 102  00 
20 4    oz. 30  inch 1100 126,00 

10  Sample  Switches 
$49,75 Less  H  per  t  ent.  for  ea.sli 

- 
3,00 

SECOND  QUALITY  HAIR 
S46,75 Assort* d  Colors- Short  Stem 

No. Weight Length i^acn 
l)Ostpaid 

Dozen 

21 

Hoz. 

16  inch 

*  0..50 
S  ,5.00 

22 

2    oz. 18  inch .65 
7,00 23 2    oz. 

2)  inch .9  J 1900 
24 2    oz. 

22  inc-h i.in 
12,00 

2.5 
2J  oz. 

22  inch 
1.35 

15  00 

2B 
2J  oz. 

24  inch 
1.50 

16.00 
27 3    oz. 24  in,  h 

1.75 
2.1.00 

28 3    oz. 26  inch 
2,40 

27.00 
29 

31  oz. 
26  inch 

3,no 
33  00 

30 4    oz. 28  inch 
3.50 39  00 

1  '  Sample  Switches §15.33 \ Less  6  per  cent,  for  cash   - 
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We  a'c  Headquarter* 
for  Switches 

Wavy  Switches,  Pomriadours. 
C-urls,  Wigs,  etc.,  at  lowest 
prices.  Send  for  Illustrated 
FKEli  List 

THE  CORONET  PUFF     S14  41 
A  group  of  putfs,  made  of  sott  luiiural  curly  hair 
The  latest  style  of  coiffure,  easy  to  arrange  and 
universally  becoming 

Per  set  of  7  putfs,  SI  75  Per  dozen,  $18.' 0 
1  er  set  of  6  puffs,  1.50  Per  dozen,  15.00 
Per  set  of  5  puffs,  125  Per  dozen,  13.50 
Per  set  of  4  puffs,  1.(0  Per  dozen.  11.0 

Shades  of  gray,  blonde,  drab  and  auburn  are 

,_^  ̂ ^»^  ^     more   expensive,  according  to  ihc 
71  ■  T/irirr  #/l  scarcity   of   color.      Any  size  and 
f\,^ilcrJ1l,  t^U  number  of  puffs  made  to  order. lY  ̂ M^^^^M^  ^*"NOTICE-Cut  Hair  made  into 

•witches.  35c  oz. 

Combings  made  into  ewit- 
34  MONROE  ST.,  CHICAGO  ches.  40coz. 

All-over  Real  Hair  Nets,  now 
so  fashionable,  SI  50  per  dozen 

WrlimRSjsehl  Co. 

w ESTERN •  • 

IneorportUd 

1851 

ASSURANCE 
•  COMPANY, 

PiRE 

AND 

MARINE 

Head  Office— TORONTO,  ONT. 

Assets  over  $3,570,000 
Income  tor  1906,  over      3,609,000 

HON.  GEO.  A,  COX,  President, 
W,  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 

British  America  Assurance  Company 
A.  D.  1833 

FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Gen  A.  Cox,  President         W.  R.  Brock,  Vice-President 
Robert  Bickerdike,  M.P.,W.  B.  Meikle,   E.  W   Cox.  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 

Frederic  NIcholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellall,   E.  R.  Wood. 

W,  B.  Meikle,  General  Manager!  P.  H,  SImm,  Secretary 

CAPITAL  $1,400,000.00 

ASSETS   2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION      29.833,820.96 

Please  mention  The  Rcviezv  to   Advertisers  and  Their  Travelers, 



Two    Extremes    and  Happy  Medium  in  Advertising 
One  Ad.  Man  Wants  to  Say  as  Little  as  Possible  with  Big  Type 

-  Another  Finds  Biggest  Space  too  Small  —  Middle  Course  Makes 

Judicious  Use  of  Large  and  Small  Type— The  Ad.  Man's  Monthly  Talk. 

THERE  are  two  great  extremes  in  retail  store  ad-
 

vertising,   and    each    have    many    exemplars.     On 
the    one    hand     there     is     the     ad. -writer     who 

wants  to   use  all   the  72-point   type  in   the  shop, 
say  a,s  little  as  possible  in  the  space  to  be  filled,  and  to 
have  that  little  said  in  the  biggest  possible  type. 

Then  there  is  the  man  who  finds  the  biggest  space  too 

small  to  say  ail  the  things  his  ready  brain  and  industrious 

THE    CAIRNS    COURIER 
lUTiRii  vm  mam 

^tL:;lv«U     SUUmMT 
.;eut  Utti  Btttor 

.   „_-     ■•     - -.,.^       ~i    i_rj;-.r:.-i-:.q|»je  womai't  ■«tt7  Skirt* 

A  Trouer    Sale — Costiflued  . 
-■    $12.00  Wom«'8  Robby  Drew -T".::".^^ 

--rr-"-r'-r-:  '-"•-,      Skiito «t Abont H«ll      i""'  _ 

WoacB't  Wiiats  for  Only  S5c 

A  8rM4  llOB.r  SArtai  1ml  tar 

';.'. ;:  HetBt;    ttattaurant*.    Boardtng    Mo</«a« 

A  STDWHniG  Bne  sALE~r-:=rc:trir-. 

siuUsf  of  Siita  M  W.oo— ;:=;:;',:,s:^- 
A  viai.o»  of « WMk  A<»     brJ3r.:v«^".r 

j.'f.  CAIUIS        li? 

A   "News"  advertisement  by  J.  F.   Cairns,   Saskatoon,   Sask. 

pencil  produce.  He  wants  to  tell  the  wh(de  story  at  once, 

and  to  leave  nothing  for  fine  to-morro'ws  and  the  next 
weeks,  except  a  repetition  of  the  original  ad. 

Between  these  two  there  is  a  happy  medium.  It  is 

represented  by  the  advertisement  whicii  says  enoug*h  to 
describe  the  goods  in  an  intelligent,  convincing  way,  in 
a  type  large  enough  to  attract  the  necessary  attention, 
which  is  all  that  big  type  is  good  for  in  a  .store  ad.  anyhow. 

Once  the  attention  of  the  reader  'lias  been  attracted  to 

your  ad.  by  a  pretty  illustration,  or  catchy  heading,- its 
up  to  the  matter  in  the  ad.  to  Indd  the  attention,  to  bring 
the  reader  up  to  the  point  where  the  desire  to  possess  is 

reached,  and  sti'll  farther,  into  the  determination  to  buy, 
and  to  the  execution  of  tliat  determination. 

If  you  cannot  find  enoug'h  of  interest  in  the  goods 
themselves  to  tell  about  in  a  sales-'impeliing  way,  there  is 
little  use  in  resorting  to  poster  type  to  accomplish  the 
desired  result — sales. 

Advertising  is  news;  news  about  your  store,  or  about 
your  goods,  and,  as  such,  is  interesting.  The  more 

"newsy"  you  can  make  your  ads.,  the  more  will  they 
be  read,  and  the  greater  results  will  they  produce. 

Bu't,  you  must  give  them  something  worth  while  in 
your  ads. 

Make  it  Newsy. 

Tell  the  women — 'because  nine-tenths  of  a,ll  retail  dry 

goods  store  advertising  must  be  directed  to  women — some- 
thing they  do  not  know,  or  tell  them  something  they 

already  know  in  a  new  way. 

The  best  example  in  America  of  interesting  "news" 
advei'tising  is  that  done  by  Jo'hn  Wanamaker's  New  York 
and  Philadelphia  stores. 

Women  i*ead  their  ads.  because  they  give  them  news 
about  fabrics  and  styles. 

Such  paragraphs  as  the  following  are  eagerly  read  by 
women,  and  they  give  the  store  ads.  of  John  Wanamaker 
a  distinct  news  value: 

Very  Spanish  in  effect  are  the  large  lace  scarfs 

that  are  much  affected  by  well-dressed  women  with 

evening  gowns.  They  are  woi'u  in  black  and  white, 
with  large  designs  in  the  lace. 

A  mingling  a,nd  clash  of  color  is  a  keynote  in 
Spring  modes.  Scarcely  a  chapeau  or  toque  displays 

a  single  shade.  All  are  a  riot  of  colors,  which  gradu- 
ate in  crescendo,  until  they  mix  in  a  veritable  bouquet, 

and  this  is  noticeable  on  the  best  millinery  at  present 
sliown  in  Paris. 

A  Novel  Western  Ad. 

The  Review  has  had  occasion  before  now  to  reproduce 
and  conmiend  advertising  done  by  western  stores,  and  in 

HUME'S  SPECIAL 

C.  B.  HUME  S  GO.  LIMITED 
DEPARTMENT    STORH 

re"^elstok:e,  b.c. 

A   Revelstoke,  B.C.,   full  page   ad. 

this  issue  is  glad  to  show  another  new  s'tunt — at  least, 
new  to  Canadians — of  a  store  in  the  west;  this  time  in 
Sa.skatoon.  The  full  page  ad.  of  J.  F.  Cairns  shown  here 
is  decidedly  novel.  Unfortunately  in  the  reproduction 

full  .-justice  is  not  done  to  the  ad.  as  it  originally  appeared, 
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but  a  good  idea  of  the  general  effect  can  be  gained. 
Wanamakers  were  probably  the  first  to  write  their  store 
ads.  in  the  form  of  a  page  of  news,  and  it  is  quite  probable 
that  this  innovation  in  New  York  would  not  create  as 

much  interest  there  as  the  adver'tisement  of  the  Cairns 

store  did  in  Saskatoon.  The  beading,  "The  Cairns' 
Courier"  gives  the  page  the  appearance  of  regular  news- 

paper page  of  genuine  news,  and  the  news  idea  is  very 
cleverly  carried  out  in  the  whole  ad.,  particularly  in  the 
two  items  on  the  upper  right  and  left  hand  corners  of  the 
page.  The  two  facts  referred  to  there,  that  a  new  soda 

fountain  was  to  be  installed  in  the  Cairns'  store,  and 
that  the  stock  of  a  wholesale  house  had  been  purchased, 
would  undoubtedly  attract  far  more  attention  treated  in 

that  form  than  if  they  were  "announced"  in  the  ordinary 
way  in  an  ordinary  ad.  Doing  things  in  an  unusual  way 

has  become  a  habit  with  the  people  in  the  Cairns'  store, 
and  really  this  is  the  factor  wihich  counts  in  advertising, 
as  in  everything  else.  Possibly  the  out-of-the-ordinary  is 
more  to  be  desired  in  store  advertising  than  in  any  other 
feature  of  store  management. 

The  function  of  advertising  is  first  of  all  to  attract 

attention.  This  Cairns'  ad.  would  certainly  do  that.  It 
did  not  fall  down,  however,  on  the  other  equally  desirable 
feature  of  telling  the  reader  something  interesting  and 
effective  about  the  store.  We  call  this  ad.  a  migOity 

good  one. 

Good  Use  of  Stock  Cuts. 

The  ad.-writer  or  merchant  who  writes  his  own  ads. 

is  very  foolish  if  be  does  not  take  advantage  of  all  the 

"helps  to  advertising"  offered  nowadays  by  enter- 
prising manufacturers.  In  the  full  page  ad.  of  C.  B. 

Hume  &  Co.,  Revelstoke,  B.C.,  reproduced  here,  the  really 

effective  use  wihich  may  be  made  of  manufacturers'  cuts 
is  shown.  This  is  a  well-baianced,  well-illustrated  ad.,  and 
is  made  attractive  largely  by  the  use  of  stock  cuts,  which 
are  available  to  any  live  merchant  who  takes  advantage 
of  the  offer  of  enterprising  manufacturers  to  supply  them. 

There  is  a  judicious  use  of  rules  in  this  ad.  and  the  differ- 
ent items  are  effectively  displayed. 

Hume's  store  is  apparently  a  pretty  up-to-date  place, 
as  one  may  see  from  these  two  paragraphs  clipped  from 
the  ad.  reproduced,  but  illegible  in  the  cut : 

The  elevator  is  being  installed,  it  may  seem  slowly,  but 
there  is  an  immense  lot  of  intricate  machinery.  This  is 

the  best  type  of  elevator  that  money  can  buy — safe  and sure. 

Mail  orders. 

Telephone  orders. 
'Send  the  children  to  the  store. 
Ask  to  have  Our  City  Traveler  call. 

Come  to  the  store  yourself.  Always  something  new 
to  see. 

'A  store  in  a  town  the  size  of  Revelstoke,  with  a  "City 

Traveler,"  and  "Elevator"  is  not  so  slow,  and  reference 
to  these  modern  conveniences  in  the  ad.  is  good  policy, 

because  they  are  features  which  will  interest  the  reader. 

Educate  the  People  First. 

Staff  Correspondence. 

St.  John,  N.B.,  Feb.  23.— A  publicity  committee  has 

been  formed  in  St,  John,  KB.,  by  the  Board  of  Trade,  and 

it  is  engaged  in  a  campaign  to  make  St.  John  "Bigger 
and  Busier."  The  committee  has  started  out  with  the 

rather  unique  idea  of  first  educating  the  people  in  the 

city  itself  to  have  more  confidence  in  the  future  of  St. 

John,  the  contention  being  that  when  the  local  people  are 

once  aroused  and  enthused,  they  can  do  much  to  assist 
in  the  good  work. 

The  business  men  in  St.  John  feel  that  in  the  past  they 
have  allowed  too  much  to  be  said  about  the  west  without 

adequately  setting  forth  the  advantages  of  the  east. 

Walter  C.  Allison,  son  of  Joseph  Allison,  of  Man- 
chester, Robertson,  Allison,  Ltd.,  wholesale  and  retail 

dry  goods  merchants,  is  chairman  of  a  sub-committee, 
which  has  undertaken  to  have  a  special  feature  of  the 
Dominion  Fair,  Sept.  5  to  14,  an  exhibit  that  will  include 
a  sample  of  every  article  of  whatever  kind,  manufactured 
in  the  City  of  St.  John. 

David  Magee,  of  D.  Magee's  Sons.,  hatters  and  fur- 
riers, is  another  active  member  of  the  general  commit- 

tee, and  is  also  on  the  special  committee  with  Mr.  Allison. 

Bigger  than 
Chatham,  February  20.- 

His   Business. 

—Charles  Austin,  head  of  the 
dry  goods  firm  of  C.  Austin  &  Company,  was  elected 
mayor  of  Chatham  for  1910,  after  a  close  contest  with  a 

strong  and  active  opponent,  Ex-Mayor  T.  A.  Smith. 
The  new  mayor  of  Chatham  was  born  in  the  village 

of  Eganville,  Renfrew  county,  and  his  early  boyhood  was 
spent  on  a  farm  in  Lanark  county,  not  far  from  the  village 

of  the  same  name.  His  public  school  education  was  re- 
ceived at  the  district  school,  after  which  he  attended  the 

collegiate  institute  in  the  town  of  Perth  for  several  j-ears. 
His  business  career  began  at  the  early  age  of  13,  when 

he  took  a  position  in  the  general  store  of  J.  D.  McRae, 
of  Eganville.  From  that  time  to  the  present  moment  be 
has  never  made  so  much  as  25  cents  outside  a  store,  ex- 

emplifying with  singular  fidelity  the  old  axiom,  "Shoe- 
maker, stick  to  thy  last." 

After  a  few  years  spent  at  Eganville,  Mr.  Austin  came 
to  London  where  he  had  a  pretty  good  training  in  the 
general  dry  goods  business  in  tbe  employ  of  the  large 

dry  goods  firm  of  J.  H.  Chapman  &  Company.  When  19 
years  of  age  he  was  attracted  by  the  possibilities  of  the 

towns  along  the  C.  P.  R.,  which  was  just  then  being  com- 
pleted through  to  Winnipeg.  Going  west,  he  engaged  in 

business  at  Schreiber.  then  a  divisional  point  on  the  C.P.R. 

just  north  of  Lake  Superior.  For  his  first  business  ven- 
ture 'he  had  with  him  a  capital  of  just  $50  in  easih.  but 

the  business  proved  a  profitable  investment. 

For  a  considerable  time  Mr.  Austin  'bad  been  desirous 
of  taking  up  one  of  the  professions,  and  with  this  end 

in  view  'he,  after  a  couple  of  years'  very  successful  busi- 
ness, sold  out  and  returned  to  the  east.  Ill  health,  how- 
ever, forced  him  to  relinquish  his  studies,  and  in  the  end 

he  returned  once  more  to  business  life. 

He  engaged  in  business  in  Perth,  his  old  home  town, 

t'lie  firm  being  known  as  Austin  &  James,  and  carried 
on  business  very  successfully  for  four  years,  wheu  he  dis- 

posed of  his  interests  at  100  cents  on  the  dollar  and  came 
west  to  Chatham.  Here  he  laid  the  foundations  of  his 

present  extensive  dry  goods  business  in  the  year  1S95. 
In  March,  1897,  he  moved  into  the  present  premises.  The 

business  has  grown  steadily  from  year  to  year,  and  addi- 
tions have  time  and  again  been  made  to  the  premises,  the 

latest  being  the  purchase  of  the  large  store  adjoining. 
Mr.  Austin  enjoys  the  distinction  of  being  the  largest 
advertiser  in  Chatham. 

Since  coming  to  Chatham  he  has  taken  an  active  part 
in  many  movements  of  interest  to  the  city.  He  has  been 
an  active  member  of  the  board  of  trade,  has  served  on  the 

West  Kent  Agricultural  Society  Executive,  and  is  super- 
intendent of  the  Park  Street  Methodist  Sunday  School,  as 

well  as  a  strong  temperance  advocate. 



An  Act  to  Prevent  Fraudulent  Disposition  of  Stocks 
Purchasers  of  Goods  in  Bulk  Must  Obtain  Verified  Statement  of 

Vendor's  Liabilities,  Thereby  Protecting  Himself  Against  Misrepre- 
sentation —  What  Constitutes  a  Sale  in  Bulk  —  Form    of    Statement. 

AMONG  those  'bills  scheduled  for  the  present  ses- 
sion of  the  Ontario  Legislature  is  one  to  regulate 

the  purchase,  sale  and  transfer  of  stocks  of 
goods  in  bulk.  Measures  sinftlar  in  character  have 

been  enacted  by  the  majority  of  states  on  the  other  side 
of  the  line  and  belong  to  mercantile  protective  legislation 
of  comparatively  recent  date.  The  advisability  of  the 

adoption  of  the  "Bulk  Sales  Act"  in  connection  with 
Canadian  merchandising,  has  been  considered  by  business 
men  from  one  end  of  the  country  to  the  other,  and  bills 
are  soon  to  be  introduced  in  a  number  of  the  ProvinciaJ 

Legislatures.  The  Manitoba  Legislature  has  already  pass- 

ed a  "Bulk  Sales  Act,"  (assented  to  March  10,  1909)  and 
the  Ontario  bill  is  constructed  along  somewhat  similar 
lines. 

Protects  Creditors  and  Purchasers. 

The  Bulk  Sales  Act  has  for  its  outstanding  object 

the  protection  of  creditors  and  purchasers  in  transactions 
involving  the  sale  or  transfer  of  stocks  of  goods,  wares 
or  merchandise.  The  purchaser  must,  in  the  first  place, 

demand,  and  the  vendor  must  furnis'h  a  statement  show- 
ing particulars  of  all  liabilities  over  $50,  the  statement  to 

•be  verified  by  declaration.  If  such  a  declaration  is  not 
demanded  and  furniished,  the  sale  is  deemed  fraudulent 
and  shaJl  be  void  as  against  the  creditors  of  the  vendor 
unless  proceeds  are  immediately  applied  by  the  vendor  to 
payment  of  his  creditors.  Upon  obtaining  the  statement, 

the  purchaser  must  either  obtain  a  written  ■waiver  from 
the  creditors  of  the  vendor  or  hand  the  money  over  to  a 

trust  company  to  be  applied  against  vendor's  liabilities. 

!  Hedges  in  the  Debtor. 

The  effect  of  such  an  Act  is  at  once  obvious.  It  pre- 
vents fraudulent  disposition  of  stocks  of  goods  to  the 

loss  of  the  wholesalers,  jobbers  or  manufacturers,  from 
whom  they  were  first  purchased.  It  hedges  the  debtor 

about  in  such  a  way  as  to  make  it  difficult  for  'him  to 
evade  his  responsibilities  ajid,  at  the  same  time,  it  compels 

the  second  purchaser  to  take  the  means  whereby  'he  may 
protect  himself  against  misrepresentation  of  any  kind. 

The  provisions  of  the  bill  as  presented  to  the  Ontario 

Legislature  read  as  follows: — 

Every  person  bargaining  for,  buying  or  purchasing  any  stock  in 

bulk  for  cash  or  on  credit  from  a  merchant,  before  closing  the  por- 
chase  and  before  paying  any  part  of  the  purchase  price  or  giving  any 
tote  or  security  therefor  shall  demand  of  and  receive  from  the  vendor 
and  the  vendor  shall  furnish  a  statement  in  writing  (Form  1)  verified 

by  the  statutory  declaration  (Form  2)  of  the  vendor  or  his  duly  au- 
thorized agent  containing  the  name  and  address  of  every  creditor  of 

the  vendor  for  an  amount  exceeding  $50,  and  stating  the  amount  of 
the  indebtedness  or  liability  due,  owing,  payable  or  accruing,  or  to 
become  due,  by  the  vendor  to  such  creditor. 

If  the  purchaser  fails  to  obtain  such  statement  or  a  document  pur- 
porting to  be  such  statement  verified  as  provided  by  the  next  pre- 

ceding section  before  completing  the  sale,  the  sale  shall  be  deemed  to«  be 
fraudulent  and  void  as  against  the  creditors  of  the  vendor  unless  the 
whole  of  the  proceeds  of  such  sale  are  in  fact  applied  by  the  vendor 
to  or  towards  the  payment  of  all  his  creditors  pro  rata  without 
giving  any  preference  or  priority  to  one  over  another,  except  such 
as  is  provided  for  by  law  or  previous  contract. 

The  purchaser  upon  obtaining  such  statement  or  statutory  declar- 

a'tiQn  shall  either   obtain    the   written    waiver   hereinafter   referred   to 

from  the  creditors  of  the  vendor  or  shall  pay  the  whole  of  the  pur- 
chase money  or  deliver  his  note  or  security  therefor  into  the  hands 

of  a  trust  company  for  distribution  among  such  creditors  and  the 

same  shall  be  distributed  in  the  manner  provided  by  "The  Assign- 
ments and  Preferences  Act"  with  respect  to  moneys  in  the  hands  of 

an  assignee  under  that  Act. 

The  fees  or  commission  of  any  such  trust  company  shall  not  ex- 
ceed 3  per  cent,  of  the  total  proceeds  of  the  sale  which  shall  come 

to  its  or  his  hands  and  shall  with  any  disbursements  be  deducted 

out  of  the  moneys  to  be  received  by  the  creditors  and  shall  not  be 
charged  to  the  debtor. 

Every  payment  or  other  disposition  made  of  the  purchase  money  or 

of  a  note  or  other  security  given  therefor  by  the  purchaser  in  con- 
travention of  the  next  preceding  section  shall  be  fraudulent  and  void 

as  against  the  creditors  of  the  vendor  unless  the  whole  of  the  pro- 
ceeds of  such  sale  are  in  fact  actually  applied  by  the  vendor  in  or 

towards  payment  of  all  his  creditors  pro  rata  without  giving  any 

preference  or  priority  to  one  over  another,  except  such  as  is  provid- 
ed lor  by  law  or  previous  contract. 

Every  sale  or  transfer  of  a  stock  out  of  the  ordinary  course  of 

business  or  trade  of  a  merchant,  and  every  sale  by  which  substantial- 
ly the  entire  stock  in  trade  is  sold  or  conveyed  or  by  which  an  in- 

terest in  the  business  or  trade  of  the  vendor  is  sold  or  conveyed  or 

deemed  to  be  sold  or  conveyed  shall  be  deemed  "a  sale  in  bulk" 
within  the  meaning  of  this  Act. 

Sections  4.  5,  6  and  7  of  this  Act  shall  not  apply  if  the  vendor 
shall  deliver  to  the  purchaser  a  written  waiver  of  the  provisions  of 
this  Act,  together  with  the  statement  and  declaration  required  by 
section  3,  signed  by  the  creditors  of  the  vendor  to  the  extent  of  fifty 
per  cent,  in  number  and  fifty  per  cent,  in  value  of  the  claims  shown 
by  the  statement  and  declaration. 

Nothing  in  this  Act  contained  shall  apply  to  or  affect  any  sale  by 
executors,  administrators,  receivers,  or  assignees  for  the  benefit  of 
creditors  or  any  public  official  acting  under  judicial  process. 

This  Act  shall  come  into  force  on  the  first  day  of  September, 
1910. 

FORM  1. 

Statement  showing  names  and  addresses  of  all  creditors  of   
     of         for    amounts 

exceeding  the  sum  of  Fifty  Dollars. 
Name  of  Post  Office  Nature  of  Amount.  When  Due 
creditors.  address.  Indebtedness. 

FORM  11. 

Statutory   Declaration. 

I     of    in  the 

Province  of  Ontario,    do    solemnly    declare    that    the    above    is  a  true 
and  correct  statement   of    the   names  and  addresses   of   all   

creditors  for    amounts    exceeding    Fifty    Dollars,  and    shows    correctly 
the  amount  of    the    indebtedness    or    liability    due,    owing,    payable    or 
accruing   due,  or  to    become   due   and   payable   by     to   each 
of   said  creditors. 

(If  the  declaration  is  made  by  an  agent  add,  "I  am  the  duly 
authorized  agent  of  the  vendor  and  have  a  personal  knowledge  of  the 

matters  herein  declared  to.") 

Or   if   the  vendor  is  a  corporation 

:  "  .1 
I     of    in  the  Province  of 

Ontario,  do  solemnly    declare    that    the    above    is  a  true    and    correct 
statement  of  the    names    and    addresses    of    all    the    creditors    of    the 

    Company  for  amounts   exceeding   Fifty   Dollars, 
and  shows  correctly  the  amount  of  the  indebtedness  or  liability   due, 

owing,  payable,  or   accruing   due,    or  to   become   due   and  payable,    by 
such  Company  to  each  of  said  creditors,  and  that  I  am  the   

of  the  said    Company,    and   have  a  personal   knowledge   of    the   matter 
herein   declared  to. 

And  I  make  this  solemn  declaration  conscientiously  believing  it  to 
be  true  and  knowing  that  it  is  of  the  same  force  and  effect  as  U 

made  under  oath  and  by  virtue  of  "The  Canada  Evidence  Act." 
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Toronto  Dry  Goods  Men  Elect  Officrrs 

W.  R.  Smallpeice.  a  director  of  the  W.  R.  Brock  Co., 
was  elected  chairman  of  the  Dry  Goods  Section  of  the 
Toronto  Board  of  Trade,  Feb.  22nd.  He  succeeds  John  D. 

Ivey,  of  the  John  D.  Ivey  Co.,  who  in  twenty-five  years' 
membership  has  been  five  times  chairman  of  the  section. 

The  vice-chairman  for  the  ensuing  year  is  Charles 
Marriott,  of  G.  Goulding  &  Sons;  secretary-treasurer,  F.  G. 
Morley;  executive  committee,  James  D.  Allan,  of  A.  A. 
Allan  &  Co.;  C.  B.  Lowndes,  of  Flett,  Lowndes  &  Co.;  R. 
A.  Nisbet,  of  Nisbet  &  Auld;  A.  W.  Allen,  of  the  Allen 
Manufacturing  Co.;  John  Maedonald,  of  John  Macdonald 
&  Co.;  John  Xorthwav.  C.  S.  Meek,  of  Stewart.  Howe  & 

W.  R.   SMALLPEICE 

A  director  of  Ihe  W.  R.  Brock  Co.,  elected  chairman 
Dry  Goods  section  Toronto  Board  of  Trade. 

Meek;  J.  C.  Dougles  and  J.  W.  Woods,  of  Gordon,  Mac- 
Kay  &  Co.;  A.  T.  Reid,  of  the  A.  T.  Reid  Co.;  John  Mul- 
drew,  of  Miekleborough,  Muldrew  &  Co.;  A.  M.  Ivey,  of  the 
John  D.  Ivey  Co. ;  Henry  Brock,  of  the  W.  R.  Brock  Co. : 
J.  P.  Watson,  of  E.  &  S.  Currie  &  Co.;  A.  F.  Rodger,  of 
the  Irving  Umbrella  Co.,  and  John  D.  Ivey. 

Expansion  the  Watchword. 

In  the  course  of  his  address,  Mr.  Ivey,  the  retiring 
chairman,  stated  that  it  would  appear  that  the  country  was 
entering  upon  what  promised  to  be  one  of  the  most  pros- 

perous periods  of  its  history.  Continuing,  'he  said:  "Ex- 
pansion appears  to  be  the  watchword,  and  is  rightly  so. 

but  in  a  new  country  we  should  guard  againsi  over  dis- 
counting the  future  as  well  as  against  mushroom  growth, 

and  be  prepared  for  adverse  times,  which  come  at  differ- 
ent periods.  We  might,  therefore,  qualify  expansion  to 

the  extent  of  suggesting  that  we  guard  against  over  im- 
portation, over  production,  and  too  great  an  expansion 

of  credit. 

Call  for  Better  Shipping  Facilities. 

"The  French  treaty  came  into  force  on  February  1 
last,  and  carries  with  it  the  provision  that  ali  goods  are 
to  be  imported  via  a  Canadian  port.  This  prohibits  the 
importer  from  taking  adva.ntage  of  the  steamship  service 

heretofore  enjoyed.  As  there  is  practically  only  one  sail- 
ing day  a  week  to  Canadian  ports,  and  the  ships  are  of 

comparatively  small  tonnage,  it  has  been  impossible,  espe- 
cially in  the  winter  mouths,  for  the  steamships  to  carry  the 

cargoes  offered,  it  being  a  common  thing  for  a  part  of  the 
cargo  to  be  refused,  and  left  on  the  docks  at  Liverpool. 
This  is  a  condition  which  should  be  remedied,  and  a  ques- 

tion which  could  well  be  kept  in  mind  by  the  section. 

Of  More  Value  than  Dreadnoughts. 

"It  has  lately  been  a,nnounced  that  the  .surtax  on  Ger- 
man goods  is  to  be  withdrawn  on  March  1.  I  cannot  but 

feel  that  this  is  a  step  in  the  rigJit  direction,  and  while 
it  may  not  be  just  in  order,  I  should  like  to  say  that  I 
read  with  much  interest  a  statement,  made  by  a  member 

of  this  section  to  the  press,  that  the  withdrawal  of  the 
German  surtax  and  a  closer  commercial  relationship  with 

Gei-many  at  this  time  was  of  more  value  to  the  Empire 

t'han  the  building  of  additional  Dreadnoughts." 
  ♦   

Here  is  a  prize  worth  while— $100  for  the  best  story 
describing  practical  methods  as  actually  applied  to  the 
solution  of  the  mail  order  problem. 

Price 

d  50c. 

jhe  BerliD  Suspender   and  Button  Co.,  ̂ ont 

Every    Dry    Goods    Store 
should  have   a 

Defiance 
Button  Machine 

Large  Profits  Covering  Buttons 
Vfilh  your  customers*  own  material. 

PRICE,  including  any   three   of  the  foUowins  sizes,  16,  20,  24,  30 
36  or  18. 

$7.50 
SEND  FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 
53  EAST  8th  St,  NEW  YORK 



Some  Seasonable  Hints  to  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

A  BELT  NOVELTY. 

A  be't  that  is  a  real  novelty,  and 
tliat  promises  to  have  a  big  sale,  is 

the  ''Buster  Time.."  for  children. 
It  is  made  in  a  variety  of  good  colors, 

including  black,  white,  red  and  brown, 
and  is  made  of  patent  leather  duck.  It 
is  trimmed  with  gilt  watch  (which 

will  appeal  very  strongly  to  the  youth- 
ful fancy),  and  two  gilt  buckles.  The 

belt  can  easily  be  adjusted  to  the  de- 
sired size.  It  retails  at  25  cents,  and 

at  this  price  leaves  a  good  margin  of 

profit  for  the  retailer.  The  "Buster 
Time"  is  manufactui'ed  only  by  the 
Western  Leather  Goods  Co.,  101  King 

St.  west,  Toronto,  and  the  manufac- 

turei'S  will  be  glad  to  send  samples 
on  request,  to  any  dry  goods  mer- 

chant. This  should  be  a  good  selling 

line  for  any  live,  wide-awake  mer- 
chant. 

Ladies'  patent  leather  coat  belts  are 
coming  in  strong,  and  the  Western 
Leather  Goods  Co.,  are  showing  a 

wide  range  of  these  popular  goods. 

ments  in  their  lines  for  1910,  that 
will  greatly  surprise  and  please  the 
trade. 

One  improvement  that  the  consum- 
er and  dealer,  alike,  will  appreciate, 

is  the  double  processing  of  all  goods. 

This  not  only  makes  the  underwear 
more  attractive  in  appearance,  but 
also   makes   it   sanitary. 

Dealers  may  obtain  samples  of  the 
Stanfield  lines  of  knitting  goods  by 

writing  Stanfleld's  Ltd.,  Truro,  N.S. 

FRENCH  KID  GLOVES. 

An  important  feature  in  connection 

with  the  new'  French  Treaty,  which 
'.vent  into  effect  last  montli,  is  referred 

to  in  a  circular  letter,  which  Messrs. 
Perrin,  Freres  &  Cie.  have  sent  out 

to  theii-  customers.  Referi'ing  to  the 
fact  that  duty  on  French  kid  gloves 
is  now  .30  per  cent.  P.errin,  Freres  & 

Cie.,  say: — This  reduction  of  5  per 

cent,  on  the  previous  tai'iff  will  help 
us  to  maintain  our  present  prices,  as 

"Buster   Time"   Belt  —  Shown  by  the  Western   Leather  Goods  Co.,   Toronto. 

BIG  INCREASE  IN  UNDERWEAR 
BUSINESS  FOR  1909. 

Among  the  firms  which  made  sub- 
stantial gains  in  new  business  for 

1909,  Stanfield 's  Ltd.,  of  Truro,  N.S., 
must  be  ranked  with  the  leaders.  Last 

year  showed  the  largest  increase  of 
any  year  in  the  history  of  tlie  mills, 

the  sales  increasing  over  180,000  gar- 
ments. Mr.  John  Stanfield,  the  presi- 

dent of  the  company,  says  that  1910 
will  break  all  previous  records,  if  he 

can  judge  by  the  way  orders  are  com- 
ing in  at  present. 

Stanfield 's  Ltd.  are  in  a  better  posi- 
tion than  ever  to  handle  tlie  big  de- 

mand for  Stanfield 's  Unshrinkable 
Underwear  and  kindred  lines,  for  the 
new  addition  to  the  mills  has  been 

opened,  and  the  new  machinery  suc- 
cessfully operated.  Everything  is 

working  smoothly,  and  the  manage- 
ment  say   they  have   many   improve- 

well   as   tlic  high   standard   of  quality 
of  Perrin  Gloves. 

"Notwithstanding  the  recent  heavy 
advance  on  leather  and  all  raw  ma- 

terials, our  prices  for  goods  for  im- 
mediate delivery  or  on  import  orders 

for  Fall,  will  not  be  advanced.  Witli 
regard  to  orders,  which  you  kindly 
placed  with  us  for  Spring  delivery,  we 
will  give  you  the  benefit  of  the  new 

duty,  and  allow  a  Special  Treaty  Dis- 
count of  2h  per  cent,  on  all  lines  of 

French  kid  gloves  over  $9.50  per 

dozen." 
FINE      RANGE      OF      DISPLAY 

EQUIPMENT. 

No  merchant  or  trimmer  who  gives 
full  consideration  to  the  advertising 

value  of  display  can  afford  to  under- 
estimate the  progress  which  has  re- 

cently been  made  in  tuie  manufacture 
of  display   fixtures   and    figures.      The 

great  range  shown  in  these  essentials 

of  store  equipment  by  the  A.  S.  Rich- 
ardson Co.,  99  Ontario  Street,  To- 

ronto, furnishes  a  striking  example 
of  the  close  study  which  this  firm  has 

made  of  the  requirements  of  the  miod- 
ern  store.  Forms  and  figures  are  a.bso- 

lutely  correct  in  shape,  heads  are  life- 
like in  expression  and  well  poised, 

wliile  display  stands  and  frames  are 

of  up-to-date  pattern  and  show  su- 

periority of  fini.sh  and  workmans'hip. 
They  represent  the  last  word  in  ap- 

pearance and  practicability  in  the  fix- 
ture line. 

The  business  of  the  A.  S.  Richard- 

son Co.,  founded  by  the  late  A.  S. 
Hichardson,  'has  been  taken  over  by 
ills  widow.  Under  the  direction  of 

•Mrs.  Ricliard'son,  efSciency  in  ser- 
v'lL'e  in  handling  orders  bas  been  de- 

veloped along  lines  best  calculated  to 
promote  tlie  best  interests  of  cus- 
tomers. 

CANADA'S     POSSIBILITIES     UN- 
LIMITED. 

The  fact  that  the  Canadian  field 

is  one  of  great  possibilities  for 
all  substantial  commercial  lines  of 

business,  has  again  asserted  itself  in 
the  case  of  the  Tungstolier  Company 

of  Canada,  Limited.  Since  the  or- 
ganiztion  of  the  above  company  some 
four  months  ago,  R.  B.  Basham, 

general  manager,  with  the  benefit  of 
his  twelve  years  experience  as  a 

lighting  expert,  has  developed  a  bus- 
iness which  has  grown  to  such  mag- 

nitude as  to  require  larger  and  more 
complete  quarters.  The  head  office 

of  the  company  is  now  located  at  96 
King  Street  West,  suite  20,  instead 
of  100  King  Street  West,  where  the 
many  conveniences  of  larger  offices, 
more  complete  in  their  appointments 
provide  for  the  rendering  of  a  most 
complete  service.  The  new  offices 

will  be  equipped  with  apparatus  for 
demonstrating  correct  and  scientific 
illumination  and  your  inspection  is 
invited.  In  correct  illumination,  a 
proper  reflection  and  diffusion  is  as 
important  as  the  type  of  lamp  used. 

WASH  TRIMMINGS. 

.T.  &  .J.  Cash,  Ltd.,  of  South  Nor- 
walk,  Conn.,  make  a  specialty  of 
wash  trimmings  for  use  on  wash 

dresses,  shirtwaists,  and  children's dresses.  These  are  shown  in  a  wide 

range  of  colors  and  designs,  and  be- 
ing     really     washable    are    attractive 
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and  desirable,  i)aiticiihuiy  for  sum- 
mer wear,  as  thej-  add  considerably 

to  the  appearance  of  a  K'arment. 

ADDITION  TO  DEACON  FACTORY. 

The  Deacon  Shirt  Co.,  Belleville, 
are  now  planning  to  build  an  addition 
to  their  shirt  factory,  the  second 
such  addition  made  necessary  since 
the  company  was  established  in  1903, 
by  the  rapidly  growing  trade  of  this 
progressive  firm.  Two  years  after 
the  business  was  established  an  ad- 

dition of  8,000  sq.  feet  of  floor  space 
was  made,  and  it  was  then  thought 
that  ample  accommodation  had  been 
provided  for  many  years.  Still  more 
room,  however,  is  now  required  to 
take  care  of  the  growing  trade.  This 
increased  demand  is  the  best  possible 

market  by  the  Boston  Leather  Goods 
Co.,  manufacturers  and  importers  of 

novelties  in  ladies'  belts.  Among  the 
many  points  of  excellence,  mention 
may  be  made  of  the  fact  that  the 

very  best  of  materials  and  workman- 
ship are  used  in  the  construction  of 

these  belts,  and  that  all  belts,  even 
the  cheapest,  are  lined  and  laundered. 
Each  belt  has  three  eyelets,  and  these 
are  all  worked — not  of  brass  or  cel- 

luloid. All  the  buckles  used  are  of 

first  quality,  no  seconds  whatever  be- 
ing used,  and  on  the  medium  and  high 

grade  belts  the  buckles  are  made  from 
ocean  shell  pearl  which  will  positively 
keep  its  color,  finish  and  lustre  as 
long  as  the  buckle  lasts. 
As  this  firm  is  making  up  for  the 

United  States  market  all  novelties 

and   new   stvles   have   an   earlv   show- 

Posed  and  Photograpned  Specially  for 

This  illustration   shows  how   the  new 

frames    and    their    accessories,    braid, 

mendous    sale   at    present.        Notion 

incomplete    without  them. 

evidence  of  the  satisfactory  quality  of 
the  Deacon  shirt  for  men  and  boys. 

BOSTON  LEATHER   GOODS   CO! 

Belts  are  again  a  necessary  item  of 

ladies'  dress,  and,  for  Stmimer  wear, 
the  wash  belt  is  always  classed 
among  the  leading  sellers.  Retailers 
in  search  of  something  distinctive  in 
wash  belts  should  ask  their  jobbers 
to     show   them   the    line  put    on   the 

Phillips  &  Wrinch,  Limited,  Toronto. 

turban   hair  frame   is    used.      These 

braid    pins,   etc.,   are   having   a   tre- 

departments  in   up-to-date  stores  are 

ing.  At  present  hemstitched  belts  are 
the  New  York  favorites  and,  there- 

fore, special  attention  is  directed  to 

the  strong  showing  made  of  hem- 
stitched belts. 

The  line  all  through  has  great  style 

and  is  thoroughly  clean  cut  and  clas- 
sy, and  jobbers  can  confidently  place 

it  side  by  side  with  that  of  other 
makes  and  be  sure  of  getting  the 

orders. 

Another  important  item  is  the  fact 
that  deliveries  are  guaranteed  in 

from  four  to  ten  days  after  the  re- 
ceipt of  order. 

This  line  is  only  sold  through  the 

jobbing  houses,  and  jobbers  are  in- 
formed that  upon  application  by  wire 

or  mail,  a  guaranteed  satisfactory 

sample  line  of  24  or  48  of  this  firm's 
strongest  selling  numbers,  mounted 
upon  blue  flannel  to  retail  from  15c. 
to  $1.00,  will  be  forwarded.  Jobbers 
when  sending  in  for  this  line  should 
state  their  retail  price  limit. 
All  communications  and  enquiries 

should  be  addressed  to  Frank  Goudy, 

Empire  Building,  Toronto.  Mr. 

Goudy  IS  agent  for  American  novel- 
ties, and  up-to-date  specialties  in 

pearl  buttons,  pearl  buckles,  and  nov- 
elties, and  for  ivory  buttons  for 

men's  and  ladies'  wear  as  well  as  for 

many  other  lines.  On  all  lines  car- 
ried, deliveries  are  made  while  goods 

are  in  style.  Ten  days  is  the  longest 
time  limit,  and  this  limit  is  strictly lived  up  to. 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 
The  most  popular  hotel  in 

OTTAWA,    OXT. 

JAMES   K.  PAISLEY, Proprietor 

HALIFAX   HOTEL 
HALIFAX,   N.S. 

A.CCOUNTANTS   AND   AUDITORS. 

J£NKINS   &  HARDY 

Assignees,  Chartered  Aeeountants.  Estate  an  1 Fire  Insurance  .\gents. 
!.->'<  Tnr.i-.to  St  46.5  Temple  Blu/. 

'I'  TOMt'i  Montreal 

COLLECTIONS,  ETC. 

THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
Merca.vtilk  Reports  and  Collections 

Our  nietnod  i>t    furnishing  commercial  reports 
to  our  subscribers  gives  prompt   anJ    reliable  in- 

formation to  date.     Every  mt^dern  racilii\' tor  the 
collection  of  claims.  Tel.    NfainlflS' 

LEGAL   CARDS. 

Dieck'^rhoff  Raffloer  ik  Co. 
OFCANADA.   LIMITED 

DRY  GOODS  COMMISSION  MERCH.A.NTS 
AND  MAXUFACTrRERS  AGENTS 

Montreal  — ,i25  St.    Paul    St.:    Winnipeg  — 400 
Hammond  Block;  Toronto— 154-160  WeUington 
Street  West.  cor.  Simcoe  Street— Head  Office. 
Importers  of  Buttons.  Smallwares.  Laces, 
Tailors'  Trimmings.  Linings.  Velvets,  Felts. 

Stock  carried  in  Montreal  and  Toronto. 

WHOLESALE   HOUSES. 

iOCKgJ 
'ATERSON LIMIT'.O 

The  Wholesale  Millinenf  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 
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Condensed  Advertisements 
AGENTS    WANTED. 

AGENT  WANTED-To show  amongst  the  retail 
trade    ladies'    belts,    buckles,    jeweled  orna- 

ments and  novelties  in  haberdashery    small- 

wares.     Enquiries  to  be  addressed  "  Aldrew,"  care DRY  GOODS  REVIEW,  88    Fleet   St.,   London, 
England. 

AGENT  WANTED-Callingupon  the  wholesale 
trade,  to  show  fringe  nets  and  hair  goods.     A 
splendid  line.     Busiiness  done  direct  with  the 

manufacturer.     Address    "Hair   Net,"   care  DRY 
GOODS  REVIEW,   88   Fleet   St,  London,  E.G., 
England. 

MADRAS  MUSLIN— Wanledby  a  Scotch  manu- 
facturer agent  for  ecru  and  white  goods,  with 

connection    in    wholesale   trade.     State    full 
particulars  to  Box  No.  10,  DRY  GOODS  REVIEW, 
Toronto. 

MISCELLANEOUS. MISCELLANEOUS. 

D 

M AZAMET  WOOL— Agent  wanted  selling  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

COMMISSION  LINES  WANTED. 

SALESMEN  want  a   line  for   Eastern  Ontario, 

2     Quebec  and  Maritime  Provinces.    Good   con- 
nection.   Speak  French   fluently.      Salary  or 

commission.    Address,  P.G.L.,  care  DRY  GOODS 
KEVIEW,  Toronto. 

BUSINESS  OPPORTUNITY. 

w ANTED -Good  established  Dry  Goods  Busi- 
ness in  live  Western  Outario  town.  S.  G. 

Read  &  Son,  Limited,  Brantford,  Ont. 

FOR   SALE. 

FOR  SALE— A  first-class  general  business    in   a 

good  northern   town.    Turnover   about    forty- 
five  thousand.      Stock,    twelve   thousand,   all 

new.      Good   reasons  for  selling.     Apply    Bo\  3, 
DRY  GOODS  REVIEW,  Toronto. 

SIGN  CARDS. 

SIGN  CARDS,  hand  painted,  U"  x  15,"  word- ed to  your  order,  $1.75  dozen.  Sample  for 
two  dimes.     Bert  Waldle,  Chesterfield,  Ont. 

MISCELLANEOUS. 

A  BOOK-KEEPING  STAFF  IN  ITSELF,  doing 
the  work  with   machine  precision    and    accur- 

acy, the  National   Cash    Register.    Write    for 
demonstration  literature.     National  Cash  Register 
Co.,  285  Yonge  St.,  Toronto. 

ANY  MAN  who  has  ever  lost  money  in  the  mails 
has  had  occasion  to  learn  by  painful  exper- 

ience that  the  only  properway  to  remit  money 

is  by  Dominion  Express  A'.oney  Orders  and  For- 
eign Drafts.  If  lost  or  delayed  in  the  mails,  a 

prompt  refund  is  arranged,  or  new  order  issued 
without  further  charge. 

BUSINESS  MEN,  PROFESSIONAL  MEN, 
merchants  and  churc*!  workers,  find  inn umer 
able  uses  for  Fulton  Sign  and  Price  Markers 

Ihe  Fulton  Rubber  Type  l^ompany  of  Elizabeth, 
N.J.,  are  makers  of  Ink  Pads,  Daters  and  Buiiness 
Outfits  of  high  quality.  Sold  by  all  stationers. 
A.  R.  MacDougall  &  Co.,  Toronto,  Canadian 
Agents. 

C  OPE  LAND-CHATTERSON  SYSTEMS -Short, 
simple.     Adapted  to  all   classes   of   business. 
Copeland-Chatterson-Crain,    Ltd.,     Toronto 

ind  Ottawa.  (tf) 

COUNTER  CHECK  BOOKS-Especially  made 
for  Ihe  dry  goods  trade.  Not  made  by  a  trust. 

Send  us  simples  ofwhat  you  are  using — we'll 
send  you  right  prices.  Our  holder  with  patent 
Cirbon  attachment  has  no  equal  on  the  market. 
Supplier  for  binders  and  monthly  account  sys- 

tems. Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-power  elevator  will  double  your  floor 

space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  sellinf  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 

only  $70-  Write  for  catalogue  "B."  The  Otis- 
Fensom  Elevator  Co  ,  Traders  Bank  Building, 
Toronto.  (if) 

OES  YOUR  FIRE  INSURANCE  POLICY 
protect  you?  There  are  points  in  connection 
with  fire  insurance  policies  that  need  expert 

handling  to  secure  proper  protection.  We  are  fire 
insurance  experts.  We  can  safeguard  your  inter- 

ests and  procure  the  lowest  rates.  Mitchell  & 
Ryerton,  Confederation    Life    Building,  Toronto. 

(tf) 

ERRORS  AVOIDED,  LABOR  SAVED  — Using 
the  Shouperior  Autographic  Register.  Three 
copies  issued  at  one  writing.  1st,  Invoice; 

2nd,  Delivery  Ticket ;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  of  carbons.  High 

grade  printing  and  neat  invoices.  Make  full  in- 
quiry. Autographic  Register  Co.,  191-193  195 

Dorchester  St.  East,  Montreal.  (tf) 

ELLIOTT- FISHER     Standard    Writing-Adding 
Machines    make     toll    easier.      Elliotl-Flsher 
Limited,  513.  No.  83  Craig  St.  W.,  Montreal, 

and  Room  314  Stair  Building,  Toronto. 

ELIMINATE  FIRE  RISK,  save  Insurance,  re- duce maintenance  costs  and  save  money  on 
your  actual  building  work  by  using  the  KAHN 

SYSTEM  of  Fireproof  Construction.  Used  In 
many  of  the  largest  business  premises  on  this 
Continent.  Write  for  catalogue.  Trussed  Con- 

crete Steel  Company  of  Canada,  Ltd.,  Walker  Rd., 
Walkerville.Onf.  (tf) 

'IRE   INSURANCE.    INSURE  IN  THE  HART- 
FORD.   Agencies  everywhere  in  Canada. 

FIREPROOF  WINDOWS  AND  DOORS  made 

strictly  ta  the  Fire  Underwriters'  require- ments reduce  your  insurance  rates  and  protect 
your  building.  We  »re  experts  in  this  line  and 
guarantee  you  really  fireproof  goods  and  the 
maximum  iosurince  allowance.  Let  us  give  you 
our  figure.  A.  B.  Ormsby,  Limited,  Sheet  Metal 
Workers.     Factories — Toronto,  Winnipeg. 

FASHION  DECREES-Holland  Linen  corres- 
pondence stationery  correct  in  style.  Its 

beautiful  writing  surface  most  attractive. 
Envelope!  to  match.  Fashionable  sizes  and  colors. 
Visiting  Cards,  Invitation  and  At-Home  Cabinets 
and  Writing  Tablets.  Ask  your  stationer.  W.  J. 
G'<ge&  Co.,  Ltd.,  Toronto.  (tf) 

I ̂REE  TEST— Prove    our    claim     that      "Klear Copy"   Carbon  g'ves   the  best,   clearest,   un- 
smudged  copies   of  all   typed    matter   at   our 

expense.    Send    for    sample    pa   kage    "K  "    free. 
Peerless  Carbon  and  Ribbon  Mfg.  Co.  of  Canada, 
Ltd.,  180  Richmond  St.  West,  Toronto.  (tf) 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigrtph  typewritten  letters. 
The  Multigraph  does  absolutely  every  form  of 

printing.  Slaves  you  25  p.c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circular  letters.  Write  us.  American 
Multigraph  Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto. 

INSURE  HEALTH  by  Installing  Pullman  System 
■'■  of  Natural  Ventilation.  Simple,  inexpensive. 

All  foul  air  in  room  expelled  through  special 
outlet'.  Use  in  store,  office  and  home.  Send  for 
free  bookie'.  Wm.  Stewart  &  Co.,  Sa  urday  Night 
Building.  Toronto;  Board  of  Trade  Building, 
Montreal.  (tfl 

IMPORTANTTO  TAILORS  AND  CLOTHIERS 

1  —Buy  your  cloths,  tweeds  and  serges  direct 
from  Scotland.  We  supply  pattern  cards  free, 

containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  sent  by  prst 
carriage  paid.  Patterns  for  1  910  ready  in  Decem- 

ber. Write  for  them  now  to  A.  Oliphant  &  Co., 
Wholesale  Woollen  Merchants,  133  Trongate, 
Glasgow. 

JUST  NOW  we  are  holding  a  special  sale  of 
I  second-hand  typewriters.  All  makes  are  re- 

presented— Underwood.  Remingtons,  Olivers, 
Empires.  Smith  Premiers,  etc.  They  h«ve  been 
carefully  rebuilt  and  are  in  good  workat'le  wear- 

able condition.  Th'  Monarch  Typewriter  Co., 
Ltd.,  98  King  St.  W.,  Toronto,  Ont.  (tf) 

KEEP  ACCOUNTS  without  book-keeping.  A 
century  ago  accounting  meant  keeping  books, 
To-day  you  can  keep  accounts  cheaper,  better, 

quicker  and  more  accurately  by  throwing  away  all 
books  and  installing  a  .V.cCaski-y  Account  R'gister. 
Don't  be  skert'cal  investigation  CTSts  nothing. 
Write  us  to-day.  Dominion  Register  Co  ,  Ltd., 
100  Sradina  Ave.,  Toronto.  (tf) 

LACE  CURTAINS  AND  NETS.- See  the  latest novelties  and  makes.  Special  make  of  Fish 
Net  Curtains.  Be  wise,  see  the  smartest 

range  in  the  trade.  Callorwrite.  Representative: 
E.  Fenton,  7  H  Empire  Buildings.  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pavemen',  Nottingham,  Eng. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est buildings,  gives  better  results  at  lower  cost 

"  A  strong  statement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 

crete Co.,  Ltd.,  100  King  St.  West,  Toronto,     (tf) 

pRCDBABLY  the  most  talked  about  machine  in 
*  Canada  is  the  Hainer  Bookkeeping  Machine. 

It  combines  in  one  machine  the  cash  and 
credit  register,  time  recorderand  account  register. 
Representatives  wanted  everywhere.  Write  for 
our  proposition.  Book-keeping  Machines,  Ltd., 
424  Spadina  Ave.,  Toronto.  (tf) 

SAVE  so;  OF  THE  COST  OF  HANDLING merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 

space  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son.  193  Terauley  St.,  Toronto.  (tf) 

SCOTCH   PLAID  STATIONERY  is   the    latest 
creation  for  businesi   and   society  correspon- 

dence.   Paper  and  envelopes  present  a  finish- 
ed linen  surface,  most  agreeable  to  the  pen  touch. 

Leading  stationers  have  it.     Write    for    sample?. 
The  Copp,  Clark  Co.,  Limited,  Toronto.         (tf) 

'T'HE  "KALAMAZOO"  Loose  L-af  Binder  is 

*  the  only  binder  that  will  hold  just  as  many 
sheets  as  you  actually  require  and  no  more. 

The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 

Bros.  &  Rutter,  Ltd.,  King  and  Spadina,  Toronto. 

THE  METAL  REQUIRED  IN  A  MODERN CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  poduce  at  minimum 

cost  Concrete  Reinforcements,  Fenestra  Steel 
S«sh,  Automatic  Fire  Shutters  and  Steelcreie 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expaadei  Metal  and  Fireproofing  Co.,  Ltd., 
Eraser  Ave.,  Toronto.  (tf) 

WAREHOUSE  and  Factory  Heating  Systems. 
Tayltr-Forbes  Company,  Limited.  Suppl  ed 
by  the  trade  throughout  Canada. 

WANTED— A  splendid  opportunity  for  dealers to  handle  the  best  combination  Duplicating, 
Addressing  and  Office  Printing  Machine  o  1 

the  market.  Exclus  ve  territory.  Send  name  and 
address,  giving  occupation  and  reference!',  to  the 
Canadian  Writerpress  Company,  L'd.,  33  John  St  , Hamilton,  Ont. 

WHEN   BUYING  BOOKCASES  insist  on  hav 
ing   the    best  in   the   market— "  Macey     Sec 
tional  Bookcases."     Carried  in  stock  by   al 

up-to-date   furniture   dealers.     Illustrated    bookie 
sent  free  on  request.     Canada   Furniture  Manufac 
turers,  Ltd- ;  General  offices,  Woodstock,  Ont.(tf ) 

YOU  can  display  your  goods  to  better  advantage 
through  the  use  of  up-to-date  fixtures.  W  e 
are  specialists  in  the  planning  of  stores  ard 

offices.  Our  catalogue  contains  illustrations  of 
many  new  feature*  and  several  handfomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 

catalogue  J?  Jones  Bros.  &  Co.,  Ltd.,  .^0-32 
AdelaideSt.  West,  Toronto.  (tf) 

YOU  need  the  best  possible  protection  from  fire  ! 
If  your  valuables  are  In  one  of  our  safes,  you 
can  rest  at  ease;  no  fire  is  too  hot  for  our 

safes  and  vaults  to  withstand.  We  manufacture 

vaults  and  safes  to  meet  every  possible  require- 

ment. Write  for  catalogue  "S."  The  Goldie  & Mcullo:ho.,  Ltd.,  Gait,   Ont,  (tf) 

(t,  buys  the    best    duplicating  machine    on  the 

^PyC  market.  ACME  will  print  anything  a  job •  '-'  printer  can  do.  Complete  outfit:  Acme 

Duplicating  Machine,  one  tubular  stand  fitted  witi 
tyne  ca'Cs,  compartments  plainly  lettered  and 
arranged  like  universal  keyboard  of  the  standard 
make  of  typewriters,  one  drawer  for  accessories 
and  forms,  20  lb.  font  of  typewriter  type,  rne 
chase,  one  Acme  ribbon  any  color  with  typewriter 
ribbon  to  match,  one  pilr  tweezers,  two  quoins, 
one  kev,  one  oil  can  Knd  one  set  of  reglets.  Sold 

with  a  guarantee.  Acme  Duplicator  Co.,  Balti- 
more, Md.,  U.S.A.  (tf) 
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Gordon  Umbrella 
as   illustration,  is  absolutely  the  closest  rolled  um- 

brella.   Best   frame,    finest  silk.    A I  so  made  for  ladies. 

Com  pa re 

Eclipse    Umbrella 

values     with 

goods in    stock    and 
we'll leave      the order 

question     to 

your judgment. Our 
values     and 

assort- 
ments  tell  the 

story. 

-t 

Get  samples  of  7vaiited 
lines. 

1 

1 
i 

Our  Variety 

of  handles  is  the 

largest  in  the  trade. 
All  the  latest 

designs  in  Ladies' 
Directoire  Handles' 
in  all  materials, 

such  as 

Rosewood 
Mahogany 
Ebony 

Pimento 

Ivory 

Silver 

Gold 

and  the 

tastiest  combinations 

Send  your  orders  now  for  Spring  trade        State  quantity,  price,  style.      Our 
selections  will  please.      After  inspection,  goods  returnable  if  not  satisfactory. 

The  Eclipse  Umbrella  Co.,  Limited 

% 

% 

® 

454  St.  James  Street, MONTREAL 

% 

% 
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TO  THE  TRADE 
March,  1910 

Have  You  Received 
Our  New  Catalogue 
for  Spring  Season,  1910? 

It  contains  nuggets  that  you  can  cash  in  your  business. 

If  you  will  read  it  carefully  it  will  do  you  good  as  well  as  us. 

It  will  not  waste  your  time  talking,  but  will  wait  your  convenience. 

It  will  demonstrate  to  you  that  the  truest  test  of  value  is  comparison. 

We  cannot  show  quality  on  paper  but  we  show  figures. 

Ordering  by  Letter 
from  Our  Catalogue 

is  an  economizer  of  time  and  money 

You  will  appreciate  our  prices  when  you  compare  them  with  prices 
elsewhere. 

We  have  but  one  price,   the  same  to  you  as  to  the  largest  buyer  on 
our  books. 

Every  page  in  our  catalogue  is  worthy  of  your  consideration. 

It  will  pay  you  to  place  your  Letter  Orders  with  us. 

Our  quick  system  of  filling  letter  orders  a  specialty. 

John  Macdonald  &  Co. 
LIMITED 

Toronto 
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YOU   WILL  DO  WELL 
to   hold  your  ordors  until   you   have  seen    the  latest  samples  ot 

BEAVER     PI  JU  Q RAND        r  V/IVO 
Beaver  Brand  Furs  are  particularly  well  madt  and  finished  in  a  large  variety  of  the  most 

popular   stvles.     We    are    offering'    some    great    values — wait  until   our  traveler  calls. 

The  A.  K.  Jefferies  Fur  Co.,  Limited 
Toronto  40-42   Lombard   Street  Ontario 

Please   mention    The  Rei'iew  to    .■ld'2'ertisers  and    Their   Trm'elers. 
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THE  BRAND  OF 

SATISFACTION 

IN 

FURS 

Our  twenty  representatives  are   now 

calling  on  the  trade  from  Coast  to  Coast. 

The  Redmond   Company,   Limited 
MONTREAL WINNIPEG 

['lease  mention   The  Rcvieiv  to    .Idrertisers  and   Their   Travelers. 



Window  by  E.  Provost   for  Holt,  Renfrew  &  Co.,  Quebec.    Chinchilla  and   Russian  ermine  sets   of  the   latest   designs.     Two 

garments  very   popular  in  Paris  —  black  pony,   with   skunk  trimming,  and  leopard  coat,  which  is  popular  for  motoring. 

Style  Value  of  Furs  as  a  Cause  of   Advanced   Prices 

Lady's  Winter  Costume  Hardly  Considered  Complete  Unless  Fur 
Enters  Into  it  in  Some  Shape  or  Form  —  World's  Supply  of  Wild 
Fur-bearing  Animals  is  Diminishing  -Marked  Increases  in  Last  Five  Years 

STKADILV  aihanciiig'  fiii-  i)riees  willi  no  prospect  of 
a  near  rcliirn  to  lower  figures  seems  to  be  the  con- 

dition in  t'lie  fur  trade. 

Judgino;  by  the  present  demand  for  furs,  and 
the  reports  to  tlie  effect  that  the  catch  this  year  is  not 
so  <>reat  as  usual,  it  does  not  seem  lilcely  tliat  there  can 
be  a  return  to  lower  prices  for  some  time. 

Durini;  the  past  five  yeai'S  fur  prices  have  undergone 
some  remarkable  clianges.  There  has  also  been  a  great 

change  in  the  furs,  whicli  luive  been  in  denuvnd.  Fui-s  that 
a  few  years  ago  were  regarded  as  of  little  importance, 
aie  now  eagerly  bought  up.  and  tiie  prices  have  in  some 

instances,  at  least,  doubled.  Some  lines  of  furs  have  not 
undergone  much  ciiange_,  due_.  doubtless  to  the  fact  that 

tlie  demand  foi-  tliese  lias  been  more  or  less  steady,  and 
ihe  supply  has  not  fallen  off  to  the  same  extent  as  other 
furs.  Persian  lainl),  mink  and  seal  are  furs  that  have 

not  siiown  the  marked  adxa.nee  that  other  cheaper  lines 
have.  Speaking  of  fur  generally,  it  is  safe  to  say  that 
tiie  advance  ranges  from  20  to  100  per  cent.,  though  in 

home  instances  it  is  still  gi'eater. 

Causes    for    the    Advance 

Tliere  are  various  reasons  given  for  this  change.  The 

population  is  growing,  conseuently  there  are  a  great  many 

more  wearers  of  furs  than  formerly.  Dui-ing  the  past 
few  years,  furs  have  been  a  much  moie  important  factor 

in  styles  than  before.  Now,  a  lady's  winter  costume  is 
not  considered  complete    unless  fur  enters  into  it  in  some 

way.  while  I'oi'uierly  they  were  nune  a  matter  of  com- 
fort. Then,  too^  fur  toals  are  nuich  longer  than  they 

were  five  years  ago,  and.  fur  pieces  are  made  lai'ger,  thus 
requiring  more  fur.  European  countries  are  using  more 
furs  than  ever  before,  consequently  a  large  share  of  the 

Will-Id's  furs  is  l)eing  consumed  by  Europeans.  Canada, 
ti'o.  is  buying  moie  furs.  The  population  is  increasing 
with  marvellous  rapidity,  particularly  in  a  section  of  the 

ciiunlry  where  the  severe  climate  makes  furs  a  neces- 
sity, and  this  pi)i)ulation,  as  well  as  the  original  popula- 
tion, is  rapidly  acquiring  more  wealth,  and  furs  can  be 

purchased  as  a  luxury,  as  well  as  a  necessity.  All  these 

tilings  go  to  prove  tiiat  tlie  amount  of  furs  bought  'by 
the  cdiisumer  trade  is  much  in  excess  of  five  years  ago. 

To  make  conditions  more  difficult,  the  world's  supply 
of  fur-bearing  animals  is  diminishing.  The  furs  can  be 
obtained  if  the  buyer  will  give  the  price,  but  if  present 
coiKJitions  continue,  it  will  not  be  long  before  there  will 
be  more  or  less  difficulty  in  securing  a  sufficient  supply. 

At  iJieseiit,  practically  every  fur-bearing  animal  is  utiliz- 
ed. China.  Japan,  Australia,  the  United  States  and 

Canada  are  the  principal  fur-producing  countries,  and  in 
a;ll  countries  which  contribute  to  the  fur  supply,  each 

year  makes  it  necessary  to  go  farther  into  the  wild  sec- 
tions to  secure  the  animals.  This  adds  to  the  cost  of 

trapping  and  collecting  the  furs. 

Cleaned    up   the    Market 

One  of  the  immediate  reasons  for  higher  prices,  is  the 
tVict  thai  ill  1908   there  was  not  much  demand  for  Ameri- 
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can  furs,  ami  dealers,  afraid  ti)  hold  their  stocks  over, 
sold  them  in  Europe,  and  practically  cleaned  up  the 

American  market.  Then,  the  next  year,  wlien  the  demand 

for  furs  was  heavy,  the  Americans  had  to  go  into  the 

market,  and  buy  heavily  in  order  to  get  furs  for  immed- 
iate wants.  This  had  the  effect  of  forcing  prices  up,  and 

this  year  much  the  same  condition  exists.  There  were  no 

furs  in  the  market,  practically  speaking,  and  as  a  result 

Persian    Lamb  Coat       Shown    by    Redmond    Co.,   Ltd.,    Montreal. 

tiie    United    Slates    linyers    are    taking    large    tpiantities. 

Tile  fuUowing  are  some  uf  liie  approximate  advances 

in  price  during  tlie  pas!  ti\e  years.  Wiiile  these  are  nut 

given  as  tlie  exact  increase,  they  gi\e  a  good  idea  of  the 

strides  taken,  and  g!\'e  retailers  a  knctwledge  of  the  in- 
creased amounts  tliat  manufacturers  ha\e  (o  pay  for  furs 

for  manufacturing  purposes,  and  explain  tlie  higher  prices 

asked  for  the  manufactured  goods. 
American  furs  have  not  increased  to  llie  same  extent 

tiiat  tile  niajoiily  of  lines  ha\e,  there  being  an  increase 

of  about  1')  to  L'O  per  cent,  over  five  years  ago. 
Persian  lamb  a.nd  sei'.l  lun c  increased  about  120  per 

cent.,  and  mink  from  13  to  20  per  cent.  The  price  of 

mink  depends,  of  course,  upon  its  coloring,  whicli,  in 
turn,  depends  upon  the  cliumte  for  its  richness.  Dark 

colored  mip.k,  brings  a  much  higher  ))ri('e  tiian  the  ligiiter 
colored  fur  of  the  same  texture,  and  equally  gond  pelf. 
Cold  weather  makes  the  fur  dark.,  which  is  much  desired. 

Marmot,  which  is  much  in  use  as  an  imitation  of  mink, 

is  about  50  per  cent,  higher.  Haccot)n  has  gone  up  about 

70  per  cent,  aiul  .American  opossum,  and  squiri'el  good.-< 

have  advanced  in  the  neighborhood  of  7.")  per  cent.  Skunk. 

fox,  and  Canadian  muski'at  show  an  increase  of,  at  least, 
100  per  cent.,  due  to  the  reasons  already  given,  while 

lynx  is  300  per  cent,  higher.  On  account  of  this  phenom- 

iiial  increase  in  price,  lynx  will  not  figure  to  any  extent 
in  the  Canadian  trade.  Of  course,  it  will  be  sold  in  small 

((uantities  to  the  wealthy  classes,  who  do  not  object  to 

high  prices. 
The  ftdlowing  report  of  the  January  London  fur  sales 

this  year,  shows  the  percentage  of  increase  over  last  year 

in  the  different  lines  of  furs: — 

Skunk,  50  per  cent.;  raccoon.  70  per  cent.;  opossum, 

70  per  cent.;  raiuk,  northern  and  north  western,  70  per 

cent.;  mink,  south  and  s<iuth  western,  and  red  fox.  10  per 
cent,  higher  than  last  January. 

Grey  fox,  same  as  last  Januai-y. 
White  fox,  15  per  cent.;  cross  fox,  10  per  cent.;  silver 

fox,  120  per  cent.:  kitt  fox.  20  per  cent,  higher  than  last .faiiuary. 

Blue  fo.v,  same  as  last  January;  house  cat.  10  per 

ciM't.  hiulier;  civet  cat,  same  as  last  January. 

Wild  cat,  30  per  cent.;  beaver,  15  per  cent.:  black, 

luown  and  grizzly  bear,  20  per  cent.:  lynx,  35  per  cent. 
liiuher  than  last  Januarv. 

"Kensington,"  representative  style 
for  1910.  Coat  of  real  seal  or  Hudson 

seal  (seal  muskrat),  36"  to  50"  long. 
—  Shown  by  the  Gillespie  Fur  Co., 
Toronto. 

Otter,  marten^  Uussian   sable,  same  as  last  January. 

Ermine,  60  per  cent.:  wolf,  15  per  cent,  higher  than 
Inst  .January. 

Fisher,  badger,  wolverine,  same  as  last  January. 

Chinchilla,  50  per  cent,  higher  than  last  last  January. 

Australian  opossum,  siime  as  last  January. 

Wombat,  75  per  cent.:  wollaby.  25  per  cent.,  musk- 
lat.  70  per  cent,  higher  than  last  January. 
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FURS 
Everything  in  Furs 

Empress  Brand  Furs  Have  a  Style  and  Finish  that  are  Surpassed  by  None 

We  are 

Manufacturers 

of 

Exclusive  Styles 

with  Character 

Combined 

Arrange  to 

See 
Our  Line 

When  Traveller 

Calls 

6'j:»"^ The  Anderson  &  Macbeth  Co.,  Ltd. 
THE  KING  HAT  AGENTS 

76  Bay  Street  -  -  -  Toronto,  Ontario 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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To  Those  Who  Know 

the  Name 

"MUSK  OX 

BRAND" 
ON  FURS 

Musk  Ox  Brand 

Everything  in  Hi^h- 

Grade  Ladies'  and Men's  Furs. TRADE        MARK 
tlESlSTERED 

Stands  For  The  Best  That  Canada  Produces. 

And  we  are  always  ready  to  make  good   our  claim. 

"Everything  new  in  Fashion  and  Design,  as  well 
as  all  the  Staples,  are  included  in  our  Samples/' 

We  are 

FUR  SPECIALISTS 

and  the  superb  workmanship,  trim- 

mings and  quaHty  of  skins  used,  satisfy 

critical  judges  who  inspect  our  Hnes. 

Styles  for  191  o  have  changed  very 
radically,  and  our  samples  include  many 

desig-ns  entirely  different  from  anything 
that  has  been  worn  for  many  seasons. 

There  will  also  be  many  furs  sold 
during  1910  that  have  not  been  on  the 
market  for  fifteen  years. 

If  you  want  to  see  up-to-the-minute 
furs,  see  our  samples,  they  will  certainly 

please  you. 

Our    Travelers  are  now  on  the   road. 

A  post-card  will  put  you  on  our  calling  list. 

BOULTER,  WAUGH  &  CO.,  LTD. 
CANADA'S  FURRIERS.  ESTABLISHED  40   YEARS 

491-4^3-495  St.  Paul  St.,         57  St.  Peter  St. MONTREAL 

Please  mention  The  Revieiv  to  Advertisers  mid  Their  Travelers. 



Long  Fur  Coats,  Neck  Large  Pieces,  Variety  in  Muffs 
Semi-fitting  Styles  Considered  Much  More  Graceful  than  Short  Coats 
—  Indications  are  that  High  Prices  will  Have  no  Serious  Effect— Good 
Demand  for  Fur  Sets  —  Seal,  Russian  Pony.  Caracul,  Astrachan, 
Muskrat,  Persian  Lamb,  Squirrel  and  Raccoon  are  Furs  Principally  Used. 

RETAIL  furriers  report  that  the  season  just  clos- 

ing- has  been  better  than  for  a  few  years  past, 
due   to   the   early   cold   weather   and   to   general 

prosperity.     Trade  during-  December  was  active, 
and  furs  were  bought  in  good  quantities.     January,  how- 

ever, was  rather  disappointing,  owing  to  mild  weather. 
The  demand  for  fur  sets  was  exceptionally  heavy,  and 

ladies'  fur  coats,  particularly  pony  and  seal,  sold  readily. 
The  heavier  furs,  such  as  raccoon  coats  and  fur-lined 
coats  for  men  did  not  sell  so  well,  as  the  weather  did  not 
favor  this  branch  of  the  trade. 

There  was  a  noticeable  tendency  on  the  part  of  the 
consumer  trade  to  buy  the  finer  furs.  Higher  prices 

does  not  seem  to  have  much  effect,  and  one  prominent  re- 

$75  to  $100,  there  seems  to  be  no  difficulty  in  disposing 
of  ihem. 

In  the  case  of  the  retailer  who  has  furs  in  stock, 
which  he  must  hold  over  until  next  season,  the  silver  lining 
to   the  cloud  consists  of  the   fact,  that   the  furs  will  be 

LadUs'  Coat  of  Hudson  Seal,  with   Alaskan   Sable   trimmings  and 
Muff  of  Hudson  Seal  —  Shown  by   L.   Gnaedinger,  Son 

&   Company,   Montreal. 

tailer,  speaking  of  the  marked  advances  for  next  season, 
stated  that  there  would  be  no  difficulty  in  getting  the  ad- 

vanced prices,  if  times  were  prosperous.  To  prove  this 
contention,  he  said  that  when  mink  muffs  sold  at  $25. 

verj-  few  were  bought,  but  now,  when  they  sell  at  from 

Ladies'  Coal  of  Hudson   Seal— Shown   by   Lugsdin 
&   Francke,  Toronto. 

worth  more  money  to  him  next  season  than  they  are  this, 
as  practically  every  fur  will  demand  a:  higher  figure, 
wlien  the  new  goods  are  shown  at  retail. 

Will  Feature    the  Long  Coat 
Fur  manufacturers  are  very  enthusiastic  regarding 

long  fur  coats  for  the  next  season,  and  in  view  of  their 

belief  in  their  continued  popularitj-,  are  making  up  espec- 
ially attractive  samples  for  the  new  season.  The  ex- 

tremely high  prices  of  furs  of  all  kinds  will  have  a  ma- 
terial effect  on  the  price  which  the  actual  wearer  of  the 

coat  will  have  to  pay,  and  those  who  have  already  bought 
fur  coats,  may  consider  themselves  fortunate  in  view  of 

soaring  prices,  which  do  not  show  any  inclination  of  re- 
ceding from  their  high  position. 

However,  although  the  long  coats  must  be  very  ex- 
pensive, manufacturers  believe  that  they  will  sell.  There 

is  a  great  deal  in  their  favor.     The  long  semi-fitting  coat, 



Dry  Goods  Rez'ieiv CANADIAN     FUR     TRADE 

129 

MINK See  Our  Samples,    it   Will  Pay   You 
PERSIAN 

W.  KAHNERT 
MANUFACTURER  OF 

HIGH-CLASS  FURS 
84  BAY  STREET        TORONTO 

Our  large  holdings  of  Mink  and  Per- 
sian Lamb,  secured  before  the  decided 

advance  in  prices,  enable  us  to  offer  you 
these  fashionable  furs  in  garments  of  exclu- 

sive   designs    at     most     reasonable    prices. 

REMEMBER    MINK    AND    PERSIAN 
LAMB  are  our  SPECIALTIES 

The  enormous  quantities  of  skins  handled  and 
manufactured  by  expert  labor,  combined  with  our  30 

years'  experience,  enable  us  to  place  before  you 
articles  which  will  astonish  you  both  as  to  design 
and  price. 

Our  grading-  into  numerous  qualities  will  be  of 
great  advantage  to  you.  Every  one  of  our  patterns 
in  any  quality  to  suit  price. 

SEAL 
Be  sure  to  see  samptes  of  tiiese  exquisite  goods,  in  ttte 

Itands  of  our  travelers,  out  IVIarch  1 ERMINE 

A  Pioneer  Manufacturer <» 

of  Wax  Figures 
'    ■^'^i^ ^■^HE  large  business  in  Wax  Figures  and   Display  Fix- 

11  /    tares  built  up  by  the  late  A.   S.    Richardson  was 
based  entirely  on  the  superior  utility,  attractiveness 

and  durability  of  his  products.  Q  This  business  is  now  being 

carried  on  by  his  estate  under  the  same  firm  name— A.  S. 
Richardson.QWe ftl^HS: 

^^^^     ^  ̂ ^^H are    taking    parti- 
cular   pains    that 

"

^

 the  reputation  for 
quality  enjoyed  by ,.^.»;¥jii  * 
A.  S.  Richardson 

Wax  Figures  and                    \ 
Display    Fixtures                    S 
shall  be  extended                    I 

'J^^m  mm 
and  strengthened.                   ^PHi    ""«,«?    i 
4  New  Catalog                      ̂  

1 HAS  BEEN  ISSUED 

° 
THE  A.  S.                                 ̂ '1|K, 
Richardson  Co.              ̂      ̂  MRS.  A.  S.  RICHARDSON 

._ 

SOLE  PROPRIETRESS 

99-101  Ontario  Stree 

, TOR  OXTTO 
THE  LATE  A.   S.    RICHARDSON 

1  V_/  IX  l^  IM   V\J 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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which  is  being  featured  for  next  season,  is  much  more 

graceful  in  appearance  than  a  short  fur  coat.  The  long 

Lines  give  a  slender  appearance  in  spite  of  the  bulk  of  the 

fur,  while  a  short  jacket  gives  the  figure  a  much  stouter 

appearance.  Present  styles  in  suits  and  dresses  favor 
the  slender  figure,  and  fur  coats  must,  if  possible  enhance 
'this  effect,  rather  than  detract  from  it.  People  who  buy 
these  fur  coats  are  usually  the  ones  who  can  afford  to 

pay  a  little  more  than  the  price  of  the  shorter  coat,  and 
get  the  more  graceful  long  one. 

Though  manufacturers  have  more  faith  in  the  long 
coats,  they  are  not  making  all  samples  long.  Some  are 
being  made  as  short  as  36  inches,  and  from  that  they  run 
as  long  as  50  inches.  In  view  of  shorter  suit  coats,  there 

is  a  feeling  that  there  will  be  some  demand  for  the  30 
to  40-inch  coats,  but  the  longer  lengths  promise  better 
sales. 

•*• 
Luxurious   Linings  and  Dainty    Trimmings 

The  new  coats  show  the  most  careful  workmanship. 

The  feeling  is  general  that  the  high  cost  of  all  materials 
entering  into  fur  garments  this  season,  warrant  only  the 

best  of  work  in  making.  As  a  result  the  linings  are  simp- 
ly luxurious  in  appearance.  Dainty  colors,  and  elegant 

brocaded  silks  are  used  in  linings,  and  the  work  is  most 
attractively  finished.  Finishing  braids,  matching  the 
linings  in  color,  are  sometimes  used. 

The  exterior  of  the  coats  evidences  the  same  careful 

attention  to  details.  While  the  majority  of  the  new  coats 

are  not  trimmed  with  different  furs,  a  few  high-class  gar- 
m'ents  are  being  made  of  combinations  of  furs.  Paris 

has  been  going  mad  during  'the  season  now  closing  over 
the  combination  of  smooth  furs  with  the  soft  long-hair- 

ed sable  and  fox,  and  have  been  utilizing  the  long-haired 
furs  for  trimming  street  costumes.  Following  tliis  trend, 
some  of  the  houses  are  showing  pony  and  seal  coats 

bordered  with  sable,  with  the  long  rolling  sable  collar. 
The  new  feature  is  the  long  rolling  collar,  which  opens 
rather  low.  The  majority  of  the  coats  made  with  this 
roll  shawl  collar  show  the  fronts  in  cutaway  style.  Some, 
of  course,  have  the  regulation  wide  coat  collar  witii  revers, 
and  these,  in  most  cases,  have  the  square  cut  front.  One 
of  the  new  coats  has  the  shawl  collar  effect,  but  also  shows 
the  effect  of  revers,  as  if  the  collar  and  revers  were  cut 
in  one. 

Nearly  all  coats  are  open  at  the  side  seams,  the  height 
of  the  opening  depending  upon  the  length  of  the  coats. 

Practically  nothing  but  semi-fitting  styles  ai'e  shown.  The 
severe  effect  of  most  garments  is  relieved  by  sleeve  trim- 

mings, in  the  form  of  cuffs,  or  false  cuffs,  in  fancy  shape, 
with  button  trimmings,  or  with  straps  of  the  fur,  held  with 
a  button.  The  new  feature  is  the  use  of  fur  buttons  of 

the  same  fur  as  the  garment.  A  great  deal  of  use  is 
made,  however,  of  fancy  metal  buttons,  or  of  combina- 

tions of  metal  and  other  materials. 

The  furs  principally  used  are  seal,  Russian  pony, 
caracul,  astrachan,  muskrat,  Persian  lamb,  squirrel  and 
raccoon. 

By  seal  is  meant  chiefly  electric  seal,  and  other  furs 
dyed  and  treated  to  imitate  seal  in  appearance.  Owing 
to  the  high  cost  of  real  seal,  it  does  not  figure  much  in 
Canadian  trade.  Its  imitations  are  expected  to  become 

very  popular  for  the  next  season's  trade,  and  some  very 
handsome  coats  are  shown.  Hudson  Bay  seal,  which  is 
muskrat,  sheared  and  dyed,  is  the  most  perfect  imitation 
of  seal,  but  the  high  price  of  natural  muskrat,  and  the 
expensive   treatment,   which   it  must   undergo,  will  make 

OUR  SAMPLES  OF 

FURS 
for  next  Fall  Trade 

will  soon  be  ready. 

It  would   pay  you  better to 

LOOK  OVER  our  range 
than  to  OVERLOOK  it 

Cloth  Caps 
Duck  Coats 

Gloves 
Mitts 

Moccasins 

Etc.,  Etc. 

ROYALTY 
HATS 

will^stand  competition  and  bring  results 

Our  travelers  will  be 
on  the  road  shortly 
WAIT   FOR  THEM 

Swift,  Copland  &  Co. 
MONTREAL 

Limited 
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the  tiiiislied  garment  so  high  in  price  that  it  will  be  con- 
fined to  the  wealthy  trade.  Electric  seal,  however,  will 

be  more  within  the  reach  of  ordinary  trade,  and  should 
meet  with  good  demand. 

Muskrat  has  gone  up  at  an  alarming  rale  over  the 
prices  of  a  year  ago.  The  attractive  appearance  of  the 
new   coats   of  muskrat   will  be   a    great    factor   in   selling 

Russian  pony,  SO  inches  long.  Made  in  lengths 

30  In.,  36  in.,  40  in.,  45  in.  and  50  in.—  Shown 
by  the   Anderson  &   Macbeth  Co.,  Toronto. 

tlu'in.  .Manufactui'crs  are  showing  for  the  next  season, 
some  remarkable  handsome  muskrat  coats.  The  skins 

are  matched  showing  the  dark  stripes,  and  in  some  cases, 

these  ai'e  arranged  to  form  a  border  extending  down  the 
front  of  the  coat  and  around  the  bottom.  The  result  of 

this   treatiBent    is   particulai'ly   attractive. 

Stylish   Neckwear  Pieces 
From  the  style  viewpoint,  the  large  pieces  are  the 

feature  for  the  'coming  season.  Na.turally,  manufacturers 

will  show'  small  pieces,  in  order  to  meet  the  demands  of 
t'hose  who  want  the  good  furs,  but  who  cannot  buy  the 
large  pieces,  which  run   into  so  much  money.     For  this 

trade,  there  must  be  the  small  pieces,  embodying  as  many 

of  tlie  style  features  as  possible,  and  made  as  carefully 
as  the  larger  pieces. 

There  is  quite  a  change  from  the  furs  of  the  past  two 
or  three  years.  Neckwear  is  getting  away  from  the 
narrow  stole  effects,  and  the  new  samples  are  more  on  the 

cape  order.  They  are  wide,  and  fitted  well  over  the 
shoulders,  and  in  most  cases  are  not  very  long  at  the 

front,  stopping  several  inches  above  the  waist  line.  A 
few  are  continued  in  stole  effect. 

The  animal  effect  is  stil'l  in  vogue,  and  particularly  in 
th«  mink  pieces  the  animal  idea  is  featured.  Whole 
skins,  with  the  heads,  are  used,  and  in  some  cases,  only 
the  backs  of  the  animal  are  used,  and  each  skin  is  faced 
separately  with  shirred  silk.  This  does  not  utilize  so 
much  fur,  and  the  effect  is  the  same  on  the  outside.  There 
are  numerous  arrangements  of  the  skins,  which  have  the 
effect  of  trimming  the  fur  pieces  without  the  use  of  other 
materials  or  furs.  Some  of  the  more  elaborate  mink  neck 

pieces  arc  made  up  of  mink  skins,  alternated  with  lace 
insertion  over  cream  satin.  This  makes  a  very  dressy 
set.     The  iiiuff,  of  course,  is  made  in  the  same  manner, 

New  style  scarf  and   pillow   muff  of    Australian    chinchilla      Shown 
by   L.  Gnaedinger,  Son  &   Company,  Montreal. 

the  rug  effect   being  used,   and   the   muff  trimmed   either 
with  tails  or  tassels. 

Some  stoics  are  shown,  and  one  of  the  newest  is  a  long 

scarf,  about  eight  inches  wide,  or  even  more.  These  are 

principally  worn  thrown  loosely  across  the  shoulders  after 

the  fashion  of  the  popular  chiffon  scarf,  but,  of  course, 

may  be  worn  closely  around  the  neck,  in  the  same  manner 
as  the  throw-over  ties. 
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The  Fur  Problem 
For  the  coming  season  is  a  seemingly  hard 

one  for  you  to  solve.  Furs  of  every  des- 
cription have  greatly  advanced.  We  can 

assist  you  with  materials  purchased  before  the 
full  advance.  STYLES  best  suited  to  your 
trade  and  Superior  finish  to  every  garment. 
Our  prices  and  large  range  of  samples, 
also  superior  showing  of  Marmot,  should 

greatly  assist  you  in  selection. 

THIS  ILLUSTRATION 
is  one  of  the  many  new 
and  popular  styles,  to  be 
shown  in  our  samples  for 
the  coming  season.  It  is 
made  in  all  suitable  furs  ; 
Persian  Lamb,  Seal, 
French  Seal,  E  eotric, 

Russian  Pony  and  Astra- 
chan,  in  all  lengths,  30  in tn  .50  in. 

Our  Representative    Will    Call   and    We 
Solicit  Your  Inspection. 

Brereton  &  Manning 
==:TORONTO   

*<^ 

Mr.  Merchant: 

Dear  8ir, — We  think  you  will  agree  with  us 
when  you  see  our  samples  for  1910,  that  our 

prices  are  much  lower  than  others,  and  particu- 
larly lower  than  the  tremendous  advance  in  raw 

furs  seems  to  justify. 

The  reason  for  this  is  that  we  anticipated 
higher  prices  and  bought  a  large  part  of  our 
requirements  before  the  advance. 

Also  our  Mr.  B.  Silver  personally  selects 
every  skin  that  we  manufacture,  and  he  is  very 
particular  that  every  article  we  turn  out  will 
give  unqualified  satisfaction. 

This  is  our  "Seal  Brand  "  guarantee. 
If  you  are  a  customer  you  will  know  the  above 

to  be  correct ;  if  not,  do  not  place  any  order  for 
1910  until  you  see  our  lines. 

Yours  sincerely, 

SEAL  BRAND 

TRADE  MARK 

A  "Seal  Brand"  on  a  Furls  an  Absolute 

Guarantee  of  Satisfaction. 

"MaKers  of         g^  SILVER  &  CO.    Wholesale  Fur 
^  Seal  Brand  Garments 

Guaranteed." 420  St.  Paul  Street,     ::   Montreal       Manufacturers 

Please  mention  The  Revieiv  to   Advertisers  and   Their  Travelers. 
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If 
Honest   Furs 

and 
Good  Values 

Have  Proved 

Our 
Success 

To  Shrewd 
Fur  Buyers 

77|E  CLAIM  the 

^%p  attention  of  those 
who  know  good  furs 

and  good  values. 

Knowledge  in  the  selec- 
tion of  the  skins,  care  in 

the  manufacture  of  the 

goods,  place  our  Furs 
beyond  comparison. 

Our  range  of  samples 

for  the  coming  Fur  Season 

is  the  most  complete  and 
most  authoritative  we  have 

ever  shown. 

We  advise  you  to  see  them 
before  placing  your  order 

Send  us  a  card  to  make  sure  one  of  our  travellers  call 

James  Coristine  &  Co. 
LIMITED 

Manufacturers  of  High  Class  Furs 

Montreal 

Please  mention  The  Reviczv  to  Advertisers  and  Their  Travelers. 
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MOOSE  HEAD  BRAND 

FURS 
have  an  exclusive  style,  imparted  only  by  the  most  skillful 

workmen,  under  our  own  supervision 

W^E    OFFER   THE    FOLLOWING 

Ladies'  Wear 
Fur  Jackets  and 

Cloaks 

Fur  Lined  Mantles 

Muffs 

Neckpieces 
Gauntlets 

Caps 

Men's  Wear 
Fur  Lined  Coats 

Fur  Coats 

Duck  andCorduroy 
Coats 

(Fur  Lined) 
Caps 

Collars 

Gauntlets 

Children's  Wear 
Fur 

Jackets 

Caps 

Muffs 

Neckpieces 

etc.,  etc. 

SLEIGH  ROBES 
The  great  argument  of  this  business  is  that  everything  must  be  thoroughly 

worthy.  In  manufacturing  we  pay  the  greatest  attention  to  even  the  smallest  detail, 

the  result  is  an  output  of  goods  sold  on  honour. 

The  58  years  of  study  and  experience 
back  of  our  furs  is  well  worth  the 

serious  consideration  of  all    buyers 

L.  Gnaedinger,  Son  &  Company 
90,  92,  94  St.  Peter  Street MONTREAL 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 
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Established  1852 

Fur  Buyers'  Security 
The  help  which  confidence  in  the  manufacturer  affords  saves  much  worry 

In  buying  "Moose  Head  Brand"  Furs 
you  have  the  security  of  our  reputation 

and  experience  gained  during  fifty- 
eight  years  of  successful  competition 

Our  travelling  staff  will  be  on  their  respective  grounds  shortly,  covering 
from  coast  to  coast.  If  they  are  not  acquainted  with  you,  we  will  be  pleased 

to  put  them  in  communication  with  you  if  you  favor  us  with  your  address 

L.  Gnaedinger,  Son  &  Company 
90,  92,  94  St.  Peter  Street MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Well  Equipped  Fur  Storage  Strong  Advertising  Feature 
Holds  Old  Customers  and  Makes  New  Ones  —  Benefits  Other  Lines 
in  the  Store -Cold  Dry  Air  System  Most  Satisfactory— Some  of  the 
Larger  Stores  have  Complete    Equipment  —  Organization   Necessary. 

1r  would  appear  that  the  fur  store  or  department  which 
has,  in  connection  with  it,  a  properly  equipped  vault 

for  storage  of  furs  for   customers,   during-  the   Sum- 
mer, enjoys  a  position  of  distinct  advantage  over  the 

one  that  has  not.     It  can  easily  be  seen  that  the  accom- 
modation thus  affoi^ded,  at  slight  charge,  will  be  instru- 

mental in  holding  the  business  of  regular  customers  and 

Ladies'  muskrat  automobile  coat,  made  in  lengths 
40  in.,  45  in.  and  50  in.  Bottom  of  coat  is  made 
with  square  or  round  corners.  Shown  by  the 
Anderson   &  Macbeth   Co.,   Toronto. 

prove  attractive  to  many  new  clients  who,  on  the  recom- 
mendations of  friends,  or  personal  observation,  have  be- 

come informed  with  regard  to  it.  Inquiry  as  to  details 

incidental  to  the  storage  of  furs  brings  people  to  the  s'tore 

and  department  and  other  lines  cannot  fail  to  "benefit  when furs  are  in  or  out  of  season.  The  advertising  value  of  a 

proper  storage  equipment  is,  in  fact,  one  of  the  great 
l^oints  of  importance  in  its  favor. 

Department  must  be  well  Organized. 

Wherever  the  merchant  can  secure  storage  equipment 
or  installs  facilities  of  his  own,  he  will  find  it  of  the  utmost 

importance  in  order  to  reap  full  benefit  that  his  fur  de- 

partment be  thoroug^hly  organized,  well  located  and  stock- 
ed with  the  best  goods. 

One  of  the  great  essentials  in  conducting  a  storag'e 
vault  or  plant  is  a  checking  system  by  which  goods  may 

be  properly  identified  when  called  for,  while  another 
requisite  is  a  book  in  which  to  enter  full  and  absolutely 

correct  particulars  as  to  the  name,  style,  shape  and  con- 
dition of  furs  and  linings  when  received,  and  repairs  or 

alterations  subsequently  made,  when  ordered.  Thus  can  bo 
I)e  avoided  all  confusion  as  to  the  ownership  of  pieces  and 

all  possibility  of  loss  reduced  to  a  minimum. 

The  Cold,  Dry  Air  System. 

There  are  different  methods  and  preservatives  employed 

in  storage  of  furs.  Camphor,  napthative  tar  paper,  cedar, 
etc.,  are  all  used,  and  at  some  time  or  other,  have  been 
found  unsatisfactory.  The  modern  and  most  effective 
method  is  storage  in  cold  dry  air  which  preserves  the 
natural  lustre  of  the  furs  and  is  the  best  protection  against 

moth.  No  injurious  insect  could  long  survive  in  the  low 

temperature  of  the  modern  stoi-age  plant.  Fur  dealers 

in  many  places  are  handicapped  for  want  of  sueh  facili- 
ties and  their  only  recourse  would  seem  to  be  the  usual 

preservatives  and  careful  examination  of  the  goods  at 

intervals.  In  not  a  few  places,  however,  a  lease  of  a  sec- 
tion in  a  cold  storage  warehouse  may  be  found  possible 

and  the  charge  made  sufficient  to  cover  rent,  insurance 
and  other  expenses. 

Charge  on  Valuation  of  Furs. 

One  of  the  large  city  stores,  which  has  a  complete 

col'd.  dry  Jiir  storage  plant  of  its.  own.  charges  three  per 

cent,  of  valuation  which  may  be  either  made  by  them- 

selves or  by  the  customer.  In  this  plant,  there  is  a  man 

continual'ly  on  duty  inspecting  the  furs,  cleaning  the 

goods,  and  looking  after  the  details  generally.  The  charge 

covers  all  expenses  in  connection  with  the  plant.  The 

storage  season  extends  from  April  to  November,  and  goods 

are  insured  against  loss  or  damage  from  any  cause.  The 

vault,  where  every  garment  is  kept,  is  absolutely  fire 

and  burglar  proof. "^  All  furs  sent  for  storage,  first  go  to 
the  cleaning  room.  Moth  eggs,  dust  or  dirt  of  any  kind 

are  removed  bv  means  of  an  electric  beater.  When 

cleaned,  and  the  matted  fur  combed  out,  the  garments  are 

hung  on  individual  holders  in  the  vault. 

Cold  Air  Fanned  into  Vault. 

The  vcrv  low  temperature  of  this  vault  is  maintain
ed 

by  means  of  ice  making  machines  situated  in 
 the  base- 

ment, whence  the  air  when  sufficiently  chilled  is  fanned
 

into  the  vault  above.  At  the  end  of  the  storage 
 season, 

the  fur  thus  kept  appears  one  hundred  per  
cent.  fres.her 

than  when  hauled  out  of  a  paper  box  or  dose,  
badly  venti- 

lated closet,  when  creasing,  matting,  and  very  indi
fferent 

care  have  certainlv  lessened  the  value  of  th
e  fur.  while 

the  moth  preventatives  used  makes  the  use  o
f  the  garment 

or  piece  disagreeable  for  some  days.    In  t
he  ease  of  deli- 
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cate  furs  such  as  ermine  or  ehinehilla,  one  season  of  such 
care  is  sufficient  to  deaden  the  lustre.  As  aibsolute  cleanli- 

ness is  possible  in  the  modern  type  of  storage,  delicate 
fabrics,  garments   and   draperies   may   also   be   deposited. 

Entering  Descriptions. 

On  the  arrival  of  the  articles  at  the  storehouse  they 

are  entered  in  a  book  for  that  purpose.  The  des'crijjtion 
involves  a  careful  inspection  of  the  fur  by  an  expert  in 
order  to  detect  any  imperfections  which  the  customer  may 
not  know  of  at  the  time  of  storage,  but  which,  noticed  on 
delivery  the  following  Fall,  may  be  attributed  to  defects  in 

storage.  It  'has  been  found  advisable  to  inform  customers 
as  to  the  exact  condition  of  their  furs,  as  they  may  wish 
them  repaired  or  otherwise  restored  to  good  condition.  Or, 
it  may  be  the  ga.rments  of  one  season  may  have  to  be 
remodeled  along  lines  fashionable  in  the  following  season. 
and  this  is  another  reason  why  customers  should  be  fully 
informed. 

It  may  thus  be  easily  seen  that  a  well  organized  stor- 
age system  may  be  so  operated  as  to  bring  the  merchant 

into  closer  tonch  with  his  fur-wearing  customers  and  if 
the  service  is  in  every  respect  satisfactory  it  will  bo  found 

It  is  a 

FoAvnes 
That  is  all  you  require 

to  know  about  a  ̂love. 

Ready    to    Fill     Your 

EASTER    NEEDS. 

Fownes  Bros.  &  Co* 
Coristine  Building, 

MONTREAL 

a  direct  benefit  to  his  store.  Where  he  has  the  only  fur 

storage  facilities  in  his  district  it  will  have  the  effect  of 
widening  his  scope.  The  inducement,  in  developing  this 
connection,  offered  by  one  of  the  larger  stores  is  payment 
of  express  charges  on  furs  sent  from  any  part  of  the 
province  where  the  value  for  storage  is  $100  or  over. 

Fur-lined  Garments 

While  the  demand  for  fur-lined  garments  has  fallen 
ofl;  considerably,  manufacturers  report  that  last  season 

they  sold  a  great  many  of  these  gai'ments,  and  are  giv- 
ing the  new  samples  considerable  attention,  making  them 

as  attractive  as  possible.  For  a  time  there  seemed  to  be 
a  marked  increase  in  the  demand  throughout  the  country, 
but  this  could  not  continue  as  the  furlined  garment  is  not 
so  Avell  suited  to  country  wear  and  driving  as  the  fur 
coat.  It  does  not  possess  the  warmth  nor  the  necessary 

durability  for  the  wear  that  must  be  given  an  outer  gar- 

ment in  the  country,  ("ity  trade  is  keeping  up,  and  there 
\-s  a  goiid  demand  in  the  west. 

FURS 
Be  sure  to  see  our  fur  samples 

before  you  place  your  order. 

We  can  bring"  to  \our  fur  depart- 
ment a  reputation  for  st}le  and 

value  that  will  make  it  one  of  the 

busiest  sections  of  \our  store. 

Our  TRA  I  ELERS  WILL  BE 

on  tlie  road  shortly,  send  your 

address    and    one    ivill    call. 

M.  Silver  &  Co. 
The     Quality    Fur     House 

12-14  St.  John  St., Montreal 

•  The  GILLESPIE  rUR  CO.,  Limited TORONTO 

Our  travellers  are  now  on  the  ground.  Wait  until  you  see  our  samples. 
Our  prices  are  right,  having  bought  ample  stock  before  the  recent  great  advance  in  furs. 

WHOLESALE  ONLY. 

Flcasc  mention,  The  Review  to  Advertisers  and  Their  Travelers. 



Fashion  Tendency  in  Furs   as  Noted   in  New  York 

New  Sleeves  will  be  of  Fuller  and  More  Ample  Cut  —  Some  Changes 
in  Muff  Styles  —  Collars  and  Muffs  in  Longer  Furs,  with  Hat  of  the 
Same  —  Handsome  Buttons  a  Feature  —  Russian  Shawl  Effects  in 
Novelty       Neckwear  —  Bolster,    Pillow     and      Heart-Shaped     Muffs. 

Staff  Correspondence. 

Ol'Hci'   Dry   (iiimls   Review, 
Kit)  Bi-oadvvay,  New   York,  Feb.  2tj. 

TllUKK   art;   a    iiiiitiber  tit'  iulerestiiig'  siyle  eliauges wjicli   will   be  uf  paraiiKniiil    iiitere.sL   to   both   the 

buyer  anil   the   inanufacturer  if  Hue  I'urs,  as  they 
-—    will    have    tn    be    iiicdrporalcij    in    the    g'arments 

pruditeed  fur  the  eumiiig-  Fall. 
One  point   wliere   change   is  al\vay>   nni.sl    marked   i.s  in 

the  shapir.i^'  uf  the  sleeve,  and.  as  in  eluth  ̂ -artiients,  if  the 

Skunk  Set   trimmed   with   Ribbon    Ruches. 

sleeve  be  nnly  uf  ihe    fashinnable  shape  the  a'arnienl    will. 
as  a  rule  present,  a   fashional)le  appearance. 

The  new  sleeves  will  be  of  fuller  and  more  ample  ctil, 

and  smart  g-arinents  will  have  fullness  both  at  the  arm- 
holf  and  above  the  elbow.  Not  only  will  sleeves  befuU  but 

cuffs  will  be  impoitant.  One  of  the  newest  sleeves  show  the 

fullness  gathered  into  a  deep  pointed  cuff  often  decorated 
with  fancv  buttons  and  simulated  buttonholes  of  braid  or 

curd.  Anutlier  ••■uod  sleeve  has  the  culf  cut  in  one  witli 
the  sleeve  and  the  fashionable  fullness  gathered  into  the 
cuff  underneath.  This  cuff  is  also  decorated  with  large 

fancy  buttons  and  simulated  button-holes.  Deep,  plain 
cuffs,  about  six  inches  wide,  are  used  on  many  coats  and 

almost  invariably  have  the  fancy  button  and  simulated 

button  decoration.  Another  new  sleeve  that  furriers  think 

well  of,  has  fullness  set  into  a  band  which  shows  .some  few 
inches  above  the  deep  cuff. 

Seal  antJ  its  Imitations. 

Seal  will  be  one  of  the  very  pniiular  furs  of  the  season. 

tent  with  the  really  excellent  substitutes  that  the  dyei-s ' 
an  pr,;vides.  Chief  among  these  are  plucked  coney  and 

inuskrat.  The  processes  through  which  the.se  skins  pass 
make  them  into  such  excellent  imitations  that  it  takes  an 

expert  in  furs  to  tell  the  difference  between  the  real  and 

the  imitation.  Puny  and  pony  imitations  are  good,  and 
black  calf  is  to  be  mucii  used.  There  is  more  caracul  in 

demand  than  ever  and  this  fur  will  be-  develupeti  in  bnth 

s  iiart  sliiii't,  as  well  as  handsunie  Imig  coats.  I'ei'sian  iarnl) 
is  being  made  up  into  36-inch  coats,  as  it  is  too  heavy  a 
fur  for  general  wear  when  made  up  into  the  longer  gar- 

ments. 'Some  very  extreme  lung  garments  ai'e.  however, 
developi'il  frum  Persian  lamb.  Baby  lamb  is  an  ultra 
fashionable  fur  that  is  made  up  into  expensive  coa.ts. 

Mink  is  also  made  inttj  hainlsome  wraps  that  show  to  per- 

fection the  S'lriping  of  this  beautiful  fur.  Muskrat  i.-> 
dyed  to  imitate  mink,  and  this  fur  is  also  made  into  street 
and  aiituniiibile  cuats. 

Collars  and  cuffs  of  the  longer  furs  will  be  fashionable. 

r.nil  often  the  hat  or  toque  and  the  muff  will  be  of  the 
same  fur. 

Long  Coats  Semi -fitting. 

The  4S  and  .)0-inch  coats  are  semi-fitting,  some  being  in 

i-ntaway  styles,  and  others  having  bands  of  the  trimming 
fur  edging  the  garment. 

Blouse  mode's  are  also  in  evidence,  and  the  most  strik- 

ing show  the  side  fastening  with  the  turn-down  collar. 

;',iough  some  models  show  lapels  as  well.  Handsome  but- 
tons are  a  big  feature  as  well  as  the  fancy  belts  which 

aie  requisite  to  the  completion  of  these  models.  In  many 
cases  the  collar  and  cuffs  are  of  a  contrasting  fur.  and 

often  the  muff  and  the  toque  or  turban  is  also  of  the  fur 
the  coat  is  trimmed  with.  The  skirt  nf  the  coat  is  made 

with  either  inverted  pleats  at  the  back  or  is  slashed  up  at 
the  sides.  j 

I 

Some  jaunty  .short  mode's  are  primiised  later,  and  the 
nuidel  illustrated  shows  the  style  that  is  promised.  This 

-:narl    little   coat  is  developed   in   ermine,  but  would  look 

Kea! is  ffir  the  few,  and  the  million  will  be  wel 

Fur  Vogue  for  Next  Season. 

Vwv  Novelties: — Skunk.  Opossum.  Cony,  Black 

Calf.   Cub  Bear. 

Calf.  Caracul,  Persian  Lamb,  Ermine,  Coney, 

Mink,  iMuskrat,  Baby  Lamb. 

Trimming  Furs: — Skunk.  Fi-x,  Lynx,  ̂ possum. 
.Mink,   Ermine.  Chinchilla. 

Furs  for  Sets: — Skunk.  Lynx,  Fox.  Opossum. 
Hrinine,  :Mink.  Chinchilla.  Persian  Lamb.  Baby 
liamb. 

For  Children's  Coats: — Imitation  Seal,  Black 
Calf.  Pony,  Grey  Squinvl,  Coney. 

For  Children's  Sets:— Eaccoon,  Grey  Squirrel, 
Conev.  Ermine. 
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equally  well  in  the  cheaper  eoney  fur.  The  trimmiiig\s  uf 

this  coat  are  black  velvet  piping's  and  velvet  or  jet  buttons 
with  the  L'ljllar  of  skunk,  and  trimmings  of  ermine  tais. 
This  model  would  also  be  very  smart  in  pony,  caracul,black- 
ealf  and  Persiain   or  the  expensive  baby  lamb.     It   could 

Smart   short  coat  model   ia  white  coney,  trimmed  with   ermine  tails; 

velvet  pipings  and  velvet  buttons;  collar  of  skunk. 

a'so   be   eciually    well    developed    in   black   coney,   mink   or 

niuski'at. 

In  neckpieces,  the  lar^e  wide  effects  will  prevail,  de- 
veloped in  all  kinds  of  fur,  and  having  as  trimmings  satin, 

ribbon,  ruchings.  passementeries,  velvet,  tassels,  and 

braided  ornaments.  In  small  neckwear,  only  the  four-in- 
iiand  effects  are  showing. 

The  novelties  are  made  up  in  I  he  Russian  shawl  effects. 
and  in  wide,  soft,  scarf  effects.  In  ultra  styles,  the  fad 
will  be  for  wide  shawl  stoles  and  dolman-shaped  wraps  in 

combination  furs,  the  centre  fur  as  a  rule  being-  of  tlic 
short-haired  variety  and  the  bands  used  for  edging  are  of 
some  long-haired  fur.  An  illustration  shows  one  of  these 

wraps.  Coney  is  used  for  the  short-liaii'ed  fur  and  skunk 
for  the  trimming.  A  neher  and  more  elaborate  wrap 
would  be  made  by  sulistituting  ermine  for  coney,  and  the 
bands  of  mink  would  also  be  a  beautiful  combination. 

There  is  aio  end  to  the  oddities  in  neckpieces  and  wrap 

effects,  and  each  furrier  is  seemingly  vieing  with  his  com- 
petitors in  the  production  of  novel  and  original  designs. 

Fashion  is  favoring  the  lavish  use  of  fur,  and  not 
only  are  the  stoles  and  neckpieces  wider  and  larger  than 

thos'e  worn  last  winter,  but  dresses  are  to  be  trimmed  with 
fur.  When  the  hat  of  fur  and  the  large  muff  is  addecj,  the 

fashionable  woman  will  look  as  ihouu'h  she  is  almost  com- 
pletely clothed  in  fur. 

,■  >■ 

Bolster  and   Heart-shaped  Muffs. 

Muffs  have  been  growing  larger  for  some  seasons  and 
have  now  reached  positively  enormous  proportions.  Many 

styles  of  muffs  are  shown,  but  the  bolster  muff  is  the  new- 
est. Some  of  these  muffs  are  over  a  yard  wide  and  are 

made  exactly  in  shape  of  a  bolster  roll,  and  have  the 
advantage  of  being  exceedingly  warm.  Large  pillow  muffs 
are  mcst  fashionable,  and  they  can  hardly  be  too  large, 

or  too  fiat  and  limp.  Rug  muff's  are  also  good  and  the 
new  muffs  are  so  made  as  to  show  to  the  best  possible 
advantage  the  beauty  r.nd  the  markings  of  the  skin  or 

skins  used.  Another  original  shape  shown  is  the  heart- 

shaped  mutt'.  This  mutt'  is  cut  exactly  in  the  shape  of  a 

big  heart,  and  when  the  mutt'  is  worn  the  point  readies  to 
the  knees. 

Fancy  mutt's  have  gained  great  favoi-  in  the  present 
winter,  and  further  developnu^nt  is  looked  for  along  these 
lines.  Satin  and  satin  ribbons,  velvet  and  velvet  ribbons, 

chirt'on  are  all  combined  with  fur. 

The  long-haired  furs  whicli  fashion  is  favoring  are, 

skuidv,  fox,  lynx,  aiul  sonu'  furriers  are  beginning  to  show 
cub-bear.  Skunk  is  growing  more  and  more  fashionable 

and    prices   ai'e   advancing. 

Krinine  has  done  better  than  exjjected  in  the  past 

season  and  |)roniisis  to  be  a  leading  fur  in  1910-11.  The 
vogue  of  ermine  li:>s  led  to  the  use  of  white  coney  and 
some   very   attr:>.ctive    coats   and    fancy    wraps   are   being 

Novelty  Wr<p  in   Coney  and  Skunk 

developed  in  tliis  fur.  Opossum  was  iutrodn(;ed  last  year 
for  a  substitute  for  the  high  priced  chinchilla,  and  the 
demand  for  this  fur  promises  to  be  much  larger  for  the 
coming  year. 
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$50  in  Cash  Prizes 
Offered  by  The  Dry  Goods  Review 
for  Three  Best  Articles  on  Conduct- 

ing  the    Ready-to-Wear    Department 

Recognizing  the  growing  importance  of  the  ready-to- 
wear  department  in  the  modern  dry  goods  store,  and  real- 

izing that  discussion  of  essentials  of  development  would  be 
of  great  practical  value  to  merchants,  The  Review  offers 
$50  for  the  three  best  articles  dealing  with  the  subject,  the 
amount  to  be  divided  as  follows:  1st,  $25;  second,  $15; 

3rd,  $10. 

Articles  not  awarded  a  prize,  but  which  may  be  pub- 
lished in  The  Review,  will  be  paid  for  at  space  rates. 

The  competition  is  wide  open  and  there  is  no  charge 

of  any  kind.  It  is  not  necessary  that  writers  be  sub- 
scribers to  The  Dry  Goods  Review. 

Articles  must  bear  particularly  upon  the  following 

points,  and  makes  no  more  than  two  Review  pages,  ex- 
clusive of  charts  used  to  illustrate. 

Location  of  department,  general  arrangement  and  in- 
terior display  of  stock. 

Buying. 

Window  display  and  all  other  forms  of  advertising. 

Conducting  alteration  department. 

Sales  slips  or  system  of  recording  individual  sales. 

Sales  force  essentials, — treatment  of  customers,  intro- 
ducing goods,  etc. 

Special  sales  statistics  as  aid  to  buyers  and  how  worked 
out. 

Stock-keeping  and  stock-taking. 

Special  sales  ideas. 

In  short,  the  article  must  deal  with  every  phase  of  re- 
tail ready-to-wear  merchandizing. 

The  only  literary  requirement  is  that  the  different 
points  be  put  in  understandable  shape.  Charts  may  be 
used  by  way  of  illustration. 

Articles  must  reach  the  office  of  The  Dry  Goods  Re- 
view not  later  than  March  20th.  Names  of  winners  will 

be  published  in  April  number. 

i>^<.  ■■  ̂   » 

Ambitious  drygoods  clerks  here  have  an 

opportunity  to  win  valuable  prizes 

,--.,,----111       -----  ^  ̂   ̂   ̂   ̂   ̂ ^     ̂ »>~,^^..i.-.»-      ^ 

< 
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QUICK 
DELIVERY 

ON  THESE  TWO 

SH-«'M DESIGNS 

FOR 

EASTER 
TRADE 

??>» 

942 

941  — Russian  style,  made  in  fancy  weave 
Serges  in  eight  shades,  coat 
lined  with  Silk  Chevrette  -|  ri  nn 
Price  ....    l0.5U 

942 -Smart  78  fitting,  Shawl  Collar  if  de- 
sired, made  in  Spring  weight 

Diagonals,  in  ten  shades,  -*  m^  ̂ ^^ 
coat   lined    with  taffeta     AO.UU 

COATS -THIRTY-TWO  INCHES  LONG 

The  Stewart,  Howe  &  Meek  Co.,  Limited 
TORONTO 

Please  mention  The  Revieiu  to  Advertisers  and  Their  Travelers 



Walsi  and  corset   section  in   the  ready-to-wear  department,   R.   Waldron,  Kingston.    An   effective  line   of  display  cases. 

Trade    Showing  Preference  for  Plain-Tailored  Suits 
Severity  of  Cut  and  Simplicity  of  Trimming  a  Feature— Many  Good 
Selling  Models  have  More  Trimmed  Effect— Pleated  Effects  in  Skirts 

—Serges  Lead— Wash  Suits  Promise  Well-  Importance  of  Children's  Lines 

NOW  thai   tlie  selling'  season  is  opening  up.  nianii- 
factiii-ers   -.'.re   finding   that  buyers   are   most   in 
favor    of    the    plain-tailored    suit,    the    Russian 

effects  being'  taken  only  for  the  high  style  suit. 
As  The  Review  predicted  earlier,  suit  coats  are  shown 

in  varied  lengths,  but   from  :i()  to  'M]  inches    seems  to  be 
the  accepted  length. 

Plain  Tailored  Suits 

The  very  plain  tailoring  and  severity  of  cut  are  the 
leading  style  characteristics,  collar  and  cuff  facings  and 
just  a  few  buttons  being  about  all  that  is  used  in  the 
trimming  line  on  many  suits.  In  spite  of  this,  many  good 
selling  models  are  shown  that  have  a  more  trimmed  effect, 

and  Which  are  either  braided  or  embroidered.  Other's 
have  the  coHar  revers  embellished  with  galoons  or  sou- 

taches and  narrow  lace  braids  having  a  generous  hint  of 
tinsel. 

The  plain  coat  sleeeve  is  the  one  that  is  selling  best. 
Designers  have  been  scarcely  happy  in  the  selection 

of  skirts  to  go  with  the  shortened  coats.  Very  many  of 

them  were  carried  away  with  the  originality  of  the  tunic- 
effect  skirts,  and  have  combined  them  with  the  short  coat, 

giving  a  sei'ies  of  unpleasant  lines  around  the  figure. 
Though  tunic  skirts  will  be  good  in  the  separate  skirt 
line,  the  movement  of  style  will  certainly  be  in  favor  of 
pleated  effects  for  the  suit  skirt.  Short  yoke  effects  that 
are  hidden  under  tiie  coat  will  sell,  hut  models  that  ca,rry 
the  pleats  up  to  the  waist  line  are  the  best. 

It  is  not  impossible  that  when  the  openings  both  here 
and  in  the  States  are  over  that  the  modified  blouse  sug- 

gestions will  be  in  greater  prominence.  These  models  will 
show  the  belted  effects  with  the  separate  belt. 

Some  of  the  latest  high  style  productions  show  the 
Kimona  sleeve  effect,  that  is.  the  s'leeve  cut  in  one  with  the 

s'.ic.ulder,  and  which  is  now  rnnning  under  the  name  of 
tlr,  peasant  style. 

Serges  lead  in  tiie  fabrics  used  for  suit  development 

and  they  run  from  fine  French  serges  to  the  rough  diagon- 
al effects.  Though  plain  serges  lead,  quite  a  number  of 

siiipe  patterns  are  being  taken.  Mannish  mixtures,  fancy 
worsteds,  homespuns,  and,  newer  still,  tweeds  are  being 
taken. 

Tussah  and  pongee  suits  are  to  be  big  sellers  and  have 
been  well  ordered. 

Wash  suits  are  sure  to  be  a  big  line  for  later  selling. 
I  incn  and  linen  effects  in  white,  natural  and  colors  are 

slK)wn  in  plain-tailored  and  in  braided  and  heavy  lace 

1 1 'mined  models.     Reps  and  cotton  suitings  are  also  well 

The  white  serge  suit  with  black  collar  and  cult"  facings 
l,;oiuis('s  to  be  a  big  seller,  and  white  with  hair  line  stripes 
in  black  or  color  are  also  considered. 

Fashion  Favors    Separate  Skirts 
Manufacturers  of  separate  skirts  are  well  pleased  with 

the  way  in  which  the  season  is  opening  up.  Fashions  are 
such  as  to  favor  separate  skirts,  and  as  the  separate  skirt 
is  such  a  practical  garment,  it  requires  very  little  fashion 
encouragement    for   the    season    to   develop  satisfactorily. 

Tunic  models  and  tunic  effects  are  the  high  style  note, 
but  simulated  tunics  and  pleated  effects  are  the  popular 
sel'ers. 

Plain-tailored  models  are  most  in  favor,  bands  and 

other  trimming  effects  being  used  chiefly  on  the  lower- 
priced  goods.  Good  cut  and  fit  are  the  great  essentials^ 
and  the  skirt  specialists  are  certainly  up  to  the  minute 

here.   • 
The  black  voile  skirts  are  strong  sellers,  and  serges, 

worsted   suitings,  homespuns,   etc.,   complete   the   line. 
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Extensive  preparations  are  being  made  for  the  Sum- 

mer selling-  of  wash  skirts  in  linens,  linen  imitations 
and  reps. 

•*• 

Juvenile  Wear. 
It  is  not  too  soon  to  prepare  for  Summer  selling  of 

misses'  and  children's  bathing  suits.  The  selling  of  chil- 
dren's bathing  suits  is  a  new  departure  for,  as  a  rule, 

Girl's  linen  suit  and  girl's  dress  of  English   print.      Made 
by  Home  &  Watis,  Limited. 

mother  has  made  them  as  she  was  only  able  to  procure 
them  in  a  very  few  stores,  and  the  less  said  about  cut  and 
fit  as  a  rule  the  better.  All  this  is  changed  now,  for  it 

is  possible  to  procure  smart  well-cut  bathing  suits  for  the 
youngest  child  that  can  be  trusted  to  paddle  alone.  For 

children  of  this  size,  the  suits  are  in  the  one-piece,  while, 
for  the  older  children,  skirts  are  added  to  the  Avaist  and 
bloomers.  White  braid,  colored  pipings,  and  bands  of 
gay  plaids  are  used  for  trimming  the  suits  which  are  of 
either  navy  or  black  mohair. 

Bathing  suits,  naturally,  lead  to  the  consideration  of 
romjjers.  Rompers  are  a  necessity  and  there  is  a  big  sale 
for  these  sensible  little  garments.  They  are  developed  in 

a  big  variety  of  cotton  fabrics,  those  which  besides  stand- 
ing the  constant  tubbing  they  are  subjected  to,  are  pretty 

and  suitable  for  children's  wear. 
During  March,  April  and  May  window  space  shou'il 

be  given  to  these  garments.  Possibly  extensive  selling 

will  not  at  once  result, "but  you  mriy  be  perfectly  sure 
that  mothers  will  note  the  display  and  remember  where 
these  garments  are  to  be  had. 

The  changing  style  that  has  brnuglu  the  waist-line 
back  to  its  natural  position  has  resulted  in  the  placing 

of  a  more  pronounced  line  of  demarcation  between  tlu' 
styles  of  dresses  intended  for  misses  and  those  for  small 

girls.  Misses'  styles  follow  those  intended  for  their 
elders,  and  are  shown  in  one-piece  belted  models,  while 
for  younger  girls  the  long-waisted  styles  are  still  the 
vogue. 

Exceedingly  pretty  models  are  being  put  out  in  striped 

voiles,  mulls,  etc.,  the  stripes  being  in  soft  pastel  shadi-s 

of  blue  or  pink  on  a  white  ground.  These  are  trimmed 
with  fine  Valenciennes  laces  and  have  sashes  of  soft-fin- 

ished taffeta. 

The  rapid  growth  in  popularity  of  the  department  de- 

voted to  children's  wear  is  evident  by  the  orders  that 
manufacturers  are  receiving. 

i- 

Call  for  High  Grade  Waists. 
Buyers  are  preparing  for  an  excellent  waist  season. 

Not  only  will  the  usual  popular-priced  business  be  done, 
but  there  will  be  a  heavy  call  for  the  higher  grade  of 
waists. 

At  present,  the  trade  is  demanding  the  tailored  and 

semi-tailored  models,  but  when  the  season  opens  up.  pros- 
pects are  good  for  lingerie  waists.  New  York  is  featur- 

ing lingerie  modes  in  very  sheer  fabrics,  in  mulls,  lawns 
and  also  in  sheer  crepes,  voiles,  and  marquisettes.  These 

sheer  fabrics  are  made  up  into  semi-tailored  mo^ls  that 
are  hand  embroidered.  The  lingerie  models  proper  are 
trimmed  with  Irish  crochet,  Cluny.  Valenciennes  and 
torchon  laces,  as  well  as  fine  Swiss  and  hand  embroideries. 
Crochet  buttons  and  drops  arc  very  much  used. 

Many  New  York  models  show  the  side  frill  and  jabot 
effects,  but  it  is  doubtful  as  to  whether  this  style  will  take 

Wliite  lingerie  waist       Shjwn  by   R.  D.  Fairbairn  Co.,  Toronto. 

ill  (\inada.  White  waists  trimmed  with  binding's  and  edg- 
ings of  colored  lawn,  both  plain  and  spotted,  are  shown. 

and  some  waists  have  embroidered  scallopings  in  contrast- 

ing colors. 
For  early  Spring  selling,  the  chiffon  waist  is  the  strong 

feature.      These   are   made   in   tailored   and   semi-tailored 
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SELL 
44 

STAR 
BLOUSES 

The 
accompanying 

cuts    merely  give   an 
idea    of  the    unusual    style, 

grace  and  nattiness  of  our  Waists, 
and  we  await  your  further  enquiry. 

We  have  the  largest  factory  in  Canada,  making  exclusively  BLOUSES, 
WHITEWEAR,  DRESSES  and  WASH  SUITS,  and  our  Ime  is  unrivalled  for 
design,  workmanship  and  quality  of  materials. 

Have  you  seen  our  samples  ?    Drop  us  aline  if  you  haven't  had  a  call. 

The  Star  Whitewear  Manufacturing  Co. 
BERLIN ONT. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Money  in 
Bathing  Suits  for  You 

Here's  a  grand  opportunity  for  you 
to  make  good  profits  on  easy  sales  this 

summer.  Home  &  Watts'  Bathing  Suits 
for  children  and  girls  will  do  it.  These 
garments  in  your  store  and  on  display 
will  absolutely  sell  themselves. 

See  our  excellent  range  of  Lustre 
Bathing  Suits  for  children  in  3,  4,  5  and 
6-year  sizes,  and  for  girls  in  8,  10,  12,  14 

and  16  years.  The  children's  suits  come 
in  brow^n,  cardinal  and  navy,  and  for 
girls  in  above  and  black. 

Send  in  to-day  for  a  sample  selection 
of  these  splendid  garments. 

Home  &  Watts,  Limited 
Adelaide  and  Duncan  Streets 

TORONTO 

effects  and,  as  a  rule,  have  a  fig-ured  net  lining.  Plain 
and  changeable  taffetas  are  also  selling  well  for  Spring. 

The  novelty  in  the  waist  line  is  the  chiffon  jumper. 

'i'his  garment  is  usually  cut  in  the  new  peasant  style  with 
llie  sleeve  and  blouse  in  one  and  with  the  wide  arm-hole. 

Great  Variety  in    Coat    Styles 

All  exce'lent  l)usiness  has  been  done  in  Spring  coats, 

and  the  variety  of  models  designed  for  special  uses  is 
helping   business.  vfe 

Smart  wrap  coats  ra-e  shown  in  tussahs,  and  the  new- idea  here  is  the  use  of  foulard  for  facings.  Blue  serges 

piesent  a  very  smart  appearance  and  make  a  decided 
ap]>?al    to   the   majority   of  buyers. 

The  general  utility  coat  is  developed  in  a  variety  of 

i'.-.!)iits.   serges,   homespuns,   and  black   and   white   checks 

Plain  tailored  suit  —  Shown  by  M.  PuUan  &  Sjns,  Toronto. 

lieing  the  leaders.  In  Canada.  ihe^30-inch  covert  coat  is 
always  a  big  Spring  seller,  an-d  this  year  has  proven  uo 
exception.  White  serge  coats  from  42  to  45  in.  long  are 
sliown  by  most  manufacturers,  and  buyers  favor  them  for 
Summer  selling. 

Belt  suggestions  are  the  feauiie  of  the  later  designs, 
but  the  plain-tailored  coat  with  the  long  revers  and  the 
low  fastening  is  the  selling  coat. 

Houses  making  rain  coats  have  booked  good  orders 
both  in  the  rubberized  silks  and  in  the  cravenetted  fabrics. 

The  new  fashion  idea  is  the  transparent  coat  to  be 

worn  over  the  summer  gow'n.  These  coats  are  made  of 
voile  and  are  about  three-quarter  length. 

Fashion  is  favoring  veiled  effects  and  this  coat  whieh 
gives   the   effect  of  a   tunic  promises  to  become  popular. 
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Ml'iatnaiiii  >i  I  n 

Satisfaction 
Means  Repeats 

And  no  stronger  evidence  of 
the  fit,  finish,  quality  and 

style  of 

"CULTURE" 
BRAND 
Cloaks  and  Suits 

can  be  given  than  that  they 
are  proclaimed  by  retailers 
throughout  the  Dominion  to 

be  genuine  satisfaction- giver s . 

For  Fall  Trade  1910  ̂' "^  ̂ ^y^^^  ̂ '^  ''^^^ —  -    up-to-date,  arrange- 

ments having-  been  made  for  the  latest  New  York 
ideas  to  be  issued  simultaneously  by  us  in  Toronto. 

Fall  goods  in  roughed  finishes  are  predominant.  The 
following  are  among  the  most  fashionable  cloths  made 

up  in  "Culture"  Suits: 

Sharkskin  Cloth,  Heavy  and  Medium  Wale 
Diagonals,  Serges  in  Cheviots  and  Sharp  Twill 
Finishes,  Bedford  Cords  and  Worsteds. 

IF  OUR  TRAVELLER    DOESN'T  WAIT  ON  YOU   SOON   DROP  US  A  LINE. 
THERE'S  NO  MORE  PROFITABLE  LINE  TO  HANDLE  THAN  "CULTURE"  BRAND. 

Read  these  three  ex- 
tracts, I  hey  are  typical 

of  what  we  are  receiv- 
ing daily  from  satisfied 

customer'. 

From  a  Leading  Mon- 
treal House: 

"Received  jjarments, 

the  capes  and  suits  are 
entirely  satisfactory. 
The  suits  at  $9.50  I 

expect  to  use  30  to  50 

more." 

From  a  Dealer  in  a 

Large  Town  : 
"We  thank  you  forship- 
ment  of  Spring  Suits 
which  arrived  yester- 

day and  opened  up  en- 

tirely satisfactory." From  a  Live  Merchant 

up  North  : "  Goods  have  arrived 

and  opened  up  to  our 
entire  satisfaction. They 

are  thoroughly  up-to- 
date  and  are  all  excell- 

ent styles." 

Ontario  Cloak  Company 
Spadina  and  Adelaide 

TO  RONTO 

Please  metttion  The  Review  to  Advertisers  and  Their  Travelers. 
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R.  D.  Fair  bairn  Co.,  Limited 
MANUFACTURERS 

President,   R.  D.  Fairbairn.    Vice-Pres.,  F.  J.  Knight,  W.  C.  Cliff. 

A  Select  Few  of  the  Good  Styles  in   Mull  Dresses 

we  are  Show^ing  this  Season 

tyleF.4044.     Lingerie  dress    of  fine  Style  F.  4046.    Lingerie  dress  of  fine  Style  F.  4048.    Lingerie  dress  of  fine 
mull,    neatly     trimmed     in   colors,  mull,     in     colors.    White,     Sky,  mull,    effectively    made    in   colors, 
White,  Sky,  Pink,  Mauve,  pink.     Mauve,    as  White,  Sky,  Pink,  Mauve, 
as  illustrated       $6.25   each  illustrated       $5.00  each  as  illustrated       $10.00  each 

Everything  in  Linen  Suits  and  Dresses 

107  Simcoe  St, Toronto 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



New  Styles  Range  From  Plain  to  Alaborate  Effects 
One  Fashion  Severe  and  Simple,  the  Other  is  the  Very  Extreme 

of  Femininity— Sleeves  Changed  Very  Slightly— Washable  Fabrics  to 
Have  Strong  Vogue  in  Suits— Effects  in  Misses'  and   Children's  Wear. 

Staff    Correspondence. 

Sleeves  are  invariably  long,  with  some  slight  fullness 
at  the  armhole.  The  cuffs  in  odd  shapes  finish  them  at 
the  wrist.  These  are  usually  trimmed  in  corresponding 
effect  with  the  collar  and  revers,  faced  with  silk  or  satin 
and  edged  with  flat  braids. 

Skirts  accompanying  these  coats  are  in  all  the  forms 
of  the  pleated  variety.  Some  are  gored,  with  the  plain 
tailored  coats.  The  overskirts  and  tunics  are  likewise 

noted,  but  in  every  instance  in  tailored  style  or  simulated 
by  braids.  The  skirts  with  pleated  panels,  the  pleats 
stitched   to    hip   or  knee   depth,    are   the   most   generally 

Oiihce  of  The  Dry  Goods  Review, 
160  Broadway!  New  York,  Feb.  25,  1910. 

THERE  are  two  distinct  fasliions  which  will  fight 
for  supremacy  this  coming  year.  The  first  shows 

Russian  influence  in  every  line.  It  is  tailor-made, 
severe  and  simple,  almost  mannish.  The  other 

fashion  is  the  very  extreme  of  femininity,  with  its  sug- 
gestion of  the  Second  French  Empire  and  the  reign  of  the 

Empress  Eugenie.  We  have  been  threatened  with  an 
avalanche  of  Russian  fashions,  not  direct  from  Russia, 
but  all  the  fashion  world  has  gone  in  with  enthusiasm 

for  the  styles  that  suggest  the  mujik  blouse,  the  Cossack 
hat.  a.s  well  as  the  trimmings  that  come  directly  from 
the  banks  of  the  Volga. 

Women's  Suits  and  Outer  Garments. 

Now  that  the  Spring  buying  season  has  begun  in  earn- 

est, it  is  plainly  evident  that  women's  suits  are  to  be  of 
shorter  lengths  and  more  simplified  styles,  as  predicted 
in  our  previous  letters.  From  a  fashion  standpoint,  these 
garments  are  of  a  very  interesting  character,  embodying, 
as  they  do.  many  beautiful  and  suggestive  features  that 
were  not  noted  heretofore. 

To  begin  with,  it  might  be  stated  that  suits  this  year 
are  to  be  classified  in  two  distinct  styles.  That  is,  the 

simple,  tailor-made,  which  is  always  most  generously 
taken  at  the  beginning  of  a  new  season,  and  the  Russian 
ideas,  which  are  certainly  having  a  season  of  their  own 
in  the  dressy  models. 

In  summing  up  the  situation  we  see  in  the  garment 
trade,  suits  in  plain  tailored  to  elaborately  trimmed  styles. 

Semi-fitted,  with  straight  fronts,  or  in  mannish  effects,  al- 
though not  too  pronounced.  The  lengths  a.re  from  2S  to 

36  inches,  with  much  favor  shown  the  32  and  36-ineh 
effects.  The  former  taken  for  the  shorter  woman  and 

the  latter  for  the  taller  ones,  which  sort  of  evens  things 

up  a  bit.  Nowadays  a  woman  must  purchase  her  clothes 
according  to  appearance,  as  well  as  style,  and  everyone 

knows  that  for  a  short  person,  a  36-inch  coat  is  much  too 
long,  to  be  good  taste.  Garment  manufacturers  are  show- 

ing all  these  lengths  in  their  coat  suits. 

Continuing  with  the  coat,  the  collars  a,re  in  notched 

effect,  with  small  revel's,  or  in  long  shawl  collars,  with 
side  fastenings,  and  one  and  two-hut  ton  fastenings.  Thp 
shawl  collars  are  often  simulated  by  trimming,  which  is 
a  very  good  style,  too. 

Selecting  Medium  Lengths. 

It  is  remarkable  how  the  buyers  are  selecting  the  med- 
ium-length coa,ts,  in  place  of  the  shorter  ones,  and  to  many 

of  the  merchants  this  radical  departure  from  the  long 
coat  was  in  vogue  one  year  ago  at  this  time,  is  most 
alluring. 

Many  of  the  tailored  coats  have  pockets  which  give 
them  the  mannish  effect  more  than  ever.  The  pockets 
are  in  ma,ny  styles,  but  those  with  the  flaps  are  most 
generally  favored. 

Many  of  the  coats  have  one  or  two  buttons  to  fasten 
them,  which  is  a  dccidely  new  feature  this  season.  Others 

again  are  in  diagonal  effect  fastening,  which  is  attrac- 
tive and  chic, 

Plain  tailored  suit.    This  style  is  in  the 

lead  for  the  early  season. 

lakeu,  as  buyers  think  these  look  best  with  tailored  coats. 
The  draped  skirt  is  not  practical,  nor  attractive  to  be 
worn  with  the  short  coat. 

Changes  in  Blouse  Styles. 
The  Ru.ssian  blouse  suits  which  were  first  introduced, 

those  fastening  close  to  the  neck  at  the  sides,  are  not  the 
styles  adopted  for  Spring  and  Summer.  Really,  the 
bloused  suits  offered  this  season  are  so  far  removed  from 

the  Russian  styles,  that,  in  many  instances,  they  can 

hardly  be  discerned  as  being  at  all  related  to  the  Russian 
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Pullan 

Building 

corner 

Bay  and 
Wellington 

Streets 

Toronto 

Having  already  a  large  demand  for  Suits 
and  Coats,  and  exhausted  a  stock  of 

made-up  goods,  we  are  making  up  NOW 
for  the   benefit  of   our   customers,   for 

Immediate  Delivery 
spring  Jackets  $3.75,  $4.75 

Snits  $100,  $9.50,  $10.50,  $11.50 and  np 

Silk  Mobair  and  Rubber  Silk  Coats 

$6.00,  $10.50,  $11.50,  $12  50,  $14.50 

Please  bear  in  mind  that  we  have 
these  leaders  made  up  now 

for  your  selection 

Take  advantage  of  our  Mail  Order 
Department  during  the  rush  season. 
The  smallest  detail  w^ill  receive 
careful  attention. 

137-"Chic" 

$3.75  and  $4.25 
Send  for  Sample  Garment 

Cuts  for  newspapers  of  our  leading 
styles    supplied  to  our  customers. 

You'll  find  our  building  convenient 
to  any  part  of  the  wholesale  district. 
Come  in  and  see  us.  We  are  at 

your  service. 

Pallan 

Building 

corner 

Bay  and Wellington 

Streets 

Toronto 

m 

236-"  Countess  ' 

$10.00  and  $12.00 
Send  for  Sample  Garment 

m 
M.  PULLAN  &  SONS 

Established   1902 

Cloak,  Suit  and  Skirt  Manufacturers,  Pullan  Building 
Corner  Bay  and  Wellington  Streets     :     :     Toronto 

M 
Please  mention  The  Review  to   Advertisers  and   Their  Travelers. 
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blouse  ideas.  Manj-  of  the  new  models  are  called  Russian 
blouses,  because  they  feature  the  belts,  which  are  either 
of  self  fabric  or  patent  leather.  Some  of  the  models  show 

a  fullness  or  a  slightly  bloused  effect  in  the  back,  frequent- 
ly formed  by  a  cluster  of  pleats,  finished  with  the  belt. 

The  fronts  are  also  bloused  a  little  bit,  and  the  fastening 
in  surplice  style  familiarly  termed  the  diagonal  front 
fastening.  These  suits  are  classed  as  dressy  garments.  The 
skirts  accompanying  them  are  in  both  the  pleated  fashion 

or  draped  styles,  the  former  being  given  the  most  pre- 
ference. 

The  newest  adventure  in  the  fashion  market  is  the  in- 
troduction of  the  Russian  peasant  style,  which  is  now 

being  taken  up  by  New  York  garment  manufacturers,  both 
in  the  manufacture  of  suits  and  costumes.  The  idea  is 

derived  from  the  Russian  styles,  which  have  predomin- 
ated throughout  the  Winter  season.  The  styles  of  the 

peasant  fashions  are  of  a  very  simple  character,  depicted 
by  the  French  artists  in  dress.  The  garments  are  trimmed 
simply,  and  are  very  attractive.  The  most  pronounced 
feature  of  this  fashion  is  the  absence  of  the  armhole  seam, 
which  is  omitted  in  these  garments.  This  one  feature 
is  particularly  endorsed  by  the  garment  trade. 

A  great  many  ideas  taken  from  the  peasant  style  of 

dress  are  already  noted  in  the  displays  in  i-etail  garment 
departments,  but  these  are  mostly  brought  over  from 

abroad.  It  is  expected  that  in  the  near  future  some  de- 
velopment along  this  line  will  be  noted  which  will  lead  to 

their  popularity  in  both  suits  and  costumes.  As  yet  it 

is  only  a  "try-out,"  and  considered  by  many  garmenr 
manufacturers  as  a  novelty  of  the  moment,  but  it  is  a 

pretty  style  and  likely  to  become  favored  with  the  ultra- 
fashionables,  who  are  constnatly  in  search  for  new  tilings 
in  the  realm  of  dress. 

However,  the  peasant  styles  that  will  become  popular 
will  be  those  greatly  modified  from  the  ones  that  are  being 

shown  by  Parisienne  houses.  'Such  models  are  very  pretty 
and  more  adaptable  for  the  American  women.  The  kilted 
skirts  are  in  harmony  with  the  peasant  styles  and  will  be 
much  used  on  the  garments  made  along  these  lines. 

Linen  Suits  and  Dresses  for  Spring. 

There  never  has  been  a  season  wherein  washable 
fabrics  were  more  in  evidence  for  suits  and  costumes  tham 

this  year.  Manufacturers  who  make  these  gaxments  re- 
port a  splendid  business  on  strictly  tailored  suits,  skirts 

and  dresses.  In  style,  they  are  similar  to  the  wool  suits, 
except  that  in  many  eases  they  are  more  elaborate  in  the 
designing. 

While  the  new  linen  and  lingerie  gowns  brought  out 
this  year  show  no  definite  departure  from  the  familiar 
styles  now  adopted,  they  have  innovations  that  are  very 
interesting.  Some  of  the  smartest  coats  are  of  one,  two 

or  three-button  cutaway  style,  with  big  buttons  covered 
with  the  fabric,  which  is  embroidered  or  braided  like  the 

rest  of  the  garment.  The  fastenings  are  loops  of  the  ma- 
terial instead  of  button-holes.  These  loops  are  usually 

directly  on  the  edge  of  the  coat,  although  some  frogs,  fi-om 
which  the  loops  project,  are  among  the  assortment. 

Interest  in  the  Russian  suit  for  linens  has  not  abated, 

although  that  one  style  is  by  no  means  the  only  one  that 
manufacturers  are  taking  this  season.  There  is  really 
no  limit  to  the  style  variations  in  linens  this  season.  The 
newest  departure  in  this  respect  is  the  peasant  model, 
which  is  taking  to  some  extent,  made  up  in  the  Russian 
linens,  as  well  as  imitation  linens.  This  garment  fastens 
down  the  entire  front,  instead  of  at  the  side,  and  this 
style  is  taking  very  nicely  in  the  fancy  linen  suits. 

Lingerie  Dress  Fashionable  for  this  Season. 

Among  the  most  fashionable  dresses  for  this  Spring 
and  Summer  the  lingerie  rank  first.  Manufacturers  are 

showing  a  handsome  line  of  such  costumes,  which  the  buy- 
ers have  partaken  of  most  generously. 
In  style,  the  latest  models  show  the  skirt  and  blouse 

attached  in  one-piece  dress  effect.  There  is  also  a  well- 
defined  waistline;  sleeves  either  follow  the  full-length  line 
of   the   past   two   seasons,   or   are  in   three-quarter   effect. 

r  "        White    lingerie  Swaistl.—  Shown  ty  R.  D.   Faiibeirn  Co.,  Tcrtntc. 

Yokes  are  features  of  the  dresses,  and  flounces  border  the 

skirts  in   nearly  every  instance. 
The  materials  comprise  fine  lawns,  batistes,  mulls, 

linens  and  fancy  muslins,  as  well  as  embi'oidered  linens, 
Swisses  and  dimities.  Madeii-a  embroideries  are  prom- 

inent among  the  trimmings.  Thej"  are  used  in  combina- 
tion with  such  laces  as  Valenciennes,  Cluny,  baby  Irish, 

Venise  and  so  on. 

There  are  some  beautiful  styles  of  lingerie  dresses  with 
simulated  overskirts,  accomplished  by  the  flouncing,  over 

a  pleated  skirt.  Others  employ  wide  bandings  of  em- 
broidery to  effect  the  tunic,  over  a  flounce  of  wide  em- broidery. 
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Interior  view  of  the  ready-to-wear  garment  section  of  Exclusive  ladies'  Stcre,  Norih  Bay.     Note  60-ti.  cibintt  en  Itli. 

Specializing  in  Ladies'  and  Children's  Ready-to- Wear 
S\  PECIALIZATION  in  ready-to-wear  garments  for 

|w  women  and  children  has  become  one  of  t'hose  fea- 
l'  tures  in  modern  merchandizing  whioh  stands  out  in 

tribute  to  the  marked  development,  not  only  in  de- 
signing and  manufaicturing,  but  to  that  adaptation  of 

style  which  the  wideawake  buyer  finds  more  easily  pos- 
sible than  he  did  ten  years  ago.  The  great  range  of  lines_ 

that  are  available  and  applicable  to  the  Canadian  demand 

has  suggested  to  t'he  progressive  merchant  the  importanc? 
of  so  conducting  his  department  that  this  developmen; 
may  best  be  converted  into  value.  Thus,  it  is  found  tha; 

large,  well-arranged  floor  spa.ces  are  set  apart  for  ready- 
to-wear  lines,  and  there  is  a  tendency  to  concentrati' 
therein  all  lines  properly  'belonging  to  that  particular 
section.  In  display  and  advertising  of  every  kind  the 
department  is  given  strong  prominence. 

The  Exclusive  Store. 

The  exclusive  ready-to-wear  store  is  a  natural  result. 
There  are,  in  fact,  striking  instances  which  go  to  prove 

that  successful  general  dry  goods  men  'have  found  it  to 
their  advantage  to  specialize  in  ready-to-wear  lines  to  thn 

exclusion  O'f  everything  e'se.  They  have  been  thereby  en- 
abled to  concentraite  upon  a  greater  assortment,  to  cater 

more  satisfactorily  to  a  wider  demand,  and  to  pay  closer 
attention  to  the  market  than  they  might  have,  had  they 

kept  within  the  otherwise  limited  confines  of  a  depart- 
ment. 

Floor  Plan  and  Arrangement. 

The  Review  t'nis  month  gives  an  interior  view  and  the 

floor  plans  of  the  Exclusive  Ladies'  Store,  North  Bay. 
From  an  unpretentious  beginning  in  a  small  building 

three  years  ago,  this  business  has  grown  until  to-day  it 
ocsupies  one  of  the  largest  stores  in  the  town.  The  fix- 

tures installed  are  adapted  in'  every  way  to  the  handling 
of  this  kind  of  stock,  one  .side  of  the  clothing  section  (that 

illustrated)  being  occupied  by  a  60-foot  cabinet  with  glass 

case.  It  is  on  tbis  side  that  t'he  'bulk  of  the  ready-to-wear 
garments  are  kept.  A  central  square  contains  the  blouses, 
corsets,  gloves,  hosiery  and  ribbons,  while  on  the  other 
side  are  the  dress  goods,  whitewear,  underwear  and  chi 

dren's  wear.  The  dress  goods  department  is  a  new  ver 
ture  added  in  September  last,  at  the  time  the  new  store 

was  occupied.  It  met  with  such  success  that  a  thoroughly- 

equipped  dressmaking  establis^hment  was  started  in  Janu- 

ary. 

Value  of  Well-trimmed  Windows. 
In  a  town  where  the  newspapers  are  only  issued  weekly 

the  display  windows  are  found  to  be  the  best  advertising 

The  Hall  Mari^  Quality! 

What  the  Sterling  Mark  is  to 
Silver,  so  is  the 

Silk  Woven  Label 
to  a  good   quality  suit  or  other  garment. 
Our  Woven  L.\bels  are  perpetual  reminders. 

Their  usefulness   is   only  limited   by  the  life 

of  the  garment. 

Let  us  design  you  an  attractive  label  for 

your  goods.      It  will  prove  the  finest  ad- 
vertisement you   ever   invested   in,   and 

will   positively  guarantee    "  repeats." 

IVrite  us  to-day .' 

CANADA  LABEL  h  WEBBING  CO LIMITED 

d  Morrow  Avenue,  Toi^oimto. 
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FIT  ALL  FIGURES 
Our  Size  System  enables  you  to  give  perfect-fitting 

garments  to  all. 

SMALL  WC  MEN'S 
Made    with     smaller    bust, 
shorter  sleeve,  shorter  waist 
line,    and    cut    from    tested 

patterns. 

NORMAL  WOMEN'S 
Sized    from    experience     of 

world's  best  designers. 

STOUT  WOMEN'S Made  with  normal  bust,  but 
with  shorter  waist   and  lar- 

ger hips. 

^  OUR  SIZK  SYSTEM  enables  you  to  increase  your  suit  business  and  lessens 
alteration  expenses.      We  make  all  of  our  200  models  in  any  of  these  cuts  desired. 

^  This  SIZE  SYSTEM,  along  with  our  Catalogue  advertising  and  large  assort- 
ment oi  materials,  enables  you  to  do  increased  business  on  smaller  stock.  With 

orders  for  12  models  we  supply  patterns  of  150  materials  in  all  newest  colorings 
from  which  to  take  orders,  and  Fashion  Booklets  for  advertising  free. 

A  personal  intervieiv  would  better  explain  our  method.    Call  upon  us  when  in  the  city. 

Costumes,  $10.00  to  $25.00 

Coats,    -    $  6.50  to  $18.00 

NOVI-MODI   COSTUME  CO,,  Limited 
302-304-306  CHURCH  ST.,  TORONTO 

Please  mention  The  Review  to   .Idvertiscrs  and   Their  'Travelers. 
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medium.  These  are  changed  twice  weekly,  and  are  made 
so  strong  a  feature  that  the  people  watch  for  them.  A 

sale  of  two  or  three  days'  duration  is  ctnisidered  a  good 
trade  tonic  and  one  is  generally  put  on  at  the  end  of  each 
month. 

The  value  of  bhe  dressmaking  department  as  a  means 

c  f  [producing  more  exclusive  garment  a,nd  fahric  styles 
and  patterns  than  is  possible  in  the  ready-to-wear  lines 

.i:;s  been  a  strong  drawing  card  with  the  high-class  trade. 

In  fact,  it  places  the  store  in  that  position  where  they  are 

season,  wonicii  Hnd  tlml  a  lawn  ov  mnll  dress  is  most 
nsefn!. 

.\  new  line  has  been  tiie  chiffon  dresses  for  evening 
wear  and  retailers  in  the  larger  centres  have  done  well 
witii  Ihem,  both  in  tlie  low-necked  and  in  the  styles  show- 
inir  the  yoke.  These  models  have  been  replaced  with  those 
in  the  newer  modes. 

Foulard  dresses  promise  well,  the  majority  of  those 

seen  being  in  tunic  effect.  Plain  taffetas  and  also  change- 
able.s    are    in    evidence.      Linen    dresses    are    \er\    freelv 
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Floor  plan  of  the    Exclusive  Ladies'  We«r   Store,  North  Bay. 

enaWed  to  handle  every  order  efficiently,  whether  in 

ready-to-wear  or  made-to-order  garments,  and  thus  their 
development  is  in  no  respect  handicapped. 

Dresses   and    Costumes 

Retailers  are  making  extensive  showing-s,  at  the  open- 
ings now  in  progress,  of  dresses  ami  costumes.  As  a  fact, 

many  retailers  have  not  waited  for  the  official  openings 

to  show  these  garments,  and  many  lines  of  fancy  dresses 
were  ordered  early  from  the  manufacturer.    For  the  social 

shown  and  l)uyers  believe  that  the  selling  will  be  on 

a  huge  scale.  Lingeries  are  shown  in  white  and  pastel 

shades,  and  tussahs  have  a  strong  representation. 

Belted  models  lead  and  many  will  be  seen  later  with 

tiie  r(Uind  collarless  neck.  Valenciennes,  and  Plauen 

laces,  and  also  braided  and  embroidered  trimmings  are 
those  in  use. 

\'ery  few  models  seen  so  far  are  made  with  the  three- 
(|u;\rter  sleeve.  The  sleeves  are  full  length  and.  as  a  rule, 

are  in  one  of  the  puff  modes,  or  having  the  fullness 

gathered  into  the  cuff  below  the  elbow  is  used.  Pearl, 

ivoi'v   and  crochet   buttons  are  all  used. 
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THE  MARK  OF 

QUALITY  FOR WHITEWEAR, 

BLOUSES,  HEM- 
MED  SHEETS 
AN  D  PILLOW 

SLIPS. 

THE 
PERFECTION 

DRAWER 

In  All  Lines  from 
$4.50  up 

THE  PERFECTION  DRAWER 
^^^^^^^^^^m^^    PATENT   1999   (122534)    ■^^^^^^^H^^BBB 

SELLS  AT  SIGHT  and  Delights  Every 
Woman  Who  Wears  Them 

THE  PERFECTION  DRAWER  combines  the 

convenient  features  of  the  open  drawer  with  the 

advantages  of  the  closed  drawer.  It  is  an  open  and 
closed  drawer  combined.      It  does  the  work  of  both. 

THE  PERFECTION  DRAWER  derives  these 

exclusive  features  by  the  seemingly  simple  expedient 
of  extra  material  at  front  and  back.  It  is  in- 

geniously cut  to  lap  over,  and  fit  perfectly.  A  draw 

string"  does  it. 

Laurentian  Waists  and  Whitewear 

Are  sold  by  the  best  stores  because  of 
better  material  quality,  real  fullness  in 

fashioning,  excellence  of  workmanship. 

Kour  h^vestigation  will  residt  in  Mutual  Prq/it 

Laurentian  Whitewear  Co. 
LEVIS,  QUEBEC 

Toro)ito  :  W.  H.  Piton,  Empire  Building'  Province  of  Quebec  :  J.  A.  Moriii,  Quebec 
Montreal  and  Eastern  Ontario:  Z.   P.   Benoit,  Mark  Fisher  Bldg.  Maritime  Provinces  :  A\e^.  Burr,  St.  John,  N.  B. 

Flcasc  mention  The  Reznczv  to   Advertisers  and   Their  Travelers. 
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THE  GREAT  SALES  PRODUCERS 

Egyptine  Underskirts Blackeye  Silk  Moire  Underskirts 

Larger  Profits  for  YOU 
Better  Values  for  Your  Customers 

EGYPTINE 

UNDERSKIRTS 

$15  to  $24 
per  dozen 

Look  like 
silk  but 

wear  better 
and  cost 

about  one- 
third.  All 

styles  and 
colors. 

ALL 

GOOD 

WHOLE- 
SALERS 

SELL  THEM 
Reproduction  of  Post  Card  in  Colors.  A  supply  will  be  sent  retailers 

(handling  Blackeye)  willing  to  mail  them  to  customers. 

BLACKEYE 

SILK  MOIRE 

UNDERSKIRTS 

$30  to  $52 

per  dozen 

Will  not 

split  nor crack. 

All   styles 

and  colors. 

WRITE  us 

DIRECT  - 

'~'  
FOR 

SALES  HELP 

MASUFACTURF  n       ONLY       BY 

^O^tfimlcd. 

^^.(niVuMe 

Please   iiieiifion    llie   k'ez'iez^'  to     .  Id;  ertisefs  ami  Their  Tiai'clers. 



Featuring  Fancy  Goods  and  Store  Equipment ^1^ 
THE   MACLEAN  PUBLISHING   CO.,    LTD. 

PUBLICATION    OFFICE:     TORONTO. 

Montreal,    IVinnipeg,    Vancowver,    Nenv  York,    London,  Eng. 

\
\
 



DRY     (ioi  )  1)S     K  1-:  \  I  i-:\\' 

HELPING  YOU  TO 
BETTER  BUSINESS 

The  small  economies — the  use  of  the  apparently  waste  and  useless  products 

on  goods — is  what  counts    up  when  the  year's  business  is  counted. 

No  business  is  too  big,  or  to-day  too  flourishing,  to  ignore  the  ]irfictice  of 
this  rule. 

It  is  our  business  to  save  many  dollars  for  Dry  Goods  Merchants  and 

Milliners  in  all  parts  of  Canada  by  re-dyeing  and  finishing  off  color  and 
unsalable  goods,  and  making  them  count  among  the  best  selling  lines 
on  counters  or  shelves. 

Write  us  and  learn  more  of  our  methods,  if  you  are  not  already  a  customer. 

R.  PARKER   &  COMPANY 
Dyers   To    1  he   Tiade 

Toronto Canada 

ROOSTER  BRAND 

Just  look  over  your  stock  and  see  how 
you  are  fixed  on 

Flannel  Trousers 
We  will  send  you  clips  of  the  best 

range  you  ever  looked  at  for  the  ask- 
ing—Greys, Greens,  Blues,  Creams,  Fawns, 

Drabs,  etc.— in  fact,  eveiything  in  the 
line. 

Robert  C.  Wilkins  Co.,  Ltd., 
MONTREAL 

Shirts       Overalls       Pants       White  Coats 

BROOK  BROS. 
RATHBONE    PLACE 

LONDON,  W. 

Furnishing  Trimmings, 
Borderings, 

Smallwares, 

Embroideries, 

Hanging  Fabrics,   etc. 

Canadian    Representatives  : 

LACE   GOODS  COMPANY, 
30   Wellington   St.   W., 

TORONTO 

Please  mention   The  Review  to   .  Idrcrti.scrs  and  Their  Ira:  clci  s. 



DRY     GOODS     REVIEW 

^  I   '   "  X. 

© 

© 
© 
© 

© 
© 

© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 
© 

© 
© 
© 
© 
© 
© 
® 

Spring  Sorting 
1j1I16S  (or  Quick  Shipment 

To  get  your  share  of  Spring  business  you  will 

want  a  few  lines  to  brighten    up    your    stock. 

The  importance  of  having  the  right  goods  at  the 

right  time  is  each  season  becoming  more  impor- 

tant. That  is  w^here  you  appreciate  the  advantage 
accruing  from  this,  the  largest  wholesale  dry 

goods  business  in  Canada. 

Throughout  the  various  departments  in  our  immense  warehouse 

stocks  were  never  in  finer  and  more  attractive  shape  than  now. 

^f^^ 

Send  us  a  list  of  your  wants  or  see  our   travellers'   samples.       Our  Mail  Order 
Department  will  look  after  them  promptly. 

Greenshields  Limited 
MONTREAL 
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New  PRIESTLEY  Materials 
For  Spring  Trade 

MAYFAIR 
COSTUME  CLOTH 

CHEVIOT 
COSTUME  CLOTH 

Present  fashion  calls  for 

diagonals  and  wide  wale 

serges.  The  materials 
that  best  meet  these 

demands  are 

Mayfair   Costume   and 
Cheviot  Costume  Cloths 

They  are  52  inches  wide, 

correct  weight,  and  are 
shown  in  the  latest 

colorings.      :      :      :      :      : 

Do  not  fail  to  make  a 

showing    of   these    lines. 

SOLE 
CANADIAN 
AGENTS GREENSHIELDS  LIMITED 

MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Established  1832 Cable  Code :  Law-Bradford 

Fall  1910 

REGISERED 

Exclusive  Designs 
^r     ̂ r     ̂ r 

ShoAverproof  Goods 
Mohair  and  Alpaca  Linings 

Mr.  Haley  will  be  at  the  King  Edward 

Hotel,  Toronto,  and  the  Windsor  Hotel, 

Montreal,  during  April  and  May,  and  will 
have  a  full  collection  of  the  above  fabrics. 

j^    j^    <^ 

Lavs^,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON.    ENG. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Debenhams 

for 

Novelties 

□ 

Fall 

Import 

Dress  Goods,  Cloths, 
Linings,  Silks,  Velvets,  etc. 
You  need  not  cross  the  Atlantic  to  learn  about  the 

FASHIONS 
The  latest  Novelties  and  the  newest  ideas  are  embodied 

in  our  samples 

You  cannot  afford  to  miss  our  collection 

Our  Travellers  are  on  the  road ! 

Ribbons,  Laces, 
Trimmings,  etc. 

DEBENHAM  &  CO. 
LONDON  (ENG.) 

MONTREAL 

18-20  St.  Helen  Street 

PARIS 

115  Rue  Reaumur 

TORONTO 

Bay  and  Wellington 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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FOR  IMMEDIATE  DELIVERY 

Paillettes,  36  and  40  inch 

Silks 1 

1 

Shantungs 

Fancies 

Ribbons 
Velvets,  Black  and  Colors 

Satins 
Moires 

Dresses 
Serges 

Voiles 

Plain  Broadcloths 

Gauzes 
1    Colored  Tulles 

Chiffons 

.    Fancy  Dress  Nets 

Mail  orders  will  have  our  most 

careful  attention 

MONTREAL  TORONTO 
18-20  St.  Helen  Street  Bay  and  Wellington  Streets 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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i^m 

-M<5 

f  No 
Beguilements 

Needed  to  Sell 

B.D.A.  English 
Mohairs  ana  Siciliennes 

You  can  keep  this  line  moving  at  a  lively 

pace  from  now  on,  right  into  the  summer 

months,  by  simply  :— 

Presenting  them  attractively  in  the  department- 

Giving  a    "window"    to   Mohairs    every    little 

while- Touching  them  up  in  your  newspaper  notices 
on  Dress  Goods. 

You  can  have  a  big  "Mohair  Day"  w^henever 
you    desire    by   TIMING  these    together  —  the 
newspaper  notice,  the  department  display  and 
the  Mohair  window. 

Try  it  and  see. 

Bradford  Dyers'^  Association 

of 

Bradford^ England 

•■tr-  I 

\ 

Please  mention  The  Revxevj  to  Advertisers  and  Their  Travelers. 
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SMALL  THINGS 
IN  A  RUSH 
The  time  is  here  when  every 

will    discover  that  you    are    out 

little  thing,  not  very  important  in 

if,  day  in  and  day  out,  promptly 

to,  will  help  immensely  to  hold  yo 

day  you 
of    some 

itself,  but 

attended 

»ur  trade. 

We  fill  letter  orders 

conscientiously 
and  promptly 

Goods,   samples  or  prices,   the  same  rule   applies. 

We   take    ''rush"  for   granted 
when  filling  your  letter  order. 

John  M.  Garland 
Son  &  Co. 

OTTAWA CANADA 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 



DRY     GOODS     REVIEW 

Carpet  Department 
  SPRING,  1910   

OUR    STOCK    IS    REPLETE    WITH    NOVELTIES    IN 

AXMINSTER,  WILTON,  BRUSSELS,  VELVET 
and  TAPESTRY  SQUARES 
All  sizes  and  colors   in   stock.  All  new  goods. 

FULL      AND      COMPLETE      RANGE      OF 

INLAID  LINOLEUMS 
16-4  SCOTCH  LINOLEUMS    8-4  SURROUNDS 

A    FULL     LINE     OF 

STAIR    CARPETS 
in  every  c]uality.      2-4  to  4-4. 

WRITE    US    YOUR    REQUIREMENTS    OR    SEE     OUR    TRAVELLERS'    SAMPLES 

A  BUSINESS  MAKER- 
ONE     ooze^ 

Blue  -  (fSli  Ribbon 
LADIES'        ̂ "iSmII^^     seamless 

STOCKING    s- 

A  plain  black  and  tan  cotton  hose,  in  cases  of  50  dozens 
SIZES  AS   FOLLOWS 

7  7i  8 

Quantity — 1  doz.     2  doz,     3  doz.     4  doz      4  doz.     5  doz.     5  doz.      5  doz.     4  doz.     8  doz.     7  doz.     2  doz 
Size—      41  5  5^  6  6^  7  7i  8  8^  9  9^  10       SlORHn? 

Here  is  the  HOSE  for  your   BARGAIN  COUNTER 

Watch  for  our   special   Monthly    Hosiery    Circular.      If  you    are    not   on    our   mailing   list,    adi'ise    us. 

The  Gault  Brothers  Company,  Limited 
MONTREAL 

Please  nioitioii  The  Reviez^.'  to   Adz'crtiscrs  and   llicir   Traz'elcrs. 
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COTTONS 
The  Mark  of  Quality  and  Value  for 

White    »nd    Grey    Cottoni 
and  SheetinKS. 

AND 

SHEETINGS 
Set  a   New  Record   in  Value   and  Assortment 

FOR  FALL  1910 

Think  of  the  high  cotton  market,  then  consider  the  following :— Red  Seal 
White  Cottons  and  Sheetings  at  exactly  the  same  prices  and  values 
for  Fall,  1910,  as  last  October  for  Spring  trade. 

An  Exceptional  Opportunity 

Place  Your  Orders  Early  With  Our  Travellers 
An  enormous  purchasing  power,  favorable  contracts,  and  you  get  the   benefit, 

explain  our  unique  position. 
Red  Seal  Cottons  are  the  standard  in  leading  stores  all  over  Canada.  Red  Seal 

Cottons  represent  the  pick  of  foreign  and  domestic  mills,  and  our  reputation  is  behind 
them. 

Wrapperettes  at  8  cents 
Same  quality  and  value  as  a  year  ago.      Bigger  variety  of  patterns. 

Empire  Twill  range  at  former  values.     Big  range  of  "Reversibles"  at  old  prices. 
Our  assortments  are  complete  and  our  values  interesting  in 

Denims,  Apron  Flannelettes, 
Tickings,  Ginghams,  Blankets, 
Shirtings,        Flannelettes,        and  all  Staple  Lines. 

This  announcement  is  of  utmost  importance  in  view  of  the  continued  high  price 
of  raw  cotton  and  futures. 

The  Gault  Brothers  Co.,  Limited 
MONTREAL 

F lease  tnention   The  Review  to   Advertisers  and   Their   Travelers. 
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Success  Overalls 

Stand  the  Strain 

The  men  that  wear  overalls  decide  which 
the  best  brand  is  altogether  on  Me  wear 

they  get  out  of  them. 

The  Success  Overall  is  made  to  stand  the 
strain  of  the  most  severe  work. 

The  garments  are  cut  on  specially  gener- 
ous lines  to  afford  ample  room  in  every  direction. 

In  the  making,  each  seam  is  strongly  sewn — double  stitched. 

The  Success  Overall  is  open  at  both  sides,  but  cannot  rip  —it  is  faced,   so  that  it 
is  doubly  strong. 

Men  that  need  to  wear  overalls  will  buy  the  Success,  because  if  any  one  garment 
is  defective  they  can  get  their  money  back. 

There  are  27  different  garments — Overalls,    Bibs  and   Smocks — all   made  of  the 
very  best  Denim  that  can  be  bought.     Three  colors,  and  three  different  weights. 

Ask  any  big  wholesaler,  or  write  us  direct. 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 
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Success 

Newest  Shapes 
The  fashion  in  men's  collars  change  continually.  Even  though  the  change  be 
only  slight,  still  the  difference  is  very  great  when  the  collar  is  worn. 

The  very  last  idea  in  double  collars  is  to  have  the  collar  absolutely  closed  m  front. 

The  above  new  Success  shape — the  "Angus" — is  really  a  close-fitting  collar. 

It's  all  in  the  design.  If  the  "Angus"  is  buttoned  and  no  tie  be  worn,  the  edges 
overlap.     It  if  just  the  knot  of  the  tie  that  holds  the  edges  exactly  together. 

And  the  edges  keep  like  that — right  tight  together. 

The  Success  is  the  most  up-to-date  line  in  collars  on  the  market. 

Your  wholesaler  will  tell  you  that  there  are  more  Success  Collars  sold  at  "  2  for 
25 "    than   any   other    make   at   the  price. 
If  you  write  us  direct  we  will  gladly  send  you  a  book  of  all  shapes  in  the  Success 

line.  Any  new  styles  we  reproduce  on  inset  pages — so  your  book  can  always  be 
up-to-date.     Make  sure  of  your  Collar  Department  to-day. 

"ill^mUe^ 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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"Revillon's  Selling  System" 
We  buy  dry  goods  from  anybody  who  can  sell 
us  at  the  price  we  want  to  pay. 

We  sell  dry  goods  to  anybody  who  can  buy 
from  us  at  the  price  we  want  to  sell. 

We  study  your  wants  and  get  them  for  you. 

We  don't  pay  your  bills,  but  we  can  sell  you goods  to  raise  money  on. 

We  don't  teach  stock  selling,  but  we  can  sell  you 
goods  that  will  put  a  limit  on  the  time  spent  on 
stock  keeping. 

We  book  your  orders  right  now  for  fall  delivery. 

Our  prices  are  right,  at  least  our  enemies  say  so. 

A  pleasant  smile  and  five  minutes  of  your  valu- 
able time  will  be  much  appreciated  by  our  re- 

presentative when  he  calls  upon  you. 

We  are  showing  the  following  lines : 

Dress  goods,  suitings,  cloths,  silks,  satins,  damas, 

brocades,  dress  linings,  tailors'  linings,  hosiery, 
gloves,  laces,  embroideries,  ribbons,  velvets, 
velveteens,  curtains,  cretonnes,  feather  boas, 
marabout  stoles,  Parisian  novelties,  etc. 

Revillon  Freres,  Limited 
134-136  McGill  Street 

MONTREAL 

HEAD  OFFICE,  79  Rue  De  Rivoli,         ::         ::        ::         PARIS 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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FLANNELETTE. 
If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 
Flannelettes 

( made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 

Q  v-i  v-i       ̂ ^  U^^13  13^^^^!^  CrC  ^^      Stamped  on    the   selvedge 
every  5  yards. 

Horrockses' Manchester   and   London. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Facts  of  Interest— Mainly  About  Ourselves 
Not  long  ago  one  of  the  newspapers  in  a  progressive 

town  pointed  out  that,  judging  from  the  diminution  in  the 

number  of  express  parcels  arriving  in  that  town,  the  mer- 
chants there  were  effectively  appljung  a  solution  to  the 

mail  order  problem.  The  matter  did  not 
Will  You  Take  seem  to  call  for  any  special  investigation 
That  $100?  on   the  part   of   the   newspaper.     In     a 

general  way,  it  passed  it  off  as  due  to 
the  progressive  methods  of  the  local  merchant. 

There  were  in  that  pai'agraph  all  of  the  elements  of 
a  good  story — a  story  such  as  The  Review  is  willing  to 
pay  $100  for.  There  are  scores  of  merchants  throughout 

Canada,  who,  as  they  have  noticed  the  well-laden  express 
wagons  passing  their  stores,  have  told  themselves  tha,t 
they  would  sacrifice  a  considerable  sum  of  money  to  the 
person  who  would  place  in  their  hands  a  stopper  for  the 

leak  in  local  trade.  They  know  that  the  mail  order  cata- 
logue seldom  misses  the  home  of  a  good  customer  in  their 

town,  and  they  have  conscientiously  endeavored  to.  inform 
these  people  that  they  can  do  as  well  by  buying  at  home. 
But  the  loads  on  the  express  wagons  have  continued 
to  swell. 

There  are  merchants  in  Canada  who  have  so  directed 

their  efforts  against  out-of-town  shopping  that  they  have 
the  satisfaction  of  knowing  that  the  interest  of  their 
people  in  the  offerings  of  the  mail  order  houses  are  on  the 
wane.  They  are  beating  the  latter  at  their  own  game  and 

are  proving  that  in  home  territory  they  can  go  one  bet- 
ter. 

The  Review  will  pay  $100  in  cash  for  the  material, 

based  on  actual,  practical  experience,  from  which  an  ar- 
ticle can  be  prepared  describing  the  best  plan,  or  series 

of  plans,  campaign  or  process  of  development  by  which 
this  problem  is  being  solved.  The  merchant  who  sizes  up 
this  order  will  see  that  it  involves  a  history  of  the  mail 

order  problem  in  his  town,  insofar  as  his  particular  busi- 
ness is  concerned.  Local  conditions  will  have  a  great 

deal  to  do  with  the  matter.  A  town  situated  within  a 

few  miles  of  a  large  citj'  will  have  found  the  proposition 
a  much  harder  one  than  the  town  located  at  a  great  dis- 

tance from  the  home  of  the  mail  order  house,  but  in  each 
of  these  the  methods  by  which  the  loyalty  of  the  local 

people  has  been  impressed  and  retained  will  be  the  out- 
standing feature  of  the  story. 

The  following  headings  under  which  the  question  should 
be  discussed  may  be  of  use  to  the  merchant  who  considers 

himself  entitled  to  reach  out  for  The  Review's  money: — 
What  were  the  conditions  which  awakened  the  merchant 

to  the  fact  that  something  had  to  be  done? 
Consider  What  was  his  first  step,  and  how  did  the 

These  people  respond?     How     has     he    educated 
Questions.  them  to  the  advantages  of  home  shopping? 

What  form  of  advertising  has  he  found,  as 
the  result  of  close  study,  to  be  most  effective?  How  does 

he  plan  his  year's  advertising,  and  what  does  it  cost? 
What  are  some  of  the  notable  instances  illustrating 

the  effect  of  his  methods  against  the  inroads  of  the  mail 
order  octopus  in  his  town? 

How  is  he  holding  the  local  trade,  and  what  influence 
has  his  example  had  upon  other  merchants? 

What  are  the  signs  which  convince  him  that  he  is 

succeeding  in  the  solution  of  this  problem? 

What  do  the  express  olifices  say  about  it?  Are  there 
fewer  parcels  going  to  that  town  bearing  the  stamp  of 
the  mail  order  house? 

Have  customers  ever  expressed  their  confidence  in  the 
advantages  of  home  buying? 

It  will  be  noted  from  the  nature  of  these  questions 
that  what  The  Review  wants  is  practical  facts,  not 
theories.  It  is  not  necessary  that  the  merchant  write  the 
article.  If  he  will  make  the  information  available,  a 
member  of  The  Review  editorial  staff  Avill  do  the  rest. 

The  Review  has  been  illustrating,  on  a  more  extensive 
scale  than  formerly,  the  different  lines  featured  in  its 

columns  from  month  to  month.  Ready-to-wear  clothing, 
knitted  goods,  dress  goods,  neckwear  and  accessories,  furs, 

and,  this  month,  fancy  goods  and  no- 
lUustratlon  tions,   have    been    treated  in    this   man- 
Aids  ner,  and  the  retailer  has  doubtless  found 
Buying  End.  such  a  service  of  great  practical  benefit 

in  posting  himself  upon  the  features  of 
the  market  for  the  advance  season.  The  Review  recog- 

nizes that  there  is  good  news  value  in  every  illustration, 

which  assists  in  emphasizing  a  forecast.  It  is  not  a  pro- 
position in  which  the  manufacturer  or  wholesaler  dictates 

what  shall  be  illustrated  or  described,  or  one  of  whicli 

any  person  may  take  advantage  to  boost  a  line  which  is 
out  of  date  and  out  of  style.  It  is  one  in  which  The 

Review's  selectioins  of  good's  to  be  illustrated  are  based 
upon  the  known  features  of  the  market.  These  cuts  and 
the  descriptive  matter  which  accompanies  them,  prepare 
the  merchant  for  the  arrival  of  the  traveler,  so  that  his 

buying  may  be  conducted  along  intelligent,  well-informed 
lines,  or,  again,  they  may  suggest  the  advisability  of  a 
special  trip  to  market. 

The  supplement  issued  in  connection  with  this  number 
is  a  good  example  of  the  development  of  The  Review 

along  the  lines  indicated.  Fancy  goods,  notions  and  holi- 
day lines  constitute  an  important  department  in  the  mod- 
ern dry  goods  store.  A  glance  at  the  floor  plans  of  some 

of  the  most  progressive  establishments  shows  that  more 
than  one-half  the  space  is  taken  up  by  these  lines.  Many 
novelties  are  making  their  appearance  this  year,  and  the 
accompanying  illustrations  will  give  the  merchant  a  very 
fair  idea  of  the  features  of  the  market  and  the  trend  of 
fashion. 

The  time  has  arrived  when  no  retailer,  no  matter  how 
insignificant  his  centre,  can  afford  to  be  in  ignorance  as 
to  the  demands  of  style,  and  the  different  ways  in  which 
the  manufacturers  are  meeting  it.  Not  only  does  The 

Review  aim  to  inform  the  retailer  along 
Merchant  these  lines,  but  it  also  spares  no  effort  in 
Must  be  describing  for  his  benefit    the    methods 

Informed.  adopted  by  successful  merchants  in  dis- 
playing, arranging  and  developing  their 

departments.  It  is  one  thing  to  know  how,  where  and 
what  to  buy,  and  another  thing  to  know  how  to  sell.  It 
is  a  natural  curiosity  on  the  part  of  many  merchants  to 

know  just  how  the  other  fellow  has  pulled  off  those  mer- 
chandising stunts  which  have  focused  attention  upon  his 

store.  The  Review  is  proving  a  medium  of  exchange  for 
these  practical  ideas,  and  in  addition  to  this  makes  it  a 
point  each  month  to  publish  plans  and  descriptions  of 
stores  which  may  be  useful  to  the  retailer  in  developing 
the  departments  featured  each  month. 
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The  Retail  Store  -  The  Home  of  McCall  Patterns 
There  are   10,000  McCall   Pattern   Departments  in  the   United  States  and  Canada  to-day. 
YOUR  store  should  have  one. 

The  McCALL  MERCHANT  has  an  advantage  over  the  other  merchants  in  his  town  because   McCall 
Patterns  draw  the  women  to  HIS  store— WOMEN  ARE  THE   BUYERS. 

McCall  Patterns  SELL.     They  far  outsell  every  other  make  of  patterns. 

McCall  Patterns  SELL  other  goods. 

Our  Canadian  Offices  and    Factory  at   Toronto,  the  largest   and    best    equipped    in  the  Dominion,  make  it    possible  to    offer 
Canadian  merchants  the  same  advantages  of  terms,  prices,  deliveries,  etc.,  that  our  United  States  dealers  enjoy. 

It  will  cost  you  only  a  cent  or  two  to  find  out  all  about  McCall  Patterns  and  McCall  terms  ;  there  is  no  obligation. 

Write  TO-DAY  'To-morrow"  never  comes 

THE  McCALL  COMPANY 
l\/leil<cers   of  F*aaHions 

236  -  246  West  37th  Street,  New  York 

CHICAGO  SAN  FRANCISCO  TORONTO,  CANADA 

NOT    IN   TRUST  -  NO  CONNECTION    WITH    ANY   OTHER    HOUSE. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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New  Silks 
LR2 — 1819  in.    Shot   Chiffon   Taffeta  in   apricot  and  white,   old   rose  and   grey 

electric  blue  and  fawn,  wistaria  and  gold,  brown  and  green,  gold  and  green^ 
royal  and  green,  purple  and  green,  myrtle  and  black,  red  and  black,  brown 
and  black,  navy  and  black,  black  and  grey,  to  retail  at  50c. 

CH2 — 18  in.  All  Silk  Liberty  Satin  in  cream,  sky,  pearl,  Alice,  old  rose,  apricot, 
reseda,  catawba,  wistaria,  wine,  navy  and  black,  to  retail  at  50c. 

CH3 — 18  in.    Crystal   Cord    in  white,   cream,   sky,   reseda,   Alice,   slate,   wistaria, 
catawba,   wine,   navy,   and  black,   to   retail  at  50c. 

RA2 — 20  in.   Striped  Tamolines   in  two  tones  of  the  following   shades — catawba, 
wistaria,   brown,   blue,   tan  and   grey,   to  retail  at  50c. 

RA4 — 20  in.   Striped  Tamolines  in  white   and  black  and   black    and   white    pin 
stripes,   to   retail  at  50c. 

CHS— 20  in.    Embroidered   Pongees,   various   designs,  all  in  the  linen  shades,  to 
retail  at  50c. 

SPECIAL— C.  J.  Bonnet's   Pure   Silk   Black   Peau   de  Sole,   a  fine  bright  cloth, 
stamped  every  yard,  wear  guaranteed,  to  retail  at  75c. 

Shepherd's  Check  Dress  Goods 
37/8  in.  ALL  WOOL,  TO  RETAIL  AT  50c. 

Fleasc  mention   The  Review  to   Adi'crtisers  and   Their  Travelers. 



Issued  Monthly Office  of  Publication,  10  Front  Street  East,  Toronto 
April,  1910 

SUBSCRIPTION    PRICE: 
Canada,  Great  Britain,   United  States,   Australia, 

South  Africa  and  the  West  Indies        -       -       -  $2  a  year 
Other  Countries    -       -  f  3  a  year 
Single  Copies    25  cents 

Invariably  in  advance. 

DIRECTORS : 

J.  B.  MACLEAN,  Montreal  -  -  -  -  President 
W.  L.  EDMONDS,  Toronto  -  -  Vice-President 
A.  B.  CASWELL,  Montreal  -        -     Managing  Director 

Cable  Address : 

Macpubco,  Toronto.  Atabek,  London,  Eng. 
CHIEF  OFFICES: 

CANADA- 
MONTREAL       -        -  701-702,  Eastern  Townships  Bank  Building 
Toronto   10  Front  Street  East 

Telephone  Main  7324 

Winnipeg      -       -       -       -      F.  R.  Munro,  511  Union  Bank  Building 
Telephone  3726 

Vancouver,   ,       -       -        -         H.  Hodgson 
Room  11  Hartney  Chambers 

GREAT  BRITAIN - 
London,  Eng.      J  M.  McKim,  European  Manager,  88  Fleet  St„  E.C 

Telephone  Central  1296 

Manchester,       -       -       -       -       H.  S.  Ashburner,  92  Market  Street 

UNITED  states- 
New  York       -       R.  B.  Huestis,  1109-1111  Lawyers'  Title,  Insurance and  Trust  Co.  Building,  160  Broadway,  N.  Y. 

Telephone  1111  Cortlandt 
FRANCE- 
PARIS  -  -  -  John  F.  Jones  &  Co., 

31  bis  Faubourg,  ivlontmartre 
SWITZERLAND- 

ZURICH           Louis  Wolf,  Orell  Fussli  &  Co. 

ADVERTISING  RATES- 12  MONTHS 
One  page    $300 

"    half  piEC       180 
"    q uarter  page       100 
"   cithtb  paee        00 
"    Inch        30 

There  Will  be  no  Tariff  War. 

COMMERCIAL  peace,  a  concession  of  Canada's  in- 
dependence in  the  matter  of  tariff  treaties,  and  .t 

nearer  prospect  of  reciprocal  trade  relations  with  the 

United  States  are  the  three  great  results  of  the  agree- 

ment recently  entered  into  between  the  United  States 
and  Canadian  Governments. 

By  tariff  concessions  on  a  list  of  thirteen  articles,  on 

which  the  im^ports  from  across  the  border  amounted  to 

about  $5,'0i0'O,0i0iO  last  year,  the  application  of  the  mini- 
jQum  United  States  tariff  under  the  Payne-Aldriclh  law 
has  been  secured  by  Canada. 

The  importance  of  the  agreement,  ranged  alongside 

of  the  fact  thai  59  per  cent,  of  the  total  trade  of  Canada 

is  with  the  United  States,  and  that  35  per  cent,  of  the 

e.xpurts  from  Canada  are  sent  to  the  United  States,  will 

best  be  appreciated!  when  it  is  stated  that  these  reduc- 

tions only  approximate  2i'2  per  cent.,  and  were  made  upon 
a  basis  calculated  to  cause  least  concern  to  Canadian 

industries.  The  benefit  to  Canadian  consumers  throug'h 
these   concessions    is   estimated   at    between    $200,000   and 

The  prospect  of  a  ta,riff  war  produced  evidences  of 

un.easine.=is  on  both  sides  of  the  line.  It  was  plain  that  the 

United  States  stood  to  lose  much  more  than  Canada,  and 

there  was  no  uncertain  sound  about  the  protests  which 

found  utterance  in  the  United  States  against  any 

course  which,  in  rearing  a  practically  probi'bitive  tariff 

wall  iby  an  increase  of  25  per  cent,  duty  in  the  value  of 
the  goods,  would  incur  retaliation  in  the  form  of  a  heavy 
Canadian  surtax. 

The  initial  step  came  from  Washington.  Tariff  ex- 

perts visited  Ottawa  with  no  effect,  but  friendly  confer- 
ences between  President  Taft  and  Canadian  Ministers 

settled  the  matter  on  a  basis  of  compromise.  Against  any 

contention  that  the  Franco-Canadian  treaty  was  an  act  of 

discrimination,  the  Canadian  representatives  took  the 

stand  that  it  was  a  reciprocal  arrangement  in  wihich  con- 
cessions were  equal,  and  that  on  no  other  basis  could  a 

similar  agreement  be  secured  by  the  United  States.  There 

was  no  mistaking  the  fact  that  Canada's  position  was  in  a 
measure  assertive  of  her  right  to  make  treaties  with  whom 

she  pleased,  and  one  important  feature  of  the  new  agree- 

ment i.'^  that  the  same  concessions  are  open  to  the  whole 
world. 

To  the  dry  goods  trade  the  principal  item  in  the  list 

of  thirteen  is  that  relating  to  feathers,  artificial  feathers, 

fruits  and  grain,  for  ornamenting.  Of  these  goods  Can- 

ada imported  $137,665  last  year.  The  reduction  in  duty 

on  these  and  on,  perfumery  and  toilet  articles  such  as  are 

carried  in  the  fancy  goods  and  notion  sections  of  large 

department  stores  is  21/2  per  cent. 

In  criticism  of  the  new  agreement,  it  is  contended  that 

the  minimum  United  Sta.tes  tariff  might  have  been  secured 

without  concession  of  any  kind,  that  with  the  approach  of 

the  crisis,  President  Taft  would  have  "climbed  down," 
and    thnt    there    would   then   have   been    more   heroism   in 
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Canada's  dignity.  This  would  appear  to  be  a  somewhat 
problematical  ground  to  take,  and  in  view  of  the  circuni- 

staaees,  it  would  seem  that  the  greater  wisdom  was  dis- 

played in  the  eoui-se  whidi  on  moderate  conditions, 
avoided  possible  commercial  disruption,  preserved  cordial 

relationship,  and,  through  a  greater  mutual  appreciation, 

paved  the  way  towards  a  more  reciprocal  understanding 
between  the  two  countries. 

Study  to  Be  Obliging. 

HK  is  a  wise  man  who  studies  to  do  a  good  turn  for 

non-customers  as  well  as  customers,  for  foes  as 

well  as  friends.  It  may  not  alwa3-s  be  appreciated,  but 
it  pays  even  if  only  one  .out  of  ten  appreciates  it.  It  is 

certainly  good  habit  to  cultivate  just  as  assuredly  as  tiie 
opposite  is  a  bad  habit. 

The  merit  of  a  habit  is  determined'  by  its  intent — it  is 
for  good  or  for  evil. 

To  cultivate  disobliging  habits  whetlher  toward  cus- 

tomers or  non-customers  is  unprofitable,  for  not  onlyi  do 

they  not  gain  new  customers,  but  there  is  always  the 

danger  of  their  causing  the  loss  of  customers  already 
secured. 

Successful  business  men,  particularly  in  t'his  day  and 

generation  when  competition  is  so  keen,  are  obliging  busi- 

ness men.  Sugar,  as  the  old  saying  has  it,  will  always 

catch  more  flies  than  vinegar. 

The  nether  kingdom  may  be  paved  with  good  inten- 

tions, but  the  road  to  success  in  business  is  certainly 

paved  with  the  acts  of  obliging  men. 

Study  to  oblige.  Shun  the  very  appearance  of  dis- 
courtesy. 

Co-operation  in  Openings. 
JUDGING  from  the  number  of  places  which  have 

adopted  the  idea  this  year,  the  co-operative  plan 
in  holding  openings  seems  worthy  of  some  consideration 

from  merchants  in  centres  where  individual  openings  and 

different  dates  have  been  the  rule  regardless  of  the  im- 

portance of  creating  greatest  interest  among  the  great- 
est possible  number. 

It  would  seem  that  the  effect  of  the  separate  Spring 

openings  would  be  to  bring  in  perhaps  not  many  more 

than  the  individual  store's  particular  customers  or,  at 
any  rate,  visitors  would  be  pretty  well  confined  to  the 

town's  inhabitants  and  the  effect  would  be  insignificant 
in  comparison  with  what  might  be  produced  by  co- 
operation. 

By  such  a  plan,  Spring  openings  could  be  made  a 

strong  yearly  event  which  would  be  eagerly  looked  for. 

If  the  opening  were  given  sufficient  publicity,  not 

only  would  the  people  of  the  town  come  out  in  strong 

numbers,  but  it  could  be  made  so  attractive  that  the 

people  of  surrounding  districts  would  be  interested. 

There  would,  as  a  result,  be  a  greater  number  to  work 
on  and  each  store  would  derive  greater  benefit. 

Once  established,  the  opening  would  become  a  greater 
success   each  year,    it   would    interest   a   larger  circle     of 

people,  those  coming  from  outlying  districts  would  re- 

gard the  event  as  a  holiday  and  as  the  best  time  to  sec 

and  buy  the  latest  in  Spring  fashions.  It  would,  with- 

out doubt,  prove  most  beneficial  to  the  town  as  well  as 
the  stores  and  their  customers. 

Merchants  could  agree  on  the  most  suitable  date, 

the  names  of  those  willing  to  join  the  movement  might 

be  signed  to  an  official  statement  announcing  the  inten- 
tion of  these  merchants  of  holding  a  Spring  opening  on 

a  large  scale.  This  could  be  published,  together  with 

particulars  of  the  nature  of  the  opening  and  its  mutual 

advantage  to  all  concerned.  It  might  be  extended  with 

success  over,  say  three  days  and  if  every  merchant  gives 

enthusiastic  support,  makes  his  store  attractive  with  a 

bright  showing  of  Spring  goods  and  price  attractions, 
the  success  of  the  movement  would  seem  to  be  assured 

and  the  result  unquestionably  justify  the  extra  eft'ort 
and  expense,  if  any. 

This  plan  has  this  year  been  operated  successfully  in 

Kingston,  where  a  large  number  of  stores,  representing 

all  classes  of  trade,  took  the  matter  up.  Special  theatri- 
cal and  musical  attractions  were  arranged.  Interest 

has  been  aroused  in  other  towns  and  cities  over  this 

co-operative  plan. 

The  good  results  would  not  end  with  the  last  hours 

of  the  opening.  The  town  and  stores  would  be  well  ad- 
vertised and,  it  is  safe  to  predict,  increased  business 

would  accrue  throughout  the  year. 

Stick  to  Truth  in  Advertising. 

AN  extravagantly-word'ed  advertisement  is  as  unde- 
sirable as  an  over-dressed  clerk.  Exaggeration  in 

statements  which  a  merchant  places  before  the  public  is  as 
obnoxious  as  an  untruthful  salesma.n.  No  merchant  who 

has  learned  the  value  of  well-directed  publicity  will  ven- 

ture the  assertion  that  an  overdone  application  of  adjec- 

tives ever  brought  him  any  lasting  good.  He  has  dis- 
covered that  the  only  line  of  ta,lk  which  proved  effective 

is  that  which  is  above  all  things  truthful,  which  clings 

close  to  simplicity  and'  interesting  details  in  description, 
which  paved  the  way  towards  pleased  realization  rather 

than  to  disappointment  when  the  customer  made  his  in- 
spection of  the  goods. 

Nothing  ca,n  be  more  unwise  than  the  habitual  adapta- 
tion, by  comf  aratively  small  dealers,  of  figures  and  phrases 

which  could  only  be  applicable  to  the  business  of  a  whole- 
sale  house   or  manufacturer. 

There  is,  fortunately,  in  Canada  to-day  a  very  de- 
cided movement  away  from  any  attempt  at  brassy  noise. 

Common  sense  has  shown  that  there  is  little  ultimate  ad- 

vantage, from  a  merchandising  point  of  view,  in  herald- 

ing things  as  they  are  not.  Such  a  course  may  attract  at- 
tention for  a  time,  but  it  will  not  hold  the  trade,  for  the 

simple  reason  that  it  does  not  create  confidence. 

Better  for  a  man  to  agreeably  surprise  his  customer, 

by  the  actual  display  in  the  store  than  to  have  her  dis- 
cover that  the  merchant  had  used  reckless,  if  not  fraudu- 

lent, language  in  arousing  her  expectation. 
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Modern  Merchandising  Calls  for  Straight,  Honest  Talk 
The  Store's  Advertising  Should  Preclude  Possibility  of  Disappoint- 

ment to  Customer  —  Publicity  Value  of  Circular  in  Small  Centres 
—  Writer  who  Appreciates  Information  Given  by  Dry  Goods  Review. 

By  Chas.  Dean,  Glencoe. 

CHAS.  DEAN,  Glencoe. 

The  straight,  honest  talk 
must  play  a  strong  part  in 
present  day  merchandising. 

There  can  be  no  misrepresen- 
tation with  regard  to  goods. 

It  will  require  some  mighty 
food  salesmanship  to  offset 
any  disappointment  which  a 
customer  may  encounter  in 
her  first  transaction  in  the 

store.  Confidence  is  best  de- 
veloped when  the  store  and 

its  stock  never  fall  short  of 

the  published  statement. 
Care  should  be  taken  to  see 
that  the  actual  display  and 

does  not  impoverish  the  high 
The   merchant   must    have     an 

introduction      of     goods 
standard   of   the   stock. 

ideal  and  make  every  element  in  his  business    measure 
up  to  it.    This  begets  reputation. 

Do  not  Nag  the  Customer. 

The  reception  of  the  customer  on  arriving  at  the 
store  counts  for  much.  To  invite  her  to  inspect  new 
goods,  and  then  tag  and  nag  her  to  buy  is  unwise.  It 
does  not  show  the  best  kind  of  deportment  on  the  part 
of  a  staff  to  resort  to  these  kind  of  tactics.  No  well 

regulated  store  should  stand  for  it,  neither  should  the 
curt  answer  or  the  grouchy  attitude  on  the  part  of  a 

sales  person  towards  a  "merely  looking"  customer  be 
countenanced.  Courtesy  is  the  best  policy  and  if  a  man 

knows  how  to  buy,  and  his  prices  are  right  he  will  se- 
cure the  business. 

The  writer  has  to  say  that  he  owes  a  great  part  of 
his  success,  first  as  a  salesman,  and  for  the  past  four 
years  as  buyer  in  his  own  business,  to  the  thorough 
schooling  he  received  through  constantly  reading  The 
Dry  Goods  Review.  As  a  salesman  he  never  allowed  a 

month  to  pass  without  reading  his  employer's  paper, 
and  he  was  able  to  apply  much  of  the  information  thus 
obtained  to  good   advantage  then  and  later  on. 

It  is  imperative  that  the  merchant  in  the  compara- 
tively small  town  should  keep  in  touch  with  the  people 

of  his  district.  Each  year  as  the  new  voters'  list  is 
published,  w^e  procure  them  for  the  four  .surrounding  town- 

ships, and  in  this  way  are  enabled  to  keep  heads  of 
households  informed  in  store  matters.  Frequently  we 

learn  of  new  arrivals  in  the  district,  from  our  cus- 
tomers, and  in  that  case  a  special  personal  letter,  in- 

viting them  to  the  store  and  acquainting  them  with 
values  which  are  being  featured  at  the  time,  does  good 
service. 

As  to  advertising,  the  local  paper  may  be  used  to 
good  effect  in  keeping  your  name  and  values  before  the 
public,  but  one  of  the  supplementary  mediums  is  the 

circular  with  a  good  heart-to-heart  talk  descriptive  of 
goods  and  values.  We  find  such  a  circular  useful  in  in- 

troducing goods  at  the  opening  of  a  season.  Accom- 
panying this  article  a  circular  is  reproduced  which 

brought  good  results.  It  was  the  enumeration  of  sev- 
eral simple,  descriptive  truths,  and  along  with  it  were 

sent   out    a   few   samples.       These   circulars   may    be   fol- 

lowed up  to  advantage  with  others  giving  more  detail 
as  to  prices. 

Considering  that  the  majority  of  the  local  store's 
customers  are  well  supplied  with  mail  order  catalogues, 
it  is  advisable  to  quote  prices  frequently  by  way  of 
emphasizing  the  fact  that  the  people  can  be  served  as 
well  at  home  as  elsewhere.  They  do  not  always  come 
to  the  store  to  find  that  out,  such  information  must 
reach  them  in  their  homes,  and  the  newspaper  and  the 
circular  are  the  best  mediums  to  the  merchant  in  a 
small  town. 

The  display  window  can  help  very  materially.  They 

can  be  made  to  make  or  mar  the  store's  reputation  for 

DEAR 

We  are  ii<it  iiending  you  this  cirvulur  for  the  purpose  of  making  use  of  a  lot  of  bombastic  phrases, 

frothy  exaKgeratioHs.  nor  to  wpreswut  our  busiueKs  us  equal  to  Ihal  of  Marshal)  Fields  of  Chicago  or  Wan- 
naliiaker  of  New  Yoik  and  a  lot  of  more  uonseuse  that  we  often  see  handed  out  in  the  form  of  cireular 

leltei-s.  We  simply  writ*  you  in  the  interest  of  our  Inisiness,  telling  a  few  simple  truths.  We  desir«  that 
you  should  know  that  we  have  stocked  heavily  for  spring  in  General  Diy  Goods  j  we  also  wish  you  to 

know  thit  we  are  devoting  the  entire  length  of  ihe  second  floor  of  the  aloiv  we  occupy  to  Carpetf),  Carpet 

Squares,  Linoleum,  Oilcloth,  Lace  Curtains,  Window  Shades,  Curtain  Poles,  etc..  etc. 

We  simply  mention  Ihe  second  door  so  thai  you  may  know  Ihat  we  luive  good  i 

satisfaction  goods  of  this  class. 

The 

npanying  illustrated  Lace  CurLiiii  liivular  will  give  you  ai; 

ns.     We  have  many  other  patterns  not  shown  on  circular. 

ide. 
of  K 

oom  to  show  to  your 

'  of  the  patterns  we 

'rything  in   Lace  Curtains,   Curtain   Muslins  and  Scrims  that We  feel  that  our  stock  coiiii 

reliable  st«>re  would  feet  like  stocking. 

We  carry  Carpet  Squares  in  Tapestries,  Bniwels,  Wiltons,  Axminsters  sod  Velvets,  also  several  de- 

signs and  colorings  in  Scotch  Linoleum. 

We  will  he  glad  tis  have  you  come  in  and  see  the  goisls.  We  will  not  tag  you  to  buy.  We  don't 
think  it  .shows  either  gentlemanly  or  lady-like  deportment  on  the  palt  of  a  store  staff  to  harp  at  or  nag 

people  to  buy,  neither  do  we  think  it  a  well  regulated  store  which  will  tolerate  such  tactics,  consequently 

you  may  feel  quite  free  when  here  to  look  and  examine  goods.  We  will  gladly  show  you  without  any 

guarantee  that  you  will  buy.      We  have  nice  goods ;   we  know   it ;   we  take  delight  in  showing  them. 

We 

Press   Trinui 

ock 

lothing    only   Ihat   which    we   stand   ready make   good   should   they   not  piv>ve 

o    the   new   coh.riugs   in   Silks,    Snlins  , 

(tor  Wash  Goods  department  has  proved  during  the  past  two  >.-.i,>  t..  !..•  >t,i,  ilv  r,li,-il.le.  This 
s|jiiog  it  will  be  found  more  heavily  slocked  than  ever  with  all  that  is  now  .lo.l  good  in  .Smi.h  Zephyni, 

Motiu-  Suitings,  Ginghams,  Dekotans,  Pucks.  English  Prints,  I.aces,  Hmbroideries,  Lawns,  .Muslins,  White 

Wear,  Parasols  in  assorted  patterns,  Knglish  Silk  and  Heatherblotuii  underskirts,  also  Shirt  W'aists.  In 
tact  our  spring  stock  throughout  is  several  times  larger  than  any  we  Jiave  yet  atli'lnpted.  You  will  Hud 

goo,ls  heiv  as  up-to-date  as  in  any  stove  in  Ontario, 

I  think  I  can  solicit  a  share  of  your  patronage  with  contideiice 

S«caus«    I  have  sold  dry  gooils  all  my  life,      1  know  good  goods  and  where  to  buy  them. 

Boeaumo    I  stock  gotnls  1  can  goaiantee,  which  leaves  you  taking  no  chances, 

Booauao    I  recogni^  that  unless  I  make  my  business  transactions  satisfactory   to  ytni   I   cannot   coiilimie 

fiecauae    I  want  to  give  a  sipuire  deal  and  will  appieciatc  your  patr/u\age,   leaving  nothing  undone  %•> 

tiinke  you  a  satisfied  customer, 

\\  .    k',-p  i>'u   stock  tle.'iri  from  season  to  season.  conseipii,nlly  >uir  goods  ai-e  all  new. 

V..0 

fai 

•  illv. 

Chas,  Dean, 
THE    TRUSTWORTHY    STORK 

Circular  used  by  Chas.  Dean,  Glencoe,  to  supplement  newspaper 
advertising  in    introduclion  of   new  goods. 

uptodateness.  Frequent  change  will  be  appreciated  py 

the  people  of  the  town,  and  will  go  far  towards  advanc- 
ing the  store  as  a  subject  to  be  talked  about. 

W.  H.  Williamson,  who  for  the  last  16  years  has  been 

nuuiag-er  of  the  I.  B.  Kleinert  Rubber  Co.  of  Canada,  re- 
signed that  position  and  left  the  service  of  that  company 

about  a  month  ag-o.  Mr.  Williamson,  accompanied  by 
Mrs.  Williamson,  has  gone  to  California  to  spend  several 
months. 

M.  A.  Cameron,  for  a  number  of  years  at  the  head  ot 
the  Boston  Manufacturing  Co.,  has  accepted  the 
position  of  manager  of  the  I.  B.  Kleinert  Rubber  Co. 
of  Canada,  in  succession  to  Mr.  Williamson.  He  brings 
to  this  position  a  wide  experience,  a  progressiveness  and 

supply  of  energy  wihich  is  a  guarantee  of  fhe  continual 
and  increasing  prosperity  of  the  Kleinert  business. 
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148 

HoAV  do  you 
like  this  coat  ? 

Catawba  heavy  diagonal 

coating,    made   in  the   neyv 

Russian  style,    but   with 

long   lapels   and   collar 

faced   with    "granite" 

armure   silk. 

Trimmed    with   large   metal 

buttons   and  three- 

quarter   satin    lined. 

Made   in   our   own  factory. 

It's   hard   to   equal   this 

coat   at   $16.50.      Our 

No.   148. 

The  W-  R.  Brock  Company  (Limited) 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Store  Kinks  that  are  Giving  Good  Results 
A  new  I'eature  which  brings  trade  and  is  more  than 

papng  for  itself  is  "The  Beauty  Shop,"  which  a  city 
store  has  established  on  its  second  floor  near  the  coat 

and  suit  department.  This  department,  though  it  occu- 
pies a  small  space,  is  one  of  the  centres 

Beauty  Shop  of  attraction  and  while  women  are  wait- 
In  Large  ing  to  keep  their  appointments  with  the 

Retail  Store.  'head  of  the  department,  they  spend  their 
leisure  minutes  in  looking  over  the  at- 

tractive Spring  displaj-  of  coats  abd  skirts,  gowns,  cos- 
tumes and  dresses.  The  Beauty  Shop  is  in  charge  of  a 

trained  operator  who  personally  conducts  the  chiropody, 
dermatology  and  the  treatment  of  the  hair  and  hands 

as  well  as  t'lie  thoroughly  equipped  shampoo  pai"lors.  She 
has  made  the  department  of  such  value  to  customers  that 
there  is  a  line  of  waiting  women  every  day  at  the  door 
of  her  tiny  reception  room. 

There  was,  at  first,  opposition  to  the  establishment  of 

such  a  department  apart  from  the  expense  that  its  equip- 
ment involved.  To  conduct  hairdressing  parlors  and  a 

manicure  parlor  in  a  department  store  seemed!  entirely 
out  of  place.  Its  success,  however,  has  proven  that  this 

is  a  good  place  for  such  a  department.  After  a  day's 
shopping  or  before  the  day's  sihopping  begins,  a  woman 
is  glad  to  avail  herself  of  the  nearby  beauty  shop. 

An  interview  with  a  number  of  women  customers, 

brought  out  the  fact  that  they  preferably  patronized  the 

store  hairdressing  parlors  because  of  its  convenient  loca- 
tion rather  than  go  to  an  outside  shop.  Many  of  them 

confessed  that  they  patronized  the  department  when  they 

wouldn't  think  of  going  to  the  trouble  of  stopping  at  any 
of  the  hairdressing  parlors  on  their  way   home. 

:):         :}c         :je         He         ̂          H:         ={: 

How  to  utilize  the  small  yard  end  remnants  from  t'he 
silks,  the  woolens,  the  wash  goods  deisartment  and  even 

to  work  in  the  unsalable  remnants  from  the  rib'bon 
counters  has  been  solved  in  a  practical  and  unique  man- 

ner by  one  merchant  wiho  adopted  the 
Used  Remnants  plan  of  using  these  goods  in  the  pro- 
In  duction  of  dolls'  trousseaus.     The  work 

Dolls'  Gowns.  was  done  in  the  store,  one  competent 
person  being  required.  At  the  same 

time  it  'helped  demonstrate  the  qualities  of  a  sewing  ma- 
chine which  the  store  was  handling.  In  fact,  so  great 

was  the  call  for  the  attractive  little  gowns,  underwear 
and  suits,  that  it  was  necessary  to  add  other  help  and 

organize  a  sj'stem  whcrebj-  all  unsalable  remnants  be 
turned  over  to  this  department  for  use.  Not  only  was 
the  department  the  means  of  bringing  many  customers  to 

t'he  store  who  practically  bought  out  the  doll  department 
during  the  holidays  but  it  telped  other  departments  and 
proved  an  excellent  advertisement. 

***** 

Two  original  departments  recently  adopted  by  a  store 

in  a  large  centre  are  finding  great  favor  with  the  sub- 
urban trade,  as  well  as  becoming  more  and  more  popular 

with    the    local    city    trade.       One     is     known    as    "The 
Shoppers'  Aid,"  which  is  under  the 

Shoppers'  Aid  personal  supervision  of  a  capable  wo- 
and  man,    who    has    specialized    along    lines 
Fashion  Bureau    required.     She  is  ready  at  all  times  to 

aid  all  customers  in  making  their  selec- 
tion of  purchases.  She  conducts  them  through  the  store, 

assists  them  in  readily  finding  the  departments  they  de- 
sire to  visit  and  keeps  in  personal  touch  with  them  at 

their  homes  through  correspondence  relating  to  specially 
advertised  displays. 

The  suburban  trade  find  this  department  of  tihe  great- 
est value.  Out  of  town  customers  ai-e  not  familiar  with 

the  various  diepartments  of  such  a  store,  their  time  is 

usually  very  limited  and  the  'big  display  o£  merchandise 
is  sometimes  confusing  so  that  the  assistance  of  a  trained 
shopper  is  invaluable.  Among  other  things  which  will 
assist  her  in  sihopping  quickly  and  satisfactorily  for  the 
customers  is  an  itemized  record  of  tihe  cori-ect  measure- 

ments for  gowns,  suits,  waists,  shoes,  gloves  worn  by  her 
customers. 

The  other  department  which  is  proving  a  great  success 
is  known  as  the  Bureau  of  Fashion,  and  the  ladies  in 

charge  of  eae'h  co-opera.te  in  their  work.  The  head  of 
the  Bureau  of  FasJiion  visits  New  York  twice  a  year  and 

returns  with  all  the  latest  ideas  of  style  in  women's 
apparel.  She  gives  morning  and  afternoon  lectures  in 
the  tea-room  of  the  store  which  have  proven  most  attrac- 

tive. In  the  morning  her  talks  are  to  dressmakers,  and 

she  dlisplaj^is  the  latest  creations  of  the  fashion  designer's 
art  and  the  gowns  are  displayed  on  living  models.  These 

displays  are  well  specialized.  At  one  time  a  bride's 
entire  trousseau  including  the  'bridal  gown,  the  traveling 
suit,  the  reception  costume  and  'ball  dress,  is  shown. 
In  the  afternoon  the  lecture  is  given  to  customers  who 
are  also  given  the  opportunity  of  viewing  the  displays  of 
gowns  on  living  models.  The  lectures  cover  the  subject 
of  the  correct  lines  of  the  new  gowns,  the  changes  in 
modes  and  the  most  popular  fabrics.  She  also  gives 
lessons  in  dres^jmaking.  This  series  includes  instruction 

from  the  simplest  shirt  waist  to  the  most  intricate  cos- 
tume, and  among  the  beginners  are  many  little  children 

just  learning  to  sew.  She  teadhes  them  designing,  cutting, 
fitting  and  the  finishing  of  a  gown,  in  fact  all  the  details 
necessary  for  dressmaking.  William  Hengerer  store, 

wliich  will  soon  be  completed,  Buffalo  will  'have  the  most 
modern  shop  to  be  found  in  western  New  York. 

To  stimulate  the  reading-  of  its  advertisements  by 
means  of  a  prize  contest  was  the  scheme  recently  adopted 

by  the  local  branch  of  Bradley  &  Sons's  grocery  business. 
It  would  be  equally  applicable  to  a  dry  goods  store.  An- 

nouncement was  made  that  several  cash 

Made  His  prizes  would  be  given  to  the  persons  col- 
Ads.  Focus  leeting  the   largest   number  of  Bradley 

Attention.  advertisements  published  between  Febru- 

ary 17  and  March  5.  The  first  and  sec- 
ond prizes  were  $5  and  '$2.5'0  in  cash,  respectively;  the 

remaining  five  prize-winners  each  received  a  package  of 

the  firm's  special  brand  of  28c  Ceylon  tea.  A  feature  of 
the  announcement  was  the  earnest  suggestion:  "As'k  your 
neighbors  for  the  copies  from  their  papers." 

The  result  of  the  contest,  just  published,  shows  that 

the  winner  turned  in  upwards  of  1,000  copies  of  the  ad- 
vertisement— a  very  satisfactory  showing  considering  the 

short  time  that  fhe  contest  was  running.  Interest  was 

keen,  and  t'he  small  boys  of  various  competing  families 
were  impressed  into  the  service  and  called  upon  friends 

and'  neighbors  every  day  to  secure  their  copies  of  the 
valuable   advertisements. 

The  result  was  that,  as  comparatively  small  cost,  the 
advertising  of  the  firm  was  effectively  brought  to  the 
notice  of  a  large  section  of  the  reading  public,  and  its 

everyday  value  thereby  enhanced;  since  the  average  house- 
wife's curiosity  would,  as  a  rule,  naturally  impel  her  to 

read  the  advertisement  before  parting  with  it.  The  firm 
intimates  that  similar  contests  will  be  conducted  from 
time  to  time. 
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AGENT  WANTED 
An  old  established  German  Firm  of  firsl-ch  ss   manu- 

facturers of 

Elastic  Bands 
Boot  Elastics 

Ladies'  Belt  Bands 
Stocking  and  Rouche  Bands 

require  an  energetic  and  well  introduced 

AGENT  FOR  CANADA 
Please  address,  staging  references,  K.E.  5093 

c/o  RUDOLF  MOSSE,  Cologne,  G  rmany 

British  America  Assurance  Company 
A.         rS33 

FIRE  &   ̂ JIARINE 

Head  O  «ce,  Toronto 
BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President  W.  R.  Brock,  Vice-President 
Robert  Blckerdike,  M.P..  W.  B.  Melkle,    E.  W   Cox.  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 

Frederic  f>llcholIs,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 
Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

W,  B.  lUelkle,  General  Manager/  P.  H,  Sims,  Secretary 

CAPITAL    $1,400,000.00 
ASSETS   2,162,753.85 
LOSSES  PAID  SINCE  ORGANIZATION      29.833.820  96 

s OUTHALL SANITARY     TOWELS s 
The   Original  and    Best. 

Modern  science  and  the  spread  of  Hygiene  m^de 

the  invention  and  manufacture  of  Southalls'  Senitary 
'Towels  possible.  Since  1880  they  have  become wi  ely  known  and  appreciated  as  an  indispensable 

article  for  ladies'  use,  possessing  advantages  which recommend  them  to  every  woman. 
Apply  for  full  pirticuLirs  and  samples  to  the  Agent  for  the  nominion, 

J.  M.  SCHl-'.AK,  C.rhiw  Buildings,  Wellington  .Street  West,  Tdkonto 
Southalb'  Ac-O'ichement  Sets  (containing  all  Requisites.in  3  sizes). Southalls  Sheets  for  Accouchement  and  other  Sanitary  Specialities. Manufactured    by 

SOUTHALL  BROS.  &  BARCLAY  Ltd,.  Birmingham.  Eng. 

BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 
These  brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 

Order  of  your  Wholesaler. 

ROBERT   HENDERSON 

^     C^C")       ̂ ^^  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 
James  Stanbury  &   Co.,  Toronto 

Every    Dry    Goods    Store 
should  have  a 

Defiance 
Button  Machine 

Large  Profits  Covering  Buttons 
with  your  cuatomert'  own  material. 

PRICE,  including  any  three  of  the  followins  uzes,  16,  20,  24.  30 
36  or  18. 

$7.50 
SEND  FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 
53  EAST  8th  St.,  NEW  YORK. 

BRITISH  AMERICAN  DYEING  CO. 
The   Largest  and    Best 

Equipped 

DYE  WORKS 
In    the   Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,    Ducks,    Cottons   and  Velveteens,    Hosiery 

Yarns,  Gloves,  Braids,    Etc. 

DYED,    FINISHED    AND     PUT    UP 

AUo FEATHERS,    SILKS.    VELVETS.    RIBBONS.    LACE,    ETC 

^''  ̂1^1^'Ji^LtlS.''^^^^     MONTREAL TORONTO OTTAWA 

QUEBEC 
J 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Originality     Should   be    an    Ideal  of    Card     Writer 
Should  Avail  Himself  of  Every  Medium  of  Suggestion  —  Good  Plan 
to  Keep  Illustrated  Catalogues  on  File,  Together  with  Individual 
Examples  —  Neat  Designs  by  the  Air  Brush. 

By  R.  T.  D.  Edwards,  of  the  Simpson  Co. 

ONE  of  the  great  ideals  for  a  caidwriter     is     to 

obtain    originality   in   all   his   cards — that    is,    his 
good   cards,   as   distinguis.hed    from   sale    tickets. 
It  is  not  meant  by  this  that  he  should  not  adopt 

ideas,   for    there    aj'e    very    few    eardwriters    who    do    not 
copy  to  a  certain   extent.     He   may  come   across  a  scroll 

that  appeals  to  his  style,  make  a  note  uf  it  and  some  day 

'The  accompanying  cards  show  anotlier  form  in  the 
use  of  the  air  brush.  Thesie  are  known  as  mat  desiigns. 
It  is  the  simplest  of  all  air-brush  work.  To  obtain  the 
de.sign,  take  an  ordinary  piece  of  paper  the  same  siize 

as  the  card  you  are  going  to  'brush.  Fold  it  over  twice, 
so  that  it  is  quarter  the  size  and  just  represents  one 
corner  nf  the  card,  cut    any  design   desired,      open   it   out 

Air  brusti   mat  designs  for   small  price   or  descriptive  tickets.    These  are  made   by  placing  i   mask   over  the   board  before   using   the   brush. 

ha  may  associate  it  with  an  idea  of  his  own  in  air  brus'i 
r>r  ordinary  implements  and  get  an  entirely  diilferent  effect. 
That  is  not  copying  by  any  means.  It  is  only  using  his 
brains  and  ingenuity,  the  same  as  thousands  of  artists  and 

illusitrators  are  doing  to-day.  There  are  men,  who,  wihen 

the}-  see  a  good  suggestion  in  another  man's  production 
that  appeals  to  them,  make  a  note  of  it  and  put  it  away  on 
tile-frjr  future  reference.  The  cardwriter  should  secuic 

catalogues  of  lithographing  houses,  type  foundries,  print- 
ing hou.ses,  etc.,  which  contain  many  excellent  ideas  to 

work  upon,  andl  which  the  writer  may  frequently  apply 

to  good  purpose.  It  'helps  him  produce  something  differ- 
ent. For  instance,  the  next  special  cards  we  intend  using 

will  be  for  the  horse  show,  which  takes  place  the  latter 
part  of  April.  One  design  will  be  a  half-sheet  upright 
style,  with  a  wa.sh  drawing  of  something  pertaining  to 

horses — such  as  horses'  heads,  horses  jumping  over  hurdles 
horses  in  carriages,  etc.  The  cards  ai-e  otlu-rwise  decor- 

ated with  yellow  and  blue  stripings,  which  are  the  show 
colors. 

A  good  idea  in  keeping  track  of  all  cuts  and  ideas  is 
to  file  them  under  different  headings,  such  as  flowers, 
fruits,  animals,  fancy  capitals,  designs  and  figures  of 

people.  It  is  then  an  ea.sy  matter  to  place  one's  hand 
on  the  exact  thing  required  for  this  cla,ss  of  work. 

and  all  four  corners  are  t'heii  alike.  This  pattern  should 
be  cut  out  of  oiled  mauilla  paper.  A  stencil  wears  longer 
if  it  is  to  he  used  very  much.  Given  a  good  coat  of 

wiMiis'h,  it   will  wear  bettei'. 

01NO  O 
FlSHINoI 

6Dmplele  Line  of  —   

o« 

Card  illustrating   use   of  initial  letter   and  suggestive   drawing. 

System  is  essential  in  cardwriting  as  well  as  any 
other  business  and  the  writer  wi!l  find  it  a  very  practical 
time  saver  to  have  all  his  paints  and  shades  mixed  and 
kept  together.     A  very  convenient  fixture  for  this  purpose 
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is  a  tin  muffin  dish  which  can  be  easily  obtained.  It  has 
six  places  in  which  to  keep  the  paint.  Two  may  be  found 
necessary,  one  for  distinct  colors  sueh  as  black,  White,  red, 
yellow,  blue,  green,. etc.,  and  one  for  shades  such  as  pink, 

pa'e  blue,  pale  green,  light  grey,  gold,  etc. 
If  the  paint  becomesi  hard,  the  best  way  to  soften 

it  is  to  apply  boiling  water  for  a  few  minutes.  This  will 
be  found  a  quick  softener,  but  the  better  way  is  to  go 
over  them  every  day  and  see  tba,t   they  are  kept  moist. 

Money  Enough  to  meet  Advance  Prices. 
Staff  Correspondence. 

Vancouver,  B.C.,  April  1. — Conditions  all  through 
the  west,  from  Medicine  Hat  to  Vancouver  Island,  have 
been  such  that  notwithstanding  the  advances  in  prices 

of  many  lines  of  goods  there  has  been  little  or  no  com- 
plaint, for  there  is  money  enough  in  circulation  to  meet 

them.  Trade  has  been  excellent,  with  prospects  better 
than  for  a  long  time.  In  Western  Alberta  last  year 
weather  conditions  were  such  that  every  part  of  that 
section  benefited,  and  with  money  from  crops,  new 
towns  and  rapid  settlement,  business  from  there  will 
constantly  increase. 

In  the  mining  districts  of  eastern  and  south-eastern 
British  Columbia,  operation  is  steady,  wages  are  good, 
and  there  is,  at  present,  no  labor  or  fuel  troubles.  One 

has  to  use  the  words  "at  present,"  for  in  a  mining  dis- 
trict, as  has  often  been  exemplified,  conditions  change 

with  a  marvellous  rapidity.  Men  may  go  on  strike, 
capital  may  be  withdrawn  of  there  may  be  a  shortage 
of  coke,  any  one  of  which  directly  reflects  on  general 
trade  conditions.  For  that  reason,  the  retailer  does  not 

stock  up  to  the  extent  he  would  in  places  where  condi- 
tions are  more  secure,  and  that  is  the  district  that  has 

to  be  watched  the  closest.  But  just  now,  all  is  serene. 
Up  the  coast,  at  Prince  Rupert  things  have  been  better 
than  expected.  There  is  enough  force  in  the  town  itself 

to  maintain  a  business  strength  that  is  very  encourag- 
ing to  those  who  handle  this  territory,  and  with  the  ex- 

tension of  the  G.T.P.  eastward  from  the  coast,  busi- 
ness is  growing  greater. 

Improvement  may  be  seen  in  the  window  displays  of 
dry  goods  stores  of  Vancouver.  Commodious  space  is 
devoted  for  this  purpose,  and  it  has  been  demonstrated 

that  special  attention  is  amply  repaid.  Window  ex- 
hibits, backing  up  judicious  advertising,  brings  in  cus- 

tomers. The  best  goods  are  often  shown,  but  not  long 
enough  that  any  deterioration  may  be  noticed.  On  the 
whole,  the  displays  are  arranged  with  a  great  deal  of 
taste  and  are  very  attractive. 

Brinton  Carpet  Co.,  Montreal,  incorporated  with 
.$508,000  capital,  to  manufacture  and  deal  in  carpets, 
rugs,  mats,  etc.,  and  to  purchase  and  take  over  the  busi- 

ness now  being  carried  on  by  the  Brinton  Carpet  Co., 
Kidderminster,  Eng. 

The  Pugh  Manufacturing  Co.,  Toronto,  have  been 

incorporated  with  $40,000  capital  to  manufacture  ladies' 
clothing,  carriage  rugs,  picture  post  cards,  etc.  The  pro- 

visional directors  are  T.  J.  Pugh,  E.  ,T.  Luttrell,  D.  A. 
Bemis,  A.  M.   Pugh  and  W.   N.  Wade. 

Spitzer  Bros.,  Toronto,  have  been  incorporated  with 
$40,000  capital  to  manufacture  and  import  laces,  em- 

broideries, fancy  goods,  etc.,  the  provisional  directors 
being  :  Alex,  and  Daniel  and  Benjamin  Spitzer,  A.  E. 
Lyon,   and   .1.  A.   F.   Leitch. 

Four  Reasons 
WHY 

you  should  feature 

"(J^lb  Pleacf)"  Linens 

1.  "0Wi  Pleacfj"  Linens  are  select- 
ed from  the  best  Linen  in  the 

world— IRISH  LINEN. 

2.  They  are  bleached  by  the  'old 
time'  sun  process,  than  by  which 
no  better  has  yet  been  dis- 

covered, and  are  a  pure  un- 

changing white. 

3.  "(J^Ib  Pleacfj"  Fabrics  are  soft 
and  smooth,  and  do  not  wear 
rough. 

4.  They  are  sought  after  by  'quality' 
buyers,  and  leave  the  dealer  a 
very  handsome  profit  margin. 

liOok  into  this  proposition 

very  carefully — there's  money  in 
it  for  you  ! 

Sample  dozen  Guests'  Damask 
Towels,  hemstitched  or  scalloped 

edge,  sent  to  any  Canadian  Dry 
Goods  Man  on  request. 

R.  H.  Cosbie 
Irish  Linen  Agency 

TORONTO 
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Two  or  three  years  ago  all  the 

women's  periodicals  known  to  man 
entered  the  Fashion  Field  and  began 
supplying  Patterns.  This  field  had  been 

the  one  we'd  occupied  for  years.  The 
fight  was  on.  It's  been  a  merry  one,  a strenuous  one. 

The  increased  sales  of  our  patterns 

by  merchants  for  the  year  '09  over  the 
year  '08  show 

Who  Got  the  Prize 

M.  J.  Connell  Co.,  Butte,  Mont. 20%  increase 
W.  W.  Mertz  Co.,  Torrlngton,  Conn. 

23% 

Shaner  Romich  &  Co.,  Pottstown,  Pa. 

54% 

A.  S.   Hickok,  Toledo,  Ohio   

43% 

Bowman  Bros.,  Washington,  Iowa     . 

29% 

F.  J.  Wood  &  Co.,  Ashtabula,  Ohio 

73% 

Wilcox  Bros.  D.  G.  Co.,  Bloomington,  Ills. 

41% 

STANDARD  FASHION  COMPANY 
33  Richmond  Street,  West.         Toronto,  Ont. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Develop  District  Loyalty   by  Organized   Effort 
Various  Ways  by  Which  Local  Merchant  May  Interest  His  People— 
Bowmanville  Business  Men  Held  Successful  Winter  Fair— Merchants 
in  Many  Places  Putting  Special  Efforts  to   Focus    Practical    Interest. 

THERE  is  developing  a  greater  appreciation  of  the 

advertising  value  of  any  well-organized  efiort, 
based  on  sound  business  principles,  by  which  a 
town  or  city  may  focus  the  interest  of  the 

people  residing  in  surrounding  districts.  This  is  evident 
from  the  fact  that  in  many  different  parts  of  Canada, 
business  men  are  directing  their  attention  towards  this 
end.  Boards  of  Trade  and  other  bodies,  some  of  them 
formed  with  that  particular  object  in  view,  have  done 
much  by  way  of  promoting  a  greater  loyalty  for  the 
town  and  its  business  institutions.  Merchants  have 
found  it  possible  not  only  to  demonstrate  the  merits  of 
their  values,  but  to  direct  to  their  stores  considerabh 
trade  which,  otherwise,  might  have  gone  elsewhere. 

There  is  another  point  to  consider.  In  these  days 

when  the  mail  order  problem  has  become  a  serious  fac- 
tor in  local  business,  that  merchant  who  extends  his 

effort  in  co-operation  of  any  movement  which  will  in- 
tensify the  interest  in  legitimate  local  enterprises  and 

opportunities,  is  taking  a  wise  course. 

The  Winter  Fair. 

Bowmanville  business  men  have  tried  it  and  with 

such  success  that  they  intend  to  continue  the  good  work. 
The  Board  of  Trade  took  up  the  proposition  of  a  Winter 

Fair,  with  poultry  and  dairy  products  as  the  outstand- 
ing features.  It  was  a  happy  idea,  for  there  is  some 

good  farming  country  east,  west  and  north  of  the  town. 
The  Board  has  a  live  president  in  W.  F.  Stearns,  and  he 

succeeded  in  getting  everybody  into  line,  and  the  mer- 
chants heartily  fell  in  with  the  plan.  They  contributed 

towards  the  prize  money,  and,  with  a  donation  of  $35 
from  the  Town  Council,  the  Fair  fund  amounted  to 
$135.  It  was  sufficient  to  enable  the  committee  to  give 
good  prizes  to  exhibitors.    No  entrance  fee  was  charged. 

The  Fair  was  in  every  particular  a  success.  Mer- 
chants interviewed  concerning  it,  stated  that  it  brought 

a  record  day's  business.    Everybody  was  satisfied. 

It  was  Bowmanville 's  first  attempt  at  anything-  of 
the  kind.  It  is  to  be  repeated,  and  improvements  re- 

garding the  prize  list,  and  in  making  the  event  still 
more  attractive  are  to  be  adopted.  A  small  entrance 
charge  may  be  made  to  help  defray  expenses. 

The  Fair  was  not  only  a  well-timed  event  from  the 
trade-promoting  point  of  view,  it  will  not  only  quicken 

the  farmer's  interest  in  poultry-raising  and  dairying,  and 
emphasize  the  importance  of  high  standards  in  his  in- 

dustry, but,  if  properly  developed,  should  create  a  greater 
mutuality  between  farmer  and  merchant  in  dealing  with 
those  problems  upon  which  there  may  now  be  some 
misunderstanding. 

When  it  is  considered  that  this  success  was  achieved 

by  a  town  of  4,000  population,  within  little  more  than 
40  miles  of  Toronto,  it  must  be  concluded  that  there 
are  centres  far  more  advantageously  situated  to  whom 
a  special  effort  in  some  such  direction  should  be  worth 

a  trial — that  is,  if  the  loyalty  of  the  district  is  not 
what  it  should  bo. 

Local  Option  no  Handicap. 
Bowmanville  is  a  local  option  town,  but  merchants 

do  not  consider  that  a  handicap.  They  formed  a  com- 
pany, and  equipped  a  temperance  house  which  is  now  a 

paying  proposition,  and  they  consider  that  their  business 
has  not  suffered.  In  this  connection  it  may  be  of  in- 
terest  to  relate  an  incident  which  occurred  shortly  after 
local  option  went  into  force  in  an  eastern  town.  One 
of  the  hotelmen,  who  had  noted  the  support  given  the 
temperance  cause  by  a  merchant,  called  on  him,  paid 

his  account  in  full  and  angrily  remarked  :  "That  is  the 
last  cent  you  will  get  from  me."  "Very  well  then," 
replied  the  merchant,  "you  may  tell  any  travelers  who 
stay  at  your  hotel  that  they  need  not  expect  to  do  busi- 

ness here."    The  hotel  man  is  still  a  good  customer. 

Closer  Cultivation  Everywhere. 

Many  towns  and  cities  have  already  recognized  the 
importance  of  developing  the  trade  opportunities  of  their 
respective  districts,  and  it  cannot  be  denied  that  these 
events  have  done  much  to  emphasize  the  ability  of  home 
merchants  to  attend  to  their  requirements  as  satisfac- 

torily, if  not  more  so,  than  the  large  mail  order  house. 

In  some  cases  the  idea  inaugurated  by  individual  mer- 
chants has  eventually  been  adopted  and  enlarged  upon 

by  Boards  of  Trade  and  Merchants'  committees.  The- 
Stanley  Mills  Co.,  Hamilton,  instituted  free  sight-seeing 

trip's  for  people  who  went  to  the  city  on  special  buyers' 
excursions.  It  cost  money  but  it  advertised  the  store 
and  the  city.  Brantford,  St.  Catharines  and  other  cities 
have  seen  the  importance  of  attracting  the  attention  of 
their  respective  surrounding  districts,  and  successful  ex- 

cursions have  been  held.  London  is  talking  of  organiz- 
ing a  100,000  club  and  of  holding  specials  for  buyers 

during  the  coming  Summer.  One  suggestion  made  in 
that  connection  is  that  such  concentration  be  placed 

upon  the  city's  industrial  development  that  local  manu- 
factories will  be  able  to  fill  all  requirements  of  local 

demand.  The  business  men  of  St.  John,  N.  B.,  are  or- 

ganizing for  a  "Bigger  and  Busier  Saint  John." 
From  one  end  of  Canada  to  the  other,  there  appears 

to  be  a  strong  movement  towards  a  closer  cultivation 
of  locality  business  by  mere'ha,nls  and  other  business  men 

who,  while  they  may  have  had  the  advantages  of  geo- 
graphical position,  have  begun  to  realize  that  practical 

demonstration  as  to  reasons  for  loyalty  on  the  part  of 
their  respective  centres,  whether  large  or  small,  is  one 
of  the  great  essentials  in  enlivening  and  maintaining  a 
practical  and  profitable  interest. 

The  question  naturally  arises.  What  of  the  very  small 
centres?  How  is  it  possible  for  them  to  develop  a  local 

interest  in  order  to  offset  the  disadvantages  of  being  lo- 
cated inside  the  radius  claimed  by  the  larger  stores  in  the 

more  flourishing  towns  or  cities  of  the  country  surround- 
ing. Unquestionably,  the  merchants  of  these  places  can 

do  much  by  co-operation. 

An  Illinois  town,  writes  Donald  L.  Kinney,  in  System 

doubled  its  population  for  one  day  by  placarding  the  coun- 
try with  announcements  of  what  was  called  by  contribut- 
ing merchants,  a  co-operative  auction.  The  farmers  of 

thirty-six  townships  were  urged  to  bring  everything  they 
wanted  to  sell  to  town  where  an  auctioneer  would  be  furn- 

ished free  of  charge  to  market  the  farmers'  offerings. 
When  the  day  was  over,  the  farmers  had  sold  everything 
they  had  brought  to  town  and  in  turn  had  left  most  of 

the  proceeds  with  the  local  merchants. 
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So  siKcessful  was  this  day,  the  meiThants  inuucdiate- 

ly  planned  another.  As  the  preparations  advanced,  addi- 
tional featnres  were  susrgested.  and  the  result  was  that 

the  last  Thursday  of  each  month  has  been  set  aside  for 

and  designated:  '•  Market  Day." 

This  plan  has  been  an  annual  feature  in  some  of  thi^ 
smaller  northwest  towns,  but  the  Illinois  promotors  have 
gone  their  competitors  one  better  and  suecessfully  made 

"Market  Day"  a  monthly  trading  feature.  Market  days 
are  an  altogether  ditYerent  alfair  than  the  Summer  street 

carnivals,  which,  because  they  emphis-zj  the  lio'.iday 
spirit,  cheek  trade  as  a  rule  rather  than  increase  it.  The 
market  day,  however,  by  magnifying  the  trading  feature, 

wraps  the  town  in  a  buying  atmosphere  and  secures  sur- 
prising results. 

While  market  day  is  varied  in  every  town  that  uses 
it  for  a  trade  drum,  its  organization  must  be  carried 
through  at  least  seven  steps.     These  are : 

1.  Planning  the  day. 
2.  Financing. 

3.  Arranging  bargains,   prizes   and    amusements. 
4.  Making  up  a  program. 
r>.  Decorating. 
6.     Advertising. 

In  organizing  a  co-operative  scheme  of  this  kind,  ab- 
solute co-operation  must  be  secured  among  the  local  busi- 

ness men.  This  can  usually  be  done  by  showing  them 
how  it  will  keep  trade  at  home.  That  market  days  have 

been  extremely  successful  is  proved  by  the  success  of 
every  town  giving  it  a  fair  trial. 

Primarily,  the  day  brings  the  merchants  immediate 

profits,  but,  in  addition,  it  tends  to  broaden  merchandis- 
ing ideas.  Town  and  country  are  tied  into  a  closer  re- 

lationship. The  farmer  and  town  man  meet  on  common 
ground  and  new  trade  brought  to  town  for  the  day  usually 

continues.  The  immediate  and  futui'e  results  of  the  bar- 
gain days  are  sufficient  excuse  for  their  establishment  in 

the  smaller  towns. 

Stir  Up  the  First  Enthusiasm. 

A  concerted  movement  among  the  merchants  is  best 
secured  by  first  calling  a  meeting  of  all  the  business  men 

in  the  community — merchants,  real  estate  and  insurance 
agents,  doctors,  lawyers,  dentists,  and  all  the  men  who 
have  goods  or  services  to  sell.  Prosperity  touches  every 
one  and  the  entire  town  should  be  drawn  into  the  enthus- 
iasm. 

At  the  meeting  of  citizens,  a  committee  of  promoters 
i-;  chosen  and  to  these  executives  are  left  the  arrangements 

for  launching  and  carrying  out  a  market  day.  Tlie  com- 
mittee first  secures  the  assistance  of  the  local  press,  and 

through  this  medium  explains  its  plans.  Every  busi?iiss 
man  is  then  visited  personally  by  at  least  one  member  of 

the  committee,  and  in  this  more  intimate  way  their  en- 

thusiasm is  aroused  and  the  "get-together"  spirt  Js  stim- 
ulated at   the  start. 

Choose  Days  with  Care. 

The  selection  of  the  day  should  be  carefully  coi'^idprei 
so  that  the  seasonal  demands  on  the  farmer  will  not  pre- 

vent him  and  his  family  from  coming  to  town.  Just  after 

planting  in  the  spring  and  immediately  following  har- 
vest time  are  the  two  best  sea.sons,  but  by  careful  selec- 
tion, proper  days  can  be  selected  from  almost  any  m  mth 

of  the  year. 
The  second  step  in  organizing  a  market  day  is  the 

Tnr)re  difficult  one  of  financing,  but  if  the  enthusiasm  is 

propiily  arousoil,  no  unr.sual  problems  should  be  present- 
ed. Because  some  classes  of  business  are  sure  to  receive 

more  direct  benefits  than  others,  the  money  is  usually 
most  successfully  collected  by  circulating  a  subscription 

paper. 
If  it  is  the  intention  to  hold  the  market  day  once  or 

twice  a  month  every  subscriber  is  asked  to  sign  an  agree- 
ment to  pay  once  a  month,  or  twice  a  month,  as  the  plan 

may  provide.  Tlie  subscription  paper  is  sent  around  but 
once  and  the  collection  of  funds  is  made  easy.  The  cost  of 
conducting  a  market  day  ranges  anywhere  from  twenty- 
five  to  seventy-five  dollars  in  towns  of  from  one  to  five 
thousand  population.  It  depends  entirely  on  how  large  an 
affair  the  merchants  desire  to  make  it. 

What  Bargains  to  Offer. 

Unless  very  definite  inducements  are  offered  market 
day  has  no  appeal.  This  brings  up  the  third  step  in 

the  organization — the  arranging  for  bargains,  prizes  and 
amusements.  The  tests  of  co-operation  is  here  applied, 
for  the  best  results  are  secured  where  each  merchant 

agrees  to  offer  a  special  bargain  price  on  a  specific  article. 
This  eliminates  conflict  between  bargains  at  different 
stores. 

In  addition  to  offering  special  bargains,  merchants  in 
many  towns  also  conduct  unique  selling  plans.  These  con- 

sist in  cash  prizes,  premium  schemes,  guessing  and  voting 
contests  and  any  application  of  such  selling  plans  as  the 
merchant  may  iiave  secured  from  various  sources. 

An  Early  Morning  Sale. 

The  inducement  which  has  pulled  the  most  farmers 

into  the  "home  market"  has  been  the  offer  of  free  services 
of  an  expert  auctioneer.  In  Salem  Illinois  nearly  5,000 
persons  crowded  the  town  square  to  capacity  limits  and 

bougiit  out  the  offered  pi'oduce  and  goods  before  ten 
o'clock  in  the  morning. 

The  special  inducements  which  have  been  offered  by 

the  merchants  of  such  Minnesota  towns  as  Osakis,  Bem- 
idji  and  Benson  have  included  almost  every  line  of  busi- 
I'ess.  The  feed  store  man  cut  the  price  a  few  cents  on 
ground  feed  and  paid  a  little  more  on  this  day  for  grain. 
The  grocery  paid  better  than  top  prices  for  vegetables,  and 

in  tui'ii  offered  cut  price  bargains  in  groceries.  The  jewel- 
ers, clothier,  liousefurnishers  all  agreed  to  offer  cei'tain 

bargains,  and  thus  the  inducements  of  each  store  were 

featured  in  the  advertising  which  followed  the  promulga- 
tion of  tlie  plans. 

Mercliandise  is  often  taken  from  the  stores  to  be  given 

as  pi-izes  for  the  best  potatoes,  the  best  ten  dozen  eggs,  tiu- 
l)(st  six-  bunches  of  celery,  the  best  dressed  pig,  the  larg- 
( st  pumpkin,  the  largest  dozen  ears  of  corn,  the  best 
lialf  bushel  of  beans,  the  best  crock  of  dairy  butter,  or 
any  kilid  of  farm  products  which  can  easily  be  gathered 
together  and  brought  in  by  the  farmer. 

The  farm  products  entered  in  the  contests  should  be 

bought  up  by  the  merchants.  In  this  way  the  farmers 
will  be  given  every  inducement  to  bring  in  vegetables, 
grains,  live  stock  and  farm  produce  of  all  kinds  to  exhibit, 
sell  01'  exchange. 

Inasmuch  as  business  and  pleasure  must  be  crowded  in- 
to seven  or  eight  hours,  the  program  of  events  should  be 

most  carefully  arranged.  The  visitors  should  be  kept 
busy  and  interested  all  day.  In  the  morning  there  is 
frequently  a  band  concert  to  draw  the  people  onto  the 
streets. 
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Increased  Sales  of 

BUTTERICK  PATTERNS 

for  the  year  '09  over  '08  reported 
by  the  following  merchants  : 

The  Crosby  Bros.  Co.,  Topeka,  Kan.  -  -  40%  increase 
The  J.  B.  Ivey  Co.,  CharloLLe,  N.C.  -  -  36% 
H.  Blumenfeld,  Opelika,  Ala.             -  -  -  34% 
H.  S.  Barney  Co.,  Schenectady,  N.Y.  -  -  36% 
M.  O'Neil  (Sif  Co.,  Akron,  Ohio        -  -  .  32% 
Martin  Dry  Goods  Co.,Cedar  Rapids, Iowa  -  33% 
Schuneman  &  Evans,  SL.  Paul,  Minn.  -  -  33% 
Frank  A.  Cram,  Hood  River,  Oregon  -  -  33% 

And  these  increases  are  on  big  increases  of  '08 
over  '07.    Isn't  it  wonderful  ? 
The  women— bless  them  !— in  ever-increasing 
numbers,  keep  on  buying  ButtericK  patterns. 
Not  fashions  born  in  Paris— not  fashions  born  in 
America,  but  Butterick  Fashions,  world-wide  in 
their  conception,  are  the  fashions  the  women 
want. 

To-day  The  Delineator  stands  admittedly  The 
Fashion  Authority  of  the  World.  And  Butterick 
Patterns  stand  admittedly,  among  the  women 
and  the  merchants  of  this  country— THE  BEST. 

THE    BUTTERICK    PUBLISHING     COMPANY 
133  Richmond  SLreet,  West,  TORONTO,  ONT.,  CANADA 

Please  mention  The  Revieiv  to   Advertisers  and  Their  Travelers. 



Increased  Their  Business  200  Per  Cent,  by  Charity  Fair 
C.  E,  Chappie  Co.,  Fort  William,  Invited  Charitable  Institutions  to 

Share  in  Profits  of  10  Days'  Trades  -  Ten  Per  Cent,  of  Entire  Sales 
Divided  Among  Them  —  Representative  Ladies  Took  Charge  of  Store 

A  CHARITY  fair,  by  which  they  increased  their
 

volume  of  business  2O0  per  cent.,  was  the  some- 
what unique  feature  introduced  by  the  C.  E. 

Chappie  Co..  Fort  'William,  during  February.  The 
proposition  on  which  the  plan  was  based  appealed  to  all 
classes.  The  charitable  and  benovelent  organizations  of 
the  district  were  invited  to  share  in  the  profits  of  ten 

days'  business  in  this  ladies'  wear  store.  Three  of  the 
largest  institutions  in  Fort  William,  and  one  in  Port 
Arthur,  accepted  the  invitation  and  participated  on  an 
equal  basis  in  the  profits.  Ten  per  cent,  of  the  entire 
sales  for  the  time  specified  was  distributed  among  them. 

A  Good  Advertising  Feature. 

In  their  advertising  preceding  the  sale,  the  firm  not 

only  emphasized  the  benevolent  feature,  but  gave  promin- 
ence to  the  fact  that  the  occasion  would  be  marked  by  the 

introduction  of  many  lines  of  new  Spring  and  Summer 
goods.     It  was  not  necessary,  however,  to  make  the  same 

rShe  C.E.    CHAPPLE    COMPANY 
-«-^  U  fK 

n 

P      m^  tM  L^J  hM 

V.
  ' 

II  OUR    FIRST 

II  Grand  Charity  Fair 
piik  III.  l.rM  liim  :.  I"..rl  Willnm  M-.n-  li:.-.  ii.viu-<I  tli.-  ili.iril.il.l,- 

aift  UiKV»l<u(  •.f)^iiiiix;iti«»ii>  oI-iIk'  ilistrict  1..  sli.iri-  in  ili.-  prulits  of 

Uti  1I.1TV  l.nsitu-s.H.  Thnv  ofoiir  Inrt;<*sl  niirl  U-st  known  I..1.1I  inNtitn- 

li<iii>:ii>?>>iif  fnim  itur  Mi-itfliltor  town.  I'ort  Arlliur.  li.tv.  .u\v|.ii-(!  tlic 

iiiviution  and  wil!  jiarlicipalr  equally  in  th<.  ]>ro5ls  ul  llu-  liii-siiii-s>^. 
Ten   iVr  LVnt  of  the   Enlirc   Sales   (>,t  Ton    D.ivs    will    U-   H.sirihiiNil 

■j}% 

thn vc-s   of    tht-    differ :lti>tiniis  will  li.ive 

charK*'  '*f  'he  Mnre  during  these  -ten  days  Thr  ladies  In  cli.iri,'.-. 
will,  of  course,  use  every  effort  to  induce  lil»eral  l.nvini;.  th.tl  tlieir  ̂ Inre 

of  the  proceeds  may  In-  as  larj.'e  as  possible, 

The  management  of  the  slnre  ha-.  >tnined  ever)-  ciurtry  to  sti  tli.il 

Ihe  offerinpi  »n  each  day  are  e4jiially  attractive.  Si>eci.nl  lines  in  l.irk'e 

numlxTsai  extr.imly  low  |.rici-s  will  U- t.ffired  from  .1  iv  t..  dav  and 

nrvernl  brj;e  events  will  continue  during  the  cntin-  sale. 

Apart  from  llu  U-iu-voleiil  feature  of  the  sale,  it  will.  fr..ni  an  ̂ vo 

noinic  point  of  vi.-w.  U-  one  of  the  U-sI  huyinif  perif>ds  of  llu-  entire 

Sprinst  and  Stioimer  Many  new  thinfjs  will  have  their  firM  shi.winj;. 

A  nomU-r  of  extremely  i^ixtti  values  have  been  saved  purpjscly  for  this 

event,  and  several  shipmeiils  of  exclusive  Sprinjf  merchandise  liavi  l«een 

haMeOed  focm-ard.  to  make  this  the  most  attractive  shoppinj;  ricc.isioii 
errr  held  in  these  cilieA. 

Til.  ladi*7*.  on  lluir  own  initi.itive.  and  at  their  own  expt  iiv  .  h  .vc 

arfnn;;.-d  L.-^rw  te.i  in  llie  annex  at  thi  renr  of  the  store  dnrin^'  the 

Mle  day*  and  an  enjoyal'k-  lime  is  aMsnn-d  for  all  whoaltend.  'J"hi-  new 

fclyli-s  will  lic  dim.-usM'd.  the  lu-w  models  criticized  anA.  1k-s|  of  all.  the 

pr.K-i-eiU  wil)  swell  the  fniidK  and  help  lo  augment  the  K<x,rl  writ  tin  s 
in]ililutio(i<h  are  carr%'itiL;  on. 

Pot    Bultdlnie C.  K.  CHAPPLE  CO. 

bargains  offered.  The  ladies,  on  their  own  initiative,  and 
at  their  own  expense,  arranged  to  serve  tea  in  the  annex 
at  the  rear  of  the  store  during  the  sale  days.  The  social 

element  prevailing  made  customers  feel  at  home  and  exer- 
cise a  freedom  almost  impossible  at  other  times. 

            ^   ^   .^   ZZ..M 
Reproduction   of  first   page  of  circular  by  wiiich  C.   E.    Chappie 

Co.,   Fort  William,   introduced  their  Charity  Fair. 

drastic  reductions  which  an  ordinary  sale  event  would  have 
entailed,  and  while  the  store  did  not  clear  a  large  sum 
in  profits  from  the  event,  it  brought  to  the  store  a  large 

,  number  of  people  who  had  not  previou.sly  been  there.  Each 
day,  a  different  staff  from  the  members  of  the  various 
institutions  took  charge  and  introduced  customers  to  the 

■CHAFPUK* 

Fort    William's   First 

:^>j^3i^.^  Grand 

THE    STAFF 

Charity  Sale 
Ten  Days  -  Commencing  Feb.  10th  to  22nd 

The  Opening  Bargain  List  is  Cliaritable  in  Every  Sense 

TMMt  S^COIAIM 

SENSATIONAL   SALE   OF   ShfALLWARES 

SMAUWARO-" 
SPECIALBARGIUNS SMALLWAItes— 

'  Und»rwtar 

ki.,., II  ,.,...,11, ...... 

Thf  Lailica'  Store.  Koy    Duilding    Hl^f^^lB Vicloria*Ave.,  Fort  William,  OnU 

Full  page  ad.   by  which  the   Chappie   Co.,    Fort  William, 
gave  publicity  to   their  Charily    Fair. 

•The  advertising  value  of  the  scheme  is  obvious,  and 

the  store's  Spring  business  will  undoubtedly  benefit  to  a 

great  extent.  The  ladies  who  enlisted  their  efforts  in  be- 
half of  the  sale  were  of  a  class  whose  services  could  not 

otherwise  have  been  secured,  or  who  could  not  have  been  ex- 

pected, to  take  more  than  a  customer's  interest  in  the 
store,  and  the  Chappie  Co.  was  enabled  to  pay  them  a 

good  sum  for  their  work  in  the  interests  of  their  respective institutions. 

Ladies  Took  Charge  of  Store. 

In  addition  to  the  publicity  which  the  firm  inserted  in 

the  local  newspapers,  the  store  received  quite  a  lot  of 

free  advertising  from  the  ladies'  columns  of  the  papers, 

which  gave  in  detail  each  day  the  names  of  the  ladies 

who  were  to  be  in  charge  of  the  store,  and  "boosted" it  otherwise. 

Talked  about  it  well  in  Advance. 

The  charity  fair  was  introduced  well  in  advance  by 

full-page  ads.  in  the  local  newspapers,  and  this  was  sup- 

plemented by  a  circular  of  four  pages,  each  12x18  inches. 

The  opening  announcements  were  explanatory  of  the  de- 
tails of  the  sale  and  contained  a  bargain  list,  which  was 

declared  to  be  "charitable  in  every  respect."  One  of  the 
features  was  a  sensational  sale  of  smallwares.  A  panel  in 

the  ad.  contained  the  names  of  the  first  day's  staff,  repre- 
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senting  the  different  institutions  to  be  benefited  by  the 

f'air.  Each  day  the  Chappie  ad.,  which  was  always  locat- 

ed on  the  woman's  page,  contained  a  list  of  special  values, 
ajad  any  other  information  concerning  the  progress  of  the 
sale  calculated  to  arouse  interest  therein.  For  example, 

one  of  these  ads.  contained  the  following  paragraph:  "The 
Ladies'  Aid  of  the  R.  M.  G.  hospital  will  serve  tea  to- 

morrow in  the  Bargain  Annex.  They  CAN  serve  tea, 

[hose  Port  Arthur  ladies."  After  the  sale  the  firm  pub- 
lished "A  Card  of  Thanks,"  expressing  their  deep  satis- 

faction and  gi'atitication  for  the  splendid  co-operatiou  and 
social  unity  with  which  the  ladies  of  the  two  cities  had 
contributed  to  the  success  of  the  charity  sale. 

Created  a  Greater  Confidence. 

One  of  the  very  valuable  features  of  the  advertising 

obtained  through  such  a  store  must  be  the  greater  familiar- 

ity with  t'he  store's  methods,  on  the  part  of  those  ladies 
who,  froim  day  to  day,  had  chai-ge  and  who  collectively 
repx-esented  a  very  important  section  of  the  buying  com- 

munity. Such  a  plan,  inviting  the  closest  inspection  of 
stock  and  giving  customers  an  opportunity  to  test  for 

t'hemselves  the  practicability  -of  the  store 's  policy  and 
service  cannot  fail  to  strengthen  its  position  in  the  con- 

fidence of  the  people. 

Thinks  Customs  Defrauders  Should  be  Punished. 

George  L.  Cains,  president  of  the  Montreal  Board  of 

Trade,  has  taken  a  strong  stand  against  private  settle- 
ment in  cases  where  firms  have  been  found  defrauding 

the  customs.  The  Montreal  Wholesale  Dry  Goods  Asso- 
ciation objects  to  such  compromise  and  settlement,  be- 

cause it  encourages  dishonesty  and  enables  firms  resort- 
ing to  it  to  compete  upon  an  unfair  basis. 

"Importers  who  defraud  the  Customs  should  be 
treated  as  other  criminals  are  and  punished  accordingly," 
emphatically  declared  Mr.  Cains.  "The  drygoods  trade 
of  Canada  is  desirous  of  conducting  business  in  an  honest 

manner  and  it  is  certainly  strongly  opposed  to  the  ille- 
gitimate and  unfair  competition  rendered  possible  by 

private  settlement  after  frauds  have  been  discovered." 
"Firms  have  been  allowed  to  settle  after  discovery 

and  the  matter  kept  quiet.  This  is  manifestly  unfair. 

Such  oases  should  be  given  due  publicity  for  the  protec- 
tion of  the  trade  and  for  the  obvious  reason  that  there 

is  every  indication  that  such  firms  continue  to  follow  the 
same  practices.  If  a  firm  lies  to  the  Government  and 
cheats,  it  is  logical  to  believe  that  they  will  lie  and 
cheat  their  creditors  and,  perhaps,  their  customiers. 

"If  you  were  arrested  for  stealing  and  were  fined  ten 
dollars  or  a  month,  and  you  pleaded  that  you  must  not 
be  sent  to  jail  for  the  month  because  you  possessed  only 
five  dollars,  do  you  suppose  that  plea  would  save  you  ? 

I  don't  think  so,  and  I  don't  see  why  these  larger  crim- 
inals should  be  allowed  to  escape  easily." 

Commercial  travelers  to  the  number  of  about 

seventy,  at  a  meeting  held  recently  in  St.  John,  N.B., 

decided  to  appeal  to  the  Dominion  Commercial  Travelers' 
Association  to  take  action  on  the  case  of  hotels  in  this 

territory,  not  equipped  with  fire  escapes  and  up-to-date 
sanitary  conveniences.  The  travelers  claim  that  despite 
the  improvement  which  has  marked  many  of  the  hotels 
on  the  road,  there  are  still  several  which  have  failed  to 
consider  the  safety  and  comfort  of  their  guests  in  this 
regard,  and  consequently  they  have  a  grievance. 

Australian  Trade 
is  worth  looking  after.  The  following  figures  are 

extracted  from  the  official  statistics  of  imports  into 
Australia  : 

1906. 

Canada    Other  Countries        Tatal 

Cosies.  Cushions,  etc.   ,-£      495        £     154.047  £    154.542 
Curtains 

Fancy  Goods Piece  Goods,  Cotton 
and  Linen 

Flannelettes 
Boots  and  Shoes 
Rubber  Sand  Shoes 

190 
313 

11,894 

1,688 
4,951 2,319 

87.675 

279,452 

3,297.724 251,965 
114,003 

47.998 

87,865 
279,765 

3,309  618 
253.653 
118.954 

50,317 

The  Draper  of  Australasia  is  the  organ  of  the 

drapery  and  kindred  trades  of  the  Antipodes,  and 

is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New   Zealand. 

Advertising  rates  may  be  obtained  and  space 

secured  by  communicating  with  our  New  York 

Office,  29  Broadway.  We  will  also  supply  speci- 

men copies  on  application. 

Publishing:  Ofrioe* 

Melbourne,  Fink's  Buildings 
Sydney,  Post  OfFlce  Chambers 
London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 

KING'S 

■■tabllshed  177S 

FAMOUS 
•old  by  leading  Jobbers. 

SCOTCH 
Every  pleoe  perfect. 

HOLLANDS 

Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 

able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN    KING  &  SON, 
GLASGOW,    Sr?T^.AND. 

Sol*  Selling  Agent : SYDNEY   nwSS, 

Empir*  Bldg.,  58  Wolllngton  St.  W. TORONTO 



Departmentizing  a  General  Store  and  Regulating  Stock 
Retailer  Asks  How  His  Different  Lines  Should  be  Divided— Another 
Enquires  as  to  System  of  Stock-taking  —  Importance  of  Recording 
Purchases  and  Sales  for  Purpose    of    Comparison    and    for    Buying. 

<By  Howard  R.  Wellington.) 

DURING  the  last  few  months  we  have  had  a  num- 
ber of  interesting  letters  from  readers  of  the 

Dry  Goods  Review  relative  to  matters  of  vital 
importance  to  every  retailer,  and  have  devoted 

considerable  space  to  the  discussion  of  these  subjects. 
Our  efforts  have  evidently  been  appreciated,  as  several 

up-to-date  merchants  have  written  in  regard  to  certain 
points  which  arise  in  their  respective  businesses,  and 
below  we  discuss  two  questions  wliich  have  been  brought 
to  our  attention  recently. 

First  :  Stock  carried— $17,000.  Lines  carried — general 
dry  goods,  ready-to-wear,  hosiery,  gloves,  laces,  ribbons, 
smallwares,  linoleums,  curtains,  blinds,  gents'  furnish- 

ings. How  should  these  be  divided  ?  We  believe  the  follow- 
ing division  would  give  very  valuable  information  at 

stock-taking,   viz.  : 
A— 1  General  Dry  Goods  ;  B— 2  Ready-to-wear  ;  C— 3 

Gents'  Furnishings  ;  D — i  Hosiery  and  Gloves  ;  E — 5 
House  Furnishings  ;  F — 6  Laces  and  Ribbons  ;  G — 7 
Smallwares. 

The  most  important  feature  about  the  division  of 
stock  into  departments  is  the  recording  of  all  purchases 
and  sales  in  such  a  way  as  to  be  in  a  position  to  know 
at  any  time  the  exact  amount  purchased  each  month,  or 
even  each  week,  also  amount  sold  for  each  department 
for  a  similar  period. 

In  receiving  the  merchandise  bought  for  each  depart- 
ment a  columnar  book  may  be  used,  which  will  be 

posted  up  each  month,  or  each  week  if  desirable,  having 
amount  chargeable  to  each  department. 

It  would  be  a  difficult  problem  for  one  not  in  close 
touch  with  the  turnover,  the  possibilities  of  trade  and 
the  general  conditions,  to  advise  as  to  the  correct 
amount  of  stock  to  carry  in  each  department,  but  by  the 
use  of  the  purchase  record  and  the  actual  stock  on  hand 

at  stock-taking,  it  should  not  be  very  difficult  to  decide 
upon  the  necessary  amount  of  stock  to  carry. 

This  may  be  done  by  means  of  recording  the  cash 
sales  or  credit  saks  according  to  department.  The  daily 
sales  may  be  listed  into  departments  in  much  the  same 
way  as  the  purchasers  are  recorded,  and  the  various 
departments  credited  weekly  or  monthly  with  the  total 
sales  for  the  period.  By  a  careful  scrutiny  of  the  de- 

partment sales,  and  comparing  them  month  by  month, 
with  the  previous  year,  a  fairly  good  idea  of  the  stock 
necessary  to  carry    may  be  obtained. 

Our  second  question  is  :  What  is  the  proper  way  to 
take  stock  of  a  general  store,  if  a  limited  company  ? 
There  is  only  one  fair  method  to  adopt  in  regard  to 

stock-taking  and  that  is,  to  extend  all  stock  at  invoice 
price,  plus  cost  of  laying  down  in  case  goods  are  im- 

ported. We  would  suggest,  however,  that  when  taking 
stock,  the  store  be  departmentized  and  stock  taken  of 
each  department,  and  then  the  idea  we  have  worked  out 
above  in  regard  to  recording  purchases  and  sales  would 
be  followed  out  to   advantage. 

Some  merchants  will  argue  that  stock  should  be 
priced  at  the  ruling  market  figure  at  the  time  stock  is 
called  in.   This  method  might  work  all  right  when  prices 
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Purchase   record   chart   sugECsted   for   use  in  departmentized  store.     Each  depa 
letter,   with   amount  of  purchase   in   columns 

rtment.   It   will  be  nottd.    Is    desi£nated     by     a 
underneath. 

This  record  may  become  very  valuable  in  watching 
carefully  the  purchases  from  week  to  week,  month  to 
month  and  year  to  year.  The  corresponding  month  of 
last  year  may  be  compared  with  the  purchases  for  this 

year,  and  if  any  decided  difference  exists  it  may  be  locat- 
ed and  explained  immediately.  Only  one  posting  a  month 

is  necessary  to  the  debit  of  the  department  purchase 
account  and  to  the  credit  of  the  creditor.  Any  number 
of  columns  may  be  added  for  more  departments  or 
sub-divisions  of  each  department. 

were  good,  but  the  next  year  prices  on  the  market  may 
be  low,  and  it  is  far  safer  and  better  business  policy  to 
take  stock  at  prices  paid  for  the  goods.  In  case  goods 
are  not  f.o.b.  our  store,  it  is  a  legitimate  method  to 
add  freight  paid  to  cost  of  goods  for  inventory,  for  the 
goods  are  worth  more  in  our  own  store  than  in  factory 
or  warehouse.  Occasionally,  about  three  or  perhaps  four 
per  cent,  is  added  to  cover  this  item  of  freight  and  also 

insurance  on  goods  bought.  This  addition  is  quite  justi- 
fiable, as  it  represents  actual  cost. 
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PROFIT  IN  FANCY 
GOODS  FOR  YOU 

A  visit  to  the  showrooms  of  THE  FANCY 

GOODS    CO.    OF   CANADA,  LIMITED, 

will  be  a  revelation  to  you. 

It  will  show  you  thousands  of  new  lines  ; 

everything  that  is  unique  in  Dolls,  Toys, 

Fancy  Goods.  A  selection  that  is  recog-nized 
as  the  most  important  ever  shown  in  Canada. 

It  will  show  you  why  Christmas  goods  are  in- 

dispensable to  successful  modern  merchan- 
dising. 

It  will  show  you  lots  of  specials,  which 

insure  your  meetings anycompetition  with  g^ood 

profit. 

DO  IT  NOW 

Wi'ite   at    once  for  pnrtic2ilars   and  ain'ange   an    appointment    with    us. 

The  Fancy  Goods  Company  of  Canada 
Limited 

156  Front  Street  West,  Toronto,  Ontario 

Please  mention  The  Review  to  Advctisers  and  Their  Travelers. 
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SPRING  STYLES 
in 

Hand  Ra^s 

S^^9 Ladies 

are   wanted   on     all   of  this 

season's  costumes. 

"Julian  Sale"  Belts  have 

always  been  good  sellers 

because     of    the    pleasing 

styles. 

We  bring  out  a  new  de- 

sign almost  every  day. 

Ask  to  see  our  samples. 

Children's 

We  are  showing  an  en- 

tirely new  range  for  this 

year. 

Samples  sent  on  appli- 

cation. 

and 

Belts Send  for   our 

SPECIAL 
1910 

HAND 
BAG 

Catalogue 

It  illustrates  all  the 

new  designs  for  this 

season. 

We  also  send  to 

any  merchant  our 

large  catalogue 

which  shows  the  lead- 

ing lines  we  make 

in  Leather  Goods. 

The 

Julian  Sale 
Leather  Goods  Co.,  Limited 

105  KING  ST.  WEST  TORONTO 

Please  mention   flic  Review  to  /i'l-icrtisers  and   Their  Travelers. 



Section  of  ihe   fancy   goods   and   silverware   departments   in   the   A.    E.   Rea   Go's,   store,   Ottawa.      Note   the   liberal   use    of    display 
cases.    The   decoration   of  the   department   at   the   lime   the   photo  was  taken  consisted   of  white   pillars,   surmounted 

by   huge   basketa   of  flowers  and   foliage. 

Make  the  Department  a  Strong  Year-Round  Feature 
Goods  that  Lend  Themselves  to  Effective  Display  —  How  to  Trim 
Windows  and  Counters  —  Great  Array  of  New  Creations  in  Toy- 
land -Novelties  in  Hatpins,  Buttons,  Trimmings,  Art  Needlework,  Etc. 

ALTHOUGH  fancy  goods  are  considered  by  some 
to     belong      more      particularly    to    Christmas 

trade,   yet  it  is  to   the   advantage  of  the  mer- 
chant to  push  this   end  of  his  business  during 

the  year  so  as  to  keep  his  stock  moving. 

The  importance  of  window  display  is  now  fully  re- 
cognized and  fancy  goods  lend  themselves  readily  to 

efEective  window  display,  and  draw  attention  owing  to 
their  bright  appearance  and  usefulness.  To  this  end  the 
intelligent  window  trimmer  can  utilize  his  knowledge 
and  display  his  taste. 

The  very  fact  of  so  many  lines  coming  under  the 
heading  of  fancy  goods  gives  almost  unlimited  scope  to 
the  trimmer  to  produce  pleasing  results.  As  the  goods 
themselves  are  generally  of  a  bright  and  attractive 
nature,  few  decorations  are  necessary.  For  a  back- 

ground, mirrors  or  curtains  of  velvet  or  plush  are  very 
pleasing,  while  for  the  floor  of  the  window  white  paper 
showing  through  a  covering  of  blue  or  pink  silk  or  chif- 

fon gives  a  charming  appearance. 
To    produce   lightness    and   grace,    metal    stands     and 

wooden  pedestals  should  be  used  for  cushions  and  cushion 
covers,   to  show  them  in  windows  and  counters. 

*      *      * 

Toys  all  Year  Round. 

Toys,  dolls  especially,  may  be  carried  throughout  the 
year,      for   although   the   toy   trade   is    at    its   height     at 
Christmas,  yet  holidays  and  birthdays  come  around,  and 
at  these  times  toys  are  in  demand. 

In  the  doll  family  there  is  a  wonderful  assortment. 

Dolls  that  speak,  dolls  witk  real  eyebrows  and  eye- 
lashes, dolls  scientifically  jointed  at  hip  and  knee,  char- 

acter dolls  capable  of  the  most  lifelike  pose  and  expres- 
sion, everyday  dolls,  and  Sunday  dolls,  all  forming  a 

great  army. 
*      *      * 

Features  in  Toyland. 

Endless  is  the  array  of  toys  shown  for  Fall  trading. 
There  is  hardly  a  contrivance  known  to  the  mechanical 
world  which  has  not  its  duplicate  in  toyland.  There  are 
also  creations  which  interest  the  merchandising  instinct. 
One  of  these  is  a  minature  grocery  store  with  groceries, 

sales  slips,  little  signs,  such  as  "New  laid  eggs,"  "No 
Credit,"  etc.,  scales  and  imitation  money  to  trade 
with.  The  juvenile  proprietor  will  find  this  toy  a  great 
source  of  amusement.  It  is  made  to  retail  from  25c  to 

$5.00. 

Another  toy  which  will  appeal  strongly  to  boys  is  a 
set  of  mechanical  implements  by  which  a  boy  can  put 
his  constructive  talent  to  use,  by  making  miniature  canal 
locks,  bridges,  cranes,  airships,  etc.  Retail  prices  run 
from   $1   up. 

Glass  Christmas  tree  ornaments,  tinsel,  etc., 
are  inexpensive  and  are  a  desirable  class  of  holiday 
goods.  They  are  shown  in  a  great  variety  of  colors. 
They  can  always  be  displayed  to   great  advantage  when 
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The  New 

Cordeliere 
Vanity 

Bags 

¥N  shapes  and  effects  these  New  Cordeliere 

Bags     are     as     distinctive     as     they     are 

stylish.     Balloon,    Heart    and    Mansard     con- 

tours are  among  the  forms. 

Made  of  Suede  in  Tan,  Grey  and  Brown. 

Also  in  Mocha— a  fast  black,  guaranteed  not 

to  crock.  Other  attractive  examples  in  Velvet. 

Altogether  a  notable  line. 

Samples  on  approval.  It's  the  "bag  of 
the  moment."  Prices  from  $24.00  per 
dozen  up. 

P.  W.  Lambert  &  Co. 
Fine  Leather  Novelties iw 
''-''       New  York 

Lispenard     Street, 
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the  stock  of  toys  has  run  low.    With  these  ornaments  a 
window   can  be  made   very  tempting,    and   there  will   be 
no   trouble  selling   them   as   they   are   always   in   demand 
for   holiday   trade   decorations.       The   best    time   to   buy 
any   kind   of  import   fancy  goods   or  toys   is   now,    when 
choice     can      be   made   of   the   most  attractive   and   best 
selling  goods. 

*      *      * 

Novel  Toilet  Accessories. 

Among  the  many  varieties  of  toilet  goods,  brush  and 
comb  sets  hold  a  strong  place.  Imitation  ivory  sets 
are  selling  well,  ebony  is  staple  and  German  silver 
buckles  are  also  shown.  New  case  coverings  are  shown 
in  imitation  alligator  and  Vienna  velvet  and  puma,  the 
latter  in  solid  colors  of  green  and  grey. 

Ebony  hand  mirrors,  cloth  brushes  and  military  hair 
brushes  form  a  rich  display. 

A  novel  shaving  outfit  is  a  nickelled  set  having  a 

spirit  lamp  attached.  The  advantage  of  this  arrange- 
ment is  that  water  can  be  easily  heated  and  kept  hot  in- 
stead of  cooling  off.  There  are  three  sizes  which  retail 

at  from  $2  to  $5  according  to  size. 
A  new  and  convenient  form  of  manicure  is  on  the 

market.  It  is  made  with  upright  stand  and  glass  base. 

Fittings  hang  from  cross-bar,  and  can  very  easily  be  got 
at  and  easily  replaced.  It  is  made  in  small  size  to  re- 

tail at  about  $2.50,  and  large  size  with  mirror  to  retail 
at   about   $6.50. 

There  is  also  shown  a  patented  tooth  brush  case 
with  glass  lid.  The  sample  brushes  are  arranged  in  clips 
in   the  case.    The  customer   can  easily   make   a  selection 

conclude   she  will  come  back   again  and   patronize    other 
departments  as  well. 

One  of  the  novelties  in  perfumes  shown  at  the  pre- 
sent time  contains  no  alcohol,  thus  eliminating  any 

harshness  from  the  odor  and  giving  the  natural  odor  of 

Case   in  new   alligator  leatlier  effect,    containing    toilet    and 
manicure  set  in  ebony,  with   silver  mountings  —  Shown 

by   Fancy  Goods  Co.   of   Canada,   Ltd.,   Toronto. 

and  the  dealer,  by  glancing  at  the  number  on  the  sample 
can     secure     the      brush     required    without    unnecessary 
handling  of  stock. 

*      *      * 

Perfume  Novelties. 

Perfumes   form   an   irresistible    attraction   to    women 
customers.    If   a    person   purchases    a    bottle    of   perfume 
at  the  store  and  is  satisfied,  it  is  perfectly  reasonable  to 

Non-alcoholic  Perfume  in    novelty    w.  od   case    and 
bottle,  suitable  for  pocket   or  dressing  cjse. 

—  Controlled    by    Geo.  Borgfeldt  &  Co., Toronto. 

the  flowers.  It  is  put  up  in  small  bottles  with  glass 
stopper,  enclosed  in  wooden  case  in  effective  design, 
handy  for  pocket  or  dressing  case. 

In  the  toilet  articles  and  drugs  department  there  are 
many  lines  which  are  seasonable  at  different  times  of  the 
year,  and  these  should  be  featured  at  the  proper  times, 
the  same  as  goods  in  other  departments.  At  the  present 
time  the  Spring  winds,  and  stronger  sunlight,  are  playing 

havoc  with  complexions,  and  'Summer  will  soon  be  here 
with  sunburn,  freckles,  etc.,  to  be  dealt  with  as  a  result 
II f  the  hot  sun. 

Toilet  Goods  and  Toys  Shown  on  Page  38 

rhe  lai-ge  fioU  in  upper  righthand  corner  of  this  illustra- 
tion is  a  novelty  in  that  it  has  hair  eyebrows  and 

eyelashes.  It  is  called  the  'Floradora  Doll';  with 
kid  body,  bisc  head,  flowing  hair,  jointed  leg  at  knee 
and  hip;  has  shoes  and  stockings.  Controlled  by 
Geo.  Borgfeldt  &  Sons,  Toronto,  and  can  be  had 
from  the  wholesale  houses. 

The  remainder  of  toys  and  toilet  accessories  shown  by 

The  Fancy  Goods  Co.,  Ltd.,  of  Canada,  Toronto. 

Some  of  these  toys  are  very  interesting.  The  Man  '0 
War  is  representative  of  the  Canadian  Navy.  The 

engine,  operated  by  heat  from  a  spirit  lamp,  gen- 
erates enough  electricity  for  electric  bulb  at  end  of 

platform. 
Character  dolls  are  illustrated,  these  are  scientifically 

jointed  and  pose  in  natural  position. 

Toilet  articles  illustrated  are  jewel  case  in  dull  silver, 
candlestick,  smoking  set,  jardiniere  in  brass,  swinging 
shaving  mirror,  travelling  case,  and  shaving  set.  The 
feature  of  the  latter  is  the  addition  of  a  spirit  lamp, 

under  the  cup,  whereby  water  is  easily  heated  and 

kept  hot. 
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Descriptions   of    Toilet   Goods  and   Toys   shown   here   will   be  found   on  page   37. 
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Among  import  goods  being  shown  now  by  fancy 

goods  wholesalers  are  brush  and  comb  sets,  toilet  sets, 
manicure  cases  and  work  companions,  to  retail  anywhere 
from  50c  up  to  $50.  Among  the  staple  goods  are  silver 
back  and  ebony  brush  and  comb  sets,  also  photo 
frames  and  fancy  mirrors.  Glove  and  handkerchief  boxes 
are  closely  allied  with  the  dry  goods  business.  These 
can  be  bought  to  retail   at  25c. 

Brass  goods  are  also  a  big  feature  in  fancy  goods 
and  make  an  effective  and  attractive  showing. 

Import  lines  of  toys  are  also  being  extensively  .shown 

at  the  same  time  as  fancy  goods,  mechanical  toys  be- 
ing a  strong  feature  as  they  always  draw  a  large  share 

of   attention   owing   to   their   interesting   nature. 
Import  goods  sold  will  be  delivered  about  the  1st 

November. 

The  fact  of  departmental  stores  devoting  large  de- 
partments to  fancy  goods  and  toys  all  the  year  shows 

that  a  considerable  trade  must  be  done  in  these  lines 

and  there  appears  no  good  reason  why  the  retail  trader 

in  the  country  towns  should  not  carry  more  representa- 
tive stocks  and  get  a  still  larger  share  of  the  business. 

•^         -^         :^ 

Push  Art  Needlework. 

In  this  particular  department  customers  depend  to  a 
great  extent  on  the  opinion  of  the  sales  clerk  and,  for 
this  reason,  one  girl  should  be  allowed  to  handle  the 
goods,  who  will  take  a  special  interest  in  her  work  and 
can  impress  the  customer. 

Some  of  the  most  called  for  goods  are  cushion  tops, 
centrepieces  and  table  covers. 

Arts  and  Crafts  designs  are  popular.  These  are 
tinted  for  the  guidance  of  the  worker  and  are  wrought 
in  silk  or  mercerised  thread.  White  centrepieces  are 
staple  this  year,  these  are  in  braiding  designs  to  be 

worked  with  Coronation,  soutache  and  rat-tail  braids, 
the  latter  being  tubular. 

Square   pincushion   cover   In  imitation   Pointe  de  Venise 

—  Shown  by   Hambly,  Wilson   &   Co.,  Toronto. 

Guest  towels,  stamped,  to  be  worked  with  initials 
are  selling  and  form  a  very  attractive  article.  There  is 
a  great  craze  for  initials  which  are  also  to  be  seen  on 

tray   cloths,   centrepieces,   etc.  ^ 

Another  strong  item  is  Irish  crochet  work  for  mak-l 
ing  lace  edging  and  collars.  I 

In  a  few  weeks  wholesalers  will  start  out  with 
Christmas  novelties,  and  though  it  may  seem  a  long 

time  to  buy  ahead,  yet  the  wisdom  of  purchasing  early 
will  be  apparent,  when  it  is  considered  that  the  best 
lines  sell  first  and  none  of  them  can  be  repeated. 

Metalography. 

Between  seasons,  when  ladies  are  in  the  house  in  the 
evenings,  metalography,  or  pierced  brass  work,  would 
prove   very   interesting.    A   complete   outfit    comprises     a 

Metalography  Set,  Icomprisingjpiercer,  tecks,  brass 
folder  for  forming  article  into  shape,  polish,  lacquer, 
work-board  and  brush,  veining  tool,  instruction  book, 
chain  and  bead  fringe,  sufficient  material  for  candle- 

stick shade.  Frame  shows  finished  article.  Shown 

by  Young  Bros.  Toronto. 

board  to  which  brass  is  fastened  when  being  pierced, 

piercer,  tacks,  brass  folder,  for  forming  article  into 
shape  ;  poli.sh,  lacquer  and  brush  for  finishing  ;  veining 
tools,  instruction  book,  and  chain  and  bead  fringes  for 
trimming   finished   article.     These   outfits   retail   at     from 
50  cents  to   $2. 

*  *      * 

Gorgeous  Buckles  and  Hatpins. 

Although  the  dictates  of  fashion  seem  to  lead  from 
one  extreme  to  another,  yet  some  lines  seem  to  hold 
their  |)lace.  In  this  regard,  jet  goods  have  a  tendency 
to  keei)  up  and  jet  buckles,  for  instance,  always  sell. 
Amethyst  seems  to  be  very  strong  in  all  classes  of  goods 

— brooches',  buckles,  hatpins,  etc.,  while  brilliants  seem to  be  favorites   also. 

The  illustrations  show  novelties  in  belt  pins  in  com- 
binations of  amethyst  and  brilliants,  amethyst  and 

pearl,  to  retail  from  25c  up  to  $3  each.  New  pearl  dress 
ornaments  are  shown  principally  for  evening  wear. 

A  new  and  very  sensible  feature  is  a  hatpin  guard  to 
fit  on  the  protruding  point  of  the  pin.  This  should  save 
inconvenience  and  in  some  cases  accidents  in  street  cars, 
through  contact  with  dangerous  hatpin  points. 

*  *     * 

Collar  Supporters. 

Among  the  novelties  in  neckwear  accessories  are  two 
unique  collar  supporters,  one  made  with  flexible  shank 
which  holds  the  collar  in  desired  position  and  at  the 
same  time  conforms  to  the  movements  of  the  neck.     The 

i other  is  a  gold  plated  extension  collar  supporter,  easily 
adjustable  to  any  size  of  collar  by  simply  expanding  or 
closing  by  means  of  a  hinge. 
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21  DEPENDABLE 

Hair  Pins  and  Ornaments  j 

are  best  for  your  profits 

Last  year  we  made  a  free  repair  offer  and  over 

96  %  of  all  barrcttes  sent  us  for  repairs  were 

not  our  own  make.  We  have  discontinued  the 

offer.  We  repair  our  own  make  now  only  with- out charge. 

The  Earl  Line  of  Barrettes  and  Hair  Buckles 

liave  a  perfect  hinge  and  catch  and  a  cementing 
surface   that    means   satisfaction. 

The  Earl  Lines  illustrated  on  this 

page  are  best  in  styles — in  addition  to 
their  dependable   quality— 

Use   the    coupon   for  a  trial    order- 

Send    for    our    repair    Kit— $5.00    gross, 
assorted      stems,    catches,      hooks    and 

bottle   of   Earl's    celluloid   cement. 

FACTORY  :     Leominster,    Mass.,    U.    S.    .^. 

Canadian  Selling  Agents : 

J.  Palmer  &  Son,  Ltd, 
5  and  7  De  Bresoles  Street, 

MONTREAL. 

N.Y.,  487  Broadway— Boston,  109  Kingston  St.— 
San  Francisco,  138  Front  St. — London,  Eng.,  38 
Gr.    Portland    Street,    Oxford   St.   W.   C. 

mmt 

i. 
PALMER 
&SON, 
Limited 

5  and  7  De  Bresoles  St-, 
MONTREAL 

W.  0.  Earl  &  Co.  Spscial  Offer 

Pleisesend,  entirel/  at  your  ri=k, 
your  $25  axortment  of  Barrettes 
Hair    Buckles     and  an    Pins 
Cbarges  prepaid. 

NAME   

ADDRESS   

W  DEARLY  Co- LEOMINSTER-  •  MAS^- 
Manufacturers  of  Horn  Hair  Pins,  Celluloid  Novelties  and  Fancy  Hair  Ornaments 
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The  EARL  EVERBRITE 

Washable  Hair  Pins  and  Combs 
*"  I  ""HE  great  success  of  THE ■*■  EARL  EVERBRITE  HAIR 

PINS  and  COMBS  is  over  30% 

re-orders.  That's  proof  of  the 

profit  and  popularity  that  re- 
tailers find  in  sale  of  these  new 

and  better  pins  and  combs. 

Xhey  come  to  you  right  from 
the  centre  of  the  Hair  Pin  Indus- 

try where  skilled  workmanship 

abounds,  and  expenses  are  mod- 
erate— that's  the  reason  for  our 

low  prices 

The  Earl  Everbrite 
Hair  Pins  can  be  washed  in  soap 

and  water  and  are  guaranteed 

after  drying  to  be  as  lustrous 

as  new.  Don't  warp,  rough  up, 
lose  color  or  shape. 

It's  the  fine  workmanship  and 

the  EVERBRITE  finish.  Stock  up  with  EARL  EVERBRITE  goods— they  sell  without  effort 

and  net  you  a  good  profit. 

Use     the      Coupon     for    our    Special     Order     Proposition^     to 

prove  the   quality  and  success  of  EARL  EVERBRITE  goods. 

DON'T  DELAY— WRITE   NEAREST  OFFICE    TO-DAY 

Canadian  Selling  Agents,  J.  PALMER  &  SON,  LIMITED,  5  and  7  De  Bresoles  St.,  Montreal 

(  Original  Package  Reduced  Size.  ) 

NEW  YORK  OFFICE, 
487  Broadway 

BOSTON  OFFICE, 
109  Kingston  Street 

SAN  FRANCISCO  OFFICE, 
138  Front  Street 

LONDON  OFFICE,  38  Gr.   Portland  St.,  Oxford  St.  W. 

WDEARL  ^  Co 
FORTY   YEARS   MAKING    HIGH    GRADE   GOODS 

J  Palmer  & 
Son,  Limited ■">  and  7  DeBresoles 

St  ,  iMontreal- 

W    D    KvRL  &   Co 
SPKCI  VI,  OfFKK  — I'lt.i'i  =«  I  il  (I  tiidyat  your 

110k  jimi  ̂ 21  00  .i-'.di ted  gross 

/'fl  HE  EARL  EVERBKITE. C  liBiges  pieiaid 
NAME.... 

ADDRESS 
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Leaders  in  Summer  Neckwear  and  Belts ! 
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There's  good  profit  ahead  for  every  Dry  Goods  Man  who  is  handling  Sanderson's 
NECKWEAR    AND     BELTS 

They  are  fresh,  snappy  and  up-to-date.    See  our  line  of  Embroidered  Linen  Collars. 
Have  you  seen  our  Veilings  and  Dress  Nets  ?  We  have  a  most  complete  range  in  all 

the  latest  styles.     Ask  for  samples  if  you  haven't  had  a  call  from  our  travellers. 
Our  "Chantecler"  collar,  the  newest  on  the  market. 

Sanderson's  Limited,  66-68  Wellington  St.  W.,  Toronto Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Fancy  bronze  clock  —  Shawn  by  Reinhardt  &   Co.,   Montreal. 

Souvenirs  for  Tourist  Trade. 
Now  is  the  time  to  plan  for  the  tourist  season,  and  to 

make  sure  that  when  it  does  an'ive  there  will  be  a  good 
display  of  the  various  souvenirs  likely  to  attract  the  tra- 

veling public.  Each  year  brings  a  greater  variety  to 
catch  the  fancy  of  travelers,  and  the  buyers  of  these  goods 
should  be  on  the  lookout  for  novel  and  attractive  goods. 

In  tbis  country,  particularly,  anything  suggestive  of 
the  Indian  seems  to  be  in  good  demand.  Doubtless  this 

is  due  to  the  fact   that  so  many  peaople  who  are  strang- 

Elght  inch  bag  made  in  seal  or  walrus  leather;  has  a  hand- 
hammered  frame  in  silver  oxyd,  green  gold  or  rose 

gold  finishes.     This  bag  is  hand-sewed. 
—  Shown   by  P.  W.   Lambert  &  Co., 

New  York. 

ers  to  Canada  seem  to  have  an  idea  that  in  this  country 
is  still  to  be  found  the  red  man  living  in  his  primitive 
style,  and  when  they  find  that  this  is  not  the  case  they 

are  eager  to  procure  anything  that  may  suggest  him.  Lea- 
ther goods,  Indian  bgadwork  and  baskets,  are  among  the 

articles  which  are  sold  readily  during  the  tourist  season. 

Small  snowshoes,  toboggans,  canoes  and  other  things  sug- 
gesting Canadian  sports  are  also  ready  sellers.  Some  of 

these  goods  sell  at  quite  high  prices  and  appeal  to  the 
souvenir  hunter  who  has  plenty  of  money  to  spend,  while 
they  are  also  sold  at  such  low  figures  that  they  appeal 
to  the  slender  purse  as  well. 

The  store  which  wisbes  to  cater  to  the  tourist  trade 

should  also  carry  a  good  stock  of  souvenir  spoons,  pin-, 
hatpins,  fa.ney  dishes,  and  the  many  different  things  in 
china  or  enamel  which  are  especially  designed  as  souvenirs 
of  the  town  or  country  in  which  tJiey  are  sold. 

The  big  demand  for  this  class  of  goods  makes  it  ad- 
visable for  the  store  carrying  this  class  of  g'oods  ro  give 

it  considerable  attention  in  the  way  of  interior  and  win- 
dow displays  and  advertising.     It  should  )m  displayed  in 

Miss'.ou  wood  clock  —  Shown   by  Reinhardt 
Mfg.  Co.,   Montreal. 

a  prominent  part  of  the  store,  near  the  entrance,  pre- 
ferably, in  order  to  catch  the  attention  of  the  casual  visi- 

tor to  the  store.  The  buying  of  souvenirs  is  often  the 

result  of  suggestion.  The  sight  of  the  good's  at  once  sug- 
gests to  the  visitor  the  pleasure  that  one  of  these  articles 

would  give  to  the  friends  who  may  never  have  seen  the 

place,  and  the  purchase  is  made. 

Eight-inch  bag  made  in   seal   or  walrus;    has   a   hand-made 
frame  inlaid  with  Mother  of  Pearl.      Can  be  had  in  the 

silver  oxyd,  green  gold  or  rose  gold   finishes. 

-  Shown  by  P.  W.  Lambert  &  Co.,  NejirYork. 



44  FANCY    GOODS.    XOTTONS    AND   tOVS  t>rv  (^oods  kei'ieW 

Candle  Shades  Photo  Frames 
Lamp         "  Boxes Llectnc  Jardinieres 
Lanterns  Trays,  etc.,  etc. 

METALOGRAPHY 
PIERCED  AND  PYRO-ETCHED  BRASS 

ARTISTIC  FASCINATING  INSTRUCTIVE 

It  will  surely  be  for  the  next  few  years  the  greatest 
craze  the  country  has  ever  had. 

Its  Chief  Features  are : 

The  extreme  usefulness  for  home  decoration  of  the 

articles  that  can  be  made  by  the  amateur  and  the 
simplicity  of  the  work. 

Every  Dealer  Should  Put  in  a  Stock 

Send  for  catalogue  of  outfit  and  supplies  and  particu- 
lars of  sample  assortment  offer. 

YOUNG  BROS. 
MANUFACTURERS 

Fancy  Goods,         Souvenirs,         Pyrography,  Metalography. 

485  King  St.  West  Falls  St. 
TORONTO,  CANADA  NIAGARA  FALLS,  N.  Y. 

Match  Holders,  Fabourettes 
Pipe  Racks  Baskets 
Whisk  Holders  Candlesticks 

Hat-Pin  Holders  etc.,  etc.,  etc. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Belts  in  Great  Variety. 

Though  there  is  some  tendency  developing  in  favor 

of  fabric  belts  there  is  little  development  in  this  direc- 
tion as  yet.  Elastics  are  selling  freely  and  in  variety. 

Plain  elastics  in  a  considerable  range  of  shades  are  good 
sellers,  and  the  novelty  here  is  the  heavy  cord  effects 
that  has  the  appearance  of  an  Ottoman  belting.  This 
is  a  most  attractive  belting  and  is  proving  a  good 
seller.  Tinsels  are  strong  in  elastics,  particularly  the 

new  antique  gold  and  dull  silver  effects.  Oriental  pat- 
terns in  blurred  effect  on  tinsel  grounds  make  handsome 

belts.  The  new  buckles  are  somewhat  massive  and  heavy 
looking  and  the  idea  is  that  they  should  tone  in  with 
the  color  of  the  belt.  This  is  accomplished  in  many 
cases  by  the  jewels  used.  Oriental  jewelled  effects  are 
the  leading  idea  in  buckle  lines.  All  stones  are  used,  but 
there  is  a  particular  liking  for  amethysts. 

Wash  belts  have  become  a  staple  article  and  manu- 
facturers making  these  goods  are  having  all  they  can  do 

to  turn  out  these  lines  as  required.  The  wash  belt,  as 
the  accessory  of  the  white  waist,  has  an  assured  .place, 
and  therefore,  both  fancy  and  tailored  wash  belts  are 
selling.  There  is  an  effort  being  made  to  raise  the  stan- 

dard of  quality  selling  and  the  wise  retailer  will  do  all 

he  can  to  second  this  attempt,  as  under  present  business 
conditions  it  should  be  just  as  easy  to  sell  the  2.5c  and  50c 
belts,  as  it  is  to  sell  wash  belts  that  retail  at  15c  or  20c 
and  under. 

Though  not  new,  elastics  with  leather  fronts  or  with 

fancy  buckles,  are  selling,  the  preference  being  given  to 
plain  elastics.  Fashion,  however,  has  decided  in  favor 
of  the  patent  leather  belt.  At  present  it  is  the  black 
belt  that  is  enquired  for,  but  there  is  a  reasonable  chance 

that  colors  may  come  up  later.  Many  of  the  new  suits 
are  belted  models  and  with  these  the  belt  of  patent  leather 

is  an  important  finish.     The  belt,  it  should  be  noticed,  is 
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Pincushion  cover  In   imitation  Pointe  de  Venise 

—  Shown  by  HimbU  .WiUon  &  Co.,  Toronto. 

Wasii    Trimmings  —  Sliown   by  J.  &   J.    Cash,   ltd. 
South   Norwalli,  Conn. 

Buttons,  Trimmings,   Ornaments  Shown  on  Page  46 

Nos.  1,  2  and  6 — White  crochet  buttons.  Supplied  to  the 
wholesale  trade  only  by  Dieckerhoff,  Raffloer  &  Co., 
Toronto. 

Nos.  3  and  5 — Crochet  buttons  on  ivory  form.  Shown  by 
A.  Weyerstall  &  Co.,  Toronto. 

No.  4. — Crochet  button  in  two-tone  effect,  the  button  cov- 
ered in  color  and  crochet  in  white.  Shown  by  A. 

Weyerstall  &  Co.,  Toronto. 

Nos.  7,  8,  9,  10  and  11 — Dress  ornaments  in  pearl  effect, 
principally  for  evening  dresses.  Supplied  to  whole- 

sale trade  only,  by  Dieckerhoff,  Raffloer  &  Co.,  To- 
ronto. 

Nos.  12,  13  and  14 — Glass  buttons  in  pearl  finish.  Sup- 
plied to  wholesale  trade  only,  by  Dieckerhoff,  RafHoer 

&  Co.,  Toronto. 

No.  15 — Gilt  button  in  moire  effect.  Shown  by  A.  Weyer- 
stall &  Co.,  Toronto. 

No.  16. — Gold-plated,  adjustable  collar  supporter,  witli 
pearl  mounts.  Shown  by  Wrinch,  McLaren  &  Co., 
Toronto. 

No.  17 — Crystal-beaded  necklet.  Shown  by  Veit  &  Co., 
New  York. 

No.  18 — Fasteners  for  soft  collar.  Clips,  opened  and 
closed,  with  adjustable  rings.  Supplied  to  whole- 

sale trade  only,  by  Dieckerhoff,  Raffloer  &  Co.,  To- 
ronto. 

No.  19 — Collar  supporter  of  coiled  wire,  flexible  shanks, 
brilliant  mounts.  Shown  by  Wrinch,  McLaren  & 
Co.,  Toronto. 

Nos.   20   and  21 — Novelty  button  in   fancy  metal   effects. 
Shown  hy  A.  Weyerstall  &  Co.,  Toronto. 

Nos.  22  and  23 — Novelty  buttons  with  enameled  centres 
imitating  polished  wood,  and  with  metal  rims.    Shown 
by  a  Weyerstall  &  Co.,  Toronto. 

No.   24 — Novelty   bow    and   "handy"   pins,   in   eloisonne 
enamel.     Shown  by  Phillips  &  Wrinch,  Toronto. 



46 
i-wTY  i~;oons.  xoi'ioxs  and   rovs Dry  Goods  Review 

For  descriptions  of  Novelties  here  illustrated  see  page  45. 
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Latest  novelties  in  Brooches,  Hatpins,  Neckwear  and  Hair  Ornaments.  1  Novelty  jabot  with  ribbon  drawn  through  jeweled  buckle  and  finish- 
ed with  silver  tassel.  2.  Fancy  necklet  of  tiny  beads.  3.  Jeweled  hatpin  with  pendant.  4.  Brooch  formed  of  cluster  of  grapes  in 

natural  color  and  gold  leaf.  6.  Beetle  brooch  with  transparent  stone  for  body.  9.  Chanttcler  novelty-rooster's  head  with  brilliant 
in  beak.  13.  Butterfly  hatpin  in  natural  colorings.  14.  Jeweled  hair  ornament  with  spiral  fastener.  All  shown  by  Veit  &  Co.,  New 

York.  Nos.  5,  7,  8,  10,  11  and  12 — Belt  pins  combining  amethyst,  brilliant  and  pearl  efiect.  Supplied  wholesale  trade  only  by  Diecker- 
hofl,  RafHoer  &  Co.,  Toronto. 

worn  outside  the  coat,  as  a  rule,  and  is  so  shaped  as  to 
give  the  graceful  dip  effect  in  front,  so  as  to  conform 
with  blouse  models. 

* 

Buttons  of  Pearl  and  Gilt. 

Buttons  are  in  evidence^  but  not  in  the  profuse  quan- 
tity that  adorned  garments  a  couple  of  seasons  ago.  But 

what  is  lacking  in  quantity  is  made  up  for  in  quality,  and 
some  very  handsome  buttons  are  worn. 

For  Summer  use  there  is  to  be  a  great  run  upon  gilt 

buttons,  and  in  high  grade  goods,  and  for  the  one-button 
or  three  on  dressy  suits,  pearl  buttons  with  gilt  rims  are 
being  used.  Looking  towards  another  season,  handsome 

buttons  in  smoked  pearl,  carved  and  with  metal  rims  prom- 
ise well.  Imitation  wood  centers  with  metal  rims  are  not 

quite  so  expensive,  and  are  very  new.  Chanteler  motifs 
are  making  their  way  into  button  lines. 

Silverware  Adds  to  Store's  Attractiveness. 
While  it  may  suggest  at  the  first  fhoug'ht  a  large  out- 

lay  to   start   a   silverware   department,   this   is   not  really 

the  case.  Of  course,  the  capital  to  be  invested  in  this  de- 
partment will  depend  entirely  upon  the  class  of  goods  to 

be  kept  and  the  scale  upon  which  the  department  is  to  be 
conducted.  In  the  ordinary  store,  it  would  not  be  wise 

to  start  on  too  large  a  scale,  nor  to  carry  too  high-class 
goods.  The  goods  should  represent  value  for  the  price 
charged,  but  need  not  be  the  very  expensive  silver. 

Then,  too,  it  is  not  necessary,  or  advisable,  to  buy  in 
too  large  quantities.  It  is  not  necessary  to  have  a  big 
stock  in  order  to  make  an  imposing  display  of  silverware. 

A  very  few  pieces  of  a  good  variety  is  better  than  fewer 
varieties  and  more  of  each.  In  the  majority  of  cases  it 

i.s  possible  to  buy  in  small  quantities  from  manufacturers. 

In  buying  silverware,  the  class  of  customers  patron- 
izing the  store  must  be  taken  into  account.  Even  though 

the  goods  which  can  be  sold  are  not  of  the  best  quality, 

lliey  should  never  be  misrepresented.  The  buying  pub'ic 
is  naturally  suspicious  of  silverware,  and  clerks  should 

be  instructed  to  be  strictly  trutbful  in  all  statements  re- 
garding the  goods,  and  to  explain  correctly  all  the  marks 

which  may  arouse  the  curiosity  of  the  cust'omer. 
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A  Deparlment  With  Sfron^  Advertising  Value 
Fancy  Goods,  if  Well  Developed,  Brin^  Many  First-Class  Customers 

to  the  Store  Merchants  Should  Stock  Up-to-date  Goods — Demon- 

stration  and   Instruction    an   Aid    to  Selling  —  Display    Essential 

IT  appears  to  be  pretty  well  agreed 
that  the  fancy  goods  department 
should  be  located  in  a  part  of  the 

store  where  the  brightness  and  variety 

of  goods  shown  will  contribute  to  a 
maximum  of  general  attractiveness. 

Many  merchants,  therefore,  alternate 
the  displays  in  the  cases  opposite  the 
main  entrance  with  dress  accessories 

and  fancy  goods.  Others  contend  that 
the  department,  when  well  developed, 
may  be  used  to  draw  people  to  any 
part  of  the  store.  Thus  it  is  that  the 
department  sometimes  has  a  situation 
removed  from  the  main  entrance. 
There  are  other  cases  in  which  some 

part  of  it  has  been  so  strongly  spe- 
cialized that,  though  given  a  place  on 

an  upper  floor,  it  does  good  bu.siness. 

In  the  great  majority  of  stores,  how- 

ever, fancy  goods  and  notions  consti- 
tute a  department  in  which  all  sec- 

tions are  assembled  in  proximity  to 
each  other  in  prominent  location  on 
the  ground  floor. 

Openino;  a  Department. 
It  is  this  conspicuous  position  which 

plays  an  important  part  in  the  open- 
ing of  a  department.  The  announce- 

ment in  the  store's  publicity  should 
be  emphatic,  leaving  room  for  no  mis- 

understanding. One  of  the  best  ini- 
tial plans  is  to  organize  a  series  of 

classes  for  instruction  in  the  creation 

of  the  many  pretty  things  which  be- 
long to  the  fancy  end  of  dry  goods. 

There  are  stores  which  arrange  for 

these  classes  every  February,  reserv- 
ing a  section  of  the  store  for  the  pur- 

pose. A  person  skilled  in  art  needle- 
work should  be  secured  as  instruc- 

tress, head  of  the  department  and  buy- 
er. Demonstration  is  an  important 

factor  in  the  effective  handling  of 

fancy  goods,  and  it  is  absolutely  ne- 
cessary that  there  be  some  person 

available  to  give  advice  as  to  colors, 

stitches,  fabrics  and  other  luatters. 

The  power  of  illustration  in  selling 

goods  applies  with  equal  force  to  dif- 
ferent sections  throughout  the  fancy 

goods  and  notions  department. 
Most  essential  is  it  that  the  goods 

be  up-to-date,  that  the  department  be 
at  all  times  a  true  index  to  the  latest 

ideas  in  things  pertaining  not  only 
to  art  needlework,  but  likewise  to 

those  features  such  as  hair  goods, 

ornaments,  hatpins,  etc.,  strongly  in- 
fluenced by  Fashion. 

Attraets  Good  People. 

So  far  as  art  needlework  materials, 

embroideries,  and  the  like,  are  con- 
cerned, merchants  have  found  that 

novelties,  if  well  promoted,  may  al- 
ways be  made  a  topic  of  conversation 

among  a  good  class  of  customers.  In 

fact,  the  department  has  a  strong  ad- 
vertising value  since  it  brings  many  of 

the  best  people  to  the  store,  and  the 

explanation  is  found  in  his  persist- 
ence in  always  having  something 

worth  talking  about. 
The  merchant  must  not  handicap  his 

department  by  failure  to  have  in  stock 
goods  which,  being  featured  in  some 

larger  centre,  but  none-the-less  avail- 
able to  him,  are  being  discussed  by 

people  coming  in  from  other  places 
and  causing  his  customers  to  enquire 
for  them.  This  failure  to  stock  talk- 

ed'-of  goods  may  give  some  of  the 
store's  best  customers  the  opt>ortunity 

to  shop  away  from  home.  The  mer- 
chant will  find  that  people  will  some- 
times judge  his  store  by  the  range  of 

novelties  which,  while  not  obtainable 
at  home,  are  shown  in  the  large  city 

stores  which  they  may  happen  to  visit 
once  or  twice  a  year. 

Hozv  it  Makes  Conversation. 

To  make  the  department  talked 

about  should  be  the  aim  of  the  adver- 

< 

Up-to-date  stock  in  the  fancy  goods  department  is  an  essential.    It 
will  advertise  the  store,  and  to  that  end  the  merchant  must 

make  it  a  feature  worth  talking  about. 

fa^>.». 
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tisingf.  The  stock  may  be  a  particu- 
larly fine  one,  but  unless  the  people 

are  informed  regularly  of  its  features 

they  cannot  be  expected  to  give  it  pat- 
ronage to  the  extent  desired  by  the 

merchant.  Display  is  one  of  the  first 
selling  requirements  in  handling  fancy 
goods.  Case  and  counter  goods  must 

be  tastefully  arranged,  changed  fre- 
quently enough  to  do  the  stock  jus- 

tice and  be  suggestive  of  its  extensive 
range.  There  should  be  examples, 
wherever  possible,  showing  the  effect 
of  application  of  goods.  There  are,  for 
instance,  lines  of  hair  goods  which 
would  suggest  little  to  the  ordinary 
shopper  unless  they  were  instructed, 
in  the  department,  how  to  use  them.  It 

is  one  thing  to  show  a  beautifully- 
worked  sofa  cushion,  doily  or  centre- 

piece and  another  thing  to  be  able  to 
convince,  by  instruction,  the  customer 

of  enquiring  mind  that  she  can  pro- 
duce similar  work.  A  good  plan  is 

to  enclose  in  parcels,  small  printed 
slips  containing  descriptions  of  new 

goods  or  other  information  of  inter- 
est to  customers. 

Pick   Hp   Specials. 

While  the  buying  for  the  depart- 
ment may  be  in  charge  of  a  person 

who,  by  reason  of  her  intimacy  with 
goods  required,  is  best  fitted  for  it, 

buyers  of  other  departments  will  fre- 
quently have  opportunities  to  make 

advantageous  purchases  on  a  job  basis 

which,  sold  at  special  prices,  will  as- 
sist in  directing  attention  to  the  fancy 

goods  department  during  the  dull  sea- 
sons of  February  and  March,  July 

and  August.  The  influence  of  such 
special  events  tends  to  development, 
and  buyers  should  be  impressed  with 
its  importance. 

When  a  woman's  interest  is  aroused 
in  one  section  of  the  store,  she  may 
often  be  induced  to  patronize  others. 
The  little  items  often  lead  to  big  ones. 
It  must  be  borne  in  mind,  however, 
tliat  if  a  customer  finds  that  she  has 

to  buy  one  class  of  goods  by  mail,  she 
will  often  lump  her  requirements  and 
have  them  filled  in  the  same  way. 

The  Little   Things  Count. 

Perhaps,  to  many,  this  department 
may  not  seem  worth  while,  and  more 

importance  may  be  attached  to  'heavier 
departments,  where  a  customer  may 

spend  $5  at  a  time.  In  the  fancy 
goods  department,  however,  it  is  the 
rapid  turnover  that  counts.  For  every 

$5-customer,  lOO  may  each  buy  even 
a  5-cent  article  at  the  notion  counter, 
and  though  it  takes  the  purchases  of 
all  these  to  equal  one  large  sale,  yet 

it  means  so  many  more  people  com- 
ing to  the  store,  interest  is  being 

created,  and  not  only  may  these  peo- 

ple return,  but  they  will  tell  others — 
if  the  department  is  worth  talking 
about. 

The  source  of  his  prosperity  lies  in 

the  merchant's  own  hands.  It  is  up 
to  him  to  hold  his  own  customers  and 

attract  new  ones.  By  running  his 
store  along  most  approved  lines,  it  will 

prove  a  source  of  education  to  his  cus- 
tomers, will  facilitate  intelligence  in 

their  buying,  promoting  correct  styles 
in  dress  and  showing  how  inviting 

appearance  may  be  created  in  the 
home. 

Busy  Store  Wins. 
The  merchant  should  remember, 

that  the  busy  store  has  more  drawing 

power  than  the  establishment  with  lit- 
tle or  no  life.  In  a  busy  fancy  goods 

department,  broken  lines  will  accumu- 
late rapidly.  These  odds  and  ends 

could  be  disposed  of  by  monthly  one- 
day  sales,  which  would  not  only  dis- 

pose of  the  odds  and  ends,  but  would 

be  beneficial  to  general  busines'i.  It 
will  be  found  well  worth  while  to 

spend  some  money  visiting  the  c'ties, 
seeing  new  goods,  up-to-date  methods 
and  securing  special  lines  for  sales. 
If  the  merchant  buys  for  specials  at 

right  prices  he  can  afiford'  to  sell  them 
much  below  regular  prices.  The  win- 

dow displays  should  include  these 
special  goods,  and  the  sales  should  be 
advertised.  The  advertisement  should 

draw  attention  to  the  sale.  A  descrip- 
tion of  some  of  the  goods  might  be 

given  with  their  good  qualities  and 
the  low  prices  should  be  dwelt  upon. 

r^  .>  >  >  ̂  

Display  goods  with  a  talking  point.     Be  seasonable  and  do  not  overlook 

the  value  of  features  which  will  have  direct  appeal  to 
distinct  classes   of  customers. 

U  »,  «    \f  tllnttm^i^ 
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Sensational  Creations  in  Hair  Goods 

J.  Palmer  &  Son,  Limited 
5  &  7  Debresoles  St.,  Montreal 

The   Hair  Goods    House  of    Canada 

Get  in  touch  with  us  now  and   take  advantagfe 

oi  the  big  demand  for  hair  g'oods. 

WE 
ITS  A  PROFITABLE  LINE   FOR  YOU 

are  the  largest  hair  house  in  Canada, 
have  the  latest  ideas  and  most  complete 
stock. 

PADS,  TURBANS,   SWITCHES,  COILS  \- 

We  carry  the  latest  and  most  select  stock  of  Braid  Pins,  Hair  Nets, 
Combs,  Barrettes,  etc. 

fl      •        M^t-e     "^^^   celebrated  Sharris,  with  draw   string,    our    Nos.    200,    250, i*^»*     liClo     300,  400  are  the  best  made  and  every  net  guaranteed. 

Write  us  whenever  you  require  hair  goods. 
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HAVE  YOU  SEEN  OUR  TURBAN  FRAME 
TO  RETAIL  AT  TEN  CENTS  ? 
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Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Great  Variety  of  Novelties  for  Hair  Goods  Section 
Strong  Showing  May  be  Made  in  Small  Space  —  Suggestions  to  the 
Buyer— Ornaments  a  Very  Important  Feature— Cleanliness  a  Foremost 
Essential  -  Barbaric  Hair  Brooches  Held  in  Place  by  Spiral  Fastener. 

IN  these  days  of  so  much  at'tention  to  dressing  the  hair, 
and  the  necessity  for  additional  hair  to  make  up  Mie 

fas'hionable  coiffure  of  the  day,  it  is  good  policy  for 
the  dry  goods  store  to  carry  a  stock  of  hair  goods. 

Naturally,  the  hair  g-^oods  department  will  include  not  only 
actual  hair  goods,  but  pads,  turban  frames,  combs  of  all 
descriptions,  ornaments,  hair  nets;  in  fact,  everything  that 

Coiffure  made  with  tlie  Grecian  ringlet 
cluster,  the  fluff  and  Grecian  hair  frame 

goes  to  the  making  up  of  tiie  coiffure.  There  is  such  a 
variety  of  goods  for  this  department,  that  the  merchant 
who  has  the  space  can  make  a  big  showing,  while,  on  the 
other  hand,  the  goods  are  of  such  a  nature  that  a,  good 
variety  may  be  shown  in  small  space. 

Stock  Reliable  Lines. 

The  best  plan  for  the  merchant  who  wishes  to  open  a 
department  for  the  sale  of  hair  goods,  but  who  ha,s  never 
handled  more  than  perhaps  combs,  pads  and  nets,  is  to  go 

to  a  reliable  hair  manufacturer  for  his  g'oods.  The  re- 
liable manufacturer  realizes  that  it  is  to  his  advantage 

to  aid  the  retailer  in  making  a  success  of  'his  department. 
He  looks  ahead  of  the  first  order  to  future  business,  and 

does  not  load  up  the  merchant  with  a  l-ot  of  goods  which 
he  knows  will  not  sell.  Instead,  he  Avill  give  the  mer- 

chant a.U  po.ssible  instruction  and  endeavor  to  provide 

him  with  a  well-assorted  stock,  not  too  heavy  for  the 
first,  but  of  a  kind  that  is  selling  well,  and  which  should  be 

a  success  with  the  merchant  who  is  buj'ing  it.  This  is  for 
the  merchant  who  wishes  to  conduct  a  department  on  a 
moderate  scale,  which  would  not  warrant  the  addition  of 
an  expert  hair  goods  buyer  to  the  staff. 

Buying  Hair  Goods. 

At  the  present  time,  with  the  turban  style  in  evidence, 
and  the  necessity  for  hair  switches,  fhese  must  receive 
careful  attention.  Perhaps  a  gross  of  switches  might  be 

bought  in  assorted  colors.  Manufa.eturers  make  up  as- 
sorted packages,  which  would  be  most  helpful  to  the  mer- 

chant. These  contain  switches  of  assorted  shades  and 

lengths.  Racks  should  be  provided  for  these  so  that  they 
may  be  easily  shown  and  kept  in  good  condition,  without 
matting  or  tangling. 

T'hen  there  should  be  a  certain  amount  of  curls  or 

puffs.  These  also  should  be  well-assorted,  but  it  would 
not  be  necessary  for  a  store  to  stock  many  of  each  kind 
to  begin  with.  After  a  very  short  time,  it  would  be  easy 
to  determine  the  best  sellers,  and  to  keep  these  in  stock. 

Hair  pads  must  be  considered.  At  present  the  turban 
pad  is  a  good  seller,  and  these  should  be  included.  It 
would  not  be  well  to  go  into  these  too  heavily,  as  the  tur- 

ban coiffure  has  been  more  or  less  of  a  fad,  and  owing  to 
the  fact  that  it  has  become  common,  and  has  been  taken 

up  by  people  who  arrange  it  very  badly,  or  to  whom  it  is 
not  becoming,  that  it  may  not  be  kept  up  very  'long  by  the 
better  class  of  trade.  The  ordinary  pompadour  rolls  or 
pads  must  be  provided  for  the  department.  Either  the 
single  lengths  or  the  continuous  rolls  to  be  cut  off  any 
length  desired  are  satisfactory,  and  it  is  not  a  bad  idea  to 
show  both. 

Hair  nets  are  a  necessity  for  the  present  coiffures,  in 
order  to  hold  the  artificial  hair  in  place.  For  the  ordin- 

ary hair  goods  department  in  a  dry  goods  store,  the  silk 
nets  are  found  to  be  good  sellers,  tliough  many  prefer 
the  real  hair  nets.  These  nets  usually  come  in  individual 

envelopes,  and'  may  be  coinveniently  shown  in  racks,  simi- 
lar to  those  used  for  showing  postcards.  This  rack  will 

stand  on  the  counter  and  will  not  occupy  much  space. 

Feature  Hair  Ornaments. 

Combs,  barrettes  and  fancy  pins,  as  well  as  other  hair 

O'rnaments,  form  an  important  feature  in  the  hair  goods 
department.  In  buying  these,  the  class  of  trade  done  by 

ihe  store  must  be  considered.  In  the  store  doing  a  mid- 

die-c'ass  or  popular  trade,  it  would  be  unwise  to  stock 
only  high-class  goods.  Goods  should  be  up-to-date,  and 
in  this  day  of  rapidly  changing  styles,  stock  will  require 
careful  watching,  and  the  buyer  must  watch  the  sryle 
ir.'rd  very  closely,  if  he  does  not  wish  to  be  left  behind. 

Cut  illustrating  use  of  new  hair  ornaments,  which  are    held 

in   place  by  spiral  fasteners-  Shown  by  J.    Palmer 
&   Son,  Limited,    Montreal. 



';2 

AXCV  GOODS.  XOTIOXS  AND  TOYS Dry  Goods  Revi-ew 

Are  made  in  all  Human  Hair  Shades  to  tone  with  the 

hair  of  the  wearer,  the  Net  being  quite  invisible,  whilst 

keeping   the   Coiffure   in    place   without   flattening. 

5  Sizes    R  20    R  22     R  23     R  24      R  26 
Medium Large      Extra  Large      Allover         Superfine 

ROSENWALD  BROS.,  Sole  Manufacturers  &  Patentees 
LONDON.    PARIS.    VIENNA 

Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames.  Hair  Rolls,  etc. 

Sole  Agents  for  Canada:  DIECKERHOFF.  RAFFLOER  &  Co.,  Ltd. 

*-or.  Simcoe  i  Wellington  Sts.,  Toronto,  anil  525  St.  Paul  St.,  Montreal. 

STREHL'S  HAIR  GOODS 
are  recognized  as  the  standard  of  quality.  If  you  want  to  make  a  trial  of  this  line, 
all  that  you  will  have  to  do  is  to  put  in  a  few  samples.  This  will  enable  you  to  show 
the  different  size*  t'>  your  cu-itouiers.  and  if  an  ord'r  is  taken  by  you  send  .same 
to  us  with  ."Hmnle  of  hai-",  the  exact  color,  and  we  will  forward  g<-ods  by  mad  or 
express.    We  will  cheerfully  take  back  goods  if  not  sati.-faclory.    You  run  no  risk. 

A  "SPECIAL"  SWITCH 
A  good  seller  and  a  money  maker,  made  of  second 
quality  WAVY  hair  in  good  assorted  ccUors. 

W©  a'e  Headquarters 
(or  Switches 

Wary  Switches,  Pompadours. 
Curls,   WigH,    ft/j.,    at    lowest 
pni»-9       Send  for  Illui'trat«'d 
FKKK  Li  f 

No. 
Weight Length 

Each 
Dozen 

.■jOd 

2    oz. 
24  inch .$2,25 

$24.00 450 
2    oz. 22  inch 175 

18.00 

425 2    oz. 20  inch 
1.50 

15.00 

400 

U  oz. 

18  inch 1.15 12.00 

STRICTLY  FIRST  QUALITY 
Assorted  Colors— .Short  Stems 

No. 
Weight Length 

postpaid 

Dozen 

11 
lioz. 16  inch 

81.50 S  15.00 
n 2    oz. IS  inch 

2.or 
21,00 

u 2    oz. 20  inch 

2.75 

30.00 14 
2    oz. 

22  inch 3.25 

36.110 
1,5 

2}  oz. 
22  inch 4.00 45,00 

IB 2i  oz. 

24  in<h 
5.25 

6o.no 

17 

3    oz. 24  inch 6.25 
72.00 IS 

3    oz. 26  inch 
7.75 90,00 

19 
3i  oz. 28  inch 

9.00 102,00 
20 

4    oz. 30  inch 
11.00 

126.00 

10  Sample  Switches . 
S49,75 I.*8a  6  fier  cen I.  for  cash 

. 
3.00 SECOND  QUALITY  HAIR 

§46,75 Assorted  Colors  — Short  Stem 

No. 
Weight Length 

Kach 
Dozen 

21 
11  oz. 16  in-h 

8  0..5U 
S  5.00 

22 2    oz. 
18  inch 

.65 
7,  (JO 

'a 

2    oz. 
2 1  inch 

.91 
19  00 

24 2    oz. 22  inch 1.11 12,00 
25 

2J  oz. 
22  inch 1.35 15  00 

26 
2}  oz. 

24  inch 1..50 16.00 
27 3   oz. 

24  in  h 1.75 
2'.00 28 

3    oz. 26  inch 
2.40 

27.00 

29 
3J  oz. 

26  inch 

3i'0 

33,00 
30 

4    oz. 
28  inch 

3..50 

39  00 
1 Sample  Switches         -       ■       -       815.33 

Less  6  per  cent,  for  cash  -       -  .92 

THE  CORONET  PUFF     IT4  4l~ A  group  of  puffs,  made  of  soft  natural  curly  hair 
The  latest  8t>le  of  coiffure,  easy  to  arrange  and 
universally  beconiing 

Per  set  of  7  puffs,  SI  75    Per  dozen,  ?18.''  0 )  er  set  of  6  I  ufls,    I..5u    Per  dozen,     1.5.00 
Per  set  of  5  puffs,    125    Fcr  dozen,    13.50 
Per  set  of  4  puffs,    l.iO    Pei  dozen.     11.0 

Shades  of  gray,   blonde,  drab  and  auburn  are 
more    exjensivc,  according  to  the 
•arcity   of   color.      Ar.y  size  and 
umber  of  puffs  made  to  order. 
NOTICE-Cut  Hair  made  into 

switches,  35c  oz. 
Combings  made  into  swit- 

34  MONROE  ST.,  CHICAGO  ches,40c  oz. 

AU-iiter  Real  Hair  Nets,  now 

so  ra.>hionable,  $1  '/>  ijer  doze,i 

WrlimRGrehlCo\ 

Enormous  Demand  for  False  Hair. 

Alanufacturers  oi'  switches  and  puffs  are  in  despair 
over  the  condition  of  the  hair  market  at  the  present.  The 
enormous  demand  for  false  hair  has  resulted  in  the  prices 

g'oiiig  up  by  leaps  and  bounds.  The  price  of  human  hair 
has  more  than  doubled  in  a  very  short  time,  and  still  it 
keeps  rising.  Even  at  the  higher  prices  it  is  difficult  to 

procure. The  best  hair  comes  from  Sweden,  Norway  and  Ger- 
manj',  and  this  is  very  scarce.  A  few  years  ago  the 
maidens  of  these  countries  were  willing  to  paxt  with  their 

luxuriant  coiffures.  They  wore  caps,  and  very  simple  in- 
expensive dresses,  and  they  did  not  value  their  hair  very 

highly.  To-day  conditions  are  different.  Aside  from  the 
edict  against  cutting  the  hair  for  commercial  purposes,  the 
girls  of  these  countries  have  discarded  their  caps,  and 
appreciate  the  value  of  their  tresses.  They  are  interested 
in  being  up-to-date  in  their  dress  and  coiffure,  hence  the 
difficulty  in  securing  hair  from  these  countries. 

A  great  deal  of  Chinese  hair  is  used,  but  as  this  is 
coarse,  the  processes  which  it  must  go  through  before 
acquiring  the  proper  colors  and  textures  makes  it  very 
expensive.  It  is  possible  to  refine  this  hair  until  it  is 
quite  satisfactory. 

The  Leprosy  Scare. 
The  recent  leprosy  scare,  which  has  been  declared  to 

be  merely  a  scare,  the  product  of  yellow  journalism,  had 
some  effect  on  the  trade,  but  has  practically  worn  itself 
out.  When  one  considers  the  processes  that  the  hair  goes 

through  before  'being  put  on  the  market,  there  does  not 
seem  to  be  any  chance  for  a  germ  of  any  kind  to  live 
through  it.  The  hair  is  washed  and  put  through  different 
acids  to  destroy  any  germs,  and  to  remove  the  natural  oil, 

in  ord'er  that  the  hair  may  be  prepared  for  taking  any 
color  desired.  It  is  then  put  through  a  solution  of  per- 

oxide of  hydrogen  and  ammonia  in  order  to  bleach  it.  Then 
it  is  dyed  the  color  desired.  The  process  employed  by 
the  best  manufacturers  for  dyeing  the  hair  is  expensive, 
and  is  practically  the  same  as  that  employed  in  dyeing 

the  natura',  growing  hair,  -but  the  manufacturers  of  cheap 
unod's  use  a  much  inferior  process,  and  employ  cheap 
dyes,  hence  the  tendency  to  fade  quickly. 

Return  to  Curls. 

The  demand  for  switches  for  wearing  with  the  turban 

r-oitfures  is  active.     Naturallv,   the  very   long  hair  is  ex- 

Hair  Ornaments,  and  Hat  Pins  Shown  on  Page  54 

Kos.  1,  3,  and  17. — Hair  ornaments  in  jeweled  and 
fancy  metal  effects,  with  spiral  fasteners  for  hold- 

ing in  place  on  the  coiffure.  Shown  by  J.  Palmer  & 
Son,  Montreal. 

Nos.  2,  13  and  14. — Novelty  hatpins  in  fancy  combination 
jewel  and  metal  effects. 

No.  4. — Real  hair  braid  to  be  worn  with  turban,  and  fast- 
ened with  braid  pins.  Shown  by  Wrinch,  McLaren 

&  Co.,  Toronto. 
No.  5. — Turban  buckle  of  imitation  tortoise  and  amber. 

Shown  by  Philips  &  Wrinch,  Toronto. 

Xo.  G. — Baudeau  with  brilliants,  worn  with  turban  hair 
dressing  in  front  of  coiffure.  Shown  by  Philips  & 
Wrinch,  Toronto. 

No.  8.— Hair  strand  barrette.  Shown  by  Phillips  & 
Wrinch,  Toronto. 

Nos.  7,  9,  10,  11  and  12. — Caracul  or  hairpin  combs  for 
turban  or  braid  dressing.  Shown  by  Wm.  Croft  & 

Sons,  Toronto. 
No.  Ifi. — Set  of  fancy  combs,  set  in  brilliants,  in  case. 
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ANNOUNCEMENT— SEASON  1910-1911 

Raphael  Tuck  &  Sons  Co.,  Limited 
122-124  FIFTH  AVENUE,  NEW  YORK 

LONDON PARIS BERLIN MONTREAL 

Ring  in  the  /Veiv/ 
AWAY  with  vain  regrets! The  old  must  give  place 

to  the  new!  So  it  has  ever 

been,  so  'twill  ever  be  to  the 
end  of  time.  RING  IN  THE 
NEW. 

Christmas  and 
New  Year  Cards 

Ring  in  ihe  New  ! 
Thousands  of  New  Designs  proud- 
ly answer  to  the  call.  Stalwarts  all 

of  them,  they  only  require  a  Leader, 

and  without  a  moment's  hesitation 
"Christmas  Autograph  Stationery" 
is  elected  and  leaps  to  the  front. 

What  more  fitting  to  suit  the  culti- 
vated taste  than  the  beautiful  de- 
vices, the  quaint  conceits,  the  old 

English  character,  and  the  general 

artistic  feeling,  of  the  Season's 
Leader. 

Christmas  and  New 
Year  Post  Cards 

Ring  in  ttie  New ! 
The  response  is  immediate,  and  in  serried  ranks  over 

1,000  new  subjects  take  the  place  of  our  last  year's  bat- 
talions of  Christmas  Post  Cards,  all  ready  implicitly  to 

obey  the  imperative  order  of  our  thousands  of  customers 
throughout  the  world. 

Calendars 
Ring  in  tlie  New  ! 

Our  brilliant  array  of  300  different  Calendars  for  the 

new  Season  will  stand  out  far  and  away  above  its  pre- 
decessors. 

The  entire  collection  has  for  its  keynote.  Novelty  of 

Idea,  Beauty  of  Design  and  Perfection  of  Reproduction. 

Block  Calendars 
This  year's  special  feature — rich  illuminated  lettering 

— has  also  been  incorporated  by  us  in  our  splendid  line 
of  Block  Calendars.  The  treasured  thoughts  of  the  Poets 

and  the  carefully  selected  quotations  from  Holy  Writ  re- 
ceive additional  interest  by  this  artistic,  decorative  rend- 

ering. .The  entire  line  may  well  anticipate  a  ringing  re- 
ception. 

Books  and  Toy  Books 
ffrng  in  the  Neyv  ! 

Ring,  happy  bells,  across  the  snow,  and  resound  the 
chorus  of  expectant  delight  from  the  thousands  of  happy 

children  who  give  welcome  to  "Father  Tuck's  Gift  Books 

and  Toy  Books." 
Led  "by  "FATHER  TUCK'S  ANNUAL"  with  its  won- derful array  of  writers  and  artists  who  have  busied 

themselves  during  the  past  year  to  provide  constant  pleas- 
ure for  our  boys  and  girls,  the  whole  collection  is  one 

Treasure  House  of  Pure  Delight. 

Tuck's  Post  Cards 
Ring  in  ihie  New  ! 

The  feat  may  have  seemed  difficult,  but  it  has  been 
well  accomplished,  and  to  the  fifty  thousand  and  more 

Tuck's  Post  Cards  which  have  already  been  sent  forth 
into  the  world,  and  which  embrace  what  might  well  have 
teen  assumed  to  include  every  possible  variety  of  designs, 
we  have  further  added  some  5,000  highly  original  subjects 
embodying  entirely  new  styles  and  new  ideas,  which  are 

assured  of  a  no  less  welcome  reception  than  their  popu- 

lar predecessors.  The  famous  "Oilette"  series  in  entire- 
ly new  settings  continue  to  reign  supreme. 

Artistic  Toy  Novelties 
Ring  in  ttie  /Veiv/ 

A  remarkable  line  of  Rocking  Animals,  Kindergarten 
A.  B.  C,  Picture  Building,  Rope  Climbers,  and  various 

other  original  Toy  Novelties  for  the  young — wiU  add  to 
the  notable  successes  which  this  department  has  achieved 

during  past  years. 

Ring  in  thte  New  !  Ring  in  tlie  True  I 
Ever  true  to  the  past  with  its  gladsome  memories  of 

liurolerless  successes  ringing  in  our  ears;  true  to  the 

present  v.ath  its  ever-growing  demand  for  all  that  is 
good  and  pure  and  desirable  in  the  domain  of  Art;  true 
to  the  future  with  its  vista  of  yet  wider  fields,  of  still 

greater  promises — and,  true  above  all,  to  the  confidence 
reposed  in  us  for  so  many  years  by  our  friends  and  well- 
wishers  all  the  world  over. 

It  is  in  this  spirit  that  we  "RING  IN  THE  NEW," 
and  that  we  have  the  honor  to  remain. 

Yours  as  of  old, 

^^/jtc^/k^m^^-- 
Please  mention   The  Revieiv  to       Advertisers  and  Their  Travelers. 
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For  detailed    description   of   Goods   here    illustrated    see    page    52. 
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For   description   of   Belts,    Buckles  and    Bags  here   illustrated   see   page    57. 
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SPECIALTIES 
SOLD    BY    ALL    JOBBERS 

Holds 
Like  a  Vise ! Cravt/uZe 

PERFECT   FITTING 

ON  AND  OFF  IN  AN  INSTANT 
Will  not  tear  the  stockings     Will  not  slip.    Easily 

adjusted.     Small  and  neat.     Highly  finished. 

DcLT   SUPPORTER 
PATENTED  DECEMBER  171?  1900 

PATENT  PENDING  ON  HOOK 

The  merits  of    this  sup- 

porter app<  a'  to  every lady  on  sight. 

See  to  your  stocks  !    It  pays  to  haadle  well  advertised  and  GUARANTEED  ARTICLES 

DOUBLE  COVERED 
WASHABLE 

Kleinert's  name  on  a  DRESS  SHIELD  is  a  guarantee  of  quality— a  merit-mark  of  25  years'  standing. 

I.  B.  Kleinert  Rubber  Company 
(Exclusive   Manufacturers) 

Toronto 

i-'ieuse  iiienlion   1  he  Review  to   ̂ Idicrltscrs  and  Their  Travelers. 
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tremely  expensive,  and  the  switches  generally  used  are 
the  medium  length,  which  are  divided  in  two  parts  and 
braided  or  eoiled  to  go  around  the  head.  This  makes  a 
less  expensive  switch  suitable.  The  turban  frames  and 

the  necessary  switches  have  been  bought  rather  conserva- 
tively, though  the  fashion  is  still  prominent.  However,  it 

is  now  being  taken  up  by  the  popular  trade,  and  there 
is  a  demand  for  cheap  frames,  and  cheap  switches  to  wear 

with  it,  and  as  a  result  the  high-class  trade  is  looking  for 
some  variation  of  it.  The  turban  frame  is  used  for  a 

variety  of  coiffures,  as  it  provides  a  foundation  for  curls 

and  puffs.  The  style  is  being  elaborated,  and,  as  a  re- 
sult, there  is  every  indication  of  a  return  to  curls,  which 

for  some  time  have  'been  confined  practicaily  to  the  cheap- 
er trade. 

One  of  the  new  coiffure  designs  shown  by  prominent 

■hair  dressers,  is  an  arrangement  of  curls  at  the  back  of 
the  head,  instead  of  the  hair  being  plainly  drawn  over 
the  frame,  with  the  coil  or  braid  around  the  head.  Curls 
are  universally  becoming,  and  manufacturers  are  anxious 

New  hair  ornament  whi;h  is   held    in    place 

by  spiral   fasteners  on   each   end  — ShoAfn 
by  J.  Palmer  &    Son,  Montreal. 

to  see  them  in  the  front  ranks  of  fashion  again 
is  good  profit  in  them  and  they  sell  readily. 

In  view  of  the  scarcity  of  hair  and  the  'high  prices,  a 
return  to  curls  will  enable  manufacturers  to  furnish  the 

fasbionaible  coiffure  at  a  price  within  reasonable  bounds, 
and  yet  with  a  fair  profit  to  themselves.  One  thing  which 
has  been  against  the  turban  style  is  the  fact  that  in  order 

to  procure  the  proper  effect,  9'9  per  cent,  of  the  women 
wearing  it  must  have  a  switch.  While  switches  of  a  sort 

may  be  bought  from  one  dollar  upwards,  it  is  not  possible 
to  buy  one  which  is  satisfactory  under  at  least  ten  dol- 

lars. Then  with  the  pad,  and  pins  or  ornaments,  the  cost 
is  by  no  mea,ns  small  for  a  hair  dressing  which  may  not 
prove  becoming. 

There  is  an  indication  of  a  return  of  the  very  becom- 
ing Greek  style  of  hair-dressing,  but  as  yet  it  has  not  de- 

veloped here  to  any  extent. 

Ornaments  Screwed  into  the  Hair. 

Hair  ornaments  are  becoming  more  and  more  elabor- 
ate. The  latest  ideas  from  Paris  are  large  ornaments, 

•whic'h  closely  resemble  the  large  flat  hatpin  tops,  for  wear- 
ing on  each  side  of  the  head,  instead  of  the  large  turban 

pins,  which  play  such  an  important  part  in  the  turban 
coiffure  styles.  These  ornaments  are  made  of  rhinestones 
and  colored  stones,  and  are  expensive.  They  are  almost 
barbaric  in  their  splendor,  and  are  worn  two  on  each  side 

of  the  head,  fastening  the  braid  or  coil.  A  novel  fea- 
ture of  the  imported  ornaments  is  the  spiral  fastening, 

by  which  the  ornament  is  simply  screwed  into  the  hair, 
and  unscrewed  when  removed.  Shell  ornaments  are  also 

made  on  the  same  lines,  and  some  are  fastened  with  a  pin 
and!  catch  fastening  similar  to  that  of  a  brooch.  These 
ornaments  have  not  been  taken  up  to  any  extent  here  as 
yet,  but  it  is  expected  that  as  soon  as  they  are  shown 
to  the  trade  there  will  be  a  good  demand  for  them,  as 
they  are  attractive  and  practical,  as  well  as  a  change  from 
the  ordinary  braid  pin,  which  bas  become  so  common. 

These  ornaments  are  also  used  on  the  end's  of  fancy  ban- 
deaux, and  form  an  attractive  finish. 

Barrettes  and  Braid  Pins. 

The  demand  for  the  turban  braid  pin  is  simply  enor- 
mous, as  it  is  worn  with  nearly  every  style  of  hair  dress- 
ing. Manufacturers  are  ela-borating  on  it,  and  instead  of 

merely  the  plain,  squa,re-top  pin,  many  fancy  effects  are 
shown.  One  of  the  newest  has  the  top  of  the  pin  bent 
over,  fitting  closely  to  the  hair.  Some  of  these  tops  have 
narrow  slits  in  them,  running  parallel  across  the  width, 

in  sort  of  a  bar  effect.  These  match  the  new  'barrettes, 
which  are  made  on  the  same  principle.  Some  of  the  pins 
are  carved  or  set  with  brilliants,  and  on  the  whole  there 
is  a  good  variety  of  designs.  Barrettes,  of  course,  are  in 
active  demand.  Bandeaux  are  selling,  and  gilt  ribbon 
ornaments  are  fashionable  for  evening  wear.  Strings  of 
pearl  beads  are  also  popular. 

Belts,  Buckles  and  Bags  Shown  on  Page  55 

Nos.   1  and  5. — Samples  of  jet  belt  buckles.    Supplied  to 
wholesale  trade  only  by  Dieckerhoff,  Raffloer  &    Co., 
Toronto. 

No.  2. — Belt  of  plain  elastic  with  shaped  leather  pieces  in 
front  and  buckles  of  leather  in  dull,  black  leather. 

No.   3. — Seal  bag  with  open  gilt  frame,  shown  by  W.   E. 
Walsh   &  Bro.,   Montreal. 

No.    4. — Elastic   and  leather  belt   with  novelty  buckle  in 
Russian  copper,   shown  by   Julian   Sale,   Toronto. 

There      No.   6. — New  design  of  seal  bag,   shown  by  W.   E.   Walsb 
&J  Bro.,  Montreal. 

No.   7. — Novelty  belt  in  patent  leather,  showing  new  dip 
effect.    Buckle   in   bright     enamel     finish      to      match 
leather,   shown  by  Julian   Sale,   Toronto. 

No.   8. — Seal  bag  with  calf  trimmings,    shown  by  W.   E. 
Walsh   &   Bro.,    Montreal. 

Nos.   9,   10  and  11. — Novelty  wash  belts,   shown  by   San- 
derson's, Limited,  Toronto. 

No.  12. — Novelty  belt  of  patent  leather,  shaped  to  give 
dip  effect.  The  belt  is  composed  of  four  strips  of 
leather,  so  arranged  and  stitched  as  to  shape  the 
belt.  Fancy  gilt  buckle,  shown  by  Western  Leather 
Goods  Co.,  Toronto. 

No.  13. — High-grade  novelty  belt  of  patent  leather,  form- 
ed of  one  straight  and  two  shaped  pieces  of  leather 

with  shaped  front  piece.  Heavy  gilt  buckle.  Shown  by 
Western  Leather  Goods  Co.,  Toronto. 

No.  14. — Novelty  belt,  composed  of  three  shaped  strips 
of  patent  leather  and  one  of  gun-metal  kid,  stitched 
together.  Fastened  with  four  studs  to  match  leath- 

ers.    Shown  by  Western  Leather  Goods  Co.,  Toronto. 
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To  be  read  by  Progressive  Merchants — 
There  is  a  drygixxlsinan  doing  business  in  an  Ontario  town  in  whose  store  there  used  to  be  an  old- 

fasliioned  cash  and  package-carrying  system.  It  was  a  relic  of  the  days  when  store-carrying  systems  were 
in  the  experimental  stage.  One  day  a  salesman  appeared,  and  started  to  talk  to  this  drygoodsman  about 

the  Gipe  System  of  Cash  and  Package  Carriei-s,  but  couldn't  get  a  hearing. 
"Nix,"  said  merchant.  "This  blankety-blank  system  that  you 

see  strung  all  over  my  store  has  done  more,  through  its  inefficiency, 
to  increase  the  size  of  my  bald  spot  than  all  my  other  worries  put 

together  Don't  talk  to  me  about  Cash  and  Package  Carriers — I'm 
experienced !  I  paid  money  for  it  and  so  I've  tried  to  get  my  money 
out  of  it ;  but  the  blessed  thing  can't  be  relied  on  two  days  at  a  time." 

'■Right,  brother,  right!"  chimed  in  the  salesman.  "Looks  to  me 
as  if  the  system  you're  using  was  in  vogue  when  Noah  built  his 
ark.  But,  I  want  to  show  you  something  up-to-date,  that  can  be 
relied  on  to  work  rig'ht  every  minute  of  every  day.  Moreover,  you 

don't  need  to  separate  yourself  from  one  solitary  cent  until  I've 
proved  it  to  your  utmost  satisfaction.  Let  me  put  in  a  Gipe  System 
on  these  term's.  I  will  put  the  system  of  Gipe  Carriers  in  your 
store  for  so  much.  You  use  this  system  ten  days  before  you  pay 
a  cent  If,  at  the  end  of  ten  days,  you  find  the  Gipe  System  does 
not  give  you  better  and  quicker  service  than  any  other  wire  Carrier, 
Pneumatic  Tubes,  Cable  Carriers  or  Cash  Registers,  we  will  remove 

it  at  our  expense."  "That's  a  fair  ofifer,"  said  the  merchant.  "Let 

her  go." 
When  the  ten  days'  trial  had  been  completed  the  drygoods  mer- 

chant was  an  enthusiastic  advocate  of  the  Gipe  System,  and  he  feels 
that  way  yet,  although  the  incident  is  over  two  years  old. 

The  same  guarantee  and  free  trial  ofifer  is  open  to  you,  Mr. 
Dissatisfied  Merchant.  Before  you  do  another  thing  sit  down  and 

write  us  for  Gipe  Catalog  "D.G."  It  will  show  you  just  how  Gipe Carriers  wall  sore  moiicv  for  you. 

The  Gipe  Carrier  Company     :     99  Ontario  Street,  Toronto 
Europoan  Office:   118  Holborn  Street,  London,  E.C. 

LUXFER  PRISMS 
BrigHUn 

Gloomy 
Store 
Interiors. 

T  T  does  not  require  any  argument  to  convince  you  that 
*     a  bright  store  interior  is  far  better  for  business  than 

is  a  gloomy  one. 

And  a  moment's  consultation  with  any  modern  architect 
will   convince    you   that    for    brightening   up   a  gloomy 
interior   nothing   equals 

Luxfer  Prisms 
Luxfer  Prisms  are  so  constructed  that  the  slanting  rays 
of  light  are  refracted  horizontally,  causing  them  to  flood 
a  whole  interior  instead  of  allowing  them  to  be  wasted 
on   the   floor  just  within   the   window. 

Luxfer  Prism  Co.,  Limited 
TORONTO MONTREAL 

KcAxxcc 
AttificlaL 
highUng 

txi^cr\sc 
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Modern  Store  Equipment 

Window  Trims  tiiat  Make  Spring  Openings  Attractive 
Period  Background  by  the  Simpson  Co.  —  Mirrors  and  White  Pillars 
Used  by  A.  E.  Rea  Co.  -  Louis  XIV.  Effect  by  John  Murphy  Co. 
—  Lattice  Work,  Ivy  and  Wistaria  Employed  by  H.  Morgan  &  Co. 

ONE  of  the  most  attractive  Spring  openings  ever 
held  in  Montreal  was  that  of  A.  E.  Rea  &  Co. 

The  interior  arrangement  of  the  store  was 
elaborate,  and  the  store  lends  itself  admirably 

to  'any  scheme  of  decoration.  The  colors  used  in  the scheme  of  decoration  on  the  ground  floor  were  pale  blue 

and  green.  The  large  pillars  were  partially  covered  with 
green  felt  and  were  decorated  with  the  fluffy  sprays  of 
pam;)as  grass,  and  blue  iris.  Large  baskets,  filled  with 
pampas  grass  and  iris  were  suspended  from  the  ceiling 
at  intervals.  The  color  scheme  was  further  carried  out 

by  the  use  of  crepe  paper  on  shelves  and  in  show  cases. 
A  pretty  effect  was  produced  by  an  archway  formed  of 
electric  art  lanterns  over  the  main  staircase  on  each 
floor. 

The  second  floor  was  most  attractively  arranged, 
particularly  the  millinery  and  garment  departments. 
Pampas  grass  and  iris  were  again  brought  into  use,  and 

apple  trees  covered  with  bloom  were  arranged  in  differ- 
ent places  in  the  departments,  with  artificial  butterflies, 

and  live  canaries  in  cages  hung  on  the  branches.  The 
whole  effect  was  most  Springlike.  The  goods  shown  in 
all  departments  are  most  attractive  and  are  particularli; 
well  arranged,  with  a  view  to  enhancing  the  appearance 
of  the  department  as  well  as  to  show  the  goods  to  the 
best  advantage. 

The  large  windows  on  either  side  of  the  main  en- 
trance     had     backgrounds   of   mirrors,    and   large     white 

pillars  were  placed  about  four  feet  apart  in  the  centre 

of  the  window,  producing  the  effect  of  a  Colonial  en- 
trance. Rose  trails  with  foliage  were  festooned  over  these 

pillars  and  over  the  mirrors,  and  large  balls  of  foliage 
with  roses,  were  placed  at  each  side.  The  other  windows, 
were  dressed  on  the  same  principle,  but  smaller  mirrors 

were  used,  and  the  arrangement  was  not  quite  so  ela- 
borate. 

A  variety  of  goods  was  shown  in  each  window.  The 
plan  of  placing  only  one  figure  wearing  a  new  costume 
and  hat,  and  showing  dress  materials  and  dress  accesories 

in  each  window  proved  a  good  one.  Attractive  show- 
cards  were  placed  in  each  window  calling  attention  to 
the  opening  and  to  the  new  styles. 

Louis  XIV.  Windows  by  John  Murphy  Co. 
The  Spring  opening  windows  shown  by  the  John 

Murphy  Co.,  Ltd.,  Montreal,  were  notable  for  the  rich- 
ness of  the  color  scheme  and  the  decorations.  The  latter 

were  on  the  order  of  the  Louis  XIV  period.  The  colors 
used  were  golden  brown  and  gilt.  The  background  was 
formed  of  golden  brown  plush  curtains,  with  mirror 
panels,  and  the  upper  part  of  background  showed  a  hand 
painted  panel  typifying  Spring,  done  in  delicate  colors. 

At  each  side  was  a  gilded  fretwork  panel.  Gilt  pedes- 
tals were  used  for  the  display  of  goods,  and  in  one  of 

the   windows,   a  couple  of  urns  were  placed.     These  were 

Opening   windows  of  the  W.   A.   Murray  Co.,   Toronto,   trimmed  by  H.  C.   Macdonald.     A   semi-permanent  background.    Thii 
ie  redecorated  each  season.     This  year  twojperiod  figuresi>ere   used  in   the  Intervening  panels. 
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Pay  for  This  Salesman  As  It   Pays 
For  Itself 

See  how  the  Weir  Wardrobe  increases  sales— Pays  for  itself— Saves  Stock- Reduces  Ex
penses 

This  almost  human  salesman  saves  half 

of  a  ?alesnian's  time.  So  it  enables  him 
to  make  more  sales  in  a  day  than  ever 

before  possible.  And  that  with  only 
one  half  of  your  present  stock.  Through 

the  Weir  Wardrobe,  that  salesman  be- 

comes worth  more  to  you  than  ever  be- 
fore. 

The  Weir  Wardrobe  is  simply  a  row 
of  sectional  cabinets,  fitted  with  patented 
suit  and  trouser  slides.  Each  of  these 

suit  slides  holds  twenty-five  suits,  each 
trouser  slide  25  pairs  of  trousers.  When 

goods  are  to  be  shown,  just  pull  out  these 
two  slides.  So  the  salesman  is  saved 

the  trouble  of  reachins:  into  the  ease. 

And  twenty-five  complete  suits  and  25 
trousers  arc  at  once  in  full  view  to  the 
customer. 

Each  suit 

hangs  on  a  sep- 
arate hanger.  So 

each  is  neatly 

pressed,  clean 

and     fresh-look- 

inw.  Every  garment  is  now  more  fas- 

cinating and  easier  to  sell  than  pnssil)le 
otherwise. 

No  More  Dusting 

Your  present  costly  ditficulty  of  haiid- 

]in<r  stock  by  both  the  salesman  and  the 

customer  is  eliminated.  After  that  there 

are  no  more  soiled,  wrinkled,  shop- 

worn garments.  There  is  now  no  more 

covering  stock  at  night.  No  more  dust- 

ing  and   re-arranging  in   the  morning. 

Simply  close  the  "Weir"  doors  and 

your  stock  is  safe  from  dust.  And  dur- 

ing the  day,  the  Weir  protects  every 

garment  from  moths  and  undue  expos- 
ure to  light.  No  harm  or  deterioration 

can  befall  a  single  piece  of  goods. 

The  Weir  Wardrobe  is  divided  into 

halve?.      The    top    half   has    a   slide    for 

suits,  the  bottom  half  for  trousers.  Ru( 

if  you  choose,  the  trouser  slide  may  be 

removed.  This  unique  scheme  allows  a 

double  capacity  for  suits  or  shirtwaists 

or  a  single  capacity  for  overcoats  or 

shirts.  Yet  not  a  siiide  garment  will 
be  crushed. 

The  Weir  method  of  hanging  trousers 

is  the  only  one  known  which  prevents 

creasing  and  fading  at  the  folds.  The 

trouser  slide  can  be  elevated  to  an  al- 

most vertical  position.  This  convenience 

enables  your  customer  to  examine  any 

special  trouser  without  removing  it  from 
the  slide. 

Less   Loss    Sales 

Mechanically   Simple 

The  slide  of  the  Weir  Wardrobe  is 

made  of  thoroughly  seasoned  maple.  No 
atmospheric  condition  can  warp  it.  The 
mechanism  is  as  plain  as  the  day  is  long. 

There  is  nothing  complicated  about  it — • 
nothing  to  break.  Just  pull  out  the 
slide,  then  push  it  in. 

The  exterior  of  the  Weir  Wardrobe  is 

made  of  beautiful  polished  quarter- 
sawed  oak.  It  makes  an  elegant  addi- 

tion to  any  store.  It  gives  an  air  of 
refinement  and  good  taste.  We  make  it 

in   special  woods,   if  desired. 

Each     trouser     slide     is     fitted     with 

twenly-five  patent-grooved  hangers.  The 

Ut Uizes 

Space 

'^ir^^drobe ends  of  these  hangers  are  made  to  re- 

ceive interchangeable  celluloid  price  and 

size  tickets.  That  novel  plan  enables 

the  salesman  to  know  at  a  glance  the 

very  size  for  his  customer.  So  he  can 
now  influence  him  to  buy  the  size  not 

requiring  alteration. 

Each  day  many  good  sales  are  lost. 

And  all  because  a  prospective  buyer  be- 
came infatuated  with  a  garment  out  of 

size.  You  remember  that,  don't  you? 

And  you  couldn  't  sell  him  anything  else. 

That,  Mr.  Merchant,  was  so  much  lost. 
And  it  happens  every  day,  at  that. 

But  the  "Weir"  system  forever  over- 

comes that  money-losing  difficulty.  Sim- 

ply place  one  size  only  in  the  Weir.  Any 

particular  garment  is  conveniently  re- 
moved without  interfering  with  the 

others. 

Doors slide  up 

through 

top  of 
Cabinet 
but  are 
not 
shown 
for  lack 

of  space 

This  wonder- 

ful system  oc- cupies less  space 

Ihnn  the  old Mieliiod  of  tables, 

racks,  etc.  For 

each  Weir  sec- 
tion is  but  2  feet  6  inches  wide,  4  feet 

deep  and  7  feet  high.  With  the  Weir, 
all  formerly  wasted  space  is  utilized. 
Every  inch,  from  floor  to  ceiling,  pays 
its  own  way. 

Hundreds  of  the  best  clothing  stores 

in  Canada,  such  as  Fashion  Craft  agen- 
cies and  the  Hudson  Bay  Co.,  use  the 

Weir  system.  And  every  one  in  use  is 

paying,  or  has  paid,  for  itself.  Each 

Weir  system  has  increased  its  owner's 
sales,  and  cut  down  expenses,  so  it  has 
really  cost   him  nothing. 

Get    This   Folder 

We  issue  a  handsome  free  folder.  It 

fully  explains  and  shows  each  "Weir" 
part  separately.  It  shows  how  remark- 

able, yet  simple,  the  "Weir"  really  is. 
And  it  proves  that  no  other  display  sys- 

tem in  existence  is  so  practicable. 

If  you'll  write  us,  we'll  promptly  send 
it,  postpaid.  You  should  at  least  read 
it,  whether  you  want  to  instal  the  Weir 

system  or  not.  It  points  out  some  ex- 
cellent display  schemes,  probaibly  new  to 

you. 

Write  us  now,  and  address  it: 

Shaw  Woodworkers 

DEFT.  B. 

Mount  Forest        -        -         Ontario 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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6i arranged  with  colored  lights,  etc.,  to  suggest  blazing 
fire  in  the  urns.  Large  vases  were  filled  with  flowers. 
In  one  of  the  windows,  to  further  carry  out  the  Louis 
XIV.  effect,  a  couch  of  this  period,  with  golden  brown 

plush  upholstery  was  placed.  An  up-to-date  opera  cloak 
was  carelessly  placed  on  it,  with  gloves  and  an  opera 
bag.  A  few  of  the  new  Spring  costumes  were  shown, 

along  with  millinery,  dress  goods,  and  dress  acces- 
sories. There  was  no  suggestion  of  over-crowding, 

neither  did  the  windows  seem  to  lack  anything. 
The  Metcalfe  Street  windows  showed  green  plush 

backgrounds.  In  each  window  a  costume  was  shown, 
with  dress  materials,  wraps,  dress  accessories,  etc.,  and 

an  ornamental  touch  was  provided  by  the  floral  arrange- 
ments, in  the  form  of  vases  or  baskets  of  flowers. 

An  Ivy-trailed  Lattice  Work. 
The  large  corner  windows  of  the  Colonial  House,  the 

department  store  of  Henry  Morgan  &  Co.,  Montreal, 

were  artistically  decorated  for  the  annual  Spring  open- 
ing. A  white  background  of  lattice  work  was  arranged, 

over  which  ivy  trailed,  in  one  of  the  windows,  and  in  the 
other  wistaria. 

One  window  showed  a  white  framework,  erected  in 
the  centre,  from  which  art  lanterns  were  suspended. 

Through  this  framework,  which  might  suggest  an  en- 
trance to  a  driveway  or  park,  one  caught  a  glimpse  of 

a  miniature  lake,  formed  of  mirrors,  with  waterlilies. 
Large  vases  of  pink  tulips  were  placed  in  the  windows, 
and  attractive  Japanese  decorated  .show  cards  were  used 
to  announce  the  Spring  opening.  The  windows  on  St. 
Catherine  Street,  east  of  the  entrance,  had  a  green  plush 
background  with  a  stencilled  border  of  burlap.  These 
showed  the  new  dress  goods  and  costumes  in  the  new 
.shades,  golden  brown,  reseda,  wistaria  and  prunelle. 

Typical  Chantecler  Effects, 

A  most  interesting  and  up-to-the-minute  window  was 
shown  by  Jas.  A.  Ogilvy  &  Sons,  Montreal,  during  the 
Spring   opening,    typifying   the    Chantecler    effects.       The 

window  produced  the  effect  of  a  rustic  woodland  scene 

with  rough  bark-covered  trees  and  stumps.  Perched  on 
one  of  the  stumps  was  a  most  natural  appearing  stuffed 
cock,  and  on  another  was  a  pheasant.  On  the  branches 
of  the  trees  several  owls  were  placed.  The  effect  was 

very  pretty  and  very  significant  of  the  Chantecler  ten- 
dency. The  goods  displayed  in  the  windows  also  showed 

the  Chantecler  influence,  in  millinery,  umbrellas,  and  in 
the  colors,  etc.  An  artistic  show  card  called  attention 
to  the  Chantecler  effects. 

One  of  the  windows  was  prettily  arranged  with  a 
rustic  swing  at  one  side,  and  a  heavy  white  framework 
of  wood,  covered  with  white  and  yellow  daisies,  was 
very  effective.    The  background  was  formed  of  mirrors. 

In  the  main  window  a  gilt  arch  was  supported  by 

white  pillars,  mounted  on  gilt  bases.  A  white  frame- 
work was  arranged  around  the  sides  of  the  window  over 

which  Easter  lilies  trailed.  Large  jars  of  lilies  and  ferns 
were  also  used  for  decorative  purposes.  A  good  display 
of  the  new  costumes,  millinery,  dress  goods,  etc.,  was 
shown  in   all  the  windows. 

Bas-relief  of  Westminster  Abbey. 

A  rather  unique  idea  was  embodied  in  the  opening 
windows  of  the  store  of  the  Hamilton  Co.  Instead  of 

the  ordinary  backgrounds  generally  used.  They  showed  a 

bas-relief  of  Westminster  Abbey,  London,  and  the  Church 
of  the  Magdalen,  Paris,  executed  in  plaster  of  Paris  and 
artistically  tinted.  Small  mirrors  were  set  into  the 

background  at  each  side.  Instead  of  the  ordinary  stands 
for  millinery  and  for  draping  dress  goods,  Cupids  were 
used.  The  effect  was  decidedly  novel  and  effective.  The 
goods  shown  embodied  the  newest  ideas,  and  were  effec- 

tively arranged. 

Elaborate  Room  Effect. 

A  rather  unique  effect  was  produced  by  the  back- 
grounds used  in  the  windows  of  the  W.  H.  Scroggie 

store,  Montreal,  for  the  Spring  opening.  Panels  of  wall- 
paper in  a  rose  trail  design,  bordered  with  gilt  mould- 

ing,   were   set  in   surroundings   of  buff  moire  paper,   pro- 

Sprlnglwlndowlby  I  A.'iE.  iReaT&i  Co., 'Montreal.r  This' window  features!  Chanrecler  colors.EAn   appropriate  (picture  is 

ineluded^lip  iihetgrcuping.     ror[dtl8ilfd  dtsirlpfif  n  s<e   grticleron'Spring  displays''in  thl$    department.", 
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0- 
LAMSON 

INCREASE    THE    OUTPUT -^y     taking    the    cheap 
       work    away    from    high 

priced  salespeople,  and  thus  enabling  them  to  devote  more  time 
to  selling  goods. 

LOWER    THE    COST   ^^'^'"y  minute  of  time  devoted  to —    the  manual  work  that  may  be  bet- 
ter done  by  a  machine  is  WASTED  TIME.  Lamson  Carriers 

cut  down  the  waste  and  lower  the  cost. 

BETTER    THE    QUALITY-Don  t  permit  your  selUng   force  to   do   menial  work 
that  distracts  their  attention  from  the  customer.   Lamson  Service 

will  improve  the  "quality"  of  salesmanship. 

Originators  of  Store  Service  and  builders  of  every   known'  type 
of  Cash  and  Parcel  Carriers. 

SEND   FOR  BULLETIN  M. 

Lamson  Consolidated  Store  Service  Company 
126  Wellington  Street  West        ::        :: 

       ^  MADE  IN  CANADA  — 

Toronto,  Ont. 

NEW  YORK 
225  Fifth  Ave. 

^ 

LONDON   OFFICES  :  20  Cheapside,  E.G. 

CHICAGO  SAN   FRANCISCO 
200  Monroe  St.  1003  Call  Bldg. 

SERVICE 
SEATTLE 

People's  Savings  Bank  BIdg. 

^ 

RICHARDSON'S  WAX  FIGURES GIVE  LIFE  TO  STORE  AND  WINDOW  DISPLAY. 

There's  nothing"  like  well-made  wax  fig'ures  to  give  the  life-like  touch  to  your  Millinery, 
Whitewear  and  Costume  Displays.  The  illustrations  on  this  page  show  two  heads  that 
are  representative  of  our  extensive  range.  These  heads  are  gracefully  poised,  crowned 
with  real  human  hair,  embracing  every  shade  from  blonde  to  jet  black  and  gray;  and  the 

faces  have  unusually  natural 
and    pleasingf     expressions. 
They    can    be    mounted    on 
any  forms  desired. 

Write  for  our  complete 
CATALOG 

of     Wax    Figures    and 
Modern  Display  Fixtures. 

THE  A.  S.  RICHARDSON  CO. 

Mrs.  A.  S.  Richardson, 
Sole  Proprietress 

99  Ontario  Street 

Toronto,        -        Ontario 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Spring    opening  window   by  the  Joiin   Murphy  Co.,    Monlreal.    A  painting   at   the  top  typified  Spring,     For   detailed 
description  see  special   article   on  Spring  displays  in  this   departttient. 

ducing  the  effect  of  an  elaborately  decorated  room.  A 
border  of  felt  was  placed  above  the  paper.  In  the  centre 

of  the  background  of  each  window  the  effect  of  an  open- 
ing was  produced  by  different  colored  curtains,  each 

window  having  a  different  color.  The  arrangement  of 
the  goods,  which  included  dress  materials,  dresses,  suits, 
millinery  and  the  various  accessories   was  effective. 

Plush  Curtains,  Flowers  and  Fruit. 

In  their  opening  window  displays  Dupuis  Freres, 
Montreal,  made  use  of  dark  green  plush  curtains  with 
white  felt  floor  and  border.  The  border  was  outlined 

with  flowers,  and  sprays  of  ferns  and  flowers  were 
placed  at  intervals  on  it.  Baskets  of  flowers  and  fruit 
were  placed  among  the  goods. 

The  display  of  costumes,  millinery  and  dress  goods, 

with  small  articles,  was  effectively  arranged.  The  in- 
terior of  the  store  was  decorated  with  crepe  paper  in 

purple  and  mauve,  cut  in  long  strips,  and  hanging  from 

the  ceiling  in  portiere  effect,  dividing  the  different  de- 
partments. Jardinieres  of  ferns  were  placed  on  the 

ledges.  The  millinery  department  was  particularly  well 
arranged. 

White  Background  with  Lilac  Sprays. 
The  opening  windows  of  the  store  of  A.  I.  Vallieres 

&  Co.,  Montreal,  were  daintily  decorated.  White  felt 

was  used  for  background  and  floor,  and  color  was  pro- 
vided in  numerous  sprays  of  lilac  in  natural  shades.  The 

effect  was  exceedingly  pretty.  The  interior  of  the  store 
was  also  prettily  decorated.  White  lattice  work  was 
arranged  on  the  ledges,  producing  the  effect  of  a  grape 
arbor,  and  lilacs  and  daisies  were  arranged  on  these  to 
resemble  growing   grapevines. 

•*• 

Arches  on  White  Pillars, 

A  pretty  effect  was  produced  in  the  windows  of 
Letendre,  Fils  &  Cie.,  Montreal,  by  an  arrangement  of 
arches    formed    of    crescents,    covered    with    white     moire 

and  supported  on  white  pillars.  Flowers  and  vines  were 
used  to  outline  the  crescents,  and  entwined  the  pillars. 
Attractive  show  cards  announced  the  opening  and  a 
good  display  of  Spring  goods  was  shown.  The  interior 

of  the  store  was  prettily  decorated  with  vines,  and  fes- 
toons  of  ribbons. 

Toronto  Dispays. 

The  early  opening  windows  in  Toronto  this  Spring  are 

suggestive  of  careful  study  on  the  part  of  the  trimmers  to 

•ivoid  any  effect  in  decoration  which  would  seriously 
detract  from  the  new  fabrics  displayed.  This  fact  is 

.•ertainly  not  uncomplimentary  to  their  art,  for  the  clever 
trimmer  will  never  overdo  his  settings  at  the  expense  of 
guods  in  which  the  pnssing  public  must  be  interested. 

li  must  a'so  be  considered  that  the  greater  part  of  the 
(liygoods  business  in  Toronto  is  in  the  hands  of  a  few 

stores,  and  therefore  it  is  more  a  matter  of  having  the 
gcods  and  displaying  the  service  than  the  capture  of  the 

lion's  share  of  the  trade  in  that  city. 

Semi-permanent  Backgrounds. 
The  W.  A.  Murray  Co.  have  a  unique  way  of  handling 

the  situation,  and  one  that  is  to  be  commended,  because 
it  is  effective  and  at  the  same  time  saves  money.  This 

film  have  installed  what  may  be  termed  a  semi-perm'an- 
aiit  background,  which  is  changed  each  season  by  re- 

painting or  retinting,  and  by  re-arrangement  of  panels 
that  fit  into  the  wooden  frame  work.  This  Spring  the  tint- 

ing is  a  soft,  yellowish  tan,  and  each  panel  contains  a 
fiu'ure  in  a  period  gown. 

The  beautiful  gowns  and  handsome  garments,  rich 
fabrics  and  accessories,  exclusive  millinery,  etc.,  are 
always  well  shown  by  H.  C.  Maedonald,  the  trimmer. 

Displays  are  never  crowded,  and  every  line  in  the  hang 
of  a  garment  or  fold  of  a  drape  is  carefully  studied. 
Dainty  pieces  of  furniture  are  often  used  to  supplement 
the  fixtures  used  and  to  lend  individuality  to  the  windows. 
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Give  your  ̂ oods  a  chance  and  make  quick  sales! 

There's  a  Way! 
Display  your  new  lines  on  Sensible 

and  Practical  Fixtures 

Here   are  just  two  from  the  hun- 
dreds of  display  devices 

we  manufacture 

DISPLAY  STAND 

No.  20— A  very  desirable  fixture  for  display  of 
gloves  or  small  wares.  Standard  1  in.  tubing,  7 
ft.  high.  Serpentine  arms  are  18  inches  long 
and  9  in  number.  Brass  bars  or  arms  8  inches 
long.     Price,  nickel-plated   $16.00 

The  newest  of  the  new  in  slender  tapering  waist 
line,  with  proper  bust  point.  No  pins,  no  fuss, 
no  ruining  of  waist,  no  loss  of  time  or  temper. 
Covered  with  white  jersey  cloth,  lower  part  cover- 

ed with  velvet.       Send    for  illustrated  catalog. 

Toronto   Brass  Manufacturing   Company 
17-21    Temperance  Street,  Toronto 

Profitable  Display  Demands  Practical  Fixtures 

Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 

Holding 

From 
50  to  700 

Bolts 

of Ribbon 

PRACTICAL 
RIBBON 

CABINETS 
PRICE  LIST Cabinet 

No. 
0  27Ux  65^x26^^ 

28^x14  x26 ■^8Kxl4  x38 

28Kxl8Mx38 

2«Jix23'^x38 
28^x27^x38 
28Kx32}^x38 28Kx42Kx43K 

Capacit> 

Bolts 

50 

100 

150 
250 

325 

400 
475 
700 

$  6  00 

10  00 

13  5o 

18  50 

23  00 

26  on 30  00 
42  00 

MADE  OF  OAK 

N\i,  '■'•     rr;u  ileal  Ribbon  Cabinet 

Practical  Hosiery  Racks 
Made  of  steel,  nickel  plated.  1  Slip  the  stocking  in  the  spring  pair  by  pair. 

Place  the  spring  in  the  frame  at  ihe  top  of  the  rack.  1|  A  quick  jerk  disengages 
the  pair  desired  without  interfering  with  the  others.  When  handled  and  inspected 
they  hang  tight  and  fast,  keeping  their  position  and  shape.  Thtre  can  be  no 
disorder  in  the  stock  when  this  rack  is  used. 

No.  1—34  inches  high,  16  inches  wide.  Has  four  springs.  Capacity  72 
pairs  hose,  $5.75. 

No,  2—34  inches  high.  17  inches  wide.  Has  eight  springs.  Capacity  120 
pairs  hose.  86.75. 

Practical  Piece  Goods  Fixtures 
The  proper  ('isplay  of  ginghams,  prints,  and  piece  goods  in    general    requires  a 
-  -         ~  £ith    •  ■ 

PRACTICAL  HOSIERY 

RACKS.     Two  sizes,  boldlne 
72  tnd  100  pairs  Hose. 

FOR  SALE  BY  THE  WHOLESALE  DRY 

Practical  Counter  or  Floor  Fixture.  Either  holds  forty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjust ible  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.    Price,  $6  50. 
Practical   Floor  Fixture,  height  5  feet.     Price,  $7.50. 

GOODS    AND    NOTION    HOUSES. 

Counter  Fixture 

SEND   FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO..     Manufacturers,     ILION,  N.Y. 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Rich  Period  Design. 

The  very  handsome  backgrounds  used  by  the  Robert 
Simpson  Co.  for  their  Spring  windows  were  secured  from 
the  Marshall  Field  Co.,  Chicago,  who  had  designed  them 

for  an  eusemble,  which  was  particularly  rich  in  its  elab- 
oration and  correct  in  its  adaptation  of  period  detail. 

Critics  might  question,  however,  whether  the  Simpson 
windows  are  of  sufficient  depth  to  develop  the  effect  of 
such  backgrounds,  whether  the  latter  do  not  tend  to 

dwarf  the  display  spaces  or  whether  the  very  heavy  drap- 
eries and  cornices  were  the  most  approved  property  for  a 

Spring  showing. 
The  draperies  or  curtains  are  a  beautiful  shade  of 

amber  velvet,  that  tones  in  beautiful  with  their  gold 
fringes,  and  with  the  gold  and  tinting  of  the  moulded 
cornices.  With  the  white  satin  panels  appliqued  in  gold 
leaf  pattern,  the  effect  is  certainly  striking,  and  a  richer 
setting  for  the  artistic  groupings  of  gowns,  fabrics  and 
accessories  than  this  scheme  in  Louis  XVI  style  could 

hardly  be  imagined.  Whether  it  is  as  suggestive  of  Spring 
as  the  trimmer  would  have  hoped,  might  well,  however, 
be  questioned. 

It  must  be  said  that  apart  from  this  criticism,  the 
display  is  a  strong  tribute  to  the  very  decided  preference 
of  fashion  for  things  bearing  the  stamp  of  the  period 
referred  to.  From  this  viewpoint,  Mr.  Hollingsworth  is 
to  be  credited  with  having  scored  a  decided  coup,  for  a 
close  examination  of  every  detail  will  reveal  a  wonderful 
wealth  of  detail  at  once  of  interest  to  the  artist,  but  not 
tending  to  direct  the  view  of  the  general  onlooker  from 

the  goods  shown.  This  happy  result  is  obtained  by  har- 
monizing the  entire  display  in  such  a  way  as  to  admit 

of  no  incongruity  which  would  prove  disadvantageous  to 
the  goods. 

The  interior  of  the  Simpson  store  was  adorned  with 

foliag'e  and  fancy  lanterns  in  deep  pink,  arranged  on 
brackets  about  the  pillars. 

+ 
The  Eaton  Display. 

A.  E.  Apted,  of  the  T.   Eaton   Co.,  is  making  use  of 
large  irregular  shaped  panels  of  wood,  enamelled  white. 

with  a  space  in  the  frame  set  with  pink  roses,  and  en- 
closing panels  painted  in  appropriate  scenes  with  the 

figures  in  Louis  XV  costumes.  These  panels  are  used  in 
conjunction  with   large   sprays    of   vivid   pink  roses. 

The  T.  Eaton  Co.,  according  to  custom,  have  decorat- 
ed theii'  store  extensively  for  Easter.  As  usual,  the  dec- 

oration is  applied  to  the  three  main  aisles.  Festoons  of 
dark  green  foliage  run  from  each  pillar  and  crossed  in  the 

centre.  Among  these  foliage  garlands  were  placed  elec- 
tric lights  shaded  by  floral  paper  shades  in  white  and 

purple.  Basket-work  cornucopias,  bronzed  over  and  filled 
with  foliage,  wistaria  and  Easter  lilies  were  suspended 
from  each  pillar,  and  the  garlands  crossed  in  the  centre, 
huge  cornucopias,  alternating  with  large  baskets,  filled 
with  the  same  flowers,  were  hung. 

Palms,  ferns,  and  growing  Spring  flowers  were  freely 
used  to  trim  fixtures  and  tables,  etc.,  both  on  the  main 
and  other  floors. 

♦ 

Two  New  Drapes. 

A  drape  th'at  is  entirely  new  is  a  rarity,  but  A.  E. 

Apted  has  been  using  one  for  which  originality  is  claim- 
ed. It  is  made  on  a  papier-mache  form,  but  the  latter, 

though  only  half  and  apparently  hollow,  instead  of  finish- 
ing with  the  usual  points  above  the  bust  line,  seemed  to 

be  half  a  figure  with  the  arm  attached.  The  drape  was 
illustrative  of  the  new  simple  belted  gown  with  peasant 
waist  of  lace.  The  goods  were  a  soft  clinging  silk  and 

wool  fancy  fabric  in  crepe  effect  in  the  new  nut-brown 
shades,  and  the  simulated  waist  was  of  heavy  lace  in  Paris 

ecru  shade.  The  lace  was  a  piece  of  all-over,  which  was 
stretched  over  the  bust  and  over  the  arm,  the  fullness  be- 

ing brought  to  the  back  and  pinned  over  out  of  sight. 
The  bolt  of  material  was  opened  out  and  pinned  plainly 

and  smoothly  over  the  edge  of  the  lace  yoke,  the  join  be- 
ing concealed  by  a  strap  of  black  velvet  ribbon.  The 

material  is  gathered  in  at  the  waist  by  a  series  of  little 
pleats  and  the  fabric  is  raised  up  slightly  so  that  the 

effect  of  a  smooth-fitting  skirt  over  the  hips  is  obtained, 
tlie  fullness  being  simulated  by  the  usual  added  draping 

The  Spring  openlm  window  of  Jtmcs  A.  Ogiivy  &  Sons,  Montreal.     For  detailed. 'descriptions  see  special  article 
on  Spring  displiys  in  this  department. 
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Price 

$16.50 

The  way  to  sell  Skirts 
Is  to  show  them ! 
and  the  most  effective  way  of 

showing  your  stocks  of  Skirts 
and  Petticoats  is  to  display  them 
on  a 

Buckingham  SUNFLOWER 

SKIRT  RACK 
It  holds  fifty  garments  and  takes 

up  the  minimum  of  space.  Each 
skirt  is  readily  accessible  and 

is  kept  in  first-class  condition. 
The  rack  retains  the  original 

folds,  thus  saving  pressing 

expenses. 

Send  for  one  and  use  it;  we'll 
gladly  take  it  back  if  it  fails  to 

give  entire  satisfaction. 

Buckingham-Rae  Co. 
177-179  Adams  Street 

CHICAGO,  111. 

$  $  $ 

Drawing  for  Money 

Have  you  ever  thought  you  would  Uke  to 
Learn  to  Draw  for  Money? 

Here  is  your  chance.  We  Teach  You 

at  Your  Home  in  your  spare  hours. 

Our  course  is  thoroughly  practical — our 
students  are  delighted.  Our  Graduates  are 
Successful. 

We  have  students  everywhere.  Some  of 

Canada's  leading  illustrators  are  our  students. 
NAME  .... 

ADDRESS 

Fill  in  name  and   address.      Cut   out   this   ad    and 

mail  to  us  to-day  for  full  particulars. 

SHAW  CORRESPONDENCE  SCHOOL 
391  to  397  Yonge  St. 

TORONTO 

~f  01gpla%? 

Successful  Trading 
is  largely  dependent 

upon  attractive  win- 
dow display  —  you 

must  get  the  people 

into  your  store  be- 
fore you  can  sell 

your  goods. 
Show  your  wareson 

Clatworthy's 

Display 

Fixtures 

They  are  artistic, 

well  inade  and  fin- ished and 

moderately  priced. 
Our  new  catalogue 
illustrates  hundreds 
of  devices  for  the 
better  display  of 

your  goods. 

Send /or  it. 

Glatworthy  &  Son L'mlieil 

159-161  King  St.  West 

TORONTO  No.  366— Stand  for  the  Display  of  Ladies'  Hose 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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that  is  familiar  to   all   trimmers.     This   manipulation   is 
concealed  under  a  belt  of  black  patent  leather. 

Another  good  figure  drape  was  used  in  connection  with 

a  bargain  line  of  shepherd's  checks  in  black  and  white,  in 
one  of  the  Simpson  windows.  This  window  has  a  raised 
dais  in  the  centre,  three  steps  high.  The  drape  was  on 
a  wax  form,  which  was  posed  on  the  topmost  step  with  its 
back  turned  to  the  window.  The  goods  were  draped  over 
the  shoulders  and  arms,  so  as  to  form  a  waist.  There  was 
a  piece  of  handsome  braid  trimming  about  3  inches  wide, 
pinned  so  as  to  outline  a  square  yoke,  and  forming  a  panel 
down  the  back  of  the  gown.  The  opening  at  the  neck  was 
filled  in  with  a  lace  yoke.  This  gown  effect  was  in  the 

black  and  white  cheek  and  the  braid  was  of  fancy  wood- 
silk.  In  strong  contrast  to  the  check,  a  bronzed  fancy 

basket-work  vase,  filled  with  long-stalked  Beauty  roses 
was  used  in  one  corner  of  the  display. 

The  Notion  and  Smallwares  Window. 

The  average  trimmer  always  makes  a  protest  when 
asked  to  put  in  a  notion  and  smallwares  window,  because 
this  is  a  difficult  proposition  to  handle  properly,  and  one 

back  grounds,  he  may  use  arches,  scrolls,  ovals,  diamonds, 
etc.  These  designs  can  be  cut  out  of  inch  lumber,  and 
covered  with  bright  colored  cambric  or  some  other  cheap 

fabric,  and  the  floor  and  steps,  etc.,  be  covered  with  the 
same  material. 

Set  designs  worked  iut  in  such  articles  as  button-hooks, 
cards  of  buttons,  papers  of  pins,  hat-pin  boxes,  etc.,  might 
bo  arranged  upon  these  backgrounds,  and  securely  tacked 
there,  while  such  articles  as  dress  shields,  cards  of  darning 

cotton  can  be  fastened  together  and  suspended  in  pen- 
dant fashion,  while  spool  cotton,  spools  of  colored  silks, 

etc.,  can  be  strung  upon  cords  and  festooned  around. 

Windows  planned  as  indicated  certainly  take  some  time, 
but  as  most  of  the  display  can  be  arranged  in  the  trim- 

mer's room  and  carried  into  the  window,  it  is  easier  to 
manage  than  when  the  best  part  of  the  trim  has  to  be  put 
in  place  where  it  stands. 

The  notion  department  is  a  good  profit-bringer  and 
certainly,  in  most  stores,  is  entitled  to  more  frequent 
windows  than  it  at  present  enjoys. 

For  showing  toilet  articles,  hair  goods,  perfumery, 

combs,  leather  goods,  cut  glass,  china,  cutlery,  silverware, 

Doll,  toy  and  fancy  goods  window  by  Warren   Andrews  for  the  Anderson   Co.,  St.  Thomas. 

that  also  takes  up  a  lot  of  valuable  time.  This  is  one 
reason  why  so  few  notion  windows  are  shown.  Because 

of  the  varied  and  irregular  shapes  of  the  goods,  the  only 
way  in  which  a  display  can  be  made  to  look  anything  is 
by  having  a  number  of  steps,  platforms  and  shelves,  for, 
if  this  is  not  done,  the  display  will  be  flat  and  unattrac- 

tive. Here  it  is  that  many  trimmers  fall  down,  for  they 
attempt  to  apply  the  principles  of  low  trims  that  rule  in 
other  goods  to  the  notion  window,  and  this  is  one  of  the 

few  lines  that  form  the  exception  to  the  general  rule. 

The  old-fashioned  high  trim  is  decidedly  best  for  no- 
tions, and  a  trim  that  presents  a  stocky  appearance  is 

the  one  that  has  the  best  effect,  for  just  a  few  items  of  a 
line  will  make  no  impression  on  the  eye  of  the  onlooker. 

If  the  trimmer  will  but  use  graduated  steps  and 
shelves  and  tables,  he  can  not  only  put  in  a  trim  in  short- 

er 'time,  but  will  have  one  that  is  more  effective.     For 

etc.,  many  of  the  large  stores  have  a  specially  fixtured 
window.  The  fixtures  consist  of  a  platform  about  18 

inches  high,  with  the  front  and  back  paneled  the  same  as 
the  permenant  wood  of  the  window  background,  and  as 

a  rule  this  fixture  is  about  one-half  the  depth  of  the  win- 
dow. 

The  trimmer  who  is  handy  with  tools  could  make  a 
fixture  that  would  answer  every  purpose,  or  he  could 
easily  direct  a  carpenter  how  to  do  so.  A  low  platform 
which,  when  in  the  window,  would  stand  18  inches  above 
the  level  of  the  window,  would  answer  every  purpose. 

A  board  covered  plainly  and  smoothly  with  felt  or  velvet 
could  be  nailed,  so  as  to  cover  the  front,  and  a  brass  rail 

from  which  a  curtain  was  suspended  would  form  a  suffi- 
cently  handsome  background.  Such  a  fixture  would  be 
movable,  but  as  in  the  big  stores,  should  be  always  in use. 
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Correct   and   Scientific   Illumination 
For  WINDOWS  and  STORES 

Increas 

Light 

ed 
Reduced 

Light 

Bill 

Correct  Windowllllumination 

The  Most  Brilliantly  Lighted  Store  is  not  always  the 
best  lightei  store.  What  good  is  a  great  intense  light 
above  the  centre  of  the  room?  It  simply  serves  to  make 
your  counters  and  cases  appear  dark— get  your  light 
down  where  you  need  it,  not  up  in  the  middle  of  the  room. 

Proper  reflection  and  diffusion  are  of  as  much  im- 

portance, in  correct  illumination,  as  the  light  source  it- 
self. That  is  why  the  Tungitoli'r  System  of  Illumination 

stands  alone  in  scientific  store,  office  or  factory  lighting. 
In  many  cases  we  have  increased  the  useful  light 

over  100  per  cent,  and  at  the  same  time  reduced  the 
light  bill.  Let  us  give  you  details  of  our  system. 

WRITE   RIGHT   NOW. 

THE  TUNGSTOLIER  CO.  of  CANADA,  Limited 
96  King  Street  West 

Send  us  dimensions  and  description  of  your  store. 

TORONTO 
No  charge  made  for  lighting  recommendations 

PALMENBERG-1910 

Window  Dressing 

and    Disp lay 

^You  are  invited  to  have 

your  name  enrolled  for  a 

complimentary  copy  of 

our  unique  catalogue, 

No.  16L,  to  be  issued 

shortly.  Will  contain  the 

best  of  hints  on  showing 

dry  goods. 

J.  R.   PALMENBERG'S  SONS 
Eatablifiheu     1852 

710  BIOADWAY.NEW  YORK  Factory;  87, 89  and  91  West  3rd  Si.,  New  York 

30  KingHlon  St..  Efwtori  10  anil  12  HopkiuB  Place,  Baltimore 

No.  85.    FLOOR  CASE 
What  makes  an  attractive  store  ?  Neat,  well  designed 

Fittings  and  good  taste  in  displaying  the  goods.  To  pro- 
duce a  good  effect  it  is  always  necessary  to  give  the  goods 

A  PROPER  SETTING 
ALMOST  ALL  GOODS  look  better  in  a  superior  dis- play case.  ....  . 

ALL  GOODS  keep  better  !n  a  superior  display  case,  be- 
cause dust  and  flies  cannot  destroy  them. 

GOODS  sell  better  in  a  superior  display  case,   because 

they  are  kept  better  and  look  better. 
Our  catalogue  will  assist  greatly  in  arranging  your  dis- 

play.   Write  for  it  to-day. 

Dominion  Office  &  Store  Fitting  Co.,  Limited 
Heaa  Offic«  and  F.ctory-l  1 1 5-1 125  DundaaSt.  Eaat 

LONDON  CANADA 

Acencies:  Montreal,  300  St.  James  St.  West.      Winnipeg,  707  Portage  Ave 

Please  mention  The  Review  to  /Idvertisers  and  Their  Travelers. 



Merchant  Should  Buy  Light  as  Carefully  as  Goods 
Study  of  Situation  Shows  Means  by  Which  Money  Could  be 
Saved  and  Improved  Appearance  Given  to  Store  —  Importance  of 
Reflectors  in  Controlling  the  Light  Rays -Illuminating  the  Counters 

By  R.  P,  Basham,  Vice-President  and  General  Manager  of  the  Tungstolier  Co.  of  Canada 

IN  the  selection  of  a  lighting  equipment,  there  are  very 
few    merchants    who   study    the    situation    thoroughly 

enough.     If  they  studied  the  buying  of  electricity  as 

closely  as    they     studied     the     buying  in  some  other 

departments,  they  would  not  only  be  able  to  reduce  their 

electric  light  bill  most  effectively,'  but  would  also  be  able 

to  give  their  store  a  much  brighter  and  better  appearance. 

Importance  of  the  Reflector. 

A  great  many  merchants  have  their  own  electrician. 

If  they  desire  to  change  the  lighting  in  their  store,  they 

call  this  gentleman  up  or  send  word  to  him  and  have 

him  put  in  a  16-candle  power  here  and  a  32  there,  etc., 

making  no  special  regard  of  the  exact  space  to  be  illumin- 
ated and  less  regard  feu-  the  type  of  reflector  which  they 

are  going  to  use.  They  do  not  know  if  the  re- 
flector will  deliver  the  proper  light  rays  at  an  angle 

of  45  or  30  degrees  or  focus  it  between  a  15  degree 
angle  and  the  perpendicular.  The  accompanying  cuts  show 
the  effect  of  different  scientificallv  designed  reflectors  in 

if  he  has  not  a  perfectly  lighted  store.  There 
was  a  time  when  it  was  hard  to  get  this,  but 

to-day  it  can  be  secured  at  little  or  no  trouble,  and 
at  the  same  time,  a  scientifically  lighted  store  is  oft  times 
less  expensive  to  operate  in  the  consumption  of  electricity, 
than  a  poorly  and  unevenly  lighted  store.  One  thing 
should  always  be  remembered.  In  correct  illumination 
as  much  depends  on  proper  reflection  and  diffusion  as  in 
the  light  source  itself. 

A  Serious  Mistake. 

In  the  equipment  of  the  general  store  for  conven- 

ience and  so  forth,  very  often  the  question  of  illumina- 
tion is  left  out  of  consideration.  This  is  a  very  serious 

mistake.  We  will  leave  it  to  the  merchant  himself; 
what  percentage  of  your  custom  comes  in  after  dusk 
or  at  least  after  it  is  necessary  to  turn  on  the  lights  in 

the  rear  of  your  store?  We  all  know  that  you  must  de- 
side  that  a  goodly  portion  comes  in  after  this  hour.  Then 
why  should  any  merchant  leave  the  question  of  illumina- 
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Charts  showing  the  effect  of  different  scientifical'y  designed  reflectors  in  controlling  distribution  of  I  ght  rays. 

controlling  the  light  ray.  The  same  lamp  is  used  in  each 
case  and  it  is  interesting  to  note  the  different  angles  at 
which  the  greatest  intensity  of  light  is  received  and 
also  the  different  intensity  of  light  directed  beneath  the 
lamp. 

For  instance,  the  same  reflectors  should  by  no  means 
be  used  for  general  illumination,  that  are  used  for  office 
lighting  and  still  another  reflector  should  be  used  in 
window  lighting. 

No  Time  for  Guesswork. 

We  might  also  state  that  the  time  of  guesswork  in 
regard  to  the  illumination  to  be  delivered  by  a  certain 

equipment  has  past  and  in  its  stead  the  lighting  inter- 
ests have  at  their  command,  data  showing  the  intensity 

of  light  required  by  all  different  classes  of  work 
and  all  different  classes  of  stores,  auditoriums,  etc.  They 

also  have  at  their  command,  the  intensity  of  light  re- 
quired for  the  different  departments  of  a  store. 

And  as  before  stated,  it  is  not  a  matter  of 

guesswork,     but     it     is     every     merchant's     own     fault 

tion  as  one  of  unimportance.  How  much  goods  could 

you  sell  after  dusk  if  you  didn't  have  any  light  in  your 
store  at  all?  Now  revert  to  the  old  question,  what  per- 

centage do  you  sell  after  dusk?    Just  think  it  over. 

It  is  not  a  question  of  the  amount  of  light  developed 
at  the  light  source,  but  it  is  a  question  of  how  much  light 
you  secure  upon  your  counters  or  where  the  light  is  re- 

quired.   In  other  words  the  plane  to  be  illuminated. 
Another  feature  to  be  taken  into  consideration  is  the 

question  of  pleasantness  to  your  trade.  For  instance, 
about  six  months  in  the  year,  if  you  equip  your  store 
with  flame  illumination  of  any  kind,  the  intense  heat  from 
this  source  is  too  great  to  be  pleasant  to  your  customers. 

Daly  &  Morin,  Montreal,  have  removed  their  city  of- 
fices, warehouse  and  sample  rooms  from  22  St.  Sulpice 

Stiret,  to  larger  premises  at  333-335  St.  Paul  Street.  This 
will  niTford  them  much  more  commodious  quarters,  and  per- 

mit them  to  manufacture  some  lines,  which  their  factory 
at  Lachine  has  been  taxed  to  its  capacity  to  supply. 



Modern    Fixtures    Important    in    Effective    Displays 
Efficient  Equipment  Almost  as  Essential  as  the  Goods  Themselves  — 

Something  About  Recent  Productions  —  Good  Fittings  Help  the  Adver- 
tising and  Sales  Service  —  Something  About  More  Recent  Inventions. 

NO  dry  goods  retailer  can  afford  to  sta
rt  busi- 

ness without  necessary  fixtures  and  fittings, 

efficient  equipment  of  his  store  being  now  re- 
cognized as  second  only  to  the  goods  them- 

selves. Of  course  counters  and  shelves  must  be  provided 

but  there  are  many  accessories  in  the  way  of  window- 

stands  and  fittings  and  movable  fixtures  for  store  dis- 

play   that    make    an    enormous    difference   to    the    appear- 

Tape]  machine    for  wrapping    parcels.      Il    Is    olaimed     that    this 
machine   saves   twine,   and,   as    adhesive   tape   is   used, 

parcel  cannot  be  opened'  wilhout'purchafer'knowing  it. 

ance  of  the  store  and  show  goods  to  such  advantage  as 
to  induce  increased  sales. 

The  use  of  up-to-date  fixtures  is  now  fully  appreciat- 
ed and  the  dealer  who  does  not  make  attractive  display 

is  behind  the  times. 

Very  ordinary  goods  can  be  made  very  attractive 
when  shown  on  suitable  stands,  whereas  the  best  quality 
of  goods  without  the  proper  means  of  display  make  only 
a   very  indifferent   showing. 

Do  the  Goods  Justice. 

Nowadays,  people  need  to  be  attracted.  The  old 
methods  of  display  do  not  attract  and  customers  will 
probably  pass  a  window  filled  with  goods  of  excellent 

value  to  pause  at  a  window  neatly  trimmed  with  per- 
haps the  same  class  of  goods  and  no  better  value.  Where 

good  taste  is  displayed  window  fixtures  are  used  with 
advantage. 

Of  course  no  one  will  deny  the  power  of  good  value, 
but  display  is  a  strong  factor  in  the  success  of  a  store. 
Besides  this,  it  is  much  easier  to  trim  a  window  and 
decorate  a  store  with  the  right  kind  of  fixtures  and  it 

takes  less  goods.  For  instance  a  dozen  or  two  men's 
ties  with  the  right  stands  or  fixtures  will  make  a  fine 
display  where  four  or  five  times  the  number  without 

proper  fixtures  will  have  no  appearance  even  should  they 

be  among  the  highest-priced  goods,  and  more  goods  arc 
soiled. 

The  experience  of  makers  is  that  the  fixture  and 
fitting  business  is  growing  every  year.  This  points  to 
the  increasing  importance  attached  to  proper  display  and 
efficient  store  equipment.  Particularly  in  the  West, 
merchants  are  alive  to  the  advantages  of  proper  fixtures 
and   fittings. 

Window  or  store  display  is  one  of  the  merchant's 
strongest  advertisements  and  just  as  a  good  newspaper 
or  magazine  adv.  is  made  up  of  not  only  strong  selling 
points  and  good  wording,  but  includes  effective  display 
or  layout  and  illustration,  so  the  store  window  should 
not  only  present  salable  goods  at  right  prices,  but 
should  be  equipped  with  the  proper  setting  and  best 
means  of  displaying  merchandise.  Otherwise,  half  the 

value  of  the  window — as  an  attraction  and  trade  bringer — is  lost. 

If  any  merchant  should  feel  sceptical  as  to  all  this, 
let  him  make  the  experiment  of  supplying  his  store  with 
modern  equipment  and  it  is  safe  to  say  he  will  be 
amazed  not  only  at  the  difference  in  appearance  of  his 
store  but,  what  is  more  important  to  him,  the  financial 
result. 

Suspension  window  fixture ;  hangs  from  ceiling,  leaving  floor 

space  free.     Made  of   square  tubing  —  Shown  by Toronto  Brass  Manufacturing  Co. 

There  is  on  the  market  a  great  variety  of  fixtures 
and  stands  to  choose  from  for  different  departments, 
made  to  show  the  various  kinds  of  goods  to  the  best 

advantage,   both  for  window  and  store. 



ART  OF  DISPLAY  AND  STORE  EOUIPMENT 

71 

New  Counter  Rack. 

Among-  the  newest  fixture  ia  a  small  rack  for  placing- 
on  counter  or  show  case.  When  closed  it  will  hold  a  pile 
of  ties  or  it  can  be  adjusted  to  hold  sox.  Goods  can  be 
easily  seen  in  it  and  kept  in  place. 

For  the  dry  goods  merchant  who  includes  a  shoe 

department  there  is  shown  a  new  revolving  shoe  arm- 
chair made  of  bent  wire,  oxidised  finish,  with  oak  seat. 

The  customer  is  thus  provided  with  a  separate  seat, 
revolving  to  any  side,  and  can  make  a  purchase  in  more 
comfort  on  busy  days  than  is  possible  with  the  ordinary 
settee. 

For  clothing,  mantle  and  millinery  departments 
triplicate  mirrors  are  a  valuable  accessory  enabling  the 
customer  to  view  the  effect  of  garments  or  millinery 
from  any  point. 

Suspended  Window  Fixture. 

Another  fixture  of  recent  type  is  made  to  suspend 
from   the   ceiling  of   the    window   thereby   bringing  goods 

Counter  or  showcase  fixture.     Can   be   adjusted  to  hold  assortment 

of  ties  or  socki  —  Shown  by  Clatwortby  &  Son,  Toronto. 

to  the  level  of  the  eye  and  it  leaves  the  floor  of  the 

window  free  for  other  goods.  It  is  useful  for  men's  fur- 
nishings, shirts,  ties,  handkerchiefs,  gloves  or  sox.  This 

fixture  looks  well  in  satin  brass  which  is  the  newest 

fi.nish,  it  can  be  supplied  also  in  oxidised  copper  and 
chocolate  finish.  It  is  made  of  square  tubing,  which  is  a 

feature  in  the  newest  designs.  The  latest  standing  fix- 
tures show  square  tubing  and  Roman  bases. 

Well  trimmed  show-cases  form  a  bright  and  attrac- 

tive feature  of  a  store's  equipment  and  show  goods  to 
great  advantage. 

For  the  window,  pedestals  and  jardinieres  for  palms 

are  used  for  decorating  purposes.  It  would  be  impos- 
sible, in  an  article  like  this,  to  describe  the  varieties  of 

stands  and  fixtures,  but  there  is  no  excuse  for  the  mer- 
chant not  having  the  proper  means  of  display,  as  fix- 
tures, racks  and  stands  are  made  suitable  for  goods  in 

every  department. 

How  Prisms  Improve  Lighting. 

To  many  dry  goods  merchants  the  lighting  of  the 
store  presents  a  difficult  problem.  The  location  may  be 

such  that  very  little  daylight  enters  the  store  or  per- 
haps penetrates  only  to  the  front  of  the  store.  Natural- 

ly then  on  dark  days  or  in  some  cases  nearly  every 

day,  he  has  to  resort  to  artificial  light.  Although  arti- 
ficial light  has  been  brought  to  its  present  state  of  per- 

fection and  has  proved  a  valuable  aid  and  boon  to  the 
storekeeper  yet  no  one  will  deny  that  the  continual  use 
of  artificial  light  is  a  great  drawback  both  in  the  matter 
of  expense  as  well  as  the  best  means  of  lighting.  The 

need  of  daylight  is  especially  felt  in  the  dry  goods  busi- 
ness,  where  the  testing  and  matching  of  delicate  shades 

is  an  impotant  feature,  and  even  if  an  artificial  light  is 
found  to  answer  this  purpose  the  question  of  expense 
figures  largely.  It  is  here  that  the  system  of  prism 
lighting  demonstrates  its  usefulness.  As  well  as  doing 
away  with  the  expense  of  artificial  light  through  the 
day,  it  floods  the  store  with  a  clear  white  light,  the  best 
effect  being  gained  where  prisms  can  be  installed  in  front 

and  rear  of  store  as  by  this  means  shadows  are  dis- 

pelled. A  badly  lighted  store  has  a  very  chilling  effect  on  a 
prospective  purchaser.  The  change  from  coming  out  of 
daylight  into  twilight  in  the  store  is  very  depressing, 
everything  is  in  gloom,  goods  cannot  be  seen  properly, 
the  merchant  or  salespeople  seem  affected  by  the  dull- 

ness. This  is  because  the  light  is  spent  on  the  floor  near 
the  window.  Prisms  change  the  course  of  the  rays  and 
direct  them  backwards. 

As  well  as  for  store  lighting,  prisms  are  equally  ser- 
viceable for  lighting  dark  basements  in  the  daytime. 

The  light  strikes  the  prisms  set  in  the  sidewalk,  passes 
through  and  is  reflected  inwards,  making  bright  an  other- 

wise dark  interior.  With  the  aid  of  prism  lighting,  the 
merchant  is  enabled  to  conduct  his  business  under  more 
pleasant  conditions,  he  can  utilize  daylight  in  daytime, 
artificial  light  taking  its  proper  place  at  night. 

Something  Further  on  Substitutions. 

Winnipeg,  April  1.— In  the  last  issue  of  The  Review 
there  appeared  an  article  on  the  substitution  of  goods, 
which  was  read  with  interest  by  western  wholesalers  and u-tailers  alike. 

Where  substituting-  is  practised  most  is  in  dress  goods, 
ready-to-wear  novelties  and  millinery  specialties.  Here  it 
must  be  remembered  that  what  the  retailer  often  calls 
substituting  is  unjustifiable.  The  trouble  arises  most 
often  on  account  of  the  indefinite  order  submitted  to  the 
wholesaler  by  the  retailer.  The  idea  refered  to  in  last 
issue  of  a  standardized  form  for  ordering,  seems  to  be 
the  only  means  by  which  this  inconvenience  can  be  rem- 

edied. A  local  wholesale  milliner  recently  produced  a 
letter  from  a  retailer  in  a  small  western  town  in  which 
an  order  was  paced  for  twelve  tuscan  hats  and  trim- 
ings  to  match.  In  this  case  the  wholesale  house  had  to 
use  judgment  in  filling  the  order.  But  it  is  obvious  that 
there  was  lots  of  scope  for  the  wholesaler,  and  should 
he  send  a  wide  range  could  he  be  said  to  be  substituting? 
There  is  always  an  option  for  the  retailer  to  return  un- 

ordered stock,  and  in  many  cases  the  wholesaler  is  put 
to  this  expense,  whereas  if  the  ordering  was  more  explicit it  could  be  avoided. 

The  diffculty  during  the  past  year  of  getting  goods 
from  the  mills  as  ordered,  or  when  wanted  has  made  the 
filling  of  precise  orders  almost  impossible.  The  whole- 

saler, however,  must  surely  find  it  to  his  interest  to  send 
letters  of  explanation  in  every  case,  so  as  to  retain  his 
integrity  in  the  retail  trade. 

The  manager  of  a  dress  goods  department,  stated  that 
wholesale  and  jobbing  houses,  as  a  rule,  are  not  strictly 
careful  enough  to  have  experienced  capable  men  fill  all 
orders,  so  that  it  can  be  done  intelligently.  A  know- 
edge  of  the  customer  is  absolutely  necessary.  A  whole- 

saler often  fills  an  order  to  a  merchant  substituting  such 
lines  as  he  knows  will  be  valuable  to  the  merchant  to 

handle.  This  may  or  may  not  be  appreciated  by  the  re- 

tailer, but  in  any  case  the  retailer  should  not  be  too  hasty 
in  his  condemnation. 



Store  Plans   Provide  Large  Spaces  for  Fancy  Goods 

Increase  Selling  Power  of  the  Business  by  Having  Arrangement  of  Store 

as  Attractive  as  Possible  -  Layouts  Which  Contain  Good  Sugges- 
tions     Display   Equipment  in   Window  and   Store. 

THE  increasing  cost  of  living,  and  the  growing  ex- 
penses attendant  upon  the  conducting  of  business, 

as  well  as  the  keen  competition  of  trade  rivals, 

is  forcing  the  most  easy-going  of  merchants  to  the 
consideration  of  ways  and  means  by  which  he  can  obtain 

greater  returns  from  his  business.  The  p.'rfecting  of 
business  systems,  and  the  stopping  of  the  many  leaks  that 
always  seem  to  exist,  will  serve  good  purpose,  but  there 
are  certain  fixed  charges,  which  of  necessity  remain, 

and  the  only  way  to  lessen  them  is  to  increase  the  selling 

power  of  the  business.  It  is  to  this  factor  that  the  pres- 
ent extensive  development  in  the  realm  of  fancy  dry 

goods,  owes  its  rise. 
The  sale  of  staples  is  a  pretty  steady  one  from  year 

to  year,  and  in  spite  of  all  efforts  to  push  sales  ahead, 

progress  is  of  necessity  slow.  Therefore,  it  is  to  the 
addition  of  fancy  lines  and  the  development  of  the  same 

that  the  merchant  must  look  for  inci'eased  profits. 
In  selling  novelties,  the  merchant's  great  object  is  to 

create  wants,  and  the  desire  to  buy  by  the  showing  of  at- 
tractive goods  in  an  attractive  manner,  and  the  way  in 

which  these  new  branches  are  being  taken  up  is  strik- 
ingly illustrated  by  the  accompaning  store  plans. 

Concentrating  on  Fancy  Goods. 

Even  small  stores  in  small  centres  are  devoting  a  very 
large  amount  of  space  prcportianately  to  fancy  lines,  and 
it  has  come  to  be  tiiat  in  the  larger  stores  the  very  best 

portion  of  the  floor  space  is  given  up  to  quick  selling 
novelty  lines.  The  manner  in  which  these  branches  of  the 

dry  goods  business  is  now  taken  up  in  modern  stores,  is 
strikingly  illustrated  by  the  accompanying  plans,  and  these 
go  to  show  the  large  amount  of  space  the  modern  merchant 
deems  it  necessary  to  give  over  to  the  display  of  quick 
selling  fancy  lines. 

Not  only  does  he  find  that  he  makes  large  profits  on 
fancy  lines,  but  he  finds  that  their  presence  in  the  store 

increases  the  sales  in  the  more  staple  departments,  for  a 
well  selected  fancy  stock  brings  people  into  the  store  to 

si'.op,  and  all  lines  of  goods  carried  reap  the  benefit. 

The  Vestibule   Window. 

Small  vestibule  windows  are  provided  for  in  some  of 

the  plans  shown.  These  can  be  used  for  a  continuous  dis- 

play of  notions  and  fancy  lines^  and  this  without  in  any 
way  interfering  with  the  ordinniy  displays. 

These  windows,  besides  providing  means  for  showing 
i.mey  goods  and  notions  all  the  year  round,  will  be  a 
great  saving  of  time  and  a  convenience  to  the  window 

trimming  department,  for  the  trimming  of  an  ordinary  dis- 
play window  with  notions  and  small  fancy  articles,  is  a 

tedious  task,  and  one  that  takes  a  very  considerable 
amount  of  time.  This  is  one  of  the  chief  reasons  why 
windows  of  this  kind  are  not  put  in  more  frequently.  If 

\  estibule  windows  are  available,  and  the  trimmer  is  pro- 
vided with  pedestals,  glass  shelves  and  other  proper  fix- 
tures, there  is  no  reason  why  the  fancy  departments 

should  not  be  well  backed  up  by  the  displays  in  the 
vestibule  window.  Of  course,  at  stated  intervals,  a 
display  of  these  lines  should  be  made  in  the  main  window, 
and  when  this  is  done  special  pains  should  be  taken  to 
make  them  as  impressive  as  possible. 

Goods   Have   to  be   Sold. 

The  up-to-date  merchant  is  a  good  customer  to  the 
fixture  manufacturer,  and  while  he  does  not  buy  every 
fixture  fad  that  comes  along,  he  purchases  an  adequate 
supply  of  handsome  fixtures  for  the  proper  showing  of 
his  goods.  He  knows,  in  these  days,  that  goods  have  to 
be  shown  to  be  sold. 

In  laying  out  the  departments  in  a  store,  as  will  be 
seen  from  the  plans  given,  the  various  small  items  that 
come  under  the  headings  of  fancy  goods,  dress  accessories, 
etc.,  are  put  conspiciously  to  the  front  of  the  store,  and 
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occupy   the  aisles   leading  to   the  dress  goods   and   wide-  eciually    available    to    both    the    men's    and    women's    sec- 
piece  goods  departments.     Thus  customers  visiting  any  of  tions. 
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makes  them  convenient  for  those  customers  that  do  not  bargain  nature  is  sold  from  tables.     The  best  tables  are 
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and   novelty   departments.    The  window   layout  is  particularly   g 'od.    Note   the   small  vesibule  windows 
for  displaying   novelty   and  fancy  lines. 

wish  to  visit  the  departments  in  the  back  part  of  the  store.  equipped  with   rail  edges,  and  many  of  them  have  deep 

Men's   goods   are    always    located   where,   in    order   to  drawers  underneath  in  which  to  carry  goods, 
reach   them,   the   men    customers   will   not   have   to   pass  \v/  n    i  •  i     j   c 

through  any  portion  of  the  departments  given  over  to  the  ^"^^^    •"    the    Well    Lighted   btore. 

exclusive  sale  of  women's  goods,  and  such  items  as  toilet  Other  things  ibeing  equal,  customers  will  always  give 
articles,   leather   goods,   gloves,   stationery,  jewelery,   um-  preference   to   the   well-lighted   store,   and,   therefore,   the 
brellas   and   candy,   are   best   placed    where   they   will   be  proper  solution  of  the  lighting  problem  is  of  importance. 
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Plan   of  store   100  x    150.    Tables  are  used  throughout  the   floor,  and   fancy   goods,  notions,   etc..    are 
included  in  well-assembled  department. 
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AiVhere  a  store  is  so  located  that  light  can  be  obtained 
from  two  or  perhaps  three  sides,  as  is  often  the  case  in 
all  but  the  larger  cities,  and  where  the  height  of  the 
building  is  not  more  than  four  stories,  these  is  no  need 

to  put  in  a  light  well.  Light  wells  are  not  always  a  happy 
expedient  and  the  introduction  of  prism  glass  has  done 
much  to  do  away  with  them  altogether.  If  prism  glass  is 
used  iu  the  transoms  above  the  show  windows  and  in  the 

the  bearing  patterns  have  upon  the  sale  of  piece  goods. 

I'atlt'rns  have  been  very  much  improved  of  late  years, 
aiui.  iinw  that  dressmakers'  charges  are  so  high,  are  in 
increasing  demand,  as  so  many  women  have  been  driven 

of  necessity  to  the  practising  of  home-dress-making.  Al- 
ready this  tendency  is  having  a  marked  influence  upon  the 

sales  and  the  goods  carried  in  the  piece-goods  depart- 
ments, and  it  is  for  the  sake  of  lliis  influence  that  the  lo- 
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Plan   of  store  50   x   150.    Note   island  display  window   in   vestibule.    A  large  portion  of  floor  space  is  devoted  to 
fancy  goods  and  notions.    Display  tables  are  used. 

upper  sashes  of  the  side  and  rear  windows,  the  result  will 
be  a  store  flooded  with  clear  difused  light. 

Patterns  are  becoming  a  most  important  line  and 
should  be  given  a  great  deal  of  prominence.  This  is  not 
due  so  much  to  the  profit  made  in  the  department,  as  to 

J.   E.    BROWN 

New   Manager   for   Revillon    Bros.,   Edmonton. 

Mr.  Brown  is  a  practical  merchant  of  20  years'  ex- 
perience in  Ohio  and  Michigan.  He  was  manager  for 

the  H.  H.  Griggs  Co.,  in  Ohio,  and  for  the  past  few 
years,  head  of  the  Hannah  &  Loy  Mercantile  Co.,  in 
Michigan.  Few  men  have  had  a  more  successful  career 
in  handling  mixed  stocks. 

cation  of  this  department  should  be  a  good  one.  Many 
of  the  larger  stores  are  placing  the  pattern  department 
right  in  the  midst  of  the  dress  goods  department  and, 
while  this  is  not  feasible  in  many  stores,  it  should  not  be 
located  far  away. 

A  suggestion  for  the  carrying  of  patterns  in  the  smaller 
stores  is  to  arrange  them  in  drawers,  as  in  a  modern  filing 
cabinet,  and  that  these  drawers  should  be  located  in  the 

lower  part  of  the  dress  goods  fixture.  This  is  a  space 
that  in  many  stores  is  not  used  as  it  is  too  near  the  floor 

to  be  suitable  for  carrying  dress  goods.  Pattern  books 
and  style  books  can  be  placed  on  the  counter  and  should 
certainly  be  a  help  in  selling  dress  goods. 

A  serious  fire  broke  out  iii  the  garment  factory  of 

J.  H.  Waldman  &  Co.,  Ltd.,  St.  Paul  St.,  Montreal,  on 
the  evening  of  April  2.  The  damage  to  machinery  and 
the  loss  of  stock  is  estimated  at  between  $80,000  and  $90,- 

000,  with  only  $60,000  insurance.  Considerable  damage 
was  done  to  the  stock  of  A.  &  E.  Pierce  &  Co.,  wholesale 
furriers,  by  water  and  smoke.  This  firm  occupied  part 
iif  the  lower  floor  of  the  Waldman  building. 

The  following  advertisement  for  a  Costers'  clothier, 
which  appeared  in  a  London  paper  ten  years  ago,  will  be 
interesting  reading  in  these  days  of  so-called  freakish 

attire:  "Saucy  Cut  Clothing— Cut  slat  wit'h  fakement 
seams  and  little  artful  buttons  at  the  bottom,  to  suit  aiU 
comers,  for  business  or  pleasure.  Cut  very  serious,  to  suit 
ploughmen,  dustmen,  sneaks,  mushroom  fakers,  trotter 
men,  costers,  actors,  parsons,  bruisers  a,nd  gentlemen. 

Peg-tops,  bell  bottoms,  tights  or  drop-over-the^hoofs. 
Black  or  dandy  vests  made  to  flash  the  rag  or  dickey,  or 
tight  up  round  the  scrag.  Lavender  in  every  shade,  built 
spankey  to  suit  the  ikey  and  flimsey  lads  of  Notting  Hill, 

Shepherd's  Bush  and  the  surrounding  neighborhood." 
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UYERS  to-day  con- 
sider  the  mission 

which  a  tag  has  to 
fill  and  realize 

that  a  tag  for  a 

given  purpose 
must  be  of  a  given  strength. 

That  is  why  Southam  qual- 
ity tags  for  shipping  or 

factory  purposes  offer  you 
light  grades  of  stock  from 
light  weight  manilla  to 
heavy  untearable  linen. 
Write  us  your  requirements 
andwe  will  give  you  expert 
advice  on  tags  for  any 

purpose. 

Southam  Limited 
PUBLISHERS    AND    PRINTERS 

Tickets— Tags -Labels— General    Printing 
Color   Printing -Embossing  and   Folding   Boxes 

SOUTHAM'S 
SHIPPING 

TAGS 

PRICES 

ON    ALL    GRADES 

IN    STANDARD 
OR  ODD  SIZES 

ON    APPLICATION. 

Hamilton Toronto Montreal Ottawa 
Calgary 

THe  Canadian 
SKo'w  Case  Co. 
Manufacturers  of  Silent  Salesmen, 

Glass  Counters,  Notion  Cases  and  up- 

to-date  Shelving  for  the  display  of  Dry 

Goods  and  Gents'  Furnisliing's. 

Send  fo'^  Catalogue,  it  contains  many 
valuable  hints. 

No.  38 

Note  the  Address : 333  Adelaide  Street  West 
Phone  Main  4319 

Residence,  Park  1348 

w ESTERN Ineorponttd 

1851 

ASSURANCE 
COMPANY. 

FIRE 

AND 

MARINE 

Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  tor  1906,  over      3,609.000 

HON.  GEO.  A.  cox,  President, 
W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 

"^ 

INCREASE  THE  LFFICIENCV 

OF  VC:"R   SALES    FORCE   BY 
SUBSCRIBING  FOR     :      :      :      : 

Che  Dry  Goods  Rewcw 
FOR    YOUR    DEPARTMENT 

BUYERS 

Write  for  Special  Clubbing  Rates 

1 ^^ 

I 'lease  mention   The  Reviezv  to   .li 
•  i    I  he 

I  ra;-cU'f.<. 
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ROCK 

BOTTOM 

PRICE 

PER 

$8.50 FOOT 

TOP 

NOTCH 

QUALITY 

This  is  the  well-known 

New  Century  Case 
Tlie  original  silent  salesman  with  leg's — usually  sold  at  $12.00  a  foot. 

There's  just  one  reason  why  we  can  sell  you  the  New  Century  Case  at  such  a  low 
price.  It  is  this  :  The  sale  of  the  New  Century  Case  has  g'rown  to  such  great  propor- 

tions that  we  are  manufacturing  them  in  quantities  of  two  hundred  at  a  time,  thus 
effecting  a  considerable  reduction  in  cost. 

     Read  These  Specifications      

Made  of  quarter-cut  oak,  piano  polished  in  dark,  golden  finish,  bevelled  plate 
top  with  our  original  invisible  support,  our  new  style  doors,  dust  proof,  gravity, 
ball-bearing,  sliding  on  steel  rails,  fitted  with  mirrors  or  clear  glass.  Double 
thick  front  and  ends.  Two  polished  plate  glass  shelves  on  nickel  adjustable 
brackets,  mounted  on  handsome  oxydized  metal  legs  to  permit  of  washing  or 
sweeping  beneath.  Dimensions:  Height,  42  in.  Width,  26  in.  Length,  4  ft. 
to  10  ft.  6  and  8  ft.  lengths  carried  in  stock.  Approximate  weight,  60  lbs. 
per  foot.      Shipped  Knock  Down. 

Can  you  afford  to  neglect  this  unique  opportunity  to  increase  the  effectiveness  of  your 
store  equipment  ? 

H'ith  a  small  cash  payment,  we  will  sell  you  what  cases  you  require  on  long dating. 

Jones  Bros.  &  Co.,  Ltd.,  29^  Adelaide  St.  West 
WRITE 

FOR 

OUR 

CATALOG 

IT  IS 

FULL  OF 

BUSINESS 

HINTS 

Please  mention   The   Re^'ieiv  to    Advertisers  and  I'lieir  Tra^rlers. 
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Take  Good 

Advice 

and  make  your  linen  depart- 
ment the  attraction  of  the 

best  class  buyers  by  featuring" 

Uddell's Linens 

They  are  positively  without 

a  rival  for  variety  and  beauty 

of  pattern,  perfection  of  tex- 

ture and  purity  of  whiteness. 

Fall  into  line  with  the    wise 

ones  and  stock 

"  LIDDELL'S  " 

/?.  H.    Cosbie 
30  Wellington  St.  West 

Toronto 

Tardrew,  Thomas  &  Co. 
Telegrams:  Gobawh.undon  Impgrters  and  MaDufactureFS A.B.C.  Code.SthI 

24  Aldermanbury,  London,  England 

^TT\ 

TRADE      A&C°/\      MARK 

FOR    NEW    AND    ORIGINAL    DESIGNS    IN 

Ladies'  Belts,  Buckles, 
Buttons,  Neckwear, 

Haberdashery-Smallwares, 

Foreign  Fancy,  Hat  Pins,  Combs, 

Jewelled  Ornaments,  Etc. 

ALWAYS    SOMETHING    NEW 
CATALOGUE  ON  APPLICATION.  WRITE  FOR  SAMPLES 

Quality —Value—  Ideas 

ordering  Ahel  JVLorralTs 

Jjayonet  Point 

HA  T  PINS 

or  jVLorrall  s  JHeedles 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SUESINE  SILK 
Ready  To  Serve  You 

GREENSHIELDS  LIMITED 
VICTORIA  SQUARE,  MONTREAL 

SUESINE  DISTRIBUTORS  FOR  THE  DOMINION  OF  CANADA 

Write  to-day  for  samples  and  full  information.  Be 
ready  to  meet  the  big  demand  for  Suesine  Silk — the 
widest  advertised,  best  known  and  most  popular  Silk 
of  its  kind.  It  is  a  strong  seller  and  is  in  great  favor. 
It  MAKES  good  bcause  it  IS  good. 

Greenshields  Ltd.,  Victoria  Sq.,    ::    Montreal 

HASLIN  MILLS  WASH  FABRICS 
For  SPRING  and  SUMMER  1910 

This  line  represents  the  highest 

B  achievements  in  the  weaving 

f        and  finishing  of  cotton  fabrics 

Motor  Suitings  Ramessine 
Motor  Brilliantine  Sahara  Cloth 
Motor  Crashes  Diagonelle 

and  many  others 

Of  vital  interest  to  all  manufacturers  of  Wash  Garments,  Job- 
bers and  Retailers  of  Dry  Goods.  Samples  on  application. 

HASLIN  MILLS,  62  White  Street,  NEW  YORK,  N.Y. 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Novel  Color  Range   Developed  in   the    Ne^v   Lines 
Clear  Fulli  Blues,  Greenish  Blues,  Orchard  Pinks,  Chaudron,  Burnt 
Copper,  Soft,  Yellowish  Green,  Putty  Color,  China  Yellow  and  Nut 
Browns  —  Cheviots  Hold  Leading  Place  for  Tailored  Suits. 

I^HE  tine  bright  sunshine  and  the  unusually  high 
temperature  for  the  time  of  the  year  has  started 

off  the  season  in  great  shape.  Easter  week  was 

a  busy  one  in  most  dress  goods  departments  and 
a  steady  busiiness  is  in  progress  that  is  most  satisfactory. 

Ciheviots  are  still  in  the  foreground'  for  tailored  suits,  face 
cloths  and  smooth-finished  fabrics  for  the  present  being 
almost  entirely  eclipsed  by  the  rougher  finished  materials. 
Diagonal  weaves  are  selling,  but  the  newer  fabrics  are 
the  shot  or  two  tone  hopsack  and  natte  or  basket  weaves. 

In  goods  of  a  novelty  nature,  fancy  hopsacks  are  shown, 

the  weave  having  a  pronounced  cross-bar  or  lattice  effect, 
which  is  accentuated  by  the  intermingling  of  light  and 
dark  shades  of  the  same  color. 

In  sympathy  with  mixed  color  effects,  tweeds  are 
shown.  Other  favored  fabrics  are  mannish  mixtures, 

serges,  and  the  grey  mixtures  and  the  black  and  white 
effects,  including  the  rooster  track  weaves  now  so  much 
worn  in  Paris. 

In  the  lighter  weight  fabrics  that  must  always  come 
into  prominence  when  rough  finished  fabrics  and  plain 
tailored  suits  are  the  vogue,  fashion  is  favoring  crepes 
and  crepolines. 

The  finish  must  be  of  the  softest,  and  it  is  more  a 
crepe  effect  than  a  heavily  marked  crimp  that  is  desired. 

Crepe  voiles  is  a  new  popular-priced  fabric  that  has  the 
fine  crimp  and  semi-transparent  effect  that  fashion  is 
now  demanding.  The  higher  priced  sik  and  wool  crepes 
some  of  the  most  ibeautiful  fabrics  of  the  season  are 

produced. 

Shots  are  prominent  in  'all  leading  weaves  and  shot 

crepons  and  eoliennes  are  numbered  among  the  season's 
new  effects. 

The  New  Colors. 

Black  and  white  effects  are  very  fashionable.  Small 

blaclc  and  white  checks  are  among  the  best  sellers  in 
tailored  fabrics.  Evening  dresses  are  made  of  white 
chiffon  with  the  lower  half  of  the  skirt  of  black  satin  or 

velvet  or  veiled  with  a  deep  flouncing  of  black  Chantilly 
lace. 

-  Mixture  effects  in  grey  mannish  suitings  and  mixtures 
in  tweeds,  etc.,  are  to  the  fore.    The  new  colors  are  clear- 

ii'er  and  brighter  in  tone  than  those  that  have  been  worn 
,ini  th^  past  f  pw  seasons. 

Among  the  new  Spring  shades  that  promise  to  be- 
come fashionable,  are  Bleriot,  a  clear,  full  blue,  frangon- 

ard,  a  soft  greenish  blue,  syringer  a  delicate  orchid  pink, 

cliaudrou,  burnt  copper,  peridot,  a  soft  yellowish  green, 

mastique  or  putty  color.  China  yellow,  and  warm  nut 
browns  are  new,  and  there  is  an  inky  blue  shade  that 
is  much  used  in  nino.n  and  gauze  for  veiling  the  new 

Oi'iental  printed  silks.  Mauve,  old  rose  and  Saxe  blue 
or  other  leading  colors  and  reseda  and  yellowish  greens, 
aie  very  much  in  evidence. 

Color  Gamut  of  the  Barnyard.  i 

It  seems  altogether  probable  the  influence  of  Rostand's 
play  will  be  most  felt  in  the  color  range.  Already  it  has 
popularized  vivid  reds,  rich  blues,  and  orange  shades, 
but  it  will  be  seen  from  the  following  list  that  the  entire 
gamut  of  the  barnyard  is  to  be  run.  The  new  shades 
are  exquisite  and  show  the  supreme  genius  of  the  French 

as  colorists.     The  color  group  is  as  follows: — 
Forest,  la  foret;  frog,  la  grenouille;  Rostand,  derived 

from  the  name  of  the  'author;  toad,  le  crapaud;  guinea 
hen,  la  pintade;  grand  duke  (king  of  the  night  birds),  le 

gran  due;  wild  cat,  le  chat  huant;  cock's  spur,  1 'ergot; 
ovv'l,  le  hibou;  butterfly,  le  papillon ;  pheasant  hen,  le 

faisane;  blue  jay,  legeai;  night,  la  nuit ;  cock's  comb, 
la  Crete ;  peacock,  le  paon ;  chantecler,  derived  from  the 
name  of  the  play;  rising  sun,  le  soleil  levant;  the  chick, 
le  poussin ;  Sands  of  Cambo,  derived  from  the  name  of  the 

estate  of  Rostand;  pond,  la  mare;  blackbird,  le  merle; 

dog  patou,   and   cock-a-doodle-do,   Cocorico. ^  ,:, 

Foulards  and  Shantungs. 
►ihantungs  and  foulards  are  the  two  silks  most  in 

evideiice  for  the  coming  Spring  and  Summer  season. 
Not  only  Vvill  the  natural  shantungs,  wnjch  are  sent  over 
from  Chitfa  in  such  quantities  be  used,  but  the  many 
fancy  weaves  from  Lyons,  in  cheviot,  herringbone,  natte, 
and  newer  still,  in  Jique  weave  will  be  immensely  popular. 

Crepe  weaves  are  very  fashionable,  and  a  novelty  is  the 
Chinese  silk  in  crepe  finish,  which  can  be  had  in  'both 
double  and  single  width,  and  which  is  suitable  for 
both  costume  and  evening  wear. 

In  foulards,  both  soft  twill  and  peau  de  sole  gTOunds 
tell  freely,  but  the  latest  favorite  is  the  radium  weave. 

For    tailored    suits  '  diagonal    serge    foulards    £(£fe'    shown. 
Satin  foulards  with_  over-prints  in  small  squares  and 

spots  are  sho\\^h.  Sorhe  of  these  effects  have  neat  bord- 

ers. Cashmere  printings  are  another  novelty  likely  toj  be- 
come popular  for  combination  with  plain  fabrics. 

The  most  fashionable  designs  in  foulards  are  small 

spots,  checks,  grille  checks  and  geometrica  devices. 
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Buy  Your  Silks  From 

Silk  Specialists 

Silk — and  nothing'  but  silk — is  our 
line  of  business.  We  are  Silk  Speci- 

alists in  every  sense  of  the  term.  We 

can  ofiFer  you  a  wider  range  of  quali- 
ties, shades  and  prices,  and  give  you 

better  service  in  every  way  than  any 

other  firm  in  the  Dominion.     Try  us. 

A  Partial  List 

ChiffoD  Tussore — The  latest  crea- 
tion in  rough  weave  silk,  cross 

dyed,  25  new  colorings. 
La  Tosca — Raw  silk. 
Tokio — Costume  silk 

"Iris" — Rough  weave  silk,  cross 
dyed,  24  inches  wide,  extra 
heavy,  20  colors. 

Shantung  Silks — Direct  from  our 
own  warehouse,  in  Chefoo, 
China.    All  widths  and  weights. 

Japan  Taffeta  and  Habutai — Dir- 
ect from  our  own  office  in  Yo- 

kohama, Japan.  All  widths 
and  weights. 

Black  Summer  Silks — In  Peau  de 
Soie,  Messaline,  Paillette,  Taf- 

feta, Louisine. 

A.  S.  KING  CO. 
CHEFOO 
YOKOHAMA 
LYONS 
ZURICH 
NEW  YORK 

LIMITED 

24  Wellington  Street  West 

Tht  Old  Ishikawa  'Premiaea 

TORONTO,  ONTARIO 

For  produciiiir  the  shot  effects  of  the  Paris  models, 
fine  transpnrent  silk  crepes  and  crepons  are  used.  Shots 

are  shown  in  all  the  leading-  silk  fabrics.  In  silks  there 
are  shot  moires,  satins,  taffetas,  paillettes,  and  also  in 
ninoiis.  chiffons,   and   marquisettes. 

V 

What  Paris  is  Showing. 

Of  the  greatest  importance  to  buyers  who  are  prepar- 
ing for  the  Fall  season,  is  a  knowledge  of  the  materials 

used  in  the  development  of  fashions  for  the  early  Spring. 
The  tailored  suits  are  built  upon  straight,  simple  and 

severe  lines,  and  the  materials  are  mannish  and  with 

sluirt  narrow  skirts.  Many  of  the  latest  models  are  com- 
posed of  two  fabrics,  the  second  being  introduced  as  a 

wide  hem,  to  finish  the  plain  skirt.  Serge  continues  to 

be  the  most  worn  fabric  and  diagonals  are  much  in  evi- 
dence. There  is  also  a  strong  feeling  for  checks,  particu- 

larly in  the  new  rooster  track  weave,  and  for  wear  on 
cold  days,  the  tailored  suits  are  developed  in  such  fabrics 
as  unfinished  worsteds,  close  shaven  cheviots,  knotted 

yarn  goods,  matte  weaves  and  rough-surfaced  Scotch 

goods. 
For  less  formal  occasions,  dressy  tailored  suits,  built 

upon  simple  lines  are  worn.  Many  of  the  coats  show  the 
side  fastenings  with  the  turndown  collar,  and  are  belted 
with  patent  leather  belts,  the  skirt  is  caught  in  around 
the  feet  by  a  band  of  silk  or  of  a  different  fabric  to  the 

gown.  Skirts  also  are  pleated  and  plain-gored  and  cir- 
cular models  are  much  worn.  Tunic  arrangements  are 

also  numerous.  Fine  serges,  cashmere  cloths,  new  jac- 
quard  fancy  weaves,  armouses,  novelty  crepes,  frosted 
crepes,  voiles,  wool  taffetas  and  face  cloths,  etc.,  are 
used  in  developing  this  class  of  suit. 

  ♦   

Measuring  Piece  Goods  Without  Unrolling. 
To  measure  piece  goods  without  the  necessity  of  un- 

rolling,   measuring    and    re-rolling,    the    following    simple 

method  will  prove  useful: — 
Take  width  of  board,  add  ha!f  circumference  of  good.s, 

multiply  by  number  of  folds  on  one  side  of  board  a,nd 
divide  by  36. 

Half  the  circumference  is  obtained  by  running  the 

tape  measure  around  the  piece  of  goods,  not  tightly,  so 

as  to  compress  it,  but  snugly.  This  will  give  the  full 
circumference.     Half  this  is  what  is  required. 

Great  caution  should  be  observed  with  this  method; 

counting  of  folds,  etc.,  should  be  very  accurately  done. 
If  the  merchant  can  depend  on  his  clerks  doing  the  work 

carefully,  or  if  he  does  the  measuring  himself,  he  can 
use  this  method  to  great  advantage  at  stocktaking.  It 
saves  a  great  deal  of  time  and  labor  and  preserves  the 

look  of  the  stock,  for  unless  goods  are  carefully  rolled 

they  present  a  very  sloppy  and  untidy  appearance. 
If  the  merchant  feels  any  doubt  as  to  how  this  method 

might  be  carried  out  by  his  staff,  it  would  be  advisable  to 
follow  the  ordinary  plan  of  measuring. 

There  is  a  measuring  machine  on  the  market,  which 
gives  accurate  results,  and  in  a  large  store,  or  in  a  store 

where  time  is  a  consideration,  this  machine  would  facil- 
itate stocktaking  operations.  It  is  said  to  do  the  work  of 

five  or  six  men  a  day.  Adjustable  clamps  fit  closely  on 
either  side  of  the  piece  to  be  measured,  the  machine  is 
held  in  position  with  right  hand  by  means  of  a  bar  or 
tube,  running  across  the  top  containing  an  indicator. 
The  operator  counts  the  folds  of  the  piece;  turns  the 
wheel  on  end  of  machine  and  indicator  shows  length  of 

piece. 
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SCARLET 
Serges 

and 

Broadcloths 
for 

Hunting,  Golfing,  Cycling  and  Outing 

Coats,  for  Men  and  Women,  also  in  great 
demand  for 

Children's  Coats 
We  show  a  great  variety  of  weights  and 

weaves     in     the      different      qualities. 

Samples  on  request. 

Nisbet  &  Auld,  Limited 
TORONTO 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Panne  Cloths,  Zibelines,  Mat  and  Basket  Effects  for  Fall 
Colors  Shown  in  New  York  which  Indicate  Radical  Departure  for 

New  Season  —  Largest  Demand  for  Spring  and  Summer  is  for  Serges, 
Crashes  and  Homespuns  —  Mohairs  an  Important  Line  —  Wool  Crepes. 

Staff  Correspondence. 

ORice  of  The  Dry  Goods  Review, 
160  Broadway,  New  York,  March  31. 

IT  i.s  expected  that  panne  cloths  will  hold  the  strong
 

first  place  in  this  capacity.    The  zibelines  as  novel- 
ties are  being  exploited  in  the  long  haired  effects. 

They  are  shown  employing  numbers  of  colors  which 

is   a   radical   departure  for  the   new   season.    The  fabrics 

are  attractive,   however,    and   will  no   doubt   be   well,  re- 
ceived. 

The  mat  and  basket  effects  are  the  high'clas.s'  favor- 
ites in  weaves  for  the  new  materials.  Diagonals  will 

also  have  strong  representation. 

Spring  and  Summer  dress  goods  are  now  being  ex- 
tensively exhibited  in  the  dress  goods  centres  of  leading 

retail  stores.  The  openings  which  are  now  claiming  the 

most  attention  of  merchants  are  featuring  many  attrac- 

tive and  interesting  materials  that  were  brought  out  at 

the  beginning  of  the  buying  season. 

The  largest  demand  so  far,  has  been  for  serges,  in 

the  various  weaves  and  weights,  but  mostly  for  those  of 

light  and  medium  weight  in  a  comparatively  smooth 

finish.  These  lines  are  made  up  of  French  serges  and 

others  of  a  similar  weight,  but  of  a  weave  carrying 

somewhat  more  of  a  fancy  touch  to  them,  and  bearing 

the  general  name  of  diagonals  of  which  there  are  any 
number  of  different  surface  finishes. 

Serges  in  Strong  Place. 
In  fact  serges  are  the  most  popular  fabrics  for  the 

Spring  season.  They  have  been  generally  favored  by  all 

classes  of  consumers.  Everything  is  being  taken  from  a 

fine  imperial  serge  through  the  whole  line  of  serge 

weaves,  including  surahs.  Hard  finished  fabrics  are  be- 

ing shown,  but  the  greater  demand  is  for  softer  quali- 
ties. In  the  higher  priced  goods  for  popular  selling, 

heavier  and  rougher  serges,  cheviots  and  diagonals  in 

one  and  two-toned  effects  have  been  chosen  and  mannish 

worsteds  and  fabrics  of  a  similar  finish  and  weight  with 

hair-line  stripes  have  been  in  popular  demand.  Such 

stripes  are  out  in  .serges  of  the  lighter  weights  as  well. 

Among  the  most  popular  fabrics  are  cra.shes  and 

homespuns  which  are  being  taken  extensively.  These 

have  been  produced  in  many  attractive  effects,  illumin- 
ated with  nubs  of  high  colored  yarns. 

Mohairs  and  Sicilians  in  light,  glossy,  pliable,  weights 

in  both  plain  and  fancy  weaves  occupy  a  very  high  posi- 
tion in  the  regard  of  the  buyers  and  the  sales  at  retail 

have  been  satisfactory.  A  wide  range  of  colors  has  been 

brought  out  and  plain  white  and  cream  grounds  are 

among  the  best  things  of  the  season  for  summer  wear. 

Hair-line  stripes  in  black  and  white  and  cream  ground 

are  among  the  good  sellers,  also.  Hair  lines  in  other 

materials  are  also  looked  upon  with  great  favor.  ^ 

Corded  Fabrics  in  Favor. 

Diagonals,  bedford  cords,  fine  closely  woven  cords 

and  Russian  corded  fabrics  are  being  sold  steadily  in  re- 
tail centres.  Poplins  and  heavier  cords,  together  with 

many  cords  having  a  flat  surface  similar  to  ottomans 
have  received  considerable  favor.  They  are  offered  at 

comparatively  moderate  prices,  which  together  with  their 
general  beauty  of  finish  places  them  among  the  list  of 
popular   sellers. 

Greys  have  found  favor  in  way  of  fancy  suitings,  but 
fancy  colors  showing  flaked  effects  and  stripes  of  con- 

trasting colors  have  also  appealed  to  consumers.  Many 
novelty  materials  showing  checks  are  also  in  demand. 
The  chief  favorites  among  the  latter  are  the  black  and 
white  effects.  Colored  checks  are  also  among  the  good 
sellers. 

Fancy  Checks  and  Hair  Stripes. 
Mohairs  are  again  one  of  the  important  lines  of  the 

season.  They  come  in  plain  weaves  and  in  black  and  all 
colors,  and  in  an  immense  variety  of  fancy  weaves.  The 
fancy  checks  and  hair  stripes  hold  the  lead  among  the 
fancy  weaves.  The  fabrics  offered  for  this  season  show 
a  finer  finish  than  heretofore  and  the  material  itself 
seems  more  adaptable  to  a  larger  variety  of  usage. 
Mohair  is  an  ideal  fabric  for  summer  suits.  It  is  also 

in  demand  for  outer  garments  and  is  brought  out  in 
rich  colors,  and  white  and  black  effects  are  good,  but  all 
colors  are  selling,  however. 

In  the  fancy  weaves,  the  all  white  is  growing  more 
popular  every  day.  Especially  good  are  the  herringbone 

-effects  in  serges.  In  the  better  qualities  some  very  beau- 
tiful crepe  effects  have  been  brought  out.  In  plain  and 

fancy  effects  black  is  rapidly  increasing  in  demand. 
In  silks,  better  fabrics  are  being  shown  extensively. 

The  leaders  this  season,  are  pongees,  shantungs  and 
tussahs.  They  are  shown  in  a  marvelous  variety  of  very 
attractive  styles  which  will,  without  doubt,  aid  their 
selling  values  in  retail  centres.  Besides  the  variety 
shown  in  weave,  they  come  in  many  different  weights 
and  qualities,  making  them  available  for  use  in  almost 
any  kind  of  a  suit  or  costume,  or  for  outer  harments. 
Many  of  them  are  attractively  woven  to  imitate  the  new 
things  in  woollen  goods,  such  as  serges,  diagonals,  cords 
and  other  fancy  weaves. 

A  great  variety  of  taffetas  are  being  shown  in  plain 
and  fancy  weaves  and  in  a  wide  variety  of  colors.  Checks 
and  pin  stripes  are  the  best  sellers,  and  black  and  white 
effects  are  particularly  good.  Glace  or  shot  taffetas  are 

very  popular  for  linings  and  skirts  as  well  as  for  cos- 
tumes and  suits.  The  changeable  effects  produced  in 

these  are  among  the  most  successful  silks  of  the  season. 

Fabrics  for  Evening  Wear. 

Soft  light  weight  satins  in  small  figures  and  in  light 
weight  are  favorites  for  evening  wear  and  for  linings. 
Chiffons,  crapes,  and  veilings  are  being  taken  for  dressy 
costumes  and  gowns.  .Tacquards  on  taffeta  and  serge 
grounds  are  fairly  good. 

Embroidered  silk  and  wool  cre|)es  have  been  brought 

out  in  a  beautiful  lino  of  patterns  and  colors.  The  pat- 
terns are  small  detached  figures  and  are  very  effective. 

High-class  eoliennes  are  being  shown  in  two-tone  effects 
for  novelties  for  gowns. 

Foulards  are  out  in  more  variety  than  it  was  ever 

before  thought  possible  to  produce  them  and  this  ap- 
plies not  alone  to  the  designs,  but  also  to  the  weaves 

and  they  are  shown  in  both  single  and  double  widths. 
.Ml  colors  that  are  good  in  other  lines  are  selling  in 

these. 
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Serpentine  Crepe 
The  peculiar  crinkly  weave  of  this  fabric  puts  it  in 

a  class  by  itself,  and  gives  it  a  richness  and  style 

unequalled  by  any  other  dress  material    at   its   price. 

We  are  showing  a 

large  rartge  of  prmt- 

ed  designs  m  several 

colors;  also 2 6  plain 

shades. 

Retailers  should  not 

be  without  Serpentine 

Crepe,  because  to-day 
it  is  the  recognized 
material  for  Kimonas, 
Dressing  Sacl^s, 

House  Gowns, 

Dresses,  etc.,  etc 

Do  not  handle  imitations,  but  get  the  genuine — 

Serpentine  Crepe 
always  from 

GREENSHIELDS  LIMITED 
MONTREAL 



Cotton  Acreage  is  Not  Measuring  Up  to  the  Demand 
Must  be  Big  Decrease  of  Cotton  Goods  on  Counters  of  World,  Says 

an  Authority -Advancing  Prices -Domestic  Requirements  by  no  Means 
Pai  amount  -  British     Manufacturer     Looking    to    India    and    Africa. 

THE  eutiou  sitiiatiaii  is  om  of  the  iiileresliiig-  lopit-s 
ill  the  industrial  world  to-day,  aiul  the  supply  of 
raw  cotton,  the  demand  for  the  same,  aiul  tin- 

prospects  of  inei-easing:  the  supply  in  keeping  with 
the  demand  are  subjects  wiiich  give  rise  to  nuu'h  dis- 
cussion. 

lu  a  recent  interview  on  these  questions,  from  the 

Canadian  manufacturer's  viewpoint.  A.  ().  Dawsou,  of  the 
Canadian  Colored  Cotton  Co.,  Ltd..  Monlreal.  gave  the 
following  information  to  The  Review: 

'•The  visible  supply  of  raw  cotton  to-day  is  12.900.1)00 
bales  of  all  classes  of  cotton.  Last  year  at  tlie  same  time 
it  was  14,000.000  bales,  showing  that  there  is  a  large 
shortage,  which  would  have  been  greater  had  it  not  been 
that  the  mills  of  the  world  have  been  curtailing  lieavily. 
The  American  cotton  crop  of  the  past  year  was  some 
3.000.000  bales  less  than  the  crop  of  the  year  before,  so 
it  is  quite  apparent  that  there  must  be  'a  big  decrease  in 
the  amount  O'f  coittou  goods  on  the  shelves  and  counters  of 
the  world.  Buying  has  been  done  sparingly  for  some 
mouths  back,  on  account  of  the  high  prices  prevailing,  but 
it  would  appear  as  if  these  high  prices  could  be  maintained 

for  at  least  several  months  to  come." 

"In  fact."  Mr.  Dawson  went  on  to  say,  "unless  the 
drouth  in   Texas  is   broken   very   soon,  it   will   mea,n   that 

La  tosca  twill   wrapperette  designs      Shown    by   the   Mount 
Royal  Spinning  Co.,  Montreal. 

there  will  be  another  very  small  crop  of  cotton  in  thai 

state,  and  as  Texas  is  the  largest  cotton-producing  state 
in  the  Union,  a  great  deal  depends  upon  the  conditions 

there.     If  the^  weather  conditions  are  sueh  as  to  prevent 

a.n  ulul^ually  large  crop  being  grown  this  year,  the  co^tton 

prices  arc  nmre  likely  lo  advance  than  otherwise." 
Speaking  of  the  position  of  Canadian  mills  in  regard 

uj  the  supply  of  raw  cotton,  Mr.  Dawson  stated'  that  it 
was  generally  understood  that  they  have  supplied  them- 

selves with  cotton  to  cover  their  sales  for  a  few  months 

to  come,  but  naturally  their  purchases  have  been  made 

at  very  hig'h  figures.  The  cotton  mills  of  Canada  use 
about  125.000  bales  of  raw  cotton  annually,  and  the  quan- 

tity will  increase  witli  the  increase  in  the  number  of  spin- 
dles. The  cotton  used  in  Canada  comes  largely  from  the 

Southern  States,  though  a  certain  amount  from  Egypt, 
India  and  China  is  also  utilized. 

Mr.  Dawson  st'ated  that  the  variety  of  uses  to  which 
i'()tt(jn  is  put  is  cmistantly  growing  greater,  and  as  a  re- 

sult much  more  cotton  is  needed.  The  acreage  has  not 
kept  pace  with  the  demand,  as  so  much  land  which  might 
be  used  for  cotton-growing  is  devoted  to  the  growing  of 
(-iirii  and  other  crops.  Then,  too,  more  careful  attention 
lo  the  land  on  which  cotton  is  cultivated  would  tend  to 

increase  the  amount  of  the  crops  and  bring  the  supply 
more  on  a  level  with  the  demand. 

Possibilities  in   India. 

The  cotton  interests  in  England  are  naturally  very 
much  concerned  over  the  cotton  situation  at  the  present 
time,  and  the  sources  of  supply.  This  is  very  natural  in 
view  of  the  importa.nce  of  the  cotton  industry  to  Great 

Britain.  Tlie  fact  that  the  question  is  a  vital  one  is  em- 
ph'asized  by  the  fact  that  directly  and  indirectly  no  fewer 
than  lO.'00O,O04)  people  are  dependent  upon  the  industry 
for  their  livelihood.  The  British  cotton-growing  move- 

ment is  being  strongly  supported,  and.  the  International 
Cotton  Federation  has  ca.used  an  inquiry  to  he  made  into 
the  possibility  of  extending  the  production  of  cotton  in 

India.  The  results  are  satisfactory,  the  agent  having  re- 

ported that  a  crop  of  10,000,000  bales  might  be  'looked  for 
in  four  oi'  five  years,  if  the  matter  of  cotton-growing  is 
properly  taken  up. 

The  British  Cotton-Growing  Association  has  proved 
thai  cotton  can  be  grown  successfully  within  the  British 

Empire,  in  every  quality  required  by  Lancashire.  The 
pioneer  work  has  been  done,  the  movement  has  been  sup- 

ported by  the  Government,  and  satisfactoi'v  developments 
may  be  looked  for. 

V 

Many  Improvements  in  Fall  Lines. 
The  new  samples  shown  by  the  mills  for  Fall  show 

many  improvements  over  former  samp'es.  Patterns  and 
coloi-s  have  been  added  to.  and  some  entirely  new  lines 
liave  been  introduccil,  which  are  meeting  with  the  ap- 

proval of  the  trade,  as  is  evidenced  'by  early  orders. 
.\mong  the  new  lines  is  a  new  kimona  cloth,  made  by 

I  lie  Dominion  Textile  Company,  Ltd.,  called  velvet  robe. 
This  is  better  for  the  purpose  for  which  it  is  intended 
I  linn  anything  which  they  have  shown  before. 

The  Mount  Royal  Spinning  Company,  Ltd.,  have  also 
introduced  a  new  line.  This  is  a  printed  wrapperette 
cloth,  called  La  Tosca  twill,  and  will  retail  at  popular 

prices.  The  price  quoted  is  extremely  low  in  order  to 
meet  foreign  competition. 

Staple  lines  are  in  excellent  request.  There  is  an 

exceptionally  heavy  run  on  flannelette  and  Saxonies,  and  " 
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The 

Wrapperette 
Range 

Wholesalers  are  now  selecting  from  the  new  range  of  Wrapperettes,   which 

they  pronounce  the  best  yet  from  the  viewpoints  of  patterns,  finish  and  colorings. 

Hundreds  of  New   Patterns 

Clearly  Printed  Beautifully  Colored 

Your  Wholesaler  will  show  you  samples  next  month. 

Ask  to  see  the  range  of  these  numbers. 

Most  Wholesalers  sell  them  under  these  names  : 

Empress  Suitings 

Empire  Twill 
Velvet  Robes 

"There's    more    profit    in    Canadian    printed    goods." 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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LA  TOSCA  TWILL 

The  Best  10c  Line  of 

Wrapperette  in  the  Market 

The  Mount  Royal  Spinning  Company 
LIMITED 

Selling  Agents  : 

THE  D.  MORRICE  COMPANY.  Limited,    :    Montreal,  ToroDto.  Winnipeg 

® 
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wrapperettes  and  cotton  dress  goods  are  selling  actively. 
In  all  these  lines,  there  is  a  great  variety  of  new  designs, 
which  is  helping  trade.  Apron  ginghams  are  particularly 
strong,  and  there  is  a  very  heavy  demand  for  cotton 
blankets. 

It  took  a  .long  time  to  convince  buyers  that  cotton 
was  really  high  in  price,  and  that  it  had  reached  this 
high  level  with  every  prospect  of  remaining  there  for 
some  time,  but  finally  they  have  come  to  the  conclusion 
apparently  that  it  was  no  fairy  tale  that  the  mills  were 
paying  an  exorbitant  price  for  the  raw  material,  and  as  a 
result  the  finished  goods  could  not  be  produced  at  the 
ordinary  prices.  The  mills  are  taking  exceptionally  good 
placing  orders,  proving  that  stocks  are  at  rather  'a  low 
ebb,  and  that  buyers  are  not  looking  for  a  near  return  to 
a  lower  price  level. 

The  mills  are  still  working  on  a  very  low  margin  of 
profit.  This  is  being  done  in  order  to  produce  goods  at 

popular  prices  'and  to  meet  foreign  competition.  The  new 
price  lists  issued  by  the  mills,  show  some  increases,  but 
not  to  the  extent  that  the  price  of  the  cotton  used  in  the 
manufacture  of  the  goods  would  warrant.  While  the 
mills  are  covered  for  a  few  months,  their  purchases  were 
made  at  a  high  figure.  Considering  the  cost  of  the  raw 
material,  retailers  will  be  paying  a  small  price  for  the 
g:oods,  when  one  considers  what  would  be  warranted, 
should  prices  be  based  upon  the  price  of  cotton  at  the 
present  time,  with  &  fair  profit  to  all  ̂ concerned.  The 
buyer  should  figure  upon  the  advanced  prices  asked  fur 

the  raw  material,  when  considering  whether  he  is  paying 
too  much  for  his  goods  or  not,  rather  than  compare  prices 
which  he  is  paying  to-day,  with  prices  asked  before  the 
advance.  This  would  prove  to  him  that  relatively  he  is 
not  paying  so  much.  While  the  chances  are  th'at  ther.^ 
will  be  no  advances  in  present  prices  before  the  new  crop 
is  available,  there  is  no  prospect  of  a  drop. 

No  Advantage  in  Holding  Off. 
There  is  no  advantage  in  holding  off  placing  ordei-s 

for  Fall.  Judging  by  the  way  business  has  begun,  and 
the  way  sorting  business  has  been  done,  there  is  likeli- 

hood of  some  difificulty  in  filling  orders,  and  the  fact  that 
cotton  is  in  such  short  supply  must  also  be  taken  into 
consideration.  Recent  reports  are  to  the  effect  that  there 

are  within  the  neighborhood  3,€'0O,00'0  bales  less  at  the 
present  time,  than  at  the  same  time  last  year.  The  fact 
that  the  Egyptian  crop  has  been  a  failure,  owing  to  the 
flooding  of  the  cotton  fields  by  the  overflowing  of  the  Nile, 
further  aggravated  by  irrigation,  will  have  a  marked  ef- 

fect in  curtailing  the  supply  of  cotton  for  the  manufacture 

of  the  finer  grades,  for  which  Egyptian  cotton  is  chiefly 
used.  With  the  short  supply,  there  is  an  increased  de- 

mand for  cotton  in  all  grades,  which  must  be  faced.  It 
will  be  August  before  anything  definite  can  ̂ be  stated  re- 

garding the  new  crop,  and  the  new  cotton  will  only  in- 
fluence the  Spring,  1911,  production,  which  shows  that 

there  is  every  probability  of  no  recession  from  the  pres- 
ent price  level. 
The  fact  that  many  of  the  wholesalers  appreciate  this 

state  af  affairs  is  proven  by  the  liberal  orders  which  they 
are  pla,cing  with  the  mills.  Buying  has  been  done  con- 

servatively for  so  long  that  no  one  is  over-stocked,  hence 
the  necessity  for  placing  good  orders  in  order  to  cover 
fur  the  Fall  demand.  So  far  there  is  no  excited  dem'and, 
but  a  good  healthy  placing  business  is  being  done,  which 

augurs  Avell  for  the  season's  trade. 
Wholesalers  will  have  their  samples  complete  by  the 

middle  of  May  and  are  anticipating  good  business  in  spite 
of  the  price  question.  Business  conditions  are  good,  gen- 

erally, and  the  country  is  rapidly  recovering  its  normal 
state  after  the  financial  stringency  of  a  couple  of  years 

ago. 

SMART  BUYERS 
with   a    keen    eye   for   selling-points   that   will    appeal  to   customers, 

and   an  appreciation    of   value,   should   see   the 
NEW    PATTERNS    OF 

L 
A 
M 
B 
A 
ffegd. 

LAMBA J^e^d. 

The  world's   best   fabric— equal  to  Ceylon  Flannel,  at   half   the   price. 

CONSIDER  THESE  POINTS 

A    standard   quality   all   over   the   world.     Value   unsurpassed. 

Permanent    finish — washes   like   new   every   time. 
Safe   and   healthy   to    wear.     Always  the  latest   designs   in  fast  colors. 

Fully  guaranteed  by  the  makers. 

L 
A 
M 
B 
A P'^d. 

SEE     "LAMBA"    STAMPED    ON    THE    SELVEDGE— IT'S    RIGHT 
l¥i^ 

&  R.  Morley 
LONDON 
England   

Stocked  by 

Mclntyre  Sons  &  Co.,  Ltd. 
MONTREAL 

Canada 

J.  &  N.  Philips  &   Co 
MANCHESTER 

England 
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COTTON   VELVETS 
The  fast-dyed  and  beautiful  velveteens  of  to-day 

take  precedence,  for  richness,  lustre,  draping  quali- 

ties   and  utility,    over   the   silk   article.         j^       j^ 

FOR  COSTUME 

PURPOSES  USE 

NONE  BUT 

FAST-DYED 

VELVETEENS. 

\ 

THE  outstanding  feature  in  the  velve- 
teen situation  at  the  present  is  the 

keen  interest  which  Paris  has  shown  in 
the  material. 
The  material  has  been  very  largely  re- 

presented among  the  model  gowns  of  all 
the  leading  Parisian  houses,  and  other 
Continental  fashion  centres  have  shown 
almost  as  keen  an  interest  in  velvet  and 
velveteen.  Even  less  than  a  dozen  years 
ago  Paris  couturiers  confined  themselves 
lo  silk  velvets  for  their  pile  garments, 
but  to-day  they  are  not  only  largely  em- 

ploying cotton  velvets  but  are  actually 
2;iving  them  the  preference  tor  very  many 
purposes.  This  change  of  policy  is  not 
due  to  any  whim  on  the  part  of  the  Rue 
de  la  Paix,  but  is  entirely  due  to  the  re- 

volution which  has  taken  place  in  the 
manufacture  of  cotton  velvets  during  the 
last  decade  or  so. 
The  draping  qualities  of  cotton  velvets 

certainly  surpass  those  of  the  silk  ar- 
ticle, and  are  altogether  of  a  superior 

order  to  what  was  possible  with  the  cot- 
ton material  a  very  few  years  ago.  For 

long  what  stood  in  the  way  of  the  em- 
ployment of  the  velveteen  for  the  best 

class  of  gown  was  a  degree  of  looseness 
of  the  dye,  and  since  this  problem  was 
solved  by  Messrs.  J.  and  .1.  M.  Worrall, 
Ltd.,  about  three  or  four  years  ago,  the 
favor  extended  to  velveteen  has  wonder- 
fullv  increased."— The  Drapers'  Record. 

DYED   AND   FINISHED  BY 

BUT  IF  YOU  WANT 

FAST-DYED  GOODS 

IT  IS  ESSENTIAL 

TO  ASK  FOR 

"WORRALL'S 

FAST  DYES." 

J.  &  J.  M.  WORRALL,  Lm 
THE  PREMIER  VELVETEEN  DYERS  OF  THE  WORLD. 

MANCHESTER. 
ENGLAND 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Good  as  Gold White  as  Snow 

WABASSO 
Wabasso  Cotton 

The  Cloth  of  the 

Canadian  Home 

Lon^  Cloths 
Cambrics 

'CWabftSSO 

I 

THE  TRADE  MARK  OF  PURITY 

FOR  LAWNS,  NAINSOOKS, 

CAMBRICS,     LONGCI.OTHS 

Madapolams 
Nainsooks 

Lawns 

The  WABASSO  COTTON  CO.,  Ltd. 
Address  all  correspondence  to  the  Mills. THREE  RIVERS,  QUEBEC 

Please  mention  The  Rcvieiv  to  Advertisers  and  Their  Travelers. 
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100  Wellington  Street  West,  Toronto 

The  Most  Perfect  Lines 
of  Underwear  Made 

in  Canada 

and 

descent  t* 

^rand 
Manufactured  by 

S.  LENNARD  &  SONS 

DUNDAS,  ONT. 

One  of  the  reasons  for  the  admitted 

superiority  of  these  brands  is  the  fact 

that  we  have  been  making  them  so 

long  that  we  have  learned  how  to 

make  better  goods  than  any  other 

Canadian  manufacturer.  This  is  not 

simply  OUR  opinion.  It  is  the 

opinion  of  the  merchant  who  sells 

underwear — and  what  is  more  impor- 

tant to  you — of  the  consumer  who 
WEARS  it. 

Value 

Convertible    into    cash,    is    what    we 

offer  you  for 

Autumn 
19  10 

in  Cashmere  Gloves  (import) 

Ringwood  Gloves         " 

Cashmere  Hose  " 

Knitted  Woolens  " 

Lennard's  Underwear  and 

"Avonknit"  Toques,  Sashes, 

Hosiery,  Mitts,  Gloves, 

Hockey  Caps  and 

Neck  Mufflers 

We  can  add  to  your  profit  in  these 

lines  for  next  season's  selling. 

See    our    samples    of   these    goods 

before  buying  for  Fall,  1910. 

Richard  L.  Baker  &  Co. Toronto 



;?':.'/";'\'j» 

^^•
s 

i^^m Si fl 
W^ 

^-^-v.y  '-^ 

M 
mi 

T/l-av 

Mills  Very  Busy  and  Prices  Decidedly  Firm 
Sweater  Coat  Has  Had  Wonderful  Effect  on  Sales— Manufacturers' 
Agent  Denies  That  German  Producers  Were  Assisted  by  Government 

During  Surtax— British  Workers  Alert  to  Importance  of  Canadian  Trade 

THE  demand  for  all  classes  of  knitted  goods 
 for 

the   Spring   and    Summer   seasons,   and   for  Fall 

■placing  has  been  such  as  to  give  strength  to  t'he 
advancing  tendency  in  prices  primarily  caused  by 

the  tightness  of  raw  wool  and  cotton. 
The  knitting  mills  are  as  busy  as  they  can  possibly  be 

and  in  some  quarters  backward  deliveries  are  reported. 
So  far  as  Fall  business  is  concerned,  all  indications  point 
to  a  heavy  demand,  with  western  trade  still  showing 

steady  growth.  The  sweater  coat  will  again  be  a  promi- 
nent factor.  It  is  done  much  to  swell  sales  in  the  men's 

and  women's  sections,  and  by  originality  of  designs  and 
careful  study  of  the  practical  requirements  of  the  Can- 
adlian  market,  manufacturers  have  given  the  sweater  coat 
tihe  permanence  of  an  institution. 

British  Manufacturers  Active. 

In  connection  with  men's  wear  lines,  it  is  worth  noting 
with  regard  to  prices,  that  some  British  manufacturers 
have  wit'hdra.wn  bheir  price  lists,  and.,  while  they  will  do 
their  best  towards  satisfying  customers,  they  will  not 

bind  themselves  to  till  orders  at  old  prices.  This  is  re- 

garded as  a  certain  indication  of  higher  prices,  but  ths 

opinion  is  expressed  by  some  that  tbe  widening  com- 
petition in  Canadian  trade  may  pave  an  excuse  for  delay 

in  that  regard. 

The  representative  of  a  German  manufacturer,  dis- 
cussing the  removal  of  the  surtax,  stated  tha.t  one  effect 

would  be  seen  in  the  reintrod.uction  of  some  low  priced 

lines  of  hosiery  tihat  were  s'hut  out  on  account  of  the 

surtax.  These  lines  em'brace  plain  cotton  in  women's 

hose  and  men's  half  hose  and  ribbed  cotton 
and  lisles  for  children.  He  emphatically  denies 

the  assertion  that  German  manufacturers  were 

helped  out  with  the  surtax  by  their  government,  and 

gives  as  the  reasons  for  higher  prices  the  universal  ad- 

vance in  price  of  raw  material  and  a  slight  re-adjustment 
in  certain  lines  that  were  reduced,  during  the  imposition 
of  the  surtax  to  meet  definite  limits. 

New  Feature  in  Sweater  Coats. 

In  women's  sweater  coats,  the  present  style  is  made 

with  lo.ng  collar  following  the  style  of  the  ordinary  coat, 

while  for  Fall  one  of  the  favored  styles  will  still  be  the 

sihort,  collarless  jacket.  The  knee  length  coat  had  a  good 

demand  for  outing  wear  during  the  past  winter,  and  will 

again  be  featured.     Russian  effects  also  promise  well. 

The  principal  colors  will  be  white,  grej-,  then  blue  and 
red  with  a  sprinkling  of  amethyst  and  tuscan. 

A  new  feature  in  sweater  coats  is  the  full-fasihioned 
shoulder.  The  sleeve  is  knitted  to  the  garment  in  a  curve. 
This  feature  will  do  away  with  the  discomfort  of  ibulkiness 
under  the  arms  caused  by  the  sleeves  being  attached  in 
the  ordinary  way. 

The  usual  colors,  grey,  blue,  garnet  and  white  will 
prevail  with  combinations  of  these  colorings. 

Men's  Half  Hose  for  1 911. 
One  important  feature  is  the  development  of  plain 

colors  in  all  qualities  and  prices  of  men's  hose.  Speak- 
ing generally,  colors  will  include  greys,  resedas,  cadets, 

mauve,  navy,  browns,  tans,  and  different  shades  of  purple 
such  as  lilac,  helio,  etc. 

Fancy  knit  hose  come  in  a  great  variety  of  styles. 
Patterns  of  vertical  designs  probably  predominating.  De- 

signs va,ry  from  fine  hairline  stripes  on  plain  ground  to 

alternating  bars  of  various  width — of  contrasting  colors 
in  an  extensive  variety,  of  patterns  running  from  i/g  inch 
bars  to  even  li/^  inches  in  width. 

White  will  be  a  feature — fancy  patterns  appearing 
on  white  grounds.  This  is  a  departure  from  the  ordinary. 
This  class  of  half  hose  will  be  procurable  at  popular 

prices. Another  feature  which  is  quite  new  is  a  vertical  de- 
sign of  herringbone  stripes  separated  with  open  stitch 

giving  a  slight  suggestion  of  lace  patterns. 
Shot  rib  lisles  in  tihe  more  popularly-priced  goods  will 

be  more  in  demand.  These  are  coming  out  strong  in 
larger  variety  of  colorings.  Shot  rib  has  been  featured 
hitherto  more  in  silk  and  cashmere. 

In  the  cheaper  grades  of  fancies  there  is  less  confine- 
ment to  any  particular  purpose  or  fashion.  It  is  more 

a  question  of  getting  a  larger  range  of  patterns  than 
what  has  gone  before. 

The  designs  include  vertical  stripes,  combined  vertical 
and  circular  designs  and  checks.  If  there  is  anything 

specially  deserving  of  mention  in  twenty-five  cent  lines  it 
is  the  feature  of  a  prominent  circular  band  beneath  the 

ribbed  top  of  sock  in  more  or  less  contrasting  hues,  -while 
in  the  better  class  lines  there  is  the  daintier  effect  of 

combined  open-work  stitch  and  touches  of  contrasting 
color. 

There  is  every  indication  that  next  year  side  clox  will 
be   much   more  prominent   than   in    recent   years. 
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WARNING! 
The  design  of  the  Cap  illustrated 
on  this  page  is  REGISTERED. 
We  are  the  sole  owners  of  this 

design  and  the  only  manufacturers 
who  have  the  right  to  make  it. 

We  Will Prosecute 

anyone  infringing  on  our  rights* 
Manufacturers  or  merchants  who 

sell  any  infringement  are  equally 
liable* 

R.  M.  BALLANTYNE  Limited 
Stratford,  Ont. 

Please  mention  The  Rcviexv  to   Advertisers  and   Their   Travelers. 
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A  Pleased  Customer 

is  well  known  to  be  a  splendid  ad- 
vertisement, and  if  you  would  like 

to  have  the  largest  possible  number 

of  "Pleased-Customer- Advertise- 

ments" in  circulation,  specialize 

on  "Hygeian"  Brand  Underwear. 

has  been  on  the  market  a  long  time;  and  every  succeed- 
ing year  has  witnessed  its  persistent  growth  in  popularity. 

SOLD  BY  ALL  JOBBERS 

Eagle  Knitting  Company,  Limited 
HAMILTON        :        :        :        :        :        CANADA 

Controlled  by  J.  R.  Moodie  &  Sons,  Limited 

"HYGEIAN  WAISTS"  are  in  the  same  class. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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THE 
LINE 

THAT 
PAYS! 

GET  THE  HABIT 

of  Stocking  your  underwear  department  with 
goods  of  proved  merit ! 

WATSON'S UNDERWEAR 
has  'made  good,'  and  will  prove  for  you  a  business-bringer 
and  profit-producer. 

Sell  WATSON'S  full  range. 

AGENTS: 

EDWARD  BURNS  CO.,  Ltd.      .      1 1  7  Wellington  St.  W.,  TORONTO 
A.L.GILPIN   207  St.  James  St.,  MONTREAL 
J.  A.  MURRAY   SUSSEX,  N.B. 
BRYCE  &  CO   Box  238,  WINNIPEG 

The  Watson  Manufacturing  Go. 
LIMITED 

PARIS  and  BRANTFORD, 
ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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UNSHRINKABLE 

UNDERWEAR 
FOR  MEN 1 

RENOWNED 
POR  ITS       . 

RELIABLE ' 
QUALITIES 

^■^ 

t^. 

MHBINATIONS 
IN  nNE  ELASTIC 

I  !>  QUALITIES, VARIOUS  WEIGHTS 

PURE 
WOOL 

PERFFXTIYSHAPED 
SLPERIOR  FINISH 

ORDER  FROM  YOUR  WtlOLKALER 

A 
R 
E 

Y 
O 
U 

With  the  Hues  of  Hosiery  you  are  sellin<^?     Do 
thev  satisfy  your  customers?      If  not,  try 

MAPLE  LEAF  Brand 
okHosierYand  mitts 
Because  the  best  is  none  too  gfood  for  your  trade. 

The  Goderich  Knitting  Co.,  Limited 
GODERICH  ONTARIO 

Selling  Agents :    J,  E.  McClung,  Toronto,  for  Ontario.    Fred 
S   White.  St.  Stephen.  N.B., for  Maritime.  Gerhardt.  Han- 

ley,  McKay  Co.,  Limited,  Winnipeg,  Man.,  for  West. 
A.  L.  Gilpin,  Montreal,  Que.,  for  Quebec 

YOU  Accept 

Selling  Help? 

It  will  cost  you  nothing— yet 
it  means  dollars  in  your 

pocket,  if  you  have  bought 
or  are  going  to  buy 

STANFIELD'S Unshrinkable  Underwear 

for  next  Fall— why  not  take 

advantage  of  our  free  co- 
operative, selling-service  to 

retailers  ? 

It  w^ill  give  you  advertising 

cuts,  show  w^indow  cards, 
window  trim  suggestions,  all 

in  time  for  you  to  reap  the  full 

benefit  of  Stanfield  quality  ̂ ■ 
and  Stanfield  advertising  next  Fall. 

Why  Not  Seria a  Post  Card  To-day? 

Stanfield's  Limited,  Truro,  N.S. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SPECIAL    ANNOUNCEMENT 

The  Jaeger  Co.'s  "  Ewe  "  Brand 
IVe^istered  Trade-MarK. 

PURE  IB  BOfe^^a  ai  WOOL 

UNDERWEAR 
Under  the  Trade-Mark  shown  above,  we  introduce  to 

Canadian  customers  a  large  range  of  Men's,  Ladies'  and  Child- 

ren's Pure  Wool  Underwear,  in  every  respect  rendered  as  un- 
shrinkable as  other  goods  which  are  placed  on  the  market  as 

'*  Unshrinkable." 

These  goods  will  be  designated  by  quality  numbers  instead  of  by  letters,  acd  will 

be  made  from  guaranteed  pure-wool  yarns  with  high-grade  pure-wool  furnishings.  Our 
old  standard  JAEGER  Trade-Mark  qualities,  L,  G,  K,  KK,  S,  B,  A,  F,  FF,  bearing  the 

diamond  mark  which  contains  Dr.  Jaeger's  portrait,  remain,  of  course,  the  highest  grade, 
unchanged  in  quality  and  finish. 

We  point  out  that  the  Jaeger  Co.'s  "Ewe  "  Brand  is  produced  with  every  feature 
of  value  which  can  be  given  at  the  moderate  prices  quoted,  enturing  a  large  pcpuJa] 
demand. 

■    The  "EWE  "  Brand  goods  will  be  on  the  market  for  fall,  1910,  and  our  travellers 
are  now  on  the  road  with  the  new  samples. 

The  Dr.  Jaeger's  Sanitary  Woollen  System 
Company,    Limited 

Wholesale  Warehouse,  52  Victoria  Square,    MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Gv.  DRY 

WINDOW 
DRJCSSING 
CONTEST 

AN  IMPORTANT 
$140.00  will  be 
distributed  in  Prize 

Money  for  Clerks. 

Advance  Information 

regarding  the  "Hewson" 
Window  Dressing  Con- 

test wiiicli  will  be  held 

next  October — an  im- 
portant trade  event. 

OU,  as  an  up-to-date  retail  merchant,  are,  of  course,  interested  in  "winciow  dressing"  as  a 
sales  force.  You  must  realize  the  important  part  that  attractive  trims  play,  in  drawing 
desirable  patrons  to  your  store. 

But,  do  you  not  frequently  find  yourself  unable,  through  pressure  of  business  and  lack 
of  competent  help,  to  properly  attend  to  this  essential   feature   of  your   store  advertising? 

With  the  intention  of  stimulating  the  interest  of  clerks  in  window  dressing,  we  have  desided  to 
conduct  a  WINDOW  DRESSIXG  CONTEST. 

We  offer  a  series  of  cash  prizes  for  photographs  of  the  best  trims  submitted  to  us  during  the 
month  of  October,   1910.     The  amounts  of  the   prizes  are  as  follows: — 

$50.00  will  be  given  for  the  best  design.  $25.00  for  the  second  best.  $15.00  as  third  prize. 
While  $5.00  will  be  awarded)  to  each  of  the  ten  next  best. 

This  contest  is  open  to  clerks  only.  Each  photograph  submitted  must  be  accompanied  by  a  let- 
ter from  the  dealer  himself,  affirming  that  the  trim  was  designed  and  arranged  by  the  clerk  who  is 

entering  the  contest. 
The  awards  will  be  made  by  a  committee  of  two :  the  editors  of  the  Clothier  and  Haberdasher 

and  of  The  Dry  Goods  Review  having  kindly  consented  to  act  as  judges.  The  acknowledged  posi- 
tion in  the  trade  of  these  two  editors  will  insure  just  and  fair-minded  decisions. 
Watch  the  trade  papers  for  further  announcements. 

In  the  meanwhile,  prepare  for  the  contest  by  stocking  a  sufficient  quantity  of  Hewson  Un- 
derwear and  of  Hewson  Sweaters  and  Sweater  Coats  to  permit  of  your  clerks  making  a  good  show- 

ing when  the  time  for  this  contest  arrives.  • 

li'e  are  preparing  an  attractive  little  booklet  zvhich  gives  more  complete  details  of  this  contest, and  which  zvill  be  sent  free  to  any  dealer  on  request. 

HEWSON  WOOLLEN  MILLS,  LIMI 
Please  mention  The  Reviciv  to   /Idvertisers  and   Their  Travelers. 
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ANNOUNCEMENT 
This  advertising  will 
help  you  sell  more 

"Hewson"  ^oods« 
Advance  Information 

regarding  the  Advertis- 
ing that  will  be  done  to 

increase  the  demand  for 

"Hewson"  Underwear, 
Sweaters  and  S\veater 
Coats. 

After  All, 

There's  Nothing  Like  Wool 
Next  the  Skin 

H  it's  pure  wool ! 

And  parlicularly  if  it's  from 
Nova  Scolia — the  province  famed 

for  its  beautiful,  soft,  fleecy 

wool— 
The  kind  of  wool  used  in  mak- 

ing HEWSON  Underwear— 
Canadian-made  Garments  for 

disc/iminalmg  Canadians. 

If  you  want  real  underwear 
value,  insist  on  this  brand. 

Elastic  rib,  unshrinkable,  beau- 
tifully finished. 

Hewson  Underwear  is  sold  at 

most  stores — if  your  dealer  cannot 

supply  you,  write  to  us,  and  we 
will  tell  you  where  you_can  get  it. 

Hewson  Woollen  Mills,  Limited 
AMHERST,   NOVA  SCOTIA 

COMMENCING  next  September,  we  will   place  in  the  leading  newspapers  of  Canada,  ad- 
vertisements three  columns  wide  and  nine  inches  deep.     These  ads.  will  tell — by  striking 

pictures  and  strong  arguments — just  why  it  pays  to  buy  Hewson  Pure  Wool,  Unshrink- 
able Underwear  and  Hewson  Sweaters   and  Sweater  Coats. 

The  advertisement  reproduced  herewith,  shows,  in  small  form,  the  "style"  of  these  ads. 
Some  of  the  papers  to  be  used  for  this  advertising  campaign  are  as  follows : — 

Montreal  Star,  Toronto  Globe,  Toronto  Mail  and  Empire, 

Winnipeg  Free   Press,  Toronto  Courier.  Calgarv  Herald, Edmonton  Bulletin,  ,.  -n       •  r       j       i-        -n 
r-1      1  ,.   .  n       A-  Vancouver  Provuice,  London  tree  Press, 
Charlottetown  Guardian,  '  ' 
Halifax  Presbyterian  Witness,  Truro  News,  Chatham  Commercial, 
Moncton  Times,  Halifax  Nova  Scotian,  St.  John  Telegraph. 

The  combined  circufetion  of  these  important  papers  will  reach  approximately  1,000,000  of  the 
best  people  in  Canada. 

By  means  of  this  strong  and  attractive  advertising,  a  big  proportion  of  this  million  of  people 
will  be  induced  to  ask  for  Hewson  goods.  Now  the  question  arises:  Are  you  goini^  to  be  one  of. 
the  dealers  to  help  supply  that  demand? 

Already  most  of  the  up-to-date  Men's  Wear  Alerchants  and  Dry  Goods  Stores  of  Canada  are 
selling  Hewson  goods.  If  you  are  not  included  in  the  list,  surely  this  evidence  of  the  manner  in 

which  we  are  going  to  make  Hewson  goods  "hum"  next  Fall,  should  be  sufficient  inducement  for 
YOU  to  join  the  ranks  of  Hewson  Dealers. 

Our  Travelers  are  now  out  with  the  line.  We  hope  you  will  make  it  a  point  to  inspect  the 
exceptionally   attractive   samples   which   they   are  offering. 

TED,  ■  AMHERST,  NOVA  SCOTIA 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Canadians  have   confidence  in 

underwear  trade-marked  with  the 

PEN-ANGLE 
Canadians  know  that  if  there 

should  ever  happen  to  be  a  de- 
fect in  material  or  making  of  a 

Pen- Angle  garment,  their 

money  will  be  promptly  re- 

funded. They  know  they  can- 

not make  a  mistake  in  buying 

Pen-Angle  Underwear. 

It's  because  of  the  public's 

confidence  in  the  Pen-Angle 

Trade  Mark  that  there  is  a  con- 

7iflJNSHmNKABLE«> 

//Trade  A(ar/( PENMANS 
LIMITED 

Paris,       -      Canada 

stant  demand  for  Pen-Angle 

Underwear.  Pen-Angle  Un- 
derwear is  a  staple  line  every 

business  day  in  the  year. 

Medium  weights  in  spring  and 

fall,  light  weights  in  summer, 

heavy  weights  in  winter — the 
Pen-Angle  line  is  complete. 
Looked  at  from  every  angle  it 

is  the  line  you  should  concen- 
trate on.  Book  your  fall  order 

at  once  is  our  advice. 

KNITTING 
YARN 

MADE  IN  EN&LAND 4  Fold. 

Knitting 

Reg? 

WOOL 
rffiD^A^  Eh^C L AND^, 

^7ke^ 

.  KHITTIHG  WOOL  : 

BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorltoi\ 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,   near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of  these  3  BRANDS 
IN    ALL  SHADES. 

Quotations     F.  O.  B.     Montreal 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers, 
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UNSHRINKABLE WOOL 

Nderwea 
LADIES' 

Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

These  Specialities  are  made   of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Silk  and  Merino. 

ANY  GA  MENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

If'/tofrsfiff  out;/ 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

LEADING     ENGLISH     UNDERWE 

GENTLEMEN'S 
'•STAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  An  wearing 

parts  are  strengthened  and 
extra  spliced. 

PATFNT    s 

The 
Entering 
Wedge 

To  increase  hosiery  business  is  the  establishment  of  entire  confidence  in  the  goods  you  sell. 
If  your  patrons  see  Hermsdorf  Dyed  Fast  Blacks  conspicuously  displayed  in  your  store,  they 

knov?  you  sell  the  best.  They  know  from  actual  experience  that  Hermsdorf  Dye  means  Fast  Black 
-that  Hermsdorf  on  the  toe  is  the  best  "insurance"  or  "guarantee"  that  any  stocking  can  show in  its  behalf. 

We'll  send  you  a  selection  of  show  cards,  cuts  and  booklets  to  help   build  your  hosiery  depart- ment in  the  way  it  should  grow.      Fill  out  the  coupon  and  send  it  to  us  to-day. 
When  you  buy  black  hosiery— look  for  the  truth  on  the  toes: 

Works: 

CHEMNITZ, 
SAXONY 

/; 

cJjOiU^^Le^Un^aCth       American  Bureau: '-NC^      ̂ \y  Ij    235  West  39th  Street 
New  York 

FUqsq  mention  The  Rmnv  to    Advertisers  and  Their  Travelers. 
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The  Underwear 
Your    Customers   Will    Want 

is  the  Eureka  Brand  ci  L'nshrinkable  Underwear. 

Why  ?  Because  Eureka  Underwear  is  made  in 

the  weig^ht  most  sought  after  in  Canada,  it  is 
of  medium  price,  it  is  unshrinkable  in  fact  as  wel] 
as  in  name,  it  is  better  finished,  and  better  fitting 

than   other  brands    selling  for   the   same  price. 

LNOVA  SCOTIA  WOqT' 

Very  Imporiant, 

it  is  made  of  Nova 

Scotia  Wool 

Nova  Scotia  wool  is  ideal  wool  for  making  the 

underwear  required  by  men  living  in  a  country 
with  winters  such  as  we  have  in  Canada.  The 

ocean  air,  the  climate  and  the  rich  grazing  land 

give  to  the  wool  those  qualities  that  go  for 

making  warm,  Foft  and  strong  underwear  so 
much  desired. 

In  justice  to  your  underwear  department,  you  should  send  for 

samples,  V/ealso  make  a  line  of  boys'  underwear,  and  men's 
and  women's  underwear  for  fall  and  spring  wear. 

Nova  Scotia  Knitting  Mills,  Limited 
___^^^^    Eureka,  Nova  Scotia 

I Greenshields 
Limited 

Montreal 

Health  Brand 
UnderAvear 

Our  Salesmen  are  now  showing 

samples  of  Health  Brand  Under- 
wear for  Fall,  1910.  We  guarantee 

the  sizes  to  be  correct  in  every 
number. 

Your  orders  will  be  filled 

promptly 

Here's  Your  Chance 
You  can  gfive  the  greatest 

satisfaction  to  your  custom- 
ers, and  reap  a  good  profit 

by  handling 

DOMINION  BRAND 
Knit  Goods 

Our    range     in-    ' 

c'udes    ladies',  ' 
children's     and 

misses'  under- 
wear,    ribbed 

and   plain    hos- 
iery, socks,  mittens,  toques, 

over-hose,    coat    sweaters, 

golfers,  etc.,   and  our  goods 
are    noted    for    quality    and 

workmanship,  while   costing 
no  more  than  inferior  lines. 

Drop  us  a  line  if  you  haven't 
had  a  call  from  our  traveller. 

A.   BURRITT   &   CO. 
MITCHELL      -      ONTARIO 
Dominion  Hosiery  and  Underwear  Mills 

To 

THE  HALL-MARK  OF  Reftistered  No.  282,005 

Maximum  Comfort  and  Durability 
at  iMinimum  Cost. 

FIRST  inihe  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI-^ 

PLE,  and  starting  with  TWO  THREADS 

in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 

THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most  needed 

IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 

FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  In  Fit. 

Guaranteed  Unshrinkabii 
TH£  ACME  OF  PERFECTION  IM 

FOOTWEAR 

be  had    from    any  of  the   Leading 
Wholesale  Dry  Goods  Houses 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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YOU 
JLJAY  obtain  good  and  dependable 

Underwear  from  any  one  of 

several  high  -  grade  manufacturers, 
but  it  is  an  absolute  fact  that  from  no 

one  of  them  can  you  obtain  the  ex- 
ceedingly good  style  or  high  quality 

that  is  contained  in 

TIGER   BRAND 

UNDERWEAR 
MADE    BY 

Gait  Knitting  Co. 
GALT,  ONT. 

The  Hall  Mark  of  Quality! 

V^TRADE     m  MARK 

ZlHHERKr^ 

The  above  label  on  the  underwear  you  are 

selling  is  your  absolute  guarantee  that  it  is 

'best  possible.' 

ZIMMERKNIT 
UNDERWEAR 

holds  pride  of  place  because  of  its  perfect 
texture,  excellent  finish,  selected  materials  and 
comfort  in  wear. 

See  that  you  are  well  stocked  with  this 

splendid  satisfaction-giver. 

Zimmerman  Mfg.  Co.,  Ltd. 
HAMILTON,  ONT. 

Distinciive  ̂ '"TZ ""' Feature 

WATERHOUSE  BRAND 

Men's  Underwear 
You  will  be  safeguarding  your  own  interests  if  you 

give  us  a  share  of  your  trade  ;  our  values  are  certainly 
too  liberal  for  a  shrewd  buyer  to  pass  by. 

All  the  leading  wholesale  houses  handle  our  goods. 
Ask  for  this  brand. 

Thos.  Waterhouse  & 

Go,,  Limited IN6ERS0LL, 

ONT 

The  Strongest  Selling  Point 
You  can  make  in  favor  of  any 
brand  of  underwear  is  that 
it  will  not  shrink!  This  is  the 

reason  why  you  should  feature 

"CEETEE" UNDERWEAR. 

We  give  you  our  absolutely 
unconditional  guarantee  that 
CEETEE  BRAND  will  not 
shrink,  and  we  will  cheerfully 
replace  any  faulty  garment. 

"CEETEE"  is  a  g'eat  public 
favourite  because  of  its  texture, 

quality  and  finish,  and  it  leaves 
a  liberal  margin  of  profit  for 

you  ! 

See  to  your  Stocks 

THE  C.  TURNBULL  CO.  OF  GALT,  LTD- 
GALT  -  ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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ERIODICALLY^some  strikingly  new  idea  in  dress 
accessories  appears  on  the  market  at  a  time 
when  conditions  are  most  receptive.  This  novel- 

ty usually  is  introduced  in  connection  with  the 
comic  opera  of  the  day,  and  enjoys  a  popular  run 
as  was  the  case  with  the  Merry  Widow  Bow, 
and  the  Peter  Pan  Collar. 

This  season's  novelty  is  the  Chantecler  Collar,  being  intro- 
duced in  Paris  this  season  with  Rostand's  new  play,  "The 

Chantecler,"  (in  which  all  the  characters  depict  some  phase 
of  Bird  Life)  and  we  believe  from  present  indications  the  idea 
will  be  a  greater  success  than  its  predecessors. 

The  success  of  the  dress  accessories  department  de- 

pends on  its  being  strictly  up-to-date,  and  it  is  no  small  part 
of  the  manufacturers'  duty  to  anticipate  these  requirements. 

We  therefore  invite  you  to  inspect  samples  presented 
by  the  salesman  in  charge  of  your  respective  territory  or 
to  write  us. 

"LADIES'  WEAR" 
LIMITED 

TORONTO 
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Suggestions  From  Chantecler  in  Neckwear  Novelties 
Collars  and  Bows  Illustrative  of  Folded  Wing  Effects  —  Turndown 
Styles  Developing  —  Jabots  in  Strong  Demand  —  Cause  of  High 
Prices  in  Gloves  —  Ribbons  Extensively  Used  for  Millinery  Purposes. 

New  Styles  in  Neckwear. 

^if-^HE  latest  of  the  Spring  models  in  both  suits  and 

IJ         o-owns,  show  the  iniluence  of  the  Trianon  period 
JL       in  the  absence  of  neckband,  and  the  presence  of 

turndown    lace    collars,    and    collars    of   pleated 
lawn   and   lace.      The   neckwear   manufacturer   has   been 

quick  indeed  to  turn  this  fashion  to  his  advantage,  and 

though  pretty  in  itself,  and  therefore  likely  to  take  the 

popular  fancy,  he  has  made  doubly  sure  by  marrying  the 

name   of   the   hero   of   Rostand's   much   talked   of  play, 

"Chantecler,"     to   the   new   collar,    because   the    straight 
recurring  lines  of  pleats  bear   a  fanciful  resemblance    to 

the  folded  lines  of  "  Chantecler 's"  wing. 
These  collarless  gowns  only  made  their  appearances 

at  the  Paris  showing  of  Spring  and  Summer  modes  late 
in  February,  and  it  is  just  about  10  days  or  so  since  they 
appeared  on  the  counters  of  the  New  York  stores,  and 
in  three  or  four  days  after  that,  the  first  range  of  these 

Chantecler  col  ar,   a  novelty  produced    after    Rostand's 
play— Shown    by   Ladies'   Wear,    Ltd.,  Toronto. 

collars  was  put  on  the  road  by  one  Canadian  firm.  Very 
little  time  was  lost  by  other  houses,  and  The  Review 
is  able  to  sliow  in  its  pages  the  version,  which  two  firms 

are  giving  of  the  new  "chantecler"  effects. 
To  go  with  the  chantecler  collar  is  shoAvn  the  chante- 

cler bow,  a)a4  bere  the  derivation  from  the  folded  wing 

is  very  clear.  One  particularly  pretty  effect  is  made  from 
plan  taffeta,  each  pleat  laid  behind  the  other,  and  giving 

the  pointed  wing  shape.  An  extra  "Rostand"  touch  is 
given  to  this  bow,  by  the  introduction  of  a  pleated  end 

Chantecler   Collar   and   Bow  —  Shown   by    R.  D. 
Fairbairn   Co.,  Toronto. 

of  Paisley  pattern-printed  silk,  which  gives  the  mingled 
color  of  the  plumage  of  the  pheasant. 

That  the  pleated  collar  idea  is  developing  is  shown 

by  a  Callot  costume,  noted  at  Wanamaker's  opening 
held  last  week.  This  costume  had  a  coat  of  violet  silk, 
worn  over  a  gown  of  printed  chiffon  in  Persian  pattern. 
The  collar  was  a  pleated  one,  but  instead  of  being  round, 
followed  the  lines  of  the  V-shaped  opening  of  the  coat. 
It  was  of  sheer  embrodered  lawn  and  Valenciennes  lace, 
and  was  about  4  inches  wide  at  the  back  and  graduated 
to  nothing  on  the  bust  in  front.  It  looks  also  as  though 

lace  and  lawn  pleatings  were  to  be  used  for  sleeve  trim- 
mings, cuffs,  etc.,  as  many  imported  gowns  show  this 

manner  of  finish.  In  New  York,  pleated  frills  of  plain 
net  or  lace  are  showing  for  this  purpose. 

The  turndown  collar  has  been  much  accentuated,  and 
in  many  models  it  develops  into  either  a  cape  or  sailor- 
collar  effect  at  the  back. 

Dutch  collar  styles  are  numerous,  and  many  fanciful 
pointed,  and  sectional  trimmed  models  are  shown. 

The  jabot  demand  has  struck  Canada,  and  there  is  a 
constant  call  for  jabots,  that  keep  the  factories  hustling 
to  set  out  the  supply.  Side  frills,  and  pleated  effects, 
square  cut  lace  trimmed  jabots,  jabots  of  imitation 
crochet,  embroidered  lawn  jabots,  rabats,  etc.,  are  all 
selling.  Some  rather  odd  effects  in  pleated  lawn,  with 
the  edges  buttonholed  in  color  are  shown.  One  of  these 

had  two  pleated  ends  that  passed  from  the  right  ̂ o  the 
left,   and   two  straight  pleated  ends  below. 

Tailored  stocks,  and  stocks  of  net  or  lawn  shown  with 

Jabots  attached  are  selling.    §t.^^c|;ed,  ewbroidgrgd  tVTu- 
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liowu  collars  are  a  staple  line,  and  are  stocked  as  a  ruat- 
tci*  of  coui-se.  Soft  finished  embroidered  turndown  cel- 

lars in  blind  and  eyelet  are  selling.  These  like  thti 

DiUeh  collars  are  worn  with  a  jabot  bow,  and,  for  fast- 
ening, lunch  collar  pins  in  fine  gold,  and  set  with  mock 

amethysts  can  be  had  with  the  collars. 

Many  of  the  Summer  waists  and  sjowns  will  be  t'urn- 

New   Decollete  Collar  and   Cuff  Sens  — Shown  by 
R.   D.    Fairbairn   Co.,  Toronto. 

ished  \'^ith  either  the  round  or  square  neck  or  will  have 
a  V  opening  in  front,  and  to  fill  these  up,  are  shown  yokes 
and  guimpes  of  tucked  net,  with  the  high  straight  collar. 
Some  of  these  are  lace  trimmed,  while  others  have  a 

p'eated  side  frill  of  the  net. 
Cord  ruches  in  gold,  silver,  and  color  are  good  sellers. 

Dull  or  antikue-finished  cords  in  both  silver  and  gold  are 
shown,  and  these,  as  well,  as  the  colored  cords  are  in 
excellent  demand.  Plain  bands  in  bias  muslin  tinsel  cloth 

and  gauze  are  selling,  and  there  is  a  demand  for  the  flat 

pleated  t^'pes  of  ruchings.  Persian  printed  cords,  and 
flat  pleater  ruchings  of  printed  net,  are  among  the  novel- 

ties shown. 

worn  and  that  it  is  possible  that  drape  veils  may  see  a 

revival.  White  veils  of  Chantilly  and  of  embroidered 
Brussels  net  are  also  talked  of  for  Summer  selling. 

Shot  ehiti'ons  are  the  latest  for  auto  wear,  and  their 
vogue  at    the  proper  season  promises  to  be  considerable. 

Embroideries  in  Strong  Demand. 
hnporlcrs  of  embroideries  are  well  pleased  with  the 

situation.  Orders  for  Spring  delivery  were  exceptionally 

good,  and  embroidery  is  assured  of  a  strong  position  for 
the  Summer  months. 

Matched  sets  and  tlouneiugs  are  selling  actively.  The 

popularity  of  embroideries  is  evidenced  in  the  crowds 
which  flock  around  a  display  of  embroidery,  whether  it 
is  a  showing  of  new  goods  at  regular  prices  or  a  marked 
down  sale.  All-overs  Avith  bandings  or  insertions  to  match 

sell  freely,  and  corset  cover  flouncings  are  in  good  de- mand. 

Manufacturers  of  lingerie  dresses  have  made  good  use 

of  embroideries  in  the  new  season's  dresses,  and  most 
elaborate  dresses  are  shown  composed  almost  entirely  of 
embroidery  and  lace  insertions.  These  dresses  are  very 
dainty  and  not  too  expensive. 

pjmbroidered  robes  are  doing  well.  Displays  already 
made  by  retail  stores  have  met  with  a  good  reception, 
and  the  new  designs  which  are  unusually  attractive  have 
met  with  approval.  Some  of  these  robes  have  motifs  of 
lace  or  some  colored  material  set  into  the  pattern. 

Imitations  of  Maderia,  and  eyelet  embroideries  are 

continuing  strong,  in  fact,  seem  to  be  growing  in  popular- 
ity. This  class  of  work  makes  more  showy  garments  than 

the  ))lind  embroidery. 

•*• 
Active  Trade  in  Ribbons. 

The  activity  reported  last  month  in  the  ribbon  trade 
continues,  much  to  the  satisfaction  of  ribbon  importers. 
Retailers  had  not  bought  in  large  quantities,  and  in  many 
cases,  not  desiring  to  hold  large  stocks  of  ribbons,  that 
did  not  seem  likely  to  sell,  had  cleared  their  shelves  of 
much  of  their  stock  through  the  medium  of  bargain  sales. 
This  makes  it  necessary  for  them  to  place  good  orders. 

Large  Designs  in  Veilmgs. 
Large  designs  are  the  vogue  in  face  veils,  and  veilings 

with  large  herigonal  patterns  are  much  worn  in  Paris. 
Indeed  .some  of  the  new  meshes  are  so  bold  as  to  pos- 

itively disfigure  the  face.  It  is  only  the  few  that  will 

accept  veilings  of  this  class,  and  there  are  any  number 
of  the  popular  hexagonal  designs  in  neat  and  attractive 
patterns.  There  is  some  attempt  being  made  to  bring 
chenille  dots  again  into  favor,  but  for  this  market,  at 
least,  they  are  not  much  of  a  factor.  Craquelle  and  tlic 
irregular  or  mystery  meshes  are  decidedly  popular.  The 
chantecler  pattern  is  shown,  but  while  many  merchants 
may  buy  a  small  quantity  for  show  purposes,  there  is 
little  likelihood  of  this  pattern  being  freely  worn.  The 
maple  leaf  is  being  shown  in  this  class  of  veiling,  and  is 
meeting  with  fair  success. 

The  Russian  veilings  in  the  medium  and  the  smallei- 
effects  are  still  excellent  sellers,  women  are  fully  alive 
to  the  merits  of  this  veiling,  and  it  bids  fair  to  be  a 
staple  for  some  time  to  come.  There  has  been  a  fair  call 

for  complexion  veils  that  is  for  the  double  veil  in  thick- 
ness of  which  is  formed  of  a  transparent  white  or  pink 

tulle. 

From  Paris  comes  the  news  that  lace  veils  are  to  be 

Chemisette  of  tucked  Net,  pleated  side  frill 
by  R.  O.  Fairbairn  Co.,  Toronto. 

Shown 

Conditions  favor  active  trade  at  retail.  Ribbons  in  mill- 

inery, and  for  sashes,  and  dress  accessories  are  much  in 
demand  and  the  new  ribbons  are  very  attractive,  both  in 
finish  and  coloring. 
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PARASOLS 
AND 

UMBRELLAS 

Special  Attention 

to 
Letter    Orders. 

THE    IRVING    UMBRELLA    CO. 
LIMITED 

79-83  Wellington  St.  West,        -        Toronto 

Do  You  Realize 
The    importance    of   your    smalhvares     De- 

partment ? 
Do   you  recognize   how    it    can    influence 

trade  to  your  store  ? 
Make  it  a  real  live  factor  in 

your  business  by  handling"  my 

Fancy  Lace  Collars 
Sidecombs 

Barrettes,  Belts,etc. 

They  give  just  that  "chic" 
appearance  to  the  most  elabor- 

ate costume,  which  is  so  much 

admired.  They're  real  good 
profit  yielders  too. 

Send  for  my  prices 

E.  H.  CODE 
223-225  Queen  St.     -     OTTAWA 

'I'lu'  shot  effects  are  promiiu'iit  amoug  the  actively  sell- 
ing,' goods,  owing  to  the  popularity  of  shot  effects  in  silks, 

etc.  The  moire  antiques  and  ombres  are  particularly 
iiandsome,  and  sell  at  reasonable  prices.  Very  pretty 
color  combinations  are  shown,  and  the  effects  produced  are 
very  rich  and  striking.  Plain  moires  are  good  sellers, 

particularly  in  the  four,  five  and  six-inch  widths.  Import- 
ers are  showing  some  very  handsome  fancy  ribbons,  but 

lliere  is  not  so  much  demand  for  these  as  for  the  glaces 
and  moires. 

]\lilliners  are  using  a  great  deal  of  velvet  ribbon,  par- 
ticularly in  the  new  reds,  blues  and  black.  Soft  taffetas 

are  also  used  for  millinery  trimmings,  and  there  is  a  ten- 
dency towards  the  increased  use  of  ribbons  of  all  kinds 

in  millinery. 

There  is  a  heavy  demand  for  the  new  Cliantecler  reds, 
and  reds  on  the  geranium  order.  The  new  Bleriot  blue 
is  also  popular.  Other  shades  are  the  pheasant  brown, 
reseda,  amethyst,  wistaria,  old  rose  and  other  shades 
popular  in  dress  goods  and  silks. 

Glove  Prices  Soaring. 

Higher  prices  rule  in  the  glove  world.  Prices  of 
leather  have  been  steadily  advancing  until  reports  state 
that  it  has  reached  the  high  figure  which  was  in  effect 
in  tiie  height  of  the  long  glove  craze.  So  far  it  is  not 
possible  to  see  where  this  advance  will  end. 

The  cost  of  the  leather  is  not  the  only  thing  to  be  con- 
sidered in  the  price  of  the  made  up  glove.  Skilled  labor 

is  more  highly  paid  now  than  ever  before,  and  even  in 
view  of  this  it  is  not  easy  for  glove  manufacturers  to 

get  employes.  The  labor  problem,  as  it  confronts  Europ- 
ean glove  manufacturers,  is  a  grave  one,  and  will  have 

a  tendency  to  retard  deliveries. 

To  all  appearance  the  retailer  who  places  his  orders 
early  will  get  the  best  of  the  bargain.  He  will  be  more 
sure  of  his  goods  when  he  wants  them,  and  will  not  run 
the  risk  of  having  to  buy  at  still  further  advanced  prices. 
It  does  not  seem  at  all  probable  that  leather  will  i^eede 
from  its  present  high  price  level,  as  it  has  been  gradually 
increasing  for  some  time,  and  is  not  a  sudden  result  of 
speculation  or  combinations. 

Retailers  did  an  active  Easter  trade  in  kid  gloves. 
There  was  a  good  demand  for  white  glaces.  and  tans  and 

modes  were  also  good  sellers.  Colors  were  in  some  de- 
mand, and  suedes  are  selling  exceptionally  well. 

Reports  from  travelers  who  are  on  the  road  with  Fall 

samples  are  encouraging.  There  is  a  good  variety  of 
heavy  gloves  being  shown  for  Fall,  and  business  should 
l)c  good  in  these,  tiiougli  first  reports  were  to  the  effect 
that  orders  were  not  beavy,  as,  owing  to  the  mild  weath- 

er of  the  past  winter,  retailers  still  held  a  fair  amount 
of  tlieir  stock  of  heavy  gloves. 

Tlie  Summer  fabric  glove  trade  has  not  opened  up 

yet  but  it  is  anticipated  that  the  season  will  be  a  good 
one  at  retail.  Prices  are  in  favor  of  active  selling,  and  the 

new  goods  are  very  attractive.  The  fact,  too,  that  the 
demand  will  be  for  wrist;  lengths,  principally,  will  aid 

in  increasing  the  numbers  of  pairs  sold,  as  the  short  glove 
sells  at  a  lower  figure  than  the  long  glove,  and  the  wo- 

men feel  justified  in  buying  more  pairs  of  short  gloves 
than  long.  Some  of  the  retailers  have  bought  a  few  pairs 

of  long  g'loves,  but  are  not  anticipating  much  demand  for 
these,  unless  the  talked  of  return  of  short  sleeves  material- 

izes late  in  the  Summer. 
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RIBBONS 
Ribbons 
have  come  into  their 

own  again — and  more. 
Our  sales  all  over 

Canada  prove  it — Paris 
and  also  the  best  trade 

journals  say  so. 

The  Eibbon  House  of 

Canada  wants  to  help 

you  to  get  your  full 
share  of   the   business. 

Ribbons 

A  complete  stock  is  at 

your  command,  and 

mail  orders  entrusted 

to  us  have  always  per- 

sonal attention. 

Goods  Sent  Peomptly, 

Subject  to  Your  Ap- 

proval — ^Therefore 

No  Risk  to  You. 

  Suggestions  for  Millinery 
Shot  goads  are  already  hard  to  fiad  elsewhere.     We  have  in  stock 

T«rnT^r,no    Patt.  351,  Shot  Taffetas,  width  No.   60  at  17c.  yard IWO  lones    ,      ,<        p.^.  ,,       MAirao  "       Rn   "    9ain    vnrH 
561, 

Moires 80 23ic.  yard 
80  "  22|c,  yard 
80  "  27^  c.  yard 

Also  Plain  TAFFETAS  and  DUCHESSE  IN  WIDTHS  48,  60  and  80 
Black   velvet   ribbons      will   be   scarce.       We   have   widths    1^.   2,   3,   5,   7,    9,    12,    16,    30,    40,    48 

ThrPP  TftTiPc?  'Patt.   158,   Shot  Ombres inree  iones  I     ,,      ̂ g^        ,,     Moire  Ombres 

For  Counter  Trade 
NARROW  TAFFETAS 
Three  different  lines. 

NARROW  DUCHESSE 

Our  patt.   124  is  known  all   over  Canada. 

BABY  RIBBONS 

in  Taffetas  and  Dachesse,  special  lines  to 
retail  at  lOc,  125^c.,  15c.,  18c.,  and  25c.  in 
all  the  leading  shades. 

Special— Wide  Duchesse  Ribbons  for  Girdles  and  Sashes  in  wide  widths. 

Tell  us  the  widths  and  the  prices  you  want  to  sell  at,  we  will  do  the  rest. 

COLOR  CARDS  AND  SAMPLES  SENT  BY  RETURN  IF  NECESSARY. 

THE  RIBBON  HOUSE  of  CANADA 

Walter  H.  Barry  &  Co.,   280  St.  James  St.,  Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Light It  Net  Elffects  in  Demand. 
There  is  a  decided  revival  in  the  demand  for  laces, 

particularly  in  light  net  effects.  Chantilly,  .Michlin  and 
needle-run  laces  are  all  in  demand.  The  call  is  largely 
for  flouncings,  and  this  is  a  feature  that  promises  to  be 
even  stronger  in  the  coming  Fall,  as  Paris  and  London 
are  taking  up  the  wearing  of  gowns  with  flounces  of 

light  laces.  Wide  flouncing  are  used  for  draped  over- 
skirts,  etc.,  over  gowns  of  satin  in  white  and  colors  in 
combination    with   nets    and   chiffons. 

With  this  broadening  use  of  lace  there  seems  to  be  no 

falling  off  in  the  vogue  of  silver  and  gold  effects.  All- 
overs,  edges,  bandings  are  shown  in  tracery  patterns. 
Antique  gold  and  dull  silver  are  better  than  the  brighter 
metal  effects. 

Embroidered  Brussels  net  in  all-over  patterns  are 
shown  in  both  ecru  and  black,  the  pattern  enriched  and 
outlines  with  metal  threads.  Heavy  floss  patterns  in 
dotted  and  in  floral  designs  are  also  .shown  in  these 

Brussels  allover's.  Some  of  these  nets  are  beaded  both 
in  black  and  irridescent  beads,  and  some  have  touches 
of  jet.  There  is  a  steady  demand  for  trimming  edges  in 
Cluny.  linen  Torchon,  Valenciennes  and  Maltese  laces. 

Developing  fashions  that  make  for  a  brisk  season  in 
the  lace  department  are  frillings  or  pleatings  of  lace  for 
edging  tiie  neck  and  sleeves,  yokes  of  fine  lace,  the  use 
of  lace  flounces  and  lace  undersleeves. 

Printed  nets  are  also  included  in  novelty  lines  and 

particularly  in  Persian  effects,  promise  to  become  a  fea- 
ture of  the  season. 

C.  &  W.  Whitney,  Lunenber":.  N.S.,  have  opened  a 
branch  dry  goods  and  millinery  store  at  Caledonia, 

Queen 's  Co.,  in  the  store  formerly  occupied  by  Geo. 
I'.ank-i.     This  branch  will  be  managed  by  Miss  Whitney. 

Murphy-Gamble's  New  Building. 
.Murphy-Gamble,  Ltd.,  Ottawa,  are  now  occupying 

their  new  five  storey  building,  the  cost  of  which  exceeded 
record  in  construction,  the  building  being  completed 

within  eight  months.  The  fixtures  of  the  first  floor  are 

in  mahogany,  and  the  entrance  covered  by  a  marquee. 

Display  cases  are  fitted  with  continuous  rows  of  electric 
liji-lits.  (rluve  countiMs  are  padded  with  leather,  thus 

doing  away  with  discomforts  of  a  hard  counter  in  trying 

on  gloves. 
The  millinery  and  mantle  departments  are  located 

on  the  sei-iind  iKuir.  Thy  fixtures  are  in  quartered  oak. 

The  office  sections  are  at  the  rear  ;  fitting  rooms  are 

arranged  along  sides  ;  a  private  stairway  from  the 

(ilfice  Ica.ds  to  a  mezzanine  gallery  overlooking  the  first' 
floor  to  be  used  as  a  ladies'  waiting  room. 

At  the  end  of  this  gallery  under  the  office  section,  is 

a  divided  compartment  for  the  receiving  end  of  the  cash 

carrier  system  and  for  the  telephone  switchboard,  a 

private  exchange  being  installed.  The  approach  to  this 

gallery  from  the  main  floor  is  by  a  spacious  stairway. 
Third  floor— carpet,  curtain  and  drapery  departments. 

Here  are  also  located  bright  and  well  ventilated  toilet 
and  dressing  rooms  for  customers. 

The  fourth     floor     will  be  devoted  to  manufacturing 

purposes. 
The  opening  of  a  tea  and  lunch  room  is  under  con- 

sideration for  the  fifth  floor.  Here  are  also  the  toilet 

and  dressing  rooms  for  the  lady  members  of  the  store 
staff. 

The  fan  system  of  ventilation  has  been  installed.  A 
lightwell  extends  from  roof  to  basement. 

Geo.  W^  Hambly,  of  Hambly,  Wilson  &  Co.,  sailed 
from  New  York  on  Saturday,  March  28th,  on  a  buying 
trip  to   the   European   markets. 

Have  You  Placed  Your 

Silk  Glove  Order? 

There     is    every     indication     of    a 

big    demand. 

We  can  fill  orders  BY  RETURN  for 

all  sizes,  in   all    lengths,   at  all  prices. 

The   short   sleeve   is  returning  to  favour,   and    long  gloves 
will    be   asked   for. 

The  W.  R.  Brock  Company,  (Limited) 
MONTREAL 
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This  sign  is 
a  maanet 

WE    SELL    AMD 

RECOMivieNO 

There  is  no  line  so  effective  in 

drawing  business  to  your  under- 
wear department  as 

<3'
« 

UNDERWEAR 
FOR  MEN, 

WOMEN  AND 
CHILDREN 

During  the  short  time  it  has  been  on  the  market  the  pubHc  has  become 
thoroughly  familiarized  with  its  uniform  high  quality.  The  Peerless  Line 
for  Fall  1910  is  right  up  to  the  high  standard  we  have  always  maintained. 

OUR  SELLING  REPRESENTATIVES  ARE 

ONTARIO 
C.  &  A.  G.  Clarke,  Empire  Building 

Wellington  St.  W.,  Toronto 

QUEBEC Gooldtng  St.  Co.,  30  Wellington  St.  East. 
Toronto 

BRITISH  COLUMBIA 

Geo.  A.  Campbell,  P.O   Box  W>fn Vancouver,  B.C. 

MARITIME  PROVINCES 
G.  A.  WoodiU,  20  and  21  Roy  Bldg. 

Halifax,  N.S. 

MANITOBA  and  the  NORTH  WEST 
Western  Fabric  Co.,  63  Albert  St. 

Winnipeg 

The  Peerless  Underwear  Co. 
Hamilton        .        -        -        -        Canada 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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CASH'S  WASH  TRIMMINGS 

EWED  on   in  a 
few  moments, 

IW-  VA\y  li   add  a  dainty  touch  to 
'    5.       every  garment.    Most  effec- 

tive trimming  for  Shirtwaists, 

Children's  Wash  Dresses,  Russian 
Blouses,  Kimonos,  Dressing  Jackets, 
Collars  and  Cuffs,  Pique  Waists  and 
Skirts,  Wash  Skirts,  Corset  Covers, 
Bathing  Suits,  Etc.,  Etc. 
Made  in  a  very  large  variety  of  designs  and  colors  (guaranteed 

fast  dye),  ranging  in  width  from  three-eighths  of  an  inch  to  2}^ 
inches,   to    suit    every   costume,   every   taste.      Obtainable   from   all 

leading  Dry  Goods  Stores.      Look  for  the  Trade-mark,  shown  below. 

MARK  YOUR  LINEN  with  CASH'S  WOVEN 
Your    full 

NAME-TAPES, 

can    be    inter- 
woven with  fast-  jji  C^  /  i  color  thread 

fine     white              <Crh  rO.^Z.,S¥z>a^<yi/€m.  >  cambric   tape  ; 
1 . 2 5  for  6  dozen  1  -               ■            -         -  or    *!2.oo   for 

12  dozen.      These  markings  more  than  save  their  cost  by  saving  laundry 
losses.     Indispensable  in  most  households;  a  great  convenience  in  every  home; 

required  by  schools  and  colleges.      Have  your  friends'  names  woven.     They 
make  a  daintv,  individual  gift,  always  acceptable.     Orders  filled  in  a  iveek. 
Order  through  your  dealer.     Samples  and  order  blanks  can  be  obtained  from 

J.  &  J.  CASH,  Ltd. 
333  SDUTH    CHESTNUT  STREET 

SOUTH  NORWALK,     -    -     CONN. 

Look for 

this 

Trade  ̂  

Mark.  ̂ W'Mi 
TR&Dt    MARK. 

Cashes   Tubular   Poplin  Neckv/ear We  beg  to  announce  that  in  addition  to  our  well-known  Cotton 

and  Silk  Tubular  Neckw^ear,  w^e  are  now  booking  orders  for 
Spring  deliveries  on  our  New  Shaped  Four-in-Hand  Poplin  Ties 
These  goods  are  made  in  our  standard  quality  and  are  recognized 
as  the  best  loom-shaped  tubular  tie  on  the  market. 

Cash's  Poplin  Ties  do  not  wrinkle  or  crease,  are  also  pin  proof. 
Sold  by  all  leading  haberdashers 

Samples  and  prices  can  be  obtained  from 

E.O.BARETTE&CO.  J-  ̂^d    J.  CASH,    LIMITED 
40  VICTORIA   SQUARE  SOUTH  NORWALK,  CONN.,   U.S.A. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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AMERICAN 

PATTERN 
MADE 
HATS 

Our  popular  priced  Pattern  Hats  are  leaders  In  style,  workmanship  and  genuine 
selling  merit.  They  have  been  the  means  of  building  up  and  making 
successful    more     Millinery    departments    than   any   other   line  on  the   market. 

Trimmed 
Dress  Hats 
Thousands  of  popular 

priced  trimmed  Dress 

Hats  correctly  defin- 
ing the  new  Spring 

and  Summer  styles. 

Prices  $6.00  to 

$36.00  per  dozen. 

Many  successful 
dealers  in  Canada  and 

the  U.S.  handle  our 

line  exclusively. 

Pattern 
Hats 

Our  exact  copies  of 

imported  models  are 
marvels  of  style  and 

beauty  and  top  notch 

workmanship.  Prices 

$3.50  to  $5.00  each. 

Our  Special  Pattern 
Hat  Catalogue  will 

be  mailed  to  you  on 

request. 

No.  4242. — An  exquisite  design  selected  from  our  large  line  of  Pattern  Hats  at  $3.50  each 
Originally  modeled  by  our  own  designer  m  Paris.  Droopmg  bnm  and  large  tam  crown  in  box  pleated 
effect.  Made  of  IMPORTED  SILK  STRAW  BRAID,  trimmed  with  cluster  of  IMPORTED 

JUNE  ROSES,  garnished  with  Rose  Foliage,  SATIN  BACK  SILK  VELVET  RIBBON  is 

draped  around  the  crown,  also  large  sash  bow  and  streamer  of  same  material  posed  at  left  side  of 

hat.     Colors : — Black,  White,  Cedar  Brown,  Bleriot  or  National  Blue,  Mais,  Light  Blue,  Bronze  Green. 

Price  each, 

$3.50, 
Our  prices  are  so  low  that  you  gain  a  substantial  saving  after  the  duties  are  paid. 

We  mailed  you  some  time  ago  our  large  68-page  illustrated  catalogue,  showing  a  complete 
assortment  of  all  lines  of  Millinery  merchandise  at  popular  prices.  If  you  did  not  receive  it,  let  us 
know  and  we  will  send  you  another  one.     Ask  for  Catalogue  No.  D133. 

CHICAGO   MERCANTILE    CO. 
106-108-110-112  WABASH  AVENUE  :  :  CHICAGO,  ILL.,  U.S.A. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



The  Millinery  Trade  Review 
Large  and  Medium  Sized  Shapes  are  Worn— Rich  Variety  of  Trimmings- 

Toques  of  Rough  Straw  for  Street  Wear  -  Chanticler  Effects- Ribbon 
Trimmings  Increasing  in  Vogue— MetaUic  Nets  and  Tissues. 

JUDGING  from  the  opening-  displays,  mill
iners  should 

have  little  difficulty  in  the  selection  of  becoming  mil- 
linery for  their  customers,  for  never  was  there  a 

larger  collection  of  shapes  shown  than  this  year. 

Both  !he  large  and  the  medium-sized  shapes  are  won  and 
trimmings  are  almost  as  varied  as  the  shapes.  There 

are  many  Winter  seasons  when  less  velvet  has  been  used 
than  during  tlie  present  Spring,  for  the  majority  of  the 
hats  shown  are  either  faced  or  widely  banded  with  that 
material.  Black  velvet  is  most  in  evidence,  but  there  is 
considerable  use  made  of  colors.  Hat  facings  are  also 

carried  out  in  other  fabrics  in  supple  satin,  peau  de  sole, 

taffeta,  and.  lastly,  in  printed  silks,  chiefly  in  Persian 

patterns. 
Among  the  hats  most  worn  for  the  early  Spring  days 

is  the  toque  of  rough  straw.  These  toques  sit  well  on 
Ihe  head  and  their  outline  forms  a  most  becoming  frame 
to  the  face.  These  are  for  street  wear  and  are  very 

simply  trimmed.  For  smarter  wear,  toques  of  straw  tis- 
sue, horse-hair  braid,  or  tagel,  as  well  as  chic  Spring-like 

toques  of  flowers  and  tulle  are  seen. 

Influence  of  Chantecler. 

Anything  with  a  bird's  head  upon  it  is  dubbed  chante- 
cler, and  a  fair  number  of  black  horse-hair  toques  are 

adorned  with  a  large  white  coque,  or  there  is  a  band  of 
chantecler  red  velvet  around  the  brim,  and  a  mount  with 
the  head  in  Spanish  coque.  In  all  cases  the  crest  and 

.vattles  are  formed  of  red  velvet  or  clipped  scarlet  feath- 
ers. It  must  be  confessed  that  these  chantecler  hats 

iiave  not,  so  far,  been  successful  in  catching  the  popular 
fancy,  the  preference  being  given  to  floral  and  ribbon 
tiimmings.  Nor  is  this  to  be  wondered  at,  as  the  floral 
effects  provided   this  season   are  exceptionally  beautiful. 

Charming  little  toques  are  seen  with  a  cap  crown  in 

coarse  straw  and  the  deep  border  of  softly-tinted  roses, 
or  the  crown  will  be  fashioned  from  loops  of  tulle,  gen- 

erally of  two  shades.  Thus,  a  toque  of  silver  net  was 
veiled  with  black  tulle,  and  in  another  case  the  pink 
lulle  was  veiled  with  grey.  Blue  and  black  is  a  very 
favorite  combination  and  draped  toques  with  a  tagel  hood 

in  deep  shades  of  French  blue,  with  irridesoent  birds' 
heads  with  a  portion  of  plumage  attached,  are  very 

smart.  Toreador  turbans  and  flower-pot  shapes  are  in- 
cluded in  the  new  styles. 

Large  hats  are  just  as  varied  in  outline,  and  though 
this  is  true  of  the  brim,  it  can  hardly  be  so  applied  to 

the  crown.  Crowns,  as  a  rule,  are  large,  but  are  not  ec- 
centric. The  head-size  is  large  but  they  are  neither  un- 

duly high,  nor  varied  in  outline.  Designers  have  con- 
contrated  their  efforts  in  the  production  of  varied  brims. 
There  is  the  complicated  irregular  brim  that  turns  up 
sharply  on  one  side,  and  flares  on  the  other,  or  that  turns 
up  in  front  and  down  at  the  back,  or  turns  up  front  and 
back,  Nopoleon  fashion ;  then  there  are  the  new  sailor 
shapes  with  the  brims  all  showing  the  upward  flare. 

Large  Hats  Becoming. 

Taking  them  all-in-all  these  large  hats  are  very  grace- 
ful  and   becoming  in   outline.     These   picturesque   shapes 

aio  the  result  of  much  time  and  labor  on  the  part  of 

Parisian  designers,  who  have  searched  through  the 

European  picture  galleries  for  the  inspiration  that  has 
^one  into  the  fashioning  of  these  shapes.  Every  detail 
of  these  hats  and  their  trimmings  have  been  studied  out 

with  great  care,  and  their  adaptability  to  various  styles 
of  face  calculated,  as  well  as  the  sweep  of  aigrettes  and 

plumes,  and  the  effect  of  the  fluffy  loops  and  masses  of 
laoe  or  tulle.  Beautiful  transparent  crepe  flowers  are 

blended  in  with  the  feathers  and  tulle,  and  the  fashion- 

able leghorns  are  heaped  with  roses  and  foliage  that  ap- 
pear as  lliough  it  had  been  fresh  cut  from  the  bush. 

Occasionally  also  flowers  are  seen,  made  from  lace,  ribbon, 
or  passementerie. 

Dress  hats  are  trimmed  with  ostrich  plumes,  fringes, 
ruclit  s  and  rosettes,  many  of  which  are  in  shaded  and 

iwG-ii  ne  effects,  and  to  Rostand's  now  celebrated  play,  is 
due  the  increasing  vogue  of  aigrettes  of  coque  mounts 
of  pheas.ant  feathers,  feathered  bandeaux,  Bersaglion 
tufts,  and  the  long  plumes  of  the  golden  pheasant. 

Ribbons  in  Favor. 

Ribbon  trimmings  are  much  more  the  vogue  than  the 
early  .season  gave  promise  of.  Velvet  ribbons  have  been 
extensively  used  and  moire  and  glace  taffetas  are  in 
vogue,  and  there  has  been  extensive  use  made  of  plain 

taffeta  ribbons.  Particularly  for  trimming  children 's 
millinery,  liberty  and  duchess  ribbons  are  used,  and 
tiiere  is  a  decided  feeling  for  fancy  ribbons.  Persian 
printed  effects  both  in  sdks  and  in  ribbons  are  coming 
into  extensive  favor. 

Thoug'h  the  blonde,  burnt  and  gold  shades  are  very 
strong,  it  can  hardly  be  said  that,  as  yet,  any  one  color 

has  attained  a  great  pre-eminence.  French  blue  and  chant- 

ecler, that  is,  the  vivid  red  of  the  rooster's  combs,  are 
prominent  colors,  and  the  vogue  of  this  blue  is  extend- 

ing to  other  dark  blues  on  the  same  order.  In  the  paler 
shades,  China  blue.  Delft  blue  and.  the  new  grey  blues  are 
selling.  Rosewood  and  faded  rose  shades,  as  well  as  the 
dull  amethyst  shades  are  still  much  in  evidence.  Linden 
greens,  artichoke,  resedas,  etc.,  are  the  leading  green. 
Metallic  nets  and  tissues  are  very  much  in  evidence. 

It  is  expected  that  sailors  will  be  very  strong  in  all 
varieties,  including  the  mushroom,  straight  brim,  and 
rolling  hats,  in  Coarse  Jumbo  and  rusticana  braids,  with 
velvet  or  fancy  bandings  or  draped.  The  newest  are  the 
French  and  Breton  sailors  but  the  mushroom  makes  an 

excellent  sun  hat.  and  is  therefore  always  looked  upon 
with  favor.  Sailors  sometimes  have  their  under-brim  of  a 
bright  color  which  is  repeated  in  the  band. 

Almost  all  manufacturers  are  spending  time,  thought 
and  money  on  producing  automobile  caps  and  hoods,  for 
this  class  of  merchandise  is  in  great  demand.  Grass  cloth 
IS  a  favorite  material  for  them,  but  then  almost  all 
materials  can  be  used. 



Ablaze   With    Chantecler   Red  and  Pheasant  Colors 
New  York  Displays  Indicate  Brilliant  Color  Season  in  Millinery 
—  More  Elegant  Hats  Show  Black  and  Black  and  Blue,  White,  Black 
and   Blue,   or  Red  and   Blue  Combinations  —  Unusual    Floral    Effects. 

Sla(f    Correspondence. 

Ortice  (if  Dry  Goods  Review, 

100  Broadway,  New  Ymk,  ̂ hiich  31. 

SINCE  the  first  day  of  March,  New  York  women  Jiave 
been  wearing  their  straw  hats,  so  iliat  the  eliurch 

parade  on  Palm  Snnday  was,  I'ruin  a  millinery 
standpoint,  qnite  as  brilliant  as  the  Easter  parade 

is  wont  to  be.  In  fact,  it  was  more  brilliant  than  it  has 

been  for  several  years,  for  dnll  colors  are  now  a  thing- 
of  the  past,  and  naturally  that  fact  alone  makes  a  marked 
difference. 

New  York  is  at  pi-esent  ablaze  with  Chantecler  red, 
the  bright  colors  of  the  pheasant,  t'he  royal  blue  liiat  we 
now  call  bleu-de-roi,  and  the  many  shad'es  of  rose  that 
one  finds  in  the  millinery  rose  garden. 

It  is  to  be  a  brilliant  color  season,  although  it  is  nut 

to  be  supposed  that  the  light  red,  which  is  dubbed 

"Chantecler,"  will  last  into  the  dog  days.  It  is  a  color 
one  would  naturally  tire  of,  even  if  sparingly  used,  but  it 
is  not  sparingly  used,  for  the  larger  the  bow  of  Chantecler 
velvet  one  wears  on  her  hat  the  smarter  one  is  supposed  to 

be.  The  same  is  true  of  King's  blue,  although  that  color 
is  as  yet  a  little  behind  Chantecler  in  popular  favor. 

The  more  elegant  hats  show  the  black  and  blue  com- 
bination, or  the  white,  'black  and'  blue,  burnt  and'  blue, 

and  red  and  blue.  The  latter  is  very  smart  for  suits, 
blue  serge  suits  wirh  red  vests,  sailor  collars  or  sashes,  are 

very  chic,  and  turbans  of  coarse,  red  glace  straw,  trim- 
med with  Persian  feathers  or  silk,  or  bright  blue  straw 

with  red  trimmings,  are  in  high  favor.  The  Persian 

shades,  red,  blue,  green  and  yellow,  are  all  strong,  in- 
dividually and  in  combinations,  cashmere  silks  and  chif- 

fons may  be  spoken  of  as  sharing  equal  honors.  For  t'he 
tailored  hat,  one  find's  these  ideas  carried  out  with  a  free 
hand. 

Many  Hats  Decidedly  Flat. 

A  very  smart  pi-e.ssed  hat  of  a  dull  red  crin  wit'h  wide 
brim,  rolling  at  the  edge,  and  caught  up  just  over  the 

left  eye,  with  one  moss  rose,  had  a  drapery  of  cashmere 
silk  on   t'he  under  brim,   there   being  no   other  trimming. 

Many  of  the  newest  hats  are  decidedly  flat,  and  the 

trimming  sparingly  used  on  the  top  adds  nothing  to  the 

height,  the  designer's  attention  being  concentrated  on 
under-brim  ornamentation.  Garlands  of  small  flowers 

applied  to  the  under-brim  are  effective.  The  present  de- 
mand is  for  field  flower.s,  a  logical  result  of  the  Chantecler 

craze,  which  has  popularized  everything,  even  remotely 
connected  with   the  barnyard. 

Miniature  field  flowers  are  very  pretty  and  make  not 

only  charming  garlands  but  barret tes,  which  are  used 

now,  being  fastened  at  either  side  of  the  headsize  and  ly- 

ing loosely  and  across  the  'back  of  the  head.  Where 
flowers  are  used  for  this  purpose,  the  small  tightly- 
arranged  flowers  are  chosen. 

To  revert  to  the  Chantecler  influence,  it  may  not  be 

amiss  to  say  that  the  very  extreme  hat  with  the  entire 

coque  used  has  not  made  a  hit.  The  coque's  head  or  tail 
is  sufficient,  and  the  tail  feathers  of  the  hen  pheasant  are 

most  popular  of  all.  Another  feature  of  this  mania  is 
the  rustic  straw  hat,  some  of  them  in  color,  size  and 
texture  looking  much  like  the  hats  our  farmer  folk  wear 
afield,  and,  of  course,  we  have  hay  color,  and  straw  color. 

and  egg  shell  shades.    Putty  color,  twine  color  and  sand 

are  alsu  new  shades,  very  smart  for  the  body  of  the  hat. 
and  an  I'.xcellent  foil  for  the  brilliant  eohirs  used  to  trim. 

Velvet  Ribbons  in  Great  Demand. 

There  is  a  big  demand'  for  velvet  ribbons  in  black  n.nd 
colors,  particularly  colors  from  two  to  five  inches  wide. 
Black  velvet,  backed  with  colored  satin  is  a  novelty  and 
a  moire  velvet  ribbon  in  colors  is  a  handsome  addition 

to  the  ribbon  stock  which  includes  beautiful  glace  taffetas, 

and  figured  ribbon,  including  Persian  and  cashmere  de- 
signs, 'and  polka  dot  ribbons.  It  is  many  moons  since 

riblxin  has  played  such  an  important  part  in  trimming 

milady's  chapeau.  There  is,  for  example,  a  decided  vogue 
for  exaggerated  bows,  and  this  means  ribbon,  although 
not  always,  for  lace,  net  and  maline  bows,  and  bows  of 

piece-goods  are  formida)ble  riva/s.  There  are  also  straw 
l)ows  to  be  considered,  and  bows  of  flowers.  These  are 
made  by  applying  small  single  flowers  to  a  foundation  of 
chiffon  or  maliue  which  is  wired  into  a  bow.  Flowers  are 

applied  to  the  ends  of  ribbon  or  velvet  in  this  way. 
It  is  noticeable  that,  when  small  flo'wers  are  used,  they 

are  almost  invariably  applied  flat  against  the  hat,  or  one 
to  some  portion  of  its  trimming.  Rambler  Toses  are  used 

in  sprays,  however,  as  are  mo'ss  roses  and'  the  larger 
variety,  and  this,  caught  to  the  hat  by  their  stems  are 

allowed  to  wave  plume  fashion  across  t'he  crown,  their 
direction  changing  with  every  wind  that  blows. 

Floral  Combinations. 

'Most  unusual  floral  combinations  are  attempted. 
Pansies  and  roses,  for  example,  are  two  flowers  frequently 
seen  together  in  decidedly  strong  color  contrasts,  such  as 
bright  blue  velvet  pansies  and  brilliant  American  Beauty 
roses,  with  naturaUooking  greens.  Such  pansies  may  be 

regarded  as  one  of  the  season's  successfully-launched 
novelties. 

Such  riots  of  color  as  the  designs  have  produced!  To 

those  who  follow  the  trend  of  fas'hions  changes,  this 
sudden  'burst  of  ba.rbaric  color  was  not  unexpected  for 
surely  we  have  had  season  after  season  O'f  dull  half-tones 
and  were  ready  and  eager  to  welcome  such  brightness. 

Early  in  the  season,  we  have,  as  usual,  some  hand- 
made hats,  notably  turbans,  but  the  elite  cling  to  the 

pressed  shapes  and  trim  them  as  simply  or  elaborately  as 

they  desire.  The  handmade  turban  is  really  a  turban- 
toque  and  is  usually  made  of  straw  stripes  or  plateau. 
Coarse  straws  have  the  present  demand  and  these,  as  has 
been  stated  before,  are  very  often  veiled  with  la<ce  or  net. 
Black  over  white  or  color  is  the  most  usual.  Chantilly 

is  the  lace  used  almost  to  the  exclusion  of  all  other  weaves. 

Large  hats  are  veiled  as  well  as  turbans.  A  large  flat  hat 
of  white  chip  had  a  black  chiffon  scarf  with  colored  roses, 
stretched  over  the  entire  hat,  brim  and  all,  the  chiffon 
being  gathered  in  at  the  headsize,  and  roses  being  used 
under  the  brim,  but  not  under  the  chiffon,  although  one 
often  finds  this  idea. 

One  of  the  novelties  in  roses,  closely  akin  to  the  mull 

rose,  is  a  rose  and  fo'liage  made  of  dotted  Swiss.  This 
can  be  had  in  all  colors  and  is  very  effective. 

Shapes  continue  to  be  faced  wit'h  velvet  and  this,  with 
the  masses  of  trimming  used,  make  hats  seems  less  Spring- 

like than  one  would  expect  to  'be  favored  at  this  season. 
Although  there  are  much  lace  and  net  used,  there  are  few 
if  any,  transparent  hats. 
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It  is  a 

Fo^vnes 
That  is  all  you  require 

to  know  about  a  ̂love. 

Ready    to    Fill     Your 

IMMEDIATE  WANTS. 

Fownes  Bros.  &  Co. 
Goristine  Building, 

MONTREAL 

VEILINGS 

h  you  are  in  the  market  for 

Black  French  Veilings 
of  good  quality  and  proper  style,  which  will 
allow  you  a  good  margin  of  profit,  we  can 
supply  you.  We  have  also  a  complete  range 
of  the  latest  novelties,  such  as  MYSTIC, 
COARSE  HEXAGON,  etc. 

We  make  a  specialty  of  Dress  and  Millinery 
Nets,  and  Rainproof  Maline. 

"CHRISMORT"  Scarf  Silk  is  36  inches 
wide  with  one  and  a  half  inch  border,  in  all 
shades,  to  retail  at  a  popular  price. 

If  one  of  our  travellers  has  not  called  on  you, 
write  for  our  prices  and  samples. 

Wm.  C.  Mortimer  Go,,  Ltd 
117  Wellington  Street  West 

TORONTO 

In  McCall  Trimmed  Hats  you 

get  Style  and  the  best  that  de- 

pendable materials  and  expert 

Worl^manship  can  produce. 

The  rush  is  on;  let  us  help  you 

out  ! 

9002 
9006 

9017 

Ask  for  Style  Sheet  and  Price  List. 

The  D.  McCall  Co. 
Limited 

Toronto 

Winnipeg      Montreal      Ottawa      Quebec 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Modern  Costume  Embodies  Hints  From  Classic  Gown 

How  Recent  Styles  Have  Been  Evolved  in  Paris  —  Youthfulness  a 
Dominant  Note  Blouses  of  Foulard  or  Piped  Ninon  are  the  Latest 
—  In  the  New  Coiffure,  Curls  are  Piled  High  on  the  Crown  of  the  Head. 

Staff    Correspondence. 

Paris,  France,   March  21. 

TFIESR   are   the   days      when     fashion    reveals    her 
cherished   secrets,   and  novelties   and   new   ideas 

are  coming  thick  and  fast.    The  Rue  de  la  Paix 
is  crowded,  and  motor  cars  are  seen  at  all  hours 

of  the  day  before  the  doors  of  the  popular  milliners  and 
dressmakers. 

Youthfulness  is  the  dominant  note  in  the  new  niodo>, 

and  the  simple  little  gowns  -with  their  short  skirts  and 
slim  lines  are  positively  childlike.  The  same  effect  is 
carried  still  further  by  the  little  flat  lace  collar  and  the 
paletots  with  the  low  belt  arrangements. 

How  fashion  changes  come  about  is  more  or  less  of 

a  mystery  to  the  majority  of  people,  but  the  explana- 
tion given  by  one  of  the  big  costumers  is  illuminating-. 

"The  firm,"  he  says,  "which  succeeds  in  establishing  a 
fashion    that    the   whole   world    will    follow    and    adopt    for 

Parii  Model  Tailored  Suit  in 
black  and  white  check,  with 
long  revers  faced  with  white 
and  vest  to  matcn.  Note  the 
belt  effect  over  the  vest. 

Gown    of    Aliiiuna    Ijrecn     Cashmere, 
the  skirt  gathered  into  a   braided 

band    with    short   bolero. 

a  .season  has  indeed  performed  a  dillicult  task,  but 

methods  have  changed  in  the  past  few  years.  Six  or 

seven  years  ago,  our  clients  demanded  the  robe  de  style 

modified  and  modernized  according  to  the  materials  in 

vogue.  One  year  was  launched  the  Louis  XV.  and  later 

the  Louis  XVI.,  and  the  following  .season  the  Directoire 

and  so  on,  each  historical  period  being  reproduced  as 

correctly  as  possible.  Tnen  we  introduced  the  amalga- 
mated style  with  equal  success.  Finally,  we  realized 

that  everything  Parisian  was  passing  through  a  period 
of  evolution,  and  now  our  sole  aim  is  to  be  modern. 
Therefore,  we  take  a  hint  from  the  classical  gowns  of 

the  past — just  a  hint  mind  you — and  we  create  from  this 

the  new  mode.  For  instance,  most  of  the  gowns  of  to- 
day are  clinging  and  short.  We  widen  the  skirt  ever  so 

slightly,  shorten  the  sleeves  and  lower  the  waist  line, 
and  give  a  modern  version  of  a  delightful  Empire  gown 

with  an  intensely  modern  note  of  trimming  and  em- 

broidery." 
To  sustain  and  illustrate  this  contention  a  gown  of 

Madeira  work  and  heavy  embroidery  was  shown.  The 
.Madeirs  work  was  executed  upon  sheer  white  linon  over 
a  foundation  of  the  palest  coral  pink  and  the  wide  band 
of  heavy  work  at  the  hem  was  copied  from  designs  of 
the  time  of  Josephine.  There  was  a  touch  of  black  tulle 
ar(jund  the  neck,  down  the  front  of  the  bodice  and 

around  the  elbows,  and  the  wide  waist-band  was  of  the 
coral  pink  silk.  These  wide  waist  bands  are  highly  pop- 

ular and,  as  a  rule,  fasten  at  the  back  with  a  flat  sun- 
flower cocade  of  pleated  silk. 

Irish  crochet  is  used  instead  of  the  embroidery  on 

some  gowns,  and  this  lace  is  also  fashioned  into  delight- 
ful gowns,  and  bodices  veiled  with  silk  muslin.  The 

muslin  appears  as  a  tunic  lalling  either  in  straight  lines 
or  draped  to  suit  the  figure  of  the  wearer.  Though 
some  dressmakers  are  recommending  pastel  tints  for 
these  tunics,  the  effect  is  certainly  better  when  a  decided 

color  is  chosen.  Smoke-grey,  fawn,  ibi.s-pink,  violet  and 
Empire  green  are  some  of  the  colors  that  are  used  to 
best  advantage  for  these  tunics. 

Charming  Frocks. 

Foulard  frocks  promise  to  be  most  charming  with 
their  peasant  waists,  and  short  skirts.  Many  of  these 
gowns  are  made  with  the  skirt  in  two  parts,  the  upper 
gathered  just  a  little,  but  weighted  and  controlled  by 
the  lower  part  which  will  not  do  much  more  than  fit 
aiound  the  figure.  Patterned  ninons,  voiles  and  crepes 
will  be  made  up  with  the  lower  part  of  satin  or  cloth. 

Throughout  all  the  fashion  changes  of  recent  years, 
the  blouse  has  been  always  worn,  though  of  course  it 
has  had  its  ups  and  downs  and  been  alternately  frowned 
upon  or  made  much  of  by  Dame  Fashion.  This  year  a 
new  version  of  the  blouse  has  appeared  which  bids  fair 
to  be  an  immensely  important  item.  This  is  a  new 
version  of  the  kimona  blouse  of  a  few  years  back,  and 
which  in  its  modified  form  is  known  as  the  Russian  or 

peasant  blouse.  This  is,  in  reality,  the  Eastern  cut  in 
one  bodice  and  its  success  is  due  to  the  fact  that  it 

blends  in  so  prettily  with  the  other  fashion  novelties  of 
the  moment,  notably  so  with  the  flat  lace  collar.  More 
than  ever  now  is  the  blouse  designed  to  form  the  third 
jiioce  to  complete  the  suit,  and  to  this  end  foulard  is 
much  used  for  wear  with  the  ubiquitous  serge  suit.  The 
smart  foulard  blouse  for  this  purpose  has  a  touch  of 
black  satin  at  the  wrists  and  in  the  form  of  tiny  bows 
down  the  front  of  the  Toby  frill  and  collar  to  match 
the  belt  of  patent  leather  that  girdles  the  waist.  For 
wear  with  navy  serge  a  blouse  of  either  blue  and  white, 
pink  and  white,  or  mauve  and  white  foulard  may  be 
used,  and  to  wear  with  the  many  other  colored  serges 
it  is  an  easy  matter  to  find  a  foulard  with  a  ground  to 

match,  and  patterned  over  with  rings,  spots  or  geome- 
trical figures.  It  is  this  patterning  in  white  that  gives 

the  foulard  blouse  its  freshness  and  forms  the  connecting 
link  for  the  flat  lace  collar. 
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Ninon  Blouses. 

Other  charming  blouses  are  of  ninon  piped  and 

strapped  with  foulard,  and  with  a  flat  collar  cuff  and 
cravat  of  foulard.  Colored  ninon  blouses  are  piped  with 

black  taffeta  and  trimmed  with  cameo-shaped  motifs  of 
soutache  braid. 

Bordered  materials  are  gaining  favor  this  season  and 
are  being  used  for  blouses,  as  well  as  for  tunic  gowns. 
One  blouse  seen  had  the  border  laid  across  the  shoulders 

and  extending  over  the  sleeves. 

The  New  Coiffure. 

Parisiennes  are  proverbially  changeable,  and  have 
already  tired  of  the  plain  draped  coiffure  that  has  been 

worn  all  winter,  and  there  has  been  a  general  return  to 

curls.  Curls  are  piled  high  on  the  crown  of  the  head, 

and  are  peeping  around  the  forehead  and  at  the  nape  of 

the  neck,  and  for  contrast  are  confined  by  one  straight 
mesh  of  hair  wound  around  the  head.  This  is  the  new 

"coiffure  poule  faisane"  worn  by  Madame  Simone,  who 

plays  that  part  in  "Chantecler."  Another  new  style 
of  dressing  the  hair  has  little  curls  hanging  down  over 

each  ear,  but  this  is  not  so  successful  as  the  Greek 
coiffure  described  above. 

Another  novelty  shown  by  some  of  the  leading  houses 

is  a  pelerine  cape  of  silk  muslin.  This  cloak  is  smartest 
when  the  muslin  is  of  bright  colors  in  shot  effect.  There 

is  a  border  of  satin  to  the  cloak  in  a  color  to  har- 

monize with  the  dress  worn  and  perfectly  visible  be- 
neath. They  are  made  long  and  circular  and  have  wide 

open  spaces  for  the  arms  to  pass  through,  and  some 

have  a  line  of  lace  insertion  crossing  the  back  and  pass- 
ing down  the  shoulder.  Quite  brilliant  colors  are  used 

citron  and  peach  Melba.  It  is  expected  that  these 

for  these  cloaks,  such  as  flamingo  pink,  emerald  green, 

gossamer  wraps  will  be  worn  later  over  the  white  lin 

gerie  gowns. 

Colored  Shoes  and  Stockings. 

Now  that  short  skirts  are  the  fashion  just  as  miu-h 
attention  must  be  paid  to  the  stockings  as  the  shoe. 

With  boots  or  shoes  of  patent  leather,  black  stockings 

are  pre-eminently  practical,  but  with  colored  shoes  the 
stockings  must  be  of  silk  or  thread  of  the  same  color 

as  the  upper  part  of  the  shoe,  and  to  match  the  general 

shade  of  the  costume.  Silk  stockings  have  embroidered 

clocks  in  self-color  in.stead  of  the  spots  and  multi- 
colored embroideries  that  have  been  so  much  worn.  For 

wear  with  low  shoes  open-worked  stockings  of  silk  or 
thread  are  having  a  revival,  and  for  evening  wear, 

stockings  of  very  fine  lace  open-work  are  being  worn  by 
smartly  dressed  women.  Chantilly  motifs  are  used  on 
both  black  and  colored  stockings,  and  medallions  of 

Alencon,  Valenciennes  or  point  de  Angleterre  are  let 

into  white  stockings.  For  wear  with  the  shoes  of  gold 

or  silver  tissue,  stockings  exactly  matching  in  color  are 

provided,  and  these  must  be  in  exactly  the  same  tone 
as  the  shoes  as  there  must  be  no  break  showing  between 
them. 

For  the  completion  of  an  elegant  toilette,  fa.shion  is 

equally  strict  as  to  the  proper  glove  to  be  worn.  The 

reindeer  glove  in  putty  color  or  mouse  grey  is  worn  when 

shopping,  or  walking  in  the  Bois.  These  gloves  have 

heavy  sti<-e.hings  and  large  pearl  buttons  fasten  them. 
For  visiting  or  afternoon  wear,  the  Saxe  gloves  without 

buttons  are  worn  and  for  evening  wear  suede  gloves  in 

white  or  the  palest  pink  are  fashionable.  Silver  grey 
suede  gloves  are  coming  into  favor  as  these  accord  well 

with  gowns  embroidered  or  spangled  with  silver,  and 

nlso  match  the  stockings  and  shoes. 

Millinery 
The  Rush  is  On 
Get  your  orders  in  early,  they  will  be 

appreciated,  and  no  one  can  serve  jou 
better  than  we  can.  Here  is  a  Ware- 

house overflowing  with  everything  in Millinery. 

Hat  Department 

^^"PlflP 1 

Staple  Department 

Flower  Department 

The  D.  McCALL  COMPANY, 
TORONTO 

Limited 

WINNIPEG,  MONTREAL, 

OTTAWA,  QUEBEC. 
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Forty  Years  of  Fur  Protection 
^  This  IS  the  record  of  the  Musk -Ox  Brand  Furs. 

^  Whether  it  be  a  dollar  cap  or  a  one  thousand 

dollar  jacket,  expert  care  and  making  ensure 
the  article  being  perfed. 

^  The  buying  of  every  skin  is  done  by  our 
experts.  Our  men  are  in  every  large  fur  centre 
of  the  world. 

^  The  designing  is  in  the  hands  of  adepts.  They 
^rive  for  something  different  to  the  ordinary 

"wholesale  furs." 

^  Our  designers  endeavor  to  give  a  di^ind:  indi- 
viduality to  every  piece,  making  them  quite 

different  to  the  every -day  furs  seen  everywhere. 

^  We  have  overcome  the  difficulty  of  getting 

trimmings  to  match  the  furs.  We  now  have  our 

trimmings  specially  woven  to  match  the  skins. 

Write  us.      Undoubtedly  you  should  stock 

MUSK-OX   BRAND  FURS 

BOULTER,  WAUGH  &  CO.,  LTD. 
CANADA'S    FURRIERS,    ESTABLISHED   40    YEARS 

491-493-495   St.    Paul   St.,  57  St.  Peter  St., MONTREAL 

Please  mention  The  Reviezv  to    .idvcrtiscrs  and  Their  Travelers. 



CAIiAOIAn 
FUR  TRADE  MEWS 

Fashion  Tendency  Makes  Long-Haired   Furs  Popular 
Lynx  and  Imitations  will  be  in  Strong  Demand  —  Prices  Holding  to 
High  Levels  —  Elaborate  Mink  Pieces  —  Cheaper  Furs  Coming  Into 
Prominence  —  Ladies'    Fur-lined     Garments  —  Long     Fur     Jackets. 

THE  fact  t'hat  travelers,  who  have  gone  out  with 

samples  of  furs,  have  had  exceptionally  good  or- 

ders so  far,  in  spite  of  the  fact  that  it  is  earlj- 
in  the  placing  season,  indicates  that  fur  buyers 

have  become  convinced  that  high  prices  are  a  reality,  and 
that  there  is  apparently  no  outlook  for  lower  figures,  as  a 
result  of  holding  off.  High  prices  are  a  stern  reality, 

and  it  looks  as  if  they  would  hold  to  their  present  high 
level.  The  rise  has  been  steady  and  gradual,  and  is  not 
the  result  of  a  sudden  boom.  This  is  easily  explained. 
The  demand  for  furs  from  all  countries  where  furs  figure 

at  all.  is  much  greater  than  a  few  years  ago,  and  the 

world's  supply  is  diminishing.  Canada  alone  is  using 
much  more  fur  than  formerly.  Its  population  is  increas- 

ing rapidly,  and  its  wealth  is  keeping  pace.  Consequent- 
ly, furs  can  now  be  purchased  as  a  luxury  as  well  as  a 

necessity,  and  style  changes  are  followed,  which  make 

furs  a  necessary  adjunct  of  milady's  wardrobe. 
Formerly  furs  did  not  figure  to  such  an  extent  from 

the  fashion  viewpoint,  and  each  season  did  not  create  a 

furore  for  some  particular  fur,  as  is  the  ease  at  the  pres- 
ent time. 

The  prosperous  condition  of  the  country  makes  it  ex- 
tremely probable  that  when  the  next  retail  season  opens, 

heavy  business  will  be  done,  and  retailers  should  be  pre- 
pared to  meet  active  demand.  Buyers  should  at  le'ast  place 

good  orders  for  reasonable  staple  requirements,  for,  ac- 
cording to  a,ll  indications,  there  cannot  be  a  drop  from 

the  present  'high  level,  and  it  is  expected  that  whatever 
changes  m'ay  occur  will  be  on  the  upward  tendency. 

Long-Haired  Furs. 
Fur  manufacturei-s  are  enthusiastic  regarding  long- 

haired furs.  The  popularity  of  lynx  from  a  fashionable 

viewpoint  has  brought  all  long-haired  furs  into  promin- 
ence, and  though,  on  account  of  its  scarcity  and  high  price, 

lynx  will  not  figure  to  any  great  extent  in  the  Canadian 
fur  trade  for  the  next  season,  other  furs  in  imitation  of 
it  will  be  in  good  demand. 

Fox  is  a  good  imitation,  and  various  other  furs  are 

dyed  to  closely  resemb'e  the  lynx,  Alaska  sable,  or  skunk, 
which  has  been  going  up  in  price  by  leaps  and  bounds, 
occupies  a  prominent  place,  and  its  various  imitations  are 
remarkably  good  sellers. 

Mink  is,  of  course,  in  a  strong  position,  and  many  of 
the  most  elaborate  fur  pieces  are  constructed  of  mink. 
This,  too,  has  its  imitations,  among  which  kolinsky  figures 
prominently. 

Ermine,  for  dressy  wear,  promises  well  for  the  next 

season,  and  the  rabbit  imitations  of  ermine  will  do  well 
with  the  class  of  trade  that  cannot  buy  the  real  article. 

The  enormous  prices  charged  for  furs  for  the  next  sea- 
son have  brought  the  cheaper  furs  into  prominence. 

Opossum,  which  for  some  time  was  practically  not  taken 
into  consideration,  is  being  made  up  attractively  into 
stoles  and  muffs.  Raccoon  is  featured,  and  some  very 

pretty  muskrat  sets  are  included  in  the  new  samples.  Some 

of  the  manufacturei-s  are  anticipating  an  unusual  dema,nd 
for  bear,  in  view  of  the  demand  for  long-haired  furs,  and 

grey  lamb  sets  for  children's  wear  promise  better  than for  a  few  seasons. 

In  fact,  the  price  of  furs  has  made  it  necessary  for 
manufacturers  to  utilize  almost  every  kind  of  fur  in  order 
to  produce  finished  articles  at  popular  prices,  and  as  a 
result  there  is  a  greater  variety  of  furs  included  in  the 
new  samples  than  perhaps  was  ever  shown  before. 

'The  popularity  of  black  lynx  has  brought  all  black 
furs  into  prominence.  Persian  lamb,  which  has  not  in- 

creased in  price  to  the  extent  that  some  of  the  other  furs 
have,  is  expected  to  be  in  much  better  demand  for  neck- 

wear and  muffs  than  formerly. 

* 

Large  Neckwear  Pieces. 
Larger  fur  pieces  rule  in  the  new  samples.  Instead 

of  the  narrow  stole,  or  throw-over,  wide  scarfs  'and  caper- 
ines  are  shown,  while,  of  'course,  smaller  pieces  are  in- 

cluded in  the  new  samples  in  order  to  meet  a  certain  de- 
mand for  goods  which  do  not  run  into  so  much  money 

as  the  large  pieces,  yet  axe  of  good  quality. 
The  large  scarf,  which  is  to  be  worn  carelessly  over 

the  shoulders,  for  dressy  wear,  particularly,  strikes  the 
style  note,  and  caperines,  shaped  to  fit  closely  over  the 
shoulders,  are  also  very  fashionable.  The  scarfs  are  made 
in  different  widths  and  lengths,  there  usually  being  three 
or  four  sizes  in  each  kind  of  fur.  Caperines  are  made 
with  stole  effects,  also  without.  These  fit  closely  around 
the  neck,  some  having  a  narrow  upright  band  like  a  mili- 

tary collar.  Country  trade  is  taking  the  usual  amount 
of  storm  collars. 

Stoles  on  the  styles  of  the  past  season,  but  embodj^- 
ing  some  of  the  new  ideas,  are  shown,  'and  are  expected 
to  continue  popular.  This  seems  a  certainty,  as  they  are 
particularly  attractive. 

Mink  is  extremely  popular  in  the  high-class  goods,  and 
all  long-haired  furs  are  featured  prominently.  Persian 
lamb,  in  fur  sets,  is  expected  to  do  well.  All  black  furs 
are  in  a  strong  position  'for  small  pieces. 

The  new  goods  show  the  striped  effect  wherever  this 

is  possible,  and  spro§  very  pretty  effects  are  produced. 
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Book,  Pillow  and  Rug  Muffs. 
There  is  an  immense  variety  oi  stylos  in  the  mutYs  for 

the  next  season,  and  manufacturers  have  put  forth  every 
cfifort  to  show  muffs  embodying  all  the  newest  features, 
as  well  as  beauty  and  utility.  The  variety  of  furs  in  use, 
and  the  variety  of  sizes  which  are  necessary  to  meet  the 
demajids  of  the  trade  have  enabled  the  manufacturers  to 

show  a  wide  range  of  muff  styles. 
The  main  feature  seems  to  be  size,  and  the  most  stylish 

muffs  are  simply  huge.  Of  eoui-se  everyone  will  not  buy 
the  extremes,  but  there  is  no  doubt  that  there  will  be  a 

good  demand  for  the  very  large  sizes. 
The  huge  pillow  muff  is  the  latest  idea,  and  the  new 

samples  are  very  attractive.  They  are  beautifully  lined, 
and  the  muff  form  is  very  soft  and  provides  plenty  of 
warmth.  Naturally  these  huge  muffs  accompany  the  large 
neck  pieces. 

The  book  or  rug  muff  is  still  prominent,  and  these  are 
shown  in  many  different  designs.  One  is  developed  in 
mink  in  butterfly  shape,  others  are  wider  at  the  bottom 
and  finished  with  a  point.  A  great  many  are  shown  whicli 

are  practically  the  same  as  the  muffs  of  last  season,  trim- 
med with  heads  and  tails.  The  animal  effect  holds  good, 

and  of  course  the  long  haired  furs,  in  imitation  of  fox  and 

lynx  necessitate  the  use  of  the  large  fox  heads  for  trim- 
ming purposes,  the  idea,  in  all  eases,  being  to  suit  the  size 

of  the  'head  to  "the  fur.  Formerly  these  fox  furs  were 
practically  always  trimmed  with  the  heads,  but  some  of 
the  manufacturers  are  showing  plain  rug  muffs  of  fox 
or  other  long  haired  furs,  without  heads  or  trimmings  of 

any  kind. 

The  striped  effect,  which  is  featured  in  coats  and  neck- 
wear is  carried  out  in  the  muffs  as  well  in  furs  that  per- 

mit it,  and  the  muffs  which  show  the  striped  effect  are 
very  pretty.  In  the  book  muffs  this  idea  is  particularly 
effective.  The  stripes  are  carried  the  length  of  the  muff. 
and  turned  to  suit   the  shape  of  the  bottom  of  the  muff. 

A  great  deal  of  work  is  put  on  the  linings  of  the  new 
muffs.  Elaborately  shirred  brocades  and  satins  are  used. 
and  many  of  the  book  muffs  are  made  with  a  small  pocket. 
in  t'he  lining  for  carrying  a  small  purse  or  handkerchief. 

Fur-Lined  Garments. 

Early  reports  from  travelers  are  to  the  effect  t'hat  they 

are  surprised  at  the  demand  for  fur-lined  coats  for  ladies* 
wear.  Apparently  they  will  occupy  a  much  stronger  posi- 

tion than  was  expected.  Naturally,  the  high  price  of  furs 
makes  the  coat  with  a  full-length  lining  very  expensive. 
and  manufacturers  are  off-setting  this  by  turning  out 
."oats  with  a  three-quarter  or  hip-length  lining,  which  re- 

duces the  cost  of  the  garment  and  yet  affords  plenty  of 
warmth. 

Muskrat  is,  of  course,  the  most  desirable  lining  from  all 

points  of  view,  but  owing  to  its  greatly  increased  cost  il 

is  impossible  to  produce  a  popular-priced  co'at  with  this 
lining,  and  it  is  probably  owing  to  this  that  Hamster 
seems  to  be  coming  into  greater  favor  than  has  been  the 
case  for  some  time.  The  better  qualities  wear  well,  and 
make  a  good  lining.  Sfjuirrel.  too.  will  be  stronger  as  a 
result  of  the  high  cost  of  muskrat. 

The  collars  used  are  principally-  mink,  sable,  fox,  a.nd 
Persian  lamb,  and  many  of  the  new  samples  are  shown 
with   the  long,  rolling  .shawl  collar. 

The  new  coats  are  shown  with  trimmed  shells,  em- 
bodying the  new  features  of  the  cloth  coats.  Side  pleats 

are  featured  and  self  strappings  are  used.  Fancy  metal 
and   colored  stone  buttons  are  employed  extensively. 

Fur-trimmed  coats  are  good  sellers.  Some  of  the 
uianufacturers  turn  out  splendid  fur-trimmed  coats  with 
ehanuiis  interlining,  which  is  very  warm,  and  as  far  as 

outward  appearance  goes,  suggests  the  really  fur-lined 

garment. The  same  furs  are  used  for  trimmings 'as  are  shown  on 
fur-lined  garments,  bivt  more  of  the  imitation  furs  are 
sold  t'han  in  the  case  of  the  fur-lined  garments.  Alaska 
sable  is  extensively  used,  also  its  imitations.  Marmot  is 
also  popular. 

•!• 
Long  Fur  Jackets  Favored. 

Long  fur  jackets,  from  .38  to  50  inches  in  length,  have 

been  doing  an  active  trade  during  the  past  season,  particu- 
larly in  the  cities,  but  for  the  next  season  will  also  sell 

in  tiie  smaller  centres. 

Russian  pony  has  been  doing  remarkably  well,  and  it 
is  expected  to  be  as  strong  for  the  next  season.  Some  of 
the  natural  jxmy  is  shown,  as  well  as  the  black  dyed,  but 

does  not  meet  with  the  same  fav(u"  that  is  shown  the 

dj-ed.  This  fur  makes  remarkably  smart  coats,  and  adapts 
itself  well  to  the  long,  slender  lines  which  have  been  fash- 

ionable for  some  time.  In  the  majority  of  cases,  these 

pony  coats   are  lined    with   light-colored   material. 

Seal  and  its  imitations  are  fashionable.  Muskrat, 

sheared  and  dyed  seal,  make  very  handsome  fur  garments. 
but  owing  to  the  high  cost  of  muskrat  in  its  natural  state, 

and  the  expensive  treatment  it  has  to  undergo,  the  finish- 
ed coat  can  only  be  sold  at  a  high  fifure.  Near  seal  will 

also  be  in  good  demand. 

That  manufacturers  have  a  great  deal  of  fait'h  in  the 
continued  popularity  of  muskrat  jackets,  is  shown  by 

the  varii'iy  of  samples  they  are  showing.  Muskrat  makes 

very  altraciive  coats,  and  lends  itself  we'l  to  produeimg 
striped  effects  and  borders. 

Long  Persian  lamb  jackets  are  s'aown.  and  the  new 
samples  include  Persian  lamb  eo'ats  in  the  Russian  effect. 
Grey  squirrel  is  expected'  to  do  better  for  the  coming  sea- 

son. Aslrachan  is  coming  into  greater  favor  than  for 

some  time,  and  the  .50-incli  length  astrachan  coats  a.re 
selling  well. 

The  majority  of  t'he  new  coals  are  shown  with  the  long 
rolling  s'hawl  collar,  though  a  few  have  the  ordinary 
storm  collar  and  revers.  Fancy  buttons  are  extensively 
used. 

Anderson-MacBeth,  Toronto,  have  been  incorporated 
with  .$■50,000  capital  to  maniifacture  hats,  caps  and  furs. 
The  provinsional  directors  are  G.  S.  Hodgson,  G.  D. 
Conant,  G.  C.  Valens,   and  C.   C.  Paterson. 

Princess  Manufactui-ing-  Go.,  Toronto,  have  been  in- 
corporated with  $40,000  capital,  to  manufacture  gar- 

ments and  cloaks.  Provisional  directors  :  T.  R.  Parker, 
E.  F.  H.  Parker  and  W.   .7.  Brown. 

R.  .1.  Tooke,  Ltd.,  capitalized  at  $300,000,  to  manu- 

facture and  deal  in  all  kinds  of  haberdashery  and  men's 
furnishings,  the  incorporators  being  R.  ,T.  Tooke,  G.  R. 
Tooke,  E.  B.  Tooke,  Herbert  Tooke,  and  A.  W.  P. 
Buchanan,  with  head  office  at  Montreal. 

George  D.  Ross  &  Co.,  Montreal,  incorporated  with 

$100,000  capital,  to  carry  on  business  as  dry  goods  com- 

mission merchants  and  manufacturers'  agents,  the  in- 
corporators being  G.  D.  Ross.  R.  M.  PMnlay,  R.  W. 

Finlay,  R.  W.  Lewthwaite,  Thos.  Brown,  G.  B.  Ross  and 
E.  .J.  C.  Norrie. 
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THE  BRAND 

THAT  QUALIFIES 

THE  STANDARD 

OF  FURS. 

THE  BRAND 

THAT 

GUARANTEES 

VALUE. 

THE  HIGH  STANDARD   OF 

MOOSE  HEAD  BRAND 

FURS 
MAKES  IT  DIFFICULT  FOR  COMPETING  LINES  TO  ATTEMPT  COMPARISON. 

Inspection  of  our  range  will  prove 
a  revelation  to  any  buyer. 

We  manufacture  every  article  sold  by  us, 
and  therefore  know  what  we  guarantee. 

T>T  T\7'     the  standard  of  excellence,  and  be -D  KJ   X       the  leader  in  your  locality, 

MOOSE  HEAD  BRAND  FURS  CARRY  THE  SECURITY  OF  OUR 
REPUTATION  AND  EXPERIENCE  GAINED  DURING 

FIFTY-EIGHT  YEARS  OF  SUCCESSFUL  COMPETITION. 

Consider  this  in  buying. 

Read  our  advertisement  in  March   Number  of   this  paper  for  an  idea  of  what  our 
line  represents. 

IF  OUR  REPRESENTATIVE  IS   UNKNOWN  TO   YOU  KINDLY   SEND  US  YOUR  ADDRESS, 
AND  WE  WILL  PUT  HIM  IN  TOUCH  WITH  YOU. 

L.  Gnaedinger,  Son  &  Company 
90,   92,   94  St.   Peter  Street  ....  MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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« 

Two  Ways  to  Bring  a  Customer  Back ! 
FIRST.      Give    him    less    for    his    money   than   he  is  entitled  to 
expect,  then  he  is  coming  back  looking  for  trouble  ! 
SECOND.     Give  him  a  little  better  value  for  his  money  than  he 

has  been  accustomed  to,  then  he  is  back  looking"  for  more  goods  ! 
Your   customers  will    be  back  looking  for  more  goods  if  you  are 
handling 

Culture  Brand 
Coats  and  Suits 

Their    fit,  materials,  cut    and    finish    are    as   nearly   perfect   as  is 
humanly  possible,  and  the  styles  are  unapproachable. 
We  are  prepared   to  accept  Sorting  Orders  for  Spring  goods,  and 
can  promise  prompt  delivery. 
There  still   remains  a  fairly  well  assorted   range   of  the  new  tans 
and    greys.      We    can    supply   short    and    long 
Covert  Coats      $3.75  to  $12.50 

Suits,  from      $7.50  to  $25.00 

Watch  for 

next  month's ad.  on 

Fall  Goods. 

U/)e 

Ontario 
Cloak 
Coy 

Enquiry 

Solicited. 

Corner  of 
A(ielaide  and 

Spadina 
Toronto 

■
>
 

* 
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Imitation  for  Fabrics  to  Feature  Separate  Coats 
Silk  Seal  Plush,  Mohair  Plush,  Velours  Promise  to  be  big  Sellers  for 

Fall  —  Good  Business  in  Separate  Coats  —  Tailored  Waist  Important 

Factor  in  Season's  Trade— Novelty  Waist  Developed  in  Marquisette 

ADVANCE  lines  of  separate  coats  are  be
ing 

shown  for  Fall,  and  every  indication  points  to 
a  free  sale  of  coats  made  from  imitation  fur 
fabrics.  Silk  seal  plush,  mohair  plush,  velours, 

iniiuenced  by  the  vogue  of  seal  in  real  fur  promises  to  be 

the  big  seller,  but  curaculs,  pony  skins,  etc.,  are  also 

indicated  lor  popular  selling.  Another  feature  is 

the  trimming  of  these  imitation  fur  garments  with 
collars  of  real  fur. 

In  cloth  garments,  rough  goods  are  shown  in 

cheviots,  tweeds,  diagonals,  etc.  The  models  shown  so 

far  are  from  45  in.  to  50  in.,  but  it  is  expected  that  the 

shorter  three-quarter  length  coats  will  make  their  appear- 
ance when  the  novelty  lines  are  put  on  the  market. 

Models  in  face  cloth  are  elaborately  braided  and  in 

this  class  of  coat  fancy  trimmed  effects  are  expected  to 
sell. 

Separate  Coats. 
Manufacturers  of  separate  coats  are  doing  a  good 

business  for  this  season.  The  popularity  of  dresses 

makes  a  separate  wrap  of  some  kind  a  necessity,  and 
retailers  realize  the  importance  of  carrying  stock  to 
meet  this  demand.  As  a  result  the  separate  coat  trade 
is   unusually   active. 

The  long  semi-fitting  coat,  plainly  tailored  is  the 
best  seller,  as  this  style  of  coat  is  graceful  and  suits 
nearly  every  figure,  giving  a  youthful  appearance  which 
the  fitted  coat  does  not  give.  This  style  of  coat  has 

been  so  popular  during  the  season  just  closing  that  man- 
ufacturers were  convinced  of  the  advisability  of  continu- 

ing it  for  Spring  and  Summer  wear.  The  coats  with  the 
long  rolling  collars  are  the  best  sellers,  but  fancy  shaped 
collars    are   shown. 

Serge  is  one  of  the  most  populai'  materials  for  se- 
parate coats,  the  lighter  weights  being  of  course  used. 

Black  moire  silk  is  extensively  used  as  collar  trimmings. 

CLOSING  DATE  EXTENDED  ONE  MONTH. 

The  Review  has  received  several  rectuests  to  ex- 

tend the  closing  dates  for  articles  on  "Conducting 
the  Ready-to-Wear  Department." 

It  was  stipulated,  at  first,  that  no  articles  would 

be  accepted  later  than  March  20.  The  time,  how- 
ever, was  too  short  for  some  competitors,  and  The 

Review  has  decided  to  extend  the  closing  date  to 
April  30. 

Those  who  have  already  submitted  articles  may 
enlarge  ii?on  them  if  they  so  desire. 

Manufacturers  have  done  well  with  pongee  coats, 
and  retailers  expect  a  big  demand  for  these  when  the 
season  is  on  for  their  use.  A  few  novelty  pongees  are 
shown,  but  the  plain  weaves  are  preferred.  There  is  a 
little  demand  for  dyed  pongees  in  the  fashionable  shades, 
but  the  big  bulk  of  the  trade  is  done  in  the  natural 
color. 

Tailored  Waists  in  High  Favor. 

The   separate    waist    is    an   important   factor   in     this 

season's    trade.      The     vogue  of   the  plain   tailored     suit 

Spring  Sjil       Shown  by  M.  Pullan  &  Sons. 

for  street  wear,  makes  a  waist  of  simple  design  neces- 
sary to  complete  the  costume,  and  as  a  result  tailored 

waists  are  in  hig^h  favor.  These  are  still  very  plain  and 
severe  in  design,  though  there  is  some  tendency  to  get 
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OurS;,.  75  Spring 
Covert  Jacket  is 
the  biggest  value 
on  the  market. 

Send  for  sample. 

Regular  Lines  «  Prompt  Delivery 

From  50  styles,  our  customers  find 
this  the  most  popular  seller.  We  are 
therefore  illustrating  it  again. 

247—"  Rosebud  " 

Made  in  all  shades  of  Serge 
or  Panama  at  .        $9.50  and  $10.50 

Silk  Lined  Suits 
$1.00  additional 

The  long  shawl  collar  inlaid  with 
moire  is  the  newest  touch  in  fashions 
for  spring. 

May  be  ordered  on  anyof  our  styles. 

M.Pullan&Sons 
Manufacturers  of  Cloaks,  Suits 

and  Skirts 

"  Pullan   Building," 
corner  Bay   and 

Wellington, 

TORONTO 
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away  from  the  strictly  plain  tailor-made.  Side  fasten- 
lugs  with  .scallop.s  or  points,  are  seen  and  some  of  the 
new  waists  have  strappings  applied  of  the  same  material. 
A  few  have  yokes,  and  some  are  embroidered  in  simple 
design,  or  have  inserts  of  lace.  In  tailored  waists  those 
of  white  lawn  or  linen  are  preferred,  but  some  are  shown 
with  touches  of  color,  and  colored  lightweight  shirtings 
are  also  employed. 

For  wear  with  the  dressier  suits,  there  are  hand- 
some lingerie  blouses,  elaborately  tucked  and  trimmed 

with  insertior  s  and  medallions.  Very  fine  soft  materials 
are  used  and  while  Val  lace  is  employed,  imitation 
Irish  and  Venise  laces  are  favored.  Among  the  new 
models  are  some  very  handsome  blouses  of  imitation 
Irish  and  Venise,  as  well  as  the  real  lace.  Naturally 
these  are  simple  in  design,  as  the  lace  is  so  elaborate 
that  it  will  not  permit  of  further  elaboration  in  the 
form  of  trimmings. 

Sleeves  are  still  long,  and  to  all  appearances  there 
will  be  no  demand  for  short  sleeves,  at  least  until  July 
or  August. 

The  sleeve  length  is  still  a  debatable  feature,  but  no 
short  sleeves  are  being  asked  for,  and  all  sleeves  going 
out  of  the  factories  are  still  long,  and  to  all  appearances 
there  will  be  no  demand  for  short  sleeves  until  July  or 

August. 

Imported  Paris  lingerie  waists  show  the  elbow  or 
three-quarter  sleeve,  but  manufacturers  in  the  States  are 
sending  out  the  longer  sleeves,  and  instances  are  quoted 
where  the  maker  has  advised  customers  against  the 

stocking  of  short  sleeves.  At  a  later  date  samples  may 
be  shown  with  .short  sleeves,  but  the  present  tendency 
is  decidedly  in  favor  of  the  long  sleeve. 

The  manufacturers  in  the  States  are  showing  collar- 
less  necks  in  round,  square  and  V  shapes.  The  high 

collar  is  considered  just  as  good  a  model  by  the  major- 
ity of  buyers. 

Occasionally  a  rumor  is  heard  of  a  return  to  three- 
quarter  sleeves,  but  so  far  no  one  seems  to  have  very 
much  faith  in  tliem.  Present  models  of  tailored  waists 
have  mannish  shirt  sleeves,  with  laundered  cuffs,  in  most 
cases,  to  be  worn  with  cuff  links.  Lingerie  blouses  show 
the  modified  bishop  sleeve  with  the  cuff  about  four  and 
one-half  inches  in  depth.  The  cufi  is  unlined,  and  is 
tucked  and  trimmed  with  insertion  and  edging  in  the 

majority  of  cases.  In  nearly  every  instance  the  upper 
part  of  the  sleeve  is  also  prettily  trimmed  with  tucks, 
and  insertion,   arranged  either  vertically  or  horizontally. 

The  high  novelty  in  tailored  waists  is  that  developed 
in  marquisette,  and  .simple  tailored  models  made  in 
sheer  lawn,  and  fine  cross-barred  muslin  are  in  high 
favor  with  the  better  trade. 

The  Chantecler  waist  is  another  new  tailored  develop- 
ment. This  waist  has  tiie  neck  finished  with  the  Chan- 
tecler collar,  and  in  some  instances  pleated  cuffs  to 

match  are  added. 

There  is  a  distinct  undercurrent  of  feeling  for  the 
colored  waist  to  match  the  suit,  and  chiffon  waists  are 
still  selling.  For  Summer  wear  to  bring  the  white 
waist  into  unison  with  the  suit  jumpers  in  peasant  style 
in  chiffon  are  shown.  These  jumpers  have  the  round 
neck  and  the  sleeves  reach  only  to  the  elbow.  Black, 

grey  and  deep  blue  are  the  leading  colors,  but  they  are 
obtainable  in  a  number  of  the  leading  novelty  shades. 

There  is  no  doubt  about  chiffon  waists  for  the  com- 
ing Fall,  and  the  new  nets  are  so  attractive  that  net 

waists  are  also  safe  to  be  big  sellers. 
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THE  MARK  OF 

QUALITY  FOR WHITEWEAR, 

BLOUSES,  HEM- 
MED  SHEETS 
AND  PILLOW 

SLIPS. 

Busy  as  Beavers 
^  New  orders  and  repeats  for  the 

PERFECTION  DRAWER  are 

coming  in  thick  and  fast,  but  in 

spite  of  the  rush  Ave  are  making 

good  by  delivering  promptly. 

Don't  wait  any  longer,  send  a 
sample  order  to-day  for 

The  Perfection  Drawer 
^^i^^^^^tmmampXYE^T   1909    (122534)^^^ 

The  Perfection  Drawer  combines  the 

convenient  features  of  the  open  drawer 
with  the  advantages  of  the  closed  drawer. 

It  is  an  open  and  closed  drawer  com- 
bined.    It  does  the  work  of  both. 

THE 
PERFECTION 
DRAWER 

In  All  Lines  from 
$4.50  up. 

The  Perfection  Drawer  derives  these  ex- 
clusive features  by  the  seemingly  simple 

expedient  of  extra  material  at  front  and 
back.  It  is  ingeniously  cut  to  lap  over, 

and  fit  perfectly.       A  draw  string  does  it. 

Laurentian  Waists  and  Whitewear 

If   yoa  wdnt  to  break  all  selling  records  in  your  whitewear  department, 

make  a  special  feature  of  Laurentian  Waists  and  Whitewear. 

WRITE  FOR    SAMPLES 

YOUR    INVESTIGATION    WILL    RESULT    IN     MUTUAL    PROFIT 

LAURENTIAN   WHITEWEAR   CO. 
LEVIS,  QUEBEC 

Toronto  :V<!.  H.  Piton,  Empire  Building  Province  of  Quebec:  J.  A.  Morin,  Quebec 

Montreal  and  Eastern  Ontario:  Z.  P.  Benoit,  Mark  Fisher  Bldg.  Maritime  Provinces  :  Alex.  Burr,   St.  John,  N.B. 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Are  You 
Pushing  the 

Every  woman  in  your  I 

locality  is  interested  in  the  Knittop  Petti- 
coat. It  is  the  one  underskirt  that  will  not 

- — cannot — buncii  up  or  wrinkle  at  waist — 
nor  cannot  sag. 

It  is  the  one  underskirt  that  fits  the  form 

with  perfect  snugness,  thus  giving  the  out- 
er garment  that  neatness  of  hang  and 

smartness  of  appearance  that  the  up-to- 
date,  particular  woman  will  i^ay  almost  any 

price  to  obtain. 

The  Knittop  Petticoat  has  a  light,  elas- 

tic-knit body,  with  generous  Hounces  of 
Sateen,  Silk  Taflfeta,  Imported  Moreen  or 
Heatherbloom  Tafifeta. 

The  Knittop  Petticoat  is 

Infinitely  Healthier 

than  all-cloth  petticoats,  because  it  is  ven- 
tilated and  much  lighter  in  weight. 

If  you  have  not  been 
featuring  the  Knittop  it 

will  pay  you  to  write  us 
for  full  particulars  and 

prices.  See  "what  there 
is  in  it" — anyway.  Write to-dav. 

McKAY  BROS.,  Limited 
1229-1231  Queen  Street  West 

TORONTO       -        -        -       CANADA 
TRAVELLING  REPRESENTATIVES: 

ONTARIO   E.  H.  RICE 
WESTERN    CANADA  -       W.  A.  McARTHUR 
EASTERN  CANADA  •  MR.  SHARP 

Misses'  and  Children's  Wear. 
Manufacturers  of  misses'  and  children's  gaiments  are 

pushed  to  the  limit  to  get  out  the  many  rush  orders 
that  the  present  spell  of  bright  warm  weather  has 
brouglit  in.  The  sunshine  has  brought  with  it  an  earlier 
demand  and  in  consequence  buyers  are  telegraphing  in 
to  the  manufacturers  to  hurry  shipments  along. 

In  the  stores  buyers  are  featuring  rompers  and  sim- 
ple dresses  and  buying  is  going  forward  in  a  way  that 

means  an  early  replenishment. 

The  manufacturers  have  completed  the  early  sample 
lines  for  Fall  selling  and  travelers  are  out  with  the  line 
both  in  the  east  and  the  M'est,  and  in  both  sections  of 
the  Dominion  heavy  orders  are  being  placed. 

)ummer Suits. 

The  plainly  tailored  two-piece  suit  of  white  serge, 
semi-fitting  and  about  32  in.  long,  and  with  the  long  roll 
collar,  and  fastened  with  one,  two  or  three  handsome 
pearl  buttons,  promises  to  play  a  large  part  in  the 

Summer  season's  business.  The  collar  and  cuff  facings 
are  often  in  cream  with  a  narrow  line  of  gold  braid,  or 
black  silk  facings  are  used.  The  skirts  to  go  with  these 
suits  are  in  various  pleated  models. 

Style  tendencies  in  suit  skirts  are  tending  towards 
plainer  skirts,  and  the  pleats  as  now  used  are  pressed 
very  flat  so  that  they  hardly  show  as  pleats  save  when 
the   wearer   is    walking. 

The  Wash  Suit  Popular. 
For  several  seasons  the  wash  suit  has  occupied  a 

prominent  place  in  the  summer  wardrobe,  and  it  seems 
as  if  it  will  be  more  popular  than  ever  before  for  the 
coming  Summer  season.  An  advance  showing  of  wash  suits 
has  been  made  by  some  stores,  and  the-  models  are 
particularly  attractive.  They  are  carefully  tailored,  and 
embody  the  newest  features  in  cloth  suits. 

As  is  the  case  with  cloth  suits  the  plainly  tailored 
suits  are  the  big  sellers,  but  it  is  expected  that  the 
suits  showing  elaborate  touches  in  the  form  of  lace  or 
braid  trimmings  will  be  in  good  demand,  particularly 
in  the  better  qualities. 

The  extensive  variety  of  wash  suitings  which  were 
shown  for  the  present  season  has  enabled  manufacturers 
to  turn  out  exceptionally  attractive  suits.  Linens  and 
imitations  of  linens,  imitations  of  silks  and  dress  goods, 
and  ordinary  duck  and  cotton  suitings,  are  shown  in 
such  a  variety  and  in  so  many  of  the  popular  shades, 
that  there  is  no  difificulty  in  meeting  all  tatstes  and 

purses. During  the  past  week  or  so  capes  have  come  to  the 
front  and  buyers  in  the  larger  stores  report  many  sales. 
Circular  models  with  openings  at  the  side  instead  of 
sleeves  trimmed  with  revers  of  the  cloth,  braid,  buttons, 
etc.,  are  those  favored.  There  is  either  a  high  standing 

or  a  tuinover  collar  used  as  a  neck  finish.  Both  broad- 
cloths and  diagonal  serges  are  used  and  the  best  selling 

colors  are  navy,  tan  and  black  for  useful  wear,  with 
wistaria,  prunelle,  reseda  and  grey  for  more  dressy 
models.  Military  cloaks  in  navy  or  black  with  scarlet 
facings  and  gold  braid  and  buttons  are  also  shown. 

Simplicity  in  Wash  Outfits. 
A  preliminary  showing  of  dresses  and  costumes,  wash 

dresses   and    lingerie   dresses  has  been   made   by  the  ma- 
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Xne  Da^vn  of  a  Ne^?^  Opportunity 
After  months  of  careful  study  and  planning  for  the  organization  of 

a  firm  competent  to  meet  and  cope  with  the  rapidly-increasing 
demand  for  a  higher  standard  of  tailoring  in  ready-to-wear  garments, 
we  are  now  open  to  announce  its  personnel : 

William  J.  Brown,  President 
Formerly  with  the  Novi-Modi  Costume  Co.,  Limited, 
and  later  with  Gordon,  Mackay  &  Co.  Well  known 
to  the  trade  from  Coast  to  Coast. 

L.  Bregman,  Vice-President 
For  13  years  Chief  Desig^ner  aud  Factory  Man- 

ager for  the  Novi-ModL  Formerly  with  R. 
Smith  &  Co.,  New  York. 

E.  F.  H.  Parker,  Secy-Treas. 
For    15  years  actively  engaged  in  the  Retail  Dry 
Goods    Business.     A  member  of  the  firm  of  Gray  & 
Parker.  London,  Can. 

Our  New  Plant  ̂ ^  equipped  with  every  modern  appliance 
  for  the  production    of    tailoring   of    the 
highest  possible  character  and  will  be  under  the  constant  personal 

supervision  of  Mr.  Bregman.  We  won't  bore  you  with  duplicates, 
triplicates  and  repetitions  without  end,  all  cut  from  the  same  pattern, 

but  with  different  trimmings  and  buttons— such  trifles  don't  make 
new  styles.  MODERN  BUSINESS  METHODS  DEMAND 

SPECIALIZATION  !  As  specialists  we  don't  theorize  on  fashions 
and  thereby  lose  sight  of  the  practical  principles  of  garment  making. 

Fall  samples  will.be  ready  May  1st.  You  can  take  our  word  for  it — 
and  that  goes  at  the  Bank — that  our  Fall  line  will  contain  some  of 
the  most  impressive  features  yet  attempted  by  any  house  in  Canada, 
Specialist  or  no  Specialist. 

You  can't  tell  a  live  wire  from  a  dead  one  until  you  get  hold  of  it! 

The  Princess  Manufacturing  Co.,  Limited 
SUITS  AND  COATS 

12  Front  Street  West  TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Egyptine  Underskirts Blackeye  Silk  Moire  Underskirts 

MAKE  SALES  AND  PROFITS-SURE 
<C^. 

T/ie  Right  Kind 

of  Skirts 
to  build  up 

your  Ready-to-wear 

Department. 

Egyptine 
Underskirts 

$15  to  $24 

per  dozen 

LOOK    LIKE    SILK 

BUT 

WEAR    BETTER 

AND    COST 

ABOUT    ONE-THIRD. 

ALL    STYLES 

AND    COLORS. 

Faultless  in 

Workmanship. 

Char?ning  in  Style. 

Moderately  Priced. 

Blackeye 

Silk  Moire 
Underskirts 

$30  to  $52 

per  dozen 

WILL    NOT 

SPLIT    OR    CRACK. 

ALL    STYLES 

AND    COLORS. 

ALL  GOOD  WHOLESALERS  SELL  THEM WRITE  IS  DIRECT  FOR  SALES  HELPS 

MANUFACTURED   ONLY   BY 

^(^tipC^i^aC 
Please  mention   The  Revieiv  to    Advertisers  and   Their  Traveler^- 
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A  Leader  Thai  Will  Prove 

A  Big  Seller  For  You 

No  366.  Child's  White  Linen  Sailor, 
made  in  2,  3,  4,  5  and  6  years.  Trim- 

mings, assorted  colors.  Separate  waist, 

with  fancy  silk  ornament  on  vest  and 
sleeve.     Price  $15.00  a  dozen. 

This  is  a  natty  staple  sailor  suit,  made 

specially  for  quick  selling. 

Immediate  delivery  can  be  given  on  all 

orders  placed  now.  Send  for  a  selection 
of  these  smart  dresses. 

Home  &  Watts,  Ltd. 
DUNCAN   ST.,   TORONTO 

jority  of  the  larpcr  stores,  and  these  have  aroused  a 
Kood  heal  of  admiration.  And  jiidgins  from  the  number 
shown  this  is  to  bo  a  fj:reat  season  for  dresses.  The 
ilistinctivc  feature  of  the  majority  of  the  models  shown, 
is  the  apparent  simplicity  of  effect  which  is  obtained,  in 
spite  of  the  elaborate  draperies  in  the  form  of  tunics  and 
(iiaperies  that  aie  used  on  most  gowns.  Very  many  of 
the  waists  liavo  over-sleeves  cut  in  one  with  the  side 
hody.  or  with  the  shoulder  in  one  with  the  waist.  These 
sleeves  are  perfectly  plain  and  straight,  and  have  little 

or  no  fullness.  They  are  elbow  or  three-quarter  length  and 
are  made  full  length  by  an  under  sleeve,  which  is  of  the 
same  lace  or  net  as  the  yoke.  Neck  frills  of  lace  or  net 
aic  another  novel  style  feature.  Paris  is  making, a  .good 
deal  of  this  effect  and  many  imported  models  show  the 
round  neck  finished  with  a  pleated  frill,  and  sometimes 

this  frill  is  repeated  on  the  sleeves.  Pipings  of  contrast- 
ing colors  and  rows  of  tiny  gilt  buttons  are  the  latest 

trimming  effects. 

Many  foulard  dresses  are  seen,  and  many  are  tunic 
models  with  the  belted  waist,  and  the  skirt  laid  in 

pleats  with  an  inverted  pleat  in  front.  Sun-pleated 
models  are  shown  in  jilain  and  in  changeable  taffetas  and 
in  messalines.  In  linen  dresses  side  fastenings,  reaching 
fiom  neck  to  hem  in  plain  bloused  models  are  very  much 
in  evidence.  Linen  dresses  are  often  elaborately  em- 

broidered in  self-color,  and  are  fastened  with  pearl  but- 
tons. 

Practically  all  the  new  models  are  belted  and  show 
they   are  in  the  tunic  or  overskirt   effect. 

Muslins  showing  the  foulard  patterns  are  strongly 
favored.  A  great  many  of  the  new  dresses  show  the 

Dutch  neck,  and  with  these  three-quarter  sleeves  are 
shown,  though  the  dresses  with  the  high  neck  show  long 
sleeves. 

Dresses  of  zephyr  and  gingham  are  meeting  with  a 

good  reception.  These  in  most  cases  are  made  with  all- 
over  lace  yoke,  and  are  trimmed  with  pipings  of  a 
plain  material  in  the  color  prevailing  in  the  material  of 
which  the  dresses  are  made. 

Elaborate  Lingerie  Dresses. 

The  lingerie  dresses  are  particularly  elaborate.  Dainty 

embroideries  are  combined  with  different  laces  and  pro- 
duce very  pretty  dresses.  Deep  flounces  of  embroidery 

are  used,  and  some  of  the  new  dresses  show  the  skirt 
leally  made  of  two  tiers  of  flouncing,  the  top  taken  in 
in  tiny  tucks  to  fit  at  the  waists.  The  majority  of  the 
dresses  show  a  belt  in  some  form,  and  the  waist  line  is 
in  its  normal  place. 

A  very  pretty  dress,  just  from  New  York  was  of 
Bengaline  lawn  of  very  fine  quality.  It  showed  the  front 
panel,  set  in  with  imitation  Irish  insertion,  and  the  effect 
of  a  side  fastening  was  produced  by  little  straps  of  the 
same  insertion,  fastened  with  a  crocheted  button,  though 

the  actual  fastening  was  at  the  back.  The  side  fastening 
effect  was  further  carried  out  by  a  short  graduated  frill, 
of  the  kind  used  on  blouses,  extending  from  the  yoke  to 
a  little  above  the  waist  line.  A  belt  was  set  in  with 
the  imitation  Irish  insertion,  and  the  back  was  trimmed 
with  rows  of  it.  The  tunic  effect  was  produced  by  a  flat 
frill  of  embroidery,  outlining  the  shape  of  the  tunic.  The 
sleeves  were  tucked  lengthwise  above  the  elbow  and  were 
of  the  bishop  variety  with  a  cuff.  The  cuffs  as  well  as 
the  collar  showed  the  new  plain  edge  finish. 



Great  Variety  of  Sleeve  Types  in  the  New  Garments 
Some  are  Cut  in  One  with  the  Bodice,  Others  are  Separate  —  Three- 
quarter,  Seven-eighths  and  Long  Sleeves  are  Fashionable  —  Demand 
for     Blouses  —  Medium     Length     Coats  —  The     Chantecler    Gown. 

Staff  Correspondence. 

Office  of  The  Dry  Goods  Review, 
160  Broadway,  New  York,   March  31. 

THIS  sea.son  we  find  a  great  a.ssortment  of  sleeve 
types.  The  sleeve  cut  in  one  with  the  bodice  is 

having-  a  strong  representation  again  in  the 
realm  of  fashionable  costume  and  suits,  etc. 

There  are  sleeves,  having  the  effect  of  the  seamless, 

long  shouldered  type,  that  are  cut  separately  and  ad- 
justed to  the  bodice  in  the  regulation  manner.  Usually 

such  modifications  show  a  ca])  that  is  tucked  in  cross- 
wise lilies  that  serve  to  continue  the  tucks  of  the  blouse 

and-  thus  effect  a  seamless  style  at  the  shoulder. 

The  three-quarter,  seven-eighths  and  long  sleeves  are 
the  desired  lengths,  and  it  depends  upon  the  style  of  the 
garment,  and  whether  it  is  a  coat  sleeve,  a  dress  sleeve, 
a  waist  sleeve  or  an  evening  dress  sleeve  what  its  length 
should  be.  All  lengths  are  being  shown,  but  the  most 

preference  is  given  the  three-quarter  effects  for  summer 
costumes. 

Blouses  that  are  Popular. 

With  the  greater  interest  being  shown  in  two-piece 
suits  for  Spring  and  Summer,  there  is  a  general  fashion 
demand  for  waists. 

A  number  of  the  waists  this  season  are  composed  of 

semi-diaphanous  fabrics,  black  in  color  and  ornamented 
with  black  laces  of  both  a  heavy  and  light  character. 

Jumper  waists  are  becoming  generally  popular  and 
are  being  shown  made  up  of  all  kinds  of  fabrics,  but 
those  of  chiffon  or  soft  supple  materials  take  the  lead. 
They  are  in  matching  color  with  the  skirt  or  suit. 

The  greatest  point  of  style  diflterence  in  the  dressy 
blouses  is  noted  in  the  sleeves.  A  great  many  of  them 
adhere  to  the  regulation  length  and  shape,  that  with 

the  normal  armhole,  but  those  of  the  newer  types  fea- 
ture the  armhole  and  shoulder  in  one.  Others  again 

show  the  three-quarter  sleeves  of  a  more  dressy  type 
elaborated  with  trimmings,   etc. 

The  most  favored  material  for  the  lingerie  blouse  is 
the  French  marquisette,  exquisitely  fine  and  of  gossamer 
weight.  It  is  said  to  launder  with  excellent  results. 
Tailored  waists  are  offered  in  linens,  lawns  and  madras. 

There  are  also  some  very  pretty  models  in  allover  em- 
broideries that  show  the  sleeves  with  a  stiffly  laundered 

collar  and  cuffs.  Some  models  have  the  pleats  in  Gibson 
style  over  the   shoulders. 

Generalities  of  the  New  Tailored  Suits. 

Tailored  suits  this  season  are  wonderfully  attractive. 
Those  noted  during  the  recent  openings  featured  the 
medium  length  coats,  the  most  preference  given  the  32, 
34  and  36  inch  lengths. 

There  is  a  great  effort  being  made  to  retain  the 
dressy  effect  that  the  skirt,  coat  and  waist  of  one  ma- 

terial— or  at  least  of  one  color — imparts  to  the  ensemble, 
and  certain  high-class  manufacturers  have  offered  the 
two-piece  suit  with  a  matching  waist. 

The  shawl-collars  in  a  variety  of  styles  and  effects 
are  noted  on  the  tailored  suits,  where  a  collar  is  em- 

ployed, but  many  of  the  new  models  are  collarless,  the 

,same   being   simulated   by   satin,    diagonal   or  pioire     or 

basket  weave  silks.  The  one,  two  and  three  button  fas- 
tenings are  the  most  pronounced  types. 

Russian  styles  are  being  taken,  but  the  decided  Rus- 
sian types  are  being  passed  up  for  those  that  simulate  it 

to  some  extent.  The  patent  leather  belt  is  a  feature 
this  season  and  it  is  remarkable  how  many  models  show 
the  use  of  this  belt,  either  all  around,  or  at  the  sides 
and  front  of  the  garment. 

The  coats  to  the  strictly  tailored  suits  aic  in  the 

semi-fitted  effects,  featuring  the  long  lines,  and  with 
French  seams.  They  show  many  novelty  ideas  in  the 
cut  of  the  models  or  else  produced  by  trimmings. 

Skirts  are  in  the  pleated  variety,  the  tunics  being 
the  decided  novelty  of  the  season.  There  is  a  tendency 
to  trim  the  lower  parts  of  skirts,  often  as  high  as  the 
knees  witli  braiding,  flounces  or  border  effects.  In  the 

two-i)iece  strictly  tailored  suits,  trimmings  are  omitted 
and  the  pleats  or  tunics  are  featured. 

Dressy  Wraps  and  Coats. 
The  dressy  wraps  are  cut  on  generous  lines  and  are 

large  and  voluminous.  Sleeves  are  seven-eights  long  and 
roomy,  in  many  instances  being  cut  in  one  with  the 
body  part,   thus  omitting  the  shoulder  seam. 

Pongee  and  similar  weaves  are  shown  in  coats  for 
every  day  wear  and  outing  purposes.  The  natural  shades 
are  most  in  evidence  combined  with  colored  trimmings. 
Models  of  silk  are  along  the  semi-belted  lines  of  the  Rus- 

sian persuasion.  Pockets  are  featured  making  them  more 
decorative  as  well  as  practical.  Collars  are  in  military 
styles  usually  of  contrasting  colored  fabrics.  Buttons 
are  another  added  feature. 

Capes  are  being  shown,  but  many  of  them  are  so 
shaped  and  trimmed  that  a  decided  tunic  effect  is  gained. 
Practical  capes  of  serge,  pongee  and  silk  are  popular. 

Linen  coats  are  fa.shioned  on  tailored  lines  and  are 
offered  in  a  wide  color  assortment  with  white  having 
first  place  and  then  the  brown-tones,  mustard,  biscuit, 
and  so  on,  coming  next. 

A  majority  of  the  new  dresses  show  the  normal 
waist  line,  but  short  waisted  dresses  are  to  be  wotn  by 
many  a  fashion  leader,  and  designers  in  concession  to 
this  fact  have  included  at  least  a  few  short  waisted 
dresses  among  their  Spring  productions. 

The  "Chantecler"  Gown. 

Indirectly,  Rostand's  new  play,  "Chantecler,"  is  re- 
sponsible for  one  of  the  most  charming  garments  pro- 

duced for  Spring  consideration.  The  gown  in  question 
is  a  Cheruit  model,  developed  in  supple  satin  of  the  new, 

rich  red  or  "Chantecler." 
The  trailing  skirt  shows  a  tunic  front  panel  turned 

loosely  under  at  the  lower  edge  above  a  wide,  straight 
flouncing  of  black  Chantilly  lace,  whose  principal  motif 
is  the  strutting  "Chantecler"— the  lace  being  continued 
all  about  the  hem.  The  sides  of  the  skirt  are  gathered 
over  the  hips  and  fall  in  low  draperies  that  form  a  part 
of  the  full  back.  The  corsage  has  a  bib-plastrom  of  the 
satin  over  a  foundation  of  filmy  white  net  and  white 
Chantilly  lace  which,  forms  a  decollete  guimpe  slightly 
gathered     about   the   top   in    chemise   suggestion. 
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Typical  Styles  in  Blouses  —  Shown  by  Debenham  &  Co. 



Good  Advertising  Exemplified  in  Wanamaker  Methods 

Points  That  are  Applicable  to  any  Merchant's  Business — The  Service 
Supported  by  the  Advertising  —  Nothing  Irrational  or  Extravagant  in 
Statements  or  Selling  Plans  —  Does  Not  Always  Pedestal  Cheapness. 

No  drygoods  merchant  visiting  New  York    would 
think    of    leaving    the    city    without    inspecting 

Wanamaker's,   the  greatest  drygoods   store  on 
the  continent.     Every  merchant  who  goes  into 

the   store     in   a      receptive     mood     will   learn   something 
which  can  be  applied  in  his  own  business. 

Possibly  the  feature  of  greatest  interest  in  connec- 
tion with  the  Wanamaker  store  is  its  method  of  adver- 

tising.   It  is  decidedly  in  a  class  by  itself. 

While  it  is  true  that  the  conditions  surrounding  the 
average  Canadian  drygoods  store  utterly  preclude  the 

possibility  of  advertising  on  a  scale  such  as  that  adopt- 
ed by  the  Wanamaker  store,  there  are  certain  features 

of  that  store's  advertising  which  may  with  profit  be 
carried    into    practice   by   every    merchant,    just    as    there 

ful  merchants  who  appreciate  the  growing  importance  of 
store  advertising.  In  the  success  of  the  Wanamaker 
business  two  factors  stand  out  with  almost  equal 

prominence.  One  is  the  store  service — in  its  broadest 
sense — and  the  other,  the  advertising.  It  is  true  that 
unless  the  former  had  been  developed,  the  advertising 
would  have  been  of  little  avail.  But  it  is  also  a  fact 

that  the  present  business  could  not  have  been  built  upon 
service  had  not  that  service  elicited  the  support  of  the 
advertising.  This  advertising  has  not  always  been  done 
in  the  same  way.  It  has  changed  in  sympathy  with  the 

spirit  of  the  times.  To-day,  the  great  majority  of  the 
people  are  not  much  influenced  by  irrational  and  extra- 

vagant statements  of  "great  bargains"  and  of  "slashing 

reductions." Wanamakers   have   realized   this. 

An   attractive   and    sensible    advertisement    from    Mulcahy's,  Limited,   Orillia. 

are  some  ideas  in  store  management  or  arrangement 
which  may  be  gained  and  successfully  put  into  practice 
by  these  merchants. 

This  is  explanatory  to  our  action  in  reproducing 
here  two  recent  advertisements  of  the  Wanamaker  store. 

Goods  well  Described. 

The  advertising  of  this  store  is  remarkable  for  its 
news  features  and  the  description  of  the  goods  advertised. 
These  points  are  well  exemplified  in  the  two  ads.  shown, 

and  they  will  be  found  well  worth  studying  by  thought- 

The  realization  will  not  come  to  lots  of  merchants 

for   years,    however. 

Strongest  Argument  is  not  Cheapness. 

Nine-tenths  of  all  store  advertising  is  written  with 
the  idea  that  the  strongest  argument  and  the  deciding 
factor  in  favor  of  the  goods  advertised  is  the  fact  that 

the   buyers   consider  them   "cheap." 
There  is  not  always  vivid  consciousness  of  this  con- 

viction on  the  part  of  writers  of  advertising,  but  it  is 
there,  and  it  is  manifested  in  the  ads.  they  produce. 



U8 

DRY     GOODS     REVIEW 

In  castine:  about  for  something  up(iii  which  to  base 
an  arsrinnent  in  favor  of  the  goods,  they  have  for  years 

fastened  upon  one  feature — the  price — and  depended  on 
that  almost  entirely.  \\liereas,  in  the  mind  of  every 
purchaser,  price  is  the  second  consideration. 

The  first  question  is  invariably,  "Do  I  want  it  ?" 
"Do  I  like  it  ?"    Then,   if  so,    "What  is  the   price  ?" 

See  the  subtle  suggestion  in  this  paragraph  from  one 

of    tlic    Wanamaker    ads.  :    "An    old    hat    generally    looks 

Price  Not  the  All-in-all. 

Price  is,  of  course,  an  important  consideration  with 
most  people,  but  it  is  not  the  all  and  in  all,  seemed  to 
be  inferred  from  the  manner  in  which  the  majority  of 
store  ads.   are  written. 

In  the  paragraph  quoted  above  the  prices  are  given, 
but  the  strength  of  the  appeal  is  immeasurably  increased 
by  the  fact  that  an  effort  is  made  to  inspire  a  desire  for 
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Dainty  Easter  Finery 
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is  another  special  Easter  oflenng 
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through  I  t  s  ingenious  little 
wheels-  Si^es  2  to  6  years.  Ani) 
for  the  wee  girl  of  2  to  4  years, 

there  is  a  pretty  bonnet  of  white 

fancy  braid,  Irimined  with  rose- 
buds and  coquettish  loopa  of  nb- 

bon. 
6w^</m  all  the  other  new 

things  baby  needs — pretty  and 
moderately  pnied.  or  luxunou? 
with  quantities  of  needlework, 
real  laces  and  precious  material 

Proud  as  a  Peacock 
WiUBethe 

Little  Chap  with 
A  New  Easter  Suit 

Blue  serge  of  the  right  kind  is 

unmatched  for  boyt'  wear.  We take  great  care  in  Belecting  and 
testing  the  aergei  in  these  ̂ Hng 

suits. Doable-bceasted  jacket  sulU. 
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Norfolk  jacket  auitfi,  aizee  8  to 
14,  •t$6.6u  to$15. 

chaviota  and  worsteds,  avcry 

thread  wool,  iji  pattcma  4i$9r- 

9Qt  from  last  year's. Norfolk  and  double-breasUd 
BuitA  at  Ih  to  (Ifl. 

Sailor  and  Russian  blouse  suits 

at  $5  to  $10. 

Spring  reefers,  $6  to  $10,  and 
overcoats  made  by  boys"  clothlag 
specialists,  at  M-&0  to  $15. 

The  Wanamaker  Student  Suit 
takes  the  best  eare«>f  the  voung 

man  of  IS.  16  and  17  who'muat have  long  trousers  and  a  waist- 
coat   At$9..'>0tot]8. 

Boys'  blouse  waists,  for  which 
we  chose  the  m^erials.  Sites  up 
to  Ifi  years,  at  50c,  75c  and  $1 
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II  atmosl  anv  fiaurt' ig,    nrv.     <-,rr>lIiibg 

Appropriate Easter  Gifts 

Delicious 
EASTER   EGGS 

of   Absolute   Purity 

own  candy  kilchco 

Ea^er  Attire  Mu^  Have  a  Good-Looking 
Foundation — Shoes 

all  bdttrr  (O 

,.llb»,lrl,gl, III!  ItirbuilLiLinpi 

^nd  ̂ ilh  llir  prilrni  an<l  ilull  U^IIk 

16  UalBlv  puiiip*  of  tatiii  ana  w-r 
>j  PrcUy  piioipa.  tkilli  Iturbkt  lo  n 
lunol  gnde  %hi>r%  »ill  rtrrywhere 

»liil. 

I  VI.  ■ -  pmlicr  thar 

Wm  R^comma^  TJmm  SAoca  fo  WaU-DrmnJ  Mw 

Al  nw  anrf  again  al  ».'>.  WanamaLrr  U-a»lr  oiarkid  j|ruupi  of  m 

A®  Aftftk®  Tfciaft 
FOE    EASTER 

Clothing  of  Quality  and  Style 
tnihVdniByed  patterns  Tfi  sifck  smtrcf  gray,  '(tt  brov;n,  tn 

•mart  checks  not  nearly  as  loud  as  they  wund  and  in  the  :itaplc 

blues  and  Oxfords  that  are  the  backbone  of  a  clothing- sl<x-V. 
On  three  points  we  claim  your  notice:  On  «iHid  moJc/s.  yii 

excellence  of  Icsfed  aH-uoo/  clolki.  and  on  iUi hn^  lailontiji  that 
yokes  style  and  quality. 

Krotkcoatsand  veBts,  $25  to  J4o.         Sack  Suits,  j-I.'.  to  *.Hi. English  cutaway  coats  and  vests.  Topcoats.  Sli>  In  \A^. 
J 1 5  to  $35.  Trouaers.  ?i  u>  %V1. 

Crown  of  Perfection  in  Hats 
The  .silk  hal  leads  tht  Kd^i.-r  list,  ana  the  l-mu-ln-llcnnrll  I/^n- 

don  yitk  leads  the  worlds  li.'-l  of  top  hats.  Here  exclusively  in  New 
York. 

Lincoln-Bennett  Silks.   ?«,  Wanamaker  Silks,  *fi 

Lincoln-Bennett  Derbies  and  the  Wiinamakcr-OrigiiiHt'>i  quHr- 
tette  of  Derbies  cover  evervthiDR  that  i»  Kuod  in  stiff  felt  haU.  A 

model  for  every  man.     S2,'53,  $a.50  and  55. Tyrolean  .soft  h^ls  for  mon  and  boys,  A  coinplele  a«cliun  of  AineC' 
lean  and  French  hata  for  little  fellows — the  coming  men. 

Cravats  of  Individuality 

llic  Wanornnk.  .   V  i.rl  Votli-ll. 
Hrprrv.il«liM>  of  nl^ry  IrviMluf  »l;lc.  ul   '.AK.     Mi.rc   liikiii 

Shirts  of  Refinement 

Mor«  nn 
The  Woii.io. 

Gloves— Correcft  in  Style  and  Fit 

«lon.-al«I.Dn.i     Ho««li.-«t   '■I  '.(».  |>l.-i.<    i....... 
•lylf  cmbriiKlrr>   'in  ({'■■"   '■'i'  '''   ({l""«.  ftl  VI  ''• .  Frcncli  kid  and  Fr<iich  ••iiilr  g,\t,M*     v>ll  anit  lii.< 

Spring  Hosiery  and  Underwear 

inlry   -«cvar'l*  of  «* 

nHOla.  Ml  3<X'  Iv  »:> 

JOHN    WANAMAKER 
A   Wanamsl^er   "News".'page    well    worth    study. 

out  of  place  on  Ea.ster.    Perhaps  Madame  has  been  late  the  goods,  because  they  are    wanted  for  their  own  sake, 
in    realizing    this.    No    matter.    We    have    prepared     for  and    if   they   can   be   obtained    at   a   price    which    appears 
Madame   Day-Before-Easter     by      assembling      a     special  leasonablo,  the  strength  of  the  appeal  is  proportionately 
collection   of   $10   and    $12   hats.    Most   of   them   inspired  increased. 

by  Paris.    All  from  our  own   workrooms,   every  om    of  In   writing   ads.    get    away   from   the   idea   that     the 

ihem  full  of  Easter  freshness  and  beauty."  only  feature  which  cororaeuds  an  article  to  a  prospective 
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customer  is   the  fact  that  it  is  cheap — or  that   you   can 
make  it  appear  so. 

•4- 
Good  Spring  Publicity. 

One  of  the  neatest  and  most  attractive  pieces  of 

store  advertising-  The  Review  has  seen  in  a  long  time 
is  the  4-pag-e  circular  gotten  out  by  Thos.  Mulcahy, 
Ltd.,   Orillia,    announcing   their    Spring   selling.     Pages    2 

Good  Ad  Badly   Printed, 

An  announcement  of  the  opening  of  the  ready-to-wear 

department  of  Thompson's,  Limited,  Sault  Ste  Marie, 
was  well  prepared,  but  indifferent  printing  detracted 
seriously  from  its  attractiveness.  A  good  quality  of 

linen  paper  was  used;  the  copy 'was  well  written,  the 
illustrations  used  were  good,  but  these  commendable 
features  are  rendered  ineffective  to  a     large     extent     by 

BATVBDA THB    BVBNINC    MAIL, 
KABrn   ac   f*T* 

Otiur  WxntmiAer  Ntvu  Paga  Will  Bf  found  in  Ifie  Ejxfting  Post.  Booing  TeUgram  4nJ  BmaJtifn  Stodanf-Urdon 

Monday  in  New  York  at  Wanamaker  s 

To  Continue  Next  Week,  by  Request 
Xew  costumes  will  be  added  to  the  exhibition  from 

(Jay  to  day— but  the  gowns  which  have  made  such  a  sen- 
sation Will  still  remain  on  exhibition. 

Practically  ever>'  steamer  j^  bringing  new  thmgs; 
so  the  week's  exhibition  should  be  one  of  infinite  variety. 

_An  Appreciation 
"Artu  York  oiti  -.fli fed  pmid  of  an  snslilulton  w  wiUmg  and  io 

ready  to  provide  such  a  gor^Mu%  coUeeiion  for  llie  ediftcaiuyn  and  betufit 

o//A^^it«/iTMx/*— From  a  knowingcritic  of  many  years' experience. 

What   Has   Arrived   Lately   from 
Across  the  Seas 

■S,  S.  Kurnessia."  fr.nn  Gla-sgow.  landed  seven  great  caecs  of 
Scotch  table  linens  for  us  on  Monday. 

On  the  bame  day  the  steamei'  "La;ilarid"  from  Antwci-p,  landed  for 
us  f'lUr  hupe  cases  of  French  linens. 

■"S.  S.  George  Washington"  from  Bremen  brought  us  on  Tuesday 

two  big  cases  filled  with  women's  wraps  from  Berlin. 

The  "Minneapolis."  from  Cherbourg,  which  also  docked  Tuesday, 
landed  more  than  twenty  great  cases  that  contain  a  regular  treasure- 

irove  uf  fincign  merchandise  for  this  store — French  lace  curtains, 

I'rcnch  tiupets,  French  hats  for  men,  French  gloves  for  women, 
French  neckwear,  Fnnch  infants'  clothes,  the  latest  French  toys, 
i-rtnch  veflinps,  new  French  trimmings,  Paris  gowns,  Cluny  linens, 
silk  stockinKS  and  fine  lingeries. 

On  ihi-  "Pretoria."  due  today  from  Hamburg,  come  nearly  twenty 
more  big  cases,  bringing  German  hosiery,  Berlin  wraps,  Plauen  laces, 

Vienna  flowers  and  fans,  Austrian  lingerie,  beaded  bags,  German  leath- 
er baps  and  boxes- 

Still  on  the  ocean  is  the  "Hamburg,"  from  Genoa.  She  will  dock 
today  with  forty-six  cases  of  Italian  marbles  for  our  Art  Rooms, 

In  a  little  while  all  these  new  foreign  things  will  be  in  their  place 
in  this  »tore.  Meanwhile,  these  two  buildings  are  radiant  throughout 
with  the  fresh  new  mtrchandise  which  every  recent  steamer  has  been 

Tiringing  us, 

Europe  and  America  both  send  of  their  liest  to  the  Wanamaker 
Store  for  your  choosing. 

Hand-Loom  "Madeira"   Embroideries  That 

Were  an  Importer's  Samples  for  Spring 
I'n:  to  54.50  a  piccp  of  '1';  jiirdi  — llic  nr.\l  Hliiiig  to  li,Tn4-cmLroi<ltrj ,  iiiid 

Rt  about  huir  Ic^  timii   iisiinf  i>iice. 
Thrx-  fine  •iiiliroiclrhcs  .iro  iiia<li  in  St.  0,>1l  on  Ihc  fliicsl  looms  in  Ihe 

^v(J^lll.  Wlii-n  onu  kixiu^  lli^il  il  iciiiiiros  2(11  nc-cilirs  Io  embroider  nine  yards 
!•(  Ilii^i  vmtL  ill  one  liiiic  lli'-y  i;<^l  n  sliglil  i'li-n  c>r  ils  fiiicncsit.  Siicli  luoiiis 
Iioir   iln  tiily  lii-u)  raii;ibl';  of  niuking  cnibmidco'  lliul  cDst  9230  a  yard. 

Drtigns  arc  beauliful.  Copied  from  llir  rciil  Mudcira  embroidery  in  eyc- 
lr|  niid  plain  dcnigns  on  nainsook.    Tlic  wiillopcd  cilgcs  ore  well  finisiied  nnd 

I.  J".' 

.■nils  "l.lur 

•in  the  r..:Ml.  m.  011     ,1,     ,-■  r  ,<;.     H.. ■   1   ^  '•!   '  1.I1  iksign,    Tlic  liner 

lialdrKx  li.<%c  bi-<  i>  s'  lliu>;  on  n-^ii ir  ̂ l(lt 
..  .1  >-.',-.0  <■  vmd. 

InM-Mimis.  $1.*IZ-.  ;.nd?l--J> 

pi^■cc 

F.<lR.-s.  7.V.  ?l.2J.  SI.75,  ?2. 53.25  and 
Wr.0  .1  pirrr      V.i-  y^irds  Io  .1  pircC 

PU.Mn.mR-s  ;.nd  drrp  coi-,it  i 

ivcr  *■ 

nhi-iiidrrics  arc  Jnchidcrt  in  Ihc  col- 

Icrlinli.  iil9l..'<fl. II  is  iidioiiK  In  ninkf  n  i-mnp ri'ioii .f  iii'ioes.    Winn  n  uom.in  sees  llic 
enibroideric*   nhr   will    rejli^e   lu>\ 

tsli-. 

ot'dinury  lliusc  piices  arc. *"""*'"■■"'•""'"■'""=- 
CHINA    FOR    HOMES    EVERYWHERE 

In  the  Half-Yeariy  Sale 
That  Ends  with  March 

Ku»in.>v  1.1   II  hi..-  I..  *.,i^.   ..-  l.lll,-   ;l^   ',   1.1  r  i.  I'l.  on  a  big  (UmI 
llrrrH^i  Jiunir  lnN.i\.':i;il-,1  per  .int..  atid   iin>re.  Oil  Cliina  uliich   one 

needs  m:,  .Inyl  in  llie  vi;.r  r..i  .ill  Ihe  yr.ir,  tif  ..ik".i  life. 
And  Ihit  Wiiniioiiiker  <liin;t  >ill<-i>  llie  deligliln  of  eeononiy  nilliout  any 

«f  H%  impli'iivinlness,  fur  ltii>  eliiiiu  i«  us  prt-lly  nnd  fine  and  dainty  a>  any- 
thing  one  uonid  Imy  iit  i\  iTgiil^ir  priee. 

5ofne  Special  Dinner  Sets  of  Which  We  Have 

Enough  Quantity  to  Advertise 

lliro>Ii»'    Hiiwliind    )>eiiilt   dinni  1  .Vui.iu.ui  poreelain  sels.  \t ilh  prclty 

»eK..ii  .>i;,'i0.f27J0und§3.V    rii.iriii-     boid.r  d.forilioiis  01   iie^il  gold  pal- 
i'lg  i>ink  ruac  kpriiy  drcorulions  mid     li-rns.  flO  u  »kl. 
good  shupev  Aineriean  pnreiUiin  iliiinei   mIs  of 

ilnly    five    of    llii.xi;    pi.ll>     Ridon      HW  |>ie»-es.  willi  three  u-giUbIc  <lishc« 
Treiiiii  cliitKi   mU  of   lOtt  pirocs  Icfl      i"id  Miiip  Iiiricn,  only  ?S..''(>  ii  set. 
to  sell  ill  S\2  n  M-1.  fliher  dinii  -r  sets  mie  or  Ivu  of  a 

.Vislri;.n  rhinu  dinner  sets  nf  IiWl     l.in.!.  r...in  "in  l.>  ̂ll.".  n  set. 
pieep*.   Willi   soup   liire.n   .ind   lliree         All    :<l>niil   on.-lhird  les«  than    we 
meal    didlien:    deeonilions    ol    prrlly      t-h^ll  be  :iblc  Io  selUhem  in  April, 
llowcr  aprjys,  410  u  hI.  A-tonj  Gtiitrr.  titw  Buitdut. 

Cussor  ̂ arquisettr 
A  New  and  Beautiful  Silk,  Double  Width 

$1.10  Yard This  c n-'M     *P34 
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today  Ihan  msri|uiselle.  And  as  ttissor  marquiselle  is  heavier,  stronger  nn>l 
will  nol  slip,  it  IS  a  prnclical  inatrnai  for  any  kind  of  p)«  u 

II  IS  only  n.ilurni  thul  the  maker  made  his  trinl  picrrs  in  Ihe  most  lii-:iiilifiil 
tolor*  — China  blue,  pcusaiil  brown,  dark  poller's  blue.  gray.  Iieliulropi-.  rcscd.i. 
old  ro<.e.  Iidhl  hl.ie  and  nalursl  pongee.  40  Io  42  inehe«  wide-  SI  10  n  yard. 

Metaline  and  MoaMtelina  Sathi,  SSc  a  Yard.  Usualfy  SI.2S 

\ny  one  -a  lio  is  familiar  wjlh  silk  ulll  know  whro  Ihey  sec  the  name  on 
llir  xrK.in,-  U,.A  Hiesr  Miks  .ire  nsiiiilh  *|,2.-»  y.ir.l.  This  mill  lias  henij  mak. 
iiig  ih.  -     iil^  •  f.pi   '.  l..n  ■  iHii'     t.Mi  ui,\\  ihej  nil  eiiiicenlrating  Iheir  attention 

I'"    ■    ■■  ■   ■■■    iM|.lelr.  ! 

ncniililiil   f.-r  go-MM.  l.iiM.Ks  or  drop  skirls. 

Qililc  opportune  as  Ihcy  udl  niiikc   deligUlfiil  found,!) 
.scllc.    21  inches  wide.    SJc  a  yard.  fi 

Is  So-Called  "All-Linen" 
Always  Every  Thread  Linen? 

We  Can  Vouch  for  Our  High  Standard  of 

Nothing  But  All-Linen  at  All  Times 
III  .,  rvcenl  iiimiber  of  H.itperi  Wnkly  a  long  arlick  is  devoted  to  the  Ihe*- 

ry  Ihal  in  the  buying  of  linens  the  .\ineriran  h<Hisi.'uife  possesses  no  proleclion 
ugiiintl  llic  deceit  of  retail  mercliunls  and  Ihc  frniid  of  munufaclurrrs.  She 

cites  as  an  cxumplc  of  her  argument  a  handkerchief  and  a  towd.  which  ul- 
llinugh  bought  for  pure  linen  in  a  retail  slorr.  were  shown  by  subqueni  tests 
to  conloin  at  Ihe  most  onlij  a  few  threads  of  linen  in  a  wMif  uf  cotton. 

II  is  not  nceessury  to  lell  those  who  have  been  in  the  li.ibit  of  biiyinj; 

linenl  at  Wanmnakef's  Ihal  these  articles  were  not  from  our  Unrii  Utorr. 
They  know.  For  in  all  the  years  of  our  cuperirnee  not  one  piece  of  linen  h.\s 
ever  been  brought  back  by  a  cutlomer  as  uii  ciainple  ot  spurious  ingridirnli. 

Hnwevcr.  <vc  are  perfeetiv  awnrc  of  Ihe  many  crimes  committed  in 
tl.r  ii.it.ie  <.f  Hnri  Liin  11  And  it  l>n»  beet.  br.ni;ilil  Io  our  knowledge  Ihal  Iherc 

^re  rrtxd  slwr«i>  111  the  city  of  New  Yqrk  that  mII  "Lnion  miOuies"  iindu  lli<: 

name  of  "All  Linen." How  Do  We  Know  Linen  ? 

olliees.  One  of  llieiti  is  torn  across  Ihc  center.  1  he  Imen  chief  was  suspicious 
of  Ibis  order  uheii  he  leeened  il.  On  leurinR  it.  he  found  that  Ihe  threads  of 
the  weave  were  eotlon.  .Needless  to  say.  we  countermanded  Uie  order.  II  was 
the  some  some  time  ago  with  a  large  order  of  towels  from  Ireland.  Upon  re- 

ceiving them  x\e  discovered  that  the  monufuclurer  bad  inserted  a  few  coMon 

threaos     He  siiid.  in  reply  to  our  protest.  Ihal  "fia.x  was  high,"  and  for  Ihal 

tesi,      1!.-... 

'"'''''iJid'e'i'f^ 

pend  iilmovt that  tlii'v  11^ 111."  V.    , 

Ld  a  litlle  c 
We  did  not  care  whether  flax  was  as  rare  as  the  r 

.  lie  said,  "cotton  did  nol  hurl  the  wenve."  It  is 
<  (1.1\  linen,"  And  ue  did  so. 
1 1  IS  nol  necessary  to  pul  a  linen  through  anv  s 
.iiillid  linens  for  years  have  what  mighl  be  knt 
'ill   \'tu^\  r- piTiriifi'  lias  made  them  seusilive  to 

li'  (t  111'    r.uslom  House.  Ihc  receivers 
.\nd  il  is  only  in  rare  ci 

i.oplc  know  linci 

le  name  of  linen.    Therefore 
;  protection  aiforded  by  intes 

L-oof 

And  if  Ihcy  have  Ihc  sllghl- 
lests  as  have  hen  iiienlioned. 

legal   proleclion   against 

In  UnparaUeUeJ  Numbers 
Manafacbarers  East  and  We»t  Concede  Therx  /> 
No   Other  Sixh  Variety  of  Stylei  and  QuaUltea 

Brass  fiaiiteiuh.  $1^  In  ,>/,;(to 

Enamel  firdsfouh.  S4  /<f*,i,irJs 

We    Now  Announce   a    New  Achievement    in  Enamel    BeJeteads 

viall  paper,  curtains,  rugs— nnjlliing No  longer  need  one  elinnse  u  nio&s  green  br<Ulead  to  go  inlo  a  myrlje 

green  room,  or  an  old  rose  bedstead  to  rcunpnnion  shell  pink  -naWf. 
-       ■      -  ■■     hislcirv  of  selling  bedsteads,  wc  shall  turnish 

inv  sh.ide   d.Mr.d 
r  the  first  ii 

/n  ine 

What  Is  Needed  for 
Summer  Homes  and  Hotels 

■'roni  an  almost  inexhaustible  variL't>  of  new  inexpensive  Summer 
I  Kurnishings  in  each  of  our  eight  Galleries,  on  Motiday,  it  is  dif- 

lieult  to  e'en  sitnimarizo — let  alone  deseribe  in  detail.     Fk 
lule  triumphantly. 

Among  SommcT  UphoUUria  ^UWUMi  « i.mglit  ai,d  ol  t 

wdl 

Made  especially  to  our  order  -just 
nfi'  the  shtp     Table,  pilh.w  and  coii.li 
eovem,  with  tuil.in    Jinl    yui.l   fi   ^ 

Uunnlch.    Slum  im.  n  .■  ii'.  .|  ■  n  .1  .    1. 
ventional  noml  |<     '            
wide  bordem  m   1        -  -    ̂  
withobordert.fi 
Imrderrrt   effe.-K     •<■     1   1  !■!■  ■ 

i;Hj:' 

W§'i:M;xi 

1    1 
Piinlpd     lin.iis     for    .oltage     l.vmfi 

Ei;:: 
^:.^ :  !„,:„.,.':M5'ii:'x;;;b 

:r'^:;:':,:':;,>nl';^^^^^ 

,i.^,','ri 

It  lud»»r  .iiid  UuUloor  Suin- 

g3f3;;i|'f 

Bulgori 
n  Furniture 

Swiss.  Oi-fiaii.h    .tit.l  ■   1  ■'^•■-  .11. ■ 
WiUiollnr  l.iL-.j'i-   I'l'l,  i-i   ■■' 

loineltc    curtaius-cxlreiiifly    low    in 

i:;;':!i 
Summer  Floor  Coverings 

„",",';: 

:       1.      ,                           ,              .^    ,!     1    .,,.1, 

idl  the  new  CI 
matting  rugs. 

Fiiience   lilc  e 

oilcloths. "■'•'' 
KecenI  iuvo Ion  and  Brnss 

ofier  miusutil 
i.d  self-loi 

designs. 
Summer  Furniture 

Many  Opportunities  in  the  Housewares  Sale 
Even  Tho'  It  Is  Nearly  to  an  End 

The  lineal  xlandnrd  rotary  shulllc 
I'-oktiiu  etihiiiil  ill  dilTiiinl  woods,  is  nnw  selling  :il   f.VI.   iii%len<l  (if  fT^ 

:  (cwnig  iniicl 
now  selling  :i 

icbiiie.  encuM-d  in  :<   kihmI- 

naiiy  h  ft,  bicause  wc  hnvc  been  kclliiig  lliem  itl  Ibio  priee  nil 

&;;:"■■
■ 

Enamel  Ware 
Se.-inilcM  enamel  ware,  triple  cojUil  -ii<illiin(<  I'l  br.ak.  iK.r  chip,  ni.r 

leuk  Eierv  piece  Wiiriaiilrd.  I'm  II;  gray  color  with  niiiM.n.luck.  FJiutiiekd 
covers.     These  i.n-  all  piovol  a^  Io  Ihe  .|iiiiul.lv  ih<  v  w,ll  l..,l.l 

ndard  article-  of  house  Ixlpfulm 

JOHN    WANAMAKER 
Quality   talk  is    the    feature   of   interest  in  this   page   ad 

and  3  of  this  circular  are  reproduced  here.  They  fur- 
nish an  example  of  a  tastily  arranged,  well  written,  well 

displayed  advertisement.  A  great  number  and  variety  of 
goods  are  mentioned  and  described,  and  if  this  did  not 

prove  a  decidedly  effective  and  profitable  piece  of  adver- 
tising we  will  be  greatly  surpriged. 

Broadway.  Fourth  Avenuf^ 

Eighth  to  Tenth  StreeL 

the  poor  quality  of  the  printing.  This  is  a  live,  pros- 
perous store,  with  a  wideawake  manager  and  usually 

does  good   advertising. 

Next  month,  among  other  things,  "How  to  adver- 
tise a  linen  department  "  \vill  be  discussed  in  this  seC' 

tion. 



UO 
M  EN'S     FURNISHER Dry  Goods  Review 

Welch,  Mar^etson  &  Co. 
LONDON  and  LONDONDERRY 

Manufacturers  of 

High-grade 
Furnishings 
for  MEN 

i 
,^o«oo«    ""tiiotj^ 

■*» 

Londonderry  Factory,  Ireland. 

Now  represented  in 

ONTARIO,  QUEBEC,  NOVA  SCOTIA, 

NEW  BRUNSWICK,  PRINCE  EDWARD  IS. 

by  GEO.  T.  WILSON 
care  of  BANK  OF  MONTREAL,  TORONTO 

London  Factory,  Bermondsey 
Branches  and  Agencies 

Australia,  New  Zealand,  South  Africa,  India, 
United  States,  Argentine,  Brazil,  Chili,  Mexico, 

Germany,  France,  China,  Austria,  Italy,  Spain, 
Holland,  Belgium,  Norway,  Sweden,  Malta,  Egypt. 
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You  must 

have 

''Cravenette" 

Shower -proofs 
for  wet 
weather ; 

they  are 
waterproof 
and  hygienic 

because 

porous. 

THERE'S  NOTHING 
BETTER   THAN 

Reg- Trademark 

proofed  by 

yy 

Facsimile  of  stamp  on    bacif 
of  Genuine  Goods 

You   can  wear 

them  for 
fine  weather, 

because 

they  are 
smart  and 

fashionable. 

Dust-proof 
as  well  as 

shower-proof. 

TO  BE  OBTAINED  FROM  ALL  LEADING  DRAPERS 

IN  CASE  OI-  ANY  IJIFFICLI.Ty,  PJ>EASP:  WRITE  TO 

THE  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE 
(Proofersto  the  Trade.) 

Please  mention  The   Revieic  to   .Idvcrtisers  unci   Their  Travelers. 



Men's    Clothing    and    Furnishings   News 
Manufacturers  and  Wholesalers  Complain  of  Unreasonable  Stunts 

Expected  of  Them  with  Regard  to  Deliveries  —  Clothing  Houses 
Busy — An  Early  Easter  gives  Impetus  to   Spring  Trade— Hat  Season 

THE    early    Easter     and     the      exceptionally      fine 
weather   has  given   a  great   impetus   to     Spring 
business.    The  sorting  trade  has  developed  very 

strongly  in  all  lines,   and   it  is  not  to  be  w^on- 
dered    at    that    the    demand    for    immediate    deliveries     is 
not    always   realized. 

Among  manufacturers  there  is  an  inclination  to  com- 
|)lain  of  the  so-called  unreasonable  attitude  taken  now 
and  then  by  some  of  their  customers  on  the  delivery 

question.  A  hat-maker  pointed  out  that  while  a  good 
amount  of  placing  business  had  been  done,  there  was 

still  a  great  volume  of  trade  conducted  on  the  hand-to- 
mouth  basis.  In  this  it  was  evident  that  the  desire  to 

run  no  responsibility  in  carrying  stocks  over  was  as 

strong  as  the  wish  to  make  individuality  a  strong  fea- 
ture of  trading.  Development  was  taking  place  along 

lines  which  gave  the  retail  merchant  greater  opportuni- 
ties than  ever  before  to  feature  distinctive  lines — lines 

which  could  not,  for  example,  be  duplicated  by  two  mer- 
chants in  the  same  centre.  An  enormous  trade  is  now 

being  done  by  swatches,  the  merchant  thus  being  enabled 
to  select  the  fabric,  colors  and  styles  necessary  to  the 
making  up  of  a  stock  that  was  different.  This  feature 

had,  of  recent  years,  came  rapidly  to  the  front  in  ready- 
to-wear  clothing,  and  cap  manufacturers  are  also  exper- 

iencing a  marked  growth  in  that  dii'cction.     Tt  stands  to 

eries  of  material  required  or  in  handling  the  help  pro- 
blem which  is  certainly  a  serious  one  at  the  present 

time. 

While  in  some  cases  cancellations  have  been  made 

where  delivery  is  not  up  to  the  minute,  it  would  appear 
that,  where  the  retailer  is  fully  advised  of  the  difiiculty 

confronting  the  manufacturer,  and  where  every  precau- 
tion is  taken  so  that  mutual  interests  may  be  fairly 

considered,  these  problems  might  not  be  as  frequent  a 

source  of  discouragement   or   ill-feeling. 

Good  Spring  Business  in  Clothing. 

The  early  Spring  is  responsible  for  good  business  in 

every  department  of  men's  wear.  The  clothing  and 
woolen  houses  are  very  busy,  and  orders  confirm  the 
early  forecasts  that  heavy  business  would  be  done  in 
neat  greys,  with  dainty  stripes  and  checks.  Bronze 
greys  in  similar  treatment  have  had  a  very  good  demand. 

There  has  been  a  mai'ked  improvement  in  the  demand 

for  small  boy's  suits,  and  the  many  different  styles  that 
are  being  shown,  and  their  salability  has  suggested  to 
more  than  one  merchant  the  advisability  of  having  a 
separate  department   for  these  lines.     The  range  in  light 

Samples  from    1911    hosiery  stock,   showing  vogue  in  vertical  stripes;  combined  vertical  and  circular     designs.    Fancy    designs 
on  white   ground.    Ground  colors  are   greys,  resedas,  cadets,   mauve,   navy,   browns,  tans,   and   different   purple   shades. 

reason  that  the  merchant  who  has  a  say  in  the  selection 
of  materials  for  his  clothing  must  also  find  it  to  the 
advantage  of  his  cap  business  to  be  able  to  match  goods 
to  a  considerable  extent.  But  it  is  the  expectation  of 

quick  delivery,  without  making  due  allowance  for  diffi- 
culties  confronting   the   manufacturers    in    securing   deliv- 

weight  summer  outfits  runs  from  the  plain  single  and 
double  breasted  styles  to  the  belted,  pleated,  be-buttoned 

and  novelty  effects.  In  men's  and  boys'  equipment  for 
for  next  fall  there  promises  to  be  little  change  in  styles, 

the  tendency  still  being  towards  conservative  though 
none-the-less  dressy  designs 
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Well  Dressed  Men 
m      m 

who  wouldn't  dream  of  wearing"  an  or- 
dinary rubber  collar,  are  delighted  with 

the  appearance,  fit]and  finish  of 

CHALLENGE 
BRAND  WATERPROOF 

Collars  and  Cuffs 
For  Dusty  Train  Trips  and  the 

Hustle  of  Business  they  are  just  the 

thing-,  and  you  can  recommend  them  to 
\our  particular  customer  without  hesi- 
tation. 

You  can't  tell  a  "Challenge"  Collar 
from  the  very  best  linen — it  has  the  per- 

fect fit,  dull  finish  and  dressy  look  of  the 
best  linen  collar,  and  it  has  the  added 

advantage  of  being-  waterproof. 

No  laundry  bills — simply  wash  a 

"Challeng-e"  clean  and  dry  it  so  easily. 

Get  bus\-  selling-  "Challenge";  there's 

a  big  trade  to  be  done,~"and  a  "worth- 
while" profit  for  you. 

REPRESENTATIVES : 

Wes/ern — J.  A.  Chantler  &  Co.,  Toronto 

Eastern— D\inc&n  Bell,    Montreal 

The  Arlington  Company 
of  Canada,  Ltd. 

54-56  Eraser  Ave.        -        -         TORONTO 

Prolong  Spring  Hat  Season. 
The  Easter  hat  is  a  topic  which  is  becoming  quite 

as  important  with  men  as  the  new  millinery  is  with  the 
ladies.  By  emphasizing  the  style  merits  of  the  new  soft 

and  stiff  hats,  the  merchant  is  taking-  the  best  course  to 
secure  the  introduction  of  an  intermediate  season  pre- 
coiling  the  advent  of  straws.  The  present  season  has 
lent  itself  exceptionally  well  to  this  feature  of  merchan- 

dising. The  long  run  of  mild  weather  has  suggested  new 

Spring  head-wear,  and  the  strong  business  which  thn 
exclusive  store  has  developed  in  this  connection  should 

have  its  hint  to  the  dry  goods  man  who  has  been  back- 

ward in  pushing  men's  hats  and  caps.  An  intermediate 
season  would  be  a  good  thing  for  merchant  and  manu- 

facturer if  properly  developed.  This  cannot  be  done 
without  co-operation  of  those  in  the  trade.  It  would 
delay  the  advent  of  the  straw  hat  for  a  few  weeks,  but 
would,  on  the  otlior  hand  give  it  distinctive  i)lace  in 
summer  wear.  The  merchant  would  undoubtedly  find 
that  by  dividing  his  year  moie  judiciously,  his  sales 
would  be  greatly  benefited. 

There  has  never  been  a  time  when  variety  was  so  strong 
a  feature  of  hat  lines,  as  at  the  present  time.  In  soft 
hats,  the  new  telescope  shapes  have  taken  well.  From 
the  other  side  of  the  line  comes  the  report  that  the 

rough-finished  materials  are  holding  good  for  Spring, 
though  in  lighter  weights.  The  tendency  in  this  direc- 

tion in  Canada  is  very  slight.  One  buyer  states  that 

the  iiu'rcasing  variety  in  shapes  and  materials  may 
have  one  good  effect — it  may  induce  a  good  many  men 
to  break  with  the  hard  and  fast  custom  of  having  but 
one  style  of  hat  year  in  and  year  out.  The  approach  of 
the  outing  and  sporting  season  is  having  a  good  effect 
on  the  cap  trade. 

An  excellent  straw  season  is  indicated  by  tho  strong 
placing  business.  The  fine  braids  have  the  preference, 
although  sennits  will  make  a  good  showing.  There  is 
a  greater  variety  in  panama  grades  which  will  make 
these  goods  more  approachable  by  the  intermediate 
trade. 

i- 

Neckties  and  Collars. 

Plain  soft  colors  are  to  be  a  strong  feature  of  neck- 
wear for  the  coming  Summer,  with  tans,  greys  and  pur- 

ples in  the  lead.  Two-tone  effects  and  shot  weaves  are 
good.  Panel  stripes  with  plain  or  subdued  self-toned 
grounds  are  figuring  well  in  the  demand.  Knitted  ties  in 
plain  colors  are  good  style,  and  one  of  the  very  natty 

effects  is  secured  by  the  use  of  black  silk  knitted  neck- 
wear on  the  very  neat  striped  shirtings  shown  at  the 

present  time.  While  for  the  knotted  neckwear  the  close 

fitting  collai'  is  the  correct  thing  ;  some  consideration  is 
being  given  the  more  rounded  effects  in  turndown  collars 
for  silk  neckwear,  which  is  not  always  as  crushablc  as 
the   knitted   lines. 

Vogue  in  Shirts. 
Pleated  effects  in  shirts  have  been  selling  well  this 

season.  The  vogue  of  stripes  has  popularized  pleats  to 
a  great  extent  as  a  very  dainty  arrangement  of  the 
bosom  stripes  is  thereby  rendered  possible.  One  of  the 

newest  things  is  a  short-length  bosom,  box-pleated  shirt 
to  be  worn  with  vest.  As  the  bosom  is  about  six  inches 
shorter  than  usual,  it  will  be  seen  that  the  uncomfortable 
l)unching  sometimes  experienced  with  the  pleated  shirt 
when  worn  with  a  vest  is  mimini/.ed.  White,  black. 

l)urplc,  tans,  lavender,  greys  and  blue  greys  are  em- 
ployed in  the  new  shirting  patterns, 



Dry  Goods  kevtew 

D  
 

MEN'S    FURNISHER 

143 

iiifi 

With  a  view  to  obtaining  better  facilities  ior  the  manufacture  of 

Wellington 
Brand 

Hats  and  Caps 
We  have  removed  our  factory  and  offices  from  Wellington  St.  W.  to 

785  KINO  STREET  WEST 

The  whole  of  this  building  is  now  occupied  by  our  new  and 
extensive  plant,  and  we  are  now  in  a  position  to  turn  out  a  very 
large  range  of  Hats  and  Caps  fully  up  to  the  standard  of  the  best 
imported  goods. 

Our  greater  facilities  will  enable  us  to  give  the  trade  the 
benefit  of  reduced  prices  and  prompt  despatch  of  orders,  and  we 
invite  correspondence. 

If  our  traveller  hasn't  yet  called  on  you,  drop  us  a  line  ! 

C.  C.  PUNCHARD  &  CO. 
78S  King  Street  West,  .  -  TORONTO 

Pltase  mention  The  Review  to   /fdvertise'^s  and  Their  Travelers, 
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TRADE.   MARK 

'♦Field   Club" 
In  3  Heights. 

Corliss-Coon HAND-  Collars 

tell  the  story  of 

good   collar  making. 

Write  for  ctlaloij  and  secure  agency. 

CORLISS,   COON   &  CO. 
New  York Chicago  St.  Louis  Boston  Baltimore 

Facl)ries  and  Laundries  :  Troy  and  Cohoes,  N.Y. 

Canadian  Representatives: 

CANADIAN   IMPORTING   CO.,  Birks    Building,   MONTREAL. 

Ti; A1)E-M\RK-Reg.  f.i 

The  Presto  Collar 

Is  a  Success 
It  gives  the  wearer  the  option  of  an  ordinary 

lapel  collar  or  the  military  pattern,  at  will. 

He  just  turns  it  up  for  harsh  weather  or  bit- 
ter cold,  and  keeps  it  turned  down  for  fair 

winter  days. 

$     $     $ 

The  Presto  is  the  essence  of  style  and  neat- 
ness, laying  smoothly,  without  bulloiness,  and 

it  is  as  practical  as  it  is  simple  in  construction. 

It  is  a  patented  idea  and  not  an  attachment. 
It  is  just  as  much  a  part  of  the  coat  as  the sleeves. 

$     $     $ 

The  Presto  Collar  Coat  means  $ale's  for  you 
and  $atisfaction  for  your  customers.  You  can 

readily  see  the  reason  in  the  above  illustra- 
tion— but  if  you  had  a  Presto  Collar  Coat  in 

your  hands  so  you  could  look  into  its  con- 

struction thoroughly,  you'd  soon  have  it  on 

your  customers'  backs. 
$     $     $ 

Ask  us  on  a  postal  to  send  you  a  list  of  the 

leading  Canadian  manufacturers  who  are  put- 

ting Presto  Collars  on  the  overcoats  and  rain- 
coats they  make.  Any  of  them  will  willingly 

send  a  Presto  Collar  Coat  so  you  can  see  its 

worth  for  yourself — that's  proof.  Send  for the  list  now. 

$     $     $ 

The  Presto   Company 
699  Broadway,     -      -     New  York 

Please  mention  The  Reviezv  w  Advertisers  and  Their  Travelers. 
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MADE  BY  THE 

BEST  MAKERS 

SOLD  BY  THE 

BEST  DEALERS 

THE  "BRISTOL" 

GREENE  Collars  have  that  snappy,  snug-fitting  ap- 
pearance which  is  so  desirable  in  the  present 

day   styles. 

There  is  no  morning  "battle"  'twixt  collar  and  tie 
— they  work   in    unison. 

The  superior  fiinish  in  all  '"Greene"  Collars  makes 
them  all  that  can  be  desired.  Ask  for  the  "Greene" 
brand  when  next  you  are  purchasing — you  will  thus 
enjoy   true   collar  comfort. 

WARDELL-GREENE-LIMITED 
TORONTO  AND  WATERLOO  -  -  -  CANADA 

THIS 
is  one  of  the  attractive  high-class  ads.  now 
appearing  in  the  prominent  weekly  period- 

icals for  "Greene  Collars." 
These  ads.  are  bound  to  result  in  a 

greatly  increased  demand  for  this  brand. 

If  you  wish  to  keep  pace  with  their 

growing  popularity-stock  well  with  "Greene" 
Collars  —  the  demand  for  these  goods  is 
advancing  with  rapid  strides. 

Wardell- Greene-Limited 
TORONTO  AND  WATERLOO     -     -     -     CANADA 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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^^Lk.  lifc^  111M 

Nl/IGARA  NECKflARC?  Limited 
^^^    HIAGAKA       TAl^I^S 

JyfiUKER^    OF 

l^VliCERLJS      OP^ 

mammmmmmmtrntf 

U^ FENDERS 
ClMiii/IMTCCD 
<«iiii  iiiiii*  iwiii»«iia<iiiN<l#i|>(^^ 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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What  kind  of  Sus 

penders  are  your 
customers 
asking  for 

^  "All-Fabric"  suspenders,  of  course— be- 
cause the  "All  Fabric"  suspenders  have  all 

of  leather's  virtues  without  leather's  faults. 

^  "All-Fabric"  suspenders  are  made  in 
Canada.  — and  that  means  the  best  made 

anywhere. 

ALL- FABRIC 

"  CHESTER  "  SUSPENDERS 
^  The  "stretch"  is  in  the  BACK— where  it  is  needed— thus  there  is  no 
strain  on  the  edges  of  the  button  holes. 

fl  Patent  fabric  ends,  chemically  toughened  wear  points  and  solid  woven, 

inserted  back  button  holes,  make  the  "U.S.A."  Chester  Suspenders 
practically  wearproof. 

^  Our  patented  Non-Slipping  prong  keeps  the  buckle  near  the  buttons 
instead  of  on  the  shoulders. 

^  We  are  telling  our  customers  about  the  "All-Fabric  Chester"  Suspenders 
in  our  newspaper  advertising.  These  talks  are  selling  the  "Chester" 
for  other  dealers— Why  not  for  you? 

<[  Send  for  sample  dozens — Semi-Elastic  model  -  $4.25 
All  Elastic  model  -  -  $4.50 

and  get  the  advantage  of  the  "Chester"  advertising. 
MADE  BY 

The  JAS.  HALL  CO.,  Brockville,  Ont. 
Full  stock  carried  at  our  Winnipeg  Warehouse,  293  Market  Street. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Wreyford    &i    Co. 
WHOLESALE  MEN'S  FURNISHERS 

ROMAIN    BUILDING  TORONTO 

Sole  Agents  in  Canada  for  following  manufacturers: 

Young  &  Rochester, 
London  and  Londonderry. 

Shirts,  Neckwear,  Dressing  Gowns, 
Etc. 

Tress  &   Co.,  London 

Hats  and  High-Class  Caps. 
Select  Styles. 

Cellular  Clothing  Co.—"  Aertex  " Underwear,  Etc. 

T.    H.  Downing   &    Co. — Hosiery 
and  Knit  Goods. 

Latest  designs  in  Neckwear  in  stock. 

Our  travellers  on  road  with  complete  ranges 
of  above  lines  and  our 

Specialties  in  Sweater  Goats 
If  not  called^on,  write  us. 

THE 

leacm 
SHIRT 

will  prove  for  YOU  a  most  profitable 

line  to  handle,  because  it  is  honestly 

made  of  good  materials. 

There's  no  skimping  in  making 

shirts  the  "Deacon"  way!  Seams 
are  double-stitched,  buttons  securely 

sewn,  and  size  fully  roomy.  The  cut 

and  style,  moreover,  are  all  that  could 
be  desired. 

Feature  the  "Deacon." 
It  wfill  pay  you  ! 

The  Deacon  Shirt  Co. 
BELLEVILLE,        ::         ONT. 

Are  You  Ashamed 
of  the  Goods  You 
Manufacture  ? 

If  you  are  anxious  to  have  your 

brands  associated  with  'quality'  they 
must  be  easily  distinguishable,  they 
must  bearsome  distinctive  mark.    Our 

Artistic  SilK 
Woven  Labels 

will  give  your  goods  a  favourable  and 
lasting  publicity,  which  is  only  limit- 

ed by  the  life  of  the  garment.  The 
public  will  associate  these  labels  with 
high  class  materials  and  workman- 

ship, and  they  will  prove  a  potent  fac- 
tor in  influencing  'repeats'  your  way. 

Ma/  we  submit  some  designs  for  a 
really  high  class  silk  label  for  your 
goods?     Let  us  have  your  enquiry. 

CANADA  LABEL  &  WEBBINg 
COMPANY,  LIMITED 

9  Morrow  Ave.     - 

The  Berlin  Suspender  and  Button  Co.,  %^4^ 

FIRST  IMPRESSIONS 
TAKE  A  MIGHTY  LOT  OF  WIPING  OUT. 

The  first  impression  created  on  a 
customer  who  purchases  a  pair  of 

"P  A  "D  1^  C>    HOSE  OR -t  xA.rvJVa      HALF  HOSE 
Will  be  such  as  to  bring  them 

back  to  your  store  for  all  their 
requirements.  Buy  direct  and save   money. 

IV.  J.  PARKS,  St.  John,  N.B. 
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This  is  tlie  Age  of  Specialists ! 
And   we   have  made    the    manufacture   of 
QUILTS  and  BEDSPREADS  our  Specialty 

If  you  are  wanting  quilts  of  any  kind,  make  a  point  of  seeing  our 
samples  before  purchasing  ;  we  make  for  every  class  of  trade.  Here  are 
some  leading  lines: — 

ALHAMBRA 

%, 
%> 

veg. 

yte^ 

TAPESTRY 

.#
^ 

.# 

Quilts 

%^
^ 

GRECIAN 

•#v 
^ 

'"'^ns, Ho, 

ley, '^onib 

Why  not  look  up  the  owners  of  Hotels  and  Rooming  Houses,  and 

Principals  of  Institutions  in  your  locality,  and  find  out  their  "quilt" 
requirements?  We  make  special  quilts  to  order  with  exclusive  devices 
and  lettered  centres.  You  can  handle  this  business  profitably.  Ask 
your  wholesaler  for  details. 

Canadian  Agent ̂   R.  H.  COSBIE,  Toronto. 

ii/i3.BRi5^^gi^  Mtinchester^. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Linoleums 

Floor  Oil  Cloths 

Table  Oil  Cloths 
MADE    IN    CANADA 

The  constantly  increasing-  demand  for  all  our 
lines  Is  proof  that  they  have  found  favor  with  the 

trade  throughout  the  entire  Dominion,  and  this, 
we  believe,  is  due  to  the  fact  that  our 

DESIGNS  ) 

QUALITY  ̂  
PRICES 

are  RIGHT 

WE  ALSO  MANUFACTURE 

Key  Border  Linoleum  Stair  Oil  Cloth 
Cork  Carpet  Enamelled  Oil  Cloth 

Carriage  Oil  Cloth  Shelf  Oil  Cloth 
Prepared  Decorative  Burlaps 

HANDLED   BY  ALL  THE  WHOLESALE  DRY  GOODS  TRADE 

MANUFACTURED   BY 

'^^^  Dominion  Oil  Cloth  Co.,  umited Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Furnishings  and  Decorations  for  the  Home 
Demand  for  Better  Qualities  of  Curtains  due  to  more  Prosperous 
Times  -  Reports  from  England  show  Improved  Demand  for  Brussels 
and    Wilton    Carpets  -  Increased    Demand    for  Mattings  for  Summer 

CARPET    manufacturers    state    that    while    there 

has  been   no   upward  movement  indicated   apart 
from  that  referred  to  last  month — the  return  to 

prices  of  one  year  ago — the  tendency  in  that  re- 
spect  is   a   hardening  one,   and   that   this   condition   will 

in  all  probability  rule  next  season. 

In  the  carpet  trade  there  is  a  call  for  better  qualities 
and  this  is  attributed  to  the  more  prosperious  times. 

Some  time  ago,  the  cheaper  class  of  Kidderminster 
carpets  were  used  in  quantities,  but  these  are  gone  com- 

p'etely,  and  the  better  grades  coming  in,  even  in  the 
smaller  places. 

Squares  have,  to  a  great  e.xtent,  taken  the  place  of 

piece  goods,  yet  in  better  gra"des  of  the  latter  there  is  a 
L'c  m1  movement,  such   as  Axminster.  velvet  and  Brussels. 

articles.  The  exports  of  carpets  show  an  increase  of  23.4 
per  cent,  in  bulk  and  47.4  per  cent,  in  value  over  the 
corresponding  month  of  last  year.  The  detailed  figures 

are  982,900  yards,  as  against  776,900  last  year,  and  £139,- 
505,  against  £94,603.  The  yardage  is  relatively  greater 
over  last  year  than  the  figures  indicate,  for  with  the  new 
year  all  carpet  and  rug  exports  are  given  per  square 

yard  instead  of  three-quarter  for  all  body  goods.  With 
the  exception  of  New  Zealand  every  country  shows  an 
increased  trade  with  our  English  carpet  makers.  In  the 

first  two  months  nearly  two  million  square  yards  of  car- 
pets have  been  sent  abroad  of  a  total  value  exceeding  one 

([uarter  of  a  million  sterling." 
The  last  report  from  Great  Britain  is  that  looms  are 

busy  in  aU  classes  of  three-quai'ter  and  hand  tufted 

goods. 

SeciiDn    of   the   housefurnishinE   departme 

K(ir  ceitain  classes  of  trade  piece  goods  will  always  have 
;..  call. 

The  Kidderminster  Shuttle  of  recent  date  speaking  of 

the  condition  of  the  trade  in  the  old  country  states: — 

"There  is  a  distinct  improvement  in  the  demand  for 
Brussels  and  Wilton  carpets;  especially  of  the  best  quali- 

ties. The  deliveries  of  carpets  from  Kidderminster  this 
week  have  been  very  heavy.  Machinery  is  rather  un- 

equally employed,  for  while  some  manufacturers  are  work- 

ing a  certain  amount  of  overtime  others  complain  of  busi- 
ness being  quiet. 

"The  official  returns  for  February  of  our  oversea  trade 
are  again  satisfactory.  They  show  substantial  increases 
in  imports  and  exports,  while  nearly  the  whole  of  the 

large   inci'ease   in   exports   is   provided   by   manufactured 

ni,  Rich«rd   HaU  &   Son,   Peterborough. 

Large  quantities  of  Irish  hand  tufted  goods  is  used 
ill  this  country.     These  goods  are  made  in  Kildare. 

The  past  season  in  Canada  is  reported  to  have  been 
very  satisfactory.  Spring  trade  is  earlier  by  about  two vvpeks. 

It  is  thought  that  German  manufacturers  will  probably 
push  Chenille  Axminster  squares  that  have  been  shut  out 
to  a  great  extent  during  imposition  of  the  surtax,  but 
British  goods  of  this  type  are  said  to  have  gained  a 
strong  hold. 

Mattings  in  Good  Demand. 
Ti'ade  in  mattings  is  reported  to  be  very  fair.     This 

iiuiterial  is  always  in  demand  for  summer-house  or  ver- 
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andah  equipmeut.  Gre<?n  is  a  predominating  color;  some 
r«ds  and  blue  are  also  sold.  Block  patterns  are  selling 

well.     Xo  price  changes  in  mattings  Eire  reported. 
~^  -i- 

Curtains  and  Draperies. 
In  spite  of  price  advances  in  materials  used  in  cur- 

tains and  draperies,  no  increases  of  recent  date  are  re- 
ported in  the  finished  product.  Trade  in  curtain  scrims 

fbr  3raper\-  windows  has  ;jrown  tremendously  this  sea- 
<50'.  These  goods  are  uearl,  all  reversible  and  In  ocn- 
veiiiiimal  designs.  Oriental  colorings  have  a  very  good 

place.  Greens,  fawns  and  browns  are  good.  Brown,  es- 
pecially, is  much  called  for.  and  is  seen  in  everything, 

drapes,   coverings,  etc. 

A  new  feature  in  scrim  is  a  duplex  design  with  sep- 
arate colored  pattern  on  either  side.  There  is  a  big  de- 
mand for  velour  and  silk  portieres. 

Linoleums  and  Oilcloths. 

Linoleum  prices  remain  stationary  and  indcations 

•how  no  advance  for  the  present,  but  there  is  a  probabil- 
ity of  a  future  rise  in  price,  owing  to  the  higher  cost  of 

raw  materials. 

All  styles  of  patterns  are  selling,  with  floral  patterns 

gi'owiug  in  popularity. 
There  is  an  increased  demand  for  plain  brown  and 

plain  green  linoleums  and  2-inch  oak  plank  pattern,  in 
light  and  dark  stripes  are  also  selling  very  well. 

The  demand  for  oilcloths  also  enipliasise  the  import- 
ance of  a  good  range  of  patterns.  Some  exceedingly  neat 

effects  have  recently  made  their  appearance  and  are 
meetin?  with  good  demand. 

Wall  Papers. 

The  tendency  in  wall  paper  is  towards  plain  patterns 
and  quiet  colors,  with  stripe  paneling  effects,  and  some 
allovers  for  upper  treatment.  For  bedrooms  there  is  a 

variety  of  cut-out  effects  in  borders,  uppers,  dividers  and 
bases.  Colors  mostly  used  now  are  greens,  browns,  tans, 
yellows  and  quiet  blues.     Reds  are  scarce. 

Overprint  colors  are  more  freely  used  and  for  bed- 
room walls,  linen,  cretonne  and  plain  jasper  effects  are 

shown  in  greys,  grey  blue ;  grey  greens,  tans,  putty  colors, 
biscuit  shades  and  pinks. 

For  parlors,  sliks,  silkettes,  etc.,  are  used,  in  white, 

light  pinks,  champagnes,  soft  yellows,  with  borders  blend- 
ed to  match,  in  soft  colors. 

According  to  the  statistical  record  of  the  Bradstreet 
Company  for  the  year  1909,  the  failures  in  Canada,  due 
to  incompetence  (irrespective  of  other  causes)  numbered 
246  ;  inexperience,  16  ;  lack  of  capital,  667  ;  unwise 
credits,  20  ;  failures  of  others  (of  apparently  solvent 

debtors),  24  ;  extravagance,  17  ;  neglect  (due  to  doubt- 
ful habits),  61  ;  competition,  18  ;  specific  conditions 

(disaster,  etc.),  357  ;  speculation,  7  ;  fraud,  125  ;  the 
total  number  of  failures,  1,588  as  against  1,715  in 

1908.  In  1909,  81  per  cent,  of  the  failures  were  attri- 
buted to  the  faults  of  those  failings,  as  against  77.5  per 

cent,  in  1908,  81.1  in  1907  and  79.7  per  cent,  in  1906. 

The  finding  of  the  body  of  B.  F.  Rapley  in  the  river 
near  Napanee,  Ont.,  on  March  23rd,  solved  the  mystery  of 
his  sudden  disappearance  last  October.  Mr.  Rapley  was 

a  commercial  traveler,  with  Brophy,  Parsons  &  Rodden, 
Ltd.,  Montreal,  and  disappeared  suddenly  from  a  hotel  in 

Napanee  last  October.  Until  the  finding  of  the  body,  ab- 
solutely no  trace  of  him  could  be  found. 

WILTON BRUSSELS 

L  Style 

2.  Quality Carpets  and  Rugs 
3-  Durability 

4.  Finish 

The  chief  points  for  your  consideration. 

Your  stock  is  not  complete  unless  the  following  lines  are  represented  in  it  : 

The  OXFORD  BRUSSELS  The  TOGO  BATH  m AT 

The  EMPIRE  BRUSSELS  The  BAGDAD  WILTOIS 

The  WIISDSOR  BRUSSELS        The  TURCOmAIS  WILTOIS 
MADE    IN    RUGS    AND    PIECE    GOODS 

Carried  by  the  principal  Merchants  throughout  the  Dominion. 

Be  sure  and  see  our  extensive  range  of  New  Patterns  and  Colorings  before  plac- 
ing your  Fall  Order. 

IT  WILL  PAY  YOU  TO  COMPARE  PRICES 

Manufactured   by 

The  Montreal  Carpet  Manufacturing  Co. 
  OF    SHERBROOKE,    P.O-   
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department 

This  is  not  an  idle  boast — it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"  nature.    Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace     Curtains,      Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and    Hardware. 

Many  of  the  above  are  from  our  own  looms. 

Write  for  our  Catalogs  and  Color  Books, 

Mail    Orders    Promptly    Filled. 

Geo.  H.  Hees  &  Son  Co.,  Limited 
Cor.  Peter  and  RecoUet  Sts., 

MONTREAL 32  Bay  St.,  TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Furniture  Prices  Steady  with  Likelihood  of  Advance 

Better  Qualities  Selling  -  Brass  Bedsteads  made  more  Available  to 
General  Trade  -  Makers  of  Higher  Grades  have  Increased  in  Numbers 
with    Countries     Developed —Advertising    the  Furniture    Department 

THK    experience    in    the    furniture    trade    i
s    that 

hijrher  qualities  are  being  bought,  more  prosper- 

ous   times  being    one    of    the    re*asons    for    this. 

People  liave  more  money  to  spend.     Then  there 

is  the  greater  satisfaction  derived  from  better  furniture, 

and  another  reason  may  be  that  the  tendency  of  the  age 

i-^  towards  something  better  and  more  artistic. 

At  the  same  time  there  is  a  very  extensive  demand  for 

the  cheaper  grades,  one  reason  for  this  being  that  a 

great  quantity  of  better  grade  furniture  is  imported, 

which  adds  to  the  price,  but  the  number  of  manufactur- 

ei-s  making  better  furniture  in  this  country  is  increasing, 

and  as  the  output  increases  prices  will  be  brought  more 
within  the  reach  of  those  who  are  now  obliged  to  buy 

cheaper  qualities. 

♦ 

The    Price  Situation. 

Prices  are  reported  to  be  steady  now,  but  owing  to 

the  higher  cost  of  lumber  and  higher  wages,  there  is  a 

feeling  that  possibly  there  may  be  an  advance  in  furni- 
ture prices. 

The  demand  for  period  designs  has  developed  in 

Canada  within  the  last  ten  or  twelve  years.  Up  to  this 

time,  trade  was  small  in  this  class  of  furniture,  but  to- 

day it  has  become  a  strong  feature  of  high-class  trade. 

Some  time  ago  brass  beds  were  only  within  the  reach 

of  the  wealthier  class,  but  they  are  no  longer  exclusive,  be- 

ing made  at  more  popular  prices.  Brass  beds  are  now 

made  in  larger  quantities,  and  so  can  be  sold  at  cheaper 

prices.  In  the  days  of  their  exelusiveness.  more  atten- 
tion was  given  perhaps  to  detail. 

High-class  trade  is  now  directing  great  attention  to 
bedroom  furniture  in  i>eriod  designs. 

4- 

Display  and  Advertising. 
In  displaying  furniture,  it  is  of  importance  that  the 

merchant  should  change  the  position  of  his  stock  at  fre- 

quent intervals,  so  that  the  dei^artment  will  present  a 

different  aspect,  almost  every  time  a  customer  calls; 

this  will  give  more  interest  to  the  section  than  if  there 

were  always  the  monotonous  sameness.  Then  the  deal- 

er should  keep  his  stock  moving.  If  a  certain  line  is  slow 

he  should  cut  the  price;  make  a  feature  of  the  reduction 

in  his  advertising  and  clear  the  goods  out,  thus  making 
room  for  fresh  lines  and  designs. 

As  well  as  the  cheaper  grades  of  furniture  the  re- 

tailer in  the  country  should  stock  a  small  qu'antity  of 
something  better  in  medium  quality.  Now  in  the  low 

grades,  which  every  merchant  in  the  town  who  deals  in 

furniture,  probably  carries,  it's  a  matter  of  the  lowest 
price  getting  the  bu.siness.  The  retailer  must  not  think, 

however,  that  it  is  impossible  to  sell  anything  but  cheaji 
furniture  in  his  town;  this  is  simply  because  he  has  never 

stocked  anything  else  and,  naturally,  until  he  tries  some- 
thing different  he  will  always  sell  the  cheap  qualities. 

But  let  him  experiment  with  something  a  little  different 
from  what  his  competitors  have,  different  in  design  and 
a  little  better  in  quality. 

Some  of  the  results  are  pretty  safe  to  predict.  He 

will  in  all  likelihood  capture  trade  that  has  hitherto  gone 
to  the  large  cities,  because  people  who  wanted  something 
l)etter  were  forced  to  order  from  those  centres.  It  is 

quite  possible,  too,  that  many  people  who  have  been 
buying  cheap  furniture  may  be  educated  to  buy  the 
better  qualities  through  seeing  the  goods  displayed  and 
getting  into  touch  with  them.  The  merchant  will  reap 

the  benefit  in  iiicreaKed  profits,  which  is  a  most  import- 
ant result. 

This  showing  of  something  different  should  not  apply 

only  to  furniture,  but  should  penneate  the  merchant's 
ideas  in  regard  to  every  line  he  cari'ies,  and  if  he  is 
alive  to  the  situation  he  will  strive  to  keep  out  of  the 
rut. 

New  lines  of  furniture  should  be  advertised.  The 

l)ubli<'  need  to  be  informed  in  regard  to  anything  new. 
The  ad.  should  tell  of  the  features  of  the  better  grade 
and  dwell  on  its  advantages  over  the  low  qualities. 

The  furniture  department  should  receive  a  regular 
sliare  of  advertising,  and  as  well  as  regular  goods  at 

regular  prices,  occasional  cut  price  sales  might  be  ad- 
vertised, and  conducted,  this  would  tend  to  stimulate 

business  and  as  already  mentioned  clear  out  slow-selling 
lines. 

Your 

Repeat  Orders 
l^OW  is  the  time  to  rush  your  repeat 

orders    for    the  goods  which  are 
selling  best  and  so  inake  sure  of  getting 

what  you  need. 

'^ttLLmPER 
is  proving  an  even  bigger  success  this 
vear,  from  coast  to  coast,  than  we 

anticipated. 

Send  lis  your    repeat   orders. 

StauntonS    Limited 
Wall  Paper  Manufacturers 

941   Yonge  Street,       ::      TORONTO 



Easter  at  Atlantic  City  Ushered  in  New  Spring  Styles 

Simple  Tailored  Suits— Novel  Cut  Skirts  —  Gray  and  Black  Mixtures 
—Black  and  White  Checks— Golden  Browns— Large  Hats  Turned  up 
in  Front  —  Scanty   Skirts  in  Suits  and  Dresses  —  A  Brilliant  Display. 

Staff   Correspondence. 

Atlantic  City,   N.J.,   March     28. 

WARM    weather    with    bright     sunshine    brought 

out   the  new   styles   for    the    Spring-  season. 
The    new    clothes    are    delightfully    soft     and 

drapy,    suggestive      of     elusive    fullness    and 

ease.       There    is   nothing  hard   or   tight  in   closely-fitted 

effects,   except  the  bands   which   confine  the   scanty     full- 
ness of  the  skirts  at  the  lower  edge  or  below  the  knees. 

Even    the    girdles,    which,    although    they    are    extremely 
trim  in     appearance,      are  usually   in    soft   folds   with   a 
suspicion  of  ease.     Girdles  are  once  again  at  the    noimal 

: waistline,   on   dresses,   but   they   are  usually   high,     from 
three  to  four  inches  in  width,  and  as  they  are  set  directly 
at    the   waistline,    not    drooping   below,    they    present     a 

'quaint,  shortwaisted  appearance. 
Chiffon  Prominent. 

Chiffon  is  undoubtedly  the  material  of  the  moment 
in  dresses.  It  is  almost  impossible  to  find  a  dress  that 

has  not  some  touch  of  it,  either  entire  over-dresses, 
waists,  skirt  draperies  and  sleeves  made  of  chiffon. 

There  is  a  new  influence  felt  an  Spring  fashions  in  the 

strong  color  schemes  in  which  the  Japanese     and  Egyp- 
'  tian   colorings    are    suggested   in   curiously    woven     silks, 
1  linens   and   embroidery   trimming.s.     Dark  blue   and   black 
i  purple    backgrounds    are   embroidered    in   queer   Egyptian 
designs   in  bright   orange,    yellow,    scarlet    and   the   clear 
China   blue. 

In  the  dressy  gowns  two  or  more  materials  were 
noted  usually  combined  for  the  foundation  dress.  For 
instance,  one  noted  had  the  upper  part  of  the  skirt  of 
dull  figured  foulard  silk  with  the  lower  portion  banded 
in  with  taffeta  or  satin  in  a  plain  dark  color.  The 
whole  costume  was  veiled  in  chiffon  with  sleeves  fitted 

into  the  arm's  eye  with  an  over-blouse  of  chiffon,  cut  in 
one  with  the  sleeves  in  kimona  style — or  the  Peasant 
idea. 

The  vogue  of  the  overskirt  in  dresses  is  unquestion- 
able. It  is  seen  here  in  all  forms  to  the  full  loose  skirt 

arrangements  suggestive  of  the  Roman  tunic. 

Shaded  Taffetas  and  Suits. 
Shaded  satins,  taffetas  and  chiffons  are  a  feature  of 

the  new  fashions  introduced  here  this  week.  They  are 

not  always  two-tone  and  of  a  distinctly  different  color, 
but  of  a  shadowy  difference,  jewel-like  in  its  elusiveness, 
toning  from  a  sparkling  high  light  to  a  grayish  dull 
shade.  Shaded  taffetas  are  seen  in  different  styles  in 
deesses  of  a  plain  order. 

Easter  Tailored  Suits. 

It  is  plainly  evident  that  the  simple  tailored  suit 
is  the  smartest  thing  for  Spring.  The  best  dressed 
women  and  young  girls  are  wearing  the  strictly  tailored 

two-piece   suits. 
Some  of  the  nattiest  suits  show  severely  plain  coats 

in  a  moderate  length,  with  the  plain  shoulders,  semi- 
fitted  backs  and  the  deep  rolled  shawl  or  notched 
collars. 

Many  of  the  coats  are  extremely  novel  in  the  shap- 
ings, one  particularly  attractive  having  the  square 

cut  one  side  with  the  other  side  lapping  over  in  pointed 
effect. 

There  are  any  number  of  double-breasted  coats  worn 
which  is  certainly  a  radical  departure  from  the  regular 

Spring  ideas  of  the  single-breasted  styles. 
The  newest  skirts  accompanying  coats  are  very  nar- 

row around  the  bottom.  That  is,  hidden  pleats  under 

panels  flaring  when  the  wearer  walks.  The  plain  circu- 
lar cut  skirt,  with  very  wide  panel  back  and  front, 

button  trimmed,  is  the  most  novel  thing  here.  This 
suit  was  developed  in  the  golden  brown  mixture  worsted. 
The  coat  was  simple  and  of  moderate  length,  with  odd 
shaping  under  the  arms.  The  skirt  was  circular  cut, 

panel  front  and  back,  bone-button  in  self  color  trimm- 
ings, stitched  bias  band  around  the  bottom  about  two 

inches  above  the  trim.  Hidden  pleats  under  the  panels, 
front  and  back,  flared  when  the  wearer  walked. 

There  are  a  number  of  belted  and  Russian  bloused 

suits,  but  these  were  worn  mostly  by  very  young  girls. 

The  smartest  suits  are  in  two-tone  grey  and  black 
mixtures,  in  diagonals,  checks  and  stripes.  Black  and 
white  checked  serges  are  decidedly  the  most  popular, 
both  in  Shepherd  and  fancy  checks.  Many  of  the  best 
dressed  women  were  dressed  in  these  checked  suits. 
Separate  checked  coats  and  dresses  were  also  noted  in 
large   numbers. 

New  Golden  Brown  Shades. 

The  newest  feature  noted  is  the  new  golden  brown 
shades,  brought  out  in  fancy  mixtures,  basket  weaves, 

and  camel's  hair.  There  were  any  number  of  these 
shades  noted  in  suits  and  separate  coats. 

Blue  serges  were  also  worn  extensively,  but  not  by 
the  smartest  dressers.  Those  noted  were  severely  plain, 
however,   and  simple. 

Hair-line  stripes  in  greys,  black  and  whites,  all 
white,  all  black  and  a  few  mixture  colors  were  seen  in 
suits. 

A  number  of  white  serge  basket  cloths  and  mohair 
suits  were  worn,  but  it  was  most  too  cold  for  these. 
These  were  worn  mostly  by  the  ladies  who  participated 
in  the  horse  show,  which  was  a  feature  of  Easter  week 

here. 
The  fashionable  fabrics  might  be  said  to  be  serges 

in  all  weaves,  mostly  cheviots,  two-tone  diagonals, 
camel's  hair,  basket  weave  cloths,  mat  weaves,  un- 

finished  worsteds  and  novelty  mohairs. 
The  scanty  skirts  are  coming  and  for  Fall  we  may 

look  for  them  in  suits  as  well  as  dresses.  Pleated 

skirts  are  good,  but  the  smartest  and  newest  suits  were 
the  circular  cut  ones. 

Sleeves  of  Elbow  Length. 
Short  sleeves  of  elbow  length  or  just  below  the  turn 

of  the  elbow  are  worn  on  all  kinds  of  afternoon  dresses. 

For  evening  wear  they  are  very  short.  For  tailored 

dresses  they  are  long.  The  new  sleeves  are  full,  espec- 
ially at  the  lower  part  of  the  arm.  The  top  of  the 

sleeve  is  plain  and  close-fitted  to  within  a  couple  of 
inches  of  the  elbow,  with  the  full  section  gathered  in 
below,  gathered  with  a  straight  lower  edge  into  a  cuff. 
The  sleeves  of  coats  .show  this  same  lack  of  gathers,  the 
plainness   even  more   accentuated. 

Velvet  and  moire  silk  facings  are  introduced  ii^  suits. 
Also  basket  weaves  and  crepe  silks. 



156 DRY     C;  O  O  D  S     REVIEW 

■■  "v'^ , .  ''~jr 

New  Styles  in  Knitted  Motor  Hoods  and  Scarves,  Knitted 

Coats    and    Sweaters  —  Show^n     by    Debenham    &    Co. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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$100 
QQ  FOR   THE   BEST    EXAMPLE   OF  A l^cal  merchant  beating  out  the  mail 

order  house  for  the  trade  which  rightly  belongs  to  him. 
Head  below  for  full  particulars. 

The  Dry  Goods  Review  wants 
to  pay  some  Canadian  dry  goods 
merchant  $100.00  cash. 

Have  you  found  a  way  to 
successfully  meet  the  inroads  of 
the  Mail  Order  House  in  your 
locality,  and  hold  and  increase 
your  trade  in  the  face  of  this 
competition  ? 

If  you  have,  then  you  are  the 
man  to  whom  this  $100.00  will 
be  given  if  you  will  let  us  tell 
your  story  in  all  its  details  in 
The  Review. 

This  prize  will  be  paid  to  the 
man  who  furnishes  us  with  the 

basis  of  the  best  story  on  how  a 
local  merchant  gets  what  really 

belongs  to  him — his  share  of 
local  trade — and  keeps  that  trade 
at  home. 

We  don't  want  a  finely  spun 
theory  of  how  this  can  be  done, 
we  want  to  know  how  it  has 
been  done. 

It  is  not  necessary  that  you 
should  write  this  story  for  us 
yourself.  Simply  tell  in  a  few 

words  your  experience  and  we'll 
prepare  the  story,  after  one  of 
our  editors  has  seen  you  and 
obtained  the  details. 

To  the  merchant  who  has  de- 
vised the  best  method  and  who 

tells  us  about  it,  we  will  pay 

$100.00  for  the  privilege  of  pub- 
lishing his  story  in  The  Review. 

This  is  open  to  every  dry 
goods  or  general  merchant  in 
Canada. 

The  man  in  the  village  has 

equally  as  good  a  chance  as  the 
one  in  a  city  of  50,000,  because 
in  making  the  award,  the  local 
conditions  will  always  be  con- 
sidered. 

We  are  going  to  make  this 
the  biggest,  the  most  helpful 
story  ever  published  by  any 
trade  paper  in  Canada.  It  will 

be  copyrighted  and  will  be  pub- 
lished only  in  The  Dry  Goods 

Review. 

If  you,  who  read  this,  have 
found  a  plan  by  which  you  are 
keeping  your  trade  at  home,  and 
are  building  up  a  bigger  busi- 

ness year  by  year  in  face  of  mail 
order  competition,  will  you  tell 
us  your  story  for  $100.00,  and  tell 
it  for  the  benefit  of  your  brother 
merchants  in  other  towns  ? 

We  want  some  one  to  take 
this  $100.00  from  us. 

Because  we  want  the  story  of 
that  man  who  has  the  merchan- 
d-sing  instinct  and  who  has  gone 

o  ut  and  taken — and  kept — what 
belongs  to  him,  his  own  trade. 

Write  to  the  Editor  of  The 
Review  about  this.  Tell  him 

as  briefly  as  you  like  your  facts, 
and  he  will  send  a  man  to  get 
the  details  and  put  the  story 
into  shape. 

The  man  whose  story  we  want 
will  be  glad  to  tell  it  to  us  for 

$100.00. 
Who  is  the  man  ? 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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The  retiring  chairman.  .John  D.  Ivey  (No.  9).  has,  in  25  years'  memh  ership,  occupipd  the  presiding  chair  five  times.  He  is  succeeded  this 

year  by  W.  R.  Smallpeice  (Ko.  10),  a  director  of  the  W.  R.  Brock  Co.  Thf;  vice-chairman  is  Charles  Marriott  (No.  It),  of  G.  Goulding  & 

Sons.  No.  1.  J.  W.  Woods.  Gordon,  Maekay  &  Co.  ;  2.  C.  S.  Meek  Stewart.  Howe  &  Meek  ;  3.  Henry  Brock,  W.  R.  Brock  Co.  :  4.  A. 

V.  Rodger.  Irving  Umbrella  Co.  ;  5,  A.  T.  Reid,  A.  T.  Rcid  Co.  ;  6.  .lohn  Macdonald,  John  Macdonald  Co.  :  7,  J.  P.  Watson.  E.  &  S. 

Currle  &  Co.  :  8.  C.  B.  Lowndes,  Flett.  Lowndes  &  Co.  :  12,  .John  Muldrew.  Mickleborough,  Muldrew  &  Co.  :  13,  A.  W.  Allen.  Allen  Mfg. 

Co.  ;  14.  .John  Northway,  .John  Xorthway  &  Sons;  15,  .T.  T).  Allan  A.  A.  Allan  &  Co.  ;  16.  A.  M.  Ivcy.  .John  D.  Ivey  Co.  :  17.  J.  C. 

Douglas.   Gordon.    Maekay   &  Co.    R.   A.    Nisbett.   of  Nisbett   &    Auld.  is  the   only  member  whose  photo  does  not  appear  in   the  group. 
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We  Find  the  Contents  Very  Helpful 

That's  from  a  man  in  Sherbrooke,  Quebec,  who  was  live  enough  to  find  out  about 

7^' 
Atr44@  t@iii'€^®r4iiii  4ic 

Sure  it's  helpful  —  we've  been 
plugging-  perpetually  on  this  point 
and  we've  got  nearly  a  bushel  of letters  from  Nazareth  retailers  thai 

prove  our  point. 

Here's  the  proposition  : 

THEGINGERJAR  isamonthly 
publication  of  advertising  helps,  sales 
suggestions,  and  schemes,  some  of 
them  are  swiped  with  due  credit, 
others  are  original. 

Every  paragraph  contains  some 
thought  for  selling  more  goods  and 
getting  next  to  more  long  green. 

We  prepare  a  batch  of  catchy  cuts 
for  advertising  your  various  lines, 

give  you  copy  to  go  with  them  and 

the  whole  thing  won't  cost  you  a  sou 
markee  providing  you  sell  Nazareth 
Waists,  or  Nazareth  Waist  Union 
Suits. 

If  you  qualify,  check  the  lines  you 
carry  and  send  the  coupon  now. 

MiU*  at 
Nazareth, 

Pa.,    U.S.A. 

♦HoimaWsp^ 

350  Broadway, New   York 

Canadian    Representatives  t— 

E.  H.  Walsk  y  Co. 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 

the   genuine  NAZARETH  Waist: 

Halifax,  N.S. 
.  &  M.  Murphy 
W.  4  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macnee  &  Minnes 

London,  Ont. 
McMahen,  Granger  &  Co. 
R.  C.  Struthers  4  Co. 
Robinson.  Little  A  Co. 
Dickison,  Nicholson  &  Co. 

Quebec,   Que. 
Thibaudeau  Freres  &  Cie. 
McCall,  Shehyn  4  Co. 
Gauvrcau,  Beaudry  &  Cie. 

Montreal,  Que. 
W.  R.  Brock  Co..  Ltd. 
Gault  Bros.  4  Co.,  Ud. 
Greenshields  Ltd, 

Hodffson.  Sumner  4  Co. 
A.  Racine  4  C. 

Brophy,  Parsons  4  Rodden 
Kyle.  Cheesbroueh  4  Co. 
Mclntyre,  Son  4  Co. 
P.  P.  Martin  4  Co. 
A.  O.  Morin  *  Co. 

Ottawa,  Ont. 

John  M,  Garland,  Son  4  Co. 

St.  John.  N.B. 
The  Vassie  Co.,  Ltd. 

Frank  Skinner  4  Co. 
Manchester,  Robertson  4  Allison 
Scovil  Bros.,  Ltd. 

WinnipeK,  Man. 
R.  J.  Whitla  4  Co.,  Ud, 
Robinson,  Little  4  Co. 

Peterboro,  Ont. 

W.  J.  Hopwood 

Toronto,  Ont. 

John  Macdonald  4  Co. Beattv.  Kerr  4  Vcrner 
W.  R.  Brock  Co.,  Ltd. 
Gordon,  Mackay  4  Co. 
Denton,  Mitchell  4  Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 

Calgary,  Alta. 
W.  R.  Brock  Co.,  Ltd. 

Of  course  you've  booked  enough 
NAZARETH  WAISTS  to  see  you  through 
the  Spring  Sales,  but  Summer  is  coming 
and  that  means  rush  with  us.  Look  ahead 
and  book  ahead. 

The  hght  weight  NAZARETH  WAIST 
UNION  SUITS  shirt-pants-and-waist  in 
one  for  boy  or  girl  is  selling  strong  these 

days.  It  isn't  a  comer — it's  an  tsser.  See 
your  Jobber. 

NARARETH  WAIST  CO.  »«  « 
350  Broadway,  New  York,  U.S.A. 

We  sell  NAZ.'\RETH  WAISTS   
We  sell  NAZARETH  WAIST  UNION 

SUITS   

(Check  the  line  or  lines  you  carry) 

Put  us  on  The  Ginger  Jar  list  for  1910. 
Firm   

Street   

Town   

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Some  Seasonable  Hints  to  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  tliemselves  responsible. 

DEBENHAMS  SPRING  FASHION 
BOOK. 

The  foUowiug  valuable  style  iiiior- 
mation  is  taken  from  a  specially  pre- 

pared booklet  prej)ared  and  gotten 
out  for  the  trade  by  the  l^ndon 

branch  of  Dcbenham's  (.Canada)  Ltd. 
To  the  advertising  man,  to  the  buyer 
and  the  salesforee  this  booklet  must 

make  a  serious  appeal.  To  the  ad. 

man  because  all  up-to-date  firms  now 
use  fashion  talk  so  largely  in  their 
advertising.  To  the  buyer  because  it 
forms  a  help  that  is  invaluable  in 
buying,  and  to  the  saloforce  because 
a  knowledge  of  coming  styles  is  a 
big  help  in  the  selling  of  goods. 
The  booklet  is  most  comprehensive 

and  gives  in  small  space  information 

about  all  the  leading  lines  and  sam- 
ples of  the  new  fabrics  and  leading 

colors. 

The  prettily  designed  cover  is  in 
pale  yellow  and  has  a  pastoral  scene 
with  figures  wearing  Marie  Antionette 

gowns. 
The  turndown  collar  has  been  much 

accentuated,  and  in  many  of  the 
models  becomes  quite  a  pelerine,  with 

broad  cape  or  sailor-collar  effect  at 
the  back,  and  the  ends  forming  a 
kind  of  fichu  or  crossover  in  front  of 
the  bodice.  In  its  most  accentuated 

form  this  pelerine  becomes  a  separ- 
ate coatee  in  material  or  silk  over  a 

blouse  of  ninon  or  crepon.  Some  of 
the  coats  show  quite  wide  revers  and 
broad  turnback  cuffs,  somewhat  in 

highwayman  style.  Skirts  are  fan- 
tastic to  the  last  degree,  some  show- 

ing three  tiers  of  flounces,  others 

paniers  in  an  elongated  and  extreme- 
ly graceful  form. 
The  expected  revulsion  of  feeling  in 

favor  of  wider  skirts  has  not  made 

so  much  progress  in  indoor  dresses 

as  in  the  tailor-mades,  although  the 
narrow  effect  is  masked  by  much 
drapery  and  flounces.  Skirts  with 
double,  triple,  and  even  five  lace 
flounces  were  seen. 

A  very  pretty  foulard  model  pur- 
chased has  the  front  portion  of  the 

belt  made  of  the  foulard,  while  a 
narrow  buff  leather  strap  forms  the 
back  portion  and  fastens  with  a 
strap  buckle.  Other  wider  belts  are 

formed  of  swathings  of  same  mater- 
ial as  the  dress,  or  ribbon  to  tone 

with  it,  and  are  usually  finished  by 
a  large  rosette  at  back  or  side. 
Borders  are  conspicuous.  In  some 

cases  the  dress  is  made  of  bordered 
foulard  or  gauze  ;  in  others  the  effect 
is  obtained  by    the     use  of    Oriental 

gaiou,  black  velvet  ribbon,  narrow 
jet  fringe,  and  many  other  devices. 
L.inen  and  Shantung  dresses  often 
show  a  wide  hemstitched  border. 
It  will  be  readily  seen  how  in  the 

prevailing  styles,  with  flounced  or 
tunic  skirts,  and  pelerine  or  cape  ef- 

fects on  the  bodice,  a  border  oi  some 
description  becomes  the  natural 
finish. 

To  the  color  list  one  must  add  a 

warm  nut  brown,  also  a  china  yel- 
low, and,  above  all,  navy  of  the 

peculiarly  inky  hue  called  "nuage" 
by  the  Parisians. 

PRESTO  COLLAR  IN  ENGLAND. 

The  garment  manufacturers  in 
England  have  been  quick  to  see  the 
advantage  of  the  Presto  Collar  and 
are  taking  it  up  with  an  enthusiasm 
that  bids  fair  to  equal  that  of  the 
American  manufacturers.  Mr.  Leon 

Mann,  who  is  at  present  in  London, 
reports  a  most  gratifying  success. 
Scarcely  three  weeks  in  the  field,  he 

has  already  received  numerous  appli- 
cations for  licenses  to  make  the 

Presto  Collar,  all  from  prominent 

makers  of  clothing,  cloaks  and  rain- 
coats. 

Mr.  Mann  is  perfecting  an  organi- 
zation in  London  with  a  capable 

manager  in  charge  and  has  engaged 
a  well  known  advertising  man  to 
look  after  the  publicity  end.  He  has 
taken  space  in  the  Garment  Show, 
which  will  be  held  in  London,  April 

18th  to  28th,  and  will  have  a  com- 

prehensive exhibit  of  men's,  women's 
and   children's   Presto    Garments. 
Every  indication  points  to  a  trium- 

phal march  of  the  Presto  through 
Great  Britain  and  her  dependencies. 
After  the  London  organization  is 
perfected,  Mr.  Mann  will  go  to  Paris 

and  Berlin  to  spread  the  Presto  pro- 
paganda through  the  continent. 

INCREASING    FACTORY    FACILI- 
TIES. 

A  change  in  the  firm  name  of 
Moulton  &  Co.,  Montreal,  is  an- 

nounced. It  has  been  organized  into 
a  limited  liability  company,  the 
name  of  the  new  firm  to  be  the 

Moulton  Manufacturing  Co.  Ltd.  Mr. 
Moulton  will  be  managing  director  of 
the  company,  and  will  be  in  charge 
of  the  business  as  formerly.  This 
change  has  been  made  necessary  by 
the  increasing  demand  for  dress 
trimmings,  braids,  etc.,  made  by  this 
firm,   and   with  the  increased   capital 

now  secured,  additional  floor  space 
has  been  taken  in  the  same  building 
which  the  old  firm  occupied  and 

with  the  better  facilities  thus  afford- 
ed, by  practically  doubling  the  plant, 

greatly  increased  business  will  be 
done.  The  demand  for  braids  is  now 

very  brisk,  and  next  Fall  should  be 
an  exceptional  season  for  trimmings 

of  many  kinds.  One  new  feature  ex- 
pected to  take  well  will  be  embroid- 

ered trimmings.  The  Moulton  Manu- 
facturing Co.,  Limited,  will  as  form- 

erly be  situated  on  Craig  St.  East, 
corner  Gosford   St.,  Montreal. 

CHAS.    C.    PUNCHARD   &   CO.  IN 
NEW  BUILDING. 

Chas.  C.  Punchard  &  Co.,  Toronto, 

hat  and  cap  manufacturers,  have 
moved  from  130  Wellington  St.  West 

to  785  King  St.  West.  This  new  fac- 
tory building  is  exceptionally  well 

adapted  to  economic  arrangement  of 
different  departments  in  the  process 
I  if  manufacture.  There  are  four  large 
floors,  and  the  layout  of  the  plant  is 
such  that  there  is  no  overlapping  in 

the  handling  of  goods  on  their  way  to 
the  shipping  room.  In  short,  the 

equipment  is  so  concentrated  as  to 
minimize  leakage  of  effort,  a,n  all-im- 

portant point  in  a  progressive  enter- 
prise such  as  this.  Light  and  sani- 
tation have  been  well  provided  for. 

The  business  of  Chas.  C.  Punchard 
&  Co.  has  had  a  steady  growth  and, 
in  the  new  premises  additional  space 
for  immediate  expansion  is  available. 

Although  the  transfer  from  one  fac- 
tory building  to  another  was  made 

during  a  very  busy  season,  it  was 
planned  and  carried  out  in  such  a  way 
that  no  time  was  lost  by  any  of  the 

departments. 

COLLECTIONS,    ETC. 

THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St..  Montreal 
Mercantile  Reports  and  Collections 

Our  method  of  furnishing:  commercial  reports 

to  our  subscribers  g^ives  prompt  and    reh'able  in- 
formation to  date.     Every  modern  facih'ty  for  the collection  of  claims. Tel.   AKIn  198.T 

WHOLESALE   HOUSES. 

c5?j£s. 
ATERSON 

LIMIT^.O 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBV 
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Condensed  Advcrthemects 
AGENTS    WANTED. 

AGENT  WANTED— To  show  amongst  the  retail 

trade    ladies'    belts,    buckles,    jeweled  orna- 
menls  and  novelties  in  haberdashery   small- 

wares.     Enquiries  to  be  addressed  "Aldrew,"  care DRY  GOODS  REVIEW,  88    Fleet   St.,   London, 
England. 

AGENT  WANTED-Callingupon  the  wholesale 
trade,  to  show  fringe  nets  and  hair  goods.    A 
splsndid  line.     Busiaessdone  direct  with  the 

manufacturer.    Address   "Hair   Net,"   care  DRY 
GOODS  REVIEW,   88    Fleet   St,  London,  E.G., 
England. 

MADRAS  MUSLIN— Wanted  by  a  Scotch  manu- 
facturer agent  for  ecru  and  white  goods,  with 

connection    in    wholesale  trade.    State    full 
particulars  to  Box  No.  10,  DRY  GOODS  REVIEW, 
Toronto. 

LINEN     AGENT  —  Important     German    Linen 
Factory  for   HS  Damask   and  Fancy  Linens 
wants  a  well  posted  Linen  man  fully  acquainted 

with  big  retail  and  wholesale  houses  as  represent- 

ative for  Canada.    Apply  quick,  "Linen,"  care  Dry Goods  Review,  Toronto.  (6) 

M AZAMET  WOOL— Agent  wanted  selling  on commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

COMMISSION  LINES  WANTED. 

COMMISSION     LINES      WANTED    by     Firm 
Mannfacturera  Agents    with    good  connection 
calling  on    wholesale  trade    Western  Canada, 

Box    5,    Dry   Goods    Review,    511    Union     Bank. 
Winnipeg,  Man. 

MANUFACTURERS'    AGENT    with     splendid connection  in  Northern  and  Western  Ontario 
and  Toronto  wants  line  that  can  be  sold  to 

Dry  Goods  and   Men's   Furnishing  trade.     Knows 
the    ground    and    can     get    the    business.      Apply 

■'  Agency,"  Dry  Goods  Review,  Toronto.  (4) 

BUSINESS  OPPORTUNITY. 

w ANTED— Good  established  Dry  Goods  Busi- ness in  live  Western  Outario  town.  S.  G. 
Read  &  Son,  Limited,  Brantford,  Ont. 

FOR  SALE. 

FOR  SALE— Several  sample  trunks  in  good  con- 
dition,  made  ot  good  quality  fibre  with    raw- 

hide edging  and  brass  binding.     For  full  par- 
ticulars  as  to  size,  price,  etc.  write  or  call  up  The 

Williams,    Greene   &   Rome   Co  ,    Limited,    Berlin, 
Ontario. 

  SIGN  CARDS.   

SIGN  CARDS,  hand  painted,  11"  x  15,"  word- ed to  your  order,  $1.75  dozen.  Sample  for 
two  dimes-     Bert  Waldle,  Cnesterfleld,  Ont. 

SITUATIONS  VACANT. 

ADVERTISER.  34,  wishes  position  as  Dry  Goods 
Buyei  and  Manager.  English  apprenticeship. 

References  include  3^~  years  Vancouver,  2^a 
years  present  position.  Reason  for  change,  to 
better  position.  Thorough  knowledge  of  all  depart- 

ments. Card  writer  and  window  dresser.  Address, 
A.  Munro,  Armstrong,  B.C. 

MISCELLANEOUS. 

A  NY  MAN  who  has  ever  lost  money  in  the  mails 
*»•  has  had  occasion  to  learn  by  painful  exper- 

ience that  the  only  properway  to  remit  money 
Is  by  Dominion  Express  Money  Orders  and  For- 

eign Drafts.  If  lost  or  delayed  In  the  mails,  a 
prompt  refund  Is  arranged,  or  new  order  issued 
without  further  charge. 

GOPELAND-CHATTERSONSYSTEMS-Short, 
simple.     Adapted  to  all   classes   of   business. 

Copeland-Chaiterson-Crain,    Ltd-,     Toronto 
and  Ottawa.  (tf) 

COUNTER  CHECK  BOOKS-Especially  made 
for  the  dry  goods  trade.  Not  made  by  a  trust. 

Send  us  simples  of  what  you  are  using — we'll 
aend  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market- 
Suppliet  for  binders  and  monthly  account  sys- 

tems. Business  Systems,  Limited,  Manufacturing 
-Stitlooera,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-power  elevator  will  double  your  floor 

space,  enable  you  to  use  that  upper  floor  cither  as 
stock  room  or  as  extra  selling  space,  at  the  same 
lime  increasing  space  on  your  ground  floor.  Costs 

only  $70-  Write  for  catalogue  "B."  The  Otis- Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  eiJery  department  of  every  business  They 
are  labor  and  time  savers.  Produce  results  up 

to  the  requirements  of  merchants  and  manufacturers. 
Inquire  trom  our  nearest  offi„e.  Egry  Register 
Co,,  Dayton.  Ohio;  123  Bay  Street,  Toronto;  258>$ 
Portage  Avenue,  Winnipeg;  308  Richards  Street, 
Vancouver. 

ELLIOTT-FISHER    Standard      Writing-Adding 
Machines    make    toil    easier.      Elliott-Fisher 
Limited,  513  No.  83  Craig  St.  W.,  Montreal, 

and  Room  314,  Stair  Building,  Toronto.         (tl) 

ELIMINATE  FIRE  RISK,  save  Insurance,  re- duce maintenance  costs  and  save  money  on 
your  actual  building  work  by  usingtheKAHN 

SYSTEM  of  Fireproof  Construction.  Used  in 
many  of  the  largest  business  premises  on  this 

Continent.  Write  for  catalogue.  Trussed  Con- 
crete Steel  Company  of  Canada,  Ltd.,  Walker  Rd., 

Walkerville,  Ont.  (tf) 

ERRORS  AVOIDED,  LABOR  SAVED  — Using 
the  Shouperior  Autographic  Register-  Three 
copies  issued  at  one  writing.  1st,  Invoice; 

2nd,  Delivery  Ticket ;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  of  carbons.  High 

grade  printing  and  neat  Invoices.  Make  full  In- 
quiry. Autographic  Register  Co.,  191-193-195 

Dorchester  St.  East,  Montreal.  (tf) 

FIRE  INSURANCE.     Insure   in    the   Hartford. 
Agencies  everywhere  in  Canada. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
The  Multigraph  does  absolutely  every  form  of 

printing-  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circularletters.  Write  us.  Amer  can 
Multigraph  Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto. 

TMPORTANTTO  TAILORS  AND  CLOTHIERS 

1  —Buy  your  cloths,  tweeds  and  serges  direct 
from  Scotland.  We  supply  pattern  cards  free, 

containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  sent  by  post 

carriage  paid.  Patterns  for  1910  ready  in  Decem- 
ber. Write  for  them  now  to  A.  Oliphant  &  Co., 

Wholesale  Woollen  Merchants,  133  Trongate, 
Glasgow. 

INCREASE  YOUR  SELLING  eflFectiveness  by 
X  installing  a  Hofman  Wardrobe.  Keeps  stock 

clean,  undamaged,  instantaneously  accessible. 
Facilitates  fitting  of  customers.  Stores  fitted 
throughout.  Catalogue  tells  what  we  have  done 
for  others.  Write  us  to-day.  Walker  Bin  &  Store 
Fixture  Company,  Limited,  Berlin,   Ont. 

IF  you  have  been  afflicted  with  one  of  those  foun- 
tain pens  that  won't  write  when  ycu  want  it  to, 

or  Itaks  when  you  don't  want  it  to,  give  it  away 
to  one  of  your  pot  reUtions  and  buy  a  Moore 
Non  Leakable  Fountain  Pen  and  i  ou  will  be  happy. 
Consult  your  stationer.  W.  J.  Gage  &  Company, 
Toronto, sole  agents  for  Canada. 

JUST  NOW  we  are  holding  a  special  sale  of 
second-hand  typewriters.  All  makes  are  re- 

presented: Underwood,  Remingtons,  Olivers,  Em- 
pire-, Smith  Premiers,  etc.  They  have  been 

carefu  ly  rebuilt  and  are  in  good  workable,  wearable 
condition.  The  Monarch  Typeiriter  Company, 
Limited,  No.  98  King  Street  West,  Toronto,  Ont. 

KEEP  ACCOUNTSWITHOUT  BOOK-KEEP- 
ING. A  century  ago  accounting  meant  keep- 

ing books.  To-day  you  can  keep  accounts 
cheaper,  better,  quicker  and  more  accurately  by 
throwing  away  all  books  and  invtalling  a  McCaskey 

Account  Register.  Don't  be  skeptical — investiga- 
tion costs  nothing.  Write  us  to-day-  Dominion 

Register  Co.,  Ltd.,  1 00  Spadina  Ave-,  Toronto,  (tf) 

LACE  CURTAINS  AND  NETS.-  See  the  latest 
novelties  and  makes.  Special  make  of  Fish 
Net  Curtains.  Be  wise,  see  the  smartest 

range  in  the  trade-  Callorwrite.  Representative: 
E.  Fenton,  71  <  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pavement,  Nottingham,  Eng- 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  Stock  cuts.  Our  fashion  and  millinery 
plates  are  made  from  the  latest  models  and 

will  lend  character  and  distinctiveness  to  your 
advertising.  Send  to  day  for  proof  sheetand  prices. 

Advertisers'  Stock  Cut  Agency,  Mail  Building, Toronto,  Canada. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est buildings,  gives  better  results  at  lower  cost. 

"  A  strong  statement,"  you  will  *ay.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 

crete Co.,  Ltd.,  100  King  St.  West,  Toronto,     (tf) 

w 

pROBABLY   the  most   talked  about   machine  In 
*       Canadais  the  Hainer  Book-keeping  Machine. 

It  combines  in  one  machine  the  cash  and 
credit  register,  time  recorder  and  account  retister. 
Representatives  wanted  everywhere.  Write  for 
our  proposition-  Book-keeping  Machines,  Ltd., 
424  Spadina  Ave.,  Toionto.  (tf) 
OAVE  50%  OF    THE    COST    OF    HANDLING 
O     merchandise  by  installing  a  Beaih    System  of 

Overhead  Carriers-  Savea  valuable  floor 

space  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D-  Beath  & 
Son,  193  Terauley  St.,  Toronto.  (tf) 

SCOTCH  PLAID  STATIONERY  Is  the  latest 
O  creation  for  business  and  society  correspon- 

dence. Paper  and  envelopes  present  a  finish- 
ed linen  surface,  most  agreeable  to  the  pen  touch. 

Leading  stationers  have  it.  Write  for  samples. 
The  Copp,  Clark  Co.,  Ltd..  Toronto. 

THE  "KALAMAZOO"  LOOSE  LEAF  BINDER is  the  only  binder  that  will  hold  iust  as  many 
sheets  as  you  actually  require  and  no  more. 

The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 

caied  mechanism.  Write  for  booklet.  Warwick 
Bros.  &  Kutter,  l.td.,  King  and  Spadina,  Toronto. 

THE  METAL  REQUIRED  IN  A  MODERN CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  pioduce  at  minimum 

cost  Concrete  Reinforcements,  Fenestra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Fireproofing  Co-,  Ltd., 
Fraser  Ave.,  Toronto.  (tf) 

AREHOUSE     AND    FACTORY    HEATING 
Systems.      Taylor-Forbes     Company,   Ltd. 
Supplied  by  the  trade  throughout  Canada. 

TT7ANTED— A  splendid  opportunity  for  dealers 
**  to  handle  the  best  combination  Duplicating, 

Addressing  and  Office  Printing  Machine  on 
the  market.  Exclus  ve  territory.  Send  name  and 
address,  giving  occupation  and  references,  to  the 
Canadian  Writerpress  Company,  Ltd.,  33  John  St., 
Hamilton,  Unt. 

WHAT  every  drygoodsman  wants.  A  perfectly 
reliable  fountain  pen  is  to  be  found  in  the 

Beaumel  "  Rival  "  Pen.  Easy  to  fill,  non- 
leakable,  and  writes  with  exceptional  smoothness. 
Gold  nibs  of  thicknesses  to  suit  every  style  of 
handwriting.  Guaranteed  in  every  resptct.  Sold 

by  all  stationers.  A.  R.  MacDougall  &  Co-,  Cana- 
dian Agents,  Toronto. 

WHEN  BUYING  BOOKCASES  insist  on  hav- 
ing the   best  in  the  market— "  Macey    Sec- 

tional Bookcases."     Carried  in  stock  by  all 
up-to-date   furniture   dealers.     Illustrated   booklet 
sent  free  on  request.    Canada  Furniture  Manufac- 

turers, Ltd.;  General  offices,  Woodstock,  Ont.  (tf) 

■you  need  the  best  possible  protection  from  fire  I ^  If  your  valuables  are  In  one  of  our  safes  you 
can  rest  at  ease;  no  fire  Is  too  hot  for  our 

safes  and  vaults  to  withstand.  We  manufacture 

vaults  and  safes  to  meet  every  possible  require- 

ment. Write  for  catalogue  "S."  The  Goldie  & 
McCuUoch  Co.,  Ltd.,  Gait,   Ont.  (tf) 

YOU  can  display  your  goods  to  better  advantage 
through  the  use  of  up-to-date  fixtures.  We 
are  specialists  In  the  planning  of  stores  and 

offices.  Our  catalogue  contains  Illustrations  of 
many  new  features  and  several  handsomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 
catalogue  J?  Jones  Bros.  &  Co.,  Ltd.,  30-32 
AdelaldeSt.  West,  Toronto.  (tf) 

^^^r-  .^-^^LIVE  MERCHANTS  use  Natlon-I 

72^,000  Cash  Regsters  We  couldn't  sell '      '-'  them     unless     they     saved    people 
money.  The  National  will  guard  your  money  too. 
Write  us  for  proof.  National  Cash  Register  Co., 
285  Yonge  St.,  Toronto. 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 
The  most  popular  hotel  in 

OTTAWA,    ONT- 

JAMES  K.  PAISLEY, Proprietor 

HALIFAX   HOTEL 
HALIFAX,  N.S. 

A.CCOUNTANTS   AND   AUDITORS. 

JENKINS  &  HAf-DY 
Assistnees,  Chartered  Accountants,  Estate  and  ' Fire  Insurance  Agents. 

ISJ  Toronto  St.  52  Can.  Life  BIdg,    ' Toronto  Montreal 
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Gordon  Umbrella 
as  illustration,  is  absolutely  the  closest  rolled   um- 

brella.    Best  frame,  finest  silk.     Also  made  foi-  ladies. 

Compare 

Eclipse      Umbrella 

values  with  goods 

in  stock  and  we'll 
leave  the  order 

question  to  )'Our 

judgment.  Our 

values  and  assort- 

ments tell  the 

story. 

Get  samples  of  ivunted 
lilies. 

Our  Variety 

of  handles  is  the 

largest  in  the  trade. 
All  the  latest 

designs  in  Ladies' Directoire  Handles 

in  all  materials, 

such  as 

Rosexvood 
Mahogany Ebony 

Piinoito 
Ivory 

Silver 
Gold 

and  the 

lasf/esl  com  bin  a  I  ions 

Send  your  orders  now  for  Spring-  trade.       State  quantity,  price,  style.       Our 
selections  will  please.      Alter  inspection,  goods  returnable  if  not  satisfactory. 

The  Eclipse  Umbrella  Co.,  Limited 
454  St.  James  Street, MONTREAL 
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Please  mention   The  Rc7'ieic  in   Advertisers  and   Their   Travelers. 
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TO  THE  TRADE APRIL,  1910 

DRESS  GOODS 
WE    HAVE    PUT    DRESS    GOODS    IN    LARGE    LETTERS   AND 

ASK    YOUR    KIND   ATTENTION    TO    WHAT   WE    HAVE    TO    SAY 

Our  stock  includes  the  newest  shades  and  textures.  We  have  the  goods 

that  are  in  demand,  at  ri^ht  prices.  We  take  this  method  of  letting"  you  know 
we  have  them.  We  invite  you  to  give  us  a  look  in  and  see  them.  We  solicit 

)Our  esteemed  orders  and  assure  you  of  prompt  delivery. 

The  following  are  a  few  of  the   most  popular  lines  : 

TEXTURES— 

Colored  Serges 

Fine  French  Serges 

Coating  Serges 
Black  Cheviots 

Colored  Cheviots 

Diagonal   Torsions 
Fancy  Serge  Suitings 

Silk  Striped  Taffetas 

Silk  Striped  and 
Checked  Taffetas 

Silk  Striped  Aeolienes 

Silk  Spot  Aeolienes 

Silk  Stripe  Bengalines 
Silk  Warp  Crepons 

Silk  Warp  Shantungs 

Silk  Striped  and  Em- 
broidery Taffetas 

Armure  Effects 

Pekin  Stripe  Vigereux 
Plain  Bedford  Cords 

Two-tone  Bedford 

Cord  Effect 
Corded  Taffeta 

Poplin  Cardinettes 

Colored  and  Black  Poplins 
Broadcloths 

Waistings — Fancy 
Delaines 

Silk  Embroidery  Crepon 

Embroidery  Delaines 
Silk  Embroidery  Waist 

Fronts 

Fine  and  Heavy  Colored 
Linen  Suitings 

Also  all  lines  in  Staple 
Dress  Goods 

SHADES— 

Champagne 
Pearl  Grey 
Mid  Grey 
Dark  Grey 
Fawn 
Mole 

Reseda 
Ashes  of  Roses 
Amethyst 
Wisteria 
Faded  Rose 
Pervanche 

Delf  Blue 

Khaki 

Tan 
Mid  Brown 

Copper  Beech Mahogany 

Cedar 
Gendarme 

Canard 
Moss 
Bronze 

Navy,  Blacks,  etc. 

JOHN  MACDONALD  &  CO. 
LIMITED 

TORONTO, CANADA 

El Please  mention  The  Review  to  Adzrrtisers  and  Their  Travelers. 
m 
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We  work  for  the  gain  of  the 

Dry  Goods  Man 
His  off-color  fabrics  are  transformed 

into  popular  selling  shades  by  our 
methods  of  dyeing  and  finishing. 

A  large  and  modernly-equipped  plant, 
skilled  work  people  and  experienced 
direction  and  supervision  of  all  work, 
assure  satisfaction  to  customers.  Write 

us   if  further  particulars  are   needed. 

R.  PARKER   &  CO. 
Merchants'   Dyers  and  Finishers 

Toronto,       -        -      Canada 

It  means  in- 

creased profits 

for  the  merchant 

and  milliner. 

Goods  that  have 

been  unsalable 

made  salable 
and 

turned  into 

dollars 

and  cents. 

ROOSTER  BRAND 

Just  look  over  your  stock  and  see  how 
you  are  fixed  on 

Flannel  Trousers 
We  will  send  you  clips  of  the  best 
range  you  ever  looked  at  for  the  asking 
—Greys,  Greens,  Blues,  Creams,  Fawns, 
Drabs,  etc. — in  fact,  everything  in  the 
line. 

Robert  C.  Wilkins  Co.,  Ltd. 
MONTREAL 

Shirts     Overalls     Pants      White  Coats 

BROOK  BROS. 
RATHBONE    PLACE 

OXFORD  STREET 

LONDON,  W. 

Furnishing  Trimmings, 
Embroideries, 

Borders, 

Appliques and 
Smallwares. 

Represented    by  : 

THE  LACE  GOODS  COMPANY, 
30   Wellington   St.   W., 

TORONTO 

Please  mention  The  Revieif  to   .Idfcrti^ers  and   Their  Trai'elers. 



Dry  Goods  Review  DRY     GOODS     REVIEW 

Special  Dress   Goods  Section 

DI^SS  GOODS^FABRICS 

STOCKTAKING 

On  May  31st  we  take  stock. 
Before  that  date  our  immense 
warehouse  must  be  cleared  of 

Spring  lines.  The  values 
offered  in  our  various 

departments  make  it  worth 
your    while    to    make   a 

VISIT    TO  OUR  WAREHOUSE 

You    will  find    many 

TRADE  STIMULATORS 

*        Let   us   help  your  May  sales. 

Greenshields   Limited 
MONTREAL 

Please  mention  The  Revtexv  to  Advertisers  and  Their  Travelers. 
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Dry  Goods  Review 
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DRESS  FABRICS 
FOR  FALL,  1910 

Your  Dress  Goods  Department  is  not  complete  without 
a  full  line  of  Priestley  fabrics.  To  make  a  leader  of 
them  is  to  increase  your  sales. 

Taffetas,  Voiles^  Panamas,  Sateens 

Serges,  Diagonals,  Cheviots 

Mattings,  Broadcloths,  Venetians 

H^e  lies  ley  Suitings,  Delmar  Suitings 
Lowthian  Suitings,  Brandon  Suitings 

Boucle  Matting  Fulton  Fabrics  ^ 

Tenby  Frieze  Osmond  Boucle        ̂  

MERCHANTS   ARE    RESPECTFULLY    REQUESTED   TO 
INSPECT  THESE    LINES    BEFORE    PLACING    ORDERS 

Sole    Agents    for    PRIESTLEY'S    Dress    Goods 

GREENSHIELDS  LIMITED 
MONTREAL 

Please  mention  The   Reviezv  to   Adzicrtiscrs  and   Their  Traz>elers. 
B 



Extended  Color  Range  and  Diversity  of  Materials 
Rich  Dark  Shades  Favored  for  Fall,  but  Some  of  the  New  Colors  are 
Clear  and  Distinct —  Thesa  Latter  Will  Doubtless  Affect  Lighter- weight 
Fabrics— Garment  People  go  in  for  Mixed  Diagonals  and  Voile  Weaves. 

THE  ordering  of  dress  fabrics  for  the  FaJl  season 

of  1910-11  is  proceeding-  upon  satisfactory  lines. 
Wool  prices  are  higher  and  still  show  an  upward 
tendency.  Prices  on  some  lines  are  higher,  but  as 

yet  no  general  advance  has  taken  place.  Many  lines  will 
be  placed  on  the  market  on  the  same  basis  that  they  are 

selling-  for  at  present.  Recent  advances 'and  the  upward 
tendency  must  be  considered  as  it  will  surely  affect  prices 
in  the  near  future.  Another  fact  that  must  be  borne  in 

mind,  is  that  in  the  face  of  the  present  hig-h  prices,  jobbers 
will  not  be  willing-  to  carry  very  heavy  stocks. 

Not  only  is  there  a  wide  diversity  of  materials  shown 

for  the  coming-  Fall  but  the 
color  range  is  an  extended  one. 

There  is  a  change  coming- 
over  the  colors  in  vogue,  and 
it  would  seem  as  though  the 
faded  shades  that  have  had 
such  a>n  extensive  run  have 

had  their  day. 
As  a  rule,  rich  dark  shades 

are  favored  but  it  is  especially 
noticeable  that  the  new  colors 
are  clear  and  distinct. 

The  Chantecler  vogue  ha,s 
brought  bright  colors  into 
prominence,  and  besides  the 

popular  red,  King's  blue, 
cobat,  ibis,  Empire  green,  and 
mandarin  or  orange  are  all 

colors  that  are  now  being- 
worn  in  Paris. 

These  will  doubtless  affect 

the  lighter  weight  faibrics  more 
than  those  used  for  street 

wear,  thoug-h  there  is  every 
possibility  of  their  being  used 
as  relief  and  trimming  colors. 
Buyers  should  also  note  that 
turquoise  and  clear  rose  pink 

are  again  fashionable  evening- 
shades. 

'These  colors  were  in  evi- 
dence upon  those  evenings  at 

the  'Toronto  Horse  Show  when 
the  majority  of  smart  women 

wore  distinctly  evening-  gowns. 
Black,  and  black  and  white 

effects  are  strong  for  Fall  and 

'black  and  white  mixtures  and  a 
combination  of  black  and  white 

in  diagonal  weaves  are  favored. 
Canadian  jobbers  have  given  extra  attention  to  the 

color  question  for  the  coming  Fall,  and  the  result  is  shown 
in  the  extensive  ranges  of  beautiful  shades  shown  for  the 
coming  season.  Color  ranges  are  very  full  now,  but  as  in 
the  past  two  seasons  when  retail  buying  has  fully  opened, 
the  weak  shades  will  be  eliminated,  and  the  ranges 
brought  down  to  a  workable  size. 

"The   Pheasant    Eye,"  leading  novelty   in    tweed    department 
Debenhams   (Canada)  Limited,  Montreal.     -See  page  6. 

Serges  have  an  extensive  representation,  and  for  more  ex- 
pensive suits  some  Donegal  effects  have  been  bought.  In 

smooth-finished  goods  they  are  showing  popular-priced 
suits  in  Venetian  and  higher-priced  garments  are  being 
developed  in  broadcloth. 

For  retail  selling,  diagonal  weaves  are  assured  factors 
for  the  coming  Fall,  though  probably  they  will  be  stronger 
in  the  smaller  centres  than  for  the  city  trade.  It  must 
ba  remembered  that  diagonals  have  been  selling  to  the 
better  trade  for  three  seasons  now  and  that  this  section 

of  the  trade  will  be  ripe  for  a  cha,nge. 
Some  buyers  are  pinning  their  faith  to  baskets  and 

nattes,  and  certainly  the  vari- 
ety  of  handsome  effects  is 
large  a,nd  attractive  enough  to 
justify  their  faith  in  them. 
Boucle  effects  produced  on 
fancy  cheviot,  diagonal  basket, 
and  fancy  grounds  constitute 
another  well-thought-of  range 
of  novelties. 

Soft  semi-lustrous  fabrics 
of  the  close  nap  zibeline  order 
are  shown  in  beautiful  shades 
of  color.  Other  soft  makes  are 

suitings  of  the  homespun  or- 
der and  these,  as  a  rule,  are 

mixture  goods.  Zibelines  and 
many  of  the  other  fabrics 
siiow   camel's   hair   effects. 

Bright-finished  fabrics,  it 
must  be  remarked,  are  by  no 
means  eliminated,  though 
those  shown  have  more  of  the 

peau  finish  than  the  aggresive- 
ly  lustrous  satin  effect. 

Broadcloths  are  selling  bet- 
ler  for  Fall  than  last  season, 

and  serges  with  a  fine  foule 
finish,  whipcords,  and  wool 
taffetas  are  being  shown  for 

the  medium  and  high-class 
trade.  This  is  because  there 

is  a  strong  indication  that 
long  outer  coats  made  of  silk 
plushes,  caraculs,  and  rough 
coatings  are  expected  to  be 

in  vogue.  Most  b'Uyers  have 
confidence  in  coats  of  this 

class  and  the  garment  trade 
has  already  done  good  business 
in  them.  This  means  that 

dresses  of  a  light  weight  fabric  will  be  wanted  for  wear- 
ing under  these  heavy  coats,  and  these  foules,  taffetas, 

whipcords,  etc.,  are  showing  to  meet  this  demand. 
Though  there  is  such  a  tendency  for  basket  and  hop- 

sack  weaves,  mannish  suitings  in  worsteds  are  being 
ordered  out. 

In   high-class  goods,   Scotch  mixtures,   tweeds   in   mix- 
Garment  manufacturers  have  gone  in  extensively  for  tures,  melanges  and  malt  effects,  fancy  woven  cheviots 

mixture  diagonals,  and  mat  weaves.  They  are  also  taking  made  up  from  adaptations  of  diagonal,  jacquard  and  hop- 
up  two   tone   diagonals   particularly  in  bla,ck  and  white,      sack  weaves  are  much  in  evidence. 
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In    ihe    light-weight    materials    for   hmise    dresses    and  iimsi    atlractive    dresses.      Some    of   (lie    new   goods    show 
evening  wear,  erepe  weaves  seems  to   be  more   in   favor  tlie   erimp  in   a   waved   effect,  rather   than  ruiming  in   a 
than   ever.     The  newest   idea  is   the  shot  effect  in   these  straight  lint^     The  crepe  voiles  are  also  a  good  feature  of 
erepe  weaves,  following  in  the  wake  of  shot  effects    in    silks.  the   new   goods.     Eolionnes   also   are    talked   of   for   Fall 
These  new  materials  are  strikinirly  pretty,  and  will  make  selling. 

1 3 
V 
4 

SAMPLES    OF    THE    NEW   FALL   DRESS    FABRICS. 

1. — Fancy   basket    weave,    shown    by    Hewson   Woolen   Mills,    Limited,   Amherst,     N.S.     2. — Diagonal    bouton      ramie    cloth,    shown    by    John 
Macdonald  &  Co.,   Toronto.    3. — Mannish   suiting,   shown  by   Hewson  Woolen   Mills,    Limited,    Amherst,    N.S.    4. — Cord   sanglier,    shown    by 
.lohn    Macdonald  &  Co.,    Toronto.    5. — Fancy    two-tone    basket    weave, shown   by   Hewson    Woolen   Mills.   Limited,    Amherst,    N.S. 

SAMPLES    OF    THE    NEW   FALL   DRESS   FABRICS. 

1. — Honeycomb   cheviot,   shown  by    .John   Macdonald  &  Co..   Toronto.    2. — Fancy    cheviot,    shown    by    Hewson    Woolen 
hcrst,    N.S.    3. — Ratecn   two-tone,    shown    by    John    Macdonald    &.Co.,    Toronto.    4. — Mannish      suiting, 
Amherst,  N.S.    5. — Cheviot  bouton   effect,   shown  by   John  Macdonald  &  Co.,   Toronto. 

Mills,    Limited.    Am- 
hown    bv    Hewson     Woolen     Mills, 

FANCY    DRESS    MATEJtIALS    SHOWN    FOR    FALL. 

No8.   1   and   ■) — ^Fancy  Mohair  Pennos  Cloth,   shown   by   A.  Racine  &   Co.,    Montreal.    2 — Fancy    Crepon,     shot    effect,    shown    by    Mclntyre. 
Son  &  Co.,   Ltd..  Montreal.    4 — Pied  de  Poule,  a  fancy  suiting,  shown  by  Mclntyre,  Son  &  Co..  Ltd..  Montreal.    5 — Blister  Crepon.  featured 
by  two  of   the   leading   Paris   houses,    shown    by   Debenhams    (Canada).    Ijimited,    Montreal. 
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NISBET  &  AULD 
LIMITED 

WASH  FABRICS 
IN  STOCK 

Indian  Head  Suiting 
11^  to  18i  cents 

Victoria  Lawns 
8  to  18>^  cents 

Plain  White  Dress  Linens 
14  to  75  cents 

India  Linons 
10  to  35  cents 

27-inch  Pongee  Linen 
In  23  colors,  including 

Natural,  Tans,  Pinks,  Reseda,  Helio,  Pearls,  Greys,  etc. 

36-inch  Ramie 
Full  range  of  colors  as  above 

Stripe  Unen 
White  and  Colored  Grounds  with   Self   and   Colored  Stripes 

27  to  30-in.  Plain  Colored 
Cotton  Suitings 

In  all  the  Fashionable  Shades 

TORONTO,  ONT. 
Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 



Dress  Goods  for  Fall  and  Winter  Shown  in  New  York 

Camel's  Hair  Mixtures,  Cheviots,  Broadcloths  and  Basket  Weaves 
--  Combination  Cloth  and  Velvet  in  Costumes  Will  be  One  of  the 

Decided    Things  —  Fur    Plushes   Will    be   Used  for    Suit    Trimmings. 
Staff  Corraspondence. 

Office  of  The  Dry  Goods  Review, 
160  Broadway, 

New  York,  May  1,  1910. 

MANTFACTURERS  and  importers  of
  dress  goods 

are  devoting;  most  of  tlieir  time  now  to  the  pro- 
ductions for  the  Fall  and  Winter  season  of 

1910-1911. 

Every  worsted  line  contains  unfinished  worsteds,  and 
cheviots,  basket  weaves,  broken  diagonals,  twills  and  the 
like,  and  the  woolen  lines  shown  lean  strongly  towards 

coatings  and  tweeds.  These  materials  are  recognized  by 
the  trade  as  the  most  promising  fabrics,  and  are  liberally 
sampled,  but  new  materials,  slightly  out  of  the  ordinary, 

when  pi-esented,  find  a  ready  market. 
Manufacturers  of  garments  are  taking  up  light-weiglit 

worsted  piece-dyes,  such  as  serges  with  a  soft  foule  touch, 
taffetas,  fine  diagonals  and  unobstrusive  whipcords  for 

medium-priced  selling. 
Clieviots  are  among  the  most  popular  fabrics  and  for 

Fall  the  suit  lines,  hether  high-priced  or  popular,  will 
display  cheviots  extensively.  Where  a  cloth  of  the  serge 
variety  is  required,  weaves  on  the  clay  order  are  chosen. 

Plain  serge  and  panamas  have  been  bought  by  manufac- 
turers of  cheap  and  popular-priced  garments. 

Mannish  effects  in  worsteds  are  being  ordered  out  quite 
extensively  for  tlie  coming  season. 

Solid  Colors,  Melanges  and  Mixtures. 

Rough  effects  are  brought  out  in  the  Scotch  effects,  in 
solid  colors,  melanges  and  mixtures  and  loosely  woven 
mat  weaves  in  the  high  class  materials. 

Checks  are  coming  along  very  nicely  and  they  are  ex- 
pected to  be  fairly  big  for  the  Fall  and  Winter. 

The  check  and  plaid  patterns  are  not  large,  but  look 

very  effective  in  two-color  greys.  Other  two-color  effects 
being  shown  include  combinations  of  green  and  brown, 

green  and  blue  and  black  and  white. 
Broadcloths  are  as  yet  the  largest  booked  fabrics,  and 

the  high  class  garment  manufacturer  will  again,  no  doubt, 
present  many  of  his  best  styles  in  broadcloth  in  the 
coming  Fall  and  Winter. 

In  woolens  for  suitings,  wool  cheviots  are  shown,  both 

plain  and  worked  up  with  zibeline  and  nut  yarns  in  bas- 
ket weaves,  broken  diagonals,  and  herringbone  effects. 

There  seems  a  growing  tendency  towards  woolen  goods 

for  women's  wear  similar  to  those  for  men,  and  it  is  re- 
ported that  woolens  have  outsold  w-orsteds  for  next  sea- 

son. 

Camel's  Hair  in  Natural  Color. 
In  coating  lines  Scotch  tweeds  in  a  large  variety  of 

pattein«;  in  mixed  greys,  medium  browns  and  green  and 
combinations  of  these  colors  and  also  of  black  and  white 

are  occupying  a  good  position.  In  many  of  these  coatings, 

knub  yarns  are  used  as  decorations.  There  is  a  new  mater- 

ial for  coatings,  known  as  the  camel's  hair,  which  is  a 
strong  fabric,  yet  has  a  soft  clinging  appearance  and  is 
sold  in  natural  color  principally.. 

Navy  blue  and  grey  lead,  with  brown  receiving  con- 
siderable support.  Blacks,  greens,  of  the  olive  and  stone 

variety,  red  which  inclines  towards  purple,  Dutch  blue 

and  dark  mode  shades  comprise  the  line  of  darker  colors 
which  have  so  far  been  selected. 

Crepes  and  crepons  are  represented  in  many  of  the 
foreign  sample  lines. 

Velvets  for  Next  Season. 

There  is  every  reason  to  believe  that  the  coming 

Fall  and  Winter  will  be  a  good  velvet  season,  garments 
of  the  material  to  be  trimmed  with  fur  bands.  Last 
Winter  saw  a  revival  of  velvets  for  suits  and  costumes 

due  in  a  great  measure  to  the  vogue  in  Paris  of  fur. 
Solid  colors  will  be  in  the  lead.  Black  is  spoken  of  as 

the  one  sure  color,  and  very  dark  shades  of  brown,  green, 

IdIiu,  grey  and  red,  are  mentioned. 

Combination  Cloth  and  Velvet. 

The  new  velvets  are  being  brought  out  in  matching 

•hades  with  woolen  fabrics,  with  a  view  to  combining  them 
for  the  Fall  suits  and  costumes.  This  two-fabric  idea 

ia  now  in  vogue  and  cloth  being  combined.  For  the  com- 
ing season  combination  cloth  and  velvet  suits  and  cos- 

tumes will  be  the  decided  things.  Costumes  of  velvet  will 
no  doubt  be  trimmed  with  bands  of  cloth,  and  vice  versa, 
cloth  with  velvet  bands. 

Novelties  in  checked  and  dotted  designs  are  included 

in  the  early  showing  of  velvets.  They  are  for  combina- 
ticn  with  plain  colors  more  than  for  the  making  of  the 
entire  garments.  Principally  they  are  in  black  and  white 

effects.  There  are  also  others  showing  two-tone  brown  or 

grey  colorings. 
Velours  will  be  in  demand  in  black  and  seal  brown. 

For  evening  wraps,  pastel  tones  in  velvet  and  chiffon  vel- 
vets are  likely  to  be  used. 

One  of  the  greatest  uses  to  which  velvet  will  be  put 

will  undoubtedly  be  that  of  trimming  the  tailored  or  cos- 
tumed suit  of  cloth.  The  collar  and  cuffs  are  to  be  of 

velvet,  and  in  some  instances  the  button  and  accessory 
touches.  Black  will  be  the  color  generally  used,  but  the 

prospects  for  Persian  velvets  are  good  for  the  use  of 
bright-colored  velvets  in  small  quantities. 

New  Fur  Plushes. 

Some  of  the  new  fur  plushes  are  very  attractive.  These 

fabrics  are  so  woven  and  finished  that  they  do  not  ruff 
and  look  shabby  when  rubbed  the  wrong  way  of  the  pile. 
While  many  of  these  fur  plushes  will  be  used  for  suit 
trimmings  their  greatest  use  will  be  found  in  the  millinery 
field  where  they  are  confidently  expected  to  take  the  place 
of  beaver  cloth  and  furs  as  well  as  the  regulation  velvet. 

The  Pheasant   Eye 

The  fabric  shown  on  another  page,  "  The  Pheasant 

Eye,"  a  leading  novelty  in  the  tweed  department  of 
Debenhams  (Canada)  Limited,  meets  the  feeling  for 

goods  of  a  fancy  nature,  although  at  the  same  time  not 
too  pronounced.  It  is  composed  of  pure  wool,  with  an 
admixture  of  about  8%  artificial  silk  in  the  warp.  It  is 

this  admixture  that  gives  it  the  white  effect,  and  in  dye- 

ing the  piece  the  artificial  silk  does  not  take  the  dye. 
It   is    stocked  in    all   the   latest  colorings. 
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McCALL  FASHIONS 
For  all  the 
Family 

(We  called  our  artist's  attention 
to  the  fact  that  tb^  family  is  not 
quite  complete,  bi^  he  said  there 

were  enough  of  th6"ii(i-- to  carry  out our  idea.) 

McCALL  PATTERNS, 

simple,  accurate  and  stylish, 

enable  women  to  make  gar- 
ments for  themselves  and  tlieir 

children  which  give  greater 
satisfaction  and  cost  far  less 

than  can  be  purchased  ready 
made.  And,  best  of  all,  no 

dressmaking  experience  is 

necessary  when  McCall  Pat- 
terns are  used. 

That  is  why  there  are  many 
more  McCall  Patterns  sold  in 
the  United  States  and  Canada 

than  any  other  make. 

That  is  why  a  McCall  Pat- 
tern Department  is  so  valuable 

in  any  dry  goods  or  general 
store.  It  bears  the  closest 

relation  to  the  other  depart- 
ments, especially  piece  goods, 

trimmings,  etc.,  for  which  the 
patterns  call. 

That  is  why  dealers  in  McCall   Patterns  are  selling  more  and  more  dress  goods,   for  dress 
goods  sales  increase  in  exactly  the  same  ratio  as  do  pattern  sales. 

Our  Canadian  Office  and  F'actory  in  Toronto  en.ible  us  to  offer  you  Canadi;in  made   McCall  Patterns   with 
the  same  privileges  as  to  terms,  prices,  deliveries,  etc.,  as  are  enjoyed  by  our  United  States  merchants. 

Increase  your  entire  business  by  means  of  a   McCall  Pattern  Department- — before  your 
competitor  doe^S'.  • 

There  is  no  risk — our  terms  include  a  "Guarantee  .\gainst  Loss  in  Patterns." 

Write   for  complete  terms  and  samples.      No  obligation. 

THE  McCALL  COMPANY 
MAKERS    OF    FASHIONS 

236-246  W.  37th  STREET,  NEW  YORK 
SAN  FRANCISCO  TORONTO  CHICAGO 

Not  in   the    Trust — No    Connection  wi  h   any   other  House. 

Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 



DRESS    GOODS Dry  Goods  Review 

A'
 

'^-^ 

'^"S.'?^r<?cVr;>iJ'fi?Si>^^^S'^ 

f/J 
English  :l|ftitli 

^.■: ; 

■'z^; 'S^ 

^« 

--•.-2t 

r 

^?;v!r:%''Vr, 

I;- 

i^t 

;■■: /never  ;of;:raLn€)^v:--..;;x:;^ 

to    tHe' 'Come   and  -p^ 

'mpfrovv.    ' 

■C: In  all  the  broad  field,  of  xlpW-gbocls  there" 
-  ::is  no  :.materiab^pf  mcire  m  demand 

and  more  continuous  sale  than -this,  ;; ; 

C  Without  it  yotir   Dress 'Goods   Dep^ 

,ment ' is  not;  conn plete^ with  it  a  certain 
ineai^ti  re  ()f -prbli t  is; assured;    - ■ 

:.  -C.  The  hne  f o r  Spring , '  1  9 10;    ̂ 
y ,;  v  >  ■ :.  has : ;:;  sdrne  •.  sut^icolj&t .  an d  ;  ;; . 

weave  surpris;es  lor  y^u.  7^^^^;^;  ;: 

1 
M 

m 

'""M 

■m 

■  ■  .^-y^.- 

I 

Bradford  Pyei^-A^ 
:  of:  Bradford,  England       v 

m 
.  .'-•  f '  ■■  f. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 

■yi^ 



Dry  Goods  Review DRESS     GOODS 

Why  Not  Use  Our  Eyes? 
We   have    branches    in   every   fashion    centre    of    the    world. 

We  seize  every  new  idea,  we  adapt  it  to  your  trade,  and  our 
Import  Collection  shows  the  result. 

WE   STATE   WITH    CONFIDENCE 

"OUR  GOODS  SELL" 
NOVELTIES  IN 

DRESS  GOODS,  SILKS 
RIBBONS,  VELVETS 

LACES,  ETC. 

Our  travellers  are  now  out  with  a  complete  range  of  samples. 

May  we  make  an  appointment  ? 

DEBENHAM   &  CO. 
LONDON  (Eng.) 

TORONTO 
BAY  AND  WELLINGTON  STREETS 

MONTREAL 
18-20  ST.  HELEN  ST. 

Please  mention  The  Review  to  Adve>'tisers  and  1  heir  Travelers. 
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For   descriptions  of  Fall  fabrics  shown  here  see  page  14, 
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YOUR  INTEREST 
has  been 

OUR  ROAD  TO   SUCCESS 

The    following    offerings,    therefore,    should 

interest  you,  as  they  are  part  of  our  road  : 

Attractive  Dress  Goods  Offerings 
To  retail  from  50c.  to  $2.25  per  yard,  in  all 

leading  patterns  and  colorings 

Diagonals, 
Serges, 

Venetians, 

Sedan  Cloths, 
Etc.,  Etc. 

In  all  best  shades,  including : 
Catawba, 

Amethyst, 

Vieux  Rose, 

Smoke  Blues, 

Etc.,  Etc. 

We  have  prepared  for  a 

Special  Black  Season 

A    most    complete    and    saleable    range    in    plain    and 
small   fancy  weaves   for  dresses,   gowns,   suits 

and   cloaks.      In   all   prices  and  styles. 

8  SAMPLES  OF  ANY  OR  ALL  UPON  REQUEST 

John  M.  Garland, 
Son  &  Co. 

Ottawa,        -        Canada 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Here  are  some  very  attrac 

Chiffon,  Silk  : 
Look  these  cuts  over  before  going  any  furt 

ing  whether  or  not  these  are  the  kind  of  goo 

buy.  We  have  no  fear  of  your  verdict.  Tl 

brand  of  waists  that  makes  the  casual  purchaie 

No.  900.  Bright  Silk  Hexagon 
Mesh  Allover  Lace  Waist,  Silk 
Lining. 

Ecru  and  Black.  Trimmed  with 

Net  Insertion  Heavily  Embroider- 
ed in  Silk. 

No.  670.  Dressy  model  in  rich 

fancy  Grey  effect  Taffeta.  Dual 

piping,  fine  tucked  Net  yoke  and 
cuffs. 

No.  1002.  Veiled  Effect  Braided 

Chiffon,  One  of  the  most  up-to-date 
features  for  fall.  Above  Illustration  is 

One  of  the  Twenty-five  Similar  Chiffon 
Numbers. 

The  Cloth  used  in  Our  Chiffon  is  a 
Special  Heavy  Chiffon  Which  We  Can 
Guarantee. 

Ladies'  Wear,  L 
F.    P.    Evans,   President 

Hlease  mention   The  Review  to   Advertisers  and  Their  Travelers. 



ive  styles  for  Fall  Trade  in 
nd  Net  Waists 

er.  Let  your  experience  guide  you  in  decid- 

s  the  women  want  and  will  not  hesitate  to 

;re  is  that  indefinable  something  about  this 

^r  a  regular  customer. 
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No.  676.  An  attractive  style  for 

dressy  occasions  in  rich  Messaline 

Silk  with  fine  tucked  lace  yoke  and 

cuffs,   with   Babe  Irish  trimmings. 

No.  902.  A  very  elaborate 
Silk  embroidered  Net  model, 
silk  lined.  A  number  that  will 

appeal  to  the  exclusive  trade. 

imited,  Toronto 

No.  667.  Snappy  braided 

Chiffon  Taffeta  Waist  with  in- 
laid braided  Net  yoke. 

W.    F.   Goforth,   Vice-President 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 



Practical   Methods   of  Increasing  Dress  Goods  Sales 
Patterns  Based  on  Up-to-the-Minute  Styles  Play  a  Strong  Part  in 
Modern  Trade-Getting  Methods  —  Demonstrations  as  to  Fitting  and 
Cutting  Prove  a  Strong    Help  —  Dressmaking   as    School  Curriculum. 

I  feel  very  strongly  about  the  fabrics  business. 
After  crossing  the  continent,  and  watching  its 

phases  in  various  places.  I  have  come  to  the  con- 

clusion, that,  regarding  women's  wear  the  pendulum 
has  swung  over  past  the  centre,  and  the  sale  of  pat- 

terns and  fabrics  direct  to  the  woman  of  the  home, 
or  to  her  representatives  will  increase  during  the 
next  few  years. 

J.  R.  HAMILTON,  Advertising  Manager  for  John 
Wanamaker,  Philadelphia. 

IT  is  probably  not  too  \eutiiresome  a  statement  to 

make,  that  the  di-ess  gijocls  departments  are  few 
and  far  between  which  have  held  their  own  during 

;!u'  past  years.  Fewer  still  are  those  that  have 
niaile  an  increase  at  all  proportionate  with  the  rate  of 

progress  in  the  other  departments,  since  garment  manu- 
facturers hit  upon  the  plan  of  adapting  the  latest  Paris 

styles  to  the  needs  of  the  American  woman.  The  dress 

goods  department  has  always  been  regarded  as  the  lead- 
ing one  in  the  store,  the  one  which,  up  to  a  few  years 

ago,  did  the  largest  amoiiut  of  business,  and  was  always 

looked  upon  as  the  department  by  which  the  store's  stand- 
ing might  be  judged. 

Lately,  in  the  larger  centres  there  have  been  some  simi.s 
of  a  change,  and  where  the  dress  department  has  an  alert 

head  tiie  sales  of  dress  fabrics  are  beginning  to  clinub 
again.  But.  there  is  a  change  also  in  the  character  of  the 

goods  selling.  Staple  and  low-priced  fabrics  are  increas- 
ingly cut  out,  and  better  goods  and  novelties  are  the 

sellers. 

Patterns  after  Paris  Modes. 

The  new  factor  in  the  game  seems  to  be  the  increased 
aggressiveness  of  the  manufacturers  of  paper  patterns. 

Competition  in  this  field  has  had  the  usual  result  in  im- 
proving not  only  the  patterns,  but  has  led  to  increased 

care  in  designing  and  the  keeping  in  closer  touch  with 
Paris  modes.  As  a  matter  of  fact  they  have  taken  a  leaf 

out  of  the  book  of  the  manufacturer,  and  are  mak- 

ing well-cut  patterns  that  are  practical  adaptations  of 
Paris  fashions,  so  simplified  that  any  woman  of  average 

intelligence  and  perseverance  can  get  good  results  from 
their  use. 

Exclusive  advertising  has  been  done  through  the  med- 

ium of  the  women's  journals  and  other  papers,  and  this 
has  borne  fruit  in  the  increased  and  increasing  sale  of 
both  fabrics  and  patterns. 

Though  there  must  have  been  some  progress  made  in 
this  direction  in  Canada,  as  pattern  houses  state  that 

their  sales  have  doubled  in  the  past  two  years,  the  mer- 
chants have  not  as  yet  arrived  at  Ilie  piin;  if  makiim 

definite  plans  for  helping  along  the  sale  of  patterns  and 
fabrics. 

This  work  is  beiii'.r  taken  np  in  earnest  on  the  other 
side  of  the  line,  and  many  merchants  are  putting  in  force 

sehemes    which  have  for  their  object    the  encouragement 
of  lioni(>  dressmaking. 

Fashion  Bureau. 

Healizing  that  many  women  have  the  ability  to  make 

a  gown,  if  only  they  receive  some  direction,  the  Hen- 
gerer  store  in  Buffalo  runs  a  fashion  bureau.  The  di- 
rectoress  gives  afternoon  lectures  to  customers.  She  visits 
Xew  York  at  stated  intervals,  and  her  lectures  cover  the 
>iibject  of  the  correct  lines  of  the  new  gown,  the  changes 
ill  the  modes,  and  the  most  popular  fabrics,  trimmings, 
etc.  She  gives  lessons  in  dressmaking  and  her  series  of 

instructions  run  from  the  making  of  the  simplest  waist  • 
to  those  for  making  the  most  intricate  gown.  She  con- 

iliu'ts  a  beginner's  class,  and  teaches  designing,  cutting, 
titling  and  finishing  of  garments. 

A  Cutting  Sale. 
Anotlier  progressive  merchant  that  has  a  large  stors 

located  in  a  medium-sized  town,  in  a  rich  farming  dis- 

trict, runs,  at  stated  intervals,  what  is  termed  a  "Cutting 
Sale."  This  is  not  a  price-cutting  function,  for  all  goods 
go  on  sale  at  ordinary  prices,  and  the  sale  gets  its  name 
from  the  fact  that  all  fabries  sold  are.  if  desired,  cut 
and  fitted  for  the  customer. 

A  practical  cntter  and  his  assistant  are  hired  for  the 
occasion,  and  all  materials  above  75c  are  cut  and  fitted 

free.  The  pattern  or  style  is  chosen  from  the  fashion 

books  used  in  connection  with  the  store's  pattern  depart- 
ment, and  as  the  cutter  cuts  the  goods,  the  assistant  pins 

the   garments   together  and   fits   them.     This  is   always   a 

Fall  Dress   Goods    Shown  on  Page  1 0. 
1.  Mixed    suiting.       Shown    by    The    (rault    Bros.    Co., 

Ltd.,  Montreal 
2.  New   suiting  in   black   and   white   with  knop   effect. 

Shown  by  Debenhams   (Canada),  Ltd.,  Montreal. 
.).     Patte    poule    check.      Shown    by    Theodore    Salfner, 

New   York. 

4.     Herringbone   cheviot.     Shown   by  W.   R.  Brock   Co., 

Ltd.,  Montreal. 

.").     Two-tone  fancy  cheviot.     Shown  by  Nisbet  &  Auld, Toronto. 

().     Boucle    suiting.      Shown    by    Debenhams    (Canada), 

Ltd.,  Montreal. 
7.  Boucle  suiting.     Shown  by  the  Gault  Bros.  Co.,  Ltd., 

Montreal. 

8.  Mixture  basket   weave.     Shown   by   Nisbet   &   Auld, 
Toronto. 

9.  Basket    weave    suiting,    zibeline    effect.      Shown    by 
Debenhams    (Canada),  Ltd.,   Montreal. 

10.  P^ancy  oatmeal  cheviot.     Shown  by  Hodgson,  Siunmer 
&  Co.,  Ltd.,  Montreal. 

11.  Cheviot  suiting,  showing  knop  effect.     Shown  by  The 
W.  R.  Brock  Co.,  Ltd.,  Montreal. 

lU.     Two-tone   fine   fliagonal.     Shown   by   Nisbet   &    .\u!d, Toronto. 

1.').     Mixture  diagonal.     Shown  by  The  W.  R.  Brock  Co., 
Ltd.,  Toronto. 

14.      Seoteli    mixtui-e.      Shown    by    The    \Y.    R.    Brock    Co.. 
I>til..  Toronto. 
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Revillon  Freres,  Ltd. 
Montreal 

Head  Office,  79  Rue  de  Rivoli,  Paris 

We  are  now  showing  a  large 

assortment    of  Dress  Goods 
9 

Silks,  Linings,  Ribbons,  Kid 

Gloves,  Embroideries,  Bro- 

cades, Feather  Boas,  Stoles, 

etc.,  all  in  stock  at  our  ware- 

house     ::      ::       :: •  •  •  • 

134-136   McGill   Street 

An  Early  Visit  Will  Repay  You 

l-'lease  mention  The  Revteiv  to   Advert'' ^i:rs  and   Their  Travelers. 

. 
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most  popular  eviui.  ami  as  iiiauy  as  thirty-three  dresses 
have  been  cut  in  a  day.  The  prices  of  goods  in  the  de- 

partment are  not  reduced,  and  another  feature  that  has 

been  noticed  is  that  this  ''Cutting  Sale"  means  a  big 
call  for  better  goods. 

Gives  Demonstrations. 

While  the  cutter  is  in  the  store  she  usually  gives  sev- 
eral demonstrations  in  the  use  of  patterns,  and  also  how 

to  manipulate  a  pattern.  For  instance,  she  shows  how 
to  alter  a  pattern  to  fit  a  woman  that  is  either  short  or 
long  in  the  waist,  how  to  shorten  or  lengthen  a  sleeve,  or 
how  to  proceed  if  the  hips  are  larger  than  normal,  etc. 

Invitations  are  mailed  lo  customers  for  this  demon- 

stration. The  demonstrator  is  an  expert,  and  on  a  live 
model  she  demonstrates  how  to  lengthen,  shorten,  widen 
or  make  narrower  a  pattern.  She  then  cuts  the  garment 

and  pins  it  up,  and  fits  it.  The  material  used  for  demon- 

strating is  factory  cotton,  and  a  three-daj's'  term  completes 
the  course.  Visitors  may  take  home  a  pattern  and  cut  a 
garment  and  baste  it  together,  returning  it  the  following 
day  for  criticism  and  coiTections. 

This  demonstration  leads  to  many  sales,  for  custom- 
ers have  the  privilege  of  using  their  dress  materials  and 

these  goods  are  cut  up  and  fitted  during  the  course  of 
the  demonstration. 

No  Interference  with  Ready-to  Wear- 
•The  merchant  who  gave  the  outline  of  these  trade  pul- 

ling schemes,  stated  that  there  had  been  no  interference 
with  sales  in  the  garment  department,  because  of  the  a,dded 
business  done  in  dress  goods.  The  sale  of  tailored  suits, 
separate  skirts,  waists,  etc.,  had  not  been  cut  into.  The 
one  place  where  any  effect  was  seen  was  in  the  alteration 
department. 

There  are  some  women  who  cannot  be  fitted  with  ready- 

made  garments  without  a  verj-  large  amount  of  alterations 
being  made.  To  sell  to  these  women  means  an  absolute 
loss  due  to  the  time  spent  in  altering  garments.  Often 

it  is  impossible  to  make  a  well-'fitting,  satisfactory  gar- 
ment after  all  the  trouble  that  has  been  taken.  These 

women,  as  a  rule,  readily  fall  in  with  the  suggestion  to 
attend  pattern  demonstrations,  and  the  fact  that  they 
do  so  removes  an  expense  from  the  garment  department. 

■Another  aggressive  merchant  reports  a  plan  that  he 
has  used  successfully.  With  every  lot  of  samples  sent 

out  by  mail  or  otherwise,  he  encloses  a  printed  slip,  stat- 
ing that  if  a  selection  from  the  enclosed  samples  is  made 

within  ten  days  and  the  slip  is  returned,  a  pattern  may 
be  selected  free  of  charge. 

It  is  a  recognized  fact  that  the  woman  who  asks  for 
samples  does  so  with  the  intention  of  comparing  values 
and  styles  with  sajnples  secured  from  competitors.  Often 
it  happens  that  there  is  little  choice  in  these  matters,  and 
the  offer  of  the  pattern  turns  the  scale  In  favor  of  the 
store  giving  it.  To  offer  the  pattern  through  the  medium 

of  a  newspaper  ad.  would  cheapen  the  value  of  the  pat- 
terns, and  lessen  their  power  for  attracting  trade  to  the 

store.  But  a  personal  offer  to  an  individual  customer, 

subject  to  a  de^finite  time  limit,  is  another  matter. 

Location  for  Pattern  Section. 

Many  merchants  in  the  States  are  locating  patterns 
in  the  dress  goods  department  where  it  is  handy  for 
the  customer.  This  ideal  location  is  not  always  available, 
but  the  pattern  department  should  be  given  a  prominent 
position  as  near  the  piece  goods  department  as  possible. 

•Merchants  should  bear  in  mind  the  important  bearing 
the  sale  of  patterns  has  on  other  lines,  and  sihould  give 
them  the  most  careful  attention. 

Possibly  it  nux}-  do  no  liarm  to  uientiun  a  few  points 
worthy  of  consideration.  The  prompt  re-ordering  of  pat- 

terns sold  is  probably  the  most  important  feature,  as  the 
slock  mus't  be  kept  in  condition  to  fill  all  the  demands  for 
patterns  made  over  the  counter. 

Probably  the  next  in  importance  is  the  proper  adver- 

tising of  patterns,  which  should  ibe  done  in  three  ways: 
First,  by  an  adequate  fashion  sheet  distribution,  for 

i'asliion  sheets  are  not  only  the  greatest  creators  of  pat- 
tern sales,  but   also  draw   customers  to  the  store. 

Second,  by  promoting  in  every  possible  way  the  sales 
of  the  other  fashion  publications  which  illustrate  and 
describe  the  patterns. 

Third,  by  local  newspaper  advertising.  A  paper  pat- 
tern advertisement,  containing  illustrations  of  the  latest 

designs  as  furnished  by  a  first-class  pattern  company,  par- 
ticularly at  the  time  when  some  much-discussed  style 

change  is  taking  place,  will  draw  more  buyers  than  any 

other.  'The  merchant  should,  of  course,  bear  in  mind  that 
the  sale  of  patterns  means  the  sale  of  dress  faibries,  and 
should  run  advertising  matter,  have  windows  trimmed  and 
show  goods  in  the  department  that  will  supplement  the 
pattern  ad.  As  the  expense  of  the  pattern  ad.  is  borne 
both  by  the  pattern  house  and  the  merchant,  the  benefit 
is  a  mutual  one. 

Competent  Help  Necessary. 

One  matter  that  requires  to  be  pressed  home  is  the 
great  value  of  intelligent,  competent  help  in  the  pattern 
department.  If  the  girls  selling  patterns  know  the  dress 

goods  stock  and  are  able  to  make  suggestions  as  to  suit- 
able fabrics  for  developing  certain  patterns,  many  sales 

will  be  easily  made. 

Should  the  pattern  department  be  located  at  some 
distance  from  the  faibric  stock,  there  should  be  a  small 
stand  and  a  chair  placed  in  a  prominent  position  in  the 
dress  goods  department,  and  on  the  stand  should  be 
placed  copies  of  the  fashion  books,  style  books,  etc.,  used 
in  selling  patterns  in  the  pattern  department.  This  will 
be  found  of  great  value  in  determining  lengths  of  fabrics 
required,  and  will  be  a  valua'ble  help  in  making  sales. 

To  merchants  who  are  short  of  room  it  might  be  sug- 
gested that  they  use  the  space  under  the  counter  in  the 

dress  goods  department  for  the  pattern  cabinets.  This 
space  in  most  stores  goes  to  waste.  If  used  for  patterns 
the  merchant  has  them  right  at  hand  and  where  they  are 
most  wanted. 

Teach  Sewing  in  the  School. 

The  teaching  of  sewing  and  cooking  as  a  part  of  the 
public  school  course  is  receiving  a  great  deal  of  attention 
from  educationists.  IThis  is  an  idea  to  which  all  merchants 

should  give  active  support.  The  cutting,  fitting  and  mak- 
ing of  garments  should  be  taugbt  in  all  schools.  If  this 

were  done  in  a  short  generation  there  would  be  a  very 

perceptible  increase  in  the  sales  in  the  dress  goods  de- 
partment. Most  dry  goods  merchants  are  men  of  high 

standing  in  civic  affairs,  and  an  active  interest  taken  in 
this  matter  would  not  only  benefit  the  dry  goods  business, 
but  would  mean  the  development  of  a  greater  thrift  in 
the  community. 

The  Western  Retail  Association,  with  head-quarters  at 
Winnipeg,  have  taken  up  the  question  of  the  business  tax 

in  that  city.  The  tax  at  present  is  6  2-3  per  cent,  of  the 
rental  value,  and  the  majority  of  merchants  believe  this 
rate  is  unjust.  The  association  has  given  the  matter 

into  the  hands  of  a  legal  representative,  who  is  endeavor- 
ing to  work  out  a  more  satisfactory  adjustment,  and  will 

furnish  a  report  at  the  next  meeting. 
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Dress  Goods 
Fall  Season,  1910 

i^  J  W        Being  the  last  in  the  market  and  first  on 
the  road,  are  in  a  position  to  show  a  com 

plete  range  of  Dress  Fabrics,  Novelties  and 

Staples,  in  both  Dress  and  Suiting  widths. 

The  Gault  Brothers  Co.,  Limited 
Montreal 

Smallwares  Department 

Every  live  buyer  has  always  time  for  the  traveler  with  real  *'SALE"  snaps 
and  will  surely  find  many  values  he  is  hunting  for  by  getting  and  examining  samples 

of  our  specials  in  following  lines.     Note  them  down. 

cJ' 

E  94.      Our  assorted  White    Lawn 
Waist,  to  retail  -  -  .98 

E  119.    Our  Chantecler  Novelty  Col- 
ored Waist,  to  retail         -         -         1.98 

Aeroline.      Our    White    Underskirt, 
torchon    lace    trimmed,    to    retail      .98 

Los  Angeles.   Our  Wh'te  Underskirt, 
cluny  lace  trimmed,  to  retail     -  .98 

E  1.    Our3>^x60  Lace  Curtains,   to 
retail  -  -  -  .98 

E  39,  etc.     Our  Range  Curtain  Mus- 
lin, plain  or  frilled,  to  retail        -  .10 

E  26,  etc.     Our  Range  Madras  Mus- 
lin, white  or  ecru,  to  retail 

Gotemallbeat.    Our  White  11/4  Hem- 
med Quilt,  to  retail 

D  20.     Our  Marseilles  11/4  Satin  Fin- 
ish Quilt,  to  retail 

E  391,  etc.   Our  18-inch  Allover  Lace, 
white,  ivory,  black,  butter,  to  retail 

.12^ 

.98 

1.98 

.15 

Embroideries 

Our  big  values  in  this  department  have  made  quick,  profitable  returns  for  our 

numerous  customers,  and  we  will  have  on  sale  during  May  a  tremendous  variety  of 

odds  and  ends  for  cheap  sales  in  Edgings,  Insertions,  Corset  Covers,  Skirtings, 

Flouncings  and  Waist  Fronts. 

The   Gault  Brothers  Co.,  Limited 
MONTREAL 

f  lease  inention   The  Kevieiv  to   Advertisers  and   Their  'I'raz'eters. 
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They  KNOW— How  about  You? 

iilii«wt 
Vancouver,  B.  C. 

BUnERICK  PATTERNS 
/^°  PUBLICATIONS^iJ L^o 

Three  years  ago  we  thought  we 
had  found  a  better  pattern  than 
the  Butterick.  We  put  it  in. 
We  gave  the  new  pattern  much 
pubHcity  and  a  fair  trial.  JWe 
know  now  that  Butterick  pat- 

terns stand  to-day  admittedly 

among  the  women  and  the  lead- 

ing merchants  of  the  country — 
the  best;  and  we  have  changed 
to  them.  The  Butterick  pat- 

terns are  now  on  sale  in  our  pat- 
tern department,  together  with 

the"  Butterick  publications. 
Butterick  patterns,  lOc  and  15  ;  none 

higher. 
Butterick    fashions,      25c,     including     a 

pattern. The   Delineator  for  April,    15c  a  copy. 

Above   is   a    reproduction   of  the 

Gordon   Drysdale,  Limited,  Advertisement 

Please  mention  The  Review  to      Adve^'tisers  and  Their  Travelers. 
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l!llM»'*' 
A     Parisian    costume  for    Spring and 

early  Fall  wear  which   illustrates    the 

ten- 

dency  of  fashion  for  the  coming  season. 

About  Fall  Dress  Goods 

The  demand  mW  be  for  plain  and  diagonal 

cloths. 

The  leading  shades  will  be: 

Old  Rose  Series, 

Bleriot  and  Aviator  Blues, 

Amethyst  Series, 
Greens, 

Dark  Reds, 
Taupes, 

Navy  Blues, 
Black, 

Paris  tans  and  mustard  greens  are  novelty 

shades  for  which  there  will  be  a  certain  de- 
mand. 

Our  samples  of  dress  goods  for  Fall,  1910, 
are  now  on  the  road. 

A  postal  addressed  to  the  house  will  bring 
a  traveller  to  you. 

It  is  easy  to   make    assertions.      Let    us 

show  you  that  our  values  are  among  the  best. 

The  W.  R.   BROCK  COMPANY  (Limited) 
nONTREAL 

Please  mention  The  Revieiv  to  Advertisers  and   Their   Travelers. 



Trimmer  Handicapped  by  Impracticable  Suggestions 
His  Judgment,  if  tie  has  Proved  it  to  be  Wortli  Anything,  Should 

be  Relied  Upon  —  Merchant,  Trimmer  and  Advertising  Man  Must 
Co-operate  to    Get    Best    Results  —  Details    of    Drape    Construction. 

By   H.  C.    Macdonald.  Trimmer  for  W.  A.  Murray   Co. 

IT  is  often  tlie  case  ilmt  lueieham  or  manager  will 

insist  upon  impracticable  suggestions  being  carried 

out  in  mndow  displays.  Thej-  know  the  kind  of  good.s 
they  want  displayed,  but  it  is  unlikely  that  the  knowl- 

edge of  the  principal  of  display  is  equal  to  that  of  the 
trimmer. 

The  trimmer  has  probably  spent  years  in  study  of 
effect,  and  his  knowledge  is  based  on  long  and  careful 
observation  of  the  details  of  his  art.  A  merchant  should 

trust  to  his  trimmer's  taste  and  judgment,  rather  than  his 
own. 

Yes,  suggestions  are  all  right,  but  it  is  unwise  for  mer- 
chants to  insist  upon  ideas  being  carried  out  against  the 

good  judgment  of  their  trimmer.  The  trimmer  is  sup- 
posed to  know  his  business  and  (unless  it  has  been  demon- 

strated that  he  does  not),  he  siiould  be  allowed  as  much 
freedom   as   possible. 

To  produce  the  best  results  the  merchant,  tiimmer  niid 
advertising  man  must  keep  their  heads  together. 

Given  everything  needed,  it  is  an  easy  matter  to  have 

beautiful  displays,  but  it  takes  a  true  artist  to  get  re- 

sults when  handicapped  l)y  pooi-  windows  and  poor  ma- 
terials. 

Many  of  the  most  successful  trimmers  Iia\e  developed 

from  clerks  who  were  ambitious  enough  to  "try  their 
hflud  at  it." 

Details  of  Drape  Construction. 
The  accomi>anying  curs  illustrate  a  drape  whieh  has 

probably  been  used  by  some,  but  not  by  many,  and  the 

following  details  may  be  found  useful: — 
The  stand  is  very  easily  made,  consisting  of  a  two-by- 

(wo  upright,  tJie  base  of  inch  stuff,  and  a  heavy  piece  of 
card  board. 

Fig.  4  shows  clearly  the  construction  of  the  stand. 
Fig.  1  shows  the  piece  of  card  board  and  the  dotted  line 
gives  an  idea  of  where  to  cut  it  to  get  the  desired  shape. 
Fig.  2  shows  how  the  cardboard  will  look,  when  viewed 
from  the  front,  when  it  is  bent,  and  locked  to  the  wooden 
strip  shown  in  Fig.  3. 

The  goods  are  applied  Hat  on  tiu;  card  l)oard  and  then 

draped  in  k)ng  folds  from  llie  top  of  the  wooden  up- 
right on  which  is  also  puffed  out  a  number  of  folds  of  the 

goods.  The  top  of  cardboard  is  finished  off  with  a  band 
of  lace  or  insertion,  which  also  is  draped  from  the  top  of 
upright  and  to  the  floor.  If  it  is  not  stiff  enough  to  make 
an  effective  bow,  insert  white  millinery  wire  to  make 
the  folds  stand  out. 

Light  woolen  goods,  choice  silks  and  mercerized  fabrics 
would  also  look  well  draped  on  the  stand,  as  they  are 

peculiarly  adapted  to  the  long  graceful  folds. 
Tiiis  style  f  drape  is  not  only  good  for  the  window, 

but  is  excellent  for  use  in  ledge  trims. 

Dress  goods  and  trimmines  drape  for  window  or  ledge  trim  -  By  H.  C.  Macdonald  for  W.  A.  Murray  Co.,  Toronto. 
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The  Basis  of  a  Brisk 

HE  degree  of  success  coming  to  your  Dress 

Goods  Department  this  fall  depends  almost 

wholly  upon  the  present  exercise  of  good 

judgment  in  selecting  fabrics.  The  accom- 

panying photographic  illustrations  of  a  few 
samples  from  our  stock,  although  not  showing  colors, 

-in.  Donegal  Tweed 

■in.  Moncrief  Twill  Costume 

-in.  Mustapiia  Coating' 

-in.  Carro  Diag-onal  Worsted 
■in.  AnduUo  Zibeline  Amazon 

-in.  Shelma  Worsted  Suitinff 

■  in.  Kinoch  Diaf,^onal  Worsted 

in.  Ribbon  Stripe   Taffeta 

■in.  Nadia  Silk  Tissue 

in.  Satin  Stripe  Delaine 

-in.  Cashmere  Blousing 

-2-in.   Panier  Cotele 

Z700 

50 

Z688 

38-
 

GH28 

50 

RG  164 

50 

W17 

47- 

KGI63 

50 

KG  159 

49- 

JA219 

27- 

VSii 

43- 

J  A  206 

27- 

J197 

27- 

AB60 

t1 roc 
Please  mention  The  Review  to    Advertisers  and  Their  Trai'elcrs. 
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FallTradeinDressGoods 

will  give  you  some  idea  of  what  we  can  offer  you  in 

the  way  of  assortment.  A  careful  examination  of 

our  travellers'  samples  will  assist  materially  in  your 
selection.  A  call  at  our  warehouse  in  Toronto  will 

be  even  better  as  an  aid  in  securing  the  basis  of  a 

better  trade  than  ever  in  fall  dress  goods. 

J  200 

41-2-in.  Marsetta  Costume 
GH30 42-in.  Two-tone  x\uro  Twill 

GH26 43-4-in.  Constance  Diagonals 
KG  1 58 42-3-in.  Rufford  Diagonals 

DM  10 50-in.  Kopher  Cheviot 
KG  1 65 

50-in.  Natte  Worsteds 

CB81 38-in.   Helena  Worsteds WA45 

42-in.  Paulo  Tweeds GH29 
45-6-in.  Chain  Diagonal 

VS12 43-in.  Sylviane  Silk  Tissue 
Z686 41-2-in.  Kinnoul  Costumes GH27 

42-in.  Boucle  Diagonal 

Please  mention   The  Reviezv  tr  Advertisers  and  Their  TraicU^is. 
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Established  1832 Cable  Code :  Law-Bradford 

Fall  1910 

REGISTERED 

Exclusive  Designs 
^r     ̂ r     ̂ r 

Sho\verproof  Goods 
Mohair  and  Alpaca  Linings 

Mr.  Haley  will  be  at  the  King  Edward 

Hotel,  Toronto,  and  the  Windsor  Hotel, 

Montreal,  during  April  and  May,  and  will 
have  a  full  collection  of  the  above  fabrics. 

j^    j^    j^ 

Law,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON,    ENG. 

Please  mention  The  Revieiv  to   Advertisers  and  Their  Travelers. 
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Made  by  Pacific  Mills,  Boston 

^^nHE  dainty  equivalent 
VJ     of   High-Class   Jap-]  | 

•|anese  fabrics  in  a  more  pro- 
nounced crinkly  texture. 

This  popular  dress  fabric 

makes  the  sweetest  wedding 

gowns,  neatest  and  daintiest 

party,  graduation  and  sum- 
mer dresses,  etc.,  of  any 

material  at  the  price. 

We  show  a  large  range  of 

printed  patterns  of  exquisite 

variety,  also  twenty-six  (26) 

plain  shades,  covering  all 

the  requirements  of  fashion 

for  color. 

Our  travellers  are  now 

showing  some  extremely 

beautiful  patterns  for  spring 

and  summer  wear. 

GREENSHIELDS 
Montreal 

Please  mention  The   Re^new  tn   Advci liscrs  and    I  heir    J  lavaen. 
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e- 

§er))en%(5e)) 
The  Crinkle  will  neither  stretch—wash 

---iron  nor  wear  out. 

For  Kimonas,  Dress- 

ing Sacks,  House 
Gowns  and  other 

similaruses  the  figured 

designs  are  most 
effective. 

Do  not  accept  substitutes,  but  in- 
sist on  having  the  genuine 

Serpentine  Crepe. 

This  material  can  be 

used  for  a  great  many 

purposes,  and  will 

satisfy  the  most  criti- 
cal taste  in  every 

respect. 

Ask   our  salesmen   to   show    you 

designs,  or  write  us  direct 

for  samples. 

Made  only  by  PacificfMills,  Boston 

LIMITED 
Canada 

I'icasc   mention    I  he   Review  to   Adiertisers  and   Their  Travelers. 



The  New  York  Market  as  Seen  by  Montreal  Buyer 

One  Strong  Seller  in  Each  Individual  Line  —  Foulard  Silks  and  Black 
and  White  Shepherd  Checks— New  Persian  Silks  in  Paisley  Effects 
—  The  Color  Tendency  —  Conducting  the  Dress   Goods  Department. 

By  L.  B.  Stiles,  Dress   Goods  and  Silks  Buyer  for  the  John  Murphy   Co..  Montreal. 

Dl'RIXG  a  receut  visit  to  New  York,  I  noticed several  items  of  great  interest  in  the  way  of 

dress  goods  and  silks.  There  appears  to  !)e 
practically  one  strong  seller  in  each  individual 

line,  viz..  foulard  silks,  and  in  dress  goods,  black  and 

white  shepherd's  checks  take  the  lead.  Never  before  has 
there  been  such  a  strong  demand  for  these  lines,  and  the 

wholesalers  are  finding  it  a  difficult  proposition  to  C(ip^> 
with  the  demand. 

The  next  to  take  the  lead  are  the  new  Persian  silks,  in 

the  old  Paisley  efifects,  and  these  are  'being  sold  in  large 
quantities  for  waists,  as  well  as  millinery,  and  are  used 
mainly  under  chiffon  to  soften  the  effect.  There  are 
several  weaves,  however,  which  have  been  made  to  copy 

this  combination,  and  the  silk  has  the  appearance  of  being- 
covered  with  chiffon,  thus  saving  a  good  deal  of  work 
and   also   expense. 

The  dress  goods  season  has  been  rather  quiet,  owing 

to  such  a  demand  for  ready-made  goods,  but  taking  the 
goods  that  have  been  the  principal  sellers,  the  demand 
has  been  confined  to  plain  goods,  with  the  exception  of  a, 
few  fancy  weaves,  .such  as  fancy  cheviots  and  diagonal.^. 

There  is  a  little  inclination  towards  rougher  goods  for 
the  Fall,  but  not  to  any  extreme,  as  the  present  fashion 
calls  for  goods  of  the  finer  order,  and  hence  broadcloths 

become  ver}-  good  property. 
It  is  usually  noticed  that  silks  and  dress  goods  run 

in  opposition  to  one  another.  If  it  is  a  good  silk  sea- 
son, then  the  dress  goods  trade  is  unusually  quiet,  and 

vice   versa. 
Corded  and  moire  silks  that  have  taken  the  lead  for 

collars  and  cuffs,  and  general  trimming  of  suits  and 

dresses,  will  be  outclassed  now,  by  the  predominance  of 
the  new  Persian  silks,  which  are  selling  in  preference. 

Taking  colors  into  consideration,  navy  and  white  ef- 
fects are  ahead  of  any  other  color  as  regards  silks,  but 

in  dress  goods,  beyond  the  black  and  white  goods,  such 
colors  as  frozen  iris,  walnut,  burnt  onion  and  banana  are 
the  predominating  tones. 

* 

The  Dress  Goods  Department. 
A  very  essential  thing  about  a  huge  department  store 

is  the  matter  of  keeping  your  stock  thoroughly  clean 

and  tidy.  The  old  saying,  "A  stock  well  bought  and 
well  kept  is  half  sold,"  is  a  perfectly  true  statement. 

For  the  time  being  we  are  considering  only  the  stock- 
keeping.  Should  a  customer  come  in,  say,  for  dress 
goods,  and  a  piece  is  brought  from  the  fixture  somewh.it 
dusty  or  probably  crushed  up,  she  will  think  at  the  very 
first  sight  of  it  that  it  is  old  goods,  and  in  nine  cases  out 

of  ten,  she  will  push  it  aside  and  not  give  it  a  moment's 
notice. 

The  keeping  of  stocks  clean  implies,  of  course,  the  pro- 
per arranging  of  them.  The  arranging  should  be  done 

every  day,  so  that  a  customer  stepping  up  to  a  counter 
may  see  at  once  what  class  of  a  store  she  is  in,  by  the 
neatness   of   the  stock. 

I  don't  believe  in  keeping  stock  under  the  counter, 
even  if  it  is  reserve,  for  it  is  usually  left  to  get  dirty  and 
oftentimes  forgotten  and  never  shown.  You  will  find  that 
goods  kept  under  counters  usually  have  to  be  sold  at  a 
very  reduced  figure.  It  is  very  bad  policy.  T  think,  to 

;'dopt  this  method  of  keeping  some  of  your  stock. 

Of  course,  the  up-to-date  method  of  selling  is  having 
goiids  displayed  in  every  conceivable  corner  of  your  de- 
partmenl,  so  that  eustoniers  can  walk  around,  and,  with- 

out giving  any  trouble  to  the  clerk,  make  their  purchase 
from  the  wide  selection  of  goods  displayed.  Nevertheless, 
some  goods  have  to  be  shelved;  but  they  should  receive 
as  much  attention  in  their  shelves  as  the  goods  which  are 
out  on  display. 

There  is  a  right  and  a  wrong  way  to  do  things.  Even 
to  jiutting  a  pin  in  a  ticket,  there  is  a  right  and  wrong 

way,  and  if  every  detail  like  this  is  not  cai'efuUy  watched, 
no  matter  how  trivial  it  may  appear,  the  clerk 

or  store-keeper  is  apt  to  get  clumsy  a.nd  un- 
tidy. Again,  there  is  only  one  way,  a,nd  that  is  the  right 

way,  to  block  a  piece  of  goods.     If  every  piece  of  goods 

L.  B.    STILES 

Dress  goods  and  silk  buyer  for  John  Murphy  Co.,  Montreal. 

is  blocked  the  right  way,  it  at  once  puts  the  department 
in   uniform  order,  and  tidiness  reigns  supreme. 

As  well  as  having  your  stock  well  kept,  you  should 

also  be  well  acquainted  with  it,  and  keep  it  assorted— well 
assorted  as  to  quality  and  price,  so  that  when  a  customer 
comes  in  and  asks  for  an  article,  you  can  immediately  lay 

your  hands  on  the  goods.  If  you  can't,  the  chances  are 
the  customer  becomes  irritated  and  the  clerk  is  likely  not 

to  effect  a  sale.  I  think,  therefore,  that,  before  every- 

thing else,  your  stock  should  be  in  a  perfect  condition, 

A  perfect  stock  in  perfect  condition,  combined  with  cour- 
teous ways  and  good  manners  on  the  part  of  the  staff, 

will  mean  tlie  building  up  of  a  great  department. — By 
I;.   P>.  Stiles,  ill  the  Murphy  Monthly. 



Each  Parisian  Style  Artist  Emphasizes  Distinct  Note 

Fashions  are  More  than  Usually  Heterogeneous  —  Agreement  on  Two 
Points  —  Corsage  must  be  of  Japanese  Type  with  Bodice  and  Sleeve 
as    One   and    Skirts    Must    be    Drawn  in    with   Broad    Band  at   Foot 

Staff   Correspondence. 

Paris,  France,  April  20. 

^  T~^HIS  year's  fashions T are,     it      must     be 
confessed,      morn 
than  a  trifle  het- 

erogeneous, though  a,ll  the 
conflicting  tendencies  are 
reconciled  with  that  rare 

grace  of  which  Paris  alone 
is  master.  There  is  a  flavor 
of  the  Russian,  a  little  of 

the  Japanese,  and  also  a 
trace  of  ISSO,  and  these  are 
combined  with  Empire  and 
Directoire  leanings,  and  also 
with  a  strong  Egyptian  and 
Oriental  note.  The  role  de 

style  is  the  one  that  com- 
bines   these    features    and         

tendencies    in    a    new     and 

happy  fashion. 

Each  fashion  artist  has  his  or  her  own  predominatinu,' 
note,  and  while  some  are  fa,voring  the  normal  waist-line 
and  short  skirts,  others  are  enthusiastic  over  the  period 

when  skirts  were  scanty  and  the  waist-line  just  up  under 

the  bust.  The  tightly-tied  back  skirts  of  the  80's  are 
shown,  and  also  the  pose  plastique  of  the  Orient.  On  two 

points  almost  all  costumers  unite — the  corsage  must  be 
of  the  Japanese  type,  with  the  bodice  and  sleeve  as  one 

and  with  no  sleeve  at  the  arm-hole.  The  other  point  is, 
that  the  skirts  must  be  drawn  in  at  the  lower  part  into 

a  band,  that  causes  the  fullness  to  hug  the  feet.  In  ex- 
treme cases  this  band  is  very  narrow,  making  the  skirt 

not  more  than  90  or  IflO  centimeters  round.  The  very 
widest  allowed  are  about  two  meters  wide  around  the  feet. 

Gown  of  Persian  Printed  Silk. 

A  very-  striking  gown  was  of  Persian  printed  silk 
gathered  into  a  band  of  black  satin,  a,nd  still  more  re- 

markable was  a  gown  of  Persian  embroidery  with  a  deep 
band  of  indigo  blue  cashemire  de  soie  hemming  the  foot 
of  the  skirt.  There  was  a  fanciful  coat,  loose  and  straight. 
with  straight,  narrow  sleeves  cut  in  one  with  the  shoulder. 
There  was  a  hem  of  the  cashemire  down  each  front  and 

around  the  bottom  of  this  coat,  which  was  finished  at  the 
neck  with  a  deep  circular  collar.  When  worn,  this  coat 
completely  covered  the  embroidered  top  of  the  gown 

A  more  Summerlike  dress  was  one  of  cherry  and 
white  spotted  foulard.  A  pleated  flounce  of  the  spotted 
foulard  encircled  the  skirt,  which  was  slightly  drawn  in 
by  a  folded  band  of  cherry  red  tussah  silk.  Cuff?  of  the 
same  decorated  the  sleeves,  and  there  was  a  wide  cape 
collar  of  embroidei'ed  linen,  with  a  cravat  of  clierry  satin 
as  a  fini.sh  at  the  throat,  and  a  belt  of  shinning  :bla,ck leather. 

The  veiled  pressed  straws  are  the  latest  creation  and 
the  majority  were  covered  with  black  Ohantilly  lace  or  with 
nets  or  crepes  in  various  shades.  Black  taffeta  silk  ruches 
,or  pleatings  of  narrow  sa,tin  or  velvet  ribbon  were  placed 
around  the  brim  edge,  and  large  bunches  of  garden  flowers 
were  tucked  here  and  there  aronnd  the  crown. 

Banded  Skirts  in  Tailored  Suits. 

N'ot  only  the  gowns  of  lighter  fabric,  but  the  tailored 

FASHION   FEATURES   AT   LONG- 
CHAMPS. 

Tailored  suits  of  rough  fabrics  fulled  into 
fittiiif;  band  at  the  foot  of  the  skirt. 

Many  large  hats  zvorn  in  zvJiite,  blonde  and 
buscuit  strazu  and  veiled  with  Chantilly  lace 
Jtid  colored  nets  and  crepes. 

Favored  colors  are  King's  blue,  indigo, 
cobalt,  Chant  eel  er  and  ibis  red. 

Costu)nes  of  two  fabrics,  such  as  satin  and 
silk  caslunere,  silk  serge  and  cotele,  foulard  and 
tussah,  and  tussah  and  silk  cashmere. 

Short  elbow  and  three-quarter  sleeves  much 
worn  with  long  zvhite  gloves. 

The  shoes  have  cloth  tops  matching  the 
gown  and  buttoning  at  the  side  like  gaiters. 

suits  in  heavy  rough  ma- 
terials were  made  with  the 

band  confining  the  fulness 
around  the  feet.  A  gown 

of  indigo  blue  mixture 
cheviot,  with  a  hint  of  both 

white  and  gold  in  the  mix- 
ture, had  a  skirt  of  this 

kind.  There  was  a  plain 

panel  front  to  the  skirt,  and 
the  gores  were  shirred  into 
a  band  or  circular  cut 
flounce.  The  coat  was  a 

plain  tailored  three-^quarter 
fitting  model,  with  long  re- 
vers  inlaid  with  black  satin 

and  fastening  with  two  but- 

tons. The  sleeves  were", 
plainly  tailored  with  the 
cuff  laid  on  as  a  trimming 

and   finished   with   three   small  huttons. 

Semi-tailored  suits  of  heavy  ribbed  satin  in  brilliant 
tones  were  worn  and  smart  short  satin  coats  of  bright 

or  contrasting  colors  were  woi-n  with  gowns  of  black 
musseline  or  cashmere  de  soie.  The  favored  colors  for 

these  suits  and  coats  are  king's  iblue,  indigo,  cofealt, 
chantecler  a,nd  ibis  red. 

Tailored  suit  in  rough  cheviot  mixture  of 
Cobalt  blue,  white  and  gold,  the  skirt 
gathered  info  a  band  at  foot.  Seen  at 
Longchamps. 

Go*n  of  printed  silli  cash- 
mere, with  black  satin  hem. 

Seen  at  Longchamps. 



Ledge  Trims  as    Aids    in   Dress  Goods    Department 
A  Branch  of  Display  Which  is  Receiving  Considerable  Attention  — 
Where  Light  Is  Good  the  Materials  Can  Be  Shown  to  Advantage  —  Help 
Customers    to    Obtain    General    Effect  -  Add    to    Store    Appearance. 

THK  imporuuiee  of  ledge  trims  in  the  dress  goods 
deparimeut    is    becoming    more    evident   all    the 
time,  and  the  majority  of  stores  are  giving  thi> 
branch  of  display  more  attention  than  ever.    Not 

only  at   opening  times,  'but  all  the   time,  is  it   important 
that  ledges  be  suitably  trimmed. 

There  are  many  points  in  favor  of 
this.  There  is  no  place  in  the  ordinary 
dress  goods  department  where  goods  can 
be  so  well  displayed,  as  there  is  nothing 
to  obstruct  the  view.  The  light,  also, 
is  generally  better,  and  in  this  way  the 
finish  or  sheen  of  goods  is  shown,  also 
it  is  easy  to  demonstrate  the  draping 
qualities  of  goods. 

Very  often  a  lady  visiting  the  de- 
partment is  caught  by  the  general  effect 

of  the  good  displayed  on  the  ledges. 
when  it  would  not  have  attracted  her 

had  she  merely  seen  it  in  the  bolt. 

Show  Trimmings  and  Materials- 

When  it  is  possible  to  secure  cu- 
operation  of  the  head  of  the  trimming 
department  it  is  a  good  idea  to  show 
trimmings  suitable  for  use  with  the  goods  used  on  the 

ledges.  This  will  suggest  to  the  customer  the  suita'bility 
of  such  trimmings,  and  the  effect  to  be  produced  bj^  the 
use  of  them,  and  though  the  trimmings  will  not  be  sold  in 

the  dress  goods  department,  the  customer  can  be  direr-ted 
to  the  trimming  department  where  she  can  secure  the 
goods  that  she  had  seen  in  the  dress  goods  department. 

Aside  from  the  importance  of  ledge  trims  a.s  a  selling 

factor  in   the  department,  they  add  much   to  the  appear- 

c-entre  fixtures  for  displays  of  this  kind.  In  one  is  seen 
a  series  of  extended  drapes,  the  grouping,  being  finished 

off  with  palms  and  other  foliage.  On  the  counter  or  dis- 
play tables,  tiie  goods  are  further  presented  to  the  inspee- 

■  ion  ol'  tlie  customer  by  means  of  small  bolt  drapes. 

Trimmer  Must  Study  Effects. 

In  many  other  departments  of  a  store,  it  is  possible 
to  display  almost  the  entire  stock  at  the  same  time  by 
means  of  show  cases  and  fixtures,  but  in  the  dress  goods 
department,  this  object  mu.st  depend  upon  frequency  of 
change,  originality  in  draping,  harmony  of  colorings  and 
general  wisdom  in  selection  of  goods.  There  are  those 

lin(s  which  will  be  asked  for  in  any  event — these  will  need 
little  display.  But  for  the  introduction  of  new  goods, 

for  putting  vigor  into  lines  which,  for 
no  apparent  reason,  are  inclined  to  hang 
fire,  the  ledge  trim  can  certainly  be  used 
to  excellent  advantage  in  supplementing 

window  displays  or  newspaper  ad'vertis- 
ing.  It  is  difficult  to  estimate  their 
power  of  suggestion  or  demonstration. 

In  the  bottom  drape  here  shown, 

puffed  uprights  are  used  to  centre  two 

drapes  in  which  different  colored  ma- 
terials are  used,  and  other  gooods  are 

introduced,  such  as  a  neck  ruff  and  an 
examijle  of  latest  millinery.  Here  the 
irimmer  has  studied  out  more  compre- 

hensive combinations  than  in  the  top 

drape,  and  it  will  'be  seen  again  that  the 
iiieal  essential  in  interior  work  of  this 

kind  is  power  of  suggestion.  It  is  good  ad- 
vertising and  certainly  helps  to  sell  goods. 

Two  ledjt   irims   by   L.    B.   Stilii,  silks   and  dresj   goods   buyer    for    the 
John   Murphy  Company,    Montreal. 

ance  of  the  store,  and  for  this  reason  alone,  should  receive 
marked  attention. 

Effective  Use  of  Low  Fixtures. 

The   trims  here   shown   serve    to   illustrate   the   effects 

which   may  be   secured   by  judicious   use   of  low  wall   or 

Feature  Special  Days. 

Then,  again,  it  is  possible  to  use  the 
ledge-trim  effectively  to  emphasize  special  occasions.  The 
advent  of  iSpring  or  Fall,  national  holidays,  patron 

sa'nt  days,  and  such  other  events  in  the  calendar  have 
been  featured  to  good  purpose  in  display  of  this kind. 
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KINO Get  the  very  best  line   of 

Silks  into  your  Silk 

Department, 

The  one  sure  way  of 

getting  the  best  lines 
at  the  best  prices  is 

to  buy  from  Silk 

Specialists. 

That's  what  we  are.  We  maintain  offices 

and  branch  warehouses  in  the  world's  lead- 
ing centres  of  silk  production. 

We  can  show  you  a  wider  range  of  qualities 
and  shades  and  give  you  better  service  in 

every  way  than    any    other    house    in    the 
trade. 

r/?y  us  WITH  AN  ORDER. 

we 

Yokohama 
Ghefoo 

Lyons 
New  York 

This  month 
are  ofifering 

special  values  in 
Black  Silks  (^c,  36,  40  inches) 

taffeta 

Tpailette 
Tpeau  Be  Bote 
W,cssalinc 

Buc!)cs8  ̂ ousseline 

A.  S.  King  Go.,  Limited 
24  Wellington  St.  West [The  old  I shikawa  premises. 

YOU  MUST  GET 

XAMBA 
(  ResistPred. ) 

jf  you    wish    to    be   handling  the 

World's  Best  Fabric 

for  Shirts,  Blouses,  Pyjamas  "and  all  under- 
wear. Its  pleasing  woolly  softness,  charming 

design,  fast  colors  and  perfect  washing  and 

wearing  qualities,  all  combine  to  make  it  the 
admiration  of  countless  thousands  all  over 

the   world. 

EQUAL  TO  CEYLON  FLANNEL  AT  FLANNELETTE  PRIcl 

The  genuine  Lamha  is  stamped  Lamba 
on  the  selvedge.  No  imitations  can  give 
you  half  the  satisfaction  in  selling  or 
your  customer  in  wearing,   therefore 

GET    A   STOCK  IN   NOW 

And  be  sure  it  is  ihi  genuine 

LAMBA 
Mclntyre  Son  &  Co.,  Ltd. 

J.  &  N.  Philips  Montreal,  I.  &  R.  Morley 
Manchettar,  Eng.  Canada.  Lordon,  Eng. 

Try  our  NEW 

Seamless 
Glove 

for 

PERFECTION 
in 

STYLE,   FIT,  DURABILITY 

We  will  gladly  mail  samples  on  request. 

PEWNY  &  CARRET,  Giove  Speclaiists, 
GRENOBLE 

Greenshields  Limited 
Sole  Agents  for  Canada 

MONTREAL 

Please  mention   The  Rcvieiv  to    Advertisers  and  Their  Travelers. 
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Mount  Royal 
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"BOMBAY 

GREY  COTTONS" 

® 
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® 

The  Standard 
for  Greys 

The  Mount  Royal  Spinning  Company 
Limited 

Selling  Agents: 

The  D.  MORRICE  COMPANY,  Limited,  :         Montreal,  Toronto,  Winnipeg 

® 

Please  mention  The  Reviez^'  to    Advertisers  and  Their  Travelers. 



Preparing    for    Heavier   Trade    in    Holiday    Linens 
Shortage  in  Handkerchief  Lines  has  Proved  Pointer  to  Manufactur- 

ers —  Big  Linen  Year  -  Activity  in  Staple  Lines  for  Fall  —  Only  an 
Exceptionally  Large   Cotton  Crop    Will     Reduce    the    High     Prices. 

FALL  linen  lists  are  now  to  hand,  and  while  prices 

are  very  Hrm  on  all  grades  of  linen  fabrics,  there 

is  little  or  no  cliange  of  moment  to  'be  placed  on 
ret'ord.  This  has  been  a  big  year  in  the  linen  'busi- 

ness, and  the  orders  placed  have  created  a  record;  in 
fact,  Ireland  has  enjoyed  the  largest  volume  of  trade 
she  has  ever  had  with  the  Dominion.  Though  Canada  is 

ordering  well,  there  is  an  easier  tone  reported  from  the 
States,  which  may  account  for  .the  fact  that  there  are  no 
material  advances  to  record. 

There  is  a  decided  decrease  in  the  product iun  of  fla,x. 
Li  Ireland  alone,  the  crop  is  short  over  a  million  pounds, 
and  there  is  a  decrease  also  in  th(!  Dutch  product,  while  the 

Russian  crop  is  only  about  the  average.  Though  manufac- 
turers of  aJl  classes  of  linens  are  engaged  ahead,  those 

making  linen  lawns  and  handkerchiefs  have  more  busi- 
ness than  they  can  handle.  There  was,  it  will  he  re- 

mem'bered,  a  decided  shortage  in  handkerchief  lines  for 
the  ■holiday  season  last  year,  due  to  the  fact  that  deliveries 
came  to  hand  too  late  for  the  holiday  trade.  The  fact, 
therefore,   that   the   factories  producing  these  goods  have 
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In  view  of  the  shortage  of  raw  cotton,  and  the  heavy 
demand  for  nearly  all  lines  of  cottons,  buyers  should  not 
hold  off  placing  orders  for  reasonable  requirements,  as 
there  is  a  likelihood  of  difficulty  in  filling  late  orders. 
Prices  for  Fall  are  certain  to  rule  high,  even  though  the 

new  crop  ma,y  be  exceptionally  good,  as  Fall  goods  will 
not  be  made  from  the  new  cotton.  The  new  cotton  will 

be  used  for  the  Spring,  1911,  goods.  The  recent  drouth 
in  Texas  caused  a  great  deal  of  anxiety  regarding  the 

new  crop,  but  generous  rains  have  relieved  that  complaint. 
The  fact  that  Texas  is  the  largest  cotton-producing  state 
in  the  Union  makes  it  an  important  factor  in  the  cotton 
market,  and  a  failure  of  the  crop  there  would  have  a 

serious  effect.  However,  it  will  be  necessary  for  an  un- 
usually large  crop  to  be  harvested  this  year,  in  order  to 

bring  prices  to  a  lower  level,  as  a  result  of  supply. 

High  Standards  in  Fall  Range. 
The   Fall    range    of    Canadian    cotton   goods   is    highly 

approved.     In   spite  of  tlie  high  cost  of  cotton   the  usual 

iNiw    serpentine    crepe    patterns.    The    rose    di-sign    iu^rc    illustrated    is       ̂ ^^^  serpentine  crepy  patterns.    Design  reduced  one-half  in  cut.  Shown 
about   nino   inches    square    in    the    fahric.     Shown    by    Greenshiclds,  ^^  Greenshields.   Limited.  Montreal. Limited.  Montreal. 

more  orders  on  hand  than  they  can  comfortahly  fill  is  of 
special  significance  to  buyers  who  are  anticipating  their 
holiday  wants. 

+ 
The  Price  Situation  in  Staples. 

Buying  for  Fall  is  going  on  actively.  The  mills  are 
well  pleased  with  the  interest  taken,  and  are  enthusiastic 
regarding  the  volume  of  orders  so  far  manifested,  and 
the  prospects  for  an  exceptionally  good  season  as  a  whole. 
Unfortunately,  the  profit  on  manufactured  goods  is  very 
small,  by  no  means  commensurate  with  the  price  of  the 

ra,w  material.  Fall  prices  were  not  increased  to  the  ex- 
tent that  would  liave  been  warranted,  considering  cot- 

ton prices,  but  the  mills  have  kept  prices  as  low  as  pos- 
sible in  order  to  allow  retailers  jo  sell  goods  at  reasonable 

fig^ures.  ,   

high   standard  has  been  held  in   the  manufacture   by  the 

mills.    'Patterns  are  improved  a,nd  colors  are  better. 

There  is  an  exceptionally  heavy  demand  on  the  part 

of  wholesalers  for  flannelettes  and  wrapperettes.  Evident- 

ly wholesalers'  stocks  were  low  in  these  lines,  and  business 
is  active.  Print  sales  are  active,  and  ginghams  are  doing 

exceptionally  well.  There  is  a  good  demand  for  cotton 

dress  goods.  Sta.ple  grey  and  white  cottons  are  in  active 

request,  and  sheetings  and  pillow  cotton  are  steadily  in- 

creasing in  favor.  Mills  selling  ready-made  sheets  and 

pillow  slips  are  doing  better  with  these  each  season.  A 

good  quality  of  cotton  is  used,  and  the  prices  are  sufficient- 

ly moderate  to  lead  many  housekeepers  to  prefer  them  to 

making  up  the  cotton.  Cotton  blankets  are  in  good  de- 

mand. 



Cotton  Used  in  Almost  Every  Industry  of  Importance 
Domestic  Purposes  no  Longer  Account  for  the  Bulk  of  the  Supply 
—English  Authorities  Discuss  Means  of  Increasing  Production  India 
May    be    Producing     Ten     Million     Bales    in    Four    or    Five    Years. 

INSTEAD  of  cotton  being  used  for  domestic  iniip
oses 

chiefly,  as  was  the  ease  formerly,  it  is  now  used 

in  practically  every  industry  of  any  importance.  The 

railroads  are  among  the  greatest  consumers  of  cot- 

ton. The  air-brake  hose,  llie  enameled  ceiliiiii-,  t'lie  i)lus'.i 

and  leather  seats — all  emp'oy  cotton  in  th;'ir  manufacture. 
Automobiles,  too,  take  a  iargre  annuuil  in  tires,  and  cush- 
ions. 

Many  thousands  of  bales  are  utilized  yearly  in  tlu' 
manufacture  of  grain  bags,  etc.,  and  this  is  nut  the  only 

form  in  which  cotton  is  used  in  the  harvesting-  of  the 

country's  grain.  Many  thousands  of  yards  oif  duck  are 
made  into  aprons,  carriers  and  elevaloi-s  fur  binders, 
reapers,  etc. 

Electricity,  that  powerful  agent,  shares  to  a  large  ex- 

tent in  the  world's  consumption  of  cotton,  as  it  is  used 
in  the  form  of  yarn  or  tape  for  insulation  pui-poses. 

Uniforms,  which  once  upon  a  time,  witc  alwa.ys  made 

of  wool,  except  in  the  case  of  armies  in  warm  countries. 

are  now  in  many  cases  made  of  khaki  elotli  or  soniethiim 

simi'ar.  and  wdien  the  amount  used  by  the  armies  of  the 
world  is  considered,  it  is  rather  surprising.  The  navy 

also  uses  a  great  deal,  and  while  sails  have  disappeared  foi' 
sea-going  vessels,  'a  large  amount  of  duck  is  utilized  for 
awnings,   etc. 

The  tobacco-producing  countries  are  using  a  great  deal 
of  cotton  cloth  for  growing  tobacco  under  shade,  also  for 

bags  for  the  tobacco.  Bags  for  flour,  sugar,  salt,  etc., 

consume  a  lai-ge  quantity  f>t'  the  cotton  supply,  and  cot- 
ton figures  largely  in  the  mining  and  marketing  of  coal. 

Heavy  cotton  duck  is  used  for  ventilating  chutes,  and 

many  thousands  of  yai'ds  are  required  annually  for  the 
manufacture  of  bags  for  the  delivery  of  coal.  Tarpaulins 

are  more  extensively  used  tlian  ever  l)ef(irc,  which  requires 

more  cotton,  and  a  great  deal  is  usetl  in  the  construction 

of  fireproof  buildings.  Hot  water  and  stea,ni  pipes  arc 
covered  with  asbestos,  over  which  is  placed  cotton  duck. 

Buckram,  made  of  cotton  cloth,  is  replacing  burlap  lo  a 

large  extent  as  a  wall  covering. 

Other  uses,  briefly  mentioned,  are  cloth  signs  and  ad- 
vertisements, coin  bags  used  by  the  Governments,  cement 

bags,  feed  bags  for  horses,  rubber  belting  and  'hose,  ami 

innumerable  other  purposes,  which  would  be  impossib'r 
to  give  in  detail. 

Within  Distance  of  a  Crisis- 

At  a  recent  banquet  L;ivcn  by  ihe  liivc  r|)i)ol  cdtlori 
merchants  and  brokers  to  the  members  of  the  council  of  the 

British  Cotton-Growing  Association,  of  which  the  Earl  of 

Derby  is  "president,  Edward  Comber,  president  of  the 
Liverpool  Cotton  Association,  in  proposing  a  toast,  said 

that  he  was  afraid'  the  cotton  industry  was  now  within 
measurable  distance  of  a  crisis,  wifh  which  the  cotton 

famine  of  sixty  years  ago  was  as  a  ripple  compared  to 

a  tidal  wave.  Although  America  produced  fourteen  mil- 

lion bales  of  cotton  in  a  year,  'her  home  demands  had  in- 
creased to  a  marked  extent,  and  an  assured  supply  of 

cotton  for  Lanca.shire  was  of  vital  importance,  lie  fell 

that  it  was  time  for  Liverpool  and  Manchester  to  work 

together  in  an  effort  to  increase  the  supplies  of  raw  cot- 
ton. 

While  an  authority  reports  that  a  crop  of  10,000,000 
bales  might  be  looked  for  from  India  in  four  or  five 

years,  if  the  matter  of  cotton-growing  is  properly 

raken     up     in     that     country,     European     cotton     man- 

ufacturers must  depend  for  a  number  of  years 

yt  I  up  II  .Vuierica  principally  fui-  ilicir  supplies  of  raw  cot- 
ti.ii,  and  while  the  anu)nnl  of  cotton  gro'Wii  in  recent 

years  lias  increased  consiilerably,  tlie  increase  in  the  de- 
mand has  been  even  mure  marked,  hence  the  scarcity  and 

the    iiiii'li    prices. 

Colossal  Quantity  Required. 

,1.  K.  l>vlliell,  cliairinau  of  the  Manchester  Ship  Canal, 

leviewing  tae  cotton  situation  at  a  recent  meeting  in 

Manchester,  gave  some  vei-y  interesting  comparative  fig- 

ures. He  pninied  out  that  "the  iiuantity  of  cotton  re- 

quired to  keep  the  world's  spindles  going  is  so  colossal 
that  it  is  only  when  we  liave  an  American  crop  of  a  siz" 
which  would  have  been  thought  incredible  years  ago  that 
the  spindles  can  be  kept  going. 

"In  the  season  of  1874-5,  'when  America  had  practical- 

ly recovered  from  the  effects  of  the  war,  and  had  p'enty 
of  labor  for  picking  the  cottcni,  there  was  a  crop  of  3.- 

S3,3,(tfl'0  bales,  and  tlie  average  price  of  the  sta,ndard  qual- 
ity of  middling  American  at  Liverpool  was  7.67d.  Ten 

yeai's  later,  1S84-5,  the  season's  crop  was  '),()(i9,'()0D  bales. 
and  the  price  5.76d,  an  increase  in  production  of  47.9  pei 

cent.  Ten  years  later  again,  1894-5,  the  crop  was  9,893,- 

OO'O  bales,  and  the  price  was  only  3.41d,  an  increase  in  pro- 
duction, as  compared  with  1884-5,  of  74.5  per  cent.,  with 

the   price   40.8  per  cent  lower. 

'•Production  then  had  apparently  for  the  time  being 

overtaken  the  consuming"  power.  Ten  years  later,  1904-5, 

the  season's  crop  was  13,557,'000  bales,  and  the  price 
4.93d.  As  ciimpared  with  1894-5,  tliere  had  been  an  in- 

crease of  37.()'3  pel-  cent,  in  production,  but  the  price  was 
44.6  per  cent,  liigher,  showing  clearly  how  much  greater 

the  woi-ld's  spinning  power  had  become.  Now,  look  at 
I  he  present  season,  beginning  on  September  1  last.  The 

belief  th'at  tlie  crop  will  only  yield  'between  ten  and  eleven 

milliiHi  Iniles,  a  belief  wliicli  st'ems  now  to  be  pretty  ac- 
curate, iiiaile  these  changes  in  the  price.  In  the  spring 

iif  last  year,  wlien  we  had  the  large  crop,  middling  Ameri- 
can was  as  low  as  4.9':{(1.  On  December  31  it  had  ad- 

vanced to  S.50d.  The  fcillowing  figures  will  show  you  tlie 

great  increase  that  has  taken  place  in  the  world's  spin- 

dles: 1870,  .')8  millions;  1881,  75  millions;  1885,  81  mil- 
lions; 1S95,  94  mi 'lions;  1905.  113  millions;  1909,  129  mil- lions. 

Can  American  Production  be  Increased  ? 

"ll  is  really  amazing  that  America  should  have  in- 
creasid  her  prod'uction  of  cotton  in  the  space  of  thirty- 

Hve  years  from  about  4.O0'0,'0O0  bales  to  the  14.000,000 

hales   which     last    season's    crop    almost    reached.       The 

The  Visible  Supply  of  Raw  Cotton. 

( 'oKKKci'ioN. — Oiviiijj;  to  an  error  in  the  Staple 
Dcpartnioit  of  the  April  issue,  it  zvas  stated 

ill  the  report  of  the  interview  7vith  A.  O. 

Dazi'son,  of  the  Canadian  Colored  Cotton 
Mills  Co.,  Ltd.,  Montreal,  that  the  zisible 

supply  of  razv  cotton  at  the  present  time 

is  12,900,000  hales  compared  zvith  14,000.- 
000  bales  last  year.  This  should  have  read 

2,900,000  bales  this  year,  compared  zvith 

4,000,000  bales  last  year. 
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Wrapperettes 
Your  Wholesaler  will  show  you  a  more 

varied  and  complete  range  of  dominion 

Textile    Co.'s    Wrapperettes    than    ever 
BEFORE. 

Patterns  and  Colors 

Represent 
The  Best  To  Be   Had  Anywhere, 

There    is    improvement    all    along    the    line — 
Ask  to  be  shown  the  range  of 

EMPIRE  TWILLS  and 
VELVET  ROBES 

It  is  safest  to  anticipate  your  Fall  requirements. 

'^Tkeres  7nore  profit  in  Canadian  printed  goods!' 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GOOD  LININGS 

Sateen 
Linings 

are  essential  to  a  smart  gown. 

Thev  are   manufactured  from  high-g-rade  Egyptian  Cotton,  Mercerized  and 

Schreinerized,  30/31  inches  wide,  in  180  shades  and  in  the  newest  season's  colors. 

The Sateen 

is  a  popular  cloth  in  the  best  Schreiner  finish,  30  inches   wide,  in  all  colors. 

The  "Neu"  MOIRE 
a  beautiful  fabric  made  from  Egyptian  Cotton  with  a  permanent  watered 

effect,  40  inches  wide,  in  all  colorings.  Specially  suitable  for  Linings, 

Skirts,  etc. 

Samples  of  these  goods,  as  well  as  of  our  complete  range  of  Linings,  are 

in  the  hands  of  our  Canadian  representatives,  and  we  shall  be  pleased  to 

send  samples  and  quotations  by  mail. 

J.  &L  N.  PHILIPS  &t  CO. 
35  Church  Street, 
Milk     C;heaclle  and  Tcan. 

MANCHESTER,  ENGLAND 
Branch     20  Cheapsidc.  London,   R.C. 

CANADIAN   OFFICES; 

211   Lindsay  Building,  St.  Catherine  Street  West 
MONTREAL 

(ill    Empire  Building,  Wellington  Str  etWct 
TORONTO 

f lease  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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morMir$ 
AT  THE 

FR'VNCO-BRITISd 

EXHIBITICn 

rA^TDYCD 

COTTON   VELVETS 
The  fast-dyed  and  beautiful  velveteens  of  to-day 

take  precedence,  for  richness,  lustre,  draping  quali- 

ties   and  utility,    over   the    silk    article.         ̂ ^       J^ 

FOR  COSTUME 

PURPOSES  USE 

NONE  BUT 

FAST-DYED 

VELVETEENS. 

THE  outstanding  feature  in  the  velve- teen situation  at  the  present  is  the 
keen  interest  which  Paris  has  shown  in 
the  material. 
The  material  has  been  very  largely  re- 

presented among  the  model  gowns  of  all 
the  leading  Parisian  houses,  and  other 
Continental  fashion  centres  have  shown 
almost  as  keen  an  interest  in  velvet  and 
velveteen.  Even  less  than  a  dozen  years 
ago  Paris  couturiers  confined  themselves 
lo  silk  velvets  for  their  pile  garments, 
but  to-day  they  are  not  only  largely  em- 

ploying cotton  velvets  but  are  actually 
giving  them  the  preference  for  very  many 
purposes.  This  change  of  policy  is  not 
due  to  any  whim  on  the  part  of  the  Rue 
de  la  Paix,  but  is  entirely  due  to  the  re- 

volution which  has  taken  place  in  the 
manufacture  of  cotton  velvets  during  the 
last  decade  or  so. 

Tlie  draping  qualities  of  cotton  velvets 
certainly  surpass  those  of  the  silk  ar- 

ticle, and  are  altogether  of  a  superior 
order  to  what  was  possible  with  the  cot- 

ton material  a  very  few  years  ago.  For 
long  what  stood  in  the  way  of  the  em- 

ployment of  the  velveteen  for  the  best 
class  of  gown  was  a  degree  of  looseness 
of  the  dye,  and  since  this  problem  was 
solved  by  Messrs.  J.  and  J.  M.  Worrall, 
Ltd..  about  three  or  four  years  ago,  the 
favor  extended  to  velveteen  has  wonder- 

fully increased." — The  Drapers'  Record. 

BUT  IF  YOU  WANT 

FAST-DYED  GOODS 

IT  IS  ESSENTIAL 

TO  ASK  FOR 

"WORRALL'S 

FAST  DYES." 

DYED   AND   FINISHED  BY 

J.  &  J.  M.  WORRALL,  Lm 
THE   PREMIER  VELVETEEN  DYERS   OF  THE   WORLD. 

MANCHESTER, 
ENGLAND 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 



40 

DRESS     G  O  (^  D  S Dry  Goods  Review 

qtiestiuu  of  what  America  can  do  in  the  fu- 

ture is  very  impurtam  not  only  for  this  tUsUa-i.  bin  tor 
the  wiidle  world.  Can  Ameriea  continne  to  increase  her 

pniiluetion  to  such  an  extent  as  to  keep  going  the  con- 
siantly  increasing  number  of  spindles  througliout  the 

world?  India  and  Eg\-pt  are  growing  larger  quantities 
of  cotton,  but  experience  has  shown  that  their  eapiu'it.v 
for  increased  production  is  relatively  small  as  compared 
with  America.  The  British  Cotton-Growing  Association 
is  doing  excellent  work,  especially  in  Africa,  and  it  is  no 
disparagement  of  their  efforts  to  state  that  it  does  nut 

seem  likely  that  within  a  few  years'  time  Africa  will  he 
ab'e  to  produce,  s'ay,  a  million  bale*. 

"If  the  spindles  of  the  world  require,  as  they  will  re- 
quire, an  increase  of  millions  of  bales  during  the  next 

ten  years,  it  appears  to  me  that  it  is  to  America,  and 

practically  only  to  America,  that  we  can  look." 

Speculation  in  Cotton. 
The  recent  buying  of  American  cotton  in  Liverpool  by 

I'nited  States  buyers  and  bringing  it  back  to  the  United 
States  has  caused  some  uneasiness  in  English  markets. 

At  first  there  was  some  fear  that  this  was  being  done  be- 
cause a  poor  crop  was  anticipated,  but  it  is  now  generally 

felt  that  it  has  been  done  by  speculators,  in  view  of  the 
shortage,  who  will  hold  it  for  higher  prices.  Reports  on 
this  side,  however,  are  to  the  effect  that  this  was  done 
by  speculators,  who  were  short  of  cotton  on  the  Exchange, 
and  brought  it  to  New  York  to  fill  contracts. 

Spring  Showing  More  Varied  than  Ever. 
The  Spring  selling  season  may  be  said  to  be  fully 

under  way,  and  the  varied  and  choice  assortment  of 

ready-to-wear  garments  presented  for  the  choice  of  the 

buj'ing  public  far  exceeds  both  in  variety  and  assortment 
that  shown  in  any  other  season.  Certainly  this  depart- 

ment is  a  growing  one  and  each  season  sees  an  addition 
to  the  lines  stocked. 

The  feature  of  the  suit  season  has  been  the  elimina- 
tion of  the  Russian  blouse  effects,  though  this  style  has 

served  to  introduce  the  belted  effects  that  are  becoming 
popular.  Undoubtedly  the  selling  success  rests  with  the 
plainly  tailored  suit  with  some  kind  of  pleated  skirt. 
Serges  and  diagonals  are  the  best  selling  materials. 

.  Lighter  weight  suits  are  coming  into  Summer  promi- 
nence. For  the  useful  suit,  nothing  ̂ juite  takes  the  place 

of  white  serge  and  models  of  the  regular  cut  with  the 
narrow  shawl  collar  and  cuff  facings  of  black  or  to 
match  are  much  in  e\idence. 

In  more  expensive  goods  the  voile  suit  is  showing. 

The  coat  is  heavily  embroidered  with  floss  silk  and  rat- 
tail  '-ord   to  matf-h.  while  the  skirt  is  side  pleated.     Tur- 

quoise, tan,  and  grey  are  popular  colors  in  this  class  of 

suit.  I'lain  tailored  suits  of  spotted  foulard  are  another 
new  fashion,  and  foulard  is  used  as  the  facings  and 
linings  of  garments  of  cloth  and  serge. 

In  dresses,  silks  hold  first  place  ;  both  tussahs  and 
foulards  are  extensively  shown.  More  elaborate  gowns 

are  veiled  with  chifl'on,  Chantilly  and  nets.  One  seen, 
that  had  just  arrived  from  Paris,  was  of  Persian-printed 
foulard  veiled  with  black  chiffon.  The  waist  was  cut  in 

one  with  the  sleeves,  peasant-fashion  and  the  round  neck 
was  Hlled  in  with  a  yoke  of  Chantilly  over  steel  net, 
with   the  lower  sleeve  to  match. 

Capes  and  wraps  are  a  feature  in  every  medium  and 

high-class  department  as  they  are  in  high  favor  for 
evening  and  for  wear  at  smart  day  events.  The  Toronto 
Horse  Show  brought  out  a  great  display  of  handsome 

wraps  of  this  class,  and  they  were  a  feature  of  allthe  com- 
peting  dry   goods   windows. 

REGULAR    HABITS 
mean  sticcess  in  every  walk 

of  life  and  the  regtilar  habit of   featuring 

LIDDELL'S LINENS 
will  tjo  far  towards  making 

your  linen  department  one 
of  the  most  profitable  in 

your  store. 
Liddell's  Linens  are  un- 

rivalled in  texture,  design, 

variety  and  whiteness,  and 

leave  the  retailer  an  excel- 

lent margin  of  profit.  Fea- 

ture   Uiddell's. 
R.  H  COSBIE 

30  Wellington  St.  West,      TORONTO 

The  Moulton  Manufacturing  Company,  Limited 
(SUCCESSORS  TO  MOULTON  &  CO.) 

BRAIDS    AND    DRESS    TRIMMINGS 
Up-tO'date  and  novelty  goods  of  our  own  make. 

Having  doubled  the  sii^e  and  equipment  of  our  factory  and  put  the  same  in  charge  of  able  and 
skilled  foremen,  we  offer  our  services  to  the  trade  for  the  production  of  the  best  goods  in  the 
market  in  our  line  of  honest  value. 

Works  at  Craig,  Gosford  and  St.  Louis  Streets 
MONTREAL 

Office— 236  Craig  St.  East 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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HORROCKS 

Established 

1791 

The  Test  of 
Time 

HORROCKSES 
Lon^clotKs,  NainsooKs,  Cambrics,  India  Lon^clotKs,  etc. 

See  Horrockse*'  Name  on  Selvedge 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 
See  Horrockses'  Name  on  Each  Sheat 

Flannelettes   of  the  Highest   Quality 
Sea  Horrocksat'  Name  on  Selvedsa 

Horrockses' Manchester  and  London 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Two  or  three  years  ago  all  the  women's  periodicals 
known  to  man  entered  the  Fashion  Field  and  began  sup- 

plying Patterns.  This  field  had  been  the  one  we'd  occu- 
pied for  years.  The  fight  was  on.  It  s  been  a  merry  one, 

a  strenuous  one. 

The  increased  sales   of  our  patterns   by    merchants    for 

the  year  '09  over  the  year  '08  show. 

Who  Got  the  Prize 

Ramsay    Bros.  D.    G.  Co.,  Carthage,  Mo. 

David  Strauss  Company,  Newark,  N.  J. 

W.  F.  Oelman  &  Company,  Dayton,  Ohio 

The  Bartlett  Merc.  Co.,  Parsons,  Kans. 

Ernst  Kern,  Detroit,  Mich. 

32% 

increase 

65% 

(( 

20% 

(1 

41% 

« 

45°/ 

« 

STANDARD  FASHION    COMPANY 
33  Richmond  St.  W.,  Toronto,  Ontario,  Canada 

^ 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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HASLIN  MILLS  WASH  FABRICS 
For  SPRING  and  SUMMER  1910 

T/f/s  line  represents  the  highest 

achievements  in  the  weaving 

and  finishing  of  cotton  fabrics 

Motor  Suitings  Ramessine 
Motor  Brilliantine  Sahara  Cloth 
Motor  Crashes  Diagonelle 

and  many  others 

Of  vital  interest  to  all  manufacturers  of  Wash  Garments,  Job- 
bers and  Retailers  of  Dry  Goods.  Samples  on  application. 

HASLIN  MILLS,  62  White  Street,  NEW  YORK,  N.Y. 

SUESINE  SILK 
Ready  To  Serve  You 

GREENSHIELDS  LIMITED 
VICTORIA  SQUARE,  MONTREAL 

SUESINE  DISTRIBUTORS  FOR  THE  DOMINION  OF  CANADA 

Write  to-day  for  samples  and  full  information.  Be 
ready  to  meet  the  big  demand  for  Suesine  Silk — the 
widest  advertised,  best  known  and  most  popular  Silk 
of  its  kind.  It  is  a  strong  seller  and  is  in  great  favor. 
It  MAKES  good  because  it  IS  good. 

Greenshields  Ltd.,  Victoria  Sq.,    ::    Montreal 

Please  mention  The  Review  to  .Advertisers  and  Their  Travelers. 
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Dress  Goods  for  Fall,  1910 
"EUREKA" 

The  word  "Eureka,"  stamped  on  every  piece  of  dress  goods  we  deliver,  is  a 
guarantee  to  our  customers  that  they  get  the  right  article.  We  have  been 

in  the  Dress  Goods  business  many  years,  and  our  ever-increasing  returns 
is  the    best   proof   that    we    give  satisfaction. 

We  Carry  Stock 
not  samples  only,  and  are  prepared  to  take  your  orders  now,  and  keep  you 
well  assorted  during  the  whole  season.  The  following  lines  are  bought 

and    will    be   always    in    stock  : — 

Worsted  Diagonals,  Cheviots  (Plain  and  Diagonals),  Fine  Serges, 

Meltons  (plain  and  fancies),  Vicunas,  Heavy  Poplins,  Satin  Cloths, 
Tweeds,  Venetians,     Broadcloths,    Sedans,    Mirrors     and     Shellcloths. 

The    above    are  in  38-in.,  42-in.,  44-in.,  50-in.,  54-in.,  and  all  the  newest  shades. 

Crepe  de  Chine,  Eoliennes,  Uncrushable  Voiles,  Panamas,  Delaines, 

Poplins,  Ottomans,  Lustres,  Mohairs,  Sicilians,  Bengalines  and 

Cashmeres — are  absolutely  staples,    and    in    stock   all   the    year    round. 

For  Coats    and  Mantles — Se alettes,    Fancy    Plushes,   Caraculs   and  Astrachans 

Our  travellers  are  now  on  the  road,  and  a  fair  comparison 
will  bring  us  an  order. 

Mail  Orders 
Filled 

With  Care. 

Ask  Us  For 

Samples. 

Alphonse  Racine  &  Co. 
Montreal 

OTTAWA 

1  1 1   Sparks  St. 

MANCHESTER,  Eng. 

lla  Albert  Square QUEBEC 234  St.  Joseph  St. 

Please  mention   The  Reviezv  to   Advertisers  and   Their  Travelers. 
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"    halfpage       180 
"    quarter  page       100 
"   eighth  page        60 
"    Inch        30 

Dangerous  Toys  as  Premiums. 

MKRCHANTS  carrying  boys '  clothina:,  who  have 
sought  to  push  business  from  time  to  time  by 

S'iving'  premiums,  will  be  interested  in  a  judgment  re- 
cently handed  out  by  Judge  Britten  at  Hamilton,  against 

a   clothing  firm. 

A  boy,  13  years  of  age,  was  given  an  air  gun  as  a 

premium  for  coupons  given  with  clothing.  He  shot  at 

a  bird  but  hit  a  womian  in  the  eye,  destroying  the  sight. 

The  jury  found  the  clothing  firm  guilty  of  negligence  and 

awarded  $800  as  the  amount  of  the  damages. 

"It  is  common  knowledge,"  said  Mr.  Jusitice  Brit- 

ton,  "that  an  air-gun  in  the  hands  of  a  child  is  'capable 

of  doing  mischief.'  It  was  because  of  this,  I  think,  th;it 
section   119  of  the  Criminal  Code  was  enacted.    By  that 

section  it  is  an  ofi'ence  for  any  person  to  sell  or  give  any 
air-gun  or  any  ammunition  for  it  to  a  minor  under  the 

age  of  sixteen  years,  unless  it  established  to  the  satis- 
faction of  the  justice  before  whom  the  person  is  cnarged, 

that  he  used  reasonable  diligence  in  endeavoring-  to  as- 
certain the  age  of  the  minor  before  making  such  sale  or 

gift,  and  that  he  had  good  reason  to  believe  that  such 

minor  was  not  under  the  age  of  sixteen.  In  this  case 

there  was  no  enquiry  made  as  to  the  boy's  age.  What 
actually  happened  in  due  course,  after  the  boy  got  the 

gun,  was  one  of  the  things  that  might  reasonably  be 

expected  of  a  boy  or  person  under  sixteen." 

Good  Volume  of  Business. 

THK  Spring  and  Summer  season  has  opened  most 

favorably  for  the  dry  goods  trade.  Rp^ports  from 
wholesalers  and  manufacturers  are  of  a  character  which 

reflects  the  prosperous  condition  of  the  country  and  the 

very  hopeful  outlook.  Repeat  and  sorting  business 

promises  to  fill  out  on  exceptional  volume  of  business 

for  the  first  half  of  1910,  and,  judging  from  the  advance 

buying  on  Fall  lines,  such  as  woolens  and  staple  cot- 
tons, the  retailer  is  not  holding  off  for  improvement  in 

prices.  The  prospects  of  such  advantage  are,  in  fact, 

very  slim,  for  values  in  many  lines  do  not  fully  indicate 
increases  in  cost  of  material  and  manufacture. 

The  west  is  measuring  up  to  predictions.  It  is  an 

excellent  market.  Each  season  there  is  evident,  from 

orders  placed,  an  emphasis  on  the  ability  of  that  coun- 
try to  consider  and  handle  qualities  of  as  high  standard 

as  those  which  figure  in  the  trading  of  the  older  Pro- 
vinces. 

Manufacturers  and  wholesalers  must  remember  this. 

Among  the  thousands  of  people  who  are  moving  into 

the  west  are  many  who,  as  consumers,  know  what  mod- 

ern merchandising  means  and  who  will  look  for  the  de- 
velopment m  this  new  country  of  facilities  equally  as 

efficient  as  those  in  the  country  from  which  they  have 
trekked. 

Far-seeing  business  men  have  sized  up  this  aspect 
of  western  development.  They  realize  that  concentration 

and  effort  must  run  all  the  way  from  style  to  service. 

The  vastness  and  richness  of  the  country  mean  immeas- 

urable  oppoitunity    and    hence   more   uncontrollable   com- 
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petition.  It  is  for  ("anatlian  ontorpriso  to  (Icxcloii  aiiil 
diiwt  tilt"  full  tiili>  of  this  west otn  Iiadc  Canada  wanU. 

Latest  trade  returns  ijive  fonefiil  meanint:  to  (an 

atla's  prospeiity.  For  tlio  liseal  year  endinK  Mauli  I  he 
total  trade  reai-hed  the  record  tiyiire  of  $(i77.1  l2.1S!t.  an 

increase  of  $117,r)0li.23.S.  an  increase  of  20  per  cent,  over 

the  preceding:  12  niontlis,  or  an  increase  of  twenty-si.x 

millions  as  compared  with  1907-8.  yhoukl  the  present 

record  continue,  the  current  year  will  slu)w  a  total 

trade  of  eig-ht  hundred  millions.  The  total  imports  for 

the  year  were  more  than  $375,000,000.  an  increase  of 

about  $78,000,000  over  last  year.  Tiie  total  trade  for 

March   was   $(i(i. .5(1 1,208,   an  increase  of  .i;i:i2r)0,000. 

Laudable  "  Welfare  "  Proposal. 

THtJ  proposal  of  the  Toronto  Branch  of  the  Ca
na- 

dian Manufacturers'  Association  to  juovide  work- 

ing girls  coming  into  the  city  with  a  comfortable  home, 

including  reading  and  recreation  rooms,  at  nominal  rates, 

is  one  in  which  any  selfish  motive  will  be  immediately 

outweighed  by  the  humanitarian  ideal  aimed  at. 

Manufacturers  in  many  lines  have  had  great  diffi- 

culty during  the  past  year  in  securing  help  sufficient  to 

make  output  measure  up  to  demand,  and  in  looking 

about  for  a  solution  they  have  gone  further  than  mere 

material  expediency  has  probably  required  them  to  do. 

They  have  taken  the  trouble  to  avoid  the  self-centred 

cour.se,  and  to  acquaint  themselves  with  deplorable  con- 

ditions confronting  young  women  coming  to  the  city 

to  look  for  employment,  and  with  unwholesome  aspects 

of  environment  surrounding-  the  spare-time  lives  of  many 

of  their  employes. 

They  have  found  much  that  sui  |iii-ed— if  it  did  not 

.shock  them.  Crowded  houses  in  which  eveiy  available 

space  was  devoted  to  lodging  i)urposes,  parlors  and 

sitting-rooms  divided  o(T  by  board  partitions  into 

apartments  hardly  large  enough  to  hold  more  than  a 

cot,  all  possibility  of  wholesome  social  enjoyment  in  the 

house  sacrificed  to  the  avarice  of  the  lodging  house 

keeper,  little  indeed  which  the  young  woman  can  inter- 

pret as  having  the  influence  of  home,  and  much  to  make 

her  regret  the  .severance  from  it. 

The  manufacturers  recognize  that  i)aients  are  justi- 

fied in  not  allowing  their  daughters  to  go  to  the  city 

under  such  circumstances,  and  that  this  fact  and  the 

difliculty  in  .securing  accommodation  and  information  re- 

garding employment  is  in  great  measure  responsible  for 

the  scarcity  of  help. 

The  proposal  is  to  organize  a  com|)any  with  a  capi- 

tal of  $50,000  to  be  divided  into  ')00  shares  of  $100  each, 

to  build  and  equip  a  home  for  one  hundred  woiking  girls, 

the  ijropeity  to  be  held  in  trust  by  a  board  of  directors 

elected  from  the  subscribers  and  icnted  at  a  nominal 

figure  to  the  V'.W.C.A.,  the  management  to  be  comi)ose(l 
of  a  committee  selected  from  the  shareholders  and  the 

Y.W.C'.A.,  who  shall,  a:ter  providing  foi  maintenance, 

divert  any  balance  to  the  extension  ol  the  work. 

Maiuifact  urers  aie  reavliiv  iakin;;'  np  the  stock  and  in 

ihi'  success  of  •  ■  w  fll'ai-e  work"  in  nlhcr  places  is  I'iiuikI 

the  best  assui'aiice  of  L;-ood  resiills,  tint  iinl\  in  making 

larger  nninliers  a\ailalile  to  draw  Ironi,  hut  in  ci'eating 

that  enthusiasm  and  niulual  inteic^t  wliic-h  makes  for 
tiiore   satisfactiUN     industrial    elToit. 

Does  Your  Advertising  Do  You  Justice  ? 

AXKWSr.M'KK'  man  figures  that  the  distributicn 
of  mail  order  catalogues  in  his  district  represents 

an  outlay  of  from  $.S,(l(t()  to  •$.'). 000,  irrespective  of  the 
advertising  done  through  other  mediums.  lie  estimates 

that  this  outlay  pulls  about  $200,000  worth  of  trade 

fidtu  the  district  and  that  the  expenditure  in  advertis- 

ing represents  2.^  per  cent,  of  that  amount.  This  is 

more  than  double  the  outlay  in  advertising  by  all  of  the 

merchants  in  the  district  combined.  Yet,  the  news- 

paper man  observes,  the  local  merchant  wonders  how  it 

is  that  so  much  business  gets  away  from  him. 

Without  exi)ressing  any  opinion  as  to  the  amount 

which  a  merchant  should  spend  in  advertising  in  propor- 

tion to  income,  let  us  look  at  one  or  two  points  in  this 

catalogue  business  which  might  be  profitable  to  consider. 

Care  is  taken  to  see  that  the  catalogues  reach  every- 

body for  whom  it  might  reasonably  be  expected  to  con- 

tain anything  of  interest.  Special  pains  being  taken  to 

see  that  they  reach  the  best  prospects. 

Has  the  local  merchant  ever  considered  whether  the 

information  concerning  his  goods  has  had  the  same  caie- 
ful  distribution  ? 

Does  he  place  in  the  hands  of  the  customers  from 

time  to  time  anything  in  the  shape  of  price  lists  which 

can  be  as  readily  referred  to,  and  with  as  great  interest, 

as  the  mail  order  catalogue  ? 

The  local  merchant  is  always  within  reach  of  his 

peoi)le.  Docs  he  make  easily  available  to  them  a  means 

of  comparison  between  a  selection  of  his  values  and 

goods  of  the  same  class  in  the  catalogue. 

Is  there  in  his  store  service  any  defect  which  gives 

his  customer  the  opi)ortunity  or  the  excuse  to  try  the 

mail  order  plan  ?  Efficiency  in  service  is  good  adver- 
tising and  the  mail  order  house  knows  it.  No  less,  the 

wise  local  mei'chant  recognizes  that  fact  and  so  em- 

ploys it  that  it  may  swell  his  list  of  appreciative  cus- 
tomers, or  that  it  may  discourage  the  inclination  .  on 

the  part  of  people  who  should  trade  with  him,  to  do 

their  shopping  out   of  town. 

The  merchant  to-day  must  give  his  customers  a 

good  news  service.  His  advertising,  whether  by  news- 

paper, circular,  (-atalogue  or  display  window  must  be 

such  as  to  cause  i-omment  among  peo|)le  when  the\'  are 

not  shopping,  but  when  tlie.\  aic  ncjue  the  less  open  (o 

conviction. 

The  fact  that  one  mail  ordci'  house  draws  $200,000 
worth  of  business  from  one  small  district  is  the  best 

possible  hint  to  the  local  merchant  that  he  can  pull  con- 

siderably more  home  trade. 
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Let  us  help 

Just  write  tell- 

ing   us    what     you 

are  short  of — you 

will  get  the  goods 

by  return. 

you  to  sort  up. 

The  W.  R.  BROCK  COMPANY  (Limited) 
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Summer  Months  Call  for  Well-Planned  Selling  Effort 
Features  for  the  Season  Should  be  Arranged  Well  in  Advance  — 
Give  Prominence  to  Goods  Which  have  Distinct  Appeal  for  Different 

Occasions  —  Suggestions  for  the  Month  of  Roses  -  Framing  up  the  Ad. 

Sr  M  M  i;  H
  sales should  prove  a 

burning  subject  to 

every  mert-luuii  at 
I  tie  present  season  when 
summer  trade  looms  large 

in  the  mercantile  prospect. 

It  will  be  t'luind  an  ex- 
cellent plan  lo  have  tlu' 

summer's  programme  ar- 
ranged in  advance,  so  that 

every  sale  and  special  show- 
ing of  seasonable  goods  can 

be  put  on  without  undue 

haste  and  all  the  details  de- 

veloped to  produce  the  best 
results.  Merchants  who 

adopt  this  course,  and  stick 

to  it.  add  very  materially 

to  the  volume  of  their  sales. 

There  are  seasons  when 

certain  classes  of  goods  ap- 
peal in  a  special  way  to 

customers;  the  merchant 

should  take  advantage  of 

this  and  arrange  the  show- 
ing   accordingly,   

 
featuring 

the  proper  goods  and  eal'ing  attention  in  his  ads.  to  the 
suitability  of  the  goods  at  that  particular  season. 

Then  there  are  the  seasons  when  cut-price  sales  take 

up  the  running;  dull  seasons  when  a  bargain  event  will 

enliven  business,  when  odds  and  ends  of  stock  or  broken 

lines  of  summer  goods,  may  be  sulil  wliich  otherwise  might 

remain  till  ne.\t  season  and  become  out  of  date  and 
burdensome. 

iSpecial  lines  may  be  picked  up  from  the  wholesale 
houses.  These  will  introduce  something  fresh  and  will 

help  to  sell  the  older  goods.  In  this  regard  it  is  well, 

when  planning  ahead  for  a  sale,  to  be  on  the  lookout  some 

time  before  the  sale  for  these  jo'b  lines.  Snaps  cannot 
always  be  had. 

The  good  weather  has  made  it  possible  to  introduce 

the  lighter  goods  earlier  this  year  than  usual. 

June,  of  course,  is  the  traditional  wedding  month,  and 
in  view  of  this  it  would  be  advisable  to  begin  featuring 

wedding  goods  in  the  middle  or  nearing  the  end  of  May, 
in  windows  and  departments  and  the  advertisements 

.should  also  be  in  harmony;  attractive  announcements  be- 

ing made  of  goods  suitable  for  the  trousseau.  housc'hr)hl 
rw|uiremenls  and  wedding  gifts. 

For  the  Trousseau. 

Feature  such  goods  as  may  be  called  for  in  filling  out 

bridal  parties — dress  materials,  and  all  kinds  of  lingerie, 

gloves,  hosiery  and  dress  acce.ssories.  Then  there  are 
household  linens,  .sheetings,  blankets,  towelling  and  all 

other  lines  of  equipment  for  the  home,  frift-s — articles  for 
iiou.sebold  use  are  in  order,  as  well  as  cut  gla.ss,  fancy 
china  and  silverware,  if  the  merchant  liappened  to  carry 
these  lines.  (Joods  should  be  prominently  displayed  in 

<1(-I).ir;ments    with     suitable    cards.        A    section     of    the 

THE  SUMMER'S  PROGRAMME. 

M.\Y. — Continue  hoitscclcaiii)ii^  sales.    Feat- 
ure upholstering  materials,  curtains,  linoleums, 

oilcloths,  rugs  and  all  accessories  likely  to  be 
required  i)i  the  annual  rc}iovation  of  the  home. 

JuN't-:. — Honeymoon,  Wedding  or  Month-of- 
Roses  Sales.  Emphasize  all  lines  likely  to  be 
of  ititerest  to  newly  married  couples,  dress 

goods,  millinery,  ready-to-zfcar  and  fancy 
goods — besides  new  house  furnishings.  Many 

wedding  anniversaries  happen  in  June.  Fea- 
ture gift  goods. 

July. — Picnic,  Tourist  or  Traveling  Sales. 
Facilitate  preparations  for  the  holiday  season. 
Give  prominence  to  all  goods  that  can  be  used 
in  outing  equipment,  not  only  in  clothing,  but  for 
the  cottage,  tent,  or  verandah. 

August. — Remnant  Sales.  Get  rid  of  the 
stickers.  Good  plan  is  to  clear  out  all  odds  and 

ends  at  a  price.  See  that  the  September  open- 

ings find  your  shelves  in  good  shape  for  nen' lines. 

(■(iimler  in  each  deparlnient 

might  be  reserved  for  godds 
[jertaiiiing  to  weddings. 

To  add  attractiveness  to 

goods  for  the  trousseau 
cardboard  bo.xes  lined  wiih 
satin  have  been  used,  with 

the  wording  "For  the 
Bride"  in  gilt  lettering  on 
the  outside.  For  instance, 

several  pairs  of  shoes  have 
'been  shown  in  one  of  these 

boxes,  sets  of  lingerie,  and 
o-loves  have  been  displayed 

in  the  same  way  in  the  dif- 
ferent departments. 

In  the  inevita,ble  show- 
ing to  her  friends,  by  the 

■bride-to-be,  of  her  trous- 
seau she  can  replace  the 

articles  in  their  respective 
boxes.  These  lend  an  air 

of  daintiness,  and  are  at 
the    same    very    convenient. 

The  Specific  List. 
The  merchant  must  bear 

in  mind  that  brides-to-be  a,nd  their  friends  ibusy  in  pre- 
paring wedding  toggery  or  in  purchasing  for  the  new 

honie,  always  appreciate  specified  lists.  It  saves  a  lot  of 
worry  on  their  part,  if  the  ads.  will  give  them  information 
which  they  can  act  upon  immediately.  A  good  example 

of  this  was  recently  given  by  a  Toronto  store.  In  a  ten- 
inch  single  column  ad.,  a  list  of  goods,  purehaseable  as  a 
whole  for  .$50i  was  given  and,  by  the  way,  the  ad.  had  these 

words  at  the  bottom,  "All  mail  orders  carefully  filled." 
It  is,  therefore,  up  to  the  local  merchant.  Such  a  list 
could  either  be  run  separately  or  embodied  in  the  regular 
ad.     The  following  list  may  be  helpful: 

2  Pure  Linen  .Satin  Damask  Table  Cloths,  2x2  yards,  in  grrat  as- 
sortment  of   patterns. 

1  Pure  Linen  Satin  Damask  Table  Cloth.  2  x  2J  yards,  in  great  as- 
sortment of  patterns. 

1  Pure  Linen  Satin  Damask  Table  Cloth,  2J  x  2J  yards,  in  great  as- 
assortmcnt   of  patterns. 

1  dozen  Pure  Linen  Satin  Damask  22-inch  Napkins,  in  great  assort- 
ment of   patterns. 

1  dozen  Pure  Linen  Satin  Damask  2fi-ineh  Napkin.v.  in  great  assort- 
ment of   patterns. 

2  Damask  Tray  Cloths,   18  x  27  inch. 
2   Damask  Sideboard    Scarves,    18  x  54   inch. 
2   Linen  Bureau    Covers,    18  x  45   inch. 

2   Linen  Washstand  Covers,   18  .v  36  inch. 

.■?   pairs  Hemstitched   Cotton    Sheets,   2\  x  2J    yards. 

.'i  pairs   Hemstitched  Cotton   Pillow  Cases,  22J  x  .%   inch. 
2  Unljleached  Pure   Linen   Damask   (Hoths,  IJ  x  IJ   yards. 

1  dozen  Pure  Linen  Huck   Hemmed  Towels,  20  x  ,'?8. 
J  dozen   Glass   Towels. 
i    dozen  Kitchen   Towels. 

i  dozen  Cotton  Dusters, 
i    dozen  Knitted  Dish   Cloths. 

J    dozen  Floor    Cloths. 
3  White  Turkish   Bath   Towels,   large   ;,izo,  hemmed. 
2  Holler   Towels,  18  x  108   inch. 

1  ijair  68  x  88   Pure  All-wool   Blankets   (singly   whipped.) 
1  pair    Flannelette    Blankets. 
1  Double   Bed   Size   Satin   Damask    Quilt. 

1  Crochet    (iuill,    pearl    hemmed   ends. 
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The  Bridal  Window. 

For  window  displays,  the  figure  of  a  bride  is  some- 
times featured,  together  with  dress  goods,  silk,  laces,  white 

ribbon,  white  gloves  and  also  shoes.  The  bridegroom  has 
also  been  included  in  the  window  and  a  window  card  with 

a  picture  of  the  carriage  driving  away. 
Bridal  sets  and  bridal  robes  form  another  attractive 

window.  If  tlie  merchant  carries  stationery,  a  window 

featuring  wedding  stationery,  invitation  cards,  etc.,  would 

be  seasonable.  Goods  suitable  for  gifts  should  also  be 

strongly  emphasized  in  the  window.  Of  course,  peop'e 

get  married  in  other  months  as  well  as  June,  'but  this 
month  being  specially  associated  with  weddings,  gives  the 

merchant  a  reason  to  feature  "special  lines  of  goods." 
It  mig'ht  not  be  amiss  to  relate  the  following  incident 

told  by  a  window  trimmer.  It  is  not  only  applicable  to 

the  wedding  month,  but  to  any  season,  a,s  it  demonstrates 

the  value  of  the  show  window  and  the  importance  of 

attention  and  assistance  to  customers  in  making  purchases. 

The  trimmer  had  a  window  representing  a  room  witli 

pictures,  carpet,  furniture  a,nd  all  the  accessories.  A 

man  called  upon  him,  enquired  what  the  furnishings  of 

a  room  like  that  would  cost,  admitted  that  he  was  going 

to  get  married,  but  that,  prior  to  the  event,  he  wished  to 

purchase  the  furnishings  of  the  dining  room,  'bedroom  and 
kitchen. 

The  trimmer  offered  to  assist  'him  in  his  selections, 
thereby  making  a  friend  of  the  prospective  purchaser  on 

the  spot,  as  he  was  up  against  what  was,  for  him,  a  very 
(lifficull  pnibleni.  iThe  window  trimmer  took  him  to  the 

ditfereiil  departments,  procured  estimates  of  the  cost  of 

the  goods  and  assisted  the  customer  in  choosing.  The 

latter  left  instructions  for  the  goods  to  be  stored  till  he 

was  ready  for  them  a,nd  ultimately  bought  everything  rc- 
(piired  for  the  home  in  that  store. 

He  was  attracted  in  the  first  place  by  the  window 

which  which  is  a  powerful  factor  in  drawing  attention  and 

his  business  with  that  store  was  developed  largely  througli 
the  courtesy  and  attention  shown  him. 

Prepare  for  Holidays. 

As  well  as  being  a  wedding  month,  June  suggests  the 

holiday  season.  People  prepare  for  the  vacation,  and 
such  goods  as  wash  waists,  wash  dresses,  hammocks, 

wicker  chairs  and  furniture,  straw  matting  and  camp  cots 
for  furnishing  summer  homes  can  be  featured. 

In  July,  cut  price  sales  are  in  evidence;  it  is  a  good 

month  to  clear  out  odds  and  ends  of  stock,  such  as  wash 

goods,  job  lines  of  wash  stuffs,  wash  dresses,  broken  lines 

of  millinery,  parasols,  etc.  As  July-  is  a  holiday  month 
seasonable  goods  should  :be  strongly  featured  and  some 
of  the  lines  offered  in  the  sale.  Windows,  departments 
and  advertising  should  give  strong  evidence  that  a  genuine 

sale  is  in  progress  and  that  prices  are  worth  considering. 
During  the  first  two  weeks  of  August,  if  the  mer- 

chant includes  furniture  in  his  stock,  a  furniture  sale 
would  be  seasonable  and  he  could  continue  the  sale  of 
liroken  lines  and  odds  and  ends  left  over. 

D.  L.  Moorehouse,  a  Winnipeg  dry  goods  commission 
merchant,  returned  recently  from  a  trip  through  Sas- 

katchewan, where  he  visited  the  principle  towns  and 
cities  in  that  province.  He  reports  business  in  excellent 
condition  everywhere,  but  advises  against  the  tendency  ap- 

parent in  some  place  to  stock  too  heavily.  "In  view  of 
the  more  or  less  uncertainty  of  business  in  the  West,  it 
is  not  wise,"  he  says,  "for  a  merchant  to  burden  himself 
with  superfluous  stocks." 

Australian  Trade 
is  worth  looking  after.  The  following  figures  are 

extracted  from  the  official  statistics  of  imports  into 
Australia : 

1906. 

Canada    Other  Countries        Total 

Cosies,  Cushions,  etc. 

-e      495 

£     154,047 £    154,542 

Curtains 190 
87.675 

87.865 
Fancy  Goods 

313 

279,452 
279,765 

Piece  Goods,  Cotton 
and  Linen 11,894 

3,297,724 3,309  618 Flannelettes 
1,688 

251,965 253.653 
Boots  and  Shoes 

4.951 
114,003 118.954 

Rubber  Sand  Shoes 
2,319 

47,998 
50,317 

The  Draper  of  Australasia  is  the  organ  of  the 

drapery  and  kindred  trades  of  the  Antipodes,  and 

is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New  Zealand. 

Advertising  rates  may  be  obtained  and  space 

secured  by  communicating  with  our  New  York 

Office,  29  Broadway.  We  will  also  supply  speci- 

men copies  on  application. 

Publlahlner  Offloe* 

Melbourne,  Fink's  Buildings 
Sydney,  Post  OfFloe  Chambers 
London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 

KING'S 

Eatablished  1771 

FAMOUS 
•old  by  leading:  Jobbers. 

SCOTCH 
Every  pleoe  perfect. 

HOLLANDS 

Scotch  Hollands,  for  nearly  a 

century  and  a  quarter,  have 
been  recognized  by  the  Trade 

of  the  world  as  the  most  reli- 

able and  saleable  shading;  made. 

for  its  non-shrinking  qualities 

durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 

are  handled  by  all  the  leading 

houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  eflfective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN    KING  &  SON, 
GLASGOW,   SC9TIAND. 

Sot*  Selling  Agent : SYDNEY  MOSS, 

Smpirm  BIdg.,  S8  Wellington  St.  W, TORONTO 



Suggested    Layout   for    Special   June    Advertisement 
TllK  aecoaipa living  cut  of  a  prinliM-'s  "iliimin\  " 

will  L'onvey  some  suj;-s>-e!«tioii  for  llu'  iayoiii  of  a 
•luiio  a.l.  iine-pajre  size.  Parasrraplis  wiiich  miglil 
be  used  as  lieadiugs  and  insiruetions  to  specilic- 

features  and  prices  are  jriven.  the  number  of  each  corr^"- 

spondiuiT  with  tiie  number  on  the  dunini.v.  The  printrr 
is  thus  jruided  in  making  up  the  ad.  .Many  merchants 
simply  leave  this  important  detail  to  tiie  printer  himself. 
and  their  ad.  when  it  appears  does  not  always  measure  np 
to  their  ideas.  Every  ad.  writer  should  have  a  type  cata- 

logue to  guide  him  in  .selection  of  sizes. 

Suitable  cuts  are  eminently  desirable,  and  tlu-  ad.  iniglii 
be  headed  by  a  full-width  cut  of  a  goiim-away  i)ar(y  or 
some  other  suggestive  tlieme. 

At  the  end  of  the'editorial.  wjiii-h  appLars  in  No.  .'5 
space,  the  signature  of  the  manager  or  head  of  the  firm 

wou'd    appear    to    advantage.      It    would    have    the    ini]iuil 

■V'*^' ,        ̂ <M^    ilco^  i?aA^ 

>7^<-«  'h^.-mjti.  .coJi.  JU^aXit,^iji^     A//ji,<C<C'-^    ■Z'fu^^^''rr<*^„^. 

Reproduciion  of  printer's  "dummy"   for  full-page  ad.     Ttie   num- 
bers, corresponding  with    paragraphs,  guide   the   make-up 

in   the  layout. 

of  a  personal  me.ssage.  The  display  type  f.ir  the  licailing 

should  be  in  keeping  with  the  class  of  goods  advertised  or 

the  nature  of  the  advertising,  whether  it  be  a  .special  show- 

ing of  high  class  goods  or  a  cut  price  sale  of  odds  and  ends. 
For  the  nature  of  the  present  advertisement  it  would 

be  better  to  choose  a  light  fac-e  display  type,  if  possible  a 
little  out  of  the  ordinary;  keeping  in  view,  of  eour.se,  a 
large  size  for  the  principal  headings.  Make  the  ad.  a 

picture  and  keep  every  part  in  harmony  with  eac!i  other. 

For  the  principal  heading  at  the  top  a  4f)-poinl  type  in 
capitaLs  and  lower  ease  would  probably  be  large  enough. 
For  the  editorial  in  panel  .3  a  12-point  type  would  fill  the 

bill,  while  for  the  ads.  18-point  headings  and  8-poinl  body 

type  would  pri'hahly  he  suilablc.  Tlie  >anR'  size  types 
would  ,!,,  |',u-  ilu>  ceiurc  panel  with  this  difference  that  a 
i);afkcr  fiici'  t>iK'  shuuld  he  used  for  the  body.  This  would 
re  U'\c  any  p.:»il)h'  >annMH'Ss  in  I  he  aiJpi'ai'aiu-c  of  the 
liagc  and  make  the  bnrgiiin  ad.  stand  (juI  proiniiUMit ly. 
If  iln'  nicrchant  wished  Jic  couhl  lill  (he  cenlr:.  panel  with 
a  lar-c  special  ilhisi i-ali<.ii  instead  of  the 'bargain  ad.  For, 
I'-""''  !'•  Ill''  heading,  ••The  Housefnrnishing  Section." 
could  1)0  printed  in  3{>-  or  ;ji6-point  caps  and  lower  case 
=""'  •'"'  '■''•■'1  "I'  I  he  wording  in  al)oul  IS-point  light-face 
type,  wiiih^  fur  |ln.  fimi  name  a  42-pnint  type  for  the  top 

of  the  ad.  and  ;{()-i),iin[  foi-  the  bottom  in  capitals  wmil'l be  about    I  he   I'iglit    size. 

Folliwlim'  aic  some  siiguestions   fni-  introdni-tory  )):ira- 
gi-aphs  ill    ihc  ililTei-enI   spaces: 

1.— A  list  tf  Diiiiity  Lingerie.— Drscriptioii  would  fail  to  do  ju.stice to  the  delicate  lingerie  we  are  showing,  specially  selected  for  the 
trousseau.  You  must  see  it  to  realize  the  beauty  of  the  goods,  the 
hue  materials  and  the  exquisite  manner  in  which  they  are  made. 

2.-Hos^ery  for  the  Trousseau.-The  finest  qualities  in  fashionahlc 
ra:iin  and  fancy  designs  and  colors.  A  full  range  of  black  in  fine 
and  medium  qualities,  the  whole  collection  giving  a  wide  scope  to 
fully  supply  trousseau  needs, 

a.— In  anticipation  of  wedding  needs  during  the  bridal  month,  we  an- 
uouner.  our  full  preparedness  to  supply  the  wants  of  the  bridv  in  the 
dainty  trousseau  in  every  particular  and  to  fill  the  requirements  of 
friends  in  search  of  gifts.  Household  goods  have  also  received  our 
close  attention.  We  havt  considered  this  .June  event  in  its  entirety 
so  that  every  article  has   been   bought  in   view   of   its   suitability. 

This  is  the  bigg-st  eflort  we  have  ever  put  forth  in  this  direction, 
but  because  of  our  careful  prepar.-ition  we  feel  confident  of  mutual satisfaction. 

We  have  equally    considered     those  whose    means    are    liuiitcd    and 
those,  who  can  afford  to  make  a  more  luxurious  choice, 

Let   us  assist   you   to   choose  well   and   wisely, 
t,-Exevptional    Array    of    Pretty    Parasols.— Every    woman    knows    the 
value  of  a  parasol    on  a  hot    summer    day  and    the    well-dressed    wo, 
man   regards  it  as  a  necessary  adjunct  to  her  costume. 
Every  woman    will  appreciate    the    daintiness    of    the    lines    wt    are 

showing  in  newest  designs  to  match  costumes, 

5.— Gloves    for    the    Bride,— Not  only    the  finest    qualities    of  white  and 
cream      silk  and  white    kid    but      suede,  cashmere     and  any  class     of 
glove  that  may  be   required   are   here,  style,   fit   and   durability   being 
strongly  emphasized  in  every  line. 

6.— Tailored  Traveling  Costumes,— The  style,   fit.   finish  .nnd   quality   of 
these  costumes  will   appeal   to  the  most  fastidious.    Tailored  on  the 
most  approved  lines,  featuring       exclusiveness  and      individuality     in 
every  detail  and   made  not   only   with  a  view   to   appearance,  but  you 
lire  assured  of  comfort   and  wear, 

7,— Suitable    Boots    and    .Shoes.— In    our    selection  of    boots    and    shoes 
you  will  find  dainty   modols   desirable  for   the   wedding  outfit  :   others 
for  evening  wear,  also  boots  and  shoes  for  going  away  and  ordinary 
use  in  the    most    approved    styles  and    qualities    that    experience  and 
expert  judgment    have   enabled   us   to   buy, 

8.— Cut    Glass  and   Fancy      China.— Both  eminently     suitable    for    gifts. 
The    dazzling    beauty  of  cut    glass    or    the    rich  appearance    of  a  piece 
of  fancy   china  is  very    appealing   and   will    be  greatly  prized   and   ap- 

preciated.    Our  collection  is  replete  with   all   that   is  most  attractive 

as  well  as  useful   in   both    these    lines— not    an  article   but   will  appeal 
to    the   most   refined    taste. 

9,— There's  Comfort  in   these  Cushions   for  Den  or  Sitting  Room.— Are 
you  thinking  of  fixing   up  a  den    for   your   new   houie  ? 

Then,  of  course,  cushions  will  enter  into  your  calculations,  A  few 

bright  cushions  on  the  couch  or  easy  chairs  will  just  give  the  finish- 
ing touches  of  comfort  to  your  den  or  sitting  room.  You  choose 

from  a  large  selection,  stamped,  embroidered  and  fancy  silk  covers 
among  the  rest,  cushion  forms  filled  with  softest  down, 

10— Siiecial  Linen  Ilan'Jkerchief  Offer  for  Ladies,  6  for  75c,— To  give 
additional  interest  to  the  .June  display  and  to  give  a  splendid  buy- 

ing opportunity  for  those  who  are  making  presents  and  who  have 
many  calls  on  their  purse,  we  offer  for  one  week  only,  commencing 
.June  1.  Fine  Irish  Linen  handkerchiefs  with  embroidered  initial,  put 
up  in  fancy  box,  6  for  75c. 

]!,- Give  her  .Something  from  the  Fancy  Goods  Section,— Out  of  the 
splendid  collection  we  have  gathered  you  will  have  no  difficulty  in 
S"  lecting  a  suitable    gift, 

A  dressing  ease,  a  biush  and  comb  set,  a  pair  of  fancy  hatpins. 
or  a  bottle  of  perfume  in  a  presentation  box  or  any  of  the  dainty 
and  useful  articles  that  come  under  tho  heading  of  fancy  goods  will 
make  very  acceptable   gifts   highly   appreciated   by   the   bride. 
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12. — Millinnry. — Here,  aa  in  every  other  department,  we  have  anticipat- 
ed your  needs.  Wedding  millinery  is  strongly  featured  in  our  salon, 

the  most  beautiful  designs    procurable   are    shown. 

All  our  millinery    was  selected    by    our    millinery    expert    and    pre- 
sents the  stylo  features  to  be  uiet  with   in  the   large  fashion  centres, 

13. — SilliS  of  Quality, — Just    what    is    required    for    the    wedding    dress 
in   cream  and  white   with  a  beautiful  sheen.    They   will   add   grace   to 
the  quietest   ceremony   and  are   fit   for  the   most  elaborate. 

H. — Consider   these   Dress    Goods    Offerings. — Cream   and    white    fabrics 
for   the  wedding   gown   if   desired,    also    qualities   and   colorings    spe- 

cially suited    for    traveling  costumes    or  ordinary   wear. 

Ij. — The  Beauty  of  Fine  Linen. — We  are  proud  of  our  linen  department. 
Wc  are  able  to   suit   the  most   critical  taite.    All   the  linen    needs   for 

the   new   home  are  here  in   various   grades   to    suit    various  pockets. 
Exquisite  Irish  linen  table  cloths,  every  thread  pure  linen,  with 

the  snowy  whiteness  imparted  by  the  inimitable  bleaching  produced 

on  the  green   grass   of  the   "Ould   Sod." 
The  appearance  of  the  table  is  enhanced  by  the  beauty  of  fine 

linen. 

Then,  of  course,  there  are  the  less  expensive  qualities  for  every- 
day  use. 

Suitable  gifts  are  here  in  fancy  linens — afternoon  tea  cloths,  tray 
cloths,   doylies,   etc. 

Too  many  varieties   of   linens  to  mention,    but  an    •.  xamination    will 
be  followed    by  a  satisfactory    purchaso. 

16. — The    Right    Kind    of    Blankets, — Comfortable    flannelette    blanl^ets 
for   summer   use  and  warm  winter   blankets    of    pure    wool,    free   from 

grease    or    oil.    Whether    \ou    buy    one    kind    or    both  we    guarantee 
satisfaction  in  either   line. 

17. — The    Houseturnishlng    Section. — Turn    your  attention    to    this    sec- 
tion where  we  are   in    full    readiness   to   beautify    your    home   with  all 

the  necessities  and   some   of   the   luxuries    if    your   purse   allows  of  it, 
and  inclinations    run    that   way, 

18. — In    the   Matter   of   Curtains, — The   general   appearance   of  the   home 
is  an  index  to  thd  character  of   the   inmates   and  displays   their   good 
taste  or  want  of   it    and    one    of    the   most    noticeable    features  of  the 
home  are   the   curtains. 

It  is  not  necessary  to  pay  a  high  price  to  buy  tasteful  curtains,  as 
our  collection  will  testify.  Our  designs  are  chosen  in  no  haphazard 
way.  so  that  for  a  medium  price  we  can  supply  curtains  that  will 

please  you.  Higher  grades  are  here  if  required.  .\s  well  as  lace  cur- 
tains our  stock  comprises  all  kinds  of  curtain  material,  rope  por- 

tieres, silk  and  wool  curtains  for  doorways  and  arches,  art  muslin 
and  cretonnes  in  summtry  designs  and  nil  the  varieties  found  in  a 
complete  curtain  department. 

19. — Now  for  Carpets, — Whether  you  decide  on  rugs  or  squares,  or 
carpets  made  to  order  to  fit  your  floors  perfvctly.  we  are  right  uii 
to  the  minute.  Here  are  colorings  to  tone  with  the  color  scheme 
of  your  rooms,  plain  centres  with  borders  or  centres  with  only 

slight  patterns  or  all-over  designs. 
Included  are  floral,  conventional  and  oriental  designs. 

20. — The  Necessary  Furniture. — Let  us  show  you  the  different  grades 
and  designs  for  the  various  rooms,  let  us  estimate  the  cost  of  each 
and  help  you  choose  according  to  your  means  ;  and  furniture  in 
keeping  with  its  future  surroundings.  We  feature  a  wide  range,  in 
eluding  the  period  designs  so  much  in  favor.  Serviceable  kitchen 
furniture.  [)lain  rich  designs  for  the  dining  room,  dainty  bed  room 
furniture  and  artistic  and  more  elaborate  designs  for  sitting  or 
drawing   room. 

liocking  chairs  with  deep  seats,  broad  arms  and  high  backs  in- 

vite you  to  their  cosy  depths.  All  kinds  of  easy  chairs,  not  for- 
getting  comfortable    verandah    chairs. 

Advocates  Retailers  Trust  Co. 

A  trust  company  to  manut'actuie,  buy  and  sell  and 
|)iomote  fair  competition  in  the  dry  goods  trade  is  ad- 

vocated by  "Vindex"  in  a  letter  to  The  Review,  Such 
an  organization,  he  chiims,  would  not  only  solve  the 
mail  order  problem,  but  remove  some  of  the  injustices 

to  which,  he  claims,  retailers  are  subjected  at  the  pre- 
sent  time. 

"Hut  one  way  for  the  retailer  to  contend  success- 
fully with  them  and  that  is,  by  organization,  and  one 

that  will  ijivolve  millions  of  capital.  There  can  be  no 

question  but  that  there  should  be  one  only  retailers' 
association  in  Canada,  not  two, 

"It  seems  to  me,  then,  that  the  retailers  of  Canada 
should  take  steps  to  form  what  is  commonly  called  a 

trust  company,  to  manufacture,  buy  and  sell,  and  pro- 
mote fair  competition. 

"At  present  we  are  subjected  to  unfair  competition. 
Take  for  instance  the  item  of  rubber  footwear.  After  we 

retailers  have  been  selling  rubber  footwear  for  fifty 
years  for  the  factories  of  this  country— and  they  have 
grown  rich  on  our  exertions,  for  we  have  handled  the 

vast  bulk  of  their  product— we  find  them  selfish,  grasp- 
ing and  ungrateful.  What  do  they  do  ?  They  go  and 

sell  T,  Eaton  a  staple,  men's  rubber,  that  they  adver- 
tise approximately  to  retail  at   (i9   to   75  cents. 
"What  do  we  retailers  have  to  do  ?  We  have  to  sell 

that  rubber  at  $1  and  later  in  the  season  rubbers  went 
up   to   .$1.25   retail, 

"Where  is  the  commercial  morality  here  ?  Every retailer  who  had  any  alertness  about  him  ran  up  against 
these  Eaton  rubbers.  They  were  sent  all  over  the  prov- 

ince, while  we  had  the  rubber  companies'  goods  on  our 
shelves  to  sell  at,  what  we  thought,  honest  prices.  This 
has  been  going  on  for  a  number  of  years  now  and  there 
seems  to  be  no  relief  except  in  a  strong  retailers'  or- 

ganization that  will  carry  the  war  into  Africa. 

"A  retailers'  trust  company  could  manufacturer 
rubbers,  give  them  to  us  at  an  honest  price,  put  us  in 
a  position  when  we  could  equal  prices  with  the  depart- 

mental, and  pay  dividends  for  itself  and,  where  we  found 
we  were  hit  hard,  the  trust  company  could  manufacture 
as  felt   required   by  the  situation  in  other  directions. 

"Assuredly  as  things  are  at  present  we  will  never 
get  fair  play  in  any  other  way.  As  at  present  the  situa- 

tion is  incurable.  The  departmental  strength  lies  in  its 
catalogue,   and  a  great   number  of  strong  leaders. 

"On  page  111  Eaton's  Fall  Catalogue  is  advertised 
a  fur  lined  overcoat  at  $19.95.  Now,  it  is  simply  im- 

possible for  letailers  to  get  a  coal  that  we  can  sell  at 
that  iiricc,  and  it  seems  to  me  a  well  oiganizcxl  retailers' 
trust  could  place  us  in  a  position  to  sell  retail,  a  coat 
at  that  price.  A  number  of  these  lines  would  enable  us 
to  get  out  a  syndicate  catalogue,  which  could  be  en- 

larged  as   devclojiment   went   on. 

"By  issuing  a  rival  catalogue  containing  the  strong competing  lines,  the  influence  of  the  departmental  cata- 
logue would  be  materially  weakened,  because  even  the 

lirovincial  merchant  was  doing  the  same. 

"The  retailers  trust  should  embrace  the  merchants 
of  the  whole  Dominion  and  would  equalize  matters  in 
the   business    world, 

"Its  efforts  first  should  be  moderate  and  conserva- tive. There  is  nothing  to  prevent  its  success.  It  could 
be  organized,  financed  and  enter  into  actual  operative 
work,  cautiously  managed,  and  in  the  short  space  of  one 
or  two  years,  it  would  bring  some  people  to  their  knees 
and  be  a  warning  to  others,  that  the  retailers  controll- 

ing the  distributing  avenues  of  trade,  were  the  real 
agents,  strong  and  powerlul,  to  whom  should  be  com- 

mitted the  conduct  of  the  commerce,  or  business  of  the 

l^eople. 
"I  think  the  retailers'  association  should  look  into 

this,  get  strong  conservative  men  in  the  retail  trade, 
known  to  be  good  business  men  to  take  this  matter  up 
and  I  think  they  will  .see  the  retailers  of  the  country behind    them. 

"I  would  take  stock  myself  if  proper  men  were  at the  head  of  the  same. 

"County  organizations  should  be  formed  through  all 
Canada  and  from  these,  with  a  headquarters,  a  perfect 
organization  could  be  built  up  that  would  take  in  i)rac- 
tically  all  retailers  and  properly  attended  to  would 
checkmate  the  departmentals,  hold  the  immoral  manu- 

facturer or  dealer  in  check,  and  give  the  retailers  a  fair 

deal,  which  is  all  we  ask," 
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Black  Prince  $birt  (Uears  Congest 
In  workingmen's  shirts,  the  "BLACK  PRINCE"  is  certainly  one  that 

gives  satisfaction  on  all  counts. 

The  shirt  is  made  of  black  fleece-back  serge.  The  serge  is  of  much 

higher  quality  and  price  than  is  generally  used  in  workingmen's 
shirts. 

This  high  quality  serge  is  guaranteed  to  hold  fast  black.  The  serge  will 
not  fade,  and  the  color  will  not  even  boil  out. 

The  BLACK  PRINCE  makes  a  hit  with  the  workingman  because  it  is 
cut   very  full. 

The  BLACK  PRINCE  Shirt  is  full  long  in  the  sleeves.  (Thus  over- 
coming one  of  the  principal  faults  of  the  ordinary  shirts  for 

workingmen.) 

Your  customers  will  come  back  again  for  other  lines  if  you  sell  them  the 

"BLACK  PRINCE."     The  line  cannot  be  duplicated  at  the  price. 

Ask  your  wholesaler  or  write  us  direct. 

"/Tl^^niie^ 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SUCCESS  OVERALLS 
WEAR  BEST. 

The  men  who  wear  Overalls 

want  the  best  their  money  can 
buy. 

The  SUCCESS  overall  is 

the  one  they  need.  Every  gar- 
ment is  cut  full  —  good  high 

backs,  extra  pockets,  and  double 
stitched  throughout. 

The  SUCCESS  is  open  at 
both  sides — but  also  faced,  so 

that  the  overall  does  not  rip. 

If  your  Wholesaler    is    not 

carrying  the  SUCCESS  write 
to  us  direct. 

The  "SUCCESS"  are  the 
best  for  your  trade. 

There  are  27  different  gar- 
ments in  the   "SUCCESS" line. 

Overalls,  Bibs  and  Smocks 
all  made  of  the  very  best  denim 
that  can  be  bought. 

Three  colors — Blue,  Black 
and  Gold-back.  And  in  three 

weights,  C  oz.,  7  oz.,  8  oz. 

Your  Wholesaler  will  supply 

the  "  SUCCESS  "  at  prices 
leaving  you  good  margin  of 

profit. 

Please  mention  The  Reviezv  to    Advertisers  and  Their  Travelers. 



Store  Kinks  that  are  Giving  Good  Results 

Tagging  Goods 
Sent  on 

Approval. 

In  oilier  to  siii'egruard'  themselves  against  loss  on  goods 
sent  out  for  approval,  a  Chicago  tirm  has  ackipted  the 

plan  of  fastening  a  tag  with  lead  seal 

lo  garments,  millinery  and  accessories 
which  customers  ask  to  be  delivered  in 

order  that  they  may  make  selections. 

Returned  goods  will  not  be  acceiiU'd 

when  tag  is  removed.  In  some  cases  it  has  been  t'ouiul 

that  "approval"  means  "borrowing,"  and  that  expensive 

garments  have  simp'y  been  obtained  for  use  on  the  occa- 
sion of  some  event  for  which  the  alleged  customer  fancied 

neW'  equipment  without  hav- 
ing 111  i.);iy  for  it.  On  llic 

morning  or  day  following, 

I  he  goods  have  been  re- 
turned, sometimes  consid- 

erably damaged  and  with 
value  deteriorated.  It  is 

against  such  practices  that 
ihe  tag  plan  is  employed. 

In  adopting  the  idea,  the 
merchant  has.  of  course,  to 
use  his  discretion.  There 

arc  customers  to  whom  he 

Is'iiows  he  can  d'eliver  g-oods 

with  confidence,  in  the  sin- 
cerity of  their  intention  to 

buy.  It  would  be  folly  to 
lag  in  such  cases.  On  the 

ollur  hand,  where  it  is 

known  from  experient'e  that 
the  motive  is  deception  of  some  kind,  the  tag  is  used. 

The  cut  shows  a  jabot  with  tag  api)lieil.  The  card  can- 
not be  removed  without  breaking  the  lead  seal. 

There  ai'e  few  merchants  nowadays  who  have  not 
worked  out  in  connection  with  their  business  simple,  time 

and  worry-saving  schemes  for  taking 
Schemes  to  care  of  details.     In  this  connection   two 

The  Details  or  parts  of  systems  coming  under   that 

head.  One  is  that  of  a  plan  whereby  a 

merchant  can  tell  at  a  glance,  the  dates  on  which  bills  fall 

due.  When  arranging  for  payment  of  new  goods  this 

record  referred  to  regularly  advises  him  against  a,  multi- 
plicity of  bills   falling  due  on   the   same   date.    A  glance 

'T)aT6 .    .-    or r^ARCH    1*110   
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Ruling  to   illustrate    plan    by   which    a    merchant    posts   himself 
with   reference  to   bills  falling   due. 

at  tile  reeord  iell>  him  where  lii^  ̂ taluls.  He  can  also  tell 

at  any  time,  the  am. mm  of  ;-a>j  received  on  any  da^e 
wiilioul    examiiiatinii    or   reference    to    the   cash  hook. 

The  oilier  eiil  is  that  of  a  saU's  record  which  shows 

the  clerks'  sales  and  a'so  anumiit  of  sales  in  each  depa.rt- 
inent.  For  exami)le,  if  sales  clerk  No.  1  makes  a  ■+!!  sale 

in    dress   goods    this    aninunt    apjiears    in    1)h|1i    clerk's    and 
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Advertising 

Men's  Goods 

to  the  Women. 

Many   merchants   have   a  system   which  shows   them  each   day's 
receipts  and  amount  sold   by  each  clerk.    The  above  is 

a   simple   form. 

(leiiartmeiit  columns.  Sales  checks  are  worked  with  letters 

lo  I'cprescnt  departments  and  numbers  for  sales  clerks. 

Checks  are  enlei'ed  niider  the  different  heads  daily. 

As  goods  come  in  they  are  charged  to  different  depart- 

ments and'  sales  are  credited  to  departments.  It  is  thais 
easy  to  ascertain  whether  any  department  is  profitable  or 

not  and  it  is  easily  seen  whether  any  department  is 

lagging  behind. 

The  plan  of  advertising  men's  goods  to  the  women 

has  been  successfully  tried  by  the  Washer  'Brothers'  store 
at  Fort  Worth.  The  advertising  plan 

centres  round  a  reception  which  is  given 

every  Fall,  following  the  arrival  of  t'.ie 
Fall  and  Wintei-  goods.  The  reception 
occupies  all  of  one  day  and  on  that  day 

no  giHids  are  sold.  The  store  is  decorated,  within  and 
without,  and  an  orchestra  is  employed  to  give  a  select 

pi-ogra,mme. 
Thousands  of  invitations  are  mailed  out  to  women,  and 

although  the  reception  is  open  lo  all,  an  especial  effort  is 
made  to  secure  the  attendance  of  women.  A  handsome 

souvenii-  is  given  every  visitor,  usually  williout  a,dverlis- 
ing  of  any  sort. 

Following  the  Fall  o])ening  special  clreulars  are  mail- 
I'd  to  the  women  tliron»'hout  the  season  and  a  boid^let  for 

women,  describinu'  and  snij-<i-esting  ho'iday  gifts  for  men, 
is  generally  distributed  during  iDecember. 

"There  is  every  reasmi  why  a  men's  clothing  store 
shonld  a,dvertise  to  women,"  says  Manager  F.  T.  Critten- 

den. "From  the  time  a  boy  is  born  until  he  is  well  into 
his  teens  his  mother  usually  selects  all  of  his  clothing. 

After  that  his  sweetheart's  taste  must  be  catered  to  for 

he  dresses  lo  please  her.  Then  his  wife  l)eu-ins  to  select 
his  clothing,  so  that  throughout  the  lifetime  of  the  average 

man,  women  have  the  conlrol'ing  voice  in  the  matter  of 

his  clothing." — System. 
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Invite  Trade 
By  making:  your  store  attractive.  "Classik"  em- 

bossed steel  ceilings  and  walls  are  not  only  fire- 
proof and  byg-ienic,  but  are  very  artistic  and  will 

last  forever.  Send  for  catalogue  "A".  It  shows hundreds  of  designs  for  stores,  etc. 

The  Gait  Art  Metal  Co.,  Ltd  ,  Gait,  Or  t. 

Up-to-Date  Merchants  Warit  Up-to- 
Date  Business  Methods 

The    Proudfit    Loose      Leaf     Binder     will 

save  any  merchant  time  and  money.   Send 
for    Boolilet.    It   tells    ;:omething    of    value 

to    every    merchant.     Write    for    it   to-day. 
E.  W.  TROUT  &  CO.,  12J  Bay  St.,  Tjoronto 

SAVE  YOUR  TIME 

and  look  after  your  money  by  using  the 
McCaskey  Account  Register  System.  Not 
a  fad  or  experiment.  Is  now  used  by 

hundreds  of  delighted  merchants  through- 
out Canada.  It  will  please  you  equally 

well.  Write  to-day  for  catalogue. 
Dofnioion  R'>^isler  Co.,  L(d.,  100  Spadioa  Ave,,  Toronto 

Grows  With   Your  Business 

The  "KaUniazoo"  IjOO.se  I,e;if  Binder  is  better 
adapted  to  the  requirements  of  the  dry  goods  mer- 

chant than  any  other.  The  only  binder  that  will 
hold  one  sheet  or  a  thousand.  ,Send  for  free  illus- 

trated catalogue.  It  will  show  you  some  interesting 
things  about  simple  Bookkeeping, 

Warwick  Bros.  &  Rutter,  Limited 
King  and  Spadina  Ave.  TORONTO 

Bookkeeping    Without   Books 
The  Hainer  Bookkeeping  Machine  is  a  Cash 
Register,  Time  Uecoider.  Autographic  Register  and 
Account  Register  in  one.  Both  cash  and  credit 
business.  This  machine  will  pay  its  own  salary  and 
returns  to  you  the  purchase  price.  Send  fur  illu.s- 
trated  booklet. 

BOOKKEEPING  MACHINES.  LIMITED 
424  Spadina  Ave.  TORONTO 

AVOID  ERRORS 
in  making  out  your  charge  accounts  and  the  losses 
you  sustain  when  charges  are  omitted  Ijy  using  our 
Counter  Check  Books  Write  for  samples  and 
prices.  We  can  now  give  better  service  with  no 
advan  e  in  price. 

F.  N.  BURT  &  CO.,  LIMITED 
TORONTO 

Acetylene,  Safe  and  Sure  Light 
The  "Monitor"  Acetylene  Generator 

saves  you  money  and  time  and  gives  ab- 
solutely reliable  illumination.  Soft,  steady 

and  brilliant  light  at  low  cost.  Inves- 
tigate. Write  for  catalogue  now. 

Monitor  Manufacturing  Co..  Fredericton,  N.B. 

WindoAv  and  Store  Decorations, 
Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

359  W.  Chicago  Ave.  CHICAGO 
Largest  Importers  and   Manufacturers 

Send  for  Catalogue  R 

The  Commercial  Account  Redisier 
pays  for  itself  in  a  few  months.  For  simplicity,  quick- 

ness in  operation,  durability  and  elegance  in  con- 
struction it  has  no  equal.  Cuts  out  bookkeeping  and 

fits  any  safe.  Send  postal  for  catalogue  and  Can- 
a<lian  testimonials. 

COMMERCIAL  REGISTER  CO. 
178-180  Victoria  St..  Toronto,  Ont. 

What  Other  Merchants 
Have  Found  to  Pay 

A  farmer  ask-d  a  drygoods  merchant  for  point- 
ers on  keeping  accounts.  He  not  only  got  the 

information  he  was  looking  for,  but  the  mer 

chant-  got  up  a  practical  talk  on  the  subject  for  the 
Farmers'  Institute  meeting.  It  was  good  adver- 

tising and  boosted  the  merchant's  country  trade. «    «    * 

A  honeymoon  sale  during  May  and  June 

lirought  one  merchant  a  big  bunch  of  business 
which  might  otherwise  have  gone  out  of  town. 
He  featured  wedding  toggery  and  goods  suitable 
for  gifts.  Special  advertising  cost  him  $75,  but 
that  was  a  negligible  quantity  compared  with  the 
business  and  the  publicity  he  got  out  of  it. 

«    «    » 

A  merchant  whose  store  was  not  ir  th  •  i.'i.^iest 
part  of  his  city,  but  on  the  direct  roa'I  iv  the 

country,  nailed  the  farmers'  trad-:  by  actively 
championing  their  interests  every  time  he  saw 
an  opportunity.  This  gave  him  publicity  among 

townspeople',  and  he  draws  good  business  from 
both    sources. 

A  wide  awake  merchant  bought  a  store  wb-.cli 
had  been  indifferently  managed.  He  hired  a  man 
and  a  girl  to  do  nothing  else  but  to  keep  it 

clean — and  wHh  the  same  annual  expense,  he  did 
$20,000  more  business,  with  $5,000  less  invested. 
This  merchant,  at  least,  knows  the  commercial 
value  of   cleanliness    and   good   order. 

A  merchant  in  a  town  of  5,000  people  proved 

the  merit  of  his  values  by  securing  samples  of 

goods  from  the  large  departmental  mail  order 

stores,  and  placed  them  on  tables  alongside  se- 
lections from  his  own  stock.  This  practical 

scheme  convinced  customers  that  the  home  mer- 

chant had  the  goods  and  the  pr'ces.  He  is  solv- 
ing the  mail  order  problem. 

»    «    * 

Mail  order  catalogues  are  not  an  unmixtd  (vil. 

There  are  merchants  who  state  that  custoin"rs 

have  brought  in  clippings  from  catalogues  for 
the  purpose  of  comparing  prices.  In  many  rtises 

they  have  found  that  they  could  do  better  at 

home  than  by  sending  their  money  to  t.ie  c"e- 
partmental  store.  The  merchants  have  a''\ays 
been  pleased  to  facilitate  such  compariKOns. 

»    •    » 

llow  many  merchants  have  ever  "investigated" 
the  methods  employed  by  the  departmental 
stores  ?  One  rc'tailer  took  a  week  off  lo  do  this. 

Got  pointers  in  everything,  found  tends  of  de- 
partments veritable  mines  of  information  and 

now  he  is  working  out  the  mail  order  nrob'em 
satisfactorily  in  his  own  town,  p'ind  out  how  the 
other   fellow   does   things. 

*    «    « 

A  merchant  suggests  that  retailers  should  com- 
bine with  the  object  of  securing  special  rates 

from  the  railway  companies.  Ht-  belia-'cs  that 
this  would  induce  many  to  make  more  frequent 

visits  to  the  markets  and  cultivate  closfr  ac- 
quaintance with  wholesalers,  while  the  railways 

would  benefit  by  getting  more  freight  lo  carry. 
The  special  rates  would  be  available  to  retail 
merchants  and   legitimate   buyers  only. 

METALLIC  CEILINGS 

of  attractive  dtsign  help  to  make  your 

store  an  attractive  place  in  which  to  shop. 
Our  designs  are  exclusive  and  come  in  a 
great  range.  Plain  or  ornamental.  You 

should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co..  Limited,  Toronto 

Buttons!    Buttons!    Buttons! 
Ai'e  you  looking  for  up-to-date  novelties?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Faucy 
ButtoTis,  Paris  and  New  York  designs,  suitable  for 
the  manufacturing  trade.  Will  gladly  submit  sam- 

ples. Embroidery  and  Braiding  Machine  and 
hand  work,     Write  us  for  particulars. 

A.  WEYERSTALL  &  CO. 
145  Wellington  St.  West.  TORONTO 

FREE 
Our  booklet,  of  modern  store  views,  showing: 

equipment  placed  by  iis  in  America's  leading" stores.  It's  ot  educational  value  to  every  mer- 
chant who  contemplates  rebuilding  or  re- 

modeling: his  store. 
STAUDTE  &  RUECKOLDT 
Mfrs.  of    Quality  Store  Fittings 

112  Soulard  St,  ST.  LOUIS,  MO. 

PROVE  BEFORE  YOU  PAY 

We  vyill  instal  a  Gipe  Cash  or  Package  (.'arrier  Sys- tem in  your  store  ;  let  you  try  it  ten  days,  and  if  at 
the  end  of  that  time  you  are  dissatisfied  with  it  for 
any  reason,  we  will  take  it  out,  and  the  exoerienco 

will  not  cost  you  one  single  cent.  Catalogue  "D.G." 
tells  about  it,     (Send  for  this  to-<iay. 

Gipe  Carrier   Company 
99  Ontario  St.  TORONTO 

EVERY  DRY  GOODS  STORE 

should  use  and  sell  vacuum  cleaners.  The 

best  cleaner  on  the  market  is  the  "Auto- 
matic."    Send   for   our   free   circular. 

ONWARD  MANUFACTURING    COMPANY 
Berlin,  Ontario 

Write  for  Information 

about  any  line  of  goods  you  do  not  see  adver- 
tised in  The  Review.  We  will  gladly  procure 

the  information  and  supply  it  free. 

THE  DRY  GOODS   REVIEW 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBV 

THE 
MERCHANTS  MERCANTILE    CO, 

260  St,  James  St.,  Montreal 
Mercantilb  Reports  and  Collections 

Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and   reliable  in- 

formation to  date.     Every  modern  facility  for  the 
collection  of  claims. 

Tel.   MhIu  IBS."! 

This  space  will  cost  you 

only  $20  a  year,  and  your 
ad.  will  go  to  5,000  mer- 

chants each  month. 

Flease  mention   The  Review  to  /idvcrtisers  and   Their  Travelers 
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T/ie  Evidence 

Oite  advertisement  in 

the  last  issue  of  the 

''Review''  brottght 
$2,0  0  0  ivorth  of 
business. 

A  FEW  months  ago  M.  Pullan  &  Sons,  cloak,  suit 
and  skirt  manufacturers,  started  to  advertise  in 
the  Dry  Goods  Review.    This  advertising  had 

not  been  running  long  before  evidence  v^as  furnished 
that  it  was  producing  the  desired  results. 

Two  typical  instances  are  recorded. 

One  day  they  received  an  order  by  mail  from  a 
big  store  in  Sydney,  C.B.,  for  a  sample  selection  of 
garments.  This  order  was  filled  and  shortly  after 
receipt  of  the  goods  a  second  order  was  sent,  this 
time  for  a  much  larger  quantity. 

M.  Pullan  &  Sons'  travellers  had  never  called  on 
this  firm,  nor  had  any  advertising  literature  been  sent 
to  them  direct. 

The  story  of  the  new  account  is  this :  The 
Sydney  firm  had  usually  done  business  with  a  Montreal 
manufacturer  and,  for  some  reason,  were  unable  to 

procure  the  goods  required. 

They  saw  the  advertisement  of  Pullan's  and  sent 
the  trial  order,  with  the  result  stated  above.  The 

point  is  that  when  they  were  ready  to  do  business 
with  another  manufacturer  they  naturally  turned  to 
the  Dry  Goods  Review,  and  seeing  the  advertisement 
there,  and,  being  impressed  with  it,  ordered  the  goods. 

The  other  case  concerns  another  Maritime  mer- 
hant  who  came  in  person  to  Toronto  as  a  result  of 

seeing  M.  Pullan  &  Sons'  ad.  in  the  Review— and 
left  a  good  order. 

It  is  not  always  as  easy  to  trace  results  from 
advertising  as  it  has  been  in  the  case  of  M.  Pullan  & 
Sons,  but  if  the  advertising  is  judiciously  prepared 

and  placed  in  the  right  medium,  results  are  sure  to 
come  in  the  form  of  increased  sales. 

Read  the  letter  from  Mr.  Wellington,  Sales 

Manager  of  M.  Pullan  &  Sons  on  the  next  page.  It 
furnishes  interesting  and  convincing  evidence  of  the 
value  of  advertising  in  the  Dry  Goods  Review. 

J'leasc  jiicntwn  1  he  Rcviciv  to  Advertisers  and  Their  'Travelers. 
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The  Verdict 
Having  given  the  Dry  Goods  Review^  a  fair 

trial,  M.  Pullan  &  Sons  rendered  a  verdict  as 

given   below. 

KACTORV   \   \\ARtHOL\E   : 

PULLAN  3  BUILDING 

COR.    BAY    S    WELLINGTON    STS. 
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"Dry  Goods  Review" 

Gentlemen :- 

For  some  time  past  we  have  been  using  your  paper  as  a  medium 

through  which  to  sell  our  goods  in  Canada,  and  find  that  the  direct 

results  have  been  highly  satlBfactory. 

It  has  been  our  policy  to  advertise  something  definite, 

so  that  we  might  see  the  results,  and  while  we  are  adopting  other 

means  of  advertising,  we  can  trace  a  number  of  direct  orders  from  our 

publicity  in  the  "Dry  Goods  Review." 

This  letter  has  been  entirely  unsolicited,  but  we  desire 

you  to  know  that  we  are  more  than  satisfied  with  results,  nni  ''jcliove 

this  to  be  the  best  medium  in  Canada  for  advc-rtlning  to  the  drypoods 
trade. 

Yours  very  truly,  V 

M.  PyilAN  (^  sgNS Dlot.  H.R.wr. 

Sten.    #  2. 

Please  mention   The  Review  to   Advertisers  and  Their  Travelers. 



The   Right    Way    to    Calculate   Profits    is    on   Sales 
Expense  is  Based  on  Sales,  and  Profits  Should  be  Also  —  Result  of 
Figuring  Profits  on  (Jost  —  Sales  Totals  Always  Available,  While 
Individual    Cost    of  Invoices    Sold  are    Seldom  Recorded    in    Books 

By  T.  A.  Kernley,  Sec.  U.S.  Wholesiilc  Harilware  Associatiou 

IT  is  indeed  remarkable  tltal  on  sncli  an  important 

.-abject  as  the  caleiilation  oL"  pronls  there  slioiiKl  be 
such  a  variance  of  opinion,  for  the  issne  inxoUid  is 

vital  to  the  welfare  of  every  one  engaged  in  any 

form  of  eoniinercial  activity. 

Ti'ue,  the  vital  issue  is  the  sliowinu'  of  net  prolit  or 
!;>.-.■;  v.  the  end  of  the  year  when  the  inventory  is  complet- 

ed, out  in  order  that  this  showing  should  be  satisfactory 

the  proper  method  of  liguring  profits  should  be  pursued. 

In  our  miuil  there  should  be  no  misunderstanding  as  to 

the  correct  method  of  calculating  this  most  essential 

element  in  every  business  transaction. 

Every  man  engaged  iu  business  ought  to  be  able  to 

see  that  John  does  not  have  50  per  cent,  more  than  James, 

becau.se  James  has  .30  per  cent,  less  than  John. 

Yet  many  business  men  seem  to  have  persistently  re- 
fused to  acknowledge  that  any  per  cent,  of  a  smaller 

sum  is  a  smaller  per  cent,  of  a  larger  sum,  or  put  it 

concretely,  that  25  per  cent,  of  100  is  only  20  i>er  cent. 

of  125.  and  that  25  per  cent,  increase  over  cost  is  20  per 

cent,  profit  on  the  selling  price. 

All  incorrect  or  incomplete  understanding  of  per- 

centage of  profits  and  failure  to  observe  the  proper  meth- 

od is  the  I'ock  on  which  thousands  of  commercial  under- 
akings  have  gone  to  pieces. 

The  subject  of  percentage  of  profit  has  not  been  given 

sutlicient  consideration  by  the  school  and  college  text 

book  makers,  especially  from  the  standpoint  of  business 

•nen,  so  that  the  insullicient  and  incorrect  understanding 
.if  the  question  has  led  many  to  falsely  believe  that  the 
percentage  of  prolit  should  be  figured  on  the  ll;\1   net   cdst. 

System  Used  in  Schools. 

The  method  of  figuring  the  ratio  of  )n-ofit  on  the  sale 
is  declared  by  many  who  may  not  be  fully  informed  to 

•be  diametrically  contrary  to  the  methods  taught  in  our 
schools,  and  is  therefore  loudly  decried  by  those  who  now 

insist  on  using  the  net  cost  as  a  base,  to  their  subsequent 
loss. 

So  that  it  may  not  he  iiiisniiderstood.  it  should  be  said 

that  it  is  scientifically  correct  to  use  either  the  cost  or 

the  .selling  price  as  a  base  in  figuring  the  percentage  of 

profit,  .so  long  as  it  is  stated  on  what  base  the  percentage 

has  been  calculated.  This,  however,  should  not  be  I'e- 
garded  as  being  in  the  nature  of  an  academic  discussion, 

for  it  is  certainly  the  privilege  of  professional  men  to 

hold  any  views  that  they  may  prefer  on  this  subject;  bin 

it  is  hoped  that  they  will  concede  to  business  men  the 

same  privilege,  especially  when  the  method  followed  has 

such  a  decided  effect  on  the  volume  of  net  profits  realized 

from  the  conduct  of  their  business,  and  permit  them  to 

adopt  tiiat  method  which  most  rnily  ;uis\vcis  their  it- 
qiiirements. 

Sfdiool  and  cnllcgc  text  books  refer  td  tliis  (|iH-stion 

as  "Percentage  of  (Jain  and  Loss,"  ami  the  initial  fig- 
ure (M'  cost  is  n.sed  as  the  base. 

Some  text  books  u.se  as  the  base  a  prime  or  net  cost 

and  again  others  add  a  certain  amount  for  expenses, 
making  a  gross  cost  as  a  base. 

Many  of  the  examples  given  refer  to  abstract  figui'es, 
citing  such  ca.ses  as  the  following: — 

"If  the  population   of  a  town  increases  from  30,000 

III    45,000.     whal     is    the    percentage    of    gain.'       jVnswer, 

50  i)er  cenl.  " This  is,  of  ciiursc,  correct,  and  Ihc  wortls  "gain" 

and  "increase"  are  pi'operly  used  in  this  coniu^ction,  but 
ihis  bears  no  relation  to  the  ((uestion  of  percentage  of 

[inHil  as  aiqilicd  to  connnercia.l  Iransaclions  involving money. 

Willi  the  cost  as  a  l)ase  oi-  100  llic  lex|  hooks  figure 

that  if  25  pei'  cent,  is  added  the  peicentage  of  i)rofil  is 
twenty-five  one  hundredths  (25-100)  ov  (juarter,  which  is 

e(|nal  to  25  piT  cenl.  in  Ihis  case  we  would  (H)nsider  llii' 
cosl  as  100,  and  the  adtled  25  per  cent,  would  nuvke  a 

lolal  of  125.  The  percentage  of  profit  wouhl  then  'be 

25-125,  or  1-5,  which  would  be  20  per  cent,  profit  on  the 
sale. 

A  percentage  of  gain  or  increase  of  many  hundred  per 

cent,  is  possible,  but  as  percentage  of  profit  is  on  the  sale, 

one  hundred  per  cent,  ̂ jrofit  is  impossible  unless  the  goods 
are  secured  free  of  charge. 

The  percentage  of  proHt  antl  the  percentage  of  cost 

"of  doing  business  should  both  be  figured  on  the  same base. 

First,  let  us  c(.)nsi(ler  what  we  use  as  our  cost.  Almost 

all  merchants  consider  as  cost  the  invoice  price  or 

"pi-ime"  cost,  with  no  selling  or  other  expenses  added, 
merely  hguring  in  the  cost  of  delivery  to  their  warehon.^e. 

All  operating  expenses,  storage,  selling,  office  expenses 

and  every  other  item  of  expense  must  be  provided  for  in 

the  difference  between  this  net  cost  and  ihe  net  selling 

price. 
On  the  other  hand,  numufacturers  very  generally  start 

with  tlieii-  shop  or  mill  cost  and  add  lo  this  all  the  di- 
rect outlays  iiicideiil  In  placing  Ihe  goods  in  the  hands 

of  the  buyer.  This  includes  storage,  selling  ex2:)enses, 

office  expenses,  packing,  freight  and  all  miscellaneous  ex- 

|)i'nses,  making  a  gross  cost  above  which  everything  is 

l)rotit. This  fact  accounts  in  a  measure  for  the  variance  of 

opinion  between  some  manufacturers  and  jobbers  on  this 

-luesticni.  Manufacturers  are  prone  to  tell  the  jobbers 

that  on  their  line  of  goods  a  profit  of  25  per  cent,  is  made, 

when  the  fact  is  that  the  gross  profit  is  20  per  cent,  on 

the  sale.  If  arguments  of  this  iiatine  are  properly  met 

a  change  of  method  of  benefit  to  the  entire  ti'ade  will  be 
effected. 

Some  of  the  more  important  reasons  for  pursuing  this 

method  of  figui'ing  the  Percentage  of  Profit  on  the  sale 
are  :'.s  follows  : — ■ 

In  every  business  (we  refer  more  pari  iculaily  to  iner- 

ehanili/.ing),  two  sejiarafe  amounts  of  capita.!  are  reipiired. 

One  item  of  capital   I'm'  inveslnieni    in   merchandise. 
AnoHn.'r  item  of  ciipilal  is  necessai'v  for  operating 

expenses,  sncli  as  rent,  pay  r(dl,  cinrenl  expenses,  selling 

expenses  and  all  other  expendil  nics  not  projierly  chargi- 
alile  lo  niercliandise  account. 

All  the  capital  invested  in  Ihe  business  nnist  pi'oduce 

i'.  i)niper  lelurn.  Dividends  aif  obviously  impossible  on 
tl'.e  entire  amount  of  capital  invested  unless  all  is  cn- 
si.lered  in  making  se'ling  piices.  If  the  percentage  of 
profit  is  reckoned  cm  the  cost  of  merchainlise  only,  n  > 

j>rovision  is  made  feu-  Ihe  other  item  of  capital  demanding 
i\iu]-ns. 
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The  sail's  lolals  arc  always  readily  ascertained,  but 

llir  Icilal  (if  cai-li  iiidi\idiial  daily  and  iiidiitlily  cost  of  iii- 
Miires  sold  is  scddoni,  if  e\i'r,  iccordcd  in  Hie  books  of 
h.isiiiess  Ikmiscs.  TlicieriMc  uilli  Hie  sales  totals  always 

liiescni.  is  mil  llie  sale  a  propei'  base  for  all  eaienlal  ions, 
and  lidw  could  cost  l)e  considered  wlien  it  is  not  d-eliniteiy 

known  by  refei'ence  to  sak's  Ixioks?  (Jross  costs  can  only 
be  ascertained  IVoni  tlie  totals  obtained  at  tlie  end  of  tbe 

business  year,  and  are  not  shown  daily  as  are  the  gross 
sales. 

Can  Only  be  Found  in  Sales. 

The  percentaue  of  expense  of  conducting-  a  business 

may  be  readily  asceiiaiued  by  dividing'  the  gross  sales  by 
the  gross  expenses.  As  this  percentage  of  expense  is 

on  tile  sales,  it  is  thought  l)etter  to  refer  to  the  percentage 

of  |)rolit  on  tbe  sale  lo  avoid  any  misunderstanding  and 

couse(|ueul  loss  through  the  use  of  any  otber  method. 

The  fact  that  a  profit  is  not  made  until  a  sale  is  act- 
ually effected  further  advances  the  selling  price  as  the 

proper  basing  factor  for    percentage  of  profit. 

The  salary  or  other  forms  of  remuneration  of  sales- 
men is  always  reckoned  on  the  sale  and  the  amount  is 

always  based  more  or  less  on  a  percentage  of  the  sales 
totals. 

Mercantile  or  other  taxes  of  a  similar  nature  are 

assessed  on  a  certain  percentage  of  the  annual  sales. 

Also  if  any  special  taxes  are  levied  by  the  State  on  the 

sales  of  any  special  goods  such  as  revolvers,  etc.,  the 

amount  is  always  a  certain  percentage  of  the  selling  price 
of  such  items  and  not  a  percentage  of  the  cost. 

Result  on  Figuring  of  Cost. 

This  illustration  shows  tlie  greater  safety  of  figuring 

on  sales,  especially  with  untrained  minds  who  do  not"  prop- 
erly discriminate. 

The  numager  of  a  business  suld  an  ai'ticle  which  cost 

8()c  fill'  $1.  and  basing  his  i)ercentage  of  profit  on  the 

cost  figui'ed  that  he  was  making  2.')  per  cent.  At  the  end 
of  a  given  ]ieriod  tiie  sales  totaled  $20,001).  The  manager 

(old  a.  stockholder  the  amount  of  sales  and  also  the  per- 

centage of  profit. 

The  presumption  was  that  a  profit  of  .f.'j.OOO  had  been 
realized,  while  tiie  books  only  showed  a  profit  of  Ji<4,0()0, 

o!-  20  per  cent,  on  the  sales. 
Cases  have  come  to  our  notice  where  arrests  for  de- 

faulting have  actually  been  made  in  such  instances,  and 

the  wisdom  of  figuring  percentage  of  profit  on  ths  sale 

has  been  taught  the  prosecutor  and  defendant  at  con- 
siderable expense. 

From  an  article  printed  some  time  ago  we  quote  as 

follows:  "Yon  will  find  in  every  arithmetic  snch  examples. 

A  man  buys  a  horse  for  .^-jO  and  sells  him  for  •i^T.'j,  what 
percentage  of  piofit  does  he  make?  Answer,  .'50  per 

cent." No  more  fatal  and  misleading  ones  were  ever  penned. 

They  lead  us  to  think  of  the  pei'centage  of  profit  from  an 
unbusiness-like  standpnint,  and  cause  many  business  men 
til  think  they  are  making  nuudi  larger  profits  than  they 

nallx  are.  This  makes  them  prodigal  of  expense  and 

often  leads  lo  a  failure  which  with  more  thorough  knowl- 
edge of  i)ereentage   could  have  been   avoided. 

Suppos,'  a  man  to  have  in  contemplation  the  sale  of  a 
horse  on  the  basis  of  the  aljove  transaction.  A  broker 

approaches  him  and  offers  to  conduct  the  negotiation.  He 

asks  a  commission  of  ,3.'U  per  cent. 
Now,  the  owner  of  the  horse,  having  a  profit  of  50 

per  cent,  in  sight,  agrees  to  this,  and  the  broker,  having 

completed   the    transaction,    renders   a   bill   as   follows: — 

Sold    one   hiirsc   at        $"5 
( 'onunissiiiii,    '.V.'t     1-!!    per    I'l'id        2.) 

Due    seller               .f^O 

The  seller's  books  would  show  a  profit  of  50  per  cent, 

entirely  eaten  up  by  a  commission  of  .'iii  l-.'i  per  cent.  Not 
good  figuring,  is  it?  Still,  that  is  the  way  nine-tenths 
of  our  smaller  merchants  figure,  which  fact  often  ac- 

counts f(n'  their  being  small. 

Figure  Profit  on  the  Sales 

Always  figure  your  profit  on  the  sale.  Then  you  will 
be  on  the  safe  side.  To  obtain  the  correct  percentage 

of  profit  on  any  transaction  subtract  the  cost  from  the 

selling  price,  add  two  ciphers  to  tiie  difference  and  divide 
by  the  selling  price. 

Example  No.  L — An  article  costs  ̂ 3  and  sells  for  $G. 

What  is  the  percentage  of  profit?  Answer,  16  2-3  per 
cent. 

Process — Six  dollars  minus  $5  leaves  $1,  the  profit. 

One  dollar  divided  by  $6,  decimally,  gives  the  correct  ans- 
wer, IG  2-3  per  cent. 

This  operation  is  simple  and  a  knowledge  of  it  being 

vital  to  any  one.  engaged  in,  or  intending  at  any  time  to 

engage  in  business,  it  should  be  carefully  committed  to 

memory  and  constantly  borne  in  mind. 

Example  No.  2. — An  article  costs  13.75.  What  must  it 
sell  for  to  show  a  profit  of  25  per  cent.     Answer,  $5. 

Proees.s — Deduct  25  from  100.  This  will  give  you  a 

remainder  of  75,  the  percentage  of  the  cost.  If  $3.75  is 

75  per  cent.,  1  per  cent,  would  be  5  cents  and  100  per 

cent.  .$5.  Now,  if  you  marked  your  goods  as  too  many 

do,  by  adding  25  per  cent,  of  the  cost  to  the  cost  you 

would  obtain  a  selling  price  of  about  $4.69,  or  31  cents 

less  than  by  the  former  method.     Which  is  right  f 

When  you  take  25  per  cent,  off  the  selling  price,  figured 

according  to  the  first  rule,  you  will  still  have  your  cost 

intact.  Take  25  per  cent,  from  the  second  sura  and  see  if 
the  cost   remains. 

The  following  fables  show  the  percentage  of  cost 

which  must  be  added  to  elfect  a  given  profit    on  the  sale: 

5    p.p.  ad.    to  cost    is     4'    p.c.    profit    on    selling   price. 

7^.  ••                    7 
10  ''                   9                          " 

]2i  "                 lU                        " 
15  ^'  13 

16  2-3  "  14i  " 

17i  ■-  15  " 
20  '■  16  2-3  " 
25  ••  20 

30  •■  23  " 

33  1-3  ■■■  25  " 
.35  ••  2G  " 
•AT',  "  271  " 

41)  '■  281  " 

45  '■  31  " 

50  •■  33  1-3  " 

55  '■  35i  " 

GO  ••  37i  " 

65  "  39 A  " 

G()  2-3  ■■  40  " 

70  ••  41  " 

75  ■•  425  " 
8)  •■  44i  " 

85  ••  46  " 

fl;>  ■'  47^  " 
100  "  50  " 
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ANNOUNCEMENT    SEASON  1910-1911 

Raphael  Tuck  &  Sons  Co.,  Limited 
9-17  ST.  ANTOINE  ST.,  MONTREAL 

LONDON PARIS BERLIN NEW  YORK 

Ring  in  thie  New! 
AWAY  with  vain  regrets! The  old  must  give  place 
to  the  new!  So  it  has  ever 

heen,  so  'twill  ever  be  to  the 
end  of  time.  RING  IN  THE 
NEW. 

Christmas  and 
New  Year  Cards 

Ring  in  the  New  ! 
Thousands  of  New  Designs  proud- 
ly answer  to  the  call.  Stalwarts  all 

of  them,  they  only  require  a  Leader, 

and  without  a  moment's  hesitation 
"Christmas  Autograph  Stationery" 
is  elected  and  leaps  to  the  front. 

What  more  fitting  to  suit  the  culti- 
vated taste  than  the  beautiful  de- 
vices, the  quaint  conceits,  the  old 

English  character,  and  the  general 

artistic  feeling,  of  the  Season's Leader. 

Christmas  and  New 
Year  Post  Cards 

Ring  in  the  New! 
The  response  is  immediate,  and  in  serried  ranks  over 

1,000  new  subjects  take  the  place  of  our  last  year's  bat- 
talions of  Christmas  Post  Cards,  all  ready  implicitly  to 

obey  the  imperative  order  of  our  thousands  of  customers 
throughout  the  world. 

Calendars 
Ring  in  the  New  ! 

Our  brilliant  array  of  300  different  Calendars  for  the 
new  Season  will  stand  out  far  and  away  above  its  pre- 
decessors. 

The  entire  collection  has  for  its  keynote.  Novelty  of 
Idea,  Beauty  of  Design  and  Perfection  of  Reproduction. 

Block  Calendars 
This  year's  special  feature — rich  illuminated  lettering 

— has  also  been  incorporated  by  us  in  our  splendid  line 
of  Block  Calendars.  The  treasured  thoughts  of  the  Poets 

and  the  carefully  selected  quotations  from  Holy  Writ  re- 
ceive additional  interest  by  this  artistic,  decorative  rend- 

ering. .The  entire  line  may  well  anticipate  a  ringing  re- 
ception. 

Books  and  Toy  Books 
/7/ng  in  the  New  ! 

Ring,  happy  bells,  across  the  snow,  and  resound  the 
chorus  of  expectant  delight  from  the  thousands  of  happy 

children  who  give  welcome  to  "Father  Tuck's  Gift  Books 

and  Toy  Books." 
Led  by  "FATHER  TUCK'S  ANNUAL"  with  its  won- 

derful array  of  writers  and  artists  who  have  busied 

themselves  during  the  past  year  to  provide  constant  pleas- 
ure for  our  boys  and  girls,  the  whole  collection  is  one 

Treasure  House  of  Pure  Delight. 

Tuck's  Post  Cards 
Ring  in  the  New  ! 

The  feat  may  have  seemed  difficult,  but  it  has  been 
well  accomplished,  and  to  the  fifty  thousand  and  more 

Tuck's  Post  Cards  which  have  already  been  sent  forth 
into  the  world,  and  which  embrace  what  might  well  have 
been  assumed  to  include  every  possible  variety  of  designs, 
we  have  further  added  some  5,000  highly  original  subjects 
embodying  entirely  new  styles  and  new  ideas,  which  are 
assured  of  a  no  less  welcome  reception  than  their  popu- 

lar predecessors.  The  famous  "Oilette"  series  in  entire- 
ly new  settings  continue  to  reign  supreme. 

Artistic  Toy  Novelties 
Ring  in  the  New ! 

A  remarkable  line  of  Rocking  Animals,  Kindergarten 
A.  B.  C,  Picture  Building,  Rope  Climbers,  and  various 
other  original  Toy  Novelties  for  the  young — will  add  to 
the  notable  successes  which  this  department  has  achieved 
during  past  years. 

Ring  in  the  New  !  Ring  in  the  True  ! 
Ever  true  to  the  past  with  its  gladsome  memories  of 

jiumberless  successes  ringing  in  our  ears;  true  to  the 

present  with  its  ever-growing  demand  for  all  that  is 
good  and  pure  and  desirable  in  the  domain  of  Art;  true 
to  the  future  with  its  vista  of  yet  wider  fields,  of  still 
greater  promises — and,  true  above  all,  to  the  confidence 
reposed  in  us  for  so  many  years  by  our  friends  and  well- 
wishers  all  the  world  over. 

It  is  in  this  spirit  that  we  "RING  IN  THE  NEW," 
and  that  we  have  the  honor  to  remain. 

Yours  as  of  old, 

^^/^jZ^^/kc^^cJ^^^r- 

Please  mention  The  Revietv  to  yldver'i^ers  and  Their  Travelers. 
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Chantecler  Leaving  Imprint  on  Toys  and  Fancy  Goods 
Characters  in  Rostand's  Famous  Cast  Reproduced  in  Many  Lines  — 
Interest  in  Brass  Work  and  Crocheting  —  Patent  Leather  and  Fancy 
Elastics     are     the     Vogue     in     Belts  -    Paris     Favors     Leather     Bag 

CHANTECLER  is  likely  to  prove  a  mine  of  wealth
 

for  the   makers  of  fancy  articles     All  kinds  of 
rooster    and    hen    pheasant    conciets    are    being 

worked  up  into  brooches,  buckles,  hat-pins,  etc., 
in  gilt  enamel  and  with  embellishments  of  mock  jewels 
and  fancy  stones. 

For  Christmas  selling  chantecler  toys  are  likely  to  be 
much  in  evidence.  Wanamakers  have  introduced  a 

big  line  of  Chantecler  novelties  of  this  class  both  in  popu- 

lar-priced and  in  expensive  goods.  These  goods  have 
made  an  instant  success  and  Chantecler  dolls  promise  to 
take  the  place  of  the  popular  Teddy  bear.  These  dolls 
have  the  bodies  of  bear  plush,  and  faces,  wattles  and 
wings  of  composition.  There  are  no  arms,  but  instead 

wings  are  substituted,  composed  of  cut-out  felt,  in  green 
and  red,  while  the  lower  limbs  are  of  velvet.  The  higher 
priced  dolls  have  wings  of  real  chicken  feathers.  These 
dolls  and  similar  novelties  are  sure  to  be  big  sellers  for 
the  holiday  trade. 

Brass-working  and  Crocheting. 
A  very  general  interest  is  being  taken  in  brass-work- 

ing, and  stores  that  have  stocked  materials  and  outfits 

report  big  business.  As  the  pattern  is  stenciled  on  the 

brass  a  little  patience  and  practice  are  all  that  is  required 
to  turn  out  a  handsome  and  useful  article,  and  brass- 

working  outfits  will  take  a  high  place  in  Christmas  and 
Fall  lines.  In  stores  that  run  a  permanent  art  depart- 

ment, these  goods  are  free  sellers  at  the  present  time. 
Now  that  women  are  preparing  their  Summer  outfits, 

and  have  so  many  social  diversions  as  well,  things  are 
pretty  quiet  al  the  fancy  goods  counters.  As  soon  as  the 
weather  permits  of  a  move  to  country  homes  the  demand 
will  come  for  fancy  work  to  while  away  the  afternoon 
hours  on  the  verandah  and  to  take  up  odd  moments. 

Crocheting  and  embroidering  seem  to  take  first  place. 
For  one  thing  the  articles  are  not  bulky  or  cumbersome, 
and  also  are  dainty  in  the  hand.  Women  like  to  work  on 
articles  for  their  own  or  their  children's  adornment  and 
stamped  goods  always  sell  well  at  this  time.  Linen, 
scrim,  voile  and  net  waists  are  fashionable,  both  embroid- 

ered or  braided,  and  every  department  should  be  provid- 
ed both  with  the  material  and  new  and  suitable  patterns. 

Night-dresses  cut  in  one  in  the  peasant  style  now  in 
popular  vogue  are  likely  to  be  much  in  demand  and  em- 

broidered corset  covers,  drawer  frills,  etc.,  are  all  sellers. 
For  baby's  wear  come  pretty  and  practical  Dutch  caps 
scalloped  along  the  edges;  and  which  will,  by  the  letting 
out  of  a  few  stitches,  open  out  flat  for  washing  purposes. 

Hold-in  carriage  straps  made  of  strong  pique  and 
braided  or  embroidered  are  a  new  idea.  These  are  button- 
held  round  and  are  worked  in  either  outline  or  solid 
stitch. 

Belts  and  Hatpins. 

Belts  are  selling  well,  the  fashionable  belt  being  the 

patent  leather  belt,  but  elastics  in  plain  colors  and  hand- 
some tinsel  effects  are  the  sellers  of  the  moment.  The 

buckles  are  a  feature  and  are  very  handsome  as  they 
tone  in  with  the  belt  and  are  embellished  with  mock  jewels 
of  various  colors. 

In  better  grade  hat  pins  nothing  seems  to  take  the 

place  of  brilliants,  and  disc  pins,  ball  heads  and  spike- 
top  pins  are  all  seen  closely  set  with  sparkling  stones. 
There  is  no  question  of  the  effect  of  these  pins  when 
placed  in  a  dark  hat  or  against  the  velvet  trimming  that 
is  so  much  the  vogue  in  the  millinery  of  the  moment. 

From  Paris  comes  the  news  that  smart  women  are 

giving  up  the  chain  bags  they  have  been  so  partial  to  for 
so  long  a  period  in  favor  of  the  leather  bag.  Besides  the 

square,  flat  bag  novelties  are  seen,  and  round  and  heart- 
shaped  bags  are  making  their  appearance. 

Latest     Parisian     hair    dressing    style,    with    bandeau.    Shown    by    J. 
Palmer  &  Son,  Ltd.,  Montreal. 
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Hair  Goods  and  Ornaments. 

Still  the  demand  for  hair  goods  keeps  up,  aud  manu- 
facturers are  experiencing  ditticulty  in  getting  hair,  even 

at  the  advanced  prices.  Prices  have  more  than  doubled 
in  a  very  short  time. 

While  the  turban  idea  is  still  maintained  it  is  being 

very  much  elaborated  upon,  and  curls  are  employed  ex- 
tensively. Some  styles  have  the  crown  of  the  head  cov- 

ered with  small  curls,  with  the  soft  braid  or  coil  wound 
around  the  head,  with  curls  about  the  face.  This  return 
to  a  use  of  curls  is  to  the  advgntage  of  manufacturers, 
as  the  profit  is  greater  on  these,  and  it  is  not  necessary 
to  employ  such  long  and  expensive  hair  as  in  the  case 
of  switches. 

The  latest  idea  in  hair  dressing  styles  is  the  Greek 
coiffure  which  is  in  strong  vogue  in  Paris.  This  style  is 

rather  severe,  and  does  not  suit  all  types  of  faces,  con- 
sequently it  will  not  become  so  popular  as  the  Chan- 

tecler  curls  which  are  in  high  favor. 

Chantecler  ornaments,  in  the  form  of  sweeping  feath- 
ers, in  some  cases  with  the  head  of  a  bird  of  some 

kind  are  the  latest  novelties. 

Bandeaux  are  popular,  and  the  new  Greek  coiffure  is 

bringing  these  into  marked  prominence.  Spiral  orna- 
ments, which  screw  into  the  hair,  are  worn  with  the 

turban  coiffure  instead  of  the  large  braid  pins  in  many 
instances,  but  in  spite  of  this,  the  demand  for  the  pins 
is  very  heavy. 

In  regard  to  the  hair  goods  department,  the  amount  of 
f?paee  t«  be  given  to  it  will  depend  upon  the  size  of  tlie 
!?torp  and  the  amount  of  room  which  can  be  spared  for  it. 

The  silent  salesman  style  of  counter,  with  glass  front,  and 

shelves  for  the  display  of  goods  is  preferable,  and'  will 
('('(inoniize  space  for  showing  goods,  and  shelves  and  draw- 

ers behind  the  counter  will  provide  room  for  stock. 

Cleanliness  is  essential  in  llie  hair  goods  departmenl. 
Mo  one  likes  the  idea  of  buying  any  hair  goods  that  a.re 
not  strictly  clean  in  appearance.  Tiic  i<lea  of  disp  aying 

i-ards  stating  that  goods  are  nol  exchanged  for  sanitary 
reasons  is  a  good'  one,  for  it  gives  customers  cmifidence  in 
the  department.  In  the  sp<^cialty  hair  dressing  parlors, 
wlieie  hair  goods  are  treated,  aud  returned,  goods  ma.y 

be  disinfected  or  thoroughly  cleaned  before  being  return- 
ed to  stock.  This  is  not  so  essential  as  in  the  ordinary 

department,  which  only  sells  the  goods. 

In  order  to  make  a  success  of  a  department,  the  im- 
portance of  buying  only  from  reliable  manufacturers  can- 

not be  too  strongly  emphasized.  The  fact  that  hair  is 
going  up  so  rapidly  in  price,  having  doubled  in  a  very 

short  time,  shows  that  in  ord'er  to  sell  the  very  cheap 
goods  w'hich  are  shtiwn  at  the  present  time,  they  cannot 
possibly  be  desirable.  When  one  realizes  the  processe.* 
that  hair  has  to  go  through  before  being  ready  for  wear. 
it  is  easy  tn  understand  that  satisfactory  goods  cannol 

he  i)ui  on  till'  market  at  a  very  low  figure.  The  very 
clieap  hair  is  badly  dyed,  and  fades  quickly,  and  is  alsi 

coarse  and  usually  unsightly,  and  the  stoi-e  that  stocks 
this  class  of  goods  only  cannot  acquire  a  reputation  wliicii 
will  help  them  very  much  in  business. 

Salesladies  in  the  hair  goods  depa,rtment  should  be 

very  neatly  dressed  and  should  have  their  hair  attractively 
arranged.  A  frowsy,  untidy  girl  in  the  department  would 
d'.i  muf'ii  1(1  turn  customers  awav. 

Dress  Shield 
Every  pair  guaranteed. Has  the  largest  sale  in  the  world. 

I.  B.  Kleinert  Rubber  Company, 

Sold  by  all  leading  Jobbers. 

Toronto 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Summer  Styles 
in  Hand  Bags 

Our   Special    Catalogue    Illustrates    them    Beautifully 

Send  for  a  copy. 

Leather  Goods 
for  the  Fall  and  Holiday  Trade 

We  are  preparing  to  show  the  largest  line  ever  exhibited 

in  Canada.  No  need  to  place  import  orders  when  you 

can  buy  everything  as  wanted  from  us. 

The  Julian  Sale 
Leather  Goods  Co.,  Limited 

105  King  Street  West TORONTO 

.The  Hair  Goods  House  of  Canada 

There  is  big  profit  right  now  for  every 

store  handling  hair  goods.  Present 
fashion  demands  the  use  of 

Hair  Nets         Pads  Turbans 

Switches     Coils,  etc. 
Braid  Pins,  Combs,  Barrettes,  etc. 

We  have  the  latest  ideas  and  most  complete  stock 
Write  for  the  NEW  CHANTECLER  CURL  (as  illustration) 

f-faiW    ISI^f-e     The  celebrated   Sharris,  with   draw  string;  our  Nos.    200, 
**^^*     l^Clo     300,  400  are  the  best  made  and  every  net  guaranteed. 

Write  us  whenever  you  require  hair  goods. 

J.  Palmer  ̂ ±S LIMITED 

5  &  7  Debresoles  St. 

Montreal 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Modistes  Say  it  is  a  Great  Belt  Season 
HEYL  PATENT  LEATHER  BELTS  are  enjoying  a  very  active  demand. 

Large  as  it  it  already,  thia  demand  is  increasing  every  day.  In  short,  these  belts  are  emphatically  LEADERS  for  the  coming  summer.  Phenom- 

enal sales  of  Heyl  Patent  Leather  Belts  ju.tify  us  in  giving  the  "tip"  to  the  trada. 

Most  popular  of  all  are  the  belts  made  exclusively  of  this  GENUINE  HEYL,  retailing  from  50c.  upwards.  The  range  of  styles  and  effects  is 

large.  Widths  vary  from  1  '^  in.  up  to  4  in.  Raw  edges  and  Piped  effects.  Popular  buckles  are  in  plain  Harness  Style.  In  many  of  the  belts.  Kip  Calf  also 
is  effectively  employed. 

Favorite  colors  beside  Black  and  White  are  Shoe  Tan,  Red  and  Navy  Blue. 

Heyl  Patent  Leather  Belts  are  least  easily  soiled  by  dust  or  perspiration,  giving  good  wear. 

P.  W.  Lambert  &  Co. 
Makers  of  Fine  Leather  Belts 

Bags,    Rolls   and    Novelties 

64-66  Lispenard  Street New  York 
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ordering  Ahel  Jylorran  s 

"Bayonet  Point 
HA  T  PINS 

or jVlorrall s  jKeedles 

Are  made  in  all  Human  Hair  Shades  to  tone  with  the 

hair  of  the  wearer,  the  Net  being  quite  invisible,  whilst 

keeping   the   Coiffure   in    place   without    flattening. 

5  Sizes    R  20    R  22     R  23     R  24      R  26 
Medium Large      Extra  Large      AUover         Superfine 

ROSENWALD  BROS.,  Sole  Manufacturers  &  Patentees 
LONDON,    PARIS,    VIENNA 

Makers  also  of  every  kind  of  HairNets,  Hair  Frames,  Hair  RollSy  etc. 

Sole  Agents  for  Canada:  DIECKERHOFF.  RAFFLOR  Co..  Ltd 
Cor.  Simcoe  &  Wellington  Sts.,  Toronto,  and  525  St.  Paul  St.,  Montreal. 

My  "CODE"  word  is 
QUALITY! 

QUALITY  is  a  leading  feature  in  all  my 
.smallwares,  and  they  have  the  added  charm 

of  being  neat,  natty  and  up-to-date.  Fea- 
ture my 

Hat  Pins,  Turban  Pins 
SIDECOMBS 

Belts,  Barrettes,  etc. 
also    the     famous     "Celebrate"    Hair    Net. 
They  are  real  trade  winners,  and  have  the 

dealer  a  "well-worth-while"  profit. 

You  can  make  your  smallwares  depart- 
ment a  booming  success  if  you  feature  my 

specialties ! 
Send   for  prices. 

E.   H.   CODE 
223-225  QUEEN  ST.       :       OTTAWA,  ONTARIO 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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A  Corner 
of  our Scrap Heap 

Showing  a  few 
of  the  many 

kinds  of 

antique  Cash 
and  Package 

Carriers  that 

we  have 

replaced  with 
our  modern 

improved 

Gipe  Carr'ers. 
¥1  1     TK  I       ii  These  are  just  ajfew  of  a^great  many  similar  letters  we  have  on 
Il.6dQ     lu6S8    IjGllGrS  file  from  satisfied  users  of  Gipe  Cash  and  Package  Carriers. 

From  STEACY  &  STEACY,  Kingston,  Ont. 
Dear  Sirs: — 

After  an  experience  of  over  tweiit\  years  in  handling  Cash  ami  l'ac'ka.2:e  Carriers,  and  being  always  on  the 
look-out  for  the  most  approved  and  up-to-date  article  in  tliiil  line,  we  take  very  <>Teat  pleasure  in  stating  thai 

after  our  experience  with  the  system  of  "Gipe  Cash  and  package  Carrier"  which  you  recently  installed  in  our 
store,  we  must  express  our  entire  satisfaction  with  same.  As  you.  no  doubt,  are  aware  w-e  disposed  of  our 
Lamson  Endless  Cable  system  to  replace  it  with  your  Carrier;  and  we  aie  very  much  pleased  indeed  to  have 
made  the  change. 

Trusting  youi-  system  will  meet   with  the  reception  which   ii    lidily  deserves,  we  remain, 

Vours    very    truly.  STEACY  &  STEACY. 

From  RICE  LEWIS  &  SON,  LIMITED,  Toronto,  Ont. 

Gentlemen : — 

Having  used  your  new  "Gipe"  Cash  Carriers  for  th  •  past  six  m(]ntlis.  we  frankly  state  that  they  are  very 
efficient  in  every  way,  and  are  giving  us  perfect  service. 

Tiic    Speed,  positive  Catch  and  Ease  of  Operation  are  features  Ihat  appeal  to  us  strongly. 

Yours  truly.  RTCE  LEWIS  &   SON.  TTMITED.  Per  J.  D.  Brown 

From  THE  C.  ROSS  CO.,  LIMITED,  Ottawa,  Ont. 
Dear  Sirs: — 

The  Package  Carrier  System  recently  installed  by  you  is  eniiiieiilly  satisfactory,  we  appreciate  also  the  man- 
ner in  which  it  has  been  installed,  as  although  work  was  eanied  on  during  the  progress  of  business,  we  suffered 

no  inconvenience  owing  to  the  courteous  and   considerate    nianner  in  wliicli  your  workmen  performed  their  duties. 

Yours,  etc..  THE  C.  ROSS  CO.,  LTD. 

Are  you  "getting  along  somehow"  with  an  obsolete,  iinsatisfactory  system,  or  doing  without  any  system  of 
Cash  and  Package  Carriers  at  all? 

Surely  it  would  be  well  worth  your  while  to  write  us  for  catalogue  and  full  particulars  regarding  Gipe  Cash  or 
Package  Carriers. 

We  can  show  you  how  they  will  earn  real  money  for  you  every  business  day  in  the  year;  and  we  positively  guar- 
antee Gipe  Carriers  to  give  you  better  service  than  any  other  wire  carriers,  pneumatic  tubes,  cable  carriers  or  cash 

registers  in  the  world. 

THE  GIPE  CARRIER  CO. 
118  Holborn,  London,  E.  C,  England 99  Ontario  Street,  Toronto,  Ont 
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Modern  Store   Equipment 

Trimmers  Will  Feature   Wedding  Toggery  for  June 
How  an  Artistic  Hollingsworth  Window  was  Used  to  Suggest 
Dainty  Equipment  for  the  Bride  and  Party  and  for  the  Home 

—  Simpson  Co.   Fitting  up  French  Rooms  for    Display   of    Clothing. 

THK  June  briue  is  a,  very  impurtaut  personaiie  in 

the  e.yes  of  the  (li\y  goods  merchant,  and  this 

year  is  siu-li  a  prosperous  one  that  it  will  pay 
l)arlieularly  well  to  cater  to  her  wants.  Kaily 

in  May  is  the  time  when  trimmers  get  'busy  wiih  br.dal 

windows,  and  tlie  one  shown  is  a  specially  g'ood  specimen. 
The  treatment  is  not  only  artistic,  but  tlie  window  is 

practical — the  merchandise  to  be  sold  stands  out  etfe;-- 
tively. 

Tills  display  was  put  in  last  May  by  II.  HoUingswoi'ih 
for  tlie  Robert  Simpson  Co.  The  background  is  not  iir,- 

duly  elaborate,  a,nd  is  of  such  a  nature  as  to  serve  foi'  tlie 
showing  t)f  other  lines  beside  those  that  appertain  to 

the  dressing  of  the  bride.  The  central  feature  of  the  dis- 

play is  the  figure  wearing  a  handsome  gown  suita'ble  for 
the  ceremony.  White  silks,  satins,  and  other  fabrics,  to- 

gether with  rich  laces  and  trimmings,  as  well  as  mil'in- 
ery  and  other  proper  accessories  to  the  bride's  or  brides- 

maid's toilette  are  shown.  To  the  left  on  a  stand  is 
shown  wedding  stationery,  and  a  few  expensive  pieces 

of  jewelry  suitable  for  gifts  to  either  the  bride  or  brides- 

maid. Another  day  the  bride's  figure  was  retained,  biu 
the  goods  shown  were  expensive  bric-a-'brac.  china,  clocks, 
cutlery,  silverware,  etc. 

'Other  displays  that  could  be  worked  out  are  a  lingerie 
window  showing  high-class  lingerie  in  sets  and  single 
pieces,  and  a  linen  window  showing  art  and  ta'ble  linen. 
The  custom  of  presenting  the  bride  with  good  linen  is 

growing,  for  there  is  no  gift  the  about-to-become  house- 
keeper values  more. 

Last  year,  in  addition  to  a  handsome  bride  window, 

which  showed  the  bride  and  groom,  the  bridesmand,  the 

matron  of  honor  and  other  guests  appropriately  costumed, 

were  shown.  The  display  was  continued  for  a  few  days 

as  an  attraction  in  the  ready-to-wear  department.  A  plat- 

form a'bont  18  inches  high  was  built  and  covered  with  pale 
grey  cloth,  and  a  background  was  furnished  by  large 

palms,  ba,y  trees,  ferns  and  growing  plants,  and  here  the 

window  group  was  repeated.  Stands,  fancy  chairs,  etc., 

were  also  brought  into  use,  and  high-class  lingerie,  silk 

petticoats,  morning  and  lounging  robes,  and  other  ac- 
cessories were  shown  thrown  over  a  chair,  as  though  it 

had  been  placed  there  ready  to  put  on. 

Bride's  Table  Portrayed. 
In  the  furnished  house  the  table  in  the  dining-room  was 

set  for  the  wedding  feast,  and  plaster  cupids,  satin  shoes, 

large  gilded  rings,  satin  bells  aind  horseshoes  were  the 

appropriate  decorations. 

Trimmers  must  not  forget  that  women  who  have  the 

inoiiey  to  si)end  are  liudving  to  the  stores  for  ideas,  and 

that  it  pays  to  the  full  to  be  ahle  to  give  them  what  they 

ai'e  seeking.  Kacli  year  sees  tiie  opening  of  new  fields 

(if  effort  and  influence  to  the  trimmer's  department,  and 
the  man  who  has  ideas,  individuality  and  the  courage  and 

l)erseveranee  to  work  them  out  is  sure  to  come  out  a  win- 
ner ill  the  end. 

The  Review  Medal. 

The  accompanying  cur  is  a  reproduction  of  the  gold 

medal  jiresented  by  The  Dry  Goods  Review  to  Hanlan 

Hobinson.  trimmer  of  R.  IMcKay  &  Co.,  Hamilton,  win- 

ner of  the  'highest  number  of 
points  in  The  Review  window 

competition  for  1909.  The 

medal  is  in  dull  gold,  with  a 
raised  drape  surrounded  by 

a  wreath  capped  by  the  initials 
D.G.R.  On  the  reverse  side  is 

the  inscription,  "Presented  by 
The  Dry  Goods  Review  to 
Hanlan  Robinson,  highest  score 

in  window  eorapelition,  1909." 
Three  firsts  and  two  seconds 

were  captured  by  Mr.  Robinson 
in  the  monthly  competitions,  his 
total  score  being  21. 

The  competition  is  being  con- 

tinued this  year,  and  consider- 
able enthusiasm  is  being  shown 

in  it  by  trimmers  throughout 
Canada.  Two  cash  prizes  of 

$4  and  $3  are  awarded  monthly 
for  the  two  best  windows 

entered.  The  advisability  of 

having  windows  sent  is  as  near 

as  possible  to  the  week  in  which 

they  were  actually  shown  should 

be  considered  by  trimmers.  The 

judges  are  thereby  enabled  to 

place  the  displays  in  the  months 
to  which  they  properly  belong. 

Descriptions  as  to  backgrounds 

and  other  details  should  accom- 

pany the  photos  always. 
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A  Beautiful  Department. 
T^ugh  it  is  only  the  few  who  can  spend  the  money 

so  lavishly,  or  have  the  spaee  at  eouuuand.  every  trim- 

mer who  comes  to  Toronto  during  the  coming-  Summer 
should  earefullv  studv  the  manner  in   whicli   ilie   Robert 

lars  and  the  deep  rich  mahogany  fixtures,  counters,  cases, 
tables,  wardrobes,  etc. 

The  process  of  reconstruction  is  still  going  on.  The 
portion  of  the  department  between  the  light  well  and 
tile  front   of  the  store  is  now  boiug  lit  ted   up  as  a  series 

Bride  window  trimmed  t>y  H.  Hollingsworth,  for  R.  Simpson  Co.,  Toronto.  Background  in  Louis  IV.,  light  green  satin  panels  bordered 
in  light  grey,  mouldings  in  cream  and  gold.  Goods  shown,  white  sill?s,  satins,  laces  and  millinery  suitable  for  dress  accessories  for  the 
June  bride.    To  the  left  is  shown  a  stand  with  wedding  stationery.    A    few  pieces  of  expensive  jewelry,  such  as   rings,   brooches,  suitable  for 
gifts  for  the  bride  or  bridesmaid.    On  the   figure   in  centre  a  handsome    gown   is   shown.    Bouquet   of   real   flowers.    This   trim   proved  a  good 
trade  puller  and  many  lengths  of  wedding   materials  were  sold  during    the  time   the   display   was  in. 

Simjjson  Co.  is  decorating  and  embellishing  their  garment  of  French   rooms  for   the   showing  of  high-class   clothing 
department.  and  accessories. 

The   immense  second   floor  is   devoted   to   the   sale  of  The    dainty    lingerie    room,    in    particular,    draws    ex- 

"ready-to-weaj,"  and  is  carpeted  with  a  plain  green  pile  pressions  of  admiration   and  delight  from  its  many  visi- 
carpet.  which  contrasts  finely  with  the  massive  white  pil-  tors.     Over  the  gi'een  floor  covering  many  colored  Oriental 

spring  opening  display  by  Ilanlan  Uot.inson,  for  the  R.  McKay  Co.,  Hamilton.  Bacliground  of  green  velour  plush,  pleated  ;  two  light 
baskets  were  used  in  each  comer  filled  with  flowers.  In  the  centre  of  background  were  three  wreaths  of  pink  roses  made  in  different  sizes 

and  green  leaves  and  maiden-hair   fern.    The   floor   was  a  linen   shade    of   felt. 
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rugs  aiv  laid,  and  the  backs  ot"  the  tilling  ioduis  are  con- 
cealed with  more  nigrs.  Cases  and  mahogany  table  ai\^ 

arranged  around  the  walls,  and  antique  chairs,  couches, 
etc.,  are  also  utilized  for  display  purposes.  The  goods 
on  display  are,  of  course,  constantly  changed,  but  at  tao 
present  time  a  feature  is  being  made  of  exquisite  layettes, 
and  negligee  gowns.  Oreat  care  and  thought  has  been 
expended  upon  the  arrangement.  For  example,  a  wax 

baby,  drtsstd  f  v  .intinir.  is    aid  aslreii  up  ni  an  cxiiuisiU' 

pongee  cloth  in  champagne  shade,  willi  -a  slonciled  border 

ih  green  and  yellow."  The  ceiling  oi'  this  room  is  in  j)anels 
tilK'd  in  with  a  eonvenliiinal  design  in  Madras  muslin. 

In  the  larger  room,  devoted  to  expensive  dresses,  hand 
sDuie  wraps,  exquisite  mirinery  and  accessories,  the  most 

sti'iking  thing  is  the  antique  t'uniilui-e  used  fnr  display 
purposes.  Tiiere  are  .lacoliiau  chairs  and  a  high-backed 
s;'tU'e  npholslcrcd  ;n  gay  printed  fabrics,  as  well  as  beau- 

tiful   inlaid    chairs    nf    later    design.      The    fitting    rooms, 

Dress  goodi:  window  by  E.  F.  Wilson,  for  tlie  Exclusive  Ladies'  Store.     North  Bay.     Three  bolt  and  two  half-form  drapes  are  used  effectively 
in    this    window,    the    centrepiece    being  a  richly    trimmed    waist.    A    continuous   drape  of   material   formed   the   background. 

pillow  of  hand-embroidered  linen,  batiste  and  lace,  while 

the  child's  garments  are  a  mass  of  delicate  laees  and  em- 
broideries. A  bassinette  and  all  tlie  articles  to  correspond 

also  claim  a  large  share  of  attention.  Palms,  ferns  and 

growing  plants  are  everywhere.  On  the  cases,  gilded  bas- 

kets contain  pots  of  ramb'er  roses  and  lilies-of-the-valley. 
as  well  as  vases  of  sweet-scented  stocks.  A  number  of 

stuffed  peacocks  add  a  rich  note  to  the  decorative  scheme, 
and  painted  panels  showing  peacocks  are  used  to  shade 
the  window.     All  curtains  and  hangings  are  (if  mercprizcd 

wardrobes,  mirrors,  etc.,  are  all  finished  in  mahogany,  and 

palms,  growing  plants,  flowers,  bay  trees,  etc.,  are  used 
witli    telling  effect. 

Though  a  great  deal  of  what  is  being  done  in  the 

Simpson  store  is  impossible  in  nuuiy  establishments,  it 

points  the  way  towards  the  methods  taken  by  live,  up-to- 
date  stores  to  hold  and  increase  their  business,  and  to  the 

educative  work  for  the  benefit  of  their  customers  that  is 
fniiiiil  t"  be  of  so  much  importance. 

Spring  millinery  wiiidow.  l.y  A.  Fmser  Little,  for  Regina  Trading  Co.  Background  of  shirred  cheesecloth  ;  iro
n  rods  bent  to  form  the 

lattice  scroll  :  folded  strips  of  cheesecloth  to  lattice  the  scroll  work  :  sausage  trimming  around  scrolls  and
  as  a  bordering  :  bottom  of 

window  civered  with  pufled  .Japanese  silk:  milinery  stands  draped  with  chiflon  :  touches  of  delicate  shades ,  of  flowers  dotted  here  and 

^here. 
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This  Rack  s  'Ours'  not  'Yours' if  it  fails  to  give  the  most  entire  satisfaction. 
Send  for  a 

BUCKINGHAM 
Sunflower   Skirt  Rack 

It  |)rovi(les  the  most  effective  way  of  displaying 
\()ur  skirts  and  petticoats,  and  saves  pressing 

txi)enscs  by  retaining  the  skirts  in  their  original 
foMs.  Each  skirt  is  readily  accessible  and  is 

kept  in  first-class  condition.  Racks  hold  50  gar- 
ments each,  and  take  up  the  minimum  of  space 

Price  $16.50,  f.o.b.  Guelph. 

Buckingham- Rae    Company 
177-179  Adams  Street,  Chicago,  III. 

Clatworthy 

Fixtures 

are  the  result  of  years 
of  experience,  study 
and  experimenting. 

Make  your  store  look 

prosperous  and  invit- 
ing by  using  them. 

Issue     the     strongest 

No.    981 

No.   767 

possible  appeal  to  the 

buying  public  by  dis- 
playing your  goods  at- tractively. 

Our  advice  is  free. 

Come  and  avail  yourself 
of  it,  or  write  for  our 

new  fully  illustrated  des- 
criptive catalogue. 

Clatworthy   &    Son^ 
Limited 

161  King  St.  West 
Toronto 

WINDOW  DRESSING  AND   DISPLAY 

J.    R 

WRITE  FOR  OUR  NEW  CATA- 

LOGUE (NO.  16)  JUST  OUT.  WE 

ILLUSTRATE  PROFUSELY  OUR 

NEW  IDEAS  FOR  SHOWING 

MERCHANDISE    IN     GENERAL. 

PALMENBERG'S    SONS Est.  1852 

710  Broadway,  New  York. 

Factory— 87,  89  and  91  West  3rd  Slreet,  New  York 

30  Kingston  St..     1 10  Bedford  St.  Nos.  10  and  12  Hopkins  Place 
Boston  Baltimore 

Please  mention  The  Review  to    Advertisers  and  Their  Traveler s^ 



Interior   \\ei/  o(  the   R.  Waldron  store,    Kingston.    This   is  of   particular   interest   by  reason   of   the  exceptional   display   facilities. 
Note  the   strong   battery  of   display  cases.    The  picture   also  shows  a   neat   effect  in   metal   ceiling. 

Metal  Substitute  for  Wood  or  Plaster  in  Store  Ceiling 
Can  be  Installed  in  Ordinary  Store  for  Outlay  of  About  $300 
—  Some  Advantages  to  be  Considered  Freshness  in  Appearance 
Easily  Maintained— Little  Expense  After  Initial  Cost— Improved  Lighting 

UP  to  about  15  yeai-s  ago  plaster  and  wood  ceilings had  no  substitute  in  the  matter  of  interior  store 

finish.  Metallic  ceilings  have  now  proved  their 
superior  qualities  in  the  matter  of  appearance. 

durability  ajid  satisfactory  results  generally,  considering 
the  outlay.  Many  beautiful  effects  can  be  obtained  in 
metallic  ceilings,  and  in  the  more  expensive  designs  it  is 
difBeuit  to  distinguish  from  'a  fine  plaster  ceiling.  A  very 
good  idea  can  be  gained  from  accompanying  photographs 

of  the  appeai'anee  of  a  metal  ceiling  in  a  store.  The  treat- 
ment of  ceilings,  staircases  and  be'ams  is  illustrated. 

The  advantages  of  a  metal  ceiling  will  soon  become 
apparent  to  the  merchant  who  has  had  one  put  into  his 
store.  One  of  the  chief  points  in  its  favor  is  that  it  will 

not  crack  or  fall  off;  as  long  as  the  bui'ding  stands  the 
ceiling  remains  intact. 

When  a  plaster  ceiling  is  on  for  a  long  time  it  is  likely 

to  crack  and  portions  fall  off,  and  soil  or  destroy  a  con- 
replaced,  business  in  the  department  over  which  the  work 
is  being  done  is  probably  suspended. 

When  a  new  building  settles  the  effect  is  often  dis- 
astrous to  the  appearance  of  the  plaster  ceilings  and  walls, 

but  the  settling  of  a  building  has  no  perceptible  effect  on 
the  metal.  It  does  not  need  repairing,  as  plaster  ceilings 
30  often  do. 

Suppose  that  a  pipe  has  to  be  repaired  above  a  metal 
ceiling;  only  a  section  is  required  to  be  removed,  and  this 

can  very  easily  be  replaced  without  all  the  dirt  and  con- 
fusion consequent  on  the  opening  of  a  plaster  ceiling. 

As  regards  a  wood  ceiling,  after  a  while  it  will  prob- 
ably shrink  and  show  gaps;  here  again  the  metal  has  a 

distinct   advantage. 

When  a  metal  ceiling  becomes  soiled,  it  can  be  washed 
and  brightened  up  and  a  eoa,t  of  paint  will  make  it  like 
new.  Another  point  of  the  metallic  ceiling  which  should 
not  be  overlooked  is  that  it  is,  to  'a  certain  extent,  a  fire 
protection.  Though  in  itself  it  does  not  make  a  building 
fireproof,  yet  it  contributes  its  share  towards  this  end  by 
))reventing  live  cinders  falling  from  above,  and  minimizing 
danger  from  careless  tenants  in   upper  flats. 

The  sanitary  character  of  the  metal  ceiling  will  h?  ap- 
preciated. It  does  not  harbor  germs  like  plaster  and 

wood,  and  so  is  the  healthiest  of  the  three  kinds  of  in- 
terior finish.  A  ceiling  of  this  description  could  be  put 

in  while  business  is  being  carried  on.  The  sections  are 

smaJl,  24x24  inches,  and  the  work  iwould  not  interfere 
with  trade  to  any  considerable  extent. 

A  medium-priced  ceiling  for  a  store  measuring  say, 
40xlfl'0  feet,  would  cost  about  $275  to  $300  for  material 
and  workmanship,  or  for  a  store  of  25xl(>0  feet,  a  ceiling 
would  cost  about  $150  to  $200.  A  good  plan  is  for  the 

mercha;nt  to  send  dimensions  of  his  ceiling  to  the  manu- 
facturer, who  will  quote  bulk  prices  of  materials  in 

various  designs.  The  merchant  then  contracts  with  some 
one  to  put  up  the  ceiling.  Where  there  is  already  a  plaster 
ceiling  it  has  to  be  strapped  and  metal  laid  over.  This 

allows  for  cornice.  Wood  ceilings  do  not  require  strap- 

ping. 
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Correct  and  Scientific  Illumination 
FOReWINDOWS  and    STORES 

Increased 

Light 
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Reduced 
Light 

Bill 

Correct  Window  Illumination 

The  Most  Brilliantly  Lighted  Store  is  not  always  the 
best  lighted  store.  What  good  is  a  great  intense  light 
above  the  centre  of  the  room?  It  simply  serves  to  make 
your  counters  and  cases  appear  dark— get  your  light 
down  where  you  needit,  not  up  in  the  middleof  the  room. 

Proper  reflection  and  diffusion  are  of  as  much  im- 

portance, in  correct  illumination,  as  the  light  source  it- 
self. That  is  why  the  Tungstolier  System  of  Illumination 

stands  alone  in  scientific  store,  office  or  factory  lighting 
In  many  cases  we  have  increased  the  useful  light 

over  100  per  cent,  and  at  the  same  time  reduceed  the 
light  bill.  Let  us  give  you  details  of  our  system. 

WRITE  RIGHT   NOW. 

THE   TUNGSTOLIER    CO.  of    CANADA,    Umited 
96  King  Street  West 

Send  us  dimenaions  and  description  of  your  store. 

TORONTO 
No  charge  made  for  lighting  recommendations 

Profitable  Display  Demands  Practical  Fixtures 

No-  2 — Practical  Ribbon  Cabinet 

Practical 

Ribbon 

Cabinets 

Made  in 

Eidht 

Sizes 

Holding 

From 

50  to  700 

Bolts 

o{ 

Ribbon 

PRACTICAL 
RIBBON 
CABINETS 

PRICE  LIST Cabinet 

No. 

Capacity 

Bolts 
27Vx  6l4x2fi},i 

28Kxn  x26 

YS^ixH  x,S8 28Kxl8Kx38 

2«Kx2S'4'x38 28Jix27Kx38 
28^x32^x38 28Kx42^xl3K 

50 

190 
150 

250 

325 

400 

475 

700 

$  6  00 10  00 

13  5n 

18  50 
23  00 
26  00 

30  00 
42  00 

MADE  OF  OAK 

No.  3  —Practical  Ribbon  Cabinet 

Practical  Hosiery  Racks 
Made  of  steel,  nickel  plated.  H  Slip  the  stocking  in  the  spring  pair  by  pair. 

Place  the  spring  in  the  Irame  at  ihe  top  of  the  rack.  HA  quick  jerk  disengages 
the  pair  desired  without  interfering  with  the  others.  When  handled  and  inspected 
they  hang  tight  and  last,  keeping  theit  position  and  shape.  There  can  be  no 
disorder  in  the  stock  when  this  rack  is  used. 

No.  1 — 34  inches  high,  16  inches  wide.  Has  four  springs.  Capacity  72 
pairs  hose,  $5.75. 

No,  2 — 34  inches  high,  17  inches  wide.  Has  eight  springs.  Capacity  120 
pairs  hose,  96.75. 

Practical  Piece  Goods  Fixtures 
The  proper  display  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 

Practical  Counter  or  Floor  Fixture.  Either  holds  forty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft,  6  in.,  20  in.  counter  space.    Price,  $6  50. 
Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50. 

PRACTICAL  HOSIERY 

RACKS.     Two  sizes,  holding 
72  and  100  pairs  Hose. 

FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND 

Counter  Fix  ture 

NOTION    HOUSES.    SEND   FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers,     ILION.  N.Y. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Metallic  ceilings  are  claimed  to  be  the  most  economical 

of  the  three  kinds  of  ceiliug-s.  as.  after  the  initial  cost,  an 
occasional  coat  of  paint  is  practically  all  the  expense  en- 
tailed. 

Fireproofing  the  Store. 
Fireproof  doors  and  tireproof  windows  are  au  effective 

safegruard  against  the  spread  of  fire.  Side  walls  might 
be  equippeil  witii  tireproof  windows,  and  tireproof  doors 
might  be  placed  at  the  back  and  through  the  store,  so  that 
in  e;ise  tif  tire  in  adjacent  buildings,  the  merchant  would 
be  immune  from  fire  entering  his  premises. 

Then,  in  case  of  fire  occurring  in  any  part  of  his  store, 

he  would  be  able,  with  tireproof  doors,  windows  and  ceil- 
ing to  confine  the  fire  to  the  place  of  origin,  thus  saving 

the  rest  of  the  building,  and  be  enabled  to  continue  busi- 
ness without  any  appreciable  inconvenience  or  loss. 

These  safeguards  will  prove  a  good  investment.  They 
will  mean  a  reduction  in  insurance  rates,  and  will,  in  a 
few  years,  pay  for  themselves. 

Wall  display  rack  on  which  miiny  forms  of  merchandise  may  be  sys- 
tematically displayed.  One  merchant  used  this  fixture  satisfactorily 

to  show  children's  dresses.  These  were  fastened  flat  to  the  surfaces 
which  can  be  moved   on  the  same  principle  as  the   leaves   of  a  book. 

Improved  Store  Lighting. 

Proper  lig'hting  is  as  essential  to  the  welfare  of  the 
retail  store  as  any  other  part  of  the  equipment. 

Inefficient  lighting  is  disastrous  to  the  appearance  of 
a  store,  as  well  as  to  the  effectual  showing  and  selling 

of  goods. 

Great  improvements  iiave  certainly  been  made  in  this 

form  of  equipment,  and  brilliantly-lighted  stores  are  gen- 
erally the  rule,  but  the  difKculty  seems  to  be  to  produce 

a  light  that  will  give  as  near  the  effect  of  daylight  as 
possible.  The  use  of  vaicuum  tubes  is  being  tested  by 

some  stores.  The  white  lig'ht  afforded  'by  these  tubes  is 
caused  by  the  electric  current  flowing  through  rarified 
carbon  dioxide  gas.  The  small  amount  of  gas  which  is 
required  is  generated  automalieally  as  needed,  within  a 
terminal  box,  and  is  automatically  fed  to  the  tube.  The 
light  is  so  low  and  soft  that  it  does  not  dazzle  the  eye,  and 

thereby  permits  better  matching  of  colors.  Delicate 
shades  can  be  easily  distinguished,  as  well  as  the  close 
shades  of  blue  and  black. 

While  the  long  light  tubes  built  into  the  departments 
are  probably  the  best  method  of  securing  this  particular 
light  in  any  part  of  the  store,  it  is  possible  to  get  the 
effect  less  expensively  with  what  are  known  as  artificial 

daylight  windows.  One  form  of  these  "daylight  win- 
dows" consists  of  a  sheet  metal  box,  i-esembling  in  some 

respects  a  hea,vy  picture  frame  or  shadow  box.  Inside 

this  'box  134-inch  glass  tubing  is  bent  back  and  forth  up- 
on itself,  and  in  the  rear  are  located  the  electrodes  and 

feeding  apparatus. 

Such  an  artifieial  daylight  window  is  suitable  for 
counter  use  in  retail  stores.  It  is  said  that  these  tubes 

give  an  unvarying  pure  white  light,  more  reliable  than 
daylight. 

Notwitlistanding  the  great  strides  made  in  store  light- 

ing, customers  often  'have  goods  taken  to  windows  or 
doorway  in  order  to  see  the  true  colors.  All  this  is  ren- 

dered unnecessary  by  such  a  window. 

f;tlc"Et  CARRIERS SA\/E  TIME  &  MONEY 

OUR  GUARANTEE 

We  will  ioatal  a  System  of  Gipe  Carriers 
in  your  store;  you  use  them  TKN 
DAYS,  anil  ir  you  do  not  lind  'hat  thny give  you  BETTER  and  QUICKER 
SERVICE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUBES, 
CABLE  CARRIERS  or  CASH  REG- 

ISTERS, we  will  remove  them  at  our expense. 

  CATALOG  FREE   
THE    GIPE  CARRIER  COMPANY 
99    ONTARIO  STREET  TORONTO,  ONT 

EUKOPCAN  OmCEUn  nOLBCRH.LOHD»/l  l.C.  IMC. 

Increase 
Your  Sales 
by   makinj<  your  .store 
a  centre  of  attraction  ! 

Nothing  helps  as 
much  in  the  eftective 

display  of  your  goods 
a,s  the  showing  of  them 
in  our 

Show  Cases 
and 

Silent  SalesmeD 

Get  prices  and  de- 
tails of  our  up-to-date 

Shelving  and  Notion 
Cases. 

Goods  well  displayed 

are  half  sold  ! 

Show  Case  as  illus- 
trated at  $7  per  lineal 

foot  is  a  certain  busi- 
ness bringer. 

Send  for  Catalogue 

The  Canadian  Show  Case  Co. 
333  ADELAIDE  STREET  WEST,  TORONTO 

Please  mention   The  Revieiu  to    Advertisers  and   Their  Travelers. 
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Are  Your  Back  Windows 

Working  FuiTTime? 
By  rights  they  should  be  working  every  hour  while  there  is  any  day- 

light in  the  sky,  helping  to  illuminate  your  store  interior,  making 
it  a  brighter  and  more  cheerful  place  for  shoppers. 

The  sun's  rays  entering  the  front  windows  should  be  met  about 
the  centre  of  the  room  by  those  entering  the  back  windows,  thus 
forming  a  sheet  of  natural  light  that  will  benefit  every  part  of  the  store. 

Back  windows  attain  their  maximum  lighting  efficiency  only  when 
equipped  with  Luxfer  Prisms. 

In  fact,  with  windows  both  back  and  front  glazed  with  Luxfer 
Prisms  the  average  store  becomes  a  vastly  brighter  and  more 
efficient  selling  machine. 

Luxfer  Prisms  are  designed  to  distribute  daylight  over  the  greatest 

possible  area. 

Ask  any  Architect  anyxvhere. 

Luxfer  Prism  Company,  Limited 
TORONTO  -  -  MONTREAL 

Get  the 

Richardson 

Catalogue. 

It  will 

solve  your 
Display 

Problems 

Our  122-page  catalogue  should  be  on  the  desk  of  every  progressive  mer- 
chant in  Canada.  It  is  full  of  the  most  modern  ideas  in  all  kinds  of 

DISPLAY  FIXTURES,  WAA:  FIGURES,  SHOW  CASES,  ETC.,  of 
which  the  cuts  shown  here  give  but  a  faint  idea.    Write  us  for  a  copy. 

Mirror  Shoe  Stand  No.  18E No.  F24 

The  A.  S.  Richardson  Co. 
Mrs.  A.  S.  Richardson,  Sole  Proprietress 

99  Ontario  Street  -  -  Toronto,  Ontario 

No.  633 
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NO\I~MODl 

tailored 
Cincn 

Suits 

No.  428 
55.00  each  net. 

No.  1071 
$9.00  each  net. 

No.  430 
$10.00  each  net. 

WASH  SUITS 
Made  in  Imported  Mercerized  Rep,  Colors 
Blue,  Pink,  Mauve,  White  and  Linen.    Special 

$4.50,  $5.00,  $6.50,  $10.00 

THE    COATS    OF   THESE  SUITS 
Are  all  man-tailored,  and  have  fronts  and  busts 
lined  with  linen  canvas,  which  keeps  the  shape 
and  bust   form,   same  as    in  cloth  garments. 

WIRE   ORDERS    WILL    RECEIVE   PROMPT    ATTENTION 

Novi-Modi  Costume  Co. 
LIMITED 

302-4-6  Church  Street         : TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Approved    Styles  in    Fall    Suits    and   Goats 

Manufacturers  Meet  —  Jacket  Lengths  {rom  28  to  34  inches  — 

Semi  -  Fitting  Straight  Line  Effects  in  Tailored  Suits  —  New 

Banded  Effects  for  Skirts— Full  Length  Goats  for  Fall  —  Black 
Tailored     Goats     to    Gonform     More    Closely    to    the     Figure. 

Staff  Correspondence. 

Toleda,  O.,  May  2. 

THE  largest  and  most  successful 
convention  in  tlie  history  of  the 
National  Suit,  Cloak  and  Shirt 

Manufacturers'  Association  was  held 
in  Toledo,  April  30th.  It  was  the  six- 

teenth semi-annual  session  and  about 

one  hundred  delegates  with  their  de- 
signers and  expert  craftsmen  were 

present.  All  of  the  western  manu- 
facturers were  represented.  President 

S.  L.  Schoenfield  called  the  conven- 

tion to  order  at  9  o'clock. 
Ihe  feature  of  the  convention  was 

the  large  number  of  models  of  ready- 
to-wear  garments  on  display.  They 
represented  the  idea  of  the  dififerent 
manufacturers  for  the  correct  wear 

for  the  Fall  and  Winter  of  1910,  and 
more  than  two  hundred  such  designs, 
all  original,  were  shown  on  living 
models. 

At  the  conclusion  of  the  display  of 

samples,  the  Style  Committee  of  the 
association  met  with  the  designers 
and  manufacturers. 

After  thorough  discussion  the  com- 
mittee during  the  afternoon  reported, 

recommending  that  women's  garments 
for  Fall  and  Winter  of  1910  be  con- 

structed along  the  following  lines  : 

TAILOR   MADE   SUITS. 

The  smart  look  of  the  new  Fail 

suits  will  be  brought  out  by  shorten- 
ing  the    jacket,    the   lengths    varying 

from  28  to  34  inches,  with  30  to  32 

inch  predominating.  The  semi-fitting 
straight  line  effect  will  be  the  most  in 
favor. 

The  new  suit  skirt,  without  failure, 

carries  out  the  desired  straight  lines 
conforming  to  those  of  the  jacket. 
Fewer  pleats  and  some  new  banded 
effects  are  recommended. 

SEPARATE  SKIRTS. 

Many  models  of  separate  skirts  will 
follow  the  suggestions  recommended 
for  suit  skirts. 

COATS. 

The  new  Fall  coat  will  be  cut  full 

length.  The  shapes  will  be  similar 
to  those  of  the  suits,  with  a  greater 
tendency  towards  the  looser  fitting 

eiTects.  Straig'ht  line  backs,  wide 
panels,  square,  big  sleeves  for  motor 
and  utility  coats,  fronts  amply  wide 
with  large  fastenings  of  bottons,  will 

be  prominent  features. 
Black  tailored  coats  of  broadcloth 

and  kersey  will  conform  more  closely 
to  the  lines  of  the  figure. 

The  report  of  the  committee  was 

unanimously  adopted  by  the  conven- 
tion. Little  other  business  was  trans- 

acted, the  election  of  officers  and 
similar  afifairs  not  taking  place  until 
the  next  convention  in  December. 

■\ ^  s  t  >  »'  V  <^  ̂ tl.^y^*'*^ 

.>  *>  fj^ 

The  above  features  in  Suits  and  Coats  combined  Avith  new 

materials,  will  be  w^orked  out  in   Ready-to-Wear 
Models  for  Fall. 

:( 

-^   ^^  '  '  '  '  •  *^  ' ^t^^^^t^^  ■■    •»  r»  ̂   fc.>Jfc^j»fc  ■  >  f  I  fci 
Mh^^B*«a» 
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Does  Your  Tub-Skirt  Stock 

Need  Replenishing? 
Cottons  are  advancing  daily  and  procrastination  means  higher  prices. 

Our  travellers  are  now  on  the  road  with  the  newest  creations  at  old 
prices  while  present  stock  lasts. 

Wide-aw^ake  buyers  are  taking  advantage  of  these  conditions. 

Are  You  Awake? 

Birthplace  of  exclusive  styles  and   honest  workmanship. 

Helena  Costume  Company,  Limited 
  LONDON,  CAN.   

Please  mention  The  Review  to  Advertisers  and   Their  Travelers. 
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Paris   Says    Short   Coats,  but    May   be    Compromise 
Moderately  Long  Coats  May  be  Featured  by  Designers  for  Fall 
—Belted  Effects  -  Seal  Plush  and  Caracul  Coats  in  Semi-fitted 

Models    Sleeves  of  Bishop  Type  -  Growth  of  Children's  Department. 

MAM'FAC  Tl  KKRS  are  bn.^y  with  i)rei)arations for  the  cominj^'  Fall,  and  designers  are  making 

i'reqiitnt  tri;  s  to  New  ̂ "ork  in  scarth  of  the latest  and  newest  ideas.  Advance  models  aie 

being  shown,  and  orders  are  being  placed  upon  staple 
lines.  Init  even  these  are  subject  to  change  in  some  items 
it  the  course  of  style  tendencies  should  create  such  a 
necessity. 

The  trade  is  greatly  interested  in  the  question  of 

coat  lengths  for  the  coaming-  season.  This  is  always  an 
important  matter  and  one  to  which  designers  give  much 

thought.  This  year  Paris  says  sliort  coats  with  em- 
phasis, but  the  American  woman  clings  to  the  longer 

length  because  of  its  greater  comfort  for  winter  wear. 
Suit  coats,  seen  so  far,  are  about  40  inches  long.  The 

question,  therefore,  before  designers  is,  will  the  prefer- 
ence of  the  majority  of  women  win  out  and  moderately 

long-  models  be  worn,  or  will  the  shorter  effects  that 
fashion  favors,  become  the  style  ? 

The  Russian  blouse  models  has  completely  dropped 

out  of  sight  save  for  the  belt  which  it  has  served  to  in- 

troduce. Belted  eft'ects  will  be  strong,  and  there  are  any 
number  of  semi-belted  models.  Norfolk  effects  with  a 
belt  of  patent  leather  slipped  in  under  the  stitched 
Iblds  aie  well  thought  of. 

Rather  complicated  cut  marks  the  majoiity  of  coats 
and  the  belts  rarely  encircle  the  waist,  but  disappear  at 
the  sides  passing  through  slits  and  showing  only  in  the 

fi'ont  and  back,  or  the  opposite  effect  is  given  and  the 
belt  shows  at  the  side  and  not  at  the  front  and  back. 

Wherever  the  belt  appearsv,it  is,  as  a  rule,  in  two  pieces 

and  one  pointed  end  buttons  over  the  other.  Some- 
times these  half  belts  draw  the  garment  in  at  the  front 

and  back  giving  a  gathered  blouse  effect. 

As  a  rule,  the  basques  are  cut  in  one  with  the  gar- 
ment and  it  is  only  the  exceptional  model  that  has  a 

join   at   the   waist  line. 

The  narrow,  short  coUai-s  are  giving  way  to  wider 
and  to  notched  effects,  but  the  s'ide  fastening  that  char- 

acterized the  Russian  style  is  not  at  present  a  factor, 
and  coats  fasten  in  front  and,  as  a  rule,  with  three 

buttons.  Self  facings  are  seen  on  many  of  the  suits 
now  showing,  which  are,  as  a  rule  very  plainly  tailored. 
Sometimes  a  little  soutache  or  rat-tail  braid  is  used,  or 
narrow  strappings  of  satin  as  a  relief.  Buttons  are  few 

but  those  u.=ed  are  handsome,  many  of  them  being  set 
with  mock  jewels. 

Rough  weaves  are  favored,  though  not  exclusively, 
for  the  coming  season  and  it  may  be  set  down  that  the 
popular  sellers  will  be  the  natte  and  basket  weaves,   and 

mixture  diagonals.  Serges  are  well  to  the  fore,  two- 
tone  diagonals  and  some  tweed  effects  and  homespuns  aie 
among  the  cloths'  used  for  making  ui)  sample  garments. 

Smouthei'  fabrics  are  not  entirely  out,  for  broad- 
cloths in  higher-iiriced  lines  and  Venetians  in  the  popular 

priced  gaiment  are  also  good.  The  colors  are  blues, 
black,  greens,  greys,  ajid  there  is  some  indication  of  a 
feeling  for  brown. 

+ 
Shorter  Sleeves  in  Waists. 

Though  the  tailored  Waist  with  the  long  sleeve  con- 
tinues a  ready  seller,  now  that  the  heated  season  is 

approaching   enquiries    are   coming  from     buyers   in     the 

Surplice  model  embroidered  net  waist  for  Fall 

Shown  by  Ladies'  Wear,  Ltd.,  Toronto. 

larger  centres  for  three-quarters  and  seven-eighths  sleeves 
and  also  for  waists  with  square,  V  and  rounded  necks. 

Manufacturers  as  a  rule  are  finding  it  difficult  to 
supply  these  wants,  as  they  are  full  of  orders  and  are 
behind  in  their  deliveries.  It  is  pretty  certain  that  in 

high-class   waists,   .shorter   sleeve  lengths   will  be  wanted 
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Xl  the  price  this  Dress 

is  unequalled 

This  is  a  Child's  Baby  Waist  Dress, 
made  of  fine  Scotch  Gingham;  Collar,  Cuffs, 
Yoke  and  Belt  of  plain  materials,  with  bias 
strapping. 

Guaranteed  Fast  Colors. 

In  ages  2,   3,  4,  5  and  6  years. 

Assortment  of  three  Good  Patterns. 

Ready  for  immediate  delivery. 

Price  $13.50  dozen. 

We  have  also  100  other  styles  just  as 
snappy,    which  can  be  delivered  promptly. 

Write  for  Sample  Assortment. 

Our  Fall  Samples  are  now  ready  for 
your  inspection.  If  travelers  have  not 
yet  called,   they  will  do  so. 

Home  &  Watts  Ltd. 
Duncan  and  Adelaide  Sts.,    -     Toronto 

and  that  the  demand  will  be  greater  than  the  r.upply. 
This  condition  will  most  probably  bring  shorter  sleeve 
lengths  to  the  tore  for  another  year,  it  is  having  its 
iuilucnce  now  upon  fall  models,  and  in  better  waists 

some  samples  will  certainly  be  shown  with  the  seven- 
eightli    sleeve. 

The  Chantecler  waist  has  proved  a  winner,  and  these 
waists,  with  the  pretty  pleated  neck  frill,  are  being 
ordered  freely. 

Some  really  beautiful  nets  are  shown  foj-  developmg 
into  waists  for  Fall,  and  the  net  waists  will  unduiibtedly 
be  a  leading  seller  in  popular  lines  and  m  the  smaller 
centres. 

Veiled  efiects  are  the  new  note  for  Fall.  Fancy  nets 
are  veiled  with  chifion.  The  chiSon  is  embroidered  and 

appliqued  and  satin  soutached  in  handsome  designs. 
Little  yokes  are  added  of  lace  and  there  is  a  lace  finish 
added  to  the  cuSs.  But  the  real  note  of  novelty  is  the 

veiling  of  Persian-printed  silks  and  chifions  with  plain 
chitlon,  and  some  really  beautiful  color  effects  are  gained 
in  this  way.  There  is  a  certain  simplicity  of  outline 
about  these  new  waists  that  is  very  taking  and  as  the 

season  progresses  this  veiled  idea  is  certain  to  be  am- 
plified and  improved  upon.  Marquisettes  are  expected  to 

come  to  the  front  for   veiling  purposes   later. 
Tafietas  and  messalines  are  the  silks  at  present 

showing,  crepe  meteor  is  a  new  silk  that  promises  well 
for  blouse  purposes,  and  now  that  a  good  wearing  and 
washing  China  silk  can  be  had  at  a  reasonable  price 
China  silk  waists  are  slated  for  a  return  to  favor.  Some 

very  smart  waists  are  showing  in  striped  taffetas.  These 

are  made  in  tailored  styles  and  are  trimmed  with  pip- 
ings and  rat-tail  embroidery.  Plain  taffetas  are  trimmed 

with  pipings  of  bright  color — black  taffeta  waists  having 
pipings  of  Empire  green,   etc. 

The  leading  colors  in  chiffon,  crepe,  marquisete  waists 
are  Delft,  rose,  nickel,  steel,  orchid,  canary  yellow 
black. 

Many  of  the  latest  Paris  waists  show  a  touch  of 
color.  Thus  a  tailored  waist  of  fine  lawn  has  the  small 

turn-back  of  the  collar  and  cuffs,  and  the  edge  of  the 
|)leated  side  frill  made  of  a  band  of  striped  material  in 
two  tones  of  a  color,  and  a  simply  designed  blouse  of 

white  cotton  voile  has  narrow  lines  of  pale  green  em- 

broidery placed  between  the  rows  of  tucks.  Very  strik- 
ing is  an  ecru  voile  with  a  soutache  design  carried  out 

in  an  Arabian  pattern  and  coloring. 

Lace  blouses  show  signs  of  a  revival,  and  in  expen- 
sive waists  blouses  of  Princesse  lace,  and  Bruges  lace 

are  selling. 

+ 

The  Fall  Coat. 

There  is  some  uncertainty  still  felt  as  to  coat 
lengths,  but  as  the  selling  advances,  the  tendency  seems 

to  favor  the  winning  out  of  the  longer-  lengths  in  the 
majority  of  lines,  and  the  52  and  54  inch  coat  seems  to 
be  regarded   by  manufacturers  as   the   best   seller. 

Seal  plush  and  caracul  coats  made  in  semi-fitted 
models  and  trimmed  with  fur  are  decidedly  good  sellers. 
The  same  lengths'  in  tweeds.  Scotch  mixtures  fancy 
cheviots  and  diagonals  are  also  selling. 

The  coats  shown  are  semi  and  three-quarter  fitting, 
and  there  is  the  same  favor  shown  for  belted  and  partly 
belted  effects  that  exists  in  the  suit  coat.  The  sleeve 

used  is,  as  a  rule,  of  the  bishop  variety,  showing  the 
fullness  caught   into   the  cuff   at  the   back. 

Wide  notched  collars  and  three-button  fastenings  in 
front  are  the  rule,  newer  models  show  both  diagonal  and 
dcjuldc-breasted  side  fastenings. 
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THREE  OF  OUR  LEADERS    FOR    SUMMER 

T/^ere   will  be   a   big  demand  for  these   styles. 
Now  is  your  time  to  order. 

E  1002 E  1008 E  1007 

E  1002  Ladies'  Dress  of  Fine  Imported  Mer- 
cerised Linenne,  in  colors,  tan,  old  rose, 

mauve,  resedea  green,  cadet  blue  and  linen 
shade,  daintily  embroidered,  with  the  latest 
cording  and  pleated  skirt,  lace  collar  and 

yoke. Bust  measure  from  32  to  42 

Skirt  length     -     -     37  to  41 

Price  (net  10  days)     -     -     -     -        $3.65 

E  1008  Ladies'  Fine  Muslin  Dress  in  white 
only,  prettily  trimmed  with  tortion  insertion 
and  lace  medallion  on  yoke  and  skirt,  also 

skirt  pleated  over  hip  and  waist  to  match. 
Bust  measure  -  32  to  42 

Skirt  length  -  37  to  41 

Price  (net  10  days)    -     -     -     -  $5.00 

E  1007  Ladies'  Fine  Muslin  Dress,  in  white 

only,  elaborately  trimmed  with  Valen- 
ciennes insertion  and  tucking. 

Bust  measure      -     32  to  42 

Skirt  length        -     37  to  41 

Price  (net  10  days)     -  -     -         $3.35 

OUR     GARMENTS     ARE     GUARANTEED     TO     GIVE      SATISFACTION      AS      TO      STYLE.     FIT      AND     FINISH 

Order  now,   as  we  are  prepared  to  give  quick  delivery  on  these  lines.      Cuts  will  be  supplied  to  customers 
ordering  one  dozen  or  more  of  any  oj  the  above  styles. 

THE  EMENESS  COMPANY,  LIMITED 
DARLING  BUILDING    (100  Spadina  Ave.) TORONTO 

Please  mention  The  Reviezv  to  Advertisers  and  Their   lraveiei;>. 
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'•  Pullan  Building  " 

cor.  Bay  and  Wellington 

Toronto 

"  An  exclusive 

Cloak  and  Suit 

House" Sorting  Season 
Immediate  Delivery 
Long  Separate  Coats 

of  Worsteds,  Serges  and  Diagonals  with  long 
shawl  inlaid  moire  collar  effects  are  now  in  great 
demand.  Send  tor  a  sample  garment  now.  We 
know  you  will  be  pleased  with  it.  Prices  run  from 
$8.50  to  $15.00. 

Novelty  Suits  in  Serges 
Something  very  new  at  $13.50,  Satin-lined —all 
colors.  Send  for  a  sample  suit  now.  You  are 
sure  to  like  it.  This  suit  will  tone  up  your  pre- 

sent stock. 

Raincoats 
On  hand  for  immediate  delivery  about 
popular  duster  and  general    purpose 

hairs,    Rubberized    Silks,   stripes  and  plain,    Rubberized  ^^.^^ 

Rajahs,    Moires,  etc.,  from  $6.00  up  to  $14.50.     Send         '-;; 
for  an  assortment.      We  select  carefidly  for  open   orders,  V; 

sizes,  shades,  prices,  etc.,   to  suit  your  trade.  '^/ 

500  of 
coats- 

these 
-Mo- 

Capes 
The  most  popular  novelty  of  the  day.  A  garment  which 

can  be  slipped  on  for  any  dress  occasion — We  have  them 
trimmed  with  gold  and  fancy  braids,  militar)-  and  shawl 
collars,  all  fine  broadcloths,  from  $6.00  to  $10.50.  Send 
for  an  assortment  of  these  capes,  or  a  sample  garment. 

M.  Pullan  &  Sons 
'''Makers  of  the  Famous  Pullan  Garments'^ 

Toronto,  -  -  Canada 

□  I Please  viention  The  Reviezv  to    Advertisers  and   Their  Travelers. 

%m 
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i*-5'.A. We  guarantee  the 
Fit,  Cut,  Style,  Hang  and  Finish 

$12.00 

Garments 

Prompt 

The  McElroy  Manufacturing  Co'y 
47  Simcoe  Street,  TORONTO 

t;>/e  O'^^  ■will  Receive     1SSM^:'(^M^:'-^^i' '^r:}^^:fUM;^. ?^>'^^;>^i!.^: ?&® ̂ fet'S^lt^''. 

^V'l 

I  ttention 

^tm. 

^^M, 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



What    the     Merchants    are    Saying    About     Things 
One  Man  States  that  Mail  Order  Catalogues  are  Not  an  Unmixed 
Evil  —  Suggestion  that  Wholesale  Houses  Issue  Catalogues  Opinions 
About    Substitution  —  Special  Railway  Rates  for    Legitimate    Buyers. 

BY    way   of   soliitiou  to   the   mail   order  problem,    a 
siigijestion   is   made   that    wholesale   houses   issue 

catalogues   printed     iu      retail   prices,    the     mer- 
chants to  insert  their  advertisements  therein  and 

the   catalogues   to    be   then   circulated   among   customers. 

The  retailer   would  find  it  possible  to  carry   samples    of 

fsods  catalogued  which  he  did  not  stock. 
«    »    *    » 

That  substitution  of  goods  is  a  nuisance  is  the 

opinion  of  one  merchant  who  advocates  retuin  oi  un- 
satisfactory substituted  goods  on  general  principles.  He 

states  that  he  always  asks  for  a  copy  of  his  orders,  un- 
less in  the  case  of  very  small  amounts,  so  that  he  can 

check  goods  when  they  arrive.  Wholesalers,  he  states, 

should  always  submit  samples  before  substituting.  He 

also  complains  that  wholesalers  sometimes  send  out 

samples  with  their  travelers  when  they  have  not  the 

goods  in  stock,  consequently  the  retailer  has  to  wait  a 

considerable  time  for  them.  This  merchant's  idea  is  that 
the  firm  should  notify  the  traveler  when  goods  are  not 

in  stock  and  also  mention  the  probable  date  of  delivery. 

This  merchant's  opinion  with  reference  to  returning 
goods  to  the  wholesaler,  on  the  other  hand,  is  that 
where  goods  are  exactly  as  ordered,  he  should  by  no 

means  try  to  return  them.  That  would  be  as  unfair  as 

unbusinesslike.  In  some  cases,  however,  the  retailer  finds 

he  cannot  pay  for  goods,  and  in  purchasing  at  reduced 

prices,  probably  finds  he  has  bought  too  heavily.  This 
-as  one  cause  of  the  return  problem.  There  were 

others,  and  this  merchant's  opinion  is  that  neither  whole- 
saler nor  retailer  should  look  for  anything  unreasonable 

or  stand  for  unjust  imposition  in  their  dealings  with 
each  other. 

Another  merchant  states  that  he  has  no  complaint  to 
make  about  wholesale  houses  substituting  goods.      He  is 
sometimes,  glad  to  get  .substitutes  ;  he  says  they  are  an 
accommodation  when  goods  are  scarce. 

«    «    »    « 

A  merchant  in  a  town  not  far  fioni  Toronto,  doing 

a  general  trade,  relates  that  a  customer  got  the  idea 
that  owing  to  advanced  prices  she  could  not  buy  a 
broom  in  her  own  town  at  a  reasonable  figure.  While 
on  a  visit  to  Toronto  she  bought  a  broom  for  .50c,  and 
took  it  home  with  her,  while  she  could  have  purchased 
one  in  her  own  town  at  the  same  price.  The  moral 
seem?  to  be,  tell  the  news  about  goods  and  prices. 
Brooms  have  been  soaring  in  price.  Tf  the  merchant  had 
a  .50  cent  article,  there  was  no  excuse  for  the  woman 
sending   an   order   out   of   town,  had    that    fact   been    well 
advertised, 

«    «    *    « 

A  retailer  suggests  that  merchants  should  combine 
and  apuroach  railway  companies  for  special  rates.  The 
result,  he  claims,  would  be  that  merchants  would  travel 
oftener.  would  visit  markets  personally  and  cultivate  a 
closer  acquaintance  with  wholesalers,  while  the  railways 
would  benefit  by  carrying  increased  freight  ;  these  special 
rates  to  benefit  retail  merchants  and  legitimate  buyers 
only. 

Mr.  Adams,  of  Adams  &■  Co.,  Georgetown,  states,  in 
regard  to  advertising,  that  he  l>eliev6s  the  best  method 
is  to  specialize  in  dei)artments.  He  advertises  in  local 
weekly  paper,  one  department  at  a  time,  changes  the 
ad.  regularly  and  presents  something  new.  Customers 
have  shown  their  interest  by  enquiring  about  articles 
they  have  seen  advertised.  If  he  comes  across  a  catchy 
phrase,  he  cuts  it  out  or  takes  a  note  of  it,  so  that  he 
can  make  use  of  it  any  time  for  an  ad.  Specials  sales 
are  held  in  .January  and  February,  and  advertising  is 
done  with  papers  in  neighboring  towns  with  the  result 
that  customers  come  long  distances  to  the  store. 

January  is  generally  a  slow  month,  but  Mr.  Adams' 
experience  is  that  these  sales  have  produced  most  satis- 

factory results.  Circulars  have  also  been  sent  through 

the  country  and  lie  is  satisfied  the  result  has  been  in- 
creased business.  Advertising  with  him  has  developed 

the  farmers'   trade. 
He  recognizes  the  importance  of  illustration  in  ad- 

vertising and  believes  in  cuts  of  actual  goods  stocked  so 
that  if  customer  cuts  out  picture  and  asks  for  same 

goods  he  can  fill  the  order.  He  spends  between  one-half 
and  three-quarters  of  one  per  cent,  of  his  turnover  on 
advertising  and  gets  good  results. 

In  featuring  something  different — something  his  com- 
petitors may  not  have — he  recognizes  one  of  the  doors 

of  opportunity  to  larger  and  better  trade, 
Mr.  Adams  is  convinced  that  the  falling  off  in  trade 

in  country  places  is  due  to  laxity  in  not  keeping  up 
with  the  times,  but  says  that  merchants  are  becoming 
alive  to  the  fact  that  they  must  be  up  to  the  minute  to 
compete  with  the  attractiveness  of  city  stores. 

He  now  sells  better  goods  than  he  did  some  years 
ago.  With  better  times  and  better  wages  he  finds  that 

people  don't  want  trash,  but  are  willing  to  pay  for  a 
better  class  of  goods. 

The  opinion  of  this  merchant  is  that,  in  some  re- 
snects,  mail  order  catalogues  themselves  have  done  some 

good  ;  some  customers  have  brought  in  catalogue  cut- 
tines  and  compared  prices  and  were  as  well  satisfied 

w-ith  his  goods  and  in  many  cases  his  prices  were  lower, 
and,  of  course,  customers  had  convincing  proof  of  the 
qualities  as  they  could  make  a  selection  from  the  actual 

goods. With  regard  to  substitution  complained  of  in  some 
nlaces,  Mr,  Adams  says  he  is  not  dissatisfied  with  the 
treatment  he  has  received  from  wholesalers.  Most  of 

his  buying  is  done  personally  at  the  warehouses,  hence 
substitution  under  these  circumstances  is  nil,  but  if  he 
has  occasion  to  order  by  letter,  and  wants  an  article 
particularly,  he  requests  that  no  substitution  be  made 
or,  on  the  other  hand,  if  a  close  substitute  will  answer 
the  purpose,  he  writes  to  that  effect.  He  thinks  that  in 

writing  orders  merchants  should  give  specific  instruc- 
tions resrarding  the  goods  required.  To  enable  him  to 

keep  un  his  stock  he  keeps  a  "want  book"  and  makes  a 
note  of  lines  that  are  running  low,  and  also  goods  that 

customers  may  nsk  for  that  he  doesn't  stock  and  if  ad- 
visable he  re-orders  or  adds  to  his  stock,  goods  that 

have  been   asked  for. 



Dry  Goods  Review READY-TO-WEAR     GARMENTS 

83 

Handing  out 
CASH 

-  RETURNS! 

Did  you  ever  handle  a  line  of  Coats  and  Suits,  Mr.  Dry  Goods  Man,  that  wouldn't  move  with- 
out an  awful  lot  of  talking  and  persuasion?  If  so,  quit  handling  such  unsatisfactory  goods,  and 

get  busy  selling 

"CULTURE"  BRAND 
Coats  and  Suits 

THE  CRITERION   OF  CORRECT  STYLE 

Every  merchant  in  Canada  handling  Ready-to- Wear  Garments  should  certainly  see  our  Fall 

range  of  65  models  in  Coats,  and  40  models  in  Suits.  They  will  prove  certain .  business- 

bringers,  because  the  style  is  exclusive,  the  workmanship  thorough,  the  fit  perfect,  and  the 

quality  of  the  materials  unsurpassed. 

OUR  FALL  RANGE  of  Ladies'  Coats  and  Suits  comes  in 
all  the  new  weaves,  from  the  rough,  tweedy,  mannish  coat,  to 

the  refined  tailored  broadcloth.  They  are  made  with  the  new 

wide  collars,  belted  effects,  and  large  button  trimmmgs,  A  strik- 

ing feature  of  the  range  is  the  pony  coat  in  crushed  plush  and 

sealettes.  Long  lengths  predommate  in  the  Coats,  and  in  the 

Suits  the  36-inch  Coat   is  the  correct  thing. 

Our  travellers  are  now  out.  If  you  don't  get  a  call 
be  sure  and  write  us.  This  is  a  'cash  return'  proposi- 

tion you  can't  afford  to  miss. 

THE  ONTARIO  CLOAK  COMPANY 
Corner  of  Adelaide  and  Spadina,   TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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EXCLLSIVENESS  OF  ATTIRE 

Stvie 

Cloth 

Size 

Price 

A  New  Coat 

The  Rosedale 
GUARANTEE   TAG 

The  material  in  this  garment 
has  been  thoroughly  shrunk  and 
is  guaranteed  to  retain  its  shap«. 

'OR  Business  Reasons    -'-'-"^'y  enough  we can't  register  here  as 
Expert  knowledge  of  the         M   
correct  lines  in  a  gar-  much    as   one    would    hke   about   the  Stvle  and   Merits  of  this 
ment  is  an  asset  in 

garment — Tt  will  be  the  Market    Wonder   of    the    Season    — f^ our  business  I 

Tourist  and  Motor  Coats 

Dressy  Street  Coats 
for  every  occasion 
Evening  Capes 
Prices : 

$7.50  to  $25.00 

Enquiry  solicited. 

First  of  all  is  Style — a  broad  word  often  abused,  and  which  consists 

not  alone  in  something  new  or  diiTcrent,  but  in  order  to  dominate  and 

become  a  "real"  selling  factor  must  be  built  upon  lines  to  eliminate 

dilTiculty  and  expense  in  the  alteration  c'epartment,  as  well  as  to  ])re- 

serve  and  bring  out  each  Woman's  pride — her  figure! 

\\'e  are  sure  merciful  Providence  has  never  created  so  many  poor 

shapes  as  manufacturers  have  spoiled  good  ones  with  misfits.  If  one 

could  put  here  in  "Electric  flashes"  ])roof  of  our  absolute  certainty  of 

having  the  merchandise  you  want  you  would  be  as  enthusiastic  as  our- 

selves in  awaiting  the  first  offering  of  the  new  line  which  will  be  sold 

only  to  one  merchant  in  each  of  the  larger  towns  and  cities  throughout 

Canada. 

Our  Fall  Line  is  Now  Ready 

The  Princess  Mfg.  Co.,  Limited 
12  Front  Street  West 

TORONTO 

Please  mention  The  Reviciv  to  Advertisers  and  Their  Travelers. 



Dry  Goods  Review READY-TO-WEAR     GARMENTS 

85 

The  Suit  Trade 

Distinction  in  Dress 
At  the  cost  of  the  commonplace 

(le-awake  merchant 

'N  Every  City    ̂''"■' '' """'" ""' alwa-ss   1)11    tlie    alert    for   new    ideas X .^--*  ■->>.       and  nieth-ods  to  exnan.d  his   business.      There   is   no   crecHt    to 

the   merchant    wlio   stands    still — A    wooden    cigar    stand    can 

do  a  ffood  job  at  that — but  it  clon't  S(dl    main-   smokes. 

It  is  our  conviction  and  should,  we  tliink,  be  yours,  that  there  is 

no  department  in  the  Drygoods  business  to-day,  growing  as  rapidly,  or 

showing  better  results,  when  properly  managed  than  the  Cloak  and 

Suit  department ! 

THE  REAL  BUYER who  succeeds  must  have  a 

tho'-Qugh  knowdedge  of  Ma- 

terials, Workmanshi])  and  Style.  Ten  makers  may  buy  the  same  "Mod- 

el," but  only  one  will  produce  the  Original  Garment — the  others  will 

be  killed  in  the  execution — You've  seen  this!  ̂ ^^e  don't  fall  in  love  with 
everything  we  produce.  Our  criticism  is  more  severe  than  yours  could 

possibly  be — We  sift  and  weed  out  the  dead  ones  l^efore  you  get  a 

chance  at  them — and  thereby  eliminate  the  "Stickers" — Does  such  a 

])olicy  appeal  to  you? 

We  are  very  much  in  earnest  about  any  statements  we  may  make 

and  assure  you  that  we  do  not  want  one  penny  that  is  not  spent  in 

your  ov/n   interests. 

Will  you  look  before  you  leap  ? 

The  Princess  Mfg.  Co.,  Limited 
12  Front  Street  West 

TORONTO 

EXCLUSIVENESS  OF  ATTIRE 

Stvlf 
Cloth 

Size 

Price 

GUARANTEE    TAG 

The  material  in  this  garment 

has  been  thoroughly  shrunk  and 

is  guaranteed  to  retain  it*  shape. 

Princess^  Garments 
command  good  profits  be- 

cause of  their  individual 

character. 

The  deft  touch  of  the 

artist's    hand  stands  out 

prominent  on  every 

garment. 

Enquiry  solicited. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 



Strictly    Tailored     Suits    Preferred    for     Next    Fall 
Best  Lengths  for  Suits  Range  From  36  to  42  Inches  —  Coats  in 
Semi-Fitting  and  Belted  Effects  Long  Shawl  Collars  and  Notched 
Effects  —  Sleeves  Show  More  Fullness  at  Armhole  —  Separate  Coats, 

Staff  Correspondence. 

Office  of  The  Dry  Goods  Review, 

160  Broadway,  New  York,  April  26. 

THE    manufacturer     and     designer's    chief   inte
rest 

now  lies  in  the  problem  of  what  he  is  going  to 
make  up  for  Fall  and  Winter. 

There   is   no   question     of    a   doubt   that     the 

strictly    tailored   suits   will  have   the   preference   for     the 

coming   season. 

The  best  lengths  for  Fall  suits  promise  to  be  those 

ranging  from  36  to  42  inches,  preference  given  the  40 
inch  length. 

Coats  will  be  in  semi-fitted  and  belted  el^'ects,  but 
in  every  case  simplicity  of  style  and  novelty  in  cut  will 

prevail.  The  long  shawl  collars  will  continue  good,  as 

well  as  the  notched  effects  with  extended  revers.  Sleeves 

will  be  long  and  show  a  little  more  fulness  at  the  arm- 
hole  than  last  year.  Some  of  the  new  sleeves  will  be  in 

two-piece  styles,  the  outer  part  inclined  to  puff  a  little 

below  the  elbow,  the  fulness  held  in  place  by  fancy  cuffs. 

The  fastenings  will  be  in  double-breasted  effects  at  centre 

or  left  of  centre.  The  newest  skirts  are  circular  cut  with 

panels  front  and  back,  broader  than  usual.  Bias  folds 

and  bands  will  be  the  elaboration  of  the  skirts. 

The  popularity  of  the  separate  coat  is  also  assured 

for  Fall,  and  it  will  be  seen  in  lengths  varying  from  50 

to  54  inches,  in  the  full  length  styles,  and  from  40  to 

18  in  shorter  ones.  They  will  be  developed  in  mannish 

fabrics  and  made  up  in  semi-fitted,  and  loose  effects  ac- 
cording to  the  fabrics. 

Suit  and  Cloak  Styles  for  Midsummer  Selling. 

Tub  suits  are  made  in  the  belted  Russian  design.s 

which  give  them  a  sort  of  twoi)iece  dress  appearance. 

Linen,  ramie,  linene  and  poi)lin  are  the  favored  materials 

and  heavy  ("luny  laces  and  rat-tail  and  soutache  em- 
broideries are  the  trimmings.  These  suits  show  the 

gored  skirt,  relieved  by  inset  clusters  of  pleats  and 
tunics  produced  by  the  trimming. 

N'orfolk  suits  are  being  advanced  for  Summer  wear. 

They  are  being  made  up  in  the  plain  and  pencil-line 

serges  as  well  as  in  tussor  weaves  and  linens.  In  effect 

they  are  a  sort  of  compromise  between  the  Russian  suit 

and  the  tailored  kind.  They  are  youthful  in  ai)pearance, 
therefore  well  received. 

Some  of  the  newest  tailored  suits  have  very  short 

coats,  about  twenty-four  inches  long.  They  are  made  up 

in  smart  cutaway  effects  with  long  revers.  They  have 

pockets  which  are  nearly  at  the  waistline.  The  backs  to 
these  coats  are  in  one  piece  effect. 

The  old  pullback  of  the  '70's  is  more  than  a  sugges- 
tion in  some  of  the  smartest  suits  and  gowns. 

Many  are  disclaiming  any  smartness  for  the  pleated 

skirts  that  are  occupying  a  conspicuous  place  in  ready- 
to-wear  models  of  to-day  and  saying  tliat  the  ultra 
fashionable  dressers  are  not  taking  them. 

The 

Diversity  of  Style  for  Dre»ses. 

most     inviting     features  in  this  season's    dress 
styles  are  the  soft  clinging  draperies,  which  are  usually 
effected  by  the  various  tunics,  sheer-over  dresses  and 
so  on.  There  are  no  stiff  lines  noted  anywhere,  for  even 
the   simplest,   inexpensive  numbers   are  made   with   some 

suggestion  of  artistic  drapings.  While  the  Russian  styles 
have  been  drawn  upon  very  freely,  designers  have  by  no 
means  confined  themselves  to  the  peasant  type  of  dress. 
The  full  skirts  of  some  models  remind  us  of  the  1830 

styles,  while  the  low  set  puffs  at  sides,  back  and  even 
front  recall  the  styles  of  the  seventies  and  eighties. 

Foulard  which  is  more  or  less  a  summer  fabric  has 

never  met  with  such  a  ready  reception  in  the  trade  as 
it  has  this  season,  for  even  tailored  suits  are  made  of 
this  material.  The  combining  of  foulard  and  serge  is  a 
very  popular  feature  and  it  is  noted  in  suits  as  well  as 

drosses.  Foulards  come  printed  with  fancy  border  de- 
signs as  well  as  the  conventional  checks,  dots  and  figures. 

Many  of  the  foulard  models  are  veiled  with  over- 
dresses of  voile,  chiffon  and  marquisette,  and  the  belt, 

square  neck  and  seamless  shoulders  give  these  dresses 
the  Russian  blouse  touch. 

Pongee  and  various  other  Oriental  silks  are  used 
freely  this  season  for  making  Summer  dresses.  They  are 
mostly  shown  in  their  natural  colors. 

The  new  lingerie  models  for  the  Summer  are  more 
than  ordinarily  attractive.  Embroideries  and  laces  are 
used  to  carry  out  the  various  designs,  but  in  reality 
the  garment  is  in  one  piece  princess  effect,  straight  from 
shoulder  to  hem.  The  newest  models  show  the  low  neck 
and  short  sleeves. 

Big  Waist  Season  is  Evident. 

There  has  been  a  big  movement  in  lingerie  waists 
since  their  introduction  to  the  public  and  as  the  season 

DO  YOU'REALiZE 
that  an  artistic  silk  woven  label 

attached  to  your  goods  is  the 
best  advertisement  you  can  have? 
Tt  is  an  advertisement  that  stays 
active  until  the  garment  wears 
out,  and  the  cost  is  very  small ! 

May  we  make  you  some  labels 
wliich  will  impress  your  name 
favorably  on  each  purchaser,  and 
anyone  who  sees  your  garment? 

Our  labels  are  strong,  artistic 
and  mo.st  efiFective. 

Send   for  samples   and  prices. 

CANmUBEL  and  WEBBING 
COMPANY,  Limited 

9  MORROW  tVE., TORONTO 
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J.  H.  Waldman  &  Co.,  Limited 
MONTREAL 

To  our  Customers  and  Friends  and  Garment  Buyers  all  over  Canada. 

OUR    FALL    LINE 

will  be   ready    and    on  the    road    about    June    1st    to    June    15th. 

Bigger  —  Better  —  Stronger 

WAIT 

than   ever. 

FOR  THE LINE 

Waldman  Fall  Line 
The   Fall  showing  of 

Coats,    Suits,    Dresses 

will  be  a  further  forward  step  in  our  history.  From  the  view- 
point of  style,  fit,  finish  and  variety  of  materials,  everything 

will  be  up  to  the   Waldman  Standard. 

Our  Mr.  J.  H.  Waldman  will  leave  about  the  first  of  July  for  foreign 

markets  in  search  of  new  materials  and  designs  that  may  be  created 

by  the  best  European  originators.  Same  will  be  show^n  in  our  line 
during  the  latter  part  of  July. 

WAIT FOR THE LINE 

J.  H.  WALDMAN  &  CO.,  LTD. 
Manufacturers  of  Coats,   Suits,   Skirts,   Dresses 

MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Talks  by  Our  Star  Salesman  on 

^''Blackeye'  Underskirts  No.  i. 

"  When  you  show  your  cus- 

tomers  the  'Blackeye' 
they  see  the  value  of  the 

underskirt  at  once.  " 

"They  notice  that  the 

'Blackeye'  has  the  rich  ap- 

pearance and  distinct  rustle 
of  a  pure  silk  moire  skirt. 

'*Then  show  them  the  very 
full  circular  flounces  of  the 

'Blackeye' — and  show  them 

the  careful  making"." 

"  Impress  on  your  customers 

that  the  'Blackeye'  is  guar- 
anteed not  to  cut,  that  it 

looks  like  silk,  wears  longer 

and  costs  about  one-third." 

"  The  'Blackeye'  will  surely 

be  a  favorite  in  your  under- 
skirt department.  You  will 

make  a  leader  of  this  line. 

Put  in  an  order  for  'Black- 

eye'  with  your  wholesaler 
or  write  us  direct. 

^/Ecnt^uMC 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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advances,  more  is  expected  from  this  class  of  mer- 
chandise. 

A  number  of  pretty  offerings  in  hand  embroidered 
cotton  voile  are  noted.  The  most  popular  numbers  of 
these  are  simply  made  in  the  one  piece  shoulder  style, 
with  only  embroidery  for  trimming. 

Other  lingerie  effects  are  made  of  allover  Swiss  em- 
broideries, mercerized  and  plain  batiste,  India  linen  and 

Persian  lawns.  Embroideries  and  light  and  heavy  laces 
are  used,  separately  or  in  combination,  especially  those 
hand-made  effects,  showing  the  seamless  shoulders  as 
well   as   the   short   sleeves. 

In  the  misses'  departments,  much  prominence  is  given 
to  the  middy  blouse  which,  simple  of  design  though  it 
may  be,  is  to  be  had  in  several  styles.  There  are  the 
middies  of  galatea  and  heavy  linen,  with  the  large 
sailor  collars  of  self  material  in  navy  and  other  shades 

of  blue  and  red,  and  there  are  blouses  with  flannel  col- 
lars in  black,  navy,  red  and  brown.  Some  are  made 

with  cuffs  to  match,  some  are  cleverly  laced  in  front  a 

part  of  the  way,  while  others  are  cut  low  as  to  permit 
the  waist  to  be  slipped  over  the  head. 

Outer  Wraps  in  Popular  Demand. 

One  of  the  novelty  garments  of  the  season  is  made  in 

graceful  cape  design  of  such  diaphanous  fabrics  as 
chiffon,  marquisette  and  fine  voile.  There  is  just  enough 

body  to  the  garment  to  make  it  a  practical  Summer 

wrap,  although  the  main  feature  is  its  transparency, 
which  does  not  hide  the  pretty  lines  of  the  figure  and 
also  permits  the  dress  beneath  to  be  seen. 

Short  jackets  of  the  plainly  tailored  type  and  made 
of  serge,  flannel  and  fancy  fabrics  with  low  rolling  collar 
and   revers  of  peau  de  sole   and  lining  of  fancy   foulards 

are  very  smart  this  season.  They  are  very  snappy  when 
made  of  navy  blue  serge  with  brass  buttons  or  of  red  with 
black  satin  collar  and  touched  uj)  with  bright  buttons. 
The  full  length  coat  of  pongee  and  linen  are  also  bidding 

for  popularity  in  the  trade  for  this  Summer. 

Capes  are  selling  v&ry  well  in  the  trade.  Those  de- 
veloped in  broadcloths  are  mostly  favored,  although 

some  serges  are  seen.  Light  colors  are  best  in  demand. 
A  number  of  novelty  effects  are  shown  in  capes  as  well 
as  those  in  military  effects  again  being  pronounced. 

Shortage  of  Help  in  Winnipeg. 

Winnipeg,  May  2. — The  most  serious  industrial  condi- 
tion whicli  the  city  has  experienced  for  some  time,  is 

the  shortage  of  help  in  the  j!:arnient  factories  at  the 

present  time.  The  scarcity  of  all  clothes  workers  is  not- 
iceable, also  among:  the  tailors.  These  facts  were  brought 

out  recently,  when  an  English  woolen  concern  was  re- 
presented in  the  city,  and  it  was  found  that  it  was  practi- 

cally impossible  to  dispose  of  goods.  The  representative 
stated  that  this  condition  was  not  so  acute  in  the  east, 
and  business  there  was  very  brisk. 

An  overall  manufacturer  in  the  city  stated  recently 

that  it  was  impossible  to  engage  help  at  any  price.  He 

was  sixty  girl  hands  short,  and  was  unable  to  fill  vacan- 
.•ies  on  his  staff. 

Several  travelers  for  German  goods  have  been  in  the 

city  recently,  and  have  been  disappointed  with  the  local 
trade  on  account  of  the  same  condition.  The  representa- 

tives from  Germany  and  England  are  not  in  the  least  an- 
tagonistic, for  the  reason  that  their  lines  can  be  produced 

only  in  their  respective  factories. 

What  is  a  "  Presto  "  Collar  ? 
THE  Presto  Collar  is  an  innovation  that 

has  caught  on  like  a  flash,  and  that 
is  destined  eventually  to  be  used  on 

every  outer  garment  for  women  and  men 
and  children. 

It  adds  a  Storm  Collar  to  the  ordinary 
dress  lapel.  It  gives  the  wearer  two  coats 
for  the  price  of  one.  It  is  usable  on  any 
fabric  and  for  any  style  of  garment. 

It  is  the  acme  of  style — smooth,  neat  and 
close-fitting;  nothing  awkward  or  bulky.  It 

is  adjusted  with  ease  and  rapidity.  "You 
turn  up  the  collar — ^that's  all" — and  the 
change  from  one  coat  to  another  is  made 
as  if  by  magic.  It  is  not  a  fixture  or  an 

appliance,  not  a  freak  or  a  fad,  'but  a  sen- 
sible principle  of  tailoring,  an  essential  part 

of  the  garment. 
The  Presto  Collar  is  so  good,  so  new, 

so  different  from  anything  that  has  ever 
been  oflfered,  that  you  ought  to  know  it ! 
It  sells  a  garment  at  sight. 

The  Presto  Company 
715  Broadway NEW  YORK 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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LAURENTIAN 

BEADY-MADE The  Mark  of  Quality  for  Whitewear, 
Blouses,    Hemmed  Sheets  and  Pillow  Slips 

SHEETS  AND  PILLOW  SLIPS 
are  made    in    all    sizes    and    qualities. 

THEY    ARE 

BIG    SELLERS ^ 

BECAUSE    THEY    ARE 

«^ BIG    VALUES 
Considering    the    present    prices    of    cotton,     we 

are  offering    special    values    in  ::  :: 

Laurentian  Waists  and  Whitewear 
And    our    enlarged    facilities    enable   us   to    ship 

all    orders   on    very    short    notice.  ::  :: 

We  have  increased  our  office  space  in  the  Mark  Fisher  Building,  Montreal,  and 
this  enables  us  to  always  have  on  hand  a  large  assortment  of  all  our  products. 
This  should  be  a  great  convenience  to  many  of  our  customers  and  a  visit  is 
cordially  invited. 

LAURENTIAN  WHITEWEAR  CO. 
LEVIS,  QUEBEC 

Toronto:— W.  H.  Piton,  Empire  Building  Province  of  Quebec:— J.  A.  Morin,  Quebec 

Montreal  and  Eastern  Ontario:— Z.  P.  Benoit,  Mark  Fisher  Bldg.       Maritime  Provinces:— Alex.  Burr,  St.  John,  N.B. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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R.  D.  FAIRBAIRN  CO.,  Limited 
MANUFACTURERS 

PRES.,  RHYS.  D.  FAIRBAIRN.         VICE  PRES.,  F.  J.  KNIGHT.  W.  C.  CLIFF 

107  SIMCOE  ST.  TORONTO,    ONT. 

Please  mention   The  Review  to      Adi'erti.ser.'  and  Their  'Ira:  clcis. 



gjgj s m 
'  ''CLv1t13; 

■
^
 

Pf^H 

ii/V>^V^ 

^ 
K-') 

■■  -^ 

,      -  ' 

i  • 

.--■'..rfe 

1- 

'  v"/ 

.i'-  ' 

'•:■■ 

y^ 

i^~-  • 

. '   ̂  

fx 

\ 

VS) 

'■>it\  «•••:  .■••:•.;■• 

•*.»<■; 

^il^ 

^ 

Heavy  Demand  Taxing  Neckwear  Plants  to  Utmost 
Difficult  to  Increase  Staffs  —  Dutch  Collars  Shown  in  Many  Varieties 
—  Chantecler  Effects  Featured  —  Great  Opportunity  for  Veiling  and 
Scarf  Department  —  Fabric  and  Kid  Gloves  Have  Sold  in  Good  Volume 

BUSINESS  has  developed   wonderfully 
    in     ladies' 

neckwear  in  the  past  few  weeks,  and  orders  are 

coming  in  thick  and  fast.     So  large  is  the  demand 
that   the  factories  are   taxed   to  their  utmost  ca- 

pacity, and  even  when  every  possible  minute's  over-time 
is  worked,  manufacturers  find  that  tliey  cannot  get  out 
orders  on  time. 

Manufacturers  would  increase  their  plants  if  it  were 

possible  to  obtain  more  help.  This  cannot  be  done,  as 

help  of  this  class  is  decidedly  at  a  premium  at  tlie  pres- 
ent time. 

The  demand  covers  a  fairly  broad  field.  Dutch  collars 

are  shown  in  every  possible  variety  uf  made-up  styles, 
and  trimmed  with  both  heavy  and  light  laces.  Embroid- 

ered Dutch  collars  are  also  among  the  good  sellers,  and 

there  is  a  growing  demand  for  those  of  lace  in  imitation 
Irish  and  Venise. 

Stiff  ebroidered  collars  are  included  in  the  list  of 

best  sellers,  and  a  new  feature  is  the  wearing  of  Windsors 

Fine    pleated    jabot    with Irish    effect   lace. 

Toronto. 
By    Ladies'    Wear,    Ltd. 

with  these  collars  tied  in  bows  or  four-in-hands.  This 

idea  is  by  no  means  displacing  the  popular  jabot.  In  em- 

broidery and  heavy  lace  combinations  the  tendency  is  to- 
wards flat  pleated  effects,  but  where  the  lighter  laces  are 

used,  styles  are  full  pleated  and  decidedly  long  jabots. 

Side  jabots  are  still  very  good  in  all  their  combinations 
of  pleated  lawn  and  lace,  and  a  new  feature  is  the  cuffs 

to  match.  The  ecru  lace  ti'imming  on  the  white  jabot  is 
a  combination  that  is  growing  in  favor. 

Dutch     collar     and    jabot,    trimmed      with    lace    and    insertion. 
Shown  by  Sandersons,   Ltd.,  Toronto. 

The  city  stores  are  taking  Dutch  and  middy  collars 

for  wearing  with  the  low-necked  gown  that  promises  to  be 
so  much  worn  in  the  coming  Summer.  Some  of  these 
follars  are  cut  out  square  and  the  opening  trimmed  flat 

with  a  lace  edge.  Other  collars  are  made  to  fit  a  V  open- 
ing, and  many  of  these  are  quite  large.  An  attractive 

specimen  of  this  style  was  made  of  shaped  sections  of 
fine  embroidered  flouncing  Avith  the  edge  finished  with  a 

pleated  frill. 
Veiled  effects  have  been  introduced  in  neckwear,  and 

a  collar  of  Persian-printed  silk  veiled  in  fancy  crochet 
net  put  on  the  market  has  met  with  an  instant  success. 
Tlie  collar  is  edged  with  imitation  crochet  lace,  and  tab 
jabots  are  shown  to  match. 

There  is  a  little  hesitation  in  accepting  the  new  pleated 

Chantecler  collars,  but  in  spite  of  this  fact  they  ai'e  sell- 
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ing.  One  larsre  departuuntal  store  in  Toronto  is  showing 

these  collars  from  3oc  to  $1.25  each,  and  say  that  they  are 

experieiuinsr  a  daily  im-reasin^  sale.  This  store  is  also 
sliowinsr  the  pleated  frilling  by  the  yard,  both  in  ecru  and 
white.  For  wear  with  these  frills  are  the  pleated  Chante- 

cler  bows,  and  these  ai"e  also  selling  well.  One  of  plain 
silk  with  an  end  of  Persian-printed  silk  has  proved  a  par- 

ticularly good  seller  in  spite  of  the  fact  that  it  is  not  a 
cheap  bow. 

In  New  York  Persian  effects  are  strong  at  pi'esent. 
coat  sets  are  shown  in  Persian-printed  satin,  and  Windsor 
ties  of  the  same  are  very  fashionable. 

Windsor  in  Cliantecler  red.  Empire  green  and  violet. 
are  selling.  Both  embroidered  and  lace  collar  and  cuff- 
sets  are  good. 

The  latest  idea  emanating  from  Paris  is  flat-pleated 
ruffs  of  maline.  for  wear  with  tlie  collarless  gowns.  These 
may  be  said  t<t  be  launched  liere.  as  scxcial  were  worn  at 
the  Horse  Show  in  Toronto. 

Long   effect   jabot   in   pleated   lawn   aiid   lace.     By   Ladies'    Wear,    Ltd. 
Toronto. 

Guirapes  are  also  selling,  and  promise  to  be  in  more 

demand  when  the  wainier  weathci'  ariives.  Mannfacturei's 
are  paying  attention  to  the  cut.  and  tlicre  is  less  trouble 
with  them  riding  uj)  wlien  worn,  liccausc  the  shoulders 
are  properly  shaped  and  sloped. 

Veilings  and  Scarfs. 
Tiiere  is  sometlfing  radically  wrong  witli  the  veiling 

department  that  is  not  selling  goods  freely,  and  making 
a  good  showing  at  the  present  time,  for  the  new  veilinsis 
are  in  effects  calculated  to  please  all  tastes. 

The  bold  mesh  patterns  catch  the  eye  of  the  woman 

who  likes  something  striking,  and  the  finer  hexagons  ap- 
peal to  the  woman  who  has  quiet  tastes. 

The  large  mesh  effects  are  often  fully  |  in.  square,  and 
have  very  coarse  threads  or  fancy  bars  woven  in  diagonal, 
or  cross  lines,  and  enclosing  hexagonal,  or  large  round,  or 
.square  spaces.  The  latest  arrival  in  the  novelty  field  are 

the  bugle  effects,  so  called  because  the  side-threads  are 
wrapped   with    a   fine    thread   covering,   giving   the    effect 

ol  a  long  bugle  bead.  Some  of  the  newer  hexagons  are 

in  double  effect — the  large  mesh  overlaying  a  much  finer 
hexagon  net.  Large-sized  hexagons  nets  are  highly  favor- 

ed in  the  better  class  of  goods.  Chantecler  novelties  show 

a  rooster's  head:  or  a  small  rooster  design  on  a  gi'ound  of 
craquele  net. 

New    veiling,    bugle    effect.    Shown    by    Wm.    (",.    Mortimer    Co.,    Ltd., 
Toronto. 

Black  and  white  lace  individual  veils  are  selling  and  ii 
is  said  that  they  will  be  worn  draped  around  the  brim  of 

the  hat,  and  hanging  straight  down  a  little  later  in  the 
season. 

The  growing  vogne  of  tiie  large  hat  is  not  interfering 
in  any  way  with  the  \ogue  of  veils,  imleed  the  large  hat 
promises  to  he  a  help  to  the  department  and  to  increase 
the  sale,  as  it   reciuires  a  longer  length  of  veiling. 

Hexagon    veiling.    Shown    by Mortimer    Co.,    Ltd.,    Toronto. 

The  new  auto  veils  are  in  .shaded  chiffon  and  long 
hemstitched  chiffon  ties  are  being  used  on  the  many  smart 
little  auto  bonnets  now  in  vogne. 

The  scarf  demand  shows  no  sign  of  abatement.  Metal- 
lie  and  beaded  effects  are  being  extensively  featured 
for   the   coming  season.      Persian    printed   chiffon    scarfs. 
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See  These  Summer  Neckwear  and  Veiling  Novelties 
Order  a  selection  from  the  leaders  shown  here.     We  know  they  will  sell  well,  and  that  they 

will  stamp  your  store  as  a  centre  of  fashion  Novelties. 

We  are  Veiling  Specialists 

Below  are  a  few  of  the  new  effects  in  veiling  selected  from  our  range.     We  can  give  immedi- 

ate delivery  on  all  orders.     See  our  lines  in  nets,  laces  and  embroideries. 
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Flcasc  iiieiitio"   The  Reviezv  to  Ad:er'i<;crs  avd  Their  Trai'elcrs. 



g6 
n  R  !•: ss    A  rri' ss(^  r  i  !■  s Dry  Goods  Reviezv 

and  those  with  printed  fli>ral  borders  are  good.  Lace 

si-arfs  of  Chantilly.  Spanisli  and  Oriental  lace  are  to  be 
worn  with  Summer  ffowus. 

Dress  Trimmings. 

The  new  tailored  suits  are  so  jilain  that  a  llltle  braid- 
ing seems  a  necessity  to  afford  some  relief,  and  therefore 

straight  lines  and  simple  motifs  carried  out  in  soutache 
and   narrow  gimps  and  cords  are  seen.     More  elaborate 

Xovelty    veiling,    with    voilt    spot.     Shown   by    Wm.    C.    Mortimer   Co., 
Ltd.,    Toronto. 

models  show  combination   triinniing.s  of  soutache  or  cord 
and  machine  embroideries. 

These  are  introduced  on  the  side  panels  both  on  coats 
and  skirts  and  on  the  bands  that  confine  the  fullness  of 
the  new  skirts. 

In  dress  trimmings  steel  is  ta'ked  about  as  tlie  coming 
feature.  Metal  effects  in  the  dull  antique  latlu'r  than 
the  bright  finish  are  in  evidence  and  antique  gold. 

Old  silver  and  steel  are  assured  of  popularity,  and 

jet,  principally  in  sequins,  will  be  favored.  There  is  a 
return  to  the  use  of  sequin  tiimrnings,  and  importers  are 
showing  a  good  range  of  these  trimmings,  in  silver,  gilt 
and  jet.  Trimming  bands,  showing  a  combination  of 
beads,  .sequins  and  bugles  are  included  in  the  new  range, 
and  in  some  instances  caboclu)ns  are  still  shown,  though 

these  are  rather  smaller,  tliau  those  wliich  were  used  for 
the  past  season. 

There  seems  to  be  a  feeling  that  band  trimmings  of 
velvet,  and  velvet  facings  will  be  used  in  the  Fall.  The 

making-up  trade  is  using  satin  strappings  for  the  trim- 

ming of  P'all  suits,  and  elaborate  rat-tail  braidings  braid- 
ings in  band  effects  upon  black  cloth  coats. 

The  buttons  favored  are  in  dull  silver  set  with  mock 

jewels  and  fancy  stones.  The  feeling  is  for  large  buttons 

and  very  few  small  buttons  are  used.  ' 
+ 

Ribbon  Sales  Increase. 

The  extenisive  use  which  is  being  made  of  ribbon  in 

millinery,  dress  trimmings  and  dress  accessories,  has  caus- 
ed ribbon  sales  to  increase  to  a  remarkable  extent,  and 

importers  are  very  enthusiastic  regarding  present  condi- 
tions and  the  outlook  for  the  future.     Ribbon  manufac- 

turers are  turning  out  vei'v  handsoino  goods,  in  llie  uia- 
.jority  of  whicii  two  tones  are  used. 

'I'wo  toned  effects  predominate  in  moires,  and  lalt'etas, 
and  ihere  is  a  feeling  for  otubros.  The  method  in  whicli 

ribbiuis  are  enip'oyetl  in  uiillinei'y  necessitates  the  use 
of  large  iiuautities  of  ribbon,  wliicli  is  very  beneficial  to 
the  ribbon  trade. 

One  of  tlu>  nuisance's  hich  importers  of  I'ibbons  are 

subjected  to,  is  the  'returned  goods  evil,'  hich  proves 
most  annoj'ing,  particularly  in  vie  of  the  fact  that  many 
retailers  are  most  unscrupulous  in  their  demands,  asking 
tiiat  importers  substitute  for  ribbons  that  have  gone  bad 
as  a  result  of  tlie  length  of  time  they  have  been  kept  in 
stock. 

The  reason  tluit  silk  goods  depreciate  so  much  in  value, 
as  the  result  of  time,  is  the  fact  that  so  much  use  is 
made  of  chemicals  for  filling  and  giving  weight  to  the 
ribbon.  Manufacturers  are  not  to  be  blamed  for  this. 

The  fault  goes  back  to  the  buyer,  who  wants  a  ribbon 
which  feels  heavy,  and  looks  well,  at  a  very  low  figure. 
To  do  this  it  is  necessary  to  use  the  filling,  which,  in  the 
course  of  time,  rots  the  goods,  and  causes  them  to  crack. 

Of  late  there  has  been  a  great  deal  of  trouble  in  re- 

gard to  this  returning  of  goods,  and  there  is  a  likeli- 
hood that  it  will  continue,  owing  to  the  fact  that  during 

the  ribbon  depression  a  great  deal  of  cheap  ribbon  was 

biuight  in  order  to  promote  sales,  and  ow'ing  to  the  slow 

Lace    face    veil.     Shown    by    Ladies'    Wear,    Ltd.,    Toronto. 

demand  much  of  this  has  been  held  in  stock,  but  the 
retailer,  who  wishes  to  be  fair  in  his  dealings,  will  realize 
that  his  goods  must  depreciate  with  time,  and  that  he 
should  not  expect  the  importer  to  make  good  his  losses, 
whicli  are  the  resut  of  the  age  of  his  goods. 

W.  F.  Oo forth,  of  "Ladies'  Wear,"  Limited,  Toronto, 
arrived  in  Xew  York  Thursday,  April  28,  by  S.'S.  Adriatic. 
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AGENTS 

TMf  CROMPTON  CORSET  CO. 
<    LIMITCO  > 

THE  RIBBON  HOUSE  OF  CANADA. 
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If  you  are  not  a  customer 

tell  us    what  you   want 

PtlkUi^/lkf^ ^iA/iiA/^--CfAuLJco 
280  St.  James  Street^ 

Afontreal 
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mmmmmmmm 

^         ̂          ̂   ^ 

*"       *'^*'       ""y^*       '*A** 

S            r             \              We  are               ̂   ^^^'^ 

^                       HEAOQVAKTEKS  ^ 

/       N            FANCY  / 

>            /         FRENCH  %^ 
S       /          VEILINGS  %^^^ 
•OJty  Buele>    Mystic,    Heavy    Hexagon 

y^^    k        and    have    a    unique    range    to  ^      '      -^ T                         select  from!  J             ̂  

SEND  FOR  SAMPLES  ̂           j 
and  prices.  ^^i-W 

I      "c"  MORTIMER  S ^    s .  jA        117  WellinB'on  street  W 

*.  /W  TORONTO 

*"       '•vv^       ̂ */       **y^^ 

/  >   /  A^/ 

It 
IS  a 

Fownes 
That  is  all  you  require 

(o  know  about  a  ̂love. 

Ready    to    Fill     Your 
IMMEDIATE   WANTS. 

Fownes  Bros.  &  Co* 
C(>ris(ine  Building. 

MONTREAL 

PARASOLS 
AN& 

UMBRELLAS 

Special  Attention 

to 
Letter    Orders. 

THE    IRVING    UMBRELLA    CO. 
LIMITED 

79-83  Wellington  St.  West,        -        Toronto 

STREHL'S  HAIR  GOODS 
are  recognized  as  the  stamlanl  of  ciualitj'.  If  you  want  to  make  a  trial  of  this  line, 
all  that  you  will  havi^  to  ilo  is  to  putinafew  samijles.  This  will  enable  you  to  show 
the  different  sizes  to  your  customers,  and  if" an  ord-  r  is  taken  by  you  send  same to  us  with  sample  of  hair,  the  exact  color,  and  we  will  forward  goods  by  niail  or 
express.     We  will  cheerfully  take  back  goods  if  not  satisfactory.     You  run  no  risk. 

A  "SPECIAL"  SWITCH 
A  good  seller  and  a  money  maker,  made  of  second 
quality  WAVY  hair  in  good  assorted  colors. 

We  are  Headquarters 
for  Switches 

Wavy  .Switches,  Ponipatlours. 
Curl.s,  Wigs,  etc.,  at  lowest 
prices  SiihI  for  Illustrated 
FltEi;  I 

No.  Weight  Length 
500  2    oz.  24  inch '50  2    oz.  22  inch 

25  2    oz.  20  inch 
00  IJ  oz.  18  inch 

STRICTLY  FIRST  QUALITY 
Assorted  Colors— Short  Stems 

-        ..  Each Length 

16  inch 

18  inch 20  inch 

22  inch 22  inch 

24  inch 24  inch 

26  inch 
28  inch 30  inch 

i  Sample  .Switches         .... 
Less  6  per  cent,  for  cash  - 

SECOND  QUALITY  HAIR 
Assorted  Colors— Short  Stem 

r        .,  Each 

Length 

16  inch 

2    oz.  18  inch 
2    oz.  2  P  inch 
2  oz.  22  inch 

2i  oz.  22  inch 
2j  oz.  24  inch 3  oz.  24  inch 
3  oz.  26  inch 

3]  oz.         26  inch 
4  oz.         28  inch 

Weight 

1}  oz. 

2  oz. 

2    oz. 

2  oz. 

2J  oz. 
2i  oz. 
3  oz. 3  oz. 3i  oz. 
4  oz. 

Weight 

\\  oz. 

oz. 

'
^
 

Each 

$2.25 

1.75 

1.50 
1.15 

postpaid 

SI. 50 
2.00 

2.75 

3.25 4.00 

5.25 
6.25 

7.75 
9.00 11.00 

postpaid 

S  0.50 

.65 

.9) 

111 

1.35 

1.50 1.75 2.40 

3.00 

3.50 

Dozen 

$24.00 

18.00 15.00 

12.00 

Dozen 

S  15.00 

21.00 
30.00 

36.00 

45.00 

60.00 

72.00 

90.00 

102.00 
126.00 

$49.75 

3.00 

§46.75 

Dozen 

$  5.00 

7.00 19.00 

12.00 

15.00 
16.00 

20.00 

27.00 
33.00 

39  00 

^ 

WrlimRSjrehl  Co.  i 
34  MONROE  ST.,  CHICAGO 

1     Sample  Switches         .        -        -       $15.33 
Less  6  per  cent,  for  ca.sh  •        -  .92 

THE  CORONET  PUFF     WiiTT 
jtttup  of  puffs,  made  of  st>tt  natural  curly  hair 
'  latest  style  of  coiffure,  easy  to  arrange  and 

ttiii^crsally  becoming. 
Per  set  of  7  puffs,  $1.75    Per  dozen,  $18. "0 
)  cr  set  of  6  puffs,    1..5II    Per  dozen,     15.00 
Per  set  of  5  puffs,    125    Per  dozen,    13.50 
Per  set  of  4  puffs,    l.i  0    Per  dozen,     11.0 

.Shades  of  gray,   blonde,  drab  and  auburn  are 
>re    expensive,  according  to  the 
ircity    of   color.      Any  size  and 

umber  of  p'lffs  made  to  order. 
NOTICE-Cut  Hair  made  into 

switches,  35c  oz. 

Combines  made  into  swit- 
ches, 40c  oz. 

Please  mention  The  Review  to  Advertisers  and   Their  Travelers. 



Dry   Goods  Review DRESS     ACCESSORIES 99 

Cash's  (Uasb  Crimmings 

IS 

MM 
EWED  on   in  a 
few  moments, 

add  a  dainty  touch  to 

every  garment.    Most  effec- 
tive trimming  for  Shirtwaists, 

Children's  Wash  Dresses,  Russian 
Blouses,  Kimonos,  Dressing  Jackets, 
Collars  and  Cuffs,  Pique  Waists  and 
Skirts,  Wash  Skirts,  Corset  Covers, 
Bathing  Suits,  Etc.,  Etc. 
Made  in  a  very  large  variety  of  designs  and  colors  (guaranteed 

/  fast  dye),  ranging  in  width  from  three-eighths  of  an  inch  to  2}.; 
inches,   to    suit    every   costume,   every   taste.      Obtainable   from   all 

leading  Dry  Goods  Stores.      Look  for  the  Trade-mark,  shown  below. 

MARK  YOUR  LINEN  with  CASH'S  WOVEN    NAME-TAPES. 

Your    full   name  p           .- —  -      .  ̂ ^^    (^^    inter- 
woven with  fast-  '  /^  Cjy  I  j  color  thread 

in    fine     white  |  <lfh  rtMX^SfZM^<yUe/7t>  ^  cambric   tape ; 
S1.25  for6dozen  i-^  or   $a.oo  for 
12  dozen.      These  markings  more  than  save  their  cost  by  saving  laundry 
losses.     Indispensable  in  most  households;  a  great  convenience  in  every  home; 

required  by  schools  and  colleges.     Have  your  friends'  names  woven.     They 
make  a  daintv,  individual  gift,  always  acceptable.     Orders  filled  in  a  ivcek. 
Order  through  your  dealer.     Samples  and  order  blanks  can  be  obtained  from 

E.O.  Barette&  Co. 
40  Victoria  Square 

MONTREAL 

These  wash  trim- 
ming's are  stocked  in 

Montreal  and  it  will 

take,  from  the  date 
your  order  is  received, 

about  ten  days  for  de- 
livery. Only  sold  to 

the  trade,  and  any 
orders  received  from 
the  retail  consumers 
are  referred  to  the 
nearest  merchant. 

Cash's  wash  trim- 

mings are  trade  win- 
ners. Write  for  sam- 

ples. Look 

for 
this 

Trade  • Mark. 

Cash%    Tubular   Poplin   Neckwear 
We  beg  to  announce  that  in  addition  to  our  well-known  Cotton 
and  Silk  Tubular  Neckwear,  we  are  now  booking  orders  for 
Summer  deliveries  on  our  New  Shaped  Four-in-Hand  Poplin  Ties 
These  goods  are  made  in  our  standard  quality  and  are  recognized 
as  the  best  loom-shaped  tubular  tie  on  the  market. 

Cash's  Poplin  Ties  do  not  wrinkle  or  crease,  are  also  pin  proof. 
Sold  by  all  leading  haberdashers 

Samples  and  prices  can  be  obtained  from 

.............    E.  O.  BARETTE&  CO. 
J.  &  J.  CASH,  Limited 
333   SOUTH  CHESTNUTST. 
SOUTH   NORWALK    -    CONN. 40  Victoria  Square,  MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Leading  New  Sailor  Designs 
At  Popular 

Prices 

ADELINE 
Colors:  White  or  Gold. 

A  Ladies'  LARGE  M\i~lini(im  briiu  Siinmirr >hirt  \Vai<t  Snilor  ;  MADE  OF  ROU^H 
SATIN  FINISH  JAP  MAJESTIC  BRAID, 
rrliiiiiied  in  a  wide  Velvet  Kibbon  band  and 
biiw.  Tlie  edge  of  the  biini  is  decorated  with 
a    wide  binding  of  Velvet.  (CIO  fjfl 
Price    per    Dozen      OUZ.UU 

LENOX 

Colors  :  Black,  White  or  Burnt. 
A   new  LARGE  Kncjx   Block  round  crown 

'  "mpadour     Sailor  ;     MADE    OF     ROUGH 
SATIN   FINISH    JUMBO   STRAW  BRAID 
Irimtned  in  a  band  of  Velvet   Ribbon   with 
bow  of  same  at  the  back.  051  n  Rn Price  per  Dozen      wIVivlU 

Our prices  are  so  low 
that 

you  gain  a 

sub- 

stantial  saving after 

the duty    is 

paid. Here  are  illustrated  a  few  of  the 

really  "good  things"  in  NEW 
READY-TO-WEAR  STYLES, 
specially  designed  for  wear  during 

May,  June  and  Mid-summer  season. 
They  are  the  classy  effects  that  are 
in  demand  and  a  few  of  them  will 

brighten  up  your  stock  wonderfully. 
Our  special  Summer  Catalogue  (just 
off  the  press)  contains  a  much 
larger  selection.  If  you  have  not 
received  one,  a  postal  will  bring  it 
by  return  mail.  Ask  for  Catalogue 
No,  G  8.  In  this  booklet  we  also 
list  many  special 

CLEARING   SALE 
BARGAINS 

th  in  styli-h  Millinery 

MODISTE 

Color:  White  with  assorted  trimmings. 

A  ladies'  EXTREMELY  LARGE  Street 
Sailor;  MADE  OF  FINE  QUALITY 
MOOTH  NARROW  MILAN  STRAW. 
Trimmed  in  a  wide  Paon  SILK  Velvet  band 
and  bow.  The  brim  is  edged  in  wide  binding 
of  I'aon    SILK  Velvet.  $97  flfl 
Price  per  Dozen. 

GLEN  VIEW 

Color:  White  with  assorted  trimming. 

A  Ladies' EXTRA  LARGE  Snnnner  .Sailor  ; 
MADE  OF  FINE  QUALITY  SMOOTH  NAR- 

ROW MILAN  STRAW.    Trimmed  in  a  wide 
band  of  Paon  SILK  velvet  with  bows  of  same 
t  the  side.     The  under  brim  is  decorated  with 
wide  band  of  Paon  SILK  Velvet. 

Price  per  dozen   $30.00 

ATLANTIC   CITY 

Colors:  Black  White  or  Burnt. 

A   new   LARGE    rolling  brim   Knox  block 
Sailor  ;  MADE  OF  ROUGH  JUMBO  STRAW 
BRAID.      Trimmed  in  a  Velvet  Ribbon  band 
with  bow  of  .same  atthe  side.  <I»i  fl   Rf| 

Price  per  dozen    w  I  W.\IV> 

VICTORIA 
Colors:  Black,  White  or  Burnt. 

A  Ladies'  nobby,  LARGE  Mushroom  Brira, 
rounded  ciown.  Outing  Sailor;  MADE  OF 
GOOD  QUALITY  SMOOTH  NARROW  MIL- AN STRAW.  The  crown  is  decorated  with  a 
wide  band  of  velvet  ribbon,  with  large  bow  of 
f  ame  at  the  side.  One  of  our  popular  new  sum- 
mer ideas.  (JJ^  c  nn 

Price  per  dozen       W  I  JiUU 

CHICAGO  MERCANTILE  CO. 
WHOLESALE  MILLINERY 

106108-110-112  Wabash  Ave.  CHICAGO,  ILL,,  U,S.A, 

Please  mention   The  Revieiv  to     Advertisers  and   Their  Travelers. 



The  Millinery  Trade  Revie^v 
Present  Day  Lingerie  is  Hardly  Adapted  to  tTubbing  Process  — Fabric 
Dyed  to  Match  Ribbons  or  Flowers— Some  Notable  Examples -Close- 
Fitting    Bonnets     of     Frilled     Lace  —  Window    Recruits    Customers. 

T'HK  lingerie  bat  of  to-day  is  a  far  cry  from   the 
simple  washing  hat  that  was  first  introduced  and 
though  it  is  made  of  lace  or  embroidered  linen, 
it  would  be  both  a  confiding  and  a  hopeful  spirit 

that  would  submit  a  1910  lingerie  to  the  tabbing  process. 

The  smart  lingerie  is  made  from  allover  eyelet  em- 
broidery worked  upon  a  ground  of  linen  lawn,  and  dyed 

to  match  the  ribbons  or  flowers  used  to  trim  it.  Thus 

a  hat  seen  at  a  recent  opening  had  the  crown  of  eyelet 
embroidery  dyed  a  full  rose  pink.  The  top  of  the  crown 
was  of  a  circle  of  the  linen,  to  which  a  broad  piece  of  the 
linen  shirred  over  a  cord  was  attached.  This  made  a  full 

mob  crown.  'The  upper  portion  of  the  'brim  was  of  shiri'ed 
linen  and  the  edge  was  made  of  a  3-inch  band  of  fine 
Milan  straw.  Long  ties  of  rose  liberty  ribbon  passed 
over  the  full  part  of  the  crown,  and  passing  over  the 
brim  ended  as  long  ties.  There  was  a  wreath  of  pink 
roses  around  the  crown. 

Another  striking  lingerie  was  nf  King's  'blue  erabroiil- 
ered  linen  in  the  new  rolled  sailor  shape.  There  was  a 
piping  of  black  satin  around  the  crown  and  the  brim  had 
a  wide  ba.nd  of  black  satin  as  an  edge.  The  trimming  was 

a  large  mount  of  'field  flowers — daisies,  poppies,  clover 
and  corn-flowers,  mixed  with  grasses. 

More  on  the  type  of  the  conventional  lingerie  are  the 

hats  with  moderate-sized  crowns  and  slightly  cloche  brims. 
The  latter  are  made  of  tiny  rutflings  or  pleatings  of  Val- 

enciennes lace,  and  the  crown  is  either  a  full  one  of  piece 
lace  or  is  of  cotton  marquisette  in  square  or  draped  effect, 
and  the  edges  have  a  narrow  frill  of  lace. 

When  these  drapes  are  used  a  ribbon,  either  in  blue 
or  pink,  is  draped,  looped  and  bowed  around  the  crown, 
and  the  very  newest  trimming  is  the  set  roses  and  foliage 
made  from  narrow  faille  and  silk  ribbon. 

Torquoise  blue,  and  full  rose  pink,  which  have  not 
been  worn  for  many  seasons,  are  the  colors  chosen  for 
trimming  lingerie  hats. 

Dainty,  close-fitting,  little  bonnets  of  frilled  lace,  trim-, 
med  with  ribbon,  velvet  and  tiny  roses  or  forget-me-nots, 
and  with  bridles  to  go  over  the  hair  at  the  back,  are 

another  form  of  lingeries.  In  this  class,  too,  ma,y  be  de- 

scribed the  183'0  pokes  of  shirred  crepe  or  silk  with  wide 
ties  set  on  with  huge  rosettes  made  of  p'eatings  of  Val. lace. 

* 

The  Millinery  Window. 
Rich  velvets,  delicate  laces,  and  the  counterfeits  of  all 

the  flowers  that  grow  not  only  in  natural  shades,  but 
in  all  the  hues  of  the  rainbow,  give  the  milliner  the  best 

of  material  to  work  upon  in  the  making  of  unique,  har- 
monious and  charming  window  displays. 

No  store  can  do  business  successfully  for  any  length 
of  time  if  the  crop  of  customers  is  not  recruited  from 
outside.  Family  changes  take  place,  customers  move 
awa.y,  etc.,  and  for  the  business  to  keep  running  others 
must  be  attracted  to  take  their  place. 

■Even  when  a  milliner  has  a  well  established  trade, 
there  is  always  competition  to  be  met.  A  new  store 

will  136  established  in  the  neighborhood  and  the  new- 
comer will  be  using  every  effort  to  attract  attention  and 

trade  to  her  store.  If  the  other's  windows  are  planned 
in  an  up-to-date  fashion  there  is  one  loop-hole  the  less 
through  which   the  competitor  can   work. 

Millinery  store  windows  as  a  rule  are  small  and,  at 
first  sight,  do  not  seem  to  admit  of  much  enterprise, 
but  this  is  really  not  so,  for  there  are  stores  with  only 
the  smallest  windows  that  fully  contrive  to  make  a  most 
distinctive  display. 

One  of  these  that  came  under  the  notice  of  The  Re- 
view is  fully  described  as  a  help  to  the  milliner  thai 

has  ambitions  in  this  direction.  The  window  in  question 
is  10  or  11  feet  wide  and  about  7  feet  deep,  and  to  give 
a  proper  entrance  the  window  spa,ce  slants  inward  from 
the  door,  making  the  width  of  the  window  about  S  or 

9  feet  at  the  street  line.  Like  the  majority  of  wini'dws 
of  this  class  this  windnw  is  imt  enclosed,  and  il  i-;  in 
Ihe  management  of  the  background  tliat  the  proprietor 
has  made  the  first  and  most  striking  departure  from  the 
usual  run  of  millinery  windows. 

(The  background  is  very  simple  and  is  one  that  any 
ordinary  carpenter  can  easily  put  in.  It  is  made  up  of 
paneling  formed  of  ordinary  planed  boards  topped  by  a 
plate  rail  such  as  is  sold  by  any  decorator,  and  the 
spaces  are  filled  in  with  light  wood  frames  with  some 

decorative  fabric  stretched  tightly  over  them  and'  fas- 
tened into  the  openings.  'Narrow  gilt  molding  or  bead- 

ing is  run  around  these  panels. 

In  the  window  in  question  the  woodwork  and  panels 
are  tinted  with  alabastine  or  some  such  material.  This 

tinting  is  usually  altered  each  season,  and  makes  a 
total  change  in  the  window  setting.  This  Spring,  the 
color  chosen  is  a  very  pale  greenish  tan,  and  the  floor 
covering,  and  the  covering  of  some  of  the  fittings,  is  of 
rich  old  gold  silk  plush.  This  combination  has  resulted 
in  windows  that  always  arrest  the  attention  of  all 

passersby. 
Not  more  than  five,  or  at  most  six,  hats  axe  shown 

at  a  time,  and  when  the  models  are  striking  dress  hats, 

only  two  or  three  are  put  in  the  window.  Pretty  acces- 
sories are  used,  such  as  basket-ware  vases  or  flower- 

holders,  fancy  baskets,  etc.  This  year  these  affairs  are 
finished  in  the  fashionable  antique  gold.  The  stands 
used  in  this  window  all  match  and  are  of  massive  design 
in  satin-finished  brass. 

Another  effective  accessory  is  a  raised  step  or  plat- 
form covered'  plainly  and  smoothly  with  the  old  gold 

plush.  Pedestals  are  used  to  give  variety.  These  are 
fashioned  from  the  rollers  that  come  in  crepes  and  other 

fancy  fabrics,  and  are  finished  top  and  bottom  with 
.squares  of  wood  covered  with  the  same  plush  as  the 
window.  There  are  three  pieces  of  wood  at  the  bottom, 
which  is,  in  all  probability,  weighted  ta  make  it  stand 
firm,  and  there  are  two  at  the  top.  The  roller  is  also 
covered  plainly  and  smoothly  with  the  plush. 

The  display  in  this  window  is  varied  from  day  to 

day.  Some  days  will  see  a  one-color  display,  others  one 
of*tailored  street  hats  and,  on  other  occasions,  distinc- 

tive dress  hats  will  be  shown.  Misses'  and  children's 

headgeax  are  also  on  show  and  an  attractive  display- 
was  one  devoted  to  motor  bonnets. 



Simpler  and  More  Youthful  Millinery  Lines  Preferred 

New  York  Vogue  is  Eliminating  Exaggerated  Effects  —  Day  of  the 
Panama  is  Dawning  Chantecler  Influence  a  Factor,  but  Women  of 
Good     Taste     Reject    Rooster    as    a    Whole  —  Predictions    for    Fall. 

Staff  Correspondence. 

Office  of   the  Dry   Goods   Review,    160   Broadway, 
New/  York,   April   2tJ,  1910. 

THBKE  is  little  new  under  the  millinery  sun.  
The 

retailers  are  showing  what  the  wholesalers  show-ed 
and  were  wi'itten  about  weeks  ago.  There  is  this 
difference — fashion  writers  now  have  facts  to  deal 

with  rather  than  predictions,  and  fact  compels  us  to  state 
that  hats  are  larger  than  ever.  The  exaggerated  and 
complicated  brims  turning  and  twisting  at  all  angles  met 
with  little  favor,  for  women  are  adhering  to  the  simpler 

and  more  youthful  lines.  To  be  sure,  the  majority  roll  at 
one  side  or  another  or  else  are  turned  back  all  around  the 

hat,  but  the  roll,  except  in  rare  cases,  is  not  exaggerat- 
ed. 

Brims,  while  far  from  flat,  may  be  classified  as  round 

and,  on  the  majority  of  hats  of  this  description — which 

for  want  of  a  better  term  may  be  called  sailors— the 
trimming  lies  flat  to  the  hat.  Crowns,  while  extremely 

lai-eg  in  circumference,  are  lower.  It  is  the  pre.ssed  shape 
that  came  out  the  winner,  for  while  there  are  plenty  of 
hand-made  turbans  in  the  market  and  a  few  hand-made 
hats,  the  demand  is  for  pressed  shapes  in  practically  all 
straws  from  the  finest  to  the  coarsest  jumbo  and  pine 

apple  braids. 
Dawn  of  the  Panama. 

The  (lay  of  the  Panama  is  dawning  and  the  white  (ir 
unbleached  variety  is  newer  and  more  elegant.  Panamas, 
like  all  other  hats,  are  extremely  large  and  have  quite  as 
much  trimming  as  the  dressier  hats,  but  of  course  of  a 
simpler  character. 

Persian  silk  is  well  liked  for  trimming  the  summer 

outing  hat  as  it  is  for  trimming  tailored  hats,  and  Per- 
sian chiffon  is  for  dressy  hats.  .\11  kinds  of  figured  ma- 

terials are  greatly  in  evidence  for  costumes  as  well  as 

hats.  Foulard  is  al.so  used  for  hat  trimmings,  and  print- 
ed nets  and  chiffons  are  greatly  to  the  fore. 
Huge  bows  being  in  great  favor,  wide  ribbons  and 

price  goods  are  in  demand  for  their  .construction.  Velvet 
and  net  bows  vied  with  each  other  for  supremacy  in  the 
Easter  parade  and  early  in  the  season,  but  now  taffeta 
and  satin  ribbon  or  silk  is  being  introduced.  Changeant 
taffeta,  or  glace  taffeta  as  it  is  called,  is  very  strong  at 

present. 
Velvet,  Satin  and  Lace  Facings. 

Hat.',  cuiitinue  to  be  faced,  and  white  velvet  is  most 
frequently  used  for  this  purpose,  a  number  of  the  most 
elegant  of  the  new  hats  are  showing  plain  satin  facings. 
Lace  too  is  gaining  in  favor,  particularly  Chantilly,  and 
is  stretched  over  some  of  the  coarsest  straws.  Black  lace 

is  used  over  white  or  colors,  and  white  lace  is  used  over 

black  or  burnt 'straw.  A  layer  of  maline  is  often  intro- 
duced under  the  lace,  and  some  very  handsome  hats  of 

white  erin  or  rice  net  have  been  clouded  with  maline  on 

which  tiiere  has  been  applied  motifs  of  Chantilly  or  val. 

.^ll-over  Valenciennes  was  used  on  a  large  white  maline 
hat.  Milan  has  not  been  in  great  demand  to  date  but  it 

is  frequently  seen  veiled  and  for  children's  hats.  Leghorn 
is,  contrarj"  to  expectation,  the  straw  of  straws — not  the 
old-time  flop-brimmed  leghorn,  but  pressed  shapes  of  all 
sizes    and    forms.       Many,    in     fact    the    majority,    are 

faced  with  black  velvet.     Tagel,  liemp  and  fancy  Japs  are 

very  strong. 
Chantecler  Losing  Ground. 

It  has  been,  as  was  predicted,  a  season  of  brilliant 
color  combinations.  Chantecler  red  is  losing  ground  a 
little,  although  one  sees  yet  many  more  red  hats  than  is 
usual  at  this  season. 

Blue  is  the  most  prominent  color,  king's  blue  being 
understood. 

There  is  nothing  indefinite  about  the  season's  shades, 
nor  are  they  combined  with  anything  but  a  reckless  dis- 

regard of  tradition  and  harmony  This  is  notably  the 
case  where  tiowers  are  concerned,  and,  true  to  predictions, 

il  is  a  big  flciwer  seasmi.  Their  arrangement  is  rather  in- 
clined to  lean  toward  severity.  Garlands  of  tiny  flowers 

ol  various  kinds  are  applied  flat  to  the  edge  of  a  brim,  or 
near  it  on  either  the  upper  or  lower  side.  One  rose, 
caught  to  the  brim  edge,  is  a  favorite  method  of  using 
moss  or  crush  roses.  Frequently  this  will  be  the  only 
flower  used,  the  rest  of  the  trimming  being  of  lace,  ribbon 
or  feathers. 

Plumage  Seen  as  Well  as  Felt. 

The  Chantecler  influence  is  a  factor,  'but  women  of 
good  taste  rejected  the  rooster  as  a  whole.  As  a  matter 
of  fact  it  was  a  very  short  lived  fad.  There  is  some  ex- 

pectation yet  for  its  success  but  it  is  generally  conceded 

that  coque  plumage,  roosters'  heads  and  even  pheasants 
are  more  suitable  for  the  adornment  of  one's  winter 
chapeau,  although  there  can  be  no  complaint  made  by  even 
the  most  enthusiastic  purchasers  of  the  gaudy  pheasant 
plumage,  for  tlicTr  elongated  tails  are  seen,  and  felt  too, 
ill  all  direcliniis.  Such  a.ngles  as  they  are  mounted  at  ! 
Here  again,  one  finds  the  tendency  toward  simplicity, 

since  often  they  are  the  only  trimming  used  with  the  ex- 
ception of  a  straw  or  fancy  ca^bochon  or  other  ornament 

or  a  pleated  arrow-head  bow  of  velvet  ribbon. 

About  Fall  Styles. 

There  are  many  whose  attentions  arc  already  concen- 
trated on  the  Pall  season.  The  colors  for  the  autumn  and 

winter  are  one  of  the  most  interesting  and  important  con- 
siclcratioiis  and  in  the  next  advice  from  this  market  you 
will  learn  what  Paris  has  decided  we  shall  wear.  As  to 

shape  or  rather  size,  many  argue  that  the  medium,  if  not 
the  small  hat,  will  reign.  Strange  as  it  may  seem,  this 
matler  will  be  affected  largely  by  the  situation  as  to 
sleeves.  If  we  are  to  wear  full  sleeves  again  the  smaller 
hat  will  be  reinstated,  that  is  unless  tradition  is  once 
more  disregarded. 

New  Color  Combinations. 

The  bouffaunt  skirts  rather  argue  for  draped  and  puff 

Sleeves  as  well,  and  at  New  York's  latest  wedding  of  im- 
port, costumes  along  these  lines  were  prominent  in  the 

bridal  party  as  well  as  among  the  guests.  This  wedding 

has  resulted  in  establishing  pink  and  blue,  as  a  combina- 

tion, in  favor.  Bright  blue,  king's  for  example,  and  Amer- 
ican Beauty  is  a  vivid  blending  of  intensified  blue  and 

pink.  Soft  French  blues  and  dull  roses  are  another  va- 
riation of  the  more  delicate  pastel  shades  color  scheme 

of   the    wedding. 



A.  E.  Rea  Honored  at  Banquet  by  Leading  Men  of  Staff 

Loyalty  of  Firm's  Employees  Manifested  —  Tables  Arranged  and  Richly 
Decorated  to  Represent  Halley's  Comet  Pointing  Towards  Sunburst 
—  Mr.  Rea   Presented  With  Gold  Watch  —  Mercantile  Constellations. 

ONE  of  the  most  elaborate  banquets  that  has  pr
ob- 

ably ever  been  held  in  the  Windsor  Hotel,  Mont- 
real, was  that  tendered  to  A.  E.  Rea  recently, 

by  the  buyers  and  managers  of  A.  E.  Rea  &  Co. 
It  has  been  generally  acknowledged  that  ever  since  the 

establishment  of  the  business,  thej'  have  done  things  on  a 
lavish  scale,  and  this  event  was  an  evidence  of  the  manner 
in  which  those  who  are  interested  in  the  welfare  of  the 

firm  carry  out  the  ideas  which  actuate  the  principals. 

The  banquet  took  place  in  the  Rose  Room.  The  tables 
were  laid  in  the  form  of  a  crescent  and  star  with  comet 

extending-  to  the  extreme  end  of  the  lai'ge  dining  room. 

The  scheme  was  to  represent  Halley's  comet  pointing  to- 
wards the  sunburst  of  the  now  well-known  trade  mark  of 

the  Rea  companies.  It  was  a  delightful  scheme  of  decora- 
tion, and  the  gallery  was  crowded  with  sightseers  all 

through  the  evening  to  witness  one  of  the  most  spectacu- 
lar banquets  ever  held  in  Montreal. 

The  tables  were  a  mass  of  flowers,  along  the  centres 
being  low  mounds  in  which  were  imbedded  the  beautiful 

floral  decoration.  Snuggling  closely  amongst  tiiese  flow- 
ers were  small  electric  lights  which  automatically  glowed 

and  expired.  Lying  carelessly  amongst  the  flowers  were 
small  art  baskets  cor.  taining  fresh  fruits. 

Such  was  the  spectacle  that  met  the  eyes  of  the  eighty 
odd  guests,  buyers  and  managers  of  A.  E.  Rea  &  Co.,  who 
were  tendering  a  banquet  to  their  chief.  The  motive,  as 

announced  on  the  first  page  of  the  menu,  was  to  "show  to 
a  slight  extent  our  earnest  appreciation  of  the  uniformly, 
fair  and  considerate  treatment  that  we  have  received  from 

him  since  the  inception  of  this  business,  but  a  few  months 

ago.     We  tender  our  guest  our  loyal  continued  support." 
George  Hutching.'-,  who  comes  from  Devonshire,  was 

the  chairman  and  C  W.  Marshall  was  vice-chairman.  Mr. 

Hea  was  accompau  ed  to  the  table  by  Messrs.  Turner,  of 
New  York,  and  A.  B.  Mackay,  of  Hamilton,  directors  of 

the  company.  At  the  guest  table  were  also  Mr.  Brown- 
hill,  manager  of  Montreal  store;  Mr.  Ada,  manager  of  the 

Ottawa  store;  Mr.  Law,  representing  the  factory  depart- 
ment, Toronto;  Mr.  Birmingham  and  S.  B.  Rea,  Toronto, 

and  J.  R.  Rea,  0'. tawa.  Among  the  invited  guests  were 
Messrs.  Emmanuel  Tasse,  Ottawa;  John  P.  Black,  J.  B. 

'i'jessider,  Eug.  Tarte,  John  Taylor,  A.  Robertson,  W.  J. 
Southam,  and  others. 

The  menu  was  served  in  the  hotel's  best  style. 
Presented  with  Gold  Watch. 

After  the  toast  to  The  King  had  been  honored,  the 

chairman  proposed  the  health  of  A.  E.  Rea,  "Our  Guest." 

View  of  tables  and  guests  at  banquet  tendered  A.  E.  Rea  by  buyers  and  managers  of  A.  E.  Rea  &  Co.,  Windsor  Hotel.  Montreal.  Tables 

were  masses  of  flowers.  Snuggling  among  them  were  small  electric  lights  which  automatically  glowed  and  expired.  The  scheme  repre- 

sented  Halley's   comet   pointing   to   the   sunburst  of  the   firm's   trade  mark. 
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RIBBONS 
Visit    Our    Warerooms 

Consult  Our  Travellers  or  write  direct 

and  you  will  get  in  touch  with  the  best  assorted 
stock  in  Canada. 

Velvet  Ribbons 

Satin    or    Cotton    back,   six  qualities,   Black 
and  Colors. 

Taffeta  and  Satin  Ribbons 

From  the  narrow  counter  width  to  the  widest 

Millinery  width.  Any  color,  including  present 

popular  shades,  White,  Cream,  Tuscan,  Cham- 

pagne, Sky,  Rose,  Black. 

Tiie  D.  McCALL  COMPANY, 
TORONTO 

WINNIPEG,       MONTREAL, 

OTTAWA,      QUEBEC. 

Limited, 

In  a  slioi't  spec'?!  ho  pointod  out  llu'  ciionnoiis  success  of 

the  tirin  in  its  undortakin>js  since  coniins'  into  the  retail 
lield  in  Otiawa   and   ̂ Munlreal  but  a  few  months  ago. 

The  appropriate  (piotation  at  the  liead  of  the  toast  list 

was:  "TjcI's  drink  a  toast  to  those  God-inspired  charac- 
Icrs  wiiose  lives  prove  that  they  make  the  happiness  of 

oliiers  the  basis  upon  \vhi(di  ihev  ))uild  their  own  happi- 

ness." 

Mr.  Ilea's  reply  was  a  brief  and  feelino-  tribute  to 
tiiose  gathered  around  liini  iti  tiie  conducting  of  such  a 

large  enterprise,  and  lie  I'elt  that  the  firm's  success  in 
Montreal.  Ottawa  and  Toronto  was  due  as  much  to  those 

around  the  table  as  to  himself  and  fellow  directors.  He 

trusted  that  the  good  relationship  between  all  heads  of 

departments,  buyers  and  other  employes  would  continue 

and  he  felt  that  before  long  the  Rea  sunburst  would  ap- 
l^ear  in  other  Canadian  cities. 

Mr.  Rea  had  only  resumed  his  seat  when  Mr.  Brown- 
hill  presented  him  with  a  handsome  gold  watch  and  chain 
on  behalf  of  the  managers  and  buyers. 

Messrs.  Stevenson  and  Crepault  were  in  charge  of  the 

next  toast,  that  to  Mr.  Brownhill,  manager  of  the  Mont- 

real store.  Mr.  Brownhill 's  thoughtful  reply  was  both  in- 
teresting and  helpful.  He  called  upon  all  present  to  be- 

come more  and  more  "l'ellow-l)uilders"  with  the  manage- ment. 

Messrs.  Rothwell  and  Davis  proposed  the  health  of  the 

visitors,  which  was  responded  to  by  Mr.  Turner,  of  New 

York,  who  in  the  speech  of  the  evening,  told  of  his  early 

boyhood  connection  with  Mr.  Rea,  and  at  his  pleasure  in 

again  being  associated  with  him  in  the  present  firm.  He 

gave  an  interesting  talk  on  the  best  factors  in  the  de- 

partmental store  business  and  trusted  that  those  present 

would  pick  the  best  out  of  what  he  said.  He  felt,  with 
Mr.  Rea,  that  such  loyalty  to  the  firm  would  be  one  of 

the  best  arguments  to  the  directors  to  extend  their  opera- 
tions from  coast  to  coast. 

The  Firm  a  Comet. 

"Success  to  our  firm"  was  proposed  by  Mr.  Birming- 
hjm,  Montreal,  supported  by  Mr.  Law,  of  Toronto,  and 

responded  to  by  Mr.  Goulden,  assistant  manager  Mont- 

real s'jre,  and  Mr.  Ada,  Ottawa.  Mr.  Goulden  amongst 
other  things    said: — 

"In  our  soldiers  we  have  had  Napoleon,  Wellington, 
Washington.  In  our  merchants,  Stewart,  Marshall- 
Fu  111  ;;nd  Wanamaker,  stars  of  the  first  magnitude,  but 

here  is  something  different  from  a  star,  you  all  have 

heard  of  Halley's  comet — well  another  one  has  been  dis- 
covered, and  it  is  called  "Rea's  Comet."  It  has  been 

sen  by  keen  observers  in  the  constellation  'Toronto- 

.■^'mpson.'  It  soon  extended  into  constellation  'Ottawa- 

Uindsay,'  and  spread  out  into  constellation  'Montreal- 
Carsley,'  and  scientists  of  authority  state  it  will  soon 

spread  over  the  constellation  'Halifax-Vancouver.'  This 
comet  is  different  from  most  comets.  Its  head  is  its 

bigger  part,  and  no  one  who  has  seen  it  will  ever  make 

the  mistake  of  thinking  that  the  tail  can  wag  the  head." 
During  the  evening  many  telegrams  were  received 

wishing  continued  success  to  Mr.  Rea  and  his  company  ; 

also  many  read  by  Mr.  Turner  addressed  to  individual 
members  of  the  staff  which  created  a  great  deal  of 
amusement. 

It  was  a  striking  tribute  to  a  man  who  has  so 

quickly  established  himself  as  a  prominent  merchant  in 

Montreal  and  has  made  "Rea's"  one  of  the  most  famous 
departmental  stores  in  Canada,  with  large  manufacturing 

and  importing  connections. 
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The  Filling  of  Millinery  Mail  Orders 

successfully  and  to  the  satisfaction  of  our  customers  has,  by  careful 

attention  to  details  and  the  carrying"  of  ample  stocks,  become  a 
habit  with  us. 

Those  familiar  with  our  methods,  mail  their  rush  orders,  the  ones 

they  must  have  without  delay,  the  orders  that  require  intelli- 
gent handling  to 

BROCK  &  PATERSON,  LTD. 
TRY  US  NEXT  TIME  IN 

Everything   in    Millinery   and    Novelty   Dry   Goods 

Mail  orders  our 
ESPECIAL  HOBBV. 

LIMITED 

St.  John.N.B. 
Halifax,  N.S. 

The  SEAL   OF  QUALITY  has  been 
stamped  on  every 

article  that  ̂ ^^''^^^r>^x this  trade  markj^lS^Ji^& 

m 

WATERHOOSE 
S 

Compels 
Custom ! 

You  will  find  this  brand  a  safe  and 

reliable  one  to  handle,  and  one  which 

will  add  to  your  reputation,  while  leav- 

ing you  a  good  margin  of  profit. 

AH  the  leading  wholesale  houses 

handle  our  well-known  goods. 

THOMAS  WATERHOIJSE  &  CO,,  Ltfl. 
IISGERSOLL,  OIST, 

THE  HALL-MARK  OF  Registered  No.  262.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRtNCU 

PLE,  and  starting  with  TWO  THREADS 

in   the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To    be  had    from    any   of  the    Leading 
Wholesale  Dry  Goods  Houses 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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O^ 100  Wellington  Street  West,  Toronto 

The  Most  Perfect  Lines 
of  Underwear  Made 

in  Canada 

ind 

descent  i*^ 

^rand 
Manufactured  by 

S.  LENNARD  &  SONS 
DUNDAS,  ONT. 

One  of  the  reasons  for  the  admitted 

superiority  of  these  brands  is  the  fact 

that  we  have  been  making"  them  so 

long"  that  we  have  learned  how  to 

make  better  goods  than  any  other 

Canadian  manufacturer.  This  is  not 

simply  OUR  opinion.  It  is  the 

opinion  of  the  merchant  who  sells 

underwear — and  what  is  more  impor- 

tant to  you — of  the  consumer  who 
WEARS  it. 

Value 

Convertible    into    cash,     is    what    we 

offer  you  for 

Autumn 
19  10 

in  Cashmere  Gloves  (import) 

Ringwood  Gloves         " 

Cashmere  Hose  " 

Knitted  Woolens  " 

Lennard's  Underwear  and 

"Avonknit"  Toques,  Sashes, 

Hosiery,  Mitts,  Gloves, 

Hockey  Caps  and 

Neck  Mufflers 

We  can  add   to  your  profit  in   these 

lines  for  next  season's  selling. 

See    our    samples    of    these    goods 

before  buying  for  Fall,  1910. 

Richard  L.  Baker  &  Co. Toronto 
Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Good !  Spring  Business  and  Promising  Fall  Outlook 
Early  Season  is  Responsible  for  Insistent  Demands  —  Mills  Very 
Busy  and  Not  Always  Able  to  Meet  Specific  Delivery  —  Features  of 

High     Class    Lines    in    Men's    and    Women's    Goods  —  Salesmanship. 

OWING    to    Spring   oijening   up    with    fine    weather, 
there    has    been    an    earlier    demand    for    lighter 
underwear.    In    other    seasons,    merchants    were 
often   satisfied    with    delivery   even   in   May,    but 

in  April, those  who  had  not  received  their  Summer  goods 
were  clamormg  for   them. 

Willing  as  the  wholesale  houses  were  to  forward 
orders,  they  were  not  always  able  to  do  so,  as  the  mills 

could  not  always  make  quick  delivery,  owing  to  the  pres- 
sure put  upon  them  for  Summer  goods. 

Balbriggan  in  the  less  expensive  qualities,  and 
natural  wool  in  the  better  grades  are  staple  lines  and 
have  sold  in  good  volume.  There  is  a  certain  quantity 
of  nainsook  underwear  sold  for  the  very  hot  weather, 

being  cool  and  comfortabfe,  but  lialbriggan  lines  have 

not  be  ousted  from  their  strono-  place.  Mesh  gonds  have 
done  well. 

Men's  Underwear. 

Among  high-class  lines  men's  light-weight  stockin- 
ette underwear  for  Spring  is  selling,  and  for  Summer  a 

lightweight  stockinette,  with  short  sleeves  and  short 
legs  is  provided.  This  stockinette  underwear  can  be  had 
in  two-piece  or  combination  suits.  It  is  noticeable  in 

this  class  of  trade  there  is  an  increased  demand  for  com- 
bination suits  in  Spring  and  Summer  goods. 

Something  practically  new  in  high-grade  underwear 
is  a  line  of  white  wool  cambric,  made  in  loose  fitting 
coat  shirt  and  trunks. 

+ 

Good  Fail  Sweater  Business. 
Plain  colored  short  sweaters  are  selling  for  men, 

a  new  feature  being  a  shaped  shoulder.  Instead  of  being 
straight  the  shoulder  is  sloped  down  like  an  ordinary 
coat,  this  does  away  with  bulkiness  on  the  shoulder. 
The  old  style  sweater  has  front  and  back  linked  together, 
the  new  sweater  has  specially  constructed  seams  which 
ensure  better  fitting  and  more  comfort.  For  Spring  and 
Summer,  whites  and  greys  are  good  sellers. 

There  is  every  indication  that  Fall  trade  in  sweater 
coats  will  be  excellent.  Manufacturers  are  practically 
booked  up  and  are  not  always  able  to  promise  specific 
delivery. 

Combination  Underwear. 

There  is  every  reason  to  believe  that  trade  in  com- 
bination suits  will  be  a  big  one  in  the  future.  It  is 

said  that,  in  the  States,  sales  are  about  equally  divided 

betwfc«n  two-piece  garments  and  the  union  suit.  In  Can- 
ada trade  in  the  latter  garment  is  as  yet  a  compara- 

tively small  one,  but  it  is  growing,  the  demand  is  in- 
creasing, advantages  of  combinations  are  being  recog- 

nized. They  save  overlapping  at  the  waist  and,  usually 
being  made  of  elastic  material,  they  fit  easily  at  this 
part  of  the  body,  and  it  is  claimed  that  they  allow 
more  ventilation  than  two-piece  underwear. 

For  Spring  and  Summer  wear  there  is  being  shown 
a  line  of  very  fine  wool  half  hose,  as  fine  as  silk  and  as 

high  in  price.  The  colors  are  plain  with  close  designs. 
Colors  are  a  variety  of  blues  and  greens  with  of  course, 
black  and  tan. 

The  report  from  the  wholesale  houses  is  that  Fall 
orders  have  been  very  satisfactory,  and  that  the  large 
bulk  of  the  orders  has  been  booked  for  Fall.  Merchants 

have  evidently  realized  that  there  is  no  advantage  hang- 
ing back  for  reduced  prices.  The  opinion  is  given  that 

should  there  be  any  change  in  prices  it  will  possibly  have 
an   upward   tendency. 

+ 

Women's  Knitted  Lines. 

Among  high-grade  lines  of  women'si  knitted  goods  for 
Spring  and  Summer,  stockinette  underwear  is  featured 
with  high  neck  and  short  sleeves,  and  with  either  ankle 
or  knee  length  for  ordinary  wear.  For  evening  wear  this 
underwear  is  made  with  low  neck  and  short  ribbed  arms 
in  natural  and   white  shades. 

There  is  also'  a  wool  nun's  veiling  underwear,  fea- 
tured in  the  high  grades.  This  is  made  loose-fitting, 

embroidered  and  trimmed   with  insertion. 

For  Spring  and  Summer,  long  sweater  coats  for 
ladies  are  being  featured  more  prominently  than  usual. 

Tight-fitting  embroidered  stockinette  jerseys  in  self 
colors  of  browns  and  blues  are  also  being  shown. 

Profits  on  Knit  Goods. 

Although  the  turnover  of  the  merchant  in  the  coun- 
try is  comparatively  small,  his  expenses  are  much  lighter 

and  in  proportion  it  would  appear  that  he  can  really 
sell  as  cheaply  as  the  larger  city  stores,  and  make  a 

fair  profit. 
In  the  lower  lines  of  underwear,  sweaters,  sweater 

coats  and  hosiery,  the  opinion  of  an  authority  is  that 

he  should  make  about  33  1-3  p.c.  profit,  while  the  medium 
and  better  class  lines  would  yield  about  37^  per  cent, 

profit.  Of  course,  on  "Specials"  there  might  not  be  so 
much  profit,  as  for  instance,  a  line  of  hosiery  that  the 

merchant  was  selling  at  a  specially  low  figure  but,  speak- 
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OXFORD 
Underwear 

s PELLS ATISFACTION! 
REPEAT  ORDERS  are  pouring  in 

from  every  part  of  the  Dominion,  be- 
cause the  public  is  so  delighted  with 

the  fit,  style,  beauty,  daintiness  and 
softness  of 

"ILET" 
Birdseye  Elastic  Underwear 

Don't  let  your  stocks  get  too  low 
in  this  favourite  line;  it  literally  com- 

pels custom ! 

We  also  make  the  famous 

"OXFORD" 
Fine  Swiss  Ribbed  Underwear 

a  line  easy  to  sell  at  good  prices. 

The  Oxford  Knitting 
Co.,  Limited 

WOODSTOCK,      -      ONTARIO 

ing-   seuerally,    tlie    prolits    inilicatcd    sln)id(]    lie    made     on 
regidar  goods. 

Fur  display  i)urposes  sweaters  and  swi'ater  cuats, 
with  tlieir  bright  attractive  colorings,  make  the  best 
showing,  but  the  experience  of  many  is  that  underwear 
gives  the  most  satisfactory  results  as  regards  turnover 
and  returns.  Although  there  may  be  a  large  hosiery 
turnover,  yet  the  amount  of  underwear  sales  is  much 
heavier  in  comparison.  For  instance,  an  average  sale  is 
3  pair  half  hose  for  $1,  and  this  supply  will  last  the 
customer  for  a  considerable  time,  whereas  underwear 

sells  at  $2  to  $3  a  suit  and  two  or  three  suits  are  pro- 

t)ably  jjurc'hased  for  the  season's  supplj'.  So  that  under- 
wear, if  bought  intelligently  and  in  properly  sized  pro- 

portion and  featured  strongly  by  the  merchant,  should 
be  the  paying  end  of  the  knit  goods  section. 

The  Knit  Goods  Salesman. 

The  question  of  salesmanship  is  a  most  interesting 
and  important  one.  To  be  a  successful  salesman  in  any 
line  is  to  be  a  force  in  a  business  whether  large  or 
small.  Salesmanship  is  not  merely  showing  an  article 
and  taking  the  money  for  it,  but  comjjrises  courtesy, 
tact,  thorough  knowledge  of  the  goods,  forceful,  truthful 

reiH'esentation  and  to  be  a  judge  of  tempeiament  is  a 
\aliiable    asset. 

For  instance,  in  selling  undeivvear  the  salesman,  to 
be  competent,  must  have  a  perfect  knowledge  of  the 
goods,  whether  they  are  all  wool  and,  if  a  mixture,  the 
proportion  of  cotton  and  wool.  He  must  know  the 
wearing  qualities  and  the  fit  and  all  other  good  features 

that  may  pertain  to  the  goods  he  is  selling.  If  adver- 
tised brands  are  included  in  the  stock,  the  salesman  may 

get  valuable  pointers  from  the  general  advertising  of 
the  manufacturers.  He  should  know  his  stock  thoroughly 

so  that  he  can  find  any  particular  quality  and  size  with- 
out trouble.  An  expert  underwear  salesman  should  be 

able  to  judge  pretty  accurately  from  a  glance  at  his 

customer  what  size  will  fit  him.  When  the  size  is  sug- 
gested to  him,  if  the  customer  does  not  think  it  the  cor- 

lect  one  the  salesman  can  then  easily  take  measure- 
ments. Being  able  to  judge  the  .size,  creates  confidence 

in  the  customers  mind  as  to  the  ability  of  the  sales- 
man. 

If  the  customer  asks  for  an  opinion  the  salesclerk 

should  be  able  to  confidently  recommend  the  most  .suit- 
able make  and  quality.  Nobody  likes  to  have  goods 

thrown  down  to  him  in  that  "take  it  or  leave  it  man- 

ner," but  often  appreciates  the  salesman's  counsel.  He 
.should  be  able  to  size  up  a  customer  so  that  he  will 
make  no  mistake  in  dealing  with  him. 

Some  people  are  cranks,  difficult  to  please,  others 
are  impatient.  If  a  man  comes  into  the  store  out  of 
temper,  something  or  somebody  has  rubbed  him  the 

wrong  way  in  business,  he's  not  normal  but  easily 
irritated,  the  salesman  should  make  allowances  for  this. 
He  should  take  an  interest  in  his  customers. 

The  salesman's  aim  should  not  be  merely  to  sell  a 
few  suits  of  underwear,  but  by  courtesy  and  attention 

and  advice  a.S'  to  what  will  best  suit  him,  make  the  cus- 
tomer feel  an  interest  is  being  taken  in  him  that  will 

make  him  friendly  towards  the  store  and  incline  him  to 
become  a  permanent  customer. 

The  salesman  should  never  be  a  knocker,  never  dis- 

paJfage  a  competitor's  goods,  or  a  line  that  is  not 
stocked,  as  this  makes  a  disagreeable  impression  in  the 

customer's  mind,  who  recognizes  that  the  salesman  is 

merely  using  this  as  a  lever  to  sell  his  own  goods  by  a 

compari.son  unfavorable  to  the  other  fellow's. 
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Passing  It  Along 
When  a  man  feels  he  has  made  a  particularly  good  "buy"  he  likes  to tell  his  friends  about  it.  Which  accounts  largely  for  the  great  and 
ever-increasing  sales  of 

"Hygeian"  Underwear  is  so  superlatively  good  in  quality  that  people 
recommend  it  and  tell  these  friends  where  they  bought  it.  "Hygeian" 
Underwear  advertises  you  by  its  supreme  quality. 

SOLD  BY  ALL  JOBBERS 

Eagle  Knitting  Company,  Limited 
HAMILTON  :        :  CANADA 

Controlled  by  J.  R.  Moodie  &  Sons,  Limited 

"HYGEIAN"  WAISTS  are  in  the  same  class. 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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The  Ultimate  Consumer  is 
Knit- Waist  Wise, 

thanks  to  the 

^^   The  easiest-to-sell   Children's  km't  waist  is  the  most  profitable  for  you 
to  carry  providing  it  will  stay  sold. 

^^   Cheap  knit  waists  that  sell  once  and  never  again  are  not  worth  the  shelf 
room  they  occupy  because  the  real  profit  comes  from  repeat  sales. 

qq   The  NAZARETH  WAIST  is  the   greatest    repeater   on   the   market. 

qq   It  is  the   easiest-to-sell   because  it  is  the  best  known. 

It   stays   sold   because   it   is   the  best  made   children's   knit   waist   you can  buy. 

qq  The   fabric   is   elastic  knit — porous  too — allows  air  to  get  in  and  ab- 
sorb perspiration. 

qq  These    are    the    days    when    children   begin    to    wear    NAZARETH 

WAISTS  next  to  the  skin — it's  a  cool  proposition  and  a  great  hot  weather 
seller. 

qq   See   that  your  assortment  of  sizes  is  kept  up. 

Mill,  at 
Nazareth, 

Pa..    U.S.A. 

JfaWvSP^l 

350   Broadway, New   York 

Canadian    Representatives  : — 

E.H.  Walskd^Co., 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 
the    genuine  NAZARETH  Waist: 

Halifax,  N.S. Quebec,    Que. Ottawa,  Ont. Toronto,  Ont. 
J.  &  M.  Murphy Thibaudeau  Freres  &  Cie. John  M.  Garland,  Son  4  Co. John  Macdonald  4  Co. W.  4  C.  Silver McCall,  Shehyn  4  Co. Beattv.  Kerr  4  Verner 
Smith  Bros. Gauvreau.  Beaudry  &  Cie. St.  John,  N.B. W.  R.  Brock  Co..  Ltd. 

Kingston,  Ont. Montreal,  Que. The  Vassie  Co.,  Ltd. 
Frank  Skinner  4  Co. 

Gordon,  Mackay  4  Co. 
Denton,  Mitchell  4  Duncan 

Macnee  A  Minnes W.  R.  Brock  Co..  Ltd. Manchester.  Robertson  4  Allison 

London,  Ont. Gault  Bros.  <t  Co..  Ltd. 
Greenshields  Ltd.                              • 

Scovil  Bros..  Ltd. Vancouver,  B.C. 

McMahen.  Granger  &  Co. Hodgson,  Sumner  &  Co. Winnipeg,   Man. The  Gault  Bros.  Co. 
R.  C.  Struthers  4  Co. A.  Racine  4  C. R.  J.  Whitla  4  Co.,  Ltd. 
Robinson.  Little  A  Co. Brophy,  Parsons  &  Rodden Robinson,  Little  4  Co. Calgary,   Alta. 
Dickison,  Nicholson  &  Co. Kyle,  Cheesbroush  4  Co. W.  R.  Brock  Co..  Ltd. 

Mclntyre,  Son  4  Co. 
Peterboro,  Ont. 

P.  p.  Martin  4  Co. 
W,  ].  Hopwood A.  O.  Morin  I,  Co. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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ST.  GEORGE  BRAND 
UNSHRINKABLE 

UNDERWEAR  FOR  MEN 
This  is  a  line  that  gives  unvarying  satisfaction  to  the  wearer 

and  a  good  profit  to  the  dealer. 

It  is  the  line  that  has  demonstrated  the  fact  that  underwear  of 

the  highest  grade  can  be  produced  in  Canada. 

If  you  would  handle  the  BEST  goods  in  your  Men's  Under- 
w^eir  Department,  you  will  make  no  mistake  by  ordering  St 
George  Brand  Underwear  for  men  from  your  jobber. 

St.  George  Brand  is  made  in  all  weights  and  sizes,  perfectly 
knitted,  shaped  and  finished. 

MADE  BY 

The  Schofield  Woollen  Co. 
OSHAWA,  ONTARIO 

LIMITED 

BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorlton 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
COMERS AL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of  these  3  BRANDS 
IN    ALL  SHADES. 

Quotations     F.  O.  B.     Montreal. 

i^ 

Please  mention  The  Reviezv  to  Advertisers  end  Their  Travelers. 



Dry  Coods  keview KNITTED    GOODS m 

UNSHRINKABLE 

NDERWEAR 
LADIES' 

Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
'STAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 

parts  are  strengthened  and 
extra  spliced. 

These  Specialities  are  made  of  Unslirinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Sillc  and  Merino. 

ANY  GAUMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wliolf.snU'  ohJi/ 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

HE     LEADING     ENGLISH     UNDERWEAR. 

PATENT 

^ermsdorf-dyed  Stockings are  stainless  and  fadeless 
in  every  fibre,  exquisite 
in  finish  and  doubly 
durable  because  the  dye 

doesn't  tender  the  yarn 
The  demand  for  Hermsdorf-Dyed 
Hosiery  is  as  durable  as  Hermsdorf 
Dye  itself.  No  matter  what  other 
kinds  or  colors  you  carry  you  ̂ nust, 

for  profit' s  sake ,  keep  "Hermsdorf- 
Dyed"  to  the  front. 

Millions  of  men  and  women  know 

the  Hermsdorf  Signature — know 
that  it  is  the  world's  witness  of 

dye  perfection."  That  little  mark 
is  the  greatest  hosiery  selling  force 
in  the  world. 

LOOK  FOR  THE  TRUTH  ON  THE  TOE 

WORKS 

CHEMNITZ 
SAXONY 

J2m 

American  Bureau 
235  West  39th  St. 

New  York 

Guts,  Booklets.  Shaw  Cards  and  ShowCard  Illustrations  supplied  FREE  on  request. 

Please  mention  The  Review  to  Advertisers  and   l  heir  Travelers. 



'U 
K  NM  T  T  F  n     GOODS 

Dr\'  Goods  Rez'iezv 

Are  you  doubling 
your  hosiery  sales? 

The  Two  Pairs  Free  Guarantee 

of  Pen-Angle  Hosiery  stimulates  hos- 
iery sales  wonderfully.  It  makes 

customers  eager  to  purchase.  It 
makes  clerks  enthusiastic  to  sell. 

It  stirs  things  up  at  the  hosiery 
counter. 

Pen-Angle 
Hosiery 

Get  full  particulars  about  Pen- 
Angle  Hosiery  with  the  Two  Pairs 
Free  Guarantee.  The  sooner  you  get 

in  touch  with  us  the  quicker  you'll 
double  your  hosiery  sales.  Send  us 
a  card  by  next  mail. 

Penmans,  Limited 
Paris,  Canada 

TIGER  BRAND 

TIGER    BRAND 

UNDERWEAR 

"Tiger  Brand"  has  su- 
l)crior  quality,  distinction, 
and  selling  value,  imparted 

by  an  extensive  experience, 

by  which  we  know  the 

trade's   requirements. 

There  is  no  finer  gar- 
ment made  in  the  Do- 

minion and  you  cannot 
afford  to  be  without  a  good 
slock. 

MANUFACTURED  BY 

The  GALT  KNITTING  CO. 
GALT,  ONTARIO 

There's  no 
Satisfaction 

in  any  goods  you  sell  like  that  you  experience 
in   handling  a  guaranteed  article! 

(( 

99 C££T££ 
Underwear 

Will  not  shrink!  WE  GUARANTEE  THIS 
ABSOLUTELY.  Think  what  it  means  to  be 

a'ble  to  give  your  customers  such  a  guarantee. 

"CEETEE"  has  won  high  favor  with  the 
discriminating  buyer  on  account  of  its  texture, 

quality  and  finish,  and  it  yields  the  dealer  an 
excellent  profit. 

Remember,  we  cheerfully  replace  any  faulty 

garment.     See  to  your  stocks. 

IheCTurnbullCo.ofGilt 
Limited 

Gait     -     Ontario 

The  advertiser  w(Hki  like  to    Advertisers  and  Their  Travelers. 
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WHITE  HEATHER 

REGISTERED  TRADE  MARK 

BaldwiD's  2ad  Quality 

BALDWIN'S 

BEEHIVE 

BEEHIVE 

yy 

AND 
■ReeiSTERED 

Baldwin's  Best 

WHITE  HEATHER 
jy 

ARE  THE  BRANDS    FOR 

KNITTING-WOOL    SPECIALISTS 
THEY  ENSURE  A  READY  SALE 
Through  leading  Wholesale  Houses.       Samples,  free  on  application,  from: — 

J.  &  J.  BALDWIN  &  Partners,  ltd.     Duncan  Beii 
HALIFAX,  ENG. ESTABLISHED    1785 MONTREAL  &  TORONTO 

JAEGER  PURE  WOOL. 

QUALITY 
The  question  of  quality    interests    your    cus- 

tomer   more    than   the    price,    he    would    like    to 

buy    the    quality  even  if  he  has  not  the    price,    he 
y     will  certainly  buy  it  if  he  has. 

The  Quality  of  Jaeger    Pure  Wool    Underwear, 
Neglige  Shirts,  Coat  Sweaters,    etc.,   has  stood  the  test  of    30 

years  and  is  unquestioned.       It  is  enough  to  say  "J^^g^i*"  arid 
,  the  quality  goes  without  saying. 

Write  us  for  Catalogue  and  Trade  terms. 

r^D        1AI?#^170>C    SANITARY    CVCTCIV/I    COMPANY Lr|\.    J/\ll.Vatlitx  O    WOOLLEN   OlalHilVl   LIMITED 
Wholesale  Warehouse, 25  Victoria  Square MONTREAL 

Please  mention  The  Review  to  Advertisers  and  1  heir  Travelers, 
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The  whole  story 
of  the  success 

STANFIELD'S UNDERWEAR 
is  told  in  two 

words 

Absolutely 
Unshrinkable 
Every  Stanfield 

gfarment  is  sold 
with  our  guaran- 

tee of  money 
backif  it  shrinks. 
Think  what  this 
means  to  have 
such  Underwear 

t  o  offer  y  our 
customers. 

Write  for  samples  and  prices 

Stanfield  s   Limited 
TRURO,   N.S. 

Dominion 
Brand 

Knit 
Goods 

are  guaranteed  of  the 

finest  quality,  and  cost 
no  more  than  inferior 
lines. 

Our  Ladies',  Children's 
and  Misses'  Underwear, 
ribbed  and  plain  hosiery, 

socks,  mittens,  toques, 

over-hose,  coat  sweaters,  golfers  will 

be  found  to  be  quick  sellers  and  genu- 

ine satisfaction-givers. 
Our  travelers  are  now  out  with  a  full 

range.  Drop  us  a  line  if  you  fail  to 

get  a  call. 

A.   Burritt  &  Co. 
MITCHELL,  ONT. 

Dominion  Hosiery  and   Underwear  Mills 

Athletic    Garments 

Outing  Garments 

v^^TRADE     A  MARK 

ZINHerkN 

Don't  let  your  stock  of  these  lines  run  too  low! 
Tliere's  always  a  rush  when  holiday  time  comes 
round.  See  to  your  stocks.  It  is  the  excellent 

((uality  and  finish  of  "Zimmerknit"  Goods  which  is 
setting  for  ihem  more  custom  each  succeeding  sea- 

son. Recommend  "Zimmerknit."  It's  the  line 
which  creates  the  permanent  and  pleased  patrons, 

and  enables  you,  Mr.  Retailer,  to  establish  a  wide 

and  strong  connection.  All  jobbers  handle  "ZIM- 

MERKNIT." 

Zimmerman  Manufacturing  Co.,  Ltd. 
HAMILTON, 

ONT. 

Greenshields 
Limited m  1  t 

Montreal 

Health  Brand 
Under^vear 

Our  Salesmen  are  now  showings 

samples  of  Health  Brand  Under- 
wear for  Fall,  1910.  We  guarantee 

the  sizes  to  be  correct  in  every 
number. 

Your  orders  will  be  filled 

promptly 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Charging    Interest    on    Capital    in    Figuring    Profits 
Further  Discussion  on  Department  Expenses  —  Cash  Discount  on 
Purchases  —  Calculating  Interest  as  an  Expense  Along  With  Such 
Items  as  Rent,  Taxes,  Insurance  —  Internal  Interest 

By  Howard  R.  Wellington 

MOST  up-to-date  business  houses  adopt  the  policy 
of  charging-  interest  on  capital  invested,  when 
asoertaininii'  the  net  profit  for  the  year. 
This  item  of  interest  would  go  in  as  an  ex- 

pense along  with  other  items,  such  as  rent,  taxes,  in- 
surance, etc.,  and  would  be  fig-ured  on  the  amount  of 

capital  locked  up  in  the^  business  for  the  period  from  the 
last  balance  sheet  to  the  present  one  at.  a  fixed  rate  of 

interest,  say  six  per  cent.  For  instance,  our  last  bal- 
ance sheet  shows  a  net  surplus  of  $4,567.18  ;  cyir  present 

trading-  and  profit  and  loss  accounts  show  as  follows  : 

Trading  Account — 1908. 

Dec.  31— Stock  on  hand     $5,000 
1909. 

Dec.  31.— Purchases  to  date    35,000 

"    31. — Sales    allowances           300 

"    31.— By    sales       $15,000 
— By   purchase   allowance      400 

'•'    31.— By   Stock  on  hand      4,000 
— Bv  Gross  Profit         9,000 

By 

tt 

To 

Net 

$49,400  $49,400 
Profit  and  Loss  Account — 
gross  profits     $9,100.00 
■Cash  discounts   earned      500.00 
Salaries     $2,500.00 
Rent,   insurance   and  taxes          950.00 
Heat,  liffht,  etc        250.00 
Express,  cartage,   etc        250.00 
Cash  discounts  allowed          250.00 

General  expenses     1,500.00 

Proprietor's  salary     1,200.00 
Interest  on  capital  invested, 

$4,567.18—1  year  @  6  p.c        274,03 
profit  for  proprietor     2,425.97 

$9,600.00        $9,600.00 

Proprietor  Paid  Stated  Salary. 

T!  will  be  seen  from  the  profit  and  loss  account  that 

the  proprietor  is  not  only  paid  a  stated  salary,  but  re- 
ceives interest  for  the  amount  he  has  invested  in  his 

business,  and  this  is  no  doubt  the  correct  method  of 

fi^-urino;  net  profits,  for  if  the  proprietor  did  not  take 
charge  of  his  business,  he  would  have  to  engage  a  man- 

ager to  do  it  for  him,  and,  further,  if  his  money  were 
not  locked  up  in  his  business,  he  could  invest  it  else- 

where, hence  he  .should  allow  for  interest  on  his  invest- 
ment.   The  man  and  his  business  are  distinctly  separate. 

Interest  on  Amount  Invested  in  Departments. 

Each  department,  or,  in  the  case  of  a  manufacturing 
business,  each  factory  or  division,  carries  a  certain 
amount  of  stock,  which  too-ether  with  an  equipment, 
would  represent  a  percentage  of  the  total  capital  in- 

vested in  the  business.  An  average  stock  may  be  ar- 
rived at  on  which  amount  of  interest  .should  be  calcu- 
lated, and  charged  to  the  department  or  factory  as  the 

case  may  be,  when  arriving  at  the  net  amount  of  profit 
for  the  period.  Tn  the  case  of  a  department,  it  may  be 
found  that  a  large  and  expensive.  §tock  is  carried,   and 

taking  into  consideration  the  fact  that  a  corresponding 
amount  of  capital  is  tied  up,  on  which  the  department 
is  charged  interest,  the  result  may  be  a  loss.  This  item 

may  be  termed  "Internal  interest,"  and  is  properly 
chargeable  as  an  expense  item  to  be  figured  in  arriving  at 

profits  in  any  business,  because  the  proprietor  or  in- 
vestor is  entitled  to  interest  on  capital  invested  and 

has  actually  made  no  i)rofits  until  this  item  of  internal 
interest  is  provided  for. 

Cash  Discount  on  Department  Purchases- 

In  most  of  the  larger  stores,  the  buyers  in  dejiatt- 
ments  insist  on  receiving  a  cash  discount  on  all  pur- 

chases, stating  that  this  item  is  for  the  office  and  has 
nothing  to  do  with  the  price  of  the  goods.  This  is  no 
(iouht  the  proper  attitude  to  assume,  as  the  terms  of 
payment  rests,  entirely  with  the  office  as  to  whether  the 
cash  discounts  will  be  taken  advantage  of  or  net  time 
terms  instead.  In  estimating  selling  prices,  therefore, 
from  costs,  the  matter  of  cash  discount  should  never  be 
considered,  as  this  is  undoubtedly  a  rebate  for  prompt 
payment.  Very  frequently,  wholesalers  will  put  a  special 

line  on  the  market  at  "special  net  pricesi,"  and  in  such 
a  case  cash  discount  is  not  allowable.  The  reason  is 

usually  because  it  is  necessary  to  put  in  an  article  so 
that  the  r&tailer  may  buy  a  line  to  sell  at  a  certain 
figure,  and,  on  account  of  the  close  margin  of  profit  on 
the  article,  it  is  necessary  to  do  away  with  any  further 
rebate  for  cash.  Tn  such  a  ease,  of  course,  the  depart- 

ment gets  credit  for  the  very  close  price  offered,  and  no 
cash  discount  goes  to  the  office  for  prompt  settlement. 

This  item  of  cash  discount  earned  on  jnirchases,  if 
watched  carefully,  runs  u])  very  high,  and  thus  reduces 
such  expense  items  as  interest,  discount,  etc. 

Noting  Ten-day  Invoices. 

Tn  order  to  take  advantage  of  all  cash  discounts  for 
short  term  invoices,  a  good  but  simple  plan  is  to  make 
a  note  of  the  name,  date  due,  and  amount  in  an  ordinary 
diary  and  these  will  be  picked  up  from  time  to  time  as 
due,    and   discounts   saved. 

Only  one  store  in  Buffalo  made  a  feature  of  the 

Chantecler  fad.  This  was  the  Adam,  Meldrum  &  Ander- 
son store,  who  devoted  one  of  their  main  windows 

to  all  articles  showing  the  prevalence  of  the 
Chir.trcler  rage.  It  was  most  effective,  rich  in  color 
niiu  highly  artistic  in  design  and  attracted  crowds  of 

people  The  selection  and  grouping  of  the  vivid  reds  and 
bine-greens  was  the  dominant  note  of  the  decorative 
:;chem.\  The  Chantecler  craze,  however,  had  no  vogue 
liere  and  merchants  are  reticent  in  talking  about  it  in 
their  advertising  or  featuring  many  of  its  novelties. 

The  dress  shewn  in  the  cover  design  for  this 
issue   is    a    dainty   little    creation  of    embroidery 

manufactured  by  Billwiller  Bros.,  St.   Gall,   Swit- 
zerland. 
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WINDOW 
DR.ESSING 
CONTEST 

RANKLV 11 
To  Increase  the  Dem 
Underwear,  Sweat 
Coats  Througho 

How  We  Will  Help  You 

I  E  will  "lend  a  hand"  in  two  important  ways — 
THE  FIRST — By  means  of  strong  and  attractive  advertising,  a  big  proportion 

\A/  of  one   million  people  will   be    induced    to    purchase    Hewson    Goods.      THE 

^"  SECOND — By  offering  $140   in  prizes   to  be   awarded   in   the   big  "Window 
I        Dressing  Contest"  to  be  hed  next  October. 

Commencing  next  September,  we  will  place  in  the  leading  newspapers  of  Canada,,  ad- 
vertisements three  columns  wide  and  nine  inches  deep.     These  ads.  will  tell — by  striking 

pictures   and  strong  arguments — just  w  hy  it  pays  to  buy  Hewson  Pure  Wool  Unshrinkable 
Underwear  and  Hewson  Sweaters  and  Sweater  Coats. 

The  advertisement  reproduced  herewith,  shows,  in  small  form,  the  "style"  of  these  ads. 
The  combined  circulation  of  the  papers  which  we  use  will  reach  approximately  1,000,- 

000  of  the  best  people  in  Canada. 

With  the  intention  of  stimulating  the  interest  of  clerks  in  window  dressing,  we  have  de- 
cided to  conduct  a  WINDOW  DRESSING  CONTEST. 

We  offer  a  series  of  cash  prizes  for    photographs  of  the  best  trims  submitted  to  us  dur- 
ing the  month  of  October,  1910.     The  amounts  of  the  prizes  are  as  follows: — 
$50.00  will  be  given  for  the  best  design.     $25.00  for  the  second  best.     $15.00  as  third 

prize.     While  $5.00  will  be  awarded  to  each  of  the  ten  next  best. 
The  awards  will  be  made  by  a  committee   of  two:     the   editors   of  The   Clothier  and 

Haberdasher  and  of  The  Dry  Goods  Review    having  kindly  consented  to  act  as  judges. 

HEWSON  WOOLLEN 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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IISTJS: 
'andfor'^HEWSON" 
ers  and  Sweater 
ut  the  DomiDiOD 

How  You  Can  Help  Us 
I  - 

S*^*;(!!!'''i\l\Wl 

After  Ail, 

There's  Nothing  LSke  Wool 
Next  the  Skin 

If  it's  pure  wool ! 

And  parlicularly  if  it's  from 
Nova  Scotia — the  province  famed 

for  its  beautiful,  soft,  fleecy 

wool — 

Tlie  kind  of  wool  used  in  mak- 

mg  HEWSON  Underwear— Canadian-made  Garnncnts  for 

discriminating  Canadians. 

Hewson  Woollen  Mills,  Limited 
AMHERST,    NOVA   SCOTIA 

If  you  want  real  underwear 

value,  insist  on  this  brand. 

Elastic  rib,  unshrinkable,  beau- 

tifully finished. 

Hewson  Underwear  is  sold  at 

most  stores — if  your  dealer  cannot 

supply  you,  write  to  us,  and  we 
will  tell  you  where  you^an  get  it. 

OW  here's  what  you  can  do — 
THE  FIRST— Stock  "well  and    plenty"    with    a    complete    line    of    Hewson 
Goods — 

THE  SECOND — Enter  into   this    Window    Dressing   Contest   with    all    your 

"heart  and  soul" — and  order  Hewson  Goods  to  make  your  display  the  more 
complete. 

When  "the  big  proportion  of  one  million  people" — influenced  by  our  big  ads.,  goes  a- 
shopping  and  comes  to  your  store  in  search  of  "Hewson"  goods — are  you  going  to  be  in  a 
position  to  smile  confidently  and  say  "Yes,  Sir,"  or  will  you  feel  the  regret  which  comes 
with  ordering  too  late  and  be  obliged  to  say  "No,  Sir."  Don't  make  that  mistake!  The 
demand  will  be  enormous  and  the  dealer  who  has  the  goods  is  going  to  get  the  lion's  share of  the  trade. 

Come,  now,  Mr.  Dealer's  Clerk — arouse  your  imaginative  brain  and  make  a  big  effort  to 
obtain  a  name  for  your  store  and  neat  prize  for  yourself. 

First  get  all  your  "Hewson"  goods  together  (the  more  complete  the  stock,  the  better 
the  effect),  decorate  your  window  as  tastily  as  you  can,  then  photograph  it  and  send  photo 
to  us,  together  with  a  letter  from  the  dealer  himself,  affirming  that  the  trim  was  done  by  a 
clerk  in  his  own  store. 

Get  to  work  now — this  is  something  worth  striving  for — and  we  are  certainly  doing  all 
we  can  to  further  the  good  interests  of  both  parties  interested — are  you? 

This  contest  is  open  to  clerks  only. 
Watch  the  trade  papers  for  further  announcements. 

MILLS,  Limited- 
AMHERST 
NOVA    SCOTIA 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Musk.Ox  Brand 
Everything  in  High- 

Grade  Ladies' and Men's  Furs. 
TRADE 

MARK 

REfilSTERED 

FURS 
Which 
Are 
Reliable 

Reliability  is  the  solid  basis  of  our  enormous  fur  trade  all  over  Canada. 

The  value  of  every  article  we  turn  out  is  always  the  beet  possible  for  the 
price  asked. 

Our  line  is  complete — and  you  can  rely  on  the  quality  in  every  piece  you 
order. 

From  the  most  elaborate  creations,  costing  thousands  of  dollars — down  to 
the  quite  small  articles — you  can  rely  on  value  and  quality. 

It  is  simply  a  plentiful  supply  of  certain  skins  that  make  them  reasonable 
in  price,  but  in  no  wise  are  they  of  inferior  quality. 

Our  travellers  are  now  on  the  road — the  furs  they  will  show  you  are  the 
latest  in  style,  and  represent  the  best  that  skilled  designers  and  operators  can 
turn  out. 

You  can  rely  on   the 

Musk-Ox  Brand  Furs 

Boulter,  Waugh  &  Co.,  Limited 
Fur  Manufacturers  and  Hat  Importers,    ■    MONTREAL 
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CAnADIAH 
FUR  TRADE  riEWS 

High  Prices  Causing  Careful  Selection  as  to  Quality 

FUR  travelers  have  met  with  unexpected  success 
 on 

their  placing  trips,  and  the  interest  wliich  is  being 
shown  and  the  orders  which  are  being  placed,  show 

that  'buyers  as  a  rule  are  convinced  that  high  prices 
are  not  a.  fairy  tale,  but  a  reality,  also  that  prospecls 
are  not  in  favor  of  lower  figures.  Therefore,  orders  are 

being  placed  readily,  though  buying  is  being  done  care- 
fully. The  fact  that  prices  are  so  high  is  leading  buyers 

to  be  very  careful  as  to  quality,  and  the  workmanship 
on  the  different  articles.  Manufacturers  a,re  realizing  the 

necessity  for  the  strictest  attention  to  all  details  in  mak- 
ing, and  as  a  result  the  goods  for  the  new  season  will 

show  the  most  careful  workmanship.  'Better  linings  are 
used,  and  every  a,ttempt  is  made  to  make  the  linings  as 
attractive  as  possible,  in  keeping  with  the  price  that  must 
be  asked   for  the  finished   article. 

That  the  adva,nce  in  furs  is  general  is  shown  by  the 

reports  of  the  London  sales  of  raw  furs.  In  the  report 

of  C.  M.  Lampson  &  'Co.'s  March  sales,  out  of  43  items, 
29  show  increases  over  former  sales  of  the  previous 

yeai-,  ranging  from  ten  per  cent,  to  one  hundred  per  cent. 
Thirteen  show  no  change,  but  these  are  furs  which  do  not 

figure  very  prominentlyin  the  trade,  and  one  item,  tanners' 
wallaby,  shows  a  decrease  of  ten  per  cent,  compared  with 
last  January. 

In  view  of  this,  buyers  must  realize  that  manufactur- 

ers' are  paying  more  for  raw  furs,  and  as  a  result,  the 
finished  goods  must  cost  more.  'The  country  is  in  a  more 
prosperous  condition  than  it  was  for  some  time,  and  as  a 
result  trade  should  be  good  for  the  next  retail  season. 
Furs  are  a  prominent  element  of  fashion,  and  the  fact  that 
the  population  of  Canada  is  increasing  so  rapidly,  and 
growing  more  wealthy,  is  in  favor  of  active  trade  at  retail. 

'Buyers  should  therefore  make  preparations  for  a  good 
season.  Liberal  orders  should  be  placed  for  stap'e  require- 

ments. The  buyers  who  know  their  trade  will  be  able  to 

gauge  their  orders  pretty  well  in  order  to  meet  the  de- 
mands of  a  good  season,  and  should  act  accordingly. 

Fashion  Favors  Many  Furs. 

Almost  every  fur  that  can  be  made  up  into  articles  of 

wearing  apparel  have  a  place  in  fashion 's  ranks  for  the 
coming  season.  The  extremely  high  prices  have  brought 
many  of  the  common  furs  into  prominence,  furs  which  a 
few  years  ago  would  hardly  have  sold  at  any  price. 

Seal  will  occupy  a  prominent  place  in  favor,  and  though 
it  has  advanced  in  price  considerably,  it  will  doubtless  sell 

well  to  high-class  trade,  with  whom  style  is  the  important 
consideration  rather  than  price.  The  vogue  of  seal  will 

make  its  imitations  popular,  and  it  is  this  to  a  great  ex- 
tent, which  has  had  the  effect  of  forcing  up  the  price  of 

muskrat  to  such  a  high  level.  Muskrat,  sheared  and  dyed 
to  represent  seal  is  one  of  the  best  imitations.  Coney  is 
also  used  as  an  imitation.  These  imitations  are  so  good 

that  they  will  be  in  heavy  demand  among  those  who  can- 
not buy  the  real  seal. 

There  is  an  astonishing  demand  for  skunk,  in  spite  of 
the  very  high  price.  Last  season  Paris  went  wild  over 
skunk,  using  it  in  all  possible  ways,  even  as  trimmings  for 
delicate  fabrics.  For  the  coming  season  it  will  be  used  for 
neckwear  and  muffs,  as  borders  on  smooth  furs  like  seal 

and  pony,  and  for  trimming  cloth  coats.  Narrow  bands 
will  be  seen  on  evening  dresses  and  wraps.  It  naturally 

follows  that  the  imitations  of  skunk  will  hold  a  prom- 
inent position.  American  opossum,  raccoon  and  bear  are 

the  principal  furs  which  are  dyed  in  imitation  of  skunk. 
A  greater  demand  than  usual  is  anticipated  for  bear. 

Other  long-haired  furs  will  hold  a  strong  position. 
Lynx  is  almost  beyond  reach.  The  price  is  so  extremely 
high  that  it  will  hardly  be  reckoned  with  as  a  fa,ctor  in 

the  trade  of  the  coming  season.  It  is  likely  that  the  ma- 
jority of  orders  for  'black  lynx  will  be  special  orders. 

Black-dyed  fox  will  take  its  place.  Fox  is  in  active  de- 
mand, but  chiefly  in  imitation  of  other  furs.  Pointed 

fox  promises  well. 
Australian  opossum,  which  has  been  practically  out  of 

the  running  for  several  seasons,  is  again  to  the  fore.  It 

makes  very  attractive  neckwear  and  muffs,  and  is  suit- 

able for  trimming  evening"  wraps.  iFurriers  are  using 
tlie  light-colored  part  of  the  skins  for  trimming  purposes, 

while  formerly,  a  fur  piece,  showing  the  light-colored  fur 
would  not  sell. 

Mink,  will,  of  course,  hold  its  usual  prominent  place, 
and  though  prices  are  high,  the  appearance  and  durability 
of  this  fur  tend  to  keep  it  always  in  the  front  ranks  of 
fashion. 

The  fact  that  black  furs  are  so  fashionable  will  tend 

to  make  Persian  lamb  more  popular  than  ever,  and  it  is 
expected  that  there  will  ibe  a  greater  demand  for  it  than 
usual  for  neckwear  and  muffs. 

The  Seal  Question. 

The  seal  vogue  is  awakening  a  great  deal  of  interest 
on  the  part  of  furriers  regarding  the  attempts  which  are 
being  made  to  prevent  the  actual  extermination  of  the 

animal.  'The  matter  is  a  serious  one  to  the  fur  trade. 
The  rate  at  which  seals  have  been  slaughtered  has  had 
an  alarming  effect  on  the  seal  herds,  with  the  result  that 

this  source  of  wea.lth,  which  is  self-sustaining,  and  occu- 
pies a  territory  which  otherwise  would  be  non-productive 

in  any  way,  has  been  cut  down  from  millions  to  thous- 
ands. This  is  due  to  the  lack  of  proper  protection,  and 

actual  waste,  while,  with  proper  regulation,  this  branch 
(if  the  fur  trade  might  continue  to  maintain  profitable 

(  'nen  *ons.  The  rapidly  diminishing  supply  has  forced 
1  r.ces  to  such  a  point  that  seal  hunters  will'  take  any 
risk  to  secure  these  animals,  thus  rapidly  diminishing  tho 
small  numbers  now  existing. 
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Persian  Lamb  Jacket,  Russian  Effect  —  Shown  by 

L.  Gnaedinger,  Son  &  Co.,  Montreal,  Que. 
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Moose  Head 
Brand 
FURS 

Represent  the  highest  grade   workmanship 

and  best  materials 

A  line  of  goods  that  reliable  merchants  confine  their  trade  to. 

Established  1852 

g*  ̂ \      "^Z"Ti^     \.    T^   C!^      ̂ ^  successful   competition  and 
^y  ̂S        jf     l'^  /%  f^  ̂^     still  leading,  is  the  reputation of  Moose  Head  Brand. 

"T^TT  y^T"     This  reputable  line  of  furs,  and  rest  with 
I  J  iJ     jT        the    assurance   that  your  stock  is  of  the 

highest  grade  that  can  be  procured. 

QUALITY 
is  right,  and  for  the  quality 
the  price  is  right. 

Be   the  quality  man    of   your   neighborhood 

L.  Gnaedinger,  Son  &  Co. 
90-92-94  St.  Peter  Street   MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



l-u 
MEN'S     FURNISHER 

Dry  Coods  f^f7'teU' 

If  interested   in  High  Grade  Men's  Furnishings  of 
British  Manufacture, 

You  are  welcome 

to  our 

General 

Catalogue 

1910  Issue 

Over  230  pages. 

Fully  Illustrated 
in  Colour; 

also  Black  and  White 

Prints 

leaf  Edges 

Thumb     Indexed 

and 

Prices  in 

detached  list. 

Welch,  Margetson &  Company 
LONDON  AND   LONDONDERRY 

Address  Applications  to 

GEO.  T.   WILSON  or 
Cara  Bank  of  Montreai,  Toronto. 

HYNDMAN   COMMISSION   CO. Winnipeg. 

f 

f 

^       9.       ™       ̂        ™       ™       ̂        S       ™       ™ 
MAKING  MORE  MONEY! 

Every   Dry  Goods   Man  can   double  his   Collar  business    this    summer    by    featuring 

"CHALLENGE"  BRAND 
Waterproof 

COLLARS  and  CUFFS 
They  are  the  acme  of  style,  economy,  fit  and  comfort,  and  not  being  affected  b^ 
moisture  or  heat,  they  always  look  dressy.  The  great  charm  about  CHALLENGE 
collars  is  that  they  have  the  same  appearance  and  dull  finish  as  the  linen  collar  youi 

particular  customer  has  always  worn,  but  it's  not  their  only  charm.  "Challenge"  Col- 
lars save  money  to  the  user  by  doing  away  with  wash  bills.  Sec  to  your  stocks  o< 

this  quickly-moving  line!     There's  money   in  it  for  you! 

The  Arlington  Company  of  Canada,  Ltd. 
54  -  56  Fraser  Avenue. 

TORONTO 

Representatives  :- 
Western-J.  A.  Chaiitler&  Co.,  Toronto. ''".astern— Duncan  Bell.  Montreal 

S  ̂         ™  ̂ P  S         ™  ̂   S         ™  S 

.* 

Ill 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 



Rough  Surface  Worsteds  and  Tweeds  for  Fall  Clothing 
Change  in  Woolen  Vogue  Noted  —  Steady  Preference  for  Lighter 
Weights  —  Greys  and  Browns  — DeH very  and  Prices  Likely  to  Figure 
in  Unusual  Stunts  —  Good  Hat  Business  for  Prolonged  Spring  Season 

THiAT  prices  and  deliveries  are  going  to  be  re- 

sponsible for  some  unusual  stunts  on  next  Fall's 
'>\ooIens  is  the  opinion  expressed  by  wholesalers, 

'liicy  point  out  that  manufacturers  have  been 
crowdet':  ̂ .viih  orders,  and  that  deliveries,  even  on  Spring 
lines,  are  not  always  meeting  specific  dates.  One  whole- 

saler pointed  out,  by  way  of  instance,  that  a  line  of  goods 
which  he  ordered  for  Spring  in  September  last  was  due  in 

January,  but  that  he  only  received  invoice  a  few  days 
ago.  There  is  every  indication  that  this  congestion  in 
conditions  will  mark  the  Fall  trade.  Merchants  are  ord- 

ering liberally,  recognizing  the  slimness  of  any  likelihood 

of  'better  prices,  and  it  looks  as  if  nothing  like  a  guaran- 
tee ^Yill  be  attached  to  late  orders. 

Prices  are  certainly  moving  upwards.  One  house 
showed  letters  from  Huddersfield  people  advising  him  of 
advances  ranging  from  four  to  nine  pence  per  yard  on 
goods  within  less  than  two  weeks.  The  spinners  have  a 

gi-eat  deal  to  say  in  the  m^atter  in  the  Old  Country,  and 
advances  in  raw  material  and  higher  cost  of  manufactur- 

ing have  been  responsible  for  the  gi-eater  share  of  the 
increase.  Advances  are,  in  fact,  so  marked  that  whole- 

salers declare  that  the  time  has  come  when  the  retailer 

must  pay  a  larger  share  of  it,  and  that  he  can  not  even 

longer  expect  repeats  on  the  former  price  basis. 
Thait  there  has  developed  a  decided  call  for  lighter 

weights  and  lighter  colors  is  now  apparent.  One  reason 
assigned  on  the  weight  question  is  that  with  advancing 
prices,  manufacturers  have  been  reducing  quantities  of 
raw  materials,  and  that  the  public  have  realized  that 

heavy  weights  are  not  necessary.  More  of  an  all-year- 
round  heft  has  been  given  to  fabrics,  although  it  is  also 
evident  that  there  has  also  been  reduction  in  Summer 

weights  as  well. 
It  is  difficult  to  account  for  the  movement  towards 

light  colors,  even  in  Fall  lines.  Greys  are  to  be  a  strong 

factor  for  next  season — and  they  have  certainly  had  a 
strong  call  for  Spring  and  Summer. 

In  the  United  States  light  colors  are  taking  a  promin- 
ent place.  Many  of  the  worsteds  have  a  milled  or  rough 

surface,  and  Bannoekburn  and  Glen-Urquhart  tweeds  are 
acquiring  great  strength,  not  only  greys  but  brown  and 
black  mixtures  are  figuring  in  the  assortment.  One  buyer 
pointed  out  that  not  for  many  years  has  there  been  such 
a  general  run  on  tweeds  of  this  kind,  and  he  gives  as  one 
reason  the  advancing  tendency  in  worsteds. 

■V 

Conservative  

Clothing  

Styles. Clothing  manufacturers  are  showing  productions  in 
thes«  goods.  iSuits  and  Fall  overcoats  will  show  this 

change  in  woolen  vogue.    The  heavy  nlster  with  convert- 

ible collar  is  booked  for  a  very  strong  run  next  winter. 
Heavy  twills,  herringbones  and  fancy  Irish  friezes  are 
the  materials  favored  for  this  stylish  and  serviceable 
winter  garment.  There  is  very  little  novelty  in  cut  or 
finish,  the  great  point  of  concentration  being  the  collar. 
Some  of  these  are  convertible  in  four  different  ways  and 

others  in  two,  the  latter  being  regarded  by  some  buyers 
as  the  more  reliable,  when  it  comes  to  preservation  of  the 

neat,  tailored,  dressy  effect.  In  suits  there  is  to  be  little 
change.  Styles  run  to  conservative  lines,  and  even  in 

small  boys'  wear,  the  very  fancy  effects  are  disappearing. 
In  fact,  one  buyer  stated  that  Norfolks  were  passing  and 

that  now  there  is  strong  enquiry  for  plain  double-breasted 

suits.  It  is  still  necessary,  however,  for  the  boys'  wear 
department  to  caiTy  a  great  range  of  styles,  many  of 

which  are  staple,  but  none-the-less  sitbjeet  to  various  fancy 
touches  in  buttons,  belts,  pockets  and  collars. 

4- 
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The  prolonged  cold  and  stormy  spell  which  followed 
the  few  warm  days  in  April  has  helped  the  retailer  to 

push  the  sale  of  Spring  hats,  or  in  other  words,  to  de- 
velop a  stronger  season  midway  between  Winter  and 

Summer.  He  has  not  always  been  so  careful  to  make  the 

I)est  out  of  the  Springlike  weeks  which  contained  oppor- 
tunities for  business  in  derbies,  soft  hats  and  caps.  That 

large  city  stores  dealing  exclusively  in  hats  are  by  no 
means  anxious  to  open  up  too  soon  on  lines  which  are 
absolutely  identified  with  Summer,  is  evident  from  the 
manner  in  which  they  feature  Spring  lines.  The  new 
derbies,  soft  hats  and  caps  are  made  the  subject  of  strong 

window  and  newspaper  advertising,  the  idea  being  to  im- 
press customers  with  the  fact  of  the  third  season,  and  the 

correctness  of  new  head  wear  for  Spring. 

In  soft  hats,  shades  of  grey  and  brown  have  been 

strongly  featured,  and  this  is  regarded  as  merely  a  fore- 
runner of  the  color  vogue  in  woolens.  Browns,  it  is  pre- 
dicted, will  be  featured  in  hats  next  Fall. 

Wholesalers  and  manufacturers  state  that  there  is  a 

decided  tendency  among  drygoodsmen  carrying  men's 
furnishings  to  go  in  more  strongly  for  smarter  style  fea^ 
tures  in  their  hat  department.  Many  stores  have  for 

years  been  carrying  purely  staple  lines.  This  is  chang- 
ing. They  are  beginning  to  realize  that,  properly  handled, 

there  is  a  selling  ginger  to  snappy  styles.  There  has 
moreover  been  a  stronger  enquiry  from  customers  for  that 
class  of  goods.  The  west  is  one  of  the  best  markets,  not 
only  in  this  particular,  but  also  considered  from  every 
other  angle.  The  demand  from  that  country  for  good 

grades  in  hats  and  caps  is  remarkable,  and  some  whole- 
salers see  in  it    not  only  the  influence  of  the  young  man 
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in  business,  but,  j-Xissibly.  of  the  demand  of  a  more  par- 

ticular class  of  trade  coming  in  among-  the  trekkers  from 
the  South. 

A  great  business  has  been  done  in  straws.  There  is 
little  novelty,  and  after  all  the  talk  of  fancy  braids  and 
unusual  shapes  is  sifted  out,  it  will  undoubtedly  be  found 
that  the  bulk  of  the  business  has  been  done  in  sizes  and 

styles  of  staple  character.  Much  is  expected  of  panamas, 

as  the  country  is  in  good  condition  to  consider  higher- 
priced  articles  of  wear.  There  will  undoubtedly  be  a 
heavy  run  in  fancy  bands. 

One  of  the  novelties  reported  in  the  Unted  States  mar- 
ket is  a  stiff  hat  that  is  ui  inches  high  in  the  front  and 

4J  inches  in  rear.  This  idea  has  for  its  object  the  correction 

of  the  habit  among  young  men  of  wearing  their  hats  too 
far  forward.  The  difference  in  the  level  of  tliis  liat 

secures  the  correct  poise  when  worn  thus. 

Chantecler  Effect  in  Ties. 

It  would  be  a  strange  freak  of  fashion  if  the  Chante- 
cler craze  left  its  marks  on  almost  every  accessory  of 

dress  except  the  necktie.  But  it  hasn't  made  any  such 
oversight.  Novelties  have  made  their  appearance,  fea- 

turing fowls  and  colorings  which  had  been  identified  with 

style  developments  from  Rostand's  play.  New  ties  making 
their  appearance  suggest  that  the  year  is  to  be  one  of  ex- 

ceptional variety.  Stripes  are  tised  in  almost  every 
conceivable  form. 

The  knitted  tie  still  occupies  a  very  strong  place,  and 

is  holding  its  own  among  high  priced  lines.  In  the  United 
States  market  rep  velour  weaves  in  various  colorings  are 

being  shown,  and  fancy  effects  in  basket  weaves  have 
likewise  made  their  appearance.  The  color  range  in  all 

lines  is  great,  and  such  is  the  variety  in  designs  at  pres- 
ent that  no  safe  prediction  can  be  made  on  Fall  lines. 

A  good  season's  business,  however,  is  looked  for. 
* 

Sliirts,  Belts^  Handkerchiefs. 

The  Spring  and  Summer  demand  for  fancy  bordered 

and  fancy  colored  handkerchiefs  is  reported  to  be  ahead 

of  last  year,  and  there  has  been  a  good  volume  of  busi- 
ness done  in  belts. 

There  is  a  difficulty  experienced  in  getting  work- 
shirts  for  immediate  delivery.  The  fact  that  there  is  a 

large  quantity  going  to  the  Northwest,  may  in  some 

measure  account  for  this.  If  there  is  even  a  small  in- 

crease in  demand  from  each  wholesale  house,  the  manu- 

facturers cannot  easily  meet  the  demand,  as  they  cannot 

increase  their  output  quickly.  Trade  in  neglige  shirts  is 

evidently  in  good  condition.  Merchants  were  sending  in 

some  repeat  orders  in  April.  Price  advances  have  not,  as 

yet,  figured  strongly  in  the  Canadian  market,  and  trade 
in  all  lines  has  been  very  satisfactory. 

Among  high-class  lines,  wool  taffeta  shirts  are  being 
shown  in  fine  quality  of  pure  wool.  These  shirts  have  a 
soft  fine  surface  and  being  porous  they  are  cool,  and  as 

they  absorb  perspiration  they  are  confortable.  It  is 

claimed  they  can  be  worn  without  an  undershirt  in  Sum- 
mer. They  are  finished  vdth  soft  turn  back  cuffs,  and 

come  in  various  stripe  designs  in  a  good  range  of  colors. 

In  high-grade  qualities,  wool  taffeta  in  various  color- 
ings and  wool  tussore  pyjamas  are  shown.  Pure  wool  is 

used  in  these  garments,  they  are  of  a  very  soft  texture 
and  are  finished  with  natty  military  collars,  which  are 
fashionable  in  pyjamas. 

-V  wool  poplin  tie  in  all  widths  is  being  featured  in 
plain  colors  to  match  shirts.  Three  points  claimed  for  it 

are  it  runs  easily  through  the  collar;  it  doesn't  slip  when 
tied;  and  doesn't  crease. 

  ♦- 

Rubberized  Garments. 

The  enormous  increase  in  the  price  of  raw  rubber 

has  had  a  marked  effect  upon  the  cost  of  rubberized  gar- 
ments, and  manufacturers  of  this  class  of  goods  have 

been  receiving  notices  at  intervals  from  manufacturers 

of  rubberized  fabrics  of  advances  in  the  prices  which  they 
must  pay.  About  the  first  of  last  month  one  firm  sent 
a  notice  to  all  their  customers  to  the  effect  that  there 
was  an  advance  of  about  25  per  cent,  on  their  different 
lines.  This  advance  followed  one  which  had  been  sent 

out  by  the  same  firm  only  a  few  weeks  previously.  This 
shows  to  what  extent  the  manufacturers  are  being 
affected  by  the  abnormally  high  level  which  raw  rubber 
prices  have  reached. 

Naturally,  manufacturers  of  rubberized  garments 
have  had  to  increase  the  cost  of  the  finished  goods,  but 

so  far  they  have  kept  them  at  as  low  a  figure  as  possi- 
ble. In  the  case  of  goods  selling  at  the  present  time, 

very  little  advance  is  noticed,  as  they  were  made  from 
material  bought  before  the  recent  sharp  advances.  When 
the  goods  which  are  bought  after  the  advances  are  put 
on  the  market,  it  is  quite  likely  that  the  high  cost  of 
rubber  will  be  felt  to  a  much  greater  extent. 

In  spite  of  rapidly  advancing  prices  the  trade  con- 
tinues active,  and  rubberized  garments  are  in  splendid 

demand.  Manufacturers  are  keeping  up  qualities,  and  the 
workmanship  on  these  garments  is  of  a  high  order.  As  a 
result  the  garments  are  sightly  and  serviceable.  While 

silk  fabrics  are  probably  the  feature  of  the  trade  in  wo- 
men 's  lines,  mercerized  fabrics  sell  readily,  as  they  are 

less  expensive,  and  give  splendid  service. 

A  Handsome  New  Store. 

The  new  store  of  Harcourt  &  Son,  Limited,  men's 
outfitters,  103  King  St.  West,  Toronto,  presents  a  very 
t)riginal  and  unique  appearance.  The  display  window  on 
the  ground  floor,  which  is  about  9  ft.  deep,  4  ft.  wide 
in  front,  widening  to  about  7  feet  at  the  back,  is  one 
of  the  features  of  the  front.  It  is  built  in  the  form  of 

a  bay  window  between  two  doorways  and  presentsi  the 
appearance  almost  of  a  large  and  very  effective  show 
case.  There  is  a  show  window  on  the  second  floor  also, 

extending  across  the  building.  The  store  has  a  straight 
frontage  of  17  feet,  but  this  is  more  than  doubled  by 
the  alcoved  form  of  front.  The  style  of  the  front  is 
French  Renaissance.  The  building  is  constructed  of 
tcira  cotta  and  ornamental  iron.  The  interior  is  finish- 

ed in  mahogany,  with  handsome  carved  mahogany  stair- 
case and  ornamented  beamed  ceiling.  Wickson  &I  Gregg, 

Toronto,  were  the  architects. 

Tungsten  lamps  supply  the  light,  with  very  satisfac- 
tmy  results,  and  the  equipment  of  the  store  includes  a 
Fensom  elevator.  The  front  part  of  the  ground  floor  is 

occupied  by  the  men's  furnishing  department,  while  the 
tailoring  show  room  is  in  the  rear  portion.  The  second 
floor  is  used  for  cutting  room,  which  is  in  the  rear,  and 

a  display  and  fitting  room  for  clerical  garments  and 
^■owns,  which  is  in  the  front  section.  Both  showrooms  are 
carpeted  in  green. 

The  business  has  been  in  existence  for  68  years.  In 
1842  George  Harcourt,  of  Birmingham,  England,  came  to 
Toronto.    He  commenced   business   on  the   north   side   of 
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A  Satisfactory  Statement 
of  profits   is  bound  to  be  shown  by  any  underwear 
department  where  the  special  feature  is 

OUR 
SELLING  REPRESENTATIVES 

ONTARIO 

C.  &  A.  G.  Clark«,  Empire  Bnilding 
WeUlncton  St.  W.,  Toronto 

QUEBEC 
Goaldior  &  Co.,  SOWelUngtoo  St.  East Toronto 

BRITISH  COLUMBIA 

Geo.  A.  Campbell  &  Co.,  Mercantile  Block 
Vancoover,  B.C. 

MARITIME  PROVINCES 

G.  A.  Woodin,  20  and  21  Roy  Bide. 
HaUfiiz,  N.S. 

MANITOBA  and  the  NORTH  WEST 
Western  Fabric  Co.,  63  Albert  St. 

Winnipeg- 

HIGH - GRADE 
UNDERWEAR 
FOR  MEN,  WOMEN 
AND    CHILDREN 

Peerless  Underwear  possesses  all 

those  qualities  of  fit,  finish,  comfort 

and  long  wear  that  make  for  brisk 

sales,  good  profits  and  thoroughly 
satisfied  customers. 

Peerless  Underwear 
Company 

Hamilton 

Ontario 
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The u Tello JJ 

One  of  Our  Latest 

Made  Specially  for  the  Young  Fellows 

Made    in    Fine    Italian    wool    bodies.      In    Blacks,    Myrtle, 

Navy,   Brown.       -       $9.00  per  Doz. 

In   Fine    Fur    bodies,   in    Fawn,   Grey,   Light  Green,   Navy, 

Brown,  Cuba      $13.00  &  $18.00  per  Doz. 

We  are  putting-  the   "  Colleg"e"   Hat  Guard  on 
the  above  at  75c.  per   Doz.  Extra. 

This    is    the    niftiest    trimming    shown    this    season   and    is 

brand    new. Made    by 

Chas.   C.    Punchard   &    Co. 
785  King  Street  West,  -  -  Toronto 

WRITE  US 

Please  ineiitwn    I'hc   h'cvic;^'  la    Mdicrtiscrs  and    Their  Travelers. 
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SUCCESS  COLLARS  FOR  STYLE. 
All    men  like  to    be   neatly  clothed  around    the  neck.     Most 

men  want  style  in  their  collars. 

Any  retailer  who  shows   a   fine  line  of   new  shapes  is  sure  of 

the  patronage  of  well  dressed  men. 

Your  wholesaler  will  tell  you  that  there  are  more  "SUCCESS" 

collars  sold  than  any  other  "  '2  for  25  "  line  in  Canada. 

They   are    the    newest,    the   best    made,    and    most   carefully 

designed  collars  on  the  market. 

The   above   is   the  "Cromer" — the  most  comfortable    shape 
made   for    hot  weather. 

This   is  one  of  the    several  favorite    styles   in  *'  SUCCESS" 
Collars. 

Look   over   your   Collar   Department,   and   send   your   orders 

to  any  wholesaler. 

You  might  forget  to-morrow»  so  see  about  it  to-day. 

f lease  mention   T'^e  Jieviciv  to       Advertisers  and   Their  Travelers. 

^ 
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"GOLFING" 
The  New 

Corliss-Coon 
Collar 

for  Summer 
Comfort 

Write  for  catalog  and  secure 

agency  for  Corliss-Coon 
hand-made  Collars. 

Corliss, Coon  &  Co. 
Troy,    N.  Y. 

Canadian  Representatives: 

Canadian  Importing  Co. 
Birks  Building,  Montreal 

44 

You  must 

have 

^'Cravenette" 

Shower -proofs 
for  wet 

weather ; 

they  are 

waterproof 

and  hygienic 
because 

porous. 

THERE'S  NOTHING 
BETTER   THAN 

Rec°  Trade  Mark 

proofed  by 

The  ~4mwnelteV-  LT? 

yy 

Facsimile  of  stamp  on    back 
of  Genuine  Goods. 

You   can  wear 

them  for 

fine  weather, 

because 

they  are 
smart  and 

fashionable. 

Dust-proof 
as  well  as 

shower-proof. 

TO  BE  OBTAINED  FROM  ALL  LEADING  DRAPERS 
IN  CASE  OF  ANY  DIFFICULTY,  PLEASE  VVRTTE  TO 

THE  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE 
(Proof ers  to  the  Trade. ) 

Please  tiiention  TIic  Rcvieiv  to   Advertisers  and  Their  Travelers. 
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TRADi 

r 

BRISTOL' 

The  "18k."  Mark  on  Your  Linen 

I  Ik-  ;ib()\<.-  trade  mai'k  on  your 
collars  assiiros  vAu  oC  the 

"bi-st"  to  W-  had  in  this  all  -im- 

por-tant  assrt  to  vc  nr  wardrobe. 

y'\vn  who  ap|M\-iiatc  stylish 
collars,  w  ell  made  .hid  perfect 

littin.u  shoukl  insist  on  the 

f-J/H'fuc  Coll. U' when  inirchas- 
Mi.u---  It  nie.'ins  complete  collar, 

^.itisl'aclion.  So]d  by  t-he  best 
haberdashers  throiij^lloiit  the 
Doniinion. 

WARDELL-GREENE. Limited 
TORONTO    &    WATERLOO 

Advertisements  like  this,  iji  leading 
periodicals,  will  swell  your 

sales  of  "Greene''  Collars 
The  leading  weekly  periodicals  of  Canada 

are  carrying  our  advertising  story  to  the  people 

— the  above  is  a  reproduction  of  one  of  the 
advertisements  that  are  telling  that  story. 

The  best  brains  and  skill  that  money  can 

buy  are  back  of  this  advertising  campaign  for 

Greene  Collars — planning  to  make  '  Greene" 
a  household  word,  so  far  as  high-grade  collars 
are  concerned. 

All  this  reacts  on  your  business — if  you  sell 

"Greene"  Collars — makes  sales  for  you  before 
your  customers  get  into  your  store,  and 

guarantees  satisfaction.  Saves  time,  energy, 

money  for  you — puts  profits  in  your  cash 
drawer. 

Advertising — advertising     spread     far     and 

wide — that's  what  is  doing  it.  And  that 
advertising  will  never  stop  till  every  town  in 

Canada  where  collars  are  sold  is  clamoring 

for     Greene"  Collars. 

Are  you  in  on  It  for  your  town — or  is  it  to 

be  your  competitor  over  the  way  .'' 
Greene  Collars  have  long  been  recognized^ 

by  the  knowing  ones,  as  being  just  a  little 

better  as  to  style  and  quality  than  their  nearest 

competitors. 

Now,  we're  going  to  make  all  Canada 
realize  this — if  it  can  be  accomplished  by 

advertising — and  we  believe  it  can. 

In  other  words,  it's  about  up  to  you  to 

stock  "Greene"  Collars,  if  they  are  not 
already  in  your  store. 

WARDELL-GREENE,  LIMITED 
WATERLOO TORONTO 

Please  mention  The  Rei  tew  to    Advertisers  and  Their  Travelers. 



DRY     GOODS     RE\1EW 

Here  s  a  J\Loney- flaking  Idea  for  You  ! 

Dm  it  ever  occur  to  you  that  tne  notels,  rooming  houses  and  various  institutions 

in  your  district  use  distinctive  quilts  in  large  quantities  ?  Get  after  them  and 

Till  their  quilt  requirements  !  The  above  cut  shows  one  or  our  Alhambra  Quilts, 

showing  device  and  lettered  centre  —  a  specialty  or  ours.  \A' e  are  in  a  position 
to  supply  every  class  or  trade  with  honest  goods  or  guaranteed  quality.  Ask 

your    wholesaler    for    details  ;   you  11    find    this    a    well-worth-while    business. 

Canadian  Agent,  R.    H.    COSBIE,   Toronto 

T^«o^l,o«    "n«ov.J^«    />?    r*^        ̂     4rA  Gibraltar  Mills,  BOLTON,  Eng. Jonathan  lyearden  Gr  LjO.,  i-<ta.,  ,,  ,^r   ,  r,,      x/r a xtz-wpct-c -'     11-13  Bridgewater  Place,  MANCHESTE MANCHESTER,  En. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Show  your  customer  how 
to  avoid  his  or  her  collar  and 
tie  troubles  by  using  the 

"OXFORD" 
Necktie  Holder 

Sell  the  Latest  and  Best  De- 
vice for  Collar  Comfort  and 

Tie  Simplicity. 

Th  "Oxford"  does  away  with  the 
usual  pulling  and  tugging:  in  adjust- 

ing the  tie  in  the  fold  collar.    The 
tie  is  tied  upon  the 
Holder  to  suit  the 

wearer's  own 
taste.  It  is  then 

always  neat  and 

natty,  and  is  ad- 
justed in  the  col- 

lar in  a  second. 

Its  construction 

and  operation  are 
so  simple  that  it 

appeals  to  your 

customer  in- 
stantly. 

Made  in  silver  and 

gold-plate  finish 
to  retail  at  25c.  and 

50c.  Put  up  3doz' 
in  a  handsome  dis- 

play box. 

The  Oxford  Novelty  Mf^.  Co., 
Sole  Manufacturers 

145-147  Mulberry  Si.,  New  York.  OWEN  SOUND,  OdI.    Back  View  Tie  Adached 

The  Holder 

-/Ire  so  Easy 

'•:^,=  . 

The  BerHn  Suspender  and  Button  Co., BERLIN 
ONT. 

FIRST  IMPRESSIONS 
TAKE  A  MIGHTY  LOT  OF  WIPING  OUT. 

The  first  impression  created  on  a 
customer  who  purchases  a  pair  of 

T>  A  TJ 1^  Q'  HOSE  OR -rx\lVJV»3    HALF   HOSE 
Will  be  such  as  to  bring  them 
back  to  your  store  for  all  their 
requirements.  Buy  direct  and 
save  money. 

IV. «/.  PARKS,  St.  John,  N.B. 

Straw 
Hats 
Linens  and  Textiles  for  Men, 

Youths,  and  Children. 

PANAMAS  in  the  very  latest 

styles. 

Cloth  Caps,   in  light  weights 

and  nobby  shapes. 

Royalty 
Hats 
are  the  best  at  all  times. 

Selling  from   coast  to  coast. 

Write   us  for  samples    or  to 

have  our  traveller  call. 

Sole  Agents, 

SWIFT,  COPLAND 
Ci    IjU«9   Limited 

WHOLESALE  FURS, 
HATS, 

CAPS, 

STRAWS, 
GLOVES, 

MITTS, 

MOCCASINS, 

Eto.,  Etc. 

MONTREAL 
Drop  a  card  for  Spring  Catalogue. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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King  St.,  just  east  of  Vongc  St.  Tn  1881  l\o  ir;i\i'  up 
control  of  the  business  which  lie  liaU  can  ioil  on  for  li^ 

years  and  Robert  B.  Harcourt,  his  son,  took  lull  iliaiK^f. 
I'p    to    this    time   the   business   hail   boon    moved     sovoial 

Wreyford  &t     Co. 
WHOLESALE  MEN'S  FURNISHERS 

ROMAIN     BUILDING  TORONTO 

Sole  Agents  in  Canada  for  following  English 
manufacturers: 

Young  &  Rochester, 
London  and  Londonderry. 

Shirts,  Neckwear,  Dressing  Gowns, 
Etc. 

Tress  &   Co.,  London 

Hats  and  High-Class  Caps. 
Select  Styles. 

Cellular  Clothing  Co. — "  Aertex  " Underwear,  Etc. 

T.    H.   Downing   &    Co. — Leicester 
Hosiery  and  Knit  Goods. 

Latest  designs  in  Neckwear  in  stock. 

Our  travellers  on  road  with  complete  ranges 
of  above  lines  and  our 

Specialties  in  Sweater  Coats 
If  not  called  on,  write  us. 

The  handsome  display  front  of  Harcourt  &  Son,  103  King  St.  W., 
Toronto.  The  window  is  in  the  form  of  an  alcoved  bay.  The  front 
is  in  the    French   Renaissance   style. 

times.  For  twenty  years  the  firm  of  (Jeo.  Harcourt  & 
Son,  57  King  St.  West.,  was  well  known.  Through  the 
purchasing  of  their  .site  by  the  Bank  of  Toronto,  they 
were  obliged  to  find  another  location  and  103  King  St. 
West  was  purchased.  The  firm  is  now  styled  Harcourt 
&  Son,  Limited. 

Tungstolier  lighting  fixture   ustd  in   the   new  store  of 
Geo.  Harcourt   &  Son,  Toronto. 

THE 

Imco/i 
SHIRT 

v/ill  prove  for  YOU  a  most  profitable 

line  to  handle,  because  it  is  honestly 

made  of  good  materials. 

There's  no  skimping  in  making 

shirts  the  "Deacon"  way!  Seams 
are  double-stitched,  buttons  securely 

sewn,  and  size  fully  roomy.  The  cut 

and  style,  moreover,  are  all  that  could 
be  desired. 

FccturB   the   "Deacon." 
It  wfill  pay  you  ! 

The  Deacon  Shirt  Co. 
BELLEVILLE,         ::         ONT. 



Practical  Economies  Possible  in  Producing  Show  Cards 
By   R.   T.   D.   Edwards,   Robert   Simpson   Co. 

IT  is  astouishing  how  cheaply  a  good  card  can  be  made 
up  when  you  know  how.  For  instance,  take  the 

alphabet,  under  the  name  of  '"Pen  Outline  Roman," 
which  was  executed  with  an  ordinary  "stu'b"  pen 

obtaina'ble  at  any  stationery  store.  The  stiffer  the  nib  the 
better  you  can  control  it.  If  it  lacks  stiffness,  heat  in 
the  blaze  of  a  candle  or  match  and  put  it  quickly  into 
water.     That   method  will  temper  it. 

Then  you  can  buy  a  camel-hair  brush  plenty  good 

enough  for  "filling  in"  purposes  for  about  ten  cents. 
Ink  can  be  had  for  fifteen  cents  per  small  bottle,  whicli 
would  do  a  small  store  for  months.  Cardboard  can  be 

bought  at  the  rate  of  five  cents  per  sheet  (22x28  inches) 
and  for  less  in  larger  quantities. 

When  you  ma,ke  your  own  cards,  therefore,  it  is  pos- 
sible to  reckon  that  a  half-sheet  card  will  not  cost  more 

than  about  three  or  four  cents  at  the  very  most — which 
is  a  great  difference  to  paying  from  forty  to  fifty  cents 
for  it. 

Proper  Paint  and  Ink- 

The  question  of  pr(iper  paint  and  ink  td  use  is  a  Ijig 

one  among  the  majority  of  amateur  cai'dwriters,  and  too 
much  attention  ca,nnot  'be  paid  to  this  most  important 
part  of  cardwriting.  Many  writers  do  not  care  as  long 

as  the  'black  is  black  or  the  white  is  white,  but  they 
should  always  be  on  the  lookout  for  better  color — the 
kind  that  is  ground  fine  and  will  spread  on  the  board 
evenly  a,nd  not  show  the  board  through  it. 

There  are  several  kinds  of  black  that  are  all  good  for 
brush  work.  One  that  always  works  nicely  and  which 
is  the  easiest  to  obtain  in  the  smaller  towns  and  cities 

is  drop  black.  You  get  it  ground  in  water  in  glass  jars, 
also  in  japan  and  in  the  dry  powder.  I  would  not  advise 

using  the  japan  on  show  cards  unless  they  are  to  be  ex- 
posed to  the  wet.  It  is  mostly  used  for  cotton  and  oil- 
cloth signs.  The  drop  black  already  ground  in  water 

is  'better  than  the  dry  powder,  because  it  is  finer  ground 
and  all  you  have  to  do  is  to  add  water  and  mucilage  to 
the  desired  thickness. 

There  are  other  prepared  inks  for  show  card  use  that 
are  much  handier,  such  as  letterine,  which  can  be  used 
with  either  pen  or  brush.  It  comes  mixed  at  the  proper 
thickness  for  'brush  work,  and  should  'be  tliinned  with 
water  for  the  use  of  the  pen. 

Practising  Alphabets. 
In  practising  alphabets  illustrated  always  draw  the 

brush  or  pen  in  the  direction  you  are  working,  namely, 
from  left  to  right,  and  from  top  to  bottom.  Note  the 
arrows  on  the  cards. 

Block  Lettering. 

This  class  of  lettering  should  only  be  used  on  cards 
that   are   to  be  seen   at   some   distance  in   the   store,   such 

••-    J^rti^h  o>Ltx-))\ci')loek   ••• 

ABCDEF&HIJKLM 
NOPQRSTUVWX 

YZ^  1 23456789 
Pen     Qui  line    fec^mati) 

abcdcfghijklmnopqrslEV 

BCDEFGilMOfCILMNO 

PQMSTIUYWXYZ; 
as  half-sheets  used  in  a  conspicuous  place  to  direct  the 

customers  to  the  different  departments.  The  card,  "Men's 
Clothing"  illustrates  the  manner  in  which  strokes  a,re 
made  before  the  letters  are  finished  off. 

In  order  to  give  an  idea  of  the  proper  layout  of  a 

card,  two  cards  have  been  prepared' — one  showing  the 

ruling,  and  the  other  the  finished  card.  'They  are  self- 
expla.natory.  This  is  the  proper  layo-ut  for  what  is  called 

the  "Subject  Card." 
Of  course,  the  beginner  cannot  expect  to  do  as  good 

work  as  a  professional,  but  practice  will  do  a  lot  for him. 

Inidrjjiieiit 
":>  si  \(  )W  I  nn/ 

t  MpI.^I-p:^ 

rnpoiTFc 

ffiidz 

OUR> 
bU)IE5 
Tailoring 

Department 15  showing 
the  latest 

Imported 
models 

)FECIAL 

The  two  large   cards   show   layout  auggostion   and  how   It   was   worked    out.    One  of  the    smaller    cards    is    in    pen    outline    roinan    and    the 
other  in   brush   stroke  block.    The   arrows  indicate   the   stroke. 
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LATEST  MAISH  INNOVATION 
Ne-w    Comfort    Coverings    in 

116     Exclusive     Patterns 

Designed    by   our 
o-wn  Artists 

Maish  Salesmen  are  now  on  the  Road 
with  a  Line  of  Samples  Entirely  Dif- 

ferent from  Anything  Ever  Shown  to 
the  Trade. 

Wait  Till    You    See    Them 

This  latest  Maish  improvement  is  a  radical 

chaiiyfo  that  means  greatlx'  multiplied  selling'  power 
for  the  alreadv  quick  selling  Maish  Laminated 
Cotton  Down  Comforts. 

These  new  covering's  are  designed  by  our  own 
artists  — under  our  direct  supervision — in  accordance 
with  Maish  ideas. 

For  several  seasons  Maish  Covers  have  been 

woven,  printed  and  finished  under  our  direction.  W'e 
liave  used  special  materials  for  all  grades — have 
carefully  selected  our  own  exclusive  designs.  Each 
vear  therefore  has  marked  a  distinct  advance  in  the 

beautj-,  strength  and  attractiveness  of  the  covers 
we  have  turned  out. 

But  this  j-ear's  improvement  transcends  any- 
thing that  has  gone  before. 

Working  under  our  direction,  and  with  un- 
limited scope,  our  artists  have  sought  effects  par- 

ticularly suitable  for  comfort  coverings. 

Effects    Never    Before 
Attempted 

The  new  designs  are  so  varied  in  their  attract- 
veness — so  unusual,   so    distinctive,    so  alto- 

gether different  from  anything  that  has  ever 
been  shown  that  your  customers  will  be  at- 
racted  at  once. 

More    Selling    Chances 
When  displayed  on  counter  and  in  show  window 

hundreds  of  women,  who  would  otherwise  pass  by,  will 
stop  to  look — to  investigate.  Whenever  a  woman  gets 
her  hands  on  a  Maish  comfort— yir/.?  how  much  lighter, 
softer,  fluffier  the  Maish  is — she  will  ahvays  buv. 

If  you  are  now  selling 

Maish  comforts  the  crea- 
tion of  the  new  design 

means  immediate  increas- 
ed sales. 

If  you  are  not  selling 
Maish  comforts,  here  is  a 

splendid  chance  to  trans- 
form your  comfort  depart- 
ment from  a  comparative 

unimportant  sideline  to 
one  of  the  profitable  trade 
winning  features  of  your 
establishment. 

DESIGNS    TO    BE    SHOWN    IN    THE 
MAGAZINES 

Our  advertising  campaign  will  reach  practicallv 
every  one  in  your  city  who  is  going  to  buy  a  comfort 
this  Fall — will  send  hundreds  of  women  into  3'our 
store  to  see  these  new  designs. 

Wait  for  our  Salesman  to  call.  Or  if  you  are  in 
a  hurry,  write  us.  We  will  give  you  any  special 
information  that  you  want. 

THE  CHAS.  A.  MAISH  COMPANY 
Factory  &  General  Offices,  Bank  St.,  Cincinnati 

New  York,  41  Union  Sq. 
Canadian  Branch,  43  St.  Sacrament  St.,  Montreal 

I 
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Furnishings  and  Decorations  for  the  Home 
Renovation  Period  has  Created  Active  Demand  for  all  Lines  —  Sort- 

ing Business  Exceptionally  Good  —  Fall  Lines  Out  This  Month 
—  Door   Mattings    Selling  Well  —  Salesmanship    in    the    Department. 

MERCHANTS  throughout  the  country  are  at
 

present  very  busy  selling  Spring  carpet  stocks 
and  other  housefurnishings. 

The  experience  of  one  manufacturers'  repre- 
sentative was  that  though  sorting  business  was  good  yet 

merchants  in  the  country  were,  as  a  rule,  too  busy  to 
select  fresh  designs  and  merely  repeated  in  lines  they 

had  before. 
Manufacturers  start  out  in  May  for  Fall  selling  and 

the  general  opinion  iS'  that  Fall  trade  will  be  excep- 
tionally good. 

Carpet  trade  in  large  stores  is  in  good  condition. 
Most  people  house  clean  in  April,  and  just  at  this  time 
new  carpets  are  required.  All  lines  are  selling  with  rugs 
still  leading.  A  great  percentage  of  sales  is  in  medium 

price  goods,  but  there  is  a  noticeable  increase  in  demand 
for  better  lines.  There  is  an  increasing  enquiry  for 

plain  colorings  in  rugs  and  carpets.  The  mills  are  busy 
on  plain  goods.  Plain  colorings  are  mostly  in  better 
class  lines  as  in  cheaper  grades  they  do  not  always  make 
a  satisfactory  showing. 

China  and  Jap  matting  trade  is  opening  up,  both 

plain  and  patterned  goods  are  taking  well,  green  and 
brown  effects  being  good  sellers. 

Generally  speaking  the  better  class  carpet  and  house- 
furni.shing  trade  is  very  satisfactory,  the  report  from 
most  houses  being  that  sales  are  ahead  of  last  year. 

The  carpet  trade  in  Great  Britain  is  yet  in  a  some- 
what unsettled  condition.  It  is  said  that  no  positive 

settlement  has  been  come  to  in  regard  to  prices.  Some 

mills  are  busy  through  reduction  of  their  prices  while 

others,  having  maintained  prices,  are  doing  very  little. 

Tt  is  difficult  to  tell  which  are  in  the  most  enviable  con- 
dition, as  the  mills  that  are  busiest  are  making  little  or 

no  profit. 

The  following  is  from  the  Kidderminster  Shuttle  of 

April  16  :  "A  well-knov^n  carpet  manufacturer  in  con- 

versation this  week  said  :  'We  have  plenty  of  orders  on 
our  books  ;  our  machinery  is  running  overtime  ;  but 

owing  to  the  price  of  materials  there  are  no  profits.' 
It  was  stated  at  a  recent  public  meeting  that  the  pro- 

duction of  the  carpet  looms  in  Kidderminster  this  spring 

has  so  far  been  larger  than  at  any  previous  period  in 

the  history  of  the  trade." 
A  wholesale  buyer  who  has  recently  been  in  the  Old 

Country,  says  that  carpet  prices  there  are  very  stiff. 

Manufacturers  pay  higher  prices  for  raw  materials  put 

into  all  carpets  and  linoleums  and  that  there  will  likely 
ho  an  early  advance. 

Sorting  in  Curtains  and  Draperies. 
Sorting  business  is  now  occupying  the  attention  of 

the  wholesale  trade  in  curtains  and  curtain  materials. 

Merchants  are  willing  to  look  at  anything  new  with 
which  to  replenish  their  stocks.  There  has  been  a  good 
demand  for  lace  curtains  in  Nottingham,  Swiss  and 

Brussels  nets  ;  printed  scrims  in  conventional.  Oriental 

and  floral  designs,  easement  cloths  in  dull  shades. 
♦ 

Wall  Papers. 

Wall  paper  business  in  well-organized  departments  is 

reported   to   be   in    a   very    satisfactory    condition.       One 

manager  reports  better  business  than  has  been  done  for 

years.  High-grade  papers  are  being  asked  for  and  some 
very  pleasing  effects  are  being  shown.  For  halls  and 
dining  rooms  the  principal  colors  employed  are  tobacco 
brown,  putty  and  greens.  Cloth  efiects  are  being  used, 
a  feature  being  a  new  Scotch  velour  with  guaranteed 

colors.  For  dining-rooms,  scenic  friezes  and  cut-out 
medallions   are  featured. 

For  parlors,  light  colors  are  shown  as  well  as  pastel 
shades  and  champagnes.    There  are  a  lot  of  silk  effects. 

Some  very  good  papers  for  parlors  are  shown  in 
pearls  and  French  grey  in  self  color  designs,  and  plain 
and  heavy  embossed   silk  effects. 

For  bedrooms  there  are  cut-outs  for  bases',  drops, 
and  corners,  in  chintzes  and  small  flower  effects.  Papers 
with  crowns  are  being  used  for  both  bedroom  and  par- 

lors. For  bedroom,  sitting-room  and  parlor  decora- 
tion, Norwjegian  papers  are  shown  in  simple  and  neat 

designs. 
Yellows  are  coming  into  use,  they  run  into  brown 

and  blends  of  brown  and  orange. 

Blues,  browns  and  old  rose  in  shadow  stripe  effects 
are  shown,  these  being  suitable  for  any  room. 

Quite  a  variety  of  Parisian  tapestries  are  being 
shown  with  draperies  to   match. 

Salesmanship  in  Carpet  Department. 
Discussing  salesmanship  in  the  carpet  department,  an 

experienced  carpet  buyer  stated  that  the  requirements  of 
the  modern  carpet  salesman  are  not  so  exacting  as  in 
years  gone  by.  Then  a  good  salesman  was  a  judge  of 
qualities  and  materials,  and  knew  as  much  almost  as  the 
manufacturer  about  the  goods,  but  nowadays  a  salesman 
may  originally  have  been  in  some  other  line  altogether, 
but  if  he  is  a  good  talker  and  can  sell  regardless  of  his 
actual  knowledge  of  the  goods  he  will  be  employed,  this 
more  especially  perhaps  in  the  large  city  stores.  He  is 
given  a  book,  shown  the  different  lines  of  carpets'  and  is 

allowed  to  begin  selling.  The  ambition  of  such  a  sales- 
man to  thoroughly  learn  the  business  has  a  wide  scope, 

and  those  who  make  good  get  the  coveted  positions  at 
the  top. 

The  head  of  a  large  house  furnishing  section  states 
that  he  finds  it  is  more  difficult  to  do  business  now  than 

in  the  past,  for  the  reason  that  people  nowadays  are 
difficult  to  i)lease  and  have  too  many  fads.  Customers 

imagine  they  know  all  about  fabrics  and  color  schemed 
when  the  contrary  is  often  the  case.  A  customer  will 
think  out  some  ideal  color  scheme  and  design  for  room 

furnishing  that  jjorhaps  is  almost  impossible  to  produce. 
He  had  one  customer  come  in  for  a  special  design  and 

coloring  in  a  fabric.  She  had  searched  her  home  town 
and  had  ever  written  to  England  regarding  it,  but  failed 

to  get  what  she  required. 

He  offered  to  have  it  made  for  her  if  she  would  fur- 
nish details  as  to  design  and  color,  but  she  said  it 

wasn't  worth  while  as  she  only  required  four  yards. 

Weighing  these  two  opinions  together,  the  importance 

of  a  sound  knowledge  not  only  of  fabrics,  but  also  of 

color  effects  is  one  of  the  great  essentials  in  selling 
housefurnishings. 
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Feature  Vacuum  Cleaners. 

To  aiUl  something:  of  interest  to  the  fuiniture  deparl- 
nient.  the  merchant  misiht  invest  in  one  or  more  vacuum 

cleaners,  with  the  object  of  demonstratiiiii  tlu'ir  useful- 

ness. A  grood  idea  would  be  to  follow  the  plan  of  sonio 

city  stores  and  hire  one  out  to  custonuMs,  cliariiinu-  t'or  tiio 
time  it  is  used — say  $1  or  ."fil.aO  a  day.  This  would  liclp 

to  pay  the  cost,  and  would  be  a  good  advertisement,  cus- 
tomers would  realize  wliul  a  boon  the  vacuum  cleaner  is 

and  its  advantages  over  sweeping-  with  the  broom.  Tlie 
vacuum  cleaner  thoroughly  cleans  a  carpet,  draws  out  the 

dust  and  does  not  merely  take  it  off  the  surface.  It  does 

away  with  dust  flying  about  when  sweeping  and  transfer- 
ring itself  to  furniture  and  the  rest  of  the  room.  It 

also  saves  lifting,  beating  and  re-laying  carpets.  The 

vacuum  cleaner  can  also  be  utilized  for  cleaning  upliol- 
otered  furniture.  Letting  one  out  on  hire  might  be  the 

means,  not  only  of  selling  some  cleaners,  but  might  bring 

new  customers  to  the  store.  Possibly,  many  people  would 
come  for  the  hire  of  a  cleaner  who  had  never  enteied  the 

store  up  to  that  time. 

It  might  be  advisable  to  have  practical  denionslralions 

in  tiie  department.  A  carpet  could  be  laid  down,  dust 

or  powder  sprinkled  over  it  and  the  cleaner  could  be  op- 
erated to  show  it  in  operation.  A  good  window  display 

could  be  planned  in  this  way — a  carpet  could  be  laid  on 

the  floor  and  the  cleaner  operated,  as  in  the  depart- 
ment. 

The  good  points  of  \aeuum  cleaners  should  Ije  strong- 

ly emphasized  in  the  advertising  which  sliouUl  draw  at- 

tention to  the  fact  that,  as  w-ell  as  being  for  sale,  they 
can  be  had  for  hire.  As  they  can  be  bought  to  work 

either  by  hand  or  electricity,  one  of  each  might  be  fea- 

tured, lo  lueei  the  requirements  of  those  who  could  utilize 

electricity  or  those  who  would  require  ro  use  hand  power 

in  operating  the  cleaner. 

Summer  Furniture. 

.Vuuing  the  Summer  furniture  shown  this  season  there 

are  siune  exclusive  designs.  There  is  a  line  in  solid  oak 

liiined  tinish,  with  rush  seats  and  backs.  These  are  used 

in  verandahs  that  are  not  loo  much  exposed,  for  dens  and 

silting  rooms  in  winter. 

Something  out  of  the  common  in  Indian  splint  furni- 
ture is  shown.  This  was  originally  turned  out  by  the 

Indians.  It  is  made  in  solid  oak  frame,  with  fumed  oak 

finish,  filled  in  with  half  inch  splint  hardwood.  It  is 

claimed  that  this  furniture  is  very  durable,  weather  hav- 

ing no  etl'ect  on  it.  It  stands  exposure  better  than  other 
varieties.  Its  appearance  is  very  quaint  and  attractive. 

This  furniture  is  suitable  for  verandahs,  Summer  hotels 
and  dens. 

(iei'inaii  I'eed  is  another  good  selling  line.  It  is  said 
lo  l)e  more  ilurable  than  cane  or  prairie  grass.  It  is 

linislied  in  live  shades,  green  and  brown  showing  up  well. 
J I  can  be  had  either  with  or  without  cushions.  Several 

elaborate  designs  are  shown.  Some  lines  are  furnished 
with  cloth   and  some  with  leather  cushions. 

There  is  the  usual  variety  of  less  expensive  goods  for 

which  there  is  strong  demand,  including  comforta'ble  and 
lasting  verandah  chairs  in  cane,  also  in  wood  frames  with 
tane  back  and  seat. 

Thomas  Edward  Mara,  of  the  T.  E.  Mara  C'o.,  Lon- 
don, died  April  23rd  of  heart  failure.  He  had  been  18 

years  in  business  in  London. 
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H    you   want  a   profitable  line  from   the  Old 
Country,  stock  these  Goods  which  arc 

selling  at  sight. 

They      are      the      Softest.      Downiest. 
Prettiest     Quilts     ever     offered. 

Quick    sellers    and    great    profit    makers 

Write  to  our  Agent    : — 
ANDREW    RUSSELL, 

j     13      Selkirk      Avenue,      MONTREAL. 
who  will   give  you  full   particulars 

^i/sse/A  Wo// yen 
C/?nstopherJ(London  EC. 
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This  is  not  an  idle  boast — it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"  nature.    Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace     Curtains,      Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and    Hard>vare. 

Many  of  the  above  are  from  our  own  looms. 

Write  for  our  Catalogs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 

Geo,  H.  Hees  &  Son  Co.,  Limited 
Cor.  Peter  and  RecoUet  Sts., 

MONTREAL 52  Bay  St.,  TORONTO 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Canada's  Great  Stores  use  Kimball  Pin  Tickets 
You  will  do  well  to  notice  what  the  big  men  are  doing, 

because  they  attain  their  greatness  by  up-to-date  methods 
and  scientific  economy. 

Economy  is  a  Vital  Necessity  in  Store  Operation 
and  when  you  see  all  the  admittedly  successful  ones  using 
Kimball  Pin  Tickets  you  can  rest  assured  that  they  afford 

money-saving  advantages  for  YOU,  too. 

Look  at  the  Little  Cost  of  these  ''Empire  D's" 
We  illustrate  a  number  of  our  "Empire  D"— our  most 
pojjular  size  and  style.  iNIade  of  fine  quality  white  card, 
cleanly  and  neatly  printed  in  any  one  color,  provided  with 
perfect  j)in  fastenings.  5,000  cost  only  $3.25;  10,000  cost 
$4.70;  25,000  cost  $9.00  (F.  O.  B.  New  York.) 

The  Advertising  Value  Alone  is  Worth  Mor'e 
Just  think  what    it   means    to    have    your    store's    name  and 
address  securely  fastened    to    every   piece    of   goods    you  sell. 

25,000  distinct  "'ads"  that  go  home  with  the  goods  is  a 
publicity  bargain  that  you  cannot  afford  to  pass  up. 

No  Price  Mistakes  with  proper  Pin   Tickets 
And,    then,    you    cut    out    all    possibilities    of    price    errors, 
simplifv  stock  keeping  and  inventory  work. 
Send  us  your    order    NOW    for    5,000,    10,000    or    25,000    of 

these  Empire  D's  printed  with  your  name  and  address. 
All  orders  filled  promptly.     Correct  count  guaranteed. 
Samples  of  these  and   other    styles    cheerfully  sent  on  request. 

A.KIMBALL  CO. 
THE  PIN  TICKET  HOUSE 

307-309  WEST  BROADWAY,        -        NEW  YORK  CITY 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 



Good  Advertising  as  Applied  to  Linen  Department 
Complaints  that  Linens  are  not  Doing  Well  are  Generally  Explained 

by  Neglect  in  Advertising  —  Dainty  Goods  Appeal  to  Women  — 
An  Excellent  Ad.  by  A.  E.  Rea  &  Co.  —  Inject  Human  Interest  in  Ads. 

A LINEN  importer,  a  man  who  knows  the  linen business  from  the  flax  up,  suggested  to  the  writer 
of  this  department  that  it  would  be  a  good  idea 

to  give  retailers  some  hints  in   advertising  lin- 
ens. 

In  most  stores  the  linen  department  is  sadly  neglected, 
when  it  comes  to  advertising.  A  merchant  complains  that 
his  linen  sales  are  not  showing  up  as  well  as  they  should, 

A.E.REA&Oa 
MoHfpcal.   limHvd 

The  Formal  Opening  of  a  Great  Linen  Store 
The  Creates!  and  Most  ELxlensivc  Showing  of  High  Grade 

LINENS  AND  COTTONS  Ever  Allcmpled  in  O— ̂- 

-  (-*  ̂   A.  >«».  >»ii 

TnMk  Euiiljy  &inil^  lo  T>ios< 
UKdby  Ronll» 
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•j::.-.--,:-  -;  :  J3.25  , 

A  Sale  of  10,000  Yards  of  New  Fashionable  Dress  Silks 

~—    29i 
■■"•■'-  39c 

Linens  affard   material  for  good  idvertising. 

and  ten  chances  to  one  he  hasn't  devoted  any  of  his  ad- 
vertising space  to  it  in  months. 

A  linen  traveler  met  with  just  this  objection  when  he 
went  to  call  at  a  store,  where  on  his  last  trip  he  had 

sold  a  good  bill  of  goods.  "Have  you  been  advertising 
your  linen?"  he  asked,  and  was  informed,  as  he  suspected, 
that  the  linen  department  had  not  been  given  anything 
like  a  square  deal  in  this  respect. 

"Let's  see  if  we  can't  get  up  a  decent  linen  ad.  right 

from  the  goods  you  have  in  stock  now,"  he  suggested. 
The  merchant  agreed,  and  the  result  was  an  advertise- 

ment for  that  neglected  department,  which  made  things 
move,  and  which  paved  the  way  for  another  good  order  on 

his  next  trip — and  several  other  good  orders,  because  it 
demonstrated  to  that  merchant  that  the  linen  department 
if  he  gave  it  a  decent  chance  would  be  a  big  money  maker 
for  him. 

There  is  probably  nothing  that  appeals  so  strongly  to 
the  average  woman  as  dainty  linen.  She  simply  revels  in 
it,  because  its  possession  and  use  indicates  more  clearly 

than  anything  else  a  refinement  which  every  woman  de- 
lights in. 

Linens  lend  themselves,  because  of  this  before-hand 
assurance  of  an  interested  attention  to  advertisement  in 

which  they  are  featured,  to  attractive  and  effective  ad- vertising. 

Then  there  are  so  many  things  a  good  salesman  can 

say  in  an  interesting  way  about  linens — and  advertising  is 
simply  saying  to  thousands  of  probable  buyers  what  a 
good  salesman  would  say  to  one  if  he  had  her  before  his 
counter. 

The  advertisement  reproduced  here  is  a  splendid  sample 

of  an  effective  appeal  for  business  for  the  linen  depart- 
ment. It  shows  also,  the  importance  which  is  attached 

to  this  department  in  the  most  progressive  stores.  Here 

practically  the  whole  of  a  6-column  ad.  is  devoted  to  a 
talk  about  linens. 

V 

A  Suggestive  Linen  Ad. 
This  advertisement  of  A.  G.  Rea  &  Co  is  not  shown 

for  the  purpose  of  criticising  it.  It  is  given  as  a  sugges- 
tion of  the  opportunity  which  the  linen  department  affords 

for  increasing  sales — and  incidentally  profits. 
There  is  good  money  in  linens.  Too  much  profit  to 

allow  the  department  to  drift  along  in  any  old  way.  Any 
merchant  can  double  the  profits  in  his  linen  department 

without  increasing  the  amount  of  money  he  has  invested 
in  it,  by  judicious  and  aggressive  advertising.  Try  it 
yourself  and  see  if  this  statement  is  not  correct. 

V 

Put  Human  Interest  Into  It. 

This  paper  does  not  throw  many  bouquets  at  the  de- 
partment stores,  but  it  is  only  fair  to  recognize  merit  when 

Can  t  Announce  the  Fish  Dinner 

Till  the   "Barrel"  Arrives 
If  you're  at  all  fcmiKar  *i;ili  our  daily  uicmi  csrd.  you've  nu 

doubt  noliied  on  the  right  baud  »ide  aijnouucenient  of  a  "Spe- 
cial Fish  Dinner,"  30c.  It's  an  innovatioa  and  one  that  seems  to 

have  atruck  tie  popular  fancy  at  the  right  tlmf.  A  genuine  fresh 
fish  dinner — what  a  delicacy  1 — a  ohange  from  the  day-after-day 
menu.  What  a  treat  for  the  housc?rife  who  caJi  dispense  with  the 

worry  of  getting  a  "meal"  to  ir.eet  her  hii^and  at  the  Lunch. 
Room  and  enjoy  a  delieious,  inexpensive  repast — a  complete  and 
delightful  change  for  the  jaded  appetite. 

W<?  used  to  order  certain  ktndB  of  fish  for  earh  day— they 
arrived  in  a  1»anel— in  ttic  Ire  packAlg  we  found  strange  live 
■th'ng:*"  we  didn't  axpect— rltli  w^^hadn't,  ordered  and  some- 
t'.nieii  r-ierluis.  aimoBt  Ktr.uisrrm  lo  La.  t'pon  inquii)  wc  learn"'! 
*\i-  louid  (Tet  any  Itlnd  oi  tisli  I'r^m  mott  any  part  of  lt:« 
world,  cbsolutsty  fresh— tilat'*-  '"'Cauao  In  tTie  f'shing  UoatG  aro 
iHrge  tai.l;.s  uf  water  Into  wbi-ii  the  tith  are  put  a^  soon  as 
rai'ght  and  from  v.  htch  they'ri  tajten  find  shipped  lo  us.  What 
poSBlLiltttes    were    here    uffer^d 

N'ow.  we  Himply  buy  a  "barrel"  of  sail  water  fish — no  tell 

ing  till  the  "barrel"  gels  here  what  kind  of  fish  there'll  be — 
but,  you  can  depend  on  it  'twill  be  soipe  unusual  delieacv  that 
comes.  ;ind  as  a  triii;.  tu  u->  lio.'e  iu  Toiiuito.  A'"'  *!'  serve  tlii^i 
fish  at  a  price  thai  an>oiic  may  enjoy  it,  Down  in  New  York 
the  same  dishes  cost  you  raanv  times  r>Oc — .von  may  get  niore 

elaborate  aerviee.  lint  you  won't  set  fresher  fish  or  nmre  tastily 
eoiiUeri.  Try  n  llsh  diiuier — you'll  enjoy  and  relish  il. 

'  Watch  the  Menu  Daily— Served  U  to  2 
p.m.— Fish  With  BrcatI  lad  Butter,  30c. 

The  kind  of  advertising  that  produces  results. 

it  is  SO  apparent  as  in  the  extracts  from  a  page  ad.  of 
The  T.  Eaton  Co.,  shown  here. 

This  is  reproduced  for  one  reason  alone.  Not  for  its 

typographical  excellence,  but  because  it  furnishes  a  strik- 
ing example  of  the  conversational  style  of  ad.  writing, 

and  because  it  is  intensely  interesting.  If  there  is  a  man 
or  woman  who  can  read  these  three  paragraphs    without 
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experieneinsr  a  desire  to  liy  oin>  o(  (lu'ir  tisli  diiuuMs,  (lu>y 

are  pretty  nearly  liopless  propositions  tVoni  an  advcr- 
li^inir  stanilpoint. 

will    he    more    I'll't'cl  ixc,    ht'causc    llii'y    \\i'l    hi'    more    caro- 

I'lilly   read,   and    will   impress   (hcnischcs   nmrc    I'nlly   upini 
Ih ader. 

Artistic  and  suggestive   of  a   good  store  and  high   class  goods. 

Of  course,  fish  dinners  are  not  very  closely  allied  to 

dry  goods,  but  the  same  principle  which  produced  an  at- 
tractive aud  eoinpelling  ad.  can  be  successfully  applied  to 

SHIELDS  &  GO. 
DiaJCT     IMPORTERS nSM    AND    FOREIGN     DRY    GOODS 

,N(i\>  is  tlie  Time  for  House  Cleaning.      Read 
tlic  List  of  Special  Priced  Goods  that 

\v'e  are  Now  Showing. 

SHIELDS  &  GO. 
TuHWr  I.M1M)HT|;H^%  l'M.Mi;H>.Tf>N.<>.VT. 

Some   improvements  in  this  ad    are  suggested. 

a  talk  on  dress  goods,  or  garments  or  anything  sold  in  a 

dry  goods  store. 

The    point    is    this  :-;-Iiiject    as    much    human    interest 

into  your  advertisement  as  you  possibly  can — and   they 

Emphasizes  Excellence  of  Service. 
II 's  ncil  often  that  one  runs  across  a  more  allractive 

ail,  ihan  that  reproduced  here,  from  The  John  Murphy 

Co.,  Montreal.  This  was  one  of  a  series  ot  full  page  ads. 

from  this  company,  escryone  of  which  was  delightfully 

suggestive  of  a  new  era  in  Canadian  dry  goods  advertising. 

The  illustration,  of  course,  dominates  this  advertise- 

ment— as  it  is  intended  to  do,  because  it  features  the  par- 
ticular characteristics  of  the  Murphy  store,  which  have 

been  responsible  for  its  progress.  This  is  not  in  any  sense 

a  bargain  ad.  It  is  a  straight  appeal  on  the  basis  of  ser- 

vice, and  cjuality,  with  square  dealing.  This  ad.  would 

commend  itself  favorably  to  the  better  class  of  buyers,  to 

whom  this  store  looks  for  the  great  bulk  of  its  business. 

Layout  May  Have  Been  Better. 
The    a(l\'ertisemeut    ol'   Shields   &   ('o.     leaves   much    to 

he   (U'sii'ed   in    laxout.      The    twt)   heading  cuts   should    not 

Dame  Fashion's  Decree  for  Spring  and  Summer  of  1910 

Display  of  New  and  lively  Goods  for  My  Ladye's  Atlire 

Announrfutfnt  gxlraorftinar}): 
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An  attractive   piece  of  advertising  from   the  West. 

have  been  placed  as  they  were.  Neither  is  effective,  be- 
cause each  detracts  from  the  value  of  the  other.  A  splendid 

housefurnishing  ad.  could  have  been  made  out  of  the  mat- 
ter. The  name  at  the  top  should  be  eliminated  (the 

signature  at  the  foot  is  sutficient),  and  a  suggestive  head- 

ing such  as  "Housecleaning — and  new  things  for  the 

Home,"  would  have  attracted  the  attention  of  the  woman 
reader,  because  of  its  timeliness. 

V 

Good  Opening  Announcement. 
From  the  little  town  of  Vernon,  B.C.,  comes  a  splendid 

specimen  of  opening  announcement.  It  is  artistic  and  well 

written  and  printed,  and  pretty  nearly  beyond  criticism. 

Certainly  it  is  a  credit  to  the  store  from  which  it  emanat- 
ed, and  to  the  printer  responsible  for  the  execution  of 

the  job. 



Brilliant   Fashion   Display   at  Toronto   Horse    Sho\v 

Good  Selling  Windows  Shown  by  Merchants  —  Wealth  of  Millinery 
Shapes  a  Criterion  of  What  is  to  Continue  —  Stylish  Hats,  Wraps 
and    Gowns  —  Simplicity   a    Marked   Feature  —  Smart  Juvenile  Dresses. 

T I  HE  Canadian  and  military  horse  show  held  this 

year  in  the  Armories,  Toronto,  has  been  from 

every  view  point  an  unqualified  success.  This 

show  was  wisely  boomed.  Prizes  were  offered 

to  the  city  merchants  for  best-dressed  windows.  It  need 
scarcely  be  said  that  the  first  jsrize  was  carried  off  by 

a  dry  goods  store,  and  that  many  dry  goods  and  special- 

ty house  were  high  up  in  the  list  of  winners. 

H.  H.  Hollingsworth,  for  the  Robert  Simpson  Co.,  re- 
ceived the  first  award  in  the  window  display  contest.  The 

Sellers-Gough  Co..  the  T.  Eaton  Co.,  "McKay  the  Tailor," 
and  W.  A.  Murray  Co.,  were  among  the  list  of  winners. 

Mr.  Hollingsworth  was  also  responsible  for  the  decora- 

tions that  so  completely  and  beautifu'ly  changed  the  ap- 

pearance of  the  intei'inr  of  the  Armouries.  Tlie  walls  Avcre 
beautifully  diaped  with  golil  and  blue,  the  folds  being 

caught  with  festnons  and  shields,  saddles,  and  the  Ontario 

coat-of-arms.  The  immense  ceiling  was  covered  with 
^\hite  and  blue,  and  drooping  clusters  of  delicate  green 

bows  and  pink  and  white  blossoms.  The  judge's  box  was 
much   admired.     It   was  surrounded  by  a  trellis  work  of 

while  and  pale  green  tiimmed  with  i)ink  bjanclies  and  set 
in  a  ))road  border  of  nodding  daffodils. 

Brilliant  Millinery  Display. 

As  usual  at  such  events,  the  feminine  contingent  ri- 
valled the  interest  taken  in  the  horses,  and  the  display 

in  the  gaily-decked  boxes  formed  a  living  fashion  picture 
that  looked  as  though  it  had  been  filched  from  some 
French  fashion  journal. 

If  millinery  at  the  Horse  Show  furnishes  any  criterion, 

the  wealth  of  shapes  that  has  been  a  feature  so  far  is  to 

continue.  Some  hats  were  low  and  flat  and  of  an  im- 

mense size,  and  others  were  high  and  potty.  Demure 

little  bonnets  were  worn,  and  turbans  ranged  from  the 

folded  ca])-shape  to  musliroom  affairs,  with  high,  full 

crowns,  (iraceful  i^icture  hats,  with  high  sharply  turned- 

tip  brims  ai  the  side,  were  seen,  and  dainty  lingerie  models 
were  numerous. 

This  season,  (he  pi'essed-shape  has  it  in  such  straws  as 
Leghorn,  Tagel  and  Milan  and  chip.  Many  hats  also 
were  in  emnbination  and  liad  tlie  crown  of  some  fabric — 

silk,   net.   hice.   etc.,   and   the  l)rim  or  brim-eds'e  of  straw. 

ONE   OF    A  SERIES  OF    PRIZE    HORSE    SHOW    WINDOWS    DESIGNED  AND  TRIMMED   BY   H.   HOLLINGSWORTH  FOR  THE   SIMPSON 

CO..    TORONTO. 

W'liilc  this  is  not  the  window  upon  which  the  judges  placed  their  ticltet  of  award,  it  illustrates  the  entirely  original  idea  carried  out  in  the 
backgrounds.  .The  general  color  scheme  was  in  yellow  and  royal  blue,  the  Horseshow  colors.  The  background  was  a  trophy  composed  of 
a  horseshoe  6x8  feet,  studded  with  electric  bulbs  to  represent  the  nails.  The  centre  of  the  horseshoe  was  filled  with  a  painting  taken 

from  the  horseshow  posters.  On  the  top  of  the  shoe  was  a  horse's  head  with  bridle  and  reins  in  horseshow  colors.  Caught  up  on  either 
side  of  the  shoe  and  resetted  was  a  large  flag  3^  yards  long  by  6  feet  wide  made  of  cashmere  in  the  colors  of  the  horseshow.  yellow  and 

royal  blue.  Goods  on  display  consisted  of  gowns,  hats,  dress  material,  trimmings,  etc.,  in  blue  and  gold,  with  blue  and  yellow  predom- 
inating. The  hats  in  particular  were  noticeable,  being  trimmed  with  plumes  of  show  colors.  Daffodils  were  used  profusely  in  cut  glass  vases 

and  baskets.  The  floral  baskets  contained  poppies  and  sheath  wheat  in  yellow  and  blue  colors.  The  floor  of  the  window  was  in  horse- 
show colors.  The  two  windows  that  secured  the  prize  were  carried  out  in  horseshow  colors,  the  background  scheme  was  entirely  original. 

The  paintings  wire    executed    by  a  Toronto    artist    in    oils.    The   paintings  were  8  feet   long   by   6   feet   wide. 
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Though  mauy  black  hats  were  worn,  and  ilead-white 
hats  were  more  seeu  than  for  some  seasons,  natural  leg- 

horns, blonde  shades  in  straws,  and  many  straws  to 

match  the  color  of  the  gown,  were  seen.  The  black  touch 

was  much  in  evidence — chiefly  of  velvet  or  a  veiling  of 
bright  color  with  lace. 

Plumes  matched  the  color  of  the  hat,  and  were  both 
in  natural  effect  or  willowed.  Paradise  mounts  in  palo 

yellow,  natural  shades,  and  in  black  were  seen  in  many 
lovely  hats,  and  one  large  black  hat  had  the  crown  hidden 
under  a  mass  of  osprey.  Aigrettes  and  mounts  in  white, 

black  and  in  color's  were  very  much  worn. 
In  spite  of  the  wearing  of  so  many  feathers  flowers 

by  no  means  took  a  second  place.  Indeed,  the  majority 
of  hats  were  flower  wreathed,  as  well  as  feather  trim- 

med. Roses  were  most  in  evidence  and,  particularly  for 

young  girls'  wear,  a  number  of  hats  were  seen  with  rose 
mounts  and  branches   in   the  natural  size. 

Several  hats  were  in  the  new  Chantecler  red.  many  in 

king's  blue,  often  combined  with  black  and  turquoise, 
bright  mauve  and  clear  rose  pink  were  other  colors  that 

have  not  appeared  in  millinery  for  many  a  lung  day. 

Fashionable  Wraps. 

The  light-weight  evening  cloak  was  almost  universal- 
ly worn,  and  because  it  was  not  as  a  rule  discarded,  it 

was  hard  to  get  more  than  a  passing  glimpse  of  the  gown 
underneath.  Cap  wraps,  bernouse  warps,  mandarin  and 

dra|>ed  cloaks  were  all  in  evidence,  developed  in  broad- 
cloth, charmeuse,  crepe  and  chiffon,  and  heavily  trimmed 

with  embroidery  and  satin  applique.  Thei'e  were  many 
wraps  in  blue,  but  Chantecler,  gold,  golden  tan. 
orchid,  mauve  and  rose,  as  well  as  mastic  ivory  and  white 
were  in  evidence. 

(iowns  as  far  as  could  be  seen  were  of  bright-hued 

satins  iuui  lace  xcilecl,  and  dinniu'd  to  half-tones  willi 
chiffons  and  net.  Many  lace  dresses,  the  skirts  edged  with 
deep  flouncing,  were  worn.  Charmeuse  has  lost  none  of 

i*s  vogue,  and  some  beautiful  gowns  embroidered  in 
selt'-tc.ne  were  of  this  fabric. 

There  is  a  certain  air  of  simplicity,  about  even  the 

1  id  est  gowns,  given  by  the  simple  cut,  all  in  one,  of  the 

^'eeves  and  bodice,  and  by  the  straight  lines  of  the  skirt, 
."teel  and  nickel  grey.  All  shades  of  blue  were  much  in 
evidence,  and  after  blue,  perhaps  rose  was  most  worn. 

(!c)ld,  pale  tan,  orchid  mauve,  and  a  few  bright-hued 
gowns  in  Chantecler,  and  in  emerald  green  were  worn. 

Where  -a  less  elaborate  gown  was  worn,  foulard  was 
often  chosen,  and  many  of  the  younger  contingent  wore 
smartly  tailored  suits  of  white  serge.  The  serge  selected 
\\  as  of  the  smooth  finished  foule  order. 

In  the  afternoons,  smart  tailored  suits  were  almost 

universally  worn.  The  more  dressy  suits  were  developed 
in   voile,  foulard,  tussah,  and  ribbed  silk. 

Smartly  Dressed  Children. 

The  pony  events  on  Saturday  morning  brought  out 
many  smartly  dressed  children.  While,  navy  and  scarlet 

st'-ge  were  most  worn.  Coats  were  in  most  c»ases  in 
Norfolk  or  Russian  paletot  shape,  with  belts  of  patent 
leather  in  black  or  scarlet,  or  of  tan  leather.  One  little 

gii'i  of  about  eight  years  had  a  white  serge  dres.s  made 
with  ̂ a  side  pleated  skirt.     The  coat  was  in  Russian  style 

Many  scarlet  serge  coats  were  worn,  and  in  some  in- 
stances the  dress  was  of  scarlet. 

The  hats  h>ad.  as  a  rule,  mushroom  brims,  and  were 
trimmed  with  tight  bunches  of  tiny  roses,  or  ribbon 
rosettes. 

HORSE   .SHOW    WINDOW    BY   APTED,    FOR   THE  T.    EATON   CO. 

The  color  scheme  was  yellow  and  royal  blue,  the  Horse  Show  colors.  The  background  consisted  of  a  large  tloral-centered  horseshoe  in  yel- 
low and  appropriate  poster  panel,  surmounting  a  large  mirror.  In  the  foreground,  the  illustration  used  in  the  Horse  Show  poster— that  of 

a  young  lady  standing  in  admiration  at  a  horse's  head— was  cleverly  reproduced.  Saddles,  bridles  and  other  accoutrements  were  distri- 
buted on  the  floor  of  the  window.  Several  very  handsome  gowns  completed  a  most  attractive  window.  The  large  corner  display  space 

lent  itself  admirably  to  the  scheme. 
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British  America  Assurance  Company 
A.D.   1833 

FIRE  &  MARINE 

Head  Office,  Toronto 
BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President  W.  R.  Brock,  Vice-President 
Robert  BIckerdike,  M.P.,  W.  B.  Melkle,   E.  W   Cox.  Geo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  NIcholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

W.  B.  Molkle,  General  Manageri  P.  H,  Sim*,  Secretary 

CAPITAL  ....  $1,400,000.00 
ASSETS   2,182,753.85 
LOSSES  PAID  SINCE  ORGANIZATION      29.833,820.98 

s OUTHALL SANITARY     TOWELS 

S'
 

The  Original  and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 

the  invention  and  manufacture  of  Southalls'  Sanitary 
Towels  possible.  Since  1880  they  have  become 
wi:lely  known  and  appreciated  as  an  indispensable 

article  for  ladies'  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

Apply  for  full  particulars  and  samples  to  the  Agent  for  the  Dominion, 
J.  M.  SCHEAK,  C.irlaw  Buililings,  Wellington  Street  West,  Toronto 

Southalls'  Accouchement  Sets  (containing  all  Requisites, in  3  sizes). 
Southalls'  Sheets  for  Accouchement  and  other  Sanit.ary  Specialities;. 

SOUTHALL  BROS.  &  BARCLAY  Ltd.,  Birmingham,  Eng. 

w ESTERN Incorperttcd 

1891 

ASSURANCE 
•  •  •  COMPANY. 

FIRE 

AND 

MARINE 

Head  Office— TORONTO,  ONT. 

Assets  over      -  $3,570,000 
Income  for  1906,  over     3,609,000 

HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 

BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 
These  brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 

Order  of  your   Wholesaler. 

ROBERT    HENDERSON 

^     CO       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 
James  Stanbury  &  Co.,  Toronto 

Every    Dry    Goods    Store 
should  have  a 

Defiance 
Button  Machine 

Large  Profits  Covering  Buttons 
with  your  customer*'  own  material. 

PRICE.  incIudinE  any  three  of  the  following  sizes,  1 6,  20,  24,  30 36  or  18. 

$7.50 
SEND  FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 
53  EAST  8th  St..  NEW  YORK 

BRITISH  AMERICAN  DYEING  CO. 
The   Largest  and    Best 

Equipped 

DYE  V^ORKS 
In  the  Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,    Ducks,   Cottons  and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,    FINISHED    AND    PUT    UP 

Also 
FEATHERS,    SILKS,    VELVETS.    RIBBONS,    LACE,    ETC. 

^'^  ̂ Sf^u^A'ltlS.''^^^^   MONTREAL TORONTO OTTAWA 

QUEBEC 
J 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 



Some  Seasonable  Hints  to  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

WELCH.  MARGETSON  &  CO.'S 
1910  CATALOGUE. 

A  eataioiriie  wiiit'li  will  prove  a  valu- 
able index  to  everything  that  is  cor- 

rect in  men's  furnishings  has  been 
issued  by  Welch,  Margetson  &  Co., 
London,  Eng.  This  firm  occupies  a 
very  high  position  as  manufacturers 
uf  men's  wear  and  has  branches  and 

agencies  all  over  the  world.  No  cata- 
logue has  probably  ever  been  issued 

which  illustrates,  as  a  baying  guide 
to  the  the  trade,  so  comprehensive  a 

style   range,   or   whitfh    lists   so    com- 

both  catalogue  and  price  list  page 
number,  the  latter  in  red  ink.  At  the 
front  of  the  catalogue  are  views  of 

the  company's  warehouse  at  Moor 
Lane,  London;  neckwear,  collars,  etc., 
factory,  Berniondsey,  London,  Eng.. 

and  Ihcii'  .-iliirl  a.nd  eol'ar  factory. 
Londonderry. 

The  accompanying  illn.stration  is  of 
pages  54  and  55  in  the  catalogue, 
showing  eight  dilYorent  patterns  In 
twilled  silk  haiulkerchiefs. 

'Copir-s  of  this  catalogue  may  be 

had    on    application    to   Geo.    T.   Wil- 

/tnikn^iWi    (Homed). 

.It 
^L 

UKh    Pnr.ltJ    TKu:!:    S:lh    H^inJkTchkh. 

Reprojuciion  of  pages  54  and  55  in  Welch,  Margelson  &  Cos.  1910  cjtalogue.  These 
pjjej  illustrate  In  colors  eigit  different  designs  in  tivilled  silk  handkerchiefs.  Copies 
of  this  catalogue  may  be  had  on  application  to  Geo.  T.  Wilson,  care  of  Bank  of 
Montreal,  Toronto,   Onl,;  or  Hyndman   Commission    Co.,  Winnipeg. 

pletely  the  high-grade  accessories  of 
male  attire.  Traveling,  carriage  and 
motor  rugs,  dressing  gowns,  raincoats, 
sporting  outfits,  umbrellas,  flannels, 
silk  goods,  bandanna  a.nd  cambric 
handkerchiefs,  ties,  cravats,  braces, 

belts,  ."jhirts,  collars,  canes,  gloves, 
jewelry— a  list,  in  fact,  which 
has  overlooked  no  detail.  It  is  rich- 

]}•  and  perfectly  illustrated  in  the 
actual  colorings  of  the  goods.  The 

catalogue  is  6x91/2  inches,  stiff  back.  . 
contains  over  230  pages,  referenced, 

is  facilitated  by  marginal  thumb  in- 
dex, and  a  separate  general  price  list 

i.s  conveniently  carried  in  a  pocket  in 
the  inside  back  cover.  This  gives  the 

catalogue  page  numbers  of  each  line 
of  goods.  The  general  index,  which 

is      alphabetically     arranged,      gives 

son,  care  of  Bank  of  Montreal,  T<i- 
rontn.  Out.,  or  ifyndnian  Commission 

Co.,   \Viiiiiii)L'^',  Man. 

NEW  READY-TO-WEAR  FIRM. 

The  I'rinces.s  Manufacturing  Co., 

Iviinited,  manufacturing  ladies'  suits 
and  coats,  commenced  business  on 
March  1st,  at  12  Front  St.  West, 
Toronto.  Factory  and  offices  are  on 

the  third  floor  of  the  building  form- 

erly occu|)ied  by  the  Minerva  Manu- 
facturing Co.  The  factory  manage- 

ment and  designing  are  in  charge  of 
L.  Brcgman,  who  was  for  13  years 
chief  designer  and  factory  manager 
for  the  Novi-Modi  Costume  Co.,  and 
formerly  with  K.  Smith  &  Co.,  New 

York.  E.  F.  H.  Parker,  secretary- 
treasurer,  was  for  10  years  a  mem- 

ber  of   the    firm    of   Crav    &    Parker, 

London,  (Jut.,  and  was  right  in  the 
suit  and  cloak  end  of  the  dry  goods 

business. 
W.  J.  Brown,  president,  formorlj 

with  the  Novi-Modi  Costume  Co.. 
and  later  with  Gordon,  Mackay  & 

Co.,  is  traveling  for  his  firm.  The 
valuable  experience  possessed  by  the 
principals  of  the  company  should  be 
a  strung  factor  in  the  success  of  the 

undertaking  and  a  matter  of  satis- 
faction to  prospective  customers. 

The  goods  made  by  this  company 

will  be  plain-tailored  garments, 
suits,  coats  and  capse,  also  garments 
for  evening  wear.  The  object  will  be 
to  produce  garments  of  the  higher 

grade,  and  as  the  equipment  includes 
the  newest  ideas  in  machinery,  the 
cost  of  manufacture  will  be  reduced 

to  a  minimum  and  the  lowest  possi- 
ble figure  will  be  charged  consistent 

with  the  class  of  goods  made.  As  gar- 
ments are  finished,  they  will  be  thor 

oughly  examined- and  nothing  will  be 
passed  unless  in  perfect  condition. 
Designs  will  be  exclusive  nnd  out  of 
the  common. 

The  Princess  Manufacturing  Co.  is 

producing  a  new  style  of  coat  called 
the  "Kosedale."  This  coat  is  the 

company's   distinctive  creation. 
A  full  factory  staff  is  at  work.. 

The  factory,  which  is  125  ft.  long  by 

45  ft.  wide,  is  clean,  airy  and  splen- 
didly lighted  with  windows  on  three 

sides  so  that  the  work  is  done  under 

most  healthful  and  pleasant  condi- 
tions. The  cutting  room  is  at  the 

front  and  owing  to  the  exceptionally 

good  light,  is  ideal  for  the  work  for 
which  it  is  intended.  Even  on  the 

dullest  day  this  room  is  bright  with 

daylight  so  that  artificial  illumina- tion is  not  required. 

The  business  already  done  has  boen 
satisfactory,  where  lines  have  been 
shown  sales  were  made  and  the  firm 
has  been  complimented  on  the  style, 

fit  and  finish  of  the  garments.  Every- 

thing is  in  good  shape  for  Fall  busi- 
ness and  customers  arc  promised 

good  values   and  prompt   deliveries. 

THESE   SHIRTS   GOOD   SELLERS. 

Robert  C.  Wilkins,  of  Mdulrcal. 

manufacturer  of  Rooster  Brand  cloth- 

ing, has  been  remai'kably  successful 
witli  lines  of  shirts  of  Scotcli  flannels, 

/.(■pliyrs,  crepes,  Madras,  and  others 
of  the  newest  fabrics,  made  with  stock 
collars  and  ties  to  match,  and  with  a 

gilt  pin,  put  up  complete  in  boxes. 
Karly  oiders  wore  large,  and  repeats 
arc  (■oTnin<r  in   activelv. 
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Condensed  Advertisements 
AGENTS    WANTED.   

AGENT  WANTED— Toshow  amongst  the  retail 
trade    ladies'    belts,    buckles,    jeweled   orna- 

ments and  novelties  in  haberdashery   small- 
wares.     Enquiries  to  be  addressed  "Aldrew,"  care DRY  GOODS  REVIEW,  88    Fleet   St.,   London, 
England. 

AGENT  WANTED- Calling  upon  the  wholesale 
trade,  to  show  fringe  nets  and  hair  goods.    A 
splendid  line.     Bu^inessdone  direct  with  the 

manufacturer.     Address   "Hair   Net,"   care  DRY 
GOODS  REVIEW,   88   Fleet   St,  London,  E.G., 
England. 

LINEN     AGENT  —  Important     German     Linen 
Factory   for    HS   Damask   and  Fancy  Linens 
wants  a  we'I  posted  Linen  man  fully  acquaio  ted 

with  big  retail  and  wholesale  houses   as  represent- 

ative for  Can  ida.     Apply  quick,  *'Linen,'"  care  Dry Goods  Review,  Toronto.  iS) 

M AZAMET  WOOL— Agent  wanted  selling  on commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

ADVERTISING  CUTS. 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  Stock  cuts.  Our  fashion  and  millinery 
plates  ar«  made  from  the  latest  models  and 

wt!l  lend  character  and  distinctiveness  to  your 
advertisings .  Send  to  day  for  prcofsheetand  prices. 

Advertisers'  Stock  Cut  Ag^ency,  Mail  Building-, Toronto,  Canada.  (9) 

COMMISSION  LINES  WANTEdT" 
COMMISSION  LINES  WANTED  by  Fi.m 
\_j  Manufacturers  Agents  with  good  cjnnection 

calling  on  wholesale  trade  Western  Canada, 
Box  5,  Dry  Goods  Review,  oil  Union  Bank. 
Winnipeg.  Man.  (0) 

BUSINESS  FOR  SALE. 

GENERAL  STORE  in  Saskatchewan,  doing  busi- 
ness $28,000  to$30,000  yejr.  Value  of  stock 

$15,000,  fixtures  $1,700.  Annual  profits 
haveaveraged  about  $2,500.  Will  accept  85c.  on 
dollar,  except  groceries,  90c.  Only  one  competi- 

tor. Will  rent  store,  two  story,  living  rooms  above 
at  $50  month.  In  growing  town  with  splendid 
prospects.  Customers  all  English  speaking.  Apply 
quick  to  "Western,"  c/o  DRY  GOODS  REVIbW, 
Toronto.   (5) 

SIGN  CARDS. 

SIGN  CARDS,  hindpainted.  1  1"  x  15,"  word- ed to  your  order,  $1.75  dozen.  Sample  for 
two  dimes      Bert  Waldle,  Chesterfield,  Ont. 

SITUATIONS  VACANT. 

pAPABLE,  ENERGETIC  MAN  WANTED  TO 
Vy  manage  and  push  sales  in  house  carrying 

millinery  and  special  lines.  Replies  and  full 
particulars  to  "  Millinery  Man,"cfo  DRY  GOODS 
REVIEW,  Montreal.  (5) 

DRY  GOODS  CLERKS-Increase   your  salary 
$10  to  $20  a  month   by   learning   Shovtard 
writing.     Easy,  quick  and   cheapest   system. 

Send  for  booklet,   it's  free.    Simplex    Sign    Co., 
Hamilton,  Ont.  (tf) 

STORE  TO  LET. 

STORE  TO  LET  in  the  town  of  Wiarton.    The 
largest  and  best  store   in   town.     Size   30x88 
feet.    Suitable  for  general  drygoods  or   other 

purposes.     For  terms  and  particulars  apply   to  J. 
H.  Fielding,  Wiarton,  Ontario.  (6p) 

MISCELLANEOUS. 

ANY  MAN  who  has  ever  lost  money  in  the  mails 
^*-  has  had  occasion  to  learn  by  painful  exper- 

ience that  the  only  properway  to  remit  money 
is  by  Dominion  Express  Money  Orders  and  For- 

eign Drafts.  If  lost  or  delayed  in  the  mails,  a 
prompt  refund  Is  arranged,  or  new  order  issued 
without  further  charge. 

AT  LAST— A  rea  ly  practical  pencil  sharpener. 
The  "  Spiro"  sharpener  built  on  a  new  prin- ciple, positively  does  not  break  the  lead.  Ten 

blades.  Sharpener  lasts  a  lifetime.  Every  pen- 
cil user  needs  one.  Your  pencil  is  sharp  in  a 

second.  Ask  your  itationer  or  write  us  direct- 
A.  R.  MacDougall  &  Co.,  Canadian  Agents, 
Toronto. 

pOPELAND-CHATTERSON  SYSTEMS-Short, V^     simple.     Adapted   to   all  classes   of  business. 
Copeland-Chatterson-Crain,     Ltd.,     Toronto and  Ottawa. 

COUNTER  CHECK  BOOKS -Especially  made for  the  dry  goods  trade.  Not  made  by  a  trust. 

Send  us  simples  ofwhat  you  ar,;  using— we'll send  you  right  prices.  Our  holder  with  patent 
cirbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 

tems. Business  Systems,  Limi  ed.  Manufacturing 
Stationers,  Toronto. 

DON'T  us;  poor  Business  S'ationery.  Get  your Printer  or  Stationer  to  furnish  you  with 
"  Banker's  Bond  "  Letter  Heads,  Envelopes, 

Writing  Tablets,  etc.  Goods  perfect,  price  mode- 
ate.  Satisfaction  accompanies  the  added  prestige 
which  follows  the  use  of  good  stationery.  W.  J. 
Gage  &  Co.,  Limited,  Pap;r  Makers,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-power  elevator  will  double  your  floor 

space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 

only  $70.  Write  for  catalogue  "B."  The  Otis- Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 

sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  258'2  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT- FISHER     Standard    Writing-Adding 
Machines    make    toll    easier.      Elliott-Fisher 
Limited,  513,  No.  83  Craig  St.  W.,  Montreal, 

and  Room  314  Stair  Building,  Toronto. 

ELIMINATE  FIRE  RISK,  save  insurance,  re- duce maintenance  costs  and  save  money  on 
your  actual  building  work  by  using  the  KAHN 

SYSTEM  of  Fireproof  Construction.  Used  in 
many  of  the  largest  business  premises  on  this 
Continent.  Write  for  catalogue.  Trussed  Con- 

crete Steel  Company  of  Canada,  Ltd.,  Walker  Rd., 
Walkerville,  Ont.  (tf) 

ERRORS  AVOIDED,  LABOR  SAVED-Using the  Shouperior  Autographic  Register.  Three 
copies  issued  at  one  writing.  1st,  Invoice; 

2nd,  Delivery  Ticket ;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  of  carbons.  High 
grade  printing  and  neat  invoices.  Make  full  in- 

quiry. Autographic  Register  Co.,  191-193  195 
Dorchester  St.  East,  Montreal.  (tf) 

IRE  INSURANCE.     Insure   in    the    Hartford. F Agencies  everywhere  in  Canada. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
The  Multigraph  does  absolutely  every  form  of 

printing.  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circular  letters.  Write  us.  Amer  can 
Multigrapo  Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto. 

TMPORTANTTO  TAILORS  AND  CLOTHIERS 
1  —Buy  your  cloths,  tweeds  and  serges  direct 

from  Scotland.  We  supply  pattern  cards  free, 
containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  s:nt  by  post 
carriage  paid.  Patterns  for  1910  ready  in  Decem- 

ber. Write  for  them  now  to  A.  Oliphant  &  Co., 
Wholesale  Woollen  Merchants,  133  Trongate, 
Glasgow. 

INCREASE  YOUR  SELLING  effeciiveness  by 
X  installing  a  Hofman  Wardrobe.  Keeps  stock 

clean,  undamaged,  instantaneously  accessible. 
Facilitates  fitting  of  customers.  Stores  fitted 
throughout.  Catalogue  tells  what  we  have  done 
for  others.  Write  us  to-day.  Walker  Bin  &  Store 
Fixture  Company,  Limited,  Berlin.   Ont. 

IUST  NOW  we  are  holding  a  special  sale  of 
second-hand  typewriters.  All  makes  are  re- 

presented—Underwood. Remingtons,  Olivers, 
Empires,  Smith  Premiers,  etc.  They  have  been 
carefully  rebuilt  and  are  in  good  workable  wear- 

able condition.  The  Monarch  Typewriter  Co., 
Ltd.,  98  King  St.  W.,  Toronto,  Ont.  (tf) 

K'AY'S    FURNITURE    CATALOGUE    contains 
160   pages   of   tine   half-tone    engravings   of 
newest  designs  in   Carpets,   Rugs,  Furniture, 

Draperies,    Wall   Papers  and    Pottery  with  Cash 
Prices.    Write  for  a  copy — it's   free.    John  Kay 
Company,  Limited,  36  King  St.  West,  Toronto. 

KEEP  ACCOUNTSWITHOUT  BOOK-KEEP- 
ING. A  century  ago  accounting  meant  keep- 

ing books.  To-day  you  can  keep  accounts 
cheaper,  better,  quicker  and  more  accurately  by 
throwing  away  all  books  and  installing  a  McCaskey 
Account  Register.  Don't  be  skeptical— investiga- 

tion costs  nothing.  Write  us  to-day.  Dominion 
Register  Co.,  Ltd.,  100  Spadina  Ave.,  Toronto,  (tf) 

LACE  CURTAINS  AND  NETS. -See  the  latest novelties  and  makes.  Special  make  of  Fish 
Net  Curtains.  Be  wise,  see  the  smartest 

range  in  the  trade.  Callorwrite.  Representative: 
E.  Fenton,  7  1.3  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pavement,  Nottingham,  Eng. 

MODERN  FIREPROOF  CONSTRUCTION. Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- est buildings,  gives  better  results  at  lower  cost. 
'■  A  strong  statement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 

crete Co.,  Ltd.,  100  King  St.  West,  Toronto,      (tf) 

pROBABLY  the  most  talked  about  machine  in 
^  Canada  is  the  Hainer  Book-keeping  Machine. 

It  combines  in  one  machine  the  cash  and 
credit  register,  time  recorder  and  account  register. 
Representatives  wanted  everywhere.  Write  for 
our  proposition.  Book-keeping  Machines,  Ltd., 
424  Spadina  Ave.,  Toronto.  Itf) 

SAVE  50%  OF  THE  COST  OF  HANDLING merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 

space  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son,  193  Terauley  St.,  Toronto.  (if) 

SCOTCH  PLAID  STATIONERY  is  the    latest 
creation  for  business   and   society  correspon- 

dence.   Paper  and  envelopes  present  a   finish- 
ed linen  surface,  most  agreeable  to  the  pen  touch. 

Leading  stationers  have  it.    Write    for    samples. 
The  Copp,  Clark  Co.,  Limited,  Toronto.         (tf) 

THE"KALAMAZOO"  LOOSE  LEAF  BINDER is  the  only  binder  that  will  hold  just  as  many 
sheets  as  you  actually  requir.-  and  no  more. 

The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 

Bros.  &  Rutter,  Ltd.,  King  and  Spadina,  Toronto. 

THE  National  Cash   Register  Company  guaran- tee to  sell  a  better    Register   for  less   money 
than  any  other  houseon  earth.     We  can  prove 

it.     Make  us.    The   National   Ctsh    Register   Co., 
285  Yonge  St.,  Toronto. 

THE  METAL  REQUIRED  IN  A  MODEEtN 
CONCRETE  BUILDING.  Our  sp-.cial 
facilities  enable  us  to  produce  at  minimum 

cost  Concrete  Reinforcements,  Fenestra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Fireproofing  Co.,  Ltd., 
Eraser  Ave.,  Toronto.  (tf) 

VJHAREHOUSE     AND    FACTORY    HEATING ''''       Systems.      Taylor-Forbes     Company,    Ltd. 
Supplied  by  the  trade  throughout  Canada. 

VT7ANTED— A  splendid  opportunity  for  dealers 
''''  to  handle  the  best  combination  Duplicating, 

Addressing  and  Office  Printing  Machine  on 
the  market.  Exclus  ve  territory.  Send  name  and 
address,  giving  occupation  and  references,  to  the 
Canadian  Writerpress  Company,  Ltd.,  33  John  St., Hamilton,  Ont. 

WHEN  BUYING  BOOKCASES  insist  on  hav- 
ing  the   best  in   the   market— "  Macey    Sec- 

tional Bookcases."     Carried  in  stock  by  all 
up-to-date   furniture   dealers.     Illustrated   booklet 
sent  free  on  request.     Canada   Furniture  Manufac" turers,  Ltd. ;  General  offices,  Woodstock,  Ont.  (tf) 

VrOU  need  the  best  possible  protection  from  fire  ! 
^  If  your  valuables  arc  In  one  of  our  safes  you 

can  rest  at  ease;  no  fire  is  too  hot  for  our 
safes  and  vaults  to  withstand.  We  manufacture 
vaults  and  safes  to  meet  every  possible  require- 

ment. Write  for  catalogue  "S."  The  Goldie  & McCullochCo.,  Ltd.,Galt,  Ont.  (tf) 

YOU  can  display  your  goods  to  better  advantage 
through  the  use  of  up-to-date  fixtures.  We 
are  specialists  in  the  planning  of  stores  and 

offices.  Our  catalogue  contains  illustrations  of 
many  new  features  and  several  handsomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 
catalogueJ?  Jones  Bros.  &  Co.,  Ltd.,  30-32 
AdelaideSt.  West,  Toronto.  (tf) 

HOTEL   DIRECTORY. 

THE 
GRAND    UNION 

The  most  popular  hotel  in 
OTTAWA,    ONT. 

JAMES  K PAISLEY,        -       -        Proprietor 

HALIFAX   HOTEL 
HALIFAX,  N.S. 

A.CCOUNTANTS    AND    AUDITORS. 

JENKINS  &  HARDY 
Assignees,  Chartered  Aci-ountiints,  Estate  and Fire  Insurance  Agents. 
loi  Toronto  St.  52  Can.  Life  Bldg. 

"  Toronto          Montreal 
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Gordon  Umbrella 
AS   ILLUSTRATION 

is  without  exception  the  closest  rolling  umbrella,   and   therefore  the 
umbrella  that  will  please  your  customers  and  sell  the  easiest. 

BEST  FRAME  FINEST  SILK 

also  made  for  ladies. 

Compare 
Eclipse      Umbrella 

values  with  gfoods 

in  stock  and  we'll 
leave  the  order 

question  to  your 

judgment.  Our 

values  and  assort- 

ments tell  the 
story. 

4* 

Ge^  sainples  of  ̂ minted 
lines. 

Our  Variety 
of  handles  is  the 

largest  in  the  trade. 

All  the  latest 

designs  in  Ladies' Directoire  Handles 

in  all  materials, 

such  as 

Rosewood 
Mahogany 
Ebony 

Pimento 
Ivory 

Silver 

Gold 
and  the 

ta  st  iest  comb  in  atiof/s 

© 
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Send    us    a    sorting    order    to-day.       State    quantity,     price,     style.         Our 

selections  will  please.      After  inspection,  goods  returnable  if  not  satisfactory. 

The  Eclipse  Umbrella  Co.,  Limited 
454  St.  James  Street, MONTREAL 
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To  the  Trade May,  1910 

Wash  Goods 
For  Ladies'  and  Children's 

Summer  Wear 
Dress  Muslins 

Nineteen  different  lines  and  a  variety  of  designs  in  each 

line,  ranging'  in  price  from  5  to  37|c.  per  yd. 
Scotch  Ginghams 

The  most  attractive  shades,  plain  chambrays,  checks  and 
stripes  that  we  have  ever  shown,  at  10  and  15c.  per  yd. 

Costume  Cloths 

Corded,  plain,  pique,  shantung,  panama,  cross-cord, 
mersilda  and  cotton  ramie,  from  9  to  22^c.  per  yd.,  in 
all  the  most  popular  shades. 

Suitings 
Striped  union  linen,  striped  linen,  mercerized  pongee 

linen,  mercerized  striped  linen,  mercerized  double  self- 
toned  stripes,  yarn  dyed  French  finish,  mercerized 

poplin  linen,  self-corded  mercerized  linen,  from  15  to 
28 ic.  per  yd.  lJu})licate  orders  for  these  suitings  are 
l)eing  placed  with  us  daily. 

Crums  Prints 

We  have  still  a  good  assortment  in  stock  of  the 

"Standard"  Cloth. 

John  Macdonald  &  Co.,  Limited 
TORONTO 

J 
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NO  NEED  FOR 

DEAD  STOCK 

ANY  TIME 

^TT  Have  a  knowledge  of  our  facilities 

'I  for  redyeing-  and  finishing  your  off- 

color  fabrics  and  shop-worn  or 

window-stained  goods  and  you  can  keep 
your  stock  fresh  and  salable  the  year 
round. 

For  over  30  years  we  have  done 

satisfactory  work  for  the  dry  goods  and 

millinery  trades  in  all  parts  of  Canada. 

Write  us  if  you  want  more  particulars. 

R.  PARKER  (^  CO. 
Dyers  and  Finishers 

TORONTO  CANADA 

ROOSTER  BRAND 

Just  look  over  your  stock  and   see  how 
you  are  fixed  on 

Flannel  Trousers 

We  will  send  you  clips  of  the  best  range 
you  ever  looked  at  for  the  asking  -  Greys, 
Greens,  Blues,  Creams,  Fawns,  Drabs,  etc. 
—in  fact,  everything  in  the  line. 

Robert  C.  Wilkins  Co.,  Ltd. 
MONTREAL 

Shirts       Overalls       Pants       White  Coats 

BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 

These   bi-ands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 

into    strong  sheets  of  even  thickne*^ 

It  pays  you  to  sell  these  bran'^« 

Order  of  your   Wholesaler. 

ROBERT   HENDERSON 

^     C(~)       ̂ ""y  Goods  Commission  Merchants 
181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 
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Active  Fall 
Trade 

Our  travelers  are  sending  in  encouraging  orders 

for  Fall  delivery — Our  values  and  assortments 
in  all  departments  are  meeting  with  the  approval 
of  the  trade — The  volume  of  this  business  makes 
possible  the  grouping  of  a  general  dry  goods 
business,  in  each  department  of  which  we  are 

specialists. 
An  inspection  of  our  samples  will  prove  a  liberal 
education  as  to  what  fashion  demands  for  fall. 

Note  particularly  the  showing  of  these  depart- 
ments 

Cottons  Housef urnishings    Smallwares  and  Notions 

Dress  Goods    Men's  Furnishings   Hosiery  and  Underwear 
Silks  Woollens  Ready  -  to-wear    Goods 

Laces  Embroideries 

Feature  Summer  Goods 

Now  is  your  time  to    provide  for  midsummer 

clearance  sales — Every  department  of  this  house 
can  help  you  in  this  respect. 

A  visit  to  our  immense  warehouse  always  wel- 
comed. 

Greenshields  Limited, 
MONTREAL 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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DRESS  FABRICS 
FOR  FALL,  1910 

Your  Dress  Goods  Department  is  not  complete  without 
a  full  line  of  Priistley  Fabrics.  To  make  a  leader  of 
them  is  to  increase  your  sales. 

Taffetas^  Voiles,  Panamas y  Sateens 

Serges,  Diagonals,  Cheviots 

Mattings,  Broadcloths,  Venetians 

PVe  lies  ley  Suitings,  Delmar  Suitings 

Lowthian  Suitings,  Brandon  Suitings 

Boucle  Matting  Fulton  Fabrics  ^ 

Tenby  Frieze  Osmond  Boucle        S^ 

MERCHANTS   ARE    RESPECTFULLY    REQUESTED  TO 
INSPECT   THESE  LINES    BEFORE    PLACING   ORDERS 

Sole    Agents    for    PRIESTLEY'S    Dress  Goods 

GREENSHIELDS    LIMITED 
MONTREAL 

III  -dl Please  mention  The  Reviciv  to  Advertisers  and  Their    Travelers, 
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he  greatest  clearing  line 
ever  offered  the  Canad- 

ian trade.  Over  10,000 
pieces  assorted  in  all 
the  newest  colorings 
and  designs.  We  offer 
the  entire  lot  very  much 

belo^v  the  manufacturer's 
prices. 

Greenshields  Limited 
MONTREAL 

Please  mention  The   Revie^v  to  Advertisers  and  Their  Travelers. 
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The  Finger  of  Fashion  is  Pointing 
to  English  Mohairs 

The  year  1910  sees  B.D.A.  English  Mohair  lifted  by 
the  power  of  Fashion  from  the  staple  class  and  entered 
among  the  high  style  fabrics  of  the  season. 

With  most  fashion  fabrics  there  is  an  element  of 

chance.  Not  until  the  season's  end  is  the  question 
answered— "  Will  they  sell  or  not?" 

But  MOHAIR  loses  none  of  the  qualities  that  have 
made  it  staple  by  adding  the  qualities  that  have  given  it 

"style." 
Hence  MOHAIR  is  a  fashion  fabric  with  the  element 

of  chance  eliminated. 

You  cannot  buy  wrong  on  MOHAIRS. 

The  season's  novelties  include  smart  English  Tailor- 
ing effects,  group  stripes,  clouded  effects,  white  with 

blacq  hairlines,  black  with  white  hairlines,  polka  dots, 
chevrons,  narrow  wale  weaves  and  many  new  ideas  in 
swivel  weaves. 

See  Your  Jobber 

Bradford  Dyers'  Association of 

BRADFORD, ENGLAND. >s:-a:*! 

Please  mention   The  Revietv  tn  Advertisers  and  Their  Trai'elers. 



DRY     GOODS     R  E  \'  T  E  \\' 

Established  1832 Cable  Code :  Law-Bradford 

Fall  1910 

REGISTERED 

Exclusive  Designs 
^    ̂ r    ̂ ^ 

Showerproof  Goods 
Mohair  and  Alpaca  Linings 

Mr.  Haley  will  be  at  the  King  Edward 

Hotel,  Toronto,  and  the  Windsor  Hotel, 

Montreal,  and  will  have  a  full  collection 

of  the  above  fabrics. 

j^    j^    j^ 

Law,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON,    ENG. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Revillon  Freres,  Ltd. 
Montreal 

Head  Office,  79  Rue  de  Rivoli,  Paris 

We  are  now^  showing  a  large 
assortment  of  Dress  Goods 

Silks,  Linings,  Ribbons,  Kid 

Gloves,  Embroideries,  Bro- 

cades, Feather  Boas,  Stoles,  etc., 

all  in   stock  at  our  warehouse. 

134-136  McGill    Street 

An  Early  Visit  Will  Repay  You 

Please  mention  The  Review  tg  Advertisers  and  Their  Travelers, 
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GAULT^S 

Ued Special 
EMBROIDERY   _ 

LACES  - 
TRIMMINGS       - 

RIBBON  - 

:SHIRT  WAISTS" 

WHITEWEAR     - 

GOLF  COATS    _ 

CURTAINS  - 

QUILTS  - 

\3neQH^ 
June  Sale  List 

UnequaU
ed 

Unequall
S^ 

Unequall
ed 

OUR  "June  Sale"  is  on  and  for  values, designs  and  quantities 

'OUR  clearing  lots  Vals.  and  Torchons  for 
your  2  yards  for  5  cts.  table  are 

'  OUR  2  special  lines  for  linen  costumes  to 
retail  15c.  and  25c.  in  white,  champagne, 
old  rose,  helio,  sky  and  Alice  blues,  also 
full  range  of  soutaches,  are 

'OUR  E7  taffeta  in  three  widths  is 

■^nr'  3    lines,    the    white    embroidered  ,,      ̂ nailed 
fronts,  E92  to  retail  69c,  E94  to  retail  98c,   l_ineq»J^   ■ also  our  new  colored  mercerised  front 
effect  to  retail  at  $1.98,  are 

■OUR  double  row  of  4  inch  cluny  lace  and 
insertionwhiteunderskirt,  to  retail  98c,and 

our  corset  cover  2  rows  lace  trimmed  neck  |Tnpnualled 

and  sleeves,  to  retail  at  23c,  are  —  '" 
medium  M  and  full  length  coats  for  aUed 

ladies,  misses  and  children  will  be  in  big  Utiequai^^ demand  for  early  sales  and  our  stock  in 
all  sizes  and  colors  for  values  is 

at 

lalled 

rOUR  6  special  lace  curtains  to  retail 
25c,  50c,  75c,  99c,  $2.25c,  $3  50,  are    

."  "Gotemalbeat"  to  retail  99c  and  Tinpnualled 
$1.49,  our  Marseilles   D20  to  retail  $1.98  ̂ "^^ and  our  eiderdowns  to  retail  at  $5.00,  are 

These  are  money  makers  and  the  buyers  who  connect  with  them  either 
through  our  travellers  or  by  a  sample  order  to  the  house  will  find  the 

SMALLWARE  DEPARTMENT 

For  Prompt  Attention  to  Orders 

The  Gauit  Brothers  Co.,  Limited 
Montreal 

Flease  viention  The  Hevieiv  to  /idvciiicrs  and  Their  Travelers, 
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Sell  Better  Qualities- 
Make  Better  Profits 

While  the  lower  price  Wm. 
Anderson  Zephyrs  are  better  value 
than  any  others  in  the  market,  and 
incomparably  better  in  style,  you 
ought  not  to  overlook  the  higher 
priced  lines  of 

Not  only  is  the  profit  greater  on  each  sale,  but 
you  have  the  absolute  assurance  that  your  customer 
will   be  permanently  pleased  with  the  purchase. 

And,  moreover,  you  can  count  on  ultimate  repeat 
orders  because  women  rarely  fail  to  be  impressed 
with  the  superio   quality  of  Wm.  Anderson  Zephyr. 

INSIST 

on  your  jobber's  traveler  showing  you  the 
better   grades  of    Wm.  Anderson  Zephyr. 

Wm.  Anderson  &  Co.,  Ltd. 
Pacific  Mills 

GLASGOW,  ::  ::  SCOTLAND 

Please  mention  Th?  Review  to    Advertisers  and  Their  Travelers. 
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Collars 

'for  Comfort 

To  be  really  comfortable,  a  collar  must  be  made  to  set  easy  on   the  wearer's neck. 

The  Success  Collar  is  made  essentially  for  comfort — a  question  of  careful  cutting 
and  workmanship. 

In  an  ordinary  collar  the  buttonholes  soon  break  or  give  out  in  some  way. 

Note  the  Success  buttonhole. 

This  "eyelet"  buttonhole  is  made  as  strongly  as  the  buttonhole  on  a  coat. 

This  "  eyelet"  will  neither  tear  nor  stretch,  and   it  makes  the  collar  hold  to  its 
proper  shape.    The  collar  will  not  bind  nor  sag  at  all. 

A  collar  will  last  double  the  time  with  this  "  eyelet"  idea.     Any  collar  is  worn out  when  the  buttonholes  give. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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"BLACK 

PRINCE" A  Shirt 
With  Selling 

Features 

"BLACK  PRINCE"  is 

made  from  a  fleece-back 

black  serge,  absolutely  fast, 

and  fully  guaranteed  to 
stand  the  wear  and  wash. 

This  cloth  is  confined  to  us  and  made  specially  for  BLACK  PRINCE 

Shirts.  BLACK  PRINCE  is  cut  full  in  body  and  long  in  the  sleeves, 

and  every  seam  is  double  stitched. 

Merchants  can  urge  the  sale  of  this  shirt  to  any  customer,  with  the 

assurance  that  it  will  give  satisfaction.  You  will  have  no  trouble  about 
the  size  we  make. 

Write  to  your  wholesaler  to-day  for  sample  and  price. 

Stocked  by  most  wholesalers;  made  and  guaranteed  by 

^M(mi^i^MC 

Please  mention  The  Rfvi^W  to     Advertisers  and  Their  Travelers. 
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'SPERO' 
SHEETINGS 

—  made,    as   all    'Spero'  goods 
are  made  —  to  give  Sat  sfaction. 

Sell  'Spero'   Sheetings   and    you   sell    a    line  of 
Quality — cotton  good,  weaving  good,  finish  good, 

wear  good,  sales  good  and  pi'ofit  good  — sell  'Spero' 
Sheetings     and     win     the     confidence    that    pays. 

SPERO'  SHEETINGS WITH    SPERO  MAKE    STAMPED  ON  SELVEDGE 

There  are  also  '  Spero'  Sheets- — to  be  sold  in  pairs, 
all  ready  made-up  and  hemmed — sure  sellers  and 

satisfaction  -  givers    every    time.     Don't    forget 
these   '  Spero'   Sheets. 

Qgj.  All  genuine  'Spero'  Sheetings  have  the  words 
'  Spero    Make '    stamped     on    the    selvedge. 

A%k  your    Wholesale   House  for  particulais,   or 

and  it  postcard  to  '  Speio,'  Manchester, 
Enclaiid 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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FLANNELETTE. 
If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 
Flannelettes 

(  made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 

^  *-««-«       iiJ  f /^r^  n/^/^l^OlT'C'  yy      stamped  on    the   selvedge 
OEiL.  tlV^lxIxV-ll^lVOJliO  every  5  yards. 

Horrockses^ Manchester   and    London. 

Please  mention  The  Reviezv  to    Advertisers  and  Their  Travelers. 



Facts  of  Interest  Mainly  About  Ourselves 
The  offices  and  plant  of  the  MacLcan  Publishing  Vo. 

have  become  inatalled  in  their  new  building  111-127 
University  Avenue,  Toronto.  The  work  of  removal  from 
the  former  building,  10  Front  Street  East,  has  caused  a 
delay  in  the  publication  of  the  June  number  of  the  Dry 
Goods  Review,  but  everything  is  now  in  smooth  running 
order  and  the  July  number  will  make  its  appearance  on 
time. 

The  Special  Fall  number  of  The  Dry  Goods  Review, 

which  will  be  issued  early  in  July,  wi'l  contain  two  out- 
standing feature^?  in  addition  to  many 

Strong  Features  helpful  articles  with  reference  to  ad- 
of  the  vance    styles,    market    conditions   and 
July  Special.  store  management  and  equipment.  These 

featui'es  will  consist  of  two  excellent 

articles — one  dealing  with  the  development  of  the  Ready- 
to-Wear  Department.  This  article  is  based  on  the  actual 
experiences  and  methods  of  a  successful  merchant,  and 
this  fact  will  render  its  practical  character  all  the  more 
valuable  to  the  retailer.  The  other  article  is  the  first 

instalment  of  a  series  descriptive  of  a  retailer's  practical 
methods  in  dealing  with  the  mail  order  business,  which 
threatened  his  district.  This  man.  by  careful  study  of  the 
situation,  was  able  to  apply  methods  which  improved  his 
business  and  had  the  effect  of  reducing  the  number  of 
parcels  going  to  the  town  from  large  department  stores. 

To  use  the  merchant's  own  words,  he  "fought  fire  with 
fire,"  and  his  story  should  be  of  great  interest  to  the 
merchant  who  is  seriously  confronted  by  the  same  prob- 
lem. 

If  the  July  number-  of  The  Dry  Goods  Review  contained 
no  other  remarkable  features,  these  two  articles  would 
make  it  a  large  item  in  the  list  of  good  things  to  be  looked 
forward  to  by  the  dry  goods  merchant  next  month. 

The  Review  believes  that  there  is  some  truth  in  the 

assertion  recently  made  by  a  dry  goods  man  of  long  ex- 
perience, that  there  are  scores  of  re- 

The  Merchant  tailers   throughout    the   country   who 

Who  never  take  advantage  of  available  op- 
Has  no  Time  portunities  to  exchange     ideas     with 

other  merchants,  to  co-operate  along 
lines  which  would  tend  to  simplify  many  problems  at 

present  existing,  or  to  connect  with  each  other  in  work- 
ing out  beneficial  plans  or  in  perfecting  any  organiza- 
tion which  would  tend  to  greater  development  of  home 

trade. 

In  this  classification  may  probably  be  included  the 

majority  of  those  who  "never  get  time  to  read  anything." 
Their  trade  newspapers,  upon  which  time  and  money 

have  been  expended  to  obtain  for  them  information,  cal- 
culated to  help  them  in  their  enterprise,  are,  as  like  as  not, 

allowed  to  accumulate  unopened,  or  at  least,  are  only 
consulted  spasmodically. 

On  the  other  hand,  there  are  men  who  though  just  as 
busy,  look  for  each  issue  of  the  paper,  read  it  from  cover 
to  cover,  and  who  are  not  only  appreciative  of  the  matter 

it  contains,  but  find  it  beneficial  in  its  application  to  busi- 
ness. Not  only  the  merchant,  but  his  salesmen  read  it 

carefully. 

Yet,  there  are  people  who,  no  matter  how  valuable 
the  paper  may  be  to  them,  do  not  hesitate  to  judge  it 

sunnnarily  sliould  liu'v  find,  on  lookint;-  into  it  once  in 
three  or  si.\  months,  tliat  it  contains  liitle  or  noihing 

upon  a  suddenly-developed  proposition,  wiiich  calls  for 
a  line  of  information  that  is  foreign  to  them,  or  in  con- 

nection with  which  they  are  ill-prepared  to  apply  iheir  in- itiative. 

The  subject  upon  which  they  require  information  has 

probably  been  dealt  with  in  number's  which  he  "could  not 
find  time  to  read,"'  and  he  thus  not  only  finds  himself 
behind  those  who  "can  find  and  take  time,"  but  he  has 
not  taken  advantage  of  the  continuity  in  market-style, 
and  store  system  news. 

In  many  cases  the  merchant  would  have  found  him- 
self better  equipped  had  he  been  a  consistent  reader  of 

his  trade  newspaper,  whose  business  it  is  to  discuss  just 
such  matters  as  have  a  bearing,  more  or  less  direct,  upon 
his  business. 

In  looking  about  him  for  the  cause  of  the  prosperity 

which  is  experienced  in  other  quarters,  the  merchant  will 

probably  find  that  he  has  not  availed 
Otuer  Fellow  himself  of  the  same  opportunities  to 

Gets  adapt  plans,  methods  or  ideas  which  ra- 
There  First  diate  from  larger  and  possibly  more  pro- 

gressive centres. 
He  will  find  such  questions  as  these  crowding  him: — 

\Vhere  does  the  man  up  the  street  get  his  unique  ideas 
of  window  trimming?  How  does  his  young  man  develop 
those  new  wrinkles  about  draping  dress  goods?  Where 
does  our  competitor  get  his  license  to  spring  new  things 
every  little  while  in  order  to  attract  people  to  his  store? 
Why  is  it  that  people  so  seldom  consider  it  worth  while 
to  stop  in  front  of  our  windows?  Why  is  it  that  our 
business  is  becoming  more  and  more  a  matter  of  handling 
common  place  staples  with  little  or  no  demand  for  goods 
on  which  we  might  make  long  profits? 

It  is  not  safe  to  venture  the  opinion  that  the  answer 

to  these  questions  has  accumulated  in  the  bundle  of  un- 
read trade  newspapers  underneath  a  remote  corner  of 

the  counter?  Is  it  not  a  fact  that  the  man  who  "has  not 

had  time  to  read  them,"  should  rather  say  that  he  had 
time,  but  didn't  think  it  worth  whole? 

Not  a  month  goes  by  that  The  Review  does  not  re- 
ceive brief  acknowledgements  from  subscribers  in  which 

they  state  that  they  could  ill  afford  to 
They  Find  be  without  it,  that  it  has  helped  them 

Time  to    develop    their   business,   that   it   has 
To  Head  it  been   a  buying  and   a   selling  aid,  that 

they  have  obtained  therefrom  many  ex- 
cellent sales  idiea.s,  hints  on  management  and  equipment 

which  they  have  been  able  to  apply  to  their  business. 
These  men  admit  that  The  Review  is  valuable  to  them, 

and  they  take  time  to  read  it  thoroughly.  If  there  is  any 
matter  upon  which  they  desire  special  information  they 
write  to  the  editor  and  ask  for  it,  and  every  effort  is 
made  to  give  them  as  full  information  as  can  possibly  be 
secured. 

From  M.  L.  Weber,  Elmira,  Ont.  Enclosed  you  amount,  ?2,  to  pay 

for  renewal  of  The  Dry  Goods  Review  which  I  consider  a  most  va- 
luable help  in  our  business  and  trust  you  will  meet  with  good  success. 
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YOUR     INTEREST 
has  been 

OUR  ROAD   TO   SUCCESS 
The  following  offerings,  therefore,  should 
interest  you,  as  they  are  part  of  our  road  : 

Attractive  Dress  Goods  Offerings 
To  retail  from  50c.  to  $2.  25  per  yard,  in  all 

leading  patterns  and  colorings 

Diagonals,  in  all  best  shades,  including : 

Serges,  Catawba, 
^7.  ^.  Amethyst, 
Venetians,  ^,.      „ '  Vieux  Rose, 

Sedan  Cloths,  smoke  Biues, 
Etc.,   Etc.  Etc.,   Etc. 

We  have  prepared  for  a 

Special  Black  Season 

A    most    complete    and   saleable    range    in    plain    and 
small  fancy  weaves  for    dresses,    gowns,    suits 

and  cloaks.     In  all  prices  and  styles. 

SAMPLES  OF  ANY  OR  ALL  UPON  REQUEST 

John  M.  Garland, 
Son  &  Co. 

Ottawa,        -       Canada 

. 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Hosiery  Gloves   Underwear 
A  large  stock,  better  value  than  ever,  and  lines  that 

are  wanted. 

A  clearhig'  lot  of  Leader  Vests — slightly  imperfect. 

A  very  attractive  range  of  Lace  Lisle  Hose,  at  $4.50 
per  dozen,  in  Black,  White  and  all  the  fashionable  colors. 

Eleven  cases  Toadies'  Sweater  Coats  just  passed  into 
stock,  bought  for  Fall  delivery,  but  received  early  to 

oblige  our  customers  who  are  ordering  by  every  mail. 

To  retail  at  25c. 

No.  203—2  Dome  White  Gloves,  in 
Black,  White,  Tan,  Mode  and 
Greys. 

207—2  Dome  Taffeta,  in  Black, 
White  and  Cream. 

210 — Macco  Cotton,  in  Hermsdorf 
Black,  Tan,  White,  Pink  and 
Blue. 

200 — Fine  Gauge  Lisle,  in  l^lack. 
Tan,  Sky  and  Blue. 

x355 — Embroidered  Cotton  Hose. 

900    and     1040  —  Rib    Vests,     no 
sleeves. 

841  and  851 — Rib  Vests,  Vz  sleeves. 

167  OS— Rib  Vests,  no  sleeves. 

177  OS— Rib  Vests,   V^  sleeves. 

To  retail  at  50c. 

No.  210—2  Dome,  Pure  Silk,  Double 
Tipped  Gloves,  in  lilack,  White 
and  Tan. 

Special  range  of  Lace  Lisle,  all  colors  ; 
also  a  full  range  of  Embroidered 
Lisle  Gloves. 

2  Dome  Lisle  Gloves,  in  Vieux  Rose, 

Navy,  Prunelle,  Helio  and  New 
Green. 

Llama  Hose,  fine  Black  Cashmere,  best 
in  the  trade. 

No.  98—1/1  Rib  Black  Cashmere  Hose, 
reinforced  knees. 

No.  1021 — Ribbed  Vests,  with  lace 
braid. 

No.  704  —  Job  Assorted  Vests,  ̂   sleeves 
and  no  sleeves  in  each  package. 

Please  iiieiition   The  Revic-v  to   Advertisers  and   Their  Travelers. 
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Buyer  Must  be  One  Who  Knows. 
THE  criticism  is  made  by  an  Old  Country  dry  goods 

authority,  who  lias  been  a  close  student  of  Cana- 

dian mercantile  proo:ress.  tha,t  whi'e  the  drygoodsmen  of 
this  country  are  50  years  ahead  of  Europe  in  advertising, 

they  are  in  many  respects  50  years  behind  in  buying.  This 

he  ascribes  to  deficiency  in  technical  knowledge. 

The  Canadian,  he  declares,  is  a  better  salesman,  has 

more  initiative  and  determination  to  get  there,  but  when 

it  comes  to  that  ability  to  form  independent  opinion  as 

to  values  in  the  world's  warehouses,  or  to  pick  out, 
analyze,  and  make  correct  conclusions  on  self-acquired 

technical  facts,  the  Canadian  buyer,  as  a  rule,  is  not  in 

it  with  those  who  have  been  through  the  rigid  schooling 

considered  essential  in  the  dry  goods  business  on  the  other 
side  of  the  Atlantic. 

Such  a  criticism  may  be  said  to  apply  more  particu- 

larly to  the  system  or  lack  of  system  in  training  which 

handicaps  the  Canadian  clerk  in  aspiring  to  the  status  of 

a  buyer.  In  the  Canadian  mercantile  field  there  are  men 

of  ripe  experience  whose  success  has  proved  that  they  are 

capable  buyers.  Many  of  them,  it  is  true,  served  an  ap- 

prenticeship in  the  Old  Country.  Others  have  been  as- 
sociated with  these  men  and  have  had  before  them  a 

constant  example  of  thoroughness,  a  leader  who  appreciat- 

ed not  only  the  value  of  practical  knowledge,  but  the 
ability  to  apply  it. 

It  is  a  fact  that  a  man  who  knows  little  or  nothing 

about  dry  goods  can  secure  a  position  in  some  of  the  large 

Canadian  departmental  stores,  and.  after  a  brief  schooling, 

to  familiarize  him  with  superficial  requirements,  he  ap- 
pears behind  the  counter.  Although  he  is  frequently 

shifted,  if  he  proves  to  be  a  good  salesman,  he  is  in  a 

year  or  two  making  more  money  than  many  a  man  who 

has  served  his  five  years'  apprenticeship  and  knows  the 
dry  goods  business  from  end  to  end. 

Too  often  it  is  that  a  man  loses  his  individuality  and 

ambition  in  this  ma,chine-making  process.  He  is  amon-^ 

the  great  army  which  stands  in  line  waiting  for  the  next 

man  to  die  or  to  step  up  or  out.  There  are  hundreds  of 

clerks  who  feel  the  lack  of  an  impetus  which  would  carry 

them  further  than  one  notch  at  a  time.  They  are  con- 

scious of  lack  of  thoroughness  in  their  training. 

The  ability  to  sell  is  not  everything.  The  all-round 

merchant  must  know  how,  where  and  when  to  buy.  The 

theoretical  process  in  buying  will  not  suffice.  It  will  fall 

down  at  a  time  when  much  is  expected  of  it.  A  man  may 

follow  a  beaten  path  simply  because  he  cannot  appraise 

the  advantages  of  the  side  avenues.  The  buyer  must  be 
the  man  who  knows. 

So-called  schools  or  classes  of  salesmanship,  whether  as 
a  separate  institution,  or  in  connection  with  the  store,  will 

do  good  work  if  they  go  far  enough.  Much  might  be  done 

by  local  organization  and  series  of  talks  by  old,  experi- 
enced merchants.  The  testing  of  fabrics,  the  significance 

of  market  conditions,  processes  of  manufacture,  the  cor- 

rect derivation  of  technical  names — in  fact,  there  are 
many  subjects  upon  which,  even  in  his  own  store,  the  well- 

schooled  merchant  can  prove  a  source  of  valuable  informa- 

tion to  his  clerks.  In  some  cases  where  the  value  of 

thoroughness    has    been    fully    recognized,    frequent    con- 
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fei-enpos  of  ilie  s:laff  ainl  liea.ls  haw  licoii  hclil  wilii  ex- 

eelleut  resiilis;.  Apart  i'i\nn  tiiis,  tlic  ambitions,  entlinsi- 
astit*  elerk  will  always  lie}p  liiniself. 

Things  are  iiudoubieiUy  moving  in  the  right  direi'liiin 

The  correct  estimate  is  being  placed  on  sound,  practical 

kuottletlge.  There  are  those  who  will  say,  what  is  the 

use  of  taking  pains  with  your  clerks?  They  no  sooner 

become  competent  than  they  leave  you.  Many  a  mar, 

.speaks  thus  in  the  bitterness  of  experience  who  will 

readily  admit  tiiai  upon  well-trained,  capable,  thoroughly- 

int'ormeil  clerks  depend  the  present  pidsperity.  as  well  .ns 
ti<e  continuity  of  their  })usiness. 

Bad  Weather  Influences. 

THE  very  peculiar  weather  of  the  past  few  weeks 

has  liad  a  somewhat  depressing  effect  upon  trade 

in  general.  The  warm  spells  of  April  gave  a  brief  im- 
petus to  Summer  goods,  but  the  subsequent  chilliness 

has  created  an  indecision  owing  to  which  it  has  been 

difficult  to  concentrate  in  the  manner  possible  where  the 

season  shows  some  evidence  of  weather  permanency. 

Stocks  are  in  good  condition,  and  that  the  dullness 

may  be  attributed  directly  to  weather  and  not  to  scar- 
city of  money,  is  evident  from  the  reported  briskness  in 

housefurnishing  lines.  Where  money  is  being  held  back 

these  goods  are  among  the  first  to  show  it.  The  buying 

inclination  is  then  measured  by  absolute  necessity.  Whole- 

salers report,  however,  that  there  has  been  a  good 

movement  in  home  equipment. 

Such  a  season  is,  however,  often  regarded  as  an  ex- 

cuse for  deferred,  selection  so  far  as  the  personal  ward- 

robe is  concerned,  but  with  the  return  of  definite  condi- 
tions. Summer  trade  should  strike  its  proper  gait. 

Not  Altogether  a  Blessing. 
IMPROVED  transportation  facilities  between  country 

towns  and  the  large  commercial  centres  are  not 

looked  upon  as  unmixed  blessings  by  all  country  mer- 
chants. 

The  advent  of  a  new  railway  or  improved  connections 

on  an  old  line  is  followed  by  an  increase  in  passenger 

traffic  to  the  large  cities  where  the  department  stores 
flourish  and  a  marked  decrease  in  the  business  of  the  local 

stores. 

When  once  a  start  is  made  in  this  direction  it  be- 

comes almost  epidemic.  The  bargain  counters  of  the  large 

department  stores  .seem  to  hypnotize  country  customers, 

and  like  the  city  customers,  they  buy  whether  they  need 

the  goods  or  not. 

What  is  the  remedy  ?  Some  declare  there  is  no  rem- 
edy ;  that  nothing  can  be  done  by  country  merchants  to 

stop  the  flow  of  trade  to  the  city  stores.    We  doubt  it. 

The  power  of  the  large  department  store  is  not  so 

much  in  the  fact  that  it  sells  at  lower  prices  as  is  its 

position  as  a  large  and  persistent  advertiser.  Day  in  and 

day  out  its  advertisements  occupy  the  favored  positions 

in  the  new.spapers.  Day  in  and  day  out  it  keeps  hammer- 
ing away.    No  customer  is  allowed  to  forget. 

Service  loiinilfd  iiikph  up  Id  ilato  business  mcLliods 
leiuls   to   hold   custoMUTs  as   well   as  catch   them. 

('ouiitr>  nuTcluuits  can  and  do  sell  just  as  cheaply  as 
licpartmeiit  stores  and  ia  many  instances  cheaper,  but 
local  customers  require  to  be  educated  to  the  fact. 

If  merchants  in  the  smaller  towns  and  villages 

throughout  the  country  were  to  co-operate  with  a  view 

to  doing  this,  the  work  would  not  only  be  made  easier 
but  its  benefits  would  be  both  more  effective  and  more 

immediate.  A  three  months'  campaign,  for  example,  dur- 

ing which  every  advertiser  would  concentrate  his  >i"Iorts 
to  educate  the  local  residents  through  the  local  i;ews- 

papers,  would  accomplish  a  great  deal  of  good. 

Appeal  to  local  patriotism.  I'lmphasi/.e  quality  aiul 
service     as  well  as  price. 

Local  business  men's  organizations  and  boards  of 
trade  could  help  materially  in  an  educational  cam;n),!gn 
of  this  kind. 

But  neither  service,  (lualily  nor  price  arc  very  clfec- 
tive  without  advertising.  The  tale  has  to  be  told  to  be 

heard. 

Coming  to  their  Senses. 

THE  United  States  has  decided  to  study  the  tariff 
systems  of  European  countries,  and  the  chairman 

of  the  tariff  board  has  already  started  on  his  nission. 

He  is  to  pay  particular  attention  to  the  investigation  of 

the  tariff  commissions  of  Germany  and  Austria. 

This  is  a  new  departure  for  the  United  States,  und  it 

is  significant.  It  shows  that  our  neighbors  are  coming  to 

their  senses.  They  have  discovered  that  they  are  not  at, 

self  contained  as  they  thought  they  were.  For  a  long 

time  they  imagined  they  could  live,  move  and  have  their 

being  without  giving  any  consideration  whatever  to  the 
interests  of  other  nations. 

Business  men  in  the  United  States  some  time  ago 

awoke  to  the  fact  that  if  they  were  to  do  an  interna- 
tional trade  they  could  not  for  all  time  persist  in  this 

policy.    Now  the  politicians  are  getting  their  eyes  opened. 

The  party  in  power  realizes  that  its  policy  in  the 

past  has  not  only  been  inimical  to  the  development  of 

the  country's  foreign  trade  but  is  now  jeopardizing  its 
own  political  existence,  and  as  self  preservation  is  the 

first  law  of  political  parties  as  well  as  of  individuals  it 

is  only  natural  that  the  administration  should  be  running 
to  cover.  i 

The  Payne-Aldrich  tariff  hastened  the  day,  and  the 
threatened  commercial  trouble  with  Canada  was  the  last 

straw  which  broke  the  patience  of  the  financial  and  com- 
mercial men  in  the  United  States. 

The  United  States  have  a  foreign  trade  of  over  $3,- 
200,000,000  of  which  over  one  half  is  export  trade.  As 

the  latter  is  not  as  large  as  it  was  two  years  ago  the 

business  men  are  naturally  anxious  to  have  their  Govern- 
ment a  little  more  business-like  in  their  attitude  toward 

other  nations. 

The  chairman  of  the  tariff  board  while  in  Europe  is 

likely  to  discover  some  things  which  may  prove  of  value 
to  himself  and    his  Government 
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Cancellations  to  be   Expected,  but  What  is  the  Remedy? 
Producers  Argue  that  Average  Retailer  Cannot  Foresee  Large  Trade  Move- 

ments —  Some  of  the  Most  Exasperating  Cases  Occur  in  the  Large  Depart- 

mental Stores — Numerous  Instances  — Publicity  Said  to  be  One  Sure  Remedy. 

REFEHKLNG  to  the  activities  of  what  it  calls  the 

■'cancellation  worm,"  the  New  York  Journal  of 
Commerce  points  out  that  jobbers  and  mills 

dealing  direct  with  retailers  admit  that  cancel- 
lations are  always  to  be  expected  and  that  the  only  sure 

relief  is  to  be  found  in  restricting  credits  once  cancella- 
tions are  demanded  by  any  lirm.  The  Journal  of  Com- 
merce goes  on  to  say  : 

"They  argue  that  the  average  retailer  is  not  a  mer- 
chant and  cannot  be  expected  to  foresee  large  trade  move- 
ments and  provide  against  adverse  general  trade  influ- 

ences which  the  trained  merchant  sees  at  all  times.  This 

sounds  very  pretty  and  very  charitable,  but  it  is  history 
in  the  dry  goods  markets  that  the  most  exasperating 
cases  of  cancellations  occur  in  large  department  stores 

and  in  other  high-class  retail  establishments  where  mer- 
chandise men  and  credit  men  draw  large  salaries  and  are 

presumably  well  trained. 

"Here  are  some  recent  cases  that  occurred  in  large 
stores  and  afiected  mills  of  the  very  highest  standing.  A 
retailer  bought  some  broadcloth  from  a  mill  agent  at  $2 
per  yard  and  sold  it  at  $3.  A  customer  bought  some  of 
the  goods  at  the  retail  counter  and  returned  them  later 
on,  alleging  that  the  cloths  were  a  little  off  shade.  The 
mill  agents  examined  the  cloths  and,  finding  the  retailer 

very  insistent,  conceded  that  the  point  of  "oR  shade"  was 
well  taken.  They  asked  that  the  goods  be  returned  and 
they  would  return  the  purchase  price.  But  the  retailer 
not  only  wanted  the  purchase  price  returned  but  he  also 
spent  a  great  deal  of  time  trying  to  convince  the  agents 
that  they  should  also  return  a  sum  of  money  which 
would  cover  the  profit  the  retailer  would  have  made  if 
the  goods  were  all  sold  at  $3  per  yard. 

"It  is  needless  to  say  that  the  retailer  did  not  get 
his  profit  and  that  he  cannot  buy  any  more  goods  from 

the  agents  in  question.  But  this  same  retailer  has  "put 
over"  just  such  claims  on  more  than  one  agent  in  the 
dress  goods  markets,  and  these  factors  are  now  convinced 
that  their  only  sure  relief  is  to  sell  to  the  retailer  at  a 

value  that  will  cover  all  such  possible  comebacks  in  mer- 
chandising. It  did  not  strike  the  retailer  as  at  all 

strange  that  he  was  charging  his  customer  an  enormous 
profit  and  that  he  was  showing  his  hand  to  the  mill 
agent,  who  was  very  happy  when  he  could  take  10  per 
cent,  profit  on  the  actual  cost  of  production. 

When  Prices  Decline- 

It  is  when  prices  decline  as  I  hey  have  in  the  past  few 
months  the  retailers  become  very  unsatisfactory  customers 

for  the  mills  that  sell  direct.  Early  this  year  a  large  re- 
tailer who  can  handle  case  lots  of  working  suits  and 

shirts  made  a  very  advantageous  purchase  from  the  best 
working  shirt  factory  in  the  country.  In  order  to  insure 
delivery  and  hold  the  manufacturer,  the  retailer  insisted 
upon  signing  the  orders  and  having  duplicates  made.  The 

price  in  January  seemed  most  attractive.  But  as  every- 
one knows,  the  shirt  trade  has  been  afiected  as  all  other 

lines  have  been  and  the  goods  that  were  called  cheap  in 
January  at  $3.70  per  dozen  can  now  be  had  in  various 
ways  all  the  way  up  from  $3.25  per  dozen  to  the  high 

price  of  January.  A  week  before  the  retailer's  goods 
were  due  he  sent  his  buyer  to  the  agent  of  the  factory 
with  a  story  that  the  goods  he  bought  in  January  could 
now  be  bought  at  $3. .50  and  he  wanted  to  know  if  the 
price  would  be  made  right  wrhen  the  January  goods  were 
delivered. 

The  retailer,  in  other  words,  wanted  the  manufacturer 
to  make  a  price  of  $3.50  a  dozen  on  goods  which  he  was 
very  eager  to  purchase  at  $3.70,  and  which  he  insisted 
upon  getting  to  the  extent  of  binding  the  manufacturer  in 
a  most  unusual  way.  In  this  case  the  manufacturer  re- 

fused to  reduce  his  price.  Then  the  retailer  tried  to  can- 
cel and  is  trying  still.  Ultimately  he  will  take  the 

goods  and  pay  for  them  or  stand  suit,  and  never  again 
will  he  be  able  to  buy  goods  from  that  manufacturer 
"direct." 

"A  very  high  class  uptown  retailer  sold  a  suit  to  a 
lady  who  bought  between  $200  and  $300  worth  of  mer- 

chandise at  his  store  in  a  season.  A  small  rent  near  a 
seam  was  discovered  by  the  customer  and  she  returned 

the  suit,  saying  that  she  thought  she  tore  the  cloth  by 
stepping  from  her  auto.  She  claimed  that  the  cloth  was 
imperfect.  The  suit  was  returned  to  the  garment  maker 
and  he  paid  the  bill  by  allowing  the  retailer  the  original 
cost  plus  a  small  profit.  Then  the  garment  maker  came 
back  to  the  mill  agent  with  the  story  and  with  a  very 
sizable  claim.  It  developed  that  the  goods  used  in  this 

so-called  high  class  suit  were  purchased  "as  are"  at  a 
value  of  60c  on  the  dollar  in  order  to  close  out  a  special 
lot  of  goods.  The  mill  agent  absolutely  refused  to  pay 
and  then  the  garment  manufacturer  tried  to  cancel  orders 
lor  other  goods  he  had  purchased  from  the  agent.  Now 
the  retailer  and  the  garment  manufacturer  are  wondering 
why  the  mill  agent  recently  reported  adversely  to  a 
credit  agency  concerning  the  reputation  of  the  two  houses 
indicated. 

What  is  the  Best  Remedy  ? 

Mill  agents  want  to  know  what  is  the  best  remedy  to 

apply  to  cases  of  this  kind.  One  sure  remedy  is  publicity.  ' 
Whenever  it  has  been  shown  that  a  retailer  has  acquired 
skill  in  cancelling  and  has  lost  all  sense  of  commercial 
and  mercantile  honor  to  the  extent  that  he  assumes  a 

right  to  cancel  when  he  gets  the  worst  end  of  a  bargain, 
it  is  within  the  power  of  agents  to  give  publicity  to  the 

retailer's  actions  and  thus  disqualify  him  from  purchasing 
either  direct  or  indirect  unless  cash  accompanies  the  or- 

der. This  is  drastic  treatment,  to  be  sure,  but  it  never 
fails  to  cure. 

It  was  found  as  a  result  of  experiences  in  1907  that 
some  houses  whose  cancellations  ran  into  thousands  have 
never  been  able  to  get  on  their  feet  in  any  sound  way 
since.  There  are  half  a  dozen  instances  that  are  called  to 

mind  in  wholesale  and  retail  circles,  and  the  punishment 
that  is  still  being  administered  as  a  consequence  of  the 

publicity  of  three  years  ago  has  proved  very  healthful  for 
the  rest  of  the  mercantile  community. 

To  adopt  a  plan  of  putting  higher  values  on  the  goods 
that  are  sold  to  retailers  does  not  promise  sound  relief. 

It  simply  puts  off  the  evil  day  and  does  not  get  at  the 
root  of  the  trouble.  Moreover,  the  adoption  of  such  a 

plan  begets  trouble  for  many  buyers  who  are  wholly  in- 
nocent of  wrongdoing.  There  are  thousands  of  retailers 

who  never  cancel,  and  who  have  as  keen  a  sense  of  mer- 
cantile integrity  as  any  mill  agent  or  any  wholesaler.  To 

say  that  these  retailers  cannot  have  the  opportunity  to 
buy  freely  because  someone  else  has  violated  business 
laws  does  not  seem  fair,  and  it  is  not  good  business. 
The  real  remedies  for  cancellations  that  are  not  justified 

are  remedies  based  upon  effective  punishment  from  busi- 
ness men  who  want  to  do  business  honestly." 
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"Rush  Orders" 

for  your  own  protection,  should  be  very 

carefully  placed. 

We  are  in  splendid  condition  to  fill 

summer  assorting:,  as  our  ranges  of  light 

goods  have  not  been  broken  up,  and  you 

have  our  positive  assurance  (in  the  case 

of  mail  orders)  that  the  goods  will  go 

to  you  by  return,  if  they  are  to  be  had 
in  Hontreal. 

This  is  a  strong  statement,  but  we 
do  not  desire  to  evade  the  issue.  Let 

us  hear  from  you  when  you  have  a 
**  rush  **  order. 

The  W.  R.  Brock  Company,  Limited 
Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
J 



Finds  Men's    Wear   Lines    Do    Better   On    Second   Floor 
R.  A.  Briscoe,  Gait,  Reverses  Usual  Order  in  Arrangement  of  his  Store 
—  Besides  Enlarging  Floor  Space  has  Equipped  Rest  Rooms,  Etc.—  Ladies' 
Ready-to-Wear   on    the   First    Floor  —  Features   of    the   Store's    Advertising. 

1^  making  recent  alterations  and  additions  to  his 

store,  R.  A.  Briscoe,  Gait,  has  recognized  the  im- 
portance of  a  large  frontage  and  expansive  display 

windows. 

In  his  original  store  he  had  two  small  windows  ».with 
a  depth  of  four  feet,  while  in  the  addition  the  window  is 
55x7  feet,  and  when  alterations  are  complete,  out  of  the 
two  original  windows  will  be  formed  a  window  20x7  feet. 
His  store  will  be  increased  from  30x100  feet  to  90x115 

feet.  The  equipment  of  his  store  will  include  a  circular 
smalhvare  counter  or  silent  salesman,  directly  opposite 
the  entrance. 

Men's  Wear  on  Second  Floor. 

Mr.  Briscoe  has  reversed  the  order  of  things,  usually 

found  in  a  dry  goods  store,  by  haN-ing  the  ladies'  ready- 
to-wear  section  on  the  ground  floor,  and  the  men's 
clothing  on  the  second  floor,  a  section  of  which  is  also 
occupied  by  house  furnishings.    He  states,  in  explanation 

covering  of  cork  matting,  furnished  with  wicker  easy 
chairs,  mission  tables  and  chairs,  writing  materials,  etc. 

This  will  prove  an  attraction  to  out-of-town  customers 
who  can  rest  here  till  train  time,  meet  their  friends,  and 
if  necessary   write   their   letters. 

Merchants  in  towns  of  the  size  of  Gait  are  very 
profitably  taking  hold  of  this  idea,  and  frequently  include 

a  rest-room  in  the  equipment  of  their  stores  when  alter- 
ations are  being  made.  Mention  of  it  might  be  made  in 

the  advertisements,  featuring  it  as  part  of  the  store's 
service.  Customers  should  not  only  be  invited  to  make 
purchases,  but  to  take  advantage  of  the  facilities  offered 
by  the  store  for  their  comfort. 

Gets  Money's  Worth  out  of  $  1 ,000. 
Mr.  Briscoe  uses  two  daily  and  four  weekly  papers 

for  his  publicity.  His  opinion  is  that  a  change  of  ad. 
three  times  a  week  gives  sufficient  variation.  He  con- 

centrates     somewhat     on    specials,    displays   them   prom- 
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Floor  plan  of  the  remodelled  Briscoe  store  in   Gait.    In   this  store  the    ladies-ready-to-wear   lines   are   carried   on   the  ground   floor   and   the 

men's  clothing  on  the   second  floor.    A  rest  room   is  being  installed    on  the  second  floor.    There  are  exceptionally  large  window  spaces. 

of  this  location  of  his  men's  wear,  that  his  experience 
has  been  rather  unique.  He  finds  that  this  department 
has  done  better  when  thus  isolated.  On  the  ground  floor 
it  did  not  have  satisfactory  results.  If  customers  were 
making  selections  other  men  who  happened  to  be  in  the 
store  were  ready  to  give  their  opinion  and  advice,  thus 

interfering  with  the  customer's  choice  and  hindering  the 
sale,  unintentionally  of  course,  but  none^the-lcss  effec- 

tually. He  finds  that  the  ladies'  ready-to-wear  depart- 
ment gives  satisfactory  results  on  the  ground  floor,  the 

element  of  interference  with  choice  not  being  so  notice- 

able here  as  in  the  men's  department. 
Rest  Room  for  Customers- 

On  the  second  floor  Mr.   Ikiscoe  is  also   preparing  a 

sitting-room  or  rest-room,  about  24x30  feet,  with    floor 

inently  and  advertises  them  strongly.  His  yearly  adver- 
tising outlay  is  about  $1,000,  and  he  considers  that  it 

pays   him   well. 
A  feature  of  his  merchandising  is  a  two-hour  sale 

every  Wednesday — this  being  around  ̂ pay  day — from  2  till 
4  o'clock.  Goods  are  offered  at  prices  which,  he  em-- 

phasizes,  customers  couldn't  buy  at  by  sending  to  large 
centres  and  he  believes  that  these  sales  assist  to  some 

extent  in  grappling  with  the  mail  order  business  done  by 
departmental  stores. 

Briscoe  Advertising. 

Mr.  Briscoe  believes  in  the  snappy,  meaning-full 

jihraso  and  the  straight  talk  in  his  ads.  Here  is  a  char- 
acteristic heading  :  "Top  Quality,  Bottom  Prices— R.  A. 

Briscoe,   Bargain    King."       In  the  same  ad.   he  states  : 
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"No  place  like  Briscoe's,"  and  follows  it  up  with  a 
reason  :  "Because  assortments  are  great  and  prices wonderfully  attractive.  The  road  to  wealth  is  via 

economy,  why  pay  more  than  you  should  ?"  He  then  en- 

quires :  "Why  not  g-et,full  value  for  your  money  ?"  And 
follows  this  up  with  the  argument  :  "If  $1  buys  here 
what  it  elsewhere  takes  $1.70  to  procure  ;  if  $4  goes 
as  far  as  $7  or  $8  elsewhere,  is  it  not  extravagant  to 

pay  that  difference  ?" 

This  merchant's  idea  of  what  suits  the  people  and 
what  meets  the  requirements  of  customers  is  brought 
out  in  the  folloiwing  extract  from  one  of  his  ads.  : 

"Our  Idea  of  What  Suits  You." — The  reason  why  we  began  business 
in  this  good  town,  why  we  have  remained  in  it.  and  why  we  purpose, 
the  public  being  willing,  to  continue  to  do  business  here,  is  that  we 
believe  that  just  such  a  business  as  we  conduct  meets  the  wants  of 

this  community.  We  believe  we  have  grasped  the  idea  of  what  suits 

you — the  People.  If  that  belief  were  a  misapprehension,  we  should 
not  be  doing  the  trade  we  do  to-day — a  trade  constantly  growing, 
ever-widening,  and  wholly  gratifying — not  only  as  it  affects  our- 

selves, but  also  as  it  reflects  creditably  on  the  commercial  repu- 
tation of  the  Town  of  Gait  and  adds  to  the  general  volume  of  local 

business. 

"Our  Idea  of  What    Suits    You"    is,    among    other   things  : 

I.— A  COMPLETE  STOCK,  not  one  line  missing,  of  ALL  that  con- 

stitutes a  GENERAL  DRY  GOODS  AND  HABERDASHER'S  HOUSB 
— an  all-round  outfitting  and  house-furnishing  place — where  the 

staples,  the  everyday  wearables,  the  season's  fancies  and  notions, 
the  little  fine  things,  no  less  than  the  greater  and  commoner,  are 
always   IN    ABUNDANCE   AND    NEWNESS. 

11. — A  passing  out  to  the  public  of  what  we  have  to  sell,  with  a 
LITTLE  margin  on  EVERYTHING,  a  big  margin  on  NOTHING. 

Y'ou  look  for  good  things — we  supply  the  best.  You  hunt  for  bar- 
gains— so  do  we.  OUR  saving  on  buying  is  a  saving  to  YOU.  We 

sell  goods,  not  our  customers.  Plenty  from  which  to  choose,  and 
every  choice  SAVES  YOU  CASH.  We  never  stop  our  PLANNING 
to  make   this  a  place  for  CLOSE  BUYING. 

III.— The  DISPLAY  of  our  Goods  in  a  way  that  admits  of  FULL 
EXAMINATION.  The  shopper  here  is  not  met  with  "hands  off." 
"only-to-look-at"  exhibits.  Our  plan  is  to  accord  the  customer 
freedom  to  HANDLE  as  well  as  SEE— and  we  can  do  that  with 
system  and  orderliness. 

IV.— Employment  of  a  large  staff  of  EXPERT,  ADULT  MEN  CLERKS 
— each  one  with  a  knowledge  of  his  business  clear  through,  trained 
for  courteous  and  capable  store  service,  and  enjoined  to  be  a  re- 

specter of  ALL  persons  who  claim  his  attention. 

The  new  Traveler's  Club  was  opened  recently  in  Lon- 
don, Ont.  An  old-fashioned  house-warming  with  music 

and  cards  formed  the  entertainment. 

The  Sanford  Co.,  of  Hamilton,  have  leased  the  prem- 
ises on  Talbot  Street  West,  St.  Thomas,  which  Ingram  & 

Davey  formerly  occupied,  for  a  branch  factory  for  the 
manufacture  of  Sovereign  brand  clothing. 

Toronto  may  be  selected  as  the  location  for  a  Canadian 

b;-an'h  of  the  United  Textile  Corporation  of  the  United 
States,  which  has  its  headquarters  in  Philadelphia.  It  is 
the  largest  manufacturer  of  silks  in  the  United  Slates. 

The  president,  Joseph  S.  Mack,  was  in  Toronto  several 
days  recently,  looking  at  possible  sites,  and  gathering 
statistics  with  reference  to  local  demand  for  silks. 

At  the  ribbon  department  of  the  J.  N.  Adam  store, 

Buffalo,  N.Y.,  an  enterprising  young  sales  person  has  made 

some  most  attractive  and  dainty  ribbon  sets  for  the  in- 

fant's first  wardrobe,  and  for  the  first  birthday  gift^. 
The  set  includes  tiny  ribbon  armlets  in  pale  pink  or  blue 

libbon,  bonnet  rosettes,  slipper  rosettes,  coat  hangers  and 

tilt'  big  bows  for  cradle  and  carriage  robes,  all  matching 
in  color.  These  are  attractively  boxed  and  make  a  salable 
and  desirable  gift. 

Nothing  you  sell  in  your  store 
has  more  direct  reflection  on  the  general 

quality  of  your  merchandise  than  your  Linens. 

It's  well  worth  your  while  to  handle  an  exclusive 
line  like 

''016  Mleacl^"  Zinen$ 

"OLD 

BLEACH" 

LINEN 

—a  line  in  which  quality,  purity,  and  originality  and  beauty  of  design 

are  outstanding  features.     '* Old  SBlcacI)''  Linens  are  entirely 
SUN  BLEACHED  (the  best  known  process)  and  are  soft, 

fine,  delicate  and   dainty.      Write  for  booklet  and  prices. 

R.  H.  COSBIE 
Irish  Linen  Agency  TORONTO,  Ont. 

Please  mention    flic  AVe/rrc  lo    Advertisers  and   Jlwir   J  roi  cier.u 
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The  figure  of  "Art"  at  the  north  is  I  tivc   of    the    volunteers  who    served  in 
different   enough  in    pose  and   type    to  |  the    Spanish    war    both    at    St.    Paul's 

ALWAYS  SEEKING  THE 
BEST  FOR  OUR  PATRONS 

BUTTERICK 
PATTERNS 

ARE  THE  LEADERS  OF  ALL  OTHERS.  They  are 
the  oldest  _,and  most  reliable  the  world  affords.  In  fact, 
branch  offices  are  maintained  in  London  and  Paris,  as  well 
as  in  other  European  fashion  centers. 

All  the  BUTTERICK  Publications  and  Patterns  for 
June  will  be  on  sale  in  our  Pattern  store  Monday,  May  16. 

That  BUTTERICK  PATTERNS  are  found  here  to  the 
exclusion  of  all  other  makes,  will  be  good  news  to  our  many 
customers. 

Special  furnishings  have  been  constructed  to  meet  the 
increased  business  anticipated.      Satisfactory  service  and 

THE  BEST  PATTERNS ,:  WORLD  ASSURED 
This  feature  of  our  business  is  located  on  the  street  floor,  in 
the  immediate  vicinity  of  Silks,  Dress  Goods,  Wash  Fabrics, 
Hamburgs,  Dress  Trimmings,  Smallwares,  Linings,  Buttons,etc 
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THEY  SOWED  WISELY 

AND  WELL 

By  A.  B.  Lever 

4% 

HERE  may  be  a  time  to  laugh  and  a  time  to  weep. 

But  there  is  only  one  time  to  advertise. 

And  that  is  all  the  time. 

Manufacturers  of  what  are  termed  seasonable 

lines  are  learning  this. 

At  any  rate  some  of  them  are. 

Two  or  three  of  them  might  be  cited. 

One  is  a  manufacturer  of  summer  underwear. 

Another  a  manufacturer  of  straw  hats. 

And  the  other  a  manufacturer  of  sweater  coats. 

AH  are  located  in  the  United  States. 

Day  after  day,  week  after  week,  and  month  after 
month,  during  the  winter  season  they  re. 

minded  the  trade  and  the  public  that  "  the 
good  old  summer  time  "  was  coming  when 
their  underclothing,  straw  hats  and  sweater 
coats  would  be  needed  and  needed  badly. 

The  suggestion  took  deep  root  In  the  minds  of  the 

people — although  many  of  them  shivered 
as  they  read — and  it  was  yielding  fruit  be- 

fore the  so-called  seasonable  advertisers 
had  even  got  their  advertising  seed  into  the 

ground. 
It  is  seasonable  to  sow  the  seeds  of  advertising 

"  all  the  year  around." 

Eggs  are  not  hatched  the  day  they  are  laid. 

□  I 
Please  mention  Th?  Review  to  Advertisers  and  Their  Travelers. 
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Pulse  of  the  Customer   as  Guide  in  the    LocaHty    Trade 

Merchant  in  'Winnipeg  Suburb  Studied  the  Requirements  of  his  Particular 
Section  and  has  Been  Successful  — Wise  Tactics  Which  Helped  Him— Adheres 
Rigidly    to    the  Cash   Basis  —  A  Pleased   Customer   the  Best  Advertisement. 

Staff    Correspondence. 

Winnipeg,   June  2. 

IN   everj-  lity  there  are  splendid  opportunities  for  re- tail businesses  in  suburban  seetions,  which  are  often 

thickly    populated.       The    fact    that    there    are     not 
more    stores      in     the     outskirts    of    western    cities 

would  seem  to  convey  the  impression  that  such  a  trade 
is  more  or  less  despised. 

The  suburban  district  is  often  looked  upon  as  an 

unfertile  field.  The  reason  for  this  is  that  stores  may 

be  there  to-day  which  do  not  grow,  and  others  have 
failed. 

An  analysis  of  cases  of  stagnations,  however,  and 

failure  will  invariably  reveal  the  fact  that  the  enter- 

prise was  not  made  to  conform  in  every  necessary  par- 
ticular with  the  locality  in  which  it  was  carried  on. 

Buys  to  Suit  Demand. 

The  locality  store  is  a  peculiar  one.  It  would  ap- 

pear to  be  folly  for  the  dry  goods  dealer  in  a  suburb 

to  stock  expensive  garments  such  as  may  be  found  in 

a  large  modern  down  town  store.  Because  he  is  a  dry 

goods  merchant  he  need  not  buy  something  from  every 

line  of  goods  brought  to  his  attention.  He  must  buy 

to  suit  his  business.  He  must  cater  to  the  public  with 
which  he  has  to  do. 

More  especially  when  beginning,  the  looality  store 

merchant  must  be  careful  not  to  overload  his  stock  or 

put  on  lines   quite  unfit  for  his   particular  clientelle. 
About  six  years  ago  D.  Murray  opened  a  small  dry 

goods  store  in  Elmwood,  a  suburb  of  Winnipeg.  At  that 

time  he  was  not  an  experienced  dry  goods  man,  but  for- 
merly kept  a  boot  and  shoe  store  in  another  part  of  the 

oity.  Seeing  the  opportunity  for  a  dry  goods  business, 
however,  he  seized  it,  and  added  it  to  the  boot  and  shoe 
business  with  which  he  was  familiar. 

In  stocking  dry  goods,  Mr.  Murray  kept  four  distinct 
lines  of  policy  in  view,  and  his  experience  during  the 
past  six  years  has  demonstrated  that  he  chose  the  way 
of  wisdom. 

Won  Out  in  Poor  Locality. 

The  locality  was  not  a  particularly  prosperous  one, 

and  there  was  very  little  wealth  there.  Perhaps  the  dis- 
trict, which  was  entirely  composed  of  laboring  people, 

has  been  a  little  less  fortunate  than  the  average  suburb. 

Mr.  Murray  has  to-day,  however,  a  dry  goods  business 
quite  worthy  of  the  name,  and  it  is  growing  better. 

His  first  business  tactic  was  the  attempt  to  give 

satisfactory  treatment  to  every  customer.  Courteous- 
ness,  honesty  and  quality  were  fundamentals,  and  Mr. 
Murray  has  occasion  to  believe,  what  he  has  often  stated, 

that  a  "pleased  customer  is  the  best  advertisement  a 
merchant  can  get."  These  features,  he  says,  are  as  es- 

sential in  a  locality  store  as'  elsewhere,  and  it  matters 
not  how  crude  the  tastes  or  habits  of  a  customer  may 
be,  the  dealer  is  obliged  to  treat  her  as  though  she 
belonged  to   a   superior  rank. 

Generally  speaking,  the  suburban  dry  goods  store 
needs  only  staple  lines  of  goods,  and  Mr.  Murray  has 
been  very  particular  on  that  point.  He  carries  only 
the  lines  of  goods  that  by  study,  he  knows'  are  needed 
by  his  customers.    He  leaves  the  silks   and  auto  veils  to 

the  down   town   stores,    and   goes   in   strongly   for  prints 
and  cotton  goods. 

It  is  surprising  how  wide  a  range  of  staples  a  mer- 
chant can  accumulate  when  he  is  on  the  alert  for  busi- 

ness. It  is  this  merchant's  policy  to  carry  every  line 
of  dry  goods  which  he  can  readily  turn  over.  If  he  sees 
taste  developing  he  adds  a  line  of  finery  to  cater  to 
that  particular  trade,  and  it  is  his  opinion  that  a  mer- 

chant must  watch  the  markets  closely  for  new  ideas  and 
at  the  same  time  feel  the  pulse  of  the  custom  con- 

tinually, in  order  to  develop  on  a  wise  and  .secure  basis. 

Allows  No  Credits. 

The  cash  business  is  one  to  which  Mr.  Murray  rigidly 
adheres.  He  allows  no  credit  and  takes  pains  to  meet 

his  payments  promptly  and  lift  all  discounts.  To  do  a 
strictly  cash  business  in  a  surburban  store  is  not  al- 

ways an  easy  task,  but  continual  firmness  in  that  regard 
is  effective  in  a  short  time,  and  in  this  matter  as  in 

many  others  the  merchant  can  exercise  just  such  influ- 
ence over  his  customers  as  is  best  for  his  business. 

United  States  Cotton  Imports  Increasing. 

Notwillistaudiug'  the  fact  that  the  United  States  pro- 

duces three-fourths  of  the  world's  cotton,  her  manufac- 
turers have  drawn  raw  cotton  from  every  grand  division 

and  nearly  a  score  of  eountries  and  islands  during  the  cur- 
rent fiscal  year,  state®  the  New  York  Commercial.  A.sda. 

Africa  and  the  islands  of  the  Pacific,  South  America, 
Xorth  America  and  the  islands  of  the  Caribbea,n  have  con- 

tributed from  tlieir  cotton  fields,  while  Europe  has  for- 
warded further  contributions  imported  from  various  parts 

of  the  world  and  re-exported  thence  to  the  United  States. 
Of  the  42.OO0,()00  pounds  of  cotton  of  foreign  produc- 

tion imported  into  the  United  States  in  the  first  four 

months  of  the  current  year  SOjOOO.OOQ,  or  about  three- 

fourths,  came  from  Egypt,  5.0OO,0i0'0t  from  India,  3.50'0.O0iO 
from  China,  2,000,000  from  Peru  and  342,548  pounds  from 
Haiti,  while  suutller  quantities  were  imported  from  other 
countries,  as  follows:  Mexico,  73,830  pounds;  Ecuador. 

72,496  pounds ;  the  Dutch  Easit  Indies,  25,447  pounds; 
the  British  West  Indiies,  14,147  pounds;  Venezueki. 

6,059  pounds;  Brazil.  5,8i84  pounds;  Panama,  5  233 
pounds,  and  Santo  Domingo,  618  pounds.  In  adidi- 
tion  to  this  14,501  pounds  of  sea  island  cotton  were 
brought  into  the  country  from  Porto  Rico,  where  the 

growing  of  sea  island  cotton  is  a  recently-established  in- dustry. 

The  cotton,  imported  in  to  the  United  States  from  the 
various  countries  differs  greatly  in  quality  and  price.  The 

collector  of  customs  at  New  York  reports  that  of  the  cot- 
ton imported  at  that  port  in  March  of  the  present  year 

that  originating  in  Egypt  was  valued  at  30  cents  per 
pound;  Peru,  18  cents;  Haiti,  17  cents;  Ecuador,  14  cents; 
the  Dutch  East  Indies  and  China,  each  about  11  cents?,  and 

India,  D>i/2'  cents.  The  higher  value  of  the  Egyptian  cotton 
is  due  to  the  fact  that  it  is  of  unusually  long  and  fine 

staple,  making  it  especially  useful  as  a  material  in  tiie 
manufacture  of  cot  (on  and  silk-niixed  goods,  as  well  as 
cotton  goods  of  a  superior  grade. 
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England  s 

ABEL  MORRALL'S 
Nothing  Bettor  Made  in  Needles 

"  Morralls"  use  best  materials,  and  employ  skilled  labor  only 

ii^    Every  Needle  Perfect 

Stocked  by  all  Leading  Jobbers 

Higher  Rates  of  Interest 
Money  is  tightening  in  Canada,  and  you  no  doubt  wish  to  take  advantage 

of  the  constantly  increasing  earning  power  of  your  capital. 
Investments  that  were  yielding  5%  a  short  time  ago  should  now  be  yield- 
ing 6%  with  equally  good  security. 
Read  carefully  each  week 

W(^t  Jfinancial  ̂ os!t 
of  Canatra 

so  that  you  may  enter  the  most  remunerative  investment  field. 
The  Post  gives  reliable  information  upon  all  kinds  of  securities  and  will 

enable  you  to  get  the  maximum  return  upon  your  capital  upon  good  security. 

Our  "Investors'  Bureau,"  by  giving  special  reports  upon  request  upon  any 
financial  subject,  is  a  valuable  supplement  to  our  paper.  All  inquiries  are  treated 
as  confidential  and  no  charge  is  made  subscribers  for  this  service.  You  will  save 

money  by  taking  a  year's  subscription  ($3.00).     Sample  copies  on  request. 
ADDRESS:    ' 

Eastern  Townships  Bank  Bldg.,        111-127  University  Ave.,        511  Union  Bank  Bldg., 
Montreal  Toronto  Winnipeg 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers:^ 



Store  Kinks  that  are  Giving  Good  Results 
A  Wheatley  uieichaui,  M.  H.  Ohamberkin,  is  utilizing 

the  energy  of  the  local  Ladies'  Aid  Societies  to  good  ad- 
vantage. He  has  put  up  a  prize  of  $10 

Contest  for  in  gold  to  be  given  to  the  Ladies'  Aid 
Ladies'  Society  in  his  town  which  receives  the 
Aid  Societies.  largest    number   of   votes   in   a  contest 

now  in  progress.  With  every  50i-cent 
purchase  made  at  his  store.  Mr.  Chamberlain  issues  a 

ballot.  This  the  customer  marks  for  her  favorite  Ladies" 
Aid  Society,  and  deposits  in  one  of  a  number  of  ballot 

boxes  prominently  displayed  in  the  store.  When  the  con- 
test terminates  on  July  1  the  boxes  will  be  opened,  the 

balloti!  counted  by  impartial  judges,  and  the  prize  awarded 

to  the  Ladies'  Aid  Society  receiving  the  Largest  number 
of  votes. 

Church-workers,  as  a  rule,  are  exceedingly  energetic  in 

the  matter  of  hustling  for  funds.  In  fact,  this  has  fre- 

quently been  a  source  of  complaint  on  the  part  of  mer- 
chants, who  in  most  cities  and  towns  are  subject  to  fre- 

quent levies.  Mr.  Chamberlain's  idea,,  which  should  set 
a  host  of  good  workers  hustling  for  ballots  among  their 
friends,  is  a  new  method  of  solving  the  problem. 

Smith  &  Ash,  dry  goods,  of  Sarnia  and  Chatham,  cele- 
brated their  first  anniversary  at  the  latter  pla,ee  by  con- 

ducting an  anniversary  sale  opening, 
which  continued  for  fifteen  days.  As 

a  special  feature  of  the  first  anniversary 
sale,  a  $40  sewing  machine  was  offered 

as  a  prize,  the  machine  going  to  the 

customer  buj-ing  the  most  goods  between  May  5  and  July 
1.  The  amount  purchased  is  gauged  by  the  sale  checks 
issned  by  the  firm,  the  customer  handing  in  the  largest 
number  being  awarded  the  machine. 

To  the  customer  presenting  the  second  largest  number 
of  checks  will  be  given  a  $15  credit  bill,  good  for  that 
amount  of  gKjods  anywhere  in  the  store. 

Best  Customer 
Received 

Sewing  Machine 

Chatham.  June  2. — 'An  innovation  was  adopted  this 
year  by  Wm.  Foreman  &  Co.,  Chatham,  in  the  shape  of  a 

Summer  millinery  opening,  which  was 

Summer  Opening  conducted  in  connection  with  the  firm's 
Proved  21st  ajiniversary  sale  from  May  6  to  14. 
Good  Feature.         In   the   announcement   the  firm  said: — 

"Easter  coming  so  early  this  year  ne- 
cessitated a  very  early  millinery  opening.  The  opening 

was  a  great  success.  Everyone  who  visited  this  store  on 
that  occasion  was  delighted  with  our  new  and  spacious 

millinery  department  and  the  artistic  millinary  display- 
ed. But  many  of  the  details  of  this  remodelled  store 

were  incomplete  at  that  time.  On  Thursday.  May  5,  evRry 
detail  of  the  extension  will  have  been  carried  out  accord- 

ing to  our  original  plan.  We  intend  to  celebrate  by  hold- 

ing a  Summer  opening." 

The  same  trouble  was  gone  to  as  in  preparing  fin- 
Spring  and  Fall  openings.  Summer  stuff  was  prominently 
displayed  in  every  line  and  the  store  was  decorated  as 
though  for  the  first  opening  of  the  season.  Prominent 
advertising  and  a  big  sign  helped  to  boom  the  sale. 

The  innovation  proved  popular,  and  other  merchants 
have  followed  suit. 

An  attractive  feature  of  the  store  was  the  memorial 

window.  A  picture  of  Edward  VTT.  was  draped  in  mourn- 
ing purple,  with  the  bottom  of  the  window  and  the  back- 

ground in  black.  On  two  pedestals  were  cedar  wreaths 
tied  with  purple.  Six  muskets  of  the  old  type,  procured 

espeeiallj'  for  the  occasion,  were  ranged  about  the  pic- 
ture,  three  on  each  side. 

The    accompanying   cut   illustrates     the     stock-keeping 
methods  used  by  the  retail  furniture  and  housefurnishing 

store  of  the  Adams  Furniture  Co.  When 

Stock-keeping         stock  is  received,  the  cost,  freight,  total 
System  cost,  cash  and  credit  prices  are  entered 
For  Furniture.  on  the  right-hand  corner  of  the  card. 

The  invoice  number,  quantity  received, 

store  stock,  warehouse  stock,  and  available  stock  aic  le- 
gistered  in  columns  under  these  headings,  the  available 

stock  being  the  total  of  the  store  and  warehouse*  stock. 

When  an  order  is  received,  it  is  registered  under  "Orders 
received,"  with  the  order  number  in  the  next  column. 
For  instance,  if  the  goods  are  folding-top  desks,  if  one 

i.s  sold  "one"  is  the  number  of  orders  received ;,  this  re- 
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Form  used  by  the  Adams   Furniture   Co.,  Toronto,  in   keeping   records 
of  furniture  and  housefurnishings  stoclis 

duces  the  number  in  the  available  stock  and  warehouse 

stock  columns  by  one.  Every  order  received  is  entered 
and  the  stock  reduced  accordingly. 

Two  files  are  used,  a  live  and  a  dead  one.  If  a  line 
of  furniture  is  temporarily  sold  out,  the  stock  card  is 
placed  in  the  dead  file  until  the  line  comes  into  stock  again, 

when  the  card  is  changed  into  the  live  file,  with  the  par- 
ticulairs  of  the  new  goods  entered  in  the  usual  way.  The 
tab  on  the  file  division  card  shows  a  number  representing 
the  manufacturer  from  whom  the  goods  were  botight,  in 
this  case  No.  69.  The  stock  cards  are  arranged  on  one 

side  of  the  division  card,  with  manufacturers'  stock 
numbeirs  running  in  consecutive  order,  ITO'B  being  the 

manufacturer's  stock  number  on  this  card.  Tags  on  the 
furniture  correspond  with  stock  cards. 

A  men's  furnisher  in  a  western  town  has  an  original 
and    effective   method    of   attracting   newcomers    and   new 

residents  to  his  store.  He  secures  their 

Getting  After  names  from  the  local  papers,  and  also 
New  from   the   postmaster.     As  soon   as  he 
Residents.  learns  the  name  of  a  newcomer  he  tries 

to  find  out  something  about  him — ^his 
personal  tastes,  his  business,  and  something  regarding  his 
personal  appearance,  if  possible.  After  obtaining  this 
knowle^e,  the  merchant  writes  him  a  letter  of  a  friendly 
character,  extending  to  him  a  warm  welcome  to  the  town 

and  telling  him  that  he  (the  merchant)  "will  be^  gladi  to 
give   him   anv   information    about   the  place,   and    would 
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KINC'S Ittablished  1771 

FAMOUS 
•old  by  leading  Jobbers. 

SCOTCH 
■very  pleoe  perfect; 

HOLLANDS 

Scotch  Hollanda,  for  nearly  a 

century  and  a  quarter,  have 

been  recognized  by  the  Trade 

of  the  world  as  the  most  reli- 
able and  saleable  shading;  made. 

for  its  non-shrinking  qualities 

durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  In  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN    KING  &  SON, 
GLASGOW,   SC^TIAND. 

Sol*  SclUngr  Agent : 
SYDNEY   MOSS, 

Sntnlra  Bldg.,  58  Wolllngton  St,  W, 
TORONTO 

Every   Dry    Goods    Store 
should  have  a 

Defiance 
Button  Machine 

Large  Profits  Covering  Buttons 
with  your  customer*'  own  material. 

PRICE,  including  any  three  of  the  following  tize*,  16,  20,  24,  30 
36  or  18. 

$7.50 SEND  FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 
53  EAST  8th  St..  NEW  YORK. 

Australian  Trade 
is  worth  looking  after.  The  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 

Australia : 

1906. 

Canada Other  Countries 
Tetal 

£      495 
190 
313 

£     154.047 
87,675 

279,452 

£    154,542 

87,865 279,766 

11,894 

1,688 

4.951 2,319 

3,297,724 251,965 

114,003 47,998 

3,309  618 
253.653 118,954 

50,317 

Cosies.  Cushions,  etc.   £ 

Curtains 
Fancy  Goods Piece  Goods,  Cotton 

and  Linen 
Flannelettes 
Boots  and  Shoes 
Rubber  Sand  Shoes 

The  Draper  of  Australasia  is  the  organ  of  the 

drapery  and  kindred  trades  of  the  Antipodes,  and 

is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New  Zealand. 

Advertising  rates  may  be  obtained  and  space 

secured  by  communicating  with  our  New  York 

Office,  29  Broadway.  We  will  also  supply  speci- 

men copies  on  application. 

Publlshlngr  OfTloe* 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 
London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 

W ESTERN 
Incorporittd 

1851 

•    • ASSURANCE 
COMPANY. 

FIRE 

AND 

MARINE 

Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  tor  1906,  over     3,609,000 

HON.  GEO.  A.  OOX,  President 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 

BRITISH  AMERICAN  DYEING  CO. 
The  Largest  and   Best 

Equipped 

DYE  WORKS 
In   the   Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,    Ducks,    Cottons  and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,    FINISHED    AND    PUT    UP 

Alto FEATHERS,    SILKS.    VELVETS.    RIBBONS,    LACE.    ETC. 

^•-^  ̂ S^^u^Ltl^.^"^^     MONTREAL TORONTO OTTAWA 

QUEBEC J 
Please  mention  The  Review  to   Advertisers  and  Their  Travelers, 
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like  to  m«et  hiiu  aiul  introduce  liiui  to  sonu>  nihi>^r  fellow 
townsmen.  The  retjiiler  writes  to  tliese  prospeetive  cus- 

tomers in  a  vein  that  will  correspond  with  their  tem- 
perament. This  knowledge  he  acquires  from  people  who 

are  acquainted  with  the  newcomers.  The  letterhead  on 
which  th«  letter  is  written  alone  gives  any  clue  as  to  the 
business  the  merchant  is  engaged  in.  He  has  had  splendid 
results  from  this  personal  letter  scheme,  the  majority 
of  the  men  to  whom  he  has  written  have  called  at  his 
store  and  have  become  his  friends  and  customers. 

Quite  a.  while  ago  a  Chatham  men's  furnishing  store 
tried  an  interesting  "contest"  feature,  with  a  view  to 
bringing  the  business  before  the  public.  "We  want  the 
people    of    Chatham    to    wi-ite   our   advertisements,"    the 

proprietors  announced;  and  to  this  end 
The  Public  they   offered   three   cash   prizes,   of  $10, 
Wrote  $5  and  $2.50,  respectively,  for  the  three 

His  Ads.  best  write-ups  of  their  store.     A  certain 

specified  period  was  set  'by  wliicli  com- 
peting write-ups  must  be  handed  in,  and  three  prominent 

citizens  were  announced  as  judges.  The  usual  preeanticnis 
were  taken  that  the  judges  might  not  know  the  names  of 

the  contestants,  each  "write-up"  being  accompanied  by 
the  writer's  name  on  a  separate  slip  of  paper,  bot'h  slip 
and  manuscript  being  numbered  with  the  same  number, 

the  proprietoi's  of  the  store  retaining  the  former  while 
the  latter  took  the  manusci'ipt,  so  that  the  announcement 
of  the  judges  stated  merely  the  number  of  each  winning 

"write-up,"  A  special  provision  was  made  that  news- 
paper writers  were  ineligible  to  compete — this  with  a 

view  to  encouraging  people  who  had  no  pretensions  to 
authorship  to  enter  the  contest. 

A  large  number  of  entries  were  i-eceived,  the  prizes 

duly  awarded  and  the  three  winning  "write-ups"  duly 
published.  In  the  meantime,  while  the  contest  was  in  pro- 

gress, the  store  was  visited  by  the  large  number  of  people 

who  entered  the  competition,  as  well  as  a  far  larger  num- 
ber who  merely  contemplated  entering,  and  failed  to  do 

so,  the  result  being  that  the  store  equipment  a,nd  various 
lines  of  goods,  all  explained  by  the  clerks,  were  brought 
directly  before  a  good  share  of  the  populace,  and  the 
store  and  its  staff  introduced  to  the  buying  public.  The 
contest  itself,  too,  excited  much  interest  as  to  the  outcome, 
all  of  which  formed  beneficial  advertising. 

In  letters  to  The  Review,  merchants  state  that  thej" 
have  found  it  an  excellent  plan  to  consult  with  some  of 

their  best  customers  with  the  object  of 

Consulting  securing  suggestions  from  them  on  pos- 
With  sible  improvement  in  the  policy  or  man- 
Customers,  agement  of  their  stores.     In  more  than 

one  ease,  merchants  seriously  considering 

inroads  of  outside  competition,  have  personally  interview- 
ed customers  in  order  to  ascertain  just  where  the  local 

shopping  opportunities  were  not  suflfleiently  attractive  to 
offset  the  foreign  influence.  These  merchants  received 
pointers  which  proved  actually  inspiring  to  them,  and 
which,  practically  applied,  enabled  them  to  make  better 

progress. 
A  correspondent  sends  the  following  suggestion  made 

to  a  dry  goods  merchant  by  a  customer.  It  may  interest 
others : 

"Why  can't  some  of  our  merchants  earn  the  ever- 
lasting gratitude  of  the  mothers  among  his  customers  by 

providing  a  special  member  of  the  staff,  whose  sole  duty 
it  .shall  be  to  look  after  their  children  while  they  are 
shopping? 

"Of  course,  T  speak  particularly  of  the  dry  goods 
merchant  in  a  place  of  between  5,000  and  15,O0'0  popula- 

tion, because  that's  the  kind  I'm  familiar  with.  As  to 

merchants  in  larger  cities,  I  can't  saj-.  They  may  have 
paraphrased  tlie  idea  already.  In  smaller  places  there 

may  be  no  need  of  it. 

"The  plan  w'ould  cost  the  time  of  one  girl.  I  think 
the  merchant  could  profitably  afford  to  go  further,  and 
not  merely  provide  a  gnrl,  but  also  a  convenient  little 
room  where  the  children  could  be  kept  while  their  mothers 
are  shopping.  This  eould  be  fitted  out  so  that  there  would 
be  no  danger  of  children  hurting  themselves.  This  would 

add  quite  a  bit  to  the  expense,  for  a  merchant's  floor 
space  is  worth  so  much  per  square  foot  per  day,  when 

everything  is  figui-ed  out. 

"You  may  say,  'Leave  the  child  at  home  with  the 

hired  girl,  and  shop  in  peace.'  That  sounds  beautiful, 
but  what  about  the  seventy  per  cent,  of  mothers  who 

haven't  hired  girls,  and  don't  like  to  leave  their  children 
to  play  with  matches,  fall  into  llie  cistern,  or  cut  short 

llieir  bright  young  lives  in  one  of  a  thousand  tragic  waj's 

that  will  occur  to  ai  fond  mother's  imagination?  These 
f'hi!dren  must  go  shopping  with  their  mothers,  and  the 
merchant  who  meets  the  proposition  squarely  is  going  to 
make  a  hit. 

"Suppose  a  merchant  doesn't  feel  like  trying  the 
scheme  for  every  day  in  the  week.  Let  him  pick  out  his 

dullest  week  day — ^Monday,  say,  or  Tuesday — and  make 
this  a  special  feature  for  the  one  day.  Advertise  a  few 

bargains  and  add  'Special  waiting  room  and  attendant 
for  baWes  and  young  children.'  Make  it  a  big,  prominent 
feature  in  connection  with  the  business^,  and  it  will  go  a 
long  way  toward  solving  the  problem  of  getting  out  the 
customers  early  in  the  week.  In  fact.  Baby  CDay  will  be  a 
close  second  to  Saturday. 

■Naturally,  difficulties  will  present  themselves  to  the 
practical  merchant,  not  the  least  of  which  is  the  circum- 

stance that  mothers  may  make  it  a  practice  to  leave  their 
children  in  the  waiting  room  of  one  store  while  they  make 

the  entire  round  of  the  main  street.  In  practice,  how- 
ever, such  difficulties  might  not  be  impossible  of  solution. 

The  proprietors  of  a  men's  wear  store  believe  in  win- 
ning the  favor  of  the  ladies  of  their  city,  and  took  the 

following  method  of  securing  it,  states 
Interested  the  System:  A  dainty  box  was  sent  to  a 
Women  well-selected    list    of   ladies.      The    box 

In  Men's  Wear,     was  tied  with  green  ribbon,  under  which 
was  placed  a  small  card  with  these 

wordis:  "This  isn't  a  piece  of  wedding  cake,  though  a 
great  many  of  the  best-dressed  men  are  married  to  this 
store."  Inside  the  box,  under  a  cover  of  lace  paper,  was 
a  little  envolope,  on  one  side  of  which  was  printed:  "To 
see  inside  this  envelope,  first  open  it."  Inside  the  en- 

velope the  following  message  was  printed  on  dainty  note 

paper:  "We  have  a  very  sincere  regard  for  our  lady 
friends,  and  appreciating  the  fact  that  every  lady  is  in- 

terested in  the  wearing  apparel  of  her  father,  brother,  or 
best  young  man,  we  take  this  opportunity  to  assure  you 

that  it's  the  policy  of  this  store  always  to  furnish  the 
most  correct  things  in  clothes  and  furnishings  for  men 
and  young  men.  Thanking  you  for  any  words  that  may 

recommend  this  store,  we  remain,  very  truly  yours."  (The 
name  of  the  firm). 

But  the  thing  calculated  to  make  the  message  effective 
was  that  the  rest  of  the  box  was  filled  with  some  de- 

licious chocolate  creams. 



Make  Sales   Force   Live   Up    to   the   Store's   Advertising 
Best  Merchandise  Will  Not  do  Everything,  if  Sales  People  do  Not  Know  What 

They  Are  Talking  About  —  One  Way  to  Get  the  Value  Out  of  Advertising 
—  Make    the     Store    a     Human      Organization,     not     a     Mechanical     One. 

By  O.  L.  Dorworth. 

BACKING  up  the  advertising — the  most  important 
single  essential  to  successful  merchandising — 
fails  very  generally  to  get  the  close  attention 

and  cultivation  it  deserves.  In  far  too  many  re- 
tail institutions  (and  observation  leads  one  to  believe 

they  are  those  owned  by  one  man,  and  under  the  direct 

perso'nal  management  of  the  owner)  it  is  considered  un- 

necessary for  the  sales  force  to  be  taught  or  "coached" 
to  be  familiar  with  the  advertised  policies  of  the  house, 

and  the  publicity  appearing  over  the  firm's  name. 
Perhaps  you've  heard,  as  has  the  writer,  "Get  the 

^leople  coming  to  the  store — it's  enough  to  have  sales- 
men who  can  get  the  money — and  the  more  money  the 

better,"  or  words  to   that  effect  ? 
Well,  grant  that  the  merchandise  is  the  best  possible 

to  secure,  that  the  values  are  the  best  possible  to  offer, 
and  the  store  is  probably  doing  a  big  business  along 
that  line  ;  but  the  fact,  remains  that  the  business  is 
falling  far  short  of  the  mark  it  might  set,  because  of 

the  fact  that  the  salespeople  do  not  live  up  to  the  ad- 
vertising. 

The  head  of  the  house  has  hired  a  live  advertising 

man  ;  pays  him  a  good  salary.  He  writes  effective,  con- 
fidence-creating, business^aringing  advertising,  but  the 

boss  doesn't  think  it  necessary  to  harness  up  the  sales- 
people with  the  spirit  of  the  advertising. 

He  spends  good  money,  plenty  of  it,  perhaps,  to 

"get  people  coming,"  then  leaves  it  to  the  merchandise 
and  values  to  make  good,  overlooking  the  fact  that  his 

salesforce  could  "get  the  money"  in  far  larger  chunks  if 
they  had  been  thoroughly  schooled  in  a  knowledge  of  the 
advertising. 

Getting  Sales  People  to  Read  the  Ads. 
The  first  step  must  be  to  bring  the  sales  people  to 

read  the  advertising,  and  to  provide  a  way  in  which 
that  can  be  done  (concerning  which  something  will  be 

said  further  on).  Given  the  opportunity,  make  it  man- 
datory-— a  part  of  their  qualifications  for  the  jobs  they 

hold — and  insist  upon  their  being  familiar  with  each 

day's  advertising.  Let  them  know  that  they  will  be 
more  valuable  to  you  and  to  themselves,  that  they  can 
sell  more  goods,  and  sell  them  better,  if  they  know  what 
your  store  believes  and  does,  what  it  advertises  as  store 
policies,  principles'  and  practices,  as  well  as  special  sales 
and  bargains. 

Why  let  the  advertising  man  tell  the  people  about 
the  prompt  and  efficient  service,  the  conveniences  and 

facilities  for  quick  and  satisfactory  shopping,  the  man- 

agement's desire  to  make  your  store  the  '''ideal  store," 
and  then  have  the  people  who  ought  to  "make  good," 
fall  down  on  one,  or  more  often  every  single  count,  be- 

cause they're  not  qualified  to  sustain  the  good  impres- 
sion made  by  the  advertising,  when  they  deal  face  to 

face  with  the  customers. 

To  illustrate  the  point  in  another  way,  let's  look  at 
the  matter  from  the  angle  of  "Special  Sales" — assum- 

ing first  that  the  store's  advertising  is  all  that  could 
be  desired.  Too  often  this  is  about  the  way  the  adver- 

tising is  backed  up  :  Customer  walks  into  the  store  in 
search  of  certain  goods,  advertised  at  a  special  sale  price 

in  last  night's  ad  ;  floorwalker  directs  her  to  the  proper 
department  ;   merchandise  advertised  very  effectively  dis- 

played ;  number  of  sales  people  behind  the  counters  ;  in 
reply  to  questions  asked  them  by  the  prospective  buyer 
in  reference  to  certain  qualities  or  features  of  the  goods 

they  emit  a  hesitant  "I  think  so,"  or  "I  don't  know," 
or  the  shorter  and  therefore  more  frequent,  "Yes'm," 
or  "No,  ma'am"  ;  customer  finally  makes  a  purchase  and 
departs,  glad  it's  over  with.  Conclusion  :  The  salesforce 
has  fallen  down  in  two  important  essentials' — not  only 

in  that  they  were  not  well  informed  on  "Special  Sale" 
goods,  thus  discounting  the  value  of  the  advertising 
given  that  particular  bargain,  but,  more  important,  they 

have  belittled  the  store's  advertised  purpose  to  render 
efficient  service. 

A  deplorable  condition— and  more  often  than  not,  the 
fault  of  the  proi)rietor  and  manager.s — is  not  in  hiring 

salespeople,  but  in  not  "lining  them  up"  to  back  up  the advertising. 

Custom  in  One  Store. 

The  salesforce  must  read  and  know  the  advertising. 
How  shall  it  be  brought  about  ?  How  put  the  adver- 

tising before  them  1  How  give  them  a  fair  opportunity 
to  become  familiar  with  it  ? 

Here's  one  way — noticed  the  idea  in  a  shoe  store  a 
few  days  since,  where  a  clock  time-register  is  in  use. 
A  type-written  notice,  signed  by  the  proprietor  and  ad- 

vertising manager,  and  placed  just  below  the  dial  of  the 
clock,  informed  the  salesforce  that  they  were  expected 
to  read  the  advertisements  of  the  store,  which  were 
posted  at  various  points  (locations  given)  throughout 
the  store,  and  that  no  excuses  would  be  accepted  from 
the  salespeople  who  went  to  a  department  head  or  to 

the  advertising  manager  to  ask  if  such  and  such  was  ad- 
vertised— either  in  hisi  own  or  some  other  department. 

Yes  (as  some  one  is  saying),  that  would  work  more 

easily  in  a  small  store  than  in  a  large  one.  True — in  a 
small  measure  ;  but  even  the  big  stores  may  reach  the 
same  end  by  a  plan  of  the  following  sort  : 

Place  a  number  of  bulletin  boards  (glass  doors  will 
add  to  their  appearance  and  durability)  of  sufficient  size 

to  take  full-page  or  even  double-page  ads,  in  prominnent 
positions  throughout  the  store.  There  they  are  at  once 
easily  seen  by  patrons  and  accessible  to  the  salespeople 
in  cases  of  uncertainty  or  dispute  over  any  advertised 
article  or  price.  Better  still,  place  one  such  board  at 
each  of  the  time  clocks,  for  the  instruction  of  the  selling 
force,  and  make  it  the  duty  of  the  advertising  manager 
to  see  that  the  daily  advertiseiments  are  posted  in  plenty 

of  time  for  the  salespeople  to  find  out  "what's  doing" 
before  it  begins  to  be  doing. 

Instructing  Each  Department. 

And  this  suggests  another  point,  based  upon  the 
necessity  for  the  advertising  manager  to  be  in  touch  with 
department  heads,  if  not  with  the  actual  selling  force. 

Let  the  advertising  manager  unfailingly  supply  the  de- 

partment head  with  that  section  of  the  daily  advertise- 
ment which  concerns  his  department  in  particular — then 

let  the  department  head  co-operate  by  calling  the  atten- 

tion of  every  person  in  the  department  to  "their  ad" 
in  detail,  and  post  it  where  it  can  be  instantly  referred 
to  if  necessary. 
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The  Place  of  Prominence 

on  your  Bargain  Counter 
TKat  is  tlie  place  for  THREE   EIGHTIES  BRAND   HOSE. 

Tnousands  or  shrewd,  aiscriminating,  mercnants  tnrougnout  tne 

iJominion  use  this  Hose  as  tneir  leader  in  tne  Hosiery  Depart- 

ment.  THREE  EIGHTIES  BRAND  Kas  l>y  far  the  largest 

sale  of  any   Hose  in  Canada.       There   is   a   reason. 

TRADE      MARK 

REICISTE  R  EID 

FOR  LADIES  AND  MISSES 

THREE   EIGHTIES  BRAND   of 

Seamless  Cotton  Hose  is  made  m  sizes 

4^  to  10,  in  colors  black,  leather  shade 

tan  and  Avhite,  and  attractively  packed 

one   dozen  to   the  box. 

CAUTION.— There  is  hosiery  about  the  price  of  THREE 

EIGHTIES  -which  is  claimed  to  be  as  good,  none  are 
claimed  to  be  better.  The  moral  is  plain.  It  needs  no 

interpretation.  Every  pair  of  genuine  THREE  EIGHTIES 

BRAND  has  the  above  registered  trade  mark  stamped 
thereon. 

For  Sale   hy  all  Johbers 

Hamilton Ontario 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Time    Has    Arrived    to    Get    Busy    With    Slow    Sellers 

Keep  in  Touch  With  Customers  During  Their  Vacation  —  It  Helps  the  Art 
Needlework  Section  —  Chantecler  Effects  in  Centrepieces  and  Spreads  — 
Curls  and  Puffs  a  Feature  of  New  Hairdressing 

THE  season  will  soon  arrive  when  there  will  be 

little  doing  in  the  art  needlework  department;  as 
a  matter  of  fact,  there  is  a  perceptible  slackening 

off  in  the  counter  business  now.  Many  mer- 

chants seem  to  think  that  there  is  no  need  for  clearing- 

out  slow  moving  lines  by  means  of  price  concessions.  Ai't 
needlework  is  a  novelty  line  and  as  in  all  lines  of  the 

kind,  it  is  the  new  thing  that  sells;  therefore,  it  is  desir- 
able to  clear  out  items  t'hat  are  becoming  back  numbers. 

Now  is  the  time  to  examine  the  stock  and  clear  out  slow 

sellers  and  articles  that  will  be  passe  when  Fall  selling 
begins.     These  should  be  found  out. 

If  the  merchant  has  a  good  department  and  a  large 

n-umber  of  regular  customers,  possibly  it  would  be  a  good 
idea  to  strive  to  keep  in  touch  with  them  when  tihey  betake 

themselves  to  their  Summer  homes.  The  majority  of  wo- 
men take  some  form  of  fancy  work  away  witui  tliem,  to 

while  away  spare  moments  on  sunny  verandahs.  How- 

ever carefullj-  they  have  stocked  up  witih  supplies,  there  is 
sure  to  be  some  items  tihat  will  be  needed,  or  some  new 
article  wanted.  To  get  this  trade,  it  will  pay  him  to  take 
a  little  trouble  to  keep  in  touch  with  the  custoimers  while 
away. 

A  neat  list  quoting  prices  on  staple  articles  and  draw- 
ing attention  to  fa,cilitdes  for  filling  letter  orders  should 

be  prepared  and  sent  out.  Remember,  an  order  for  goods 
of  thi.s  class  will  almost  invariably  be  accompanied  by  a 
demand  for  goods  from  other  departments.  With  this 
list,  attention  can  be  called  to  the  clea,ring-out  sale. 

Next  Season's  Lines. 
The  art  linen  department  is  becoming  an  important 

one  in  most  stores.  Goods  of  tliis  class  are  free  sellers  at 

all  seasons,  but  of  late  years  they  'have  been  particularly 
active  in  holiday  selling. 

Imitation  point  de  Venise  was  introduced  last  year  and 
would  bave  been  a  much  larger  seller  if  the  demand  for 
these  goods  could  ha,ve  been  met. 

Samples  are  now  to  hand  for  the  coming  Fall  and  holi- 
day trade  and  retailers  are  advised  to  place  early  orders 

so  as  to  have  the  goods  on  hand  when  the  selling  season 
opens.  The  new  idea  in  these  laces  is  on  the  popular 
■Ohantecler  order.  Figures  of  animals  and  birds  were  used 
in  the  development  of  mediaeval  patterns  in  this  lace,  and 
the  present  designs  present  a  revival  of  these  eifeets. 

Another  line  that  is  taking  well  is  the  embroidered 
spread.    High-grade  linen  spreads  hand-embroidered  have 

been  growing  in  favor  for  some  time  now  witii  the  high- 
class  trade,  and  these  are  now  reproduced  at  a  popular 
price.  The  embroidery  is  somewhat  splashy,  but  the  effect 
is  good,  and  from  the  washing  and  wearing  point  of  view 
is  most  satisfactory. 

Curls  and  Puffs  the  Vogue. 

The  plain-banded  turban  is  too  severe  and  t lying  a 

style  for  most  faces,  and  the  latest  development  in  hair- 
dressing'  is  in  the  direction  of  modifying  its  severe  lines. 
This  is  done  by  some  cha,nges  in  the  shape  of  the  cap  and 
by  the  addition  of  curls  and  puffs.  This  gives  an  antique 
Grecian  form  of  head-dress,  and  one  also  that  is,  in  some 
forms,  along  the  lines  of  tbe  hair-dressing  of  the  days 
of  the  second  Empire.  The  plaited  coronet  braid,  and  the 
long  switch  are  still  necessary,  but  they  are  now  supple- 

Centerpiece,  Chaniecler  pattern,  in  Renaissance  Lace 
—  Shown  by  Hambly,  Wilson  &  Co.,  Toronto. 

mented  by  clusters  of  puffs  and  curls.  The  pompadour 
and  the  rat  are  quite  gone,  and  the  heavy  braid  and  a  soft 
fringe  of  hair  softens  the  forehead  line.  The  puffs  and 
curls  are  bunched  at  the  back  of  the  head  somewhat  lower 

than  the  crown.  They  are  held  in  place  by  a  broad  band 
of  ribbon  or  by  a  flat  band  of  hair  wbich  encircles  them. 
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This  style  of  wearing  the  hair  makes  the  hoail  long-er  from 
the  back  to  the  front.  It  goes  well  with  tlie  new  millinery. 

Fancy  head  dresses  of  ribbon,  tnlle,  etc.,  as  well  as 

coronets,  pin*,  and  barrettes  are  fnely  nsed.  and  the  com- 

ing Fall  promises  to  see  an  active  trade  in  novelties  of 
this  class. 

Revival  of  Girdle  Belts  Predicted. 

For  the  time  being  there  is  nothing  doing-  in  wash 
belts,  as  merchants  are  well  stocked  up,  but  as  soon  as  the 

weatber  changes,  belts  will  begin  to  move,  for  the  belt 

business  is  decidedly  looking  up.  Just  at  present  the 

patent  leather  belt  is  the  one  selling.  Another  novelly 

that  is  taking  well  is  the  embossed  wash  bell.  This  is 

slightly  tinted  and  makes  a  quick  selling  novelty  to  retail 
at  a  popular  price. 

■Designers  are  working  on  Fall  lines  and  besides  patent 

leather  are  figuring  upmi  tan  leather  belts.  The  crush 

leather  is  expected  to  be  the  big  seller,  but  confidence  i« 
felt  in  embossed  lines.  A  revival  of  the  girdle  belt  so 

popular  a  few  years  ago  is  predicted  and  the  narrower 

girdles  in  folded  taffeta  messalines  will  be  included  in  all 
belt  lines  for  Fall  selling. 

Have  a  Talking  Point. 

The  experience  of  a  merchant  living  not  far  from  a 
large  city  serves  to  illustrate  how  fancy  goods  may  be 
made  attractive.  He  had  always  regarded  this  depart- 

ment as  belonging  almost  exclusively  to  Christmas,  until 
he  realized  that  it  might  be  made  an  all  year  business. 
It  struck  him  that  if  he  showed  something  diiferent 

every  month— something  to  suit  the  season  with  a  parti- 
cular talking  point  or  selling  point— he  could  make  the 

business  go.    For  instance,   to   attract  the  tourist  trade 

he  displayed  a  window  of  flat  goods  that  could  be  easily 
packed  in  grip  or  traveling:  case.  There  was  nothing 

perhaps  very  novel  in  this,  l)ut  it  was  sound,  common 
sense  applied  to  trading. 

Returned  Goods  Evil. 
An  instance  was  recently  brought  to  the  attention  of 

The  Kcvicw  whore  some  ribbon  was  returned  to  the  im- 
port er.  which  liad  been  bought  five  years  previously. 

Naturally  the  ribbon,  which  was  a  fair  grade  of  taffeta, 
cracked  whenever  folded,  and  the  retailer  asked  that  it 

be  made  good.  Such  a  demand  as  that  is  unreasonable, 
and  no  fair-minded  buyer  would  ask  for  such  a  thing  to 
be  done. 

Then,  too,  storage  conditions  will  have  some  effect 
upon  tiie  life  of  the  xibbon.  Extremes  of  cold  or  heai 
will  lessen  the  wearing  qualities  of  silk,  and  this  should 
he  considered  in  keeping  reserve  stock.  Ribbon  and  silk 

buyers,  if  not  posted  regarding  the  manufacture  of  silk 
and  ribbon,  should  look  into  the  matter  and  the  greater 
the  knowledge  they  acquire,  the  more  successful  will  their 

departments  be.  They  will  then  be  able  to  judge  more  ac- 
curately how  long  goods  may  be  held  with  safety,  and  the 

care  which  should  be  given  to  goods  in  stock.  The  dis- 
favor into  which  silk  petticoats  have  fallen  with  a  great 

many  people,  and  the  success  of  the  silk  imitations,  is 

largely  due  to  the  fact  that  retailers  have  demanded  gar- 
ments to  sell  to  the  cheaper  trade,  and  manufacturers 

have  been  forced  to  use  cheap  silk  to  make  the  garments 
at  the  price  desired.  This  cheap  silk,  if  kept  in  stock 
for  any  length  of  time,  loses  its  wearing  qualities,  owing 
to  the  chemicals  used  in  making,  and  as  a  result  the  gar- 

ment splits  and  cracks  with  wearing,  and  taffeta  skirts 
fall  into  disrepute. 

MlSnV    T"L,r>-,,i»iVini^~^t(. 
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M«lfl  floor  plan  of  the  store  of  R.  McKay  &  Co.,   Hamilton.    It  will  be  noted  that  the  accessories,  fancy  goods  and  notions 

dtpirtments  form  s  very  considerable  portion  of  the  space. 
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Dress  Shield 
Every  pair  guaranteed Has  the  largest  sale  in  the  world 

I.  B.  Kleinert  Rubber  Company, 

Sold  by  all  leading  jobbers 

Toronto 

WARNING 

BUY  DEPENDABLE  HAIR  NETS 
THE  FOLLOWING  ARE  DEPENDABLE  LINES 

The  Sharris  Hair  Net,  No.  13,  at   $  18.00  gross 
The  Sharris  Hair  Net,  No.  14,  at   $21.00  gross 

The  Human  Hair  Net  with  the  Draw  String 

Our  No.  200  medium  size  Human  Hair  Net,  $12.00  gross 

Our  No.  300  large  size  Human  Hair  Net . . .  $15.00  gross 
Our  No.  400  extra    large  size  Human  Hair 

Net       $18.00  gross 
Our  No.  600  Allover  Silk  Net       $  4.00  gross 

Quality  considered  the  above  are  best  possible  values  and  a  full  assortment  is  always  on  hand 

Pompadour  Hair  Rolls 
There  are  many  kinds  of  Hair  Rclls.  Some  are  made  of  waste  and  such  stuff, 

covered  with  wavy  mohair  or  curly  wool.  You  may  sell  a  customer  such  a  Roll  once 

but  she  won't  buy  it  again.  The  only  Repeaters  are  Rolls  made  on  a  wire  with  Real 
Human  Hair.  Our  "  Ne  Plus  Ultra"  Brand  are  such  and  are  guaranteed  il^'^nr) 
thoroughly  banitary.    We  will  send  you  a  sample  dozen,  24  inch,  for     -     -    ̂  ̂  

WHENEVER  YOU  WANT  ANYTHING  IN  HAIR  GOODS,   WRITE 

J.  PALMER  &L  SON,  Limited 
Hair  Goods,  Perfumes,  etc. 

5-7  Debresoles  Street Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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r\  Coods  I\r7ic-(i' 

Ladies' Leather 
Handbags 

The  Most 

Popular 
Line 

Made  in 
New  York 

Comprising  all  fashionable  leathers, 

shapes  and  designs,  in  staples  and 

novelties,  in  popular-priced  goods. 

Our  1910  line,  which  is  now  ready  to 

be  shown  to  the  Canadian  trade,  is 

the  most  complete  we  have  ever  shown. 

It  will  pay  you  to  inspect  it 

Copland  &  Mittenthal 
Manufacturers  of  Fancy  Leather   Goods 
151  Grand  St.  and  160-162-164  Lafayette  St. 

NEW  YORK 

Canadian  Representative  : 

A.  Roy  MacDougall,  42  Adelaide  St.  W.,  Toronto 

STREHL'S  HAIR  GOODS 
are  recognized  as  the  standard  of  quality.  If  you  want  to  make  a  trial  of  this  line, 
all  that  you  will  have  to  do  is  to  put  in  a  few  samples.  This  will  enable  you  to  show 
the  different  sizes  to  your  customers,  and  if  an  ord*^r  is  taken  by  you  send  same 
to  us  with  sample  of  hair,  the  exact  color,  and  we  will  forward  goods  by  mad  or 
express.    We  will  cheerfully  take  back  goods  if  not  sati.fattory.     You  run  no  risk. 

A  "SPECIAL"  SWITCH 
A  good  seller  and  a  money  maker,  made  of  second 
quality  WAVY  hair  in  good  assorted  colors. Weight 

2  oz. 2  oz. 
2  oz. 
IJ  oz. 

Length 
24  inch 
22  inch 
20  inch 
18  inch 

Each 

$2.25 

1.75 
1.50 
1.15 

Dozen 

$24.00 

18.00 
15.00 

12.00 

STRICTLY  FIRST  QUALITY 
Assorted  Colors— Short  Sterna 
Weight  Length  postpaid 

li  oz.  16  inch  81.50 
2    oz.  18  inch  2.00 
2    oz.  20  inch  2.75 
2  oz.  22  inch  3.25 
2J  oz.  22  inch  4.00 
2*  cz.  24  inch  5.25 
3  oz.  24  inch  6.25 
3  oz.  26  inch  7.75 
3i  oz.         28  inch  9.00 
4  oz.        30  inch  11.00 

10  Sample  Switches         .       .        -        - 
Les.s  6  per  cent,  for  cash  - 

SECOND  QUALITY  HAIR 
Assorted  Colors— Short  Stem 

Dozen 

g  1,5.00 

21.00 

3U.O0 

36.00 

4S00 

60.00 

72,00 
90-00 

102,00 
126.00 

S49.75 

3.00 

§46.75 

W*  are  Headquarter* 
for  Switches 

Wavy  SHitches,  Pompadours. 
Curls,   Wigs,    et*:.,    at    lowest 
prii*3.      Send  for  Illustrated 
FKEE  Li«t. 

No. 21 
22 
23 

24 
25 
26 
27 
28 

29 
3U 

Weight 

IJ  oz. oz. 
2  oz. 
24  oz. 

2i  oz. 3  oz. 3  oz. 

3}  oz. 4  oz. 

AlUfvcr  It'-al  Hair  X*-tR.  now 
^o  ra-hioiiable,  $1  .VJ  |>*-r  'lo/<:n, 

UiinmR.GsEHiCa 

Length 
16  inch 
18  inch 
20  inch 
22  inch 
22  inch 
24  inch 
24  inch 
26  inch 
26  inch 
28  inch 

Each 

postpaid 

$  0.50 

.65 

.90 

1.10 

1.35 

1.50 

1.75 
2.40 
3.00 3.50 

Sample  Switches 
Less  6  ijer  cent,  for  cash 

34  MONROE  ST^  CHICAGO 

THE  CORONET  PUFF 
A  group  of  puffs,  made  of  soft  natural  curly  hair 
The  latest  style  of  coiffure,  easy  to  arrange  and 
universally  bccominc 

Per  set  of  7  puffs,  «1  75    Per  dozen,  $18. "0 
Per  set  of  6  pufls,    1..50    Per  dozen,     1.5.00 
Per  set  of  5  puffs,    1.25    I'er  dozen,    13.50 
Per  set  of  4  puffs,    1.(0    Per  dozen,     11.0 

Shades  of  gray,   blonde,  drab  and  auburn  are 
more    expensive,  according  to  the 
scarcity    of   color.      Any  size  and 
tiumber  of  puffs  ujade  to  order. 
NOTICE-Cut  Hair  made  into 

twitchea,  35c  oz. 

Combingi  made  into  (wit- 
ches, 40c  oz. 

Show  your  customer  how 
to  avoid  his  or  her  collar  and 
tie  troubles  by  usin^  the 

"OXFORD" 
Necktie  Holder 

Sell  the  Latest  and  Best  De- 
vice for  Collar  Comfort  and 

Tie  Simplicity. 

Th  "Oxford"  does  away  with  the 
usual  pulling  and  tugging  in  adjust- 

ing the  tie  in  the  fold  collar.    The 
tie  IS  tied  upon  iho 
Holder  to  suit  ihe 

wearer's  own 
taste.  It  is  then 

always  neat  and 

natty,  and  is  ad- 
justed in  the  col- lar in  a  second. 

Its  construction 
and  operation  are 
so  simple  that  it 
appeals  to  your 
customer  in- stantly. 

Finished  in  gold- 
plate  and  retails  at 
25c.  each.  Put  up 

3  doz.  in  a  hand- some display  box. 

Sample  box  for- 
warded to  respon- 

sible dealers. 

Order  now. 

The  Oxford  Novelty  Mf^.  Co., 
Sole  Manufacturers 

143-147  Mulberry  S(.,  New  York.  OWEN  SOUND,  Oot. 

The  Holder 

Back  View  Tig  Allached 

..i.Q^  COLLAR  S(/%. (T 

^^^0m.W  SCREWjj^ 
I 

d  The  well-known  E-Z-ON     Collar 
^         Support   has  just  been  improved  by 

an     alteration    of     the     clip.       This 
entirely  prevents  the  support  falling  out  of  thecollar. 

C[  F.rms  having  stock  on  hand  of  the  old  style  can 

have  them  exchanged  for  the  new  kind  on  applica- 
tion through  their  wholesalers. 

fl  We  demonstrate  at  the  principal  stores  in  Canada. 
If  you  desire  a  demonstration  in  your  store,  write  us. 

SOLE  CANADIAN  AGENTS 

J.  ABELES LIMITED 
MANUFACTURERS  and  IMPORTERS 

Specialties— Collar  Supports  Hair  Nets.  Novelties 

246  St.  James  St. MONTREAL 

F lease  mention  The  Review  to  Advertisers  mid  Their  Travelers. 
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39 A  SENSATION  IN  BAGDOM  ! 

P    A   I      S     L    E     Y 
CORDELIERE  BAGS 
NOTABLE     FABRIC     REVIVAL 

Grande  Dames  of  an  earlier  generation  took  particular  pride  in 
their  elegant  Paisley  Shavvls,  which  have  never  been  surpassed  in 
the  richness  of  their  Persian  designs. 

The  New  Paisley  Cordeliere  Bags  are  actually  cut  and  made 
from  these  interesting  shawls,  the  most  decorative  parts  being 
used  for  the  purpose.  The  markets  have  been  scoured  to  secure 
the  finest  examples. 

Consequently  the  Paisley  fabrics  employed  are  full  of  color  and 
characteristic  beauty.  The  new  Cordeliere  Shapes  prevail.  Gold 
cords  are  introduced.    An  epoch  in  bag  making. 

Also   Paisley   Belts 

P.  W.  Lambert  C^  Co. 
Novelties  in  Fine  Leather 

64-66  Lispenard  Street  . : .  NEW  YORK 
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THE     ART     OF     D  T  S  P  T.  A  Y 

Luxfer  Prisms  installed  in  the  back  and 

front  windows  of  a  store  cause  an  immense 

improvement  in  the  illumination  of  the  interior.  And, 

a  well-lighted  interior  means  increased  business,  because 
customers  like  to  linger  in  a  bright  and  cheerful  store. 

Besides  that — think  of  the  saving  in  artificial 
lighting  expense.  Ask  any  architect  about 
Luxfer   Prisms. 

LUXFER  PRISM  COMPANY.  LIMITED 
TORONTO 
MONTREAL 

Profitable  Display  Demands  Practical  Fixtures 

Practical 

Ribbon 

Cabinets 

Made  in 

Eidht 

Sizes 

Holding 

From 
50  to  700 

Bolts 

of 

Ribbon 

PRACTICAL 
RIBBON 

CABINETS 
PRICE  LIST 

\*'.   i. —  r'ractical  KibfitJn  Cabin,  t No.  3— Practical  Kibbon  Caljiiiet 

Practical  Counter  Notion  Cabinet 
Dimensions— width,  28  in.;  height  at  back,  ]l  '\-\x\\  height  in  front,  \\-\n. 
•lade  ruiiular.y  in  ,i  lengths- .'i7in.,  4X.in  ,  (iO-in..  72  in.  and  9(i  in.  'J  He  ;f7-in 

div'dcd  into  fi  compartments,  ,5V..  xHx.'J  in..  10  conip.artitients  BAxtixIi  in,,  4  compart 
meiits  8  xHx;^  in.:  a'l  in^ideirasuremcnts.  Longer  lenjjths  are  divided  into  sattit 
size  com  par  Intents  but  proportionate  niim  er.  lUixes  ;iie  ri  inovab]e  and  are  ni^t'< 
ot  white  bass  Aood,  finished  natural.  The  (tame  is  made  of  oak  with  antique  finisli 
The  back  of  each  case  has  a  utrip  i  m.  wide  lor  use  as  a  yard  incasuie.  All  com 
p  irtmeats  have  card  hold   rs    f  solid  brass  for  price  i.iarks. 

PRICE  LIST 
No..';.   :{7-in.   lonjr  %  il  ('(I  No.  7,  (id-in.    lonR 
No.  (i,    IX  in.   lonf  HI  Oil  No.  S.  72-in.   lon^f 

No.  9,  !l6in.  long        '    $lf)  fW $  II  .in 

i:i  50 

Tractical  Counter  Notion 

k^abinels 

Practical  Piece  Goods  Fixtures 
The  proper  t'isplav  of  ginghams,  prints,  and  piece  goods  in    general    requires  a 

Practical  Counter  or  Floor  l'"jxture.     liither  holds  forty  pieces.     Anv  piece  removed 
w'lhout   disturbing  the   others.     Strong     spnng    wire  bhelves,    adjustable  to   any     ̂ ^^ 
thickness  ol  gotids. 

)'r<ctical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.    Price,  $6  .50. 
Practical   l''loor  Fixture,  height  ,5  feet.     Price.  $7. .50.  f-,   j|     ̂ .ounter 

FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND   FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers,     ILION,  N.Y. 

c^ Lease  mention  The  Review  to  Aavertisers  and  Their  Traveler i. 



Modern  Store  Equipment 

The    Trimmer's    Place   in   Making    June   a   Busy   Month 
Much  Merchandise  Will  Have  to  be  Moved  by  Special  Effort  —  Timely  Bar- 

gains —  Importance  of  Ledge  Trim  —  The  Hosiery  and  Whitewear  Window 

Should    be    Featured  —  Figuring    Out    the    Cost    of     Window    Maintenance. 

JUNE  this  year  ought  to  be  a  busy  month,  and  as 
soon  as  the  weather  gets  more  settled,  business 
should  go  with  a  snap  and  bum.  For  the  money  that 

the  wet  and  cold  of  the  past  few  weeks  'has  held  back 
from  circulation  is  yet  unspent.  Moreover,  the  weather 
that  the  merchant  has  found  so  trying  has  helped  the 
farmer,  and  crop  prospects  in  most  sections  should  put 

him  in  a  spending  h'umor. 
There  is  much  merchandise  for  June  selling  tha.t  style 

and  quality  talk  will  move,  but  the  bargain  bait  will  have 
to  be  used  on  other  lines.  Remember,  a  bargain  is  not  a 

hold-over  reduced  in  price,  but  is  an  article  that  is  ripe 
for  selling  and  is  sold  at  a  lowered  price  before  it  becom'^s 
over-ripe.  It  is  this  timely  offering  of  bargains  that  draws 
interested  trade,  and  at  this  time  of  the  year  the  woman 
who  responds  to  the  bargain  bait  has  numberless  other 
wants.  Ten  chances  to  one  before  she  lea.ves  the  store 
she  will  fill  in  many  other  needs. 

June  ought  to  be  a  busy  month  for  the  trimmer.  There 

will  be  less  work  planning  backgrounds,  but  the  buyers  of 
different  departments  will  be  eonstanHy  after  him  for 
windows  in  connection  with  special  goods. 

Even  if  the  head  of  the  departmeut  does  aot  suggest  it, 
the  trimmer  should  take  the  initiative  and  point  out  tlin 
value  of  elaborate  and  constantly  changed  ledge  trims — 
not  elaborate  because  decorative  effects  are  used;  in  this 
;s  a  feature  which  sh-ould  hs  left  for  the  openings  and  fi.r 

special  events — but  elaborate  because  the  goods  are  care- 
fully draped  and  displayed.  Take  for  instauce.  Summei 

silks  and  higa  grade  wash  fabrics.  This  is  the  time  tihal 
sales  should  be  at  their  best  in  these  goods.  Take  the  case 
of  the  woman  who  has  been  admiring  a  dainty  gown  of 
this  class  worn  by  some  friend  or  a.cquaintanee,  and  who 
is  instantly  attracted  by  an  extensive  ledge  and  counter 
display  of  these  fabrics.  The  influence  is  irresistible  and 
many  sales  are  made.  And  not  just  the  dress  fabrics  is 
sold,  but  in  nine  casies  out  of  ten  the  new  dress  means 
sales  at  the  trimming  and  lace  counters,  perhaps  a  new 

belt,  neckwear,  a  parasol,  or  gloves,  veil  and  hosiery.  In- 
deed, when  trimming  up  a  ledge  of  dress  fabrics  it  is  not 

a  bad  pla.n  to  match  up  the  proper  accessories  and  show 
them  with  the  goods  occasionally. 

Feature  Hosiery  and  Whitewear. 
Particular  attention  should  be  paid  to  the  hosiery  de- 

partment for  a  big  harvest  is  being  reaped  here  at  the 
present  time.  Possibly  the  fact  that  so  much  color  match- 

ing occurs  is  very  trying  but  on  the  other  hand  the  fact 
that  colored  and  fancy  hose  is  so  much  worni  makes  bii.si- 
ness  brisk  in  this  department. 

City  stores  are  going  in  extensively  for  hosiery  win- 
dows at  the  end  of  the  week  for  Friday  or  Saturday  sell- 
ing.     Every    cnlor    imaginable,    ami    (ipiii    work    and    em- 

An  effective  embroidery  window  by  H.  C.  Macdonald  for  Richard  Hall  &  Son,  Peterborough. 
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broidery  patterns  serve  to  make  these  windows  very  strik- 
ing. The  window  put  in  on  Friday  and  the  goods  on  sale 

Saturday  makes  a  good  selling  combination.  Three  pairs 

for  $1  and  50.'  a  \>.\\v  aro  the  bi;;-  sollors.  and  Hurt'  is  also 

To  the  trimmer  who  wishes  to  make  a  display  some- 
what removed  from  the  beaten  track  the  suggestion,  is 

made  that  he  try  a  lavender  and  wliite  color  scheme  for  his 
window. 

Chantecler  window  by  H.  Hollingsworth  for  the  Robert  Simpson  Co.,  LToronto.[rThe  color  scheme, wts  red.  In  the  centre  of  the 
window  was  a  large  peacool!.  At  the  left  a  half  shell  form  was  draped  in  red  silk,  decorated  in  fronti  with  Chintecler  feathers.  To 
the  right  was  a  wax  figure  with  red  opera  cloak  which  had  an  embroidered  hem  in  rooster  leffect.  The  collar  of  the  cloak  was 
decorated  in  the  same  way.  Scattered  through  the  window  were  feathered  fans,  red  bags,  belts,  gloves,  hosiery  and  shoes.  There 
was  a  Chantecler  rooster,  specially  brought  from  Paris  for  display  purposes.  Chantecler  millinery  was  displayed,  trimmed  with  red 

feathers,  and  red  neckwear  was  also  represented  ;  ladles'  ties  were  displayed  embroidered  with  rooster  effect.  A  red  parasol  was  shown 
on  the  right  side,  while  on  the  left  was   a   Chantecler   parasol,  •brought  from    Paris, 'of  fawn   color,   with  hand-painted   red  roosters. 

a  verj"  extensive  demand  for  silk  hosiery.  There  is  no 
need  for  price  cutting  on  fancy  hosiery  lines,  style  talk 
and  window  and  counter  displays  being  all  that  is 
necessary. 

June  Whitewear  Windows. 

Though  not  as  important  as  the  Januarj-  event,  the* 
majoritj'  of  merchants  do  splendid  business  at  the  June 
sales  and  the  trimmer  is  sure  to  be  called  upon  to  put  in 
a  ])retty  whitewear  window. 

The  window  that  .suggested  this  idea  had  a  mirror 
background,  the  frames  of  which  were  hidden  under  a 
cover  of  lavender  crepe  paper.  A  little  to  the  side  of  the 
centre  was  a  panel  ma.de  up  of  large  circles  cut  from  inch 
lumber  and  covered  with  the  crepe  paper.  The  outer 
edges  of  the  circles  were  edged  with  maple  leaves  cut  out 
of  white  felt  and  shaded  in  lavender  with  an  air-brush. 
The  floor  covering  was  pale  green  felt  and  the  garments 
were  shown  in  groups  over  brass  fixtures  and  glass  S'helves. 
Some  of  the  skirts  were  arranged  over  large  circles,  and 
lavender  pajjer  was  placed  under  the  lace  and  embroidery. 

A  striking  diipla]r  of  Summer  fabrics  bjr  Warren  Andrews  for  the  Anderson  Co.,  St.  Thomis, 
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Better  Lighting  at  Less  Cost 
The  great  secret  of  effec- tive store  illumination  is 
to  get  the  light  where  it  is 
most  needed. 

A  large  number  of  lamps, 
burning  a  large  amount  of 
current,  often  serve  mere- 

ly to  produce  a  brilliant 

glow  up  near  the  ceiling- spectacular,  maybe,  but 
by  no  means  economical 
or  effective  from  a  practi- 

cal standpoint. 

The  TungstoHer  System  of  Illumination 
embodies  the  use  of  scientific  fixtures,  reflectors  and  lamps  that  cause  absolutely  correct 
diffusion  of  the  light  into  places  where  light  is  wanted.  In  a  nutshell,  it  increases  the 
useful  light.  We  are  often  able  to  increase  the  useful  light  100  per  cent,  while  at  the  same 
time  effecting  considerable  of  a  reduction  in  the  light  bill. 

As  a  progressive  merchant,  intensely  interested  in  making  your  store  more  effective  as  a  place  of  business  and  in  preventing 
the   waste   of    expensive    light,    we    invite    your    inquiry   for   the    full    details    of   the    TungstoHer    System  of  Illumination 

The  TungstoHer  Co.,  of  Canada,  Ltd. 
96  King  Street  West 

Send  us  dimensions  and  description  of  your  store 

Toronto,  Ontario 
No  charne  made  for  LiKhtine  Recommendations 

It  pays  to  look  prosperous ! 
All   else    being  equal,    people   will  always  stop  and  trade  at  attractive   looking,   up-to-date  stores,  and  nothing 

helps  so  much  to  make  your  store  the 
magnet  that  draws  trade,  as  the  use  of 

CLATWORTHY 
DISPLAY  FIXTURES. 

Oup  store  fixtures  are  the  result  of 

many  years'  experience,  study  and 
experimenting  in  the  making  of  stands, 
etc.,  that  will  show  your  goods  to  the 
very  best  advantage.  Make  the  first 
move  towards  making  your  store  a  live, 

up-to-date  selling  machine  by  sending 
to-day   for  our  comprehensive  catalogue. 

Call,    if  possible,    and  see  for  yourselj. 

No.  348— Extension  Fichu 
Stand 

Clatworthy   C^  Son 
Limited 

161    King    Street    West 

TORONTO 

Please  mention  The  Review  tg    Advertisers  end  Their  Travelers. 
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Dresi  Goods  Window  by  Warren  Andrews  for  the  Anderson  Co.,  St.  Thomas.  Drapes  in  background  were  of  new 
spring  shades  of  broadcloth,  those  in  the  foreground  of  silk  work  henriettas.  Background  of  olive  green  [brocaded 
satin  stretched  over  frame  and  paneled  with  narrow  gold  braid  and  heavy  cream  insertions.  Flowers,  laces,  silks, 
trimmings  and  piece  goods  were  used  as  well.    This  window  made  sales  for  the  Dress  Goods  Department. 

Lavender  ribbons  were  run  thraua'.i  tlic  beading's  and 
the  trimming  bows  were  of  the  same  color.  Purple  iris 
flowers  decorated  the  window  corners  and  were  placed  in 
a  handsome  vase  on  a  pedestal,  but  any  kind  of  purple  or 

lavender  flower  could  be  used.  Wistaria  would  be  appro- 
priate ar.d  clematis  would  be  quite  new. 

Cost  of  Maintenance. 

When  the  great  advertising  value  of  window  .^pace  is 
considered.,  it  is  astonishing  to  find  so  many  merchants, 

who  are  shrewd  business  men  in  other  I'espects,  so  care- 
less as  to  the  effect  of  their  displays.  In  stores  of  this 

class  some  clerk  is  as  a  rule  detailed  to  do  the  trimming. 

and  besides  this  dutj-,  has  his  work  behind  tbe  counter  as 
well  and  is  judged  more  by  his  takings  than  by  his  other 

efforts.  Naturalh'  he  gives  most  a.ttentioii  In  the  work 
that  best  advances  his  interests.  The  cost  of  maintaining' 
the  window  exhibit  should  be  figured  out.  and  should  be 
placed  as  a  charge  against  the  wage  account  just  a.s  is 

any  other  salesman.  The  clerk's  time  sp?nt  in  dressing 
windows,  tbe  cnst  of  fixtures,  working  tools  and  decorativo 

material  should  all  be  figured  in  a.nd  charged  for.  Then 
the  question  should  be  asked,  does  the  window  pay?  Does 

it  sell  enough  goods  to  cover  these  expenses?  If  the  mer- 
flinnt  decides  that  the  window  does  not  pay  its  way  it  is 

up  to  him  to  find  the  reason  why  it  does  not  and  to  re- 
move the  cause. 

As  a  rule  it  may  be  set  down  that  slovenly  work  and 
the  use  of  a.ntiquated  trimming  methods  are  at  the  root 
of  things  when  the  windows  do  not  do  their  work.  Poorly 
dressed  windows  are  the  direct  fault  of  the  management. 
If  the  trimmer  is  not  up  to  his  work  somebody  competent 

should  be  secured.  Often  it  is  found  that  by  a  little  ques- 
tioning, some  young  clerk  has  ambitions  in  that  direction 

and  it  will  pay  to  give  him  a  chance.  If  he  does  make 

good  encourage  him,  show  him  the  pages  devoted  to  win- 
dow trimming  in  The  Review  a,nd  get  him  one  of  the  many 

published  works  on  window  trimming.  It  is  for  this  very 
purpose  that  The  Review  maintains  this  department.  The 

photos  of  other  trimmers'  work  throughout  the  Dominion 
will  be  his  for  comparison  and  by  them  he  can  gauge  his 

work  and  bring  it  up  to  standard.  Poor  window.s'  not  only 
(In  ii'ul  attract  but  Ihey  positively  repel  trade. 

Dijaty  window  display  by  VV.  VV.  Wilkinson  &  Co.,  Gilt.     Thesi  windows  are   changed  once  or  twice  a  week  and  sell   a  lot  pf  good.s 
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This  is  a  question  every  merchant  ought  to  seriousJy 

consider,  and  it  is  one  tliat  he  should  ask  himself  from 

time  to  time,  for  it  is  certain  tha.t  in  his  windows  he  has 

the  best  of  advertising  assets.  Not  even  the  most  effec- 
tively prepared  newspaper  advertising  can  compete  with 

the  results  obtained   from   beautifully    trimmed    windows. 

Wash  goods  window  by  Alex.  J.  Murray  for  John  McLeod,  Sudbury. 

This  is  a  very  good  attempt  at  draping  for  a  small  window, 

the  frontage  being  eight  feet  and  depth  five  feet. 

CASH^ 
PARCEL CARRIERS 

SAVE  TIME  &  MONEY 

OUR  GUARANTEE 

We  will  iiistal  a  System  of  Gipe  Carriers 
in  your  store;  yuu  use  them  TEN 
DAYS,  and  if  you  <lo  not  tiitd  that 
th<>v  give  you  KETTKR.ind  QUICKER 
SERVITE  than  any  other  WIRE 
CARRlEli.  P.NEIIMATIC  TUBE.S, 
CARLE  CARRIERS  or  CASH  REG- 

ISTERS, we  will  remove  them  at  our 

  CATALOG  FREE 
THE    GIPE  CARRIER   COMPANY 
99    ONTARIO   STREET  TORONTO,  ONT 

(     CV/tOPCAN  OFflCf.llt  nOLBORNLQHDOff  EX.  INC. 

Wood  painting  appeals  to  the  imagination,  but  in  his  win- 
dow the  merchant  shows  the  actual  goods,  gives  the  pass- 
ing throng  an  exact  knowledge  of  the  beautiful  cloths, 

the  stylish  gowns  and  smart  hats  he  is  selling,  and  actually 

shows  them'  the  wonderful  bargains  he  has  within,  and 
seeing  is  believing. 

* 
The  wide  flouncing  s^o  popular  at  present  is  adaptable 

for  man\'  uses,  and  is  extremely  smart  made  into  separate 
blouses  or  underwear.  The  suggestion  for  such  a  use  of 

th  '  floi'iu'iiig  was  admirably  shown  at  the  Hens-Kelly 
^lore,  Buffalo,  N.Y.,  by  being  draped  on  waist  figures 

i-lnnvi.no  ihe  effective  side  fastening  as  well  as  the  lace  of 

iiii'she.l  edges  of  the  flounce  meeting  in  the  centre.  These 

dif-pltiy  figures  were  placed  at  intervals  in  the  embroidery 
and  white  goods  department  and  created  keen  interest 
among  the  customers. 

WINDOW  DRESSING  AND  DISPLAY 

WRITE  FOR  OUR  NEW  CATA- 

LOGUE (NO.  16)  JUST  OUT.  WE 

ILLUSTRATE  PROFUSELY  OUR 

NEW  IDEAS  FOR  SHOWING 

MERCHANDISE    IN     GENERAL. 

J.    R.    PALMENBERG'S    SONS E.I.  1852 

710  Broadway,  New  York. 

Factory— 87,  89  and  91  West  3rd  Street,  New  York 

30  Kingston  St.,     1 10  Bedford  St.  Nos.  10  and  12  Hopkins  Place 
Boston  Baltimore 

One  of  our  Specialties 
Show    Case  as  Illustrated  Above 

at  $7.00  per  Lineal  Foot 

The  Test  of  Time! 
Any  show  case  can  be  made  to  appear  beauti- 
ful and  graceful  to  look  at,  BUT- as  time  goes 

on,  it  is  only  the  genuinely  made  case  that  retains 
its  original  beauty  and  finish.     Our 

SHOW  CASES  and  SILENT  SALESMEN 
Shelving  and  Notion  Cases 

are  honestly  made  of  best  materials  by  experts. 
They  will  increase  your  sales  by  displaying  your 
goods  to  best  advantage. 

Send  for  Illustrated  Catalogue 

THE  CANADIAN  SHOW  CASE  CO. 
333  Adelaide  St.  W.  TORONTO 
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COTTON   VELVETS 
The  fast-dyed  and  beautiful  velveteens  of  to-day 

take  precedence,  for  richness,  lustre,  draping  quali- 

ties  and  utility,    over   the   silk    article.  j^       J^ 

FOR  COSTUME 

PURPOSES  USE 

NONE  BUT 

FAST-DYED 

VELVETEENS. 

THE  outstanding  feature  in  the  velve- 
teen situation  at  the  present  is  the 

keen  interest  which  Paris  has  shown  in 
the  material. 
The  material  has  been  very  largely  re- 

presented among  the  model  gowns  of  all 
the  leading  Parisian  houses,  and  other 
Continental  fashion  centres  have  shown 
almost  as  keen  an  interest  in  velvet  and 
velveteen.  Even  less  than  a  dozen  years 
ago  Paris  couturiers  confined  themselves 
to  silk  velvets  for  their  pile  garments, 
but  to-day  they  are  not  only  largely  em- 

ploying cotton  velvets  but  are  actually 
giving  them  the  preference  for  very  many 
purposes.  This  change  of  policy  is  not 
due  to  any  whim  on  the  part  of  the  Rue 
de  la  Paix,  but  is  entirely  due  to  the  re- 

volution which  has  taken  place  in  the 
manufacture  of  cotton  velvets  during  the 
last  decade  or  so. 
The  draping  qualities  of  cotton  velvets 

certainly  surpass  those  of  the  silk  ar- 
ticle, and  are  altogether  of  a  superior 

order  to  what  was  possible  with  the  cot- 
ton material  a  very  few  years  ago.  For 

long  what  stood  in  the  way  of  the  em- 
ployment of  the  velveteen  for  the  best 

class  of  gown  was  a  degree  of  looseness 
of  the  dye,  and  since  this  problem  was 
solved  by  Messrs.  J.  and  J.  M.  Worrall, 
Ltd..  about  three  or  four  years  ago,  the 
favor  extended  to  velveteen  has  wonder- 

fully increased."— The  Drapers'  Record. 

BUT  IF  YOU  WANT 

FAST-DYED  GOODS 

IT  IS  ESSENTIAL 

TO  ASK  FOR 

"WORRALL'S 

FAST  DYES." 

■>!» 

DYED   AND   FINISHED  BY 

y  &  J.  M.  WORRALL,  Lm 
MANCHESTER ENGLAND, 

THE  PREMIER  VELVETEEN  DYERS   OF  THE   WORLD. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Promising   Outlook  for   Fall   and   Summer   Silk   Business 
City  Trade  Going  in  Strongly  for  Foulards  —  Shantung  in  Natural  Shades  a 

Leader  —  Oriental  Effects  and  Brocaded  Patterns  in  Favor  —  Light  Weight 

Taffetas  Taken  by  Cutting-up  Trade  —  Heavy  Stocks  in  Woolen  Dress  Goods. 

THK  OU'DLOOK  for  silks  both  lor  Summer  and  lor Fall  selling  is  very  promising.  Fabrics  of  sillc, 
silli  and  wool  and  of  silk  and  cotton  are  in  ex- 

cellent request.  In  Shantungs  the  natural  silk  in 
natural  shades  have  been  the  best  sellers,  but  there  has 
been  a  good  business  done  in  fancy  makes,  though  the 
mixture  of  silk  and  cotton  and  silk  and  linen  have  cut 
into  the  sale  of  the  silk  weaves. 

The  city  trade  is  certainly  going  in  strongly  for  foul- 
ards. They  are  not  only  selling  for  dresses,  but  are  being 

used  for  trimming  and  lining  purposes.  Blue  and  white, 
and  black  and  white,  and  white  and  black  are  the  greater 

favorites,  but  green  and  white,  nattier  and  white  and  al- 
so rose  and  white,  as  well  as  the  golden  tans  are  all  sell- 

ing. _' ; 
Oriental-printed  foulards  are  being  generally  used,  and 

are  increasing  in  favor  for  millinery  purposes  and  for 
trimmings  and  foundations. 

Many  of  the  foulards  show  a  brocaded  pattern  as  well 
as  the  printed  one.  Houses  that  have  foulards  in  stock, 
so  as  to  make  deliveries  at  once,  are  doing  good  business. 

The  cutting-up  trade  are  giving  a  large  representation 

10  light-weight  taffetas,  messalines,  and  for  counter  ' sell- 
ing, soft  satins  will  be  wanted  for  foundation  purposes. 

Voiles,  crepes,  chiffon,  etc.,  are  expected  to  sell  to  be 
made  up  over  a  foundation.  j  i 

Weather  Uufavorable  to  Good  Business. 

Stocks  are  heavy  in  woolen  dress  goods,  and  travelers 
out  for  Fall  are  finding  orders  difficult  to  obtain.  March 
was  an  unusually  warm  month  and  the  weather  turned 
the  attention  of  customers  to  lighter  fabrics.  The  cold 
weather  of  the  last  few  weeks  has  not  helped  matters  in 
this  department. 

Novelty  Colors. 

Blues — King's  Blue,  Cobalt,  Indigo,  Marine,  Tur- 
quoise and  China. 

Greens — Emerald,  Neptune,  Citronelle,  Almond  For- 
est Green,  Russian  Green. 

Greys — Mushroom,  Coachman's  Grey. 
Purples — Parfum,  Althea,  Iris,  Orchid,  Heather. 
Browns — Sand,  Chamois,  Mandarin,  Peach,  Melba, 

Old  Gold,  Bronze  d'Or,  Rust  Brown,  Copper, 
Renard,  Nut. 

Reds — Ibis,  Chantecler,  Brique,  Coral,  Rose. 

Fabrics  for  the  Fall  Season. 

1.  Zibelines,  tweeds,   Scotch-mixtures,  boucles. 
2.  Cheviots,  cheviot-diagonals,  and  fancies,  home- 

spuns. 3.  Broadcloths,    whipcords,    foule    finished   serges 
4.  Serges,  diagonals. 
5.  Crepes,  taffetas,  eolionnes. 

The  stock  carried  over  consists  largely  of  diagonals, 

tweeds,  etc — fabrics  that  are  largely  represented  in  the 
tall  sample  lines.  Merchants,  therefore,  are  advised  to 
withdraw  goods  of  this  class  from  stock,  so  that  their 
customers  will  not  become  familiar  with  them.  By  doing 
so  and  by  placing  them  on  sale  when  the  Fall  season  is 
commencing,  they  will  be  under  no  necessity  for  cutting 
price  and  will  clear  up  the  stocks  at  present  in  hand. 
No  good  purpose  can  be  served  by  continuing  to  show 

them  for  in  the  present  month  they  will  come  into  com- 
petition with  the  Summer  line,  and  to  be  plain,  even 

rigorous  price  concessions  would  hardly  be  equal  to  the 
task  of  forcing  them  out.  On  the  other  hand  they  will  be 
in  line  with  the  new  Fall  goods,  and  compared  with  new 

purchases,   their  values  will  be  excellent. 
As  the  movement  in  Fall  fabrics  has  been  so  restrict- 
ed, the  business  done  in  Fall  dress  goods  has  not  been 

very  illuminating,  and  the  situation  is  no  clearer  than 

lasL  month.  Panue  clothri  are  talked  of  for  the  hig'li-class 
trade,  and  as  satin-surfaced  fabrics  are  being  worn  in 
Paris  and  have  been  taken  up  by  the  fashionables  here  for 

dressy  wear,  they  will  doubtless  have  a  standing  in  ex- 
pensive goods.  The  rougher  weaves  cheviots,  nattes, 

Donegals,  etc.,  are  to  be  the  leaders  in   the  line. 

How  Murray's  Reduce  Dress  Goods  Stocks. 
A  plan  adopted  with  excellent  results  by  the  W.  A. 

Murray  Co.,  Toronto,  is  to  oSer  to  make  a  skirt  from  a 
certain  range  of  materials  carried  in  the  dress  depart- 

ment at  a  fixed  price.  This  ofier  is  for  a  limited  period 
of  time  and  the  skirt,  when  made,  is  decidedly  a  bargain. 
The  ofier  is  an  inducement  to  customers  to  buy  an  extra 
skirt  length  as  by  so  doing  they  can  obtain  a  bona  fide 

custom-made  skirt  for  the  price  of  a  ready-made  garment. 
The  offer,  of  course,  is  never  made  in  the  height  of 

the  season  but  is  used  to  give  an  impetus  to  business 
when  things  are  quieting  down  not  only  in  the  dress 
goods  but  also  in  the  making-up  department. 

Many  merchants  have  their  own  dressmaking  depart- 
ment and  could  easily,  arrange  such  an  offer,   while  other 
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inercliants  could  possibly  arrange  with  some  outside  linn. 
These  are,  of  course,  matters  of  detail  that  each  mer- 

chant could  fill  in.     The  idea  is  a  good  one. 

KING 

Trade  Inquiries. 

The  'Department  oL"  Trade  and  Commerce  has  the  fol- 
lowing enquiries  relating  to  Canadian  trade.  Names  of 

the  firms  making  these  inquiries  with  their  addresses  can 

be  obtained  by  those  especially  interested  in  the  respec- 

tive commodities  upon  application  to  '"The  Inquiries 

Branch,  Department  of  Trade  and  Commerce,  Ottawa,'' 
or  The  Secretary  of  the  Board  of  Trad*  at  Halifax,  Win- 

nipeg or  Vancouver.  Numbers  must  be  quoted  where 
addresses  are  requested: 

849. — A  firm  in  France  desires  to  become  general  agent 
for  a  manufacturer  of  Canadian  felt  hats,  chiefly  felt 
liu'Cn  hati!. 

859. — A  West-of-England  firm  of  wholesale  and  export 
clothiers  wish  to  appoint  agents  in  Canada. 

872. — A  London  firm,  specializing  in  the  manufacture 
of  all  kinds  of  boots  and  shoes  of  patterns  suitable  for  the 
Canadian  market  are  desirous  of  appointing  a  sole  agent 
for  the  Dominion. 

876. — A  German  firm  manufacturing  hosiery  under- 
wear, both  woolen  and  cotton,  are  prepared  to  appoint 

suitable  Canadian  resident  agents. 

865. — A  London  firm  wish  to  appoint  agents  in  Canada 
for  the  sale  of  English  chamois  leather  and  cloth  brushes. 

763. — A  South  African  commission  merchant  desires  to 
be  placed  in  touch  with  Canadian  shippers  of  canvas  and 
duck.    Ocean  freight  rates  to  Durban. 

766.  768. — Two  South  African  firms  of  shop  from 
fitters,  etc.,  desire  to  be  placed  in  touch  with  Canadian 

exporters  of  office  fittings.  Ocean  freight  rates  to  Dur- 

ban and  Delagoa  Ba}'. 
765,  767,  769. — Three  South  African  firms  of  .shop 

front  fitters,  etc.,  desire  to  be  placed  in  touch  with  Can- 
adian exporters  of  S'how  cases;  these  must  be  artistic  with 

light  appearance  and  absolutely  dust  proof.  Ocean  freight 
rates  to  Durban  and  Delagoa  Bay. 

770. — 'A  South  African  firm  of  shop  fitters,  etc.,  desire 
to  be  placed  in  touch  with  Canadian  exporters  of  office 
fittings.     Ocean  freight  rates  to  Durban  and  Delagoa  Bay. 

887. — A  Leicester  firm  manufacturing  for  export  walk- 
ing boots  and  shoes,  wish  to  hear  from  parties  in  Canada 

open  to  assist  them  in  securing  a  market  for  their  goods. 

889. — A  Lancashire  dry  goods  firm  desires  to  appoint 
agents  in  Canada  for  the  sale  of  woven  colored  goods. 

893. — A  Northampton  firm  manufacturing  gents' 
medium  grade  welted  shoes  wish  to  get  into  touch  with 
Canadian  firms  wiling  to  handl*  their  goods. 

^9Q. — A  Lancashire  manufacturer  of  ladies'  girls',  and 

bo}^'  hiats,  in  plain,  fancy  and  beaver  felt,  is  prepared  to 
appoint  resident  agents  for  the  sale  of  their  goods  in 
Canada. 

Dress  Trimmings. 
Braids  are  again  indicated  for  Fall,  not  only  the  nar- 

row soutaches  and  satin  braids  but  the  wide  wood  silk 

braids  as  well.  Hand  embroidery  in  Persian  efTects  work- 
ed in  floss,  is  another  trimming  effect  that  is  coming  into 

very  general  use.  Fringes  are  indicated  also,  and  in  com- 
bination with  them  are  seen  pleatings,  quillings  and  puf- 

fed bands.  Silk  ruchings  and  pleatings  are  talked  oi  and 
it  is  altogether  likely  that  trimmings  of  this  class  by  the 
yard  will  make  their  appearance. 

The  Live  Dry-Goods  Man 
who  aims  to  get  the  best  Silks 
obtainable  at  the  best  prices 
buys  from  the  Silk  Specialist. 

We  specialize  on  Silks  of 
every  kind,  and  handle  nothing 
else.  We  maintain  offices  and 
warehouses  in  all  the  chief 
centres  of  production,  and  we 
give  retailers  the  advantage  of 
the  facilities  we  enjoy. 

Hot  Weather  Specials 
Plain  Tussor  Silks  Serge  Tussor  Silks 

Ottoman  Corded  Tussors 

Retail  75c,  $1.00,  $1.25  per  yard 

Our  range  in  every  kind  of 
Silk  Material  is  extremely  wide 
and  varied,  and  we  can  offer 
better  values  and  service  tnan 
can  be  obtained  elsewhere. 

Get  samples  and  prices  and 

give  us  a  trial. 

Yokohama 

Che!oo 

Lyons 

A.S.King 

Co.,  Ltd. 

24 

Wellington 

St.  MV. 

TORONTO 

The  old 
Ishikawa 

Premises 

New  York 

Zurich 
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Mount  Royal 
Get    Your    Or  d  er  s 

Booked    Early 
for 

LA  TOSCA   TWILL 

The  best  10c.  line  of 

Wrapperette  in  the  market 

Superior  Finish  —         Fast  Colors        —        New  Patterns 

The  Mount  Royal  Spinning  Company 
Limited 

Selling  Agents : 

The  D.  MORRICE  COMPANY,  Limited,  ::         Montreal,  Toronto,  Winnipeg 

Fiease  mention  The  Review  w  .  idvertuen  and  1  hetr  i  rnvt'ttn. 
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A  DUCK        AA  DUCK 

Duplex  Suitings 

The  ideal 

wash  goods  materials 

for  summer  selling. 

Keep  your  stocks  well  assorted 

Ask  your  wholesaler. 

mmm 
,S)LT& 

''There's  more  profit  in  Canadian  printed  goods!' 

Please  mention  The  Reviezu  to  Advertisers  and  Their  Travelers. 
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Manufactured 

BY RYLANDS  &  SONS  Limited 

NEW   DESIGNS 

CONSTANTLY   ADDED. MANCHESTER,  ENGLAND WRITE    FOR    PATTERNS 
AND    PRICES. 
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fli NEW    DESIGNS 

CONSTANTLY    ADDED. MANCHESTER,  England WRITE    FOR    PATTERNS 
AND    PRICES. 



Staple  Cotton    Demand   Gives  Impetus   to   the    Industry 
Relief  From  High  Values  Depends  Upon  Increase  of  Crop  Area  —  Fashion 

Favoring  Sheer  Open  Weaves  —  Printed  Effects  on  Poplin  Grounds 

—  Carolina  Mills  Importing  Indian  Cotton  to  Experiment — Mourning  Material. 

THE  increasing  demand  for  staple  cotton  is  caus- 
ing- a  large  number  of  new  looms  to  make  their 

appearance.  But  the  situation  is  somewhat 
strained  owing  to  the  limitations  of  the  supply. 

English  manufacturers  are  trying  very  hard  to  cover 
their  requirements.  High  values  are  already  set  upon 
long  staple  cottons,  and  no  relief  is  in  sight  until  the 

Egyptian  crop  is  increased  or  until  the  American  plant- 
ers sow  more  of  the  long  staple  seed. 
It  has  been  noticed  for  some  time  past  that  fashion 

was  favoring  sheer  open  weaves.  Two  months  ago 
sellers  could  not  induce  mills  generally  to  take  up  the 
new  fabrics,  but  some  samples  are  now  being  shown,  and 
it  is  believed  that  this  development  will  be  fruitful  of 
large  results  at  the  counters  next  Spring. 

The  trend  away  from  solid  colors  is  still  noted.  Some 
new  printed  effects  are  being  shown  on  goods  of  poplin 

g-round  and  some  very  pretty  satin  stripe  fabrics  printed 
with  small  figures  make  effective  dress  cloths.  It  is  not 

thought  that  all-piece  dyed  goods  will  go  in  a  hurry. 
The  development  in  combed  yarn  mercerized  fabrics  has 

tended  more  towards  solid  colors  in  the  past  than  to- 
wards printed  designs  largely  because  of  the  limited 

facilities  of  finishers.  The  latter  are  now  prepared  to 
turn  out  many  new  effects,  and  the  samples  shown  are 
interesting  sellers  a  good  deal. 

+ 

Importing  Indian  Cotton. 
One  extraordinary  result  of  the  scarcity  in  cotton 

has  been  that  some  of  the  cotton  mills  in  the  States 
are  importing  Indian  cotton  and  working  it  up  with  the 

home  grown  article — another  instance  of  how  the  exigen- 
cies of  modern  times  causes  coal  to  be  taken  to  New- 

castle. According  to  the  report  of  the  British  council 
at  Charleston  several  hundred  bales  of  Indian  cotton 

have  been  imported  by  Carolina  cotton  mills — the  first 
time  in  history  that  such  a  thing  has  been  done.  Indian 

cotton  is  of  a  somewhat  shorter  staple. than  the  domes- 
tic grown  upland  cotton,  but  it  is  said  to  be  equally 

white  and  smooth.  The  Carolina  mill  owners  are  going 
to  experiment  with  this  Indian  cotton,  and  if  it  proves 

satisfactory,  as  they  seem  confident  that  it  will,  and  pre- 
sent high  prices  for  domestic  cotton  continues,  it  is  be- 

lieved larger  orders  for  the  Indian  article  will  soon  be 

placed. 
The  fact  that  the  cotton  has  been  brought  from 

India  into  the  very  home  of  short  staple  cotton  has 
excited  comment  ,and  interest  in  cotton  manufacturing 
circles,  as  it  opens  a  field  for  speculation  as  to  the  effect 
such  importations  are  likely  to  have  upon  the  cotton 
growing  industry  in  all  countries. 

The  questions  naturally  arising  are,  whether  it  will 
further  stimulate  the  production  of  Indian  cotton  and 
to  what  extent,  and  also  whether  it  will  increase  present 
efforts  to  find  other  cottoo  growing  areas  elsewhere.  The 
solution  of  the  problem  will,  perhaps,  depend  largely 
upon  whether  present  high  values  for  short  staple  cotton 
are  likely  to  be  maintained  or  not  for  the  future.  At 
least  so  far  as  Indian  imports  of  any  considerable 
amount  are  concerned.  Another  somewhat  unique  fea- 
tdre  affecting  the  world's  cotton  trade,  resulting  from 
the   high   prices   of   short    staple    cotton,    is   the     report 

that  the  Sea  Islands  are  about  to  enter  extensively  on 
the  cultivation  of  short  cotton  in  place  of  the  long  silky 
Sea  Island  staple  heretofore  grown.  Cotton  growers,  it 
is  stated,  have  decided  to  adopt  this  course,  owing  to 
the  excellent  prices,  and  good  demand  for  short  cotton, 
and  the  further  fact  that  for  a  number  of  years  the  Sea 
Island  market  has  been  discouraging  both  on  acxiount  of 
low  prices  and  slowness  of  sales. 

Is  New  Price  Level  Necessary  ? 

In  addressing  the  American  Cotton  Manufacturers' 
Association  at  Charlotte,  President  Parker,  in  referring 
to  the  cotton  situation  as  it  reflected  on  them  said  that 
the  unfortunate  results  of  the  past  year  were  due  to 
themselves.  Throughout  last  Summer  and  the  early 
Fall,  manufacturers  as  a  whole  resisted  the  advance  of 

the  raw  material,  which  was  consequent  upon  the  short- 
age of  supply.  They  were  apparently  slow  to  appreciate 

how  short,  indeed,  was  the  supply,  and  were  much  be- 
hind in  this  appreciation  than  the  speculative  element 

which  foresaw  conditions  much  better  than  they  did. 
Their  own  distrust  in  prices  of  the  raw  material,  their 
own  disbelief  in  the  justification  and  permanency  of 
those  prices,  were  necessarily  communicated  to  buyers  of 

goods,  and  this  distrust  on  the  part  of  buyers  was  in- 
creased when,  during  the  Pall  and  Winter,  there  were 

violent  reactions  in  price.  There  must  now,  therefore, 
be  recognition  on  their  part  that  a  new  price  level  in 

cotton  was  both  proper  and  necessary  and  that  there- 
fore they  must  bend  their  energies,  not  in  the  effort  to 

reduce  this  price  level,  but  in  the  effort  to  convince 

buyers  of  its  necessity  and  propriety  and  of  the  necessity 
therefore  of  a  consequent  rise  in  the  price  of  manufac- 

turing products. 

There  was  no  reasoji  to-day  for  them  to  believe 
that  they  were  to  see,  at  least,  in  the  comong  year,  if 
natural  laws  are  to  prevail,  any  serious  reduction  in  the 
price  of  raw  material.  The  mills  of  the  Fall  would-  be 

denuded  of  their  reserve  stock.  A  bumper  crop  is  neces- 
sary next  year  to  supply  the  actual  demand,  and  to  re- 

establish that  reserve  which  is  necessary  for  their  com- 
fort and  well  being.  In  view  of  the  constant  increase  in 

the  uses  of  cotton  for  manufacturing  purposes,  it  is 
certain  that  the  price  prevailing  throughout  another 
year  will  be  much  above  that  price  which  was  hitherto 
considered  as  normal.  Essentially, therefore,  should  their 
efforts  as  manufacturers  be  directed  to  an  increase  in 
the  price  of  their  product. 

Demand  for  Mourning  Material. 
The  demand  for  mourning  decorative  material  was 

generally  felt.  Stocks  of  many  wholesalers  were  cleaned 
out,  and  rush  calls  were  made  upon  the  manufacturers. 
One  or  two  instances  are  reported  where  the  demand 
could  not  be  met,  but  on  the  whole,  for  an  unexpected 
call,  supplies  held  out  in  good  shape.  It  says  something 
for  the  condition  of  the  Canadian  market  that  the  situa- 

tion was  met  in  the  ready  way  it  was.  As  one  Cana- 

dian merchant  said  ;  "Even  when  Queen  Victoria  died, 
and  we  had  time  to  prepare  for  the  demand,  there  was 
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more  difiiculty  in  meeting  tho  call  than  now."  A  good 
proof  this  of  the  development  in  the  dry  goods  trade 
of   the   Dominion 

•*• 
Linen  Mills  Busy. 

An  important  fact  is  that  one  of  the  Belfast  manu- 
racturers  cabled  a  few  days  ago  that  all  of  his  linen 

looms  wei'e  under  contract  for  seven  months  to  come, 
but  that  some  additional  business  on  unions  could  be 

accepted.  The  sold-up  condition  of  the  Irish  factories  is 
due  to  a  steady  home  demand,  and  the  call  from  Canada 
and  Australia.  Advance  orders  from  the  United  States 
were  also  of  large  proportions. 

Manufacturers  in  the  United  States  have  been  so 

pressed  that  the  ultimatum  has  been  given  out  to  var- 
ious agents  that  no  additional  orders  on  linens  for  de- 

livery earlier  than  January  can  be  given  consideration. 
This  should  be  noted  by  the  Canadian  market. 

As  showing  the  trend  of  trade,  mill  agents  in  the 
States  have  been  compelled  to  turn  down  large  orders 
on  damasks  and  napkins,  because  of  their  inability  to 
make  deliveries  in  time.  The  congestion  at  mill  centres 

is  making  itself  manifest  in  several  ways  to  tne  discom- 
fiture of  sellers.  Probably  the  most  irritating  comes  in 

the  shape  of  the  cancellations  of  goods  which  have  been 
overdue  a  long  time.  The  fact  that  the  merchandise 
cancelled  was  procured  at  the  low  prices  prevailing  is 
regarded  by  some  as  significant,  as  it  tends  to  show 

that  all  of  the  buyers  are  not  convinced  that  goods  can- 
not be  purchased  on  better  terms  later  in  the  season. 

However  this  view  is  not  held  by  the  best  authorities. 
The  consensus  of  opinion  generally  is  that  if  any  change 
in  values  takes  place  during  the  remainder  of  the  year, 
the  revision  will  be  in  an  upward  direction. 

According  to  advices  from  Belfast  a  satisfactory 
auiDunt  of  business  is  being  done  with  Canada  in  bleach 
ed  and  colored  linens  and  unions  for  late  delivery. 
Shrunk  ducks,  canvas,  natural  unions,  plain  and  fancy 
embroid(M-ed  handk(>rchiefs  aie  also  being  well  contracted 
for. 

Signed  Orders  Advocated. 
An  important  meeting  of  the  American  Association 

of  Woolen  and  Worsted  Manufacturers  was  held  in  New 

York.  The  great  topic  of  debate  was  the  suggestion 
that  signed  orders  should  be  obtained  from  customers 

and  mills  alike.  Something  of  this  kind  has  been  ad- 
vocated for  some  time  past  as  a  means  of  avoiding 

the  contentions  which  arise  every  season  and  the 
most  prominent  of  which  is  the  repudiation  of 
contracts  by  customers  after  the  goods  ordered 
are  in  the  process  of  manufacture.  The  discussion  was 
held  over  for  the  time  being.  It  would  be  interesting 
to  know  what  the  opinion  in  Canada  is  on  this  point. 
The  meeting  advised  the  appointment  in  each  of  the 
principal  markets  of  the  country,  of  two  men  to  be 
known  as  the  joint  committee  examiners  to  tackle  all 
disputed  claims  on  merchandise.  The  duty  of  these  men 
is  to  sit  in  judgment  whenever  the  mill  adjuster  and 
public  examiners  cannot  agree.  If  these  fail,  then  the 

matter  is  to  be  laid  before  the  woolen  and  clothing  man- 
ufacturers.   This  proposition  looks  like  going  through. 

A  dry  goods  and  department  store  is  being  erected  in 

Prince  Rupert,  B.C.,  for  the  H.  S.  Wallace  Co.,  of  Ross- 
land.  The  building  will  be  50  x  50  feet  and  for  the  pre- 

sent, one  storey  high. 

YOU  MUST  GET 

"LAMBA" {Registered  ) 

if   you    wish    to    be    handling    the 

World's  Best  Fabric 
for  Shirts,  Blouses,  Pyjamas  and  all  under- 

wear. Its  pleasing  wooly  softness,  charming 

design,  fast  colors  and  perfect  washing  and 

wearing  qualities,  all  combine  to  make  it  the 
admiration  of  countless  thousands  all  over 

the  world. 

EQUAL  TO  CEYLOH  FLANNEL  AT  FLtNHELETTE  PRICE 

The  genuine  Lamba  is  stamped  Lamba 
on  the  selvedge.  No  imitations  can  give 
you  half  the  satisfaction  in  selling  or 
your  customer  in  wearing,  therefore 

GET  A  STOCK  IN  NOW 

And  be  sure  it  is  the  genuine 

LAMBA 
Mclntyre  Son  &  Co.,  Ltd. 

J.  &  N.  Philips  Montreal,  I.  &  R.  Morley 
Manchester,  Enj. Canada. London.  Eng. 

One  Minute 
spent  in  reading  this  ad.  will  mean  many 

dollars  in  your  pocket,  Mr.  Dry  Goods 

Man — -that  is,  if  you  are  wise  and  feature 

ZiddelVs 
Zinens 

They  are  unrivalled  for  variety  of 

design,  quality  of  texture,  and  purity  of 
whiteness,  and  are  just  the  line  to  get  and 
hold  the  better-class  trade. 

Liddell's  leave  an  excellent  profit 
margin  for  the  retailer.  Investigate  this 

proposition  to-day. 

FEATURE  LIDDELL'S  LINENS 

R.  H.  COSBIE 
30  Wellington  Street  West 

TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GOOD  LININGS 

Sateen 
Linings 

are  essential  to  a  smart  gown. 

They  are   manufactured  from  high-grade  Egyptian  Cotton,  Mercerized  and 

Schreinerized,  30/3 1  inches  wide,  in  1 80  shades  and  in  the  newest  season's  colors. 

The Sateen 

is  a  popular  cloth  in  the  best  Schreiner  finish,  30  inches  wide,  in  all  colors. 

The  "Neu"  MOIRE 
a  beautiful  fabric  made  from  Egyptian  Cotton  with  a  permanent  watered 

effect,  40  inches  wide,  in  all  colorings.  Specially  suitable  for  Linings, 
Skirts,  etc. 

Samples  of  these  goods,  as  well  as  of  our  complete  range  of  Linings,  are 

in  the  hands  of  our  Canadian  representatives,  and  we  shall  be  pleased  to 

send  samples  and  quotations  by  mail. 

J.  &i  N.  PHILIPS  &L  CO. 
35  Church  Street, 
Mills— Cheadle  and  Tean. 

ma:tchester,  England 
branch -20  Cheapside,  London,  E.G. 

CANADIAN  OFFICES; 

211  Lindsay  Building,  St.  Catherine  Street  West 
MONTREAL 

611   Empire  Building,  Wellington  Street  West 
TORONTO 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 



New  York  Emphasizes  Vogue  of   Rough  Fabrics  for  Fall 
Tweeds.  Diagonals,  Homespuns,  Mannish  Effects  in  Worsteds  and  Camel's 
Hair  Mixtures  —  Hairline  Serges  in  Black  and  Navy  —  Homespuns  to  be  More 
Popular    than    Basket     Weaves,    Although    the     Latter     are     Very     Good. 

Stall    Correspondence. 

Ollice  of  The  Dry  (Joods  Keview, 
160  Broadway,  Now  York,  May  31,  1910. 

THEKE  is  e\eiy  indicatiou  that  ironi  a  fashion 
standpoint,  rough  materials  will  hold  the  most 
important  place  in  the  realm  of  dress  fabrics. 
Although  it  is  the  consensus  of  opinion  that 

ihf  most  fashionable  materials  for  this  Fall  are  to  be 

rough  fabrics,  it  is  also  thought  that  for  early  Fall 

wear,  lighter  appearing  cloths  will  be  desirable.  In  ad- 
dition to  broadcloths  and  serges,  mannish  suitings  in 

grey  and  brown,  granite,  sharkskin,  bedford  cord,  whip- 
uord  and  hairline  effects,  mostly  in  worsteids,  are  being 
given  much  consideration. 

A   large   variety   of   diagonals   are   being   offered     and 

splendid   orders   being   booked   on   this   class   of  merchan- 
dise.   These,   however,   are      principally   in   plain   weaves, 

although  the  fancy  weaves  are  of  no  little  consequence. 

Clay  Worsteds  and  Haiilme  barges. 

Hairline  serges  and  worsteds  in  black  and  navy  will 

be  used  extensively  for  Fall  suits,  although  the  two-tone 
diagonals  are  not  receiving  the  attention  it  was  at  hrst 
anticipated  they  would  enjoy,  clay  worsteds  are  also 
lookeu  upon  with  favor  and  wool  crepes  are  selling  well. 
Diagonal  weaves  in  a  wiUer  variety  of  piece  dyed  and 

yarn  dyed  effects  are  successful,  ail  of  a  light  weight 
and  hrm  weave.  Most  of  the  diagonals  shown  are  of 
narrow  and  medium  wales,  there  being  evident 

no  disposition  to  swing  to  extreme  styles.  Some 
very  ellective  numbers  are  shown  with  a  snadow  ettect 
running  through  the  weave  ;  others  have  a  basket  ettect 
while  still  others  are  changeable.  Diagonals  with  a  foule 

finish  are  popular  and  a  fancy  weave  called  a  chain  diag- 
onal has   been  highly  favored. 

Soft  foule  finished  xjiece  dyed  serges  are  looked  upon 
with  a  great  deal  of  favor  and  so  are  serges  of  the  storm 
variety  and  those  of  a  harder  hnish.  Some  of  the 
latter  take  the  form  of  very  fine  diagonal  weaves,  and 
come  in  both  piece  dyed  and  yarn  dyed  cloths.  Cheviot 
finished  serges,  which  are  of  a  liner  weave  than  any 
cheviot  before  produced,  are  among  the  novelties. 

Some  very  ijretty  corded  weaves  have  been  introduc- 
ed for  the  new  season  and  they  are  meeting  with  a  ready 

reception  in  the  trade.  Some  of  these  are  of  a  similar 
weave  to  poplin  ;  others  resemble  a  bengaline  ;  still 
others  are  of  a  more  decided  character  in  both  rounu 
and  fiat  cords. 

Rich  Autumn  Shades  in  Scotch  Effects. 

Among  the  more  important  weaves  taken  up  by  the 

high-class  trade,  are  a  number  of  Scotch  effects  showing 
combinations  of  rich  autumn  shades  in  mixed  effects. 
These  are  brought  out  in  diagonal  weaves,  besides  many 
mannish  effects  and  basket  weaves.  Others  are  shown  in 
flaked  effects  and  in  subdued  .^^triped  effects. 

There  is  a  decided  tendency  towards  a  continued  use 
of  crepe  weaves,  and  a  great  many  handsome  things  are 
shown  in  this  class  of  goods.  Many  plain  crepes  are 
already  taken  and  interest  is  being  shown  also  in  lines 
of  crepe  novelties.  Among  the  latter  are  some  very 
handsome  embroidered  effects.  The  rougher  or  crepon 
efiects  are  best  and  a  new  line  has  been  introduced  called 

frosted  crepon. 
There  is  much  confidence  being  placed  in  tweeds  for 

«oat8.    Last  Fall  indications  of     tweeds    returning    to 

favor  were  evident,  but  this  season  their  vogue  is  more 
pronounced.  The  same  combinations  of  colors  that  are 
selling  in  tweed  suitings  are  also  being  taken  in  coat- 

ings. Large  patterns,  too,  are  introduced,  such  as  wide 
herringbones,  large  checks,  and  diagonals  in  wliich  are 
interwoven  wide  stripe  effects.  Plaid  back  tweeds  are 
also  in  good  demand  for  automobile  coats. 

Most  popular  among  the  line«  of  woolen  suitings  are 
tweed  cfiects,  which  differ  only  from  coatings  with  regard 
to  weight.  Small  patterns  are  in  vogue,  the  colors  be- 

ing combinations  of  grey  and  brown,  green  and  brown, 
black  and  white  and  brown  and  tan.  Large  black  and 
white  plaids  are  being  taken  in  woolen  goods. 

Homespuns  including  boucle  effects,  are  to  be  more 

popularly  used  than  basket  weaves,  because  of  the  dtfi- 

culty  of  making  up  the  basket  weaves.  jN'evertheless, 
basket  weaves  are  good. 

Grey,  Brown,  Green. 

Fancy  effects  are  the  dominating  feature  in  coatings 
this  season,  in  the  mixed  coatings  the  orders  so  far 
placed  show  the  tendency  towards  grey,  brown  and 
greens  in  the  order  named.  The  greys  are  sometimes 

so  dark  that  they  are  almost  black,  others  again  are  de- 
cidedly black  and  white  in  effect.  The  browns  are  most- 

ly in  medium  tones.  Brown  will  certainly  be  a  good 
winter  color. 

For  dressy  coats  and  suits  there  are  splendid  colors 
to  be  found  in  zibeline,  vicuna  zibeline,  wool  diagonal, 
coating  cloth,  and  in  wool  coating  with  a  mohair  stripe. 
Short  nap  zibeline  is  considered  a  good  investment  from 
both  the  standpoint  of  style  and  safety. 

Suit  houses  generally  express  confidence  in  broad- 
cloths and  they  have  shown  no  hesitancy  in  placing  fair 

sized  orders  on  them.  Serge,  too,  claims  the  right  to 
be  classed  as  a  staple  fabric  and  it  is  in  good  request 
tor  Fall. 

Paris  accentuated  the  vogue  of  velvets  during  the 
past  winter,  and  the  great  novelty  which  succeeded  in 
interesting  fashionables  was  a  broche  velvet  that  was 
nearly  as  soft  and  supple  as  liberty  or  messaiine  satin. 

For  outer  garments  the  influence  of  brocne  velvets 
will  be  felt  in  the  more  general  demand  for  silk  plushes 
suitable  for  the  construction  of  evening  coats. 

The  second  pile  fabric  which  received  the  endorsement 

of  the  Paris  model  houses  is  English  velvet,  or  velve- 
teen. Velveteens  have  been  rendered  sufficiently  pliable 

and  supple  to  answer  well  the  requirements  for  draping 
qualities,  and  for  this  reason  are  admirably  adapted  to 
the  construction  of  the  costume  and  evening  wrap. 
Corded  velveteens  are  very  well  thought  of  and  will  be 
used  for   tailored  suits. 

What  the  Colors  in  Fabrics  will  Be. 

The  blue  series  has  easily  the  lead  with  navy,  royal, 

peacock,  Danish  cornflower  and  raven's  wing  coming  in 
order  named.  Brown  will  come  in  second  and  it  ranges 
from  the  darkest  to  the  very  lightest  in  seal,  tobacco, 

wood  and  chamois.  Greens  will  follow  and  most  repre- 
sentation will  be  accorded  myrtle  and  olive.  Greys  will 

be  strong,  showing  such  shades  aS'  slate,  silver,  platinum 
and  nickel.  Reds  and  purples  in  tones  of  burgundy, 
huckleberry,  concord,  elderberry  and  limousine  will  be 
next  in  favor.    Black  of  course  will  he/  good. 



How  Much  Should  Small  Retailer    Spend  in  Advertising  ? 
Many  Stores  do  Not  Spend  More  than  One  Per  Cent,  for  Publicity  Work 

—  Many  Ideas  Which  Can  be  Profitably  Promoted  at  Cost  of  From  3  to  5 

p.c.  of  Total  Sales— Advertising  Must  be  Well  Done— No  Other  Kind  Will  Pay. 

1'^HE  TF8T  of  an  advertisement  in  the  retail  field is  the  amount  of  business  it  brings  as  compared 
with  the  amount    done    on  the  same  day  of  the 

previous     year.     A       good     retail     advertisement 
should  not  cost  more   than  7  per  cent,   of   the  total   sales 
of  that  day. 

The  small  advertiser  does  not,  as  a  rule,  spend  any- 
thing like  7  per  cent,  for  advertising  purposes.  Indeed, 

only  too  often  he  does  not  know  how  much  he  really  does 

spend.  If  he  secures  a  large  volume  of  business  through 
advertising  he  is  satisfied,  not  always  remembering  that 
the  cost  of  the  publicity  might  foot  up  to  10  or  12  per 

cent  ,  an  unprofitable  figure,  says  a  recent  issue  of  The 

Saturday  Evening  Post.  On  the  whole  the  amount  of 

money  devoted  to  advertising  in  small  towns  and  cities, 

especially  throughout  the  West  and  up  in  Canada,  is  too 
small.  Many  stores  do  not  spend  more  than  1  per  cent, 
for  publicity  work.  One  house  in  a  town  of  6,000  doing 

a  business  of  about  $50,000  annually,  holds  its  advertis- 

ing expenditure  down  to  $700.  An  appropriation  of  $1,- 
000  or  $1,200  should  not  under  normal  conditions  be  ex- 

cessive for  a  town  ot  fi,000.  True,  an  unchanging  popula- 
tion of  from  6,000  to  10,000  cannot  profitably  be  worked 

too  aggressively,  yet  there  are  many  legitimate  promo- 
tion ideas  which  the  public  in  small  towns  take  to  kindly 

and  they  can  be  put  into  execution  at  a  cost  of  not  more 
than  .3  to  3  per  cent,  of  the    total  sales. 

Value  of  Special  Sales. 

Special  sales  are  a  strong  advertising  feature  for  the 
small  merchant.  Some  find  it  a  good  plan  to  have  their 

sales  on  fixed  days,  as  for  example,  Saturdays  or  Wed- 
nesdays. Their  customers  learn  that  on  these  days  the 

store  will  always  have  something  good  to  show.  The  ad- 
vantage of  this  plan  is  that  it  largely  does  its  own  ad- 

vertising. People  soon  begin  to  talk  about  the  sale  days, 
and  often  they  will  not  buy  until  they  have  seen  what  is 
to  be  had  on  those  days.  The  disadvantage  of  this  plan 
is  that  people  are  apt  to  defer  their  shopping  until  sale 
days,  so  that  the  store  will  be  crowded  then  and  almost 
empty  on  other  days. 

Some  merchants  have  found  that  irregular  days  for 
sales  are  better.  They  have  them  five  or  six  times  a 
month  and  find  them  extremely  profitable.  This  plan  will 

be  more  expensive  than  the  other,  because  it  will  be  ne- 
cessary to  do  considerable  advertising  before  each  sale,  in 

order  that  they  may  be  profitable.  Special  sales  on  well 
known  goods,  not  carried  regularly  in  stock,  are  often  big 
successes.  When  the  special  day  sale  is  over  the  special 
item  of  sale  is  taken  off  sale  altogether  and  held  until 
some  future  time. 

For  all  retailers  the  window  is  a  powerful  medium. 
There  is  a  retail  store  in  Chicago  that  is  said  to  spend 
S;SO,000  a  year  on  window  displays  alone.  If  it  pays  the 
largest  store  in  the  largest  city  to  put  in  time,  energy 
and  money  into  its  window  displays,  it  will  pay  the 
smallest  store  in  the  smallest  city  relatively  as  well.  In 
fact,  the  merchant  in  the  small  towns  has  an  exceptional 

chance  of  beating  the  game  by  the  use  of  his  window  dis- 
plays—he  has  so  little  competition.  In  small  towns  the 

average  merchant  neglects  this  important  feature  of  his 

business— and  simply  because  the  window  displays  are  ne- 
glected is  a  reason  why  the  live  man  should  make  the 

most  of  his  opportunity.  A  well  arranged  window  will 

b§  doubly  ponspicuous  because  of  the  fact   that  the  other 

windows  are  poor.  The  best  way  to  make  the  appeal  to 
a  wide  range  of  buyers  is  by  changing  the  window  dis- 

play often— rather  than  by  crowding  into  it  samples  of 
everything  in  stock.  The  success  of  window  displays  de- 

pends upon  how  well  they  are  made.  Brains  and  hard 
work  must  be  put  into  them. 

Of  course,  it  is  out  of  the  question  for  the  small  town 
merchant  to  devote  7  per  cent,  of  his  gross  sales  to  ad- 

vertising. The  successful  dealers  spend  in  printers'  ink 
all  the  way  from  practically  nothing  up  to  8  to  5  per 
cent  of  his  annual  sales— the  former  when  location  and 
windows  are  exceptionally  good,  the  latter  when  the 
store  is  on  a  side  street  or  the  windows  are  poor  display 
mediums,  linder  average  conditions  beginners  should 
spend  from  1  to  U  per  cent,  of  their  annual  sales  in 

newspapers,  circulars  and  other  forms  of  printers'  ink  ad- 
vertising. On  a  business  of  $1,5,000,  for  instance,  this 

gives  from  $150  to  $225  to  be  spent  in  advertising  proper. 
Perhaps  2  per  cent,   would  be  better. 

Copy  Should  be  Simple  and  Direct. 

When  well  done— and  no  other  sort  of  adverfcisiag  is 
really  advertising— printed  matter  undoubtedly  infiueuc.-s 
people  to  come  into  your  store  or  to  pass  by  your  win- 

dows where  new  values  will  have  a  chance  to  do  \our 
work.  While  in  small  towns  printers'  ink  cannot  displace 
the  use  of  leaders  as  the  foremost  form  of  advertising 
the  right  expenditure  of  a  moderate  amount  ot  money  in 
newspapers  and  circulars  not  only  makes  the  use  of  leal- 
ers  more  eflective,  but,  to  some  extent,  serves  to  dimi- 

nish the  amount  of  money  it  is  necessary  to  expend  in 
leaders.  The  advertising  copy  should  be  simple  and 
direct.  The  people  should  be  told  plainly  and  in  the  sim- 

plest manner  what  the  merchant  is  going  to  do.  A  pro- 
mise to  the  public  once  it  is  made  should  never  be  broken 

but  care  must  be  taken  in  making  promises. 

A  good  advertisement  can't  be  slapped  together  in  a 
few  moments  by  one  who  is  s'uessiiig  at  what  he  is  doing. 
The  reason  so  much  advertising  is  not  successful  is  that 
it  is  prepared  in  a  slap-dash  and  shiftless  way  by  one 
who  has  not  studied  his  subject.  As  the  advertising  is 
one  of  the  most  important  tasks  in  the  store,  the  mer- 

chant should  look  after  it  himself— and  give  it  the  time 
and  attention  it  requires.  The  president  of  a  million-dol- 

lar corporation  says  that  he  can  hire  men  to  do  his  buy- 
ing, to  look  after  the  cash  and  the  details,  but  that  he 

can  find  no  man  who  can  look  after  the  advertising  to 
his  satisfaction  and  he  considers  this  side  of  the  business 
his  most  important  work.  And  the  fact  that  he  has  suc- 

ceeded so  splendidly  justifies  the  contention. 
Having  once  determined  how  much  he  can  afford  to  in- 

vest in  advertising,  the  merchant  should  proceed  to  ap- 

portion the  sum— to  lay  out  a  schedule  as  a  working 
basis.  Let  us  assume  for  the  sake  of  illustration  that  a 

merchant  decides  to  invest  about  $225.  This  will  give 
him  approximately  $18  a  month  to  spend  in  different 
forms  of  advertising,  as  he  deems  best.  But  there  arc 
some  months  in  which  he  will  not  want  to  spend  the  en- 

tire $18.  luring  the  holiday  season  he  will  probably  want 
to  spend  more  than  $18.  His  schedule  should  run  about 
as  follows  : 

January,  $18  ;  February,  $20  ;  March,  $12  ;  April, 
$15  ;  May,  $15  ;  June,  $20  ;  July,  $15  ;  August,  $18  ; 
September,  $13  ;  October,  $12  ;  November,  $30  ;  Decem- 

ber, $40, 
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Steady    Business    in     Neckwear,     Veilings     and     Laces 

Manufacturers  Directing  Attention  to  Fall  Lines  —  Pleatings  Likely  to  Con- 
tinue Into  the  Fall  —  Less  Unobtrusive  Nets  are  the  Big  Sellers  in  Veilings 

—  Light  Laces,  Flounces  and  Bands  as  Dress  Trimmings— Hand  Embroideries. 

LAOIES'  neckwear  has  shared,  to  some  extent,
  in 

the  general  quietness  that  the  unseasonable  wea- 
ther has  produced.  Nevertheless,  a  steady  business 

has  been  done  and  there  is  no  particular  cause  for 

complaint.  Manufacturers  are  turning  their  attention  to 

the  earlj--  lines  for  Fall,  but  there  is  nothing  of  particular 

novelty,,  at  least  nothing  that  designers  are  willing  to 

give  out. 
For  present  selling  there  is  no  striking  novelty  but 

plenty  of  fresh  development  along  existing  lines.  Dutch 
collars  in  many  variations  are  shown  but  the  latest  show 
the  tendency  for  the  V  cut.  In  stiff  collar  lines,  the  open 

V  is  also  a  factor,  and  the  new  Byron  collar  is  the  lat- 
est for  summer  wear.  Byron  collars  with  the  chemisette 

attached  are  shown  in  rep  and  batiste  and  also  in  fancy 
embroidered  and  heavy  lace  collars,  also  with  the  dickey 
attachment.  Combination  sailor  collars  and  yokes  are 
another  hot  weather  novelty. 

Pleated  collars  of  net  are  showing  and  with  these  are 
shown  jabots  of  the  same.  The  pleated  Chantecler  frills 

are  shown  in  a  large  variety  of  fabrics  including  cash- 
mere printed  chiffon  and  silk.  Pleating,  it  is  predicted, 

will  continue  into  the  Fall  and  narrow  pleatings  for 

trimming  purposes  are  regarded  with  high  favor  by  neck- 
wear authorities  who  have  just  returned  from  abroad. 

The  Chantecler  frilling  by  the  yard  is  used  in  a  variety 
of  ways.  It  is  used  not  only  in  place  of  a  collar,  or 

as  a  finish  to  the  low  cut  neck,  but  it  is  used  turned  up- 
wards as  a  finish  to  the  short  sleeves  of  waists  and 

gowns  and  turned  down  as  a  finish  to  the  long  sleeve.  An- 
other method  used  when  it  is  not  becoming  as  a  collar 

is  to  place  it  under  the  coat  collar  at  the  back  and  to 
bring  it  round  and  follow  the  elongated  rovers.  These 
plpatinffs  are  developed  in  lace  edged  lawns,  nets,  etc.. 
and  cashmere  bindings  and  cashmere-tinted  laces  are  used 
to  trim    them. 

V 

Revival  of  Lace  Drape  Veils. 
Lace  drape  veils  in  both  black  and  white  are  selling 

and  as  things  look  now  promise  to  be  as  popular  as  thev 
were  a  few  vears  ago.  Tbat  this  revival  was  imminent 
has  been  indicated  before  in  the  pages  of  The  Review.  The 

veils  are  worn  not  only  over  the  brim  of  the  hat  and 
coverine  the  face  but  hang  free  and  caught  together  be- 

hind. These  veils  in  both  black  and  white  are  selline  and 
often  the  white  veil  is  worn  with  the  black  hat.  These 

loose'y-hang'ng  veils  are  very  becoming  with  the  wide 
brimmed  hats  now  worn, 

Though  there  is  a  demand  from  a  certain  class  for 

extreme  meshes  the  less  unobtrusive  nets  are  the  big  sel- 
lers. Hexagons  in  fine  and  medium  meshes  are  taking 

well,  and  the  hexagon  and  bugle  meshes  with  woven 
spots  are  in  good  demand. 

Laces  in  Flounces  and  Bands. 

Fashion  gives  the  assurance  that  light  lace  flounces 

and  bands — that  is,  such  laces  as  maline  and  Chantilly — 
are  the  right  dress  trimmings  for  the  coming  season. 
Though  the  fact  of  their  acceptance  by  the  women  who 
can  afford  to  wear  imported  gowns  has  been  demonstrated 
at  recent  horse  sliows  and  at  the  Spring  Race  meetings, 

buyers  so  far  have  placed  very  few  orders  for  laces  of 
this  class.  This  may  be  due  to  their  wish  to  see  how 
these  laces  are  regarded  in  Europe  before  committing 
themselves. 

Lace  flouncings  are  in  favor  for  overdraperies  and  the 
narrower  widths  are  used  to  trim  skirts.  These  flounces 

are  caught  in  below  the  knee  giving  a  puff  effect  to  the 
skirt  with  a  wide  ribbon  sash. 

Allovcr  laces  are  required  for  the  yokes  of  waists  and 
dresses  and  the  heavier  net  laces  embroidered  nets,  Orien- 

CtiantiUy   Hexagon,  one  of  the  new  veilings,  shown  by  Oebenbims 
(Canada)  Limited 
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tals  and  Irish  and  \cnisc  arc  all  favored.  Tlio  narrinv 

lace  rtounce,  as  a  sleeve  finish,  is  again  in  favor.  Plain 

and  fancy  nets,  plain  and  printed  chiflions  aro  all  used 
for  veiling  and  lor  drapery  eftects. 

V 

Ladies'  Gloves 
Silk  and  lisl-e  srloves  in  short  and  Joiisi'  styles  have  beiMi 

sellinsT  well  durinjr  the  present  season  willi  wrist  lengths 

in  t'he  lead.  Tans,  srreys.  blacks  and  white  are  chiefly  in 
demand.  In  Freneh  kids,  ehanipasjnes.  white  and  tans  aic 

met'tinjr  with  a  good  demand  and  there  is  (luito  a  eall  for 
black  kids  with  whit«  stitching. 

Bnyers  are  taking  no  positive  position  in  t'he  lengtli 
question,  anil  they  point  out  that  manufacturers  are  seem- 

ingly not  able  to  supply  the  information.  The  opinion  in 
some  quarters  seems  to  be  that  while  long  gloves  will 

tigure  in  tihe  selling  for  street  wear,  wrist  leugt'hs  will 
receive  the  greater  patronage,  hong  gloves  will  likely  be 

in  favor  for  evening  wear  and  in  additioiii  to  black  ami 

white,  sky.  mauve,  champagne  and  flesh  colors  aiv 

spoken  of. 
Fall  lines  in  short  gloves  include,  cape  or  dogskin  with 

mannish  seams,  one-dome    fastenings,  in    tan,  urev,   black 

Hexagon    Net,   chenille    spots,   one  of   tlie    new   veilings   shown    by 
Debenhams  (Canadj)  Limited 

and  white.  Chamois  gloves  are  s:^lling  for  H'all  a,nd  are 
fini.sihed  with  outseams  in  white  and  canary  with  une  pearl 
button  or  fastener.  There  has  been  a  good  deman.d  Wif 

line<l  gloves  in  capes  and  mochas,  stockinette,  wool  and 

fur-lined  an  tans,  greys  and  with  domes  or  strap  and 
roller  fastenings. 

Good  Ribbon  Prospect. 

The  quietness  that  has  prevailed  in  all  lines  has  afi'ect- 
ed  the  ribbon  department,  and  some  price  cutting  of 
heavy  lines,  more  particularly  in  fancy  Dresden  effects,  is 
now  in  evidence.  As  .soon  as  the  weather  improves  the 
prospects  are  excellent  for  the  ribbon  department.  The 
hat  with  ribbon  trimmings  taking  the  form  of  immense 
bows  is  very  much  worn  in  Paris,  and  it  is  not  only  the 
large  hat  that  is  ribbon  trimmed  but  the  small  toque  is 
also  decorated  with  these  large  bows.  And  no  small 

yardage  suffices,  but  5,  6  or  7  yard§  are  the  !ength§  used 

lor  the  large  looped  affairs  that  are  selling.  Paris  is 

favoring  the  bow  of  white,  ivory  or  grey  taiTeta  or  velvet 
ribbon  for  trimming  black  and  blue  straws.  Pleatings  of 

ribbon  are  also  inucli  used  on  hats,  and  for  this  purjjose 

the  colors  favored  are  King's  blue  and  l-^mpire  green,  and 
newer  still,  the  new  Oriental  printed  etTeets.  Wide  Orien- 

tal-printed ribbons  are  used  to  drape  the  crowns  of  the 
new  early  Fall  hat,  and  narrow  satin  and  corded  ribbons 

are  used  to  make  uj)  into  hand-made  roses,  etc. 

Persian  and  Oriental  patterns  are  the  leaders  of  the 

moment  and  it  is  expected  that  their  vogue  will  extend 
well  on  into  the  coming  Fall.  These  are  most  effective 

when  combined  with  plain  color  and  as  a  rule  are  used 
as  the  border  for  satin  or  Ottoman  ribbons. 

The  fact  that  the  girdle  is  indicated  strongly  for  the 

coming  Fall  ought  to  be  of  great  importance  to  the  rib- 
bon department.  When  girdles  were  worn  before  ribbons 

were  much  used  in  their  development  and  doubtless  the 

same  will  be  true  of  the  coming  season. 

Cancellation  Problem  a  Nuisance. 

One  of  the  nuisances  complained  of  by  wholesale  iin- 
j)orters  of  millinery  and  other  goods  is  the  habit  of  many 

retailers  to  refuse  goods  after  they  are  ordereed,  retniing 

part,  making  claims  for  shortages. 

Ill  the  following  letter,  a  wholesaler  discusses  some 

of  the  phases  of  the  problem  and  urges  co-operation. 

''The  habit  of  returning  goods  is  confined  largely  to 

the  retail  trade.  Wholesalers  find  it  practically  impos- 

sible, once  they  have  ordered  an  article,  to  refuse  de- 
livery. As  a  rule  manufacturers  make  goods  which  are 

up  to  sample  and  while  parcels  may  not  always  open  Tip 

satisfactorily  still  the  fact  that  the  maker  has  done  his 
best  to  fill  the  order  is  taken  into  consideration  and  if 

a  maker  has  a  good  reputation,  even  although  some  goods 

might  at  times  be  below  standard  and  be  returned  to  him, 

the  average  on  all  shipments  is  taken  into  consideration 
and  the  wholesaler,  together  with  the  larger  retailers, 

generally  accept  deliveries  without  question. 

"On  the  other  hand  there  are  a  great  many  merchants 
throughout  Canada  who  appear  to  have  an  idea  that  all 

goods  are  shipped  them  practically  on  njipioval,  and 

that  if  after  examining  them  they  find  fhey  are  not  want- 
ed they  are  quite  within  their  rights  in  returning  them 

to  the  wholesaler,  very  often  at  the  wholesaler's  expense. 
Goods  are  sometimes  returned  without  any  explanation, 

but  as  a  rule  Iheif'  is  a  reason  given. 

"Not  only  is  the  wludesaler  exjiected  to  take  goods 

back  because  the  buyer  claims  that  they  are  not  according- 
to  sample  or  were  not  (udered,  l)ut  sometimes  the  retailer 

states  that  he  has  overbought,  in  some  cases  from  an  out- 
side inn)ort  house  to  whom  he  cannot  return  goods,  and  in 

order  to  right  himself,  asks  Canadian  wholesalers  to  ac- 
cept back  their  goods,  thus  giving  the  import  house  an 

unfair  advantage  at   the  expense  of  the  Canadian  house. 

"Tn  some  markets  wholesalers  have  what  is  known 
as  a  black  list  and  merchants  who  are  in  the  habit  of 

returning  goods  are  reported  thi-oiighout  the  trade  to 
other  sii])pliers  who  are  thereby  placed  on  their  guard  and 

are  j)articular  not  to  receive  goods  back  from  such  nn 

account  without  making  it  plain  that  the  practice  has 

to  be  discontinued.  While  this  may  not  be  desirable  in 

this  market,  still  all  should  give  close  attention  to  this 

matter,  ̂ nd  co-operale  towards  a  solution  of  the  prob^ 

)eia." 
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Former   and    Present-day   Methods  in   Using  the   Journal 
It  is  More  of  a  Dumping  Ground  for  Lines  that  Cannot  be  Put  Through  Some 

Other  Book  —  Object  of  any  System  is  to  Cut  Out  Unnecessary  and  Cumber- 
some Detail  —  Some  Suggestions  for  the  Book-keeper. 

By  Howard  R.  Wellineton. 
I 

THE    MODERN    journal    is    more    of     a    dumping 
ground  for  entries  which  cannot  properly  be  put 
through  some  other  book  of  original  entry,  such 
as  the  Cash  Book,   Sales  Medium,  or  Bill  Book. 

Some  of  the  items  which  appear  in  our  journal  are  : — 
1.  Writing  of!  small  ledger  balances. 

2.  Transfer  entries,  when  an  amount  must  be  trans- 
ferred from  some  account  to  another. 

3.  Apportionment  of  general  charges,  usually  when 
closing  the  books,  or  month  by  month. 

4.  Correcting  entries  which  have  been  charged  in  er- 
ror. 

The  Journal  as  a  Day  Book  is  seldom  used  to-day,  as 
there  arc  so  many  short  duplicating  and  triplicating 
ideas  that  we  only  require  the  book  of  original  entry. 

Some  bookkeepers  use  the  cash  book  for  a  journal  as 

well,  calling  it  the  "Journal  Cash  Book"  and  this  may  be 
done  to  advantage  when  there  is  only  an  occasional  jour- 

nal entry. 

A  Long  System  for  Recording  Transactions. 

The  object  of  a  system  in  any  business  is  to  reduce 

the  amount  of  detail  work,  providing,  of  course,  the  de- 
sired records  and  statistics  can  be  obtained  by  the  short- 

er method.  Some  of  the  systems  installed  by  so-called 
systematizers  are  so  cumbersome  that  it  necessitates  a 
great  amount  of  extra  work  instead  of  reducing  it  and 

we  should  invariably  keep  in  mind  that  the  shorter  meth- 
od is  always  the  preferable  method  if  satisfactory  results 

may  be  obtained. 
In  a  large  warehouse  in  one  of  our  largest  Canadian 

cities  a  system  of  recording  sales  is  in  force  and  we  will 
give  the  different  processes  necessary  to  complete  the 
transaction,  and  also  endeavor  to  show  where  at  least 
one  step  might  be  omitted  entirely 

The  Necessary  Steps  to  Complete  the  Sale. 
1.  The  order  is  taken  on  an  order  card,  which  goes 

first  to  the  office,  presumably  to  be  o  k'd  by  the  credit 
roan. 

2.  The  shipper  then  carefully  enters  item  by  item  in 
a  Day  Book  or  Journal,  in  which  he  also  enters  the  name 

of  the  customer,  the  date  of  the  transaction,  the  quan- 
tity and  price  of  goods  sold,  in  fact  everything  necessary 

to  make  out  the  invoice  form. 

3.  The  third  step  is  to  write  his  invoice  for  cus- 
tomer from  the  Day  Book  just  referred  to— invoice  being 

sent  with  the  goods,  which  is  the  best  method. 
4.  The  name  and  number  of  parcels  are  now  entered 

in  a  delivery  book  and  customer  signs  for  receiving  the 

goods. 
5.  The  Day  Book  is  periodically  taken  to  the  ofifif-o, 

probably  every  morning,  and  the  transactions  therein 

journalized  for  posting  purposes,   as   follows  :— 
Jones,  .Smith  &  Co.,  Dr. 

To  Sales  (re  Mdse)  ac. 
(for  goods  detailed  on  page  .50  Day  Book.) 

Some  merchants  might  detail    these    goods    again   but 
it  will  be  seen  what  amount  of  needless  work  it  really  is. 

6.  The  last  step  in  the  transaction  is  to  post  the 
ledger,  and  from  this  point  forward  the  steps  in  any 
business  are  similar. 

This  may  seem  a  very  cumbersome  system  of  record- 
ing sales  transactions  but  there  is  no  doubt  that  in  most 

wholesale  and  retail  business,  where  the  matter  has  not 

been  thoroughly  worked  out,  there  is  sure  to  be  some  step 
or  possibly  more  than  one  step  which  can  be  done  away 

with  entirely  and  yet  the  results  and  the  desired  inform- 
ation are  entirely  satisfactory 

The  Shorter  Plan. 

Just  to  give  some  idea  of  the  way  in  which  the  above 

system  may  be  condensed  and  simplified  we  would  sug- 

gest the  following  : — 
1.  The  order  is  taken  on  an  order  sheet  which  an- 

swers the  purpose  of  a  book  of  original  entry,  and  if 

goods  are  delivered,  the  signature  may  appear  on  this  or- 
der. This  sheet  is  filed  away  and  full  particulars  as  to 

quantities,  prices,  date  of  delivery,  etc.,  may  be  obtained 
at  any  time. 

2.  While  even  the  posting  to  the  ledger  might  be  done 
irom  this  order  sheet,  no  saving  can  be  effected,  as  it  is 
necessary  to  have  an  invoice  for  the  customer,  and  it  is 
safer  always  to  have  a  carbon  copy  of  every  invoice  sent 
out,  for  posting  purposes. 
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No  matter  how  careful  the  copyist,  mistakes  will  oc- 
cur, and  besides  this  an  order  may  not  be  filled  complete 

and  would  not  make  a  very  clear  copy  for  posting  pur- 

poses. 
4.  Recording  sales  in  retail  stores  may  be  recorded  in 

precisely  the  same  way  described  above  by  the  use  of  the 
duplicate  and  triplicate  Cash  and  Charge  Books,  and  the 
Journal  so  far  as  a  posting  medium  is  concerned  is  not  in 
use  at  all  for  the  purpose. 

The  old  fashioned  journal  entries  such  as  :— 
"June  1st,  Jim  Jones,  Dr.,  to  cash  Cr. 

Amount  of  account  paid  to-day   in   full,"   or   June 
2,  .James  Smith  Dr.,  to  mdse  Cr. 

Amount  of  goods  sold  to-day 
10  bush,  oats  @  50c   $5.00 

are  not  used  in  our  modern  bookkeeping. 
This  is  without  doubt  the  simplest  form  of  journal 

in  use  to-day.  Every  page  is  ruled  up  exactly  as  per 
copy  and  the  entries  may  be  made  as  briefly  as  possible. 

In  the  first  entry,  J.  Smith  owes  a  small  amount 
which  is  no  good,  and  this  entry  is  made  to  balance  the 
account  on  the  books,  expense  account  being  debited  and 
.J.  Smith  credited.  An  explanation  should  be  given  after 

each  transaction,  as  no  further  record  is  kept  of  a  jour- 
nal entry  of  this  nature, 
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Fast  Selling  Neckwear  ^^^  Belt  Novelties 
You  cannot  find  anywhere  a  more  complete  stock  of  this  season's  novelties  than  ours 

Our  Novelty  Outing  Collars 
are  the  Hit 

No.  523  Jabot,  $2.25  doz. No.  251  Jabot,  $3.00  doz. 

No.  4gs  No  4go  No.  4gi 

Plain  linen,  laundered  Separate  Col-  Bonnaz  braiding,  on  fine  linen  lawn,  Beautifully    embroidered,    btaid    ef- 
lar         -          -           -           $2.25  effective    design,  separate  Col-  feet    on    finest    lawn,    separate 

Collar  and  Tie,   as  cut,    per    dozen  lar         -           -           -          $3.00  Collar         -         -         -       $2.25 
sets         -         .         -         .         $4.50  Set         -          ...         $4.50  With  Satin  Bow,  as  cut      -     $4.50 

Wash  Belts,  fine  pearl  buttons 

No.  171 1,  $3.00  doz. 

No.  1727,  $2.25  doz. 

Order  some  of  these  leaders 

Headquarters  for  Laces,  Veilings,  Nets 
FRILLING No.   g284$4.00 

No.  92»2,      2.00 
No.  9287,      3.7  S 

Sanderson  s,  Limited 
66-68  Wellington  St.  West 

Toronto 
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£a$b's  ma$b  Criimniitas 
E  WED  on   in  a 
few  moments, 

add  a  dainty  touch  to 

every  garment.    Most  effec- 
tive trimming  for  Shirtwaists, 

Children's  Wash  Dresses,  Russian 
Blouses,  Kimonos,  Dressing  Jackets, 
Collars  and  Cuffs,  Pique  Waists  and 
Skirts,  Wash  Skirts,  Corset  Covers, 
Bathing  Suits,  Etc.,  Etc. 
Made  in  a  very  large  variety  of  designs  and  colors  (guaranteed 

fast  dye),  ranging  in  width  from  three-eighths  of  an  inch  to  2i-^ 
inches,   to    suit    every  costume,  every  taste.      Obtainable  from  all 

leading  Dry  Goods  Stores.      Look  for  the  Trade-mark,  shown  below. 

CASH'S  WOVEN   NAME-TAPES 
Any  full  name  can  be    

interwoven  with   fast-     F^  
' 

color   thread    in    fine      j  ̂/^  r&CC'S'riit/C/O^S/n' 
white    cambric    tape  ;      : 

$1.25   for  6  dozen  or 

S2.00  for  12  dozen.  These  markings  more  than  save  their 

cost  by  saving  laundry  losses.  Indispensable  in  most  house- 

holds; a  great  convenience  in  every  home;  required  by 

schools  and  colleges.  They  make  a  dainty,  individual  gift, 

always  acceptable.  Orders  filled  in  a  iveek.  Show  cards 
,     and  order  books  can  be  obtained  from 

E.O.  Barette  &  Co. 
(Agents  for  J.  &  J.  Cath,  Limited) 

40  Victoria  Square.    MONTREAL 

WW 

These  wash  trim- 
mings are  stocked  in 

Montreal  and  it  will 

take,  from  the  date 

your  order  is  received, 
about  ten  days  for  de- 

livery. Only  sold  to 
the  trade,  and  any 
orders  received  from 
the  retail  consumers 
are  referred  to  the 
nearest  merchant. 

Cash's  wash  trim- 

mings are  trade  win- 
ners. Write  for  .sam- 

ples. 

Cash's    Tubular   Poplin   Neckwear We  beg  to  announce  that  in   addition  to  our  ^well-known  Cotton 
and  Silk  Tubular   Neckwear,    we    are    now   booking    orders    for 

Summer  deliveries  on  our  New  Shaped  Four-in-Hand  Poplin  Ties. 
These  goods  are  made  in  our  standard  quality  and  are  recognized 

as  the  best  loom-shaped  tubular  tie  on  the  market. 

Castl'S  Poplin  Ties  do  not  wrinkle  or  crease,  are  also  pin  proof. 
Sold  by  all  leading  haberdashers. 

Samples  and  prices  can  be  obtained  from  our  agents 

—  —  ̂     E.  O.  BARETTE  (^  CO. 
J.  &  J.  CASH,  Limited 
333SOUTHCHESTNUTST. 

SOUTH   NORWALK     -     CONN. 40  Victoria  Square,  MONTREAL 

Please  viention  The  Review  to  4(!ive''Useri  and  Their  TxQvelers, 
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A  Profitable  Department! 

There's  real  good  profit  ahead 
for  every  Dry  Goods  Man  who  is 
handUng  my 

Fancy  Lace  Collars,  Belts.  Neck 

Wear,  Hatpins,  Side  Combs,  Etc. 
in  his  Smallwares  Department. 

My  goods  are  guaranteed  of  the 

very  best,  and  there's  something 
indefinably  snappy  about  them 
that  makes  them  quick  and  steady 
sellers,  and  which  lends  to  the 
smartest  toilet  that  much  desired 

"  chic  "  appearance. 

Send  tor  my  prices 

E.  H.  CODE 
223-225  Queen  Street,        ::       OTTAWA 

It IS  a 

FoAvnes 
That  is  all  you  require 

to  know  about  a  ̂love. 

Ready    to    Fill     Your 

IMMEDIATE  WANTS. 

Fownes  Bros.  &  Co. 
Coristine  Building, 

MONTREAL 

TRY  OUR  NEW 

SEAMLESS 
GLOVE 

FOR 

PERFECTION IN 

STYLE,  FIT,  DURABILITY 

WE   WILL  GLADLY  MAIL   SAMPLES    ON    REQUEST 

PEWNY  &  GARRET,  Glove  Specialists 
GRENOBLE 

SOLE  AGENTS  FOR  CANADA 

GREENSHIELDS  LIMITED 
MONTREAL 

PARASOLS 
  AND   

UMBRELLAS 

Special  Attention 
to 

Letter    Orders. 

THE    IRVING    UMBRELLA    CO. 
LIMITED 

79-83  Wellington  St.  West,        -        Toronto 

Pltase  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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KNITTED     GOODS 

Dry  Goods  Review 

100  Wellington  Street  West,  Toronto 

The  Most  Perfect  Lines 
of  Underwear  Made 

in  Canada 

and 

Vescent (* 

^rand 
Manufactured  by 

S.  LENNARD  &  SONS 

DUNDAS,  ONT. 

One  of  the  reasons  for  the  admitted 

superiority  of  these  brands  is  the  fact 

that  we  have  been  making-  them  so 

long"  that  we  have  learned  how  to 

make  better  goods  than  any  other 

Canadian  manufacturer.  This  is  not 

simply  OUR  opinion.  It  is  the 

opinion  of  the  merchant  who  sells 

underwear — and  what  is  more  impor- 

tant to  you — of  the  consumer  who 
WEARS  it. 

Value 

Convertible    into    cash,     is    what    we 

offer  you  for 

Autumn 
19  1  0 

ir  Cashmere  Gloves  (import) 

Ringwood  Gloves         " 

Cashmere  Hose  " 

Knitted  Woolens  " 

Lennard's  Underwear  and 

"Avonknit"  Toques,  Sashes, 

Hosiery,  Mitts,  Gloves, 

Hockey  Caps  and 

Neck  Mufflers 

We  can  add  to  your  profit  in  these 

lines  for  next  season's  selling". 

See    our    samples    of    these    goods 

before  buying  for  Fall,  1910. 

Richard  L.  Baker  &  Co. Toronto 
Plense  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Great  Improvement  in  Canadian  Goods  of  Recent  Years 
l^,Sxi^rifxs£L~iJ:,S3S^^JSm.':t<.:,^Sti::Z^.^-^ 

Comparison  No^Longer  Shows  Glaring  Contrast  with  Imported  Lines  —  No 

Remarkable  Effect  From  German  Competition  as  Yet  —  Prevailing  Cold 

Weather    Has,   Delayed   Call   for   Light   Weights  —  Good   Year   Anticipated. 

MANUFACTURERS  of  knitted    goods  have  had  
a 

very  satisfactory  Fall  placing  trade  in  all  wool 

and  cotton  lines.    Orders  show  that  greater  em- 
phasis than  ever    will  be  placed    upon  medium 

weights.    The    knitting  mills    are  very  busy  and  in  some 
cases  where  extra  shifts  were  attempted,   the  scarcity  of 
help  was  sharply  felt. 

It  is  predicted  that  the  present  year's  business  in 
knitted  goods  will  surpass  that  of  last  year.  One  manu- 

facturer's agent  stated  that  up  to  April  1st  he  had  done 
more  business  than  during  the  whole  of  1909. 

Enquiries  as  to  whether  the  removal  of  the  surtax  on 
German  goods  had  as  yet  had  any  noticeable  effect, 
wholesalers  state  that  it  is  too  early  to  speak  of  result. 
German  manufacturers  were  showing  great  activity  but 
competition  with  Canadian  lines  had  assumed  no  remark- 

able dimensions. 

Cold  Weather  Holds  Back  Light  Weights. 

In  retail  stores  at  the  present  time  natural  shades  of 
Balbriggan  are  selling  best  and  blue  and  tan  next,  with 
no  great  amount  of  white  selling,  as  white  sells  best  in 
very  hot  weather.  Short-sleeved  undershirts  are  not 
much  called  for  yet  on  account  of  continued  cold  weather 

'but  arei  beginning  to  sell.  It  is  too  early  for  a  call  on  mesh 
underwear. 

Some  trouble  has  been  experienced  by  retailers 

throug-h  want  of  uniformity  in  sizes  of  underwear.  There 
is  a  difference  in  size  between  Canadian  and  British  goods 
and  the  trouble  lies  in  the  latter,  which  are  sometimes 
made  too  large.  About  2  inches  may  be  allowed  in  the 
sizes  of  British  garments,  so  that  for  a  man  wearing  size 
36  size  34  in  British  goods  would  fit  him.  Much  the  same 

thing  applies  to  boys'  underwear  in  British  makes  ;  gar- 
ments meant  to  6  years,  will  fit  8  years.  It  would  be  ad- 

visable for  merchants  and  clerks  to  take  note  of  this  so 

that  when  selling  British  underwear,  they  may  give  cus- 
tomers proper  sizes  and  save  goods  being  returned  with 

the  complaint  that  they  arc  wrong  size. 

Buyers  confirm  many  evidences  of  the  improvement  in 
Canadian  lines  of  underwear  during  the  past  few  years. 
The  time  was  when  merchants,  in  discussing  knitted 
goods,  compared  fine  imported  and  Canadian  with  the  ob- 

ject of  showing  the  great  contrast.  Nowadays,  when 
comparisons  are  m^ade  they  refer  enthusiastically  to  ths 
small  margin  of  difference. 

Plain  Colors  in  Half  Hose. 

In  half  hose  there  is  a  big  demand  for  lisle  thread  and 
a  growing  call  for  silk.    Grey  is  a  good  seller  in  designs 
of  spots  and  clox. 

There  is  a  strong  showing  of  plain  colors  in  half-hose 
and  plain  grounds  with  stripes,  spots  and  drop-stitch  el- 
fects.  Among  the  best  selling  colors  are  mauves,  greys 
and  tans.  In  fancy  hose  lisles  and  cottons  are  generally 
preferred  while  black  is  the  best  seller  in  cashmere.  Gauze 
weights  with  clox  ankle  designs  are  selling  for  evening 
wear. 

<!• 
Ladies'    Underwear. 

In  ihigh  class  trade,  cotton  vests  are  selling-  with  lace 
yokes  and  shoulder  straps,  also  Swiss  lisle  thread  vests 
with  crochet  and  plain  edge  yokes,  white  being  the  big 
seller.  One  buyer  says  that  the  sale  for  Summer  com- 

binations has  increased  this  season  in  cotton  and  lisle 
knee  length,  but  that  more  two-piece  garments  are  sold. 
Among  very  expensive  imported  lines  are  Milanese  silk 
vests  with  hand  embroidered  fronts  also  crochet  edge  and 
combinations  hand  embroidered.  There  are  also  imported 
silk  vests  and  combinations  with  deep  lace  yokes.  These 
are  among  the  finest  goods  but  too  expensive  for  the 
average  pocket. 

Swiss  manufacturers  of  ladies'  underwear  are  start- 
ing out  for  Spring,  1911.  Trimmed  lines  show  hand-made 

and  Valeneienines  lace  trimmings  in  elaborate  designs. 
Lines  are  mostly  cotton  and  lisle  with  some  mercerized 
cotton  and  silk  lines.  Swiss  underwear  ranks  among  the 
foremost  of  imported  cotton  lines.  It  sbows  great  elas- 

ticity. One  manufacturer  stated  that  subsequent  to  the 
advance  of  5  per  cent,  in  some  lines  of  Swiss  goods  at 
the  beginning  of  the  year,  there  had  been  no  further  ad- 

vance as  manufacturers  had  covered  themselves  with  a 
supply  of  raw  material  for  some  time  to  come. 

♦ 
Ladies'  Hosiery. 

There  is  a  strong  tendency,  in  ladies'  hosiery,  towards 
plain  colors  with  self  clox  and  in  lines  showing  colored 
embroidery,  the  designs  are  small.  Plain  lisles  are  shown 
as  well  as  plain  lisles  with  clox,  and  lisle  t^hread  hosiery 

with  silk  embroidered  fronts  in  small  designs.  There  is  "a great  variety  of  colors. 

* 
Sweater  Coats. 

Little  that  is  new  has  been  noted  in  Tali  lines  of 
sweater  coats.  It  was  thought  for  a  while  that  the 
Ohantecler  influence  would  create  a  larger  demand  for 
the  brighter  colors,  but  the  great  bulk  of  the  buying  h,as 
been  dome  in  whites  and  greys.  Fancy  effects  have  been 
introduced  in  connection  with  pockets  and  collars  and  one 
new  feature  is  the  use  of  frog  fastenings  on  ladies'  gair- 
ments.      These    are    sometimes   applied    chieifly    for   orna- 
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Successful  Trading 

is  largely  dependent  upon  judicious 
buying,  and  every  Dry  (iroods  Man  can 
do  a  profitable  business  in  his  under- 

wear department  if  he  will  feature 

OXFORD 
Fine  Swiss  Ribbed 
UNDERWEAR 

These  garments  are  perfectly  shaped 
and  finished,  and  their  softness  and 

comfort  in  wear  has  placed  them  high 
in  favor  with  the  discriminating 

public. 
'  Ilet "  Birdseye  Pvlastic  Underwear 

is  another  favorite,  noted  for  its 
daintiness  and  <|uality. 

See  to  your  stocks  in  these  two 
lines.  They  will  prove  quick  and 
I)rofi table  sellers. 

The  Oxford  Knitting  Co. 
Woodstock,  Ontario 

menial  cllVft  and  are  supplemonUHl  by  buitons.  The  long 
coat  has  been  winning  its  way  into  favor  as  a  walking 
i^arnvent,  as  well  as  for  motoring  and  touring  purposes, 
liui  lur  the  numerous  general  uses  to  which  liie  sweater 

coat  commends  itself,  t'he  shorter  lengths  have  tii(>  great 
call. 

Asking  for  Duty  on  Wool. 

The  petition  of  the  Dominion  Sheep  Breeders'  Asso- 
ciation.' that  a  daily'  of  five  cents  per  pound  be  placed  on 

all  wools  witih  the  object;  of  encouraging  sheep-raising  and 
more  satisfactory  handling  of  wool  is  viewed  in  a  reason- 

able light  by  manufacturers  using  large  quantities.  The 
imposition  of  such  a  duty  would,  they  declare,  find  ready 
adjustment  in  prices  of  manufactured  goods.  The  sheep 
raiser  and  the  coaisumer  would  be  the  ones  chiefly  affeetied, 

t'he  former  receiving  greater  price  encouragement  in  the 
improvem'Cnt  of  his  industry  and  Ihc  latter  paying  for  it. 

One  manufacturer  expresses  the  opinion  that,  if  tlio 

advance  became  applicable  to  all  grades,  it  might  bi-ing 
tiie  Canadian  article  into  keener  competition  with  similar 

grades  of  import'ed  wool.  This  would,  Jiovvever,  depend 
upon  the  extent  to  which  the  domestic  breeder  took  ad- 

vantage of  the  increase.  A  good  home-grown  article, 
well  handled  and  marketed,  would  always  have  ready 
demamd. 

Trade  in  raw  wool  has  been  quiet  for  the  last  few 
weeks.  This  is  no  indication  of  bad  trade,  but  is  simply 
due  to  the  fact  that  manufacturers  are  now  .shipping  and 
there  would  be  no  object  in  buying  in  quantities  when 

wool  is  'high.  The  wool  trade  is  rejDorted  to  be  good  this 
year.  Camadian  and  imported  wool  prices  are  approxi- 

mately 2  to  21/^  cen.ts  a  pound  higher  than  last  year  on 
all  lower  grades,  while  Merinos  and  fi,ner  grades  of  im- 

ported wool  are  about  ,3  to  4  cents  higher  than  last  year. 
This  is  not  due  to  any  sihortage  in  wool,  but  is  largely 
I)r()Uglit    about   by  heavy   English    and   European    buying. 

Canadian  wool  is  graded  into  four  grades:  Super,  used 
for  blankets;  combing,  used  for  blankets  and  knitting 
purposes;  extra,  used  for  blankets  and  underwear;  burrs, 

used  f(n-  household  grey  blankets  and  horse  blankets. 
Canadian  wools  have  recently  averaged  in  price  as 

follows:  Super,  24c;  combing,  :23e;  extra,  27y2c;  and 
Inurs,   12c   a  pound. 

Ca.nadian  wool  has  improved  within  t'he  last  few  years 

in  the  i-especl   thai  pullers  are  grading  their  wools  better. 

Meaning  of  Knit  Goods  Terms. 

Balbri<i<iaii — Named  frnin  tlie  town  BaJbriggan,  Ireland, 

in  184,5.  Was  first  applied  to  full-fashioned  hosiery  made 
from  unbleached  cotton.  About  1860  the  name  was  ap- 

plied to  knit  underwear  of  the  same  material.  Originally 

it  was  used  only  on  high-class  goods,  but  it  now  covers 
everything  in  light-weight  flat  underwear  made  of  yarn 
stained  to  the  shade  of  Egyptian  cotton. 

Cashmere — When  applied  to  hosiery  or  underwear 
means  goods  made  of  fine  worsted  yarn  spun  from  Sax- 

ony or  other  soft  wools. 

Collarette — A  wide,  knitted  neckband  used  on  men's 
undershirts    in   lieu   of   binding-. 

Corduroy — Commonly  known  as  two-and-two  lib,  or 

two  ribs  alternating  on  face  and  back  of  children's  stock- 
ings. 

Cut  Goods — Underwear  made  of  either  ribbed  or  flat 
webbing     knitted  into  lonr  rolls  and  cut  to  the  proper 
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^■ty66  ̂ ^vmeru 

The  perfect  fit,  the  neat 
finish  and  the  unusually 

good  wearing  qualities, 
make  it  the  favorite  line 
of  underwear  for 
women  and  children. 

has  long  held  first  place  as  the  leading  line  of  women's  and  children's  underwear. 

Every  Canadian  Jobber  Sells  "Hygeian"  Underwear. 

Eagle  Knitting  Company,  Ltd. 
Hamilton  :  :  :  :  Canada 

Controlled  by  J.  R.  Moodie  &  Sons  Limited 

The  same  is  true  of  "HYGEIAN  WAISTS". 

«■ 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Warm  Weather  Means 
More  Sales  of  the 

^^  Briug  forth  the  goods  in  warm  weather  demand  and  dodge 
the  dull  days. 

^fl  Tlie  Nazareth  Waist  may  seem  like  a  little  item — it  is  and 

it  isn't. 

^^  Nothing  like  it  for  booming  business  in  your  children's  under- 
wear  department. 

^^  Youngsters  wear  them  next  to  the  skin — the  porovis  knitted 

fabric  absorbs  perspiration — keeps  them  cool  and  comfortable. 

^^  Try  a  window  display  of  these  popular  knit  waists— they  are 

right  in  season  and  you'll  be  surprised  at  the  large  increase  in 
sales  that  will  follow  your  efforts. 

^^  If  your  assortment  of  sizes  is  broken  see  any  of  the  wholesalers 

belo"w — they  carry  complete  stocks  at  all  times. 

I  NazarefhV     Mill»  at 
Nazareth, 

Pa..    U.S.A. 

^m^^^s^^ 

350  Broadway, Ne"w    I  ork 

Canadian    Reprefcntativea  : — 

E.  H.  Walsk  y  Co., 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 
the   genuine  NAZARETH  Waist: 

Halifax,  N.S. 
J.  A  M.  Murphy 
W.  4  C.  Silver 
Smith  Bros. 

Kingston,  Ont. 
Macncc  A  Minnes 

London,  Ont. 
McMahen.  Granger  &  Co. 
R.  C.  Struthers  4  Co. 
Robinson,  Litllc  A  Co. 
Dickison,  Nicholson  &  Co. 

Ouebec,    Que. 
Thibaudeau  Freres  &  Cie. 
McCall.  Shebyn  A  Co. 
Gauvreau,  Beaudry  k  Cie. 

Montreal,  Que. 

W.  R.  Brock  Co.,  Ltd. 
Gault  Bros.  A  Co.,  Ltd, 
Grccnshields  Ltd, 
Hodgson.  Sumner  A  Co. 
A.  Racine  A  C. 

Brophy,  Parsons  A  Rodden 
Kyle.  Cheesbrough  A  Co. 
Mclntyre,  Son  A  Co. 
P,  P.  Martin  A  Co. 
A.  O.  Moriii  it  Co. 

Ottawa,  Ont. 

John  M,  Garland,  Son  A  Co, 

St,  John.  N.B. 
The  Vassie  Co.,  Ltd. 
Frank  Skinner  A  Co. 
Manchester,  Robertson  A  Allison 
Scovil  Bros.,  Ltd. 

Winnipeg,   Man. 
R.  J.  Whitla  A  Co.,  Ltd. 
Robinson,  Linle  A  Co. 

Peterboro,  Ont. 

W,  J.  Hopwood 

Toronto,  Ont. 

John  Macdonald  A  Co, 
Beattv,  Kerr  A  Verner 
W.  R.  Brock  Co..  Ltd. 
Gordon.  Mackay  A  Co. 
Denton.  Mitchell  A  Duncan 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 

Calgary,   Alta. 
W.  R.  Brock  Co..  Ltd. 

Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 
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THE  BRAD 
THIS  FALL  WE  ARE  G 

BRADLEY  full-fas BECAUSE  WE  KNOW  IT  IS  THE  VERY  B 

And   we    intend   to   see    that    the    public    get   t 

We  have  protected  the  "Bradley  Muffler"  as  \ 
it,  and  we  intend  to  safeguard  our  patent  with  all  the 

fashioned  muffler — the  " Bradley"— OURS,  and  whether 
on  our  patent,  we  will  launch  the  law's  myrmidons  on he  is  selling. 

We  will  do  this  because  we  know  the   public  v 

fixing  50c.  (a  fair  price)  as  a  minimum  at  which  the  ' 
Be  wise  to  your  own  interests — sell  the  satisfac 

THE  MONARCH  K 
Dunnville  and  St.  Catharines,  OntJ 

Please  mention  The  Review  to      Advertisers  and   Their   Traz'elers. 



EY  BOOM 
IG  TO  BOOST  THE 

lONED  MUFFLER 
MUFFLER  THE  PUBLIC  CAN  BUY. 

"Bradley"   Muffler,    not    a   colourable   imitation. 
and  fast  as  Canadian  Patent  Laws  can  protect 

^ors  of  the  law.  There  is  only  one  perfect  full- 
be  manufacturer,  jobber  or  retailer  who  infringes 
before  he  has  finished  considering  the  imitation 

s  the  best— because  we  protect  your  interest  by 

Ldley"  can  be  sold. 

-giver— sell  the  "Bradley." 

[TTING  CO.,  Limited 
3,  Canada Buffalo,  New  York 

Please  uieiition  The  Re,  jVtc  to    Advertisers  and  Their  Travelers, 
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The  Brand  of  Hosiery  and  Underwear 
that  is  a  real  Business  Bringer 

You  can  guarantee  it — \ve 
guarantee  it  to  you 

SOCKS 
STOCKINGS 

HALF-HOSE 
GLOVES 

SOLE  CANADIAN  AGENTS: 

MR.  A.  B.  COUCH, 

Fraser  BIdg.,  43  St.  Sacrament  Street,  Montreal 

MESSRS.  G.  R.  COPPING  &  SON, 
27  Melinda  Street,       :        :       Toronto,  Ontario 

SHIRTS 
PANTS 
VESTS 

SPENCERS 
JERSEYS 

ATUNSHRINKABLE^ 

PEN-ANGLE 
UNDERWEAR 

//    Trade  /^arK 

Commands  a  ready  sale  every  business  day  in 
the  year  because  it  is  made  in  weights  and  fabrics  to 
suit  all  seasons  and  all  manner  of  people.  It  is  made 

in  children's  sizes  as  well  as  for  men  and  women. 
There  are  more  Canadian  families  wearing  Pen-Angle 
Underwear  than  any  other  brand,  because  they  have 
found  Pen-Angle  the  most  satisfactory  underwear,  and 
because  they  know  it  is  guaranteed  against  any  defects 
in  material  or  making.  It  pays  to  handle  underwear 
which  commands  public  confidence. 

PENMANS,  LIMITED,  PARIS,  ONT. 
Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 
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UNSHRINKABLE WOOL 

NDERWEA 
LADIES' 

Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
'STAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 
parts  are  strengthened  and 

extra  spliced. 

These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Silk  and  Merino. 

ANY  GAMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wliolcsah'  on/;/ 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

THE     LEADING     ENGLISH     UNDERWE 

PATENT 

I   □   O— —  Q The.  I 

KNITTING  \ 
YARN 

I    MADE  IN  ENGLAND  ^  fOKJ.  | 

Knitting 
WOOL: 

Reg; 

T^ejK't(icLANg_ 
,11,,,',-   iiImi'         '^ 

^m^ 

^f^^Z^^ KNITTING  WOOL 

'MADE  IN  ENGLANDIc 

i^USi 

BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our  Canadian  Agent 

David  M.  Chorlton 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of  these  3  BRANDS 
IN   ALL  SHADES. 

Quotations     F.  O.  B.     Montreal. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Talking  Points 

that  sell  the  goods! 
Among  the  many  features 

which   distinguish 

IJN ViEib nS, 
two  stand  out  most  proiiiiiiently— 

its  perfect  fitting  quality,  and  its 
softness  and  snowy  wliite  appearance. 

The  perfect  "Jersey  "  Fitting  of  "Prin- 
cess" Underwear  is  obtained  by  a 

process  of  our  own,  which  renders 
it  the  most  comfortable  Underwear 

for  Women  and  Children.  In  addition 

the  fabric  is  bleached  by  a  new 

Electric  Process,  and  no  Chloride  of 

Lime  is  used.  This  strengthens  the 

fabric,  whereas  the  use  of  Chloride 
of  Lime  shortens  the  life  of  the 

garment  because  it  weakens  the  fabric. 

We  have  taken  over  the  business 

of  the  G.  B.  Perry  Knitting  Co.,  and 
with  doubled  facilities  and  new 

machinery  will  fill  all  orders  promptly- 

Show  these  goods  to  your  custom- 

ers, and  tell  them  their  merits.  You'll 
find  them  a  splendid  selling  line. 

Wholesale  trade  handle  "  Princess  "  brand. 

Princess   Underwear 
Limited 

80  Park  St.  N. Hamilton,  Ont. 

Iciiyths   and    sect  inns   I'oi    ̂ ai'incnts,    alter    wliidi    tlic    \ar 
i'Uis   |iaiis   arc  scnvcd   toscthcr. 

I»crli\  Kill— .\|)|)li('(l  to  li(i>i('r\  liaviiiK'  six  ribs  ,in  the 
lac(\    alternat  iiiK'    witli   lliicc  (in    the   hack. 

Double  Solo,  lice!  and  Toc-Mcans  an  cxtia  thread 

added  to  ho.^iory  at  points  mentioned,  Stiictly  speaking- 

"double"   applies  only  to  single-thread  goods. 

English  Foot— A  stocking  having  two  scams  in  the 
loot,  one  on  eacii  side  of  the  sole. 

P]questrieniu;  Tights— A  tight-fitting,  knitted  drawer 

foi'  women's  use,  made  of  ribl)ed  cloth,  either  with  or without  feet. 

Extracted — A  term  applied  to  stockings  on  which  wax 

is  applied  before  dyeing  to  form  the  fancy  design  or  pat- 
tern. After  placing  in  cold  dye  they  are  washed  in  hot 

water  to  remove  the  wax,  leaving  the  pattern  in  the  na- 
tural color. 

I'^lat  linderwear— A  term  ap|ilied  to  undergarments 
knitted   in  |)lain  stitch. 

I''leccc-Mned— A  term  applied  to  a  vaiiety  of  heavy- 
weight imdergarnu'nts  knitted  with  three  (hieads- name- 

ly, face  yarn,  backing  yaiti  and  a  third  thread  of  yarn 

tying  the  face  arul  back  together.  The  heavy  nap  or 

Heece  is  piodiu-ed  by  running  the  cloth  thiough  wire  rolls, 

called  brusheis.  (N'(,tc.— The  terms  fleece-lined  is  oftiMi 
misapplied  to  oidinary  single-thi'ead  underwear  which 
has  been  jim  through  the  brushing  machine  for  the  pur- 
[lose  of  raising  a  light    nap  on  the  inner  suiface.) 

French  Foot — Stockings  so  called  because  they  difi'er 
from  the  English  foot  in  that  it  has  only  one  seam  and 
that  in  the  centre  of  the  sole. 

Full-Fashioned — Underwear  or  hosiery  finished  with 
flat  seams  having  selvedge  edges  throughout  and  knit  in 

flat,  separate  sections  upon  machines  which  automatical- 
ly drop  the  requisite  number  of  stitches  at  various  points 

to  make  the  garments  conform  to  the  natural  shape  of 
the  leg,  foot  or  body. 

Full  Regular  (sometimes  called  looped) — A  term  ap- 
plied to  hosiery  or  underwear  in  which  the  seams  have 

been  connected  by  hand  knitting. 

Ciauge — Applied  to  the  number  of  meshes  or  wales  to 
the  inch  in  underwear  or  hosiery.  For  example,  a  16- 
gauge  fabric  will  have  16  wales  or  ribs  to  the  inch. 

Herringbone — The  name  of  a  binding  often  used  in 
facing  the  neck  and  front  openings  of  undershirts,  so 
called  because  of  its  resemblance  to  the  backbone  of  a 

herring.  Applied  to  hosiery  it  refers  to  the  stitching, 
which  is  made  to  cover  the  edge  of  the  split  sole. 

Ingrain — -A  term  ai^plied  to  raw  material  or  yarn, 

dyed  before  knitting. 

•Tacquard — A  name  applied  to  hosiery  knitted  in  fancy 

patterns  of  two  or  more  colors  on  machines  moving  au- 

tomatically, with  separate  threads  working  independent- 
ly of  each  other,  forming  combinations  not  possible  on 

oidinary  knitting  machinery. 

Lisle  Thread — Used  in  the  manufacture  of  hosiery  or 
underwear  and  so  called  because  made  of  a  long,  staple 

cotton,  combed  and  hard-twisted,  after  which  it  is  run 

through  a  flame  in  order  to  burn  off  the  peach-like  fuzz 
always  to   be  seen  on  other  yarns  made  from  cotton. 

Maco  (Mahko) — x^pplied  to  hosiery  or  underwear  made 

from  pure  Egyptian  undyed  cotton.  The  name  is  de- 
riv'eil  IVdm  an  lv.i\|il!an  cdlldn  planter  who  was  calleil Maco- Hey. 

Meiino — A  name  aitplied  to  hosiery  or  underwear 
made  of  part  cotton  and  part  wool  mixed  together. 

(Note. — The  word   merino   on   a   box   label   is  often     mis- 
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All  things  else    being  equal,  every  Canadian  Dry  Goods 

Man  should  support  his  country's  products. 

ST.  GEORGE  BRAND 
UNSHRINnABLE 

UNDERWEAR  FOR  MEN 

is  the  line  that  has  demonstrated  the  fact  that  underwear  of  the  highest  class  can  be 
produced  in  Canada.  You  can  make  no  mistake  about  ordering  the  BEST  for  your 

Men's  Underwear  Department  if  you  insist  on  your  jobber  supplying  you  with  St. 
George  Brand.     Made  in  all  weights  and  sizes,  perfectly  knitted,  shaped  and  finished. 

MADE  BY 

€  Schofield  Woollen  Co.,  Oshawa,  Ont. 

For  every  pair  of  blue,  green, 
yellow,  tan  or  red  stockings— 

you  sell  ninety-nine  pairs  of  black.  It's 
the  blacks  that  make  (or  unmake^  your 

hosiery  reputation 

Look  to  the  dye.  That's  the  most 
important  thing  about  a  black 

stocking.  '■'■Fasf''  and  ̂ '■Pure'"  are 
words  that  are  very  much  used — and 
very  much  abused — in  hosiery  talk. 
Know  the  truth.  The  soap  and 
water  test  is  simple  enough  in  all 

conscience,  and  it'll  quickly  reveal 
whether  the  dye  is  there  to  stay — 
or  merely  on  a  visit. 

HERMSDORF  DYED  STOCK- 

INGS are  recognized  the  world  over 
as  the  first,  foremost  and  always 
reliable  Fast  Blacks.  Their  de- 

mand is  earthwide. 

Stock  them  ;  show  them  ;  adver- 

tise them.  You'll  find  their  reputa- 
tion precedes  them,  and  makes 

selling  speedy  and  profitable. 

LOOK  FOR  THE  TRUTH  ON  1  HE  TOE 

WORKS 
CHEMNITZ 
SAXONY 

AMERICAN    BUREAU 
235  West  39th  Street 

NEW  YORK 

Cuts,  Booklets,  Show  Cards  and  Show-Card-Illustrations  supplied  FREE  on  request. 

Please  mention  The  Rcviczc  to    Advertisers  and   Their  Travelers. 
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JAEGER    PURE    WOOL 

For  the  Holiday  Season 

JVo.  7 

Selling  at 

$6.00 

Sweater  Coats 
For  Men,  Ladies  and  Children 

We  carry  a  full  stock  of  all  sizes,  as- 
sorted in  White  and  Plain  Colors,  also 

Bordered  effects. 

No.  joj  for  Men's  or  Ladies'  Wear,  sell- 
ing at  $5.00,  is  unequalled  for  fit  and 

wear. 

"  JAEGER"  QUALITY  is  what  your 
customers  like. 

Dr.  Jaeger's  wooS  System Wholesale  Warehouse,  52  Victoria  Square 

Montreal 

Company 

Limited 

Are  you  realizing  the  best  results  from  your  underwear  sales  ?j 

The  name  "  Hewson  "  on  a  garmient  stands  for  all  that  is  good  and 
pure  in  wool — the  most  excellent  workmanship  and  style. 
A  card  will  bring  our  traveller  to  your  store. 

Hewson  Woolen  Mills Amherst,  N.  S. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Just  as  the  Beaver 

is  the  symbol  of  industrial 

thoroughness,  so  is 

^^^^^ 

^ 

the  symbol  of   thoroughness   in 

Knitted  Goods 
Mitts,  Gloves,  Toques,  Mufflers, 
Hosiery,  Knitted  Coats,  Sweat- 

ers, Jerseys,    Caps 
in  combinations  and  solid  colors. 

R.  M.  BallaDtyne 
Limiled, 

Stratford, 
Ontario. 

Positive  qualities  distinguish 

Stanfields  Unshrinkable  Under- 
wfear. 

'Positively  Unshrinkable — 
guaranteed  on  a  money-back 

plan. 

Thoroughly  w^ell  made;  from 
the  selection  of  the  finest,  softest 

yarns  to  the  stitching  with 

special  6-ply  thread. 

mmiiii 
Vigorously  advertised —  help- 

ing you  to  the  biggest  possible 

sales  with  the  least  possible 
effort. 

Stanfield's.Limited.Truro,  N.S. 

wog^ 

A  Great  Trade  Winner 

is  ̂ -VALUE" 
A  merchant  may  sell  the  most  fashionable  garment,  he 

may  have  the  largest  rangre  in  his  City  or  Town,  and  he  may 
have  the  most  efficient  staff  of  clerks,  but  if  he  does  not  give 

"  Value  "  he  cannot  continue  long  in  business.  A  merchant 
is  known  by  the  value  he  gives. 

Eureka  Unshrinkable  Underwear  is  best  known  for  its 

value— value  for  the  dealer  and  value  for  his  customers. 

Dollar  for  Dollar,  Eureka  Unshrinkable  Underwear  is  the 
best  underwear  value  offered  in  Canada. 

It  is  the  only  underwear  made  of  All  Nova  Scotia  Wool. 

It  is  unshrinkable  in  fact  as  well  as  in  name.  Not  a  gar- 
ment has  ever  been  returned. 

It  is  as  well  finished  as  most  lines  of  underwear  that  sell 

at  much  higher  prices. 

We  want  to  send  you  samples ! 

When  shall  we  send  Ihem  ? 

Nova  Scotia  Knitting  Milis 
Eureka,  Nova  Scotia 

BRITANNIA 
The  Best 

Underwear 

for 
Comfort, 

Shape  and 

Wear 

Guaranteed 

UnshrinJiahle 

Night  and  Day  Wear  for   Ladies,  Children 
and  Men.     In  all  grades. 

WHOLESALE    AGENT    FOR    CANADA 

DUNCAN  BELL, 
MONTREAL  and 

TORONTO 

Please  mention  The  Review  tc   Advertisers  and  Their  Travelers. 
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Greenshields 
Limited 

Montreal 

Health  Brand 
Under^vear 

Our  Salesmen  are  now  showing  sam- 

p'es  of  Health  Brand  Underwear  for 
Fall,  1910.  We  g"uarantee  the  sizes 
to  be  correct  in  every  number. 

Your  orders  will  be  filled 

promptly 

THE  HALL-MARK  OF Reeistcred  No.  262,005 

Maximum  Comfort  and  Durability 
at  iMinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI-^ 
RLE,  and  starting  with  TWO  THREADS 

in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 

THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 

FOOTWEAR 

To  be   had    from    any   of  the    Leading 
Wholesale  Dry  Goods  Houses 

□ 

Hammer  Home 
This  Selling  Point 

It's  a  feature  that  has  our  uncon- 
ditional   guarantee    back    of     it. 

□ 

/iT // 

Undervi^ear 
positively  WILL  NOT  SHRINK! 
Think  what  this  means  to  every  retailer. 

Moreover,  the  quality,  finish,  fit  and  tex- 

ture of  "  CEETEE"  have  made  it  very 
popular  with  all  classes. 

There's  nothing  to  equal  it  for  comfort  in wear. 

Every  faulty  garment  is  cheerfully  re- 

placed. 

Feature  "  CEETEE."  There's  money  in 
selling  it. 

The  C.  Turnbull  Co.  of  Gait 
Umltetl 

Gait  -  Ontario 

TIOER   BRAND 

I 
F  you  conscientiously 
desire  to  give  your 

trade  the  best  pos- 
sible underwear 

value  on  the  market — you 
can't  make  a  single  prefer- 

ence over  the  "TIGER 
BRAND"  garments.  They 
afford  the  maximum  of 

comfort,  fit  and  wear,  while 
their  durability  is  beyond 

comparison. 

Gait  Knitting  Co. 
Gait  -  -  Ontario 

□ 

The  advertiser  7vi  s'd  like  to     Adz'ertisers  and   I'hcir  Travelers. 
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8 1 
leading-,   as  it  frequently  happens  that  g'oods  so  called  are 
composed    wholly   of   cotton.) 

Mock  Seam — Applied  to  stockings  made  with  cut  leg 
and  fashioned  foot. 

Opera  Hose — A  name  given  to  women's  stockings  of 
extra  length,  ordinarily  measuring  34  inches. 

Outsize — A  term  applied  to  women's  stockings  made 
in   extra  widths. 

Plated — A  term  applied  to  hosiery  or  underwear  hav- 
ing a  face  of  one  material  and  the  back  of  another  ;  for 

instance,  a  garment  having  a  wool  face  and  cotton  back 
is  called  plated.  The  face  may  also  be  of  one  color  and 
the  back  of  another,  both  of  the  same  material. 

Rembrandt  Rib — Is  applied  to  women's  stockings  hav- 
ing groups  of  five  drop-stitches,  separated  by  one  inch  of 

plain  knitting   running  the  full  length. 

Richelieu  Rib — Applies  to  women's  plain  stockings 
having  a  single  dropstitch  at  intervals  of  three-quarters 
of  an  inch  running  the  full  length  of  the  stocking. 

Seamless — The  name  applied  to  stockings  knitted  in 
one  piece  on  a  circular  machine,  leaving  an  opening  at 
the  toe  to  be  looped  together.  The  shaping  of  the  leg, 
heel  and  toe  is  obtained  by  steaming  and  then  drying  on 
boards   of  proper  form. 

Spun  Silk — This  term  is  applied  to  a  low  grade  of 
silk  used  in  the  cheaper  lines  of  silk  hosiery.  It  is  made 

from  floss,  injured  cocoons,  husks  and  waste  from  reel- 
ing. It  bears  the  same  relation  to  silk  as  cotton  waste 

to  cotton   or  shoddy  to   wool. 

Three-quarter  Hose — A  variety  of  ribbed-toi)  stock- 
ings made  for  children  and  reaciiing  nearly  to  the  knees. 

Trunk  Length — Apiilied  to  women's  hosiery  midway 
between  oidinary  and  oi)era  length,  and  which  is  usually 
widened  gradually  above  the  knee. 

Twin  Needle — Referring  to  a  d(jul)le  low  of  intcriock- 
rd  machine  stitching  used  for  covering  raw  edges  and 
seams  on    knit   underwear. 

l^nion  or  Combination  Suit  —  is  a  style  (if  iin(!ci'wc:ir 
combining  the  u|)pcr  and  nether  garment  knitted  in  one 

piece. 
Welt — The  double  thick  portion  or  wi(h'  hem  at  top 

of  plain  hose. 
V 

Boxes  for  Knit  Goods  and  Furnishings. 

One  firm  doing  a  high-class  trade  has  a  good  system 
of  keeping  stock  in  good  condition,  by  means  of  boxes 
made  of  wood  covered  with  an  old  blue  shade  of  linen, 
fitted  with  handle  and  place  for  card  recording  the  kind 
of   stock    and    size.       All    kinds    of   furnishings    and     knit 

goods  are  kept  in  this  way  ;  cai)s,  too,  can  be  stocked 
in  these  boxes.  They  are  made  to  lit  the  fixtures  and 
present  a   very  neat   appearance. 

They  are  expensive,  but  are  worth  the  cost  as  they 
save  time  and  troublo  oi)ening  and  tying  up  parcels,  the 

goods  are  kept  clean  and  free  from  soiling  and  the  sec- 
tion is  always  in  good  shape. 

The  II.  S.  Peters  Company,  of  Dover,  N.  .1.,  manu- 
lacturers  of  Brotherhood  overalls,  will  erect  and  operate 
a  factory  in  Welland.  The  factory  will  be  a  three  storey 
brick  building,  and  twenty-five  hands  will  be  employed  at 
llie  start,  to  be  increased  to  two  hundred. 

Satisfaction  follows  in 
the  train  of  QUALITY! 

2 TRADE
     m  

MARK 

IHHerkN 

Tlic  above  label  is  your  guarantee  that  your 
underwear   is  of  the   highest   possible   quality. 

ZIMMERKNIT 
UNDERWEAR 

has  e.stablislied  itself  a  warm  favorite  with  the 

particular  buyer,  because  of  its  perfect  texture, 
superior  finish,  excellence  of  materials  and 
comfort  in  wear. 

See  to  your  stocks ! 

Zimmerman  Mfg.  Co. 
Hamilton,  Ont. 

LIMITED 

Mailc  ill  all  Human  Hair  Shades  to  lone  with  the  hair  of  the  wearer,  the  Net  bein;,'  c|uite  iiivisilili-  whilst  keeping  the  Coiffure  in  p'acc  Hilhout  Haltrnin^'. 
5  Sizes— R  20,  Mediuui         R  22,  Large        R  23,  Extra  Large        R  24,  Allover        R  26,  Superfine 

ROSEN  iVALD  BROS.,  Sole  Manufictureraand  Patentees.  London  Paris  and  Vienna.     Mal<eis  also  of  every  kind  of  Hair  Xets,  Hair  Frames,  Hair  I!o!N 
Sole  Ageits  f.,r  fanada:  DIECKERHOFF,  RAFFLOER  i>i  CO.,  Limited,  Cur.  Simcoe  and  Wellington  Sis..  Toronto,  and  .525  St.  Paul  St.,  Montreal 

Please  mention  The  Reviciv  to  Advertisers  and  Their  Traixlcrs, 
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The  Criterion  of  Correct  Style 

COATS SUITS 

r 

In  proportion  to  the  extent  of  the 

Dry  Goods  Man's  Knowledge  of 
Correct  Style,  so  great  will  be 
his  enthusiasm  over  the  new 

"Culture"  Models 
For  Fall  1910 

Special  arrangements  have  been  made  for  the  latest  New  York  ideas  to  be  issued  simultaneously 

by  us  in  Toronto,  and  these  '  up-to-the-minute  styles '  will  be  found  prominent  in  all  our 
Coats  and  Suits. 

In  addition  to  the  exclusive  style  of  every  '  Culture '  Garment,  they 
possess  all  those  details  of  fit,  finish  and  workmanship  that  place 

them    on   a    par    with  the    costliest    imported  clothes. 

They  come  in  all  the  new  weaves,  from  the  rough 

tweedy,  mannish  coat  to  the  refined  tailored 

broadcloth,  and  are  made  with  the  new  wide 

collars,  belted  effects  and  large  button  trimmings. 

If  you  haven't  had  a  call  yet,  drop  us  a  postal.      This  is  a  line 
you  cant  afford  to  miss! 

m  Ontario  Cloak  Co. 
Cor.  Adelaide  and  Spadina TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers, 
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GARMENTS 

Temporary    Lull    Helping    Manufacturers    to    Catch    Up 
Retailers  Well  Stocked  —  Rough  Cheviots  and  Tweeds  for  Long  Fall  Coats 

—  Evening  Wraps  in  Cape  and  Semi-Coat  Form  —  Imitation  Fur  Fabrics 

Selling    Freely  —  Banded    Skirt   the  Forerunner   of    Circular   Florence  Models 

THE  cold  weather  has  considerably  checked  trade 

in  the  retail  ready-to-wear  departments,  and,  in 
conseqiuence,  the  'demands  upon  the  manufacturer 

have  shown  a  corresponding-  decrease.  Merchants 
are  still  stocked  at  present  with  Summer  g-arments  and 
are  anxiously  awaiting  the  advent  of  seasonahle  weather. 
As  soon  as  this  happens,  there  will  be  no  diificulty  in 
reducing  stocks. 

To  the  manufacturer  the  lull  is  welcome  as  it  is 

enabling  him  to  catch  up  with  his  orders,  put  his  deliv- 
eries in  shape,  and  to  give  the  special  attention  so  neces- 
sary now  in  perfecting  his  Fall  line.  As  the  novelty  end 

of  the  business  increases,  and  now  that  the  sale  of  hig-her 
priced  garments  is  increasing  so  rapidly,  the  later  sam- 

ple line  is  becoming  of  much  greater  importance,  and 

the  firmsi  that  make  up  the  hig-her-class  garments  are 
later  in  getting  them  out  so  that  the  style  question 
may  be  more  nearly  settled  before  they  are  shown. 

Separate  Coats. 
Staple  styles  in  Fall  coats  have  been  out  for  some 

time  now,  and  designers  are  busy  working  upon  the 
later  novelty  models.  The  manufacturer  who  has  felt 

the  pulse  of  the  trade  with  his  early  line,  is  now  con- 
vinced that  the  longi  coats  is  the  right  one  for  the  com- 

ing Fall.  Rough  cheviots  and  tweeds  are  expected  to 
be  a  leading  feature,  but  face  cloths  in  black  and  in 
colors  are  also-  shown  with  confidence.  These  coats  are 
elaborately  trimmed  with  bands  of  imitation  pony  skin, 

wide  wood-silk  braid,  and  with  passementere  ornaments. 
The  buttons  used  are  only  those  necessary,  but  are  very 
decorative,  being  of  handsome  metal  and  jeweled  effects 
and  large  pearls. 

S^mart  models  show  the  hig-h  side  fastening  ox  are 
fastened  on  the  bias,  the  collars  being  the  straig-ht 
military  or  of  the  turnover  variety  and  many  collars 
are  cut  Square  at  the  back. 

Heavy  rough  fabrics  are  made  up  as  a  rule  in  tail- 
ored eifects  and  are  minus  trimmings,  though  some  in- 

tended for  auto  wear  have  leather  pipings'.  Leather 
facings  are  also  a  fad,  but  are  not  taken  very  seriously. 

This  class  of  coat  is  often  belted  or  in  half-belted  styles 
and  on  some  models  the  belt  is  of  patent  leather.  Some 
auto  coats  are  made  with  loose  backs  but,  as  a  rule. 

the  semi-fitted  coat  is  the  style  chosen.  There  is  little 
fullness  at  the  top  of  the  sleeves,  though  they  are  so  cut 
as  to  be  quite  roomy.  Many  sleeves  are  of  the  semi- 
bishop  variety,  the  fullness  being  confined  to  the  back 
of  the  sleeve. 

Judg-ing  from  present  styles,  the  vogue  of  simple 
evening  wraps  in  cape  and  semi-coat  form  is  extending 
and  no  wardrohe  is  complete  without  one  or  more  wraps 
of  this  class.  These  wraps  are  extremely  useful  and,  as 

well,  very  becoming-  and  dressy.  As  a  rule,  broadcloth 
is  chosen,  but  soft  liberty  satin  is  in  high  favor.  For 

the  Fall  the  models  that  have  the  fullness  g-athered  into 
a  band  will  be  shown  and  facings  and  pipings  of  Persian 
silk  or  trimmings  of  the  new  Oriental  and  hand  em- 

broidery will  be  used.  The  cape  wrap  promises  to  be 
equally  as  popular  as  it  is  at  present. 

Imitation  fur  fabrics  are  selling  freely  and  have,  as 
a  rule,  facings  of  fur.  Sealskin  plu.shes  lead,  but  already 
there  has  been  a  very  heavy  sale  of  pony  skins.  In  the 

west,  the  fur-lined  coat  is  selling  and  the  firms  making 
these  g-arments  expect  a  g-ood  .season. 

V 

Dresses  for  Fall. 

Buyers  and  designers  all  favor  dresses  for  Fall  and 
Winter  wear,  and  believe  that,  with  the  better  trade,  the 
one-piece  dress  broken  at  the  waist  will  be  worn  under 
the  long  coat.  These  dresses  show  the  side  or  the  bias 

fastening,  and  are  in  semi-tunic  effects  -with  groups  of 
pleatings  finishing  the  skirt. 

Cords,  braid,  soutache  and  floss  silk  embroideries  are 

the  leading-  trimmings  employed  and  the  trimming  as  a 
rule  follows  the  line  of  the  opening,  the  buttons  forming 

part  of  the  desig-n.  These  dresses  have  no  yoke  of  lace 
or  net,  but  have  the  straight  high  collar  and  full  leng-th 
tig-ht-fitting  sleeves.  The  materials  used  in  their  develop- 

ment are  French  and  fine  coating  serges,  foules,  and  fine 
Panamas.  iBlack  and  navy  are  leading  colors,  and  in 
fancy  shades  Burgundy,  Copenhagen  and  sand. 

Many  of  these  dresses  are  finished  vdth  patent  leather 
belts  and  there  are  little  straps  at  the  side  seams 
through  which  the  belt  passes.  Other  models  show  half 
belts   of  patent   leather. 

A  novelty  dress  shown  by  one  firm  was  on  the  belted 
Russian  order,  but,  of  course,  all  in  the  one  piece,  and 
with  the  pleated  flounce  giving  the  tunic  effect.  The 
trimming  consisted  of  a  Chantecler  design,  showing  the 
rooster  and  a  floral  pattern  in  somewhat  vivid  colors. 

Summer  Waist  Styles. 
The  retailer  for  the  moment  is  well  stocked  with 

Summer  waists,  and  the  pressure  on  the  manufacturer 

for  the  time  being-  is  removed,  but  manufacturers  have 
still  sufficient  back   or^^rs  on  tb?ix'  books  to  keep  them 
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Foresight 
vs. 

Hindsight 
The  chief  point  of  difference 

between  the  successful  merchant  and 

the  unsuccessful  is  that  the  former 

looks  ahead  ;  he  discounts  the  future. 

Just  now  we're  offering"  Canadian  dr}  - 

g-oods  merchants  an  opportunity  to 
demonstrate  that  they  possess  the  ele- 

ments of  successful  merchandising. 

We  are  showing  the  best  range  of 

Children's,  Girls',  and  Misses'  Dresses 
for  Fall  that  has  ever  been  presented 

V  to  the  Canadian  trade.  There  is  going  ̂  

to  be  a  demand  for  just  such  garments 
as  we  show.  We  know  it.  And  the 

merchant  who  buys  these  goods  now 

will  make  no  mistake.  They  will 

mean  sure  profit  for  him  later  on. 

Our  travelers  are  now  on  the  road. 

Don't  wait  for  them,  though  ;  they've 
a  lot  of  ground  to  cover.  Send  in 

your  orders  by  mail  for  samples  of  our 

best  selling  lines.  We  are  willing  to 

rest  our  case  on  your  judgment,  un- 

influenced by  the  persuasion  of  a 

traveler.  Our  goods  have  always  been 

our  best  salesmen. 

HOME  &  WATTS 
LIMITED, 

Duncan  and  Adelaide  Sts. 

TORONTO 

busy.  They  aro  also  in  the  midst  of  tlie  prcpai-atioii  of 

Fall  sample  lines,  and  are  g-ctting-  out  a  line  of  Summer 

styles. 
Fashion  still  clings  to  the  tailored  waist,  and  the 

plain  tailored  waist  in  sheer  lawns,  cross-barred  muslins, 
batistes,  and  also  in  light  weight  vesting's  are  selling. 
In  sympathy  with  the  vogue  of  i)leatings,  the  waist  wdth 
the  side  pleated  IriU  is  selling,  but  the  difficulty  exper- 

ienced in  doing  up  this  iriU  when  the  waist  is  washed, 
puts  a  waist  triinnuxl  in  this  manner  out  of  the  prac- 

tical class,  lu  vestings,  the  new  vest  cut  is  a  likely 
winner.  This  style  has  three  buttons  below  the  bust 

line  and   is   a   very   smart  and  strictly   tailored   effect. 
It  is  still  the  long  sleeve  that  is  the  popular  seller, 

and  the  stift'  collar  finishes  many  of  the  waists.  Never- 
theless, the  city  trade  is  asking  for  the  shorter  sleeve, 

not  the  seven-eig-hths,  it  should  be  stated,  but  the  elbow 

Icng-th  or  just  a  little  long-er.  The  fashionable  sleeve  is 
the  plain  straight  sleeve  finished  with  a  narrow  turned- 

back  cuff'.  Though  some  of  the  waists  are  of  the  semi- 
lingerie  variety,  the  smartest  are  strictly  tailored,  and 

have  the  V-neck  with  the  Byron  collar.  One  smart  waist 
of  this  class  seen  had  the  collar  and  cuffs  edged  with  a 

simple  pointed  Venise  edg-ing.  Round  necks  and  the 

square  Dutch  neck  are  also  showing-,  but  the  consensus 
of  opinion  favors  the   vogue  of  the   V-neck. 

^'ei]ed  effects  are  gathering  strength  and  promise  to 
bo  the  leading  feature  of  the  Fall  line.  Chiffon  is  the 

favored  material,  but  some  fancy  colored  nets  are  also 

used.  Bands-  and  pipings  of  Por.sian  i)rinted  .Tap  silk  are 

used,  and  the  same  silk  is  used  as  a  lining-  under  chiffon, 
etc.  This  veiling  of  a  fancy  printetl  silk  with  ehiffon,  is 
one  that  is  capable  of  development  and  it  is  in  this 

direction  that  some  of  the  newest  effects  will  most  likely 
bo  obtained. 

Hand  embroideries,  satin  embroideries  and  soutache 

effects  are  all  showing.  As  a  rule,  tin;  yokes  are  small 

and    round   and    are  of  crocliet  oi'  ncl    lace. 
The  crope-de  chine  wai'-t,  eniiched  with  hand  em- 

broideries, promises  to  le  a  feature  in  the  better  trade. 

The  leading  colors  arc  navy,  Copenhagen,  king's 
blue.  Empire,  olive,  deep  reseda,  orchid,  parfum,  tur- 
fjuoise   and  canary  yellow. 

Imported  models  show  the  lound  neck  -with  the 
pleated  Claudine  frill  trimming,  both  the  round  neck  and 

the  short  or  long  sleeves.  'These  frills  are  wholly  of 
Paisley-printed  Jap  silk  or  are  edged  with  narrow  bands 
of  the  same,  and  many  of  them  have  a  collar  above 

built  up  of  bias  bands  of  plain  satin  and  the  fabric  of 

the  blouse.  Nun's  cloth,  embroidered  in  eyelet  and  spot 
|)atterns,  are  used  and  rows  of  French  knots  in  con- 

trasting color  is   a   much-used   embellishment. 
V 

Juvenile  Wear. 
Tjaveleis  have  done  particulai'ly  well  for  the  Pall 

season.  Children's  coats  are  about  one  of  the  Hrst  lines 

put  out  as  there  is  not  much  change  in  the  styles  fea- 

tured. Pony-skin  trimmings  and  the  favor  shown  Inig'ht 
red  are  the  features  of  the  selling  so  far. 

Buyers  have  placed  large  orders  for  navy  serge 

dresses  chiefly  in  sailor  and  semi-sailor  styles.  Serges 

and  sailor  effects  are  perennial  in  children's  wear,  as 
they  form  an  unbeatable  combination  of  the  best  wear- 

ing and  most  useful  fabric  and  the  most  appropriate 

style  of  garment.  Serges  are  on  the  up-grade  and  the 
merchant  must  be  prepared  to  pay  more  for  his  repeat 

orders. 
Manufac-turers  of  juvenile  wear  ai'c  busy  with  theii- 

preparations  of  cotton  dross  lines  for  the  coming  Spring. 
This    is    a    line    that   is   now   specialized  upon    and    since 
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The  Egyptine   Underskirt 
Advertisements 

No.   3. 

The  question  of  the  label 
There  are  many  imitations  of 

Egyptine  Underskirts  on  the 
market,  but  no  substitute 

carries  this  guarantee  label  : 

This  label  puts  the  Egyptine 

Underskirts  in  a  distinctive 

class.  They  have  a  recogniz- 

ed name,  and  the  skirts  can 

be    identified     by    the     label. 

The  Egyptine  label  is  an 

absolute  guarantee  of  the  best 

workmanship.  The  label  re- 

presents a  guarantee  that  the 
skirts  will  neither  split  nor 

cut. 

The  label  is  there  so  that  the 

customer  can  ask  for  "Egyp- 

tines  "  by  name,  the  skirts 
will  be  called  for  by  the  name 

on  the  label. 

Be  quite  particular  yourself — 
and  be  sure  of  this  label  on 

every  order  : 

Every   wholesaler  can   supply   you. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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this  has  taken  place,  not  only  have  tlio  styles  been  im- 
piovod  but  also  the  class  of  fabrics  that  are  used  in 

their  make-up  and  this  dcpartmont  has  shown  a  constant 
increase.  The  cut  and  finish  is  so  good  and  the  prices 
arc  so  reasonable  that  mothers  are  finding  that  it  no 
longer  pays  to  make  up  dress  for  the  small  folks  at 
home,  and  as  for  the  dressmaker,  she  is  left  completely 
in  the  rear. 

Owing  to  the  big  advances  in  the  price  of  cotton 
fabric  that  have  taken  place  during  the  year,  prices  upon 

children's  wear  will  show  a  material  increase  over  those 
ruling  last  season.  Cottons  were  cheap  last  year  and 
therefore  the  contrast  will  be  all  the  stronger.  As 
counter  goods  by  the  yard,  will  show  a  corresponding 
advance  there  will  be  no  inducement  held  out  to  cus- 
tomois  to  purchase  fabrics  and  have  the  goods  made  up 
at  home. 

V 

Suit  Styles  for  Fall  Selling. 
Though  suits  begin  the  season  the  designer,  as  a 

rule,  starts  work  upon  this  line  the  last.  This  is  be- 
cause the  style  question  is  such  an  important  one  and 

that  the  fashion  features  introduced  at  the  last  moment 

are  apt  to  dominate  the  line.  The  length  of  the  suit 

coat  is  at  present  an  uncertain  factor.  Paris  says  hip- 
length  coats,  and  designers  on  the  other  side  are  favoring 
lengths  aliout  32  inches.  It  is  extremely  probable  that 
both  these  ideas  will  be  somewhat  modified  to  meet  the 

needs  of  Canada's  more  rigorous  climate  and  that  a 
slightly  longer  coat   will  be  the  seller  here. 

.Judging  from  what  is  seen  and  from  the  way  in 

which  fashion  is  shaping,  the  plain-tailored  suit  is  to  be 
the  leading  style.  Skirts  will  show  fewer  pleats  and  the 
tendency  is  for  their  elimination.  The  plain  gored  skirts, 
trimmed  with  bands  of  the  self  fabric,  is  expected  to 
arrive  later.  That  the  banded  skirt  as  at  present  shown 
in  Paris  will  be  an  unmodified  factor  is  not  at  all  likely. 
That  it  is  the  forerunner  of  a  circular  flounce  model,  is 

extremely  probable.  At  the  Woodbine  several  suits  were 
worn  modified  in  this  practical  manner  and  the  effect  was 
as  smart  and  chic  as  it  was  practical. 

Coats  are  severely  plain  and  are  somewhat  on  the 

order  of  the  old-time  pony  models.  There  is  an  inclina- 
tion towards  fanciful  shaping  of  the  gores.  The  plain 

semi-fitting  coat  is   also  greatly  worn. 
The  long  revers  are  likely  to  pass  with  the  Summer 

and  wider  notched  collars  are  at  present  used,  though 
other  developments  are  not  unlikely.  The  collar  cut 
square  at  the  back  is  shown  and  designers  will  most 
probably  use  it  as  the  starting  point  for  something 

new. More  elaborate  suits  will  show  touches  of  Persian 
silk  in  facings  and  trimmings.  Fancy  brocaded  silk 

linings  are  favoi'cd  for  Pall. 
V 

Seal  Plush  Coats. 
The  coming  Fall  season  will  see  a  big  demand  for 

seal  plush  coats.  Late  last  Fall  there  was  a  small  de- 
mand for  seal  plushes  and  their  popularity  seems  to 

have  increased. 
Mills  that  can  turn  out  this  cloth  are  trying  hard 

to  produce  a  better  imitation  for  sealskin,  by  making  a 

fabric  that  will  separate  down  to  the  liase  -when  the  face 
is  blown  upon,  and  also  to  give  the  required  brownish 
tinge  to  the  base  by  using  brown  as  the  base  dye  and 
tipping  the   fibres   with   black. 

If  experiments  are  successful,  then  a  very  decided 
imitation  of  the  real  seal  will  bo  the  result,  and  the 

quick  and  voluminous  selling  of  seal  plush  garments  will 
be  assured. 
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WAIT  FOR  W ALDM AN 
J.  H.  Waldman  &  Co.,  Timited,  Montreal 

WALDMAN'S 
FALL  SAMPLES 

OF 

Ladies' Ready-to-Wear 
Garments 

WILL    BE    READY    ABOUT   THE 

MIDDLE  OF  JUNE 

TVatt  for  Our  Travellers 

WAIT  FOR  WALDMAN 

J.  H.  WALDMAN  &  CO.,  Limited 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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There  is   a  reason  for  these  Fall  and  Summer 
the  road  till  Fall  you  will  be  losing  a  valuable 

send  you  a  few  of  our 

E  150. — The  new  Chantecler  waisl  of  Rajah 
Silk,  good  quality,  neatly  tucked  front  and  back, 

■^  sleeve.  Neck,  fine  knife  pleated  frill,  with 
Paisley  silk,  also  chantecler  bow  ;  sleeve,  fine 
knife  pleated,  frill  to  match.  Cuff  also  trimmed. 
If  you  want  to  make  your  stock  look  fresh  and 
bright  order  sample  lot  of  three  of  this  up-to-date 
summer  garment. 

Natural  shad:  on'y.   Price,.  .  .  .$3.35  each 
Net  30   day«.     2  ̂^  1  0   day.. 

E  161. — The  latest  in  a  net  waist.  Made  of 
large  mesh  cable  net.  Shades,  Black,  Ivory, 

Ecru,  Brown,  Navy,  Old  Rose  and  Myrtle.  This 
waist  is  lined  throughout  with  a  Paisley  Jap  silk, 

giving  that  new  effect.  Net  yoke,  collar  and 
cuff  trimmed  with  Paisley  to  match.  Also  ela- 

borately braided  yoke  strap.  A  sample  lot  of 
three    of  this  waist  will  help  your  stock    along. 

Price,   $3.25   each 
Net  30  days.     ?      1  0  days. 

E  151. — There  is  not  much  to  be  said  abou 
the  exceptional  value  in  a  net  waist.  White  o 
Ecru,  lined  throughout  with  good  quality  Jap  silk 
fine  heavy  embroidered  front,  trimmed  with  guipure 
medallion  and  net  ball  trimming.  Try  a  sampl 

lot  of  three  of  this  garment  and  be  convinced  o its  value. 

Price,   $2.75  eac 
Net  30  days.    2      1  0  days. 

C>«-Jr    OarrY^^ni'ts    O  ua  ra*  r^  t  «»^cl    "tc^    siV' 

NA/ri-te  us  &±  onc< as  NA/^e  ar« 
pr^p&n 

THE   EMENESS 
Darling  Building",  10< 

Please  vieiUwii  Thr  Rniie-iV  to  /idzertisers  and  Their    Trai'elers. 
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Inducements.  As  our  travelers  will  not  be  on 

opportunity  if  you  do  not  write  at  once  and  have  us 
Special  Inducements. 

E500.  —  Tailored  shirtwaist  of  pure  linen. 
Fine  pleating  to  form  yoke  effect  and  fullness 
over  bust.  Beautifully  embroidered.  Shirt  sleeve, 
linen  collar  and  laundered  cuffs.  Write  for 

sample  lot  of  three  and  be  convinced  of  this 
special  value. 

Price,   $18.00  per  doz. 

Net  30  day*.     2     10  daya. 

E  502  — Dainty  waist  of  fine  sheer  lawn. 
Groups  of  pin  tucking  to  form  yoke  effect.  Hand- 

some front  of  allover  lovely  Swiss  embroidery. 
Val.  insertion  and  lace  collar.  Dressy  sleeve 
trimmed  to  match.  Write  for  sample  lot  of  three 
and  be  convinced  of  this. 

Exceptional  value.  Price,  $12.00per  d<  z- 

Net  30  days.     2  ,  10  days. 

E  162. — The  new  Chantecler  waist  of  Paisley 

Jap  silk,  good  quality.  Knife  pleated,  net  frill 
around  collar  and  cuffs.  Trimmed  with  Paisley 
to  match  waist.  Shades,  Navy,  Black,  Amethyst 

and  Red.  If  you  want  to  be  up-to-date  order  a 
sample  lot  of  three. 

Absolutely  new.  Pric*,   $3.50  each 

Net  30  days.     2      1  0  days. 

Sa'tisfactiori   as  xo  ©-tyle,   fi-t  artd  finisl-i 

COMPANY.  LIMITED 
Spadina  Ave.,  Toronto 

Please  mention  The  Revieiv  *o  Advertisers  and  I  hf\r    'I'ra7'elcr^ 



New  York  Favors   Simple    Styles   in   Fall  Ready-to-Wear 
Short  Suit  Coat  and  Skirt  Effects —Fewer  Pleats  and  Banded  Styles  Combined 

with  Straight  Lines  in  Skirts — Elimination  of  Long  Front  in  Jackets — Full 

Length  Separate  Coats — Blouses  to  Match   Suits  will  be   the    Popular    Vogue. 

Otiice  of  The  Dry  Goods  Review, 
ItiO  Broadway,  New  York,  May  31. 

Wllll.K   maniifuc'turers   and   g-arment    makers    i
n 

j^eneral  are  now  busy   with  preparations  for 
Fall  and  Winter,    up      to     the  present  time 

there  is  nothing  absolutely  certain  reg-arding 
the  prospective  styles,  but  the  general  opinion  is  in  the 

direction  of  short  coat  and  short  skirt  effects. 
There  is  much  controversy  regarding  the  length  of 

the  suit  coat  for  the  Fall,  many  opinions  being  given 

out  that  the  .shorter  lengths  will  prevail.  Fashion  crea- 
tors in  Paris  advocate  the  very  short  coat  averaging 

from  28  to  34  inches,  but  it  is  the  opinion  of  the  Amer- 
ican manufacturers  that  these  lengths  will  not  suit  the 

average  American  woman's  taste.  Another  point  of  ar- 

gument against  these  lengths  is  that  they  are  not  ap- 
propriate for  cold  weather.  With  all  these  facts  in  view 

and  the  persistent  endeavor  of  fashion  authorities  to 

popularize  the  shorter  length  coats,  there  is  every 
reason  to  believe  that  the  32,  34  to  36  inch  coat  will 

be  the  most  popular  lengths  to  be  adopted  for  Fall, 

with  the  longer  lengths  to  be  adopted  as  the  season  pro- 
gresses. 

Novelty  in  Skirts- 
At  the  recent  cloak  and  suit  convention  held  in 

Toledo,  recommendations  for  the  coming  season  were 

that  the  length  of  the  suit-jacket  would  be  from  28  to 
34  inches,  with  the  30  to  32  inch  lengths  in  the  lead,  or 

more  generally  favored.  The  lines  are  to  be  semi-fitted, 

and  in  straight-line  or  box  effects.  The  skirts  accom- 

panying suits  are  expected  to  show  the  most  novelty 

this  season.  Fewer  pleats,  and  banded-in  effects  com- 
bined with  straight  lines  are  the  features  of  suit  skirts. 

That  deep  skirt  hem,  or  band,  as  it  is  more  fami- 

liarly termed,  is  usually  made  of  a  fabric  which  con- 
trasts with  the  rest  of  the  costume.  Wherever  this  band 

appears,  and  it  is  not  always  at  the  hem  of  the  skirt 
but  is  often  somewhere  between  the  knees  and  ankles, 

its  purpose  is  to  emphasize  the  scantiness  of  the  skirt 
about  the  feet.  Whether  the  very  scant  skirt  of  the 

Parisiennes  will  be  generally  adopted  by  American  gar- 
ment manufacturers  is  still  an  open  question. 

However,  there  is  no  doubt  but  that  skirt  lines  tend 
in  the  direction  of  a  radical  change  from  the  present 

fashions.  Many  of  the  new  models  now  in  work  show 

interesting  adaptations  of  the  banded  skirt  and  it  is 

expected  to  be  the  style  feature  of  the  Fall  season  this 

year. 
Mannish  Effects  in  Jackets. 

Another  very  marked  feature  of  the  suit  jackets  for 
the  coming  season  is  the  elimination  of  the  long  front, 
one  and  two  button  openings.  Instead,  there  are  mannish 

effects  in  the  double  breasted  styles,  with  the  fastening 

down  the  centre  front  or  to  the  left  of  centre,  but  al- 

ways at  normal  waist-line.  Collars  will  continue  in  the 
shawl  effects  with  extended  revers.  The  square  cut 

collar  at  the  back  is  having  some  representation. 
While  the  semi-fitted  effects  will  continue  to  prevail, 

there  is  more  of  a  tendency  towards  a  boxy  effect,  this 

effect  accomplished  by  the  cut  rather  than  by  the  style 

of  the  models.  Sleeves  will  continue  long  and  in  one 

and  two  piece  effects,  finished  with  cuff  novelties. 
There  was  some  talk  of  the  bloused  jackets  being 

good  again  for  Fall,  but  from  the  looks  of    things  the 

bloused  coat  has  had  its  day.  It  was  brought  out  this 
season  as  a  novelty  rather  than  as  a  general  garment 
and  a  novelty  it  has  proved. 

Many  garment  manufacturers  express  the  opinion  that 
the  reign  of  the  pleated  skirt  is  over,  at  least  in  its 

present  shape.  Pleats  will  be  used,  but  in  very  different 
ways  than  they  arc  now.  The  plain  gored  skirt  with 
little  flare  is  making  great  headway  and  this  model  will 
be  highly  recommended  for  Fall. 

Full  Length  Separate  Coats. 

Separate  coats  are  to  be  popular  again  for  the  com- 
ing season,  especially  those  in  the  full  length  styles.  The 

more  dressy  coats  will  be  in  semi-fitted  and  boxy  effects 
while  the  general  utility  coats  will  be  in  loosely  fitted 
effects.  Among  the  attractive  features  will  be  the 

straight-line  of  the  backs,  the  wide  panels  front  and 
back,  and  the  big  sleeves  in  odd  shapings,  some  of  which 
will  be  cut  in  one  with  the  body  portion  of  the  coat. 

Fashions  in  Dresses. 

The  dresses  being  designed  for  the  Fall  and  Winter 
seasons  take  many  of  the  new  style  features  shown  in 
suits  and  skirts.  The  most  marked  of  these  is  the  skirt 

ideas  derived  from  the  Restoration  styles  where  the 
banding  in  the  bottom  of  the  costumes  was  the  most 
conspicuous  style  feature  at  that  time.  These  bands  are 
being  employed  both  at  the  bottom  of  the  dress  skirts  as 
well  as  at  the  knee,  the  effect  of  the  latter  being  very 
odd  and  pretty. 

In  the  tailored  dresses  shown  for  Fall  the  skirts  are 

both  pleated  and  gored  and  in  some  instances  some  form 
of  the  tunic  employed.  The  bodices  are  simple  and  in 
many  instances  are  in  the  Peasant  types.  There  seems 
to  be  a  continued  favor  shown  for  the  sleeve  in  one  with 

the  body  part  of  the  lilouse  and  this  style  with  the  cap 
sleeve  is  continuing  to  be  adopted.  Waists  have  resumed 
their  normal  lines  and  either  straight  belts  or  crushed 
girdles  finish  them  off  at  this  point. 

The  skirts  for  the  dressy  costumes  are  very  scant 
and  in  many  cases  show  the  banding  in  at  the  bottom 

of  contrasting  fabi'ie.  The  puffed  skirt  seems  to  be  the 
most  favored  styles  in  all  dressy  models  especially  made 

u[)  of  thin  materials. 

Juvenile  Wear. 
Manufacturers  who  cater  to  juvenile  lines  are  show- 
ing many  military  effects  in  coats  for  the  new  season 

and  there  seems  no  doubt  but  that  for  Fall  and  Winter 

weai'  the  military  styles  will  prevail.  Tliese  garments 
are  made  with  long  military  capes,  and  the  collars  are 

in  the  usual  standing  up  styles.  Gold  buttons  and  mili- 
tary trimmings  comprise  their  ornamentations.  The 

popularity  of  the  Chantecler  red  will  be  greatly  empha- 
sized this  Fall  in  the  children's  red  coats.  These  colored 

coats  are  always  good,  but  this  Fall  it  is  expectetl  they 
will  excel  anything  ever  before  produced.  The  designs  of 
the  roosters  will  be  used  as  emblems  on  the  buttons 
and  in  the  trimmings  which  will  elaborate  them  greatly. 
The  idea  is  attractive  especially  for  the  child. 

Waists  are  extremely  simple  in  lines  and  luxurious 
in  fabrics.  The  adoption  of  the  peasant  styles  in  the 
more  dressy  models  seems  to  be  the  most  prevalent  style 
and  these  effects  are  being  more  emphasized  in  the  new 
Fall  models  now  in  work. 
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Among  the  many  brands  of  underwear  on  the 
market,  Peerless  Underwear  stands  out  in 
quality   like   the  brightest   star  in    the    sky. 

UNDERWEAR 
FOR  MEN, 

WOMEN  AND 

CH I LDRE  N 

It  has  proven  a  wonderful  seller.  The  reason — 
every  Peerless  Garment  combines  perfect  fit 
and  comfort  with  wearing  qualities  that  appeal 
with  irresistible  force  to  every  buyer. 

THESE  ARE  THE  PEERLESS  SELLING  REPRESENTATIVES 

ONTARIO 
C.  &  A.  G.  CUrke,  Empire  Boildlng 

WeUioKtOD  St.  W..  Toronto 

BRITISH  COLUMBIA 

G«o.  A.  Campbell  &  Co.,  Mercantile  Block 
VancoDver,  B.C. 

QUEBEC Ernest  Hamel,  115  St.  Joseph  St., 

Quebec,  Que. 

MARITIME  PROVINCES 

G.  A.  WoodiU,  'X>  and  31  Roy  Bldgr. Halifax,  N.S. 

MANITOBA  and  the  NORTH  WEST 
Western  Fabric  Co.,  63  Albert  St. 

Winnipeg 

Peerless   Underwear   Company 
Hamilton  Ontario 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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QUALITY 
VALUE  and 
m  PROFIT 

IN 

LAURENTIAN 

READY-MADE 
The  Mark  of  Quality  for  Whitewear, 

Blouses,  Hemmed  Sheets  and  Pillow  Slips 

SHEETS  AND  PILLOW  SLIPS 
Made  in  all  sizes  and  qualities. 

Now  planning  for  the  new  season's  range, 
and  we  mean  the  Laurentian  range  to  be 
the  leader  in  the  trade. 

SPECIAL  VALUES  at  all    times   in 

Laurentian  Waists  and  Whitewear 
Our  enlarged  facilities  enable  us  to  always  ship  promptly. 

OUR  STOCK  ROOM 
at  our  Montreal  Office,  in  addition  to  our  sample  room,  offers 

increased  facilities  for  quick  service,  with  many  excellent 
values  always  on  hand. 

PAY  US  A  VISIT 

LAURENTIAN  WHITEWEAR  CO. 
LEVIS,  QUEBEC 

Toronto: — W,  H.  Piton,  Empire  Building.  Province  of  Quebec: — J.  A.  Morin,  Quebec. 
Montreal  and  Eastern  Ontario  :—Z.  P.  Benoit,  Mark  Fisher  Bldg.    Maritime  Provinces:— Alex.  Burr,  St.  John,  N.B. 

Please  mention  The  Review  to  Advertisers  and  Their       Travelers 
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Popular  Overskirt  Effect.  Made  in  fine  Mull. 
Trimmed  with  Valenciennes  Lace.  Pink,  Sky, 

Mauve,   Champagne,    Nile,    Black    and   White. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 



Dry  Goods  Review READY-TO-WEAR     GARMENTS 95 

I 

Please  mention  The  Reviezv  to  Advertisers  and  Their      TroTelers. 



Banded   Skirt   as   Seen   in   Paris  is   Practical   and   Pretty 
Eastern  Designs  in  Printed  Fabrics  and  Embroideries  are  Used  as  Trimmings 

for  Race  Gowns  and  Hats  -  Lingerie  Gowns  Finished  with  Bright-hued 

Sashes  —  Veiling  of  One  Fabric  with  Another       Foulards  in  Strong  Position. 

Paris,  France,  May   31. 

THE  race  meetings  at  Longeliamps  are  attracting
 

ihe  fashionable  worUl  and  for  the  later  meetings 

the  weather  has  been  satisfactory.  This  has  leJ 
to  the  discarding  of  furs  and  wraps  and  to  the 

donning  of  pretty  Spring  gowns.  Besides  the  exeitemcnl 

of  choosing  the  winners  there  was  Ihe  animated  gossi]! 
and  comment  created  by  the  sensational  toilettes  worn  by 

the  mannequins  sent  by  the  dressmakers  of  the  rue  do  la 
Piiix. 

While  the  greater  number  of  the  jackets  worn  were 
short,  of  the  bloused  or  plainly  tailored  style  called  the 

English  type  here,  the  new  coat  is  the  picturesque  Robes- 

pierre paletot  with  the  small  pelerine  or  coachman's  cape 
placed  under  the  rolling  collar.  Though  this  small  cape 
may  be  of  the  same  cloth  as  the  coat  it  is  also  seen  in 
other  fabrics. 

The  Plainly  Tailored  Suit. 

English  tailor  mades,  that  is.  ilio  plainly  tailored  suit. 
is  the  prevailing  style  for  making  up  suits  of  cloth  or  of 
rough  silk.  The  blouses  used  as  the  third  piece  of  these 
coat  suits  are  of  silk  veiled  with  mousseline  of  the  same 

color,  or  of  printed  foulard  veiled  in  black  net  over  which 

is  placed  a  chiffon  the  color  of  the  suit.  Especial  prefer- 
ence is  given  to  Paisley  patterns  for  the  lining  silk. 

All  manner  of  eastern  designs  in  both  printed  fabrics 
and  embroideries  are  being  utilized  for  the  trimming  of 
race  gowns,  cloaks,  and  also  for  hat   trimmings. 

This  printed  trimming  appears  as  a  narrow  inner  vest 
or  as  narrow  kilted  flounces  on  foulard  and  taffeta  dresses. 

Some  costumers  favor  blurred  designs,  but  whatever  the 
design  the  ground  is  of  some  iieutral  color. 

Milliners  aise  the  larger  patterned  fabrics  in  the  bright- 
er colors  for  the  crowns  and  brims  of  their  hats  an  1 

toques,  and  tone  down  the  glaring  colors  by  draping  an.l 
veiling  them  with  black  laos  or  tulle. 

At  the  race  meetings  these  eastern  embroideries  and 
printed  materials  were  much  in  evidence,  and  it  was  n 

matter  of  remark  how  man}-  of  the  smart  women  wer'i 
gowned  in  satin  souple,  the  satin  tailor-made  being  a 
great  favorite. 

Costumes  Combining  Foulards  and  Cloth- 

Many  of  the  tailored  suits  have  exceedingly  short  skirts 

and  t'he  leading  colors  seems  to  be  the  blue  shades  headed 
by  bleu  de  nuit  and  a  new  tint  that  has  a  greyish  green 
effect.  Many  of  the  prettiest  costumes  are  a  combination 
of  foulard  and  cloth;  the  foulard  striped  and  dotted  willi 
white,  has  a  jacket  made  with  seamless  sleeves  and  a  band. 

The  skirt  pleated  in  at  the  waist  is  flatly  ironed  ami 
sewn  into  a  band  of  the  cloth  which  starts  just  below  the 
knees,  but  which  is  not  too  narrow  in  circumference. 

The  new  banded  skirt  has  certainly  caught  on,  and 
when  the  band  is  reasonably  wide,  so  that  free  movement 
is  possible,  is  quite  practical.  As  a  fact,  it  would  seem 
that  the  tightness  of  these  foot  bands  are  more  in  the  cut 
and  appearance,  for  some  of  the  smartest  costumes  had 
the  skirts  cut  in  this  manner  and  their  wearers  seemed 

to  skate  with  both  ease  and  grace  in  them. 

The  costumes  worn  do  not  coincide  with  t'hose  chosen 

here  for  skating.  The  ca.shmere-printed,  mousseline-veiled 
gown  with  the  new  tight  hem  of  satin  or  cashemire  de  sole 
was  most  worn.    They  were  made  with  the  low  round  neck 

linisliid  citluT  with  a  plcalrd  iVill  lace,  or  witli  a  turn- 
down' low  collar  of  embroidered  linen  and  Valenciennes 

lace.  Short,  and  tbroe-quartor  sleeves,  with  lace  pleatings 
either  falling  or  turning  ba.ck,  were  worn  by  the  smartest 
women. 

Brighter  and  More  Varied  Colors. 

Tile  iipiiiiiiu'  (lay  of  Ihe  Sa'on,  as  usual,  hrougliL  out  a 
smart  crowd  of  fashionably  di'essed  women.  V<M-y  much 
brighter  and  more  varied  colors  were  worn  here  than  out 
in  the  open.  The  leading  colors  were  ibis  red,  sapphire 
blue,  Empire  green  a,nd  grey. 

Lingerie   dresses   made   their   first    appearance   for   the 

season  and  were  finished  with  bright-hued  sashes. 
The  veiling  of  one  fabric  with  anotjher  promises  to  be 

one  of  the  important  fashions  this  summer.     Ninon,  net, 

One  of  Ihe  new  lingerie  gowns. PiT.s  talormade  of  castimi-e 
de  soie  and  face  clolh,  ttie  oal 

and   band    facings  and   belt  of 
black  satin 

mou.sseliiK',  lace  and  chiffon  are  used  over  satins  and  a.lsi- 
over  Paisley-patterned  and  printed  foulards.  Thus  a  navy 
blue  spotted  foulard  would  be  veiled  by  an  overdress  of 
navy  chiffon,  and  a  red  a,nd  white  foulard  would  be  toned 
down  by  veiling  it  with  an  overdress  of  either  grey  or black. 

Foulard  is  scoring  in  many  directions.  It  is  used  for 
both  linings  and  facings,  and  really  attractive  suits  are 
being  built  of  spotted  and  striped  foulard.  The  latest 
trimming  for  these  suits  are  pipings  and  black,  red  and 
emerald  are  the  colors  most  used.     The  suit  composed  of 
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Don^t  you  find  that  just 
about  now  you  need  some 

*^New  Blood/^  so  to  speak, 
in  your  Waist  Stock? 

Your  original  stock  has  been  picked  over;  you  are  out  of  some  sizes  and  styles, 
and  you  realize  that  you  want  some  smart,  new  garments  to  help  move  the  present 
stock,  and  for  special  sale  days. 

To  meet  this  demand  we  have  made  up  a  splendid  range  of  new,  bright,  sale- 
able styles  at  practically  all  prices.  Some  are  made  with  three-quarter  length 

sleeves.  These  waists  we  can  ship  within  the  next  two  weeks.  They  are  all  in 
the  now  recognized  Eclipse  quality  and  style,  and  will  accomplish  wonders  in  swell- 

ing the  volume  of  your  waist  sales  during  the  next  couple  of  months. 

OUR  OFFER 

If  you  cannot  call  at  our  factory  personally, 

send  us  your  order  for  all  lines  required,  in- 
cluding special  lines  for  Saturday  sales.  If 

our  selections  do  not  please  you,  return  the 

goods  at  our  expense. 

We  make  this  offer  to  fill  the  requirements  of  our  old   customers,  and   to   make 
hundreds  of  new  customers. 

The  Eclipse  Whitewear  Company 
TORONTO 

Please  mention  The  Review  tg  Advertisers  and  Thetr  Travelers. 
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COAT  SPECIALISTS 
For  both  Men  and  Women 

NATIONAL   BRAND 
Our  range  of  ladies'  winter  coats  which  we  are  now  showing  comprises  the  latest  lines  in 

Caraculs,  Plush,  Sealette,  Diagonal  Tweeds  and  plain  patterns. 

Bigger  and  better  line  than  ever.  Snappy  New  Styles 
The  sort  that  step  lively 

Automobile  and  Tourists'  Raincoats,  for  both  men  and  women,  for  rain  or  sunshine. 

Our  range  comprises  Priestley's  Cravenettes  in  plain  or  fancy  Gaberdines,  Shantung, 
Pongee,  Moire,  Poplin,  Mohair,  Peau  de  Sole,  Serges,  Fancy  Worsteds  and  Basket  Weave  in  the 

latest  designs. 

NATIONAL  RUBBER  COMPANY 
MONTREAL 

Largest   Exclusive   Coat   House  in   Canada 
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LADIES'  READY-TO- 
WEAR  GARMENTS 

are  a  big  factor  in  the  growth  of 

your  business. 

Up-to-the  minute  in  style,  perfect 

in  fit  and  finish.  Ours  are  the 

kind  to  make  your  business  grow. 

Say   when   you   want  to   see   them. 

The  W.  R.  Brock  Company,  Limited 
MONTREAL 

FALL  LINE  1910 

We  have  several  lines  in  coats,  suits 

and  skirts  which  cannot  be  excelled  for 

Style,  Wear,  Fit  and 
Workmanship 

We  will  be  pleased  to  have  the  garment 

buyers  inspect  these  lines  as  they  are 

l>ig  sellers  for  big  buyers  and  it  will 

pay   you   to    look   at   them.     :      :      :      : 

The  Montreal  Skirt  &  Cloak 
MANUFACTURIN6  COMPANY 

1114  St.  Lawrence  Boulevard    MONTREAL 

E  teg  to  announce 

that  ̂ \^e  are  leav- 

ing our  old  premises 

on  Papmeau  Ave.  on 

May  31st,  and  ̂ vill  m 

future  be  in  the  heart 

of  the  City  s  Financial 

District. 

Montreal  Waterproof 
Clothing  Co. 

Cor.  McGill  and  St.  Maurice  Sts. 

MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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either  foulard  and  clot'h  or  of  Shantung  and  cloth  is  to  be 
much  worn  later. 

The  position  of  foulard  is  showni  by  the  fact  that 
foulard  patterns  are  being  imitated  in  other  fabrics.  Thus 

there  are  foulard  patterned  Shantung's,  ninons,  etc. 

Stripes  Being  Revived. 
There  is  a  revival  of  stripes  in  Paris,  and  many  fabrics 

are  worn  there  decorated  with  hair-line  stripes.  Serges 
came  first  and  these  striped  effects  were  so  well  received 
that  their  vogue  was  carried  on  to  other  materials.  Silks 
iiave  caught  the  infection,  and  now  there  is  a  showing  of 
taffetas  and  soft  weaves  in  hair-lined  effects. 

Some  beautiful  cloaks  are  worn  and  the  newest  are  of 

black  net  or  tulle.  These  are  hea,vily  embroidered  or 
soutached  and  are  trimmed  with  satin  bands.  Some  ol 

the  latest  suits  show  a  blending  of  fabrics  such  as  foulard 
and  Shantung,  foulard  and  taffeta,  or  foulard  and 
cashemire  de  soie. 

There  is  a  keen  rivalry  between  the  turban  and  the 
large  hat.  For  Summer  wear,  the  large  hat  is  most  in 

vogue  trimmed  with  'heavy  plumes,  or  with  wreaths  of 
flowers. 

Are  Mills  Helping  Large  Stores? 

The  contention  that  Canadian  mills  were  assisting  "the 
large  mail  order  houses,  to  the  detriment  of  the  trade  in 

general,  and  the  country  merchant  in  particular,"  is  ad- 
vanced by  'a  retailer,  who  writes  to  The  Review,  as  follows: 

"Take  the  product  of  any  leading  Canadian  mill,  which 
is  quoted  on  a  jobbers'  price  list,  and  under  which  price 
no  jobber  is  allowed  to  sell;  then  take  the  mail  order 
catalogue,  or  better  still,  take  a  walk  through  any  of  the 
largest  departmental  stores,  and  compare  their  retail 
prices  witli  the  said  wholesale  list,  and  you  will  then  see 
that  in  some  inscances  they  are  just  about  even,  while  in 

no  instance  is  t'he  margin  of  profit  sufficiently  large  to 
meet  running  expenses,  thus  making  competition  on  these 
goods  utterly  impossible  for  the  smaller  merchant,  who 

can  only  buy  these  goods  from  or  throug-h  his  jobber  and 
pay  full  wholesale  list  price  for  them. 

"I  think  it  quite  right  that  t'he  big  fellows  should 
have  the  advantage  of  t'he  discounts,  as  they  are  in  many 
instances  a,ble  to  handle  even  larger  quantities  than  many 
jobbers,  but  if  there  is  an  agreement  about  the  wholesale 

selling  price  of  these  goods,  why  couldn't  an  agreement 
be  made  to  govern  the  minimum  retail  selling  prices,  allow- 

ing an  advance  of  say  at  least  20  per  cent,  on  wholesale 
list  cost  price? 

"This  would  allow  the  big  fellow  'his  discounts  as  en- 
tire profit  and  would  at  the  same  time  give  the  small 

man.  who  is,  I  think,  a  necessity  in  every  sm'all  town, 
an  opportunity  of  competing  on  a  more  even  and  fair 
basis. 

"One  of  my  strongest  reasons  for  bringing  this  mat- 
ter up  is  that  the  class  of  goods  referred  to  are,  for  the 

most  part,  lines  which  cannot  be  replaced  to  advantage 

by  imported  goods,  as  they  are  goods  particularly  adapt- 
ed to  the  needs  of  our  country,  and  for  that  reason  are 

essentially  necessary  to  every  dry  goods  stock.  Furt'her, 
the  range  of  designs  being  somewhat  limited,  t'hey  -are 
easily  recognized,  no  matter  where  seen,  by  the  general 
run  of  the  buying  public. 

"The  mail  order  fellow  knows  this,  too,  and  I  believe 
most  firmly  that  t'heir  real  reason  for  marking  their  sell- 

ing price  so  near  to  wholesale  list  price  is  to  lead  the 
general  public  to  making  tlieir  comparisons  between  the 

home  merchant  'and  the  mail  order  house,  on  these  par- 
ticular goods,  a.nd  naturally  enough  think  that  sure  proof 

that  the  home  merchant  is  trying  to  rob  them." 

The  Alliance  Manufacturing 

Company,  Limited 
MONTREAL 

Beg  to  announce  that  they 

will  show  a  complete  range 

of 
FINE   NEGLIGEES 

AND 

WHITE  NIGHT  SHIRTS 

For  Spring  1911 

Manufacturing    exclusively   for   the 
Wholesale   Trade 

The  Alliance  Mf^.  Co.,  Ltd. 
15-29  Clarke  Street,        ::        MONTREAL 

Does  Your  Advertising  Pay  ? 

fl  Every  live  merchant  realizes  that 
continual  publicity  is  an  essential 

factor  in  the  disposal  of  his  wares, 

and  as  an  effective  and  lasting  ad- 
vertisement the 

SILK    WOVEN     LABEL 
easily  holds  pride    of    place. 

^  For  the  profitable  advertising  of 

Clothing,  Whitewear,  Underyifear, 

Footwear,  Millinery,  Etc.,  no  me- 

dium is  so  telling  as  an  artistic  label. 

^  It  stamps  'quality'  on  the  wear- 
er's mind,  and  its  usefulness  is  only 

limited  by  the  life  of  the  garment. 

fl  May  we  design  you  an  artistic 
label)    Write  for  details  and  prices. 

Canada  Label  and  Webbing  Co. 
LIMITED 

9  Morrow  Avenue,  Toronto 
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MAIL  ORDERS 

Attention  to  detail  and  knowledge  of  your 

requirements  characterize  the  B.  Sc  P.  mail  order 
system.  Ample  stock  of  goods  in  demand, 
immediate,  but  careful,  filling  of  orders  guarantee 
you  receiving  delivery  at  the  earliest  possible 
moment. 

Try  us  next  time 

Wholesale  Millinery, 

Novelty  Dry  Goods, 

Children's  and  Ladies'  Wear 

Mailorders  our 
especial  hobby. 

St.  John.N.B. 
Halifax,  N.S. 
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Values  in  Veilings 
We  have  a  very  wide  raiig'e  of  V'eilinjJ^.s  and 
Scarf  Chiffons,  and  invite  inspection. 

We  are  headquarters  for  Fancy  French 

Veilings,  Bugle,  Mystic  and  Heavy  Hexa- 
gon, Hexagon  within  Hexagon,  etc. 

Send  for  .Samples  and  I'rices. 

If  you  have  not  already  seen  our 
Slim  pies  kindly  -write  to  us  and  we  will  have 

one  of  our  travellers  call  on  you 

s OUTHALL SANITARY     TOWELS 5 

Wm.  C.  Mortimer    Company,    Ltd. 
117  Wellington  Street  W. 

Toronto 

The   Original  and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 

the  invention  and  manufacture  of  SouthalU'  Sanitary 
Towels  possible.  Since  1880  they  have  become 

wi  'ely  known  and  appreciated  as  an  indispensable 

article  for  ladies'  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

Apply  for  full  pnitiiiilars  and  samples  to  the  Agent  for  the  Dominion, 
J.  M.  SCHI'.AK,  C.iriaw  Kuildintis,  Wellington  Street  West,  Toronto 

Southalls'  Accouchement  Sets  (containing  all  kequisites.in  3  sizes). 
Southalls'  Sheets  for  Accouchement  and  other  Sanitary  Specialities. 

SOUTHALL  BROS.  &  BARCLAY  Ltd..  Birmingham,  Eng. 
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DRY  GOODS  REVIEW 
has  eiiqui.ies  from  time  to  time  from  manufacturers  and  others 

wanting  representatives  in  the  leading  business  centres  here 
ana  abroad. 

Firms  or  individuals  open  for  agencies  in  Canada  or 
abroad  may  have  their  names  and  addresses  lared  on  a 

special  list  nept  for  the  information  of  enquirers  in  our  various 

offices  throughout  Canada  and  in  Great  Britain  without 
charge. 

.A.d<lress  t   Business  Manager. 

DRY  GOODS  REVIEW 
Montreal  and  Toronto. 

Please  menl'wn  The  Reviczu  to  Advertisers  and  Their     Travelers. 



Review  of  the  Canadian  Millinery  Trade 
Style  Indications  for  Fall  —  Modified  and  Practical  Chantecler  Effects  in 
Plumes  and  Feathers  —  Velvet  Likely  to  Have  Continued  Vogue  —  The 

Queen  Mother's  Mourning— Railway  Commission  Fixes  Express  Tariff  on  Hats 

FASIHION  i.s  ill  till'  making-  for  lli.y  fuiiiiiig  FaJl,  and 
buyiers  for  the  wholesale  millinery  houses  are  pass- 

ing   to    and    fro    between    Canada,   New   York    and 
Europe. 

An  early  lin^e  of  feather  noveltie.s  shown  reveals  thaf 

many  of  the  ideas  are  directly  traceable  to  Rostand's 
much-talked-of  play,  and  it  is  altogether  likely  that  the 
Chantecler  influence  will,  though  of  course,  modified  and 

ma,de  practical,  play  an  important  part  in  early  Fall 
fashions.  Though  coque  effects  in  plumes  and  hussar 
mounts  were  very  much  in  evidence,  preference  must  be 
given  to  the  novelties  in  pheasant  feathers.  Here  is  an 
entirely  original  note  aivd  one  that  fits  in  with  the  present 
fashion  tendencies.  Beautiful  mounts  are  made  up  from 

long  tail  feathers  worked  up  with  the  varied  colored 
breast  effects  in  the  gem-like  iridescent  plumage  that 

clothes  the  neck  and  breast  of  fhte  pheasant,  and  .showing- 
both  the  green  and  blue,  the  golden'  and  brovvin,  and  tbe 
ruby  colorings  of  that  beautiful  bird.  These  mounts  tone 
in  with  almost  a.ny  color,  and  milliners  are  sure  to  take 
them  up. 

Large  wings,  bot'h  singly  a,nd  in  pairs,  are  sIidwii.  Some 
are  entirely  formed  of  clipped  and  curled  over  feathers 
and  are  specially  intended  for  the  trimming  of  beaver 
hats.  Many  of  these  wings  in  black  or  dark  color  have 
a  narrow  portion  turned  over  of  bright  contrasting  color, 

'and  this  vivid  color  touch'  promises  to  be  one  of  the  feat- 
ures of  th.e  coming  season. 

Large  feather  pom-poms  are  anotiier  et^'ecl  shown  Foi- 
the  coming  Fall.  'Pom-pom  and  mounts  of  ba.dger  hair 
are  another  novelty  shown,  and  some  handsome  mounts 
are  of  feathers,  (|uills  and  badger. 

Though  tile  very  large  hat  fills  the  centre  of  the  stage 
for  the  present  moment,  for  Fall  and  Winter  wear,  tlic 

vog'ue  of  toques  a,nd  turbans  is  predicted.  The  liig'h 
tam-crowned  model  is  looked  upon  with  particular  favor 
but,  of  course,  new  ideas  will  be  advanced  as  the  season 
develops. 

Velvet  has  enjoyed  very  great  prominence  all  through 
the  present  season,  and  t'liere  is  no  doubt  as  to  its  con- 

tinued vogue.  Plain  a,nd  fancy  bengalines  and  Oriental- 
printed  fabrics  are  also  much  talked  of. 

The  feature  of  the  new  millinery,  as  reported  from 
Parisian  fashion  centres,  is  the  use  of  the  large  ribbon 
bow.  Massive  bows  of  ribbon  are  heaped  upon  the  crowns 

of  the  broad-brimmed  hats  a,nd  form  the  sole  trimming  of 
the  large  high  toques,  so  much  worn.  A  new  idea  is  the 

trimming  of  large  black  'hats  with  immense  bows  of  broad 
ivory  white  taffeta,  and  large  blue  hats  have  bows  of  pale 
grey  or  paJe  cream-colored  ribbon.  These  ideas  do  not 
strike  one  as  very  summerlike,  but  are  excellent  for  'Fall 
development. 

Next  to  ribbons,  plumes  and  wings  are  u.sed  and  very 
large  hats  of  violet  or  mauve  straw  are  trimmed  with 

shaded  mauve  feathers.  The  wings  used  are  in  bright 
S'ha.des  of  blue,  red,  or  the  new  grey  green. 

The  Queen  Mother's  Mourning. 
The  sudden  death  of  the  King  has  resulted  in  such  a 

demand  for  mourning  that  in  both  the  wholesale  and  re- 

tail  houses,   stocks   have   been    practically    depleted.     In 

Pari.s,  too,  the  great  dressmaking  establishments  in  tlie 
Hue  de  la  Paix  have  put  colors  aside  for  the  present,  for 

the  King's  death  has  plunged  nearly  all  tlie  courts  of 
Europe  into  mourning,  and  as  court  mourning  will  be 
wiorn  for  the  next  year,  there  has  been  a  rush  for  mourn- 

ing cloths  from  British  patrons. 
The  Queen  Mother,  it  is  said,  is  adopting  the  Marie 

Stuart  bonnet  with  tlie  long  heavy)  veil,  entirely  covering 
the  face.  Dull  sliks,  crepe  de  sole,  crepe  de  Chine  and 
iiiiion  are  being  chosen  for  mourning  wear  by  the  royal widow. 

B'aek  is  ver^"  much  worn  at  present  and  the  death  of 
the  King  will  doubtless  increase  the  vogue  of  both  black 
and  violet  shad'cs. 

Left-over  Goods  Eat  up  Profits. 
With  the  end  of  a  particularly  good  millinery  season 

in  sight,  milliners  ought  to  begin  to  consider  the  problem 
of  finishing  u])  the  season  with  stock  in  good  shape.  Busi- 

ness has  been  so  good  that  some  milliners  are  inclined  to 
he  lax  this  year,  but  it  must  be  remembered  bhat  un- 

salable goods  left  over  at  the  end  of  the  season  have  an 

uncomfortable  way  of  eating  up  the  profits  maide  by  brisk 
business.  Cold  figures  have  an  uncomfortable  way  of 

shiovving  that  profits  are  less  than  expected,  solely  because 
the  stock  has  not  been  carefully  cleaned  up. 

Now  is  the  time  to  go  over  the  stock,  i)ick  out  the 
stickers  and  slow-moving  goods,  send  ihem  to  the  work- 

room and  have  them  made  up  into  hats  that  can  be  sold 
at  prices  that  will  lemi)t  customers  to  invest  in  a 
second  'hat. 

The  large  stores  do  this  extensively  and  in  a  systemafic 
manlier.  They  have  a  number  of  hats  prepared  for  Fri- 

day and  Saturday's  selling,  and  advertise  them,  making 
an  attractive  window  display  of  them  to  attract  customers. 
In  many  of  the  larger  cities,  milliners  can  follow  on  the 
same  lines,  but  wflien  the  size  of  the  town  is  not  large,  or 
where  the  milliner  has  her  clientele  among  the  better 
trade,  such  methods  will  not  do. 

Express  Charges  on  Millinery. 
Chairman  Ma.bee,  of  the  Railway  Commission,  has 

made  the  following  test  ruling  with  reference  to  express 
charges  on  millinery: 

Paircels  from  70  to  75  inches,  exterior  measurement, 
will  be  enclosed  in  corrugated  shipping  paper,  and  charged 
for  as  weighing  30  pounds ;  from  75  to  80  inches,  35 

pounds.  A  number  of  smaller  packages  can  be  tied  to- 
gether to  make  one  la,rge  parcel. 

Ot'her  parcels  of  exterior  measurement  less  than  70 
inches,  shall  be  securely  tied  or  fastened  together,  and, 

when  not  crated,  shall  be  charged  for  at  regular  mer- 
chandise rates  on  actual  weight,  but  at  not  less  than  the 

following  minimum  weights  based  on  measurement :  From 
50  to  55  inches,  15  pounds;  over  55  and  including  GO  inches, 
18  pounds;  over  &0  and  including  65  inches,  20  pounds; 
over  65  and  including  70  inches,  25  pounds. 

Parcels  measuring  less  than  50  inches,  pay  on  the  ac- 

tual wieig'ht. 



Parisian    Color   Card    Gives   First   Hint   of  Fall  Millinery 

Brighter,  Clearer  Shades  than  Have  Been  in  Vogue  for  Several  Seasons 

—  Transparency  of  Color  and  Fabrics  —  Chip  has  Forged  to  Front  in  Summer 
Hats     -  Panamas  Selling  Well — Pressed  Hats  Outstrip  the  Hand-made  Effects. 

Staff  Correspondence. 

Otiice  of  The  Dry  Goods  Review, 
1<30  Broadway.  New  York,  May  31. 

PARIS   has   sent    us   her   first    contribution    in    Fall 

ideas  with  the  syndicate  color  card,  headed  with 
a  series  of  six  shades  of  purplish  blues,  designated 

as  Gomete.    These  are  quite  diti'erent  in  character 
from  king's  or  royal  blue,  having  a   decided,  purple  cast. 
It  is  a  question  of  grave  doubt  whether  these  shades  are 
not  more  purple  than  blue. 

Tarragon  is  the  name  given  the  ne.xt  series,  which  are 
also  rather  indefinite,  and  may  almost  be  described  as 
bronze.  The  lightest  shade  of  this  series,  while  greener, 

still  suggests  the  darkest  shade  of  the  Toison  d'Or  series, 
which  occupied  second  place  on  the  Spring  card. 

Jacot  blues,  six  shades,  all  dark,  follow.  These  an: 

electric  blues  under  new  guise,  and  are  sui-e  to  be  good. 
Three  violets,  called  Irene,  follow,  and  then  six  warm 

mahogany  shades,  called  Girofle.  or  wa,ll-flower.  Three 
brilliant  Irish  greens  follow,  under  the  classification  of 
Monjik. 

Next  we  find  six  red  purples  on  the  dahlia  tones,  to 
be  known  as  the  Nebuleux  shades,  and  already  one  hears 

this  term.  Regent  is  the  name  given  three  yellows  of 
totally  different  character,  the  lightest  is  butter  color,  the 
second  orange  and  the  third  a  very  vivid  orange. 

Bois-Sacre  follows  in  six  shades,  from  an  old  rose 

to  the  deepest  of  shades  hardly  off  black.  Three  cold 
greys,  Minnta,  follow,  and  these,  in  turn,  are  followed 
by  Chasselas  greens,  six  shades  of  the  bottle  green 
variety. 

Dauphin  blue  in  three  shades  gives  us  a  touch  of  the 

now  popular  king's  or  royal  blue,  and  then  we  find 
Faisane  shades,  which  have  the  burnt  brown  quality  pe- 

culiar to  burnt  senna. 

Dull  mauvish  purples,  under  the  classification  of 
Raisaine,  come  next  in  three  shades,  differing  very  little 
in  tone;  then  come  six  dull  Quakerish  greys,  to  be  known 
as  the  Pinta.de  shades,  and  these  lead  us  to  Sarcelle,  a 
trio  of  shades  which  are  almost  as  much  green  as  blue. 

and  are  the  colors  one  finds  on  the  wild  duck's  wing. 
Brilliancy  is  the  keynote  of  the  Flamant  shades,  six 

light  and  violet  reds,  shading  from  musk-color,  a  vivid 
pink,  to  bright  red.  Here  we  find  the  Chantecler  influ- 

ence, although  the  tones  are  slightly  dissimilar.  In  direct 
contrast  to  this  garish  series  the  card  ends  with  Phoque, 

thre«  shades  of  taupe  re-christened. 

Veiled  Color  Effects. 

As  was  to  be  expected,  the  card  brings  us  brighter, 

clearer  .t^hades  than  have  been  in  vogue  for  several  sea- 
sons. Transparency,  not  only  of  fabrics,  but  color,  seems 

to  be  the  present  aim.  Yet  many  colors  are  cui'iously 
indefinite.  Particularly  is  it  hard  to  separate  h^ies  and 
greens,  and  purples  and  blues. 

It  i.s  possible  to  obtain  the  effect  of  these  elusive 
shades  by  veiling  one  material  with  another.  If  the 

changeant  taffetas  or  metallic  tissues  are  veiled  with  chif- 
fon, the  color  effects  are  remarkably  effective.  This  does 

not  necessarily  mean  when  the  same  color  in  a  lighter  or 
darker  shade  is  used  for  both  the  upper  and  lower  layers 
of  materials,  but  quite  as  much  when  entirely  different 
colors  are  use<3. 

Black  maline  used  over  white  is  one  of  the  season's 
most  prominent  fancies,  and,  as  we  know,  briglit  flowers 
arc  clouded  with  lace  or  tulle. 

There  are  many  who  predict  the  small  hat  for  Fall, 
but  present  indications  give  very  little  reason  for  this, 
unless  one  argues  that  Fashion  jumps  from  one  extreme 

to  another.  It  is  not  at  all  unlikely  that  medium-sized 
hats  will  find  favor,  but  these  will  still  be  large,  except  in 

comparison  with  what  has  gone  before.  There  is  no  not- 
able decrease  in  the  hea.dsize  anticipated,  so  that  even  if 

small  hats  come  in  again  they  are  quite  sure  to  envelope 
the  head,  and  hug  the  ears,  after  the  present  approved mode. 

Dull  Millinery  Season. 

If  Halley's  comet  is  responsible,  as  wise  men  tell  us, 
for  the  unseasona.ble  weather  that  has  swept  the  country 

during  the  last  thirtj^  days,  then  Halley's  comet  is  re- 
sponsible for  the  present  millinery  situation,  which  is 

dull  all  over  the  country,  but  not  noticeably  so  in  certain 

Fifth  Avenue  and  up-town  establishments.  It  was,  as  we 
know,  an  early  season,  and  one  that  started  off  with  a 

rush,  so  that  the  unseasonable  weather  probably  'hasn't 
done  as  much  damage  as  it  might  otherwise  have  done, 
since  practically  every  woman  in  New  York  had  bought 

at  least  one  'hat,  before  it  started  in. 
The  shops  are  now  showing  Mid-Summer  effects  in 

lingerie  and  shirtwaLst  hats,  sailors  and  summer  felts. 

Fashionable  New  York  is  preparing  for  its  Summer  ex- 
odus and  business  in  these  goods  and  in  motor  bonnets  has 

been  far  from  dull.  It  is  a  curious  fact  that  as  the  season 

advanced,  leghorns  which  were  thought  above  rubies  in 
value,  decreased  rather  than  increased  in  favor,  and,  there- 

fore in  value,  and  chip  forged  to  the  front,  particularly 
white.  Pineapple  braid  is  the  braid  used  for  bhe  smart 
sailor  and  shirtwiaist  hats  in  burnt,  black  and  colors. 

The  Fall  Color  Card. 

Comete — Six  shades  of  purplish  blues. 
Tarragan — A  range  of  bronzes  suggestive  of  the 

Toison  d'Ox  shades  on  Spring  card. 
Jacot — ^Six  shades  of  dark  electric  blues. 
Irene — Three  shades  of  violet. 

Grirofle     or     Wallflower — Six     warm     mahogany 
shades. 

Nebuleux — Six  red  purples. 

Regent — Three  yellows,    the    lightest,    a    butter 
color;  the  second  orange,  and  third  a  vivid 
orange. 

Bois  Saire — Six  shades,  from  an  old  rose  to  a  very 
deep  tinge,  hardly  off  black. 

Minuta — Three  cold  greys. 

Chasselas — Six  shades  of  bottle  green  variety. 

Dauphin — Three   blues   suggestive  of  King's   or 
Royal  blue. 

Faisane — Shades  having  the  burnt  brown  quality. 
Raisaine — Three  dull  mauvish  purples,   differing 

little  in  tone. 

Pintade — Six  dull  Quakerish  greys. 
Sarcelle — A  trio  of  shades  almost  as  much  green 

as  blue. 
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many  styles  have  made  an  immediate  appeal  to  the  buying 

public— most    especially    the  "summer"  and  "outing"  shapes 

which  are  particularly  adapted  to  hot  weather  comfort. 
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Tendency     Towards     Quiet     Dignity      in     Men's     Wear 
King's  Death  Causing  Influence  in  Keeping  with  Taste  for  Conservative 
Effects— Scotch  Tweeds  Making  Headway— Fall  Hat  Trade  Good— Grey  a 
Strong  Color   Throughout   Entire  Range  of    Wear — Absence    of  Freak  Goods 

DKA'LKRS  ill  men's  elolhing  and  fnniisliings  state ihixi  they  would  not  at  all  be  surprised  of  the 

death  ol'  King'  Kdvvard  caused,  in  a  marked  Je- 
uiee.  what  has  been  referred  to  as  a  sobering  in- 

liuenee  on  the  more  assertive  style  features  of  the  present 

season.  Notable  among  tuiese  'has  been  tbe  Chanteeler 

vogue  which  threatened  to  take  a  iirm  hold  upon  men's 
and  women's  wear  alike. 

The  King's  deatli  has,  however,  strengthenedi  the  ten- 
dency towards  quiet  effects.  In  men's  wear  there  has  been, 

however,  a  noticeable  development  in  favor  of  conserva- 
tism, not  only  in  colors,  but  in  garment  styles,  and  in  the 

event  which  has  caused  a  nation  to  mourn,  tliis  prefer- 
ence for  quiet  dignity  in  dress  will  be  accentuated. 

Authorities  on  men's  clothing  say  that  Fall  styles  show 
this  conservative  tendency.  Coats  are  good  length,  but 
not  freakish;  lapels  are  not  so  extreme  a,s  formerly,  and 

while  the  three-button  sacque  is  popular,  the  four-button 
is  shown.  Trousers  are  gradually  becoming  narrower  in 

fashion,  the  style  for  Fall  being  semi-pegtop. 

In  youths'  and  boys'  clothing  for  Fall,  the  coats  fol- 
low the  lines  in  men's,  in  shape  of  shoulder  and  general 

appearance,  double-breasted  styles  taking  a  leading  posi- 
tion.    Full,  loose,  bloomer  pants  are  a  strong  feature. 

In  children's  lines,  the  sailor  suit  is  popular,  single 
and   d'ouble-breasted   styles  becoming  strong.     The   sailor 

is  a  sensible  style,  as  it  is  said  to  suit  nearly  any  boy. 
There  are  not  so  many  fancy  styles  ;  Russians  of  plainer 
style  will  be  good,  with  small  collars. 

In  regard  lo  holli  men's  and  hoys'  wear,  Scotch  tweeds 
are  going  to  he  strong.  Bannockburns  will  be  a  speeial 
feature.  Grey  is  the  principal  eolor  now  in  ready-made 
clothing,  and  cnstoin  tailoring,  but  for  Fall  there  will  be 
new  shades  in  brown,  mustard  and  London  brown,  witli 

S'rev  stronglv  in  evidence. 

Woolen  Prices  Advancing. 

Fall  business  in  men's  woolens  has  been  well  started 
and  orders  are  said  to  be  satisfactory.  Prices  are  higher 
in  all  lines  than  12  months  ago,  and  the  word  is  given  out 

that  on  repeats  there  may  be  a  further  advance.  Manu- 

facturers' prices  for  Spring,  1911  goods  show  a  still  fur- 
ther increase.  One  wholesaler  says  that  woolens  are  good 

value  at  to-day's  prices,  are  low  in  comparison  with  20 
years  ago,  and  that  at  various  periods  in  the  interim  prices 
were  much  higher  than  to-day.  He  claims  that  prices 
to-day  are  real  and  warranted,  a,nd  goods  are  worth  the 
difference  in  perfeetness.  in  improvement,  in  finish  and 
manufacture  generally. 

Scotch    tweedis  are   beginning  to   show  signs  of  being 

Men's  weir  winio*'  by  CrowelTs  Limited,  Sydaey,  Cdpe  Bretjn.     Backgrjuud  of  rich  siik  curtains  in  pale  blue,  roses  and  lilies  were 
used  in  finishins  the  background 
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Who  hasn't  ordered? 
Those  wlio  have  laid  in  their  summer 

stock  of 

"Challenge"   Brand 
Waterproof 

COLLARS  and  CUFFS 

inchide  many  of  Canada's  leading retailers. 

Are  you  one  of  those  who  haven't 

yet  ordered  ?  If  so,  why  haven't 

you  ? 

Is  it  through  ignorance  of  the  merits 

of  "Challenge"  Brand,  or  through 
lack  of  foresight  ?  If  the  latter,  be 
wise  while  there  is  time,  and  send 

along  your  order  to-day.  If  the  for- 

mer, may  we  assure  you  that  "Chal- 

lenge "  Collars  are  just  the  thing  for 

hot-weather  trade.  They're  always 

smart  looking,  won't  crack,  wilt  or 
turn  color,  are  made  in  all  the  latest 

shapes,  and  can't  be  distinguished 
from  the  linen  collar  your  particular 

customer  has  always  been  used  to. 

Moreover,  they  are  waterproof  and 
can  be  easily  washed  and  cleaned. 

Here's  a  line  you  can  handle  with 
excellent  profit.     See  to  your  stocks. 

The  Arlington  Co.  of  Canada 
LIMITED 

54-56  Fraser  Avenue 

TORONTO 

Representatives: — Western — J.  A.  Chantler  &  Co.,  Toronto. 
Eastern — Duncan  Bell,  Montreal. 

waiUtHl.  bill    llic  bulk  nL'  llic  business  is  slill  l)fin,ij-  dcuic  in 
ilarkisli  grev   anil  bronze  colurs   in   wnrsleds. 

Overeoatiuij's  still  tend  to  tiio  ron^iier  siik,  or  nlslei'- 
iii^'s.  Fancy  dufHed  Irish  friezes  are  nnicli  in  vogue  Cor 
nistcrs.  Seotdi  tweeds  and  elieviots  are  s'liown  for  early 

Fall  t'oats,  while  raineoatings  ai'e  alnuisl  entirely  garbin- 
ettes  in  olives,  drabs,  black  and  blue  in  solid  colors.  Plain 
black   andi  blue  vicunas   are  selling  well. 

Fall  Styles  in  Men's  Hats. Wholesalers  have  e.xperienced  satisfactory  Fall  trade. 

Mei-chants  were  willing  to  place.  Duplicating  business  in 
Spring  lines  lia,s  been  good.  There  has  been  a  slight  in- 

crease in  the  sale  of  soft  hats  for  Fall,  but  greater  sales 

were  in  stiff  'hats,  which,  of  course,  hold  their  place. 
In  the  wholesale  trade  there  is  still  a  demand  for  the 

flat-set  brims.  For  Fall,  roll  brims  and  medium  crowns 
have  sold  so  fa,r.  with  a  considerable  amount  of  llat-set 
brims. 

Soft  felt  bats  shown  for  Fall  are  scratC'h-ups,  rough 
felt  in  diff'erent  shades  of  brown  and  green,  in  the  trooper 

a,nd  fedora  st3-ile.s.  These  varieties  started  in  last  season, 
but  a  heavier  demand  is  expected  this  Fall. 

Retail  trade  in  men's  straw  hats  began  to  open  up  to- 
wards the  end  of  May,  though  June  is  the  beginning  of 

the  season  proper.  Cold  weather  has  'held  the  straw  sea- 
son back.  Indications  point  to  a  greater  dem^and  f./ 

neglige  shapes.  There  is  a  considerable  increase  in  de- 
mand for  Panamas,  in  which  there  is  practically  no  style 

changes.  Panamas  sell  from  $3  to  $5'0,  and  considerably 
more  if  one  cares  to  look  for  them  and  pay  the  difference, 

but  the  average  price  is  from  $5  to  $10.  Boaters  'show 
no  noticeable  difference  in  styles,  brims  run  from  2  to 

2%  inches  wide,  and  crowns  from  2%  to  314,  inches  high. 

Cotton  Prices  Affect  Shirts. 

In  shirts  for  Summer  and  early  Fall,  black  a.nd  white 

effects  are  good — white  with  black  grounds.  A  manu- 
facturer said  that  "it  looks  like  getting  into  white 

grounds,"  instead  of  colored.  There  are  indications  of 
pleated  shirts  being  strong  for  Fall. 

Soft  neglige  shirts  are  shown,  ma,de  in  convenienf.  form 
for  outing  or  ordinary  wear  with  collar  attached  that  will 
fold  in,  leaving  a  perfect  band  for  stiff  collar,  finislbed 
with  soft  double  cuffs,  in  tan,  white,  grey  and  blues. 

One  m'anufacturer  said  that  the  advance  in  cotton 

goods  has  slightly  affected  the  quality  of  shirts.  This  ap- 
plies to  Fall  lines  and  lines  for  Spring,  1911.  There  is 

a  heavy  call  for  shirts  w^ith  pleated  bosoms  this  Spring. 
This  is  somewhat  unusual  as  they  are  generally  regarded 

as  Fall  good's.  Patterns  are  mostly  in  stripes  with  some 
figures.  Black  and  white  sti-ipes  are  particularly  good 

just  now. Mourning  for  King  Edward  is  possibly  giving  subdued 
shades  greater  prominence.  Among  principal  shades  are 

greys,  ta,ns.  mauves  and  blues. 
Shirts  with  plain  soft  bosons  are  selling,  white,  wiiite 

grounds  with  stripes  of  blue,  purple  and  tan  being  prin- 
cipal colors  and  patterns.  Narrow  close  stripe  effects  are 

good  in  tan,  blue  and  grey. 

V 

Close-fitting  Types  Lead. 

Regarding  collars,  a  considerable  quantity  of  close- 

fitting  styles  with  V  front  have  been  sold  but  the  pnpulai' 
collar  is  the  strictly  close-fitting  type. 

Collar  prices  have  remain.ed   the   same,   but  manufae- 
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Geo.  T.  Wilson Estd. 

Representative  for 

1852 

Welch,  Margetson  &  Co. 
Manufacturers,         London  and  Londonderry 

Has  returned  to  London  Headquarters  for  entire  new  range  of 

Christmas  Gift  Neckw^ear,  Bandannas 
Fancy  Shirts,  Shirtings  ■>  zephyr,  oxiori  and  Taseta 

Fancy  Waistcoats,  Belts  and  Braces 

Summer  Weight  Dressing  Go^wns 
For  Spring  Delivery. 

LL 

GOLFING" The  New 

Corliss-Coon 
Collar 

for  Summer 
Comfort 

Write  for  catalogue  and  secure 
agency    for    Corliss  -  Coon 
hand-made  Collars. 

Corliss, Coon  &  Co. 
Troy,  N.  Y. 

Canadian  Representatives: 

Canadian  Importing  Co. 
Birks  Building,   Montreal 

r'-jse  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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GOOD  GOAT  LININGS 
ARE    ESSENTiAL 

if  you  wish  to  please  your  customers. 

The  BEST  Linings 

whether  Alpacas,  Mohairs,  or  Italian  Cloths, 

bear  the 

K.ii\.j\. 
stamps,  as  below : 

THERE  ARE  TWO  FINISHES  WITH   THIS 

NAME  AS  A  GUARANTEE 

OF     EXCELLENCE     IN 

BRILLIANCY,  PERMANENCY  and  STRENGTH 

(1)    The  Original 

'Permanent  Finish.' 

(2)'Velper' 
The  Velvety  Permanent  Finish  for 

those   who    prefer  a    soft   handle. 

m 
(Copyright) 

PATTERNS  SHOWING   EITHER 

FINISH  can  he  had  on  application  to 

THE  BRADFORD  DYERS' ASSOCIATION,  LTD. 

39  WELL  STREET,  BRADFORD, 
ENGLAND 

luiHTs  sta((^  dial  tlioy  liavo,  up  to  tlio  present,  boon  losiiii;- 
money  unless  they  'have  had  goods  on  hand  at  old  prices, 
if  cotton  continues  upward,  prices  of  collars  will  have  to 
advance. 

There  is  a  big  demand  for  hninge  or  neglige  collars  in 

white,  blue  and  tan.  In  linen  collars,  the  close-fitting 
notch  collar  is  selling  well.  This  collar  is  comparatively 

new,  fastening  with  notch  on  one  side  and  ordinary  but- 
tonhole on  the  other,  making  it  easier  to  fasten  than  the 

ordinary  collar. 

V 

New  Effects  in  Vests. 

Two  of  the  newest  features  in  men's  furnishings  con- 
cern fancy  vests,  and  half  hose.  T'he  vests  are  in  black 

and  white  hairline  stripes  giving  a  very  smart  and  dressy 

eftVct.  Tlu'  half  hose  are  in  whit*  grounds  with  large 
black  cheek  or  hairline  stripe  also  in  black  ground  with 
white  che'Ck  or  vertical  stripes. 

Faneji  vests  are  shown  in  narrow  grey  and  black 

stripes  in  corded  eft'ect.  single  breast  and  no  collars. There  is  a  call  for  white  vestettes  which  show  about 

half  an  inch  above  the  opening  of  the  vest,  they  can  be 
worn  with  any  color  of  vest,  principally  wora  with  morn- 
ino-  or  frock  suit. 

Stripes Strong  Feature  of  Neckwear. 
Tubular  ties  are  selling  better  than  ever.  These  are 

in  double  centre  stripe,  plain  colors  of  lilac,  mauve,  blues, 

black,  black  and  white  effects  selling  well.  The  bat-wing 
bdvv  promises  to  be  a  good  seller,  without  lining.  This 
gives  'a  soft  effect.  Manufacturers  have  had  a  big  season 
in  wajih  neckwear  for  Summer.  Stripes  are  noticeable  in 
all  kinds  of  neckwear  both  in  silk  and  cotton  goods.  The 
style  selling  for  Summer  is  the  long  narrow  tie  about  48 

inches  long  and  1%  and)  1%  inches  wide  for  close-fitting 
collars.  As  far  as  manufacturers  are  concerned,  there 
seems  to  be  practically  no  predominating  shade,  but  there 
is  perhaps  a  preference  for  grey. 

One  manufacturer  said  that  the  bulk  of  Fall  lines  will 

be  in  stripes  with  probably  a  sprinkling  of  figured  designs, 

probably  more  than  usual.  It  is  likely  that  open  end  four- 
in-hands  will  appear  again  for  Fall  and  Winter  as  this 
style  lends  itself  to  stripe  effects. 

During  and  subsequent  to  the  period  of  mourning  in 

the  King's  death,  men's  neckwear  in  plain  black,  plain 
purple  and  black  and  purple  diagonal  stripes  have  sold 
well.  They  are  being  featured  with  white  shirts.  Sets 
consisting  of  purple  handkerchief,  tie  and  a  pair  of  half 
hose  to  match  are  also  being  shown  in  boxes  and  promise 
to  have  a  good  run. 

V 

Men's  Gloves, 

'Although  the  large  city  stores  report  'that  trade  in 

men's  gloves  has  been  practically  at  a  standstill  during 
the  past  uncertain  weather,  but  there  has  been  some  im- 

provement of  late.  The  heavy  outsewn  walking  glove  has 
done  well,  and  there  has  teen  a  demand  for  the  pearl  grey 
suede  gloves  which  is  a  preferred  item  in  wearing  apparel 
for  men.  A  darker  shade  of  grey  for  street  wear  has  been 
doing  well. 

In  Manchester,  N.  H.,  the  seventeen  cotton  and  worst- 
ed mills  of  the  Amoskcal  Corporation  were  closed  from 

Monday,  May  30,  until  the  following  Wednesday.  In  Pro- 
vidence, K.I.,  it  is  thought  that  cotton  manufacturers  of 

Rhode  Island  will  be  forced  to  close  their  factories  two 

days  a  week  to  curtail  their  production. 
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SUCCESS" THE  IDEAL 

OVERALL 

There  are  so  many  good  points  to 

"Success  Overalls"  that  we  offer 
them  as  the  best  garments  of  the 

kind  made  anywhere. 

The  denim  from  which  they  are 

made  is  the  very  best  to  be  had,  and 

there  is  plenty  of  material  in  the 

garments,  "Success"  are  cut  excep- 
tionally full,  high   backs,  wide  legs. 

The  "Success"  is  a  thoroughly  strong  overall,  double  stitched 
throughout,  strong  double  seams.  The  overalls  are  opened  both 

sides,  but  faced  so  that  they  will  not  rip. 

Any  wholesaler  can  supply  you,  the  line  is  complete.     Overalls, 
Bibs  and  Smocks,  in  three  weights  and  three  colors. 

Please  mention  The  Review  to  Advertisers  and  Their   Trav0Urs 
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A  Real  Snap  in 
Panama  Hats 

Neyhjie 

Junior 

E  are  offering  a  lot  of  clean,  pure  white 
bleach,  French  hand-made  Panamas. 

We  bought  these  at  a  price — and  value 
for  value  they  will  grade  far  better  than 
anything  bought  in  the  regular  way. 

These  Panamas  are  all  strictly  high 

grade — are  made  of  fine,  round  soft 
fibre,  and  will  not  crack  nor  split. 

The  Panamas  are  in  two  ̂ yles  and  are 

beautifully  made — typical  of  the  care 
and  skillful  finish  of  French  making. 

There  are  only  I  00  dozen  in  the  lot, 
and  we  have  priced  them  low  to  turn 
them  over  quickly. 

The    two    ̂ yles    in    three    qualities  : 
$72.00,  $84.00,  $108.00. 

This  advertisement  will  only  appear 
once.  The  Panamas  are  ready  to  ship 

— we  will  gladly  answer  your  enquiries. 

Boulter,  Waugh  &  Co. 
LIMITED 

Hat  Importers  MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers. 
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You  must 
have 

I^Cravenette" Shower -proofs 
for  wet 
weather ; 

they  are 
waterproof 
and  hygienic 

because 

porous. 

Reg"  Trade  Mark 

proofed  by 

Facsimile  of  stamp  on    back 
of  Genuine  Goods. 

You  can  wear 

them  for 

fine  weather, 

because 

they  are 
smart  and 

fashionable. 

Dust-proof 
as  well  as 

shower-proof. 

TO  BE  OBTAINED  FROM  ALL  LEADING  DRAPERS 
IN  CASE  OF  ANY  DIFFICULTY,  PLEASE  WRITE  TO 

The  CRAVENETTECO.,LTD.,  BR ADFORD,  YORKSHIRE 
(Proofersto  the  Trade.) 

^ 

Wreyford  &t     Co. 
WHOLESALE  MEN'S  FURNISHERS 

ROMAIN    BUILDING  TORONTO 

Sole  Agents  in  Canada  for  following  English 
manufacturers: 

Young  &  Rochester, 
London  and  Londonderry. 

Shirts,  Neckwear,  Dressing  Gowns, 
Etc. 

Tress  &   Co.,  London 

Hats  and  High-Class  Caps. 
Select  Styles. 

Cellular  Clothing  Co.—"  Aertex  ' Underwear,   Etc. 

T.    H.   Downing  &    Co. — Leicester 
Hosiery  nd  Knit  Goods. 

Latest  designs  in  Neckwear  in  stock. 

Our  travellers  on  road  with  complete  ranges 
of  above  lines  and  our 

Specialties  in  Sweater  Goats 
If  not  called  on,  write  us. 

THE 

leacm 
SHIRT 

will  prove  to  you  a  most  profitable 
line  to  handle,  because  it  is  honestly 
made  of  good  materials. 

There's  no  skimping  in  making 
shirts  the  "Deacon"  w^ay!  Seams 
are  double-stitched,  buttons  securely 
sewn,  and  size  fully  roomy.  The  cut 
and  style,  moreover,  are  all  that  could 
be  desired. 

Feature  the  "Deaoon" It  will  pay! 

The  Deacon  Shirt  Co. 
BELLEVILLE,        ::         ONT. 



Time  and  Thought  Necessary  in  Featuring  Special  Lines 
Progressive  Merchant  No  Longer  Haggles,  Banters  or  Blarneys  —  Trick  is  to 

Know  "What  Customer  Wants  —  Practical  Events  Which  Have  Worked  Out 
Successfully  at  Different  Seasons  of  the  Year— Plans  Must  be  Ready  in  Advance. 

By   Suzanne    Brett, 

MKTHODS  oil  luercluuKlisiug:  have  luiderg-oue  a
 

i-miiiiis  and  significant  change  in  Iwentj-^five 

years.  With  the  introduction  of  ps\x''aolog-y  in- 
to the  study  of  the  nce^ds  of  the  buying  public, 

the  progressive  merchant  no  longer  haggles,  banters  nor 

blarmeys  in  t'he  game.  We  have  developed  out  of  methods 
sensational  and  misleading  to  sane  and  honest  effort  to 
establish  complete  confidence.  More  time  and  thought  is 

spent  in  planning  to  present  a  special  line  of  merchandise 
than  in  advertising  to  sell  inferior  articles  far  below  cost. 

No  matter  how  much  the  people  enjoy  being  "fooled" 
as  P.  T.  Barnum,  the  king  of  all  advertisers  shrewdly 

guessed,  there  comes  a  time  when  the  majority  will  not 
be  fooled  and  then  the  merchant  and  the  advertiser  must 

get  together  to  win  and  hold  the  confidence  of  their 
customers. 

It  was  a  motto  of  the  old  school  that  a  clerk  should 

never  let  a  customer  depart  without  selling  him  something. 
The  trick  to-day  is  to  know  what  the  customer  wants,  sell 
it  to  him  without  haggling  over  the  price  and  never  bully 

anyone  into  buying.  Advertising  reduced  to  a  science  'has 
been  the  chemical  in  the  world  of  commerce  that  has  de- 

stroyed the  old  barter  that  held  merchant  and  customer 
together  in  a  war  of  wits  and  wielded  new  forces  that  are 
the  far  more  powerful.  Notwithstanding  this  fa,ct.  we  are 

only  in  the  very  infancy  of  the  new  art  of  "educating" 
the  public.  We  are  only  in  the  primer  of  applying  the 
knowledge  of  the  workings  of  the  human  mind  and  have 
but  taken  the  first  step  to  a  practical  application  of 
psychological  laws  in  commerce. 

June  an  Important  Month. 

Seasonable  inerE'.iaudise  means  seasonable  advertising. 
Many  stores  make  features  for  spscial  sales  in  confirma- 

tion gowns  and  confirmation  gifts  and  the  method  of  ad- 
vertisinig  through  letters  and  circulars  is  practical  and 

profitable. 

However,  the  "June  Bride"  will  di'aw  from  every  de- 
part of  the  store  and  it  is  for  her  that  much  of  the  most 

expensive  and  best  merchandise  is  purchased  and  prepara,- 
tions  for  a  big  sale  permits  of  a  highly  decorative  scheme 

for  the  store  window,  novel  features  in  the  house  furnish- 

ing department,  excellent  advertising  for  the  linens  and 

silverware,  to  say  nothing  of  the  most  important  featur- 

ing of  dainty  lingerie,  fabrics  and  ready-to-wear  garments 
for  the  wedding  trousseau.  Special  advertising  has  been 

done  througihout  the  month  of  May  calling  attention  to 

the  sales  for  the  June  bride.  To  the  ehargs  customer. 

personal  letters  may  be  addressed  to  be  followed  by  the 

advertisement  or  circular  either  describing  each  depart- 

ment of  merchandise  separately  or  combining  all  depart- 

ments or  only  items  from  the  lineerie,  the  ready-to-wear 
costumes  or  the  yard  goods  departments. 

To  the  person  who  is  a  close  observer  of  the  merchant, 

one  would  imagine  t'hat  gift  buying  is  confined  to  the 

Christmas  holidays  alone.  Quite  the  reverse  is  true  and 

ti.e  stftre  that  makes  a  specialty  of  the  gifts  for  the  ever 

present  wedding  is  bound  to  make  friends  with  many 
new  customers.  Two  weeks  of  special  sales  in  June  will 

make  a  tremendous  appeal  to   the  weary  searcher  after 

wedding-  gifts  while  an  attractive  printed  card  of  gift 
suggestioms  to  be  sent  to  the  home  of  the  customer 

l)uzzling  over  the  problem  of  finding  sume.thing  new  and 
out-of-the-ordinary  meets  a  great  need. 

Anniversary  Sales. 

The  anniversary  sale  has  proven  protitiiblc,  but  the  suc- 
cess of  this  sale  as  in  every  oth?r  is  entirely  dependenit 

upon  the  preparatory  work  of  the  entire  store  force.  In 
an  instructive  and  interesting  interview  on  the  subject  of 
special  sales  with  the  buyer  of  one  of  the  largest  depart- 

ments of  a  store,  he  said:  "No  sale  can  be  successful 

without  many  weeks  of  hard  work.  '  There  should  be  cer- 
tain lines  of  merchandise  pi-epared  for  this  special  sale 

and  the  buyer  should  have  plenty  of  time  given  him  in 
the  market  to  look  ahout  and  make  his  selections.  Here 

is  a  criticism  that  will  apply.  I  believe,  to  almost  every 
firm.  They  enthuse  over  the  big  sale,  over  featuring  lines 

of  merchandise  and  do  not  limit  the  buyer  in  his  pur- 
chases, but  they  seem  to  imagine  that  he  can  go  to  the 

market  and  pick  up  at  sight  articles  that  will  find  a  ready 
sale  and  return  in  less  time  than  it  requires  for  him  to 
make  his  regular  trips  to  purchase  familiar  merchandise. 
This  is  entirely  wrong.  Time,  also  should  be  given,  for 
the  study  of  the  best  advertising  features  of  the  articles 
for  the  sale. 

Souvenirs  for  Sales. 

Here  is  a  striking  example  of  preparedness.  It  was 
last  December,  just  before  the  Christmas  holidays,  that 

a  large  city  store  began  to  make  plans  for  the  May  Anni- 
versary sale  and  by  the  first  of  January  the  full  page 

advertising  for  the  two  weeks'  "Birthday"  sale,  as  it  was 
caJled  was  practically  planned.  The  advertising  manager 
evolved  an  attractive  design  for  the  announcement.  The 
store  completed  its  eighteen  years  of  work  on  the  4th 

day  of  May  and  the  department  of  the  store,  the  women's 
suit  and  coat  department,  was  featured  by  a  page  wide 
illustration  showing  the  different  styles  of  garments  worn 

by  women  up  to  the  present  time.  No  invitations  to  the 
sale  were  issued  and  no  circulars  nor  card  advertising 
were  used. 

Plans  for  the  window  decoration  were  in  keeping  with 

the  general  feature  birthday  character  of  the  sale.  The 
best  mcrchandifie  was  displayed  at  the  lowest  possible 

figure.  The  interior  decorations  of  the  store  were  all  sug- 
gestive of  IS  years  of  successful  work  and  Spring  figures 

in  the  profuse  decorations  of  apple  blossoms.  These  were 
festooned  from  pillars  and  make  the  arches  across  the 

aisles,  twenty-six  of  them  being  used  on  the  street  floor 
alone. 

Souvenirs  were  given  with  the  purchases  amounting  to 
fifty  cents  and  one  d.ollar.  These  souvenirs  were  given 
on  the  first  and  second  weeks  of  the  sale,  the  first  week 

souvenir  being  a  hammered  brass  ash  tray  with  felt  bot- 
tom on  which  was  a  suitable  inscription  embossed  in  gold. 

These  trays  retail  regularly  at  fifty  cents.  On  the  second 
week,  the  gift  is  a  handsome  hat  pin  brooch  which  retails 
at  seventy-five  cents.  Every  day  the  window  decoratioins 
were   changed,   but    the  most    effective    decoration   is   the 
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bunting-  which  was  draped  across  the  entire  front  of  the 
store  and  the  big-  announcement  in  attractive  sign  of  the 
anniversary  sale. 

Power  of  Personal  Work. 

A  year  ago  another  store,  through  their  advertising 

manager,  evolved  an  idea  which  was  tried  as  an  experi- 
ment a,nid  with  some  misgivings.  In  no  field  of  labor  is 

I  he  personality  of  the  individual  so  lost  as  in  the  general 
department  store.  The  great  army  of  employes  bave  little 
opportunity  for  creative  work  which  is  stimulated  by 
rivalry  or  in  which  the  natural  desire  for  praise  and 

prominence  is  satisfied.  The  Employes'  Sale  being  entire- 
ly original  and  a  new  venture,  met  -svith  great  success  and 

the  last  week  in  April,  ilie  second  season  of  tihe  Em- 

ployes' Sale  i-aised  the  record  of  cash  sales  in  this  store 
to  the  iiighest  in  its  history. 

The  foundation  laid  for  this  sale  began  five  months 
ago.  Meetings  of  the  managers  have  been  frequently  held. 
prizes  for  the  individuals  of  each  department  making  the 
largest  number  of  sales  were  offered  as  well  as  money 
prizes  for  the  department  making  the  largest  amount  of 
sales  over  the  same  date  of  last  year. 

The  advertising  of  this  sale  is  one  'of  its  best  and  most 
efficient  features.  Every  department  has  a  leader  and 
clerks  have  written  letters  to  their  friends.  They  have 

dome  personal  work  among  their  acquaintances  and  every 

department  'has  profited  by  it.  At  tihe  department  man- 
ager's meetings  the  greatest  stress  has  been  laid  upon 

this  personal  work,  ̂ and  as  the  prizes  have  been  in  money, 

(he  intei-pst  has.  of  course,  taken  practica.l  energ-efic  form. 
Nohvii'hstauding  Iho  newspaper  adivertis'ing  that  has  been 
(liiiic,  llic  giM'al  success  nf  IJie  sale  has  been,  the  personal 

work    ilii-ougli    corrospondence    iu    t'ho    suburban    districts 

and  in  educating  the  selling  force  to  tactfully  taJk  "bar- 
g-ains"  among  their  friends  in;  the  buying  public. 

Featuring  July  Sales- 
Shall  the  July  and  January  sales  be  offered  merely  as 

clearance  sales  or  are  better  results  obtained  by  present- 
ing them  as  featured  sales  under  various  titles? 

There  is  a  wide  divergence  of  opinion  among  mer- 
chants and  advertisers  on  this  question  and  the  answer 

depends  entirely  upon  the  standard  of  the  store  a,nd  the 
general  characteristics  of  its  customers.  In  the  large  city 
where  there  are  many  different  grades  of  tastes  to  which 

to  appeal  the  merchants'  knowledge  of  the  class  he  wishes 
to  reach  must  be  the  basis  of  his  decision.  For  insta.uce, 

one  store  caterinig  to  a  cash  ti-ade  largely,  although  told- 
ing  a  large  credit  trade,  prepares  in  the  Spring  and  Fall 

a  cleara,nce  sale  of  imported  goods  called  an  "Across  the 
Sea"  sale.  The  big  sign  is  seen  on  every  turn  and  the 
sale  has  been  an  unqualified  success  as  it  includes  every 
article  of  imported  goods  in  the  store. 

Another  store  catering  to  the  same  class  of  trade  with 

possibly  a  larger  cash  trade  simply  advertise  a  "Clearance 
Sale."  Every  nook  and  corner  of  the  store  is  bereft  of 
the  odds  and  ends,  prices  are  marked  low  and  the  usual 
newspaper  advertising  and  window  displays  are  used  lo 

stimulate  interest  without  resorting-  to  banners,  cards  or 
circular  advertising.  A  third  store  features  an  event 
called  the  Mill-End  Sale.  The  effective  features  of  the 

sale  are  the  big  yellow  flags  which  literally  cover  the  ex- 
terior as  well  as  the  interior  of  Ihe  store  and  the  flags 

are  the  decorative  feature  of  the  advertising  as  well.  The 
sale  is  announced  weeks  in  advance.  There  are  many 
job  lilts  of  mill-enid  merchandise  sold  and  in  these  lots  are 

included  the  clearance  remnants  from  the  various  depart- 
ments. 

INSIST 
on  having  the  very  best  Hose  on  your 

shelves.  My  hose,  half-hose  and  Stock- 
inette are  made  from  pure  English  and 

domestic  yarns,  and  are  unapproachable 
in  workmanship  and  fit. 

Try  my  Stockinette  in  heavy  2-ply  wool 

for  boys'  wear. 
Buy  direct  and  save  money. 

W.  J.  PARKS,  ST.  JOHN,  N.B. 

British  America  Assurance  Company 
IK.D.   1833 

fIRE  &.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Gen  A.  Cox,  President  W.  R.  Brock,  VicB-Presldent 
Robert  BIckerdike,  M.P.,  W.  B.  Meikle,   E.  W   Cox.  Goo.  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,LL.D. 
Frederie  Nicholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,  E.  R.  Wood. 

W,  B,  MolklB,  Genera/  Managor/  R,  H,  Slm9,  Secretary 

CAPITAL        -  ....  $1,400,000.00 
ASSETS        -        -    2.182,753.85 
LOSSES  PAID  SINCE  ORGANIZATION      29,833.820.96 

Easicut   Pattern    Machines 
Are  now  used  by  eighty-four  con- 
cerns in  Canada  to  cut  their  samples  w^ith 

gimped  or  serrated  edge. 

Fabrics  used  by  makers  of  both 
men's  and  women's  clothing,  -woollen  and 
cotton  mills,  w^holesale  and  retail  drygoods 
and  -woolen  houses,  shirt,  neck-wear  and 
-white-wear    makers  all  look   best  so   cut. 

Samples  are  more  attractive,  less 
bulky  and  save  travelling  expenses. 

This  machine  cuts'upito.l6  inches  -wide,  larger  or 
smaller  machines  in  stock. 

So/e    Canadian    Distributors 

WALTER    WILLIAMS    &   CO. 
525  St.  Paul  St.  ::  MONTREAL 



FUR  TO^fti  liEXX^ 
iMlJi^SiiJ 

Strong  Demand  for  Furs  Holding  Prices  at   High  Levels 
Fur  Travellers  Looking  for  Better  Season  than  Last  Year  —  Baltic  Seal 

Among  the  Leading  Sellers — Fitted  Garments  are  Strong  Feature  of  the 
Demand  —  The     Muskrat     Situation  —  The     Market     and     Price     Situation 

REPORTS  from  the  various  fur  houses, 
 whose 

travelers  are  now  well  enoug-h  on  the  way  to 
be  able  to  make  accurate  reports,  state  that 
they  anticipate  an  improved  season  over  last 

year.  Of  course,  until  more  is  known  about  the  crop 
situation,  nothing  can  be  quite  certain,  but  conditions 

and  present  signs  are  for  the  coming-  season  to  be  a 
good  one. 

V 

The  Furs  in  Demand 

The  best  fur  sellers  are  Baltic  seal  with  muskrat 

and  near  seal  just  as  strong  as  ever.  Pony  and  astra- 
chan  are  being  largely  bought,  one  prominent  house 
stating  that  they  had  already  sold  over  three  times 
the  amount  they  sold  during  the  whole  of  last  season. 
This  is  partly  because  the  advance  in  fur  prices  has 
placed  most  furs  beyond  the  reach  of  the  general  public, 
and  as  the  price  of  Astrachan  has  remained  normal, 
coats  made  of  this  fur  can  still  be  sold  at  popular 

prices. 
Most  of  the  astrachan  coats  sold  are  from  36  to  40 

inches  in  length,  and  there  is  every  indication  that  they 
will  be  the  stylish  coat  sellers  for  Fall.  Every  dealer 
should  watch  his  stock  of  these  goods. 

V 

Fitted  Garments  Selling   Well 

Fitted  garments  are  being  bought  largely,  the  loose- 
fitting  styles  that  are  sold  being  few  and  far  between. 

It  will  be  remembered  that  the  fitted  50-inch  garments 
received  many  knocks  last  season  and  many  manufac- 

turers imagined  they  would  have  no  call  for  them  for 
ne.xt  Fall.  The  consensus  of  opinion,  however,  is  that 

they  are  strong  sellers,  and  merchants  will  not  go  wrong 
if  they  stock  up  liberally. 

V 

Fur  Neckwear 

In  the  small  fur  pieces  such  as  neckwear,  muffs, 

throwovers,  etc.,  mink  is  especially  favored.  There  ap- 
pears, however,  to  be  a  tendency  to  leave  over  the  buy- 

ing of  the  smaller  furs,  to  see  how  fashions  may  go. 
The  bulk  of  the  orders  now  taken,  as  usual  being  for  the 
larger  pieces,  such  as  cloaks,  coats,  pelerines,  etc. 

V 

Muskrat  Linings 

Muskrat  prices  were  exceedingly  high  on  .January  1, 

yet  they  kept  creeping  up  until  they  were  decidedly  in- 
flated about  the  middle  of  April.  Xow  the  turn  has 

come  and  prices  are  down  again  to  the  same  prices  they 

were    .January    1st    last,    with    no    immediate   fear   of   an 
advance. 

Becaiise  of  the  high  price  of  muskrat  skins  this 
season,  however,  in  order  to  keep  down  the  price  of  their 
garments,  some  manufacturers  started  to  use  southern 
skins.  These  are  always  a  comparatively  poor  grade, 

but  it  was  anticipated  they  would  meet  with  favor  be- 
cause of  the  difference  in  price.  Reliable  merchants, 

however,  would  not  buy  the  southern  kind,  preferring  to 
pay  the  higher  price  and  adhere  to  the  northern  rat, 
which,  as  a  rule,  gives  satisfaction  to  customers. 

V 

Prices  Cannot  Go  Down 

With  some  of  the  fur  buyers  waiting  for  further  de- 
velopments on  the  'price  question  it  might  be  well  to 

sound  a  note  of  warning.  The  fact  of  the  matter  is  that 
fur  prices  cannot  possibly  go  down,  with  the  demand 

increasing  every  year,  and  the  supply  in  most  cases  d&- 
ereas'ng'.  Retail  buyers  will  do  well  to  take  advantage 
of  to-day's  prices,  and  accept  the  situation  as  it  really 
is. 

Returning  Goods  Without  Name  Enclosed 

There  is  a  complaint  from  the  wholesale  trade  that 
sometimes  customers  return  goods  without  enclosing 

their  names  and  addresses,  consequently,  when  the  mer- 
chant receives  a  statement,  he  finds  that  he  has  not 

received  credit  for  goods  he  has  sent  back  nor  will  he 
until  h©  sends  a  complaint  to  the  wholesaler.  All  this 
trouble  could  be  saved  by  the  merchant  enclosing  his 
name  and  address  and  it  would  be  well  to  forward  a 
detailed  list  of  goods  returned. 

A.  D.  Rankin 's  dry  goods  store,  of  Brandon,  Man.,  held 
A  formal  opening  after  the  enlargement  of  the  store.  The 

public  were  invited  to  partake  of  refreshments  and  listen 
tc  several  selections  of  orchestral  music.  The  store  is 

now  one  of  the  largest  department  stores  west  of  Win- 
nipeg. 

The  Dry  Goods  Review  has  learned  of  a  good  opening 
for  a  dressmaker  in  a  live  town  in  British  Columbia.  A 

good  general  merchant  in  that  town  states  that  he  would 
be  glad  to  hear  from  a  dressmaker  who  is  anxious  to 
locate  in  the  west  and  will  give  space  in  the  second  storey 
in  his  building,  rent  free  for  a  year.  This  looks  like  a 
good  opening  and  The  Review  will  be  glad  to  forward  any 
enquiries  to  the  merchant  in  question. 
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Invite  Trade 
By  making  your  store  attractive.  "Classik"  em- 

bossed steel  ceilings  and  walls  are  not  only  6re- 
proof  and  hygienic,  but  are  very  artistic  and  will 

last  forever.  Send  for  catalogue  "A".  It  shows hundreds  of  designs  for  stores,  etc. 

The  Gait  Art  Metal  Co.,  Ltd.,  Gait,  Or  t. 

HANSON'S 

WOOLLEN  SOCKS 

G.  E.  Hanson Hull,  Que. 

SAVE  YOUR  TIME 

and  look  after  your  money  by  using  the 
McCaskey  Account  Register  Sy.stem.  Not 
a  fad  or  experiment.  Is  now  used  by 

hundreds  of  delighted  merchants  through- 
out Canada.  It  will  please  you  equally 

well.  Write  to-day  for  catalogue. 
DomioioD  Ri^^ister  Co.,  Lid.,  100  Spadina  Ave.,  Toronto 

WHAT  IS  HOME  WITHOUT  A 

"Santo"  Vacuum  Cleaner  ? 
For  all  information  write 

GEO.  T.  MANN,  General  Agent 

London,  Canada 

Bookkeeping   Without   Books 
The  Hainer  Bookkeeping  Machine  is  a  Cash 
Register,  Time  Recorder.  Autographic  Register  aiui 
Account  Register  in  one.  Both  casli  and  credit 
business.  This  machine  will  pay  its  own  salary  and 
returns  to  you  the  purchase  price.  Send  for  illus- 

trated booklet. 
BOOKKEEPING  MACHINES.  LIMITED 

424  Spadina  Ave.  TORONTO 

F.  N.  BURT.COMPANY,  Limited 

Counter  Check  Books 

■Write  for  samples. 

Toronto  and  Montreal 

Acetylene,  Safe  and  Sure  Light 

The  "Monitor"  Acetylene  Generator 
saves  you  money  and  time  and  gives  ab- 

solutely reliable  illumination.  Soft,  steady 
and  brilliant  light  at  low  cost.  Inves- 

tigate. Write  for  catalogue  now. 

Monitor  ManufacturinsrCo.,  Fredericton,  N.B. 

Window  and  Store  Decorations, 
Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

359  W.  Chicago  Ave.  CHICAGO 
Largest  Importers  and  Manufacturers 

Send  for  Catalogue  R 

The  Commercial  Account  Register 
pays  for  itself  in  a  few  months.  For  simplicity,  quick- 

ness in  operation,  durability  and  elegance  in  con- 
struction it  has  no  equal.  Cuts  out  bookkeeping  and 

fits  any  safe.  Send  postal  for  catalogue  and  Can- 
adian testimonials. 

COMMERCIAL  REGISTER  CO. 
178-180  Victoria  St..  Toronto,  Ont. 

What  Other  Merchants 
Have  Found  to  Pay 

There  are  different  ways  in  which  the 
merchant  may  keep  himself  posted  with 
reference  to  the  new  families  coming  to 
town.  One  man  recognized  that  the 
draymen  of  his  town  should  know  a 
thing  or  two  in  that  respect,  so  he 
agreed  to  supply  them  with  their  busi- 

ness cards  on  the  understanding  that 
they  would  furnish  him  with  the  names 
and  addresses  of  newcomers.  First  know- 

ledge in  this  case  was  used  to  good  ad- 
vantage in  swelling  his  list  of  custom- 

ers. *    *    * 

The  want  list  is  an  important  factor 
in  posting  the  merchant  or  the  heads  of 
departments  with  reference  to  the  re- 

quirements of  the  people.  In  most 
stores  memos  of  lines  that  are  not  in 
stock  are  kept  in  a  book.  One  merchant 
supplies  his  sales  force  with  yellow  slips 
upon  which  are  recorded  the  calls  for 
goods  not  in  stock.  These  are  sent  di- 

rectly to  the  head  of  the  store  or  de- 
nartment.  In  many  cases  it  has  been 
found  that  a  few  hours'  difference  in  be- 
Mig  notified  of  a  want  has  sometimes 
helped  advantageous  buying. 

A  newspaper  editor  suggests  that  in 
dealine:  with  the  mail  order  problem  it 
would  be  a  good  idea  for  merchants  to 
get  together  once  in  a  while  for  the  pur- 

pose of  discussing  the  advertising  cam- 
paign of  the  denartment  store  as  it  af- 

fects their  district  and  to  man  out  a 
course  which  would  counteract  its  dan- 

gerous influences.  In  such  a  course,  he 
Doints  out.  the  newspapers  would  will- 

ingly assist. *  •    * 

A  large  city  store  Days  its  clerks 
bonuses  for  accuracy  and  courtesy.  When 
a  salesman  has  no  demerits  marked 
against  him  for  the  month  he  receives  a 
neat  little  sum  in  addition  to  the  reg- 

ular amount  in  his  uav  enveloue.  His 
'iqles  are  also  taken  into  consideration. 
When  he  has  an  "unfortunate"  month  his 
nnvelone  is  not  so  fat.  The  result  of 
this  pian  is  that  it  creates  an  enthus- 

iasm in  clerks,  makes  for  accuracy  in 
siles  slins.  and  in  filling  orders,  and  con- 

tributes to  the  store's  reputation  gener- 
ally, for  eflRcient  service. 

*  *    * 

A  good  many  merchants  in  charging  up 
expense  to  different  departments  neglect 
to  proportion  a  charge  against  the  show 
windows.  In  some  stores  when  expense 
and  everything  else  is  worked  out  on  a 
denartment  basis,  window  rental  is 
charged  against  the  departments  accord- 

ing to  the  frequency  with  which  those 
departments  are  renresented  therein.  In 
this  way  all  or  part  of  the  window  trim- 

mer's salary  is  distributed. 

METALLIC  CEILINGS 
of  attractive  dvsign  help  to  make  your 
store  an  attractive  place  in  which  to  shop. 
Our  designs  are  exclusive  and  come  in  a 

great  range.  Plain  or  ornamental.  You 

should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co..  Limited,  Toronto 

Buttons!    Buttons!    Buttons! 
Are  you  looking  for  up-to-date  novelties  ?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  and  New  York  designs,  suitable  for 
the  manufacturing  trade.  Will  gladly  submit  sam- 

ples. Embroidery  and  Braiding  Machine  and 
hand  work.     Write  us  for  particulars. 

A.  WEYERSTALL  &  CO. 
145  Wellington  St.  West,  TORONTO 

FREE 
Our  booklet,  of  modern  store  views,  showing 

equipment  placed  by  us  in  America's  leading s'ores.  It's  ot  educational  value  to  every  mer- 
chant who  contemplates  rebuilding  or  re- 

modeling hisstore. 
STAUDTE  &  RUECKOLDT 
Mfrs.  of   Quality  Store  Fittings 

1 1 2  Soulard  St,  ST.  LOUIS,  MO. 

WHOLESALERS 

Before  you  go  any  further  with  your  buying 
consider  this :  The  old  reliable  firm  of 

Hirm  Patr,  Oelsnitr,  Saxony,  is  now  repre- 
sented in  Canada,  and  is  prepared  to  show 

you  exceptional  advantages  in  their  Axmin- 

ster  Squares,  Rug's  or  Mats. Designs  and  pricfl  lists  upon  application. 
Otto  T.  E.  Veit,  Wellington  St.  W.,  Toronto 

EVERY  DRY  GOODS  STORE 

should  use  and  sell  vacuum  cleaners.  The 

best  cleaner  on  the  market  is  the  "Auto- 
matic."   Send   for   our   free   circular. 

ONWARD  MANUFACTURING   COMPANY 
Berlin,  Ontario 

Write  for  Information 

about  any  line  of  goods  you  do  not  see  adver- 
tised in  The  Rkvirw.  We  will  gladly  procure 

the  information  and  supply  it  free. 

THE  DRY  GOODS  REVIW 

!OCK^ 

^TERSON 

kIMITfO 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBV 

THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
Mercantilb  REroRTS  and  Collections 

Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and    reliable   in- 

formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  19S  1 

This  space  will  cost  you 

only  $20  a  year,  and  your 
ad.  will  go  to  5,000  mer- 

chants each  month. 

Please  mention  Th?  Review  to   Advertisers  and  Their  Travelers 
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Quote  for  Quilts 
With  proprietary  design  and  lettering 

HOTELS  AND  INSTITUTIONS  ARE  LARGE  BUYERS 

Every  Hotel  Manager  knows  that  a  good  Quilt  on 

a  Hotel  bed  has  no  small  effect  upon  the  appear- 
ance of  the  room. 

But  he  does  not  know  that  he  can  have  any 
device  or  lettering  that  he  desires  woven  into  his 

quilts — and  without  any  extra  charge. 

It  will  pay  you  to  draw  his  attention  to  this. 

This  work  is  our  specialty,  and  we  are  continually 

weaving  lettered  centre  quilts  for  hotels  and  insti- 
tutions all  over  the  world. 

Interview  your  local  Hotel  Men  and  Institution 

Managers,  and  submit  conditions  to  our  represent- 
ative. 

Do  not  think  your  contract  is  too  small. 

R.  H.  COSBIE 
Canadian  Agent 

30   West  Wellington  St. 
TORONTO 

S  \i^ 

mA 

JON5  DE^RDEN  6  C?E? 
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Flease  mention  The  Revieiv  to  Advertisers  and  Their    Travelers 



Furnishings  and  Decorations  for  the  Home 
Trade  Indicates  People's  Improved  Purchasing  Power  —  New  Lines  of  Wall 
Paper  —  Something  About  Latest  Patterns  and  Color  Effects  —  Linoleums 
and  Oilcloths  Advance— Improvement  in  Wool  Carpets  Noted— Rugs  Leading. 

WHILE  other  diepai'tmeats  of  trade  are  reporting
 

a  laxity  of  business  owing'  to  very  unfavor- 
able weather,  reports  indicate  that  housiefur- 

nishing  lines  have  been  meeting  with  a  very 

good  movement.  This  would  certainly  sugg'est  that  people 
are  better  able  than  tihey  were  one  year  and  a  half  ago  to 
make  any  considerable  appropriation  from  household 
funds  for  this  purpose.  One  of  the  first  departments  to 

show  the  effects  of  general  depression  is  ihousefurnishin'gs. 
There  is  some  reason  for  encouragement,  therefore,  in  the 

present  st;ate  of  affairs. 
It  is  generally  st-ated  that  more  rugs  than  piece  goods 

are  being  sold.  Occasionally  one  meets  with  a  statemeut 

tending,  in  part,  to  contradict  this.  One  Canadian  manu- 
facturer, for  example,  states  that  though  the  rug  trade 

is  increasing,  piece  goods  demand  is  going  ahead  a'so.  The 
reason  given  for  the  number  of  rugs  being  sold  is  that 
people  who  live  in  apartment  houses  or  who  have  not 

settled  in  a  permanent  home,  are  not  likely  to  have  oar- 
pets  made  which  will  probably  be  useless  for  the  next 

house  they  move  to.  This  is  said  to  apply  to  the  north- 
west where  many  probably  live  at  first  in  temporary 

houses,  and  rugs  are  found  to  best .  answer  the  purpose. 
On  the  other  hand,  those  who  have  settled  homes  are  the 

people  who  often  buy  piece  goods. 
The  principal  colorings  selling  in  all  lines  of  carpets 

are  greens,  fawns  and  reds. 
Canadian  manufacturers  are  turning  out  a  very  fine 

line  of  rugs  and  piece  goods  in  Oriental  effects.  These 
goods  are  effectively  reproduced  in  handsome  designs  and 
rich  colorings. 

There  is  said  to  be  a  tendency  again  towards  wool 

carpets.  The  wool  carpet  trade  fell  away  throug'h  manu- 
facturing carpets  practically  of  poor  quality  and  it  was 

found  in  some  cases  that  these  carpets  were  unfit  for 
use  even  when  new.  This  destroyed  the  trade,  but  now 
wool  carpets  are  being  made  of  proper  raw  material  and 

in  attractive  colorings  and  d^esigns.  They  are  made  in 
plain  colo'rs  and  large  patterns.  Wool  carpets  when 
properly  manufactured  are  said  to  be  very  satisfactory, 
and  are  preferred  by  some  sections  of  the  trade. 

There  is  a  demand  at  present  for  wool  rugs  in  Chintz 
design  and  plain  centres  with  illuminated  borders.  Small 
rugs  in  Oriental  designs  are  selling  in  fairly  good 
quantities. 

Features  of  New  Wall  Paper  Lines. 
The  new  wall  paper  lines  shown  by  manufacturers  foi- 

the  next  season  constitute  a  very  wide  ra,nge,  both  as 
to  designs  and  prices  and  are  in  themselves  somewhat  of 
a  striking  tribute  to  'the  success  of  well  direicted  efforts  on 
the  part  of  merchants  in  conducting. this  department. 

Among  the  new  effects  in  wallpapers  are  the  wash 
grounds  in  tra,nsparent  colors,  comhined  with  the  use  of 
open  patterns,  the  ground  effect  working  in  with  the 
patterns.  Wash  grounds  are  produced  in  mottles,  leath- 

ers, and  an  extensive  range  of  well-known  fabric  effects 

such  as  chambray,  cras'h  and  linen,  making  of  the  ground 
a  pattern  in  itself.  Some  wash  grounds  as  the  result  of 
treatment  have  several  shades  of  same  color. 

Many  of  these  papers  are  produced  by  dmible  process. 

One  manufacturer  says,  "There  is  some  misunderstand- 
ing on  the  part  of  I'he  trade  as  to  what  constitutes  double 

process;  a  more  or  less  prevalent  idea  being  that  double 

process    means   merely  separate  gi-nundings   of   plain    dc 
signs.     As  a  matter  of  fact,  real  d(Uible  processing  means 
putting   the   paper    through    the   printing   machine   twice, 
securing    an     elaborate    effect     unobtainable    by    simply 

grounding  and  printing  once." 
Leaf  and  Vine  Designs. 

There  are  many  new  treatments  this  year.  For  in- 
stance, the  use  of  leaf  and  vine  designs  without  Hnwcrs, 

the  floral  part  appearing  in  the  border.  There  are  other 
treatments  just  as  unique  and  inleresting.  In  the  parlor 
papers  the  predominating  colors  are  French  greys  pale 
greens  and  a  tremendous  vogue  on  shades  similar  to 
champagne,  biscuit  and  fawn. 

In  regard  to  colors  in  other  papers  it  would  be  difficult 
emphasize  any  shade  or  number  of  shades  as  predominat- 

ing, as  there  is  such  an  absolutely  complete  range  of colorings. 

Coloi'ists  iiave  seeureil  a  number  of  interesting  new 
shades  and  tints,  novel  combinations  in  contrast  and  har- 

mony between  grounds  and  designs. 

A  feature  in  manufacturing  this  year  is  the  produc- 
tion of  a  noticeably  larger  range  of  designs  with  fewer 

colorings  for  each  design,  giving  practically  as  large  a 
range  of  designs  as  heretofoire  in  colorings. 

One  manufacturer  says  that  moire  ceilings  are  passing 
and  that  the  prevailing  preference  is  for  mica  print  or 
pattern  papers,  the  glimmer  on  the  mica  giving  a  very 
delicate  appearance  to  the  paper.  Plain  fabrics  such  as 
Chambrays  are  going  to  be  noticeable  features  in  the  best 

patterns  of  high  priced  papers  in  ceiling  treatment.  One 
of  the  most  welcome  developments  in  the  trade  is  the 
increasing  use  of  plain  velour  or  oatmeal  with  the  fine 
frieze  surrounding  it.  Printed  or  stained  oatmeal  papers 
are  going  to  be  immensely  popular,  these  give  an  effect 
of  depth  and  richness. 

Papers  for  the  Bedroom . 

Pretty  floral  papers  for  the  chamber  appear  in  abun- 
dance. The  cutting  out  process  is  in  favor  at  the  presenit 

time  and  adaptable  effects  are  dainty  stripes,  Chambrays 

and  cross-barred  linens  with  contrasting  bordea'S. 
Crown  treatments  are  a  strong  feature  of  some  lines 

and  there  is  a  good  a.ssortment  of  oil-colored  engravur-es 
ill'  whicih  the  colors  are  artistically  shaded. 

In  the  new  embossed  raw  silk  weave  eff^ects  there  is 
a  strong  range  of  independent  papers  f(u'  each  room. 
Varnish  tiles  for  the  kitchen  an'd  bathroom  and  embossed 

and  pressed  leathers  for  the  library  or  hall  are  featured. 
With  the  elimination  of  the  flat  border  price,  dealers 

have  had  an  interest  in  pushing  borders  whic'h  have  be- 

come  univei-sal,  everything  being  printed   with   a  border. 

Among  Retailers. 
Retailers  report  a  demand  for  English  bedroom  jiapers 

in  purple  and  pink,  and  French  bedroom  papers  in 

tapestry  desiu'ns  with  borders  to  match.  Other  bedroom 
papers  selling  are  old-fashioned  cretonne  designs,  floral 
panels  a,nd  new  floral  leathere.  In  high  grad'e  bedroom 
papers,  there  are  floral  stripe  effects  with  crowns  and 
bases.  For  parlors,  heavy  embossed  soirettes  and  moire 

silk  effects  are  .s'hown  in  greens,  greys  and  champagnes. 
For  dining  I'ooms  there  are  new  combinations  in  green 
and  brown,  yellow  a.nd  brown  and  pumpkin  shade  run- 

ning to  a  tobacco  color.  A  new  color  combination  in  wall 

paper  is  purple   and  grey. 
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For  na.is  and  diiiiuLr  rooms,  cloth  cffe-ets  in  cork  papoi's 
are  shown,  these  are  left  severely  plain  with  oeeasional 
medallion  ajid  sometimes  scenic  fi-iezes. 

Concerning  Wall  Paper   Shipments 

A  retailer  asks  for  advice  on  the  following  ques- 

tion :  "In  July,  1909,  a  traveler,  representing  a  jobbing 
house  selling  wall  papers,  took  an  order  and  left  copy 
but  made  no  mention  of  the  firm  he  was  selling  for. 
The  goods  did  not  not  arrive  until  the  Spring  when 
without  notifying  the  merchant,  the  firm  shipped  the 
goods.  Although  the  merchant  does  not  state  when  he 
expected  to  receive  the  goods,  he  asks  whether  he  has 
not   a  right   to   refuse  them. 

The  wholesale  wall  paper  season  opens  approximately 
on  July  1st  every  year.  At  that  time  the  travelers  for 

the  manufacturers  and  the  jobbers  working  in  connec- 
tion with  the  manufacturers,  start  their  road  trips  with 

the  new  season's  samples.  These  samples  show  styles 
that  the  manufacturers  intend  to  make  during  the 

season,  not  patterns  which  have  been  made,  and  are  be- 
ing held  in  stock  at  the  mills  and  the  warehouses.  In 

the  late  Summer  and  Fall  the  factories  proceed  to  make 
up  sufficient  quantities  of  the  various  papers  to  fill  the 
orders  they  have  received  from  the  retail  dealers,  and 
these  orders  are  shipped  either  in  the  late  Fall  or  early 
Spring,  very  many  of  the  dealers  of  the  smaller  places 
stipulating  that  their  orders  be  not  shipped  until  Spring. 
In  other  words  the  placing  orders  received  in  July  and 
following  months  in  the  Summer  are  for  goods  to  be 
sold  at  retail  the  following  Spring,  during  April,  May 
and  .June.  Partial  shipments  of  large  orders  of  course 
are  made  throughout  the  Fall  and  even  through  the 

Winter,  but  in  a  town  such  as  that  from  which  our  cor- 

respondent writes,  de'ivery  would  not  ordinaryily  be 
wanted  nor  made  until  Spring. 

It  would  seem,  therefore,  the  jobber  was  justified  in 

forwarding  goods  without  notification,  unless  it  was  sti- 
pulated at  the  time  the  order  was  placed,  that  such 

notification  was  to  be  made  in  advance  of  the  ship- 
ment. 

It  seems  a  little  unusual  that  the  copy  of  the  order 
left  with  the  merchant  did  not  show  the  name  of  the 

jobber. 

Linoleums  and  Oil  Cloths  Advance. 

Recent  advances  in  prices  of  British  and  German  floor 

coverings  have  doubtless  been  brought  about  by  the  in- 
creased cost  of  raw  material,  particularly  of  linseed  oil, 

which  has  reached  the  highest  point  in  many  years,  with 
no  indication  of  a  material  lower  level  at  present. 

Latest  American  price-lists  show  an  advance  on  print- 
ed linoleum  of  about  5c  per  yard,  and  cork  caxpet  nearly 

15c  per  yard,  and  on  floor  oil  cloths  from  l%c  upwards. 

As  long  as  moderate  price  supply  contracts  lasted. 
manufacturers  were  reluctant  to  advance  prices  during 

last  Spring  w^hile  oil  was  bounding  upward,  for  the  reason 
that  t?h«y  had  low  priced  oil,  or  good  stocks  of  linoleum 
and  floor  oil  cloth  on  hand,  and  it  was  hoped  that  con- 

ditions would  so  change  as  to  cause  a  decline  in  the  price 
of  oil,  etc.,  and  a  consequent  retention  of  old  prices  of 
the  finished  product.  These  expectations  'have  not  been 
realized,  with  the  result  that  buyers  will  have  to  pay 
slightly  increased  prices. 

Increase  in  Carpet  Imports. 
According  to  the  Kidderminster  Shuttle  there  was  ex- 

ported to  Canada  for  the  month  ending  30th  April.  IQiOfl. 
150,900  yards  of  carpets  (exclusive  of  rugs)  and  in  the 
same  month,  1910',  lOG.riO'O  yards.  The  United  States  im- 
p.)rted  in  April,  lOOf).  7.2O0  vards  and  in  April,  1010, 
l(i.4O0  yards. 

For  (he  four  months  ending  April  30th,  1909,  Canada 
imported  from  England,  1,007,500  yards  of  carpets,  while 
for  the  same  period,  1910,  the  yardage  was  1,258,700  yards. 
United  States  imported  in  this  period,  1909,  61,400  yards, 
in  1910,  54.300  yards. 

The  value  of  carpets  exported  to  Canada  for  the  month 

ending  30th  April,  19-09,  was  £16,464,  in  the  same  month 
1910,  £28,417.  The  value  of  carpets  exported  to  the 
United  States  for  month  ending  30th  April,  1909,  was 
£2.185,  in  1910,  £3,978. 

For  four  months  ending  30th  April.  1900,  Canada  im- 
l)orted  carpets  to  the  value  of  £110,842  and  in  the  corre- 

sponding period,  1910,  £150,931.  For  four  months  ending 

30'th  April,  1900,  the  value  of  carpets  exported  to  United 
S'tates  was  £12,603  and  in  1910,  £14,808. 

The  statistics  relating  to  the  carpet  trade  indicate  an 
abounding  oversea  trade,  states  the  Shuttle.  For  April 
the  increase  in  yardage  was  05.0  per  cent.;  the  figures  be- 

ing 605,900  yards  against  369,500  last  year;  and  in  values 
an  increase  of  86.1  per  cent.,  the  amounts  being  £80,465 
for  April,  and  £48,054  in  the  corresponding  month  last 
year.  For  the  four  months  the  yardage  of  carpets  and 
rugs  sent  oversea  was  3,460,100,  in  1000  2,445,500,  and 
1908,  2,605,300,  so  that  a  new  record  has  been  established. 
The  value  of  the  carpets  and  rugs  for  the  four  months  was 
£470.129  against  £306,587  last  year. 

These  figures  show  an  increase  in  importations  of 
English  carpets  and  considering  the  past  hard  times, 
seem  to  indicate  an  adjustment  of  trade  and  a  better 
outllook. 

♦ 

Influence  of  a  King's  Death. 
In  some  quarters  it  is  feared  that  the  death  of  King 

Edward  and  the  national  mourning  which  will  ensue  may 
lead  to  a  falling  away  in  the  demand  for  carpets,  states 
the  Kidderminster  Shuttle.  Othere  take  a  different  view 

and  feel  sure  that  the  present  brisk  demand  for  floor 
fabrics  will  continue.  The  local  carpet  and  spinning 

trades  are  very  good.  The  markets  keep  remarkably 

firm,  and'  at  the  Livei'pool  and  London  wool  sales  this 
week,  high  prices  have  been  obtained  for  good  classes 
of  woote.  Buyers  have  been  numerous  and  competition 
keen.  It  would  seem  impossible  for  spinners  to  make  any 
concessions  to  manufacturers. 

Vacuum  Cleaners. 
It  is  evident  that  city  houses  are  pushing  the  sale  of 

vacuum  cleaners.  One  large  city  store  had  as  an  effective 
window  display  a  negro  boy  dressed  in  a  white  suit  and 

demonstratjing  the  use  of  the  cleaners.  There  is  an  up- 
holstered chair  in  the  window  on  which  he  sprinkles  dust 

or  chalk.  He  then  shows  how  easily  this  is  removed  by 
the  vacuum  cleaner,  the  crevices  where  the  buttons  are 

placed  being  easily  and  thoroughly  cleaned.  These  demon- 
strations are  a  great  attraction  and  draw  large  crowds. 

Vacuum  eleaners  attract  attention  to  the  stores  and 

sell  well.  There  are  always  some  interested  people  watch- 
ing demonstrations.  One  store  introduced  them  only  this 

iXiar  with  satisfactory  results.  Simplicity  of  construction 
and  ease  of  operation  is  a  feature  of  some  beDter  qualities 
which  do  not  easily  get  out  of  order. 
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The  Watson-Foster  Company 
have  prepared  for 

1911 
the  most  comprehensive 

and    convincing    line    of 

WALL  PAPERS 
yet    produced    by    them 

^ 

You  will  be  asked  to  judge  in  July. 

Montreal,  June,  1910. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Dry  Goods  Review 

This  is  not  an  idle  boast — it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"   nature.     Our  business  is  the  manufacture  and importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace      Curtains,      Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and    Hardware. 

Many  of  the   above  are  from   our  own  looms. 

Write  for  our  Catalogs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 

Geo.  H.  Hees  &  Son  Co.,  Limited 
Cor.  Peter  and  RecoUet  Sts., 

MONTREAL 52  Bay  St.,  TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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WITHIN  a  few  days  after  you  read this  announcement  the  new  Staunton 

samples  will  be  bound  in  books 

and  ready  for  the  road.  Our  travellers 

start  in  the  Western  Provinces  June  27th, 

and  in  Ontario,  Quebec  and  the  Maritime 

Provinces,  July  4th. 

These  goods  will  create  the  biggest  sen- 

sation the  market  has  yet  seen — they  surpass 
even  the  remarkable  Staunton  line  of  the 

past  season,  which  gave  us  by  far  the  biggest 
business  in  our  history. 

Wait  for  them.  Buy  direct  from  the 

manufacturerandsave  all  middlemen's  profits. 
Do  not  place  your  order  till  you  see  these 
samples. 

Stauntons    Limited 
Wallpaper  Manufacturers 

941  Yonge  St.,  TORONTO 

If  you  carry  wallpaper,  or  intend  doingr  so,  send  in 
your  name  and  we  will  mail  you  regularly  our  inter- 

esting little  magazine,  "Gilt  and  Glimmer."  Write us  to-day. 
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Constructing  the  Advertisement  for  Sale  of  Holiday  Goods 
A  Suggested  Layout  with  Introductory  Paragraphs  for  the  Different  Sections 

—  Type  Sizes  that  Might  be  Observed  to  Advantage —  Use  of  Appropriate  Cuts 
Advisable   —  Giving   Emphasis  to  Certain   Parts  to    Improve    Attractiveness. 

Staff  Correspondence 

DUlilNG  June  aud  July  there  will  be  au  active  de- maud  for  holiday  goods,  Summer  cottage  ami 
verandah  equipment,  and  for  the  hundred  and 
one  itexns  which  have  to  be  reckoned  upon  in 

preparing  for  the  vacation  outing  or  trip.  It  should  be 
a  busy  time  for  the  sales  force  and  the  window  trimmer. 
Upon  the  ad.  man  will  rest  a  large  share  of  responsibility 

in  giving  the  stock  a  pulling  power.  Here,  again,  he  will 
recognize  the  importance  of  specific  lists,  which  always 
have  a  power  of  suggestion. 

The  layout  here  illustrated  is  for  an  ad.  featuring 

holiday  goods.  It  is  adaptable  to  space  ranging  from  one- 
third  to  a  full  page.  Fairly  light-face  type  should  pre- 

vail throughout  the  ad.,  with  the  exception  of  panel  9. 

For  the  general  heading  use  about  42-point  type;  for 
panels  1  and  3  about  14-point  would  be  about  the  right 
size.  For  heading  of  panel  2  about  18-point  would  suit. 
with  10-point  for  body  matter.  The  narrow  spaces  on 
either  side  of  the  upper  firm  name  may  be  used  for  small 
announcements. 

It  would  be  advisable  to  print  panel  2  in  different 
kind  of  type  from  1  and  3;  some  kind  of  italic  would 
afford  a  contrast.  For  the  bargain  panel  9,  use  about 

"J4-p.i;nt  for  heading  and  10-point  for  body  matter.  Let 
this  panel  be  the  exception  to  the  general  effect  of  light- 
face  type,  and  print  it  in  bolder  type,  witb  heavy  rules 

aroun'd,  it,  so  that  it  will  contrast  and  stand  out  prom- 
inently from  the  rest  of  the  ad. 

The  paragraphs  here  suggested  are,  of  course,  only 
introductory  to  goods  named  and  prices  quoted  by  the 
merchant. 

Panel  1.— DID  IT  EVER  STRIKE  YOU  THIS  WAY? 

Does  the  perplexing  question  confront  you — What  shall  I 
wear,  and  where  can  I  buy  it  and  know  t'bat  it  is  right? 

You  have  only  a  few  days  to  ma.ke  ready.  Better  con- 
sult those  who  have  studied  Summer  trip  and  outing  re- 

quirements in  the  matter  of  clothing. 

The  out-of-doors  is  calling.  Are  you  satisfied  with 
your  wardrobe?  Your  peace  of  mind  probably  hinges  on 
that  question. 

Panel  2.— WE  CAN  HELP  YOU  IN  ANY  EVENT. 

Perhaps  j^ou  have  decided  where  you  will  go,  but  have 
you  thought  of  the  most  suitable  clothing?  We  have;  and 
right  here  we  demonstrate  our  service  to  the  community. 
We  think  of  the  suitability  of  the  goods  we  buy  for  the 
purpose  for  which  they  are  intended,  and  our  salespeople 

can  give,  and  will  cheerfullj-  give,  expert  advice  on  suit- 
able choice.  So  whether  for  seaside,  camp  or  city,  we'll 

equip  you  suitably,  giving  that  satisfaction  that  will  make 
ytm  a  friend  and  at  a  cost  that  will  leave  a  big  baJanee 
with  which  to  enjoy  jiourself  to  the  limit.  We  consider 

the  family  as  well  as  the"  individual,  and  feature  acces- 
sories for  comfort  in  the  Summer  home,  as  well  as  cloth- 

ing for  little  folk  and  grown-ups. 

Panel  3.— DON'T  LET  IT  WORRY  YOU.  Did  you 
ever  arrive  at  the  right  spot  with  the  wrong  equipment? 

Did  you  ever  spend  money  on  things  that  were  not 
necessary? 

Did  you  ever  return  from  your  jaunt  feeling  tired  and 
discontented  over  this  item  of  clothes? 

There   will    be   occasions   on    which    you    must    appear 

well-dressed,  even  if  it  is  a  cai'e-free  resort.  How  have 

yiou  planned  for  it  ? 
Panel  4.— THE  INDISPENSABLE  LINKN  SKIRT. 

To  go  with  'a  pretty  blouse,  what  is  more  desirable  or  ef- 
fective than  a  linen  skirt?  'Made  in  the  latest  style,  nice 

walking  length.     We   have  here   exactly   what  you   want. 

Panel  5.^CO0L,  DAINTY  iMUSLINS.  You  will,  of 
course,  include  a  muslin  dress  or  two  in  your  'holiday  out- 

fit. Cool,  white  muslins  are  here,  plain  and  fancy,  and 

dainty  colored  muslins  in  the  prettiest  designs  imagin- 
able. Why  not  buy  tlie  material  and  make  up  some  dresses 

yourself,  with  the  aid  of  a  good  style  pa.ttern  selected 
from  our  department? 

Panel  6.— MOTHER!  WHAT  ABOUT  STOCKINGS 
FOR  THE  CHILDREN?  Boys  and  girls  get  through  a 

lot  of  stockings  at  ordinary  times,  but  during  'holidays 

you  know  how  holes  appear,  as  if  by  magic,  and  you  don't 
object ;  you  like  to  see  the  youngsters  enjoying  themselves, 
but  let  us  save  you  all  the  darning  entailed,  at  least, 
until  the  holidays  are  over,  by  selling  you  a  supply  of 
medium-priced   hard-wearing  stockings. 

Panel  7.— MEN'S  AND  WOMEN'S  SWEATER 
COATS.  For  camping  purposes,  boating,  cool  evenings, 
or  after  bathing,  provide  yourself  with  a  sweater  or 
sweater  coat.  Plain  of  contrasting  colors.  Some  new 

features  in  men's;  shaped  sleeve,  knitted  in  a  curve  to 
the  body,  doing  away  with  bulkiness  under  the  arms;  also 
shaped  shoulder,  sloped  like  an  ordinary  coat,  ensuring 

a  perfect  fit. 
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Suggesied  layout  for  holiday  goods  advertisement,  adaptable  to  si2e 
ranging  from  one-third  to  full  page 
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Panel  8.— SOFT  OUTHSTG  HATS  FOR  THE  FAMILY. 

Just  the  thing  for  the  holidays — ^will  stand  any  amount  of 
knocking  about,  easily  put  on,  suitable  alike  for  men  or 
womeu,  boys  or  girls.  In  plain  colors  or  with  pattern. 
Your  size  is  here. 

Panel  9.— BEAUTIFUL  WAISTS  AT  HALF  PRICE. 
Particular  women  like  to  have  a.  clean,  fresh  wiaist  aJways 
to  hand.  During  holidays  waists  are  pei^iaps  liable  to 
get  soiled  easily,  a,nd  it  is  good  policy  to  have  a  reserve 
so  tbat  no  time  need  be  taken  up  washing  and  ironing. 

We  anticipated  this  and  accepted  a  manufacturer's  set  of 
Summer  samples,  which  his  tra.velers  were  through  with. 
He  included  a  few  broken  lines,  and  we  added  some  odd 
lines  of  our  own  stock,  making  as  fine  a  collection  as  you 
could  wish  to  see;  mostly  muslin,  beautifully  embroidered, 

some  open-work,  and  a  few  silk  waists,  all  this  season's 
designs,  with  latest  sleeves.  It  is  advisable  to  select  yours 

at  once  as  at  the  price  they  -will  last  only  a  short  time. 
Panel  lO.^HAVE  YOU  ENOUGH  BATH  AND  FACE 

TOWELS?  Look  through  your  stock  and  if  you  ha,ven't 
sufficient,  then  look  throug'h  ours.  Perhaps  you  will  be 

away  from  a  store,  and  you  mig'bt  as  well  take  a  supply 
with  you,  it  will  save  you  laundry  work. 

Panel  11.— JPAPER  PATTERNS.  These  patterns  are 
designed  on  latest  styles.  They  enable  you  to  make  wiaists, 

skirts,  underwear  and  children's  dresses  very  effectively 
and  very  inexpensively,  so  that  holiday  clothing  needs  for 
the  family  can  be  supplied  without  too  much  drain  on  the 
family  purse. 

Panel   12.— WOMEN'S    BATHING    COSTUMES.      If 

you   are  going  to   the  seaside  or  lakeside,  you'll  miss  a 
big  slice  of  enjoyment,  if  you  don't  take  one  of  these  bath- 

ing costumes,  especially  as  they  are  so  prettily  made  and 
prettilv  trimmed.     Consider  these  values.. 

Panel    13.— MEN!    OUTING    SHIRTS    WITH    COL- 

LARS.    You  wouldn't  think  of  going  to  business  in  any- 

thing but  a  stiff  w'hite  collar,  but  on  holidays,  comfort  is 
the  first  consideration.  You'll  simply  revel  in  these  soft, 
comfortable  shirts  with  soft  collars.  They're  not  ex- 

pensive, but  they're  good  quality. 
Panel  IL— FOLDING  CAMP  BEDS.  These  folding 

camp  beds  are  ideal  for  the  camp  or  Summer  home. 

They're  easy  to  pack,  take  up  little  room,  a,nd  are  easily 
handled.  With  a  suitable  mattress,  they  are  extremely 
comfortable. 

Panel  15.^MEN 'S  BATHING  SUITS— A  COOL  SUG- 
GESTION. Thinking  of  batliing  in  the  sea  or  lake  in  the 

"good  old  Summer  time"  makes  you  feel  cool  and  com- 
fortable. Take  a  bathing  suit  with  you  and  realize  the 

joys  of  an  invigorating  dip.  Both  styleS' — two-piece  and 
combination  suits. 

Panel  16.— A  PARASOL  IS  A  NECESSITY.  When 

making  out  your  list  of  holiday  equipment,  don't  omit  ;i 
parasol,  it's  necessary  for  your  comfort.  Both  white  and 
colored — you  can  have  one  to  match  your  muslin  dress  or 
white  will  go  with  ainy  dress  or  co.stume. 

Panel  17.— THEN  THERE  ARE  THE  CURTAINS  TO 

THINK  OF.  It's  only  your  home  for  the  Summer,  but 
just  the  same  you  want  to  make  it  as  homelike  and  dainty 
as  possible.  Curtains  help,  and  we  can  supply  your  wants. 
We  recommend  cheap  curtains,  but  we  liave  taken  ca,re 

to  provide  patterns  that  are  often  found  in  more  ex- 
pensive lines;  the  pattern  counts  as  well  as  the  low  price. 

Consult  us  about  curtains  ,  as  well  as  other  Summer  re- 
quirements. We  have  studied  what  is  neees.sa.ry  for  com- 

fort and  appearance. 
Panel  18.— MATTING  FOR  YOUR  SUMMER  HOME. 

You  need  something  to  cover  the  floors.  It  would  not  be 
practicable  either  to  take  your  carpets  with  you  or  buy 

carpets  specially  for  the  j^ui-pose.  but  we  can  supply  China 
and  Jiapanese  matting  that  will  look  well  and  last  the 
season.     Green  and  red,  plain  or  with  design. 
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H    you   want  a  profitable  line  from  the  Old 
Country,  stock  these  Goods  which  are 

selling  at  sight. 

They     are      the      Softest,       Downiest. 
Prettiest     Quilts     ever     offered. 

Quick    sellers    and    great    profit    makers 

Write  to  our  Agent   : — 
ANDREW    RUSSELL. 

F3      Selkirk      Avenue.      MONTREAL. 

who  will  give  you  full  particulars. 

^i/sse//s  Wo//ven 
C/?nstopherJ^  Loiidoa  B.C. 
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Dainty    Hats   and    Exquisite    Gowns  at  Woodbine    Races 
Individuality  Notable  Feature  of  Millinery,  with  Dark  Effects  in  Favor  -  The 

Chantecler  Vogue  Noted  —  Soft  Satins  and  Satin  Foulards  Much  Worn 

—Striking  Gowns  of  the  New  Mummy  Type  —  Lace  Flounces  and  Puf?  Skirts. 

TOKDXTO  eiilfrtaiiied  inaiiv  luitahle  visiiors  I'or 
the  Spring-  race  meeting  at  \Ue  WcuKlbiiu'.  and 
many  exquisite  gowns  were  wmu.  As  at  the 

Horse  Show,  millinery  eonstilnted  a  great  dis- 

play, and  the  close  rivalry  existing-  between  the  large  hat 
and  the  large  turban  was  a  marked  feature.  Had  the 

weather  been  more  Springlike,  tliere  is  no  doubt  that  the 

large  hat  would  have  been  out  in  great ei-  prepondeiance, 
but  turbans  were  nearly  as  numeidus  as  large  hats. 

Hat  fashions  are  vai-ied  iliis  yeai-  and  wonien  have 
taken  advantage 
of  the  fact  to  wear 

creations  that  are 

both  individual 

and  becoming. 

■Crowns  as  a  rule 
are  medium,  but 

some  very  largo 
mob  effects  were 

seen.  This  was  par- 

ticularl}"  the  ca.^e 
when  the  hat  was 

black,  the  crown 

being  covered 
with  wired  loops 

of  tulle  or  lace. 

Another  marked 

feature  of  the 

millinery  w  o  r  n 

was  the  liking  for 
dark  effects.  Black 

hats  were  nnmei-- 
ou.s,  and  many  hats 

matched  the  gowns 
which  were  in 

many  ca.ses  dark  in 
color.  Black  and 

white  was  also 

seen  and  much 

more  frequently 
the  black  h  a  t 

trimmed  w  i  t  h 

color.  Even  when 

tiie  hat  was  of  leg- 
horn or  some  light 

straw,  the  trim- 
ming would  b  e 

either  black  o  r 

some   strong  color. 

King's  blue  was  the  color  most  used  for  this  purpose,  biil 
emerald  green,  Chantecler,  and  deep  orange  were  all  used 

as  well  as  much  black.  Oriental  printed  silks  and  chiffons 

were  another  novelty  noticed  for  ha,t  trimmings.  ?hn('i-ald 
green  was  often  used  in  cumbination  wiili  Chantecler 
pheasant  effe<;ts.  As  a  rule,  the  hat  was  of  leghorn  or 

Java,  or  of  fine  Milan  with  tlu-  brim  rolled  back  lo  the 
low  round  crown  and  held  by  a  i)heasant  mount  consisting 

of  head,  breast  effects,  and  long  tail  feathers. 

A  lypical  group  at  the  races,  showing  smart 
hobble  skirt  that  is  liliely  to  be  a 

\'ery  id!  iccabli'  was  ihc  loiicli  of  high  color  as  a  re- lief bath  in  hlark.  and  on  light  colored  hats.  CIia,ntecler 

red.  King's  blue,  cerise  emerald,  and  mandarin  we]-e  all 
.seen  combined  with  black. 

There  was  a  group  of  three  Ihaf  made  a  vivid  splash 

of  coloi-  where  lluy  wei'e  standing.  They  wore  suits  of 
natural  tus.sah  in  llie  linen  shade,  and  their  hats  were  of 

Ipgluu-n.  One  was  wreathed  aioimd  with  shaded  nastiir- 
liiinis.   and   a  large   how   of   niandiarin    velvet   at    the   side; 

a;n  other  of  the 
three  had  her  hat 

trimmed  with  vivid 

red  puppies  and  a 
bow  of  Chantecler 

velvet;  while  the 
third  h  at  w  a  s 

t  rimmed  with 

light  a  n  d  dai'k 
cei'isie. 

K'ose  -  wreathed 

hats  were  much  in 

evidence  and  one 
or  two  were  seen 

with  the  wreath 

passing  through 
slits  in  the  straw 

and  forming  with 

ribbon  a,  cache- 

peigne.  Lace-trim- med hats  and  hats 

veiled  with  not  or 

lace  w  e  i-  e  very 
much  worn. 

Large    fiat    hats 
were   covei-ed    with 
colored     crepe     to 
match     the     dress. 

These     had    mush- 
room    brims     and 

were  trimmed  with 
narrow      pleatings. 

a  n  d        hand-made 

roses     of     na.i'i-ow 
taffeta,     satin     o  r 
Dresden        ribb(nis 

and     with     foliage 

of  gathered  silk. 
By  no  means  all  of  the  hats  were  flower  trimmed,  many 

of  tlic  handsomest  having  rich  plumes  and  feathers.     One 

hat,   much   admii-ed,  had   the  brim  hidden   under  a  drape 
veil  of  mauve  chiffon  wliile   the  crown   was  covered  with 

feathers  so  ai'i'anged  as  lo    form  a  hiti'li   mob  crown.     The 
drape  veil  majclicd  the  gown  with  which  the  hat  was  worn, 

and  the  leathers  were  of  the  new  deep  bronze  green  shade. 

.Many  shaded  plumes,  particularly  in   willowed  effects, 
were  worn,  as  for  instance  with  a  brown  chiffon  gown  over 

millinery.     The   first  figure  wears  a   modified 

popular  development  of  this  style. 
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soft  satin  the  hat  was  massed  with  brown  and  blue 

plumes.  A  blue  satin  gown  was  veiled  willi  p-ey  mai-- 

quisette,  and  the  hat  of  grey  tagel  had  plumes  of  g-rey 
and  blue  and  a  large  blue  velvet  bow. 

Very  many  black  hats  had  plumes  of  Koyal  blue,  and 

a  stunning  Paris  model  was  massed  with  Inrquoise  blue 
feathers. 

Aigrettes,  as  a  rule  to  match  the  dress  were  worn  in 

many  toques,  an,d  a  pretty  hat  of  black  tagel  had  a 

feathery  mass  of  white  osprey  covering  the  crown. 

The  very  large  ribbon  bow  was  a  feature  of  many  hats, 

and  one  smart  toque  bad  the  appearance  of  a  large  ribbon 

One  of  the  new  narrow-skirted  gowns  with  over-drapery  of 
flowered  chiffon 

bow  of  wide  shaded  ribbon.  These  bows,  as  a  rule,  were 

of  taffeta  but  large  velvet  and  soft  satin  ribbon  bows  were 
also  seen. 

Veiled  Satins  and  Foulards. 

Though  the  weather,  on  most  days,  was  decidedly 

threatening,  fewer  women  were  wearing  the  strictly 

tailored  suit  than  is  usually  the  casp.  Many  of  the  gowns 

were  elaborate.  Soft  satins  and  satin  foulards  were  much 

worn  and  they  were  often  veiled  with  chiffon,  silk  voile, 

or  lace.  Often  this  over-dress  was  of  the  color  of  the 

un-der-dress.  Thus,  a  gown  of  rose  satin  was  completely 
veiled  with   an   over-dress   of  chiffon   of  the  same   shade. 

A  pale  blue  satin  gown  veiled  with  tulle  the  same 

sliade.  ha,nd  painted,  was  worn  with  a  cloak  of  shell-pink 
satin.  Another  day  the  same  woman  wore  a  gown  of  gold- 
colored  satin  with  diamond  ornaments. 

Soft  satins  and  foulards  veiled  with  lace,  net,  chiffon, 
or  ninon  were  worn.  Often  the  over-dress  was  of  the 
same  shade  as  the  gown.  Tbus  a  gown  of  orchid  or  rose 

satin  was  completely  veiled  with  the  over-dress  of  the 
same  shade,  or  one  of  the  King's  blue  foulard  patterned 
in  white  was  veiled  with  a  chiffon  of  the  same  vivid  blue. 

A   gown   of  mauve   satin   bad   an    over-dress  of  net   a 

lilllo  darker,  elaborately  embroidered  wilih  rat-tail  satin. 
Many  Persian  printed  chiffons  were  worn  and  gowns  of 
vivid  Oriental  printed  silk  bad  over-dresses  of  either  black, 

nickel  grey  or  navy  blue  chiffon.  Trimmings  of  Persian- 
printed  silk  were  also  much  used. 

Short,  Straight  Sleeves. 
Many  of  the  smarter  gowns  showed  a  decided  leaning 

towards  the  second  Empire  styles,  but  the  greater  majority 
showed  the  peasant  influence  and  the  draped  waist  with 
the  sleeve  cut  in  one  with  the  waist.  Sleeves  on  all  but 

tailored  suits  were  short  and  straight  rea^ching  as  a  rule 
barely  to  the  elbow.  Long  white  kid  gloves  were  worn 
with  both  dark  and  pale  colors,  though  in  some  cases  an 

under-sleeve  of  lace  matching  the  guimpe,  was  worn. 

The  new  mummy  skirts  were  the  latest  note.  These 
narrow,  drawn-in  skirts  are  the  latest  from  'Paris  and, 
as  worn,  these  are  so  tight  tbat  it  is  a  matter  of  difficulty 
to  walk  in  them  and  to  enter  a  carriage  or  ascend  a  flight 
of  ste^js  the  skirts  have  sometimes  to  be  lifted  as  high  as 
the  knees  in  front. 

The  skirts  seem  at  the  Woodbine,  though  very  striking, 
were  very,  decidedly  modified.  Two  dresses  in  particular 
attracted  a  lot  of  attention  as  they  .showed  all  of  the  most 
salient  points  of  the  latest  mode.  They  were  extremely 
simple,  not  to  say  severe,  in  line  and  effect,  but  their  most 
striking  feature  was  their  length.  Paris  has  adopted  ex- 

tremely short  skirts  and  the  skirts  of  both  these  dresses 
were  so  very  short  that  not  only  the  ankle  was  exposed 
but  quite  three  inches  above.  The  suit  was  most  severely 

tailor  made  and  was  of  some  smooth-fini.«'hed  grey  worsted 
fabric.  The  hip-length  coat  was  built  somewbat  .after  the 
style  and  cut  of  tlie  pony  coats  worn  some  few  seasons  ago, 
only  more  straight  up  and  down.  The  skirt  had  a  band 
almost  knee  high  with  a  straight  panel  at  tbe  back,  the 

whole  garment  being  cut  upon'  the  skimpiest  lines.  The 

stockings  were  g'rey  to  match  and  smart  patent  leather 
pumps  were  worn.  With  this  suit  went  a  draped  turban 
of  Chantecler  tagel  straw  with  an  osprey  of  the  same  vivid 
shade  at  the  side  and  a  parasol  of  the  same  color. 

The  other  dress  was  of  nut-brown  foulard  with  a 

cream  pattern.  The  skirt  was  in  mummy  style  shirred 
into  a  band  of  the  same  below  the  knee.  The  waist  was 

cut  pe'asant-fa.shion  and  the  straight  scant  sleeves  reached 
barely  to  the  elbow.  The  silk  stocldna-s  were  nut-brown 
with  cream  clucks  a,nd  the  pumps  of  bronze  kid. 

Will  Influence  Hosiery. 

Many  gowns  had  lace  flounces  and  puff  skirts  tied 
(juite  low  diiwiii  with  a  ribbon  sash.  One  of  the  prettiest 
of  these  was  a  white  Swiss  with  a  sash  of  turquoise  blue. 

Sh'ould  these  extremely  short  dresses  become  fashion- 
able, it  will  mean  great  things  for  tbe  hosiery  department. 

The  silk  gown  a,nd'  the  silk  tailor-made  was  in  high 
favoi-.      Elaborate   gowns,    as   before    indicated,     were     of 

Dress  at  the  Woodbine  Races. 

Rivalry  between  the  large  hat  and  the  turban. 
Satin  and  satin-finished  fabrics  much  in  evidence. 
Many  gowns  veiled  with  chiflfon,  ninon  or  lace. 
Strong  Oriental  touch  given  by  the  use  of 

Persian,  cashmire  and  Paisley-printed  fabrics. 
New  mummy  gown  makes  its  appearance,  though 

not  in  its  extreme  form. 

Blue  the  leading  color. 

Lace  drape  veils  worn. 
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satin,  cliiflfon,  ninon.  etc.    Somo  very  beautiful  gowns  wore 
of  silk  crepe,  both  plain  and  broeadeJ. 

Smart  Tailor-mades. 

Quite  a  niunber  of  smart  tailor  uiados  were  of  satin  or 

foulard.  Silk  eashinere:  was  also  used  for  plain-tailored 

suits  and  tussah  and  pouiree  in  the  natural  shade  was  very 
much  worn.  Very  elegant  was  a  black  silk  cashmere  dress. 

This  was  most  severely  tailored,  with  the  new  banded 

skirt  and  a  fancy  cut  hip-!ength  coat  of  black  silk  cash- 
mere with  facings  of  China  bine. 

Another  smart  silk  tailored  suit  was  of  pearl  grey  silk 

casamere  and  twilled  foulard  with  a  diamond  figiiio  in 

idd   blue,   and    dull   pink   (Uitlined    wiih    a    line   of   darker 

Smart  group  at  the  Woodbine.     First  figure  from  the  right  wears  a 

Paris  gown  of  nul-brown  foulard,  showing  the  very  short  hobble  skirt 
now  so  fashionable  in   Paris 

grey.  Tlie  top  of  the  skirt  was  laid  in  wide  pleats 

pressed  perfectly  flat  and  placed  into  a  band,  alxmt  kiue 

high,  of  the  plain  silk.  The  coat  was  hip-lengUi  a,nd  of 
the  new  shape,  with  the  back  showing  a  diagonal  seam 

and  with  the  front  fastening  diagonally  across.  The  col- 
lar, which  was  square  at  the  back,  was  of  fancy  silk  and 

was  notched  in  front,  finishing  well  above  the  bust. 

Pongee  and  tus.sah  suits  in  the  natiii-al  shade  was  very 
much  worn  generally  showing  facings,  pipings  or  bands 
of  foulard. 

Where  colored  suits  were  worn,  they  were  of  the  .silk 

and  linen  or  cotton  variety  and  had  .shawl  collars  and 
cuffs  added  of  white  linen. 

•Little  dresses  made  of  foulard,  natural  pongee,  messa- 
lines,  soft  satins,  and  soft  finished  taffetas  were  very  mueli 

worn.  There  were  quite  a  number  of  black  and  white 

cheek  taffeta  dresses  and  a  few  were  of  Dresden-patterned 
silk.  Pipings  of  Empire  green,  Chantecler  red.  orange, 

'•;:d     Oriental     printed     silk     were     u.sed     as     trimmings. 

Aci'iu-dion-plcaicd    drosses   were   also    worn    and    both    the waist  and  skirt  were  pleated. 

A  very  smart  gown  was  made,  in  this  fashion,  of  taf- 
feta in  the  new  bronze  shade.  Another  taffeta  dress  was 

of  black  and  white  check  and  had  the  det-p  bainl  of  enu-rald 
green.     \  ery  many  lia,ndsomo   lingerie  gowns  were   worn. 

Dressy  Wraps. 

The  wearing  of  such  light-weight  fabrics  makes  a 
wrap  a  necessity,  and  some  of  the  wraps  worn  were  very 
striking.  iMany  capes  were  developwl  in  black  satin  or 
deep  shades  of  blue,  but  practicaJly  all  llie  novelty  shades 
were  iii  evidence  in  salin,  broadcloth  or  ehilfon.  Qnile  a 
nmnber  were  in  the  shape  of  a  mandarin's  coat  and  were 
adorned  with  Oriental  embroidery  and  finished  with  heavy 
silk  fringe  while  several  were  of  gold-colored  cloth  or 
sal  111.  These  wraps  were  in  many  sliapes  and  were  sq 
|Mil)nhn'ly  worn  that  it  points  ;lhe  way  to  extensive  sales. 
They  were  in  rose,  and  sky.  in  mauve  and  violet,  in  gold, 
eanai'v  yellnw.  pinkish  tan  -ami  pale  grey,  as  well  as  tlie 
inany  shades  of  blue.  As  a  rule,  they  had  little  trimming, 
I'l'l  nrien  there  was  a  pe?p  of  lining  if  a  conirasting  shade 
sluiwinu-  or  there  was  a  color  of  black. 

DRESS   GOODS   COLORS FOR  FALL. 

Placed  in  Order  of  Their  Selling  Importance. 
BLUE. Navy. 

Neptune. Lido. 
Marine. Dark  Blue. 

Parrot  Blue. 

GREY. 

Nord  Pole. 

Mixture. Steel. 
Iron. 

Greys. 
Silver. 

GREEN. 
Lead. 

Moss  Greens. Leaf-green. Mistletoe. 

Citronelle. 
Tea-green. Dull  Reseda. 

Olive. Fir-green. 
Sea-green. 

BROWNS. 

Parrot. 

Filbert. Larch. 
Morille  or 

Torson  d'Or. 

Giac. Mushroom. 

Pinkish  Browns. Tete  d'Nige. 
RED   SHADES 

Ashes  of  Roses. Althea. 
Cerise. 

Papilotte. 
Burgundy. 

Claret. 

Deep  Wine. 
VIOLETS. 

Pansy. Purple. 
Parfum. 

Prune. 

1 

LOUIS   HERMSDORF   DEAD. 

Oil  Tlinrsday.  .Iiiii:'  2,  Lmiis  Hermsdorf,  of  Chemnitz. 

Saxony,  the  fam  jus  dyer  of  hosiery,  passed  away,  after 

an  illness  of  considerable  duration.  Mr.  Hermsd'orf  in 

]sr)()  established  !iis  dyeing  plant  with  an  original  staff 

of  six  per.sons.  This  'has  grown  nnlil  ilie  present  capa- 

city of  the  work-;  is  lO.OOO.OOO  dozen  pairs  of  stockings 
annually.  Mr.  Hermsdorf  was  never  a  manufacturer  of 

hosiery,  his  sole  business  being  to  take  the  goods  after 

they  had  been  maniifactni-ed  and  submit  them  to  his  fam- 
niis  dyeing  process.  The  iniinense  establishment  will 

now    be    conducted  bv  his  son    Gottfried. 



Pointers  on  Stenciling   Show  Cards  and  Using    Cut-outs 
THERE  are  times  when  a  cardivvriter  is  caJled  upon 

to  put  out  a  quantity  of  cards,  all  of  the  same 
kind,  with  the  exact  wording.  The  great  objc'Ct 
to  l)e  attained  is  to  have  the  cards  similar  as  to 

style  and  size  of  letter,  and  also  to  get  them  done  quickly. 
The  most  rapid  way  is  by  the  use  of  stencils  cut  out  of 
oiled  manilla  paper.  In  preparing  the  pattern,  cut  out 
the  greater  ijortion  of  the  letter,  but  lea.ve  parts,  called 

til's,  as  these  unite  the  iu'side  of  the  letter  and  parts  likely 
to  curl  up  when  in  use.  A  second  stencil  is  also  required, 
which  is  laid  over  the  work  done  by  the  first  stencil,  when 
it  has  dried,  thereby  covering  up  the  spaces  left  by  the 
ties,  and  thus  making  a  solid,  complete  letter. 

This    information   should   be    helpful  to    merchants    in 

sni'aller  towns,  who  make  it  a  custom  to  ta.ck  up  in  their 

surrounding  disli-ict.  lln  or  hoard  s:<;-ns.  an<l  will  he  niui'li 
more  economical  than  having  then  hand-painted. 

Aficr  tlie  stencils  ai'e  cut,  a  boy  can  do  the  rrst.  Use 
the  paint  as  thick  as  possible,  applyin'g  \vii!i  a  hluni 
brush.  Do  not  brush  ov«r  the  stencil,  but  pounce  the 

l)aiiit  on.  Use-a  (piick-drying  japan  jiaini,  mixed  with  tur- 
l)enline,  for  the  outside  signs. 

.V  sharp-pointed  knife  will  be  necessai'y  to  cut  the 
stencil  after  you  \\■A.■\^!  laid  it  (Uit  in  i)eiieil.  If  you  work 
(Ml  a  piece  of  plate  glass  you  will  not  dull  Hil'  knife,  and 

jG  TK)T2>  0  ̂   il  1^  >i)  T  VL  V 
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it  will  also  enable  you  to  get  a  more  clear-cut  edge.  The 
accompanying  cut  shows  the  two  different  stencils  done 
separately  and  together. 

Mounting  Cut-outs. 
There  are  nuiny  occasions  when  the  cardwriter  can  use 

a,  "■  cut-out"   to  great   advantage,   and  get    a  good   effect 

very  rapidly.  He  should  bo  careful,  however,,  in  selecting 
his  drawings  or  pictures,  so  that  they  will  illustrate  the 
goods  the  cards  advertise.  Take,  for  instance,  the  card 

"Outing  Skirts."  The  cut  was  taken  from  a  trade  maga- 
zine, a,nd  it  gives  the  appearance  of  being  drawn  on  the 

card  by  hand. 

Care  must  be  taken  in  mounting  these  di-awings.  Photo 
paste  is  the  best  and  handiest.  Use  as  di-j'  as  possible, 
because  too   much  moisture  lias  a  tcndenev  to  wrinkle  the 

Show   Card   in   which    natural    floral    effect  was 

improved  by  use  of   photo  tints. 

paper.  After  you  have  applied  the  paste  to  the  back  of 

the  paper  only,  not  on  the  cardboard,  place  in  desired  posi- 
tio.n,  lay  another  sheet  of  paper  over  it  and  rub,  starting 

at  the  centi'e  of  cut,  and  working  outward. 

Tintmg  Postcards. 

To  make  photos,  such  as  are  used  on  the  "Evening 
Gown"  card,  use  photo  tints.  You  can  obtain  beautiful 
effects  quickly  by  applying  the  natural  colors. 

The  "June  Bride"  card  was  made  up  very  quickly. 
The  roses  were  cut  out  of  wall  paper,  but  at  a  distance 

they  give  a  ha.nd-painted  ai^pearance. 

mmmm 
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Attractive   Examples  of  "Cut-outs"  in   .show  Cards, 



Seasonable  Hints  to  Dry  Goods  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

NEW     GARMENT     FIRM     DOING 
WELL. 

The  now  jrarmeut  tirm  of  J.  11. 
Wintei-s  &  Co..  39  Pearl  St.,  Toronto, 

have  been  only  a  few  months  in  busi- 

ness yet  they  are  building-  up  ;in 
enviable  reputation  for  gai-ments  which 
for  "style,  li:  and  workmanship  are 

equal  to  the  best."  ivs  one  customer 
writes  to  say.  The  many  who  have 
thus  shown  t'heir  appreciation  of  ilie 

Spring  line  produced  by  this  tirm,  and 

who  have  been  enquiring-  about  the 
Fall  line,  are  informed  that  it  is  now 

approachinir  completion.  The  delay 

has  been  caused  by  the  desire  to  dis- 

play and  produce  the  latest,  and  as 

this  firm  is  making-  only  high-class 
gjarments,  it  is  impossible  to  show  the 
line  at  an  early  date,  nor  would  it 
seem  necessary  to  do  so. 

Mr.  Wintei-s'  experience  of  thy 
trade  is  a  long  one;  much  of  it  has 

been  gained  in  catering  to  the  better 
trade  in  the  Dominion,  as  he  was  for 

many  years  with  the  Robert  Simpson 

Co.,  only  leiiving  them  last  August  to 

go  into  business  for  himself. 

COLIN  McARTHUR  &  CO.'S  WALL 
PAPER. 

Colin  McArthur  &  Co.,  wall  papci- 
manufacturers,  Montreal,  report  last 

year's  business  to  have  been  the  larg- 

est, most  satisfactorj'  and  most  profit- 
able in  the  history  of  the  company; 

that  they  have  received  more  favor- 
able comments  on  the  quality  of  their 

product  than  ever  before.  This  year's 
line  will  be  worked  out  to  a  large  ex- 

tent on  the  results  of  the  successful 

lines  of  tbe  past.  They  recognize  that 

the  great  bulk  of  the  people  in  Can- 
ada require  well  colored  goods  at 

medium  prices  and  to  these  they  are 

giving  their  very  best  attention.  Their 

varnished  golfls.  permanent  oatmeals. 

ehambra>^  and  silks  'have  made  a 

reputation  for  them.selves.  and  this 

year  they  have  added  a  specialty  in 

the  way  of  a  permanent  onyx,  which 

will  prove  exceedinurly  valuable  for 
decorative  work. 

ILLUMINATED  LIMB  FORM. 

,V  beautiful  form,  one  tliat  is  well 
calculated  to  be  the  means  of  vastly 

stimulating  sales  of  fine  jinsiery  bas 

recently  been  added  to  Palmenberg's 
array  of  display  devices.  This  is  a 
tran-slucent  glass  limb,  of  perfect 
contour,  gracefully  posed  on  a  stand 
with  the  appropriate  support.  Over 
this     most     interesting     member     is 

drawn  the  stocking  to  be  siiown. 
Within  tlie  form  glows  an  electric 

bulb  which  softly,  yet  vividly  illumin- 

ates the  hosiery,  great iy  emphasizing' 
the  beauty  of  color  and  pattern.  The 
idea  is  so  simple  in  conception  and 
expression,  yet  so  eiuirely  practical, 

iha,t  one  naturally  wonders  why  "it 

was  not  put  forward  long  ago."' 
But  t'he  glass  limb  is  here — and  is 

making  the  sensation  of  the  day  in 
ihe  field  of  display,  ll  is  presented 

in  -two  styles  for  women's  luisiery, 
full  lengih  and  three-quarler.  and  one 

style  for  men 's  half-hose. 
The  necessary  sitand  and  electric 

attachments  for  the  merchant  or  win- 
dow trimmer,  to  apply  in  the  window 

or  department,  are  provided  with 
each  form. 

J.  R.  Palmenberg's  Sons,  710 
Broadway.  New  York,  are  the  selling 

agents.  They  will  supply  all  addi- 
tional information  respecting  prices. 

etc. 

HANDSOME   LINE   OF    CAL- 
ENDARS. 

■Raphael  Tuck.  Sons  &  Co.  have 
produced  a  very  fine  'assortment  of 
calendars  for  next  season,  fully  up  to 

the  standard  of  this  firm's  work  in  nv- 
tistic  treatment  of  coloring  and  de- 

sign. The  trade  is  afforded  an  op- 
portunity to  select  fnmi  a  wide  range 

of  subjects,  full  of  keen  interest. 

Practically  every  taste  has  been  con- 
sidered in  the  selection,  and  for  this 

reason,  as  well  as  the  excellence  of 
the  work,  tbere  should  not  be  a.n  un- 

salable line.  The  list  of  subjects  in- 
cludes: "A  Load  of  Mischief,"  which 

is  a  standing  novelty,  depicting  cats 

and  dogs  in  a  wheelbarrow.  "All 
About  a  Little  Dog"  is  the  subject 
of  a  leaflet  calendar  in  throe  leaves 

in  color,  depicting  child  life,  by  Mabel 

Lonie  Attwell.  Then  there  is  "The 
Doll's  House,"  a.n  expanding  novelty. 
"Across  the  Border"  is  the  interest- 
in?  subject  of  a  calendar  of  four 

leaves,  with  a  leaflet  in  color,  de- 
picting Gretna  G-recn  elopement.  Fam- 

ous dramatic  and  poetical  quotations 

are  strongly  in  evidence  in  "Shake- 
speare," "Tennyson" 'aiul  "Longfel- 

low" calendars,  with  block  with  tear- 
off  quotations  for  every  day  in  the 

ye  a  r .  "  T  h  e  D  i  ck  e  1 1  s  "  is  a  p  fis  t  c  a  r  d 
leaflet,  with  four  leaves,  in  color,  de- 

pictin-.;-  famous  c'liarar-ters  from  his 
works.  Anothei-  line,  wiili  llie  sub- 

ject, "Lucky  Dog,"  shows  embossed 
figures  of  boy  and  girl  with  bull  dog. 

"The  Ruskin  Tablet"  is  a  leallei  il- 
lustrating Venice,  with  monl'hly  cal- 

endar. There  is  also  included  a  block 

calendar    wit'h    Scripture    quotations, 
for  every  day  in    (he  year,   with    the 

title,   "Peace  on   Earth." 

STAUNTON'S    LINE    FOR    NEXT 
SEASON. 

Siauntons  Limited,  Toronto,  rei)ort 
completion  of  their  line  of  wall  paper^ 
for  ihe  coming  season.  Perhaps  it  is 
the  fact  that  they  are  assoeiatc'd  with 
two  of  t'he  best  known  and  hirgesl 
factories  of  the  United  States,  the 
William  Campbell  Wall  Paper  Co.  and 

Ihe  Imperial  Wall  Paper  Co.,  that  en- 
ables them  year  by  year  to  produce 

an  absolutely  new  line  of  goods  full 
of  the  latest  novelties  and  effects,  and 
sparkling  with  the  brightest  gems  of 
the  art  centres  of  the  world.  Even 

the  cheapest  grades  are  not  lacking  in 
artistic  merit  both  in  design  and 
coloring,  and  advancing  through  the 
line  one  meets  with  an  endless  array 

of  good  things  exhibiting  a  keen 
judgment  in  selection,  a  mastery  of 
color  and  barmony  emphasizing  that 
Canada  is  taking  her  place  as  one  of 
the  foremost  centres  of  artistic  and 

scientific  manufacture.  Pretty  floral 

papers  for  the  chamber  appear  in 
abundance,  the  flowers  being  sO'  well 
di-a,wn  and  coloi-ed  that  it  would  look 
as  if  nature  had  taken  a  hand  in  the 

production. 
The  range  of  gilt  and  embossed 

papers  are  just  such  patterns  as  re- 
quire a  gilt  treatment  to  make  them 

perfect 
~\^arnish  gilts  are  represented  by  a 

nninbei-  of  good  patterns  whic'li  ar.' 
specially  adapted  to  the  purpose  for 
which  t'hey  are  requiredi.  A  large 

range  of  oil-colored  engravures  com- 
mand special  attention,  a  feature  of 

which  is  the  beautiful  shading  of  the 
colors  which  ca,n  only  bo  produced  b\ 

this  proeess  of  manufacture.  A  classi- 
cal frieze  printed  on  oatmeal  paper 

will  prove  an  attractive  feature.  New 
embossed'  raw  silk  weave  effects  have 

all  the  beauty  of  texture  of  the  origin- 
al fabrics.  - 

The  Staunton  line  for  the  coming 

season  will  certainly  help  to  advance 

the  good  influence  of  the  modern  Can- 
adian liomo,  and  will  meet  with  a 

splendid  reception  from  the  wide 
awake  dealer  who  is  paying  heed  to 

the  requirements  of  his  customers. 
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Condensed  Advertisements 
AGENTS    WANTED. 

LINEN     AGENT  —  Important     German     Linen 
Factory   tor    HS   Damask   and   Fancy   Linens 
wants  a  we  1  posted  Linen  man  fully  acquainted 

with  big  retail  and  wholesale  houses   as  represent- 
ative tor  Canada.     Apply  quick,  "Linen,"  care  Dry Goods  Review,  Toronto.  (H) 

M AZAMET  WOOL— Agent  wanted  selling  on commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

PLAUEN     EMBROIDERIES  -  Agents    wanted 
with  (irst-class  connection  amongst  makers-up 
and  wholesale.      Address,   with    full   particu- 

lars, L.  P.,  5625,  to  Rud.  Mosse,  Plauen,   Saxony. 

'^   121 
REPRESENTATIVE   f  OR  MONTREAL  wanted 

by  embroidery  manufacturer  in  Switzerland. 
Large  factory,    fine    collection.    Only   sales- 

men well  connected  with  buyers  and  branch    need 
appiy   to    L.    G.,    1578   Rudolf   Mosse,    at.    Gall, 
Switzerland. 

WANTED— Agent  to  represent  a  firm  of  London 
manufacturing    furriers    for    wholesale    in 
Montreal.    Connection,  references,  etc.,   to 

Box  No.    14.  DRY  GOODS  REVIEW,  Montreal. 

WANTED— By  a  firm  of  Irish  manufacturers  of 
Fancy  and  Embroidered   Linens  an    experi- 

enced agent  with  a  good  connection.     Apply 
to  Box   50,  care   Mather   &   Crowther,  Ltd.,    New 
Bridge  St.,  London,  England.  (6) 

ADVERTISING  CUTS. 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  Stock  cuts.  Our  fashion  and  millinery 
plates  ar«  made  from  the  latest  models  and 

will  lend  character  and  distinctiveness  to  your 
advertising.  Send  to  day  for  proof  sheetand  prices. 
Advertisers'  Stock  Cut  Agency,  Mail  Building, Toronto,  Canada.  (9) 

COMMISSION  LINES  WANTED.  " 
pO.MMISSION  LINES  WANTED  by  Firm 
\y  Manntacturers  Agents  with  good  connection 

calhng  on  wholesale  trade  Western  Canada, 
Box  5,  Dry  Goods  Review,  511  Union  Bank. 
Winnipeg,  Man.  (6) 

SIGN  CARDS. 

SIGN  CARDS,  hand  painted,  11"  x  15,"  word- ed to  your  order,  $1.75  dozen.  Sample  for 
two  dimes      Bert  Waldie,  Chesterfield,  Ont. 

SITUATIONS  VACANT.  ~ 
DRY  GOODS  CLERKS-lncreaae   your  salary 

$1U  to  $2U  a  month   by   learning   Show  Card 
writing.     Easy,  quick  and   cheapest   system. 

Send  for   booklet,    it's  free.    Simplex    Sign    Co., Hamilton,  Ont.  (tf) 

YJ^ANTED — A  traveler  who  has  the  best  connec- 
"'''  tion  with  large  drygoods  houses  in  Maritime 

Provinces  to  carry  on  comm  ssion.  Samples 
ut  silk  goods  and  linen  goods  as  a  side  line.  Apply 
Box  4,  care  DRY  GOODS  REVIEW,  Toronto. 

  .   (6) 

STORE  TO  LET. 

OTORE  TO  LET  in  the  town  of  Wiarton.  The 
O  largest  and  best  store  in  town.  Size  30x88 

feet.  Suitable  lor  general  drygoods  or  other 
purposes.  For  terms  and  particulars  apply  to  J. 
H.  Fielding,  Wiarton,  Ontario.  (6p) 

  MISCELLANEOUS.   
ANY  MAN  who  has  ever  lost  money  in  the  mails 
*»■  has  had  occasion  to  learn  by  painful  exper- 

ience that  the  only  properway  to  remit  money 
is  by  Dominion  Express  Money  Orders  and  For- 

eign Drafts.  If  lost  or  delayed  in  the  mails,  a 
prompt  refund  is  arranged,  or  new  order  issued 
without  further  charge. 

pOPELAND-CHATTERSONSYSTEMS-Short, 
\y    simple.     Adapted  to  all   classes  of   business. 

Copeland-Chatterson-Crain,     Ltd.,     Toronto 
and  Ottawa.  (tf) 

pOUNTER  CHECK  BOOKS-Especially  made 
\j  for  the  dry  goods  trade.  Not  made  by  a  trust. 

Send  us  samples  otwhat  you  are  using— we'll 
send  you  right  prices.  Our  holder  with  patent carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 

tems. Buslnes*  Systems,  Limited,  Manufacturing Stationers,  Toronto, 

F 

DOUBLE  your  floor  space.  An  Otis-Fensom hand-power  elevator  will  double  your  floor 
space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 

only  $70-  Write  for  catalogue  "B."  The  Otis- Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tt) 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  ot  every  business  They 
are  labor  and  time  savers.  Produce  results  up 

to  the  requirements  of  merchants  and  manulacturers. 
Inquire  Irom  our  nearest  office.  Egry  Register 
Co,.  Dayton,  Ohio;  1J3  bay  Street,  Toronto;  258}^ 
Portage  Avenue,  vVmnipeg  ;  308  Richards  Street, 
Vancouver. 

ELLlOTT-flSHER     Standard      Writing-Adding 
Machines    make    toil    easier.      Elliott-Fisher 
Limited,  513  No.  83  Craig  St.  W.,  Montreal, 

and  Room  314,  Stair  Building,  Toronto.         (tf) 

ELIMINATE  FIRE  RISK,  save  insurance,  re- duce maintenance  costs  and  save  money  un 
your  actual  building  work  by  using  the  KaHN 

SYSTEM  of  Fireproof  Construction.  Used  in 
many  of  the  largest  business  premises  on  this 
Continent.  Write  for  catalogue.  Trussed  Con- 

crete Steel  Company  of  Canada,  Ltd.,  Walker  Rd., 
Walkerville.Ont.  (tf) 

ERRORS  AVOIDED,  LABOR  SAVED  — Using the  Shouperior  Autographic  Register.  Three 
copies  issued  at  one  writing.  1st,  Invoice; 

2nd,  Delivery  Ticket ;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  ot  carbons.  High 
grade  priming  and  neat  invoices.  Make  full  in- 

quiry. Autographic  Register  Co.,  191-193-195 
Dorchester  St.  East,  Montreal.  (tf) 

IRE  INSURANCE.     Insure   in    the    Hartford. 
Agencies  everywtiere  in  Canada. 

F'OR  FILING  PAPERS,  LETTERS  and  Vouch- ers, fastening  bulky  envelopes  or  backing 
statements  tne  ACME  No.  2  Binder  is  indis- 

pensable in  every  office.  Penetrates  the  thickest 
paper  and  perforates  and  binds  in  one  operation 
For  sale  by  all  stationers.  A.  R.  MacDougall  & 
Co.,  Canadian  Agents,  Toronto. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
Th«  Multigraph  does  aosolutely  every  form  of 

printing.  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circular  letters.  'Write  us.  American 
Multigrapn  Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto. 

TMPORTANTTO  TAILORS  AND  CLOTHIERS 
1  —Buy  your  cloths,  tweeds  and  serges  direct 

from  Scotland.  We  supply  pattern  cards  free, 
containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  sent  by  post 
carriage  paid.  Patterns  for  1910  ready  in  Decem- 

ber. Write  for  them  now  to  A.  Oliphant  &  Co., 
Wholesale  Woollen  Merchants,  133  Trongate, Glasgow. 

IF  YOU  have  been  afflicted  with  one  of  those 
fountain  pens  that  won't  write  when  you  want 
it  to,  or  leaks  when  you  don't  want  it  to,  give  it 

away  to  one  of  your  poor  relations  and  buy  a 
Moore  Non-Leakable  Fountain  Pen  and  you  will 
be  happy.  Consult  your  stationer.  W.  J.  Gage 
&  Co.,  Toronto,  sole  agents  for  Canada. 

INCREASE  YOUR  SELLING  eflfectiveness  by 
X  installing  a  Hofman  Wardrobe.  Keeps  stock 

clean,  undamaged,  instantaneously  accessible. 
Facilitates  fitting  ot  customers.  Stores  fitted 
throughout.  Catalogue  tells  what  we  have  done 
for  others.  Write  us  to-day.  Walker  Bin  &  Store 
Fixture  Company,  Limited,   Berlin,   Ont. 

JUST  NOW  we  are  holding  a  special  sale  of 
second-hand  typewriters.  All  makes  are  re- 

presented—  Underwood.  Remingtons,  Olivers, 
Empires,  Smith  Premiers,  eic.  They  have  been 
carefully  rebuilt  and  are  in  good  workable,  wear- 

able condition.  The  Monarch  Typewriter  Co., 
Ltd.,  98  King  St.  W.,  Toronto,  Ont.  (tf) 

KAY'S    FURNITURE    CATALOGUE    contains 160   pages   of   fine   half-tone    engravings   of 
newest  designs  in   Carpets,  Rugs,  Furniture, 

Draperies,    Wall   Papers  and    Pottery  with  Cash 
Prices.     Write   tor  a   copy— it's   free.     John   Kay Company,  Limited,  3(5  King  St.  West,  Toronto. 

KEEP  ACCOUNTS  WITHOUT  BOOK-KEEP- 
ING. A  century  ago  accounting  meant  keep- 

ing books.  To-day  you  can  keep  accounts 
cheaper,  better,  quicker  and  more  accurately  by 
throwing  away  all  books  and  installing  a  McCaskey 
Account  Register.  Don't  be  skeptical— investiga- 

tion costs  nothing.  Write  us  to-day.  Dominion 
Register  Co.,  Ltd.,  100  Spadina  Ave.,  Toronto,  (tf) 

T  ACE  CURTAINS  AND  NETS.— See  the  latest 
L/  novelties  and  makes.  Special  make  of  Fish 

Net  Curtains.  Be  wise,  see  the  smartest 
range  in  the  trade.  Callorwrite.  Representative: 
E.  Fenton,  7  13  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pavement,  Nottiogham,  Eag. 

MODERN  FIREPROOF  CONSTRUCTION. Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est buildings,  gives  better  results  at  lower  cost. 

"  A  strong  statement,"  you  will  say.  Write  us  and 
leius  prove  our  claims.  That's  fair.  Leach  Con- crete Co.,  Ltd.,  100  King  St.  West,  Toronto,      (tf) 

pROBABLY  the  most  talked  about  machine  in ^  Canadais  the  Hainer  Bookkeeping  Machine. 
It  combines  in  one  machine  the  cash  and 

credit  register,  time  recorder  and  account  register. 
Representatives  wanted  everywhere.  Write  for 
our  proposition.  Book-keeping  Machines,  Ltd., 
424  Spadina  Ave.,  Toronto.  (tf) 

SAVE  50;;  OF  THE  COST  OF  HANDLING merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 

space  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son,  193  Terauley  St.,  Toronto.  (tf) 

SCOTCH   PLAID  STATIONERY  is   the     latest 
creation  for  business   and   society  correspon- 

dence.   Paper  and  envelopes  present  a   finish- 
ed linen  surface,  most  agreeable  to  the  pen  touch. 

Leading-  stationers  have  it.    Write    for    samples. 
The  Copp,  Clark  Co.,  Limited,  Toronto.         (tf) 

THE"KALAMAZOO"  LOOSE  LEAF  BINDER is  the  only  binder  that  will  hold  just  as  many 
sheets  as  you  actually  require  and  no  more. 

The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 

Bros.  &  Kutler,  Ltd.,  King   and   Spadina,  Toronto. 

THE  METAL  REQUIRED  IN  A  MODERN CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  produce  at  minimum 

cost  Concrete  Reinforcements,  henestra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcreie 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Fireproofing  Co.,  Ltd., 
Eraser  Ave.,  Toronto.  (tf) 

AREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd. 
Supplied  by  the  trade  throughout  Canada. 

WANTED— A  splendid  opportunity  for  dealers to  handle  the  best  combination  Duplicating, 
Addressing  andOffice  Printing  Machine  on 

he  market.  Exclusive  territory.  Send  name  and 
address,  giving  occupation  and  references,  to  the 
Canadian  Writerpress  Company,  Ltd.,  33  John 
St.,  Hamilton,  Ont. 

WHEN  BUYING  BOOKCASES  insist  on  hav- 
ing  the   best  in  the   market—  '  Macey    Sec- 

tional Bookcases."     Carried  in  stock  by  all 
up-to-date   furniture   dealers.     Illustrated    booklet 
sent  free  on  request.     Canada   Furniture  Manufac- 

turers, Ltd. ;  General  offices,  Woodstock,  Ont.  (tf) 

■you  need  the  best  possible  protection  from  fire  I ^  If  your  valuables  are  in  one  of  our  safes  you 
can  rest  at  ease;  no  fire  is  too  hot  for  our 

safes  and  vaults  to  withstand.  We  manufacture 
vaults  and  safes  to  meet  every  possible  require- 

ment. Write  for  catalogue  "S."  The  Goldie  & McCuIloch  Co.,  Ltd., Gait,   Ont.  (tf) 

■you  DON'T  buy  a   National  Cash    Register-il ^      pays  for  itself.    Saves  money.      Prevents  mis- 
takes.     We  can   prove    it.       National     Cash 

Register  Co.,  295  Yonge  Street,  Toronto. 

YOU  can  display  your  goods  to  better  advantage 
through  the  use  ot  up-to-date  fixtures.  We 
are  specialists  in  the  planning  of  stores  and 

offices.  Our  catalogue  contains  illustrations  of 
many  new  features  and  several  handsomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 
catalogue  J?  Jones  Bros.  &  Co.,  Ltd.,  30-32 
Adelaide  St.  West,  Toronto.  (tf) 
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HOTEL    DIRECTORY. 

THE 
GRAND    UNION 

The  most  popular  liott lin 
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HALIFAX   HOTEL 
HALIFAX,   N.S. 

A.CCOUNTANTS    AND    AUDITORS. 

JENKINS  &  HANDY 

Assi'jnees,  Chartered  Accountants,  Estate  and 
Fire  Insurance  Agents. 

loj  Toronto  St.  52  Can.  Life  Bldg. 
Toronto   Montreal 
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(AS  ILLUSTRATION) 

Gordon  Umbrella 
r 

Makes 

Umbrella  Sales  Easy 
It  is  without  exception  the  closest  rolling  umbrella,  and  therefore  the 

umbrella  that  will  please  your  customers  and  sell  the  easiest. 

BEST  FRAME  FINEST  SILK 

also  made  for  ladies. 

Compare 
Eclipse  Umbrella  values  with  goods  in  stock  and  we'll  leave 
the  order  question  to  your  judgment.  Our  values  and  assort- 
m.ent  tell  the  story. 

Our  Variety 
of  handles  is  the  largest  in  the  trade.  All  the  latest  designs  in 

Ladies'  Directoire  Handles  in  all  materials,  such  as  Rosewood, 

Mahogany,  Ebony,  Pimento,  Ivory,  Silver,  Gold,  and  the  tasti- 
est combinations. 

Send   us    a    sorting    order    to-day.       State    quantity,     price,     style.        Our 
selections  will  please.      After  inspection,  goods  returnable  if  not  satisfactory. 

The  Eclipse  Umbrella  Co.,  Limited 
454  St.  James  Street, MONTREAL 

@ 

® 
® 
® 
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TO  THE  TRADE  JUNE,  1910        {' 
4 

* 
t The  Leading  Assorting 

Company  of  Canada 
IN 

Carpets,  House  Furnishings, 

Men's  Furnishings,  Haber- 
dashery, Silks,  Dress  Goods, 

Muslins,  Laces,  Embroider- 

ies, Hosiery,  Gloves,  Ladies' 
Ready-to-Wear  Goods,  Lin- 

ens, Foreign  and  Domestic 
Cotton  Goods,  Blankets, 
Comforters,  Woollens  and 

Tailors'  Trimmings, 
Our  Quick  System  of 

Filling  Letter  Orders  a  Specialty 

John  Macdonald  &  Co.,  Limited 
Toronto 

4 
4 
4 
4 
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Established 

Si* 

SfdSlk 

Our  Trade  Mark  J^y. 

-^. 

1890 

i^arantees  Qualitv^ 

MATTHEWS,  TOWERS' FURNISHINGS 
YOU  HEAR  OF  THEM  EVERY  DAY 

Especially  when  people  speak 
of  Furnishings  they  have  found 

suitable  in  every  ^way  for  the 
requirements  of  their  trade. 
We  live  here  with  six  floors 

full  of  these  furnishings,  and 
knowing  them  intimately,  as  we 
do,  can  thoroughly  recommend 
them  to  our  friends. 

They  have  been  most  carefully 
selected— but 

''See  our  samples/' 

Matthews ,  Towers  &  Comfsany 
MONTREAL.        CANADA. 
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FALL  BUSINESS 

1  oi  n IVIU 

€[[  Each  day  sees   an  improve- 
ment in  business  prospects  all 

over   Canada. 

€|1  Crop    conditions   are  bright, 
manufacturers  are  running  full 

time  and  everything  points   to 

a  big  Fall  business. 

€[[  All  our  departments  are  w^ell 
supplied  for  Fall  trade. 

€[f  It  pays   you  to  take   advan- 
tage of  our  stocks. 

Greenshields    Limited 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Greenshields  Limited^ 
MONTREAL 

Importers  of 

Hosiery,  Gloves  and  Underwear 

DO  NOT 

Place  your  Spring  orders  for    Ladies'  and  Children's 

HOSIERY 

GLOVES 

UNDERWEAR 

Until  you  have  seen  our  samples. 

We  have  just  completed  our  purchase  of 

these  lines  and  are  going  to  offer  you  very 

close  prices  for  advance  orders. 

We  want  your  business  and  will  guarantee 

delivery  on  time.  If  you  did  not  buy  your 

Hosiery  and  Gloves  from  us  for  Spring  1910, 

it  will  pay  you  to  see  our  range  before  placing. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Success 
Overalls 

Stand  the 
Hardest 
Usage 

"  Success "    is   made  to   stand  the   wear  and  the  strain  of  the  hardest  labor. 
"Success"  is  essentially  the  "hardwork"  overall. 

The  denim  in  "Success"  is  the  very  best  which  can  be  bought — the  cut  is  very 
full,  high  backs,  wide  legs,  and  the  garments  are  double  stitched  throughout. 

The  "Success"  bib  is   open   at  both   sides,   and   faced  so   that  it  cannot  rip. 

Your    customers    will    buy    "Success" — the    good   points    are    so    prominent. 

The  range  is  complete— Overalls,  Bibs  and  Smocks  in  three  weights  and  three 
colors— 27  garments  in  all. 

Take  this  matter  up  with   your  wholesaler  and   handle  a  good,   safe  line   of 
Overalls  from  now  on. 

^^^Md. 

Flease  mention   The  Review  to   Advertisers  and  Their  Travelers. 
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The  Black  Prince  Shirt 
Gives  Full  Satisfaction 

From  every  standpoint  the  Black  Prince  Shirt  is  a  thorough 
success. 

The  material   is  a  very  high-grade   black,  fleece-back  serge 
— the  dyeing  is  guaranteed  fast  black. 

The  making  is  the  very  best.     The  shirts  are  cut  very  full — 
with  good  long  sleeves,  and  every  seam  is  double  stitched. 

Every  Black   Prince  you   sell  makes  a  thoroughly  satisfied 
customer.    It  will  fit  and  wear  just  as  the  wearer  would  have  it. 

Ask  your  wholesaler  for  sample  and  price  or  write  us  direct. 
This  is  a  high-grade  shirt  which  you  can  retail  at  a  profit. 

%i Please  mention  The  Rez'iew  to  Advertisers  and  Their    Travelers 
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There's  a  Quickening 
Interest  in   Mohair 

on  Every  Side 

Never  were  conditions  more  favorable  for  a  bi^ 

Mohair  business  than  at  present. 

Paris  is  using  this  lustrous  English  fabric  freely 

and  associating  it  with  designing  and  trimming 

ideas  never  before  thought  of. 

The  leading  fashion  magazines  of  two  con- 
tinents are  talking  English  Mohairs  in  their 

editorial  columns. 

The  leading  trade  journals  are  reporting  heavy 
Mohair  sales. 

Do  you  know  that  it  is  the  increased  pattern, 

beauty  and  variety,  the  rich  colorings  and  the 
weave  novelty  that  are  responsible  for  this 

quickening  of  interest  in  Mohairs  r' 

Have  you  a  Mohair  stock  proportionate  to  its 

fashion  importance  to-day? 

Bradford  Dyers'  Association OF 

BRADFORD ENGLAND 

'■^^/'•'.  '-ir-i^f/^'-y^y '" 
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Gault's Big  Handkerchief  Sale 

Pll       Ne
w 

1      /jj     Designs 

^  -  ̂  Colorings 

This  range  of  Gents'  Silk  Finish  Handkerchiefs  can  be  retailed  at  10c.  each 

If  you  are  looking  for  extra  values  in  lines  to  sell  at  this  price  for 

Men,  Women  and  Children 
Send  for  a  sample  dozen  each  of  our  ten  special  numbers 

For  5c.  Sales 

Woollen  Goods  and  Fall  Clothing 
Be  advised  and  get  your  order  on  for  Golf  Jerseys  and  Ladies'  Coat  Sweaters. 
Our  stock  is  now  complete.  Our  big  range  of  Bearskin  Coats  now  in 
stock  in  novel  designs.  Those  fleece-lined  and  elastic  Underskirts  of  ours 
are  w^orth  seeing 

Our  Travellers 
are  out  with  full  range  samples.     See  them 

or 
drop  a  line  to  Smallwares  Department 

The  Gault  Brothers  Co.,  Limited 
■Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Good   Service  -  Close 

Good  Service 

Large  and  Well 
Assorted  Stocks 

Latest  Goods 
Prices  Right 

Prompt  Delivery 

We  give  special  attention  to  letter 
orders.  Your  order,  carefully 
selected,  leaves  our  warehouse 
the  day  it  arrives. 

TRY   OUR   SERVICE 

Others  have  found  it  to  their  advantage, 
why  not  you? 

John  M.  Garland,  Son&Co. 
OTTAWA  CANADA 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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P r L c es  -  Promp t    D e I ive ry 

Christmas 
Novelties 

lATE  'have  always  shown  a  wide 
""  and  pleasing  range  of  these 
unequalled  money  makers  and 

this  year's  showing  will  exceed,  in 
every  way,  anything  we  have  yet 
attempted.  We  want  your  trade 
to  make   our   business    complete. 

Krumm's   Celebrated   Leather   Goods WE  ARE  SOLE  AGENTS  IN  CANADA 

Place  your  order  with  us  for  your 

Xmas  trade.  Don't  risk  a  ''trial 
order''  given  for  goods  you  do  not 
know.  Our  goods  have  already 
been   tried  and  found  successful. 

John  M.  Garland,  Son&Co. 
OTTAWA CANADA 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 



lO 
DRV    GOODS     R  E  \'  I  E  W 

Established  1832 Cable  Code :  Law-Bradford 

Fall  1910 

REGISTERED 

Exclusive  Designs 
^r     ̂ r     ̂  

Sho\verproof  Goods 
Mohair  and  Alpaca  Linings 

Buyers   visiting   England   can  see  a 

full  collection  in  Bradford  and  London. 

j^   j^    j^ 

Law,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON,  ENG. 

Please  tnention  The  Review  to  Advertisers  and  Their  Travelers 



DRY    GOODS    REVIEW 
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WHEN         YOU         ORDER 

Shirts,  Blouses  or 

Children's  Dresses 
make  sure  that  the 

garments   are  made  of 

You  will  build  up  a  successful  and 

an  increasing  business— because  you 
can  guarantee  the  colors  and  styles. 

Stock  the  goods— they  will  sell 
themselves. 

Wm.  Anderson  &  Co.,  Ltd. 
Pacific  Mills 

GLASGOW,  ::  :: SCOTLAND 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Established 
1791 

LONG  CLOTHSs.SHEEriNGS 

The  Test  of 
Time 

.".IL^.j,'      ...3:"'.-     -.  .,.■-1,.,    ,.,,■■, ..-<^.,^  ■,.y.,Y<..a»..,a|y,g^()^.      .,  -       '       -^ 

HORROCKSES 
LongclotKs,  NainsooKs,  Cambrics,  India  Lon^cloths*  etc. 

Sae  Horrocktet'  Name  on  Selvedga 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 
See  Horrocktes'  Name  on  Each  Sheat 

Flannelettes   of  the  Hghest   Quality 
See  Horrockiai'  Name  on  Selvedca 

Horrockses' Manchester  and  London 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers 
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Old-Time  Purity 
The  secret  of  the  excellent  linen 

in  the  time  of  our  grandmothers 

lay  in  the  care  and  skill  given 

to  its  manufacture,  and  the  ab- 
sence of  any  chemical  bleach- 

ing process. 

''016  Mcacf) 
LINENS 

are   more    artistic  and 

of   better  quality  than 

most  other  linens,  and 

they    are    a   pure,   un- 
changing white 

in    color   be- 
cause they  are 

Sun  -  Bleached. 

quality  speak  well 
for  your  whole 
stock !  It  will  do 

so  if  you 
featuring 

micacf)  " the  linens  which 

are  always  soft, 
fine,  delicate  and 
dainty. 

R.  H.  COSBIE 
Irish  Linen  Agency 

WELLINGTON  ST.  WEST,  :  TORONTO,  CANADA 
Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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The  Pattern  the  Women  Want 
N£W  YORK   OFFICE^ 

458  Broadway. 

m 

'lyr. 

June   2nd.    1910. 

4-6  0-47  0     MAIN    ST. 

Standard  Fashion  Co.,- 
12  Vandam  Street, 
New  York  City. 

Gentlemen; - 

In  answer  to  your  letter  of  May  26th, 
we  wish  to  advise  you  that  we  have  increased 
our  pattern  business  85  1 1\0  >%   since  discarding 
another  pattern  and  putting  yours  on  sale  last 
July. 

Yours  very  t 

Diet.  M. 

Every  merchant  handling  Standard  Patterns  has  increased  his  pattern  business  laige  y,  but  the  biggest  increases  have 
been  secured  by  those  merchants  who  took  up  StandarJ  Patterns  in  place  of  others. 

Why  these  increases? 

Because  we  know  how  to  make  the  pattern  the  women  want. 

If  the  sales  of  the  pattern  you  carry  have  not  shown   big-  increases,    it  is  because  the 
maker  does  not  know  the  kind  of  pattern   the  women   want. 

Why  wait  for  him  to  get  the  knowledge — and  prove  he's  got  it? 

Why  not  apply  to  one  who's  already  proved  to  have  it? 

STANDARD  FASHION  COMPANY 
33  Richmond  St.,  West,  Toronto,  Ont.,   Can. 

l-'lease  mention  The  Review  to  Advertisers  and  Their  Travelers 
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COTTON   VELVETS 
The  fast-dyed  and  beautiful  velveteens  of  to-day 

take  precedence,  for  richness,  lustre,  draping  quali- 

ties  and  utility,   over   the   silk   article.         j^       ̂ ^ 

FOR  COSTUME 

PURPOSES  USE 

NONE  BUT 

FAST-DYED 

VELVETEENS. 

THE  outstanding  feature  in  the  velve- 
teen situation  at  the  present  is  the 

keen  interest  which  Paris  has  shown  in 
the  material. 
The  material  has  been  very  largely  re- 

presented among  the  model  gowns  of  all 
the  leading  Parisian  houses,  and  other 
Continental  fashion  centres  have  shown 
almost  as  keen  an  interest  in  velvet  and 
velveteen.  Even  less  than  a  dozen  years 
ago  Paris  couturiers  confined  themselves 
to  silk  velvets  for  their  pile  garments, 
but  to-day  they  are  not  only  largely  em- 

ploying cotton  velvets  but  are  actually 
giving  them  the  preference  for  very  many 
purposes.  This  change  of  policy  is  not 
due  to  any  whim  on  the  part  of  the  Rue 
de  la  Paix,  but  is  entirely  due  to  the  re- 

volution which  has  taken  place  in  the 
manufacture  of  cotton  velvets  during  the 
last  decade  or  so. 
The  draping  (qualities  of  cotton  velvets 

certainly  surpass  those  of  the  silk  ar- 
ticle, and  are  altogether  of  a  superior 

order  to  what  was  possible  with  the  cot- 
ton material  a  very  few  years  ago.  For 

long  what  stood  in  the  way  of  the  em- 
ployment of  the  velveteen  for  the  best 

class  of  gown  was  a  degree  of  looseness 
of  the  dye,  and  since  this  problem  was 
solved  by  Messrs.  J.  and  J.  M.  Worrall, 
Ltd..  about  three  or  four  years  ago,  the 
favor  extended  to  velveteen  has  wonder- 

fully increased."— The  Drapers'  Record. 

BUT  IF  YOU  WANT 

FAST-DYED  GOODS 

IT  IS  ESSENTIAL 

TO  ASK  FOR 

"WORRALL'S 

FAST  DYES." 

DYED  AND   FINISHED  BY 

J.  &  J.  M.  WORRALL,  Ltd 
MANCHESTER 

ENGLAND, 

THE  PREMIER  VELVETEEN  DYERS   OF  THE   WORLD. 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers 
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GOOD  LININGS 

Sateen 
Linings 

are  essential  to  a  smart  gown. 

They  are   manufactured  from  high-grade   Egyptian  Cotton,  Mercerized  and 

Schreinerized,  30/31  inches  wide,  in  180  shades  and  in  the  newest  season's  colors. 

The Sateen 

is  a  popular  cloth  in  the  best  Schreiner  finish,  30  inches   wide,  in  all  colors. 

The  "Neu"  MOIRE 
a  beautiful  fabric  made  from  Egyptian  Cotton  with  a  permanent  watered 

effect,  40  inches  wide,  in  all  colorings.  Specially  suitable  for  Linings, 

Skirts,  etc. 

Samples  of  these  goods,  as  well  as  of  our  complete  range  of  Linings,  are 

in  the  hands  of  our  Canadian  representatives,  and  we  shall  be  pleased  to 

send  samples  and  quotations  by  mail. 

J.  &L  N.  PHILIPS  &  CO. 
35  Church  Street,  MANCHESTER,  ENGLAND 
Mills     Cheade  and  Tean. Branch     20  Cheapside,  London,  E.G. 

CA/VDIAX   O.'FJJES  : 

211   Lindsay  Building,  St.  Catherine  Street  West 

MONTREAL 

611    Empire  Building,  Wellington  Street  Wes,! 

TORONTO 

L-'leasc  mention  The  Review  to  Advertisers  and  Their   Travelers 
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SPOOL     SIIvK SPOOl.     SILK 

GUARANTEED  PURE 

DYE  SILK  RIBBONS 
WILL   INCREASE   YOUR   RIBBON    BUSINESS 

Within  a  few  weeks  of  our  first  showing  of  Ribbons  in  this  market,  our 

business  assumed  a  large  proportion.  We  studied  the  Ribbon  Situation 

long  and  hard,  and  the  lines  selected  from  our  American  company  are 

known  to  be  saleable  and  profitable  to  Canadian  merchants.  Wherever 

shown,  our  Ribbon  Selections  and  Values  have  been  appreciated. 

Fashion  favors  Ribbons,  and  our  values  and  selections  have  got  the 
business. 

Our  line  is  not  cheap  in  price,  but  strong  in  value.  We  do  sell  de- 

pendable guaranteed  Ribbons'that  build  permanent  business  and  profits 
for  you. 

We  carry  stock  in 

TORONTO,       WINNIPEG,       MONTREAL, 

TO  PROTECT  YOU 

Our  travellers  are  showing  the  range  all  over  Canada. 

Inspect  their  samples,  or  write  us  direct,  sending  an  open  order. 

Pitas f  mention  The  Review  to  Flease  mention  The  Review  to  Advertisers  and  Their 
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OIR ONE  HUNDRED  AND 

5EA5^ 

THIS  Fall  of   1910  marks  the  beginning    of   the 
One  Hundred  and  Twenty-Second  season  that 
the  house  of  John  Macdonald  &  Co.,  Limited, 

has    asked    for    the   trade  of  the   Canadian  dry  goods 
merchants. 

The  very  great  majority  of  men  to  whom  this  house 
made  its  bid  for  business  sixty-one  years  ago,  have,  like 
the  respected  founder  of  the  house  itself,  gone  beyond. 

^'i^This  busmess  was  built  to  outlive  the  founder.  It 
was  intended  to  be  permanent,  and  the  spirit  which 
characterized  the  man  who  established  it  has  been  active 

in  all  the  years  of  its  existence. 

~lAi.  business  that  can  live — and  flourish — for  more 
than  sixty  years  must  have  been  built  on  a  solid,  endur- 

ing foundation,  and  that  foundation,  in  the  case  of  this 

house,  has  been  "  The  Interest  of  the  Customer  First, 

Last  and  Always." 

f]  \\\.  has  never  been  the  thought  of  profit  from  the 
immediate  transaction,  but  rather  the  building  up  of  a 

confidence  on  the  part  of  the  customer  in  the  absolutely 
fair  treatment  he  would  receive,  that  has  been  the 

dominating  characteristic  of  John  Macdonald  &  Co., 
Limited,  both  in  the  earlier  days  under  the  immediate 

direction  of  the  firm's  founder,  whose  principle  this  was, 
and  in  every  year  and  every  season  up  to  the  present. 

It  is  the  pride  of  many  a  Canadian  dry  goods  merchant 

that  his  first  bill  of  goods  was  bought  from  "John 

Macdonald's.' 

JOHN  MACDONAL) 

TORONTO 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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TWENTY- SECOND 
60N 

There  MUST  be  some  merit  in  an  enterprise  which 
can  serve  the  trade  for  more  than  sixty  years  and  at  the 
end  of  that  time  find  itself  commanding  a  greater  share 
of  the  confidence  and  business  of  its  customers  than 

at  any  time  in  its  history. 

There  IS  merit  and  this  is  it : — 

To  give  consistent  value. 

To  give  a  square  deal  to  every  customer. 

To  have  the  goods  the  customer  w^ants. 
To  ship  goods  promptly  vv^hen  the  customer  wants  them. 
To  give  him  good  service  in  the  broadest  sense. 

These  are  some  of  the  reasons  for  our  existence. 

Not  EVERY  dry  goods  merchant  in  Canada  knows 
from  experience  that  these  are  the  principles  upon  which 
our  treatment  of  customers  is  based. 

We  should  Hke  you  to  give  us  the  opportunity  of 
demonstrating  it  during  this  season — our  One  Hundred 
and  Twenty-Second. 

A  trial  of  the  efficiency  of  our  Letter  Order  Depart- 
ment will  be  a  good  test.  The  next  time  you  consult 

your  want  book,  drop  a  line  to  us,  telling  us  what  you 
need,  and  we  will  then  be  able  to  convince  you  that 
the  recommendation  we  have  given  ourselves  is  fully 
justified  by  our  ability  to  live  up  to  it. 

Better  00k  up  that  want  book  now. 

)  ̂  e«  LIMITED 
CANADA 

^lease  mention  The  Review  to    Advertisers    ifid  Their  Travelers. 
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Revillon  Freres,  Ltd. 
Montreal 

Head  Office,  79  Rue  de  Rivoli,  Paris 

We  are  now  showing  a  large 

aasortment  of  Dress  Goods, 

Silks,  Linings,  Ribbons,  Kid 

Gloves,  Embroideries,  Bro- 

cades, Feather  Boas,  Stoles, 

etc..  all  in  stock  at  our  ware- 

house       ::       ::       ::       ::       ::       :: 

134-136   McGill   Street 

An  Early  Visit  Will  Repay  You 

Flease  mention   The  Revieiv  to  Advertisers  and   Their  Travelers. 
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COATS,  SKIRTS,  SUITS  and  LINGERIE 

"Her  IjAJ3ysmip"  is  a  synonyjvi  for  "the 

AC3VIE   OF   Generate   excei^t^ence  "   in    sxyle^ 

Fit,    P^INISH   AISTD    ̂ ^^ORKM:ANSHII>. 

JVIANUKA-CTURED     EXCLUSIVELY    BY 

THE  W.  R.  BROCK  COMPANY, 
(limited) 

TORONTO  ^MOJSTTREAJ-,  CALGARY 

Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers 
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ISTo.  107— Coat  in  AVidio  'Whai.e  Skrge. 

IJI^fEr)   TO   "V\''aist. 
-A-LL,  Shades. 

Please  mention  The  Review  to  Advertisers  and  Their       Travelers 
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Are  Wholesalers  to  Blame  ? 

THE  opinion  is  elsewhere  expressed  by  a  merchant  of 

twenty-seven  years'  experience  that  wholesalers  are 
largely  to  blame  for  the  switching  of  money  from  the 

country  merchant  to  the  mail  order  houses. 

This  statement  would  seem  to  'be  a  forceful  argument 
not  only  in  favor  of  more  frequent  visits  to  and  closer 

touch  with  the  market  by  the  retailer,  but  also  of  the 

most  sympathetic  relation  or  understanding  possible  be- 
tween the  wholesaler  and  his  customers. 

In  considering  the  disposal  of  a  block  of  goods  to  the 

large  city  departmental  stores,  who  do  a  heavy  mail  order 

trade,  the  wholesaler  who  can  conscientiously  tell  himself 

that  he  has  taken  every  possible  means  to  place  the  "spe- 

cial" opportunity  fairly  and  fully  before  'his  customers 
throughout  the  country — the  men  to  whom  'he  looks  for 
the  bulk  of  his  business  and  upon  whose  prosperity  his 

must  depend — has  no  other  alternative  than  to  clear  out 
to  the  larger  concern,  providing  he  cannot  dispose  of  it  to 
his  smaller  clients.     Stocks  must  be  converted  into  cash. 

There  never  was  a  time  w'hen  it  was  so  imperative,  as 
at  present,  that  the  retail  merchant  should  know  to  a 

nicety  just  what  his  people  will  buy,  or  give  his  business 

the  benefit  of  the  most  persistent  kind  of  advertising. 

This  course  alone  will  counteract  the  influence  of  the  ever- 

present  mail  order  catalogue  in  every  home. 

On  the  other  hand,  every  wholesaler  must  know  that 

he  ca,nnot  afford  to  pursue  any  other  course  than  that 

which  will  inspire  the  greatest  confidence  between  him- 
self and  the  retailer.  It  is  a  fact  that  some  of  them  have 

adopted  a  plan  whereby  customers  are  regularly,  notified 

of  special  offerings.  Circulars,  catalogues,  letters,  house 

organs  are  being  issued,  but  even  in  spite  of  this,  it  has 
come  to  the  notice  of  wholesalers  that  there  are  mer- 

chants who  have  failed  to  read  or  notice  these  lists 

until  they  were  confronted  by  them  in  the  form  of  outside 

competition.  It  is  a  mighty  poor  ad.— no  matter  what  the 

form — which  does  not  contain  a  message  worthy  at  least 

a  passing  glance  from  the  merchant  whom  it  is  designed 
to  interest. 

The  problem  is  one  which  calls  for  sympathetic  co- 

operation, smooth-running  systems  of  information,  and 
the  fullest  possible  appreciation  by  the  local  merchant  of 

those  opportunities  in  his  district,  which  are  likely  to  give 
the  mail  order  house  an  opening. 

There  can  be  no  permanent  good  in  a  policy  which  at- 

tempts to  make  bulk  profit  out  of  and  rest  a  certain 

amount  of  risk  upon  one  constituent,  while  giving  a  second 

an  opportunity  which  curtails  the  possibilities  of  the  first. 

But  just  as  great  importance  attaches  to  equality  of  sell- 
ing enterprise  as  to  equality  of  buying  opportunity. 
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Women  Might  Help. 

A  DRY  goods  merchant  makes  the  sjng-iivstiou  thai 
the  h^eal  loyalty  which  is  apparently  so  much  need- 

ed to  turn  the  tide  of  long-distance  shopping  toward  the 

home  stores  might  be  more  largely  developed  by  means 

of  women's  organizations.  Since  they  do  the  greater  bulk 
of  the  purchasing  necessary,  it  is  their  co-operation 
which  the  merchant  should  enlist. 

The  suggestion  has  some  good  points  about  it.  Tn 

many  towns  there  are  women's  clubs  of  some  kind  or  other 
and  instances  are  known  where  women  have  enthusiastic- 

ally taken  up  any  movement  looking  to  civic  improvement 

of  some  kind  or  other.  In  a  Western  Ontario  town,  for 

example,  where  a  rest-room  has  been  opened  by  the  muni- 

cipality for  the  benefit  of  visitors^  women  have  been  given 

charge  of  this  good  advertising  feature — for  such  it  will 
prove  to  the  town  and  the  merchants. 

The  organization  which  would  exert  an  influence  in 

favor  of  home  enterprise  need  not  be  directly  aimed  at 

the  mail  order  problem.  Boards  of  Ti-ade  might  seek  the 

co-operation  of  women  in  developing  local  loyalty  on  a 
broad  basis,  and  from  this  would  undoubtedly  radiate  a 

benefit  to  local  merchandising  concerns. 

It  would  appear  that  this  question  of  local  co-opera- 

tion cannot  be  too  strongly  emphasized  in  any  organiza- 
tion which  seeks  to  exert  an  educative  influence  of  any 

kind  upon  the  community.  Where  no  organization  has 

been  possible,  merchants  have  found  that  it  pays  to  con- 
sult with  sensible  shoppers,  with  the  idea  of  obtaining 

helpful  criticisms  of  the  local  stores  generally.  Many  of 

them  have  thus  been  enabled  to  so  direct  their  plans  that 

they  have  turned  in  their  direction  many  a  dollar  that 

would  have  gone  to  the  mail  order  house,  without  sug- 

gesting a  feeling  that  they  were  confining  personal  liberty. 

To  develop  the  co-operation  rather  than  the  antagonistic 

spirit  in  the  community  should  be  the  aim  of  every  mer- 
chant. 

Please  Contribute  ? 

NOT  a  few  of  the  letters  which  wholesalers  and  manu- 

facturers going  to  the  trade  receive  during  the 

course  of  a  year  close  with  the  appeal,  "A  contribution 

from  you  would  be  greatly  appreciated,"  or  words  to 
that  touching  effect.  They  generality  wind  up  an  account 

of  the  effort  which  some  community  or  organization  is 

putting  forth  to  launch  a  baseball  nine,  build  a  meeting 

hall,  hold  an  old  boys'  re-union,  celebrate  a  golden  wedd- 
ing, or  to  pull  off  some  other  stunt  which  seems  consistent 

with  the  aspirations  of  any  throbbing  centre  that  feels 

the  impluse  and  the  responsibility  of  the  prophecy  that 

the  twentieth  century  belongs  to  Canada. 

Whether  it  does  or  not,  the  wholesalers  say  that  is 

beside  the  question.  In  view  of  the  great  variety  of  re- 

quests  that  have  lately  been  coming  in,  they  feel  that  it  is 

up  to  them  to  draw  the  line.     They  feel  it  to  be  somc- 

wliat  inijnsl  when,  after  going  down  deep  into  llieir  pock, 

ets  for  some  deserving  proposition  in  their  own  city,  or 

one  whicli  luis  tlio  merit  of  being  for  the  general  benefit 

of  I  he  country,  tliey  receive  an  appeal  on  behalf  of  a 

purely  local  undertaking  in  a  distant  town. 

Tile  majority  of  these  requests  come  from  customers — 

good  customers,  many  of  them — who  seem  to  think  that 

the  contribution  should  size-up  favorably  willi  the  order 

lliey  give  the  wholesaler  or  nninufactnrer  every  year. 

There  are  times  when  a  letter  asking  for  a  co-opera- 

tion will  never  fail — when  the  object  is  of  national  or 

fairly  widespread  significance — but  there  seems  to  be  no 
good  reason  why  the  wholesaler  and  manufacturer  should 

be  bored  for  undertakings  that  are  purely  local,  and  for 

which  a  little  hustling  locally  should  produce  all  of  the 
funds   essential   to  its   success. 

A  Protection  that  Obstructs. 

AN  act  recently  passed  by  the  Legislature  of  British 
Columbia,  and  which  became  law  July  1st,  brings 

into  being  a  somewhat  viralent  case  of  provincial  protec- 

tion or  protective  provincialism. 

The  measure  provides,  in  effect,  that  every  company, 

other  than  those  originating  in  the  province,  seeking  to 

do  business  in  British  Columbia,  must  either  be  register- 

ed or  licensed  by  the  Provincial  Government.  Violations 

of  the  act  are  punishable  by  a  fine  of  $50  a  day,  in  the 

case  of  a  company  having  an  established  business  outside 

of  the  province,  in  which  half  their  capital  is  invested,  and 

$20  a  day  for  an  agent,  for  the  operations  of  representa- 
tives are  not  exempt,  neither  is  it  legally  permissable  to 

fill  an  order  by  letter.  The  registration  fee  is  graded, 

according  to  capital,  from  $50  to  $250.  A  provision  which 

is  even  more  serious  is  that  which  prevents  an  unlicensed 

company  or  corporation  from  maintaining  an  action,  suit 

or  proceeding  of  any  kind,  in  respect  of  any  contract  made 

within  the  province. 

The  act  would  seem  to  be  entitled  to  a  place  among 

those  specimens  of  legislation,  the  full  effects  of  which 

have  not  been  foreseen  by  those  responsible  for  them. 

Every  organization  having  the  status  of  a  duly  incorporat- 

ed concern,  whether  it  be  a  railway,  bank,  dry  goods  com- 

pany, newspaper,  or  manufacturer,  must,  to  do  business  in 
BiitisJi  Columbia,  take  out  a  license. 

The  act  is  nndouljtedly  causing  a  great  deal  of  anxiety 

to  mercantile  concei-ns  throughout  the  country  and  ensu- 

ing protests  will  certainly  result  in  a  demand  for  an 

authoritative  interpretation  with  reference  to  Bi'itish 

Columbia's  authority  to  pass  such  a  law,  for  not  only 
must  it  result  in  obstruction  of  internal  trade,  but  there 

is  discrimination  •  against  incorporated  companies,  and 

it  would  appear  that  the  prerogative  of  the  Dominion 

with  respect  to  commerce  is  being  crowded. 
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In  the  Dry  Goods  Review  for  June  we  made  a  stupid 

blunder.  In  our  advertisement  "A  TYPICAL  CASE,"  on 
Page  19,  we  reproduced  a  night  telegram  sent  by  us  to  one  of 
our  salesmen  that  reads: 

"Don't  let  any  Gordon  Drysdale,  Victori',  British 
Columbia  advertisements  worry  you.  Obviously 
written  in  New  York.  These  are  the  facts: — Two 
years  ago.  May  fifteenth,  nineteen  hundred  and  eisht, 
we  made  contract  with  David  Spei.cer,  Limited, 
Vancouver's  greatest  store,  to  displace  in  August 
nineteen  ten  the  pattern  advertised  by  Drysdale's, We  franlcly  told  Drysdale  he  could  not  have  our 
patterns  after  that  time.  Hence  his  change;  in  other 
words  the  Ladies'  Home  Journal  Pattern  once  more 
moves  from  the  smaller  into  the  largest  store,  and 
tfi3  otliir  pattern  drops  from  the  larifest  into  the 
smaller  store.  Congratulations  on  the  many  new^ 
names  you  are  adding  to  our  Canadian  List." 

Now  almost  everybody— except  the  stenographer  that 

miswrote  the  telegram —knows  that  Gordon  Drysdale's  is  in 
Vancouver  and  NOT  in  Victoria,  and  that  the  Ladies'  Home 
Journal  Patterns  were  already  on  sale  at  Victoria's  greatest 
store— D.  Spencer,  Limited.  The  error,  of  course,  was  a 
trifling  one.  But  we  want  to  be  accurate,  even  in  little 
things ;  so  we  take  this  means  of  apologizing  for  seeming  to 

confuse  two  of  Canada's  great  cities. 

The  real  point  of  the  telegram,  however,  is  brought  out 

even  more  clearly  by  the  blunders— It  reads,  you  remember: 

"In  other  words  The  Ladies'  Home  Journal 
Pattern  once  more  moves  from  the  smaller 

into  the  largest  store,  and  the  other  pattern 
drops  from  the  largest  into  the  smaller 

store." 

And,  as  a  matter  of  fact,  this  progress  applies  so  wide- 
ly to  the  large  cities  of  the  United  States  and  Canada,  that 

any  one  of  a  dozen  might  have  been  for  Vancouver  without 
impairing  in  any  way  the  truth  of  the  telegram. 

THE  HOME  PATTERN  COMPANY 
23  Lombard  Street,  Toronto 

615  West  43rd  St.,  New  York 

^v^svs^K:^r:^'.>->,fir^J,.^s^•&.~^J^^^A.^>^ii>s.■^J■^L•.^^-^'^^^^:lJ^ 
Please  mention  The  Rcviczv  to  Advertisers  and  Their   Travelers 



Salesmanship  and  Advertising  Great  Transforming  Forces 

One  Method  After  Another  has  Been  Discarded  and  the  Day  of  Systematizing 

has  Arrived  —  Knowledge  and  Progressive  Education  are  Essentials  —  Value 
of    Personal    Interest    in    the    Customer  —  Should    Know   Salable    Features 

For  the  Dry  iCoods  Review  by  Suzanne  Brett 

WHAT  is  it  that  has  broug-ht  ab
out  the  ti-ans- 

formation  of  the  store  of  yesterday?  Wbat 

is  it  that  has  changed  the  clerk  and  the 
di-ummer  in  salesmen? 

Salesmanship?  Yes,  that  was  the  important  force.  It 
was  the  most  valuable  commodity  of  the  traveling  peddler. 
He  talked  about  his  basket  of  wares.  His  imagination 

made  the  bit  or  rib'bon  a  fine  thing  to  wear  and  greatly 
to  be  desired.  His  blarney  amused  the  women  and  flatter- 

ed their  pride  so  that  bis  visits  came  to  be  the  events  of 
the  year. 

Then  the  peddler  evolved  the  new  idea  of  bringing 
the  world  to  him  instead  of  wooing  the  world  by  occasional 
trips.  How  should  he  tell  them  of  his  merchandise  ?  The 
peddler  remembered  certain  feminine  traits. 

Women  were  the  natural  purchasing  agents  for  the 
family  and  his  appeal  must  be  made  direct  to  them,  so  his 

first  advertisement  stated  that  he  offered  to  the  "ladies" 
certain  desirable  merchandise.  Please  note  the  use  of  the 

word  "ladies."  It  indicates  that  he  was  a  born  salesman 
and  had  a  keen  knowledge  of  human  nature. 

From  the  first  tactful  use  of  the  word  "ladies"  was 
laid  the  foundation  of  successful  merchandise  advertising. 

To  continue  the  success,  however,  methods,  by  neces- 
sity, have  changed.  The  peddler  who  became  the  influ- 
ential merchant  kept  his  trade  awake  so  that  as  he  moved 

they  moved  to  him  or  with  him  as  the  case  might  be. 

Then  the  day  of  systematizing  arrived.  Now  comes  the 

day  of  broader  development  and  we  have  schools  of  sales- 
manship, the  science  of  salesmanship  and  just  plain  sales- 

manship. The  last  expression  means  those  people  who  are 

natural  born  salesman,  having  for  their  most  valuable  com- 
modity knowledge  of  buman  nature,  imagination  and 

personality  plus.  '■    !  •||f,|  | 
Thus,  one  method  after  another  has  been  discarded  in 

the  game  until  salesmen  are  not  only  born,  but  "made" 
as  well,  trained  to  innumerable  essentials,  such  as  the 
poUcy  of  the  store,  the  system,  what  must  be  done  to  carry 

a  department  to  its  best  development;  in  fact  the  "clerk" 
never  becomes  a  salesman  until  he  is  educated  to  talk  in- 

telligently about  the  displays  of  art,  of  the  fruits  of  hu- 
man ingenuity,  the  beautiful  creations  of  the  designer  in 

fabric,  furniture  and  textiles  that  are  trusted  to  bis  care. 

Demands  of  Buying  Public. 

For  instance,  in  one  establishment  of  merchandise,  the 
housefurnishings  department  occupies  an  entire  floor.  This 
particular  department  is  always  in  the  lead  and  draws 
good  trade.  Everywhere  in  the  city  when  the  buying  of 

goods  of  household  adornment  is  mentioned,  people  re- 

mark, "I  don't  think  there  is  any  better  place  to  buy 
furnishings  than  there." 

'Why?  The  buyer  for  this  department  understands  his 

stock.  He's  a  thoroughly  educated  man  in  that  he  knows 
the  history  and  art  of  weaves  and  fabrics,  their  periods, 
designers,  the  influences  that  have  wrought  complets 
changes,  brought  about  certain  fads  and  made  other  styles 

permanent.     Five  minutes'  talk  with  this  man  about  any 

proposed  selection  convinces  you  that  its  pr:sonco  in  your 

house  is  indispensable.  It  is  this  education  that  has  at- 
tracted to  this  man  the  most  intelligent  trade  of  a  large city. 

He  holds  his  moneyed  trade  because  he  has  won  their 
confidence.  They  know  that  he  sipeaks  from  a  basis  of 
thorough  knowledge  of  the  details  of  his  merchandise.  He 
insists  that  his  sales  force  sball  know  also. 

In  an  interview  with  a  representative  of  The  Review, 

he  said,  "There  are,  of  course,  dull  periods  in  the  drapery 
and  in  the  carpet  business.  During  this  time,  twenty 
minute  lectures  on  housefurnishings,  and  how  to  talk 
about  them  to  customers,  may  be  given  with  splendid 
results. 

It  is  a  day  that  demands  education  and  knowledge. 
Trade  newspapers  sbould  be  at  hand  at  all  times  for  the 

sales  force  to  consult,  for  they  contain  most  valuable  in- 
formation and  merchants  have  not  yet  awakened  to  the 

importance  of  the  educational  value  of  this  literature. 

Such  stocks  as  draperies,  carpets  and  rugs  are  hopeless 
when  placed  in  the  hands  of  a  salesman  who  is  without 

knowledge  of  their  history,  manufacture  and  the  interest- 
ing details  of  the  merchandise. 

That  man  might  be  able  to  sell  teas  and  coffees.  He 
might  have  every  requisite  of  natural  salesmanship,  but 
he  must  meet  the  demand  of  the  times — educated  and 

trained  in  salesmanship."  In  other  words,  like  the 
peddler,  who  made  the  ribbon  a  fine  thing  to  wear,  he  must 
make  his  rug,  his  draperies  and  furniture  the  one  thing 
to  be  desired. 

A  Comparison. 

Merchants  complain  because  of  the  stupidity  of  their 
sales  force  and  the  buying  public  complain  also.  There  is 
justice  in  the  complaint  but  has  it  ever  occurred  to  either 
that  not  until  very  recently  has  there  been  any  education 

or  training  of  the  sales  force  to  enable  them  to  talk  inter- 
estingly and  enthusiastically  about  their  wares? 

Not  long  ago,  I  was  at  the  linen  department  of  a  cer- 
tain store,  where  a  refined  well-dressed  woman  asked  for 

lunch  sets,  "something  out  of  the  ordinary."  The  sales- 
man, evidently  not  familiar  with  his  stock,  brought  out 

some  ordinary  linen  lunch  sets,  fine  as  quality,  but  having 
no  distinctive  features,  although  in  the  show  case  were 
embroidered  sets  of  exceptional  beauty. 

The  woman  left  the  store  without  purchasing. 

I  met  her  again  at  the  linen  department  of  another 
store  making  the  same  request.  This  time,  the  salesman 
brought  out  the  new  Madeira  embroidered  linen  lunch  sets, 
He  told  her  a  brief  story  of  the  embroidery,  its  production 
by  the  natives  of  the  island,  how  the  finished  product  was 

taken  to  another  country  to  be  laundered  and  all  the  in- 
teresting features  that  are  connected  with  this  new  and 

popular  merchandise.  He  brought  out  an  exquisite  set  of 
the  Appenzell  embroidered  linen,  about  which  there  is  an 
equally  interesting  story  and  the  woman  was  delighted, 
purchasing  two  of  the  most  expensive  sets  in  these  designs. 
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The  first  salesman  miglit  have  shown  tte  saime  mer- 
chandise, but  he  was  not  familiar  with  his  stock.  He 

needed  education. 

Personal  Interest. 

Most  important  of  all  features  in  the  education  of  a 
sales  force  is  to  impress  upon  them  the  great  value  of  per- 

sonal interest  in  the  customer. 

"'Why  do  you  always  trade  at  this  store,"  I  asked  a 
friend  of  mine,  whose  husband  I  knew  owned  a  large 

amount  of  stock  in  another  firm." 
"Because,"  she  answered,  "there  are  two  or  three 

girls  here  who  always  take  such  an  interest  in  my  pur- 
chases.   They  help  me  to  plan  my  gown.    If  the  trimmings 

are  not  at  her  special  department.  Miss  X   always  has 
a  suggestion  to  give  me  even  though  it  takes  me  to  another 
department.  They  know  what  is  being  worn,  their  taste 
is  always  good,  but  above  all  things,  I  like  their  interest 
in  me  and  my  wants.  No  matter  where  those  girls  went 

I  should  trade  at  that  store." 
These  girls  are  not  only  born  saleswomen,  but  like  the 

peddler,  they  make  the  bit  of  ribbon  a  fine  thing  to  have 
and  then  personal  interest  is  always  flattering. 

An  Indispensable  Commodity. 

There  is  a  large  class  of  trade  that  loves  the  feeling 

that  "getting  something  for  nothing,"  gives. 
Not  long  ago,  a  buyer  in  the  toilet  goods  department 

placed  on  sale  a,t  cost  a  lot  of  a  certain  brand  of  talcum 
powder.  The  prices  attracted  a  big  trade.  Among  the 

store  signs  near  the  sale  was  a  list  of  "O-oods  not  Adver- 
tised" and  among  them  draperies.  One  woman  after  mak- 

ing a  purchase  took  the  elevator  to  the  drapery  depart- 
ment. A  salesman,  in  a  casual  way,  explained  to  her  the 

beauties  of  the  new  fillet  lace,  how  it  originated,  how  it 

was  first  brought  to  this  country  and  how  well  it  har- 
monized with  certain  decorations  and  furniture.  The  re- 

sult was  that  the  woman  left  a  big  order,  saying,  "I  had 
not  intended  to  buy  anything  when  I  came  in  for  I  did 
not  even  know  you  had  a  drapery  department,  but  I  shall 

always  enjoy  these  draperies  'because  you  have  given  me 
so  much  to  think  about  whenever  I  look  at  them." 

Here  was  a  salesman  where  education  and  imagination 

were  t'he  best  commodity  of  that  store  and  who  could  not 
only  get  trade  but  hold  it. 

One  Result  of  Not  Knowmg. 

The  old  days  of  bargaining  are  gone.  We  of  this 
generation  know  little  about  beating  down  the  price  on 
anything  we  wish  to  purchase.  We  no  longer  read  of 

"bargains,"  but  of  merchandise  "valued"  at  one  price 
and  "offered"  at  a  lower  price,  and  the  reason  why  is 
simply  stated.  This,  however,  does  not  make  it  easier  to 
sell  the  goods.  In  fact  the  responsibility  of  the  salesman 
is  increased. 

Customers  demand  to  know  all  about  it  a,nd  the  wise 

salesman  must  be  willing  to  talk  and  must  know  the 
reason  why  his  wares  are  so  priced.  There  is  always  the 
serpent  of  suspicion  which  trails  tlirough  the  public  mind 

which  must  be  reckoned  with  and  the  salesman  must  regu- 
laxly  beat  it  odwn. 

For  instance,  a  hosiery  department  was  selling  at  a  re- 
duced price  some  sample  pairs  of  silk  hosiery.  They  had 

been  used  for  display  purposes  in  a  wholesale  house,  were 
not  seconds  and  were  most  desirable  even  at  the  regular 

price.  One  of  the  suspicious  females,  nosing  for  "bar- 
gains" came  to  the  counter  and  looked  them  over.  "I 

can't  understand  why  you  are  selling  them  so  cheap?" 
The  saleswoman  replied.  "Oh,  they're  all  right,  I  guess! 
It's  just  one  of  our  sales."  "Something  must  be  the 
matter  with  them  though  if  I  knew  the  reason  why  they're 

reduced,  I'd  'buy  a  dozen  pairs  for  presents  for  next 
Christmas,  but  I  don't  believe  I'll  take  any  risks  with 
silk  stockings. 

Now  this  sales  girl  should  have  known  "why."  She 
should  have  had  the  details  of  this  sale  so  well  impressed 

upon  her  mind  that  what  was  "just  one  of  our  sales," 
would  have  been  the  most  important  event  in  the  life  of 

every  customer  who  came  to  her  counter. 

One  Feature  Forgotten. 

In  preparation  of  sales,  everything  is  gone  over  again 
and  again  by  the  manager  of  the  store,  merchandise  man, 
the  buyer  and  by  the  advertising  manager.  Everything 
is  prepared  except  the  sales  force.  The  advertising  man 
spends  several  hours  bringing  out  the  salient  features  of 

the  merchandise,  'but  lias  anyone  called  the  sales  force 
together  and'  impressed  upon  their  minds  the  interesting 

salable  features  of  their  items'?  Are  they  educated  in 
the  presentation  of  it.  Do  they  know  how  to  talk  about 
their  merchandise? 

We  hear  much  about  educating  the  pu'blie  but  educat- 
ing the  sales  force  in  every  detail  of  the  merchandise  they 

handle  is  the  first  step  toward  this  result. 

  ♦   

Organize  to  Fight  Mail  Order  Houses. 
The  merchants  of  Bathurst,  N.B.,  have  organized  for 

the  purpose  of  fighting  the  mail  order  houses.  At  a  recent 
meeting  one  merchant  expressed  the  opinion  that  from 
$1,500,000  to  2,000,000  found  its  way  from  that  province 
to  the  department  stores  of  Toronto  and  Montreal  each 

year.  Resolutions  were  passed  inviting  the  co-operation 
of  the  other  northern  counties  of  the  province,  having  in 

view  organization  all  over  New  Brunswick,  and  a  commit- 
tee was  appointed  to  take  charge  of  arrangements. 

' '  The  question  is  not  so  much  who  is  to  blame  for  this 

condition,  as  how  best  to  find  a  remedy, ' '  said:  a  Bathurst 
merehant  discussing  this  question. 

"The  action  of  the  Bathurst  merchants  is  an  import- 
ant step  in  the  right  direction,  but  many  other  steps  are 

necessary.  Boards  of  Trade  should  be  organized  in  every 

city,  town,  village  and  settlement  of  the  province  and  the 
people  of  the  country  districts  should  be  induced  to  be- 

come members  of  such  boards.  At  the  meeting  of  these 
bodies  it  should  be  pointed  out  that  no  county  or  province 
can  become  prosperous  where  money  that  should  be  spent 

by  the  people  among  each  other  is  being  sent  out  in  barrel- 
fuls  to  enrich  the  business  people  of  other  provinces. 
Against  the  argument  that  people  should  buy  in  the  cheap. 
iclst  markets  it  can  be  shown  that  if  the  farm  producer 
does  not  deal  with  the  home  merohant  and  the  home  mer- 

chant is  obliged  to  give  up  business,  the  home  market  for 
the  farmer  is  destroyed  and  that  there  must  necessarily  be 
a  reduction  in  the  prices  of  farm  produce,  not  to  speak  of 
the  inconvenience  of  finding  an  outside  market.  Most  of 
the  trouble  has  arisen,  because  of  the  attractive  circulars 

and  catalogues  sent  into  our  province  by  the  outside  de- 
partmental stores.  Why  should  not  the  bigger  establish- 

ments in  our  own  province  send  out  attractive  catalogues? 
There  is  no  reason  why  our  own  business  men  should  not 
take  full  advantage  of  the  opportunities  offered  by 

printers'  ink  and  engraving. 
"That  New  Brunswick  has  suffered  by  the  unfair  com- 

petition referred  to  there  can  be  no  doubt,  and  that  the 
existence  of  the  general  stores  throughout  the  province 
is  threatened,  unless  action  of  self  defence  be  taken,  no 
one  who  goes  over  the  last  couple  of  years,  can  question. 

A  united  'New  Brunswick  First'  policy  on  this  question  is 

the  duty  of  the  hour.  Bathurst 's  action  is  the  first  gun 
fired  in  a  battle  that  must  be  waged  in  the  intersts  of  the 

trade  of  New  Brunswick." 
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Should  Local  Newspapers  Accept  Mailorder  Advertising? 
The  Great  Majority  Have  Demonstrated  Loyalty  to  Local  Interests  by  Refus- 

ing that  Kind  of  Business  —  What  One  Publisher  Thinks  About  It  —  No  Room 

Nor   Reason  for  Lack  of    Co-operation    Between   Merchant    and    Newspaper 

WHERE  does  the  publisher  of  the  loc
al  news- 

paper stand  in  relation  to  the  fight  which 
merchants  who  patronize  his  columns  may  be 

putting  up  against  mail  order  competition? 

To  one  phase  of  the  question  there  is  a  positive  answer. 

The  gi'eat  majority  of  publishers  have  at  least  demon- 
strated their  loyalty  to  local  interests  by  refusing  to  pub- 

lish the  advertisements  of  mail  order  houses  which  are 
offered  to  them  from  time  to  time.  Some  of  those  who 

have  so  refused  liave  expressed  themselves  as  satisfied 
with  the  amount  of  business  which  has  come  to  them  in 

the  shape  of  advertising  from  local  merchants.  Even  if 
they  were  dissatisfied  they  would  probably  take  the  same 
attitude  as  the  man  who  declares  that  the  local  merchants 

do  not  do  enough  advertising,  but  that  disloyalty  on  his 
part  would  be  out  of  the  question. 

There  are  wide-open  opportunities  for  sympathetic  co- 
operation between  the  newspaper  and  the  merchant  with 

rega,rd  to  this  development  of  the  home  field  in  favor  of 
local  concerns.  The  medium  of  public  opinion  can  very 
often  pilot  to  success  any  organized  effort  which  the  mer- 

chants may  take  with  the  object  of  solving  their  different 
problems;  it  can  straighten  out  kinks  which  retard  united 
effort  among  merchants;  it  has  access  to  every  constituent 
of  the  community  and  can  do  much  educative  work  in  dis- 

couragement of  long-distance  shopping. 

Must  be  Co-operation. 
There  is  neither  room  nor  reason,  therefore,  for  strain- 

ed relations  between  the  merchant  and  the  newspaper.  It 
would  seem  that  no  such  situation  should  be  allowed  to 

develop  which  would  suggest  to  either  party  a  retaliatory 
action  involving  recourse  to  out-of-town  patronage  or 
prices.  There  should  be  no  reason  why  one  side  should, 

for  example,  apply  a  handicap  to  the  other's  business  in 
the  form  of  a  mail-order  house  advertisement,  or  why  one 
should  jar  the  other  with  a  suggestion  tha.t  he  can  get 
better  prices  on  printing  in  a  distant  city.  Yet.  these 
things  sometimes  happen,  and  a  good  instance  is  available. 
At  a  recent  conference  of  newspaper  men  where  the  dis- 

cussion hinged  on  a  certain  phase  of  co-operation  of  local 
business  interests,  one  man  stated  that  a  merchant  bad 
recently  asked  him  for  a  figure  on  some  job  work.  The 
printer  gave  him  his  best  price,  whereupon  the  merchant 
protested  that  he  could  do  far  better  in  a  neighboring 
city.  Yet  this  man  was  one  who  did  not  hesitate  to  nudge 
the  newspaper  man  every  time  he  thought  the  mail  order 
houses  deserved  a  knock.  It  developed  at  the  meeting  in 
question   that   this   was   not   an   extraordinary   experience. 

A  Publisher's  Opinion. 
Should  country  newspapers  refuse  mail  order  adver- 

tising? 

The  following  reply  to  that  question  was  given  by  a 
publisher  at  a  recent  session  of  the  Weekly  Section  of  the 
Canadian  Press  Association: 

"On  general  principles,"  said  he,  "I  think  a  country 
newspaper  should  be  free  to  accept  advertising  from  any 
source  or  any  line  of  business,  provided  it  does  not  offend 
against  good  morals,  good  taste,  and  the  general  policy  of 
the    paper;    and   its    authors    are    financially    responsible. 

"The  city  department  store  is  the  big  opponent  of  the 
local   merchant,    tradesman,    and,   sometimes,   even    manu- 

facturer, and,  thus,  of  the  trade  interests  of  the  smaller 
towns  and  villages  with  whose  interests  those  of  the  local 
newspaper  are  vitally  associated.  These  interests  the 
home  journal  is  bound  to  promote  in  the  general  interests 
of  the  community. 

"My  own  opinion  on  the  question  is  that  when  local 
dealers  and  business  men  of  all  classes  are  giving  a  fair 

support  to  the  home  printing  offices,  in  the  way  of  news- 
paper publicity,  job  work  and  subscriptions,  the  local 

jaaper  should  stand  by  its  patrons  and  by  the  home  in- 
dustrial community.  When  such  happy  conditions  do  not 

exist  and  when  the  big  departmental  store's  advertising 
campaign  could  be  used  'to  point  a  moral  and  adorn  a 
tale,'  it  might  profitably  be  accepted  and  used  effectively in  that  way. 

"On  the  otlier  hand,  it  does  not  appear  to  the  writer 
to  be  a  square  deal  to  the  city  advertiser  to  accept  his 

copy  and  his  good  money  therefor,'  and  then  knock  him 
and  his  class  in   the   local   and   editorial  columns. 

"Being  in  that  fortunate  class  receiving  a  very  gener- 
ous local  support,  and  feeling  that  we  should  reciprocate 

by  protecting  our  patrons,  this  paper  has  so  far  a,nswered 

the  city  department  store's  advertising  question  in  tbe 

negative." 
An  Experience  and  a  Suggestion. 

Newspaper  publishers  genei'ally  have  the  interests  of 
their  communities  at  heart.  They  are  called  upon  from 
time  to  time  to  give  consideration  to  the  various  problems 
which  beset  those  eommunifies.  They  are  fully  aware  of 
baneful  influences  of  the  mail  order  problem,  and,  it  would 

appear,  are  ready  to  participate  in  any  plan  of  co-opera,- 
tion  looking  to  its  solution.  Many  of  them  have  already 
done  much  to  develop  local  loyalty.  The  experiences  of 
one  publisher  in  tbis  work  are  narrated  in  the  letter  re- 

cently received  by  The  Review.  It  also  contains  a  good 
suggestion.    This  man  states: 

"Some  years  ago  we  devoted  much  thought  and  space 
to  the  subject  of  out-of-town  dealing,  a,nd  I  feel  that  we 
did  some  good,  but  I  quit  it  when  one  of  our  merchants, 
who  clapped  me  on  the  back  oftenest  for  my  articles,  was 
in  the  babit  of  getting  stuff  that  he  did  not  keep  in  stock 
from  one  of  the  Toronto  houses.  Later  I  learned  tbat 
other  merchants  did  likewise,  and  I  felt  that  I  was  the 
fool. 

"However,  I  feel  that,  from  the  standpoint  of  a  town, 
the  continued  dealing  in  the  larger  cities  by  the  ci'izens 
of  the  smaller  towns  and  countryside,  will  eventually  rui:'. 
our  smaller  centres.  How  can  we  overcome  it,  is  the 
question?  I  see  but  one  way.  Our  merchants  may  go  on 

advertising  that  they  sell  as  cheaply  as  the  large  depar',- 
niental  stores  do,  but  that  does  not  go.  The  merchant 
has  to  show  what  the  department  stores  sell  certain  lines 
of  goods  for,  and  in  the  same  line  show  what  he  will  sell 
it  for. 

"Now,  my  idea  would  be  for  the  lea.ding  merchants  of 
the  towns  to  join  forces,  and  branch  out  in  a  vigorous 
campaign  with  a  well  laid  plan.  Have  them  meet  weekly, 

take  Eaton's,  Simpson's,  etc.,  advertisement,  and  care- 
fully go  over  the  leaders,  noting  the  prices.  Then  have 

each  merchant  sbape  his  advertisements  for  the  weekly 

papers  in  his  town  accordingly,  stating  ia  b'^ld  fl?  ures  what 
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the  certain  articles  are  advertised  for  in  Toronto  and 

what  he  is  selling  them  for.  If  the  local  merchants  can 
sell  as  cheaply  as  the  city  chaps,  which  they  claim  they 

do,  then  such  a  coui-se  to  my  mind  is  the  only  one  to  ap- 
peal to  the  buyer. 

"This  plan  may  not  be  fcasi'ble  in  some  places,  but 
I  do  not  see  why  it  could  not  be  made  to  work  in  others. 
It  has  now  come  to  be  a  question  of  competition  with  the 
departmentals  rather  than  locally,  and  the  sooner  the  local 
merchants  see  this  the  better.  In  our  town  alone,  it  is 
estimated  that  not  less  than  $3,000  monthly  leaves  here 

for  the  city  departmentals.  We  are  great  sufferers." 
Had  Led  to  Belter  Advertising. 

In  other  letters  which  The  Keview  has  received,  there 
is  evident  the  same  willingness  to  be  of  service.  Probably 
the  best  instance  that  can  be  given  in  connection  with  this 
matter  is  the  action  of  the  Renfrew  papers  in  publishing 
of  their  own  accord,  price  lists  comparing  home  a,nd  mail 
order  figures  with  the  idea  of  concentrating  the  attention 
of  the  people  on  the  fact  that  they  secured  no  advantages 
in  sending  orders  out  of  town.  Commenting  upon  this 
a  merchant  states: 

"The  newspapers  did  what  they  did  of  their  own  ac- 
cord, indi%-idually,  from  local  loyalty  and  of  goodwill  to 

their  local  advertisers. 

"The  papers  can  do  a  good  deal  along  these  lines  and 
frequent  consultation  between  publishers  and  merchants 

should  result  in  more  sj'stematic  and  better  advertising. 
"While  it  is  hard  to  trace  any  direct  benefit  from 

such  co-operation  in  Renfrew,  there  is  no  doubt  less  trad- 
ing away  from  home  than  there  would  have  been  had  our 

Renfrew  papers  taken  departmental  advertising. 

"We  'hardly  think  that  mail  order  business  has  de- clined. 

"There  is,  as  the  result  of  (he  campaign,  a  greater  in- 
clination to  try  price  list  adverlising.  Have  tried  it  our- 

selves more  largely  lately  and  it  seems  to  be  developing 

satisfactorily." 
Co-operation,  a  unity  of  local  influences,  seems  to  me 

one  of  the  first  great  essentials  in  dealing  with  this  or 
any  other  problem  confronting  the  local  merchant. 

Fire  is  Advertising. 

A  publisher  in  a  town  of  5,000  has  this  to  say: — "The 
merchants,  I  think,  are  largely  to  blame  for  losing  to  the 
departmental  stores  business  that  should  go  over  the  local 
counters.  Persistent,  intelligent  advertising  should  con- 

vince the  public  that  they  really  save  money  (all  things 
:being  taken  into  consideration)  by  buying  at  home. 

"For  months  I  have  been  running  a  series  of  articles 
pointing  out  the  advantages  of  patronizing  the  home 
stores,  but  such  advice  can  have  but  little  force  unless  it 
is  backed  up  by  advertised  evidence  from  the  merchants 
whose  business  we  are  trying  to  help.  The  trouble  is  that 
too  many  merchants  bewail  the  amount  of  money  that 

goes  to  mail-order  houses  and  yet  are  not  willing  to 
spend  a  few  dollars  in  letting  the  people  know  that  pur- 

chases can  be  made  just  as  cheaply  at  the  town  store 
without  taking  the  chances  of  buying  from  a  catalogue. 

There  is  an  old  saying  that  one  should  "fight  the  devil 
with  fire."  In  this  case  the  "fire"  is  advertising  and  if 
the  merchants  will  use  this  weapon  with  intelligence  they 
can  hold  a  large  portion  of  the  business  now  going  past 

them,  and  can  rest  assured  that  they  will  have  the  co- 

operation of  every  local  newspaperman." 

England  s 

ABEL  MORRALL'S 
Nothing  Better  Made  In  Needles 

Morralls"  use  best  materials,  and  employ  skilled  labor  only 

ii^    Every  Needle  Perfect 

Stocked  by  all  Leading  Jobbers 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Invite  Trade 
By  makine  your  store  attractive.  "Classik"  em- 

bossed steel  ceilings  and  walls  are  not  only  fire- 
proof and  hygienic,  but  arc  very  artistic  and  will 

last  forever.  Send  for  catalogue  "A".  It  shows hundreds  of  designs  for  stores,  etc. 

The  Gait  Art  Metal  Co.,  Ltd.,  Gait,  Ont. 

HANSON'S 

WOOLLEN  SOCKS 

G.  E.  Hanson Hull,  Que. 

SAVE  YOUR  TIME 

and  look  after  your  money  by  using  the 
McCaskey  Account  Register  System.  Not 
a  fad  or  experiment.  Is  now  used  by 

hundreds  ol  delighted  merchants  through- 
out Canada,  It  will  please  you  equally 

well.  Write  to-day  for  catalogue. 
Domiglon  Rt^isler  Co.,  Ltd.,  100  Spadioa  Ave.,  Toronto 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 

tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 

logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 
(Incorporated.) 

310  Fifth  Avenue,  Chicago,  III. 

Bookkeeping   Without   Books 
The  Hainer  Bookkeeping  Machine  is  a  Cash 
Register,  Time  Recorder.  Autographic  Register  and 
Account  Register  in  one.  Both  cash  and  credit 
business.  This  machine  will  pay  its  own  salary  and 
returns  to  you  the  purchase  price.  Send  for  illus- 

trated booklet. 
BOOKKEEPING  MACHINES,  LIMITED 

424  Spadina  Ave.  TORONTO 

Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 

Toronto  and  Montreal 

Write  for  samples. 

Acetylene,  Safe  and  Sure  Light 

The  "Monitor"  Acetylene  Generator 
saves  you  money  and  time  and  gives  ab- 

solutely reliable  illumination.  Soft,  steady 

and  brilliant  light  at  low  cost.  Inves- 
tigate. Write  for  catalogue  now. 

Monitor  Manufacturing  Co.,  Fredericton,  N,B. 

Window  and  Store  Decorations, 
Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

359  W.  Chicago  Ave.  CHICAGO 
Largest  Importers  and  Manufacturers 

Send  for  Catalogue  R 

The  Commercial  Account  Register 
pays  for  itself  in  a  few  months.  For  simplicity,  quick- 

ness in  operation,  durability  and  elegance  in  con- 
struction it  has  no  equal.  Cuts  out  bookkeeping  and 

fits  any  safe.  Send  postal  for  catalogue  and  Can- 
adian testimonials. 

COMMERCIAL  REGISTER  CO. 
178-180  Victoria  St„  Toronto,  Ont. 

What  Other  Merchants 
Have  Found  to  Pay 

When  the  proprietor  of  a  haberdashery  had 

bowed  away  a  prospective  buyer  of  fifteen-and-a- 
quarter  size  collars,  he  merely  glanced  over  his 
stock  with  a  sense  of  impatience  that  they  had 

sold  out  so  unevenly  and  figured  that  at  worst 
he  had  lost  only  the  potential  profit  on  two 
pieces  of  linen.  He  forgot  to  consider  the  loss 

in  other  subsidiary  purchases  in  "come  baclis," 
in  capital,  time  and  overhead  expenses  for  which 

this  sale  would  have  helped  to  malce  living  re- 
turns. 

A  baby  prize  contest  for  a  piano  was  the 
scheme  tried  successfully  by  one  merchant.  From 
day  to  day,  pictures  of  pretty  babies  in  the 

town  were  given  in  the  store's  advertisements. 
This  naturally  pleased  the  mothers.  It  cost 
mothers  to  vote.  Everyone  was  entitled  to  the 
use  of  the  ballot,  the  contestants  being  the 

babies  whose  pictures  were  shown,  all  of  them 
under  5  years  of  age.  The  baby  securing  the 
largest  vote  got  the  piano,  but  everyone  in  the 
contest  was  given  a  prize. 

•     *     * 

The  Review  Icnows  of  a  store  in  which  during 

one  month  every  purchaser  of  75  cents'  worth  of 
wash  goods  or  waisting  material  was  given  a 

paper  pattern  free  of  charge.  This  ofler  appeal- 
ed to  a  great  many  women,  and  induced  a  con- 

siderable number  to  make  larger  purchases  than 
they  otherwise   would   have   made. 

In  eonnection  with  a  special  week  for 
children  which  a  merchant  held  recently 
with  great  success,  an  attendant  from 

the  store's  force  of  cash  girls  was  de- 
tailed to  aid  in  taking  care  of  all 

babies  brought  to  the  store  during  the 
week,  and  to  each  juvenile  visitor  was 
presented  a  toy.  Scales  of  various 
sizes  were  put  in  convenient  places  for 
weighing  all  the  baby  visitors.  Sou- 

venir post  cards  were  also  supplied,  one 
side  of  which  have  the  picture  of  a 

stork  with  lines  for  baby's  name,  ad- 
dress, age,  weight  and  birth-stones  of 

each  month. 

I.  E.  Pedlow,  Renfrew,  inspires  the 
enthusiasm  and  conserves  the  energy  of 
his  sales  force  during  July  and  August, 

by  closing  every  evening  at  five  o'clock with  the  exception  of  Saturday  when 

the  closing  hour  is  nine  o'clock.  This policy  is  not  only  appreciated  by  the 
clerks,  but  it  benefits  them  and  what  is 
more  serves  to  enlist  the  co-operation 
of  customers  by  shopping  early.  In 
many  stores,  even  where  the  closing 
hour  is  6  o'clock,  at  a  time  when  tired 
salespeople  should  be  at  liberty,  con- 

siderable business  is  done,  and  on  Sat- 
urdays the  customer  is  welcomed  up  to 

a  very  late  hour.  This  practical  respect 
of  selling  energy  counts  during  hot 
weather 

METALLIC  CEILINGS 
of  attractive  design  help  to  make  your 

store  an  attractive  place  in  which  to  shop. 
Our  designs  are  exclusive  and  come  in  a 

great  range.  Plain  or  ornamental.  You 

should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co.,  Limited,  Toronto 

Buttons !    Buttons  !    Buttons ! 
Are  you  looking  for  up-to-date  novelties?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  and  New  York  designs,  suitable  for 
the  manufacturing  trade.  Will  gladly  submit  sam- 

ples. Embroidery  and  Braiding  Machine  and 
hand  work,    Write  us  for  particulars. 

A.  WEYERSTALL  &  CO. 
145  Wellington  St.  West,  TORONTO 

FREE 
Our  booklet,  of  modern  store  views,  showing 

equipment  placed  by  us  in  America's  leading stores.  It's  of  educational  value  to  every  mer- 
chant who  contemplates  rebuilding  or  re- 

modeling his  store. 
STAUDTE  &  RUECKOLDT 
Mfrs.  of   Quality  Store  Fittings 

112  Soulard  St,  ST.  LOUIS,  MO. 

WHOLESALERS 

Before  you  go  any  further  with  your  buying 
consider  this :  The  old  reliable  firm  of 

Hirm  Patr,  Oelsnitr,  Saxony,  is  now  repre- 
sented in  Canada,  and  is  prepared  to  show 

you  exceptional  advantages  in  their  Axmin- 
ster  Squares,  Rugs  or  Mat.s. 

Designs  and  price  lists  upon  application. 
Otto  T.  E.  Veil,  Wellington  St.  W.,  Toronto 

EVERY  DRY  GOODS  STORE 

should  use  and  sell  vacuum  cleaners.  The 

best  cleaner  on  the  market  is  the  "Auto- 
matic."   Send   for  our   free  circular. 

ONWARD  MANUFACTURING   COMPANY 

Berlin,  Ontario 

Write  for  Information 
about  any  line  of  goods  you  do  not  see  adver- 

tised in  The  Review.  W«  will  gladly  procure 
the  information  and  supply  it  free. 

THE  DRY  GOODS  REVIEW 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
^  House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL    HOBBV 

THE 
MERCHANTS  MERCANTILE    CO. 

260  St.  James  St.,  Montreal 
MeRCANTILB  RHrORTS  and  COLLECriONf 

Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and  reliabts  in- 
formation  to  date.  Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  1S85 

This  space  will  cost  you 

only  $20  a  year,  and  your 
ad.  will  go  to  5,000  mer- 

chants each  month. 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 



How  One    Merchant    Proved  the  Merit  of  Home  Values 

Comparison  With  City  Prices  was  Facilitated  in  Every  Way  and  Premium 

Offered  for  Every  Instance  Which  W^ent  to  Disprove  the  Merchant's  State- 

ment —  CUnton     Dry     Goods     Man      Suggests     Organization     of      W^omen 

FINDING  that  the  city  mail  order  houses  were  taking 
a  large  amount  of  business  from  their  town, 
Xaylors  Limited,  Forest,  made  a  strenuous  attempt 
to  recover  as  much  as  they  could  of  it.  A  special 

effort  was  made  both  in  advertising  and  displaying  goods. 
Smallwares  were  made  a  strong  feature,  and  for  showing 

the  goods  an  ordinary  counter  was  specially  arranged. 
Placed  on  it  were  three  rows  of  compartments,  each 

4  inches  deep  a.nd  9  inches  square,  price  stands  and  tickets 
being  placed  in  each.  The  goods  were  bought  from  a 
wholesale  house  whose  goods  could  be  sold  as  cheap  as 
those  from  mail  order  houses  in  some  cases,  and  much 

cheaper  in  many  othei's.  In  only  two  instances  were  mail 
order  catalogue  prices  lower  and  prices  right  through  the 
store  compared  favorably  with  city  store  prices. 

Do  Not  Fear  Comparison. 

Mail  order  catalogues  were  placed  right  on  the  counter 
for  comparison. 

They  then  advertised  in  the  local  papers  using  such 

headings  as  "Supporting  Home  Industry,"  "The  Mer- 
chant's 'Loyalty  to  His  Home  Town,"  and  other  suita,ble 

subjects,  which  appeared,  of  course,  in  different  issues. 
The  great  feature  of  the  advertising  was  the  offer  of 

five  dollars'  worth  of  goods  to  any.  customer  who  could 
prove  the  statement  to  be  untrue  that  the  firm  sold  goods 
cheaper  in  99  cases  out  of  a  100  than  city  mail  order 

houses — ^putting  in  large  type  the  names  of  the  mail  ̂ order 
houses. 

The  Prices  Made  Good. 

The  outcome  was  that  the  catalogues  were  referred  to 

quite  a  num^ber  of  times,  but  never  had  they  to  forfeit 
the  goods.  Before  the  offer  was  made  the  stock  was  gone 
through  and  prices  compared  and  it  was  found  that  there 
was  good  ground  for  the  statement.  This  advertisement 
produced  a  great  deal  of  favorable  comment  from  other 
papers  and  caused  quite  a  sensation.  The  advertisements 
generally  were  effective. 

In  21/2  years  through  improved  advertising  and  window 
and  interior  decorations,  trade  increased  many  thousands 
of  dollars. 

An  example  of  what  display  of  goods  may  do  and  the 
advantage  of  clerks  showing  an  interest  in  their  customers 
was  demonstrated  in  this  store  in  the  case  of  a  lady,  who 
asked  to  be  shown  some  wash  goods.  At  first  she  could 
not  see  what  she-  wanted,  but  on  being  shown  the  stock 

more  particularh" — a  lot  of  different  lines  were  displayed 
— she  said  she  did  not  think  they  carried  such  lines,  ma,de 
here  choice,  bought  what  .she  required  and  producing  an 
order  to  a  mail  order  house  for  the  same  kind  of  goods, 
destroyed  it. 

Windows  in  Solid  Colors. 

This  firm  found  that  trimming  windows  in  solid  colors, 
such  as  a  window  of  one  color  dress  material,  a  window  of 
whitewear  etc.,  was  better  than  a  mixed  window. 

V 

Form  Women's  Municipal  Organization. 
J.  A.  Irwin,  Clinton,,  began  business  for  himself  about 

three  months  ago.  Previous  to  this  he  was  for  14  or  15 
years  a  buyer  for  J.  H.  Chapman,  London,  Ont.,  then  for 
4  or  5  years  was  a  traveling  salesman. 

■Mr.  Irwin  has  had  fairly  good  results  from  Saturday 
morning  sales.     They  not  only  increase  business,  but  re- 

lieve crowding  in  the  evening.  Any  balances  that  may 
remain  from  these  sales  are  allowed  to  go  at  sale  price. 
Prices  of  regular  goods  are  never  cut.  He  has  only  one 

price,  everything  is  marked  in  plain  ligures,  and  his  busi- 
ness is  strictly  cash. 

Mr.  Irwin  intends  to  get  after  the  farmers'  trade  by 
sending  circulars  through  the  surrounding  country.  In 
advertising,  he  believes  in  focusing  attention  on  two  or 

three  items  and  gets  better  results  tluxn  if  lie' advertised  a 
lot  of  goods  at  one  time. 

He  feels  sti-ongiy  on  the  mail  order  question  and  is 
convinced  that  in  dealing  with  it,  merchants  must  act  in 

concert.  A  merchants'  association  should  take  it  up  in 
each  town,  conduct  a  campaign  and  make  it  public — so 
public,  in  fact,  that  women  would  be  ashamed  to  send  to 
mail  order  houses  for  goods. 

He  thinks  it  would  be  a  good  thing  to  form  a  women's 
municipal  organization  for  the  general  welfare  of  the 

town,  the  mail  order  question  to  "be  discussed  among  others. 

Adopts  the  Other  Fellow's  Weapons. 
In  order  to  combat  the  mail  order  trade,  and  a,dd  to 

his  list  of  customers,  one  merchant  simply  follows  the 

■method  of  large  departmental  stores.  He  co^nducts  Friday 
bargain  sales  weekly.  The  articles  cannot  be  purchased 

'before  or  after  at  the  sale  prices.  He  watches  for  special 
purchases  of  well  known  values  and  cuts  prices  to  less 
than  cost,  but,  offers  only  a  limited  quantity  at  bargain 
prices  so  that  first  buyers  have  the  advantage. 

This  awakens  interest,  the  fact  of  there  being  onlj'  a 
limited  quantity  is  apt  to  cause  customers  to  make  a 
special  effort  to  share  in  the  offer.  For  instance,  he  buys 
shoe  laces  which  usually  sell  retail  at  one  or  two  pairs  for 
five  cents.  These  cost  5  cents  a  dozen  and  he  sells  them 

at  that  jiiiee  and  he  has  sold  unbleached  cotton  costing  5 

cents  a  yard  at  31/2  cents,  only  5  yards  to  each  customer. 
He  had  50  yards  in  the  window  for  two  days  before  the 

Friday  so  tha.t  the  advertisement — for  so  he  regards  it — 
cost  him  very  little.  He  figures  on  making  nothing  on  a 
certain  amount  of  goods,  but  does  not  consider  this  as  a 
loss,  but  regards  the  low  pricing  as  advertising.  He 

divides  the  advertising  between  newspaper  space  and  'sell- 
ing a  quantity  of  staple  goods  at  cost  and  less.  He  has 

had  this  Friday  bargain  scheme  in  operation  for  about 
three  months  and  finds  that  people  come  eagerly  after  the 
bargains,  and  not  only  bargains  but  regular  goods  are 
sold  as  well.  This  merchant  finds  that  these  offers  make 

people  friendly  to  the  store.  He  thinks  that  more  trade 
is  being  kept  in  his  town  and  was  tokl  by  two  express 

agents  that  the  'mail  order  traxle  was  considera'bly  less. 
The  merchant  thinks  this  is  owing  to  these  special  sales. 

One  merchant  had  the  satisfaction  of  convincing  a  cus- 
tomer of  the  curtain  value  to  be  secured  in  her  town.  She 

came  to  look  at  curtains  and  told  the  merchant  that  her 

neighbors  were  being  supplied  from  a  mail  order  house. 

He  sold  her  a  pair  of  dollar  curtains,  telling  her  to  com- 

pare them  with  her  neighbors',  and  if  not  satisfactory  she 
needn't  keep  them  but,  if  satisfied,  to  send  for  other  four 
pairs  which  she  required.  The  merchant  did  not  see  her 
again  but  received  the  order. 

He  thinks  this  will  do  good  by  drawing  attention  to 
other  lines  in  the  same  way. 
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Dyers  to  the 
Dry  Goods  Trade 

/^^ONSULT  US  concerning  the  re-dyeing  of 
any  off-color  or  soiled  fabrics,  or  your 
finest  plumes  or  feathers.  Our  work 

gives  satisfaction.  Largest  and  most  com- 

pletely equipped  plant  in  Canada— nearly  35 
years  in  business. 

/?.  PARKER  &  CO., 

Toronto,  Canada 

Please  mention  The  Reviezv  to  Advertisers  and  Their     Travelers 
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SCOTT,  SON  &  COMPANY, 
8  Cannon  St.,  E.C.,  LONDON,  England. 

LIMITED 

Owing"  to  our  increasing'  trade  in  the  Dominion,  it  has  become 
necessary  to  be  personally  represented,  and  with  that  end  in  view 

Mr.  Samuel   Chapman,  Chairman  of   the  Company 

will    visit    Canada    in  Aug^ust    with  our  new  samples    for   the 
coming"  season   including 

British  and   Foreign   Dress   Goods,  for   Spring   191 1 

British  and  Foreign  Silk  and  Cotton  Goods  for  Spring 
Coats    and  Skirts  for  Autumn 

Wrap  Shawls,   Travelling   Rugs,   etc. 

The  following  addresses  will  find  Mr.  Chapman,  with  approximate  dates,  and  any  communication  will  be  much  appreciated. 

QUEBEC  August  20th.  The  Chateau  Frontenac. 
MONTREAL  "        25th.  The  Place  Viger. 
OTTAWA  "        29th.  The  New  Russell. 

TORONTO  September    6th.  The  Queen's  Hotel. 
BRANTFORD       "  15th.  Kerby  House. 

LONDON         September  20th.  Tecumseh  House. 
WINNIPEG  October  15th.  The  Alexandra. 
EDMONTON  "         24th.  The  Hotel  Cecil. 
CALGARY  <'         26th.  Hotel  Alberta. 

VANCOUVER  "         29th.  Hotel  Vancouver. 

"The   House   of    Quick    Deliveries" 

HOPWOODS 
LIMITED 

Peterborough,  Ont. 

Wholesale  Small  Wares 

and 

Dry  Coods  Specialties 

Our  central  location  and  advan- 
tageous transportation  facilities 

place  us  in  a  position  to  offer  special 
advantages  to  merchants  in  the 
Midland  and  Trent  Valley  sections. 

JL 

■WANTED 

An  experienced  salesman  for 

January,  1911.  Liberal  con- 
tract will  be  made  with  the 

right  man. 

Raphael  Tuck  &  Sons  Co. 
LIMITED 

9-17  St.  Antoine  St.,       -       MONTREAL 

Winnipeg  Agencies 
Wanted 

Manufacturers'  Agent,  about  to  open  office 
and  live  in  Winnipeg^,  desires  three  or  four 

Agencies  in  Dry  Goods,  to  canvas  wholesale 

trade  and  departmental  stores.  Has  experience 

and  good  connection. 

Box  777  Dry  Goods  Review 
701  Eastern  Townships  Bank  Montreal 

^    Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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A  Perfect  System  for  Dry  Goods  Stores 
A  new  National  Cash  Register,  particularly  designed  for  dry  goods 

stores,  is  now  on  the  market  and  meeting  witli  phenomenal  success. 

This  Register  can  be  used  on  each  counter,  the  clerk  inserting  in 

tlie  machine  tlie  original  and  duplicate  from  his  sales  check  hook;  and  then, 

registering  the  amount,  sends  the  duplicate  and  original  to  tlie  cashier, 

By  putting  the  slips  through  the  Register,  you  have  printed  on  both 

the  duplicate  and  the  original  the  amount  of  the  sale,  consecutive  numher  of  the 

slip,  and  the  date.  The  Register  also  designates  what  department  or  counter 

the  slip  came  from. 

Further,  the  Register  prints  this  amount,  etc.,  the  third  time  on  a 

stub  (note  cut)  which  the  register  automatically  cuts  off  and  locks  up  inside. 

The  Register  also  adds  up  automatically  each  registration,  so  at  the 

end  of  the  day  the  total  monies  in  possession  of  the  cashier  must  correspond  with 

the  adding  wheels,  as  shown  on  the  Register  or  Registers,  thus  giving  the 

proprietor  an  instantaneous  audit  of  his  total  receipts  at  any  time  desired. 

The  enormous  advantage  of  the  above  will  be  obvious  to  all  dry 

goods  merchants.  It  positively  prohibits  any  opportunity  of  the  original  slip 
which  goes  with  the  goods  being  any  way  different  from  the  duplicate  retained  in 
the  store.  Should  the  latter  be  lost  in  any  way,  the  stub  in  the  machine  is  an 

auxiliary  audit,  and  either  the  duplicate  or  stub  must  tally  with  the  clerk's  index. 
It  further  insures  the  merchant  that  checks  returned  by  customers 

for  refund  or  exchange  are  absolutely  correct.  In  case  of  dispute  with  the 

customer  as  to  the  denomination  of  the  bill  tendered  for  change,  or  in  payment, 

it  can  be  readily  settled  by  taking  off  the  total  of  the  register  and  comparing  with 

the  cashier's  money,  less  the  amount  of  money  allotted  for  change  purposes  each 
morning. 

This  Register  is  sure  to  revolutionize  system  in  dry  goods  stores. 

The  National  Cash  Register  Company  can  refer  you  to  hundreds  of  merchants 

who  have  installed  one  register,  or  two,  or  more.  It  is  as  beneficial  to  the  small 

store  as  to  the  large,  can  be  used  without  or  with  cashier.  When  with  the  latter 

it  is  unnecessary  to  have  an  automatic  cash  drawer  attached  to  the  register. 

When  such  firms  as  Siegel-Cooper  (Chicago  and  New  York),  Wan- 
amaker  (New  York  and  Philadelphia),  A.  E.  Rea  &  Co.  (Montreal),  Morgan  & 

Co.  (Montreal),  Paquet  6c  Co.  (Quebec),  Jerry  Robinson  (Winnipeg),  Lit  Bros. 

(Philadelphia),  and  hundreds  of  others,  adopt  this  system  —which  they  have,  at  an 

investment  of  from  SI, 000  to  S30,000  and  more — it  is  sufficient  warranty  to 
interest  any  Dry  Goods  merchant.  The  price,  also,  will  appeal  to  any  merchant 

who  recognizes  the  value  of  protection.  In  quantities  of  from  one  to  ten  the 

register  is  S200  less  5%,  or  sold  on  easy  payments.  Nothing  ever  offered  will  pay 

for  itself  as  quickly  as  this. 

Please  mention  The  RczncM  to  Advertisers  and  Their   Tnri'clcrs 
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See  full  description  on  opposite  page,  then  send  for  literature  —it  will  open  your  eyes. 

National  Cash  Register  Co.  'S:  'VZr 

IN  THIS  ISSUE  OF  THE  REVIEW  A  GREAT 

many  new  ideas  in  merchandising-  are  presented; 
new  methods  described ;  new  goods  told  about. 

It  will  pay  merchants  to  read  carefully  every  page, 
Advertisements  and  Editorial.  There  is  a  mighty  lot  of 
information  to  be  gained  from  both.  It  is  the 
merchant  who  always  has  his  eyes  and  mind  open 
for  ideas  that  succeeds  these  days.  The  time  you 

devote  to  reading  this  issue  of  The  Review  will 
be  well  spent.  If  there  is  any  information  you 
want  about  anything  connected  with  your  business, 

new  goods  you  have  call  for,  and  don't  know  where 
to  procure,  new  labor-saving  devices  you  have 

heard  about — anything,  in  fact — write  us,  and  we'll 
give  or  get  the  information  for  you,  and  do  it  gladly. 

tK\)t 
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Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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How    I   Am    Meeting    Mail    Order   Com- 
petition Successfully 

This  is  the  First  of  a  Series  of  Four  Practical  Articles,  Awarded  a  Cash  Prize  of 
$100  by  The  Dry  Goods  Review,  in  Which  H.  S.  Terris,  of  H.  S.  Terris  &  Co., 
Springhill,  N.S.,  Describes  the  Methods  he  Has  Effectively  Employed  in 
Discouraging    Long-Distance    Shopping. 

Copyright,  Canada,  1910. 

IF      we     are    to      win    as    merchants 

ag-ainst  the  various  problems  that 
confront     our     business,    we    must 
exercise     all   the   foresight   of     the 

tactician. 

"Whether  we  attack  a  competitive 
condition,  whether  we  adopt  a  course 
calculated  to  encounter  least  resistance^ 
but  nevertheless  leading  to  an  object, 
whether  our  course  be  passively  or 

aggressively  educative  or  whether  we 
merely  play  the  waiting  game,  WE 
MUST  CAREFULLY  PLAN  THINGS 
IN  ADVANCE. 

"It  is  imperative  that  we  be  students 
of  circumstances  and  fairly  accurate 

judges  of  the  other  fellow's  strength 
and  motives.  We  must  be  able  to  con- 

vert deductions,  made  from  such  study, 

to  our  own  uses,  with  every  considera- 
tion of  our  own  resources  and  possibili- 
ties, the  requirements  of  our  districts 

and  the  means  we  have  of  covering 
them  thoroughly.  Every  move  must 
be  well  thought  out,  and  concealed  or 
revealed  according  as  we  will  think  our 

plans  may  be  best  promoted. 
"PRESENT  DAY  MERCHANDISING 

REQUIRES  US  TO  BE  AS  INTIMATE 

WITH  THE  PSYCHOLOGICAL  MO- 

MENT AS  WITH  OUR  OWN  POCKET- 
HOOKS— WITH  NO  FALSE  ECON- 

OMY OR  MISAPPLIED  EXPENDI- 

TURE EITHER  OF  MONEY  OR  EF- 
FORT. 

Merchant  Must  Inform  Himself. 

"Practical  examples  go  to  prove  that 
if  we  are  to  make  satisfactory  head- 

way   against    the     mail   order     problem, 

which  is  undoubtedly  our  chief  cause 
for  concern,  we  must  inform  ourselves 
as  to  the  methods  emi)loyed  by  mail 
order  houses.  We  cannot  work  the  thing 
out  in  a  day. 

"No  success  worthy  of  schedule  in  any 
walk  of  life  was  ever  landed  without  a 

systematic  course  of  action  calculated 

to  overcome  the  difficulties  which  hedg- 
ed it  in. 

"Local  newspapers  may  hammer  away 
at  the  mail  order  houses.  We  may  or- 

ganize and  talk  and  draw  up  memorials, 
and  appeal  to  the  loyalty  of  our  people, 
but  UNLESS  WE  KNOW  WHERE  OUR 
PLAN  OF  MERCHANDISING  FALLS 

DOWN,  AND  HOW  TO  STRENGTHEN 
IT,  OUR  EFFORTS  ARE  DROPPING 
SHORT  OF  THE  MARK. 

"IT  IS  BY  INTENSIVE  CULTIVA- 
TION OF  OUR  FIELD— which  is  con- 

centration and  them  some— that  we  will 
deliver  the  goods  and  bring  the  people 
back   for   more. 

"When  I  saw  the  best  cash  business  in 
our  town  going  to  the  mail  order 
houses,  I  realized  that  to  divert  this 

outgoing  stream  of  money  towards  our 
own  cash  register,  the  best  plan  would 
be  to  DIRECT  SOME  TIME  TO 
STUDY  OF  METHODS  EMPLOYED 
BY  THE  MAIL  ORDER  HOUSES. 

"We  are  doing  business  in  a  town  of 

slightly  more  than  5,000  people.  Spring- 
hill,  N.S.,  has  connection  with  the  In- 

tercolonial over  the  Cumberland  rail- 

way at  Springhill  Junction,  five  miles 
away.  The  town  is  in  the  heart  of  a 
coal  region,  and  the  mines  contribute 
largely  to  its  prosperity. 

"Practical  examples  prove  that  to  make  headway  against 

this  problem  we  must  familiarize  ourselves  with,  and  ap- 

ply methods  used  by  the  mail  order  houses." 

( > 
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"It  would  appear  that  the  merchants 
of  a  town  so  situated  would  be  the 
last  to  suffer  from  the  inroads  of  the 
mail  order  house.  But  the  fact  that 

the  contrarj'  is  the  case  g-ives  emphasis 
to  the  observation  that  distance  is  no 

detriment  to  the  operations  of  the  germ 

responsible  for  long-distance  shopping. 
The  catalogue  is  the  means  of  infection, 
the  deminishing  receipts  of  the  local 
merchant  the  evidence  of  its  work,  and 

the  bulk  order  and  the  well-ladened  ex- 

press wagon  are  the  fully-developed 
symptoms. 

"Three  years  ago,  I  decided  that  the 
depredations  of  this  bug  called  for  a 
remedy  that  would  take.  From  where 
I  sat  on  the  front  door-step,  it  seemed 
to  me  that  we  would  either  have  to 

apologize  to  some  one  for  being  in 
business  or  else  roll  up  our  sleeves  and 
dig  in  with  the  object  of  holding  the 
home  trade. 

"We  were  selling  the  most  staple  and 
unprofitable  lines  and  doing  mostly  a 
credit  business,  while  the  cash  and 
most  desirable  kind  of  trade  was  going 
out  of  town. 

Money  Sent  Out  of  Town. 

"Quite  frequently  I  would  hear  of  one 
of  my  customers  getting  a  $25  mai{ 
order  filled  in  Toronto,  so  I  decided  to 

give  the  matter  my  serious  considera- 
tion, and  if  possible  find  the  reason 

why. 

"After  digesting  every  catalogue  I 
could  get,  I  decided  to  take  a  trip  to 
Montreal  and  Toronto.  I  spent  two 
days  in  Montreal  stores  and  three  in 
Toronto.  I  INVESTIG-ATED  EVERY 
DEPARTMENT  FROM  THE  BASE- 

MENT TO  THE  TOP  STORY,  FROM 
THE  MAIN  ENTRANCE  TO  THE 
STABLES. 

"I  bought  a  few  yards  here  and  there, 
got  samples  from  every  dry  goods  de- 

partment, asked  so  many  questions  that 
I  was  afraid  of  being  arrested  for  a 
crook.  In  some  departments  I  made  my 
mission  known  and   the  head  man  used 

^"H.  I'l  •  VT 

me   like    a    king   and   gave    me    valuable 

information  and   advice." 

"While  I  was  conducting  my  investi- 
gations in  the  large  city  stores,  it  did 

not  take  me  long  to  discover  the  ele- 
ments of  attractive  shopping.  Goods 

and  prices  were  well  displayed,  every 
aid  given  to  easy  examination  by  the 
customer,  strong,  persistent,  practical 
advertising,  sales  forces  acquainted  with 
every  detail  of  the  latest  ads.  and  show 
windows  in  so  far  as  these  applied  to 

their  respective  departments,  no  quib- 
bling over  the  exchange  or  return  of 

goods  if  still  undamaged,  every  pre- 
caution taken  to  enable  the  customer  to 

shop  with  comfort  and  to  get  her 

money's  worth  ;  a  delivery  service  sub- 
ject to  system  in  every  detail. 

Buying  End  Well  Organized. 

"The  buying  end  I  found  quite  as  well 
organized  as  that  which  had  to  do  vt^ith 

selling.  Buyers  or  someone  to  repre- 
sent them  were  always  on  the  ground 

ready  to  consider  any  suggestion  which 

might  assert  itself  from  the  daily  de- 
mand and  to  reject  nothing  that  prom- 

ised fair  returns. 

"Such  an  organization  I  realized 
took  the  initiative,  DIB  NOT  WAIT 
FOR  THE  OTHER  FELLOW  TO 
START  SOMETHING  and  was  al- 

ways scoring  surprises  in  the  shape  of 

shopping  opportunities. 

"I  recognized  that  conditions  presci-- 
ed  by  a  large  store  so  operated  had  ap- 

plication to  the  mail  order  end  of  the 
business. 

"I  found  that  the  same  things  which 
drew  people  to  the  large  departmental 
store  itself,  were  the  explanation  of 

the  mail  order  catalogue's  success, 
namely,  attractive  values,  advertising 
that  meant  exactly  what  it  said,  a 

service  calculated  to  inspire  the  confi- 
dence of  the  long-distance  customer  in 

the  ABILITY  OF  THE  SALES  FORCE 
TO  DO  HER  SHOPPING  FOR  HER 
AND  TO  PLACE  THE  GOODS  IN 

HER  HANDS  IN  EXACT  ACCOR- 
DANCE WITH  THE  ORDER. 

"I  spent  two  days  in  Montreal  stores  and  three  in Toronto.  I  investigated  every  department  from  base- 
ment   to    top    storey,    from    main  entrance  to  stables." 

> 
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"To  me  it  I'epresenteil  efTiciency  in 
every  department  contributing  to  the 

store's  success. 
"The  question  then  was,  can  wo  make 

shopping  in  Springhill  so  attractive  as 
to  convince  the  people  that  there  would 

be  no  possible  advantag^e  in  sending 
their  money  and  oi'ders  out  of  town  ? 
"I  started  home  with  a  firm  deter- 

mination that  WE  COULD  AND 
WOUIJD  KEEP  A  LARGE  PORTION 
OF  THE  TRADE  THAT  WAS  NOW 
GOING  ABROAD  IN  OUR  TOWN  AND 
AT  OUR  OWN  STORE. 

Confidence  of  the  People. 

"My  first  thought  was  to  SECURE 
THE  CONFIDENCE  OF  OUR  PEO- 

PLE. I  realized  that  would  be  harder 

than  to  match  the  values  given  by  the 
catalogue  houses. 

"After  talking  the  matter  over  with 
our  jobbers,  with  the  idea  of  ascertain- 

ing -whether  they  could  help  us  in  our 
campaign  by  making  attractive  values 
available,  I  turned  to  study  our  own 
field. 

"I  found  that  to  carry  out  our  plans 
several  essentials  had  to  be  considered. 

We  had  to  get  closer  to  our  people  ;  it 

was  necessary  to  throw  our  whole  per- 
sonality into  the  work  ;  it  was  not 

enough  to  rest  upon  our  regular  means 
of  advertising.  We  had  to  fill  every 
breach,  to  MEET  EVERY  OPPORTUN- 

ITY BY  WHICH  THE  MAIL  ORDER 
HOUSE  FOUND  IT  POSSIBLE  TO 
TAKE  A  HEAVIER  SWING  AT  THE 
WEDGE. 

Interviewed  the  Women. 

"Frankly  asserting  that  we  wer? 
about  to  introduce  a  new  order  of 

things,  we  first  sought  the  advice  of 
those  best  able  to  tell  us,  from  the 
standpoint  of  the  customer,  just  where 
our  merchandising  was  not  making 
good,  and  what  the  defect  which  caused 
people  to  send  their  cash  out  of  town 
rather  than  leave  it  with  the  home 
store. 

"When  we  planned  our  campaign  we 
selected   20   of   our   sensible   good-think- 

ing women,  those  who  knew  value  when 

they  saw  it.  WE  HAD  A  CONFIDEN- 
TIAL TALK  WITH.  EACH  ONE  at 

first  opportunity  and  explained  that  on 
January  1st  we  were  determined  to 
give  our  customers  as  good  value  as 
Toronto  houses,  or  go  out  of  business, 
and  that  WE  WANTED  THEIR  HELP 
AND  COUNCIL  IN  THE  VENTURE. 

Secured  Valuable  Pointers. 

"I  am  free  to  confess  that  it  was 
from  this  source  we  got  some  of  our 

best  pointers.  They  know  the  peculiari- 
ties of  women  buyers,  and  all  that  is 

going  on.  They  know  why  Mrs.  Smitli 
sends  to  Montreal,  and  why  Mrs.  Jones 
objects  to  buying  at  our  store,  and  a 
whole  lot  af  things  we  never  dreamed 

of. "In  one  case  we  found  a  woman  who 
sent  her  $25  order  away  just  because 

she  could  get  a  special  29  cent  cash- 
mere stocking  better  than  any  of  those 

offered  at  the  local  stores.  I  at  once 

secured  six  pair  and  sent  them  to  the 
leading  hosiery  houses  in  Canada,  but 
could  find  nothing  to  match  them. 

"Not  to  be  outdone,  I  sent  to  a  mill 
in  England  and  got  a  better  on©  at 
$3.20  a  dozen,  which  I  sold  at  29  cents. 
Not  much  profit,  but  we  figure  it  pays 
us,  as  we  sell  her  stockings  for  the 
whole  family. 

"IT  NOT  ONLY  GOT  US  A  STOCK- 
ING TO  COMPETE  WITH  THE  MAIL 

ORDER  HOUSE,  BUT  IT  PUT  US  IN 
A  CHANNEL  TO  BUY  ALL  OUR 
STOCKINGS  AT  A  BETTER  PRICE 
THAN  I  EVER  BOUGHT  BEFORE. 

"The  first  thing  we  did  in  working 
out  our  campaign  was  to  go  over  our 
whole  stock  and  adjust  prices.  WE 
WERE  GOING  TO  FIGHT  FIRE 
WITH  FIRE  and  saw  that  our  prices 

had  to  compare  favorably  with  those 
that  I  had  seen  in  Toronto  and  which 

I  had  studied  for  about  a  solid  week." 

The  next  article  of  the  series  will 

appear  in  the  August  number.  In  it 

Mr.  Terris  will  describe  the  year's  cam- 
paign and  how  it  worked  out. 

<-rTr-<-«-T 

"I  recognized  that  conditions  and  methods  presented  in 
large  stores  had  application  to  the  mail  order  end  of  the 

business.    The  lesson  was  obvious." 
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THE  FINISHING  TOUCH 

TO    AN    ATTRACTIVE     STORE    INTERIOR! 
FOR  THE  MODERN  DRY  GOODS  STORE  A 

"GALT"  EMBOSSED  STEEL  CEILING 
is  essential.  It  is  the  one  ceiling  that  harmonizes  perfectly  with  the  artistic 
fixtures  and  equipment  of  the  up-to-date  store. 

And  besides  its  obvious  advantages  from  an  artistic  standpoint,  it  has 
many  practical  advantages  that  appeal  strongly  to    shrewd  business  men. 

It  is  fireproof;  it  will  not  warp,  crack  or  fall  down  ;  it  is  unaffected  by 
heat  or  dampness  ;  after  the  first  coat  of  paint  has  been  applied  it  requires  no 
attention  beyond  an  occasional  wiping  with  a  damp  cloth. 

GALT  CLASS  IK  CEILINGS  are  very  moderate  in  cost  and  may  be  installed 
without  seriously  interrupting  your  business.  Send  sketch  and  measurements 

of  your  ceiling  for  prices  and  catalogue  "A,"  showing  hundreds  of  designs. 

THE  GALT  ART  METAL  CO.,  Limited 
WINNIPEG-DUNN  BROS. 

GALT,  ONTARIO 

Gait  "Classik'  Ceilinss 
/ 

is  more  essentia/ 
titan  eiaborate 

K^LcAly  decorations. 

STORE 

/ 

It  creates  a  favorable  im- 
pression upon  the  custo- 

mers. It  adds  a  line  to 
the  store  equipment. 

The  "Automatic" Vacuum  Cleaner 
will  repay  its  costahundred  fold.  Every  up-to-date  store  should  have  our  Electric  Vacuum 
Cleaner— perfect  mechanism— simple  construction  and  easily  handled.  The  high  note  of 
efficiency — and  inexpensive,  A  practical  necessity  in  every  Millinery  and  Carpet 
Department. 
Our  <' Automatic''  combination  is  so  superior  to  anytliing  eise  on 
titemaricet  in  power,  durability  and  aimpllcity  of  construction 
that  it  is  in  a  class  by  itself. 

Let  us  send  you — Mr.  Dealer — our  illustrated  booklet,  describing  many  sizes  and  styles. 
Write   To-day. 

Onward  Manufacturing  Company 
BERLIN,     ONTARIO 



Modern     Merchandising     Applied     to      Trade      Building 

One  Merchant  Gives  an  Incentive  for  Efficiency  in  School  Work  —  Another 

Finds  that  Bonuses  to  Clerks  Have  Good  Effect  —  Advertising  That  Stands 

Out   in   the  Year's   Merchandising  —  Interviews  with    Progressive  Merchants 

THE  KKVIEW  has  recently,  by  corresponden
ce 

and  personal  interview,  been  brougiht  into  close 

touch  with  dry  goods  merchants  throug'hout  the 
country,  and  finds  that  in  very  many  cases  wide- 

awake methods  are  being  applied  successfully  in  the  pro- 
cess of  trade-'building  and  to  the  solution  of  problems 

which  arise  from  time  to  time  which  are  more  or  less 

permanent.  Experiences  of  great  practical  value  result 
from  the  application  and  exchange  of  these  ideas,  and  for 
the  Ijenefit  of  readers  are  here  arranged  in  the  form  of 

a  symposium. 
V 

Interesring  the  Children. 
Stewart  Bros.,  Seaforth,  take  effective  measures  to 

Jraw  attention  to  their  store.  They  offered  a  prize  to 

boys  and  girls  obtaining  the  highest  marks  in  the  en- 
trance examination,  passing  from  public  to  high  school. 

Fifteen  schools  were  included.  They  wrote  a  letter 
to  the  teachers  of  each  school,  offering  to  the  boy  securing 

hi.?hest  marks  a  suit  of  clothes,  and  to  the  girl  with  the 

highest  marks  a  due-bill  for  ten  dollars'  worth  of  dry 
goods.  This  created  rivalry  among  pupils,  teachers  were 
interested,  and  naturally  great  interest  was  shown  in  the 
homes.    This  caused  talk  about  the  clothing  and  the  stpre. 

They  believe  this  kind  of  publicity  pays.  They  try  to 

get  the  boys'  trade,  then  the  man's  trade  follows;  as  boys 
grow  up  they  keep  to  the  store  where  they  have  been  well 
treated. 

Stewart  Bros,  also  offered  a  prize  at  the  stock  show, 

to  farmers  having  the  best  team.  In  regard  to  develop- 

ing the  farmers'  trade,  they  believe  the  mailed  circular 
is  an  effective  means.  The  farmer  will  read  a  mailed  cir- 

cular with  interest,  as  it  appeals  to  him  in  some  degree 
as  a  personal  message.  They  make  use  of  free  advertising 
of  manufacturers  who  supply  handbills  and  booklets. 

There  is  no  expense' connected  with  this  advertising;  even 
the  delivery  costs  nothing,  as  customers  carry  it  home  in 
their  parcels. 

They    lend    out    advertising    umbrellas,    used    as  sun- 

"shTdes  on  grocei^'  wagorisj  "milk   wagons  and   wagons   of 
egg   collectors,    who   gather   eggs    from   farmers   through 
the  country.     These  umbrellas  are  colored,  and  on  every 
other  section  there  is  an  advertisement. 

Stewart  Bros,  have  an  electric  sign,  which,  they  say, 

impresses  strangers  with  its  up-to-dateness.  They  guar- 

antee all  goods,  and  so  create  confidence.  "Satisfa,ction 
or  money  back  "  is  the  advertising  slogan  of  the  store. 
They   say  they   do   not  feel   the   mail   order   competition 

keenly,  and  consider  that  the  advertising  they  do  tends 
to  exclude  mail  order  business  by  giving  customers  in- 

formation reg'arding  the  stock  they  keep. 

Bonuses  Create  Enthusiasm. 

Giving  bonuses  to  clerks  is  an  extra  incentive  to  show 
larger  sales,  but  sometimes  there  is  a  temptation  to  be 
le.ss  iDarticuIar  about  small  sales,  and  more  attention  paid 
to  customers  who  buy  largely. 

To  overcome  this  difficulty,  a  merchaiut  who  occasion- 

ally gives  'bonuses,  offers  two,  one  for  largest  sales,  the 
other  for  greatest  number  of  articles  sold.  Both  bonuses 
can  be  won  by  the  same  clerk.  These  bonuses  take  the 
form  of  goods,  and  clerks  do  not  know  beforehand  when 
they  are  going  to  be  offered.  It  is  found  that  with  the 
opportunity  of  receiving  a  bonus  clerks  are  more  eager 
to  sell  goods. 

This  merchant  believes  in  ticketing  goods  in  the  store 
with  price  cards.  Goods  marked  thus,  and  well  displayed, 
he  says,  are  half  sold,  and  fewer  clerks  are  required.  He 

uses  top  of  shelving  for  showing  goods,  and  makes  a  fea- 
ture of  displaying  one  kind  of  goods,  such  as  whitewear, 

underskirts,  waists,  etc.  This  plan  makes  the  display 

more  noticeable  and  effective.  He  gets  his  clerks  to  at- 
tend to  stock  in  the  mornings,  so  as  to  have  the  after- 

noons free  for  selling.  During  July  and  August  he  closes 

at  5.30,  instead  of  G  o'clock,  and  finds  it  to  be  good  adver- 
tising. It  is  something  different,  and  people  talk  about  it. 

Clerks  appreciate  it,  and  customers  'buy  earlier. 
In  applying  the  cash  system,  he  considers  that,  if  cus- 

tomers pay  for  goods  they  are  not  so  liable  to  acquire 
them  merely  out  of  curiosity  to  compare  the  goods  of 
different  stores.  Instead  of  giving  goods  out  on  approval, 
he  has  tried,  in  some  cases,  to  get  customers  to  pay  for 
goods,  and  if  not  satisfactory,  refund  the  money. 

V 

The  Two  Halves  of  Business. 

It  often  pays  to  supplement  one's  own  ideas  in  adver- 
tising with  those  secured  from  the  study  of  other  people's 

methods.  A  country  merchant  tells  The  Review  that  he 
finds  it  profitable  to  study  the  advertisements  of  other 

firms.  If  there  are  good  points  he  benefits  by"  them,  but 
he  also  takes  note  of  the  bad  points,  and  avoids  them  in 
his  own  advertisements. 

Honesty  in  advertising  is  essential  to  the  best  results, 
and  a  misleading  announcement  does  not  always  carry 
conviction. 
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One  merchant  has  among  his  customers  a  farmer  who 

evidently  knows  t'hat  deceptive  advertisements  sometimes 
appear.  Recently  the  merchant  remarked  to  him  that 
advertising  was  half  the  business.  He  shrewdly  replied, 

"And  doing  what  you  advertise  is  the  other  half." 

Helpful  Record  System. 
The  cash  record  used  by  the  T.  S.  Ford  Co.,  Mitchell, 

is  one  whereby  an  account  of  each  day's  cash  sales  is 
kept.      Clerks'   sales    are   entered   in  the    column   headed 

CAMERON'S STORE  VALUES        | 
"  ind  <l  IS  nt»f\y  time,  when  you  thmk  iKii  ihr  utual  •arm  monih  n<  June  .v 

o*c>  half  ended  »n<i  i  few  rmm  liayi  witt  bring  m  inio  July.  The  long  cool  Spnn^ 
hti  hrtn  iSe  cauv  ol  a  giu>  aixutnuLilion  of  summrr  uocks  m  the  wholesale  h<jube>. 
a  well  u  by  mme  o(  the  nunubctuim  We  Ktd  been  lootimg  (or  ihis  and  WAitt~,\ 
III!  ihc  lasl  fnomcni.  then  uolt  the  IniD  attd  ipent  a  gtnd  many  houn  earthing  oui 
th«  best  wjues  we  ci>uld  got  and  our  eruleavon  hi^e  bren  fully  repaid  by  tht  Urge 
Citci  of  (t'njdi  of  every  Icind  whirfi  »re  unving  daily  Here  are  a  (cw  of  the  gocl 
thing*  we  have  10  ofTer  you 

Mill's  DcputniM Boot  ud  Shoe  DofUrlmem 
]»p..»M'*  fc^rw—,  .. .JY*'"  i-j"  '..»h-<'r>.  ►-• 

™  .,K.    .„.    1-    ™i,    .  ..„   .. V^i'iT'i.T^.r.™ ,~ii".t~-^i-;:t£« '•■-«f-"-_-^^£ ~^'.cr."T^^:::::.-:r;, 
n«n  b  T~r  OaiHI: 

'".'!r"*'S  "'  ''"^''  '^ 
vaO^n'p'u;..  H.B.I.      ,         ̂  

.linden  hind).  ..h,.       _  tt«.M 
0-»  N,(li™  Shin           .     .        100 

i.'.';'^'^^'^-''^ 
Oroury  Department 

-    vTJ'-'IdAVhnk.       ̂             M 

"'viE^EfS^I^^^ 

;:HS§^    5 
'".^'"^^rf,""  '"pf-'C H..-dn4>  H  p»*li   uf    cKdic.    d..', 

;;'>•■"■  "'»-^'zsc 
.V."  L"i,"~.r;;.'S.:~;  !»£ 

"t';r-7:J;z!'.'^- 
W.  k.nJI.  <-,!,    KW..4IH  «*»n. ■'"■    -    ■> « 
i!'..T-^"t;'  3.'.''.  'Z.::. ),  CH.Iilfm'i  *ui«»r    >.^ 

^^'r^s.:-!t 

:-c-Juf?"A::""g! 

s.iwtf.r  ■•  9.i..«., 

rS:;':-Sr^'^-m 

Mai's  Twert  Pauls 

:S^^S£rJj:.' 'S=zJi.sr^~ 

-"'■■••—''"''''''■'"■" 
•SiS'XS-^JSfS  S! u;."-™"v>^;r.x^;„r 

,N.  C.  CAMERON 
Th*  UcportnKi/SlArc,  OOOERICH- 

Another  form  of  price  list  advt.  used  by  N.  C. 

Cameron.  Here  men's  furnishings  are  grouped  in 
head-to-foot  list  and  the  saving  on  complete  outfit 
emphasized.  It  would  be  interesting  to  note  just  how 

many  outfits  were  sold  from  this  advt.,  to  say 
nothing  of  the  other   items. 

with  their  numbers,  which  also  appear  on  the  sales 
cheeks.  This  record  is  kept  in  the  form  of  a  book,  with 

pages  ruled  in  money  columns,  with  clerks'  numbers  at 
the  -top  of  each   column. 

This  system  is  found  to  be  very  serviceable  in  a  cash 
and  credit  business  where  a  customer,  on  being  furnished 
with  an  account,  may  claim  that  an  article  has  been  paid 
for.  This  can  'be  proved  easily  by  turning  up  the  page 
of  the  record  for  the  day  goods  were  bought,  and  if  paid 
for  the  entry  will  so  appear.  For  further  proof,  the  T. 
S.  Ford  Co.  can  refer  to  cash  checks,  which  are  kept 
sealed.  The  total  amount  on  sheet  shou!d  correspond 
with  actual  cash.  If  there  is  surplus  cash,  it  is  marked 
on  the  corner  of  the  sheet,  so  that,  should  a  customer 
come  in  claiming  that  change  was  forgotten,  if  the  surplus 
cash  for  the  particular  day  covers  the  amount  claimed,  the 
error  is  rectified  and  a  refund  made. 

By  means  of  this  record  the  merchant  can  keep  tab 
on  the  work  done  bv  clerks. 

Increased  Dress  Goods  Sales. 

The  T.  S.  P'ord  Co.  have  their  dress  goods  department somewhat  removed  from  the  other  sections  of  the  store,  so 
that  customers  may  sit  down  and  take  time  to  choose 
without  friendly  interference  from  other  customers,  as  in 
a   small   town   where  people   know   each   other,  customers 

generally  take  an  interest  in  what  others  are  buying.  Sales 
in  dress  goods  have  increased  since  the  department  has 
been  placed  back  in  the  store. 

The  firm  endeavors  to  show  goods  that  differ  from 
what  other  merchants  are  selling,  and  display  every  sear 

son's  g'oods  early,  keeping  pace  with  city  stores  in  this 
respect.  If  any  goods  are  sticking  they  cut  the  price 

and  try  to  clear  them  right  out.  They  also  hold  occa- 
sional sales  of  special  lines. 

Impressing  the  Customer. 
One  simple  and  effective  method  of  advertising  and 

bringing  trade  to  the  store  is  by  offering  a  special  good 

value — one  that  will  impress  customers  and  cause  them 
to  talk.  Merchants  in  country  towns  find,  for  example, 
that,  when  a  woman  is  buying  hose,  if  they  offer  her  a 
line  of  specially  good  value  that  pleased  her  (and  women 

generally  know  hosiery  values)  she  would  in  all  prob- 
ability tell  her  friends  about  the  hose  and  where  she  got 

2  BARGAIN  DAYS  2 
Saturday  and  Monday  Next.  Juac  4th  aad  6tK. 

will  be  Two  Moattcr  Barsam  Daya  at  This  Store 

WE  WILL  maVe  iheie  the  tw-i  greale.l  ule  Jays  in  cuf  bus.nr^^  hiy... 
NearK  $|0.0OQJO  wonh  ofgoodi  wiH  be  ai  tMi^m  pncei  Vox  nu)  <rx[K 

an  avalinche  of  price*  nn  new.  bright  Sprrng  and  Summer  MemhAMJuc  Baig.i' 
ire  not  oni\  on  a  lot  of  named  arixclei,  but  on  nearly  evrryihmg  in  the  sJore  T 
(ollnwing  I.  a  pirt  al  !i«  of  what  will  he  ofered  on  ihetr  two  day* 

Ik  C«noa  Cfiokk 

iSc  Cottao  Sollnts 

Linea  Suitings 

ResuUr  29c  Value  at  I9c 

I2I-2C     .<...  a^...; 

^.■';"..i.rt.  ifc 

I9c  :i..."-^'-'_'_': ; Big  Gio^ham  Event 

What  About  Pnats? 

.^Z^r_"^IIe DrcuOoods 

SHrtinr 

Al  Oio-  WsHt  CovHter 

mnn«.  «_-        .  ,*t 

■    i^<nlm>.  ^  -^  <i< 

Lace  Cortatfta 

^H'frci"'^^ 

B^i. 

0>«1.l*f IJ!  rtlZ;  n  ' » 

/tvorn-  H:"^^  "-;*  —  "-.*'.:. 'i 

DeWH  N^alslinfs 

Vcstlnss  i  niislhn 

NO  OOOOS  CH  ARGEO  AT  !»AI-E:  PRICES 

You  Can  Save  Money  at  Thi>  Sale 

Saturday,  June  4        Monday,  June  6 

J.  H.  COLBORNE 
CODEKICH.  -  -  ONTARIO. 

A  sensible  form  of  advt.  arrangement  in  which, 

however,  the  merchant  might  have  done  betttr 

had  price  comparisons  in  different  paragraphs 
been  more  strongly  emphasized  by  larger  type. 

Some  paragraphs  look  too  heavy  on  thii 
account. 

them  Each  purchaser  would  pass  on  the  good  value 
news.  The  opinion  of  one  merchant  is  that  in  buying 

specials,  displaying  them  well,  and  advertising  them,  he'ps 
to  get  country  trade,  and  that  taking  trouble  to  show 

goods  and  'being  courteous  ai-e  practical  means  of  develop- 
iv'X  business. 

Me:-chants  throughout  the   country  are   not  only  alive 
to   the  great  amount  of  business   taken   away  from  their 
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respective  towns  by  the  city  mail  order  houses,  but  are 

ready  to  adopt  any  leg'itimate  means  whereby  this  drain 
on  their  district  may  be  stopped.  All  seem  agreed  that 
goods  sold  in  country  stores  are,  as  a  rule,  as  cheap  or 
sometimes  cheaper  than  goods  sold  by  mail  order  houses. 

Some  say  that  their  customei-s  are  hard  to  convince,  and 
many  merchants  think  that  nothing  can  be  done  to  lesson 
the  evil. 

The  question  is  often  asked,  and  it  seems  proper:  Why 
do  not  merchants  in  the  same  town  make  more  combined 

efforts  to  keep  business  from  going  away?  In  manj-  places 
such  action  has  been  found  benelieial,  not  only  to  mutual 
interests,  but  to  the  general  welfare  of  their  town. 

The  mail  order  system  is  necessarily  a  cash  system. 
The  money  is  paid  before  goods  are  seen  or  received, 

whereas  many  merchants  have  to  do  a  partial  credit  busi- 
ness. An  incident  is  told  of  some  people  getting  together 

money  to  pay  a  credit  account  in  their  own  town,  fully 
intending  to  pay  it.  A  mail  order  catalogue  comes  along, 
some  special  values  attract  their  attention,  and  the  amount 

of  purchase  not  being  sufficient  for  free  deliverj-,  they 
induced  a  neighbor  to  join  them  to  make  up  the  necessary 
sum.  In  this  way  the  accumulated  cash  was  spent  that 
should  have  paid  an  account  at  home. 

their  advertising  they  specialize  on  each  department  each 

week — for  instance,  wash  goods  one  week,  underwear  an- 
other week,  dress  goods  a  third,  and  so  on. 

They  think  that  dry  goods  prices  in  small  towns  are 
generally  cheaper  than  in  city  departmental  stores,  except 
in  very  low-priced  leaders.  They  do  not  approve  of  regu- 

lar bargain  days,  as  they  think  people,  as  a  rule,  are  in- 
clined to  wait  for  them. 

Their  policy  is  to  try  to  make  customers  fool  at  home 
so  that  they  will  come  back  again.  They  hold  yearly 

stock-taking  sales  and  end-of-season  sales,  at  which  they 
clear  off  goods  that  would  probably  remain  over  until 
next  season. 

Mr.  Millar  states  a  thorough  knowledge  of  dry  goods 
business  in  all  details  is  necessary  to  the  mercha,nt  for 

purposes  of  buying  and  keeping  stock,  especially  in  the country. 

V 

Preserving  Freshness  in  Stocks. 

In  keeping  stock,  the  great  object  to  be  aimed  at  is 

px-eservation  of  neat  and  cleanly  appearance.  It  is  not 
a  wise  plan  to  so  display  soilable  goods  that  their  quality 
will  be  impaired.     Curtains  are  in  this  class,  and  the  mer- 

(      Beautiful  New  Dress  Goods 
^  at  Half  Price 

57c 
SPEOAL  PRICES  IN  NEW  MILLMERY 

^*^WH1TE^*^MAYCV 

Two  pages  from  an  attractive  four-page 

circular,  9  in.  x  12  in.,  issued  by 

White  &  JMay  Co.,  St.  Mary's,  in 

promoting  the  interests  of  their  June 

sale.  The  items  are  newsy  and  well 

arranged  and  the  circu'ar  undoubtedly 

brought  good  business. 

Tlie  WhM  &  M«y  Co.,   Limned.  Si-   M«iy..  AiUo   Craig.   PuUiill 

One  merchant  doing  a  credit  business  had  a  customer 

visit  him  after  staying  awaj'  for  some  time.  The  mer- 
chant spoke  of  the  customer's  absence;  the  customer  said 

he  had  been  buying  from  a  mail  order  house.  The  mer- 
chant pointed  out  to  him  that  he  should  come  to  his  own 

town  to  the  store  that  "was  giving  him  credit. 
"Imagine  your  position."  said  the  merchant,  "if  the 

local  store  was  not  available  to  you.  If  there  were  no 
stores,  no  service  of  any  kind,  between  your  home  and 
the  mail  order  house,  and  you  will  then  readily  appreciate 
the  accommodation  that  it  has  been  to  you.  The  fact  that 

goods  here  bought  may  be  thoroughly  inspected  before- 
hand, and  that  the  local  merchant  is  heartily  interested  in 

and  contributes  to  your  success,  should  be  entitled  to  some 

consideration  on  your  part." 
The  customer  said  he  never  thought  of  it  that  way,  and 

promised  to  be  more  considerate. 

Advantage  in  Specializing. 

■D.  Millar  &  Co.,  Goderich,  believe  that  specialization 
has  its  advantages.  They  feature  strongly  Scotch  knit- 

ting woo],  and  infants'  and  children's  ready-to-wear  gar- 
ments, and  on  these  lines  they  command  a  good  profit.   In 

chant  who  adopts  some  contrivance  in  the  s'hape  of  draw- 
ers or  dust-proof  shelving  for  these  goods,  will  find  that 

any  outlay  for  such  equipment  will  pay  him. 
In  selling  curtains  from  samples  of  his  stock,  one 

merchant  labels  stock  parcels  with  the  same  number  as 
sample  curtains.  This  saves  opening  and  tying  up  par- 

cels, and  soiling  of  more  than  one  curtain. 
At  the  end  of  the  season,  or  when  stock  of  any  num- 

ber is  sold  out,  soi'ed  curtains  are  sold  at  reduced  prices. 
The  same  merc'hant  takes  hosiery  out  of  original 

papers  and  stocks  it  in  separate  stock  boxes,  one  sizu 
to  a  box,  and  when  necessary,  fills  the  boxes  from  reserve 
stock. 

Ladies'  underwear  is  also  earned  in  boxes;  in  this 
case  he  keeps  good  empty  boxes  that  are  suitable  and 

labels  them.  Anof'her  merchant  has  found  a  glass-front 
case  for  men's  hats  an  excellent  investment.  All  styles 
and  sizes  are  before  the  salesman,  there  is  no  mixing-up 
of  boxes,  and  it  saves  time  in  showing.  Styles  inclined 
to  stick  a,re  moved  quickly.  There  is  a  ledge  for  dis- 

playing linen  hats,  and  drawers  underneath  for  caps.  He 
says  the  case  has  almost  paid  for  itself.  Hats  a  little 
off  in  style  have  been  sold  from  it,  and  ranges  of  sizes 
can  be  kept   full   without  overstocking. 

In  one  store  in  a  country  town  bunks  with  roll-top  or 
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front,  are  used  for  stocking  blankets,  cotton  batting  or 
goods  not  needing  display.  These  bunks  a.re  handy  and 
keep  the  goods  clean  and  are  a  great  improvement  on 

the  old-style  bunks  with  covers. 

V 

Not  Wise  to  Make  Premiums  a  Habit. 
Though  an  occasional  offer  of  premiums  may  produce 

good  results,  yet  the  plan  of  continually  giving  premiums 
as  a  buying  inducement  should  not  be  encouraged,  as  it 
produces  an  unhealthy  state  of  business.  Instead  of 
quality  and  value  being  factors  in  bringing  trade  to  the 

store,  the  premium  is  the  attraction.  Customers  con- 
tinually look  for  and  expect  premiums  with  everything 

bought,  and  if  the  premium  offer  is  withdrawn,  the  effect 

on  tra,de  is  generally  very  disappointing.  Many  mer- 
chants think  that  the  system  is  the  reverse  of  beneficial. 

One  merchant  who  holds  this  opinion  had  experience 

of  its  working  while  a  salesman.  He  states  that  it  in- 
creased trade  while  it  was  in  operation,  but  it  did  not 

produce  good  results  and  did  not  rea.lly  pay.  Even  though 
the  turnover  was  large,  the  percentage  of  profit  was  small 

and  the  expense  on  premiums  heavj-.  After  the  prem- 
iums  ceased,   trade   went  back   to   normal. 

The  Evils  of  Price  Cutting. 
Price-cutting  among  merchants  is  always  ai  source  of 

trouble.  Bad  feeling  is  produced  and  profits  are  sacri- 
ficed in  order  to  outdo  the  other  fellow.  Sometimes  the 

results  are  disastrous. 

A  striking  instance  has  recently  come  to  li^ht.  In  an 

Ontario  town  there  were  eight  stores.  Price-cutting  was 
started  and  carried  on,  and  ultimately  five  stores  were 
obliged  to  go  out  of  business. 

One  of  the  survivors,  interviewed  in  the  matter,  said 
he  attributed  these  failures  to  an  epidemic  of  price-slash- 

ing, from  which  the  benefit  to  the  merchant  was  negligible 
and  which  disorganized  the  normal  buying  habit.  He 

believes  in  keen  competition,  'but  at  the  same  time,  in  be- 
ing on  friendly  terms  with  competitors.  A  Merchants' 

Association  once  existed  in  bis  town,  but  fell  through. 
He  recognizes  that  such  an  association  is  desirable  and 
that  at  the  present  time,  were  it  in  existence,  advance 
prices  on  cotton  goods  could  be  more  easily  secured  and 
that,  instead  of  merchants  being  afraid  of  setting  prices 
higher  than  other  competitors,  they  could,  through  mutual 
agreement,  and  as  the  result  of  co-operation,  apply  ad- 

vances in  accordance  with  increased  cost.  Such  a,n  asso- 

ciation, he  thinks,  should  not  be  formed  only  of  town 
merchants,  but  country  storekeepers  in  the  surrounding 
district  should  be  induced   to  join. 

It  is  quite  legitimate  to  cut  prices  of  some  lines  as 
leaders  to  make  a  drawing  attraction  to  induce  customers 
into  the  store,  but  regular  goods  should  not  be  marked 
a,way  up  beyond  reasonable  prices  to  make  up  for  reduc- 

tions on  special  lines.  They  should  rather  strengthen  the 
impression  of  good  values  made  on  the  customer,  so  that, 
as  has  been  observed,  clerks  may  be  enthusiastic  over 
values  generally.  It  is  impossible  for  them  to  be  so  if 
they  discover  that  pricing  is  not  based  on  sound  mer- 

chandizing principles. 
V 

Proportioning  Expenses. 
In  dividing  up  the  expenses  in  connection  with  their 

store,  the  White  &  May  Co.,  St.  Mary's,  proportion  them 
over  departments  according  to  sales,  and  every  depart- 

ment pays  its  own  salaries. 

In    regard   to  selling  goods,   although   generally    their 

rule  is  for  salespeople  to  keep  to  their  own  departments, 

they  do  not  'bind  them  to  this  rule,  where  a  customer's 
wishes  are  to  be  considered.  If  a  customer,  after  being 
waited  on  in  one  department,  wishes  the  same  salesperson 
to  continue  waiting  on  her  in  other  departments  he  is  at 

liberty  to  do  so.  This  plan  is  found  to  be  very  satis- factory. 

Daring  the  months  when  they  used  to  give  a  half- 
holiday  on  Wednesday,  they  ran  a  half-holiday  sale  with 
success,  offering  odd  lines — goods  not  selling  well,  etc. — 

but  now  during  those  months  they  close  at  five  o'clock 
every  evening,  instead,  with  the  exception  of  Saturdays. 

Many  merchants  leave  it  to  the  printer  to  make  the 
best  use  of  the  advertising  copy  they  supply.  They  know 
nothing  about  sizes  of  type  required.  Mr.  White,  Jr.,  who 

takes  charge  of  the  firm's  advertising,  makes  a  point 
of  supplying  the  right  amount  of  matter  for  the  printer. 
He  has  the  typewriter  set  to  run  the  number  of  letters 
that  will  go  into  the  space  of  a  newspaper  line.  For 

example,  8-point  type  will  average  16  letters  to  the  inch; 
10-point  will  average  14  letters,  and  12-point  12  letters, 
counting  space  between  words  as  one  letter.  After  mat- 

ter is  written  on  typewriter,  he  counts  number  of  lines 
and  can  tell  whether  he  has  the  right  amount  of  matter 

for  newspaper  space.  He  then  adds  to  or  reduces  it  ac- 
cording as  he  has  too  much  or  too  little,  or,  if  more  suit- 

able, has  it  set  up  in  different  size  type. 

Daily  Sales  Sheet  Simplifies  Bookkeeping. 
The  daily  sales  sheet,  which  shows  the  amount  of  busi- 

ness in  each  line  of  goods,  is  becoming  a  popular  form  of 

record  in  well-conducted  stores.     It  is  nothing  more  than 
a  large  sheet  ruled  in  money  columns,  with  headings  for 

Month  EndInK 

DEPARTMENTS 

DrcM  Coodl 

Tr.mn,.»p MNImc, 

F.nry  Good, 

HoHcry  and  Clove. 

Kid  Clovo 

Uecuid  Embroldcria 

L.dK.  Underwear 
Wuiu  ud  Wrappers 

Sueeiu  end  Draprne^ 

Suple. 

Conon  I^rti.  Goo.], 

CiMk, 

Pvuoll 

Lulie*  Fur  Conn 

Di«Mmakmi{ 

Ccking 

Department  summary  in  which  are  en- 

tered from  daily  record  sheets  "total 

purchases  since  inventory,"  "  pur- 
chases this  month,"  "sales  since  n- 

ventory"  and  "sales  this  month."  The 
sheets  are  bound  in  book  form  and  are 
an  easy  means  of  comparison. 

different  lines.  Entries  are  made  in  it  by  the  clerk  at 

the  cash  desk.  Correctly  kept,  it  is  a  valuable  supple- 
ment to  the  usual  bookkeeping  system,  as  it  does  away 

with  individual  entries  in  the  ledger. 

As  adopted  by  one  firm,  the  totals  are  taken  from  the 
sheets  monthly,  and  the  cut  here  used  serves  to  illustrate 
the  form  which  this  monthly  report  takes. 

The  firm  use  a  purchase  and  a  selling  account  in  their 
ledger,  the  different  departments  being  included  in  each. 
Four  of  these  sheets  are  used,  one  for  goods  received,  one 
for  goods  returned  by  them,  one  for  sales,  and  one  for 
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goods  returned  to  them.  Goods  reeeivod  total  is  posted  to 
the  debit  of  the  purehase  account  in  each  department. 
Goods  returned  by  them  to  the  credit  of  same  account. 
Sales  are  credited  to  the  credit  of  the  sellinir  acconnt,  and 

goods  returneil  to  taem  to  the  debit  of  selling:  account. 
The  department  summary  used  by  the  same  firm  slunvs 

each  month  the  total  purchases  since  inventory;  purchases 
for  the  current  mouth,  sales  since  inventory  and  sales  for 
the  current  month  in  each  department.  Totals  are  taken 
from  the  diflferent  accounts.  By  means  of  these  sheets 
amounts  of  purchases  and  sales  ean  be  readily  got  at  and 
comparisons  made  with  former  corresponding  months  or 

periods. 
V 

Avoiding  Confusion  in  Stock. 
In  addition  to  marking  incoming  parcels  containing 

hosiery  and  underwear,  it  is  considered  a  good  plan  to 
mark  every  article  separately.  One  firm  in  a  country 

town  marks  every  artic'e  of  hosiery  and  underwear  with 
stock  number — which  is  the  number  the  goods  come  in 
under — size  and  price. 

This  saves  confusion  if  a  number  of  parcels  are  open- 
ed; if  different  lines  get  mixed  up  no  mistake  ean  be  made 

jCameron^s  List  of  | 
Friday  Bargains  on  Sale  | 

Cutting  Out  Credits. 

AT  2  O'CLOCK,  P.  M. 
3^/.cu  pair  Ladies'  Kid  Gloves,  io  black,  brown  and  tan,  sizes 

5"j  io6J<.  Friday,  2  p.  m-—   —   ^39^  i 

20  pair  Ladies'  Shoes  in  Dongola  Blucher  Bals,,  regular  value, 
$1.35;  all  si/es,  at  n  p.  ni.,  Friday   .   S 

5  do/,  while  cotton  Pillow  Covers  with  deep  hem,  40  iuclies  wide, 
regular  valne25c,  at  2  p.  ro  ,  on  Friday.-—.   —   .^2  for  25c 

25  Trimmed  HaK  in  our  Millinery  Department  taken  from  our 
regular  stock  trimmed  willi  fruit,  flower'?,  feathers  and  ribbons.  1 
Regular  prices  from  $5.  to  $8.  .This  lot  goes  on  sate  at    2  j 
p.  m  ,on  Friday,  nil  at  one  price,  Fnday  Bargain   ^ — 53  95  i 

S  dozen  Ladies'  fine   lawn  Handkerchiefs,  Friday  Bargain  .S  for  25c  | 

^N.    C   Cameron,    store,  aoderlch.  j 

Merchants  are  finding  that  special  lists  for  special  hours  are  generally 
attractive.  This  was  a  6-in.  x  7-in.  space.  The  elimination  of  the 
ornament  and  rules  at  the  side  would  have  given  a  six-inch  space 
which  could  have  been  divided  into  two  columns,  one  for  the  two 

o'clock  items  and  the  other  for  some  other  feature,  as  an  announce- 
ment of  a  future  event. 

in  prices  or  sizes,  and  when  g-oods  are  bein^-  put  back  into 
stock  it  is  an  easy  matter  to  replace  them  in  light  jiarccls. 

This  same  firm  does  not  charge  for  alterations  on 

ladies'  ready-to-wear  suits,  unless  in  the  case  of  garments 
selling  below  regular  price  and  needing  extensive  altera- 

tions. Sales  girls  can  generally  make  the  necessary 
changes,  and  ability  to  do  so  is  encoura.ged. 

The  finn  get  rid  of  broken  lines,  and  odds  and  ends,  in 

two-day  sales  at  the  end  of  every  month.  Special  pur- 
chases are  included  in  these  sales,  and  in  this  way  stocks 

are  kept  clean  and  the  sales  draw  attention  to  the  store. 
There  is  a  large  basement,  and  in  it  linoleums  are 

stocked.  A  hoist  at  the  back  of  the  store  facilitates  the 

carriage  of  goods  to  upper  floors,  and  linoleums  to  the 
basement,  thus  saving  a  lot  of  labor  handling  heavy  mer- 
chandise. 

In  the  opinion  of  one  of  the  members  of  the  firm,  from 

1  to  2  per  cent,  on  turnover  is  sufficient  to  spend  on  ad- 
vertising. They  do  a  cash  and  credit  business,  and  render 

accounts  monthly,  unless  there  is  a  special  arrangement. 

Some  merchanls  have  trouble  with  the  credit  end  of 

Uu'ir  business  and  generally  hiwv  a  few  bad  accounts. 
There  are  people  in  every  town  who  go  from  one  store  to 
another,  after  obtaining  the  limit  of  their  credit  in  each, 
and  leaving  behind  an  unpaid  account. 

Jcdin  11.  Colborno,  Goderich,  give  a  suggestion  for 

the  solution  of  this  evil.  It  is  that  the  merchants'  bra.nch 
of  the  Board  of  Trade  in  any  town  should  combine,  place 

lists  of  bad  accounts  on  the  ta'ble  at  meetings  for  all  the 
merchants  to  examine,  so  that  bad  payers  be  prevented 
from  getting  further  credit. 

Mr.  Colborne  does  practically  a  cash  business.  He 

does  not  'believe  in  premiums,  as  in  'his  opinion  the  prem- 
ium system  is  not  a  satisfactory  way  of  developing  busi- 

ness. 

Dangerous  Lack  of  System. 
It  is  surprising  how  few  mercha.nts  in  country  towns 

willi  prosperous-looking  stores,  know  what  profit  each 

(k'ltnrtment  is  actually  making,  and  many  have  only  a  'hazy 
idea  of  their  general  profit.  The  same  condition  prevails 
to  a  great  extent  regarding  percentage  of  turnover  spent 
in  advertising. 

This  is  a  slipshod  way  of  doing  business;  system  is 

lacking,  and,  even  if  the  merchant  is  satisfied  wit'h  his 

general  profit,  if  he  knew  w'hat  profit  each  department 
yielded  he  would  probably  run  his  business  on  more  satis- 

factory lines. 

It  is  quite  possible  for  a  merchant  to  make  money  and 
yet  som.e  of  his  departments  may  be  running  at  an  actual 
loss.  This  is  where  system  comes  in;  with  its  aid,  the 
merchant  would  know  how  each  department  stands.  He 

S'liould  work  in  the  direction  of  making  the  departments 
pay  their  own  way,  like  so  many  separate  stores.  The 
profits  of  one  department  should  not  be  considered  as 
making  up  for  the  losses  of  another,  any  more  than  the 
l)rofits  of  a  successful  business  can  cover  the  losses  of  an 
unsuccessful  business  in  competition. 

Merchants  who  run  their  stores  on  the  departmental 
plan  find  it  to  be  a  most  sa,tisfactory  arrangement.  They 
know  exactly  just  how  each  department  is  doing.  Large 
stores  in  country  towns  should  be  managed  in  this  way. 

Only  one  out  of  a  canvass  of  about  eig'ht  merchants, 
recently  made  by  The  Review,  could  furnish  the  gross 
profits  tha,t  each  department  should  pay,  as  based  on  his 

own  business.  This  merchant's  figures  are  as  follows: — 
Dress  goods,  28  per  cent.;  hosiery  and  gloves,  30'  per  cent.; 
staples,  23  per  cent.;  carpets,  25  per  cent,  or  26  per  cent.; 

ladies'  ready-to-weai,  ?i5  per  cent.;  millinery,  35  per  cent 
Two  of  these  merchants  figured  on  getting  a  gross  pro- 
fit of  331-3  per  cent,  on  all  departments,  except  staples, 

from  which  they  expect  25  per  cent.  One  of  them  allowed 

a  gross  profit  on  men's  stiff  and  soft  'hats  of  75  per  cent., 
aiiJ  en  straws,  50  ni-V  cent. 

The  others  figured  on  a  net  profit  from  entire  turn- 
over; one  thought  5  per  cent,  to  7^  per  cent,  was  suf- 
ficient for  the  average  country  store;  another  considered 

10  per  cent,  and  wages  to  merchant,  besides,  was  ueces- 
saiy;  while  three  thought  15  per  ceat.  the  right  percent- 

age of  profit,  and  one  of  the  three  added  wages. 

These  figures  .show  difference  of  opinion  on  what  the 
net  profit  should  be  on  the  turnover,  also  on  profits  from 

departments. 

In  all  kinds  of  'bu.siness  system  is  being  established, 
and  it  is  time  dry  goods  merchants  follow  suit,  whether 
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the    establishment    is    large    or    small,    so    that    they  may 
know  exa.ctly  where  they  stand. 

Lack  of  system  has  been  the  cause  of  failures.  It  is 

quite  possible  for  merchants,  w'ho  imagine  their  business 
is  thriving,  to  wake  up  to  the  fact  that  the  contrary  is 
the  case. 

Demonstrate  Vacuum  Cleaning. 

Women  form  the  majority  of  the  general  dry  goods 

merchants'  customers,  and  as  women  have  an  interest  in 
laborsaving  devices  for  the  home,  vacuum  cleaners  shouM 
prove  an  ally  to  the  merchant  in  drawing  increased  atten- 

tion to  his  store. 
The  vacuum  cleaner  needs  to  be  well  introduced  and 

its  working  demonstrated;  it  is  mucii  more  convincing  to 
actually  show  bow  the  work  is  done  than  to  explain  it,  and 
very  interesting  demonstrations  can  be  made.  The  work- 

ing of  vacuum  cleaners  of  various  makes  is  being  strong- 
ly demonstrated  throughout  the  country,  special  displays 

being  made  both  in  windows  and  departments,  and  as 

curiosity  is  strongly  developed  in  most  people,  a  keen  in- 

terest is  being  evinced-  in  counti"y  towns  as  in  cities,  per- 
haps keener. 

Demonstrations  can  be  made  with  the  various  attach- 

ments and,  as  well  as  furniture  and  carpet  cleaning — 
white  powder  being  generally  used  for  these  purposes — a 
demonstration  could  be  made  of  brushing  clothing  or  face 
massage,  attachments  being  supplied  with  some  cleaners 
for  these  purposes.  Some  cleaners  blow  as  well  as  suck 
and  can  be  used  for  drying  the  hair  after  a  shampoo. 
With  the  blowing  action  lace  curtains  can  be  cleaned,  the 
dust  being  blown  out  of  them.  In  the  same  way  dust  can 
be  removed  from  corners  which  attachments  used  for  suc- 

tion will  not  reach.  Ladies '  hats  can  also  be  cleaned  with 
this  blowing  action. 

The  merchant,  besides  demonsti'ating  in  the  store,  can 
also  arrange  for  demonstrations  at  customers'  homes,  if 
so  desired. 

Window  displays  can  be  made  with  the  cleaners,  and 
the  various  attachments,  with  a  ticket  on  each  telling 
what  it  is  for.  The  demonstrated  cleaners  should  also  be 

well  advertised,  all  the  good  points  being  emphasized. 
Sales  could  probably  be  made  by  lending  a  few  cleaners 
out  on  hire,  as  by  this  means  customers  would  experience 
their  practical  value  and  the  fact  of  having  cleaners  lend- 

ing out  would  draw  attention  to  the  store,  as  customers 

who  had  used  one  would  tell  others  of  the  good  results. 
It  would  be  advisable  for  one  of  the  clerks  to  be  thor- 

oughly conversant  with  their  working,  be  able  to  explain 
what  the  different  attachments  are  for,  that  the  cleaning 
is  thorough  and  not  only  surface  dust,  but  dust  right 
through  the  article  is  taken  out,  and  that  from  a  health 
standpoint  the  vacuum  cleaner  deserves  attention  as  be- 

ing productive  of  cleanliness. 

The  laborsaving  idea  should  not  be  forgotten,  but 
strongly  empliasized,  as  the  cleaner  provides  not  only  a 
very  efficient  but  also  a  very  easy  method  of  cleaning. 

Must  Work  and  Grind. 

While  it  is  true  there  are  men  who  do  not  make  good 
in  business  for  themselves,  and  who  work  better  under 
leadership  and  under  the  latter  condition  are  successful, 
yet  to  the  man  who  is  adapted  to  it,  business  for  him- 

self offers  many  advantages  that  otherwise  would  not 
come  his  way.  One  merchant,  recently  interviewed  by  The 
Review,  thinks  it  is  better  for  a  roan   to  be   in  business 

for  himself — provided  he  can  take  the  initiative  and 
conduct  a  business  properly — as  it  brings  out  all  liis  re- 
sources. 

A  young  merchant  states,  in  regard  to  the  success  of  a 
business,  that  not  only  efficiency,  knowledge  of  business 
methods  and  initiative,  but  attention  to  and  being  with 
the  business,  ais  well,  should  make  the  young  merchant 

successful.  He  must  not  leave  his  'business  to  the  care  of 
clerks.  A  man,  he  says,  must  have  ability  and  knowledge, 

but,  in  addition,  he  must  get  right  down  to  the  grind- 
stone. 

The  method  of  paying  the  dressmaker  adopted  by 
Tozer  &  Brown,  Clinton,  has  proved  very  satisfactory. 
They  pay  their  dressmaker  by  piecework,  supply  her  with 
room,  light  and  heat,  deliver  the  parcels  and  collect  the 
bills,  and  they  find  this  plan  works  out  well. 

To  deal  with  the  mail  order  problem,  the  proposition 
of  one  Ontario  merchant  is  that  merchants  over  the  coun- 

r STEWiUtTBROS. 
SEAFORTK. 

616  GHALLENeE  SALE 
Tlie  CrowniiiE  Sale  of  Our  Career 

Commences  FRIDAY,  JUNE  10.  ".0. 
N*ck  Tlea    nriTX:. 

|ChAUei\«e  Sole 

I    of  Proeresa 

[I     Bru^  Suits 

I     Pricea    C\A I  Almoal  In  two. 

^ w 
Sox 

of  SA     .     OtA  <v  AMbDt. 

1500  Pieces  of Ladies*  Whitewear 

*\ 

HALF PRICE 

CbAiiMig.  9*l«  or 
Udks'   Wiists/ 

3PncM  JyS 

r^^^-^5~.'V£^^-Vi"-   A51S'   Qottmg 

WAKTCQ-AOOO  U^  Batt«r  &  6,UUU  dwio  Efp  Mon  JiJ,  I  -HiftuM  Tmit  Pna 

An  advt.  in  which  there  are  many  different  liinds  of 

type  used.  Greater  uniformity  In  that  respect  might 
have  improved  it.  The  advt.  is  presumably  a  defy  to 
other  merchants  to  beat  ihe  prices  offered,  and  was 
one  feature  of  a  slashing  period   in  Seaforth. 

try  should  organize  a,nd  that  the  various  Boards  of  Trade 
should  petition  the  Government  to  tax  mail  order  houses, 
the  tax  to  take  the  form  of  a  Government  stamp,  the 
stamps  to  be  placed  on  all  parcels  going  to  country  towns, 
according  to  value  of  parcel. 

"We  do  not  run  special  sales  regularly,  as  we  do  not 
consider  them  benefieial, "  said  a  merchant  to  The  Review. 
He  occasionally  puts  on  sales  of  special  lines;  regular 

goods  are  not  used  for  sales  purposes.  He  also  holds  end- 
of-season  sales.  If  he  finds  a,ny  dress  goods  sticking  he 
marks  them  at  job  and  cuts  the  price  to  cost,  and  if  a 
customer  wants  a  cheap  dress  he  offers  these  lines,  and  so 
keeps  his  dress  goods  stock  clean. 

There  is  nothing  like  enterprise,  and  this  man  keeps 
in  touch  with  friends,  whom,  he  may  hear,  are  going  to 
get  marriedj  and  asks  them  to  look  over  his  line  of  house- 
furnishings,  or,  if  a  family  moves  into  the  town  from  the 
country  he  tactfully,  by  call  or  letter,  invites  them  to  his 

store.  He  has  generally  been  successful  in  secux'ing  this 
extra  business. 



Have     Well-Planned     System     in     Collecting     Accounts 
Merchants  Outline  the  Methods  They  Employ  in  Getting  After  Slow-pay 

Customers  —  No  Credit  Given  Unless  Parties  Have  Good  Standing  —  Handling 

the      Approbation      Problem  —  The     System    of      Follow-up     Letters     Used 

WUKHE  meruhaius  have  nut  adopted  
the  cash 

system  iu  their  business,  they  have,  as  a  gen- 
eral rule,  well-understood  principles  upoa 

which  they  conduct  their  credits.  The  Re- 
view has  recently  interviewed  several  with  regard  to  their 

systems  for  taking  care  of  accounts,  and  in  almost  every 
case  the  reply  received  indicates  that  the  problem  is  well 
ia  band. 

Cash  Most  Satisfactory. 

There  is  no  getting  away  from  the  fact  tlial  wliere  it 
can  be  worked  out,  cash  is  the  most  satisfactory  plan.    Ii 
removes  all  complications,  and  the  merchant  knows  at  all 
times  just  where  he  is  at. 

A  merchant  of  Victoria,  B.C.,  writing  on  this  subject, 

states:  "We  do  a  cash  business  only.  It  is  much  the 
best,  taking  it  all  round.  We  always  know  where  we 
stand,  and  that  is  the  main  thing  in  running  a  business. 

We  take  all  our  discounts." 

Customer  Must  Have  Good  Standimg. 

A  merchant  in  a  Maritime  city,  wi'iting  on  this  sub- 
ject, states: 

"No  account  is  opened  without  first  being  submitted 
to  the  head  of  the  firm.  If  the  head  of  the  firm  is  out, 

the  clerk  waiting  upon-  the  customer  refers  to  next  in 

charge.  He  then  looks  over  the  ledger,  if  the  customer's 
name  is  not  found  on  the  book,  credit  is  refused  unless 
very  satisfactory  reference  be  given,  but  if  the  name  if 

found  in  the  ledger,  without  any  pi'ivate  mark,  credit 
can  be  continued.  If  it  is  marked  thus,  'X'  in  red,  it 

means  a  moderate  amount  can  be  given.  If  marked  'S' 
in  red,  no  more  until  account  is  settled. 

"We  issue  statements  quarterly. 
"In  following  up  delinquents,  the  most  satisfactory 

way  that  we  have  found  is  by  a  continuation  of  letter- 
writing,  and  calls  by  one  of  our  men.  We  think  an  offi- 

cial collector  would  be  a  great  advantage  to  the  mer- 
chants; this  was  tried  some  time  ago  in  this  city,  and  we 

found  it  to  work  very  well. 

"How  do  you  keep  tab  on  goods  sent  out  on  appro- 
bation? Goods  are  checked  in,  the  same  as  a  cash  sale, 

the  only  difference  being  the  approbation  cheeks  are  not 
filed  away  daily,  but  kept  before  the  cashier  until  the 
goods  are  either  returned  or  kept.  If  goods  are  kept,  the 

approbation  check  is  passed  over  to  the  charged' file. " 

Doesn't  Keep  Books. 
A  merchant  in  a  Quebec  city,  when  asked  for  informa- 

tion on  the  matter  said:  "We  don't  keep  any  books  at 

all,  and  we  don't  send  goods  o^n  approbation.  If  goods 
are  not  satisfactory  we  return  the  money  or  change  them 

if  returned  within  24  hours." 

In  a  Mining  Town. 

"If  a  man  does  not  pay  the  first  month  we  cut  him 

out,"  writes  a  merchant  in  a  mining  town.  "The  second 
month  is  always  harder.  We  advise  clerks  not  to  give 

credit  to  anyone  they  don 't  know  till  they  see  me.  We 
issue  statements  on  the  20th  of  every  month,  and  we 

do  not  send  goods  out  on  approbation." 
Limited  Credits. 

"To  workingmen  with  a  good  record,  we  allow  a  credit 

of  from  .$5  to  ̂ lo,  payable  monthly,"  writes  a  merchant  in 

a  railway  town.  "Farnurs  with  good  rating,  $20  to  $25, 
payable  at  least  by  December  of  each  year. 

"New  accounts  must  receive  permission  of  the  pro- 
prietor. Accounts  reaching  the  limit  are  given  no  fur- 

ther extension  or  privilege  without  permission. 

"Accounts  are  issued  quarterly  to  farmers;  monthly 
to  working  men  and  general. 

"We  follow  up  habitual  delinquents  by  personal  urgent 

letters,  lawyer's  letters,  and  eventually  suit  in  court  if 
other  means  fail. 

"In  large  towns  an  official  collector  would  be  of  great 
service,  but  the  expense  and  frequent  jealousies  among 
the  merchants  are  obstacles  in  smaller  places. 

"We  allow  goods  on  approval  only  to  customers  in 
good  credit.  Entry,  is  made  on  the  inside  cover  of  check 
book,  and  if  goods  are  not  returned  in  a  week,  they  are 

charged  in  usual  way." 

Never  Gives  Second  Chance. 

"We  only  grant  credit  to  our  regular  customers  and 
those  whom  we  know  are  perfectly  honest,"  writes  a 
merchamt  in  a  large  town.  "No  credit  is  given,  except 
on  my  approval,  and  accounts  are  issued  every  30  days. 
We  never  give  a  delinquent,  when  we  find  one,  a  second 
opportunity.  We  only  allow  such  lines  as  corsets  out  on 
approbation,  and  that  for  one  or  two  days. 

"We  do  not  encourage  credits,  so  ha,ve  very  few  ac- 
counts. I  alone  grant  credit,  and  always  refuse  in  the 

ease  of  strangers  or  people  whom  I  do  not  know  to  my 

satisfaction." "Give  no  man  credit  unless  5-ou  know  him  well,"  is 
the  word  received  from  a  merchant  in  a  country  town. 

"No  credit  is  givc'n  without  my  permission.  Statements 
are  issued  every  three  months.  Delinquents  a,re  cut  com- 

pletely out.  When  goods  are  sent  out  on  approbation,  we 
give  the  customer  a  bill,  and  if  returned,  we  give  them  a 

credit  slip," 
Bills  Not  Rendered  Often  Enough. 

"The  moat  unpleasant  duty  of  the  general  merchant 

is  the  collection  of  accounts — especially  slow  ones,"  writes 
Wm.  Bryans,  Havelock.  "It  is  the  object  of  every  mer- 

chant to  handle  these  accounts  with  the  least  loss  and 

trouble  possible.  A  merchant  should  no  more  have  his 
books  loaded  up  with  numerous  old  accounts  than  he 

would  have  his  storehouse,  and  under  the  counters  jam- 
med  with  goods   that  he   does  not  need. 

"A  great  deal  of  the  trouble  with  accounts  comes 
from  not  having  the  bills  made  out  often  enough.  Every 
merchant,  when  a,n  account  is  opened  with  him,  should 
make  an  arrangement  as  to  the  time  of  settlement,  which 

is  generally  according  to  the  periods  that  the  customer 

receives  his  pay.  You  should  impress  on  yonr  customer's 
mind  that  every  time  he  receives  his  pay,  you  expect  a 

settlement. 

"I  find  that  the  great  trouble  with  farmers'  a,ccounts, 
and,  indeed,  with  accounts  in  general,  is  that  the  bills 
are  not  rendered  often  enough.  When  a  bill  reaehes  a 
certain  amount,  it  should  be  delivered  to  the  customer 
and  it  made  known  that  you  expect  it  to  be  paid.  If  a 
bill  is  allowed  to  go  on  without  the  customer  knowing 
tlie  amount,  it  is  very  likely  to  be  larger  than  they  reckon 
on,  and  then  the  trouble  commences.    If  the  goods  bought 
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during  that  period  amounts  to  more  than  the  earnings, 
they  are  going  to  have  a  hard  time  to  catch  up,  and  ym\ 
are  going  to  have  trouble  to  secure  the  balance. 

"If  settlement  is  not  made  on  the  date  due,  the  mer- 
chant should  commence  at  once  to  collect  it.  The  longer 

it  is  left  standing,  the  more  liable  they  are  to  not  want 
to  pay  it.  And  when  you  start,  do  not  go  into  the  matter 
in  a  half-hearted  manner,  as  if  you  did  not  expect  to 

get  it. 
Notes  are  a  Help. 

"You  will  find  the  use  of  notes  a  great  help  in  col- 
lection of  past  due  accounts.  If  a  customer  admits  thac 

the  account  is  right  and  is  una.ble  to  make  a  payment  in 
cash,  secure  his  promissory  note,  which  is  the  next  best 
thing.  Besides,  a  person  may  dispute  the  items  on  an 
account,  but  with  a  note,  this  is  not  possible. 

"Where  a  man's  salary  is  small,  it  is  sometimes  ad- 
visable to  split  the  account  up  into  several  notes,  coming 

due  at  different  times.  Notes  when  taken  on  account 
should  be  turned  into  the  bank  for  collection.  When  this 
is  done  the  debtor  is  more  liable  to  settle  them  when 

due.  Those,  especially  with  limited  credit,  try  to  keep 
their  names  good  in  the  bank. 

"A  merchant,  although  he  should  be  busy  with  his 
collections  at  all  times,  should  at  intervals  make  a  sharp 
inspection  of  his  books,  and  those  old  accounts  that  are 
far  in  arrears,  on  which  either  nothing  has  been  j^aid  or 
only  an  occasional  amount,  should  be  carefully  picked 
out  and  an  attempt  made  to  collect  them. 

"But  the  collection  of  each  account  should  be  a 

separate  problem.  The  collection  business  is  no  child's 
play.  There  are  very  few  accounts  that  can  be  collected 
in  exactly  the  same  way.  Each  one  has  peculiarities  ol: 
its  own  in  regard  to  amount,  length  of  time  and  the  person 
you  have  to  deal  with.  All  these  have  to  be  taken  into 
consideration  that  the  account  may  be  collected  in  as 
short  time  as  possible  and  without  making  the  debtor 
angry. 

Approach  Him  Tactfully. 

"When  an  account  is  past  due,  the  customer  should  first 
be  approached  in  a  tactful  manner,  so  as  not  to  offend 

him,  or  drive  them  away  fro'm  trading  with  you.  When 
you  have  approached  him  once  or  twice  in  this  way,  you 
might  then  tell  him  that  any  amount  would  be  gladly 
received.  I  have  known  a  debtor  to  keep  paying  small 
amounts  in  order  to  put  off  the  larger  payment,  until 
the  whole  thing  was  wiped  off.  If  you  have  received  no 
response  to  your  first  inquiries,  it  is  about  time  to  make 
matters  a  little  stronger.  You  might  then  write  and  tell 
them  that  you  must  have  a  settlement,  and  a  little  later 
you  might  set  a  date,  and  after  that  you  might  threaten 
them  that  you  will  have  to  take  other  steps  to  collect 
unless  they  settle  at  once. 

"At  all  times,  a  personal  visit  is  best,  no  matter 
whether  you  are  asking  for  your  money  for  the  first 
time  or  tenth  time.  They  may  not  answer  your  letter,  but 
they  must  give  you  an  answer  when  you  call  in  person. 
Calling  at  the  house  several  times  will  often  cause  a 

person  to  square  up,  rather  than  let  the  neighbors  see 
you  come  so  often.  Do  not  at  first  use  too  forcible  lan- 

guage, but  convey  the  idea  that  you  must  have  the  money. 
By  all  means  do  not  make  the  person  angry,  for  then 
they  may  make  you  go  to  great  difficulties  to  collect  it. 

"Suppose  you  find,  on  inspecting  your  books,  a  number 
of  accounts  which  are  long  past  due.  If  you  ma,ke  up 
your  mind  to  start  at  the  collection  of  these  you  must 
have  some  system  of  working. 

"When  an  account  has  run  for  a  couple  of  years,  you 
need  not  expect  to  collect  it  on  your  first  trial,  and  you 
must  have  some  follow-up  system. 

Collection  Book. 

"Place  these  accounts  in  whal  is  termed  a  collection 
book,  giving  a  page  to  each  customer.  On  this  page  put 

down  exactly  what  you  do  to  collect  that  customer's  ac- 
count. If  you  write  and  ask  him  to  let  you  have  a  pay- 

ment on  your  account  before  a  certain  date,  place  the 
exact  words  in  the  collection  book.  In  this  way  you  know 

exactly  what  to  say  in  your  next  letter,  and  'how  strong 

to  put  it. 
"I  have  seen  a  collector  send  out  a  notice,  'I  must 

ask  you  to  settle  this  account  for  sure  before  march  lO'th. ' 
Then,  perhaps,  in  a  few  weeks,  in  going  over  the  books,  he 

would  forget  what  he  had  written  before  and  put,  'I  find 
a  balance  on  our  books  of  $7.10.  Could  you  let  us  have 

a  settlement?'  while  he  should  really  have  made  his  letter 
stronger  and  put,  'You  neglected  a  remittance  before 
March  10th  as  we  asked.  We  must  ask  for  a  payment  on 
this  account  within  two  weeks,  or  we  shall  have  to  take 

other  steps  to  collect.'  By  the  book  method,  knowing 
what  you  said  in  the  first  letter,  you  would  have  written 
the  second  one  correctly. 

"When  a  man  leaves  town  owing  you  an  account,  you 
should  find  out  the  names  of  his  friends  and  neighbors, 

from  whom  you  can  generally  find  out  his  place  of  resi- 
dence. Sometimes  it  is  best  to  get  in  touch  with  their 

employer,  and  have  him  mention  the  matter  to  him.  If 
a  man  leaves  with  the  idea  of  never  paying,  sometimes 
it  is  best  to  keep  drawing  a  little  out  of  him  at  a  time, 
and  lay  low  until  you  get  him  in  such  a  position  that  you 
can   make   him   settle. 

"The  following  is  a  follow-up  system  of  letters  which 
for  general  use  I  have  found  very  good : 

"1.  We  find  a  balance  on  our  books  of  $11.43  against 
you.  We  have  a  large  payment  to  make  and  if  you  could 
let  us  have  this  amount,  it  would  greatly  oblige. 

"2.  We  would  like  a  payment  of  your  account  of 
$11.43  if  you  could  find  it   convenient. 

"3.  We  are  clearing  up  our  books  for  this  quarter, 
and  would  like  you  to  call  and  settle  your  account. 

"4.  We  must  ask  you  to  let  us  have  a  payment  on 
your  accounts  at  once. 

"5.  You  have  as  yet  neglected  to  let  us  have  pay- 
ment of  your  account.  We  have  extended  liberal  terms, 

and  as  it  is  far  past  due,  we  must  ask  you  for  a  settle- ment. 

"6.  Our  previous  letters  to  you  about"'your  account have  not  been  answered.  We  cannot  allow  this  to  remain 

on  our  books  any  longer,  and  must  ask  you  to  caJl  and 
settle  the  same  within  ten  days. 

"7.  'Unless  your  account  of  $11.43  is  settled  at  once, 

we  shall  have  to  place  it  in  our  solicitor's  hands  for  col- 
lection. If  you  wish  to  save  extra  cost  and  trouble,  please 

settle  at  once. 

Use  Your  Judgment. 

"Of  course,  you  must  remember  that  this  exact  system 
will  not  do  for  all  collections.  You  must  use  your  judg- 

ment in  the  wording  of  all  letters.  The  idea  is  to  con- 
tinue gradually   up   to    the   strongest   point. 

"If  a  man  is  in  good  health  and  you  can  keep  track 
of  him,  you  always  have  a  chance  of  getting  his  account. 
Of  course,  a  person  does  not  want  to  take  up  the  whole 

amount  in  collecting  the  account.  It  is  best  to  bring  mat- 
ters to  a  head  at  once  and  square  it  off  your  books  alto- 

gether. 
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THE     ART     OF     DISPLAY 

No.  105— T  Stand 

No.  29— Utility  Tie  Stand 
and  Shirt  £a«el 

No.  167a— Card  Holder 

Convenient  and  Attractive 

Display  Fixtures  are  Indispens- 
able to  the  Effective  Display 

of  Your  Goods. 

VERY  RETAILER  now  realizes, 

in  greater  or  less  degree,  that 

the  display  of  his  goods  has  a 
remarkable  influence  on  the  trade 

he  is  doing.  We  can  help  you, 

Mr.  Dry  Goods  Man,   to  display 

your  stocks  to  the  best   advantage  if  you 
are  using  our 

DISPLAY  FIXTURES 
and  DEVICES 

In  beauty  of  design  and  finish,  and  in 
excellence  of  workmanship  and  durability, 
we  know  that  our  fixtures  are  unrivalled, 

and  thousands  of  leading  Canadian  mer- 

chants have  testified  to  their  trade-pulling 

power. Our  Catalogue  is  a  practical  text  book 
on  the  Art  of  Display  that  costs  you 

nothing!     Send  for  a  copy  to-day. 

   THE    

Toronto  Brass  Mfg.  Co. 
LIMITED 

17-20  Temperance  Street,   :   TORONTO 

No.  86 — Cornice  Fixture 

•» 

No.  98— Bait  Stand 

^^/ No.  29— Utility  Tie  Stand  and 
Shirt  Easel,  Greeted 

No.  76— Shirt  Easel 

/'lease  mention  The  Review  to  Adz'ertiscrs  and  Their   Travelers 



Modern  Store  Equipment 

Make     Fashion     Your     Ally     in     Displaying     Goods 

Trimmer  Should  Inform  Himself  Upon  New  Style  Features  in  Order  to 

Make  His  Windows  a  Reliable  Guide  to  Prospective  Purchasers  —  Helpful 

Drapes    for    New    Goods  —  InteUigent   Display    Necessary   for   Dress    Goods 

FASHION  is  the  dominant  factor  in  creating  a  de- 
mand for,  and  in  the  fixing  of  the  value,  of  the  ma- 
jority of  articles  that  the  dry  goods  merchant  sells. 

Since  so  much  of  the  success  in  dry  goods  depends 
so  largely  upon  the  ability  to  select  and  offer  novelties, 
while  they  are  novelties,  and  fashionable  articles,  while 

they  ai-e  fashionable,  it  is  most  important  that  the  trimmer 
be  particularly  well  informed  upon  this  subject. 

For  the  proper  putting  before  the  buying  public  of 
fashion  news,  and  the  fact  that  the  store  has  these  new 

articles  and  fabrics  in  stock,  depends  to  a  very  great  ex- 
tent, upon  the  trimmer.  If  he  does  not  know  the  new 

goods,  and  the  way  in  which  fashion  intends  •them  to  be 
used,  half  their  value,  and  the  most  important  half,  at 
that,  will  not  be  put  forward  in  the  display. 

Windows  Should  be  Educative- 

The  store  windows,  when  opening  days  are  on,  should 
have  displays  in  them  that  should  contain  a  most  valuable 

educative  influence  upon   the  community.     Displays,  that 

&u  attractively  show  the  new  stuff,  that  the  buyer 

has  dared  to  stock,  that  customers  a,re  pi'epared  for  the 
fashion  changes,  and  the  goods  will  be  known  to  be  right, 
and  will  be  easily  sold. 

No  trimmer  is  doing  his  full  share,  nor  is  he  makin^;- 
the  windows  in  his  charge  perform  their  proper  function, 
who  is  not  sufficiently  up  in  fashion  news,  to  make  his 
windows  a  reliable  fashion  guide.  If  this  qua.lity  is  pres- 

ent in  his  windows,  the  community  will  always  take  a 
great  interest  in  his  displays,  and  they  will  influence  the 
buying,  because  they  will  create  desire  for  better  goods, 
and  for  garments,  millinery  and  other  articles  tha,t  are 
out  of  the  ordinary. 

Could  Improve  Their  Position. 

There  are  many  trimmers  doing  good  work  along  this 
line,  but  there  are  many  more  that  could  greatly  improve, 
not  only  their  own  position,  but  the  position  of  the  stores 
they    are    working   for,   by    a    closer   perusal    of   fashion 

An  Artistic   Opening  Window,   shown   by  Robinson   &  Co.,  Winnipeg.     Background  of  art   screens  and  mirrors  alternating. 
front  of  each  mirror  was  placed   a  figure  or  hat.     Floor  covered  with   white  fell.      Trimmer,   W.   D.   Holt. 

In 



ART  OF  DISPLAY  AXO  STORE  KOl'IPAIENT Dry   Goods  Rcricin'. 

Advertising  Cuts 
For  DRY  GOODS,   DEPART- 

MENT and  GENERAL 

STORES 

Our  catalogs  show  thousands  of  CUTS 

of  every  description,  large  and  small, 

for  newspaper,  circular  or  catalog  pur- 

poses. 

CATALOG  SENT  FREE  UPON 

REQUEST 
PRICE  OF  CUTS  20  CENTS  EACH 

Our  Millinery  and  Fashion  CUTS  posi- 
tively show  the  latest  styles. 

HIGH  CLASS  CUTS. 

PRICES  LOWER  THAN  OTHERS 

Syndicate    Cut   Co. 
19  to  21  Park  Row         NEW  YORK 

We  prepay  all  orders  into  Dominion  of  Canada 

WINDOW  DRESSING  AND   DISPLAY 

WRITE  FOR  OUR  NEW  CATA- 

LOGUE (NO.  16)  JUST  OUT.  WE 

ILLUSTRATE  PROFUSELY  OUR 

NEW  IDEAS  FOR  SHOWING 

MERCHANDISE    IN     GENERAL. 

J.    R.    PALMENBERG'S    SONS Eit.  1852 

710  Broadway,  New  York. 

Factory  87,  89  and  91  West  3rd  Street,  New  York 

30  Kingston  St..     1 10  Bedford  St.  Nos.  10  and  12  Hopkins  Place 
Boston  Baltimore 

items.  Biiver.s  a.ro  always  willing  lo  imparl  this  news 

to  llu'  trimmer,  beeause  tliey  know  that  it  must  react 
111)011  the  sales  in  their  departments. 

Kvery  tri'iumer  siuuilil  read  both  the  Paris  and  New 
Viirk  correspondence  eacli  month  'Contained  in  The  'Re- 

view. Particularly  will  the  Paris  letter,  at  'this- time  o£ 
the  year,  pay  for  the  perusal.  Paris  styles  are  now  shap- 

ing- towards  the  Fall  season,  and  what  is  worn  there  at 
present  will  have  great  influence  upon  Fall  fashions. 

Dominion  Style  Factors. 

The  peasant  waist  and  tighter  skirts  are  the  dominant 
factors  at  present.  The  new  hobble  or  mummy  skirt  is 
the  latest  idea,  and  this  knowledge  should  influence  the 

drapes  showing  the  new  fabrics. 

Many  drapes  are  designed  only  to  show  off  the  beauty 
of  the  fabric,  but  there  is  an  increasing  use  ma.de  of 

draping,  shells,  etc.  Shell  forms,  or  full  draping  forms, 
are  much  used  by  the  best  trimmers,  not  only  for  window 

displays,  but  for  ledge  trims,  and  for  special  opening  dis- 

plays in  the  department.  The  draping  and  trim'ming 
should  be  done  to  suggest  the  narrow  skirt,  held  in  'by  a 

Ntw  Drape  Suitable  for  Showing  Fall  Fabrics. 

band  belo'W  the  knees,  a.nd  the  waist  should  be  arranged 

with  the  waist  and  sleeves  in  one  piece,  kimona,  or  peas- 
ant fashion. 

Beautiful  silk  and  wool  fabrics  are  indicated  for  dressy 

wear  and  these  are  in  much-draped  effects.  Plea.tings  and 
lace  flounces,  headed  by  wide  ribbons  that  tie  in  flat 

bows  in  front  or  at  the  side,  promise  to  be  'Worn.  These 
styles  are  new  and  striking  and  any  trimmer  familiar 
with  draping  ought  to  be  ahle  to  carry  them  out,  with  the 
aid  of  a  little  careful  study  of  good  fashion  plates. 

Select  Striking  Fashion  Plates. 

A  good  idea  is  to  select  a  striking  fasihion  plate,  and 
drape  the  form  as  closely  to  it  as  possible.  Then  mount 

the  plate  in  an  attractive  manner,  and  show  it  beside  'the drape. 

A  window  display,  a  ledge  display,  or  a  display  of  new 
dress  goods  on  a  platform  in  the  department  carried  out 
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s  a A 

Special 
Inducement 

to  bring  up  your  sales  m  tke  Hosiery  Department 

during  the  dull  Summer  montks.  Three  Eighties  Brand 

IS   tne   right   stocking   at  tke   right   price. 

TRADE     MARK 

RECISTE  R  ED 

FOR  LADIES  AND  MISSES 

K^indly  insist   on   having   the  genuine   Three   Eighties   Brand.      Look   for  the   three  80s 

ana   avoid   inferior   imitations. 

Hamilton Ontario 

E.     H.     WALSH     y     CO.,    TORONTO     and     MONTREAL,    Sole    Agents 

Please  mention  The  Reviczv  to  Advertisers  and  Their   Travelers 
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ill  this  manner  ought  to  bring  a  hit  of  business  into  the  ideas.     Often   there   are   peculiarities   about    tlio   store   or 

dresE  goods,  and  kindred  departments.  t-he  trade  that  the   trimmer  can   lay  hohl  of  and  can  ex- 
^  ploit  to  advantage  in  showing  goods. 

Practical  Drapes  Illustrated.  Unusual  trims  and   trims  in   unusual  places  catch  the 

The   Review   is  giving  a   few   practical     and     timely  eje   and   focus   the  attention   upon   the  goods  shown.     A 

sketches  of  drapes  that  are  calculated  to  show  to  the  best  glass  ease,  for  instance,  could  be  placed  in  the  rest  room, 

advantage    the    class    of   goods    now    selling.      These    are  and  novelties  in  hair  goods,  ladies'  fancy  hosiery,  boots 
drapes  that  have  been  used  by  the  leading  trimmers,  and  and  shoes,  and  many  other  fancy  lines  shown  there.  The 

An    appropriate    Fall  window  in    which   grain,   grasses  and   Autumn   foliage  were   used    with    telling   decorative 
effect.     By  H.  Robinson,   for   R.   McKay  &   Co.,   Hamilton. 

while  it  IS  not  claimed  that  tliey  are  original,  they  are 
new,  and  as  before  stated,  adapted  to  the  class  of  goods 
now  asked  for. 

The  waist  drape  is  of  foulard,  but  could  be  used  for 
any  of  the  new  soft,  supple  silks  and  sa,tins,  whether 
plain  or  figured,  that  are  the  vogue.  The  other  two  drapes 
are  well  designed  for  the  showing  of  patterned   fabrics. 

department  that  is  overlooked  by  the  rest  room  should 
make  use  of  this  advantage,  and  a  trim  should  be  shown 

specially  designed  to  attract  the  users  of  the  room. 

The  other  day  a  store  in  one  of  the  larger  cities  of 

the  Dominion  had  a  window  display  of  unique  and  artistic 

art  needlework.     The  trimmer  'had  a  nicely-arranged  win- 

Don't  be  Afraid  of  Unusual  Trims 
The  trimmer  who  hopes   to  mount  the  ladder  of  suc- 

cess must  not  be  too  diffident  about  making  use  of  original 

New  IJei  In  Draping,  Suitable  for  Showing  Fall  Fabrics. 
Waist  Drape  made  without  cutting  the  goods.      Suitable 

for  window  or  fixture  display. 
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ilow  that  cauojht  the  eye.  and  eentrinir  all  was  a  canl  sriv- 
insj  tlie  liieatioii  where  the  sjoihIs  were  on  sale.  The  buyer 
certainly  had  not  baekinl  np  the  trimmer,  as  the  goods 
were  not  put  prominent !y  forward,  and  required  some 
little  .seareh  to  tind. 

Had  tliese  goods  been  placed  on  display  iu  the  rest 
room  they  would  have  attracted  marked  attention,  auil 
would  have  come  under  tlie  observation  of  the  customers 

like'v  to  bnv  them. 

'Clie  fancy  giUKJs  huyci'  iu  a  lary-c  store  in  one  o['  the 
larycr  cities  over  the  border  once  made  a  special  piirciias'> 

111'  Japanese  goods.  The  <inanlity  he  iiad  to  lake  to  secure 
llie  riii'lit  prices  was  a  large  one,  and.  tlici'efore.  lie  was 
s.iniewiiat  anxious  [o  iiave  them  sell  out  (|uickly.  He 
look  the  trimmer  into  his  ciuitidence,  and  as  a  result 

the  trimmer  trimmed  the  store's  elevators  with  Ihe  goods. 
Head,  rope  and  fancy  portieres  were  suspended  from  the 
centre  of  the  elevator  and  tbe  ends  hidden  under  ojiencd 

Two  of  a  series  of  Fall  opening  windows  put  in  by  H.  C.  Macdonald  for  the  W.  A.  Murray  Co.,  Toronto.  The  semi-classic 
period  backsround  was  of  wood  tinted  a  pale  greenish  tan,  harmonizing  beautifully  with  the  Autumn  landscapes,  painted  in 
appropriate  colors  to  form  the  panels.  Mirrors  filled  ihe  arched  central  openings,  flanked  with  fluted  pillars.  The  floor  wai 
covered  with  felt  In  the  same  soft  tan  shade.  Handsome  imported  gowns  and  wraps,  stunning  millinery  and  dainty  acces- 

sories arranged  with   great  skill   and  taste  rounded   out  a   most  attractive   display. 

Xot  all  lines  are  suitable  for  showing  in  this  place. 
there  must  be  some  element  of  high  style  or  .something 
unique  in  their  character  to  warrant  them  being  on  show 
there.  Xor  should  the  idea  be  overdone,  but  provided 
the  room  itself  is  suitable,  di-splayis  of  this  class  would 
add  to  the  attractiveness  of  the  room,  and  certainly  would 
be  of  benefit  to  the  department. 

parasols.  Kmbroideries  lined  the  sides,  and  the  electric 

lights  were  hidden  in  wrought  iron  lanterns.  The  effect 

was  very  striking,  and  had  a  marked  influence  upon  the 

sale  of  the  goods.  A  card  told  the  location  of  the  depart- 

ment, and  stated  that  the  goods  were  under-priced  be- 
cause of  the  large  purchase. 
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A  Pull  Turns  On  the  Light 
Better  than  electricity  or  city  gas,  cheaper 
than  coal  oil  or  candles.  Steady,  white,  brilliant ; 

%  cent  per  hour. 

Lighted  or  extinguished  by  pull  of  chain  and 
regulated  to  any  desired  candle  power  in  the 
same  way.  Colors  show  the  same  as  they  do 
by  sunlight,  even  the  shades  are  easily  dis- 
tinguished. 

ABSOLUTELY  SAFE 

No  smoke,  no  soot,  no  odor,  no  grease,  no 
wicks  to  trim.  Delivered  ready  for  any  one  to 
install.  Write  now  for  circular  and  special 
price  to  merchant  direct. 

For  stores,  homes,  churches,  hotels,  etc. 

MacLaren  ^  Co. 
Gasoline  Lighting  Systems 

MERRICKVILLE,  -  ONTARIO 

GOOD  DISPLAY  WILL  DOUBLE 
YOUR  SALES! 

It  is  a  well-known  fact  that  nothing  assists  so  forcefully  in  moving 
stock  as  its  effective  display,  and  it  is  also  a  fact  that 
you  can  show  your  goods  to  better  effect  on 

Clatworthy  Fixtures 
than  on  those  of  any  other  make. 

These  fixtures  combine   good    appearance,   durability   and 
general  utility  with  a  very  moderate  cost,  and  they  will  be 
found    to    meet   every    requirement   of    the    Canadian    Dry 
Goods  Trade. 

Every  Retailer  should  have  a  copy  of  our  new    1 36-pagfe  catalogue,  fully 

illustrated.      May  we  send  you  a  copy?     Ask  for  catalogue  "C." 

CLATWORTHY  &  SON 
Limited 

"The  Actual  Manufacturers"  159-161  Kind  St.  West,  TOROiN  TO,  ONT. 

Please  mention  The  Rd  tew  to  Advertisers  and  Their  Travelers. 



Trimmer's    Position    in    Country    Store   is   Not   so   Easy 
Often  Has  to  Break  Through  Time-worn  Customs  to  Bring  About  New 

Order  of  Things  —  He  and  Merchant  Sometimes  Have  Different  Opinions 
About   Fixtures  Required  —  Trimmer  Can   Construct  Many  Draping  Devices  > 

By  H.  C.  Macdonald  —  W.  A.  Murray  Co. 

WHO.  among  the  so-ealled  professional  w
indow 

triminois;,    has    ever   seen    the    trimmer   of   a 

eoiuitry  stiire  at  his  work?     Those  who  have 
will  be  ineliued  to  admit  that  he  is  one  of  tl;e 

hardest-worked  and  least  appreciated  men  in  the  profes- 
sion. 

The  eountry  trimmer's  position  is  no  sinecure  by  any 
means.  Not  onlj'  does  he  trim  the  windows  and  the  in- 

terior of  the  store,  but  he  has  other  little  duties  to  per- 
form of  which  his  brother  trimmer  is  unaware.  We  are 

inclined  to  be  too  critical  of  his  work,  and  less  charitable 
toward  him  than  we  should  be.  After  striving  in  his  owi; 
way  to  make  aii  elaborate  and  effective  window  display 
with  nothing,  probably,  for  fixtures,  but  an  old  packing 

ease  and  other  stands  of  home-made  order,  it  is  certainlj" 
discouraging  to  him  to  find  that  his  efforts  are  appreciated 

by  few. 
Trimmer  Must  Demonstrate. 

The  country  trimmer,  however,  is  sometimes  placed  at 
a  disadvantage.  Too  much  is  expected  of  him.  He  works 
every  opportunity  threadbare.  He  is  often  sent  to  some 
large  city  once  a  year  for  one  or  two  days  to  get  pointers. 
There  is  so  much  to  see  and  do  that  he  gets  only  confused 

ideas  of  an3"t'hing  and  goes  back  little  better  off  than  when 
he  went,  while,  if  he  remained  a  week  or  longer  he  wouid 

be  a'bleito  pick  up  some  ideas  that  would  be  of  real  value 
to  him.  He  should  be  given  every  chance  to  have  heart- 
to-heart  talks  with  head  trimmers,  and,  if  possible,  be  on 
the  job  when  some  notable  windows  are  being  put  in. 

Practical  Knowledge  for  Beginner. 

The  young  man  who  has  the  courage  to  tackle  a  coun- 
try store  can  make  great  strides  in  the  art  if  he  has  a 

mind  to.  Much  practical  information  is  published  nowa- 
days, and  this,  together  with  possibilities  of  personal  in- 

vestigation, render  excuses  out  of  the  question,  so  far  as 
the  beginner  is  concerned.  The  writer  knows  of  several 

eases  where  young  men  have  promoted  themselves  to  posi- 
tions where  their  salaries  doubled.     For  instance,  there  is 

Three  Requisite*. 

Aside  from  the  trimmer's  ability,  there  are  three 
requisites  to  the  proper  display  of  merchandise — first,  the 
goods  to  display;  second,  the  window  in  which  to  display 
them,  and,  third,  fixtures.  Every  store  should  have  a  fair 
erjuipment  of  standard  fixtures. 

The  merchant  who  pays  for  them  and  the  trimmer  who 
nst's  them  sometimes  have  different  ideas  on  the  matter. 
It  is  perhaps  true  that  some  trimmers  have  extravagant 
notions  as  to  what  they  need  in  the  way  of  fixtures.  The 
writer,  however,  inclines  to  the  belief  that  they  a,re,  for 
iho  most   part,   pretty   reasonable  in   this  respect.     They 

Winners 
in 

Window Competition 
The  winners of The 

Review's   window 
display 

competition    for 
March, 

April     and     May are    a,s 
follows : 

March.— 1,   J E Ed wards ,   with  A.   W. 

Cress- 
man,  Peterboro; 2 

H. Robinson,  with  R. 

McKay 

Co.,  Hamilton. 

April. — 1,  Ja5 >.  MeXieholl, with  Richard Hall  & 

Son,    Peterboro; 

2, 

W. And rews,   with    A nderson 
Co.,  St.  Thomas. 

May. — 1,  Jas 
McNicholl ; 

2,   A.   Fraser 

Little, 

Regina  Trading  ( 

Co., 

Regina. 

Cornucopia  Drape,  by  H.  C.  Macdonald,  W.  A. 
Murray  Co.,  Toronto. 

require  only  enough  to  do  their  work  properly.  On  the 

other  hand,  the  merc'hant  is  often  too  economical  when 
it  comes  to  buying  fixtures.  He  is  inclinel  to  look  upon 
money  spent  in  this  way  as  a  dead  loss.  It  is  certainly 
odd  ihat  a  merchant  should  pay  a  salary  to  a  window 

dre.'-fcr  and  then  limit  his  usefulness  by  refusing  to  supply" 
liiia  with  proper  tools. 

Of  course,  it  is  not  necessary  to  buy  all  the  fixtures 
that  are  used  in  the  store.  The  trimmer  can  make  some 

devices,  certain  kinds  of  draping  stands,  etc.,  that  will 
answer  his  purpose,  as  well,  or  better,  than  anything  he 
can  buy.     These  are  easily  made,  and  inexpensive. 

Gornucopia  Drape. 

A  practical  illustration  of  what  can  be  done  is  sug- 
gested by  the  accompanying  cut  of  the  cornucopia  draipe. 

The  stand  is  very  easily  made,  consisting  of  a  two-by-two 
upright  (of  inch  stuff)  and  a  heavy  piece  of  cardboard  in 
a  cornucopia  shape.  The  goods  are  stretched  tightly  over 
this  cornucopia  and  draped  from  the  upright,  while  one 
end  is  gathered  along  the  top  of  the  cornucopia.  Ribbons 
or  laces  are  then  draped  from  the  stand  to  give  it  a 
finishing  touch. 

Most  trimmers  have  plenty  of  the  wooden  uprights  or 

standards,  so  that  it  will  be  an  easy  matter  for  them  to 

use  this  drape,  as  they  will  only  have  to  add  the  cardboard 

or  carpet  paper.  If  they  use  thin,  sheer  fabric,  it  will  be 

necessary  to  use  a  lining  of  white  or  daintyi-eolored  ma- 
terial, so. that  the  standards  and  cardboard  will  not  show 

through,  and  also  because  the  effect  is  so  much  prettier. 

This  style  of  draping  is  not  only  good  for  the  windows, 
but  is  excellent  for  use  in  ledge  trims. 
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See  the  Contrast! 

Free  Daylight  did  it 

with  the  aid  of 

LUXFER  PRISMS 
There's  plenty  of  light  outside  to  flood  the  darkest  corners  of  your  store 
but  the  problem  is  how  to  get  it  inside.  Waterpower  has  been  harnessed 

and  made  to  work  for  man,  and  your  buildings  are  supplied  with  fresh  air 

by  means  of  fans  and  ventilators  !  Why  not  bring  in  the  sunlight  by  installing 

LUXFER  PRISMS  ? 

They  will  most  surely  catch  the  sun's  rays,  deflect  them  to  an^ 
given  angle,  and  flood  your   store  with  CHEAP  DA  YLIGHT. 

LUXFER  PRISMS  will  mean  an  immediate  and  continual 

increase  in  your  business,  because  a  bright  store  interior  as  a  trade 

winner  is  irresistible 

This  is  a  proposition  vital  to  the  interests  of  every  Dr^  Goods 

Man.  May  we  demonstrate  our  ability  to  assist  j;ou  in  your 

profit-making  ? 

Get  in  touch  with  us  to-day ! 

Ask  any  architect-HE  KNOWS. 

Luxfer  Prism  Co. 
Toronto    and    Montreal 

I'iease  mention  The  Kevieiv  to  Advertisers  and  Their    Travelers 
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Must  Be  a  United  Force. 

"It  camuit  be  li>o  euipluiiii'ally  impressed  that  the 
mauager.  the  decorator  and  the  ad.  man  must  wmk  haiul 

in  hand  to  obtain  best  results/'  states  A.  Fraser  Little, 
trimmer  for  Hie  Regina  Trading  Co.,  in  a  letter  to  The 
Review. 

"The  strength  of  united  effort,"  he  writes,  "cannct 
be  better  demonstrated  by  these  three  leading  factors  of 
the  retail  business  working  towards  one  common  object, 
the  highest  success  of  the  business  with  whieli  they  are 
connected. 

'*To  illustrate:  A  manager  thoroughly  conscientious. 
with  a  keen  eye  to  business,  ever  on  the  lookout  for  a 

"special  value,"  is  offered  a  regular  10c  value  gingham 
at  71  oc  per  yard,  providing  that  he  will  handle  the  en- 

tire balance,  which  the  wholesaler  has  to  offer,  something 

like  150  pieces  in  all.  He  realizes  he  has  been  oft'ered  a 
genuine  bargain;  he  knows  his  regular  stock  of  this  line 
is  fairly  well  assorted,  yet  he  feels  that  he  has  the  hearty 

co-operation  of  his  colleagues,  the  decorator  and  adver- 
tiser. He  wisely  considers  and  accepts  the  offer,  with 

instruction  for  same  to  be  shipped  at  once. 

"Forthwith  he  consults  'his  advertiser  and  decorator 
and  explains  to  them  the  whole  proposition.  These  men 
(who  should  be  experienced  retail  men  in  order  to  give 
best  service)  will  conclude  at  once  that  the  manager  has 
secured  a  snap.  After  a  free  open  discussion  as  to  the 

best  ways  and  means  to  handle  the  shipment,  they  unani- 
mously decide  to  have  a  clearing  Saturday  sale,  offering 

the  gingham  at  10^/2C  yard. 

"The  decorator  explains  that  he  will  put  in  a  special 
window  exhibit  for  several  days  preceding  the  sale,  and 
immediately  sets  to  work  to  plan  his  trim.  When  he  has 
done  so  he  takes  the  advertiser  into  his  confidence  and 

advises  him  that  his  display  will  consist  of  several  barrels 

daintily  shirred  with  white  material,  wit'h  turkey  red  bands 
lor  hoops,  from  which  the  gingham  will  be  tumbling  out 
iu  various  ways.  The  advertiser  takes  up  the  idea  and 
plans  his  advertising  accordingly,  giving  a  glaring  at- 

tractive headline,  such  as,  "Barrels  of  Ging-ham  at  10iy2C 
yard  Saturday,"  and  inviting  the  reader  to  view  the  win- 

dow display  and  see  the  goods  a,s  advertised. 

"What  is  the  result?  When  the  sale  day  arrives 
crowds  await  the  opening  of  the  sale;  their  keen  interest 
has  been  aroused;  throughout  the  day  ttirongs  of  people 
till  the  store  and  tliere  is  a  busy  hum;  the  entire  stock  of 

ginghams  is  cleared  out  and'  the  'business  has  had  a  rous- 
ing advertisement,  and  at  the  same  time  a  fair  profit 

realized  on  the  sale  goods.  AH  has  been  accomplished  by 

the  united  eff(n-ts  of  the  manager,  the  decorator  and  the 

advertiser." 

CASH^ 

PARCEL CARRIERS 
SAVE  TIME  &  MONEY 

OUR  GUARANTEE 
We  will  instal  a  System  of  Gipe  Carriers 
in  your  store;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  that 
they  give  you  BETTER  and  QUICKER 
SERVICE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUBES, 
CABLE  CARRIERS  or  CASH  REG- 

ISTERS, we  will  remoTe  them  at  our 

CATALOG  FREE 
THE    GIPE  CARRIER  COMPANY 
99    ONTARIO  STREET  TORONTO,  ONT. 

EUROPEAN  OFflC£:ili  nOLBORNLtNDON  CX.  tHC. 

Profitable  Display  Demands  Practical  Fixtures 

Practical  Counter  Notion 
Cabinets 

Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 

Holding 

From 

50  to  700 

Bolts 

of Ribbon 

PRACTICAL 

RIBBON 

CABINETS 
PRICE  LIST 

Cabinet 

No. 

Capacity 

Bolts 
2714X  6>^x26J.i 

28Kxl4  x26 
^8Mxl4  x38 
28Kxl85^x38 28^x2.8  J^xSS 

28Kx27Xxa8 
28Kx32J^x38 
28Xx42Kx43K 

50 
100 
150 

250 

325 
400 
475 
700 

$  6  00 
10  00 
13  50 

18  50 23  00 

26  00 
30  00 
42  00 

MADE  OF  OAK 

No.  3  -Practical  Ribbon  Cabinet 

Practical  Counter  Notion  Cabinet 
Dimensions— width,  '28  in,;  height  at  back,  lO^-in;  height  in  front,  4J-in. 
Made  regularly  in  5  lengths-37-in.,  48-in.,  60-in.,  72-in.  and  96  in.  The  37-in  is 

divided  into  6  compartments,  5V2x6x3  in.,  10  compartments  6^x6x3  in.,  4  compart- 
ments 8xf)x3  in.;  all  in'-ide  n"easurements.  Longer  lengths  are  divided  into  same 

size  compartments  but  proportionate  number.  Hoxes  are  removable  and  are  made 
of  white  bass  "vood,  finished  natural.  The  frame  is  made  of  oak  with  antique  finish. 
The  back  of  each  case  has  a  strip  |  m.  wide  for  use  as  a  yard  measure.  All  com- 

partments have  card  hold  rs  of  solid  brats  for  price  marks. 

No.  5.   37-in.  long 
No.  (i,   48  in,  long 

PRICE  LIST 
$  9  00  No.  7,  HO-iti    long 
10  00  No.  8.  72-in.  long 

No.  9.  96-in.  long  $16  00 
$  U  .50 

13  50 

Practical  Piece  Goods  Fixtures 
The  proper  c^isplay  of  ginghanns,  prints,  and  piece  goods  in    general    requires  a 

Practical  Counter  or  Floor  Fixture.     Either  holds  forty  pieces.    Any  piece  removed 
without  disturbing  the   others.     Strong     spring    wire   shelves,    adjustable  to   any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.   Price,  $6.50. 
Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50.  Counter  Fixture 

FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND   FOR   CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO..     Manufacturers.     ILION.  N.Y. 

Please  mention  The  Revievu  to  Advertisers  and  Their  Travelers 
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Coats   Will    Have    Strong    Vogue    for    Fall    and    Winter 
Full  Lengths  in  Colored  Diagonals,  Tweeds  and  Scotch  Mixtures— Seal  Plush 

and  Caracul  Good  — Paisley  Printed  Silks  High  Novelty  in  "Waists— Transpar- 
ent  Fabrics   in  the   Lead— Buyers   Asking  for   3/4   Sleeves  in  Dressy  Waists 

MANUFACTURERS  unite  in  the  expression  of  the
 

opinion  that  the  coming  Fall  and  Winter  is  to 
see  a  big  sale  of  coats.  Buyers  evidently  share 
this  opinion,  as  they  have  already  placed  large 

orders  for  separate  coats.  Much  of  this  confidence  is  due 
to  the  way  in  which  separate  coats  have  sold  this  Spring 
and  Summer,  and  to  the  fact  that  fashion  is  favoring 
wraps  of  all  descriptions. 

The  demand  is  for  the  full-length  coat,  and  the  ten- 
dency is  for  garments  that,  while  defining  the  figure, 

gives  a  slender  effect.  The  newer  mode's  are  less  fitted^in 
at  the  waist  line  and  a,re  cut  without  any  superflous 
fullness,  and  are  obviously  designed  for  wear  over  tighter 
skirts. 

Velvet  is  very  much  used  for  collar  facings,  both  in 
black  and  in  the  same  color  as  the  coat.  Many  colors 
have  touches  of  Persian  effects  in  the  braids  tha,t  are  used 

as  trimmings  on  collar  and  cuffs.  During  the  last  month 
moire  'has  made  its  appearance,  and  some  of  the  latest 
models  are  faced  with  this  silk.  Souta,che  and  black  satin 

pipings  are  also  trimming  features.  Handsome  coats  arc 
trimmed  with  wide  wood-silk  braids  in  Hercules,  ribbed 
and  in  basket  patterns. 

Large  Fancy  Buttons 
Manufacturers  are  using  very  handsome  fancy  metal 

buttons,  which  greatly  add  to  the  appearance  of  the  gar- 

Waist  of  Chantecler  Waist  of  Paisly  Patterned  Jap  Silk 

—  Shown  by  The  Helena  Costume  Co., 
London,  Ontario. 

Though  the  very  long  shawl  collar  is  gone,  many  models 
show  the  moderate  shawl  that  does  not  open  so  far  as  that 
worn  this  Summer.  Round  cape  effects  and  cape  fronts 
with  sailor  backs  are  shown  on  many  models. 

Many  coats  have  the  straight  military  collar  and  the 
military  turnover  model  with  the  side  fastening.  Some 
models  are  so  cut  that  they  can  be  worn  with  the  revers 
opened  or  closed,  and  coats  that  fasten  to  the  side  are 
shown,  and  are  likely  to  be  very  much  worn, 

Fancy   Hexicon   Net,   with   deep  tucks,  edged  with 

folds  of  silk,  front  trimmed  with  lace  oover- 
ed   buttons  to  match— Shown   by  R,   D. 

Fairbairn   Co.,   Ltd.,  Toronto, 

ments.  These  are  in  chased  metal  and  are  often  jeweled, 
as  well,  and  odd  shapes,  such  as  oval,  diamond,  etc.,  are 
used,  as  well  as  the  conventional  round  button.  Buttons 
are  all  large  in  size. 

Strong  Vogue  for  Rough  Materials 
Rough  materials  are  very  much  in  evidence,  indeed, 

rough  fabrics  are  almost  invariably  used,  save  for  dressy 
coats  of  black  and  colored   kerseys  and  broadcloths. 
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SKIRTS 
Unrivalled  for  their 

Style,  Fit  and  Finish 

The  Only  Skirt  with  the  No-Sag  Bacl( 

OUR  SPECIAL  FOR  JULY 

Black  Voile,  with  Silk  Straps  and  Buttons. 

Price  $4.95. 

vC'rite  us  for  Samples  or  give  us  an  open 

order  ana  we  will  soon  convince  you  that  we 

win  hotn  in  quality  ana  price. 

Gardner,  Foley  &  Co.,  umited 
24  Ryerson  Ave.,  TORONTO 

Fniu'y  clioviots  ami  diasioiials  in  a  big  range  of  colors. 
Fiiu'  twoods.  in  invisible  stripe  effects  and  fancy  mixtures, 
are  very  popular  cloths.  For  the  looser  a.utomobile  coats, 
which  are  cut  with  the  loose  strapped  back,  Scotch  mix- 

tures and  rough  tweeds  are  selling. 

Chamois,  lime-green,  nickel.  Royal,  rhubarb,  oKl  rose 

and  pai't'uin  are  some  of  the  leading  colors.  Grey  mix- 
tures, in  boih  diagonals  and  tweeds,  are  very  strongly 

represented,  bui  the  tendency  at  i)resc'nl  is  towards  Ox- 
fords, rather  than  silver  greys. 

Very  few  models  are  lined  throughout,  as  with  the 

long-length  coats  now  selling  this  adds  very  materially 
both  to  the  weight  of  the  coat,  as  well  as  to  the  expense. 
Broadcloth  and  kersey  coats  are  elaborately  trimmed  with 
soutache  bands  and  braided  motifs,  and  wide  fancy  braids 
are  also  very  much  used. 

Collar  and  Cuffs  of  Fur 

Seal  i)lnsh  and  caracul  are  also  selling,  and  many 
models  have  the  collar  and  cuffs  of  fur.     Models  that  are 

Seml-tailored  Waist  oP  Lawn  and  Embroidery    with  side   fastenings 
—  Shown  by  The  Star  Whitewear  Co.,  Berlin,  Ont. 

not  trimmed  with  fur  liave  either  the  modified  shawl  col- 

lar or  the  military  collar  and  the  side  fastenings.  'Ha.nd- 
sume  oxidized  buttons,  chased  and  jeweled,  are  used  fast- 

ened with  coi'd  hiops.  From  the  west  and  the  colder 
sections  of  the  country  there  is  coming  a  good  demand 
for  fur-lined  coats. 

Simplicity,  as  Well  as  Novelty,  in  Waists 
Designers  have  put  a,  great  deal  of  thought  and  time 

into  the  making  up  of  the  new  vv-aist  lines  for  Fall. 

Though  the  simple  effect  and  tailored  and  semi-tailored 
styles  are  still  the  mode,  there  is  a  strong  element  of 
novelty,  due  to  the  use  of  new  materials,  or  to  new  ways 
of  using  well-known  waist  fabrics. 

Printed  Persian  fabrics  are  the  most  prominent  of 

these  fa'brics;  chiffon  waists  are  lined  with  Persian  printed 
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The  Advantage  of  a 

Good  Reputation 
The  other  day  I  happened  in  to  the 

interesting  show-room  of  Home  & 
Watts,  Ltd.  As  every  reader  of 
The  Dry  Goods  Review  knows,  they 

make  children's  and  misses'  dresses  of 
every  description. 

Mr.  Watts  had  just  come  in  from 
the  factory  with  a  mighty  nice  muslin 
and  embroidery  dress,  apparently  for 
a  miss  of  about  i6.  I  remarked  that 

it  was  a  very  handsome  garment.  Mr. 
Watts  modestly  assented. 

He  said  it  was  one  of  a  number 

being  made  up  to  fill  an  order  placed 
by  a  merchant  in  Vancouver.  (If  I 
were  at  liberty  to  mention  his  name 
you  would  all  recognize  him  as  a  big 
successful  merchant.) 

It  appears  that  a  few  days  before 
my  call  Home  &  Watts  had  received 
a  letter  from  this  man,  something 

after  this  fashion: — "Make  me  up  a 
couple  of  dozen  dresses,  assorted 
sizes,  to  sell  from  $4.00  to  $6.00 

each."  The  whole  matter  of  style, 
color,  trimming,  material,  was  left  en- 

tirely to  the  judgment  of  Home  & 
Watts. 

I  thought,  when  told  of  the  circum- 
stance, that  this  merchant  had  a  whole 

lot  of  confidence  in  the  firm,  and  re- 
marked as  much. 

Then  this  story  was  told.  When 
Mr.  Home  and  Mr.  Watts  were  start- 

ing in  business  for  themselves  and  had 
secured  a  location  on  the  top  floor  of 
a  much  smaller  building  than  they  are 
now  in,  this  Vancouver  merchant  call- 

ed on  them  one  day, — and  he  had  to 
climb  two  hard  flights  of  stairs  to  find 
them.  When  he  came  in  one  of  the 
members  of  the  firm  was  sweeping 
the  floor,  and  the  other  was  rigging 

up  a  sample  counter.  "Boys,"  saia 
he,  after  greetings  had  been  exchang- 

ed, "this  work  won't  bring  in  many 
orders."  They  agreed,  but  remarked 

that  it  was  necessary  work.  "Well" 
he  added,  "you'd  better  make  me  up 
about  $500.00  worth  of  dresses,  and 
send  them  along  as  soon  as  you  can. 

That'll  do  for  a  start." 
And  so  they  received  their  first 

order.  It  was  the  first  of  many  from 
that  merchant,  and  during  that  year 
Home  &  Watts'  sales  to  that  one  store 
amounted  to  over  $2,000.00.  And 
every  little  while  since  another  order 
has  come  from  the  same  source. 

It's  often  not  hard  to  get  the  first 
order — if  the  merchant  needs  the 

goods — but  unless  satisfaction  has 
been  produced,  subsequent  orders  are 
likely  to  be  pretty  scarce. 
Individually  Mr.  Home  and  Mr. 

Watts  were  known  to  this  merchant 
before.  They  were  known  favorably ; 
known  as  men  whose  word  was  good, 
and  as  men  who  knew  their  business. 

They  had  made  good  before ;  they 

made  good  then  ;  and  they  have  con- 
tinued to  make  good  ever  since. 

It's  a  mighty  good  thing  for  two 
young  men  starting  in  business  that 
each  of  them  is  able  to  bring  to  it  a 

good  reputation,  but  it's  a  great  deal better  that  they  are  able  to  still  bear 
it,  and  to  make  it  better  with  every 

year. 

They  tell  me  over  at  Home  & 

Watts'  place  that  their  line  of  Fall 

samples  of  Children's,  Boys'  and 
Misses'  dresses  is  now  out,  and  that 
it  is  about  as  nifty  a  line  as  has  ever 

been  shown  anywhere.  They'd  be 
glad  to  send  a  selection  to  any  respon- 

sible drygoods  merchant.  Their 
address  is  Adelaide  and  Duncan  Sts., 
Toronto. 

B 
Please  meiition  The  Review  to  Please  niciitioii  The  Reviciv  to  Advertisers  and  Their 
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Your  Fall 
Skirt  Business 

will  pay  you  better  pro- 
fits, gain  you  more  new 

customers,  hold  more  of 

the  old  ones,  if  you  handle 

garments  whose  style,  fit 

and  quality  cannot  be 

disputed. 

Actual  instances  have 

shown  us  convincingly 

that  no  such  satisfying 
returns  can  be  obtained 

from  any  other  section  of 
the  store  as  from  a  de- 

partment stocked  with  the 

Livingston  &  Scott 
Dress  Skirts 

Specializing  on  Ladies' 
Dress  Skirts,  we  can  give 

you  better  style,  better 
cloths,  better  fit  and  better 
service. 

It  pays  to  buy  our 
DRESS  SKIRTS 

Livingston  &Scoti 
EXCLUSIVE  MANUFACTURERSof 

LADIES'  DRESS  SKIRTS 

Jajis.  or  Persiaii-printc'il  cluffun  veils  a  lining  of  soft 
iallVla  in  some  shade  that  harmonizes  with  the  colors  in 
ilie  chilTon.  Newer  still,  tailored  models  are  made  of 

printed  Jap  satins,  trimmed  with  pipings  of  black  or  con- 
irasting  color. 

Chiffons,  marquisettes,  both  plain  and  fancy,  are  posed 
over  linings  of  soft  taffeta  or  of  tucked  and  lace-trimmcd 
net.  Jumper  styles  are  strong,  and  the  yokes  or  chemes- 
settes,  are  of  Val.,  cotton,  Cluny,  or  baiby  Irish,  with  liand- 

some  motifs  in  Venise,  and  with  matching  ci'ochet  buttons 
or  crochet  buttons  of  antique  gold  or  silver.  Tiny  black 
satin  buttons  are  also  much  used. 

Some  of  the  waists  also  show  pipings  or  cordings  of 

black  satin,  Persian-patterned  satin,  and  of  higJi  con- 
trasting colors. 

These  Paisley-patterned  effects,  it  is  believed,  will  be 
the  forerunner  of  stripes  and  cheeks.     Stripes  and  checks 

Lawn  Waist  Showing  Novelty  Side  TrimminE  Effect  —  Shown 
by  The  Slar  Whitewear  Co  ,  Berlin,  Ont. 

in  black  and  white  effects  a.re  already  showing,  and  point 

the  way  for  another  season's  business. 
Black  chiffon  waists  over  white  net  and  trimmed  with 

black  lace  with  white  lace  yokes  and  sleeve  trimmings  are 

selling  well,  as  black  a,nd  white  will  he  a  favorite  com- 
bination this  'Fall. 

In  high-class  waist  lines  tailored  and  peasant  models 
in  crepe  de  chine  are  selling. 

Many  of  tlie  new  models  in  dressy  waists  show  the 
three-quarter  sleeve,  as  buyers  are  asking  for  this  length. 

Dresses  and  Costumes 

The  manner  in  which  dresses  have  sold  since  the  Spring 
season  opened  has  been  a  great  surprise  to  many  in  the 

li'ade.  Xot  only  have  dresses  been  a  big  item  during  the 
passing  season,  but  those  firms  who  are  properly  equipped 
lo  do  a  dress  business  are  receiving  good  orders  for  the 
coming  Fall. 

Models  seen  so  fa.r  are  practically  reproductions  of 

the  latest  of  the  Summer  models  made  up  in  fabrics  suit- 
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Elaborate  'Wrap  of  Souple  Satin,  Sliowiiig  the 
New  Banded-in  Style.      Tlie  Collar  is  of 
Skunk,  and  the  Trimming  Bands  are 
Heavily  Soutached  or  Embroidered. 
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ab!o  for  Fall  sellinsr.  Panamas,  fine  sersres  aiul  Vonc- 
tiaivs.  trimmed  with  soutache  embroiileries.  luacliine  em-. 
broideries  and  braided  motifs  have  been  pnt  out  for  the 

early  line.  These  are  made  up  into  coat  dresses,  with  the 
bloused  waist  and  with  both  the  round  and  liiirli  neck 

and  lonsr.  tiirhl  sleeves.  The  skirts  are  in  tunic  etfei't, 
with  a  pleated  Hoiince.  Many  of  these  dresses  have  nar- 

row belts  of  patent   leather. 

For  the  later  models  silk  and  wool  fabrics,  such  as  silk 

and  wool  tnssalis.  irloiias.  coliennes.  talTetas.  Jap  satins 
in   plain   and   Paisley   i>riiiliniis.   ;uul    foulards  .is   well   as 

Ltwn  Waist  Showing  Collarlcis  Effect  and  Elbow  Sleeves— Sliown 
by  The  Star  Whiiewear  Co.,  Berlin,  Ont. 

c-hiflfons.   are   talked   about,  as  transparent  effects  are   so 
fashionable  tliat  tliev  aie  sure  to  he  wanted  later. 

Juvenile  Wear. 
Manufacturers  are  pullini;  out  smart  lines  of  chil- 

dren'.s  coats  for  the  coming  Fall,  and  the  fact  that  the 
children's  garment  department  is  a  popular  one,  and  one 
in  which  ibusine.ss  is  growing,  is  shown  by  the  size  of 
the  orders  placed  for  Fall. 

Bindings  of  black  velvet  and  of  wide  black  basket- 
weave  braid  finish  the  edges;  the  collar,  pocket  flaps,  culVs. 
p.nii  fronts  being  all  bound.  Touches  of  soutache  and 

gimp  showing  gold  threads  are  also  used,  and  the  fast^■l.- 
ings  are  tchieved  bv  means  of  handsome  metil  bu.;ons 
or  buttons  of  soutachi  braid,  or  covered  rimmed  bulirjn? 

to  match  the  elath.  Militarj-  and  turnover  collars  finish 
the  neck  and  all  coats  button  in  sensiible  fashion,  high  al 
the  neck,  protecting  the  neck  and  throat. 

Novelties  include  double  military  capes  that  are  both 
smart   and  comfortable.     These  capes   are  made  of  navy. 

chevioi  or  kersey,  atul  ai-e  faced  in  I'n.iil  witli  scarle! 
mililary  cloth,  decorated  with  siniuhitcil  hulUm-lioh's  of 
soutache  hraiil.  These  capes  have  the  miliary  lunulowu 

collar,  and,  like  the  coats,   I'aslcn   well   u|)  lo  the  throat. V 

Separate  Skirts 
Manufacturers  of  separate  skirls  are  finding  a  good 

outlet  for  these  garments.  Every  merchant  stocks  skirts 

as  a  staple  seller,  as  a  garment  that  eacli  season  is  al- 
ways in  more  or  less  demand,  and  merchants  of  tliis  class 

are  buying  theii-  usual  quota  of  separate  skirts.  Tliere 

are  also  many  mercha.nts  in  the  smal'er  centres  who  ai'e 
afraid  to  tackle  dresses  because  of  their  iiovelly  and  of 
tiie  alteration  problems  tliat  they  believe  they  present. 
These  merchants  believe  that  tlie  Fall  is  to  be  a  big  coat 
season,  and,  therefore,  they  are  putting  in  separate  skirts 
and  waists  to  wear  under  the  long  coat. 

Tunic  effects  are  the  strong  feature  at  present,  and 
almost  all  models  are  in  this  style,  combined  with  panels 

and  pleals.  Long  pleats  stretched  down  to  foi'm  a  yoke 
are  also  shown. 

Some  of  the  newer  models  are  beginning  to  show 
modifica.tions  of  the  banded  effect,  though  this  fashion  in 
its  more  extreme  form  has  little  chance  of  being  included 
in   ready-to-wear  lines. 

The  colors  selling  are  black,  navy,  light  navy,  grey, 

garnet,  myrtle  and  nut  brown. 

Military  Cape  with    Scarlet     Facines,    trimmings    of 
wide    fancy    braid   and  simulated  button  holes 

of  soutache       Shown   by  the   Hutner 
Cloak  Co.,  Toronto. 

High  style  novelties  in  petticoats  in  imported  lines  a.re 
i-hown  that  are  not  more  than  1%  yards  wide  and  have  no 
dust  frill.  It  is  needless  to  say  that  no  Canadian  models  are 
so  extreme.  But  there  certainly  are  modifications  from 

ihe  widths  of  last  year  and  all  petticoats,  even  the  cheap- 
est, are  so  cut  that  the  old-fashioned  wide  gore  at  the 

back  is  eliminated.  Women  are  getting  more  critical  and 
will  not  buy  skirts  cut  in  this  manner  as  readily,  hence 
the  change. 
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R.D.FairbairnCo.,Lt(l. 
Presjhys  D.  Fa'rbairn.  Yiee-Pres.,  F  J.  Knight,  W.  C.  Ciifi 

Toronto,    -     Ontario 

A  few  styles  from 

our  fall    range  of 

Popular  Priced  Garments 

Slyle  F  1284,  at  $2.75 

Good  quality  black  taffeta  silk, 
trimmed  with  cluster  tucks,  self 
covered  buttons  and  fine  side 

pleating. 

Style  F  275,  at  $3.50 

Medium  weight  panama  skirt 
with  the  popular  side  pleated 
flounce. 

A   veiy    effective     skirt    at    a 

popular  price. 

Style  F  1307,  at  $4.75 
Fine  silk  chiffon  cloth  over  Jap. 

lining,  trimmed  with  lace  yoke 
and  cording  to  match. 

A  very  up-to-date  design. 

Style  F  635,  at  $6.75 

Skirt  of  good  quality  black  voile, 
trimmed  with  fancy  cording. 

A  leader  specially  priced. 

Style  F  4114,  at  $13.50 

Taffeta  Silk  Dress  with  silk  em- 

broidered lace  yoke  and  fancy  cording 
at  waist  and  on  sleeves. 

A  very  effective  style  on  which  we 
can  make  prompt  delivery. 

f  lease  mention  The  Reviezv  to  Adi'ertisers  and  Their    Traz'clers 
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I'laiti-tiiilorcd  Tweed  Suit  in    Burgundy  Shade. 
Xeck  Kuff  and  Muff  of  Wliite  Fox. 
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PRINCESS  SLIPS 
We  show  here  THREE  OF  OUR  LEADERS  for  Immediate  DeHvery. 

The  range  includes  the  most  attractive   and   best   selHng   Une   of    Princess  style  garments 
ever  shown  in  Canada  and  they  are  made  to  sell  at  all  prices. 

Send  to-day  for  a  selection  of  these  garments,  giving  an  idea  of  the  price  range  you  want. 
They  will  surely  please  you. 

The  Eclipse  Whitewear  Co.,  Limited 
1  OrOntO  See  next  page. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Our  Travelers  are  Now  on  the  Road 

Write,  Wire  or  'Phone  Us  if  They  do  not 
Reach  You  as  Soon  as  Wanted 

You  Know 
from    experience   that   business   founded    on   friendship   is   friendship   ended.       Friendship 
founded  on  business  is  friendship  assured. 

Eclipse  Goods 
assure  friendship  for  your  Wliitewear  Department,  because  their  sale  is  based  entirely  on 

merit,  attractive  style,  perfect  material  and  careful  manufacture. 

It's  not  what  we  c/a{?n — it's  what  the  goods  prove. 

The  Eclipse  Whitewear  Co.,  Limited 
Toronto  See  next  page. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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1000  Dainty,  Crisp,  New  Styles 

Write,  Wire  or  'Phone  if  Our  Travelers  do  not 
Reach  You  as  Soon  as  Wanted 

T/iat  Something  Different 
is  just  what  distinguishes  Edipse  garments,  and  makes  them  easily  sold.  It  is  a  blending 
of  good  taste  in  trimmings  with  perfect  fit  and  satisfactory  wear  that  has  made  our  goods 

so  popular. 

Your  Sales 
can  be  doubled.     We  have  helped  others   to   do   this   and   can    do  the  same  for  you,     // 
is  the  somethi?ig  different  that  does  it. 

The  Eclipse  Whitewear  Co.,  Limited 
1  OrOllLO  See  next  page. 

P\4ase  mention  The  Review  to  Advertisers  and  Their  Travelers 
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|n  ̂ We  Want  a  Still  Larger  Share  of  Your  Orders 
Write,  Wire  or  'Phone  Us  if  Our  Travelers  do  not  Reach  You  as  Soon  as  Wanted. 

The  Best  yldvertising 
you  do  is  no  good  if  the  customers  are  not  pleased.     It  is  the  feeling  of 
satisfaction  after  their  purchase  is  made  that  brings  them  bacic. 

This  Is  JVhat 
Eclipse  Goods  Do 
The  styles  are  so  dainty  and  the  prices  so  attractive  that  to  see  is  to 

buy.  Then  comes  the  real  trade-winner,  *' quality,''  and  perfects  the 
good  impression  and  makes  the  pleased  purchaser  a  permanent  one. 

THE  ECLIPSE  WHITEWEAR  CO., 
Limited, 

TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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One-piece  Dress,  Tunic  Effect.    Yoke  and  CufT 

of  Net  and  Persian  Bands. 
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Six  Trade  Winners 

No.  307,  SILK No.  216,  NET No.  336,  SILK 
Fine  quality    French    Messaline,    tailored  Good  weigrht  and  quality  French  Taffeta  ;  Mercerised     embroidered   all-over    Net    in 

effect.     Eigrht  clusters  of  four  tucks,  tucked  latest  side  tailored  effect ;  trimmed  with  self  colors   of  white   and   ecru.      Lined  with  silk, 
collar  and  cuffs.     Especially  good  value.  buttons.     A  winner.  collar  and  cuffs  trimmed  with  val.  lace.  Very 

Retail  at    $4.50.  Retail  at  $4.50.  specia . Retail  at  $3.75. 

No.  326,  SILK 
French  Taffeta  ;  two  clusters  of  fine  small 

tucks,  one  inch  tucks  to  form  Gibson  effect. 
Front  plait  tucked  and  trimmed  with  self 
folds  and  buttons.  Opens  side  of  front  plait. 
A  leader. 

Retail    at  $3  50. 

No.  261,  SiLK. 

Jap  Silk;  two  clusters  of  ftne  small  tucks, four  half-inch  tucks ;  open  front ;  collar  and 
cufls  tucked. 

Retail  at  $2.00. 

No.  474,  BATISTE French  all  wool  Batiste,  in  colors  of  black, 
navy,  cardinal  and  cream  ;  self  tucked  yoke 
trimmed  with  knife  plaited  taffeta  silk  ;  Gib- 

son shoulder  :  tucked  collar  and  cuffs.  A 
leader. 

Retail  at  $2.50. 

Helena  Costume  Co.,   Limited 
LONDON, CANADA 

Please  mention  The  Rdieiv  to   Advertisers  and  Their  Travelers. 



How  to  Get  Best  Results  From  Ready-to-Wear  Department 
Successful  Merchant  Describes  Essential  System  and  Method  in  Arranging  and 

Displaying  Stock,  conducting  sales,  Treatment  of  Customers,  Recording  Pur- 

chases, Buying  and  Selling  Women's  Ready-to-Wear  Garments  of  Every  Kind 

The  foUowingf  articles  by  W.  J.  Thompson,  of  Thompson,  Limited,  Sault  Ste.  Marie,  Ontario,  has 

been  awarded  first  prize  in  connection  with  The  Review's  recent  offer  of  $50  in  cash  for  the  three 
jest  articles  on  "Conducting  the  Ready-to-Wear  Department." 

THE
  ready

-to-wear departmen
t  

in  tbe 

dry  g'oods  store 
should  be  located 

so  as  a  portion  of  it  will 

have  a  semi-priva
cy  

that  no 
other  part  of  the  store  en- 

joys. Intending
  
purchasers

 

•do  not  like  to  try  on  and 

purchas
e  

ready-to-w
ear 

garments  where  they  are  ex- 
posed to  the  curiosity  and 

gaze  of  all  other  kinds  of 
customers.  Where  they  have 

not  that  privacy  they  com- 
plain about  it,  and  some 

times  go  out. 
The  stock  should  be  kept  in  sections;  as,  for  instance. 

a  place  for  separate  coats,  a  place  for  suit  coats,  a  place 
for  separate  skirts,  a  place  for  suit  skirts,  a  place  for 

children's  coats,  etc.,  and  if  possible  every  outside  gar- 
ment should  be  kept  hanging.  They  should  be  hung  on 

racks,  and  all  coats  should  be  hung  up  on  hangers^there 
are  many  kinds,  all  with  good  points — the  best  being 
those  that  are  so  constructed  that  the  collar  of  the  coat 

does  not  rub  on  the  hook  of  the  hanger. 

How  to  Fold  Skirts. 

Skirts  should  be  folded  twice  only,  in  this  manner: 
Take  the  band  in  the  centre  at  the  front  with  the  right 

hand;  have  it  fastened  at  the  back,  grasp  it  at  the  mid- 
dle of  the  back  with  the  left  hand,  now  fold  it  forward 

with  the  right  hand,  about  one-third  of  the  way  across, 
and  double  it  back  towards  you  with  the  left  hand,  the 
band  will  then  be  in  three  folds,  the  skirt  will  drop  to 
its  place,  you  can  then  put  on  the  ordinary  wire  clasp 
holder.  Skirts  kept  this  way  allways  look  well,  it  keeps 
them  smooth  and  clean. 

Skirts  should  be  kept  according  to  size.  For  example, 

keep  all  your  21-ineh  bands  together,  regardless  of  quality, 

price  or  length,  do  the  same  with  the  22 's,  and  right  on 
up  to  your  largest  sizes.  Of  course,  if  you  carried  a 
very  large  stock,  you  would  keep  your  silk  and  voiles  by 
themselves,  but  always  in  this  order. 

This  System  Avoids  Confusion. 

Keep  separate  coats  of  all  kinds  on  a  separate  rack 
from  suit  coats.  Suit  skirts  should  always  be  kept  away 
distinctly  from  any  other  skirts,  all  these  garments  should 
be  kept  according  to  size  as  outlined  above. 

This  method  of  keeping  stock  saves  an  endless  amount 
of  time  when  serving  customers.  The  most  important 
thing  to  knoWj  when  a  customer  asks  for  a  garment,  is  the 
size.  Soon  as  you  know  that,  you  go  to  where  the  size  is 
kept,  and  you  show  only  the  size  required,  or  yon  should 
only  show  the  size  required.  It  is  a  fatal  mistake  to 
show  a  purchasing  customer  garments  you  cannot  fit  her 
in,  because  if  she  takes  a  notion  to  it,  she  will  want  it, 
and  will  not  take  what  you  can  fit  her  in.  and  as  a  result 
a  sale  is  lost. 

LOCATION  AND  STOCK  ARRANGE- 
MENT. 

Department  sJiould  be  so  located  as  to  luiz'c 
semi-privacy.     It  helps  sales. 

Stock  should  be  kept  in  sections.  This  plan 

saz'es  time  zvJien  serving  ciisto)ners. 
Buyer  must  be  clear  on  trend  of  style,  and 

liave  definite  knozclcdge  of  sices  and  colors 

required.  Average  tvoman  likes  to  Iiave  eon- 
trol  of  any  particular  line  of  garment. 

One  of  best  advertisers  is  a  good  window, 
containing  three  or  four  figures,  elaborated 
zvitJi  collars,  jabots,  ties,  gloves. 

In  the  keep  and  selling 

of  blouses,  the  samo  method 

should  be  used  as  in  the 

case  of  the  other  outer  gar- 
ments. 

For  displaying  these 

garments,  in  addition  to 

the  racks,  there  is  no  bet- 
ter way  than  keeping  good 

figures  clothed  with  nice 
garments  and  well  placed 
in  the  conspicuous  parts  of 

the  department. 

Display  Lingerie  Goods. 
For  nice  delicate  blouses 

of  all  kinds,  lingerie  goods,  neckwear,  ties,  and  all  other 

ladies'  furnishings,  the  silent  salesman  is  the  most  suit- 
able, and  should  be  placed  as  near  the  entrance  of  the  de- 

partment as  possible,  so  that  every  lady  entering  will  be 
sure  to  see  this  small  stuff. 

There  should  be  a  number  of  sales  tables  placed  con- 
venient to  the  sections  that  contain  your  larger  gar- 

ments, as  they  are  very  convenient  to  drop  your  gar- 
ment on     and  handle,  while  showing  your  customer. 

As  to  the  buying  for  this  department  it  should  never 
be  done  promiscuously,  the  buyer  must  have  a  clear  idea 
as  to  what  is  wanted.  He  must  be  clear  on  the  trend  of 

style,  and  get  it,  he  must  have  a  definite  knowledge  of 
sizes  and  colors  required.  He  must  buy  systematically. 
For  instance,  take  suits.  First  select  the  styles  you  want, 
then  select  your  colors.  Say  you  have  selected  your 

styles.  Now  take  navy,  take  32  in  one  style,  34  in  an- 
other, right  up  to  your  largest  sizes,  do  the  same  with 

your  other  colors,  and  you  need  not  get  more  than  two 
suits  of  a  size  in  each  color,  and  the  result  will  be  you 
will  have  a  very  complete  stock  and  have  very  few  exactly 
alike,  and  that  fact  very  often  induces  a  customer  to 
buy,  as  the  average  woman  in  the  towns  likes  to  have 
control  of  any  particular  line  of  garment.  If  possible, 
they  want  the  style  or  color  to  themselves. 

Windows  have  Pulling  Power. 

The  best  form  of  advertising  is  a  good  window — three 
or  four  figures  in  the  window,  clothed  in  the  leading  styles 
elaborated  with  collars,  jabots,  ties,  gloves,  and  other 

small  articles  belonging  to  a  woman's  wardrobe,  not  too 
many,  just  a  few,  with  a  show  card  giving  the  price,  size, 
and  a  short  description  of  the  cloth  used  in  the  suits. 
Windows  of  this  kind  never  fail  to  get  business.  Supple, 
ment  this  with  a  chaste-looking  folder  giving  cuts  of  your 
leading  styles,  with  price,  sizes,  and  descriptive  matter 
as  to  tailoring,  durability  of  cloth,  fastness  of  color,  and 
be  sure  you  get  it  placed  in  the  hands  of  your  possible 
customers,  and  if  you  have  the  goods  to  back  it  up  there 
need  be  no  fear  of  results. 

No  Direct  Charge  For  Alterations. 

Alterations  are   an  important  feature,   as  no  ready-to- 
wear  department  can  handle  suits,  skirts,  or  coats,  with 
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To  the  Buyers 

As  it  is  impossible  to  have  you  here 

and  talk  to  you  personally,  let  this 

serve  as  an  introduction  to  the  071  ly 

specialists  in  the  manufacture  of 

Misses'  and  Children's  Cloaks  in 
Canada. 

We  are  giving  to  every  Canadian 

buyer  the  advantage  of  our  17  years' 
experience  in  the  manufacture  of 

these  garments  in  the  City  of  New 
York. 

You  can  make  no  mistake  by  carry- 
ing the  famous 

Fairsex 
Garments 

These  garments,  the  symbols  of 

fashion  and  merit,  excel  in  style,  fit 

and  finish,  and  we  can  give  you 

quality  and  satisfaction  at  lower 

prices  than  any  other  manufacturer. 

Don't  hesitate,  but  write  us  at  once 
and  we  can  soon  convince  you  that 

our  garments  are  what  you  have 

wanted  for  years. 

Prompt  delivery  insured  on  all  orders. 

The  Hutner  Cloak  Co. 
72-76  King  Street  West 

TORONTO 

any  ilegToe  of  success  without  an  alteration  department, 
lluw  to  pay  for  it  is  the  rub.  Tliere  is  a  great  diversity 

of  opinion  as  to  liow  it  should  be  pi'ovided  for. 
Most  merchants  in  the  towns  find  there  is  less  ten- 

sion and  a  tendency  to  create  friendsliip  in  the  minds  of 
tlie  customers  if  you  make  no  cliarse  for  alteration.  Par- 

ticularly is  this  so  with  regard  to  skirts.  You  sell  a 
skirt  for  $5,  and  it  requires  to  be  shortened;  you  ask  35 
to  50  cents  for  doing  it.  The  customer  always  objects, 

frequently  goes  out;  and  when  she  does,  she  seldom 
comes  back.  The  satisfactory  way  is  to  keep  a  good 
seamstress,  and  when  she  is  not  altering  there  is  plenty 

of  other  work  for  her,  and  charge  the  cost  up  to  the  de- 
partment. In  the  case  of  coats,  there  should  be  a 

charge.  The  cost  of  alteration  should  be  charged  to  the 
customer  direct,  as  you  never  know  the  time  it  is  going 

to  take,  and  it  requires  a  skilled  seamstress  to  do  it  suc- cessfully. 

Salespeople  Must  be  Well  Posted, 

Good  salesmanship  is  required  to  complete  a  sale.  lu 
order  to  have  this  qualification,  the  salespeople  should 
ascertain  the  name  of  the  cloth  used  in  the  garment, 
whether  sponged  and  shrunk,  acquaint  themselves  as  to 
what  is  good  tailoring;  in  fact,  know  all  about  the 

goods  they  are  selling,  so  as  they  can  reply  to  any  ques- 
tion asked,  and  bring  out  the  good  points  intelligently. 

Customers,  whether  they  know  themselves  or  not,  do 

know  by  the  salespeople's  talk  and  manner  if  they  are 
posted.  Never  exaggerate,  or  lead  them  to  believe  what 
is  not  true.  Soon  as  a  customer  realizes  you  know  what 

you  are  talking  about  they  get  confidence.  If  they  once 
have  confidence  in  you,  your  ability  to  complete  a  sale  is 
reasonably  sure. 

The  moment  customers  are  shown  to  the  department, 
they  should  be  met  promptly,  or  be  spoken  to  by  some 
one  in  the  department.  If  they  cannot  be  waited  on  at 
once,  carry  on  your  talk  to  your  customer  in  a  low,  clear 
key,  never  with  any  acidity,  never  force  a  customer,  never 
show  your  nicest  and  best  lines  first,  as  a  rule  it  pays  to 
lead  up  to  that  point.  Never  advise  a  customer  to  take 

a  garment  that  does  not  fit,  or  one  that  requires  exten- 
sive alterations,  as  when  they  get  it  they  become  sore  on 

the  department,  and  will  go  somewhere  else  next  time. 

Keep  a  Stock  Sheet. 

The  manager  should  have  a  stock  sheet  once  a  week 
and  the  best  form  to  have  it  is  on  cards.  Rule  the  cards 

vertically  and  horizontally,  for  suits  and  separate 
coats.  The  left  hand  margin  would  show  the  color;  and 
the  top  of  the  card  would  give  the  sizes,  and  in  the  case 
of  skirts,  one  card  should  be  used  for  each  color,  place 
the  name  of  the  color  in  the  middle  on  the  top  of  the 

SELLING  AND  ALTERING. 

It  is  easier  to  create  friendship  in  the  minds 
of  customers  if  no  direct  charge  is  made  for 
alterations. 

Keep  a  good  seamstress.  When  she  is  not 
altering,  there  zvill  be  other  work  for  her  to  do. 

There  should  be  direct  charge  for  altera- 
tions in  the  case  of  coats. 

Salespeople  must  knozv  what  they  are  talk- 
ing about.  It  is  the  only  zcay  to  inspire  con- fidence. 

Customers  should  be  addressed  in  a  lozv, 

clear  key,  zvithout  acidity.  Never  force  a  cus- tomer. 
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IT'S  THE  LABEL  THAT  OUTLASTS ! 
We  illustrate  a  few  of  :the 

Artistic  Woven  Labels 
which  we  have  made  for  progressive  Canadian  manufacturers  and  merchants.  They 
have  realized  to  the  mil  the  advantageous  publicity  gained  by  labelling  their  garments 
with  a  "quality"  label— publicity  which  carries  weight  with  the  purchasing  public  as long  as  the  garment  lasts. 

May  we  design  an  artistic  woven  label  to  meet  your  requirements?  There's  no 
more  effective,  successful  and  economical  method  of  advertising  for  manufacturers  of 
Clothing,  Whitewear,  Underwear,  Footwear,  Millinery,  etc.  Get  in  touch  with  us to-day. 

Canada  Label  and  Webbing  Co.,   Ltd. 
9  Morrow  Avenue, 

TORONTO 
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VIO  SPENCER  LTD. 
V>»fiCOUVER«.  VICTORIA 

^"^Sa, 

CAMEL  HAIR 

Cdonvertihle 

Collar 
is  the  one  Collar  that  fills  all 

requirements.  It  is  smooth, 
graceful,  stylish.  It  changes 

a  dress  coat  into  a  snug-fit- 
ting storm  coat.  It  is  made 

in  every  weight  of  fabric 
and  any  cut  of  garment.  A 
vast  advertising  campaign 
is  educating  every  man, 
woman  and  child  to  insist 

on     having    a    Presto     Collar 

garment.  Are  you  ready  for 
the  demand  ? 

THE  PRESTO  CO. 
715,  717,  719  Broadway, New  York 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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tanl.  the  sizes  of  waist  bands  on  the  left  hand  marjriii. 
and  the  lengths  on  the  top  of  the  card;  by  these  cards 
the  manager  can  quickly  see  the  sizes  and  colors  that 
require  replenishing. 

In  marking  all  blouses,  skirts,  coats  or  suits — as  these 
are  garments  in  which  style  changes  every  season-in 
addition  to  the  price,  the  year  of  purchase,  and  number 
cf  month  should  be  on  each  ticket,  in  the  form  of  a  frac- 

tion, as  for  instance,  a  certain  garment  comes  in,  in 
March,  1910.  March  being  the  third  ir.ontli,  vcm  wmil'l 

use  the  fraction  three-tenths,  as  this  promptly  enables 
you  to  see  how  long  each  garment  is  on  hand,  and  in  the 
case  of  suits  and  coats  or  other  novelty  garments,  when 

they  have  been  three  months  in  stock  they  should  be  re- 
duced in  price,  say  25  per  cent.,  and  if  you  liiul  tliem  on 

the  stock  card  the  fourth  month,  they  should  be  reduced 
50  per  cent,  off  the  original  price;  this  may  be  considered 
a  heavy  sacrifice,  but  it  is  the  only  way  to  keep  the  stock 
clean,  and  besides,  while  this  is  going  on  you  make  other 
profitable  sales  that  you  would  never  see;  only  that 
you  have  attracted  buyers  to  your  store  by  wholesale 

reductions  in  a  section  of  the  ready-to-wear  department. 

A  Cause  of  Annoyance. 

Letting  out  garments  on  approval  is  a  fruitful  source 

of  annoyance,  and  verj'  hard  to  entirely  overcome.  One 
must  knew  their  customers  to  do  it,  and  it  must  be  done 
prudently.  There  are  three  classes  of  garments  that 
should  never  go  out  on  approval ;  they  are  wash  blouses, 

corsets,  and  women's  white  cotton  underwear,  as  they 
invariably  come  back  like  a  crushed  handkerchief,  and 
seven  times  out  of  ten  soiled,  and  therefore  unsalable 

except  at  a  reduction. 

The  Whitewear  Section. 

The  ladies'  whitewear  section  should  have  shelves  and 
fixtures  enough  to  hold  the  whole  stock,  and  it  should  be 
well  supplied  with  tables  for  display  and  selling  purposes. 
This  is  one  of  the  important  sections  in  any  store,  and 
no  better  place  can  be  found  for  it  than  one  that  Mill 

give  it  close  proximity  to  the  women's  furnishings  (cor- 
sets, gloves,  hosiery,  etc.),  and  besides  containing  what  it 

implies,  all  white  cotton  or  linen  undergarments,  it  should 
contain  all  knitted  underwear,  both  cotton  and  woollen. 
Each  line  should  be  kept  together  according  to  size,  and 
neatly  arranged  in  the  fixtures. 

The  habit  in  some  stores  of  stri^iping  tlie  boxes  and 
papers  off  every  parcel  and  stacking  all  the  stock  on 
tables  is  a  mistake,  as  the  constant  dust  of  the  store 
and  the  constant  handling  by  customers,  even  for  a  week 
or  two,  soils  a  large  portion  of  the  stock,  and  thereby 
compels  you  to  .sell  the  soiled  garments  at  a  reducfiop 

in  price,  which  materially  reduces  your  profit  of  the  sec- 
tion for  the  year. 

Replenish  Tables  from  Shelves. 
In  the  case  of  white  cotton  undergarments  the  best 

way  is  to  expose  them  in  small  quantities  on  the  tables 
and  replenish  these  from  the  shelves  as  fast  as  sales  are 
made.  In  this  way  they  are  kept  clean  and  fresh,  and 
look  inviting  to  your  customers.  Each  different  line  on 
the  tables  .should  have  a  large  white  ticket,  naming  the 
line  and  price,  where  it  can  be  seen  to  best  advantage. 
and  popular-priced  lines  should  be  featured  by  displaying 
the  price  on  prominent  tickets,  as  they  are  the  drawing 
cards  for  the  whitewear  section. 

They  Sell  the  Goods. 
Where  you   are  crowded   for  if.om   a  good  plan  is  to 

erect  on  your  tables  a  galvanized  iron  rod,  suspended  from 

above,   or  supported    from    the    tabks   about   three   feet 

above  them,  and  ymi  will  lin,|  it  a  convenient,  ;;o()d  place 
to  hang  small  articles  of  whitewear.  such  as  children's 
drawers  or  children's  skirts.  Take  drawers,  for  instance, start  on  size  one  up  to  fourteen,  if  you  like.  Take  three 
or  four  pair  of  each  size  and  hold  them  together  with  a 
small  nickel  paper  clip,  and  hang  them  from  the  rod; 
put  the  size  and  price  on  tickets  on  each,  and  you  will  he 
surprised  how  fast  you  will  require  to  replenish  each  clip 
during  the  week.  Women  customers  passing  through 
wlu'u  they  see  these  articles  at  popular  prices,  2.5,  ,35  and 
.')0  cents,  generally  sec  some  size  they  want,  and  if  they have  the  price,  they  buy  before  they  go  out. 

Two  Important   Points. 

There  are  two  important  points  about  whitewear  i\vA 
must  be  observed  if  the  line  is  to  be  liandled  profitably. 
First,  they  must  be  kept  before  the  public,  and  second, 
they  must  be  kept  clean. 

Marking  Whitewear. 

Whitewear  is  very  often  soiled  by  allowing  the  boxes 
to  accumulate  dust,  and  the  saleslady  communicates  it  on 
her  fingers  from  the  boxes  to  the  garment,  so  it  is  very 
necessary  that  those  in  charge  of  the  stock  are  made  to 
understand  that  the  coverings  must  be  kept  clean. 

In  marking  whitewear  the  same  plan  should  be  ad- 
hered to  as  outer  garments.  Put  the  month  and  year  of 

purchase  in  the  form  of  a  fraction  on  each  price  ticket; 
for  instance,  goods  purchased  in  May,  1910,  would  be 
described  by  the  fraction  5|10.  The  five  denotes  the 
month,  and  the  ten  the  year  of  purchase.  Stock  should 
be  taken  periodically,  say  once  a  fortnight,  and  it  should 
be  taken  on  cards,  one  card  for  each  line.  The  card 
should  be  about  4  inches  x  8  inches.  Draw  a  line  across 
the  top  of  the  card,  write  on  this  line  the  date  on  which 

stock  was  taken,  then  draw  a  second  line,  and  about  two 
inches  from  the  left  hand  draw  vertical  lines  from  the 

top  line  to  bottom  of  card.  In  the  left  hand  space,  on 
top  of  card  between  the  two  horizontal  lines,  put  the 
name  of  the  garment,  and  in  all  the  other  .spaces  to  the 
right  enter  the  size  of  the  garment.  This  you  will  see 
enables  the  manager  to  know  the  state  of  the  stock  at  a 

glance,  and  it  is  a  very  simple  matter  for  any  saleslady 
to  keep  this  card. 

The  Children's  Section. 
In  order  to  have  a  complete  Ready-to-wear  depart- 

ment, there  must  be  a  well  stocked  children's  .section. 
Now  when  we  speak  of  childi-en  we  mean  all  ages  of 
girls,  from  birth  to  twelve  or  fourteen  years,  and  infant 
boys  until  they  are  able  to  walk.  The  stock  should  be, 
kcjit  the  same  as  that  outlined  for  the  other  sections, 
\\ith  the  exception  of  the  infants,  and  for  these  little 
folks  there  should  be  a  booth  erected  periodically  three 

or  four  times  a  year,  similar  to  what  one  sees  at  a  chui-ch 

KHEP  IN  TOUCH  WITH  STOCK. 

Manager  of  department  should  haz'c  a  stock sheet  once  a  zveek. 

He  must  have  a  system  by  -aliieh  lie  con 
quickly  sec  si-^cs  and  colors  that  need  re- 
plenishing. 

In  marking  blouses,  skirts,  coats,  suits,  the 

year  of  purchase  and  month  should  be  indi- 
cated. 

When  suits,  coats  or  other  novelty  gar- 
ments hai'e  been  in  stock  three  months  they 

should  be  reduced. 
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Cotele  Velvet  Suit,  with  Collar,  Trim- 

ming Bands  and  Muff  of  Skunk. 
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LAURENTIAN 

Waists 
The  Mark  of   Quality   for   Whitewear, 

Blouses,   Hemmed  Sheets  and  Pillow  Slips 

Canada's A  FULL 

QUICK,  PROFITABLE  SALES  FOR 

Our   leadership    for   values   in 

LAWN  WAISTS 
is  well  known.     This  season  we  easily  had  the  leading 
line,  but  coming  values  will  be  better  than  ever. 

Our   $9.00    Waists 
will  be  the  sensation   of  the  trade.      Get  your   orders 
in  early. 

Here  are  some  profit-producing  facts  about  Laurentian 
Waists 

CORRE(jT    PATTERNS—    insuring  both  style  and   comfort. 

SUPERIOR    MATERIALS—    that  look  well  and  wear  well. 

WUKKMAJNjllir—    better  finished  than  any  other  Hne  in  Canada. 

VALLlJj—    exceptional  at  every  price. 

You   cannot  afford  to  miss  seeing  our  line. 

WAIT  FOR  THE  LAUR 
LAURENTIAN    WHITEWEAR    CO. 

LEVIS,  QUEBEC 

Toronto:— W.  H.  Piton,  Empire  Building.   Province  of  Quebec:— J.  A.  Morin,  Sample  Room  130  St.  Joseph  St.,  Que. 
Montreal  and  Eastern  Ontario: — Z   P.  Benoit,  Mark  Fisher  Bldg.        Maritime  Provinces: — Alex.  Burr,  St.  John,  N.B. 

Fleoje  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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LAURENTIAN 

Whitewear 
leading  lines. 
STOCK  MEANS 

The   Mark   of  Quality   for  Whitewear, 
Blouses,  Hemmed   Sheets  and  Pillow  Slips 

YOU,  ALL  THE  YEAR  ROUND. 

We   are   preparing 

the   strongest   range   ever   shown   in   Canada   of 

Corset  Covers,  Dra^vers,  Night  Go^vns 

and   Combination  Garments. 

Here  are  some  profit-producing  facts  about  Laurentian 
Whitewear 

MATERIALS—  specially  selected,  and   exclusive  to  us. 

PERFECT   WORKMANSHIP-  .i^.^^  guaranteed. 

LUMUlKl"-  because  of  their  perfect  fit. 

POPULAR   PKltiLS—  the   best  values  to  be  had  in  the  market. 

Don't  buy  until  you  have  seen  our  line. 

TriVnPT  A  IVr        IV/r  a  1\T  ̂ ^oc\l  now  carried  At  Our  Montreal  Office, 
XZ^iN    i  l/\iN         iYl/\iN  •  Mark  Fisher  Building. 

LAURENTIAN    WHITEWEAR    CO. 
LEVIS,   QUEBEC 

Toronto:— W.  H.  Piton,  Empire  Building.   Province  of  Quebec:— J.  A.  Morin,  Sample  Room  130  St.  Joseph  St.,  Que. 
Montreal  and  Eastern  Ontario: — Z.  P.  Benoit,  Mark  Fisher  Bldg.        Maritime  Provinces:— Alex.  Burr,  St.  John,  N.B. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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bazaar,  and  in  which  shonld  be  exposed  and  displayed 

all  your  infants'  garments.  This  booth  should  be  kojit 
going  one  week  or  ten  days,  and  then  taken  down  and 
the  section  run  as  ordinarily.  Wliile  the  booth  is  up  do 
some  pointed  advertising.  Use  the  window  profusely. 
have  plenty  of  well  printed  cards  with  the  name  of  tlio 
garment  or  article  exhibited,  with  some  endearment  for 
the  baby,  and  be  sure  you  put  the  price  on  these  cards. 
This  display  in  the  window  always  gets  good  business 

and  reminds  the  motlioi-s  liow  well  your  store  looks  after 

infants'  clothing. 
Slaughters  Not  Necessary. 

One  great  advantage  the  infants'  line  possesses  over 
many  more  of  the  Keady-to-wear  departments  is  tlu 
fact  that  you  rarely  require  to  slaughter  a  price;  first, 
because  every  thing  for  infants  is  white  or  cream,  second, 

because  changes  in  style  are  never  important.  Prospec- 
tive mothers  and  delighted  daddies  are  ever  ready  to  part 

with  their  cash  for  nice  clothes  for  their  first-born. 
Pointed  advertising  would  be  a  nicely  worded  circular 

defiling  with  the  new-born  infant's  clothes,  telling  the 
price,  the  style,  the  comfort  and  cosiness  of  these  gar- 

ments, and  never  fail  to  point  out  the  saving  of  work 
and  worry  to  the  prospective  mother  in  being  able  to  gel 
these  ready  to  put  on.  Send  these  circulars  through  thj 
post  to  the  proper  parties,  and  the  results  will  surprise 

you. 
Keep  Stock  List  Before  You. 

I  strongly  advise^  when  buying,  always  have  a  stock 

sheet  of  the  line  j'ou  are  purchasing  in  front  of  you, 
otherwise  you  cannot  buy  intelligently.  If  you  buy  with- 

out this  you  duplicate  sizes  and  lines,  raid  get  too  much 
of  one  thing  and  not  enough  of  another,  and  the  result 
is  you  lose  profit  on  sizes  you  should  have,  and  tie  up 
your  money  in  lines  and  sizes  you  do  not  requiie.  In 
the  full  Ready-to-wear  lines  if  this  point  is  imt  well 
guarded,  it  will  soon  make  the  department  hard  up. 

To  avoid  substitution,  it  is  a  good  plan  to  have  your 
own  order  book,  and  write  in  it  the  name,  color,  cloth, 
style  and  size  of  garment  ordered,  as  the  ordinary  copy 

furnished  by  agents  will  not  enable  you  to  protect  your- 
self against  substitution  as  it  only  gives  you  the  number 

of  the  garment,  the  size  and  the  price,  and  for  future 
reference  it  has  no  useful  value.  The  sure  way  is  to  buy 

from  good  manufacturers,  firms  of  standing  and  repute, 
and  you  will  find  the  danger  of  substitution  is  reduced  to 
a  minimum,  as  they  never  purposely  substitute  withorit 
pointing  it  out. 

My  Experience  With  Sales. 
Now  there  is  the  special  sales  feature  to  deal  wit!i. 

According  to  the  numerous  advertisements  one  sees,  i". 
has  become  a  fixed  method  of  stimulating  trade  in  some 

lilUTElVEAK    AXD    CIIILDRBX'S LINES. 

The  zi'hitetvear  section  should  be  close  to 

ivomen's  furnishings  and  kept  clean  and  fresh. 
Where  room  is  scarce,  tables  with  display 

attachment  for  small  articles  are  satisfactory. 
A  booth  should  be  erected  periodically  for 

children's  garments. 
Slaughter  prices  arc  rarely  required  in  in- 

fants' lines.  There  are  many  zvays  to  appeal 
to  parents. 

Avoid  substitution  by  having  your  oivn 
order  book. 

stores,  and  it  may  liavo  iirovml  faii-ly  successful,  but  in 
tlie  long  run^  tliis  method  is  of  doubtful  value.  I  believe 
special  sales  are  the  product  of  large  departnuMital  stores, 
and  in  the  ordinary  town  store,  of  over-buying.  The 
buyer  sees  a  line  offered  cheap,  and  he  takes  the  plunge 
and  buys  it,  and  in  order  to  get  his  money  out  of  it  again, 
iu'  nnist  make  a  noise.  He  makes  it  by  cutting  the  price, 
and  lie  keeps  on  doing  it  until  this  method  of  doing 
business  becomes  a  habit.  I  believe  that,  in  twenty-five 

years'  experience,  there  is  more  money  to  be  made  in  buy- 
ing staple,  up-to-date,  well  made  garments,  only  in  such 

from  season  to  season,  as  your  previous  season's  business 
will  justify,  and  selling  them  at  a  decent  profit,  than  there 
is  in  relying  on  big  purchases  to  sell  at  a  sacrifice,  and 
keeping  up  the  habit  to  stimulate  trade. 

One  Price  Best  Policy. 

The  only  justification  for  selling  ready-to-wear  gar- 
ments by  the  special  sale  metliod,  is  where  you  have 

bought  the  wi'ong  thing,  or  it  his  become  soiled,  or  in  the 
case  of  a  novelty  garment  not  selling  quickly,  or  at  the 
end  of  the  season,  in  order  to  clean  up.  When  that  time 
comes  I  say  sell,  and  sell  at  prices  that  are  genuine 
reductions,  as  it  does  not  pay  to  carry  certain  garments 
from  one  season  to  another. 

If  you  do  not  do  this  (that  is,  carry  quantities  over) 
it  interferes  with  your  buying  for  the  next  season,  and 
besides  in  the  ordinary  town  store  the  customers  are 
soon  familiar  with  your  garments  and  can  spot  an  old 
garment  at  sight.  It  is  therefore  imperative  to  clean  up, 
and  the  only  way  to  do  it  is,  of  course,  to  materially  re- 

duce the  price. 

The  reputation  of  the  store  should  be  largely  respon- 
sible for  the  success  of  its  sale.  Every  store  should  do 

exactly  as  it  advertises.  Throughout  the  season  good^r 
sihould  be  marked  in  plain  figures,  and  the  prices  are 
strictly  adhered  to. 

One  price  is  the  best  policy,  and  no  deviation  from 
lliis  price  should  be  permitted.  When  the  clean  up  sale 
comes  make  the  reductions  genuine  and  generous,  and  the 

people  will  know  it. 
Get  the  confidence  of  the  people  by  doing  things 

straight,  and  the  result  obtained  will  be  as  a  rule  fairly 
satisfactory. 

A  recently  jiatented  French  process  for  the  manufac- 
ture of  cloth  out  of  spruce  wood  is  being  investigated  by 

a  number  of  New  England  cotton  experts.  The  cloth  is 
said  to  resemble  the  finest  mercerized  cotton  in  texture 

and  sheen_,  while  it  takes  on  dyes  more  brilliantly  in  the 
bleaching  and  finishing  than  does  the  real  cotton  fibre. 
The  cost  of  the  new  fabric  will  be  much  below  that  of 

cotton  cloth.  In  factj  it  is  stated  that  the  finished  wood 

pulp  will  be  cheaper  than  the  raw  cotton  in  bales. 

A  corporation  supported  by  British  capital  and  under 
tlie  control  of  Pryce-Jones  &  Co.,  has  been  organized  and 
will  establish  mail  order  houses  and  large  business  inter- 

ests throughout  the  west.  Representatives  of  the  firm 
have  decided  upon  Calgary  as  a  proper  location  for  the 
first  store.  The  first  consignment  of  $700,000  cumulative 

preferred  shares  in  this  enterprise  was  oversubscribed 'in less  than  a  day  and  a  half,  which  fact  is  proof  that  the 
British  financier  is  recognizing  the  possibilities  of  the 

Canadian  west.  The  Pryce-Jones,  Canada,  Ltd.,  is  capi- 
talized at  £110,000.  The  building  planned  for  Calgary 

will  be  100x00  feetj  2  storeys  and  basement,  to.  .CRst 

^jOjOOO. 
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a 
Talks  by  our  Star  Salesman  on 

Blackeye^^   Underskirts^  JVo.  2 

"Your  customer's  first  impression 

of  the  '  BLACKEYE'  is  of  a  very 

fine  pure  silk  moire  underskirt." 
"Explain  to  them  that  every  skirt 

is  guaranteed  not  to  cut — show 
them  this  guarantee  label  on  the 

band." 

"Tell  them  that  the  'BLACK- 
EYE'  will  wear  longer  than  any 
silk  skirt — that  it  retains  the 

lustre  and  appearance  of  a  silk 

skirt,  and  costs  only  one-third  as 

much." 
"You  will  make  a  sale  nearly 

every  time,  because  'BLACK- 
EYE'  covers  all  the  season's  pop- 

ular shades,  apart  from  about 
fifteen  standard  colors,  including 

a  fine  fast  black." 

''Your  customers  will  ask  next 

time  for  'BLACKEYE'  by  name 

and  look  for  this  label." 

Any  Wholesaler  can  supply  you. 

^fIl(mi^i^aC 
Please  mention  The  Review  to  Advertisers  md  Their  Advertisers  and  Their  Travelers, 



Parisiennes     in     Hobble      Skirts      Must      Step      Daintily- 
Latest  Garments  are  Very  Short  and  Scanty  —  Pretty  Lingerie  Gowns  Seen 

at    Recent   Race    Meetings  —  Trimming    of    Tracery   or   Embroidery    Beads 

—  Chief   Color   Combinations   Black  and  White,  Black  and  Blue,   Grey  and 

White,      and     Dark     and     Light     Grey  —  Long    Clinging    Wraps    in    Vogue 

NOT
  eonre

iit  wiih borrowing
  

the  ki- 
ituma  waist  from 

the  Japanese 
 
the 

great  costumiei"s
  
have  sought 

further  inspirati
on  

from 

the  same  source,  and  fash- 

ionable women  are  now  pac- 

ing around  with  slow  and 

measured 
 
step  because  of 

the  excessive  narrownes
s  

of 

the   skirts   of   their  gowns. 

The  new  skirts  are  very 

short  and  scanty  and  it  is 

only  when  there  is  a  trans- 
parent overdress  that  a 

fold  or  a  ripple  of  fullness 
is   S€en.      Many   gowns   do   
not  measure  more  than  1.20 
metres  around  the  hem,  and  they  deserve  the  name  of 

hobble  skirts,  for  th'eir  wearers  have  not  only  to  take 
short  steps,  but  they  have  to  lift  them  high  to  mount  a 
stair  case  or  to  step  into  a  carriage  or  an  automobile. 

Fashionable  Paris  has  certainly  taken  to  this  new 
fashion  and  it  is  spreading  to  other  centres.  Doubtless, 
at  an  early  date,  they  will  be  seen  in  Canada  as  fashions 
travel  very  quickly  nowadays. 

Neutral  Colors  and  Semitones. 

Another  change  noted  is  that  the  vivid  tones  that 
began  the  season  are  giving  way  to  neutral  colors  and 
semi-tones.  Various  reasons  are  given,  one  of  which  is 
the  very  large  number  of  fashionable  women  who  are 
wearing  mourning  because  of  the  death  of  King  Edward. 

Black,  relieved  with  color,  is  admissable  for  half-mourn- 
ing, and  the  Parsian  dressmaker  seems  to  be  so  charmed 

with  the  color  possibilities  suggested  that  s'he  is  creating 
gowns  in  combined  colors  and  combined  fabrics  that  are 
masterpieces  of  elegance  and  beauty. 

For  the  first  time  this  j'ear  the  superb  weather  made 
the  wearing  of  the  lingerie  gown  appropriate  at  recent 
race  meets.  Lingeries,  as  a  rule,  were  wider  around  the 
feet,  and  though  still  narrow,  the  skirts  are  certainly  a 

little  wider.  They  are  perfectly  simple  in  style,  consist- 
ing of  a  waist  with  the  sleeves  cut  in  one  piece  with  the 

bodice  with  a  small  round  yoke  of  lace  or  of  English  em- 
broidery. The  round  waist  is  slightly  shorter  than  nor- 

mal, and  the  skirt  hangs  straight  down  from  the  band, 
where  it  is  just  fulled  sufficiently  to  give  an  easy  fit  over 
the  hip  line.  The  foot  of  the  skirt  is  finished  either  with 
a  broad  band  or  with  three  narrow  bands  or  tucks. 

Bead  Trimmings  on  Lingerie  Gowns. 

Many  of  the  prettiest  lingeries  are  made  from  cotton 
crepe  with  embroidered  dots,  A  colored  ribbon  holds  in 
the  drapery  of  the  skirt  below  the  knee  and  the  girdle 
at  the  waist  is  of  the  same  colored  ribbon  and  many 
women  have  both  the  parasol  and  the  large  taffeta  bow 

that  trims  the  bat  of  the  same  shade.     Azalea  pink  is  a 

PARISIAN  VOGUE  EPITOMIZED. 

Japanese  fashions  i}ifluciiciiig  skirts — the 
nezc  skirts  being  both  short  and  very  narroiv. 

Xciifral  and  subdued  colors  most  tvorn. 

Tailored  gozvns  most  elaborate  and  in  com- 
binations of  color  or  of  fabric. 

Taffeta  and  chiffon,  satin  and  cliiffon,  and 
cloth  and  chiffon  much  worn.  Long,  clinging 

wraps  ?c'orn  in  taffeta,  satin  or  moire  in  lovely 
colors. 

Sati)i  scarfs  in  striped  effect  the  latest. 

Striking  parasols  of  black  velvet  and  many 
in  Persian  patterned  silk,  trimmed  tvith  fringe. 

The  broderie  Anglaise  hat  in  high  favor. 
Leghorns  trimmed  zuith  feathers  and  flozvers 
most  zi'orn  at  recent  race  meets. 

very  popular  color  for  this 

purpose.  Another  trimmina' that  is  new  on  these  gowns 

consists  of  a  tracery  or  em- 
broidery of  rubber  beads. 

These  bead  trimmings  are 

used  on  gowns  of  wool  and 
silken  fabrics,  and  are  of 
wood  as  well  as  of  rubber. 

New  Tailored  Models. 
Almost  as  much  worn  as 

the  lingerie  gown  was  the 
new  tailored  models.  These 

suits  are  quite  elaborate 
and  more  upon  the  costume 
order.  Many  of  these  suits 
were  of  two  colors  com- 

bined and  many  of  the 

great  dressmakers  had  evi- 
dently put  all  their  taste 

and  knowledge  into  these  combination  effects.  Many  wo- 
men who  found  the  two-color  idea  too  aidvaneed  had 

adopted  a  one-color  costume,  but  in  a  combination  of  ma- 
terials. One  pretty  costume  of  this  class  was  in  the  new 

pheasant  brown,  the  coat  being  of  taffeta  and  the  skirt  of 
chiffon  with  the  band  of  ta.ffeta  and  with  touches  of  green 
on  both  skirt  and  coat. 

A  champagne  cloth  jacket  was  woi-n  with  a  chiffon 
skirt,  and  with  the  coat  collar  and  cuff  facings  and  skirt 

band  of  sky-blue  silk.  The  hat  was  a  large  black  one 
wiih  white  phimes  and  aigrettes  tipped  with  the  pale  blue. 

Hats  Trimmed  with   Enormous  White  Lilies. 
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The  Egyptine   Underskirt 
Advertisement  No.    I 

The  question  of  Guarantee. 

We  now  introduce  the  finest 

line  in  silk  mixture  underskirts, 

''EGYPTINE;'  made  of  spec- 

ial material  we  import  from 

England. 

The  makers  guarantee  the  ma- 
terial to  us,  and  we  guarantee 

every  garment  to  you.  On  every 
skirtband  we  sew  this  label  : 

We  distinctly  guarantee 

EGYPTINE  underskirts  not 

to  crack  ;  they  will  not  cut,  and 

and  they  will  not  split. 

EGYPTINE S  have  the  appear- 

ance, the  weight,  and  the  pecu- 
liar rustle  of  a  fine  taffeta  silk. 

EGYPTINE  underskirts  retail 

about  one-third  the  price  of  pure 

silk,  and  allow  a  handsome 

margin  of  profit  to  you. 

Watch  for  the  traveller,  with 

skirts,  carrying  this  label 

or  write  your  wholesaler. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Dry   Goods   Nc:'ic 

The  Alliance   Manufacturing 

Company,  Limited 
MONTREAL 

Beg  to  announce  that  they 

will  show  a  complete  range 

of 
FINE    NEGLIGEES 

and 

WHITE    NIGHT    SHIRTS 

For  Spring  1911 

Manufacturing    exclusively    for    the 
Wholesale    Trade 

The  Alliance  Mf^.  Co.,  Ltd. 
15-29  Clarke  Street,        ::        MONTREAL 

We  have  many  competitors  but  few 

equals. 

Special  lineof  Ladies'  Fall  and  Winter 
Coats,  Suits  and  Skirts. 

Every  buyer  should  make  it  a  point 

to  learn  about  our  season's  showing". 
For  distinction  in  style, 

Novelty  in  material, 

Excellence  in  cut  and  finish, 

They  are  Unsurpassed 

Lei  us  Help  your  Sales 

The  Montreal  Skirt  &  Gloal( 
MANUFACTURING  COMPANY 

1114  St.  Lawrence  Boulevard,    MONTREAL 

Another  handsome  dress  worn  by  a  soi-iety  leader  was 

of  w'.iile  tussah,  braided  witli  bhick  and  while  soutache. 
Tile  inevitable  band  was  l)rai(led  in  verl'ical  lines  whieh 

ua\e  a  eleverly  j)lanned  ai)i)earanee  oi'  lenijih  to  the  tig'ure. 
Willi  tills  g'own  was  worn  a  ercain  straw  hat  trinuiied 
with  a  band  of  blaek  la,tTeta  and  white  aii^relte  and  plumes 

a  I  the  riii'lit  side. 
Another  of  these  dressy  tailor-mades  was  of  light  blue 

tatfeta  with  the  collars  and  revers  and  the  band  O'U  the 

skirt  of  blaek  satin.  Willi  this  gown  the  hat  worn  was 

of  white  tag'el  lined  with  blaek  satin  and  trimmed  with 
featbers  slanting  back  and  tinted  pale  bine  and   white. 

The  chief  color  combinations  are  black  a,nd  white, 

black  and  blue,  grey  and  white,  aaid  dark  and  light  grey. 

Purple  and  black  and  blaek  and  green  are  also  worn.  La.ce 

and  soutache  bands  are  the  approved  trimmings.  Broderie 

Anglaise  is  mu-eh  used,  and  Veuise  and  Irish  crochet  are 
the  most  worn  la.ees. 

Wraps  and  Silken  Fabrics. 

Long  clinging  wraps  cut  without  any  fullness  and 
banded  in  either  at  the  feet  or  below  the  knee  at  the  back 

were  worn.  These  wraps  are  in  lovely  colors  and  color 

combinations  and  are  mostly  in  silken  fabrics-  Soft 

finished  taffeta  satin  or  moire  souple  are  all  used  and  vel- 
vet satin  and  soutache  are  the  most  used  garnitures.  One 

of  the  latest  favorites  is  a  cloak  of  purple  satin  made 

straight  and  seamless,  or  nearly  so,  and  crossed  in  front 
with  wide  revers.  The  sleeves  are  seamless  at  the  shoulder 

a'ud  wide  at  the  elbows,  and  trimmed  with  pleats.  The 

lining  is  of  black  satin  and  tbe  cloaks  are  so  made  that 

they  can  'be  reversed,  making  both  a  purple  cloak  lined 
with  black,  or  a  black  cloak  lined  with  purple. 

Scarfs  of  Liberty  Satin. 

Scarfs  still  keep  tbeir  place  and  are  a,s  much  worn  as 

ever,  the  fashionable  scarf  of  the  moment  being  of  the 

softest  of  liberty  satin.  Two  and  a  half  yards  of  black 

liberty  and  the  same  amount  of  white,  wide  width,  is  used 

for  a  scarf.  The  satin  is  cut  the  entire  length  into  five 

strips  and  joined,  a  strip  of  'black  and  white  alternating 
into  a  round.  The  ends  are  shirred  and  are  finished  with 

a  long  blaek  tassel.  The  sca,rf  is  worn  draped  around  the 
shoulders  and  one  end  thrown  over  to  the  back,  or  it  is 

worn  Empire  style  over  the  shoulders. 

Parasol  of  Black  Velvet. 

The  hot  sun  is  calling  out  the  new  parasols.  At 

Chantilly.  the  observed  of  all  was  a  parasol  of  black  vel- 
vet lined  with  white  satin  and  mounted  on  a  long  slemder 

ivory  handle.  Parasols  are  of  every  hue  and  of  many 

shapes.  Many  of  them  are  Persian  patterned  fabric  and 
trimmed  with  fringe.  Changeable  taffetas  trimmed  with 

quilling.?,  put  on  in  points,  curls  and  circles  are  seen. 

Many  parasols  show  handsome  embroidery  designs,  and 
there  are  many  taffeta  parasols  that  are  flounced  all  the 

way  up.  The  popular  style  is  the  satin-bordered  cover, 

matching  the  satin  'bands  on  the  new  skirts.  Owing  to  the 
vogue  of  the  large  hats,  handles  are  very  long. 

Drooping  Brimmed  Hats. 
The  favorite  hat  in  Paris  this  Summer  is  the  large 

drooping  brimmed  models  in  Broderie  Anglaise.  Often  the 

embroidery  is  dyed  to  match  the  gown.  A  lovely  hat  was 

in  pale  pink,  and  had  as  trimming  two  large  wings  stiffen- 
ed with  wire  and  bound  with  satin  ribbon.  The  muler- 

brim  of  this  hat  was  lined  with  dark  navy  crepe  and  the 

effect  was  very  beautiful.  While  or  pale-colored  broderie 

Anglaise  hats  often  have  this  lining  of  deep  navy  whieh 

shows  through  and  throws  up  the  pattern.  Flower  wreaihs 

and  sprays  of  ribbon  flDwers  are  very  inncli  used  on  these 
new   lingerie hats. 
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A  Victor  Fall  Line,  Now  on  the  Road. 

A  Splendid  Showing  of  Fall  Suits,  Coats,  Skirts. 
You  should  be  the  first  in  your  town  to  show 

^     ̂   REGISTERED      ^^3       TRADE     MARK 

Matern 
Manufactured  in  Canada  exclusively  by  us. 

Every  Size  Maternity    Skirts,    Really  Stylish  and  Comfortable. 

Used  like  an  ordinary  skirt, 
no  strings,  elastics,  etc.,  over 
the  abdomen.  Hangs  flat 
in  front  and  even  all  around 
the  bottom.  Many  qualities 
retailing  with  good  profits. 

Any  woman  easily  adjusts  it 
to  her  own  measure.  Sim- 

plicity itself.  Changed  by 
an  unique  arrangement  on 
both  sides.  Recommended 
by    medical   authorities. 

Every  Size  Maternity  Skirt.  Is  a  trade  Creation.  It's  a  big 
Seller  across  the  Line,  and  is  proving  a  success  wherever 
introduced  in   Canada. 

The  Every  Size  Maternity  Skirt  vv^ill  be  advertised  this 

fall  to  your  Customers  in  the  leading  Canadian  Publications. 

Prepare  for  the  demand. 
Handsome  booklet,   telling  all  about   the  Every  Size    Maternity  Skirt, 

will    be    furnished    retailers    for    distribution    among    their    customers. 

Our  entire  Fall  line  is  the  best  in  our  history. 
Wait  for  the  showing  of  Victor  Whitewear  and  Waists. 

The  Victor  Manufacturing  Co.,  Quebec 
Sole  Canadian  Manufacturers  "  Every  Size  Maternity  Skirts." 

Please  mention  The  Review  to   Advertisers  and   Their  Travelers. 
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THE   AGE   OF   SPECIALTIES 
OURS  ARE 

^  Bindings,  Rufflings,  Waist  Band  Stays  and 
Seam  Coverings 

Bv  this  we  mean  more  than  that  we  manufacture  these  g-oods  in  large  quantities.  We  put 
specialized  skill  into  their  manufacture  ;  the  use  of  up-to-date  machinery,  expert  knowledg'e 
of  conditions  and  first-rate  buying  experience. 

You,  Mr.  Manufacturer,  and  you,  Mr.  Retailer,  can  rest  assured  that  everything  you 

require  in  BINDINGS  and  RUFFLINGS,  we,  the  specialists  in  these  lines,  can  supply  to 
the  best  advantage. 

Ask  for  quotations,  we  CAN  convince  you  if  you  give  us  a  chance. 
Here  are  some  of  our  leading  lines  : — Button  and  Button  Hole  Stays  and  Trimmings 

for  Knitted  Goods'  Trade,  Bias  and  Straight  Waist  Band  Curtain  Canvas  or  Interlining  for 
Men's  Pants,  Bindings  for  Waist  Sleeves,  Extension  Bindings  for  Waists  and  Blouses,  Ruf- 

fles and  Bandings.  All  widths  and  grades  of  Bindings  Hnd  Seam  Coverings  for  White- 
wear  trade,  etc.,  etc.       Edges  are  finished  any  width  ;  turned  if  desired. 

Bindings  for  Ruching  Neckwear,  Cord  Effect,  Sarsnet,  cut  on  straight,  any  width  for 
this  class  of  trade. 

i.y 

NARROW   FABRIC   MANUFACTURING   CO. 
14  Court  Street 

TORONTO,  -  -  -  ONT. 

NOT 

"Made  in  Canada" 

BUT 

"Made  in  TRURO" 
is  a  legend  that  is  beginning  to  make  itself  felt  in  business 
circles  through  the  Dominion. 

Truro,  the  centre  for  clean  factories,  has  added  another 
branch  of  manufacture. 

McMULLEN,  WILSON,  ADAMS,  Limited,  make  a  range  of 
medium  price  SUITS,  COATS  and  SKIRTS,  that  for  clean 
cut  tailored  effect  are  unbeaten. 

We  cater  for  and  invite  ** Special"  orders. 
Samples    or    quotations    for    the    asking. 

McMULLEN,  WILSON,  ADAMS,  Ltd. 
TAILORS,  TRURO,  Nova  Scotia 

/'lease  mention   'J' he  Keincii.'  to   Adz'ertisers  and   Their  Travelers. 
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Princess  Garments 

command  good  profits 
because  of 

their  individual  character . 

If  you  wish  to  capture 
the  coat  trade  you  must  see 
the  ROSED  ALE  Coat. 

It  is  an  innovation  in 

garment  making. 

We  employ  but  one  kind 

of  labor,  and  that  is 
the  best. 

ND  Now  WeVe  Talking  by  the  Book 

Some  two  months  ago  we  an- 
nounced the  first  showing  of  the  new 

Hne  in  Canada,  at  which  time  great 

interest  was  shown  by  buyers  through- 
out the  country,  and  success  from  the 

start  predicted  by  those  who  know. 
Reasons  need  not  be  given,  for  now  the 
order  book  Hes  before  us  and  shows 

the  best  proof  of  all  arguments  from 
the  shrewdest  buyers  throughout  the 
country.  Obstinacy  and  sentiment 
are  two  things  that  have  no  place  in 

business  to-day.  The  men  who  are 
making  a  success  of  their  Cloak  and 
Suit  Departments  are  the  men  who 
are  buying  goods  on  their  merits 
alone.  We  stand  ready  to  deliver  a 
class  of  merchandise  which  not  only 

brings  a  handsome  profit  but  con- 
tinued patronage  and  crowning  pres- 

tige— exactly  that  and  nothing  more. 

Alay  we  send  you  a  package  of  proofs? 

The  Princess  Manufacturing  Co. 
12  Front  Street  West  LimiJed 

Toronto,  Canada 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 





What  New  York  is  Showing  in  Ready-to-Wear  Garments 
Fashions  Projected  for  Fall  —  Unusual  Interest  in  Skirt  Changes  —  They 

are  Narrower  and  Have  Fewer  Pleats  —  One-piece  Shoulder  Effect  in 

Waists  —  One-piece  Dresses  Will  be  Much  W^orn  —  Short  Length  in  Coats 
Staff  Correspondence. 

Office  of  The  Dry  Groods  Review, 
160  Broadway,  New  York,  June  30. 

THE   principal   feature   for  Fall   and   Winter   this 

year  are  the  new  skirt  styles  which  g'overn  suits. 
Usually  the  cut,  length  and  design  of  the  coats 

are   the  main  factor,  but   this  season   this  is  re- 
versed and  we  find  skirts  of  more  importance.     Skirts  are 

narrower  and  have  fewer  pleats. 
Present  fashions  show  the  skirt  cut  on  circular  lines, 

with  or  without  the  panel  front  and  often  with  a  foot  'band 
into  which  the  fulness  of  the  upper  part  is  drawn.  There 

are  any  number  of  variations  of  the  model  but  ail  elimi- 
nate width  about  the  feet.  The  tight  effects  is  brought 

about,  .however,  without  the  skirt  being  actually  confining. 
Bands  on  skirts  are  placed  just  below  the  knee,  and  jackets 
are  made  in  lengths  which  permit  the  trimmings  thereon 
to  be  symmetrical  with  these  bands. 

Semi-fitted  Straight  Line  Jackets. 

The  jackets  vary  in  length  from  30  to  36  inches,  but 

longer  models  are  expected  later.  Semi-fitted,  straight- 
line  and  mannish,  boxy  effects  are  most  in  fa,vor. 

The  salient  characteristics  of  the  new  Fa,ll  models  are 

the  short  length  of  coat,  the  narrower  skirt  widths,  and 
the  use  of  rough  surfaced  fabrics. 

.  There  seems  a  disposition  to  get  away  from  the  shawl 
collar  a,nd  in  its  place  is  noted  the  notched  collar  of  rather 
high  cut  and  the  coat  that  is  practically  collarless,  the 

fastening  'being  against  one  shoulder  and  down  the  side. 
This  latter  style  will  be  seen  to  a  great  extent  in  the  cos- 

tume suit,  and  a  modified  form  of  the  shawl  collar  showing 
a  slight  V  opening  is  seen. 

Semi-fitted  coats  are  the  most  favored.  They  are  loose 
at  the  waist  and  in  the  back,  but  fit  closely  over  the  hips. 

The  one-piece  back  is  the  most  preferred  style.  Many 
models  are  made  with  the  seam  coming  from  under  the 
arm  while  the  centre  of  the  back  is  trimmed'  with  small 

self  fa'bric  straps  and  buttons.  The  fronts  of  the  new 
coats  are  buttoned  either  in  the  centre  or  to  one  side  show- 

ing revers  faced  with  bengalir^s.  The  straight  front  but- 
toned through  effect  is  a  feature  of  some  of  the  newest 

models. 

Sleeves  Long  and  Cuff  Trimmed. 

Coat  sleeves  are  long  and  cuff-trimmed,  the  cuffs  often 
rather  deep,  and  faced  with  bengaline  or  satin.  Persian 
facings  are  new  and  decidedly  chic. 

The  double  skirt  with  the  lower  portion  plain  and 
narrow  is  likewise  a  favorite  for  wear  with  the  short 

coat.  These  skirts  are  made  on  foundations,  the  cutting 
and  putting  together  of  which  are  the  necessary  faictors 
in  the  draping  of  the  material.  Other  skirts  are  made 

with  the  inverted  pleat,  back  and  front  panel.  These  but- 
ton to  one  side  showing  a  V  of  the  maiterial  with  orna- 

ments of  fine  braid  or  buttons.  Straps  of  self  fabric  are 
also  used  to  simulate  a  tunic. 

Practical  Separate  Coats. 

The  one  piece  dress  promises  is  to  ha,ve  a  wide-spread 
vogue  throughout  the  coming  season,  and  this  naturally 
makes  good  the  separate  coat.     The  general  utility  coat 

is  perhaps  the  most  practical  model  and  it  is  being  ex- 
ploited in  endless  styles  that  are  becoming  a,ud  effective. 

Smart  models  in  fancy  styles  for  dressy  occasions  have 
pleated  or  gathered  portions  drawn  into  bands  somewhat 
after  the  manner  of  the  new  banded  in  skirt.  They  are 

made  up  in  broadcloths  of  light  'weights  as  well  as  crepe 
meteor  and  satin  for  evening  wear. 

Most  of  these  coats  have  long  sleeves  cut  in  one  with 
the  body  of  the  garment  after  the  peasant  idea. 

Elongated  Norfolk  Jackets. 

Motor  coats  are  more  popular  than  ever  and  manu- 
facturers are  including  many  attractive  and  practical  styles 

in  motor  coats  in  their  lines.  Models  are  usually  very  loose 
and  with  high  rolled  colla.rs,  the  fastenings  of  the  coats 
starting  from  the  neck,  large  pockets,  and  with  full  sleeves. 

Some  of  the  models  are  fashioned  with  full-length  box 
pleats  through  which  a  belt  of  the  material  or  patent 

leather  is  passed  at  the  waist-line.  They  are,,  in  effect, 
elouga,ted  Norfolk  jackets.  The  sleeves  are  long  and  cut 

without  surperfluous  fulness.  The  collars  are  of  the  ad- 
justable styile  such  as  have  become  a  feature  of  coats  de- 

signed for  motor  or  tourist  wear. 

Street  Dresses  and  Costumes. 

The  one-piece  dress  is  to  be  much  worn  in  the  coming 
Fall,  and  in  consequence  there  are  a  number  of  most  at- 
tra,ctive  street  dresses  shown,  made  up  on  tailored  lines. 
Large  plaids  in  woolen  materials  are  expected  to  be  good 
for  day  wear,  while  satin,  crepe  meteor,  velvet,  French 
serge,  striped  wool  materials  and  small  checked  patterns 
will  be  taken  for  evening  and  dressy  occasions. 

The  peasant  style  will  be  seen  in  all  its  variations.  The 

banded-in  and  draped  skirts  will  also  be  extensively  feat- 
ured. Short  peplums  are  making  their  appearance  on 

some  of  the  short  walking  length  dresses,  but  this  idea 
is  not  expected  to  be  generally  adopted,  because  of  its 
tendency  to  get  awa.y  from  the  smooth  contour  over  the 
hips  which  every  woman  desires  nowadays. 

For  Evening  Wear. 

Evening  gowns  are  shown  in  great  variety  made  in 
such  fabrics  as  crepe  de  Chine,  crepe  meteor,  satin,  foulard, 

changeable  silks,  'chiffons.  voil,  and  many  of  the  new  veil- 
ing fabrics.  The  majority  of  dresses  are  made  with 

draperies,  but  instead  of  falling  over  the  skirts  in  folds, 
they  are  close  fitting  as  possible.  The  banded  in  dress 
skirt  is  also  among  the  new  dresses,  this  band  usually 
made  of  a  contrasting  fabric.  The  veiled  dresses  will  be 
desirable  also. 

Blouses  for  Fall  and  Winter. 

The  prineiijal  feature  of  waist  designing  will  be  found 

in  the  one-piece  shoulder  effect,  the  sleeve  and  body  cut 
in  one.  These  resemble  the  kimona  sleeve  but  are  more 

fitted  under  the  arm,  so  as  to  permit  of  wearing  under 
a  suit  coat,  and  this  sleeve  will  be  lengthened  by  deep 
cuffs  or  inner  sleeves. 

Tailored  waists  will  be  prominently  featured,  develop- 
ed in  striped  madras,  linens,  silks,  and  crepes  as  well  as 

French  flannels.     Silk  waists  are  shown  in  taffeta,  change- 
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able  effects,  aiul  P^i-sian  designs.  Waists  in  nuuchiiijr 
tones  witli  tlie  siiiis  will  also  be  a  g-ood  style  feature  this 

year. 
New  Style  Ideas  in  Petticoats. 

The  upper  portion  of  the  new  Fall  models  are  to  bo 
closely  fitted  with  the  fiounee  in  simulated   tunic  effects. 

There  is  not  so  much  desire  to  match  the  petticoats 

with  the  costunm*  as  there  was  formerly,  many  favorini;' 
the  touching  up  of  the  outer  costume  with  a  ditferent 

colored  skirt.  Persian  satin  has  entered'  the  petticoat 
field  both  as  a  trimming  and  as  the  material  for  the  entire 
skirt.  It  ia  very  eiTectively  used  to  ba:nd  the  pleated 
flounces  of  messaline  skirts  in  such  colors  as  green,  old 
blue,  smoke  gray,  black  and   white. 

Children's  Garments. 

Pile  fabrics  are  shown  to  quite  an  extent  in  children's 
lines,  especially  favored  for  coats.  These  promise  to  be 
very  giwd  throughout  the  season.  Bearskin  continues  to 
be  in  demand  for  the  cheaper  models.  Some  very  pretty 
models  are  being  made  up  in  plush  and  caracul  effects, 

both  for  children  and  older  girls'  coats. 
The  military  coat  is  perhaps  the  most  thought  of  style 

for  children's  wraps  for  the  coming  season.  In  such 
models  novel  little  touches  in  trimmings  are  noted.  The 
high  military  collar  is  invariably  used  on  such  coats. 

Misses'  suits  for  the  coming  season  are  shown  with 
short  coats,  the  upper  part  of  which  is  looser  than  shown 
in  models  heretofore.  The  seams  of  these  new  coats  come 

from  under  the  arm  and  very  few  show  the  centre  ba,ek 
seam.  Collar  and  revers  are  made  in  one  piece  and  in  the 

notched  effects.    A  style  point  is  the  side-fastening,  either 

buttons  or  braid  uinanuMils  being  employed  for  the  clos- 
ing. Skirts  are  made  with  more  fulness  than  those  for 

their  elders.  Otherwise  tiic  suits  are  like  those  for  adults. 

Bands  of  material  usually  trim  the  skirts  and  hulldiis  are 
used  for  ornamentation. 

New  Season's  Models  in  Corsets. 
The  newest  corsets  show  no  decrease  in  length  below 

the  waistline.  These  new  corsets  are  flexible  and  encase 
the  figure  nicely. 

There  is  no  doubt  but  that  the  brassiere  is  a  sartorial 

missionary  of  importance.  It  has  increased  considerably 

in  demand  and  is  now  ti'cated  as  an  indispensible  article. 
It  is  gotten  out  in  so  many  forms  that  one  has  a  large 
selection  from  which  to  make  a  choice.  Especially  are 

those  styles  which  only  cover  the  tops  of  the  corsets  ap- 
preciated by  stout  figures,  and  those  in  corset  cover 

styles  are  the  most  popular.  There  are  many  valuations 

of  the  'brassiere  and  all  up-to-date  corset  departments 
feature  them. 

NA/AIMTED 
500  Merchants  to  take  orders  for  Made- 
to-Measure  Clothing^.  Largest  line  of 
samples  in  Canada  and  best  value. 
One  Agent  writes: — "  I  have  taken  fifty  orders  for  suits 

since  I  got  your  samples  and  have  not  had  to  mal<e  a 

single  alteration." CROWN  TAILORING  CO. 

Canada's  Best  Tailors,  TORONTO 

•'Pullan    Building" Bay  and  Wellington  Sts. 

CAPES 
A  popular  novelty  which  can  be  used  as  a  slip-on  for  any  occasion 
—the  excursion,  afternoon  tea,  theatre,  evening  wear.  A  most  useful 
garment  in  every  way. 

You  may  purchase  them  to  sell  at  $10.00  and  $12.00. 

Made  in  fine  All-wool  Broadcloths  in  Navy,  Black,  Sky,  Grey. 

Castor,  Pale  Mauve.     Shawl  or  Military  Collars  50"  long. 
FOR  JULY  SELLING 

  $6.00     -     CAPES    -    $7.00     -    CAPES    -    $7.50   

FALL 
SUITS 

You  must   see  our   Fall   line   before   purchasing       FALL 

vour  entire  requirements:— Suits,  $9.00  to  $22.50     COATS 
It  will  pay  you.  Coats,  $5.00  to  $25.00 

We  have  spared  no  expense  this  season  to  produce  strictly  tailor
ed 

perfect  fitting,  popular  priced  garments. 

Perfect 
Fit. M.  PuUan  &  Sons 

TORONTO 

Moderate 

Price. 

Please  mention  The  Revictv  to  Advertisers  and 
 Their  Travelers 
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CRESCENT  MANUFACTURING  CO 
LIMITED 

Fine  Muslin  Underwear   and   Waist   Manufacturers 

2  Inspector  Street, 

Let  us  show  you 

What  is  New 
IN 

Corset 
Covers 
Gowns 
Skirts 
Drawers 
Our  Lines  Have  Proved  a  Tonic 

for  Many  a  Whitewear  Depart- 

ment. If  You  Miss  Looking  at 

Them  You  Miss  Much. 

Our    Travellers  will   be 

on  the  Road  this  Month. 

Wait  for  Them 
OR 

SAMPLES  SUBMITTED  ON  REQUEST 

Montreal 

Please  mention  The  Reviezv  to  Advertisers  and  Their   Travelers 
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HAVE  YOU  ANY  DOUBT  ABOUT? 

COATS  ̂   COATS 
THE  NATIONAL  RUBBER  COMPANY 

Have  the  largest  and  most  varied  range  of  coats  in  Canada. 

Ladies'  Winter  Garments~ln  Caracule,  Sealette,  Plush,  Tweed,  Beaver, Broadcloth  and  Venetian. 

IVIen's  Rainproof — In  Roseberry,  Gaberdeen,  Tweeds,  Cravenettes,  etc. 

Ladies'  Waterproof —In  Silks  and  Moires  and  Single  and  Double  Textures. 

Ladies'  Rainproof —In  Gaberdeens,  Barbicans,  Roseberry,  Cravenettes. 

Men's  Waterproof— In  Paramattas,  Canton,  Fancies. 
Trial  Orders  Solicited 

NATIONAL  RUBBER  COMPANY 
MONTREAL 

Largest  Exclusive  Coat  House  in  Canada 

GRIFFIN  BRAND 
Suits,  Coats,  Skirts  and  Dresses 

for  Ladies,  Misses  and   Children 

Quality,  Shade,  Fit  and  Price 
We  have  made  every  efFort  to  obtain  best  qualities,  latest  shades,  and  newest  designs 
for  Fall  wear  in  above  garments.  In  addition  to  this  we  have  just  purchased  the 
entire  stock  of 

The  J.  H.  Waldman  Company,  Limited, 
amounting  to  about  $40,000.  at  a  very  low  figure.  This  stock  is  absolutely  all  new, 

having  been  recently  purchased  for  their  Fall  Trade — we  are  therefore  able  to  offer 
you  the  best  made-up  garments, ^uaranteet/ to  fit  perfectly,  at  the  lowest  possible  price. 
Our  Travellers  are  now  covering  the  Dominion  and  it  would  be  to  your  interest  to  see  their  Samples. 
If  you  cannot  wait  for  our  Representatives,  we  will  be  pleased  to  submit  Samples. 

The  Eclipse  Cloak  Company 
Main  2791  323  St.  James  Street,       -       MONTREAL 

i-ujp.iD.ii  -iiJiil  pii'^  s-AJS-iiiJ.ipi'  0}  iV^jii.y^  .Vji  uoiiiiJiit  .Kn>Jij 
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io:\ 

'THE  STAPLE  DRY  GOODS 

HOUSE  OF  CANADA." 

REACHING 
OUT  TO 
YOU 

With  Strong  Arguments  for  a 

Big  Fall  Business 
Strong  on  Buying  Facilities 

Montreal,   the  Clearing  House  of    Canada    for    Dry    Goods, 
Imports  and  Domestics 

Strong  on   Qualities 

Thoroughly  experienced  Buyers,  possessing  Technical  knowledge, 
indispensable  in  Value  getting. 

Strong  on  Quantities 

Immense  stocks  of  Standard  Staples,  ensuring  early  deliveries  and 
satisfaction  when  sorting. 

EIGHT  LIVE  DEPARTMENTS 
A  FLOOR  FOR  EACH 

A  Depl.—  Prints    and    Ginghams,    Flannels 
and     Flannelettes,     Cotton     Suitings     and 

Linings,  Etc.,  Etc. 

B  Dept. — Cottons  and  Sheetings,    Shirtings 
and  Denims,  Cretonnes  and  Tickings,  Etc. 

C   Dept. — Tweeds    and     Cloakings,    Linens 
and  Novelty  Muslins,  Etc.,  Etc. 

C  X  Dept.— Dress  Goods  and  Silks,  Etc. 

D  Dept. — Gents'  Furnishings  and  Working 
Men's  Wearables,  Etc.,  Etc. 

E  Dept. — Smallwares  and  Novelty  Acces- 
sories, Etc.,  Etc. 

F  Dept. — Ladies'  Hosiery  and  Underwear, 
Whitewear  and  Ready-to-wears,  Etc.,  Etc. 

G  Dept. — Carpets,  Oilcloths  and  Bed  Fur- 
nishings, Etc.,  Etc. 

Letter  Orders 
PROMPTLY    and    CAREFULLY    FILLED    by   men    with    retail   experience. 

Prices  quoted  or  samples  submitted  promptly. 

OUR  TRAVELLERS   ARE   NOW   ON   THE   ROAD 
WITH    SAMPLES    OF    NEW    FALL    GOODS. 

ALPHONSE  RACINE  C^  CO. 
OTTAWA 

111  Sparks  St. 

MONTREAL. 

MANCHESTER,  ENG. 
IIA  Albert  Square 

QUEBEC 234  St.  Joseph  St. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 



Few    Merchants    Make    Direct    Charge    for    Alterations 

They  Say  that  Customers  Will  Not  Always  Make  Their  Selections  When 

they  Know  that  Extra  Charge  is  Coming  —  Several  Merchants  State  their 
Views —  How    Much  Profit  Should  be  Made  on  Ready-to- Wear  Department? 

THE  alteration  problem  i»  one  wliieh  eal!s  f
or  the 

applieation  of  a  certain  amount  of  tat't  in  tlic 
reaJy-to-wear  department.  Probably  the  majority 

of  merchants  make  no  charge  whatever  to  [h^^ 
customer  for  making  the  chang-es  in  a  garment,  necessary 
to  a  good  tit.  It  seems  to  be  pretty  generally  agreed  tha,t 
sales  are  easier  when  the  customer  feels  that  she  i.s  not 

subject  to  an  extra  tax  for  these  alterations,  and  the  mer- 
chant finds  that  he  can  a,djust  the  price  satisfactorily  so 

as  to  meet  the  expense  of  any  work  of  this  kind. 
The  Review  has  recently  obtained  from  a  large  number 

of  merchants,  their  views  on  this  and  other  matters  in 
connection  with  the  ready-to-wear  department,  and  these 
are   here  given : 

A  Well  Conducted  Department. 

The  value  of  an  alteraliun  department  in  connection 

with  a  general  retail  dry  goods  business  is  demonstrated 

by  F.  W.  'Daniel  &  Co.,  St.  John.  N.B.  This  firm  main- 
tains a  workroom  on  the  third  floor  of  their  new  estab- 

lishment, for  the  sole  purpose  of  making  such  alterations 
in  the  garments  they  sell,  as  the  customers  desire. 

A  capable  woman  is  in  charge  of  this  work  and  she 

goes  to  the  mantle  department  when  her  services  are  re- 

quired, and  sees  personally  to  the  alteration  of  any  gar- 
ments. She  goes  over  the  garment  with  the  saleslady  and 

consults  the  buyer  as  to  the  changes  to  be  made,  and 
notifies  her  of  the  time  when  she  will  receive  her  pur- 

chase, altered  to  her  satisfaction. 
All  cloth  suits,  sold  at  regular  prices,  are  fitted  free, 

and  in  most  cases  suits  that  are  sold  on  special  sale  days. 
Sometimes  in  clearing  seasons  a  charge  is  made  when  the 
alterations  are  more  extensive  than  usual.  Alterations  are 

also  made  in  the  Summer  season,  in  wash  suits  and  wash 
skirts,  and  for  these  a  small  charge  is  made  sufficient  to 
cover  the  time  and  the  work  done. 

The  firm  find  it  the  case  that  people  seldom  object  to 

pa>-ing  for  alterations  to  wash  suits,  as  in  many  other 
stores  they  do  not  take  the  trouble  to  do  this  class  of 
work. 

What  One  Merchant  Makes. 

A  merehant  in  a  town  of  about  6,000  states  that  on 
suits  he  looks  for  a  profit  of  50  per  cent.;  coats,  50  per 
cent.;  skirts  and  whitewear,  40  to  50  per  cent.,  and  thai 
he  thinks  that  on  a  total  turnover  of  $25,000,  the  ready- 
to-wear  should  represent  about  15  per  cent.  He  makes 
no  charge  for  alterations,  unless  too  great  to  do  gratis. 

Alteration  is  done  by  sales  persons.  He  has  a  dress- 
making departmen't,  and  this  is  used  to  pu.sh  dress  goods. 

To  keep  in  touch  with  stock  he  goes  over  it  at  frequent 
intervals,  and  at  end  of  season  cleans  out  by  reducing 

prices. 
A  merchant  in  a  very  small  town,  who  has  not  gojie 

into  ready-to-wear  very  extensively,  states  that  he  looks 

for  a  profit  of  35  to  40  per  cent,  on  ready-to-wear  lines, 

•'acsording  to   what   they   will  bring." 
Sends  Garments  Out. 

A  profit  of  .50  per  cent,  on  suits;  50  per  cent,  on  coals; 

i<)  per  cent,  on  skirts,  and  33  1-.3  per  cent,  on  whitewear, 
is  reported  by  a  merchant  in  a  thriving  lakeport  city,  and 
he  figures  that  from  25  to  35  per  cent,  of  his  turnover  is 

ready-to-wear. 

In  making  alterations,  he  sends  garments  out,  ami  it 
costs  him  25  to  50  cents  each,  but  that  not  one  in  ten 
reijuires  altering. 

He  cleans  out  willi  bargain  sales,  and  willi  reference 

to  this  feature  states:  "People  love  bargain  sales,  and 
we  give  the  people  what  they  want,  as  they  want  it.  We 

keep  tab  on  our  stock  by  the  head  and  eye  system." 

Has  Competent  Person. 
With  reference  to  alterations,  a  merchant  in  another 

progressive  town  has  this  to  say: 

"We  have  a  woman  in  the  department  who  is  good 
at  alterations.  We  do  not  charge  for  them  unless  the 

garment  happens  to  be  sold  at  a  sale  price,  then  the  cus- 
tomer pays  for  alterations.  We  think  it  a  good  plan  tp 

have  one  salesla.dy  in  the  depai'tment  that  can  make  al- 
terations, as  it  is  too  exjiensive  to  keep  women  just  fqr 

that  work.  ■; 
"The  ready-to-wear  business  is  very  large  these  days, 

and  why  should  the  customer  pay  for  having  a  suit  or 
skirt  made  to  fit  her?  She  pays  your  price  and  expects 

a  fit,  and  we  think  it  is  nothing  but  just." 
"We  believe  that  two  sales  a  year  are  all  that  the 

merchant  should  need  in  this  department.  We  go  through 

our  stock  once  a  week  with  the  head  of  the  department'. 
We  believe  good  honest  advertising  and  bright  window 

display  give  results. 
"A  merchant  should  make  about  50  per  cent,  profit 

on  ready-to-wear,  and  in  a  turnover  of  $25,000  that  de- 

partment should  be  worth  .$5,000." 

Ready-to-wear  Should  Make  $10,000. 

"'On  a  turnover  of  $25,000,  we  think  ready-to-wear 

should  be  good  for  $10,000,"  writes  a  merchant  in  a  coun- 
try town. 
"We  do  very  little  alteration  work.  When  a  customer 

is  confronted  by  the  fact  that,  after  paying  $10  for  a 
garment,  .she  has  to  pay  $1  for  changing,  she  will  very 
often  pass  it  up. 

"It  is  hard  to  prevent  ready-fo-wear  from  cutting  in 
on  dress  goods,  but  there  are  many  people  who  cannot  be 

fitted,  or  who  will  not  try  on  ready-to-wear  goods. 

"To  keep  in  touch  with  stock,  lists  of  sizes  and  prices 

of  garments  when  received,  are  certainly  advisable." 

May  Discontinue  Suits. 
Another  merchau't  writes:  "We  have  almost  decided 

to  discontinue  ha.ndling  suits.  Separate  skirts  are  good, 
and  do  a  i;ice  trade  in  them.  In  niarking  them  I  figured 
(HI  at  leTsl  50  cents  for  alteration,  mark  them  about  50  to 

()0  per  .".!;'.  on  cost.  I  find  a  cus;omer  much  mo'-e  satis- 
fied than  if  I  charged  her  for  alteration.  In  fact,  I  don't 

Ihink  we  could  sell  the  skirt  if  we  charged  for  the  altera- 

tion.    Ready-made  coats  are  also  a  good  department." 

Adds  For  Alterations.  ■ , 

"We  usually  ad.d  about  50  cents  to  $1  on  each  suit  or 

garment,  whatever  it  will  stand,"  writes  a  merchant  in 
a  hustling  country  town,  "and  if  there  need  be  any  altera- 

tion, we  either  allow  it  to  the  customer  to  have  it  donp 
lierself,  or  we  will  send  it  out  to  some  dressmaker  and 
liave  it  done  ourselves.  We  think,  in  the  end,  the  profit 
will  average  np.  Nearly  every  garment  requires  some 

alterations." 
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Wiesen  &  Goldstein 

LADIES^   AND   MISSES^ 
GOWNS   AND    DRESSES 

FOR 

SUMMER    WEAR 
m 

Dimities,  Batistes  and  Zephyrs, 
in  a  Beautiful  Range  of  Dainty 

SUMMER  SHADES, 

at  Extremely  Lo^v  Prices. 

Ready  for  Immediate  Delivery 
During  the   Entire    Month   of 

JULY. 
Canadian  Buyers  visiting  New  York 
are  invited  to  come  in  and  see  them 

130-134  West  17th  Street    -    l\[ow   Y^wlr a  few  doors  west  of  Sixth  Avenue,  i^  C  yll        M.  \3m.  JX 

Telephone-4996  4997  -  Chelsea 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers 
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A  Record  to  be 
Proud  of!  J 

1910  to  Date 

1908 

3,000  GARMENTS 

12,000  GARMENTS 

Why  do  we  grow  ?     There  must  be  a  reason     Here  it  is  ! 

"CULTURE"  BRAND COATS  AND  SUITS 

are  the  very  last 

word  in  Women's Fashionable  attire. 
Whether  you  look 

at  a  "Culture" 
Brand  Garment 
from  the  point  of 
fit,  finish,  quality 

of  material  or  up- 
to-date  style,  you 
have  the  very  best 
value  the  market 

can  produce.  If 
our  traveller  has 

not  yet  waited  on 
you  with  our  Fall 
Samples,  will  you 
please  drop  us  a 
line. 

18,000  GARMENTS 

Oar 

LADIES' 
COATS 

and 

SUITS 
areinallthenewest 
fabrics    at    prices 

ranging  from 

$7.50 
to 

$25.00 A  further  enquiry 

would  be  worth 

your  while. 

The  home  of  CULTURE  BRAND  Cloaks  and  Suits 

Flcase  mention  The  Review  to  Advertisers  and  Their    Travelers 
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FALL  TRADE  1910 
Here's  a  coat  that  has  been  picked   for  an  all-round 

winner  by  those   who  know! 

Our 

PONYETTE 
COAT 

(In  two  lengths  52"  and  54") 

full  and  cosy  in  size, 

with  long  roll  shawl 
collar.  It  is  cut  in 

beautiful  straight 

lines,  and  is  made  of 

a  high  grade  quality 

of  this  superior  mate- 
rial. 

The  leading  merchants 

have  already  ordered 

i  n  large  quantities. 

What  about  you?  Can 

you  afford  to  be  with- 
o  u  t  this  wonderful 

seller  to  retail  at 

$25.00 
Impossible  to  distin- 

guish it  from  the  real 

Russian     Pony    Skin. 

No.  176  Best  Ponyette  $15.00 

Our 

PONYETTE 
COAT 

(In  two  lingihs  52"  and  54" 

is  lined  with  striped 

Venetian  mercerised 

Lining.  Finished 
with  the  fashionable 

large  button — in  fact, 

the  'tout  ensemble' 
presents  the  most  up- 
to-the-minute  garment 

you  can  carry. 

We  are  headquarters 
for 

PONYETTES 
CARACULES 

and  SEALETTES 

the  three  leading  ma- 
terials. Prices  range 

from  $12. GO  in  Cara- 
cuJes  to  $25.00  in 

Sealettes,  Brocaded 

Satin  Linings  in  all 

better  goods. 

A    Sample    order 
will  convince  you. 

Ontario 
Cloak 

Company 
Limited 

Corner  of 
Adelaide  and 

Spadina TORONTO 

Please  tn^ntiQn  The  Review  to  Advertisers  and  Their  Travelers 
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Plain  talk  f^^  U^^ about  your  Silk  Dept. 

Does  Your  Silk,  Department  Pay  ? 

Properly  managed,  it  should  be  a  good  paying  department. 

Is  your  competitor  getting  the  business?  He  is  getting  it 

if  you  are  not. 

The  Net  Profit  is  made  in  the  buying.  If  you  save  only  2c, 

per  yard  on  200  yards,  that  is  the  net  profit  on  a  $40,00 
sale  in  your  store. 

How  much  time  and  attention  will  you  give  to  a  $40.00  sale? 

We  can  save  you  from  2c.  to  15c.  per  yard  on  staples  alone. 

Have  you  got  a  good,  heavy  black  Paillette  to  sell  50c.  retail? 

Have  you  got  a  good  36-inch  black  Taffeta  to  sell  at  75c.? 

Have  you  got  a  good  heavy  black  Paillette,  40  inches  wide, 
to  sell  at  $1.00.  ? 

Have  you  got  in  your  Silk  Department  the  heaviest  and  bright- 
est finished  Paillette  De  Chine,  in  colors,  to  sell  at  75c,? 

We  have  these  to  offer  you,  along  with  many  other  lines,  and 
they  will  all  bear  you  excellent  profits. 

Do  not  get  behind  in  the  Silk  Department. 

Do  not  think  the  business  is  not  done  in  your  town.  Only 

a  "back  number"  will  think  that  way. 

We  can  surely  turn  a  losing  department  into  a  paying  one, 

into  a  big  money-maker  for  you. 

Try  some  of  our  leading  lines  and  make  profits  of  33%  to  75% 
easily. 

We  will  be  glad  of  an  opportunity  to 

prove  these  facts. 

A.  S.  King  Co.,  Ltd. 
The  Old  Ishikawa  Premises 

24  Wellington  Street  West,  TORONTO 
YOKOHAMA CHEEFOO LYONS 

ZURICH NEW  YORK 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 



GOODS^FABRICS 

Initial  Fallf  Selling  Shows  the  Rougher  Fabrics  in   Favor 

Besides  Such  Lines  as  Diagonals  and  Donegals,  Mannish 'Worsted  and  Suit- 
ings will  have  Strong  Place— Chicken  Track  Checks,  Matte  and  Basket 

Weaves— Deep,  DullTones  Accentuated  by  King's  Death— Silks  and  Chiffons. 

WITH  the  initial  selling  for  the  Fall  sea
son 

now  over  it  can  be  said  that  the  materials  for 

Fall  will  cover  a  wide  range  of  fabrics.  Rough 

effects  such  as  plain  and  fancy  cheviots,  di- 
agonals, Donegals,  etc.,  will  in  all  probability  come  first 

in  popular-priced  lines,  while  in  higher  priced  goods 
moderately  wide  wale  serges,  fancy  cheviots  and  diago- 

nals in  both  solid  and  two-tone  effects  promise  well. 
Mannish  worsteds,  and  suitings  in  black  and  white 

mixtures,  and  greys  sold  well  for  the  Spring  season  and 
are  indicated  for  a  strong  place  in  the  coming  Fall.  Home- 

spuns in  greys  and  colors  are  also  included  in  the  most 
favored  lines.  The  new  chicken  track  checks  and  other 

fancies  of  a  like  character  are  gaining  strength.  Matte 
and  baiSket  weaves,  panne  cloths,  zibelines  and  boucles 
are  included  in  the  novelty  range. 

Though  broadcloths  and  Venetians  will  scarcely  sell  as 
well,  they  will  have  to  be  included  in  the  lists  of  most 
buyers. 

The  long  coat  is  selling  extremely  well  and  this  will 
mean  a  demand  for  fabrics  suitable  for  dresses  to  wear 

under  a  long  coat.  The  city  trade  has  placed  large  orders 
for  silk  and  wool  cashmeres,  and  also  for  crepes  and 

crepon  weaves.  Light-weight  crepe  weaves  in  wool  and 
mohair  also  promise  well,  and  soft-finished  serges  and 
taffeta  cloths  and  fine  poplins  have  also  been  bought  for 
dress  purposes. 

V 

Using  Cheviots  and  Serges  Extensively. 
The  garment  manufacturers  are  using  diagonal  serges 

and  cheviots  extensively  for  the  making  of  their  dressiest 

garments.  They  have  also  bought  hard-finished  serges  in 
moderate  twills  extensively,  as  well  as  panamas,  tweeds 
and  fine  homespuns. 

Cheviot  serges,  and  Scotch  mixtures  are  selected  for 

separate  coats  and  pile  fabrics,  particularly  seal  plushes 
and  caraculs  have  been  selected  for  the  long  coats.  Face 
cloths  in  black  and  in  colors  are  selected  for  dressy 
garments. 

V 

.  Deep,  Dull  Tones  Fashionable. 
!  The  mourning  for  the  late  King  has  accentuated  the 

tendency  for  black,  and  for  luilf  mourning  colors  such  as 
grey  and  purple.  Judging  from  the  new  color  cards  and 
the  developing  tendencies  in  Paris,  deep  dull  tones  in 
very  dark  shades  will  be  fashionable.     Blues  stand  first 

on  the  list,  and  greys  and  purples  contend  for  the  second 
place.  Some  beautiful  new  browns  are  shown  and  brown 
seems  to  be  coming  back  into  favor. 

Fashion  Favors  Silks. 

Buyers  are  preparing  for  an  extra  good  silk  season  in 
the  coming  fall,  for  fashion  is  favoring  silk  fabrics. 
Advices  from  Paris  show  tha;t  satin-faced  silks,  taffetas 
and  also  moires  are  the  fa.shionable  fabrics  in  that  fashion 

centre.  At  both  Lougciiamps  and  Chantilly,  dresses  of 
chiffon  and  taffeta  or  chiffon  and  satin  with  coats  of  the 

heavier  fabric,  were  very  much  in  evidence.  This  is  in 
direct  line  with  the  way  buyers  are  placing  orders  for 
Fail,  as  satin-faced  silks  are  selling. 

It  is  expected  that  gowns  of  transparent  materials 
snch  as  chiffons  will  be  worn  with  strong  colors  or  light 

Paisley  Fattened  Panne  Velvet, 



no  D  R  E  S  S     G  O  O  D  S  Dry   Goods  Rcviciv. 

The  Very  Newest 
For  FALL,  1910 

On  July  10th  we  placed  in  the  hands  of 
our  representatives  for  your  inspection, 

the  money-making  novelty  of  the  season 

54-in.  Blair-Athole 
Coating 
14   Patterns  in  Newest 

Combination  Colorings 

Specially  Made  For  Us 
Can  Not  Be  Bought  Elsewhere 

On  enquiry  we  w^ill  mail  you  samples 
as   soon   as   the   first    pieces    arrive. 

Nisbet  &  Auld,  Limited 
34  Wellington  St.  W.,  Toronto 

Please  mention  The  Review  to  Advertisers  and  Th^ir  Travelers 
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Three  World  Beaters 

All  Colors 
27-in. 
Empire 

SATIN 

In  Stock 

Lining  Department 
Cotton  Dress  Linings  in 

Brocades  —  Diagonals  —  Stripes 
Full  Range  of  Colorings 

To  Retail  at  25c,  35c,  40c,  50c 

Nisbet  &  Auld,  Limited 
Toronto 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Dry  Goods  Rez'iezv. 

sliailt's  as  a   foiiiulation,  aiul   also  that   iliosses  of  thes>> 
silks  will  be  much  in  eviileneo. 

Taffetas  are  resraining-  favor  aiul  will  improve  tlieir 
position  as  the  season  advances.  The  popnhir  sliades  are 
eorn.  niaise.  Tuscan,  apricot.  Alice,  aeroplane  and  old- 
rose,  to  which  may  be  added  pink,  sky  and  nile  for 
evening  wear,  and  as  novelties  royal  blue,  Russian  green, 
ibis  and  cerise. 

A  feature  that  buyers  must  not  overlook  is  the  in- 

creasing demand  for  .">()  and  40  in.  silks.  This  movement 
for  some  reason  has  been  resisted  by  the  retail  trade, 
though  the  manufacturing  end  has  bought  them  exten- 

sively. When  a  woman  once  realizes  the  economy  of 

buying  the  wider  silks,  she  will  be  verj'  reluctant  to  take 
the  narrow  widths. 

V 

Chiffons  for  Waists  and  Costumes. 

The  waist  and  costume  manufacturers  are  takin;^' 
chiffons  freely,  and  a  new  heavy  weight  chiffon  has  been 
introduced  that  is  taking  well  for  this  purpose.  Crepon 
weaves  in  both  silk  and  silks  and  cotton  fabrics  are 

selling  for  dressy  wear. 

Silk  and  cotton  fabrics  are  now  a  very  important 
factor,  and  in  the  last  few  seasons  have  come  rapidly  to 
the  front.  Each  season  sees  improvements  made  to  these 
fabrics,  and  their  sale  is  assuming  larger  proportions. 
In  most  stores  now  these  fabrics  have  been  removed 

from  the  wash  goods  department  to  that  in  which  silk 
fabrics  are  carried,  and  this  has  been  a  move  that  has 
greatly  helped  sales. 

There  is  little  tendency  towards  fancy  silks,  but  in 

the  novelty  end  the  vogue  for  Persian  and  Paisley-printed 
silks  is  strong  now  and  has  every  appearance  of  lasting 

ovei-  into  the  Wiiitei"  season.  Paisley-printed  foulards, 
-laps  and  chilVons  arc  selling  freely  and  for  numerous 
uses.  Chiiron  waists  are  lined  with  these  silks  and  they 

ai'e  used  for  foundations,  bands  and  other  trimming 

l)uri>()s('s. 

DRESS  GOODS  COLORS  FOR  FALL. 

Placed  in  Order  of  Their  Selling  Importance. 
BLUE. Navy. 

Neptune. 

Lido. 

Marine. Dark  Blue. 
Parrot  Blue. 

GREY. 

Nord  Pole. 

Mixture. 
Steel. Iron. 

Greys. Silver. 

GREEN. 

Lead. 

Moss  Greens. Leaf-green. Mistletoe. 

Citronelle. Tea-green. Dull  Reseda. 
Olive. 

Fir-green. 

Sea-green. 

BROWNS. 

Parrot. 

Filbert. 
Larch. Morille  or 

Torson  d'Or. 

Giac. 
Mushroom. 

Pinkish  Browns. Tete  d'Nige. 
RED    SHADES 

Ashes  of  Roses. Althea. 
Cerise. 

Papilotte. 
Burg.indy. Claret. 

Deep  Wine. 
VIOLETS. Pansy, 

Purple. 

Parfum. 
Prune. 

LINENS 
We  have  a  splendid  range  of  the  latest  designs  in 

TABLE  DAMASKS  and  TABLE  CLOTHS,  with 
NAPKINS  TO  MATCH 

TT^/^Tp       "C^  ATT  ^^    ̂ ^^^   ̂   ̂ ^'^y  \arge  assortment  of  NOVELTIES    such  as  Cluny -i-  V^Xv  A.  Jr\.l.^ Im^  and  Guipure  Lace  Doylies,  Centre  Pieces,  Tray  Cloths,  Bureau 

Covers  and  Shams,  suitable  also  for  Christmas  trade,  also  Embroidered  Fancy  Linens,  in  sizes  18  x  27,  18  x  36, 

18x45,  18  X  54,  and  .^2  x  32. 

TOWELS     and     TOWELLINGS
     some  leading  values  to  retail  at M.j.A>-*.      A  >-^  »»  j_^.i-^.A-^xx  1  V.X  t^  popular  prices. 

WE  ARE  SOLE  AGENTS  FOR 

JAS.  &  THOS.  ALEXANDER,  Dunfermline,  Scotland 

HANDKERCHIEFS — a  large  stock  of  all  desirable  lines 

An  exceedingly  nice  range  of  Ladies'  Embroidered  and  Lace-edged  HLndkerchitfs. 

Greenshields  Limited Montreal 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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C  Considerable  interest  at  present  at- 
taches to  the  sohition  of  the  question, 

"  How  to  make  a  Cotton  Flannelette  at 
once  warm,  healthy  to  wear,  and  non- 

inflammable." 

The 

"Arpekas" Flannelette 

PROPRIETORS: 

possesses  the  above  qualifications  in  tlio 
highest  possible  degree. 

C  It  is  a  plain  fabric,  and  not  a  twill. 

C  All  household  flannels  are  j^lain,  and 
it  is  obvious  that  an  article  intended  to 
be  used  as  a  substitute  for  flannel  should 
present  a  similar  appearance.  It  has  the 
further  advantage  that  it  raises  better 
and  closer,  and  is  therefore  less  inflam- 

mable than  an  ordinary  twilled  flannel- 
ette. An  article  made  in  this  manner 

will  not  take  fire  more  readily  than  an 
ordinary  cotton  nightdress. 

d.  Every  piece  is  warranted  free  from 
extraneous  moisture,  and  from  all  injuri- 

ous chemicals.  Being  extremely  short 
and  close  in  the  pile,  these  goods  do  not 
(jet  out  of  condition  on  the  counter. 

J.  &  N.  PHILIPS  &  CO. 
Manchester,  England 

Mills— Tean  and  Cheadle Branch— 20  Cheapside,  London,  E.G. 

OFFICES 

21  1   Lindsay  Buildinjf,  St.  Catherine  St.  West, 
MONTREAL 

611   Empire  Building,  Wellington  St.  West 

TORONTO 
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Dull  Rich  Tones  Featured  in  Fabrics  on  New  York  Market 

Unfinished  Worsteds  and  Cheviots  in  Plain  Weaves— Basket  W^eaves,  Broken 
Diagonals,  Also  Slightly  Smooth-finished  Goods,  Such  as  Broadcloths, 
Serge  and  Small  Worsted  Effects. 

Staff   Correspondence. 

Office  of  The  Dry  Goods  Review, 

IGO  Broadwaj-,  New  York,  June  30. 

THE  materials  favored  for  the  fall  suits  are  narmw 

wale  serges,  fancy  worsteds,  slightly  rough  effects, 
and  knotted  or  boucle  cloths.     Mixtures  in  brown, 

green,  plum,  dull  blues — in  fact  all  the  dull,  rich 
tones  are  to  be  prominently  featured. 

Woolens  for  suitings  are  following  the  worsted  lines 
as  closely  as  it  is  possible  to  construct  them.  Wool 

chevoit  both  plain  and  with  zibeline  yai'n  in  basket  weaves, 
broken  diagonals,  and  herringbone  are  all  selling. 

Tweed  for  Coats. 

It  can  scarcely  be  stated  that  outside  of  tweeds  any 
new  features  have  been  introduced  in  woolen  cloths.  Some 

lines  of  light  weight  tweeds  are  being  made  up  into  at- 
tractive suits,  but  the  largest  demand  is  for  the  heavier 

weights  for  coats.  The  trade  seems  bent  on  taking  tweed 
for  coats  as  a  certainty.  The  patterns  generally  favored 
are  small,  the  color  being  combinations  of  gray  and  brown, 
green  and  brown,  black  and  white,  and  brown  and  tan. 

The  first  purchasing  of  garments  for  Fall  favor  slightly 

smooth-finished  goods,  such  as  broadelotli.  serge  and  small 

weaves  in  worsteds.  In  woi'sted  lines  for  suits,  unfinished 
worsteds  and  cheviots  are  shown  in  plain  weaves,  basket 
weaves,  broken  diagonals,  chain  effects  and  other  small 

patterns,  the  latest  and  newest  of  which  introduce  two- 
tone  shadow  checks. 

Light  Weaves  for  Dresses. 

While  most  demands  for  suitings  are  for  the  heavier 
weights,  dr€ss  fabrics  do  not  seem  to  be  so  heavy;  the 

lighter  weaves  being  more  favored,  as  they  adjust  them- 
selves more  easily  to  the  vogue  for  drapery  lines  which 

is  so  conspicuous  now.  And  this  applies  to  the  diagonals 

and  homespuns  which,  while  they  have  a  heavy  appear- 
ance, are  exceedingly  light  in  weight. 

A  feature  of  the  Fall  and  Winter  dress  goods  selling 

is  the  adoption  of  both  foreign  and  domestic  panne  cloth'* 
which  are  brought  out  in  a  range  of  fine  qualities,  and 

attractive  patterns.  Their  luster  is  obtained  from  the  finn 
quality  of  worsted  employed  in  the  construction. 

Rough  materials  are  being  most  generally  adopted  by 
those  manufacturers  catering  to  the  popular  trade,  but 
the  demand  for  fancy  cheviots  has  extended  to  the  bettei 
class  of  trade  also,  owing  to  their  attractive  appearance. 

Camel's  hair  materials  which  are  shown  in  both  plain 
and  fancy  back,  closely  sheared  zibelines,  rough  cheviots, 
broadcloths  and  plain  and  figured  velvets  and  plushes  are 
the  desired  materials  in  coatings,  and  heavyweight  pile 

fabrics  arc  being  exten.sively  taken  up  for  the  same  pur- 

pose. 
FaUSaks. 

There  is  a  strong  feeling  prevalent    that   this   will  be 
a  big  Persian  .season.     In  this  connection  it  is  stated  that 
Persian  printings  will  appear  in  many  qualities  of  silks, 
including  taffetas,  messalines,  erepes  and  satins. 

Brocades  are  also  in  fair  request.  They  will  be  em- 
ployed for  costumes,  foundations,  linings  and  Irimmingf;. 

Many  attractive  and  beautiful  designs  are  shown  for  the 
Fall.  Satin  brocades  are  especially  desirable  and  will  be 

popular. Crepe  de  Chine,  voiles,  marquisettes  and  grenadines 
are  also  bidding  fair  to  become  quite  popular.  These 
fabrics  are  being  used  to  veil  dresses,  the  foundations  of 
gowns  being  of  the  Persian  printed  silks  and  vivid  colored 

Plaids  and  Warp  Prints. 

For  the  Fall  trade  good  quantities  of  peau  de  cygne. 
satin  de  chine,  chiffon,  taffetas,  crepe  in  both  plaids  and 
warp  prints  are  being  taken  freely. 

Two  Prelty  Gowns  of  Satin  Ctiarmeuse  — See  Paris  Letter  page  92. 

In  the  finer  range  of  materials  light  weight  crepes  are 

doing  exceedingly  well  and  this  is  to  be  a  big  season  for 
crepes  and  their  variations,  especially  for  evening 
costumes. 

Tlic  demand  for  velvet  is  excellent  and  there  is  every 
reason  to  believe  that  these  fabrics  will  take  very  well 
for  suits,  costumes  and  trimmings.  It  is  stated  this  is 
the  greatest  season  in  nine  years  for  velvets  and  that  thp 
demand  will  undoubtedly  exceed  the  supply. 

The  new  plushes  are  shown  in  blacks  and  all  the  rich, 

deep  tones  advocated  by  Paris  so  that  they  match  the  cor- 
rect shades  in  cloths  and  velvets. 
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Silks  are  advaiiciiig",  and  many  lines  are  from  5  per 
cent,  to  10  per  cent,  liigher,  a.nd  this  applies  particularly 
to  the  silk  and  cotton  mixtures,  for  on  these  goods  it  i^ 
impossible  to  place  orders  now  at  the  same  price  that 
ruled  a  month  ago. 

The  big-  difficulty  about  the  silk  business  at  present 
is  the  number  of  colors  vvau'ted.  which  necessitates  the 

carrying  of  a  large  amount  of  stock. 

The  widi*  IiriiniiUNl  hal.s  were  curved  a,iid  benl  in  grace- 
ful and  \'ari(xl  curves  and  were  very  becoming. 

Owing  to  the  very  s'hort  skirts  now  worn,  both  the 
stockings  and  the  shoes  are  strongly  in  evidence.  Shoes  as 
a  rule  match  the  gown,  and  so  do  the  stockings  worn.  Silk 
hosiery  of  the  sheerest  variety  is  woru  and  the  Louis  XV. 
slippers  with  high  tongues  and  enoruious  buckles  are  the 
I'ashidiuable  shape. 

Broderie  Anglaise  Much  Used. 
Paris,  France,  July  1. 

Broderie  Anglaise  is  used  for  dresses,  parasols  and 

even  slippers,  and  is  very  much  in  vog-ue  and  for  making 
summer  hats  its  only  rival  is  Va.leneiennes  lace.  Large 
capelines  are  worn  covered  entirely  with  tiny  rufHes  of 
Valenciennes.  Immense  ribbon  bows  are  used  as  the 

trimming  and  bands  of  large  flower  petals  encircle  the 
crown. 

At  Chantilly.  the  hats  worn  were  love'y,  the  leghorn 
being  almost  universally  worn.  Large  leghorn  ca.pelines 
were  crowned  with  masses  of  flowers,  and  with  waving 
plumes  with  a  touch  of  black  velvet  to  give  depth  and 
effect  to  the  color  scheme. 

Velvet  is  very  much  work,  and  hats  with  velvet  crowns 
were  in  evidence.  One  of  black  velvet  had  a  broad  white 

la,ce  veil,  bordered  upon  both  sides,  draped  on  the  brim  so 
that  one  border  showed  against  the  velvet  and  the  other 
hung  over  the  brim. 

The  fashionable  flower  was  the  clematis  in  all  shades 

of  mauve,  purple  and  white,  and  often  th'ey  would  be  of 
mixed  shades  combined  with  deep  maroon  velvet. 

New  Firms  Incorporated. 

Ci.  C.  Egan  Co.,  Montreal,  have  been  incorporated  with 
$40,(>()l),  to  carry  on  business  as  wholesale  dry  goods  mer- 

chants and  commission  agents.  The  incorporators,  G.  C. 
Egan,  Max  Maass,  Francis  E.  McKenna,  R.  H.  Teare,  and 
J.  C.  B.  Walsh. 

Hall-Borchert  Dress  Form  Co.,  of  Canada,  have  been 
incorporated  with  $25,00!)  capital  to  manufacture  folding 
and  adjustable  dress  forms  and  papier  mache  models. 
Provisional  directors,  0.  H.  King,  S.  S.  Burnham,  E. 

Dickey,  and  L.  Duff;  head  ofifice,  Toronto. 

Tusco  Fabrics,  Limited,  Toronto,  capital  $90,000,  have 
been  incorporated  to  buy  and  manufacture  furniture 
coverings,  caipets,  rugs,  curtains.  The  incorporators  are: 
G.  G.  Wishart,  B.  Louise  Wishart,  G.  G.  Mills,  R.  Thorne, 
I.  L.  and  N.  F.  Wishart,  Toronto. 

The  Regent  Shirt  Co.,  Montreal,  capital  $50,000,  have 

been  incorporated  to  manufacture  men's  shirts,  collars  and 
haberda.shery  of  all  kinds.  The  incorporators  are:  D. 
Kiisch,  Simon  Kirsch,  E.  B.  Busteed,  C.  L.  Buchanan,  and 
L.  E.  Brown,  Montreal. 

WE    HELP 

TRADE     and     CONFIDENCE 
by    selling    only    reliable     DRY    GOODS,     giving    satisfaction 

with     every     shipment,     and     a     fair    deal    to    every    customer. 

THE   RESULT   IS 

an    ever    increasing    patronage    among    progressive    retailers. 

Write  for  our  traveller  to  call,  he  will  show  you  some  special  values. 

Mail  Orders  Filled  By  Return. 

U^.. 

VASSIE  \Tm'?t^kT  ST.  JOHN,  N.B. 
Please  mention  The  Reviezv  to  Advertisers  and  Tlieir   Travelers 
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PRINTED  ART 
TICKINGS 
SALABLE  LINES  FOR  YOU 

PRINTED  ART  TICKINGS  ARE  BIG  SELLERS 

AT  RETAIL,  OWING  TO  THE  DAINTY  PAT- 
TERNS AND  MODERATE  PRICES. 

WOMEN  HAVEBE  EN  QUICK  TO  APPRECIATE 

THEIR  APPROPRIATENESS  FOR  MANY  PLACES 

IN  THE  HOME. 

THEY  ARE  IDEAL  FOR  DRAPERIES  AND 

CURTAINS,  AND  COVERINGS  FOR  MANY  ODD 

ARTICLES  AROUND  THE  HOME,  AS  WELL  AS 

COVERINGS  FOR  MATTRESSES,  ETC. 

THESE  LINES  ARE  GOOD 

EXAMPLES  OF   ART  TICKINGS 

ART  DRAPERIES,  30-31  WIDE 

265  TICKING,  32-34-INCH 

288  SATEEN,  30-INCH. 

YOUR  WHOLESALER  HAS  THESE  LINES 

KEEP  A  REPRESENTATIVE  STOCK  AND  DISPLAY  THEM  NOW 

DOMINION 

^IT^ 

l^lcasc  mention  The  Revieiv  to  Advertisers  and  Their   Travelers 



Staple   Lines   for   Spring   Show  Wide  Range   of   Fancies 
General  Trend  is  Toward  Voile,  Marquisettes,  Lenos,  Tissues  and  a  Variety  of 

Cords,  Checks  and  Stripes  — Good  Call  for  Linen  Finished  White  Goods —De- 
mand for  Black  and    Colored  Sateens— Sheer  Fabrics  are  in  Strong  Position 

BUYING  'has  staxted  in  white  goods  for  Spring,,  al- 
though the   movement  is  of  a  somewhat  caiitiou.s 

character.    Still,  there  is  plenty  of  evidence  that  a 
good  season  is  anticipated,  and  the  houses  handling 

these  lines  feel  satisfied  with  the  prospect. 

The  mills  are  offering  wide  ranges  of  fancies  in  every 

conceivable  pattern,  and  there  will  be  no  ground  of  com- 
plaint on  this  score.  New  samples  shown  in  white  goods 

include  lenos,  stripes,  checks  and  cords,  the  groundwork 

in  many  being  sheer  enough  to  permit  a  colored  fabric  be- 
low to  show  through. 

Some  of  the  new  sheer  Madrasses  a.re  beautiful  in  char- 
acter and  finish.  In  the  extreme  fancies,  some  fine  shadow 

weaves  in  jacquards  are  shown.  They  are  extremely 
pretty.  Some  voiles  are  being  shown  in  samples  in  double 
and  twist  and  combed  yarns,  in  colors,  white,  and  in 
printed  designs. 

Fine  marquisettes  are  bought  freely,  as  the  demand 
for  these  goods  is  likely  to  be  beyond  the  supply. 

The  general  trend  of  showings  is  toward  voile,  mar- 
quisettes, lenos,  tissues  and  a  variety  of  cords,  checks,  and 

stripes,  many  of  the  latter  being  strengthened  in  appear- 
ance by  the  addition  of  a  few  mercerized  threads  in  the 

warp  near  the  edge  of  the  stripes,  and  to  make  many  of 
the  cords. 

Linen-finished  White  Goods. 

Preparations  for  another  season  of  linen  finish  in  white 

goods  is  under  wa,y  because  of  the  seemingly  unlimited  de- 
mand for  the  best  known  trade-marked  packaged  fabrics. 

Some  of  the  best  selling  white  goods  are  also  being  offered 
with  printed  floral  effects  just  suggestive  of  color  on  them. 
Fancy  dimities  with  sprays,  fine  woven  madras  printed  in 
very  delicate  sha.des,  and  occasional  offerings  of  solid 

ground  prints,  serve  to  make  the  showings  unusually  at- 
tractive at  this  stage  of  the  opening. 

A  good  consumptive  demand  in  the  Fall  for  wrai)per- 
ettes  is  anticipated. 

Lost  Ground  Recovered. 

The  primary  markets  ha.ve  felt  the  reflection  of  the 
good  retailing  trade  in  wash  and  printed  goods,  the  warm 
weather  experienced  lately  helping  to  recover  the  ground 
lost  earlier  in  the  year.  As  one  merchant  said,  better  late 
than  never.  Inquiries  for  job  lots  have  therefore  improved, 
as  although  there  are  a  great  variety  of  lines  shown,  stocks 

are  not  heavy  and  when  any  line  in  particular  moves  free- 
ly, it  is  necessary  to  replenish  promptly.  The  great  popu- 

larity of  these  fabrics  is  more  in  evidence  than  ever. 
Linens  of  the  mercerized  variety  are  largely  worn.  This 
is  likewise  the  case  in  repps  in  wide  range  of  shades. 
Luckily  the  market  is  well  supplied  and  there  is  no  diffi- 

culty regarding  stocks. 

Sateens  in  Demand. 

Blacks  and  colored  sateens,  espeeiai'ly  in  the  cheaper 
grades,  are  in  good  demand  and  in  many  cases  delivery  is 
wanted  immediately.  This  would  indicate  the  market  to 
be  in  a  healthy  condition.  One  authority  writing  on  the 
demand  says:  Up  to  a  recent  period  indications  that 
sateens  were  to  be  in  good  request  were  not  in  evidence 
generally,     and     it     was     contended     that     there     goods 

could  not  be  soJd  readily  because  of  tlie  prices.  It  looks  as 
if  that  contention  was  wrong,  and  that  current  rates  can 
be  secured  when  there  is  a  demand. 

Growth  of  Cotton  Goods  Demand. 

The  great  development  of  Canada's  cotton  goods  de- 
mand i.s  shown  by  the  comparative  figures  of  her  trade 

with  England  for  the  four  months  of  this  year  and  of  last. 
To  the  end  of  April  40,S{%(>00  yards  were  taken  compared 

with  2.'). 112,000  in  the  same  period  last  year,  an  increase  of 
15,778,000.  These  are  most  satisfactory  figures,  and  a 
good  illustration  of  the  progress  and  state  of  trade  in 
this  country. 

While  referring  to  England's  cotton  industry,  it  is 
interesting  to  note  that  there  are  in  course  of  erection 

to-day>  in  Manchester,  mills  spinning  American  cotton  with 
a  capacity  of  538,416  spindles  and  to  spin  Egyptian  cotton, 

mills  with  a  capacity  of  467,9'08  spindles.  In  all  twelve 
mills,  with  a  total  spindleage  of  1,006,324,  to  which  must 
be  added  25  mills  in  part  operation  with  a  spindleage  of 
2.261,708,  or  a  grand  total  of  new  mills  either  partially  or 
wholly  completed  of  37,  with  an  aggregate  capacity  of 
3,268,032  spindles.  It  is  evident  from  this  that  United 

States  exporters  will  ha.ve  to  contend  with  stronger  oppo- 
sition than  ever,  and  that  the  present  trade  of  Manchester 

is  not  suffering  from  the  high  prices,  or  that  there  is  any 
hesitancy  regarding  the  future  and  its  iirospects. 

Incessant  Call  for  Sheer  Fabrics. 

The  Belfast  market  is  reported  quiet  so  far  as  new 
business  is  concerned.  A  number  of  buyers  are  on  the 
market,  but  they  are  doing  more  in  the  way  of  inquiries 
tlum  ill  placing  orders  for  late  delivery.  It  is  believed 
in  some  quarters  that  no  large  orders  during  the  remain- 

ing summer  months  will  be  placed,  but  that  the  beginning 
of  September  will  see  a  great  stimulation.  The  present 
lull  is  not  objected  to,  as  it  enables  manufacturers  to 
make  better  deliveries  than  would  otherwise  be  the  case. 

The  demand  for  sheer  fahries  is  incessant,,  according 
to  the  latest  reports,  and  the  production  of  damask  is 

■not  sufficient  to  meet  the  requirements  of  the  trade.  One 
manufacturer  is  seriously  considering  the  instalation  of 
additional  damask  looms,  being  assured  that  enough  or- 

ders can  be  assured  to  keep  the  extra  machinery  occupied 
for  a  long  time  to  come. 

Guarantee  Cotton  Bills  of  Lading. 

The  New  York  Cotton  Exchange,  and  cotton  men  gen- 
erally, are  much  interested  over  the  suggested  plan  that 

surety  companies  gua,rantee  the  genuineness  of  cotton 
bills  of  lading,  thus  making  the  banker  or  holder  either 
in  the  United  States,  or  in  other  countries,  absolutely 
safe.  Surety  company  officials  say  that  it  was  by  no 
means  defi^nitely  settled  that  they  would  go  into  the  busi- 

ness of  guaranteeing  these  bills,  and  that  they  certainly 
would  not  in  any  event  until  after  the  most  thorough 
and  searching  investigation  of  every  phase  of  the  cotton- 
shipping  industry.  The  bill  of  lading  measure.,  which  has 
recently  passed  the  House  of  Rrepresentatives,  and  is 
expected  to  be  passed  promptly  by  the  Senate,  makes  the/ 

carrier    liable    for   the    acts   of   its    agents.      Both    eottoii* 
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Mount  Royal 
Grey  Cottons 

are 

Quick  Sellers 
Clean  Finish — Even  Weave— Fine  Values 

IT  PAYS  TO  STOCK  THEM 

The  Mount  Royal  Spinning  Company 
Limited 

Selling  Agents : 

The  D.  MORRICE  COMPANY,  Limited,         :         Montreal,   Toronto,   Winnipeg 

I^ lease  mention  The  Kei'iew  to  /Idvertisers  and  Their    I'ravclers 



Get   Together,   Harmonize    and   Adjust   Local    Problems 
Merchant  Discusses  Evils  of  the  Bargain  Counter  Advertisement  and  how  to 

Overcome  Them — Local  Co-operation  Advocation — Energy  Wasted  in  Snap- 
ping and  Snarling  at  Every  Person  who  Handles  the  same  kind  of  Merchandise 

/ /^  ■   ̂ HE  bargain  counter  advertisement,  their  in- 

'         jurious    effects    on    cities   and    towns."      H. T Occomore,  president  of  the  Guelph  Retail 

Merchants'  Association,  discussed  this  ques- 
tion before  the  annual  meeting  of  the  Provincial  Associa- 
tion, in  Kingston. 

"We  must  first  be  sure,"  said  he,  "that  this  is  an 
evil  before  we  endeavor  to  point  out  a  specific  for  it. 

"We  must  also  reckon  with  the  fact  that  unless  we 
can  really  find  legitimate  proof  that  it  has  an  injurious 
effect,  we  will  only  frustrate  the  very  purpose  of  this 
paper  (namely,  how  to  counteract  this  evil),  but  instead 
will  only  help  to  advertise  it  more  extensively. 

"That  it  is  injurious  to  the  retail  trade  of  the  cities 
and  towns  you  will  all  agree  with  me.  I  know  of  nothing 
that  will  cause  the  buying  public  to  sit  up  and  think  and 

act  quicker  than  a  bargain  sale  advertised  by  a  responsi- 
ble house,  and  just  here  let  me  say  that  it  is  only  that 

kind  of  a  house  that  can  successfully  run  bargain  count- 
ers, because  the  public  demand  real  bargains  at  such 

times.  The  greater  evil  to  my  mind  in  this  is  that  it 
makes  the  buying  public  dissatisfied  when  they  have  to 
pay  the  merchant  in  their  own  town  a  price  which  will 
enable  them  to  conduct  his  business  along  legitimate 
lines. 

"In  Avhat  thoughts  I  have  been  able  to  give  this  sub- 
ject, I  am  forced  to  admit  that  in  most  cases  the  goods 

advertised  in  this  way  on  the  bargain  counter  are  fairly 

good  bargains  to  the  buyer,  especially  when  it  does  not 
cost  him  or  her  much  to  transport  these  goods  to  his  or 
her  home  town. 

"To  my  mind  the  greater  evil  is  the  enormous  circula- 
tion  of  catalogues  from  the  several  departmental  stores, 
both  on  this  side  of  the  line  and  the  other.  I  do  not 

think  that  all  the  bargains  which  are  purchased  outside 
and  brought  into  our  towns  and  cities  would  amount  to 
very  much  if  divided  up  among  the  several  local  dealers 

in  the  locality,  but  I  do  think  that  the  catalogue  adver- 
tisement as  we  receive  them  to-day  are  something  that 

should  make  us  stop  and  think  whether  something  can- 
not be  done  to  counteract  this  evil  to  every  department 

of  the  retail  trade  in  every  city,  town,  or  village;  here, 
we  have  quite  the  reverse  of  the  other,  and  instead  of 

getting  what  they  expect  they  are  more  often  quite  dis- 
satisfied. But  what  can  they  do?  they  have  paid  for  it, 

also  express  or  freight  charges,  and  they  swallow  their 

disappointment  and  say,  'Oh,  I  guess  we'll  keep  it  now.' 
A  Lack  of  Common  Sense. 

"Right  here,  is  where  I  fail  to  see  where  the  common 
sense  of  the  ordinary  catalogue-house-pa tror.  conies  in. 
First,  they  see  something  in  this  catalogue  th^y  think 
is  what  they  need;  they  send  for  this,  enclosing  sufficient 
funds  to  cover  cost  of  article  and  transportation  to  the 
nearest  express  office,  and  very  frequently  when  it  does 
arrive,  it  is  not  what  they  thought  it  would  be.  This 
same  article  or  perhaps  something  nearer  to  what  they 

wanted  is  all  the  time  to  be  gotten  at  the  local  store,  of- 
times  at  the  same  prices  as  quoted  by  the  catalogue 
houses,  or  if  higher  ,seldom  as  much  as  it  costs  to  lay  the 
other  down,  and  beside  all  this  the  fact  of  being  able  to 

see  the  article  before  buying-should  be  one  of  the  strong- 
est levers  against  catalogue  house  buying. 

"This  appears  to  me  to  be  the  hardest  blow  to  the  re- 
tail trade  generalUy,  the  grossly  misleading  descriptions, 

cuts,  and  information,  as  we  see  them  published  in  these 
catalogues.  As  for  the  bargain  counters,  I  would  say  let 
them  alone  and,  if  necessary,  go  thou  and  do  likewise,  for 
we  must  admit  that  it  is  human  nature  generally  to  be 
looking  for  bargains.  I  would  like  right  here  to  read  a 
clipping  from  a  recent  issue  of  a  trade  journal  as  to  the 

association   way   of  doing  things: — 

Get  Together. 

"  'The  wise  and  prudent  dealer  will  interpret  the 
'signs  of  the  time.s, '  and  adjust  his  business  to  the  new 
conditions.  This  is  being  gradually  done,  some  localities 
making  better  progress  than  others.  Some  must  hustle 
or  the  real  enemy  will  capture  the  local  trade,  which 
means  ruin  and  defeat.  To  fight  successfully  we  must 
first  recognize  the  true  enemy,  and  then  plan  and  carry 
out  a  winning  campaign. 

"  'In  a  town  are  two  retail  firms.  There  is  2>lenty  of 
trade  in  the  community  to  support  both,  and  it  is  foolish 
to  believe  that  either  can  drive  his  competitor  out  of 
business  or  sell  all  the  goods  that  are  needed.  Yet  this 
is  exactly  what  dealers  are  trying  to  do  in  many  of  our 
smaller  towns.  While  this  bitter  local  fight  is  going  on, 
the  real  enemy,  the  catalogue  house,  is,  almost  unnoticed 

and  unopposed,  stealing  a  large  portion  of  the  most  de- 
sirable and  profitable  trade  of  the  community. 

"  'No  one  is  to  blame  but  the  dealers  themselves,  and 
Ihey  can  never  stop  foreign  encroachment  on  their  trade 
until  some  sensible,  practical,  friendly  alliance  is  arranged 
for  mutual  defence  and  protection.  It  is  a  mistake  to 

blame  the  farmer  for  buying  of  catalogue  houses.  The}' 
are  sensibile  men  and  will  buy  at  home  if  you  show  them 
in  the  right  way  that,  all  things  considered,  you  can 
servo  them  equally  as  well.  It  is  a  mistake  to  fight  your 
neighbor  with  cut  prices  and  shut  your  eyes  to  the  catalog- 

ue quotations.  You  always  have  a  chance  at  orders  filled 
in  your  own  town,  but  when  they  go  to  Toronto  or  Winni. 
peg  the  business  is  worse  than  lost. 

"  'The  'Association  Way,'  is  to  get  together;  to 
harmonize  and  adjust  local  differences,  to  rise  above  petty 
jealousies  and  trickery;  to  work  for  the  general  progress 
and  prosperity  of  all  instead  of  crawling  into  your  busi- 

ness shell  and  wasting  your  energy  in  snarling  and  snap- 
ping at  every  person  who  happens  to  handle  the  same 

class  of  merchandise. 

"  'One  way.  to  overcome  this  is  to  organize  the  associa- 
tion into  sections. 

"  'The  reason  these  houses  can  put  on  bargains,  is 
owing  to  the  quantity  purchased,  and  if  the  merchants 
of  our  cities  and  town  could  only  have  confidence  in  each 
other  to  combine  in  the  matter  of  buying  certain  lines, 
it  would  no  doubt  to  a  very  great  extent  lessen  the  evil 
as  they  could  then  buy  just  as  cheaply  as  the  catalogue 
houses,  and  we  all  know  that  in  the  majority  of  eases, 
quantity  controls  the  price.  This  is  just  as  true  in  selling 
as  in  buying.  Another  way  to  lessen  the  evil  wtuld  be 
to  absolutely  refuse  to  buy  from  those  wholesalers  and 

jobbers  who  we  know  cater  to  the  departmental  houses' 

trade.' 



IJO DRi'.ss    (^,  oons Prv   Goods  Reviczv. 

The  Wabasso  Cotton 

Co.,  Limited 
Three  Rivers, 

Quebec 

[-'lease  mention  The  Review  to  Advertisers  and  Their    Travelers 



Dry  Goods  Reviezv. DRESS     GOODS I2T 

No  cotton  fabrics  produced 

anywhere   in  the  "world 
are  superior  to  Wabasso 

in  Valu  e,Finish,  Color 

and  Purity. 

TMnbttSfeO 

Look  for   the  Rahhu   Trademark   on   all 

Longcloths 
Cambrics 

Madapolams 
Nainsooks 
Lawns 

it   IS   the  Symhol  of  Success 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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454 

Black  Seal 

Grain  Leather, 
leather  lining,  9 
inch    covered 
frame. 

$9.00 dozen. 

457 

Black  Seal 

Grain  Leather, 

leather  lining,  10 

inch    silver-grey 
frame. 

$15.00 
dozen. 

455 

Fancy  Grain 

Hippo,  leather 
moire  lining,   10 

inch    silver-grey 
frame. 

$18.00 
dozen. 

WRITE 
FOR 

SAMPLES 
TO 

COMPARE 
VALUES. 

25 

New 

Styles 
In 
Our 
Line 
We  m  a  n  u  f  a  c  - 
ture  a  line  of 
Leather  Bags 

that  will  stand 

comparison  with 

any  line  made 
in  Canada  or 

United  States 

for  workman- 

ship  and  claim 
our  values  are 

better. 

IT  IS  WORTH 

YOUR  WHILE 

TO  COMPARE 

VALUES  —  IT 
MAY  MEAN 

DOU  BLING 

YOUR  SALES. 

MANUFACTURED    BY 

FLETT-LOWNDES  &  CO. 
TORONTO 

LIMITED 

fieu-ie  mention  I  he  Review  to  Advertisers  and   I  heir  Travelers. 
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High  Style  to  Match  the  Street  Gown  With  Leather  Bag 
Soft  Rich  Leathers  and  Frames  That  are  Works  of  Art,  Used  This  Year — 
Flowered  Ribbons  and  Fancy  Silks  for  Opera  or  Work  Bag — Arts  and  Crafts 
a  Leading  Feature  in  Cushion  Tops— Not  Much  Change  in  Hair  Dressing. 

ri 

THE  Fall  and  the  holiday  season  is  the  time  of  the 
year  when  the  leather  goods  department  gives  the 

'best  account  of  itself,  and  it  is  a  very  poor  de- 
partment,  which   around   Christmas   time   cannot 

dispose  of  a  number  of  handsome  bags. 
Designers  have  about  finished  with  tiie  Fall  line,  and 

have  produced  a  number  of  very  handsome  bags.  The 
very  softest  leathers  have  been  used  and  th.e  outline  of 
the  bag  is  daintily  curved,  making  with  the  exceedingly 

Leather   Bag  with   Flexible  Frame  — Shown 
by   Flett-Lowndes   &   Co.,   Ltd.,  Toronto. 

artistic  frames  in  vogue,  a  very  elegant  article  that  is  a 

useful  article  and  a  distinct  adjunct  to  a  handsome  toil- 
ette. 

It  is  liigli  style  to  match  the  gown  with  the  bag  and, 

therefore,  in  high-priced  lines  the  colored  bag  is  promin- 
ent, but,  of  course,  the  black  bag  is  the  great  seller. 

Frames  on  this  class  of  bag,  this  year,  are  veritable  works 

of  art  and  are  of  handsomely  chased  metal  in  satin  finish- 
ed gilt,  oxidized  and  gun  metal.  Large  plates  of  mother- 

of-pearl  are  used  in  some  cases  to  give  point  to  the  design. 
.\  new  fastener  seen  on  some  of  the  frames  lifts  up,  and 
while  catching  the  sides  of  the  frame  securely,  is  very 
easily  manipulated. 

Popular-priced  bags  show  plain  metal  and  covered 
frames,  and  there  are  some  good  effects  in  combinatiori 

Leather  Bags,  Needlework  Hair  Goods 
Chased  metal  frames  set  with  pearl  plates  com- 

bined with  seal,,  hippo,  grained  sheep,  corduroy 

calf,  etc.,  the  leading  novelties  in  the  new  leather 
bags. 

Fancy  bags,  a  big  feature  of  the  art  needle- work lines. 

A  new  shade  of  grey  linen  for  embroidery  pur- 

poses. 
Arts  and  crafts  and  conventional  floral  designs, 

the  leaders. 

Splendid  season  indicated  for  hair-goods  and 
ornaments. 

metal  and  leather  frames  shown.  More  expensive  bags,  as 

a  rule,  have  double  leather  handles.  The  new  bags  are- 
of  medium-size  and  show  graceful  curves  in  the  shaping 
of  the  sides  leaving  them  wider  at  the  bottom.  Many 
have  the  broken  bottom  that  so  materially  increases  the 
capacity  of  the  bag,  and  the  majority  are  gusseted  all 

louiid.  Seal  and  seal  grained  leathers  are  most  in  evi- 
dence, the  novelty  leathers  being  hippo,  grain,  sheep, 

corduroy,  calf,  etc.  Very  handsome  linings  are  of  moire, 
brocaded  and  corded  silk. 

Dainty  Needlework  Novelties. 
The  Fall  promises  to  be  a  big  bag  season,  and  dainty 

bags  for  many  purposes  are  shown,  made  of  fancy  fabrics. 

Flowered  ribbons,  and  fancy  silks  are  used  for  lovely  lit- 
tle opera  and  work  bags.  There  is  a  round  or  oval  base 

stiffened  with  a  lining  to  which  is  attached  the  gathered 
ribbon  or  silk.  The  top  is  lined  back  with  plain  silk,  and 
the  bag  is  drawn  up  with  ribbons,  decorated  with  perky 

^gj*"             •1H|w 

  — 

^1  ̂ ^ 

Persian    Patterned   Buttons  in   Gilt  and  Enamel  -  Shown 

by  A.  Weyerstoll  &    Co.,   Toronto. 
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A  Valuable  Book 

Free 

We  are  compiling  an  intensely 

interesting  and  practical  book  on  Art 

Needlework,  which  should  be  in  the 

hands  of  every  drygoods  merchant 
in  Canada,  who  wants  to  learn  how 

to  make  more  money.  This  is  exactly 

what  that  book  shows.  Some  merch- 

ants ai"e  making  splendid  profits  in 
their  Art  Needlework  Department. 

They  have  only  got  a  small  amount 

of  money  invested  in  it,  but  it  turns 

over  quickly,  and  makes  four  or  five 

profits  a  year.  This  book  tells  how 
it  is  done, 

We  will  gladly  send  a  copy  to 

anyone  free,  if  the  coupon  at  the  foot 

of  this  page  is  used.  We  have  order- 
ed a  good  supply,  but  you  had  better 

send  for  yours  to-day,  because  this 
hook  will  be  filled  from  cover  to 

cover  with  money-making  infor- 
mation and  there  is  sure  to  be  a  big 

demand  for  it. 

HAMBLY  &  WILSON 

Specialists  in  Art  Needlework,   Fancy 
Linens,  Cushion  Tops,    Art  Novelties. 

77  WelUngton  St.,  W. Toronto 

drygoods   store  should 
an   Art  Needlework 

Department. 

little  Ixiws,  (U-  witli  conls  dcuirMtcd  willi  tassels.  Inside, 
liiere  is  a  eliaiiiois  pccket   for  lioldiiij;-  tiie  powder  \mK,  etc. 

Work-baji-s,  laundry  ba.iis,  shoe  ba^s,  and  bass  for 
many  purposes  are  made  from  various  llowered  fal)ri('s, 
fulled  onto  end)r()idery  hoops  for  bundles,  or  are  of  j^rey 
luicn  or  era>h   variously  ornanienled  and  embroidered. 

IWiyers  will  lind  wlien  holiday  lines  are  shown,  that 
the  fancy  ̂ oods  houses  have  an  unusually  j^'ood  assort- 

ment to  otfer.  This  applies  moi-e  e.spccially  to  lii<;h  class 
embroideries,  as  the  Canadian  firms  are  making  special 
efforts  to  obtain  the  latest  and  newest  ideas  by  keeping 
in  clo.ser  personal  touch  with  the  Hrsf  markets,  and  in 
this  coiineclioii  the  Canadian  houses  are  now  making  per- 

sonal visits  to  J'lerlin,  Paris,  and   L(uulon. 
Embroidered  novelties  in  cushion  lojis.  runners,  table 

covers,  etc.,  for  the  holiday  trade  are  still  largely  on  th-i 
arts  and  crafts  order  or  are  in  softly  tinted  convention- 

alized lloral  designs. 

While  a  certain  i)roporli(ui  of  llic  high  colored  floral 
effects  nnist    be   included    to   suit    certain   tastes,   the    run 

Novelty  bag  for  Fall  and  holiday  trade,  showing  new  shape  and 
metal  frame  with  new  style  fastener.  Shown  by  Western  Leather 
Goods   Co.,   Toronto. 

of  patterns  is  in  soft  art  tones  and  subdued  color- 
ing, and  beautiful  ai'ts  and  crafts  and  conventionalized 

fioral  effects.  One  lovely  arts  and  crafts  cushion  design 
in  soft  resedas  and  peacock  blues,  showed  a  lily  and  pea- 

cock feather  design.  This  design  it  is  impossible  to  il- 
lustrate properly,  for  though  beautiful  in  line  it  is  to 

the  combination  of  soft  silvery  greens,  and  cool  greenish 
blues  that  it  owes  its  great  beauty.  This  design  is  worked 
on  a  new  shade  of  grey  linen  that  is  sure  to  be  much 
in  evidence  this  Fall.  Other  patterns  are  in  convention- 

alized floral  effects.     A  new  idea  is  the  panel  centre. 

The  new  material  for  embroidering  on  is  silk  scrim. 

Table  runner.s,  cushions,  table-covers,  etc.,  are  made  from 
this  scrim.  This  fabric  is  sure  to  become  popular,  be- 

cause it  admits  of  good  effects  with  the  medium  amount 
of  Avork.  Cushions  made  of  this  fabric  have  a  colored 

slip  under  the  scrim,  bringing  the  fashionable  veiled  effect 
into  the  cushion  line. 

The  host  of  dainty  and  inexpensive  trifles  that  sell  in 

siicji  quantities  at  Christmas  time  is  now  in  'Course  of  prep- 

aiation.    Pretty  chatcldnes  made  from  bright  ribbons  and 
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PHILLIPS  &  WRINCH,  Limited 
SMALLWARES  and  HAIR  GOODS. 

Our  Fall  samples  are  now  in  the  hands  of  our  eight  representatives. 

If  tlioy  do  not  visit  you,  write  us  direct.  We  will  give  your  orders 

prompt  and  cai'cful  atteniion. 

-^a^' 

•»j) 

■:% 

This  illustrates  one  of  our  New  Ribbon  Sets.  We  have  them 

to   retail   at  popular   prices. 

Hair  Nets,  Rolls  and  Pads,  Curls,  Clusters,  Switches,  Turban  Frames, 

Braids,  Braid  Pins,  Bandeaux,  Barrettes,  Side  Combs,  Back  Combs, 

etc.  We  have  the  largest  range  of  these  goods  that  we  have  ever 

put  out.  Leather  Hand  Bags  to  retail  from  25c.  to  $15.00  each. 

Hat  Pins  to  sell  from  5c.  to  $5.00  each.  We  are  Sole  Agents 

for  the  "IDEAL"  Hair  Net,  the  best  selling  net  on  the  market. 
Send  for  sample  dozen,    Price  $9.00  per  gross. 

Phillips  &  Wrinch,  Limited 
80  Bay  St.,  TORONTO.  Quebec:  5  Jacques  Cartier  St. 

We  are  Sole  Agents  for  Woodfield's  Meteor  Sharps,  "The  Best  Needle." 

j 'lease  tiiciition  The  Review  to  Advertisers  and  Their    Travelers 
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LENGTHEN    THE    LIFE    OF 
YOUR  LEATHER  GOODS 

DEPARTMENT 

Dnrlli.uh  (irade  Leather  ProJuctions 
iUe  winners. 

We  are  among  the  Pioneers  in  tlie 
Fancy  Leather  Goods  Trade. 

Now  then  — we  have  the  goods  to  build 

up  your  business,  and  you  should  get 

next  to  these  brand  new  articles  to-day, 

and  then  you  will  be  in  line  for  FaP 
Trade. 

Cravat  Cases  Glove  Cases 
Handkerchief  Cases  Cuff  Cases 
Veil  Cases  Collar  Bags 

and  many  others. 

Let  usseiid  you  a  $15.00  sample  assoi-tnient 

SIGSBEE  COMPANY 
AVER,  MASS. 

Ladies' Leather 
Handbags 

The  Most 

Popular Line 

Made  in 
New  York 

ALLIGATORS  are  going  to  be 
fashionable  during  the  coming 
season. 
We  manufacture  an  extensive  line 

in  colored  novelties,  Goatskin,  Calf- 
skin and  Seal. 

We  cordially  invite  Canadian  buy- 
ers visiting  New  York  to  call  and 

inspect  our  line. 

Samples  will  be  shown  the  Cana- 
dian trade  by  our  Canadian  repre- 

sentatives, A.  R,  MacDougall  &  Co., 
42  Adelaide  St.  W.,  Toronto. 

Copland  &  Mittenthal 
Manufacturers  of  Fancy  Leather  Goods 
151  Grand  St.  and  160-162-164  Lafayette  St. 

NEW  YORK 

ilio  t'omiuii'  season,  and  cerlainly  there  is  no  reason  to  ex- 
ju'cl  tliat  there  is  any  tfuck'ncy  towards  any  sinii)lef 

style  of  dressing  tlic  h:;ir.  'rhert-l'mc.  the  big  sale  of  hair 
iziMuls  and  aecossnrit's  will  coutiniu'  tlirmigh  the  Fall. 
.Iiisi  ill  i)r('S('iit  till'  turl)an  is  not  selling  so  freely,  bnl 
tliis  is  (hie  solely  to  the  warm  weather,  and  the  turban  to- 

uetlier   with   curls   and   iiufl'  clusters   are   all   indicated   in 

Fancy  bag  for  Fall  and  holiday  trade  showing  the  new  s'lape  and 
embossed  metal  frame  set  with  jiearl  discs.  .Shown  by  Julian  Sale 
Leather    Goods   Co.,    Toronto. 

Kail  fashions.  Paris  still  favors  the  touseled  head,  and 

the  massed  coitfure,  and  there  is  a  tendency  to  add  little 
tjunches  of  curls,  particularly  over  the  ears.  Tliis  is  a 
style  that  is  very  becoming  to  most  faces,  and  one  that 
jiromises  to  be  in  favor  for  evening  wear. 

Hair  (n-namenis  promise  to  be  a  big  feature  in  the 
((lining  Fall,  and  lines  are  very  large.  Pins,  barrette.?, 
bandeaux  in  se(|iiin  elTccts,  ribbon  bands,  etc.,  promise  to 
be  well  worn.  Altogether  the  trade  has  every  reason  to 
be    satisfied    with    the    outlook,    for    fashion    is    certainly 

Corner  table-cover  worked  in  floss  on  silk   scrim       Shown 
by  Hambly  &  Wilson,  Toronto. 
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=NOTICE™eTRADE- 
We  have  just  completed  our  factory  and 

are   now   making   an  up-to-date  line   of 

Hat  Pins 
Mounted  Combs 
Barrettes 

and  all  kinds  of  hair  ornaments  in  exclusive  designs 

THE  ONLY  FACTORY  IN  CANADA 

turning  out  a  line  of  18  and  22  carat 
Gold,  Engraved  Combs,  Barrettes, 
and  all  kinds  of  Hair  Ornaments 

They  are  READY  SELLERS  and  GREAT  VALUES 

.a(5^  COLLAR  S(/f%j, 

q  The  well-known  E-Z-ON  Collar 
®  Support  has  iust  been  improved  by  © 

^-^  an  alteration  of  the  clip.  This  ̂ -^ 
entirely  prevents  the  support  falling outofthecollar. 
§  F  rms  having  slock  on  hand  of  the  old  style  can 
have  them  exchanged  for  the  new  kind  on  applica- 

tion through  their  wholesalers. 
fl  We  demonstrate  at  the  principal  stores  in  Canada. 
If  )ou  desire  a  demonstration  in  your  store,  write  us. 

SOLE  CANADIAN  AGENTS 

WRITE  FOR 
SAMPLES 

OF  OUR  FAMOUS 

"  VERIBEST  " 
Hair  Clusters 

in  two  sizes,  at  $7.20 

and  $12.00  a  dozen. 

Sold  everywhere  at 

$1.25    and    $2.00    each. 

J.  ABELES  LIMITED 
Manufacturers  and  Importers 246  St.  James  Street,  MONTREAL 

Please  ineiitioii  The  Revieiu  to  ̂ Idvertisers  and  Their    Travelers 
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Show  your  customer  how 
to  avoid  his  or  her  collar  and 
lie  troubles  by  using  the 

"OXFORD" 
Necktie  Holder 

Sell  the  Latest  and  Best  De- 
vice for  Collar  Comfort  and 

Tie  Simplicity. 

Th  "Oxford"  does  away  with  the 
usual  pulling  and  tusgins  in  adjust- 
inu  the  tie  in  the  fold  collar.      The  _ 

tie  is  tied  upon  the 
Holder  to  suit  the 
■wearer's  own 
taste.        It  is    then 
always    neat    and 

natty,  and  is  ad- 
justed in  the  col- lar   in    a    second. 

Its      construction 
and  operation  are 
so  simple   that    it 
appeals    to     your 
customer     in- Mantly. 

Finished  in  gold- 
plate  and  retails  at 
25c.  each.  Put  up 

3  doz.  in  a  hand- 
some display  box. 

Sample  box  for- 
warded to  respon- 

sible dealers. 

Order  now. 

The  Oxford  Novehy  Mf^.  Co., 
Sole   Manufacturers 

14514'llolberry  Sl.,Ncv>York.  OWEN  SOUND,  Ool.    Back  View  Tie  Allached 

There's  bigger  business  and  greater  profit 
ahead  for  every  Drygoodsman  who  is 
featuring 

Liddell's    Linens 
Ijecause  their  distinctiveness  appeals  irre- 

sistibly to  the  best  class  buyers. 

They  are  noted  for  variety  and  beauty 

of  design,  perfectness  of  texture,  and  puri- 
ty of  whiteness. 

Stock  up  liberally  in  tliis  satisfaction- 
giving  line. 

Handsome    new    catalogue    just    issued. 
Send  for  a  copy. 

R.  H.  Cosbie 
Wellington  St.  West,       -      Toronto 

l:»\(irin^-  (licir  ilcparlmciil.  as  liii'l):in  I'raiiios,  iiufis,  ciirlr? 
ami  Idiii;-  swilclics  promise  to  bo  in  groat  tlenuuid.  Al- 

roail.v  tlio  ])rioo  is  sliri"oiiinj>',  and  prices  it  is  said  will  go 
liiulior. 

Buttons  of  Enamel  and  Stones. 

Ilamlsomo  bullous  in  chasod  uiotal  oiubolislied  with 

onamol  and  sloiios,  and  invariably  wilh  some  kind  of 

rim  oH'oot,  are  sliowing'  for  Fall.  Many  of  tlie  enameled 
motal  effoets  simulate  agate.s  and  otlier  semi-precious 
si  ones.  Some  are  in  bomb  eifect,  set  in  handsome  satin 
linished  silver  or  gilt  rims.  Others  are  in  frosted  or 
ciuised  designs  and  odd  shapes  are  a  new  feature.  Silk 
crochet  and  sontaehe  buttons  are  a  big  feature,  and  are 
shown   in  many  sizes^  running  from  large  effects  to  tiny 

Fancy  leather  bag  for  FaU  and  holiday  trade  of  seal  grain 
leather,  showing  new  carved  sides  and  fancy  embossed  and 

frosted  metal  frame.  Shown  by  Julian  Sale  Leather  Goods  Co.,  To- 
ronto. 

l)uitons  for  trimming  purposes.  Persian  effects  have 
reached  button  lines,  and  there  are  some  really  handsome 
buttons  showing  in  these  patterns  in  enamel  and  gilt. 

Trinnnings  for  the  early  Fall  run  very  largely  to  Per- 
sian patterns  touched  with  gilt. 

These  come  in  wide  bandings  on  black  or  colored  nets, 

and  the  designs  are  worked  up  with  enameled  wood  beads. 

'fiiese  trimmings  were  introduced  in  the  millinery  shown 
last   Spring,  and  are  now  coming  to  the  front  for  trim- 

Button  and  Trimming  Novelties. 
]{immod  and  chased  metal  buttons  set  with 

stones  and  enamel,  imitating  agates  and  polished wood. 

Crochet  and  soutache  buttons  in  all  sizes  and 
sliapos  selling. 

Persian  effects  the  novelty  in  trimming  lines. 

Wooden  beads,  flo.ss  silk,  and  rat-tail  and  sou- 
taches on  net  grounds,  also  wide  black  braids  fash- 

ionable. 
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DRESSING  CASES  FOR  1910 

^  It  is  easy  to  sell  "Julian  Sale" 
Dressing  Cases,  because  the 
first  thing  a  customer  looks 
at  is  the  hair  brush. 

^  All  our  cases  contain  only 
solid  back,  good  bristle 
brushes,  and  the  sale  is  easily 
made  when  the  purchaser  is 
satisfied  with  the  brush. 

^  Our  Dressing  Case  line  is 
much  larger  than  ever. 

^  Travelers  now  on  the  road 
for  Fall  business. 

™E    JULIAN   SALE J  LEATHER  GOODS  COMPANY,  Limited 

105  KING  STREET  WEST,  ....  TORONTO 

SV- 
More  Profit  from  Your 

_^3  "^  /  1'// 

f^'^  Smallwares ! 
Do  you  realize  that  your  smallwares  department  can  be  made 

one  of  the  most  profitable  in  your  store  if  you  stock   my^ 
FANCY  LACE  COLLARS/ BELTS,  NECKWEAR, 
HATPINS,   SIDECOMBS,   BARRETTES,    Etc.? 

There's  an  individuality  and  'snap'  about  these  goods  that  never  fail to  fascinate  the  particular  buyer.     Get  into  touch  with  my  line  to-day. 
You'll  find  your  smallwares  will  prove  a  mighty  lever  to  move  all ^  the  family  trade  to  your  store.  Send  for  details  and  price: 

E.    H.    CODE   223225  Queen  Street   QttaWa,    Ollt. 

r/v„w 
iitinii  The  Rri'iezv  to  Advertisers  and  Their       Trm  elc<  r 
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Some  of  your  leading  lines  fo 

Every  number  in  our  extensive  Fall  range  stands  prominently  fci 
ship  and  good  finish.     An    immense   range   of    Laces,   Swiss  fui 

Sanderson's  Limited,  66-68  Wellington  St.  W.,  Toronto,  Ont. 
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an  extra  profitable  Fall  business. 

it  of  the  crowd  in  style,  novelty  of  design,  good  workman- 
ipures,  and   Plauen.        Travelers   coming  your   way  soon. 

Sanderson's  Limited,  66-68  Wellington  St.  W.,  Toronto,  Ont. 
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FANCY    GOODS.    XOTK^XS    AXH    FinS Pry    Goods    Rcr'icw 

U/ye  LAMBERT   FALL   BULLETIN 
JULY  1910 

LOOKING   FORWARD 

rhis  is  tile  tiiiK  wiicn  \vc  plan  anJ  think 
and  work  with  a  forward  glance  toward  Fall 
business.  Our  staff  experts  at  home  and 
abroad  are  taking  pains  to  provide  the  very 
best  and  the  very  newest  for  the  approaching 
season. 

In  order  to  keep  at  the  f.-ont.  it  will  be  to 
your  advantage  to  observe  carefully  the 
detailed  announcements  appearing  in  this 
space  from  month  to  month.  These  ])ara- 
graphs  indicate  some  of  the  lines. 
PAISLEY  AND  CASHMERK  CORDELIERE  BAGS 

Early  European  reports  say  that  the 
Paisley  and  Cashmere  vogues  are  gaining 
added  momentum  every  day.  and  that  these 
I  Jags  will  be  important  items  this  Fall.  All 
of  ou.-  fabric  and  cordeliere  effects  are 
r.nusually  impressive. 

VELVET  CORDELIERE   EFFECTS 

Growing  favorites  abroad,  sure  of  an 
earlv   welcome  here. 

TRAVELERS'  BRUSH  SETS 

These  wafer-back  brushes  tit  the  coat 
pocket,  yet  are  practical  clothes  brushes. 
Cased  in  leathers  of  ])c)pular  colors.  We  offer 
greatest  values  in  such  goods. 

TRAVELERS'  SLIPPERS 

.\nother  pocket  idea.  Turkey  or  Cross- 
Grained  Morocco,  Kid,  etc.  Paisley  Slippers. 
Genuine  Gold  Leaf  Cinderella  Slippers.  Re- 

markable line.  .\11  shades.  Superior  flexi- 
bility and  finish.  iiest  cases.  Moderate 

prices. 
METAL  TOP  BAGS 

Xew  and  attractive  styles  in  plain  and 
ornamental  effects.  These  include  REAL 
GUN  METAL  FRAMES.  A  leading  line. 
We  are  headquarters  for  metal  tops. 

HEYL  ENAMEL  BELTS 

SPECIAL — A  hot  weather  item  zciih  shirt- 
"icaists  and  tailor-made  suits.  Vcrv  popular. 

Order  early.  I  J' rite  us  for  sample  selections. 
Latest  fashionable   a'idtlis. 

P.  W.  LAMBERT  h  CO., 
JWa^ers  of  Fine  Leather  S^ovellies 

64  66  Lispenard  St.,  New  York 

^ 

FOR  REAL  HAIR  GOODS 

BURNET  &  TEMPLE,  Ltd.  3  Fitchetts  Court,  LONDON,  E.c„ 
"  ^»w       ■■■■••■    m.^j      ■■■Ulj  ENGLAND 

THE  LEADING- 

HUMAN  HAIR   REFINERS     ^     ̂  
PRICES  QUOTED   FOR   

PREPARED    HUMAN    HAIR    BY    WEIGHT,    ALL    LENGTHS.     ^ 

SWITCHES,  EXTRA  QUALITIES:    CURLS,  BRAIDS,  PUFFS,  ETC- 

ALL   GOODS  MADE  IN   ENGLAND   UNDER  THE  STRICTEST  SANITARY  CON- 
DITIONS AND  UNDER   GOVERNMENT  SUPERVISION 

SEND  YOUR  REQUIREMENTS. 
Cables-HAIRNETS, 

LONDON. 

■:9:r^m^ 

Please  mention  The  Review  to  Advertiser.i  and  I  hnr   /Advertisers  and   Their  Tra-^'elers. 
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niing  piu'poses.     Soutache,  floss-silk  and  rat-tail  are  used 
with  the  beads  in  elaborating  the  designs. 

Band  trimmings  are  to  be  good,  and  bias  batnds  of 
Persian-printed  parme  velvet,  edged  with  black  satin  are 
seen.  Collar  and  cuff  facings  are  also  shown  in  Persian 
or  Paisley  effects. 

Many  of  the  handsomer  of  the  model  coats  trimmed 
with  wide  black  braids  in  mat  and  other  heavy  weaves  and 
soutache  embroideries,  are  also  used. 

V 

Belts  and  Buckles. 

Preparations  are  going  busily  forward  for  the  Fall 
season,  and  though  many  lines  are  incomplete,  and  others 
are  only  in  the  beginning,  there  is  much  of  interest  and 
novelty  to  point  the  way. 

The  manufacturers  of  belts  have  done  exceedingly 

well  with  patent  leathers,  and  now  that  fashion  again 
favors  the  belt,  they  are  expecting  a  most  profitable  Fall 
season.  Many  novelties  are  indicated  both  in  leathers 
and  girdles,  but  lines  are  not  very  forward  at  the  present 
time. 

The  patent  leather  belt  has  been  the  seller  this  Spring, 
and  looks  like  a  strong  factor  in  Fall  lines.  Black  and 
ehantecler  red  are  the  selling  colors  at  present,  and 
many  pretty  belts  are  shown,  combining  both  colors.  Thus. 
a  black  belt  will  be  bound  with  red,  or  will  be  made  up 
of  strips  of  the  two  colors.  The  season  began  with  wide 
belts,  but  the  narrower  widths  are  coming  into  favor, 
from  IJ  to  2  inches  being  the  best  sellers  at  present. 

Though  fancy  buckles  are  selling,  the  different  variet- 
ies of  harness  huskies  are  the  decided  favorites.  They 

come  in  gilt,  gun-metal,  and  enameled  black,  to  match 
the  leather.  The  majority  of  belts  shown  are  shaped  and 
curved  to  give  a  graceful  line  to  the  slightly  bloused  waist. 
Many  of  the  belts  have  the  edges  turned  and  stitched  to 
make  a  firmer  finish.  Lined  leather  belts  are  also  show- 

ing, as  it  is  desirable  to  have  a  lining  when  the  belt  is  to 
be  worn  over  a  light  colored  gown. 

Novelty  lines  include  belts  of  Paisley-patterned  fabric 
bound  with  patent  leather.  Another  new  idea  is  the 
crush  belt  of  wide  tinsel  ribbon,  with  a  double  clasp 
of  chased  fire  gold,  set  with  mock  jewels.  These  crush 
belts  are  the  latest  Paris  idea. 

The  report  that  the  dry  goods  firm  of  Lord  &  Taylor. 
New  York,  will  be  consolidated  with  others  in  one  great 
merger,  revives  the  interesting  story  of  the  origin  of  this 
firm  eighty-four  years  ago.  While  George  W.  Taylor  was 

acting  as  warden   of  the   Tombs   of  his   day    (1830')    his 

kind  ti-eatment  of  a  prisoner  induced  the  man  to  reveal 
a  secret  that  gave  the  warden  a  fortune.  It  was  that  the 
Crown  jewels  of  Holland,  which  had  been  stolen,  and  for 
which  $50,000  reward  was  offered,  were  then  being  brought 
to  America  on  board  a  sailing  vessel  by  one  of  the  men 
concerned  in  the  robbery. 

The  warden  went  aboard  the  ship  down  the  'bay,  got 
the  passenger  to  confess  and  hand  over  the  Crown  jewels, 
which  Mr.  Taylor  carried  to  Holland.  He  returned  with 
the  $50,000  reward.  Then  he  went  to  his  dearest  friend, 
Samuel  Lord,  an  iron  founder,  and  with  their  combined 

capital  formed'  the  dry  goods  concern  which  to  this  day 
retains  the  original  name  of  'Lord  &  Taylor. 

STREHL'S  HAIR  GOODS 
are  recognized  as  the  standard  of  quality.  If  you  want  to  make  a  trial  of  this  line, 
all  that  you  will  have  to  do  is  to  put  in  a  few  samples.  This  will  enable  you  to  show 
the  different  sizes  to  your  customers,  and  if  an  order  is  taken  by  you  send  same 
to  us  with  sample  of  hair,  the  exact  color,  and  we  will  forward  goods  by  mail  or 
express.    We  will  cheerfully  take  back  goods  if  not  satiBfaclory.     You  run  no  risk. 

A  "SPECIAL"  SWITCH 
A  good  seller  and  a  money  maker,  made  of  second 
quality  WAVY  hair  in  good  assorted  colors. 

We  are  Headquarters 
for  Switches 

Wavy  Switches,  Pompadours. 
Curls,  Wigs,  etc.,  at  lowest 
prices.  Send  for  Illustrated 
FREE  List. 

No. 

Weight Length 
Each Dozen 

.VX) 2    oz. 
24  inch 

$2.25 
$24.00 

4.'i0 

2    oz. 
22  inch 

1.75 
18.00 

4?.'i 

2    oz. 20  inch 1.50 
15.00 

400 
IJ  oz. 

18  inch 
1.15 

12.00 

STRICTLY  FIRST  QUALITY 
Assorted  Colors— Short  Stems 
Weight Length Jiacn 

postpaid 

Dozen 

li  oz. 
16  inch 

S1.50 

ft  1,5.00 

2    oz. 

18  inch 

2.00 

21.00 

2    oz. 20  inch 
2.75 

30.00 4 

2    oz. 
22  inch 

3.25 
36.00 

2J  oz. 

22  inch 
4.00 

45.00 

2J  oz. 

24  inch 
5.25 

60.00 

3    oz. 
24  inch 

6.25 

72.00 3    oz. 26  inch 

7.75 

90.00 

3i  oz. 

28  inch 9.00 
102.00 

4    oz. 
30  inch 

11.00 
126.00 

3amDle  Switches 
. 

$49.75 

Less  6  per  cent,  for  cash 
. 

3.00 
SECOND  QUALITY  HAIR 

$46.75 

Assorted  Colors— Short  Stem 
Weight 

Length 
Kacn 

postpaid 

Dozen 

U  oz. 

16  inch 

$  0.50 

$  5.00 

22 2    oz. 18  inch .65 

7.00 
n 

2    oz. 

2) inch 
.9J 

19.00 

H4 
2    oz. 

22  inch 
l.l) 

12.00 

2.5 

2i  oz. 

22  inch 

1.35 

15  00 
2fi 

2i  oz. 

24  inch 

\.W^ 

16.00 

27 

3    oz. 24  inrh 

1.75 
211.00 

28 3    oz. 26  inch 2.10 
27.00 29 

3}  oz. 

26  inch 

3."0 

33.00 
3U 

4    oz. 

28  inch 

3.50 

39  00 

1 Sample  Switches         -       -        -       $15.33 
Less  6  per  cent,  for  cash  -       -  .92 

THE  CORONET  PUFF     $14  41 
A  group  of  puff.s,  made  of  soft  natural  curly  hair 
The  latest  style  of  coiffure,  easy  to  arrange  and 
universally  becomini; 

Per  set  of  7  puffs,  $1  75    Per  dozen,  $18."0 
1  er  set  of  6  puffs,    1.5U    Per  dozen,     15.00 
Per  set  of  5  puffs,    1.25    Per  dozen,    13.50 

Per  set  of  4  puffs,    l.lO    Per  dozen,     11.0' 
Shades  of  gray,  blonde,  drab  and  auburn  are 

_^,^  ̂ ^^  ^     more    expensive,  according  to  the 
iTlrWTT/TtrTjW  TTiT'TTr  #/J  scarcity    of   color.      Any  size  and 

I  switches,  35c  oz. 
V    ̂   Combings  made  into  swit- 

34  MONROE  ST.,  CHICAGO  ches.  40c  oz. 

AU-uver  Real  Hair  Nets,  now 
so  fashionable,  $1,50  per  dozen. 

Made  in  all  Human  Hair  Shades  to  tone  with  the  hair  of  the  wearer,  the  Net  being  quite  invisible  whilst  keeping  the  Coiffure  in  place  without  flattening. 
5  Sizes— R  20,  Medium         R  22,  Large        R  23,  Extra  Large        R  24,  AUover        R  26,  Superfine 

ROSEN  WALD  BROS.,  Sole  Manufacturers  and  Patentees,  London.  Paris  and  Vienna.     Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames,  Hair  Rolls,  etc. 
  Sole  Agents  tor  Canada:  DIECKERHOFF,  RAFFLOER  &  CO.,  Limited,  Cor.  Simcoe  and  Wellington  Sts.,  Toronto,  and  525  St.  Paul  St.,  Montreal 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers 
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PEERLESS 
PEERLESS 

^  HAIR  ROUS      ̂ ^%f 
Ikon.  I.i(|lit  <iii<|  ((iinliiitdlili 

HAIR  ROLLS 
Every   roll  guaranteed   to  be  made  from  pure,  clean  material- 

Clean,    Light  and  Comfortable 
Made    in    all    sizes,   ]•_>  -  14  -  KJ  -  IS  -  20  -  22  -  24  inch 

Assorted  shades  to  the  dozen. 

Packed    in   attractive    box   with  display  card.     The   best  and  cheapest  hair   roll  on 
the   market.      Retails  at   popular   prices,    yielding  good    profit. 

Send  for   list    of  wholesale   houses  that    carry    Peerless   Rolls. 

George  H.  Evans  &  Son 
Manufacturers  of  Combs  and   Hair   Goods  Specialties 

485  St.  James  St.  -  -  -  -  -  Montreal,  Canada 

BATTING 
NORTH  STAR,  CRESCENT  AND  PEARL 

These  brands  represent  the  batting  that    jour  customers    want. 

They're  made  from  long  staple  cotton,  white  as  snow,  lofty,   soft and  elastic. 

They  come  in  big  batts  that  open  out  into  strong  sheets  of  even 
thickness. 

It  pays  you  to  sell  these  brands. 

Order  0/  your  Wholesaler 

ROBERT   HENDERSON    &   CO. 
Dry  Goods  Commission  Merchants 

181-183  McGill  St.,  -  -  -  MONTREAL 
James  Stanbury  &  Co.,  Toronto 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 



Good  Advertising  Which  is  Overcoming  Local  Handicaps 
Two  Bright  Examples,  One  in  the  Form  of  a  Weekly  Newspaper  issued  by  a 

Progressive  Firm,  and  the  Other  a  Catalogue— Paquet  Co.'s  Aggressive  Ad. 
—  Bristol  &   Sons  Attractive  Anniversary   Display. 

REALIZING-  the  handicap  which  tihe,lack  of  a  local 

newspaper    placed    upon    them, '^Guchette,    Mae- 
naraara    &   Jackman,   of   Chapleau,    Ontario,   un- 

dertook    the     publication     of    a    weekly     news- 

paper      which      they      called     the    "Chapleau      Weekly 
News,"    giving     on    the     first     of    a     four-page      paper, 
a,  lot  of  local  and  personal  items  of  interest,  and  on  the 

CHAPLEAU  WEEKLY  NEWS 
Publkhed  by  Touchette.  Maciuunarft  &  Jackmui. 

CHAPLEAU.  ONTARIO.  SATURDAY.  MAY  14.  ItlO. 

Funeral  of  Mrt.  T.  Godfrey 

Oo  Pndar  tlitTptvn  at  3  o'clock 
ibe  cititi:iu  of  Cbkpl««a  tamod  one 
<D  iDu*e\o  pa;  kbeir  last  r««p«cU  ui 
Cbthmnae  Or^buD,  beloved  wife  of 

Oodfray.     Tb«    oortrjtB    \tU 

Reo    R 

.  3  ■ 

Sl  JohDi  Cbarch.  >bere  tb 
P.  Smom  coaduci«d  Oio  h 
rioM.  In  hii  wrmoQ  Mr  Soanee 
■pok«  of  the  promioeiil  poaiUoa  thai 
had  bMQ  Ubeo  by  Mrs.  Godfrey  iq 
churfb  irork  and  partlcalvlf  of  her 
faitbfal  lervioea  ••  orgaoiat  and  choir 
leader.  He  alao  took  occasion  to 
prsas  hoBM  to  bU  bearer*  the  uoet- 
pect«diiMa  of  dektb  aad  ibe  uecetwity 
of  pr«p»raliOQ  therefore  while  liviDK. 
laurment  book  place  id  the  ProteaUtnt 
ceraetery,  Chapleaa. 

The  Sorel  oootributioa*  were  ooatly 
and  Dumeroai  Wreath*  were  preaoot 
from  ;—  The  choir,  8t  Joha'a  chyrch, 
WouuD'a  AuiilUry,  Bk  Jobo'a 
charch  ;  I.  O,  O  F  .  L  O.  L  No. 
2000  .  Brotherhood  ol  RailroMJ  Traio- 
mta  ;  Brotheriuiod  of  L.  F  Ji  E,  No. 
331  :  Order  a<  Railroad  Coodobtor*  , 
Chapleau  Bran  Band,  Chap>«aa  meiD- 
beciF.A  A-U.;  Warden  and  coogrega- 
Uoo.  So.  Juba* Church  .  Mr.  aad  Mr«. 
B  J   Kearna  ,   D.  S.  Oodfrej 
The  palJ-bearer«  were  .-^  Meewe 

R.  Browolce.  H.  A  Weal.  W  Lyne«. 
J.  B.  Dexter.  W.  Killeot  and  .1 
Haonah. 

Amoog  those  preseot  from  a  dit- 
taooe  were  Mr.  Jas.  Oraham.  Ottawa, 
brattwofihe  deoeaeed.  and  MeaU*. 
a.  A-  WaM,  OtUwa,  .md  Jamea  WiU 
wo,  Hgakoka. 

Have  roQ  got  a  food  hoi>k  for  Son 
<Uj  !  If  not  get  one  from  the  Book 
Lover**  tibrarr  ••  Mac'& 

nnmber 

of  their 

Farewelt  Banquet 

Od  TMKia;  eveai. 

of,  "  The  Bojra  ■■  me Cafe  U>  1*7  farewell  to  one  of 
Domber,  Mr.  W.  Dddq.  ebo  le 
tbe  (oIloviDg  day  tor  Edmoatoo,  Alta. 
Darintt  the  ereaiog  Mr  Dona  waa 
preMQted    with    •    f^td    lo«ket    and 

whkb  be  was  held  by  bia  frieoda  tn 
CbapWo. 

One  of  ttie  chid  ii«aia  fur  duciuaioa 

dnriofi  the  evening  waa  "where  did 
Ute  bottle  ol  "TtaeKBr"  oome  from. 

We  join  *  The  Boya  "  is  iheu  good 
wiahea  for  Mr.  Doon  and  we  regret 
kia  departor*' fron*  oar  midat.  Wltat 
abMt  iba  fwlfa)  t 

Narrow  Eccape. 

What    might    hi 

Cbapla 

>    tbi 

-.   rred  about  eleven 
.n  Friday  ,oorD,Ufc  -ben  , 
■iveo  by  Mr  Groat  of  lb« 
I  L'gbl  Co  took  Ingbt  at  i 
10  while  croMio(j  the  over 
iKe.      Tbe  horse   plunged  ovei 

■ealting  the  w*goa  and  throw 
Hr.    Groat,    dragpog    her    .. 

Trader*     Baok.    where     ii 
with  t 

»pla< 
Frye 

wai     broDght    to    n    atandat4ll 
Oroai  wa*  picked  up  by  Moaan 

Bod    Oroat    aod     earned     mlo     Mac', 
■lore.      Ii  *aA  feared  at    ft/at  that  nhe 

■evere  ahaklng  ap  aad  aome  bad  bruia- 
ei  Mra.  Oro*t  waa  appareatly  nrio- 
jured  eed  wa«able  to  be  driven  t«  her 

See  tbe  new  Waab  Oooda  at  Mac> 

Jottin«»  from  our  Y.  M  C  A. 
CorretpondenL 

Mr  R.  Stewart  had  a  regular    "eye 

opeoer'       Bob  aayi  to  ' 
What  did  Duo  Hnaller  do    Uiat    he 

my  eogion,  but.  oh  l-^yoo   job  I 

Bverylbing    io    Oeoia'    Faroufainjn 

at  Mao'a.  " New  Rolea— A  aigiial  of    6ied  loca^ 
Uoo-      A  brakemao  with   bi,  laujp    oo 
lop  of  a  car.      (Wheo  the    coal    wayta 

Wedr«8d  io  thiok   of    ■ 
aaD  wooJd  have  been   like 

Hageu  Shirta. 
patterna— at  M< 

The  Beef  Trui 
eit«Dde<l  aa  tar 

luka  fit  If  you  June  U- 
-lyoue  who    (iaa,U»rdMj 

I    mil  uff  near     Pardee,     tboagb 

nw  might  have  beu  •  good  ek. 

Ym,  "Oaretgl  Buyer.' 

biggeatdollar'a  worth,  a 
The  placard*  ia  the  Y.  M.  C  A 

Dioiag-Room  are  only  aoottier  evi- 
dence that  the  Beef  Trurt  h»i  reached 

Chapleau. 

Bi«  Four  UoJoD-made  Oluve*  and 

MiiK  at  Chapleau'a  Qraeteat    S.ore. 

PERSONAL  MENTION. 

Mr  A  CarlaoD,  Pardee,  called  on u.  S-turday 

Slater  Sboea^The  B«l  Ever. 

rapidly  approachiug  oompleiioo. 
Miaa  Ell*  Keenan  i*  contiaed  lo  her 

bed  ihii  week  "ilh  typhoid  (ei-er. 
Mr  T.  S  Smith  of  Schreiber  apent 

Friday  and  Saturday  Of  last    week    m 

Special  value  lo  Nett  W.jat,  at  The 

Big  Store  I Tl.e  Uiaaea  B-elyn  Way  acd  B 
Mullitran  Inft  oa  Mnndav  tor  a  viait at  North  Bay 

Ladies'  Paieot  Colt  Otie-itrap  pump* 
at  -Mao'a"  Q^.tO. 

Mr.  R    Levi«  waa  rather    uader  the 

EioellrD PotAtoea.  per  bag  90c   i 

Mr    F.  Falby. 

Childreo'a  Waab  Dreaaea  aod  Pioa- 
fore*.  all  aiiea  aud  pricea  at  Tbe  Big 
Store. 

Mr.  C  D.  Newcombe  returoad  lo 
towo  OD  Saturday  morning,  acoom- 
panted  by  Mr«.    Newaombe    and    ttieir 

See  the  Patent  Braoe  Claap  in 
EvkB'a-Jeybeit'a  Overall*.  To  begot 

only  at  Meo'a. 
Dr.  Martin  baa  reiomed  to  towo 

after  a  viMt  toTorootA.  Mr*.  Uarlin 
remaioa  in  the   city    wiib    friend*   (or 

Mr  B  J  Cotvitle  hai  retomed  fnuD 
e  viait  lo  Toronto.  Tbe  weather  bee 
been  aiormy  aiooe  bia  retura.  Aak 
Artbv  Moore  and  aee. 

MeairB.J.D.McAdemand  Stevenaoa 

toak  a  Ashing  tnp  Uat  Saturday.  Wv 
baveo't  hoMd  aboot  tbeir  lock  but 
ibey  haven't  pr  wanted  a*  «itb  any Bib  jet 

First  page  of  a  weekly  newspaper,  published  by  Touchette,  Macnamara 
&    Jackman,    Chapleau,    Ont. 

last  page  an  advertisement  for  the  store.  The  weakness 

of  the  scheme^  as  exemplified  in  the  copy  sent  to  The  Re- 
view, is  the  fact  that  the  space  in  the  second  and  third 

pages  was  filled  with  ** boiler-plate/'  semi-news  matter. 
This  matter  was  of  very  little  interest  to  the  readers  of 

*'The  News/'  It  is  the  stuff  used  by  small  newspapers 
to  fill  up  space,  and  these  two  pages  could  have  been  much 
more  profitably  used  for  a  good  double  page  advertise- 

ment of  the  firm  whose  enterprise  was  represen.ted  by  this 
creditable  and  ambitious  advertising  effort.  Touchette, 
Macnamara  &  Jackman  tell  The  Review  that  the  scheme 

worked  well,  and  it  is  hard  to  imagine  that  any  other  than 
satisfactory  results  co'uld  follow.  A  great  deal  of  work 
is  involved  in  gathering  and  editing  the  news,  and  the 

store's  advertising  will  be  costly,  because  the  paper  had  to 
be  printed  in  Sudbury.  Sometimes,  however,  under  the 
most  unfavorable  cireum'stances  such  enterprising  adver- 

tising ^'stunts"  are  successfully  pulled  off. 

Always  Bright  and  Original. 
It  is  pretty  hard  to  find  a  more  aggressive  advertising 

department  in  any  Canadian  store  than  that  of  the  Paquet 
Company,  Quebec.  It  is  always  bringing  out  news  and 
original  advertising  ideas.  A  recent  example  is  repro- 

duced here.  This  advertisement  in  the  original  appeared 
as  a  full  page  in  ,the  Quebec  Daily  Telegraph,  and  it  must 
have  been  effective.  It  has  human  interest  written  all 

over  it,  and,  to  use  a  hyperbole,  it's  human  interest  that 
interests.  Every  store  caninot  pay  a  good  big  price  for 

special  drawings  to  illustrate  their  ads.  as  Paquet 's  do, 
but  there  are  plenty  of  sources  from  which  illustration 

services  may  be  procured  at  moderate  cost,  and  the  occa- 
sional or  regular  use  of  striking  and  appropriate  illustra- 

tions will  make  a  great  improvement  in  the  advertising  of 
many  stores,  now  represented  by  very  mediocre  illustrative 

advertising". 

Fifty-three  Years  in  Business. 
To  have  been  in  business  for  fifty-three  years  is  some- 

thing worth  while  taking  about,  and  talking  good  and  loud. 
Fifty-three  years  is  a  long  time  for  a  store  in  a  town  the 
size  of  Picton  to  have  been  continuously  owned  and  oper- 

ated by  one  organization^  but  that  is  the  record  of  A.  Bris- 
tol &  Son,  and  a  short  time  ago  when  they  celebrated  their 

A  splendid   full   page  advertisement   of   the  Paquet   Company,    Limited, 

Quebec. 
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store's  birthday  they  used  a  six-column  advertisement  to 
say  something  about  it.  and  they  siiid  it  well.  Here  are 
a  couple  of  paraarraplis  from  the  introduction: 

"Father  Time  is  kind  to  some  business  organizations 
— the  deserving  organizations.  "Time"  has  dealt  kindly 
with  this  store.  53  years  ago  this  store  wasn't  much  to 
boast  of  for  size,  stocks  or  service— compared  to  what  it 
is  tii-day.  But  a3  years  ago  the  spirit  of  the  store,  the 
aim  and  tli*  methods  of  the  store  were  the  same  as  now. 

"The  best  of  merchandise  at  the  fairest  of  prices, 
satisfaction  guaranteed  and  the  same  courteous  treatment 

to  all  has  ever  been,  and  ever  will  be,  our  policy." 

#urAtuitoanj 
Uac  announce  chji  53i&  B(iait\:rMrT  S»lc  foi  the  lui  dobt  ̂ 3c«  o1  Bpill 

f  ri&av;.  Hpril  22nf>.  toSaturtav.  Hpvil  30tb 

io^a^M»nfc<i^T^fc»ito.i 
/  tlS  Kn  n<T  beat,  tod  rm  iitll  be  *ijui  polir 

:-ri— —*■  —  —'-—-'•■;  A  Special  I    ltai*dk«rchiets    [      '  Hand  BdS»  Hen  4  Ololhinj 

B«  Wti*  ki  te  rUMlt  Km.    ̂ t;^^^)^'^;:i:"*^£f«  w--*--^"'****"  '**<^***'"  IS^.^TLjiFi.'ri 

1  ̂I  — C^^^  -,.  — w.— ^■.^*  ̂ n's  ■  A  Embroideries    "n.^^  ■.<»«■  tu.  .^^ 

""""  Mcn'b  Overalls.  6ic 

!»-  I  fancy  V«&t6.  98t 

u    .  ,  dnaps  Prom  lh«       ■•*  *"-■»*;;■■  "  ■'"• Hosiery  and         i       '  o^^f  Boom  ll^ir^l:;  tCrrVS. 

t-.^  **'  ■■*":"']iioi''*»trt  -"I'.^-i     Lac«  Curtains 

.,■... i?'"»-   - ^.^TilTTlif.'  *»  *  ''^l        Lii»ol«iim» 

A.  BRISTOL  &  SON 
A    meaty  anniverEary    advertiBement    from    Picton,    Ont. 

Then  follows  a  list  of  special  anniversary  offerings 

which  should  have  produced  good  business.  Typographi- 
cally the  advertisement  might  have  been  greatly  improved, 

the  body  being  set  in  two  different  type  faces,  the  machine 
type  not  being  nearly  as  attractive  as  that  set  by  hand. 

Mail  Order  Advertising. 

From  the  west  have  come  two  samples  of  pretty  good 
mail-order  advertising  from  local  stores,  who  have  adopted 
this  means  of  fighting  their  competitor.';  in  the  big  cities. 
Two  pages  are  reproduced  from  the  catalogues  of  Mc- 
Intyre  &  Castell,  Belmont.  Man.  It  is  a  mighty  good 
effort  for  a  store  in  a  town  the  size  of  Belmont,  and  that 
it  was  followed  by  good  results  there  is  small  rea.so'n  to 
doubt.  The  printing  of  this  catalogue  leaves  much  to  be 
desired.  It  is  not  an  attractive  piece  of  work,  but,  natur- 

alh",  we  would  not  expect  to  see  the  printing  art  highly 

Watsons  Siiperior  iBderwear  For  Women.        Esceplionai  Values  in  Summer  Wash  Malerials 

15  c«Dta&7«rd 

20  cDDta  a  yard. 

2&  coDla  a  yard 

10  C0DU  ft  yftrd 

40c  aod  bOc  ft  yard 

40ceot«  a  yard 

•laadftnl  Pat1ar«»  ■••  !■  StMfe 

Patteroa  10  and  10  conta  aaob 

Ladies  Skirts 

e.6o.  10, 11  &i  12 

TWO  SPfCIALS  IN  ma  SUMMER  BRESS  MATERIALS 

25  ceQta  p«r  yard 

SAO  and  aSO  «60   7  BO  IS  tlO 

Two      pages  from      mail      order      catalogue      from  Mclntyre  &  Castell, 
Belmont,    Man. 

developed  in  a  pioneer  western  town.  One  defect  which 

could  have  been"  remedied,  however,  was  the  fact  that the  inside  of  the  front  and  back  covers  were  both  left 

blank.  This  is  about  the  nio.st  valuable  space  in  the  whole 
catalogue,  and  should  have  been  utilized. 

Value  of  Cover  Pages. 

The  other  catalogue,  the  first  inside  page  of  which  is 

reproduced  was  quite  attractively  printed.  It  came  from 

the  store  of  The  Raymore  Trading  Co.,  Raymore,  Sask. 

It  was  well  illustrated  with  fairly  modern  cuts,  the  greater 

number  of  them  being  furnished  by  manufacturers.  This 

firm,  too,  seems  to  have  failed  to  realize  the  value  of  the 

TO  THE  PUBLIC 

^tgf'^BIS   IB   OUR   FIBST   OATaLOOUE. 

^^^  I^««8Ui»  io  preeeotiDg  itcoToo  with  <n 
/^^  Uiftnks  for  the  liberal  p»tr(Mnge  exUnded  la  na, 

I  ■  ̂   ̂ ^  We  reepectfally  solicit  a  .oontioaauce  of  the 

1.,,-^  aame  and  assure  y<M»  that  wo  <sh«ll  >iBe  our 
^^  JL        utmuac  eadenvor   to   merit  it 

A  great  mao/  people  look  Torward  to  r«c«i\liilg  Catalogues 
f  rotu  Mail  Order  houses  aod  tbiuk  that  by  ordering  from  them 

tbey  are  tiavlng  niooey  and  to  this  end  aeod  niooey  away  that 

could  be  spent  at  bonie,  We>know  everybody  wanlP  to  buy  as 

cheup  as  possible  bilt  if  we  canuot  sell  you  as  cbekp  as  the  mail 
order  houses  we  shall  be  pleased  to  help  you  isaks  oat  your 
order  to  send  them.  It  it  quite  a  difficult  propoaition  fur  you 

to  send  away  And  always  ̂ et  the  good*  aod  pattmia  you 

require,  but  ofteu  you  get  ̂ {uods  you  would  wish  to  returo 
and  have  to  mnke  two  or  three  trips  to  town.  ub4  to  seud 

away  *.be  order  and  others  to  cbaoge  the'goods^aDd  after  you 

have  paid  for  your  freight  and  your  trips  u>  town,  'are  you 
any  mouey  in  pocket?  We  think  oot.  Does  4<iy  mail  ocder 

houne  help  to  build  up  your  town,  increase  the'  price  of  your 
property  aud  give  you  kccoromodatioo  when  you  want  it? 
Will  they  take  your  butter  and  eg^  in  payment  for  your 

goods?     We  thick  noL 

We  want  you  to  compare  pric«>s  in  this  catalogue  with  your 
mail  order  house  add  the  freight  rhurges,  aud  we  will  All  ̂ iuf 

order  mm  cheap  at  tb^y  nod  you-h^ve  the  satisfaction  of  taking 
your  own  selection  of  goods  home  with  you. 

We  want  to  do  business  with  you  and  feel  assured  that 

i^  you  come  and  give  un  a  chance  we  can  satisfy  you. 

Look  through  the  following  pages  and  yo 

have  a  good  range  of  staple  goods  and  o 
low  as  the  lowest. 

nil  find  that  we 

Inlroduotion    in    Raymore    Trading    Co.'s    first    catalogue. 
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cover  pag'es  of  their  catalogue,  tliree  of  them  being  left 
entirely  blank.  The  big  mail  order  stores  reserve  their 

best  barg'ains  for  the  back  cover,  which  is  about  the  best 
place  for  them. 

Personal  Shopping  Service. 
In  order  to  compete  with  the  mail  order  houses,  a 

St.  John,  N.B.,  retail  dry  goods  store,  has  organized  u 

"Personal  Shopping  Service."  A  catalogue  containing 
many  illustrations  and  descriptions  of  goods  offered  and 
their  prices,  has  been  distributed  in  the  country  districts, 
and  the  advantages  of  the  system  are  set  forth.  Each 
catalogue  also  contains  a  card  with  a  brief  explanation 
of  the  system  and  the  recipients  are  asked  to  place  this 
card  in  the  hands  of  some  acquaintance  who  must  depend 
npon  a  mail  order  service  to  do  her  shopping. 

The  card  explains  the  system  in  this  way : — 

"In  place  of  the  usual  mail  order  system,  we  have 
substituted  shoppers  who  are  interested  in  you,  their 

first  duty  being  to  serve  you. 

"As  soon  as  your  order  reaches  us  it  is  handed  to  one 
of  our  shoppers,  who  is  trained  especially  for  the  pur- 

pose. This  shopper  gains  the  closest  possible  knowledge 
of  your  needs  and  fills  your  order  the  same  day,  taking 
advantage  of  whatever  sales  or  special  price  events  are 
in  progress.  All  your  subsequent  orders  are  cared  for 
by  the  same  shopper. 

"You  really  have  a  representative  or  resident  city 
shopper,  to  whom  you  may  send  any  commission  or  ask 
any  question,  no  matter  of  what  nature. 

"Keep  in  touch  with  us  from  time  to  time,  and  don't 
hesitate  about  using  this  service  in  any  way  that  may  sug- 

gest itself  to  you. 

"A  trained  shopper  will  take  care  of  your  orders  or 
enquiries,  and  in  every  possible  way  represent  you,  with 
a  saving  of  time  and  money  to  yourself. 

"Will  you  not  give  this  new  'Personal  Shopping  Sei- 
vice '  a  trial.  We  want  your  custom  whether  the  order 
is  for  $1  or  $100,  and  the  same  careful  consideration  will 

be  given  to  either." 
As  a  result  of  the  introduction  of  this  system  the  out- 

of-town  business  of  this  concern  has  been  given  a  won- 
derful impetus,  and  it  proved  a  success  from  the  start. 

It  Attracts  Prospective  Buyers. 

"While  waiting  fill  your  fountain  pen."  This  legend 
placed  above  a  bottle  of  fountain  pen  ink,  with  a  filler 

attached,  is  designed  to  attract  attention  in  the  gents' 
furnishing  department  of  one  of  the  large  retail  stores 
in  St.  John,  N.B.  The  ink  is  prominently  displayed  on  a 
silent  salesman  showcase,  and  since  its  introduction  has 
been  largely  patronized. 

Very  often  when  a  man  enters  a  store  to  make  a  pur- 
chase, he  has  to  wait  a  few  moments,  and  a  scheme  such 

as  this  serves  to  pass  away  the  time,  and  at  the  same 
time  remind  him  that  his  supply  of  ink  may  be  getting 
low.  While  engaged  in  filling  the  pen  his  eye  is  attracted 
by  the  showing  of  goods  in  the  case  or  it  probably  rests 
on  the  sign  that  is  just  above  which  contains  a  list  of 
suggestions  for  the   busy   buyer. 

This,  of  course,  is  a  scheme  that  could  only  be  utilized 

in  a  men's  department,  as  few  ladies  carry  fountain 
pens  around  Avith  them,  but  a  somewhat  similar  scheme 
might  be  devised  for  their  benefit. 

NEW    STRINGLESS 
PACKAGE    SEALER 

This  machine  can  be  used  to  excellent  advantage  in  your 
general  shipping  department  and  on  your  small  wrapping 
counters.     Any  one  can  operate  it. 

It  has  been  adopted  by  large  and  small  department  stores 
in  U.S.  and  is  being  used  by  prominent  houses  in  various  other 
lines  of  trade. 

Can't  leak.  No  open  water  cup.  No  chance  of  water 
spilling  to  soil  merchandise. 

Standard  Gum  Tape  Machine  is  the  new  protected 

means  of  sealing — not  tymg— packages.  Saves  time — indi- 
vidualizes the  packages  of  your  store — is  insurance  against  theft. 

Ever  since  you  have  been  in  business  your  clerks  1 
been  spending  hours  each  day  reeling  off  twine  and 

tying  knots. 
Here's  a  New  Way— Seals,  Instead  of  Tyia^,  Packages 
Costs  less  than  twine,  even  when  it 
carries   an    advertisement   for 

your  store. 
Price,  $3.00 

INFORMATION 

TICKET 

Standard  Gum  Tape  MachiBe 

Standard  Gum  Tape 
Company 

309  Broadway,      New  York 
CJentlemeii:— Kindly  fend  informa- 

tion and  sample  tape  to  show  efficiency 
and  advertisiug  advantages  of  your  ma- 

chine for  bcaling  packages. 
Name      

Address   

has  a  metal  revolving  cylinder  moistener,  thereby  giving 
the  tape  an  even  moisture  with  no  loss  of  gum !     Can  be 

used  on  small  counter  or  operated  from  wall.     It  is  compact  in 
size,  being  only  5  x  8  in.     No  mechanical  parts  to  get  out  of  order. 
Twine  NOTE    THE    SAVING  Tape 

5-ply  cord  1 6  packages  for  1  c  -  ■  K->n- kraft  38  packages  for  I  c 
10-ply  cord  14  packages  for  Ic        -  •  1-in.  kraft  33  packages  for  Ic 

No.  18  twine  12  packagee  for  Ic  -  -  1-in.  kraft  33  packages  for  Ic 
No.  4'A  twine    6  packages  for  Ic  ...         IX-in.  kraft   21  packages  for  Ic 

Price  of  Machine  $3.00  net.  f.o.b.  N.Y.   Price  for  I -in.  tape  25c  per  roll  (800-ft.  rolls.) 
Correspondence  for  machine  and  tape  solicited. 

309    Broadway 

NEWYORKCITY 

No 

Standard  Gum  Tape  Company 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 



Clearing  July  Sale  Must   Emphasize    the   Actual    Values 
An  Event  Which  Will  not  only  Clean  Out  Stocks  but  Which  will  Show  What 

the  Merchant  has  Done  by  Way  of  Foresighted  Preparation— Some  Suggestions 

as   to   Arrangement    and    Introductory  Matter— Featuring  Vacuum    Cleaners 

Jl'LY  sales  are  now  the  order  of  ilie  day.  T
he  mer- 

chant is  busy  clearing  out  Summer  lines,  and  in  the 

aeeompanying  diagram  and  panels  is  given  a  sug- 

gestion for  a  page  advt.,  which,  however,  can  easily 

be  adapted  to  any  size  the  merchant  may  require  to  run. 

It  will  be  noted  that  a  special  feature  is  made  of  vacuum 

cleaners  in  connection  with  the  housefurnishing  depart- 

ment. The  special  olTer — a  free  demonstration  of  the 

cleaner  for  purchase  of  certain  amount  of  goods — is  only 

a  suggestion,  "but  it  should  be  borne  in  mind  that  large 

citv  stores  are  making  capital  out  of  such  demonstrations. 

In* fact,  some  merchants  are  doing  well  by  leasing  thi-m 
out.  One  man  states  that  it  has  been  the  means  of  mak- 

ing several  good  carpet  sales.  When  people,  who  have 

been  sending  their  carpets  out  to  be  cleaned,  have  come 

to  do  the  work  themselves,  they  have  been  impressed  by 

the  fact  that  their  carpets  are  not  in  a  good  condition,  as 

they  thought,  that  they  would  not  stand  the  inspection 

of  "a  close  but  neighborly  glance.  They  have,  therefore. 
made  purchases. 

The  heading  for  such  a  sale  as  this  must  emphasize 

its  economical  or  priee-saving  importance.  Such  lines  as 

"Our  Greater  July  Sale  Means  Money  for  You"  "Unusual 

Savings  and  Unique  Offerings  in  this  July  Sale,"  "Great- 

er Saving  Opportunities  Await  You  in  this  July  Sale," 
"Past  Results  Have  Encouraged  us  to  Increase  Prepara- 

tions— Therefore  Increased  Opportunities  for  You — in  this 

July  Sale,"  might  be  effective  as  curtain-raisers,  and 

emphasis  throughout  will  have  to  be  placed  upon  prices 
with  facility  for  comparisons. 

The  following  introductory  panels  miglit  be  found 

helpful : — 
1. — Our  Greater  July  Sale  Means  Much  to  You. — ^Our 

July  sale  has  gradually  grown  from  year  to  year;  returns 

have  been  very  encouraging,  and  we  have  reason  to  'be- 

lieve our  customers  appreciate  our  efforts  in  value-giving. 

This  year  we  felt  justified  in  preparing  the  sale  on  a  much 

larger  scale,  and  have  decided  to  make  it  an  event.  It 

has  been  planned  months  ahead;  our  buyers  have  been 

carefully  preparing  for  it  so  that,  as  well  as  broken  lines 

of  Summer  goods  from  our  own  stock,  manufacturers' 
overstocks,  and  special  offers  of  suita'ble  goods  from  job- 

bing houses,  have  been  secured  from  time  to  time,  so  that 
we  are  ready  with  a  splendid  collection  of  Summer  goods 
at  prices  that  will  appeal  to  the  thrifty,  and  qualities  to 

please  everybody.  Holiday  goods  will  have  a  place  in  the 
sale  at  reduced  prices.  Special  values  will  prevail 
throughout  the  month,  but  naturally  the  most  desirable 
offerings  will  be  secured  early,  so  WE  ADVISE  EARLY 

ATTENDANX'E  ON  YOUR  PART. 
A  visit  will  convince  you  of  the  remarkable  price 

benefits.  •  During  the  first  week  we  shall  offer  the  fol- 
lowing lines: 

2. — A  Snap  in  Beautiful  Ribbons — A  varied  assort- 
ment of  Dresdens.  satins,  etc.,  in  lovely  designs,  suitable 

for  sashes,  hair  ribbons,  hat  bows  and  fancy  work,  many 
of  them  in  lengths  to  suit  these  purposes. 

3. — List  of  Savings  From  the  Smallware  Department — 
You  will  be  surprised  how  much  you  can  save  even  in 
small  things  like  shoe  laces,  pins,  needles,  buttons,  etc., 
in  this  July  .sale.  We  always  pay  special  attention  to  this 
department,  as  we  consider  it  a  most  important  one,  and  so 
have  a  comprehensive  assortment  of  smallwares  to  offer. 

\Ve  have  made  the  prices  so  low  that  you  will  find)  it 
advantageous  to  purchase  a  supply  for  some  time  to  come. 

4. — Ladies'  White  Lawn  Handkerchiefs,  4  for  25c — 
We  bought  a  quantity  and  so  are  able  to  offer  them  at 
this  low  price.  Nice  soft  finish,  good  size,  hemstitch  and 

plain  border.  Serviceable,  everydaj"  handkerchiefs.  Sale 
price  4  for  2oe. 

5. — Wash  Belts  for  each,  15c — Our  buyer  picked  these 

up  from  a  belt  manufacturer.  They  were  samples  of  Sum- 
mer goods  which  his  travelers  had  finished  with.  Some 

plain  web,  some  very  finely  embroidered  and  all  with 

pretty  pearl  buckles. 
6. — A  Rare  Blouse  Offer — ^Rare  not  only  on  account 

of  the  price,  but  the  qualities  arc  rare.  Blouses  and 
shirtwaists  are  included,  all  Summer  styles,  with  short 

sleeves.  Sheer  lawns,  beantiful  embroideries  and  inser- 
tions, are  well  represented,  with  some  net  and  a  few  silk. 

Here  is  a  splendid  selection,  and  as  we  anticipate  a  big 
rush  on  these,  we  would  advise  being  here  early. 

7. — 'Boys'  Suits  Reduced — 'Boys'  two-piece  Norfolk 
suits,  in  hard-wearing  tweed,  and  navy  blue  in  fast  dyes, 
bloomer  pants.  Splendid  holiday  suits  priced  for  quick selling. 

8. — Men!  Summer  Half  Hose,  2  Pairs  for  25c — As  well 

as  being  low-priced,  there 's  comfort  in  every  pair  of  these 
half  hose.  Odds  and  ends  and  broken  lines  from  our  own 
stock  are  here,  as  well  as  a  large  quantity  specially 

bought.  Cotton,  lisle  and  some  fine  wool  are  included, 
plain  colors  and  many  attractive  designs  are  among  the 
lot. 

9. — Seasonable  Offer  of  Summer  Curtains — This  means 
a  very  substantial  saving  on  all  classes  of  curtains.  Those 
who    are    thinking    of    replenishing    their    curtain    supply 
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Suggested  layout  f»r  July  sale   adverllsemeni,  featuring   de- 
monstration of  vacuum  cleaners. 



DRY    GOODS     REVIEW 141 

would  do  well  to  buy  now,  many  fine  qualities,  owing  to 
the  low  prieing,  are  brought  within  the  reach  of  nearly 

everj'one.  And  now  when  many  people  are  going  to  Sum- 
mer homes,  this  offer  should  be  greatly  appreciated,  as 

July  sale  price  means  getting  Summer  curtains  at  nearly 
a  nominal  cost. 

10. — Carpets,  Sewn,  Lined  and  Laid  Free — To  give  our 
customers  an  unusual  chance  of  saving  and  to  stimulate 
business,  we  will  sew,  line  and  lay  free  a,ll  carpets  bought 

in  July,  so  that  the  cost  will  only  be  the  price  of  the  ma- 
terial.    This  applies  to  all  carpeting  in  our  stock. 

11. — Muslins  at  Half  Price — A  splendid  variety  of 
muslins,  some  that  were  double  the  price,  and  that  you 

would  willingly  pay  double  for.  Plain  white  lawn;  color- 
ed muslins,  with  stripe,  and  floral  designs,  and  w.hite 

muslins  with  self  stripe.  Most  of  them  at  simply  half 
price   to   clear   them  quickly. 

12. — ^A  Big  Hosiery  Opportunity  with  Little  Prices — 
This  opportunity  is  the  result  of  our  careful  preparation 
for  this  sale.  No  haphazard  buying  here;  we  waited  until 
we  could  secure  not  only  low  prices,  but  quality  a,s  well. 

and  we  place  before  you  a  splendid  collection  of  ladies' 
Summer  hosiery  in  cotton,  lisle,  silk  and  fine  wool.  In 

plain  black  and  plain  colors;  also  'black  and  colored 
ground,  with  clox  and  embroidered  designs. 

13. — Ladies'  Cotton  Vests,  10c — Many  of  these  were 
specially  bought  and  others  are  broken  lines  from  our 
stock,  reduced  to  sell  at  the  same  price.  Elastic  rib  with 
no  and  short  sleeves. 

14. — We're  Demonstrating  the  Use  of  Vacuum  Clean- 
ers— Recognizing  the  practical  value  of  the  vacuum  clean- 
er to  every  household,  we  have  added  a  number  to  our  gen- 

eral stock.  We  are  giving  demonstrations  in  window  and 

department,  showing  the  actual  working.  Every  house- 
keeper knows  that  after  sweeping  or  dusting  in  the  or- 
dinary way  a  certain  amount  of  dust  remains,  even  if  the 

work  has  apparently  'been  thoroughly  done.  Now  the 
vacuum  cleaner  leaves  no  dust  behind  in  furniutre,  car- 

pets or  curtains,  so  that  from  a  health  standpoint  this 
is  the  ideal  way  of  cleaning,  and  at  the  same  time  the 

woi'k  is  made  pleasurable.  We  can  supply  cleaners  to 
work  with  electricity  or  by  hand.  We  have  them  for  hire, 
as  well  as  for  sale,  at  a  reasonable  charge.  During  July 
customers  purchasing  .$10  worth  of  goods  or  over  will  be 

entitled  to  a  free  demonstration  of  our  vacuum  cleaners 

at  their  own  homes,  w.hen  its  working  will  be  fully  shown. 
We  shall  clean  one  room,  carpets,  curtains  and  furniture, 

and  also  show  its  use  in  cleaning  a  suit  of  clothes  or  mil- 
linery, and  demonstrate  its  utility  for  face  massage,  and 

for  this  you  will  be  under  no  expense  wha,tever. 

15. — A  Cool  Summer  Dress  for  the  Price  of  Making — 
We  have  a  number  of  attractive  Summer  dresses,  which 

we  want  to  clear  quickly,  and  to  do  this  we  have  marked 
them  away  down  at  what  you  would  ordinarily  have  to 
pay  for  making  up  of  same  material.  Some  are  muslin, 
some  linen  and  some  pretty  prints.  As  far  as  styles,  de- 

signs and  qualities  are  concerned,  the  showing  is  un- 
beatable. 

16. — ^Keep  All  Your  Receipts  During  July,  in  View  of 
Our  Vacuum  Cleaner  Offer. 

17. — Save  on  These  Camp  Beds — Those  who  are  going 
camping  will  appreciate  this  special  offer.  A  camp  bed 
is  a  necessity  that  will  have  to  be  purchased  in  any  case. 

Buy  yours  when  the  price  is  so  much  lower  than  usual. 

18. — Liow  Pricing  of  Pretty  Parasols — Though  the  sud- 
den change  to  warm  weather  brougiht  a  great  demand  for 

parasols,  and  our  stock  was  quickly  reduced,  yet  naturally 
there  are  some  broken  lines,,  and  as  we  do  not  wish  to 

carry  them  over  to  next  season,  we  have  sacrificed  the 

price.  One  of  these  parasols  will  add  greatly  to  your  com- 
fort during  holidays,  and  will  not  only  serve  your  pur- 
pose for  the  remainder  of  the  Summer,  but  will  be  as 

good  as  new  to  begin  next  season  with,  and  think  of  the 

price. 
Many  stores  are  holding  successful  June  sales,  in  the 

whitewear  department.  Not  only  is  the  weather  in  favor 

of  such  sales  but  the  garments  themselves  are  highly  at- 
tractive, and  judged  by  the  present  rate  of  cotton  values, 

prices  are  such  that  women  are  tempted  to  lay  in  a  stock 
for  future  use.  As  a  matter  of  fact,  the  retailer  has  had 

his  stock  of  white'wear  this  year  under  unusually  favor- 
able circumstances.  When  prices  were  made  for  1910 

everything  that  wen't  into  the  production  of  these  gar- 
ments was  low  in  price.  Prices,  as  a  fact,  were  not  nor- 

mal, and  it  may  be  many  years  before  such  a  favorable 
combination  takes  place  again. 

MORE  THAN  21,000  RETAIL  MEN 
west   of  the  Great  Lakes  contributed  to   the  enormous  fire  insurance  premium  fund  of  Canada  for  igo8 

$17,027,275.00 
Of  this  amount  a  little  over  $3,000,000  was  retained   in  Canada,  the  balance  g"oing"  to  other  countries 

The  Retail  Merchants'  Fire  Insurance  Co,,  incorporated 
is  now  being  organized  with  a  million  dollar  charter.      Its  stock  being  oflfered  to  retail  merchants. 
There  is  more  than   an  opportunity  contained  in  this  message.      Write  at  once  to  the  Secretary  of  the 
Organization  Committee, 

GEORGE  J.  HYNDMAN,  406  Travellers  BIdg.,  Winnipeg 
for  prospectus  of  the  Company,  application  for  stock  and  any  further  information. 

WESTERN  RETAIL  ASSOCIATION 
Please  mention  The  Review  to  Advertisers  and  Tlieir  Travelers 
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Review  of  the  Canadian  Millinery  Trade 
Buyers  Have  not  Forgotten  that  Beavers  were  Scarce  last  Season— Pressed 
Fabric  Hats  —  Fancy  Bengaline  and  Rich  Brocaded  Silks  —  Models 

Deceptive      as     to     Size  —  Pronounced     Droops     and     Large     Head     Size 

WITH  the  end  of  the  season  so  clearly  i
ndicated, 

interest  is  now  centering  upon  the  coming 
Fall.  The  advance  styles,  based  upon  the  late 
models  that  have  made  a  success  during  the 

present  season,  are  beginning  to  be  shown.  These  novel- 
ties are  of  domestic  and  New  York  origin,  as  Paris  has 

not  begun  to  move  as  yet,  and  no  authentic  Fall  fashion 
news  can  be  had  from  that  quarter  for  fully  a  month  yet. 

Beavers  are  selling,  particularly  black.  Black  beavers 
were  scarce  last  Fall,  and  buyers  have  not  forgotten  this 
fact.  Some  very  handsome  models  are  shown  in  pressed 
fabric  hats.  These  are  developed  in  two  colors  of  the  one 
fabric  or  in  two  colors  and  two  different  fabrics.  Silky 

hatter's  plush  is  used  and  is  developed  into  some  very 
handsome  hats. 

Rich  brocaded  silks  are  shown  with  the  underfacing  of 

hatter's  plush  or  velvet.  Another  new  fabric  is  fancy 
'bengaline  in  the  new  crepon  and  cord  effects.  White 
with  black  underbrim,  Chantecler  and  black,  Dauphin 
blue  and  black,  Empire  green  and  black,  champagne  and 
black  are  the  leading  colors. 

Paislej-^printed  satins  are  also  used  for  covering  press- 
ed hats,  and  are  used  either  for  the  underbrim  or  the 

covering  of  the  crown.  Pressed  satin  and  velvet  shapes 
are  also  shown. 

Sizes  are  Deceptive. 

It  is  said  that  there  is  a  tendency  for  small  hats  mani- 
festing itself,  but  the  majority  of  shapes  shown  are  only 

small  by  comparison  with  the  very  large  hats  now  worn. 
Many  models  are  deceptive  for  owing  to  the  very  gradual 
sweep  of  the  droop  to  the  roll,  their  size  is  very  deceptive. 

The  hats  at  present  shown  have  this  pronounced  droop 

and  the  large  head-size,  and  all  set  well  onto  the  head. 
This  is  equally  true  of  the  small  Continentals  as  of  the 
Chantecler  and  other  models. 

Hoods  are  showing  for  development  into  turbans  and 
it  looks  as  though  draped  turbans  on  the  Arab  lines  would 
have  a  new  lease  of  life.  The  velvet  turban,  particularly 
in  black,  is  expected  to  be  a  factor. 

Trimming  effects  shown  now  are  chiefly  confined  to 
fancy  feather  effects,  aigrettes,  military  plumes,  bird  and 
fancy  feather  mounts,  etc.,  large  pliable  wings,  peacock 

pom-poms,  marabout  and  natural  owl  effects,  etc.,  imita- 
tion paradise,  coque  and  birds,  etc.  Ostrich,  particularly 

in  willow  effects,  are  doing  well. 

The  New  Colors. 

The  new  color  card  is  out  but  there  is  absolutely  no 
reliable  information  at  present  to  be  obtained  as  to  the 
colors  that  will  be  featured  during  the  coming  season. 
The  new  colors  run  from  medium  to  exceedingly  dark 
shades  verging  in  many  cases  closely  onto  black.  All  the 
shades  are  clearer,  the  greyed  colors  fashionable  for  su 

long  seem  to  have  had  their  day.  The  relief  and  ti'im- 
niing  colors  are  decidedly  bright,  not  to  say  brilliant. 

The  Lingerie  Hal. 

It  is  expected  that  lingerie  models  will  be  very  mucli 
in  evidence  during  the  next  two  months.  Lingerie  is  a 

term  that  embraces  a  wide  range  of  materials,  and  be- 
sides indicating  the  hat  of  washing  materials,  has  come 

to  be  employed  when  the  hat  is  of  net  lace  or  embroider- 
ed lawn,  and  even  when  straw  enters  into  its  composition. 
Mid-summer  millinery  is  exhibiting  a  pronounced  re- 

turn to  the  mushroom  shapes,  and  were  it  not  for  the 
bandeaux  usedj  women  would  be  completely  buried  in  the 
new  shapes.  This  makes  the  size  of  the  shapes  very  de- 

ceiving and  what  is  really  a  large  hat  only  appears  o£ 
moderate  dimensions  when  upon  the  head.  The  capeline 
or  shepherdess  shape  is  also  favored  for  Summer  wear. 

Decidedly  Corday  in  effect  are  many  of  the  new  lingerie 
models,  and  hats  of  this  type  are  developed  in  lace  and 

malines,  as  well  as  in  dotted  Swiss  and  all-over  embroid- 
ery with  the  brim  of  lace  or  Swiss  flouncing.  Many  of 

these  hats  have  a  flange  of  leghorn  about  two  or  three 
inches  wide. 

New  models  are  appearing  with  both  the  crown  and 
brim  covered  with  inch  wide  ruffles  of  valencienues  lace. 

The  smart  trimming  consists  of  made  ribbon  roses, 
roses  of  shirred  velvet  and  foliage  made  out  of  shitrcd 

green  ribbon. 
Dainty    Midsummer  Effects. 

Panamas  are  selling  well,  as  are  peanut  straws  anil 
Madagascar  panamas  for  those  who  cannot  afford  the 
genuine.  These  are  banded  or  draped  with  figured  crepe, 
or  foulards  and  are  quite  as  large  as  the  dressier  models. 

Pressed  hats  have  far  out-stripped  the  hand-made  effects, 
although  now  that  the  embroidery  and  lace  hat  is  coming 
into  vogue  the  pressed  hat  will  have  a  rival.  These  dainty 
Midsummer  effects  often  are  made  on  the  familiar  lines  of 

the  Charlotte  Corday  and  have  deep  curtain  edges  of  lac3. 

They  may  be  any  size,  although  the  smaller  cap-like  hats 
are  really  the  smartest.  Lace  is  very  fashionable  for 

gowns  and  coats,  as  well  as  millinery,  the  preference  be- 
ing for  the  fine  net  ground  lace,  such  as  Chantilly.  It  is 

expected  that  lace  will  be  much  used  this  Fall.  There  is 

also  a  persistent  rumor  that  steel  ti-imming  is  coming  our 
way  again  to  take  the  place  of  jet,  which  is  a  thing  of  the 

past. 

In  wholesale  circles,  the  season  ahead  is  looming  up 
and  the  steamers  are  carrying  our  buyers  across  the  briny 
even  at  this  early  date.  The  consensus  of  opinion  on  the 
present  season  is  that  it  has  been  a  very  profitable  one, 
for  almost  every  kind  of  trimming  has  found  favor. 

There  has  been  no  run  on  any  one  flower.  American 
Beauty  roses  lead  but  there  have  been  quantities  of  small 
roses  sold,  as  well  as  lilacs,  hydrangeas  and  bouquets  and 

wreaths  in  which  several  flowers  are  combined.  King's 
blue,  to  be  sure,  has  been  the  most  popular  shade  for  any 

length  of  time,  although,  for  a  while,  Chantecler  red  was 
in  brisk  demand.  As  far  as  that  goes,  there  is  still  much 

red,  although  one  doesn't  hear  it  called  Chantecler. 
Burnt,  black  and  white  and  blue  are  the  strongest  at 
present,  with  cerise  red  and  rose  followed  closely  by 
heliotrope.  Velvet  ribbon,  black  and  colored,  heads  the 
ribbon  list  and  aigrettes  head  the  list  of  fancies.  Frencli 

plumes  are  gaining  daily  over  willows,  and  shapes,  while 
not  freakish  in  line,  appear  to  get  bigger  and  bigger 

despite  the  persistent  rumor  that  medium  hats  are  com- 
ing with  the  Autumnal  gales. 



New    York's   First   Glimpse  of  Fall  Shapes  and  Materials 
The  Chapeau  Cloche,  a  Feature  of  New  Parisian  Importations— Vivid  Bows, 
Smart  Wing  Effects  and  Cockades  of  Ribbon— Preference  Shown  For  Two- 
Tone  Trimming  Materials— Oriental  Silks    of  all   Kinds  in  Good  Demand. 

(Staff  Correspondence) 

Office  of  Dry  Goods   Review, 
160  Broadway,  New  York,  June  30. 

AFTER    weeks  of  cold,   rainy   weather,   which   has 

been  the  despair  of  everybody  in  general  and  the 
merchant  in  particular,  intensely  hot  weather  has 
set   in.  and     business     immediately     picked   up. 

Despite    the    unfavorable   conditions,   the    millinery    trade 
has  held  its  own,   and   the   outlook   for  Fall  business   is 
favorable. 

Relapse  of  the  Mushroom. 

The  first  showinj;-  of  French  millinery  shown  by  the 
importing  houses  is  scheduled  to  take  place  beginning 
with  July  5th.  French  untrimmed  shapes  have  already 
been  exhibited,  but  it  must  be  admitted  that  there  was 
nothing  of  more  than  passing  interest.  Apparently  we 
are  to  have  a  relapse  of  the  mushroom — this  year  dubbed 
the  Chapeau  Cloche,  meaning  bell-shape  hat.  The  first 
of  these  are  with  us  in  straws  and  laces,  and  as  is  usual 

with  a  new  departure,  they  are  ra,ther  extreme  and  de- 
cidedly conspicuous,  although  the  peach-basket  vogue  of 

not  long  ago  has  rather  prepared  the  way  for  this  new  fad. 
The  Cloche  is  a  very  high  shape,  with  mushroom  brim, 

if,  indeed,  it  has  any,,  which  is  quite  frequently  the  case. 
and  if  we  think  the  broad-brim  hats  set  far  over  our 
heads,  what  are  we  going  to  think  of  the  Cloche,  which, 

unless  it  is  put  on  at  just  the  proper  angle,  is  quite  cap- 

able of  falling  over  the  head  and  completely  hiding  it? 

It  must  be  put  on^  over  the  ba,ck  of  the  head,  like  a  tam 
or  cap,  and  tilted  at  an  angle. 

It  is  natural,  of  course,  that  high-standing  trimming 
should  follow  the  Cloche,  bowS;  and  smart  wing  effects, 
as  well  as  cockades  of  ribbon  and  other  effects. 

Even  the  broad-brimmed  hats  have  a  tendency  to 
height,  and  much  of  the  trimming  is  placed  at  the  back, 
particularly  ostrich.  The  Cloche  shapes  are  trimmed 
either  high  at  back  or  side,  or  have  a  flat  bow  or  other 

garniture  in  the  front.  Not  infrequently  the  front  'brim 
is  cut  away  or  turned  back,  but  more  often  the  brim  is 
perfectly  round,  and  the  line  unbroken. 

Turbans  With  Velvet  Coronet. 

Turbans  that  are  higher  at  the  back  than  at  any  other 
part  are  also  shown  among  the  French  shapes,  ma,ny  of 
which  have  a  velvet  coronet,  and  felt  or  beaver  crown. 
Silk  and  satin  are  combined  with  velvet,  and,  for  that 

matter,  with  beaver — either  the  hatters'  plush  or  fur 
varieties.  Among  the  silks  favored  for  pressed'  hats,  as 
well  as  for  the  draped,  hand-made  effects,  which,  by  the 
way,  promise  well,  are  boucle,  a  heavy  silk,  not  unlike 

bengaline,  but  having  an  iri-egular  welt.  This  silk  often 
comes  in  two-tone  effect. 

There  is  a  preference  being  shown  for  two-tone  ma- 
terials,   chaugeant    taffetas    and    chiffons    and   glace-finish 

The  Moulton  Manufacturing  Company,  Limited 
(SUCCESSORS  TO  MOULTON  &  CO.) 

BRAIDS    AND     DRESS    TRIMMINGS 
Up-tO'date  and  novelty  goods  of  our  own  make. 

Having  doubled  the  size  and  equipment  of  our  factory  and  put  the  same  in  charge  of  able  and 
skilled  foremen,  we  offer  our  services  to  the  trade  for  the  production  of  the  best  goods  in  the 
market  in  our  line  of  honest  value. 

Works  at  Craig,  Gosford  and  St.   Louis  Streets 

MONTREAL 
Office-236  Craig  St.   East 

We  are  Specialists  in 

BUTTONS 
and  are  prepared  with  promptness  to  fill  orders  for 

IVORIES— for  Men's  and  Ladies'  Wear. 
PEARLS-Fancy  and  Staples. 
COVERED- Crochet,  etc. 
METALS— In  all  designs. 

Our  Special  exclusive  patterns  in  Ivory  and  Pearl  have  holes 
well  rimed  and  are  done  up  in  our  famous  DOUBLE  BOXES. 

We  invite  your  inquiry. 

Merchants  Button  Company Waterloo,  Ont. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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silks  of  all  kinds.  A  twill  silk,  whioh  is  used  quite  as 

much  for  men's  cravats  as  for  millinei-y,  is  among  the 

materials  used  for  pressed  shapes,  and  it  seems  unneces- 

sary to  record  the  fact  that  there  is  a  brisk  demand  for 

Oriental  silks  of  all  kinds..  Everything  in  popular-price 

lines  has  cashmere  or  Persian  silk,  chiffon  or  other  ma- 
terial in  its   composition. 

It  is  hardly  likely  that  the  best  trade  will  take  up  this 
fad,  which  even  at  present  is  being  overdone  by  the 
masses. 

Figured  Materials  Good. 

Manufacturers  are  showing  pressed  hats,  with  either 

the  crown  and  part  of  brim,  or  some  combination'  of  cash- 
mere, silk  and  velvet.  It  is  expected  that  figured  ma- 
terials will  be  good,  and  to  this  end  all  sorts  of  brocade 

and  figured  silks  and  satins  are  being  offered. 

There  is  a  novelty  in  the  market,  which  is  called  hand- 
loom  Persian,  and  has  the  effect  of  one  design  over  an- 

other, the  ground  design  being  of  Persian  coloring  and 
rather  indistinct  pattern,  and  the  over-design  in  heavy 
outline  and  a  more  jironounced  color.  Plain  silks  and 
satins  are  relia,ble,  and  velvet,  of  course,  holds  its  own. 
So  far  there  is  rather  an  absence  of  plain  felts,  excepting 
for  Mid-summer  wear,  outing  hats  and  hats  for  tourists. 
Many  tam  crowns  are  seen,  both  on  turbans  and  large 
and  small  hats,  and  drapery  is  a  very  important  feature. 

Is  the  Small  Hat  Commg? 

Whether  the  small  hat  is  coming  is  an  open  question, 
but  the  consensus  of  opinion  is  that  the  extremely  large 
hat  will  not  be  ousted  for  dress  occasions,  anyway.  The 
Cloche  and  Oriental,  or  Hindoo,  turbans  will  be  the  shapes 
of  the  masses,  without  a  doubt.  The  latter  is  the  natural 
outcome  of  stra.vv  hood  turbans  tliat  have  and  are  being 
worn,  these  being  made  without  a  frame  and  little  or  no 
trimming,  usually  one.  or  maybe  two,  pom  poms  being 
chosen,  or  a  pleated  ribbon  cockade.  There  is  much  talk 
in  the  trade  of  the  Hindoo  turban,  and  it  appears  in  all 
sizes,  colors  a,nd  materials.  Head  sizes,  at  least,  are  sure 
to  be  large,  if  present  indications  can  be  relied  on. 

Leading  Colors. 

The  color  card,  which  gives  us  our  first  hint  of  an  in- 
coming season,  has  been  gone  into  in  these  columns.  The 

colors  expected  to  lead  are  purple,  owing  to  the  mourn- 
ing for  the  dead  King,  will  without  doubt  be  good  for  a 

time  at  least,  and,  as  we  know,  the  purple-blue,  called 
comet,  was  offered  as  first  choice  long  before  the  passing 

of  Britain's  ruler. 

Blue  is  very  good  here,  and  touches  of  bright  red — 
now  'Called  poinsetta,  in  place  of  Chantecler,  which  proved 
really  more  of  a  fable  than  a  fact,  since  the  long-heralded 
popularity  of  the  Chantecler  effects  really  never  came  to 
pass.  It  is  not  expected  that  it  will  be  anything  but  a 
mixed  color  season,  for  the  Persian  and  cashmere  colors, 
if  not  the  designs,  are  still  strong.  Indeed,  the  latest  bird 
and  wing  effects  are  dyed  in  imitation  of  these,  and  are. 
to  say  the  least,  very  unusual,,  and  if  the  truth  be  told,  not 

overly  attractive.  Pheasants,  parrots  and  other  brillia,nt- 

ly-hued  birds  are  first  choice  jn  plumage,  for  brilliant 
and  varegiated  feathers  are  the  latest  cry  from  Paris. 

Fancy  Feather  Season. 

It  promised  to  be  a  big  fancy  feather  season,  for  the 
audubonites  have  made  such  inroads  that  manufacturers 

have  been  forced  to  make  up  artificial  plumage  a,nd  birrU 
to  take  the  place  of  the  real  and  forbidden  kinds,  and 
attractive  and  unusual,  are  the  results, 

Millinery 

The  Newest 

and 

The  Best  Goods 

Always 

At 

FRANCOIS  &  CO. 
13  New  Burlington  St. 

(Regent  St.) 

London  W.,     England 
Also 

PARIS  and  NEW  YORK 
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DRE3S  ACCESSORIES 
AND  NECKWEAR 

Long  Gloves  Likely  to  be  in  Big  Demand  for  Fall  Wear 
Dresses  With  Short  Sleeves  Already  Making  their  Appearance— Prices  not  only 

High  but  Firm— Persian  Printed  Effects  a  Strong  Feature  of  the  Fall  Season- 
Change     in     Weather     has     Greatly      Benefited     the     Neckwear     Business. 

THE  consensus  of  opinion  is  that  the  big  call  next 
Fall  will  be  for  long  gloves,  and  buyers  who 
have  returned  from  a,broad  report  that  prices 
are  not  only  high,  but  also  exceedingly  firm.  As 

the  season  advances  there  is  a  great  likelihood  of  prices 

advancing  stall  further,  because  it  is  difficult  to  see  how 
the  supply  of  long  gloves  can  meet  the  demand,  if  the 

public  take  to  them  wholeheartedly,  as  seems  aJmost  cer- 
tain now. 

Dresses  with  short  sleeves  are  making  their  appear- 
ance already,  and  this  can  be  taken  as  a  sure  sign  tha.t 

short-sleeved  dresses  will  be  the  fashion  for  Fall. 

Chamois  lisles,  chamois  suedes,  etc.,  are  selling  well, 
and  some  wholesale  firms  are  ordering  largely  for  Fall. 
These  gloves  are  to  be  produced  this  Fall  in  the  usual 
white  and  natural,  and  also  in  tans  and  black. 

No  great  changes  in  either  styles  or  colors  are  antici- 
pated, but  as  the  probability  is  that  the  prevailing  color  in 

furs  will  be  black,  the  tendency  will  be  for  gloves  to  match. 

Ladies'  Neckwear. 
The  change  in  the  weather  has  been  very  advantageous 

to  the  la,dies'  neckwear  business.     The  stock  that  started 

Dress  of  grey  and  white  ehecked  grenadine, 

with  a  grey  taffeta  ruching  heading  flounces 
of  white  lace.    Girdle  of  grey  taffeta. 

—Sketched  in  Paris. 

Dress  of  violet  poplin,  embroidery  in  mauTe 

and  purple  on  silk  tulle,  forming  a  long  tab- 
lier.  The  narrow  circular  fiounce.s  are  edged 
with  soutache.  The  black  satin  scarf  lined 

with  purple  is  the  latest  in  scarfs  and  the 
new  way  of  wearing  them. 

—Sketched  in  Paris. 

Gown  of  mauve  and  white  nuislin.  Mauve 

muslin  composes  the  half-body  and  sleeves ; 
mauve  peau  de  soie  sash  falls  down  the  side 
and  holds  in  dress  al)Ove  the  flounce  of 
mauve  lace. 

—Sketched  in  Paris. 
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TO  THE 

WHOLESALE  TRADE 

ONLY 
We  manufacture  every  kind  of 

Fine  Ivory,  Pearl,  Covered  and 

Horn 

BUTTON 
and  have  many  exclusive  and  novel 

designs  to  offer. 

Let  us  have  your  enquiries.    Ours  is 

a  profitable  line  to  handle. 

Richard  Roschman  &  Bro. 
WATERLOO,  ONTARIO 

J.    Y.  SHANTZ 
D.  B.  SHANTZ 

•4j-^fei 

MAMFAai'RERS  OF 

FINE  LINES    OF  BUTTONS 
IVORY,  HORN,  PEARL,  PEARLEHE 
A 11  leading  vVholesale  Houses  handle  our  goods  in  Canada, 
and  leading  button  houses  in  the  Uaited  States  who  recognize 
our   goods  as     of  the  best  manufactured  on  the  continent. 

IHE 

Jacob  Y.  Sliantz  &  Son  C 
BERLIN,  ONTARIO 

Factories  :  Berlin,  Ont.;  Buffalo,  N.Y. 

Warehouse;  Chicago,  111. 

0. LIMITED 

lo  lU'fiumilate  duriiii!:  tlie  cold  days  of  April  and  May  is 
cleared  out.  and  bu.'siness  has  picked  up  to  a  gTeal  e.xtent. 

Willi  tlio  warm  weather  has  come  a  big-  demand  for  'Dutch 
cuihirs.  Practically  all  novelties  are  cut  with  the  V-effect, 
and  as  the  season  progresses,  this  shape  promises  to  be 

almost  universally  worn,  as  besides  being  extremely  com- 
fortable for  warm  weather  wear,  when  not  for  pronounced, 

almost   every   woman   can   wear  it. 

Pronounced  sha.pes  with  the  deep  V  are  only  becoming 
to  youthful  wearers,  and  buyers  should  consider  the  needs 
of  both  classes  when  laying  in  stock. 

The  noveliy  in  neckwear  consists  of  the  pleated  effects 
and  besides  the  frill  collars,  pleatings  by  the  yard  are  ex- 

Fali  Hal   of   Green   Velvel,  illusiraiing  Latest   Vogue   in   Veiling. 

cellent  sellers  in  the  big  stores.  The  pleatings  come  in 
many  effects;  .some  have  scalloped  or  Vandyked  edges; 
others  are  trimmed  with  either  Valenciennes  or  Cluny 

laces.  Some  are  of  plain  batiste  or  lawn,  but  for  Sum- 
mer wear,  net  is  coming  into  high  favor.  Both  white  and 

ecru  is  favored,  and  the  newest  development  is  the  edging 
or  binding  of  the  edges  with  narrow  bands  of  Persian 

printed   lawn. 
New  collar  effects  are  shown  of  pleated  net,  combined 

with  'Persian-printed  collars,  folded  mull  or  lawn,  and 
also  with  black  satin-finished  taffeta.  Round  Dutch  col- 

lars of  Persian-printed  fabric  have  bindirigs  of  black 
<ii'  colored  satin  and  ties  thai  are  knotted  sailor  fashion  in 
front. 

In  slioi't.  the  new  ideas  in  imported  neckwear  mm  large- 
ly to  color.  The  combination  of  black  satin  with  white 

net  is  a  happy  one,  and  some  of  the  Persian  effects  are 
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NAIAD 

Naiad  sounds  the  highest  note  of 

progress  in 

Dress  Shields 
The  Naiad  Shield  Value  is  un- 

approached  because  it  does  not  de- 
teriorate with  age  and  fall  to  powder 

in  the  dress — is  the  only  shield  "as 
good  the  day  it's  bought  as  the  day 
it's  made." 

Invisible 
Its  beauty  is  unrivaled,  and  in  use 

The  Naiad  Shield  is  lost  to  sight 
in  the  lingerie. 

Clean 
Naiad  Cleanliness  is  supreme. 

It  can  be  STERILIZED  after  use 

by  immersing  in  boiling  water  for 
a  few  seconds  only  and  pressed  with 
a  heated  iron. 

Unadvanced  Price 
As  Naiad  Shields  are  free  from 

rubber  and  its  substitutes,  no  ad- 
vance in  price   has  been   necessary. 

Guarantee  with  Every  Pair. 

Wrinch,  McLaren  &  Co. 
Manufacturers  for  Canada 

63-71    Wellington    St.   West 

TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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It  is  a 

Fo^vnes 
That  is  all  you  require 

to  know  about  a  ̂love. 

Fownes  Bros.  &  Co* 
Coristine  Building, 

MONTREAL 

PARASOLS 
AND 

UMBRELLAS 

Special  Attention 

to 
Letter    Orders. 

THE    IRVING    UMBRELLA    CO. 
LIMITED 

79-83  Wellington  St.  West,         -         Toronto 

safe  to  tiike,  'but.  many  of  the  New  York  models  brouu'lit 
over  will  need  judicious  modification  before  they  aie  suit- 

able for  the  Canadian  trade. 

Jabots  are  selling  in  quantities  and  are  shown  in  all 
imagina,ble  pleatings  and  trimmings.  Irish  eroehel  and 

Cluny  trim  the  liigh-elass  goods,  and  popular  sellers  are 
trimmed  with  tine  Valenciennes,  and  crochet  and  guipure 
laces. 

From  some  quarters  come  complaints  the  the  pleated 
collars  are  turned  down  because  they  will  not  launder. 
While  this  is  true  in  some  designs,  there  are  many  models 
to  which  this  objection  does  not  apply,  if  only  a  little 
eare  is   taken. 

Embroderies  in  High  Favor. 

Embroideries  are  in  high  favor  this  Summer,  particu- 

larly the  eyelet  or  broderie  Anglaise  effects.  Brodei'ie 
Anglaise  is  so  freely  used  by  Parisian  dressmakers  that 
it  may  be  predicted  that  its  vogue  will  be  even  more 
extended  another  season.  The  very  prettiest  of  Summer 
hats  are  of  this  open  worked  embroidery  often  dyed  the 
color  of  the  gown  it  is  worn  with.  Thus,  a  large  drooping 

brimmed  shape  was  plainly  covered  with  pale  pink  em- 
broidery in  eyelet  design.  The  hat  was  lined  with  very 

dark  navy  blue  crepe  chiffon  and  was  brimmed  with  two 
large   wings  made  of  the  embroidery  wired    around    the 

Sailor  collar  of  pleated  net  and   cluny   lace  —  Shown 
by  R.  D.  Fairbairn  Co.,  Toronto. 

edge  and  bound  with  a  narrow  satin  ribbon.  Many  of 
these  hats  are  trimmed  with  large  roses  or  rosettes  of 
broderie  Anglaise. 

Parasols  and  even  shoes  are  made  of  this  embroidery. 

There  is  a  revival  of  the  embroidery  flounce  as  a  dress 

trimming,  many  dresses  being  finished  with  three  flounces 
of  open-worked  embroidery. 

Many  white  dresses  are  worn  made  entirely  of  flounces 
and  ba,nds  of  Madeira-work  combined  with  embroidered linen. 

Embroideries  are  selling  well  at  retail  and  any  bargain 
offered  meets  with  a  ready  response.  Indeed  at  all  times 
this  is  one  of  the  busiest  counters  in  the  store. 

Corset-cover  embroideries   are   particularly  good,   and 
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700 
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Dress  Shields 

THE  0^  SHIELD  is  sold  on  its  merits only;  no  fiction  enters  our  advertising,  only 
true  facts  backed  by  our  guarantee,  and  we 

stand  back  of  every  pair  of  0^^  Dress  Shields  we 
sell  you,  and  this  extends  to  the  consumer.  Does 
this  not  appeal  to  you  as  the  kind  of  article  you  want 
to  handle  ?  Do  you  not  think  that  you  could  sell 

more  C/^  Shields  than  any  other  under  these  con- 
ditions ?  We  know  that  it  is  the  best  dress  shield 

made  and  want  to  convince  you.  Ask  our  Selling 
Agents  or  write  us  to  prove  it  to  you.  The  Oi^ 
Shield  is  sold  by  the  largest  dealers  everywhere,  why 
not  you  ?  We  are  ready  to  have  you  put  us  to  the 
test.  Write  to-day.  We  want  you  to  examine  this 
line  and  compare  them  with  any  other  kind  manu- 

factured, in  both  quality  and  price. 

0^  1^  Dress  Shields   contain  no 
rubber.   Are  absolutely  Odorless. 

Infants'  Pants 
Bibs  and 

Sanitary  Sheeting 

FACTS: 

A  line  thai  has  proven  itself  best  on  the  market. 
Material  different  and  better  than  any  other  made. 
Do  not  cost  as  much  as  goods  of  inferior  quality. 
Extensively  advertised  in  all  the  leading  publications. 
We  are  creating  the  business — are   you   ready   to   supply  the 

demand  ? 
Write  for  catalogue  and  samples.     We  invite  comparison. 

60vi 

670 

300 

500 

1 

\x~~. 

The  0^  Manufacturing  Co.,  Middletown,  Conn.,  U.S.A. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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The  lines  illustrated  are 
from 

Early  Fall  Range  of 
We   are   showing   < 

Ladies'  Neckwear,     Belts, 
II     \  than  has   ever  been 

Place  your  orders  early  ale 

3^.  IB.  Jfairbairni! 
Pres.— Rhys  D 

Visa.Pres. — F.J.  Kni  it 
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flouncin^s  and   bands  suitable  for    making    into    lingerie 

frocks  are  free  sellers.     Semi-ready  robes  are  selling  well. 
V 

Many  Uses  For  Ribbons. 
Fashion  seems  to  be  favoring  ;iu'  ribbon  manufacturer. 

Many  of  the   later  hat   models   are   ribbon   trimmed,   the 
verv   widest   of  taffeta  sasli   ribbons  being  used  for  this 

Net  all-over,   braided  wiih    Persian   pattened    soutache  —  Shown 

by  R.  D.  .'"airbairn  Co.,  Toronto. 

purpose,  and  the  bows  are  so  large  that  it  requires  a  num- 
ber of  yards  to  make  an  adequate  sized  bow.  Ribbon 

girdles  and  sashes  are  another  fashion  indicated,  that  will 
make  for  a  large  sale  of  ribbons.  Smart  Summer  gowns 

show  the  low  sash  tying  in  the  upper  part  of  the  over- 
dress and  doubtless  this  fashion  will  be  followed  in  the 

coming  Fall. 

Early  Fall   novelties,  so  far.  are  Persian  and  Paisley 

Fall  Veiling    Novelty  —  Shown  by 

Sanderson's,  Ltd.,  Toronto. 

designs  which  are  shown  in  great  variety  both  in  the  plain 
ribbon  and  combined  with  gold  and  silver  threads,  and 
with  velvet  or  satin. 

V 

Laces  and  Nets. 

The  present  season  has  been  a  fairly  satisfactory  one 
in  the  lace  department.  Allovers  have  been  particularly 
good,  for  as  long  as  yokes  continue  to  be  worn  there  will 
be  a  good  sale  for  allover  effects.  The  lighter  laces  are 
most  worn,  but  Irish  and  Venise  have  also  sold  well.  There 
has  scarcely  been  the  demand  for  Chantilly  apart  from  the 
millinery  trade  that  was  expected,  but  as  styles  still  favor 
the  use  of  this  lace  and  of  flounces  and  bands,  there 
should  be  more  doing  in  Chantillys  this  Fall. 

Advanced  samples  for  Fall  show  Persian  ett'ects  strong. 
Tucked  nets  have  a  Persian  soutache  braid  as  a  heading 
and  allovers  are  showing  with  touches  of  both  Persian  and 
of  metal  braid.  These  are  intended  for  yokes  and  sleeves 
and  arc  already  being  sampled. 

Veilings  and  Scarfs. 
An  excellent  business  has  been  done  during  the  past 

month  in  chiffon  auto  veils.  The  demand  is  spread  over  a 
number  of  colors  and  np  to  date  the  darker  ones  ha,ve 
been  the  best  sellers.  There  are  indications  that  the 

lighter  shades  from  now  on  will  outsell  the  darker  shades. 

Satin  collar  fastened   with  sailor   knot   and   finished 

with   pleated   frill   of   net  and   lace  -  Shown   by 
R.  D.  Falrbairn  Co.,  Toronto. 

Champagne,  grey,  and  sky,  in  light  shades,  are  those  want- 
ed and  navy,  brown  and  prunelle  are  the  leading  dark 

colors. 

There  is  a  good  demand  for  novelty  meshes  in  blank, 
and  the  hexagons,  bugle  and  other  fancy  meshes  are  all 
good.  There  is  a  growing  interest  in  lace  veils;  the  high 
class  trade  is  taking  the  individual  veils,  but  for  the 
medium  trade  the  lace  veiling  by  the  yard  is  most  favored 
as  it  enables  the  customer  to  buy  the  length  best  suited 
to  the  hat  she  is  wearing.  There  is  distinct  promise  of  a 
revival  of  the  drape  veil,  the  lace  veils  being  either  draped 
around  the  brim  of  the  hat,  or  left  hanging  free  from  the 
face  and  just  caught  at  the  back. 

White  wash  veils  are  coming  strongly  to  the  front 
and  give  promise  of  being  excellent  sellers. 

Scarfs  are  as  much  in  evidence  as  ever  and,  now  that 
the  collarless  neck  is  worn,  are  of  real  use.  Besides  being 
worn  over  the  shoulders,  they  a.re  now  arranged  around 
the  neck  and  bust  with  one  end  hanging  over  the  shoulder 
at  the  back.  Persian  printed  soft  silks  and  satins,  crepes 
and  chiffons  are  the  new  note  in  scarfs,  but  Paris  has 
taken  most  kindly  to  the  scarf  of  black  saiin  souple.  The 
black  satin  scarf  is  lined  either  with  white  or  purple  and 
is  drawn  together  at  the  ends  and  finished  with  handsome 
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The   Cj/ove  House  of  Canada 

PERRIN  FRERES  &  CIE. 
6th  and  yth  FLOOR,  MARK  FISHER  BUILDING, 

28  VICTORIA  SQUARE,  MONTREAL 

INCREASE   BUSINESS 
in  your 

GLOVE  DEPARTMENT 
this    coming    Fall    by    keeping    your 
stocks  close  to  demand,  by  selling 

Perrin  Gloves 
and    using    PERRIN     FACILITIES. 

Tne   largest   ana   hest   assorted 
Glove  Stock   in    Canada. 

Please  mention  The  Rcvicii.<  to   Advertisers  and  Their  Travelers. 
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The    main    aisle    in    the    Murphy-Gamble    store.     Ottiiwa.    This   view  was  taken    from    the  entrance    and    conveys  a  good    impres- 
sion   of    the   solidity,  and    the    rich  and    dignified    appearance  of   the  interior.    This    aisle  is    eight    feet    wide  and    on    each    side   is 

a  square  surrounded    by    glass   counters    with   low    fixtures  in    the   centre.    The    fixtures    were    specially    designed    by    the    architect 
after   investigation  of   store   equipment   in   other   large  cities. 

Buildings    Planned     to     Help     the     Selling     Organization 

Progressive  Merchants  are  Cutting  Out  the  Handicaps  of  Inadequate  Equip- 

ment —  The  Murphy-Gamble  Store,  Ottawa  —  Layout  of  F.  W.  Daniel  &  Co.'s 
Establishment  —  How    White    &   May   Co.  Merged    Two    Separate    Stores 

THERE   has   been    great   improvement,    during    the 

past   five  j'ears,  in   the  buildings  in   which   Cana- 
dian   dry    goods    merchants    conduct    their    busi- 

ness.    Some  of  these  structures  are  entirely  new, 
while   others  have   been   remodeled   from   those   which   in 

their  day    were  regarded   as   admirably   adapted    to   com- 
mercial purposes. 

The  newer  buildings,  however,  are  of  an  architectural 
style  and  equipment  far  more  suitable  to  present  day 

merchandising.  Large  display  windows,  well-lighted  de- 
partments, every  conceivable  aecommoda,ti()n  for  euslo- 

mers,  equipment  in  store  and  office  which  reduces  pos.^i- 
bility  of  error  to  a  minimum,  and  backs  up  efficient  sell- 

ing service,  a  fair  consideration  of  the  comfort  of  em- 
ployees— all  these  are  significant  of  the  prevailing  de^^iro 

to  surround  business  with  every  helpful  adjunct  and  to 
cut  out  the  handicaps. 

During  tlie  past  year,  several  very  fine  buildings  have 
been  completed,  and  the  views  and  plans  of  a  number  of 
these  here  presented,  will  be  of  particular  interest  at  a 
time  when  there  is  persistent  enquiry  with  reference  to 
modern  store  arrangement  and  equipment. 

This  Building  a  Monolith. 

One  of  the  most  notable  structures,  recently  completed, 

is  the  Carling  Building,  Ottawa,  occupied  by  Murphy- 
Gramble,  Ltd.  This  building  is  of  reinforced  concrete, 
five  floors  and  basement,  with  depth  of  200  feet  from 
Sparks  to  Queen  streets,  and  interior  width  from  shelving 
to  shelving,  of  60  feet.     The  cost  exceeded  $175,000. 

The  building  is  practically  a  monolith,  being  one  solid 
mass  without  a  single  joint.  The  stairways  are  also  of 
concrete. 

There  is  hardly  any  department  of  architectural  treat- 
ment to  which  this  material  is  not  applicable,  and  to 

those  who  may  consider  it  for  store  or  office  construction 

it  will  be  of  interest  to  know  that,  at  the  'time  the  Carling 

'building  was  being  erected,  one  slab  was  subjected  to  a 
weight  of  47,000  lbs.,  or  850  pounds  to  the  square  fool, 
and  there  was  not  the  slightest  deflection.  The  slab  had 
a  joint  ajad  was  only  21  days  old. 

The  Carling  building  is  as  fireproof  as  it  is  possible  to 
make  a  structure  to  be  equipped  as  a  dry  goods  estab- 

lishment. All  save  the  principal  windows  are  of  wire- 
web  gla.ss.  sashes  of  proof  material,  a.utomatic  fire-doors 
have  been  used  between  the  different  sections,  and  the 

power  and  lighting  conduits  are  und'erground.  There  is 
a  fan  system  of  ventilation,  and  the  light  shaft  not  only 
facilitates  satisfa.etory  air  circulation  to  every  floor,  but, 
besides  reinforcing  the  light  rays  from  the  windows,  is  so 
constructed  as  to  afford  a  good  view,  from  any  of  the  up- 

per storeys,  of  the  floors  ■beneath. 
The  division  of  the  floor  space  is  as  follows: 
Basement:  Groceries,  receiving  department,  lockers 

and  lavatories  for  ma.le  employes,  boilers,  and  vacuum 
cleaning  system;  window  display  on  Queen  Street. 

First  floor:  Dress  goods,  silks,  staples,  smallwares. 

fancy  goods,  gloves,  hosiery,  etc.,  two  public  telephone 
booths,  window  displays  on  Sparks  and  Queen  Streets, 
entrance  covered  by  iron  and  glass  marquee.  First  floor 
is  finished  in  mahogany. 

Second  floor:  Millinery  and  ready-to-wear  depart- 
ments, offices,  receiving  end  of  cash  carrier  system,  pri- 

vate phone  switchboard;  entrance  to  ladies'  gallery  or 
mezzanine  floor.     Second  floor  is  finished  in  quartered  oak. 

Third  floor:  Carpets,  curtains  and  drapery  stock, 
toilet  and  dressing-room  for  customers. 

The  fourth  floor  will  be  used  for  manufacturing  pur- 
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Cash's  mash  Crimmings 
^^% 

m 
EWED  on   in  a 
few  moments, 

add  a  dainty  touch  to 

5        every  garment.    Most  effec- 
tive trimming  for  Shirtwaists, 

Children's  Wash  Dresses,  Russian 
Blouses,  Kimonos,  Dressing  Jackets, 
Collars  and  Cuffs,  Pique  Waists  and 
Skirts,  Wash  Skirts,  Corset  Covers, 
Bathing  Suits,  Etc.,  Etc. 

'        Made  in  a  very  large  variety  of  designs  and  colors  ( guaranteed 
fast  dye),  ranging  in  width  from  three-eighths  of  an  inch  to  2l^ 

inches,   to    suit    every   costume,   every   taste.      Obtainable   from   all 
leading  Dry  Goods  Stores.      Look  for  the  Trade-mark,  shown  below. 

CASH'S  WOVEN   NAME-TAPES 
Any  full  name  can  be           
interwoven  with   fast-  ^, 

color   thread     in    fine  ^b  .'^'CCS-hiC4^0^V-&7Z. 
white  cambric  tape  ; 

1.25  for  6  dozen  or 

$2.00  for  12  dozen.  These  markings  more  than  save  their 

cost  by  saving  laundry  losses.  Indispensable  in  most  house- 

holds; a  great  convenience  in  every  home;  requucd  by 

schools  and  colleges.  They  make  a  dainty,  individual  gift, 

always  acceptable  Orders  filled  in  a  -iveek.  Show  cards and  order  books  can  be  obtained  from 

E.O.  Barette  &  Co. 
(Agents  for  J.  &  J.  Cash,  Limited) 

40  Victoria  Square,    MONTREAL 

These  wash  trun- 
mings  are  stocked  in 
Montreal  and  it  will 

take,  from  the  date 
your  order  is  received, 

about  ten  days  for  de- 
livery. Only  sold  to 

the  trade,  and  any 
orders  received  from 
the  retail  consumers 
are  referred  to  the 
nearest  merchant. 

Cash's  wash  trim- 

mings are  trade  win- 
ners. Write  for  sam- 

ples. 

m 

Cashes   Tubular   Poplin   Neckwear We  beg  to  announce  that  in   addition  to  our  -well-known  Cotton 
and  Silk  Tubular    Neckwear,    we    are    now    booking    orders    for 

Summer  deliveries  on  our  Kew  Shaped  Four-in-Hand  Poplin  Ties. 
These  goods  are  made  in  our  standard  quality  and  are  recognized 

as  the  best  loom-shaped  tubular  tie  on  the  market. 

Castl'S  Poplin  Ties  do  not  wrinkle  or  crease,  are  also  pin  proof. 
Sold  by  all  leading  haberdashers. 

Samples  and  prices  can  be  obtained  from  our  agents 
MANUFACTURERS  _  __  ..^^      _     ..^   __  ^^^  *,— ._ 

E.  O.  BARETTE  ^  CO. 
40  Victoria  Square,  MONTREAL 

J.  &  J.  CASH,  Limited 
333SOUTHCHESTNUTST. 

SOUTH   NORWALK     -     CONN. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Dry  goods  section.  White  &  May  Co.'s  new  store,  St.  Mary's.  Note  the  display  tables  in  the  centre,  the  glass  cases  on  each 
side,  and  the  general  arrangement  of  stock.  All  of  this  has  a  suggestive  value  which  is  one  of  the  first  aids  of  salesman- 

ship.   The   dry    goods  and   men's   furnishings    section   are   connect  ed  by  an  archway.    Prism  lights  have  been  installed  in  the  rear. 

poses,  while  on  the  top  it  is  proposed  to  open  a  luneh 
and  tea  room. 

The  main  display  windows  are  twenty  feet  wide  and 
eight  feet  deep,  and  the  entrance  is  twelve  feet  wide. 

The  Ijuilding  was  begun  July  8,  IM!),  and  was  ready 
for  occupation  March  1,  whicli  is  considered  record  time 
for  a  structure  of  that   type  and  size. 

The  Review  is  indebted  to  Colbnrne  P.  Meredith,  the 
architect,  for  floor  plans  and  pliotos  of  the  new  building. 

F,  W,  Daniel  &  Co.'s  New  Store. 
With  the  opening  of  ¥.  W.  Daniel  &  Co.'s  new  retail 

dry  goods  store  on  May  2nd,  another  splendid  establish- 
ment has  been  added  to  the  list  of  shopping  places  in  St. 

John,  N.B.  The  store  is  situated  in  the  heart  of  the  busi- 
ness district,  at  the  corner  of  King  and  Cliarlnlle  Streets, 

and  it  is  fitted  up  in  a  thoroughly  modern  manner.  The 

show  windows  are  large  and  room}'  and  the  interior  bright 
and  attractive. 

The  store  has  a  60-foot  frontage  and  is  60  and  40i  feet 
in  depth.  It  is  fitted  with  electric  elevator  and  modern 

cable  cas'h  system.  The  ceilings  and  woodwork  are  white, 
and  the  walls  deep  cream,  the  effect  being  exceedingly 
good,  as  it  makes  a  very  soft  light.  The  counters,  fixtures 
and  cases  are  a,ll  finished  in  mission  style  and  a  dark 
brown  oak  finish,  which  tones  in  well  with  the  deep  cream 
walls.  The  show  windows  are  also  finished  in  brown  oak, 

and  are  sub-divided  on  each  side  with  plate  glass  mirrors, 
9  by  6  feet. 

The  first  floor  is  devoted  to  general  dry  goods  and 

men's  furnishings,  a.nd  the  second  floor  to  millinery, 
whitewear,  ready-made  coats  and  workroom.  On  the  third 
floor   arc   tiie   offices,    workrooms   for   dressmaking,   stock- 
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Main   floor   arrangement.  White   &  May   Co.'s   store,   St.   Mary's.   The   depth  is   82   feet,  width   52   feet,  extension   25  feet  square. 
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-  Courtesy  of  Colbonie  P.  Meredith,  Architect 

A  ground  floor  section  of  the  new  Murphy-Gamble  store.  Ottawa.     Light-well   and    stairway   to   basement    are   noted   in   centre.    In 
the  foreground    are    silks    and    dress    goods,  while    toward    the      main  entrance   are  the  glass   and  fancy   goods   counters. 

room  and  a  rest  room.     The  latter  is  fitted  up  in  mission 
style,  with  writing  desk,  table  and  wicker  chairs,  etc. 

For  many  j-ears  F.  W.  Daniel  &  Co.  conducted  their 
business  on  a,  strictly  cash  basis,  but  thev  have  now  for 

some  months  been  running  a  system  of  monthly  accounts. 
Speaking  of  this  matter,  Mr.  Daniel  said  that  when  they 
started  in  to  do  a  strictly  cash  Tjusiness,  practically  all 
the  other  stores  were  running  accounts  of  three  and  six 

White  &  May  Co.'s  new  store,  St.  Mary's,  is  an  illustration  of  what  can  be  done  by  well  planned  re-arrangement.  Two 
separate  stores  formerly  occupied  this  building.  This  firm  on  taking  possession,  remodelled  it  in  such  a  way  that  they  secured 

good  display  front  and  large  quarters  for  dry  goods,  men's  furnishings  and  tailoring.  The  five  smaller  windows  on  the  right 
run    above    the    shelving    and    supplement  the  light    from    front     and    rear. 
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C(nirti'sy  of  CoUioi-iie  P.  Meredith,  Architect. 

View  of  stairway  and  light  shaft  and  elevators  in  Murphy-Gamble 
store,  Ottawa.    This  givts  some  idea  of  the   massive  construction 

and   of  we  I  arranged   mediums  of  floor  connection. 

9|Courtesy  of  Colborne  P.  Meredith,  Architect. 

The  new  Carling  Building,  Ottawa,  occupied  by  Murphy-Gamble, 
Limited.    The  building  is  of  reinforced  concrett   and,  exclusive 

of   interior   fixtures,   cost    $175,000- 

months,  and  a  cash  business,  with  its  accompanJ^ng•  sav- 
ing of  interest  charges,  was  a  thorough  success.  Now, 

however,  that  all  are  doing  business  on  a  thirty-day  basis, 
it  was  considered  advisable  for  the  accommodation  of 

their  customers,  to  open  monthly  accounts.  The  system 
has  been  found  to  work  very  satisfactorily. 
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Ground    floor    plan    of    F.    W.    Daniel    &    Co.'s    new    store.    .St.    John,    N.  B.    The   width    of   the  store   admits   of    particularly    strong   display 
spaces,    and  it  will   be   noted   that  a  strong    battery   of    glass   cases  is  arranged  directly   opposite  the   entrance. 
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Plan    giving  idea  of    ground    iloor    arrangement,    new    Murphy-Gamblo  store.  Ottawa.    Tiie  fixtures  on  this  floor  are  in  mahogany. 
The  width  from    shelving    to    shelving    is  GO    feet    and  the    depth   about  200    feet. 

Two  Separate  Stores  Merged. 
The  plans  and  views  of  the  White  &  May  Co.,  St. 

Mary's,  is  illusti-ative  of  the  transformation  that  can 
easily  be  brought  about  by  merging  and  remodeling  two 

separate  store  premises.  By  the  introduction  of  an  arch- 

way, sufficient  connection  between  the  dry  goods  and  men's 
furnishings  and  tailoring  sections  have  tbeen  secured, 
modern  fixtures  have  been  installed,  the  window  lighting 

service  improved,  and,  at  the  same  time,  about  three  hun- 
dred feet  of  window  display  space  secured.  An  examina- 

tion of  plans  and  photographs  "will  show  that  the  entire 
arrangement  has  been  carried  out  with  the  idea  of  pro- 

moting the  suggestive  power  of  the  goods.    From  the  dis- 
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F.  W.  Daniel  &  Co.  have  carried  out  a  good  idea  on  the  second  floorof  their    new  store,  that    of    having    the    millinery    and    ready-to-wear 
departments  in  proximity.    A   certain   amount   of   privacy  is  an  aid   tosalesnianship  in  these    departments,    and    this    arrangement    is  a  recog- 

nition of   this  fact. 
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Modernization   is  again  to  show   its  hand  in   tho  evolution  of  the   Hudson      Bay    Co.'s     stores    through     the    process  of  evolution 
which  began  with  the  trading   post   and   now  aims  at  a  twentieth       century  deiiartmcntal     store.    Above     is  a  picture    of     the 

Winnipeg      store.    It       shows    that    neither    the   display    front    nor    the    upper    windows    conform      with    modern    ideas    in    that   respect. 

play  tables  in  the  centre  many  a  dollar's  worth  of  goods 
is  sold,  while  the  glass  cases,  the  shelving  and  the  ledge- 
trims  are  all  made  to  contribute  to  the  same  end.  Here 

is  an  establishment  that  is  not  a  storehouse,  but  a  selling 

oi-ganization. 

The  White  &  May  Co.'s  store  has  a  floor  space  of  about 
80x52  feet,  and  an  extension  of  25  feet  square.  They 

have  branches  in  Parkhill  and  Ailsa  Craig,  and  t'he  suc- 
cess of  these  thev  attribute  in  great  measure  to  the  fact 

that,  be'fore  acquiring  them  they  secured  the  proper  men 

to  manage  them.  They  believe  that  their  buj'ing  has  con- 
tributed greatly  to  the  development  of  their  business. 

Members  of  the  firm  attend  to  this  part  of  the  business 

l)ersonally,  and  they  consider  that  in  country  towns  this 

is  the  wiser  j^lan.  By  such  supervision  the  merchant  is 

enabled  to  keep  an  important  part  of  his  business  wel' 
in  hand. 

Ground  floor  plan,  VV.  W.  Wilkinson   &  Co.,  Gall,   showing  double  entrance  and  effective  window  arranfement. 
The  store  has  four  windows,  each   about  nine   feet  by  nine  feet. 
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Good  Layout  and  Effective  Display. 
The  store  of  W.  W.  Wilkinson  &  Co.,  Gait,  is  a  good 

example  of  what  is  possible  in  securing  neat,  attractive 
appearance  and  in  working  out  a  floor  arrangement  which 
makes  best  use  of  space.  The  accompanying  plans  and 
photos  will  suffice  to  emphasize  the  full  meaning  of  this 

statement.    Goods  are  well  displayed   in  windows  and  in- 

In  one  of  the  illustrations,  the  men's  wear  window 
has  a  display  of  men's  full  dress  clothing  and  furnishings, 
the  house  furnishing  window  has  a  display  of  fine  madras- 
scs  and  rich  silk  draperies,  while  a  third  window  contain- 

ed Summer  muslins  and  ladies'  muslin  dresses.  The  back- 
ground is  in  white  with  a  lattice  work  of  American 

beauty  roses  which  made  an  effective  display. 

A  neat  and  attractive  store  front,  that  of  W.   W,  Wilkinson   &   Co.,  Galf,  Ont.    There   are' 
four  windows  and  two  entrances. 

terior  fixtures,  and  in  the  general  layout  the  relation 
which  some  departments  bear  to  others  in  order  to 
obtain  most  satisfactory  results  in  service  have  been  well 
thought  out. 

The  Wilkinson  store  has  four  windows  each  9  feet  by 

9  feet.  One  window  is  devoted  to  clothing  and  men's 
furnishings,  one  to  ladies'  ready-to-wear  goods,  and  one 
to  general  dry  goods. 

The  fourth  window  contains  a  display  of  colored 

Shantung  silks,  the  figure  is  draped  with  pale  blue  silk 

with  gold  trimmings  and  coat  draped  with  all-over  lace. 
The  top  of  this  window  is  all  white  with  a  background  of 

green  velour  and  hordes  of  yellow  and  green  daisies.  The 

windows  are  changed  from  once  to  twice  a  week  and  sell 

a  lot  of  goods  , 
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Plan  of  the  second  floor,  W.  W.  Wilkinson  &  Co..  Gait,  showing  good  arrangement  for  millinery  and  ready-to-wear. 



Handling    Help    in    the    Women's    Garment    Department 
Department  Head  Has  Not  Only  to  Manage  and  Direct,  but  Frequently  to 

Train  and  Develop  —  The  Physical  Qualifications  of  a  Saleswoman 

—  Patience  and  Tact  Necessary  —  The  Salary  Question. 

THE   women's  garment   department  ranks  next  to
 

tlie  dress  goods  department  iff  importance.     In 
some   stores   it   now   ranks  first.     It   is   without 

question  the  most  ditfieult  in  the  house  to  uian- 
ase  so  as  to  please  both  the  customer  and  the  tinn.     But 
when  sueeessfully  condueted.  there  is  no  department  that 
can  produce  the  same  rate  of  profit. 

The  ideal  manager  must  be  a  many-sided  man,  and 

must  have  many  qualifications.  He  must  know  the  mer- 
chandise he  is  handling  thoroughly,  and  be  a  good  judge 

of  style  and  selling  values.  Above  all  he  must  be  able  to 
handle  his  sales  force  to  advantage,  for  one  of  the  first 

necessities  in  the  garment  department  is  the  assistance  of 

competent  saleswomen. 

The  selling  of  women's  garments  is  naturally  women's 
work,  as  women  certainly  prefer  the  services  of  one  of 

their  own  sex  when  buying  from  this  department.  All 

dry  goods  merchants  know  that  a  sales  force  con- 
.sisting  of  women  is  a  hard  one  to  keep  intact,  and  is  more 

subject  to  change,  and  for  this  reason  the  department 

head  has  to  face  the  fact  that  he  is  not  only  called  upon 

to  manage  and  direct,  but  that  he  will  frequently  have  on 

his   hands   the   training   and    developing  of  junior  help. 

Physical  Qualifications. 

Not  only  must  the  selling  force  have  the  requisite 

ability,  but  certain  physical  qualifications  are  imperative. 

The  saleswoman  should  be  prepossessing  in  appearance, 

and  capable  of  personally  demonstrating  a  garment  so  that 

the  prospective  purchaser  can  see  and  judge  of  it  when 
worn. 

The  wearing  of  a  black  gown  is  always  insisted  upon  in 

stores  of  any  size,  as  black  is  always  neat,  and  the  fact 

that  all  the  selling  force  in  the  department  is  wearing 

black  gives  a  look  of  order  and  uniformity  to  the  de- 
partment.   Besides,  black  does  not  conflict  with  an  color. 

The  problem  of  keeping  the  selling  force  up  to  the  de- 

sired pitch  of  excellence  is  always  on  the  buyer's  mind,  for 
he  knows  that  to  keep  his  department  up,  he  must  hold 

and  satisfy  his  customers,  for  it  is  of  little  use  to  the  de- 

partment to  attract  new  trade  if  the  old  customers  be  not 
retained. 

Getting  the  Best  out  of  the  Force. 

The  getting  of  the  best  out  of  the  selling  force  that  is 

in  their  power  to  give,  depends  largely  upon  the  person- 

ality of  the  buyer.  It  takes  a  good  deal  of  patience  and 

tact  to  obtain  the  willing  and  loyal  co-operation  of  the 

selling  staff  under  the  buyer's  rule.  Gentle  and  courteous 
yet  firm,  must  be  the  guidance  given  or  there  will  never 

ge  that  loyalty  felt  without  which  the  largest  measure  of 

success  can  never  be  attained.  "United  we  stand,  divided 

we  fall,"  is  the  true  maxim  for  the  buyer  and  his  sale- 

force,  and  it  will  be  found  that  "We"  is  a  much  larger 

bu.sines&-drawing-power  than  "I."  "We"  is  the  pronoun 
that  wakes  up  loyalty  and  enthusiasm. 

The  day  of  the  great  gulf  between  the  buyer  and  the 

sales  force  is  about  over,  and  the  buyer  who  is  after  re- 
sults treats  his  saleswomen  with  the  same  patience  and 

courtesy  as  he  expects  them  to  give  to  customers.  Ic  is 

the  oil  tbfit  smooths  the  way,  not  the  sand  of  friction  that 
he  uses. 

Judicious  Praise- 
All  employe  must  be  interested  in  his  work  if  he  is 

to  be  of  any  great  value,  but  he  will  never  be  interested 
unless  the  conditions  under  which  he  works  are  made 

pleasant,  and  unless  he  knows  that  the  work  he  doe?  is 
satisfactory.  Judicious  praise  is  a  great  sweetener  of 
labor,  and  should  not  be  withheld  as  it  is  in  some  stores, 
for  fear  that  it  will  create  hopes  of  an  advance  in  salary, 

To  the  buyer,  equally  with  the  employe,  the  salary 
question  is  always  a  foremost  one.  The  department  head 
must  be  strong  enough  to  withstand  the  pressure  from 
both  sides,  and  for  his  own  sake  should!  take  a  reason- 

able stand  in  this  matter.  Cheap  or  inefficient  help  is 

worse  than  useless  in  the  women's  garment  department, 
and  a  garment  department  where  such  help  is  tolerated 

will  soon  run  behind.  Therefore,  for  his  own  stand- 

ing's sake,  the  deparment  head  must  see  that  proper  sal- 
aries are  paid. 

If  a  particularly  good  saleswoman  is  employed  at  a 

low  salary,  depend  upon  it,  if  she  does  not  soon  receive 
the  proper  amount,  she  will  some  day,  perhaps  when  the 
season  is  opening  and  good  help  is  difficult  to  olitain,  be 
leaving  to  strengthen  the  forces  of  a  competitor  and  some 

of  the  store's  best  customers  may  follow  her. 

Salary  Not  Everything. 

Though  the  salary  question  is  a  large  one,  it  is  not 
the  whole  matter,  for  no  matter  how  high  the  salary  paid, 

perfect  loyalty  will  not  be  given  on  the  one  side  unless 
there  is  courteous,  considerate  and  reasonable  treatment 

on  the  other.  Thex'e  are  departments  where  the  inertness 
and  inactivity  of  the  sales  staff  is  due  to  causes  that  the 
buyer  cannot  remedy.  There  are  some  stores  that  are  so 
cold  in  winter  and  so  close  and  stuffy  in  the  summer  time 
that  the  staff  finds  it  impossible  to  take  their  minds  of 
their  own  discomfort  for  any  lengthened  period.  In  other 

stores  the  hours  are  unduly  long  and  the  tired  clerk  can- 
not, through  sheer  weariness,  give  her  best  services. 

Many  managers  are  holding  short  experience  meetings, 
and  while  this  plan  works  well  in  some  stores,  possibly 
there  are  others  where  they  cannot  be  adopted.  But 

the  manager  should  take  every  means  in  his  power  of  im- 
pressing upon  his  staff  the  value  of  unfailing  and  unflag- 

ging courtesy  to  all,  and  under  all  and  every  condition. 
Make  them  feel  that  it  is  due  to  themselves  not  to  fail 

in  this  particular,  however,  trying  may  be  their  exper- 
ience. 

The  buyer  may  be  a  remarkably  clever  one,  he  may 

provide  the  latest  styles  and  cut,  and  they  may  be  splend- 

idly cut  and  finished,  while  values  may  be  of  the  best  ob- 
tainable. Every  comfort  for  the  customer  may  be  pro- 

vided, and  elaborate  window  trims  and  well-thought-out 
advertising  may  be  used,  but  if  the  sales  force  is  of  the 

snappy,  superior,  overbearing  type  the  sales  in  the  depart- 
ment will  fall  away. 

Therefore,  the  first  great  lesson  the  selling  force  should 
have  is  upon  the  high  value  of  treating  customers  with 
respect,  deference,  and  politeness.  These  qualities,  it 
should  be  explained,  have  nothing  in  common  with  servil- 

ity, and  the  saleswoman  is  only  respecting  herself  when 
she  is  polite  to  others. 



The    Cash    and   Bank    Book    and    Its    Use    in    Business 

In  this  Book  of  Original  Entry,  Sheets  may  be  in  the  Form  of  Loose  Leaves 

Ruled  on  Both  Sides  and  Bound  Each  Day  —  Treatment  of  Cash  Discount, 
Sales    and    Expenses     in     the     Cash-Book  —  The    Accounts    in    the    Ledger 

By    Howard    R.    Wellington. 

IN  last  month 's  issue  we  discussed  the  use  of  the 
modern  journal  and  its  general  bearing  on  the  ledger 

accounts  in  any  set  of  books. 

In  this  issue  it  is  our  purpose  to  introduce  another 

book  of  original  enti'y,  viz.,  the  cash  book. 
In  the  illustration  given  below,  the  sheets  may  be  in 

the  form  of  loose  leaves  ruled  on  both  sides  and  bound 

either  at  the  end  of  each  day  or  periodically  as  desired. 

By  carrying  out  this  idea  the  book-keeper  may  have  the 

use  of  the  sheets  for  posting  purposes,  w^hile  at  the  same 
time  it  will  not  interfere  in  any  way  with  the  cashier  who 

is  making  entries  all  through  the  day. 

If  there  is  any  doubt  about  these  sheets  not  reaching 

their  destination  in  the  cash  binder,  each  sheet  may  be 

numbered  and  the  siheet  missing  may  be  noticed  im- 
mediately. 

amount  of  discoimt  may  be  posted  in  one   amount  with 

cash  received  to  customer's  credit. 

Cash  Sales— -Dr.  Side. 

A  column  may  be  here  introduced  for  the  cash  sales  in 

each  department  of  the  business  for  each  day.  These 

daily  sales  should  be  totalled  on  a  recapitulation  slieet  and 

compared  with  the  recapitulation  in  the  back  of  each  cash 

sales  book  and  may  be  entered  individually  in  the  cash 

book  or  in  one  amount  for  each  department  at  the  end 
of  the  day. 

The  Credit  Side. 

The  first  column  is  for  the  amount  paid  out  in  cash; 

the  next  for  the  amounts  of  each  cheque  drawn  on  the 
bank  and  the  third  for  the  account  to  which  either  cash  or 

cheque  is  to  be  charged. 

If   cash    discount    is   earned,   the    amount    should    be 
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Cash  and  Bank  Account  in  Ledger. 

A  number  of  concerns  will  keep  a  "cash  account"  and 

also  a  "bank  account"  in  the  ledger,  so  as  to  have  every 
necessary  amount  to  a  trial  balance  in  the  ledger  itself. 

This  plan  is  not  really  necessary,  for  the  cash  book  is  virtu- 
ally a  ledger  account  bound  in  another  book  or  file. 

The  Debit  Side. 

On  the  debit  side  we  have  a  column  for  the  amount  of 

cash  received  either  by  cash  or  currency,  and  the  amount 

deposited  in  the  bank.  These  items  are  not  posted  to  the 

ledger,  but  are  simply  checked  off  with  similar  amounts 
appearing  on  the  credit  side  of  the  cash  book  under  the 

title  of  "deposits." 

The  next  column  in  order  is  for  the  account  to  credit — ■ 

this  being  the  account  to  be  credited  in  the  ledger  with  the 

amount  of  cash  received.  A  column  may  be  here  intro- 
duced  for  the   cash  discount   allowed  the   customer — this 

entered  in  the  next  column;  and  the  amount  posted  along 

with  the  amount  of  cash  paid,  to  the  debit  of  the  correct 
account  in  the  ledger. 

Following  these  columns,  we  have  the  various  headings 

for  expenses,  suggesting — express,  general  expense,  etc.; 
and  if  the  business  is  departmentized,  columns  may  be 

easily  added'  for  expenses  of  each  department,  so  as  to 

avoid  posting  more  than  one  item  each  month. 

At  the  annual  coinvention  of  the  Retail  Merchants' 
Association,  Kingston  the  following  resolution  was  pass- 

ed:— "That  we  again  place  ourselves  on  record  as  being 
strongly  opposed  to  all  such  schemes  as  free  gifts  with  the 

purchase  of  goods,  prizes  in  packages,  or  any  device  that 

will  act  in  the  form  of  a  bribe  to  customers  in  the  pur- 

chasing of  goods,  and  we  request  that  a  copy  of  this  reso- 
lution be  forwarded  to  the  Dominion  Board,  asking  thetn 

to  place  a  copy  of  this  resolution  in  the  hands  of  all  manu- 

facturers or  dea/lers  who  adopt  this  practice. ' ' 
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Oi- 100  Wellington  Street  West,  Toronto 

The  Most  Perfect  Lines Value 
of  Underwear  Made 

in  Canada Convertible    into    cash,     is    what    we 

offer  you  for 

>^^^ 
Autumn 

fnnTcnco 

and 19  10 

/2>re5cent  (* 

VBrandy^ 

ir  Cashmere  Gloves  (import) 

Ringwood  Gloves         " 
Manufactured  by Cashmere  Hose            ** 

S.  LENNARD  &  SONS 
Knitted  Woolens         *' 

DUNDAS,  ONT. Lennard's  Underwear  and 

"Avonknit"  Toques,  Sashes, 
One  of  the  reasons  for  the  admitted Hosiery,  Mitts,  Gloves, 

superiority  of  these  brands  is  the 
fact 

Hockey  Caps  and 

that    we    have    been    making'  them  so Neck  Mufflers 

long    that    we    have    learned    hov 7      to 

)ther 
* 

make    better    goods    than    any    c 
T 

Canadian    manufacturer.      This   is .  not 
We  can  add  to  your  profit  in  these 

simply     OUR     opinion.        It     is the 
lines  for  next  season's  selling. 

opinion    of    the    merchant    who sells 

ipor- 

underwear — and  what  is  more  irr 

tant    to   you— of  the    consumer 
who 

See    our    samples    of   these    goods 
WEARS  it. before  buying  for  Fall,  1910. 

Richard  L.  Baker  &  Co. Toronto 

Please  mention  The  Review  to      Travelers 



Hot  Weather   Creates   Strong  Demand    for  Lightweights 

Business  that  Should  Have  Come  Earlier  is  Now  Insistent  —All  Signs  Point  to 

a  Good  Year  in  Hosiery,  Underwear  and  Sweater  Coats— one  Manufacturer's 

View  of  the  Price  Situation— New  Effects  in  Men's  and  Women's  Lines  for  Fall 

^ir^HP^RE  is  a  good  rep.u1  of  Fall  knit  goods  business 

ll         i'foni    the    wholesale    houses.      Buyers    sta.te   ;this 
jL.       year's    Fall    placing   has   been    the    largest    their 

department    has    ever    experienced.      With    both 
Spring  and  Fall  business  good,   it   is  expected   that   knit 

goods   trade  for  I&IO  will  be  entirely  satisfactory.  Judg- 
ing from  the  way  merchants  have  been  placing  for  Fall. 

retail  stocks  are  evidently  in  good  shape. 

Trade  that  merchants  expected  in  May  is  coming  in 
June,  the  change  to  very  hot  weather  giving  Summer 
goods  a  chance  to  move  quickly  and  thus  measure  up 
to  average. 

The  Price  Situation. 

Wool  yarns  are  from  2  to  5  cents  a  pound  'higher  than 

last  j-ear.  'Manufacturers  buying  last  year  paid  2  cents 
advance,  while  this  year  the  a,dvan'ee  is  up  to  5  cents. 

The  manager  of  a  knitting  mill  states  that  unless 
prices  drop,  manufacturers  will  be  inclined  to  adopt  the 

policy  of  buying  from  hand-to-mouth. 

Some  manufactured  lines  of  wool  knit  goods,  he  pointed 
out,  are  advanced  this  year,  but  next  year,  if  there  is  no 
reduction  in  yarn  prices,  there  will  be  still  further  ad- 

vances on  manufactured  goods. 

He  also  stated  that  with  the  removal  of  the  German 

surtax  there  is  greater  competition  from  German  lines, 
as  these  are  being  pushed.  Though  not  selling  the  same 

good's  yet,  because  of  the  increasing  dema,nd  for  lighter 
goods,  such  as  the  Germans  make,  tbeir  lines  are  coming 
in  and  obtaining  a  foothold.  The  Canadian  manufactur- 

er, however,  has  placed  himself  in  a  strong  position  dur- 
ing the  past  few  years,  and  the  trade  is  manifesting  its 

appreciation  of  this  fact. 
V 

New  Effects  in  Men's  Hosiery. 
Fall  business  in  staple  lines  of  half  hose, — plain,  worst- 
eds and  cashmere — has  been  up  to  the  expectation  of  the 

wholesale  trade.  In  fancy  lines  vertical  stripes  are  a 
strong  feature,  and  almost  all  colors  are  represented. 

In  the  collection  for  Spring,  1911,  in  the  better  lines, 
neat  effects  are  noticeable,  among  them  embroideries,  elox 
and  plain  colors.  All  the  principal  colors  are  included, 
such  as  greys,  purples,  greens,  red,  blues,  browns,  etc. 
Jaequard  stripes,  too,  are  shown  in  quiet  colors,  no  strong- 

ly contrasting  colors  being  featured.  Black  and  white 
effects  are  also  among  the  designs.  In  the  cheaper  lines, 
colors   are   more   pronounced,   being   fairly  loud,   but    no 

color  is  particularly  strong.  Pastel  shades  are  good  in 
l^lain  colors.  Strij^es  and  cherks  are  noiiccahie,  also  black 
and  white  effects. 

Preparing  for  Next  Spring. 

Manufni-tnrei's  of  ladies'  underwear  say,  that  on  ac- 
count of  the  unusual  Spring,  instead  of  starting  out  on 

July  1st,  the  usual  time,  to  book  orders  for  Spring,  1911. 
it  will  be  the  middle  of  August  before  they  begin  to  go 
out  for  the  volume  of  their  business. 

Some  city  stores  report  a  demand  for  French  under- 
wear, luind-made  and  hand-embroidered,  in  embroidered 

and  openw'ork  effects  and  fine  tucking.  This  underwear 
comes  in  sets,  combinations  a,nd  single  garments.  Being 
hand-made,  some  of  the  garments  are  expensive,  but  on 
the  other  hand,  it  wears  better  than  machine-made  goods, 
and  the  work  is  very  dainty.  The  demand  comes  largely 
from  the  high-class  tra.de. 

Among  imported  lines  there  is  a  new  one-and-one  ribbed 
union  suit  being  placed  upon  the  market.  This  garment 
is  made  on  a  machine,  which  does  away  with  seams  at 
the  sides  and  upper  part  of  the  ga,rment;  it  is  thus  prac- 

tically full-fashioned. 

New  Effects  in  Sweater  Coats. 

Among  ladies'  sweater  coats  shown  for  Fall,  white  is 
the  strongest  color.  Oth;H-  shades  are  grey,  sage,  green 
and  tan.  The  latter  are  new  colors  this  season.  The 
showing  includes  pony,  or  short  coats,  three-quarter  and 
long  coats,  and  single  and  donble-breatsted,  with  pearl 
buttons;  close  up  and  V  necks  and  turnover  collars.  Some 
of  the  three-quarter  lengths  are  shown  with  silk  braid  on 
collar  and  turnback  cuff,  and  some  are  without  trimming. 
The  turnback  cuff  is  among  the  new  features.     Some  coats 

Salesmen  !  Here  is  an  Opportunity 

The  Dry  Goods  Review  offers  a  first  prize  of  $10 
in  cash,  and  a  second  of  $5  in  cash,  for  the  two  best 
one-page  articles  on  "Salesmanship  in  the  Knitted 

Goods  Department. ' ' Here  is  an  opportunity  for  bright  salesmen  to 
give  expression  to  their  ideas  on  introducing,  dis- 

playing and  otherwise  pushing  goods  in  this  section 
of  the  store. 

These  articles  must  at  least  be  one-page  in 
length,  and  submitted  before  August  1. 
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Merit  makes 

its  mark! 
One  of  the  most  ditTioult  problems 

which  the  Drygoodsman  has  to  solve 

nowadays  is  that  of  selecting  his 

Brands  of  L'nderwear  from  the  very 
manv  kinds  now  on  the  market. 

For  Women    and  Children 

has  two  features  to  recommend  it  very 

strong!}'.  The  "Jersey"  fitting  of  the 

"Princess"  garment  is  as  near  perfec- 

tion as  possible,  and  the  wearing  qual- 

ity superior  to  all  other  brands,  be- 
cause the  yarn  is  electrically  bleached, 

no  chloride  of  lime  being  used.  This 

chemical  is  employed  in  the  whitening 

process  by  nearly  every  other  manu- 
facturer, and  invariably  shortens  the 

life  of  the  garment,  because  it  materi- 

ally weakens  the  yarn. 

"  PRINCESS  "  Underwear  is  very 
soft  to  the  skin,  and  will  be  found  a 

most  profitable  line  to  stock  and  re- 
commend. 

The      Wholesale 

Princess"  Brand. 

Trade       handle 

Princess 
Underwear,  Ltd. 

HAMILTON 

arc  niado  with  turnovor  eollar,  with  lapels,  also  sweater 
nock  and  turnover  collar.  One  coat  is  made  like  an 
ulster,  with  strap  at  back. 

Among  the  newest  there  is  a  fancy  knitted  coat,  threc- 
(piarter  length,  in  white,  finislied  with  jet  buttons  and 
black  trimming's  on  collar  and  cuffs,  while  another  fancy 
coat  is  made  with  V  neek,  strap  at  back,  patch  pockets 
and  pearl  buttons.  Coats  with  both  patch  pockets  and 
insert  pockets  are  shown. 

Three-quarter  length  coats  in  36-incli  and  IJfl-inch 
lengths  are  in  demand  for  automobile  and  theatre  wear, 
especially  coats  which  conform  to  the  lines  of  the  figure. 
It  is  said  that  the  more  closely-ifilting  the  garment  is 

made,  its  populai'ity  is  likely   to  increase. 
Some  novelties  are  shown  in  Norfolk  suits  and  com- 

plete onthts  ill  knitted  material  for  children.  Novelties 
in  sweater  coats  include  the  new  checkerboard  design. 

Light  Weights  in  Strong  Demand. 

The  lightest  weight  underwear  is  now  selling.  Light 
balbriggan,  open  mesh  and  finest  (lua.litics  natural  wool 
are  moving  well.  Medium-priced,  lightweight  balbriggan 

occupies  a  strong  place.  A  wholesale  men's  furnisher  ex- 
presses the  opinion  that  combinations  will  be  strong  next 

year.  His  firm  were,  nearing  the  end  of  June,  sold  out 
of  Summer  combinations. 

Men's  Sweater  Coats. 

The  outing  season  has  produced  a  great  demand  for 

men's  sweater  coats.  White  is  selling  well,  and  grey 
also  is  good. 

Among  new  styles  of  men's  sweaters  is  one  with  the 
French  stitch,  and  with  a  collar  adjustable  to  different 

positions. 
Sweater  coats,  when  properly  displayed,  make  an  a,t- 

tractive  showing,  whether  in  the  window  or  in  the  store. 
To  show  the  whole  garment  is  much  more  effective  than 
showing  it  folded  flat  or  spread  out  on  the  counter.  It  is 
not  necessary  to  make  an  individual  showing  of  many 
garments,  as  that  would  be  impossible  in  the  average 

store  in  the  country  town,  but,  as  one  kni't  g'oods  buyer 
says,  the  best  way  is  to  display  one  or  more  sweater  coats 
on  figures,  with  the  stock.  This  relieves  the  flat  appear- 

ance of  folded  goods  and  brings  the  stock  into  promin- 
ence. 

British  Knit  Goods  Centres. 

British  hosiery  and  underwear  are  ma,de  principally 
in  three  districts,  each  being  known  for  a  particular 
branch  of  the  trade. 

Leicester  and  Leicestershire  make  the  heavier  kind  of 

goods,  such  as  ribbed  underwear;  heavy  plain  underwear 

in  lamb's  wool,  natural  wool,  etc.;  plated  goods,  fleeced  un- 
derwear, and  all  kinds  of  hosiery  from  lace  to  heavy  plahi 

knit.  Leicester  is  also  the  centre  for  manufa,cturing  fancy 

hosiery,  such  as  shawls,  children's  costumes,  gaiters,  golf 
waists,  waistcoats,  caps,  hoods  and  anything  in  fancy 
lines. 

It  has  most  progressive  manufacturers,  as  is  shown 
by  the  fact  that  although  other  countries  can  sell  their 

goods  in  (ireat  Britain  free  of  any  duty,  the  hosiery  busi- 
ness in  Leicester  has  grown  rapidly  of  late  years,  although 

it  cannot  export  much  to  America,  because  most  of  the 
goods  are  made  of  wool  and  are  heavy-weights,  thus 

making  the  duties  prohibitive. 
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Zimmerknit  Lines 

embrace — 

Balbriggan,  Plain  and Fancy 

Mesh 
Porous  Knit 
Silkette 
Lisle 

Athletic  Jerseys 
Combinations 

Long  and  Short  Sleeves 

Men's— Women's— 
Children's 

Grade    ^ 

Undermav  ' 

ZIMMERKNIT  UNDERWEAR     at 

once   appeals   to   the  experienced 

dry  goods  merchant  as  thoroughly 

high-grade  goods. 

In  quality  and  finish  Zimmerknit  goods 
transcend  any  line  produced  in  Canada 

and  are  fully  equal  to  the  bes'i  lines  pro- 
duced abroad. 

You  can  get  your  price  for  Zimmerknit 
goods  and  get  it  without  difficulty. 

Why  handle  inferior  lines  when  the 

Zimmerknit  Self-sellers  are  at  your 
disposal? 

V 

All  Jobbers  Sell  Zimmerknit  Goods.    Ask  Your 

Jobber  for  Samples. 

•1nE.RK 

m 

Zimmerman  Manufacturing  Co.,  Limited 
HAMILTON         :         :         :         ONTARIO 

/^#w#  mmxon  The  Review  to  Advertism  and  Their  Trmelm, 
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Dominion  Brand 

Knit  Goods 

all    on 

featuring 

TTERY  few  depart- 
ments in  your 

store  have  so  great  an 

influence  on  your  bal- 
ance sheet  as  your 

Knit  Goods  Depart- 

ment, and  you'll  find 
this  influence  will  be 

the    credit     side    if    you    are 

"Dominion" 
KNIT  GOODS 
This  Brand  costs  no  more  than  in- 

ferior lines,  and  never  fails  to  give 

satisfaction  because  of  its  sterling 

quality. 

It  will  pay  you  to  stock  a  full  range 

of  our  Ribbed  and  Plain  Hosiery, 

Socks,  Mittens,  Toques,  Over- 
hose,  Coat  Sweaters,  Golfers,  etc. 

See  this  line  before 

placing  your  order. 

A.  Burritt  &  Co 

MITCHELL,*^  \ 

Ont. 

DominioDi  Hosiery  and 

Underwear  Mills 

Wlu'i-oas  Li'lccslcr  has  ailnpU'd  iiianv  lu  w  ideas  cuiii- 
in;^-  iVdiii  abroad.  Notliiiij'liaiii  lias  coiilimipd  at  ils  old 

husiiu'ss  of  niakinji-  liiuM"  and  iiicnc  expensive  s'oods,  ex- 

porting to  America  a  consideraljle  aniounl  ol'  underwear and   laee  liosierv   in    woid   and   cidlon. 

The  third  cenlre  ol'  knit  iiiinds  niaiii!  I'aelnrini;'  in  Great 
Britain  is  lia\vi<d<,  St-otland,  where  most  (jT  tlie  best  fash- 

ioned underwear  known  as  "St'oteh''  nnderwea,r  is  manu- 

faetnred.  Contrary  to  tlie  in^aclice  in  Knuland,  where 
mannfardnrers  sell  llndr  jioods  mostly  to  jobbers  and 

wholesale  honscs,  tlie  llawifdc  makers  employ  salesmen 

who  s(dl  to  the  retail  stores.  Leicester  and  Nottingham 

employ  the  most  iip-to-dale  ant(nnati('  power  machines, 
but  Ilawicdv  and  district  still  uses  a  great  many  flal  hand 
machines. 

Knit  Goods  and  Hosiery  in  New  York. 
Staff  Correspondence. 

New   Yorl June   30. 

There  is  an  immense  demand  for  all  kinds  of  fancy 

knit  goods,  especially  for  sweaters  and'  coats.  The  big 
demand  in  eoa,ts  is  for  lengths  of  from  27  to  30'  inches  in 
the  lower  priced  grades  and  np  to  36  inches  in  the  better 

goods.  A  few  longer  ones  are  taken  for  auto  purposes. 

Coats  that  conform  to  the  lines  of  the  figure  are  the  ones 

more  favored.  White  has  fhe  call,  'but  grey  is  good  and 
brown  and  tan  and  greens.  A  few  combina,tions  are  being 

shown,  but  the  great  bulk  is  for  all  white. 

There  is  some  demand  for  skirts  -to  match  the  coat'S, 
but  this  is  limited  to  the  use  for  auto  and  outing  purposes. 

There  is  considerable  call  for  long  scarfs  in  all  wool  and 

silk  combinations.  Knitted  caps  have  been  successful  in 

the  higher  class  trade.  M'any  very  pretty  shawls  are  sell- 
ing in  the  better  grades,  made  of  fancy  wools  and  in  silk 

and  wool  combinations  in  white  and  light  evening  tints. 

For  infants'  wear  Oxfords  are  shown  with  assorted 
trimmings  to  retail  at  23  cents  in  fine  gauge  wool,  lighr, 

medium  and  daik  colors.  Better  ones  in  plain  and  fancy 

stitch  to  retail  at  50  cents  and  upwards  to  $2  are  noted. 

For  juvenile  wear  coats  and  swea.ters  in  light,  medium  and 

dark  colors  in  plain  and  fancy  stitches  from  50'  cents  up 
to  '$2  are  good. 

Silk  stockings  are  selling  well,  especially  the  higher 

grades.  Some  very  excellent  silk  hosiery  is  now  on  the 

market  and  the  de.signs  in  many  of  them  are  most  attrac- 
tive. There  is  more  of  a  demand  for  silk  hosiery  nowadays 

than  has  ever  been  noted.  Many  stores  are  selling  silk 

hosiery  which  they  guarantee  to  be  all  silk,  for  as  low  as 

85  cents  a  pair.  Solid  colors  are  selling  the  best,  although 
all  colors  are  to  be  had. 

In  heavy  weights  for  Fall,  a  larger  proportion  of  blacks 

is  in  demand'  with  greys  coming  strong  and,  of  course,  the 

fashionable  shades  following.  In  men's  half  hose  plain 
colors  are  strong,  but  a  few  fancy  stripes  and  embroidered 
goods  and  clocks  are  being  taken. 

Color  tests  of  cotton  underwear  for  use  in  the  United 

Stales  army  have  recently  been  made.  Five  thousand 

suits,  dyed  orange  red  and  five  tlujiisand  of  the  same  kind 

of  suits  in  white,  were  sent  to  the  Philippines,  where  the 

tests  were  made.  Many  technical  ways  of  testing  the 

differences  in  tlie  effect  upon  the  wearer  of  orange-red 

and  white  cotton  underwear  are  understood  to  have  been 

made.  The  decision  went  against  the  orange-red  under- 

wear, as  not   being  suited   to   the   islands. 
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The  Homes  of 

"Monarch"  Knit  Goods 

DUNNVILLE    FACTORY 

"ITI? ITH  the  completion  of  our  new  five-storied  factory,  also 
*  '  warehouse  and  dye-house,  we  w^ill  have  a  plant  for  the  manu- 

facture of  every  variety  of  Knit  Goods  unequalled  in  the  world. 
The  extraordinary  demand  for  Monarch  Knit  Goods  has  made 
this  expansion  possible. 

ST.  CATHARINES  FACTORY UFFALO  FACTORY 

Our  new  St.  Catharines  Factory  has  helped  us  to  solve  the  labor 
problem  and  retailers  may  rely  upon  having  their  fall  orders 
filled  promptly. 

The  Monarch  Knitting  Co.,  Limited 
DUNNVILLE,   ONT. 

ST.   CATHARINES,   ONT.  BUFFALO,   N.Y. 
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We    can    only    illustrate 

Two   of   our  leaders 
for  Fall  ̂ vear 

on   this    page. 

The  great  feature  of  Monarch  Knit 

Coats  and  Suits  is  that  they  will  not 

sag  or  get  out  of  shape. 

They  are  as  truly  types  of  fashionable 

outerwear  for  women,  in  cut,  fit  and 

finish,     as    the    best    fabric    garments. 

^5^. 

The  "Co-Ed" Suit 
The  Hit  of  the  Season 

No.  910 
Very  stylish  and  a  sure 

winner. 

THE 

Monarch  Knitting  Go. 
LIMITED 

Dunnville,  Ont.  St.  Catharines,  Ont. 
Buffalo,  N.Y. 

No.  910 
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■     ̂ , 

We 

manufacture 
a 

very  wide 
range 

of 

Men's and 

Boys' 

^AecMonmmc/wur. 
MNMVIUS.CAN.  •urrALO    N.V. 

Knitted  Coats  and  Sweaters 
Misses'  Coats,  Petticoats,  Toques, Mufflers  and  Motor  Scarfs 

''The  Monarch  Knif  is  standard  for  Style,  Finish 
and  Quality. 

The 

Monarch 
Knitting 
Company 

LIMITED 

Dunnville,  Ont. 

St.  Catharines,  Ont. 

Buffalo,  N.Y. 

DUNNVILLE.  CAN  BUFFALO.    N.V. 

Monarch  Motor  Scarf 
OUNNVILLC.  CAN.  BUFFALO.   N.Y. 

Varsity  No.  3 
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Our  extensive  Fall  Advertising  Campaign  will  help  you  to  build  up  an  enormous  and 

highly   profitable    sale    of    the 

Bradley  Full  Fashioned  Muffler 

MONARCH 
KNiniNG 
COMPANY, 

Limited 

Dunnville, 

Ontario 

St.  Catharines, 

Ontario 

Buffalo,  N.Y. 

This  is  the  only  muffler 
made  with  the 

"V"  Neck 

Here  is  a  list  of  the  publi- 
cations that  will  carry  the 

Bradley  Muffler  Advertis- 

ing :— 

Busy  Man's  Magazine 
Saturday  Evening  Post 

Ladies*  Home  Journal 

The  Butterick  Trio 

(The  Delineator, 
The  Designer  and 

The  New  Idea) 

Woman's  Home  Companion 

McCall's 

Housekeeper 

Pictorial  Review 

Everybody's 

The  Argosy 

All-Story    Magazine 

Railroad  Man's  Magazine 
The  Cavalier 

The  Scrap  Book 

Munsey's. 

'i 

^  The  accompanying  cut  shows 
a  reduced  size  reproduction  of 

the  full-page  Bradley  ad.  to 

appear  in  the  Busy  Man's  Maga- zine for  September,  1910. 

A  WORD  OF  WARNING  ^?,  ̂^'^^  ?'^rj""^'''L"T  j"  Canada  of  The  Bradley ^^^^^>^^— ^■^•^_i^^^_^_a  hull  rashioned  Mumer  With  the  V  neck,  under  Canadian 

Patent  No.  125509.  And  ail  mufflers  manufactured  by  us  are  marked  "Monarch"  on  the  box.  We 
protect  your  profit  by  fixing  the  retail  price  at  FIFTY  CENTS,  no  one,  not  even  the  largest  stores, 

can  undersell  other  merchants.  Any  "V"  neck  mufflc:r  without  the  genuine  Bradley  label  is  an 
infringement  on  our  patent,  and  we  shall  prosecute  any  manufacturers,  wholesale  merchants  or  retail 
merchants  offering  such  infringements  for  sale.  Make  it  a  point  to  handle  the  genuine  Bradley  Full 
Fashioned  Muffler.      It  pays  best. 

THE  MONARCH  KNITTING  CO.,  LTD. 
DUNNVILLE,  ONT. ST.  CATHARINES,  ONT. BUFFALO,  N.Y. 

JL-Ii 
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Be  sure  to  ask  your  Jobber's  Traveler  to  show  you  Spring  Samples  of 

The  superior  quality  of  the  various  styles  of  "Hygeian"  Underwear, 
along  with  the  splendid  finish  and  snow-white  bleach  of  every 
garment,  make  this  by  far  the  most  desirable  line  to  handle. 

Eagle  Knitting  Company,  Limited 
Hamilton  -  Canada 

Controlled  by  J.  R.  Moodie  &  Sons,  Limited 

Keep  "Hygeian"  Waists  well  to  the  fore. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Make  Money  While  the 
Sun  Shines — Show  the 

^€|  These  are  something-doing-days  for  the  retailer  who  puts  NAZA- 

RETH WAISTS  to  the  front  in  his  children's  underwear  department. 

fl^  The  call  is  for  something  light — cool — comfortable  for  boys  and 

girls. 
fl^  The  NAZARETH  WAIST  is  IT. 

^^  Children  wear  them  next  to  the  skin  this  weather. 

fl^  The  knitted  fabric  is  porous — allows  the  air  to  get  in  and  absorb 
the  perspiration. 

flf[  It's  elastic- knit,  too — never  binds — strains  cannot  rip  it. 

^^^  Has  sateen  front — best  looking  and  best  wearing. 

mf^  Tapes  strong  enough  and  light  enough — front,  back  and  sides, 

mf\  And  every  genuine  NAZARETH  WAIST  is  guaranteed  by  this 

in  red,  which  millions  of  mothers  know  and  buy  by. 
Trade    ni"*"* 
Mark 

[  NazaretfT/     Milli  at 
Nazareth, 

Pa.,    U.S.A. 

♦HaMaB(Qm^ 

350  Broadway, New  York 

Canadian    Repreaentativec  :- 

E.  H.  WaU  y  Co. 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 
the    genuine  NAZARETH  Waist: 

Halifax.  N.S. Quebec,    Que. Ottawa,  Ont. Toronto,  Ont. 

J.  4  M.  Murphy Tbibaudeau  Frercs  &  Cie. 
John  M,  Garland,  Son  4  Co. John  Macdonald  4  Co. 

W.  4  C.  Silver McCall.  Shehyn  4  Co. 
St.  John,  N.B. 

Beattv.  Kerr  4  Verner 
Smith  Bros. Gauvreau.  Beaudry  &  Cie. W.  R.  Brock  Co..  Ltd. 

Kingston,  Ont. Montreal,  Que. The  Vassie  Co..  Ltd. 
Frank  Skinner  4  Co. 

Gordon,  Mackay  4  Co. 
Denton,  Mitchell  4  Duncan 

Macnee  4  Minnes W.  R.  Brock  Co..  Ltd. Manchester,  Robertson  4  Allison Northway  Bros.  4  Wincer 

London.  Ont. 
Gault  Bros.  4  Co..  Ltd. 
Greenshields  Ltd. 

Scovil  Bros..  Ltd. 
Vancouver,  B.C. 

McMahen.  Graneer  &  Co. Hodgson,  Sutnner4  Co. WinnipeK,  Man. The  Gault  Bros.  Co. 
R.  C.  Struthers  4  Co. A.  Racine  4  C. R.  ].  Whitla  4  Co.,  Ltd. 

Calgary,   Alta. Robinson,  Little  4  Co. Brophy,  Parsons  4  Rodden Robinson,  Little  4  Co. 
Dickison,  Nicholson  4  Co. Kyle.  Chcesbrouth  4  Co. 

Mclntyre,  Son  4  Co. 
Peterboro,  Ont. W.  R.  Brock  Co.,  Ltd. 

P.  P.  Martin  4  Co. 
W,  J.  Hopwood A.  0.  Morin  k  Co. 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers 



Woolen  or  Worsted:  How  Many  Clerks  Know  Difference? 

Eighty  Per  Cent,  of  Clerks  in  Department  Stores  do  Not  Know  a  Woolen 
From  a  Worsted  Fabric— Many  Complaints  Due  to  Defects  in  Clerks' 
Initiatory    Textile    Instruction  —  Helpful    Information    for    the    Salesman. 

(For  the  Dry  Goods  Review  by  W.  T.  Ritch) 

Mi^>ST  clerks  in  clothing  stores  know  tlie  ilitferenee 
between  woolens  and  worsteds.    Even  when  they 

i-au't  explain  the  difference  properly,   they  can 
;ell  one  from  the  other  by  touch  alone. 

lu  the  dress  goods  section  of  many  departmental  stores 

however,  fully  eighty  per  cent,  of  the  clerks  dou't  know 
a  woolen  from  a  worsted  fabric,  neither  can  they  explain 
the  difference  when  faced  with  a  fresh  lot  of  goods. 

In  their  own  departments  they  manage  to  get  along 
somehow,  because  the  goods  are  carefully  marked  and 
arranged  for  them,  but  they  are  generally  puzzled  when 
a  customer  brings  them  a  pattern,  or  a  traveler  sliows 
them  a  new  sample. 

Were  Never  Taught. 

Making  due  allowance  for  the  perplexing  variety  of 

fancy  weaves  in  the  self-colored  dress  stuffs  they  handle, 

the  unfortunate  fact  remains  that  they  don't  know,  be- 
cause they  were  never  taught  the  rudiments  of  textile 

fabrics  during  their  apprenticeship. 

Again  and  again,  I  have  watched  clerks  in  dress  de- 
partments, quite  unconsciously,  making  erroneous  state- 

ments and  losing  the  confidence  of  dressmakers  through 
their  inability  to  explain  the  make  of  fabrics  they  were 
showing,  especially  the  difference  between  woolen  and 
worsted. 

Canadian  women  are  generally  well  versed  in  the  trend 
of  fashion,  but  they  are  less  familiar  with  the  various 
makes  of  dress  fabrics  than  women  in  old  manufacturing 
countries.  The  average  Canadian  woman,  however,  is  of 
a  very  inquiring  turn  of  mind  and  often  asks  the  clerk 
some  difficult  questions.  She  is  not  satisfied  with  a  glance 
at  the  window,  but  likes  walking  through  the  store  getting 
all  the  information  she  can  before  spending  her  money. 
Under  the  circumstances,  it  is  very  essential  that  the  clerk 
should  not  only  be  well  informed  about  the  fashions  of 
the  moment,  but  thoroughly  conversant  with  the  make  of 
each  fabric. 

Lacks  Technical  Knowledge. 

I  have  overheard  many  amusing  dialogues  between 
perplexed  clerks  and  doubting  and  dissatisfied  customers, 
and  I  could  cite  many  instances  of  complaints,  exchanges 

and  returns,  mainly  due  to  defects  in  the  clerk's  initiatory 
textile  instruction.  The  Canadian  dry  goods  clerk  is  gen- 

erally a  bright  salesman,  and  often  displays  unusual  exe- 
cutive ability,  therefore  a  special  effort  should  be  made  to 

overcome  the  one  defect  I  have  mentioned. 

When  Selfridge  opened  his  store  in  London,  he  brought 

over  his  ad. -writer  and  organizer  from  America,  but  he 
engaged  English  buyers  only.  Not  only  thi.s,  but  he  en- 

gaged English  clerks  also,  and  was  pleased  and  satisfied 
with  tbem,  although  he  was  catering  more  for  the  floating 
than  the  resident  population. 

This  shrewd  enterprising  American  didn't  launch  his 
new  venture  on  self-conceited  prejudice,  but  broad-minded 
common  sense  and  sound  judgment.  He  was  aware  of 

the  crude  and  inferior  advertising  of  most  English '  re- 
tailers, but  he  knew  the  value  of  the  textile  training  of 

apprentices  in   the  0!d  Country.     All  he  had   to  do  was 

to  select  bright  sniart  clerks,  as  Ihcir  initiatory  knowledge 
was  already  assured. 

English  Salesman  Knows- 

In  England  you  will  often  meet  with  a  dull  salesclerk, 
but  you  will  rarely  find  one  who  does  not  understand  the 
goods  in  his  department.  I  regret  to  admit,  however,  that 

the  training  of  dry  g-oods  apprentices  in  the  Old  Country 
has  deteriorated  during  the  past  few  years,  especially  in 
the  retail. 

To  encourage  clerks  to  acquire  more  technical  knowl- 
edge of  the  wool  fabrics  they  handle,  and  to  convince 

them  of  the  immense  value  of  a  thorough  knowledge  of 

textiles  when  they  eventually  become  buyers  in  large  es- 
tablishments, or  commence  business  for  themselves,  I  shall 

be  pleased  to  supply — through  the  editor  of  this  journal — 
all  ne'cessa,ry  information  about  the  process  of  manufac- 

turing dress  goods,  to  any  dry  goods  clerk  who  feels  inter- 
ested in  the  subject. 

This  month,  I  will  merely  attempt  to  give  junior  clerks 
a  brief  description  of  the  difference  between  woolen  and 
worsted  yarns. 

The  chief  difference  in  manufacturing  woolen  and 
worsted  fabrics,  is  in  the  carding  and  combing  process. 
previous  to  spinning. 

Proper  sorting'  of  the  wool,  gives  some  uniformity  in 
the  texture  of  the  fibres,  but  uniformity  in  the  length  of 
the  fibres  can  only  be  obtained  by  combing. 

Garbing  and  Combing. 

The  ca,rding  machine  used  in  preparing  the  wool  for 
spinning  woolen  yarns,  crosses  the  individual  wool  fibres 
at  various  angles,  so  that  long  and  short  fibres  are  not  only 
blended,  but  placed  so  as  to  give  added  strength  when 

felted,  fulled  or  "milled." The  combing  machine  used  in  preparing  the  wool  for 
worsted  spinning,  separates  the  long  wool  from  the  short, 
straightens  the  long  fibres,  lays  them  parallel  and  forms 
what  is  termed  a  continuous  sliver.  This  makes  it  easy 
to  spin  a  perfectly  even,  and  much  finer  and  stronger  yarn 
than  is  possible  with  the  other  process.  Of  course  worsted 
yarns  can  be  adapted  for  heavy  as  well  as  fine  fabrics. 

"Tops"  are  the  long  and  superior  fibres  drawn  from 
the  wool  by  the  combing  machine,  and  used  for  worsted 
spinning. 

"Noils"  are  the  residue,  or  short  fibres  dropped  from 
the  comb,  and  are  used  in  conjunction  with  other  wools 
when  spinning  woolen  yarns,  for  various  purposes. 

The  durability  of  worsteds  depend  mostly  on  the  comb- 
ing and  spinning  process,  while  the  durability  of  woolens 

depend  not  only  on  carding  and  spinning  but  also  on  the 
weaving  and  finishing  process. 

This  simple  explanation  will  enable  any  dry  goods 
clerk  in  a  retail  store,  to  tell  his  customer  briefly,  the 
main  difference  between  woolen  and  worsted  fabrics. 

Note. — If  our  readers  are  interested  in  this  subject, 

we  are  prepared  to  run  a  serial  course  of  instruction  dur- 
ing the  next  six  months  upon  simplified  technical  informa- 
tion together  with  numerous  illustrations  of  all  machinery 

used  in  the  whole  process  of  manufacturing  dress  goods. 
from  the  unwa.shed  wool  to  the  finished  fabric. — Editor 

dry  Goods  Review. 
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Unshrinkable  Underwean 

OJ^
 

CIZ 

A  Reputation  Founded 

Upon  Sound  Quality 

The  great  army  of  dry  goods  merchants  who  have 

been  handling  St.  George  Brand  Unshrinkable  Un- 
derwear for  years  past  do  not  need  to  be  told  of  its 

quality. 

They  know  it  is  Canada's  best  line. 
Dry  goods  merchants  who  have  not  been  handling 
it  will  be  wise  to  commence  handling  it  now. 

There  is  no  surer  way  to  make  an  outstanding 

success  of  your  Underwear  Department  than  to  feature 

St.  George  Brand  as  your  leading  men's  line. 
St.  George  Brand  Underwear  is  made  of  Pure  Wool. 

It  is  unshrinkable,  perfectly  shaped  and  finished. 

^M!ade  in  all  T»eigbls  and  sizes,  sold 
and    recommended    by    all    jobbers. 

Ask  your  jobber  for  St.   George  Brand. 

Schofield  Woollen   Company 
Limited 

OSHAWA      ...      -       ONTARIO 

//O- 

(O 
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A 
Favorite  Line 

The  cut  illustrates  our 

Ladies'  ̂ 'OXFORD" 

Lisle  Vest — a  garment  ex- 
ceptionally well  trimmed 

and  well  made,  elastic 

and  snug  fitting. 

OXFORD 
Fine  Swiss 

Ribbed 

Underwear 

is  a  line  you  will  find 

easy  to  sell  at  good  prices, 

because  "quality"  is  its 
outstanding  feature. 

"OXFORD" 
Another 

"Oxford"  Line 

that  has  been  very  well 
received  is  our 

Birdseye  Elastic 
Unde rwear 

"Ilet**  sells  because  it  is 

so  soft,  dainty  and  com- 
fortable to  wear,  and  be- 

cause it  fits  the  figure. 

See  to  yowr  stocks  ! 

The  Oxford  KniUing  Co. 
Limited 

Woodstock,       -      Ontario 

UNDERWEAR 

Sell   Hosiery  with  the 
2   Pairs  Free  Guarantee 

and  increase  your 

sales  50  per  cent. 

If  you  are  not  satisfied  with  your  hosiery    sales 

change  your  selling  methods.      Get 

Pen  -  Angle  Hosiery 
with  the  Two    Pairs  Free  Guarantee    and    adopt 

the    Pen-Angle    selling    method.      It's    been  very 
successful  wherever  given  a   trial.     As    a    result, 

many  dealers  have  doubled  their  hosiery  sales,   so  it's  to  be    expected    that   you'll    at 
least  increase  yours  by  50  per  cent.      Write  us  at  once  for  full   information.      A  few 

weeks  later  you'll  be  glad  you  did.  ^, 

PENMANS,  LIMITED,  PARIS,  CAN. 
['lease  mention  The  Reviczu  to  Advertisers  and  Their    Travtlers 
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UNSHRINKABLE  UNDERWEAR! 

YOU  CAN  CONVINCE 

even  the  most   skeptical   of   your   customers,    who, 

maybe,  has  been  previously  "let  in"  on  the  UNSHRINK- 
ABLE stunt,  if  you  offer  him  an  unconditional  guarantee. 

That's  the  great  charm  in  selling 

THE  FAMOUS 

UNDERWEAR 

Every  garment  is  guaranteed,   and   we   cheerfully  replace   any 

"  CEETEE"  that  shrinks. 

In  all  other  points — Fit,  Elasticity,  Finish,  Comfort  to 

the    Skin,  Appearance    and    Durability— you  will 

find    few   mills    producing   goods   equal   to 

"CEETEE,"and  none  producing  a 
superior  article. 

You  may  as  well  handle  the  BEST  LINE.    Let  us  quote  you  prices  and  show  you  samples. 

The  C.  TumbuU  Company  of  Gait 
LIMITED 

GALT,  ONTARIO 



What   the    Merchants   are    Saying  on    Various    Problems 

One  Man  Expresses  Opinion  that  Wholesalers  are  to  Blame  for  Some  of  the 
Switching  of  Trade  From  Local  Merchant  to  the  Mail  Order  House— Gives 

Actual  Examples  —  Another  Merchant's    View  —  Value    of  Good  Market. 

AMKROllAXT  of  tweiuy-seven  year
s'  experience 

writes  as  follows  to  The  Review:  "In  my  opin- 
ion the  wholesalers  are  largely  to  blame  for  a 

good  deal  of  this  switching  of  money  from  the 

country  storekeepers,  with  the  exception  of  one  large 

wholesaler,  whose  policy  is  to  issue  circulars  each  week 

offering  'clean-ups'  to  their  country  clients.  This  policy, 
we  at  least  commend.  By  their  own  folly  many  of  tlie 

wholesalei-s  have  been  'killing  the  goose  that  laid  the 

golden  egg.' "My  eyes  were  first  opened  some  years  ago  as  to  where 
it  was  the  mail  order  houses  secured  their  most  powerful 

weapon  against  the  local  stores.  I  had  sold  a  wealthy 

lady,  who  had  been  loyal  to  her  town,  dress  goods  at  $1  a 

yard,  with  only  a  moderate  profit.  Two  months  later  she 

dropped  into  our  store  with  a  "Mail  Order"  sample  of  the 
same  goods  marked  50c  a  yard.     She  was  indignant,  and 

addressed  me  much  in  these  words:     'Mr.    ,  you  will 
explain  this  to  me.  You  know  I  buy  all  my  dry  goods 

from  your  firm  and  pay  spot  cash.  I  want  no  favors,  but 

I  felt  that  in  dealing  with  your  honorable  house  you  would 

at  least  give  me  protection.'  I  had  to  reply  that  I  could 
not  explain;  but  that  the  Canadian  agent  of  the  English 
maker  would  have  to. 

"la  that  particular  wholesale  house,  some  days  later, 

solution  was  sought  from  the  English  buj^er  of  the  whole- 
sale firm.  He  replied  that  they  could  not  help  this  sort 

of  thing,  that  the  mail  order  people's  buyer  came  and 

bought  all  "left  overs"  about  May  first,  at  a  great  sacri- 
fice certainly  to  them  (the  wholesale  house),  but  still  they 

were  glad  to  clean  out  even  at  a  big  loss. 

"That  was  Pointer  Number  One  to  me  as  to  where  the 

powerful  weapons  against  the  retailers  were  coming  from. 

A.11  smart  trading!  But  would  our  customer  ever  get  out 
of  her  head  that  we  had  taken  advantage  of  her  trust  in 

our  honesty;  for  had  we  not  charged  double?  But  was  it 

not  shortsightedness  on  the  part  of  the  wholesaler?  He 

was  not  hit  right  off;  but  his  time  bas  come.  His  man  on 

the  road  sells  to  us — (the  men  upon  whom  he  must  build 

for  permanent  success) — what  he  can,  and  then  turns  and 

sells  the  'clean-up'  much  cheaper — not  to  us,  but  to  the 
'Mail  Order'  houses,  who  quietly  and  skilfully  use  these 

weapons  to  make  our  customers  think  we  are  extor- tionists. 

"Pointer  Number  Two.  About  three  years  ago  we 

placed  an  order  for  a  line  of  ladies' goods  for  import  with  a 
Canadian  wholesaler,  paying  ITi^c  a  yard  laid  down ;  and 

on  May  1st,  same  year,  these  people  unloaded  the  'left- 
overs' to  whom?  Their  country  clients?  No,  sir!  To  a 

mail  order  house  at  5c  a  yard:  and  they  in  turn  senl 

samples  to  our  customers  at  121/20  a  yard — a  big  profit  to 
the  mail  order  house,  a  heavy  loss  to  the  wholesaler,  and 
a  knoek-out  for  the  town  retailer. 

"To  understand  this,  let  us  suppose  the  wholesale  firm 
places  an  order  with  the  manufacturer  for  this  line  say 
at  I7V2C  a  yard,  and  when  the  .season  is  on  he  finds  out 
that  his  brother  wholesaler,  who  gives  no  placing  orders 
with  the  manufacturer  from  whom  he  buys,  drops  along 

and  cleans  up  for  5c  a  yard,  the  same  goncL";  for  which 
he  paid  17V^.  What  would  he  think?  Where  would  his 
clients  buy?  Continue  to  buy  from  him  at  17V^c  or  cut 
him  out   andi  buy  from  his  opponent   at  I2V2C?     What 

I  want  to  say  is  this.  If  most  of  the  wholesale  houses  of 

t'a.nada  find  they  are  selling  less  goods  in  the  usual  chan- 
nels tliej''  have  only  themselves  to  blame." 

V 

A  Wholesaler's  View. 
A  wholesaler,  discussing  this  question,  had  this  to  say: 

"So  far  as  the  general  wholesaler  is  concerned,  we  think 
we  can  conscientiously  say  that  the  local  merchant  has 

no  better  friend  to-day.  We  adopt  every  means  possible 
to  keep  him  posted  with  regard  to  special  shopping  op- 

portunities, and  have  to  tell  him  further  that  the  mail 
order  man  who  comes  into  our  warehouse  for  the  purpose 
of  making  a  purchase,  receives  no  concession  in  price  or 
otherwise,  which  will  give  him  an  advantage  over  the 

country  retailer. 

"If  the  big  merchant  buys  goods  from  us,  we  cer- 
tainly cannot  help  it  if  he  manipulates  prices  so  as  to 

obtain  an  advertisement,  but  he  does  not  obtain  his  first 

advantage  from  us.  We  know  of  cases  where,  after  ob- 
taining a  fair  profit  on  a  line  of  dress  goods,  the  mail 

order  house  has  featured  remaining  quantities  at  ridicu- 
lously low  prices,  with  the  object  of  making  himself  solid 

with  mail  order  customers.  We  know,  too,  of  many 
instances  where  the  local  merchant  has  demonstrated 

time  and  again  that  he  can  very  frequently  beat  the  mail 
order  houses  at  prices,  and  it  is  my  opinion  that  he  ear. 

win  out  if  he  will  conduct  his  business  along  bright,  wide- 
awake, attractive  lines. 

"It  would  be  suicidal  for  the  general  wholesaler  to 
discriminate  against  the  local  merchant,  his  best  cus- 

tomers." 

Says  it  is  Up  to  the  Retailer. 
A  merchant  in  a  Maritime  centre,  when  asked  to  nar- 

rate his  experiences  in  connection  with  the  problem  des- 
cribed above,  namely,  discrimination  by  the  wholesaler 

in  favor  of  the  large  mail  order  store,  had  this  to  say: — 

"My  experience  is  that  the  wholesaler  has  the  'spec- 
ial lots'  and  'bargains'  in  many  lines,  but  their  idea  is 

to  clear  them  out  and  get  the  cash,  and  make  room  for 
other  lines,  and  not  marked  down  for  any  special  favor 

to  any  of  their  customers.  They  should  not  be  expected 
to  stop  and  write  a  letter  to  all  their  customers  telling 
them  that  they  had  a  certain  bargain  at  a  certain  price. 
It  is  up  to  the  retailer  to  be  alive'  to  his  needs  and  look 
out  for  these  snaps,  either  by  a  personal  visit  to  the 

warehouse,  or  by  writing  and  asking  for  a  list  of  any- 
thing to  clear  at  a  price. 

"No,  I  do  not  blame  a  jobber  for  selling  to  a  mail 
order  house.  Their  money  is  just  as  good  as  mine.  No 
doubt  if  I  had  been  there  he  would  have  given  me  the 

same  price  as  given  the  mail  order  man,  if  I  had  taken 

the   lot." 
From  F.  C.  Layton,  Truro,  N.S.— Enclosed  please  find 

P.  O.  order  for  $2.00,  amount  of  subscription  to  The  Dry 
Goods  Review  for  1909.  I  consider  The  Review  a  credit 

to  the  publishers  and  a  help  to  the  dry  goods  trade  of 
Canada. 
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HERMSDORF  DYE— the  eternal 

black— stamps  a  stocking  with 

a  seUing  argument  that  carries  con- 
viction \vith  everybody  Avho  knoAVS 

anything  about  black  hosiery 
And    it's  a    strong   argument —  these  three  words: Jast,  siainlcss^ 
full  of  telling  selling  force.  ptire — and  says  them  so  convinc- 

For  after   all     the  chief    thinff  "'^^^   *^^*    ̂ ^^   world's
  hosiery 

fboufi'bSk  ̂ tockSnt  it  th'e  !>;!(-f  ■■!?rip«™.''   MILLION 
dye.       An     expensive     stocking  DOZEN  PAIRS  of  stockmgs  so 

with  zV^rtb^-dye  is  worthless  be-  stamped  to  supply   each  year's 
side  even  a  cheap  stocking  that's  demand. fast— stainless-pure.  ^^  yOU  benefit  by  this  tremen- 

HERMSDORF'S    signature    on  dous   demand?     You   SHOULD. 
the  toe  of  a  black  stocking  says  You  CAN. 

LOOK  FOR  THE  TRUTH  ON  1  HE  TOE 

WORKS 

CHEMNITZ 
SAXONY 

Ai0§. AMERICAN    BUREAU 

235  West  39th  Street 
NEW  YORK 

Cuts,  Booklets,  Show  Cards  and  Show-Card-Illustrations  supplied  FREE  on  request. 

WHITE  HEATHER 

REGISTERED   TRADE  MARK 

Baldwin's  2nd  Quality 

BALDWIN'S 

BEEHIVE 

BEEHIVE 

>> 

AND 
•Reel  STEREO 

Baldwin's  Best 

WHITE  HEATHER 
jy 

ARE  THE  BRANDS    FOR 

KNITTING-WOOL    SPECIALISTS 
THEY  ENSURE  A  READY  SALE 
Through  leading  Wholesale  Houses.       Samples,  free  on  application,  from:— 

J.  &  J.  BALDWIN  &  Partners,  ltd.     \syy^lZ  Beii HALIFAX,  ENG. ESTABLISHED    178S 
MONTREAL  &  TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers. 
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ALL  WOOL 
UNSHRINKABLE 

Hosiery,Gloves&  Underwear 
FOR    MEN,    WOMEN     AND    CHILDREN 

The    families    of    Canada    require    Britain's 
best  in  Hosiery  and  Underwear. 

This  is  pure  Colonial  Preference. 

Always  keep  a  good  stock  to  meet  the  demand. 

L 
WHOLESALE  AGENTS: 

Messrs.  G.  R.  COPPING   &  SON,  Mr.  A.  B.  COUCH,  Fraicr  Building, 
27  Melinda  Street.  TORONTO.  43  St.  Sacrement  Street,  MONTREAL 

i 

ilding,  *A 

^^^— I 
SOCKS 
STOCKINGS 
HALF-HOSE 
GOLF-HOSE 
GLOVES 
SHIRTS 

PANTS 
VESTS 
SPENCERS 

JERSEYS 

UNSHRINKABLE WOOL 

Nderwea 
LADIES' 

Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S '  SPAR"  Seated  Pants 
and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 
parts  are  strengthened  and 

extra  spliced. 

These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  iVIerino,  and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED      ' 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 
M'hiili'Hal)'  ontjf 

Mei3rs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

E     LEADING     ENGLISH     UNDERWE 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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JAEGER     PURE     WOOL 

For  the  Holiday  Season 

Sweater  Coats 
For  Men,  Ladies  and  Children 

We  carry  a  full  stock  of  all  sizes, 
assorted  in  White  and  Plain  Colors, 
also  Bordered  effects. 

No.  20J,  for  Men's  or  Ladies'  W^ear, 
selling-  at  $5.00,  is  unequalled  for  fit 
and  wear. 

"JAEGER"  QUALITY  is  what 
your  customers  like. 

Dr.  Jaeger's 
Sanitary 

Woollen System 
Company 
Limited 

Wholesale  Warehouse,  52  Victoria  Square 

Montreal 

The, 
■  a   □   □ 

KNITTING 
YARN 

MADE  IN  ENGLAND 4  Fold. 
-n         ■  n— — 'Q^ 

555^ 

A  KNITTING  WOOL  , 

a'MADE  IN  ENGLANDll 

BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorlton 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

I 

OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of  these  3  BR\NDS 
IN   ALL  SHADES. 

Quotations    F.  O.  B.     Montreal. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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YOUR 
STANDARD 

IN 

KNITTED  GOODS 

Quality  Right 
Prices  Right 
ARE  WHAT  MAKE  THIS 
BRAND  SO  POPULAR 

Mits,  Gloves, 

Hosiery,  Toques, 
Mufflers,  Caps, 

Sw^eater  Coats 
and  Jerseys 

Made  in  a  wide  range  of 
colors  and  combination 

of  colors 

For  Men,  Women  and 
Children 

R.  M.  BALLANTYNE 
LIMITED 

STRATFORD,     :     ONT. 

TIGER  BRAND- 

THE  TIGER 
BRAND 
is  known  to 

your  possible customers. 
Let    them    know    you    carry 

Tider    Brand    Underwear 

and  they  will  become  actual 
customers. 

The  Gait  Knitting  Co. 
GALT,  ONT. 

BRITANNIA 
The  Best 

Underwear 

for 
Comfort, 

Shape  and 

Wear 

Guaranteed 

Unshrinkable 

Night  and  Day  Wear  for  Ladies,  Children 
and  Men.     In  all  grades. 

WHOLESALE    AGENT    FOR    CANADA 

DUNCAN  BELL, 
MONTREAL  and 

TORONTO 
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'Positive  qualities  distinguish 

Stanfield's  Unshrinkable  Under- 

'Posilivelj)  Unshrinkable  — 

guaranteed  on  a  money-back 

plan. 

'Uhoroughl\)  well  made,  from 
the  selection  of  the  finest,  softest 

yams  to  the  stitching  with 

special  6-ply  thread. 

iMniiii 
11 
IJigorousl^  advertised  — help- 

ing you  to  the  biggest  possible 

sales  with  the  least  possible 

effort, 

Stanfield's,  Limited,  Truro,  N.S. 

Everyone  is  Interested 
in  the  problem  "How  to  increase  my 
income  without  becoming  involved 

in  speculation?" 
You  will  be  in  a  position  to  pick 

out  better  Securities  and  to  follow 

the  higher  interest-bearing  invest- 
ments by  reading  each  week 

Cbe  financial  Post 
OF  CANADA 

It  contains  reports  from  the  main 
financial  centres  of  Canada,  from 
New  York  and  London  and  will 
keep  you  abreast  of  the  times. 

Every  young  man  of  proper  am- 
bition should  read  the  Post.  Send 

for  sample  copy  to 

The  Financial  Post 
TORONTO MONTREAL WINNIPEG 

IgPVA  SCOTIA  WoSr> 

A  Great  Trade  Winner 

is  "VALUE" A  merchant  may  sell  the  most  fashionable  garment,  he 
may  have  the  largest  range  in  his  City  or  Town,  and  he  may 
have  the  most  efficient  staff  of  clerks,  but  if  he  does  not  give 
"  Value  "  he  cannot  continue  long  in  business.  A  merchant 
is  known  by  the  value  he  gives. 

Eureka  Unshrinkable  Underw^«ar  is  best  known  for  its 
value— value  for  the  dealer  and  value  for  his  customers. 

Dollar  for  Dollar,  Eureka  Unshrinkable  Underwear  is  the 
best  underwear  value  offered  in  Canada. 

It  is  the  only  underwear  made  of  All  Nova  Scotia  Wool. 

It  is  unshrinkable  in  fact  as  w^ell  as  in  name.  Not  a  gar- 
ment has  ever  been  returned. 

It  is  as  well  finished  as  most  lines  of  underwear  that  sell 
at  tnuch  higher  prices. 

We  \vant  to  send  you  samples ! 

When  shall  we  send  them  } 

Nova  Scotia  Knitting  Mills 
Eureka,  Nova  Scotia 

•■-CjE^S^v 

THE  HALL-MARK  OF Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCU 

RLE,  and  starting  with  TWO  THREADS 

in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 

iheWEIGHT  and  STRENGTH  oi  the 

Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 

FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 
THE  ACME  OF  PERFECTION  IN 

FOOTWEAR 

To  be   had    from    any  of   the    Leading 
Wholesle  Dry  Goods  Houses 
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^ooK  Jor  I  he  name 

rUR  LINED  COATS 

Bishop  Fur  Goods  are  distinctly 

superior  in  quality,  make  and 

finish  to  the  ordinary  lines  of 

fur  goods. 

The  name  "Bishop  "  attached  to 
Fur  Goods  of  any  kind  has 

the  same  significance  of  quality 

as  the  "Sterling"  mark  on 
Silver. 

Look  for  the  name  "Bishop" — 
it  is  your  protection. 

The  J.  H.  Bishop  Company 
Sandwich,        -        -        Ontario 
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Persistent     Demand     for    the    Ultra-Fashionable    Models 

DESIGNERS  and  manufacturers  are  hard  at  work 

on  new  and  accepted  creations,  and  from  the 
styles  already  shown  it  is  evident  that  the  coming 
season  will  be  nnequaled  in  recherche  models 

and  ra,ng'e  of  fashion — but  prices  will  be  stiffer  than  ever. 
Buyers  who  wait  will  have  a  bigger  diversity  of  styles 
to  choose  from,  but  they  certainly  will  have  more  to  pay 
for  them. 

Popularity  of  Muskrat. 
In  the   light  of  the   continued  popularity  of  muskrat. 

as  instanced  in  our  last  issue,  it  is  instructive  to  note  thar 

during  the  past  century  and  a  half  nearly  a  quarter-bil- 
lion of  muskrats  have  been  trapped.  Fur  users  need  not  be 

alarmed,  however,  for  the  supply  shows  no  signs  of  giving 
out.  For  instance,  the  total  number  of  sales  in  London 

last  year  was  close  upon  4,0O0,0i0O.  Compared  with  most 
other  furs  of  such  small  size,  muskrat  furs  are  of  ex- 

cellent quality  and  durability.  The  earliest  demand  for 
the  fur  was  for  the  manufacture  of  the  so-called  beaver 

hats,  it  making  an  excellent  imitation.  Tliey  next  be- 
came popular  as  imitation  of  sealskins.  The  modern  fur 

dyer  and  dresser  have  found  means  of  imitating  nearly  all 
the  more  costly  furs  with  that  of  this  animal.  Besides, 
think  of  its  effectiveness  as  a  lining. 

Illustrating  Seven  Fall 

1910  .Muffs  —  Manufac- 
tured by  L.  Gnaedinger, 

Son  &  Co.,  Montreal. 
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Dr\   Goods  Rci'iciv. 

Quality  and  Workmanship  Guaranteed 

We    make  a 

specialty  of 

Exclusive 

novelties   in 

small  Furs 

Our  "  Empress  Brand  '"  make  is  favorably  known  from  Coast  to  Coast, 
combining  workmanship  with  artistic  finish  and  fit.  Having  en- 

larged our  workrooms,  we  are  better  equipped  than  ever  to  expediti- 
ously handle  all  orders  entrusted  to  us. 

Will  be  pleased  to  give  estimates  on  special  garments. 

Measurement  forms  on  application. 

Anderson  -  Macbeth,  Limited 
FURS  AND    HATS  "  The  Right  Mail  Order  House 

TORONTO 

Get  Wise 

and   buy 

the   Best 

Goods 

for  the  least 

Money! 

Our    Celebrated   Black    Galloway     Coats   and    Robes   are 
unequalled   for  Quality. 

We  make  Gloves,  Mittens  and  Gauntlets,  in  Buck,  Horse, 
Calf,  Hog  and  other  Leathers,   in  all   the   Latest  Styles. 

Wait  for  our  Travellers  and  make  Money. 

The  Sovereen   Mitt,  Glove   and  Robe  Co.,  Limited 
DELHI,  ::  ONTARIO 

I'icusc  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Long  Coats  Have  Strong  Vogue. 
There  seems  to  'be  somewhat  of  a  fight  between  loir.r 

eoats  and  three-quarter  to  medium-length  ones.  Owing 
to  the  fashionable  sheer  or  light-weight  dress  ma.terials 
long  models  have  the  best  chance  of  hanging  well  and 
looking  their  very  best.  Some  exceedingly  pretty  effects 
in  these  long  styles  are  being  shown.  Hudson  and  Alaska 

seal  are  well  suited  for  this  style,  with  black  long-haired 
skins  as  trimmings.  The  sleeves  may  be  three-quorier  or 
full  length  and  cut  on  the  wide  side.  Persian  lamb  iiud 
caracul  are  likewise  gaining  popularity.  For  evening 
wear  coney  and  French  rabbit. 

V 

Ultra-fashionable  Styles. 
The   trend  for   ultra-fashionable   models  by   those   who 

want  to  be  original  at  any  cost  is  as  persistent  as  ever. 

Probably  most   of  t'hem,  as  is  generally   their  fate,  will 
be  little  heard  of.     One  example  of  this,  and  b.-ing  well 

■■'-'««4»^PSw»w»"' 
Popular  Length    in    Fur  Walking   Coats   as   Shown   by 

Anderson,   Macbeth,    Ltd.,   Toronto. 

received  in  Paris,  is  a  broad  bandeaux  made  up  of  mink, 
ermine,  or  sable,  and  so  long  and  soft  that  one  end  may 
be  wound  around  the  head,  turban-fashion,  fastened  witli 
a  long  pin  stuck  through  the  coiffure,  then  dropping  dowi! 
to  the  neck,  protecting  that,  then  thrown  over  the  right 
shoulder  as  a  scarf,  the  other  end  to  be  worn  around  the 

gloved  hand  as  a  muff  effect.  What  a  creation,  but  not 
likely  to  be  popular  in  Canada. 

Large  stoles  will  be  much  in  evidence,  but  they  will 
not  be  straight,  but  in  the  form  of  large  Spanish  man- 

tillas. The  fashion  in  muffs  is  not  expected  to  incline  to- 
wards any  model  in  particular 

IF 
you  want  the  best 
trade,  OURS  are  the 
best 

FURS 
to  stock. 

Full  of  style  and 

originality,  w^ith  a 
guarantee  of  quality 
and  satisfaction. 

Already  weVe  had 

enough  encourage- 
ment to  know  we 

are  on  the  right  side 

of  every  comparison. 

Ask  for  our  travellers  to  call 

Swift,  Copland  &  Co. 
LIMITED 

517-525  St.  Paul  Street 
MONTREAL,  QUE. 



What   Paris   Costumers   are    Doing   With    Autumn   Styles 

Street  Tailor-mades  Will  be  Made  on  Severest  Possible  Lines — Short  Coats, 

Long  and  H  Sleeves -Return  of  Frills  Over  Bands  to  Finish  Long  Jacket 

Sleeves  — Season's  Fashions  Favorable  to  the  Slender   Woman— New   Fabrics 
For  the  Dry  Goods  Review  by  Blanche  A.  VanBuren 

Paris,    France,    June    30. 

ALREADY  at  this  early  date  buyers  are  in 
 the 

market  and  important  straws  are  showing  which 

way  the  wind  will  blow  this  autumn  and  per- 
haps the  early  part  of  the  winter.  Some  of  the 

houses  buy  very  late,  and  hence  are  rather  reticent,  not 

wishing  to  commit  themselves  by  too  precipitate  an- 

nouncements ;  but  the  majority  are  already  making  au- 

tumn plans  and  purchases  and  I  was  enabled  to  get  in- 

teresting peeps  into  work-rooms  and  illuminating  talks 
with  potentialities. 

Severity  in  Tailor-mades- 

The  first  thing  I  gathered  from  my  harvest  of  inform- 

ation was  an  insight  into  the  autumn  plans  for  tailor- 
mades. 

Let  me  say  immediately  that  those  dress-makers  or 
tailors  who  have  anticipated  the  early  return  of  the  full 

skirt  must  admit  themselves  defeated  in  their  prognosti- 
tications.  Tailur-mades  intended  for  street  wear  are 

classified  here,  as  elsewhere,  into  two  kinds— rather  three. 

First,  the  suit  intended  for  a  morning  walk,  an  early  shop- 
pmg  expedition  or  a  like  purpose.  These  are  to  be  made 

on  the  severest  possible  lines,  so  Green  tells  me.  The 

jackets,  while  shorter  than  those  of  last  autumn,  will 
nevertheless  be  made  to  cover  the  hip  quite  comfortably, 

and  are  to  be  longer  than  the  tailored  coat  for  after- 
noons. The  shape  will  vary  according  to  the  house  that 

cuts  the  garment.  Green's  morning  models  are  very 
severe,  cut  straight  all  around  and  fastening  sedately 

down  the  middle,  the  sleeves  the  regulation  mannish 

length  without  fullness  and  the  trimming  by  no  means 

elaborate,  usually  consisting  of  some  rich  embroidery 

sparingly  used  or  else  of  black  silk  braid  and  sometimes 
braided  frogs.  The  skirts  continue  of  walking  length  and 

have  very  little  fullness,  with  the  slightly  raised  waist- 
line still  carrying  the  day. 

Green  sometimes  uses  the  stitched  band  set  in  the 
side  seams  and  passing  around  the  back,  the  bottom  hem 
narrowing  a  trifle  ;  but  for  the  most  part  his  skirts  are 
quite  conventionally  tailored,  almost  classic. 

Fantastic  Effects  by  Drecoll. 

DrecoU  uses  more  originality,  even  in  his  morning 
suits.  His  coats  are  cut  more  fantastically.  Some  of 
them  are  cut  upwards  in  the  back  so  as  to  appear  as  if 
the  cloth  had  been  turned  up  against  the  body  of  the 
coat,  where  it  is  stitched  in  place  and  ornamented  with 
small  buttons.  Again  they  are  cut  away  at  the  sides, 

although  the  "swallow-tail"  or  claw-hammer  line  has 
quite  disappeared,  and  of  course  the  Russian  blouse  is  al- 

ready making  way  to  its  follower— the  empire  model— 
with  the  waist  line  lightly  raised  and  the  folds  of  the 
under  piece  gathered  into  a  stitched  band  which  gives  the 
garment  almost  the  appearance  of  a  bodice.  This  style 
is  charming   for  a  slender  figure. 

The  vest  has  come  again,  too,  although  it  is  used  spar- 
ingly for  morning  wear,  and  is  usually  made  of  jatin  or 

silk  which  is  repeated  in  cuff  and  collar  trimmings. 
Fabrics  for  morning  wear  which  will  continue  popular, 

are  the  finer  qualities  of  serge— the  very  opposite  uf  the 
rough  and  heavy  weave  of  last  year — home-spun  being  real- 

ly quite  "out  of  print."    The  serges  range  in  color  from 

black  to  royal  blue,  with  navy-blue  a  strong  favorite,  a)id 
the  fine,  faint  white  hair-line  stripe  still  holding  its  own. 
Checks  of  the  very  inoffensive  small,  discreet  variety  are 
also  fashionable,  the  gray  and  black  and  the  light-,i.;ray 

and  dark-gray  combinations  preferred,  and  the  stuiTs  i';  r 
these  quite  like  men's  tweeds. 

Variety  in  Afternoon  Tailored  Garments. 

Next  we  come  to  the  afternoon  tailored  garments. 

Here  we  find  a  variety  of  styles  and  cut,  with  a  same- 
ness of  fabric.  The  latter  will  continue,  as  in  Spring, 

satin,  ranging  from  black  to  royal  blue  and  on  sunny 
days  even  to  perwinkle  blue,  and  charmeuse  cloth  in  these 
shades  and  also  in  the  soft  pastel  greens,  olive,  bronze, 
Napoleon,  etc.,  and  last  but  not  least  all  the  tones  of 
the  reddish  purple  mixtures,  which  ordinary  mortals  call 

wine-color,  amethyst,  prune,  etc.  Crepon  de  sole  (silk 
crepon)  is  used  for  some  very,  youthful  suits  but  only  for 
the  very  early  fall,  and  taffeta  costumes  were  born  only 
to  live  a  short  incubator  life  and  heave  their  last  sigh 
crushed  by  the  overwhelming  and  indisputable  popularity 
of  satin. 

For  these  afternoon  suits  the  coats  are  exceedingly 
short,  sometimes  barely  lying  over  the  hips  and  cut  in 

the  most  bewitchingly  youthful  fashion.  The  stouter  cos- 
tumers insist  on  having  the  hip  lengthened,  and  they  are 

right,  for  the  short  coat  is  not  for  them.  In  these  after- 
noon models  all  the  fantasy  of  the  French  dress-maker 

has  full  play.  The  gowns  are  nearly  all  partially  veiled 
in  mousseline  de  sole,  the  prevailing  idea  of  the  dress  is 
to  have  the  coat,  and  the  broad  skirt  hem  of  the  darker 

satin,  the  under-dress  of  some  delicately  colored  contrast- 
ing Persian,  cashmere,  or  solid  pattern  and  the  tunic 

(which  is  continued  in  the  bodice)  of  mousseline  the  color 

of  the  satin  and  ending  in  a  smaller  hem  of  that  shim- 

mering stufl'.  Sleeves  to  these  garments  are  usually  f 
length— sometimes  very  short— and  kimono  cut.  These 
skirts  are  very  narrow.  They  have  been  derided,  ridiculed 

cursed — they  have  become  the  subject  for  caricatures  in  il- 
lustrated periodicals,  they  have  earned  for  themselves  a 

special  nickname  (the  French  call  the  women  "les  entra- 
rees"  and  the  English  have  named  them  "hobble  skirts") 
and  yet  they  live  and  flourish.  Of  course,  Drecoll,  Beer, 
and  such  houses  have  remained  conservative  to  a  certain 
extent  and  make  nothing  extravagantly  exaggerated,  but 

1  can  safely  say  that  the  narrow  skirts  remain  for  awhile,- 

and  the  restricting  bands  below  the  knees  ("Woman's 
check-rein"  somebody  called  them)  will  continue  popular. 
As  for  trimmings,  Green  uses  quite  a  good  deal  of  Irish 
lace  on  revers  and  cuffs,  and  other  houses  cling  to  satin 

usually  black  revers  piped  with  a  tiny  edge  of  some  con- 
trasting color.  The, vest  is  used  more  for  afternoon  than 

for  morning  wear,  but  until  late  into  the  autumn  the  well 
open  coat  will  continue  to  be  worn,  showing  the  veiled 
blouse  or  gown  beneath. 

Moire  Fluide- 
The  very  newest  fabrics  to  be  launched  this  autumn 

are  first,  "Moire  fluide,"  a  new  kind  of  moire  that  looks 
like  silk  crepon  "but  isn't,  that  looks  like  charmeuse  satin, 
but  isn't,  and  that  looks  like  moire  with  a  good  deal  of 
the  principal  characteristic  of  moire  (the  water  line) 
woven  out  of  it  !  Tfiis  stuff  will  be  used  for  very  dressy 
tailored   gowns,  and   of   course  for   afternoon   wear.    It   is 
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Selling  Representatives 
ONTARIO 

C.  ft  A.  G.  curing  Empire  BnOiUoK 
WeUlngUm  St.  W^  Tmoto 

BRITISH  COLUMBIA 
G«o.  A.  CampbcU  ft  Co.,  Mercantile  Block 

Vaacoirfer,  B.C. 

QUEBEC 
Broett  Hamel,  115  St.  Joseph  St., 

Qaebec,  Que. 

MARITIME  PROVINCES 
G.  A.  WoodUkS)  and  21  Roy  Bide 

HaUfax.  N.S. 

MANITOBA  Bad  th«  NORTH  WEST 
Westerm  Fabric  Co.,  63  Albert  St. WinaipeK 

UNDERWEAR 
FOR  MEN, 

WOMEN  AND 

CHILDREN 

In  this  line  we  are  offering  better 

yalues  than  can  be  secured  from 

any  other  mill.  The  make  and 
finish  of  every  Peerless  Garment 

are  such  that  will  carry  a  strong 

appeal  to  discerning  buyers  of 

underwear.  Don't  place  your  order 
for  Spring  underwear  until  you 
have  seen  the  Peerless  samples. 

Peerless  Underwear  Co, 
Hamilton Ontario 
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to  be  shown  in  the  most  delicate  and  exquisite  tints  for 
house  and  carriage  wear,  and  in  the  classic  shades  for 
the  street. 

Another  fabric  which  will  be  used  largely  for  ball  and 
dinner  gowns,  is  satin  brocade  of  the  supple  variety, 
changeable  brocades,  changeable  chiffons,  cloth  or  voile 

de  ninon,  changeable  moire,  and  wonderful  barbaric  East- 
ern-looking black  over  gold  and  black  over  silver  cloths, 

charmeuse  satin,  gauzes,  tulles,  meteors,  silk  crepons,  all 
these  will  be  used  to  make  up  dinner  and  evening  gowns, 
and  will  be  ornamented  with  magnificent  embroideries  in 

gold,  silver  and  buglings  of  pearl,  fresh-water  and  smoked 
pearl  designs,  turquoise,  amber  and  other  stones.  Every- 

thing continues  to  be  veiled  with  mousseline  de  sole — this 
style  will  have  nine  lives  and  die  hard  at  the  ninth.  Some 

evening  models  combined  the  following  contrasts.  Apri- 
cot mousseline  de  sole  over  rose  charmeuse,  silver  em- 

broideries and  silver  fringes  weighing  down  the  hem  of 
the  mousseline  tunic.  Black  charmeuse — silver  and  gold 
embroidery— sleeves  formed  of  cascades  of  silver  and  pearl 
bugling  caught  above  elbow  by  a  band  of  silver  em- 
broidery. 

Daring  Contrasts. 

Lastly  came  a  remarkable  creation  of  Mediterranean 
blue,  heavily  embroidered  in  blue  and  a  dull  cerise  ! 
French  contrasts  are  daring  but  must  be  carried  off  with 

the  proper  amount  of  dash  and  chic  in  order  to  pass  mus- 
ter, and  French  styles,  although  sometimes  too  original, 

are  never  uninteresting.  One  little  dress  accessory  which 

is  having  a  startling  popularity  and  in  consequence  grow- 
ing common  and  losing  favor  with  the  wealthier  class  on 

that  account  is  the  black  satin  stole.  These  stoles  or 

scarves  are  made  of  the  finest  quality  of  charmeuse  satin, 
cut  in  shape  like  a  graceful  shawl,   with  narrowing  ends, 

and  finished  at  the  tips  with  heavy  black  tassels  to  give 
the  necessary  weight.  The  lining  must  be  of  white,  ivory 
or  biscuit  colored  satin,  so  cut  and  sewn  that  the  edges 
show  like  little  pipings.  The  proper  way  to  wear  these 
stoles  is  to  throw  the  right  end  over  the  left  shoulder 
and  allow  it  to  hang  jauntily  down  the  back. 

Evening  wraps  are  of  satin,  the  upper  part  cut  man- 
darin shape,  but  with  an  indescribable  efiect  caused  by 

sewing  a  stole-like  drapery  into  the  sleeve  seams.  The 
bottom  of  the  back  has  the  fullness  gathered  into  a  stitch- 

ed broad  hem,  just  like  the  skirts  up  to  date.  These  gar- 

ments are  lined  in  satin  of  a  lighter  shade,  b'.ack  usually 
being  lined  in  pearl  gray  so  light  in  shade  as  to  be  al- 

most white.  Some  of  the  coats  are  made  with  a  stole 

stitched  at  back  of  neck  and  falling  loosely,  to  be  used  at 

will. 
The  season's  fashion  still  remains  favorable  to  the 

slender  woman,  but  there  is  such  a  variety  and  Catho- 
licism in  the  decrees  that  even  the  heavily  built  Juno  can 

follow  her  good  judgment  and  while  studying  her  own 

particular  type  still  be  "in  the  style." 
Autumn  Styles  Summed  Up. 

Autumn  styles  will  continue  on  the  lines  of  Spring 
models,  short  coats;  long  and  2  sleeves;  narrow  skirts 
with  and  without  tunic,  with  stitched  bands,  or  with  deep 
hems;  waist  line  slightly  raised  or  normal;  necks  collar- 
less  or  high,  blouses  still  with  sleeve  and  shoulders  cut 
in  one  piece,  gradual  but  definite  disappearance  of  the 
colarette  and  accession  of  the  embroidered  band,  flat  lace 
collar,  or  satin  band  to  replace  it;  return  of  frills  over 
hands  to  finish  jacket  sleeves  when  long;  launching  of  a 
new  jabot  or  frill,  to  be  worn  only  to  the  left  side — a 
show,  flat,  pleated  frill  ending  at  the  top  fastening  of  the 

a.  coat  and  falling  over  the  jacket  rever,  etc. 

Dress  of  Persian-printed  Jap  satin,  show- 
ing peasant  waist  with  little  round  yoke  of 

Irish  lace.  The  waist  is  closed  with  a  cord 
and  the  narrow  sliirt  trimmed  with  bands 
of  deep  purple  satin. 

A  Graceful   Gown  of  Satin   and   Chiffon. 
Suit  of  patle  poulie  (chiclten-tracli)  check 
showing  the  new  banded  skirt  and  coat 
cut  to  match.  The  collar  and  cuff  facings 

and   pipings  are  of  black  satin. 
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When  travelling  or  enjoying  life  outdoors  this  Summer 

Weather,  your  particular  customer  w^ill  be  grateful  for  your recommendation  of 

"CHALLENGE"  BRAND COLLARS  and  CUFFS 

You  can't  tell  a  'Challenge'  from  the  best  linen  collar — 
it  has  all  the  good  features  of  the  linen  collar,  and  it  has  the 

added  advantage  of  being  w^aterproof .  Laundry  bills  become 
a  thing  of  the  past — just  wash  a  'Challenge'  collar  clean 
and  dry  it. 

'Challenge'  Collars  are  guaranteed  not  to  wilt,  crack, 
turn  colour  or  smell  unpleasantly.  See  to  your  stocks  with- 

out delay.  Get  after  this  trade!  There's  big  business  ahead 
for  the  man  who  is  featuring  'Challenge'  Goods. 
THE  ARLINGTON   COMPANY   OF  CANADA,  Limited 

54-56  Fraser  Avenue, TORONTO 

Representative*:— Western,  R.  J.  QUIGLEY,  8  Wellington  Street  East,  TORONTO 
Ontario,    J.  A.  CHANTLER  &  CO.,  TORONTO 

Eastern.    DUNCAN  BELL,  MONTREAL 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 



Suggestion     a     Strong     Factor    in    Selling    Men's    Wear 
Demonstrating  Neckwear  and  Helping  the  Customers  to  Pick  Proper  Colors — 
Business  for  Fall  and  Spring  has  been  Fairly  Satisfactory— Warm  Weather 

has  Created  Strong  Demand  for  all  Summer  Lines— Features  of  New  Hat  Style 

IN  selling  lines  of  men's  furnishings  such  as  neckwear 
and  shirts  suggestion  on  the  part  of  the  clerk  is  al- 

ways helpful,  and  is  often  necessary  in  making  a  sale. 
Out  of  a  lot  of  neckwear  shown  in  boxes  along  the 

counter,  it  is  often  difficult  for  the  customer  to  make  a 
choice,  and  customers  will  sometimes  turn  away  with  the 

opinion  that  there  is  nothing  worth  buying  among  the  col- 
lection, where,  if  the  clerk  simply  takes  a  tie  from  the 

number,  and  by  folding  it  around  his  finger,  shows  how 
it  will  look  wlien  worn,  the  tie  appears  more  attractive 
than  it  did  when  among  others  in  the  box. 

Apparently  unattractive  designs  when  shown  by  them- 
selves in  this  way  look  very  different  and  may  often  be 

sold. 

In  selling  shirts  it  is  well  for  the  clerk  to  size  up  his 

customer  as  to  what  color  will  suit  him,  and  without  tell- 
ing him  steer  him  clear  of  unsuitable  colors.  The  majority 

of  customers  appreciate  assistance  from  the  clerk  in  help- 

ing them  to  choose  suitably,  instead  of  simply  showing  a 
lot  of  shirts  and  allowing  them  to  decide  for  themselves. 

Men's    Neckwear. 

In  ma.nufaeturers'  lines  for  Fall,  flowing  end  styles  are 
featured,  and  also  medium-width  four-in-hand.  Paisley 
patterns  will  be  among  the  new  features,  and  stripes  and 
fancy  cheeks  are  included.  Plain  materials  are  given 
some  prominence.  Latest  loom  effects  are  featured  for 
certain  classes  of  trade  in  different  varieties  of  weave. 

Repps  will  be  a  strong  feature  for  Fall. 

(^hantecler  designs  are  shown  in  every  shape  of  neck- wear. 

Among  colors,  wine,  greens  and  browns  are  good,  and 
it  is  likely  that  greys  and  blues  will  still  be  strong  for 
Fall.     For  present  wear,  panel  effects  are  in  demand  in 

Men's furnishings,    clothing  and    tailoring    department    in    the    Whito  &  Miiy    C'o.'s    new    store,    St.     Mary's,    Ont.     The    ordered 
tailoring   department   is   in   the   rear. 
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Our  New  Catalogue 
OF 

HATTERS'    GOODS 
will   be   ready  July  10th. 

Every  Up-to-date  Store  in  Canada 

liaving  a  Hat  Department  should 
have  one. 

Fill  in  coupon  and  it  will  give 

us  pleasure  to  send  you  one. 

Our  exclusive  and  original  Hat  Guard  Ideas 

Ribbon  Guards 

Pin  End  or  Invisible  End  Guards 

College  Hat  Guards 

Invisible  Wind  Strings 

For  sale  by  all  leading 

Canadian    Hat  Jobbers. 

Roberts,  Cushman  &  Co. 
DEALERS     IN    HATTERS'   GOODS 

Everything  used  by  Hat 

Manufacturers       Jobbers 

Retailers      and       liENOV'ATORS 

10  Washington  Place 

New  York  City 

^-^^ 

Please  aerid  uie  ""o  .  '4f 
your  new  cataloguft.  \,  '^A, 

Namt   

^ 

Address- 

wash  and  silk  goods,  also  wash  tubular  nockwoar  is  selling 
for  Summer. 

Colored  knitted  silk  neckwear  is  being  shown  in  broad 
and  narrow  horizontal  stripes  in  jdain  and  fancy  weaves, 
in  green  and  red. 

There  is  a  big  demand  for  wash  neckwear  in  white  and 
colors. 

V 

Some  Change  in  Shirt  Values. 
For  Summer  wear,  wholesalers  are  selling  colored 

striped  shirts,  stripes  varying  from  narrow  to  quarter- 
inch  in  width,  also  all  white  negligees.  Blues  and  black 
and  white  are  among  the  best  selling  colors.  White 
grounds  with  black  stripes  and  figures  are  shown. 

Wholesalers  are  experiencing  the  result  of  the  ad- 
vance in  cotton  goods,  in  a  cheaper  quality  of  shirt  to 

sell  at  the  fixed  prices.  Wholesalers  are  in  the  thick  of 
Fall  shirt  business,  and  up  to  the  present,  business  has 
been  good.  Designs  are  much  the  same  as  for  Summer 

sorting,  neat  patterns,  stripes  and  figures  being  shown. 
Colorings  are  also  much  the  same. 

With  manufacturers,  Fall  placing  has  been  good.  Sort- 

ing during  the  cool  weather  was  slow,  but  has  been  pick- ing up. 

One  manufacturer's  representative  says  that  Fall 
shirts  show  the  same  quality  of  cloth  as  for  Spring,  1910, 
but  that  no  repeats  will  be  taken  for  Fall  at  present 
prices.  For  Spring,  1911,  it  is  expected  that  cotton  goods 
prices  will  be  higher. 

Outing  shirts  are  selling  with  reversible  collars,  whicii 
can  be  turned  in  leaving  the  ordinary  band  for  white 
collar.  These  shirts  are  selling  in  whites,  tans  and 
blues. 

Negliges  in  demand  are  in  fancy  stripes  and  plain 
colors,  such  as  blues,  mauves  and  greys.  Silk  outing  shirts 
are  also  selling,  in  white  Jap  silk  and  natural  pongee 
silk. 

M 

Big  Trade  in  Fancy  Vests. 
Wholesalers  have  done  a  big  volume  of  business  in 

Summer  vests,  black  and  white  effects  have  sold  well. 
Up  to  the  present,  Fall  business  has  been  satisfactory. 

In  Fall  lines  black  and  white  effects  are  shown,  and 
two-tone  effects,  such  as  fawn  ground  with  brown  stripe 
and  reseda  ground  with  myrtle  stripe. 

Men's  Fall  Clothing. 

Among  Fall  styles  for  men,  all  tweed  effects  are  prom- 
inent. Three  and  four  button  styles  will  be  good,  and 

some  will  show  the  Dutch  collar,  which  is  one  of  the  new 
features  for  Fall.    Leading  colors  are  greys  and  new  tans. 

Two-piece,  single  and  double  breasted  Norfolk  suits 

are  selling  for  boys'  wear.  Sailors,  middies  and  busters 
are  among  prevailing  styles  in  fancies. 

New  Style  Features  in  Stiff  Hats. 
Fall  tendencies  in  stiff  hats  are  towards  wider  brims 

and  lower  crowns,  and  curling  brims  and  slightly  smaller 
proportions  in  the  crowns.  There  are  some,  of  course, 
who  will  demand  the  flat  set  brim,  and  full  crown,  and 
this  style  will  also  be  shown.  Apart  from  blacks,  it  is 
evident  that  browns  will  be  good  for  Fall. 

Manufacturers  say  that  the  Spring  tendency  in  stiff 
hats  is  toward  a  wide  brim,  11  to  2  inches,  and  a  low 
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DO  you  know  w
hy  Greene Collars   should   claim 

your  particular  atten- 
tion?     It  is    because    they 

are  made  in  conformity  with 

certain    principles    which 

underlie  the  clothing  of  the 

neck.    This  is  your  guar- 
antee that  a  Greene  Collar 

will  visibly   improve  the 

appearance  of  the  wearer 

or  correct  any  deficienc- 
ies that  may  exist,  due  to 

a  faulty  shirt-band  or  abnor- 

mal physique.  Greene  Collars 
eliminate  chance  in   Collar 

buying.      Cost    no    more 

although  they  provide  more. 
"The  Boston"  shown  in  illustra- 

tion is  a  distinct  collar  novelty. 
Extremely  comfortable.  Over- 

comes trying  tie-tying  troubles. 
2  for  2Sc.  If  haberdasher  cannot 

supply  you,  write  direct. 
Wardell-Greene  Limited 

Toronto  and  Waterloo 

Every  Time  One  of 
These  Ads.  Appears 
More  People  Ask 

COLLARS 
Do  you  realize  just  what  is  being  done,  in  the 

way  of  increasing  demand  for  these  collars  ? 
For  long  past,  the  number  of  men  wearing 

them  has  been  steadily  increasing. 
But  now  that  a  list  of  periodicals  is  being 

used  to  carry  our  collar  story  right  into  the  lead- 
ing homes  of  Canada,  the  sales  are  going  up  by 

leaps  and  bounds. 
What  are  YOU  doing  to  bring  to  YOUR 

store  a  goodly  share  of  this  increased  business  ? 

Dressing  windows  with  ,^-^g^%5'    Collars  ? 

^-^--^ 

Instructing  your  clerks  to  show  these  goods 
to  customers  ? 

Other  merchants  are  doing  these  things  and 
reaping  the  reward  that  comes  from  this  kind  of 
up-to-date  merchandising— in  increased  trade  and 
increased  confidence. 

It  pays  to  sell  and  feature  advertised  lines. 
It  will  pay  you  to  sell  and  feature  these  high- 

grade  collars. 

WARDELL-GREENE,  Ltd. 
Toronto  and  Waterloo 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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\7'0\J  who  are    a 
Merchant  Tailor 

wherever  you  may  be 
Ijecome  a  representative  of  the 

Special  Order  System 

And  cut  out  every  source  of  business 
expense.  Secure  the  best  class  of 

trade  by  selling  made  -  to  -  measure 
clothing,  equalling  the  work  of  the 
highest  priced  metropolitan  tailors, 

without  carrying  one  cent's  worth  of 
stock  or  paying  tailors'  salaries.  We 
will  supply  you  with  hundreds  of  beau- 

tiful cloth  samples,  fashion  plates,  ad- 
vertising literature  and  cuts. 

You  take  your  customers'  measure- 
ments and  we  make  the  clothes. 

The  profit  is  a  clear  one  to  you. 

OR,  if  you  still  wish  to  carry  stock, 
let  us  make  up  the  clothes  for  you, 

saving  you  a  regular  tailor's  salary  and 
giving  you  the  finest  kind  of  service. 
If  we  are  not  already  represented 
where  you  are,  write  us  for  further 

particulars  about  this  method  of  sell- 
ing clothing. 

It  will  double  your  sales  and  treble 

your  profits. 

The  Camphell  Mli.  Go. 
Limitod 

St.  Elmire  and  Cadieux  Streets 

MONTREAL 

square  effect   in   the  crown,  but   that   the  flat  set   hat    will 
still  sell. 

It  is  ri'pdi'ieil  thai  stiff'  hats  are  aj^ain  gi)int>'  to  be 
lined,  and  some  samples  will  be  shown  for  Spriny-  trade 
and  J^'all  sorting',  with  satin  lining. 

For  next  Spring:,  soft  hats  in  telescope  shape,  will  be 
made  with  perfectly  flat  brim,  2}  to  2J  inches  wide,  turn- 

ed \\\>  all  around. 

Hat  travelers  g()  mit  for  Spring  selling-  about  August 15th. 

V 

Brown  a  Good  Seller  in  Caps. 
With  cap  manufacturers  Fall  and  Winter  trade  has 

been  exceptionally  good.  There  has  beeh  a  big  demand 
in  medium  qualities  for  rough  effects,  in  finer  qnalitier. 
Fine  beavers  and  meltons  have  sold.  For  Winter,  brown 

has  been  a  good  seller.  It  appears  that  rougher  effects 
are  coming  into  favor.  A  manufacturer  says  that  there  is 
a  demand  from  the  west  for  rougher  goods,  and  that 
though  the  great  bulk  of  trade  will  be  done  in  worsted 

effects,  yet,  for  Spring,  1911,  the  tendency  is  to  come 
back  to  the  rougher  class  of  materials.  Into  the  making 
of  some  of  the  better  lines  of  caps  for  Spring,  a  fine 
melton  finish  cloth  has  been  introduced  in  stripe  palterll.^ 
in  medium  shades. 

The  cap  trade  is  increasing  steadily,  and  there  is  a 
tendency  on  the  part  of  certain  classes  of  trade  to  buy 
a  better  article.  New  styles  in  caps  will  be  shown  for 
Spring,  and  something  new  in  lining  will  be  shown  in  high 

grade  goods.  Manufacturers  are  paying  more  for  ma- 
terials of  hats  and  caps,  but  say  there  is  no  immediate 

prospect  of  getting  higher  prices  for  the  made  up 
article. 

Men's  Woolens. 

Fall  placing  with  wdiolesalers  of  men 's  woolens,  is 
reported  to  be  in  good  condition,  and  every  indication 

points  to  a  fairly  satisfactory  season's  trade. 
Buyers  state  that  conditions  are  changing  in  regard 

to  buying  generally.  Placing  business  is  giving  way  to 
more  frequent  buying.  There  are,  of  cour.se,  some  places 

where  old  conditions  still  prevail.  A  member  of  a  whole- 
sale woolen  firm,  writing  from  the  old  country,  says  that 

woolen  prices  are  high.  It  is  said  that  retailers  will  pay 
higher  prices  for  Spring,  1911,  goods,  and  an  authority 

suggests  that  merchants  should  buy  staple  lines — blacks 
and  blues — for  Spring,  as  soon  as  possible,  for  present 
delivery,  in  view  of  higher  prices  prevailing  later  on. 

Among  suitings  for  Fall,  a  good  seller  is  a  heavy  diag- 
onal worsted  in  shades  of  green  and  grey. 

There  has  been  a  great  increase  in  the  sale  of  fancy 

ulsterings,  including  all  kinds  of  heavy  tweeds  and  friezes. 
Large  quantities  of  black  and  blues  are  selling. 

Oak  Hall's  new  Toronto  establishment,  Lumsden 
Building,  corner  of  Adelaide  and  Yonge  streets,  was 
opened  for  business  in  the  second  week  of  May.  There  is 
a  frontage  of  64  feet  with  a  floor  space  of  5,500  square 
feet.  The  fixtures  are  of  solid  oak,  with  mirrors  placed 
around  the  pillars.  The  hanger  wardrobe  system  is 
adopted  throughout  the  store.  Glass  cases  permit  of 

clothing  to  be  seen  at  any  angle.  In  the  boys'  department, 
which  is  a  strong  feature  of  the  business.,  the  hanger 
wardrobe  system  is  in  use  with  receding  doors  to  close 
at  night,  or  when  wardrobes  are  in  use  doors  can  be  put 
back.  Dressing  rooms  for  boys  are  interspersed  through- 

out the  section,  and  triplicate  mirrors  for  fitting  purpose, 

are  part  of  the  fixtures. 
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More  Li^ht  on  the 
Suspender  Question 

LIVE  DEALERS  EVERYWHERE  IN  CANADA  ARE 
SELLING  ON  SIGHT  THE  CANADIAN  MADE 

ALL  FABRIC 

CHESTER 
SUSPENDERS 

Better  than  leather — absolutely  vinique  advant- 
ages.   Made  in  full  elastic  and  semi-elastic  models. 

The  patented  fabric  ends,  chemically  toughened 
wear  points,  and  solid  woven  inserted  back  button- 

holes, make   the  Chester    practically   wearproof. 

The  patented  Chester  prong  buckle  stays  near  the 
bottom,  instead  of  on  the  shoulders  as  in  other 
makes.     This  means  comfort. 

The  indestructible  inserted  button-holes  are  firmly 
stitched  to  the  webbing,  and  distribute  the  strain 
instead  of  leaving  it  all  at  the  edges  of  the  button- 
holes. 

We  keep  Chester  Suspenders  before  the  public 
by  our  general  advertising.  This  brings  you  calls, 
and  aids  you  to  make  sales.  And  the  Chester 
certainly  pleases  the  public. 

Send  for  sample  dozens — Semi-elastic  model,  $4.25;  All  elastic 
model,  $4.50.  Order  from  the  factory  at  Brockville  or  from  the 
Winnipeg  Warehouse. 

CHESTER  LINE 

GUARANTEED 

THE  JAMES  HALL  CO. 
Manufacturers 

BROCKVILLE,  ONT. 

FULL  STOCK  CARRIED  AT  OUR  WINNIPEG  WAREHOUSE,  293  MARKET  ST 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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A   KAMil-:  TO   HKMKMHKK 
WHEN  PLACING  FOR 

SPRING   DELIVERIES 

^ 
 Co- 
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Representative 
Geo.  T.  WILSON, 

Care  of  Bank  of  Montreal, 
TORONTO 

(( 

COLONIAL IVorn    ivit/t    Four  in- 

Hand  or  Bo'u, 

It  Rolls— No  Sharp 
Fold  to  Break 

ACorliss-Coon 
Collar 

For  Warm  Weather  Wear 

Feels  like  a  Soft  Collar 

but  has  Style  for  Everyday 

and  Negligee  Wear 

Corliss,  Coon  &  Co. 
Makers   of  ''Better   Collars'' 

New  York 
St.    Louis 

Chicago 

Baltimore 

Boston 

Troy,  N.Y. 

Canadian  Representatives: 

Canadian  Importing  C'o. Birks  Building,   Montreal 

Please  mention  The  Review  to   Adveriiiers  and  Their  Travelers. 
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COMFORTABLE  SUCCESS 
COLLARS   FOR  SUMMER 

The  next  three  months  is  the  time  to  sell  hot  weather  shapes.  To 

meet  the  demand  you  should  be  showing  the  "SUCCESS" 

Collar  called  "CROMER." 

"  CROMER"  is  a  hot  weather  collar  with  a  cool  weather  ap- 

pearance, as  you  will  see  by  the  above  cut — one  of  the  largest 
sellers  in  SUCCESS  BRAND. 

A  stock  of  this  style  will  keep  your  sales  all  through  the  Summer 

season. 

All  Wholesalers  can  supply  you,  or  write  us  direct.  Ask  your 

Wholesaler  for  a  book  of  SUCCESS  SHAPES. 

^imilea^ 
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You'll  get  the  Trade 
If  you  are  wise  enough  to  feature  the 

DEACON  OUTING  SHIRT 
Like  all  "  Deacon  "  products,  it  is  honestly  made  of  first  quality  materials,  and  is  fully 
roomy  in  size.  There's  no  "  skimping  "  in  making  shirts  the  DEACON  way.  Seams 
are  double-stitched,  buttons  securely  sewn,  and  the  cut  and  style  all  that  could  be  de- 

sired.   Send  your  order  along  to-day,  and  get  your  share  of   this  profitable  trade. 

The  Deacon  Shirt  Co.   -   belleville  -  Ontario 

We  are    Specialists  on   Men's   Garters 
This  is  a  day  of  specialties  and  we  have  chosen  Men's  Garters  and  Armbands  as  ours.     Confining  ourselves,  as  we  do,  to 
these  lines  we  are  able  to  give  the  best  values  in  Canada.  All  goods  made  from  English  lisle  web  and  rust-proof  metal  trimmings 

■COMMON    SENSE" 
This  i.^  our  leader,  The 
'miy  garter  which  Hupports 
the  hose  ttn  two  MniiH, 
e'ltializes  tension  and Kives 
aV>i*olijteeooifort.  Fitnthe 
fat  man  a«  well  an  the  thin 
man.  an  thev  are  made  in 
three  nizcM. 

I'rice,    S  2.25  per  dozen 
25.00  per  gru»s 

■KING 

OEORQE" This  g»rt«r  is  of  the  "pad  '  variety.  Therc^  is  no  metal 
whatever  coming  in  contact  win  the  lej.  Made  in 

assorted  Cfjlors.  Adjusted  to  any  s/ze.  Here's  a  cha  nee 
for  a  profit. 

I'rice,  $1.85  per  dozen.  $21.C0  per  gross 

"COMET" 
This  garter  is  the  best 
ever  offered  forthe  money. 

They  lie  perfectly  flat  to 
the  leg  and  can  be  adjust- ed in  a  twinkling.  Try  a 
few  dozen. 

Price,    $1.00  per  dozen 

"COMFORT" 
Sppcially  designed  to  be 
worn  with  short  drawers. 
There  is  no  elastic  band 
encircling  the  leg.  Simply 

fasten  one  end  to  the  lower 
edge  of  drawer  and  the 
other  end  to  the  hose. 

Simple,  isn't  it? Price,   $  1.25  per  dozen. 

We  also  make  several  extra  good  values  in  Armbands  at  65  cents,  75  cents  and  $1.25  per  dozen  in  assorted  colors 
Express  prepaid  on  all  orders  of  $10.00  or  more. 

The    Common  Sense   Garter  Co. 221  Queen  Street, 
OTTAWA,     ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GOOD  COAT  LININGS 
ARE    ESSENTIAL 

if  you  wish  to  please  your  customers. 

The  BEST  Linings 

whether  Alpacas,  Mohzurs,  or  Italian  Cloths, 

bear  the 

KIRK 
stamps,  as  below ; 

THERE  ARE  TWO  FINISHES  WITH   THIS 

NAME  AS  A  GUARANTEE 

OF     EXCELLENCE     IN 

BRILLIANCY,  PERMANENCY  and  STRENGTH 

(1)    The  Original 

'Permanent  Finish/ 

(2)  '  Velper ' (Reg.) 

The  Velvety  Permanent  Finish  for 

those   who    prefer  a    soft    handle. 

S 
(Copyright) 

PATTERNS  SHOWING   EITHER 

FINISH  can  he  had  on  application  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  LTD. 

39  WELL  STREET,  BRADFORD, 
ENGLAND 

Wreyford    &    Co. 
WHOLESALE  MEN'S  FURNISHERS 

ROMAIN    BUILDING  TORONTO 

Sole  Agents  in  Canada  for  following  English 
manufacturers: 

Young  &  Rochester, 
London  and  Londonderry. 

Shirts,  .Neckwear,  Dressing  Gowns, 
Etc. 

Tress  &   Co.,  London 

Hats  and  High-Class  Caps. 
Select  Styles. 

Cellular  Clothing  Co.—"  Aertex  " Underwear,  Etc. 

T.    H.   Downing  &    Co. — Leicester 
Hosiery  and  Knit  Goods. 

Latest  designs  in  Neckwear  in  stock. 

Our  travellers  on  road  with  complete  ranges 
of  above  lines  and  our 

Specialties  in  Sweater  Goats 
If  not  called  on,  write  us. 

ICROW|i.OVERALL 

Rooster  Brand 

TROUSERS 
For   Fall    Delivery 

Whipcords 
Corduroys 

Bedford  Cords 
Tweeds 

Worsteds 
Khaki 

Dress  Trousers        Working  Pants 

Riding  Breeches. 

ROBERT  C.  WILKINS  CO.,  Limited 

Shirts 

Overalls 

MONTREAL 

White  Coats 
Bar  Vests 

Smox 

&c.,  &c. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Drv  Goods  Review. MEN'S    FURNISHER 

20'y 

King  Hats  are  advertised  because 
King  Hats  are  worth  advertising. 

KING  HATS  ABE  GUARANTEED 

and  are  the  Best  Hats  on  earth  for  the  money 

ALWAYS  ADVANCE  STYLES 

Especially  suitable  for  the  young  men's  trade. 

^f<"*'
 

rlNES'   HrCH  GRADE  HATS 
IN  THE  WORLD 

Sales  Agents. 

-^    TVT/^'T^    "D  t::^t:^t  tot:^     to  look  at  samples  when  our  traveller 
DO    NO  1     ■KrLr'  Uoll^     calls,      if  we  don't  visit  your  town 

drop  us  a  postcard. 

SAMPLES    SUBMITTED   ON    REQUEST. 

BORSALINO'S  ITALIAN  HIGH  GRADE  SOFT  AND  STIFF  HATS 

ANDERSON-MACBETH,  Limited 
HATS    AND    FURS  The  Right  Mail  Order   House  TORONTO 

ii>. 

You  must 
have 

"Cravenett£ 
Shower -proofs 

for  wet 

weather ; 

they  are 

waterproof 

and  hygienic 
because 

porous. 

Rec°  Trade  Mark 

PROOFED    BY 

The  '4mveneffeV-  L- ° 
Facsimile  of  stamp  on  nack 

of  Genuine  goods. 

You  can  wear 

them  for 

fine  weather, 

hecause 

they  are 
smart  and 

fashionable. 

Dust-proof 

as  well  as 

shower-proof. 

TO  BE  OBTAINED  FROM  ALL  LEADING  DRAPERS 
IN  CASE  OF  ANY  DIFFICULTY,  PLEASE  WRITE  TO 

The  CRAVENETTE  CO.,LTD.,  BRADFORD,  YORKSHIRE (Proofersto  the  Trade.) 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Samples  of  show  cards  by   Warren  Andrews,   Anderson  Co.,    St.    Thomas.     Note    the    use    that    is  made  of  applied  illustrations. 

Some  Hints    For  the    Beginners    in  Show   Card  Writing 
Should  Work  Out  Style  of  His  Own— Must  Master  Elementary  Features  Be- 

fore Attempting  Fancy  Things— Counter  Cards,  Price  Tickets  and  Specials- 
Implements  that  Should  Always  be  on  Hand — Fair  Substitute  For  Air  Brush. 

(By  Warren  Andrews,  Anderson  Co.,  St.  Thomas) 

WHEN  the  beginner  has  mastered  the  first  prin- 
ciples of  show-card  writing,  which  are  curves 

and    straight    lines,    and    is   getting   down    to 
the  practical  work,  he  should  study  carefully 

work    of    every    card-writer   which    comes    to    his    notice, 
take  note  of  the  style  of  each  one  and  by  combining  them 
with  his  own  ideas  work  out  a  style  of  his  own. 

Master  Plain  Work  First. 

The  success  of  a   card   writer  depends  on  originality 
and  initiative.    He  should  not  be  afraid  of  criticism ;  the 

It  is  a  mistake  to  attempt  fancy  cards  until  the  plain 
black  lettering  on  white  cards  has  been  mastered.  Only 
confusion  of  ideas  will  result  if  too  many  things  are 
attempted  at  once.  One  thing  at  a  time  initil  that  one 
can  be  well  done  is  a  very  good  motto  to  follow  in  card 
writing  as  well  as  in  all  other  things. 

All  counter  cards  and  price  tickets  shoulil  be  done  in 
black  lettering  on  white  cards.  They  are  the  neatest  and 
most  pleasing  and  will  conflict  less  with  any  or  all  classes 
of  goods  shown.     They  should  be  used  in  »,  4,  i  or  whole 

iH 

/i-.v-    .-        1 *,'v>' 

Samples     of     show    cards    by    Warren     Andrews,     Anderson      Co.,    St.    Thomas. 

more  he  gets  the  better  for  him  as  it  teaches  him  where 
he  can  improve  his  work.  The  first  few  months  will,  no 
doubt,  be  hard  and  very  discouraging,  but  by  steady, 
careful  practice,  success  will  in  the  end  crown  his  efforts. 

sheets  for  counter  cards  according  to  the  display  in  con- 
nection with  which  they  are  to  be  used.  In  cutting  the 

card  this  way  no  waste  is  incurred  and  the  appearance 

of  the  cai-ds  is  much  better  than  when  cut  any  old  size 
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or  shape  which  may  seem  to  fit  the  wording  to  be  used 
on  them. 

Of  course,  price  tickets  may  be  made  smaller  and  any 
sliape  desired.  Care  should  be  taken  in  spacing  the  lines 
that  no  marks  will  be  left  on  the  card  when  finished.  A 

good  way  to  overcome  this  is  by  using  the  back  of  the 

scissors,  commonly  used  by  clerks  in  dry  goods  estab- 
lishments for  marking  lines  on  the  card  instead  of  pen- 

cil. A  faint  line  can  easily  lie  made  which  requires  no 
erasing  when  the  card  is  finished  as  is  the  case  when  a 
pencil  is  used. 

Every  beginner  should  have  a  set  of  flat-point!ed  or 
stub  pens  for  the  smaller  lettering  on  show  cards.  They 
are  inexpensive  and  easy  to  master,  in  an  hour  or  so 
fairly  good  work  should  be  turned  out  by  any  one  and 
the  lettering  will  be  more  perfect  than  when  don,e  with  a 
brush  by  the  beginner.  The  pen  should  be  held  over  a 
lighted  match  for  a  few  seconds  then  dipped  quickly  in 
water  each  time  before  using  to  insure  a  steady  even  flow 
of  ink.  These  pens  may  also  be  used  for  shading  large 
letters  and  are  very  effective  in  scroll  work  or  fancy 
letters. 

in  working  up  cards  for  special  occasions  the  card 

writer  is  expected  to  bring  out  something  extra  or  differ- 
ent from  the  ordinary  style  of  his  cards.  For  instance, 

on  Christmas  cards  he  should  have  a  touch  of  holly,  or 
bells  or  a  little  diamond  dust  to  give  a  frosted  effect  or 
in  some  cases  a  miniature  Santa  Clans  or  combine  any  of 

these.  The  figures  may  be  painted  on  the  card,  or  the 
better  way  is  to  cut  them  from  magazines  or  books  of 
which  every  store  has  or  should  have  a  few  and  paste 
them  on  the  card.  Great  care  should  be  taken  not  to 

overdo  the  work,  and  to  have  all  colors  harmonize,  not 

only  on  the  card,  but  the  card  with  the  display  in  con- 
nection with  which  it  is  to  be  used.  No  attempt  should 

be  made  to  make  the  lettering  too  fancy.  The  object  of 
the  show  card  is  to  attract  attention  to  and  explain  the 

goods  on  display  and  if  too  fancy  will  not  have  the  same 
power,  being  more  difficult  to  read. 

Cards  for  Special  Occasions- 

Opening  cards  can  be  made  after  the  same  style  as 
the  Christmas  cards,  using  appropriate  and  seasonable 
decorations,  or  combining  harmonizing  colors  of  card 
board  pasted  together  in  many  shapes  and  forms,  which 

the  card  writer's  fancy  may  suggest  and  lettered  in  har- 
monizing effect. 

The  fountain  air-brush  plays  a  great  part  in  the  card 

writer's  art  at  the  present  time,  but  for  the  benefit  of 
those  who  can  not  afford  the  expense  a  very  good  effect 
can  be  produced  by  the  use  of  rubbing  dry  colors  on  the 
card-board  with  a  piece  of  cheese-clotli  or  chamois.  Do 
not  wet  the  powder,  space  the  card  for  the  lettering  and 
rub  on  the  powder  dry  where  desired.  It  can  be  done 

very  quickly  and  the  effect  at  a  distance  cannot  be  dis- 
tinguished from  the  air-brush  work. 

Sale  Cards. 

For  sale  purposes  a  much  stronger  ,effect  is  needed 

than  for  other  special  occasions.  Show  cards  should  be 

made  more  conspicuous,  yet  no  less  readable.  Tliat  is  the 

one  main  object  the  b,eginner  must  keep  in  mind,  make 

his  cards  easy  to  read.  This  is  a  busy  world  and  buyers 

have  no  time  to  waste  trying  to  decipilier  complicated 

and  blotchy  sbow  cards.  If  colored  cards  are  used  make 

tliem  all  alike,  do  not  use  cards  of  different  colors  or 

lettering  in  the  same  display  or  sale. 

Peerless 
Overalls 

win  and  hold  customers 
wherever  shown. 

The  Best  Proof  is  Re- orders 
In  every  case  where  we 

open  an  account  our  busi- ness with  that  merchant 

grows. We  Make  Only  Lines  of  Quality 

Peerless  Overall  Co. 
Rock  Island 

Quebec 

KING'S 
Established  1771 

FAMOUS 
•old  by  leading:  Jobbers. 

SCOTCH 
Every  piece  perfect. 

HOLLANDS 

Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 

able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  In  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  eflFective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN  KING  &  SON, 
GLASGOW,  SGOTLAND. 



Merchant  Would  have  Newspapers  Cut  Out  Trashy  Plate 
Robert  Fair,  Peterborough,  Criticizes  Methods  Employed  by  Publishers  to  Fill 

up  Space— He  is  Strongly  Opposed  to  Supplements —Newspaper  Should  be 
Uniform  —  Every    Merchant    Should  Have   Fair    Knowledge    of    Advertising. 

"H 
i)\V  can  the  local  press  be  made  more  valuable 
to    retail    merchants,    and    why    should    they 

support  its  advertising  columns?"    A  paper 
on  this  subject,  by  Robert  Fair,  dry  goods 

merchant,  Peterborough,   was  read   at   the   annual  meet- 

ing of  the  Retail  Merchants'  Association,  in  Kingston. 

"Let  me  point  out  what  I  think  to  be  some  of  the 

greatest  present  day  evils,"  said  Mr.  Fair,  in  dealing 
with  the  initial  part  of  the  subject. 

"In  my  long  experience  as  a  dry  goods  merchant,  and 
therefore,  as  an  advertiser,  I  have  made  it  a  part  of  my 
business  to  compare  the  local  papers  with  others  outside, 

and  I  find  the  local  newspaper  as  a  general  rule  "fills 
up"  with  a  lot  of  trashy  plate  matter,  which  probably 
not  half  a  dozen  readers  in  one  hundred  ever  look  at. 

It's  in  one  day  and  the  probability  is  that  it  will  ap- 
pear at  another  date  for  the  express  purpose  of  filling 

up  the  paper  and  make  it  look  big.  Another  method  to 

cover  the  same  gi-ound  is  the  too  frequent  practice  of 

using  large  "scare  line  headings."  These  also  help  to 
take  up  room. 

Against  Supplements- 

"I  am  strongly  opposed  to  supplements  and  special 
editions.  My  own  experience  is  that  on  many  occasions 
customers  have  come  to  me  asking  why  I  discontinued 
my  advertisement  in  such  and  such  a  paper.  The  fact  of 
the  matter  was  that  the  advertisement  was  sent 

to  the  printer,  was  locked  up  in  one  of  the 
forms  of  the  supplement,  but  when  my  customer  received 
the  paper,  the  supplement  was  missing,  or  the  reader  in 
looking  for  the  local  news,  knew  it  would  not  be  found 
in  the  supplement,  and  so  threw  it  aside.  My  advertise- 

ment was  therefore  a  waste  of  money,  ability  and  time. 

"I  would  also  discourage  the  practice  of  advertising 
by  means  of  the  small  hand  bill  or  dodger.  It  cuts  down 
the  space  used  by  the  merchant  in  the  paper,  because 
he  thinks  he  can  get  ahead  of  his  competitor  by  using  the 
dodger.  But  can  he?  I  am  rather  inclined  to  think  not. 

The  other  fellow  around  the  corner  circulates  dodgers  and 

the  housekeeper,  who  is  the  merchant's  chief  asset,  on 
coming  to  her  door  finds  a  lot  of  colored  bills,  and  while 
at  one  time  she  may  look  them  over,  she  will  in  99  other 
cases  throw  them  away  or  burn  them.  The  result  is  a 
dead  loss  to  to  those  who  sent  them. 

"Now  my  theory  is  this:  Let  the  newspaper  man  do 
away  with  all  this  plate  matter,  supplements  or  special 
editions  and  minimize  the  big  headings.  Let  him  be  uni- 

form in  the  ijubli.shing  of  his  paper.  Instead  of  having 
the  local  news  concentrated  on  one  page,  let  it  be  pretty 
well  distributed,  and  so  that  each  page  would  be  read. 
The  reader  would  then  find  the  news  and  the  advertise- 

mentsat  first  sight  on  any  page.  A  genuine  advertise- 
ment is  an  item  of  news  just  as  much  as  the  fact  of  John 

Jones  being  killed  in  a  railway  accident,  and  as  many  a 
local  item  is  missed  by  being  placed  in  an  obscure  corner 

of  a  "fill  out"  newspaper,  so  is  an  advertisement,  be  it 
large  or  small  by  being  similarly  treated.  Eliminate  all 
this  useless  matter;  have  the  jjaper  distinctly  local  and 
distribute  the  news  and  advertisements  on  just  the  size 

of  paper  needed  and  no  more  and  the  results  to 
my  mind,  would  be  manifold,  both  to  the  publisher  and 
advertiser. 

Should  Publish  Prices. 

"I  think  that  every  merchant  should  have  a  fair  to 
a  thorough  knowledge  of  advertising.  He  should  be 

able  to  see  in  his  own  mind  pretty  much  how  that  ad- 
vertisement is  going  to  look  in  type,  and  be  able  to  act 

accordingly  with  a  view  of  having  it  look  attractive  and 
readable.  He  should  not  be  afraid  to  publish  the  prices 
of  his  articles  although  there  are  exceptions,  such  as  the 

announcement  of  a  new  stock  or  the  opening  of  a  sea- 
son. He  should  advertise  each  article  under  the  name 

by  which  it  is  best  known  to  his  customer.  I  would  also 
advocate  the  use  of  the  index  on  the  newspaper  as  I  con- 

sider it  of  great  value.  The  reader  can  find  at  a  glance 
where  to  find  the  article  he  or  she  is  looking  for  and  as 
my  opinion  is  that  a  live  advertisement  is  a  local  item,  it 
should  be  included  in  the  index. 

"Then  these  things  being  remedied,  the  merchant 
should  support  the  advertising  columns  of  the  local  press 
loyally,  and  at  all  times.  He  should  do  away  with  the 
hand  bill  custom,  etc,  which  in  many  cases  does  not  go 
to  the  publisher  of  a  paper  in  his  own  town,  but  instead 
the  small  jobber  outside  is  the  one  to  be  benefited.  He 
should  make  his  contract  with  the  publisher,  and  it  should 
be  rigidly  abided  by  by  both  parties. 

"Then  by  loyally  supporting  the  publisher  the  mer- 
chant should  in  turn  receive  the  preference  by  the  local 

buying  public.  This  I  think  would  be  brought  about  to  a 
greater  extent  than  is  now  prevalent.  The  community 
owes  it  to  the  merchant.  His  line  of  business  can  be 

placed  in  the  hazardous  class.  Not  every  merchant  makes 
a  success.  He  has  to  take  many  chances,  and  yet  in  do- 

ing this  he  contributes  half  of  the  total  amount  of  the 

community's  taxes.  Again  the  advertisement  is  a  source 
of  information.  It  tells  the  condition  of  the  market,  and 
the  reader  can  be  assured  of  its  reliability. 

"I  thank  the  association  for  the  honor  bestowed  on 

me,  and  while  I  feel  that  the  assignment  could  have  been 
placed  in  much  more  capable  hands  I  have  given  my  opin- 

ions and  trust  that  the  convention  of  the  association  may 

result  in  many  accomplishments  which  will  benefit  all 

those  interested." 

C.  S.  Evving,  formerly  of  Teeswater  and  Go.lei-ich. 
has  purchased  the  general  business  jf  the  late  James 
Pattis-on,  Fergus.     Mr.  Ewing  is  remodeling  the  store. 

The  Diamond  Whitewear  Co.,  Montreal,  capital,  $250,- 

000,  have  been  incorporated  to  import  and  manufacture  all 

kinds  of  whitewear,  silk,  cotton  and  woolen  goods.  The 

incorporators  are:  C.  G.  Greenshields,  E.  R.  Parkins,  0. 

Gagon,  J.  M.  Montle  and  R.  E.  Allan,  Montreal. 

Adolph  Tuck,  managing  director  of  the  English  parent 

house  of  Raphael  Tuck  &  Co.,  art  publishers,  has  been 

created  a  baronet  by  King  George  on  the  occasion  of  the 

king's  birthday.  This  honor  was  among  the  first  bestowed 

by  His  Majesty  since  his  accession  to  the  throne. 
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The  Murray-I^ay  Amalgamation. 
With  the  consolidation  of  the  W.  A.  Murray  Co.  and 

the  John  Kay  Co.,  two  Toronto  mercantile  firms,  which 
from  the  first  have  gone  after  the  high-class  trade  and 

built  up  their  reputation  on  that  fact,  will  join  forces  un- 
der the  name,  Murray-Kay  Limited. 
The  W.  A.  Murray  Co.  was  first  established  by  W.  A. 

Murray  in  1S56  under  the  style  of  Wylie  &  Murray.  Two 
years  afterwards,  on  the  retirement  of  Mr.  Wylie,  the 
name  was  changed  to  W.  A.  Murray  Co.  and  although 
W.  A.  Murray  severed  his  connection  with  the  concern 

twenty  years  ago,  this  name  has  stood.  On  Mr.  Murray's 
retirement  the  management  was  taken  over  by  W.  T. 

Mun-ay,  his  eldest  son.  who  converted  the  business  into  a 
limited  liability  company  and  assumed  the  presidency. 
After  his  death,  which  occurred  in  1903,  his  eldest  son. 
Parkyn  Murray,  succeed  him  as  president,  and  Major  J.  A. 
Murray  as  vice-president  and  continued  as  such  since 
that  time. 

The  John  Kay  Co.  was  founded  in  1843,  by  the  late 

John  Kay.  It  was  originally  a  general  dry  goods  estab- 
lishment, but  later  was  confined  exclusively  to  carpets, 

curtains  and  draperies.  Some  ten  years  ago,  furniture 
was  added.  W.  T.  Bradshaw,  president  of  the  John  Kay 
Co.,  will  be  general  manager  of  the  new  organization.  He 
joined  the  former  firm  24  years  ago,  coming  from  England 
to  take  charge  of  the  draperies  section.  The  original  store 

was  only  about  one-tenth  the  size  of  the  present  building 
whic-h  has  a  floor  space  of  about  60.000  square  feet.  The 
stock  carried  by  this  house  to-day  is  largely  suggestive  of 
the  policy  under  which  it  has  developed.  The  furniture 
department  for  example  is.  in  some  respects,  a  museum 

containing  richly  hand-carved  pieces  by  skilled  artisans  of 
different  countries,  whose  work  is  representative  of  per- 

sonal effort  a,nd  hence  all  the  more  exclusive.  It  is  this 

idea  which  is  aimed  at  to  a  marked  degree  in  every  de- 
partment, although  cheaper  goods  are  not  entirely  ignored. 

In  a  country  where  wealth  is  increasing  there  is  a  distinct 
call  for  such  a  policy  in  merchandising,  and  Mr.  Bradshaw 
states  that  the  same  course  will  be  pursued  in  the  new 
store. 

The  Murray-Kay  prospectus  shows  that  allowing  -$2.5,- 

OOO  a  year  for  directors'  fees  and  salaries  of  executive 
officers,  the  combined  net  profits  for  three  years  were 
$.589,375.65. 

Although  several  sites  have  been  spoken  of  for  the 

magnificent  new  building  proposed,  none  has  yet  been  de- 
cided upon,  although  it  seems  to  be  agreed  that  the  loca- 

tion will  be  some  distance  north  of  Toronto's  present  con- 
gested shopping  district. 

A  Pretty  Good  Customer. 
According  to  figures  disclosed  by  the  Bureau  of  Statis- 

tics, Department  of  Commerce  and  Labor,  Washington, 

nearly  one-half  of  all  the  exported  manufactured  pro- 
ducts of  the  United  States  goes  to  British  Territory  and 

forms  more  than  a  third  of  all  the  exports  to  those  lands 
British  territory  in  Europe  in  1909  took  $132,000,000 

of  American  manufactures,  British  North  America,  $97,- 
000,000;  British  Asia,  $13,000,000;  and  British  Africa 
took  $7,000,000.  Thus  Great  Britain  buys  40  per  cent,  of 
all  American  manufactures  sent  to  Europe ;  46  per  cent, 
of  all  those  exported  on  the  North  American  continent ; 
one  per  cent,  of  those  to  South  America;  74  per  cent,  of 
those  to  Oceanica,  and  68  per  cent,  of  all  sent  to  Asia. 
British  territory,  then,  is  a  pretty  good  customer.  All  in 
all,  it  bought  $275,000,000  of  United  States  goods  in  1909. 
No  wonder  the  coon  is  coming  down  in  the  matter  of 
more  friendly  trade  relations  with  Canada. 

MANUFACTURERS— 
A  WORD  WITH  YOU 

DO  YOU  REQUIRE  HELP- 
MALE  OR  FEMALE? 

St.  Marys 
ONT. 

has  many  advantages  to  offer 
you  as  an  ideal  site  for  loca- 

tion.    Among  them  are : 

Plenty  of  Available  Help 
f^M^ale  or  Female) 

Cheap  Electric  Power  (Niagara) 
Good  Railroad  Connections 

(Two  Roads) 

Abundance  of  Building 
Material  (Stone) 

Cheap  Building  Sites 
Cheap  Homes  and  Cheap 

Cost  of  Living 

Good  Schools 
Good  Water  Supply 

Healthy  Environment 

THESE  ARGUMENTS 
are  addressed  more  particu- 

larly to  manufacturers  of 

LADIES'  WHITEWEAR  AND  LINGERIE 
KNITTED  GOODS 

TEXTILES  of  all  kinds 

MEN'S  CLOTHING,  OVERALLS,  etc.,  etc. 

We  linowwecan  interest  j'ou,  and  want  you  lo  communicate  with  us 

T.  M.  CLARR 
Secretary  Publicity  Association 

ST.  MARYS.  ONT. 
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Value  of  Rest-Room  and  Other  Comforts  in  Drawing  Trade 
Large  Stores  Provide  Many  Conveniences  for  the  Shopper  —  Good  Policy  for 

the  Smaller  Merchant  to  Work  on  —  One  Town  Has  Made  the  Provision  of 

Rest-room  a  Municipal  Matter  —  Should  be  Considered  in    Remodeling  Store 

AS   the   radials.   aiul    the   steam   roads,   
push    \'m\v 

way  further  into  the  heart  of  things,  iliereliants 

in  the  smaller  towns,  and  the  larger  villages,  are 

ojming  into  closer  and  keener  competition.  How- 

to  capture  the  fanners'  trade  is  a  problem  that  is  giving 

majiy  merchants  food  for  thought,  for  the  farmers'  trade is  well  worth  cultivating. 

Farmers  who  go  to  the  cities  find  the  departmental 

stores  are  very  solicitous  for  the  comfort  of  their  cus- 

tomers. Though  they  may  not  get  the  individual  atten- 

tion given  them  in  the  country  store,  there  is  collectively 

abundant  evidences  on  every  side  that  thoughtful  care 

has  been  given  to  providing  customers  with  every  possible 
comfort  and  convenience. 

All  the  Comforts  of  Home. 

Shopping  made  easy  and  comfortable  is  a  part  of  the 

policy  of  enlightened  self-interest  that  is  the  mainspring 

of  modern  retailing.  A  policy  that  in  the  best  stores 

takes  rank  as  a  trade-getter,  with  good  buying,  and  wise 

pricing. 

The  city  store  aims  to  keep  its  customers  as  much  in 

the  store  as  possible,  and  to  this  end  is  provided  hand- 
some rest  rooms,  with  toilet  conveniences  attached.  There 

is  a  nursery  for  mothers  who  are  obliged  to  bring  baby 

along,  and  a  hospital  room  is  always  ready  against  a,uy 

emergency.  Lunch  rooms,,  tea  rooms,  and  soda  fountains. 
where  ices  and  cool  drinks  can  be  had  in  Summer,  a.nd  tea, 

coffee,  bouillon,  etc.,  are  served  in  cold  weather,  are  also 

provided.  Thus,  the  whole  day  may  be  spent  in  the  store 
if  necessary.  Parcels  may  be  cheeked  free  of  charge,  and 
many  stores  have  an  office,  where  stamps  and  money 
orders  can  be  obtained,  with  a  letter  box,  where  letters 

and  parcels  can  be  mailed.  Writing  materials  are  pro- 
vided free,  and  iced  and  filtered  water  are  provided  in 

various  parts  of  the  store.  Many  stores  also  have  tele- 
phone pay  stations,  and  some  stores  also  sell  theatre 

tickets. 

It's  a  Good  Policy- 

Many  of  these  features  are  only  possible  in  a  large 

store,  but  the  general  policy  of  making  shopping  com- 
fortable is  a  good  one  for  every  store  to  follow,  no  mat- 

ter what  is  its  size. 

Making  it  a  Municipal  Affair. 

The  value  of  a  rest  room  for  attracting  outside  trade  is 
being  studied  by  civic  authorities.  Many  of  the  small 
towns  and  large  villages  in  the  western  States,  situated 
in  the  midst  of  farming  districts,  are  establishing  rest 
rooms,  where  farmers  and  their  wives  can  rest  and  have 
a  wash  after  a  long  drive,  a.nd  where  they  can  eat  a 

lunch.  As  a  rule,  the  Women's  Clubs  establish  these  con- 
veniences, and  the  merchants  of  the  town  subscribe  the 

money  needed  for  its  maintenance.  They  do  this  because 
they  find  the  rest  room  draws  trade  to  the  village,  and 
because  a  town  that  does  not  make  this  provision  is  now 

regarded  as  behind  the  times. 
Berlin,  is  as  progressive  a  town  as  there  is  in  Ontario. 

and  recently,  when  the  plans  were  under  consideration 

for  a  new  market  building,  a  proposal  was  made  to  in- 

clude a  rest  room  in  its  efiuipmeiit.  This  is  the  first 
insta.nce  of  such  a  proposal  being  discussed  i'U  Ontario, 
and  it  would  seem  that  there  are  many  other  towns  situated 
in  the  centre  of  rich  farming  districts  that  might  with 
advantage  follow  this  example. 

Mercliants  wlio  are  eonteniplating  buildiug  in  the  near 
future,  or  who  are  making  plans  for  enlarging  their 
present  places  of  business,  should  carefully  consider  the 
advisability  of  adding  a  rest  room  to  their  store  equip- 

ment. If  there  is  a  good  fanning  district  around,  and 
many  farmers  come  in  to  shop,  they  ought  most  decidedly 
to  go  in  for  this  modern  development.  The  fact  that 
they  are  so  equipped  will  often  decide  customers  in  fa,vor 
of  their  store,  and  will  give  the  merchant  so  equipped 
a  decided  advantage  over  competitors  who  are  minus  this 
feature. 

It  Helps  to  Advertise. 

No  better  feature  of  indirect  advertising  could  pos- 

sibly be  employed,  and  its  added  comforts  will  make  cus- 
tomers prolong  their  visits  to  the  store.  The  chances  are 

that  the  longer  they  stay  the  more  goods  they  will  buy. 
The  rest  room  need  not  be  an  expensive  proposition; 

elegance  is  not  a  necessity.  All  that  is  needed  is  a  neat, 
clean  room,  a  supply  of  comfortable  chairs,  and  a  table 

or  two.  There  should  be  a  ladies'  toilet  room,  opening 
from  the  rest  room,  provided  with  closet,  and  enamel 

wash-bowl,  a  mirror  and  a  brush  and  comb.  Clean  towels 
and  toilet  soap  should  be  provided,  and  everyone  should 
be  free  to  use  them.  Needless  to  say,  everything  should 

be  kept  scrupulously  clean. 

Make  it  Inviting. 

Anj-  odd  corner  that  is  next  to  useless  for  selling  pur- 
poses, can  be  turned  into  a  rest  room,  provided  that  it 

can  be  made  inviting,  and  that  a  fair  amount  of  privacy 
can  be  secured.  Some  stores  have  the  rest  room  in  the 

basement,  others  in  a  balcony,  and  some  on  the  first 
floor,  while  others  a.re  still  higher  up.  The  fact  that  there 
is  one.  and  its  location,  should  be  placarded  conspicuously 
in  different  parts  of  the  store. 

W.  Piekard  &  Son,  dry  goods  merchants,  Seaforth,  are 
going  to  Calgary  where  they  will  open  a  store. 

•  The  duty  on  silk  in  gum  or  spun,  imported  for  making 
ribbons  and  shoe  laces,  was  recently  revised.  The  prefer, 
ential  duty  is  now  fire  per  cent.,  intermediate  7i  per  cent., 
general  10  per  cent.  The  former  rates  were  10,  12^ 
and  15. 

L.  N.  Paulin,  Limited,  Ottawa,  recently  celebrated  their 
21st  birthday.  The  firm  began  business  on  one  floor  of  a 
store  22  feet  by  30  feet.  The  present  store  occupies  31.706 
square  feet,  and  present  extensions  when  completed  will 
increase  it  to  52,872  feet. 

All  kinds  of  leather  working  gloves,  cotton  gloves, 

heavy  hosiery  and  a  special  line  in  railway  gloves  will  be 
produced  at  the  new  Bowmanville  factory  of  the  Durham 
Glove  Co.,  of  which  Rhys.  D.  Fairbairn.  Toronto,  is  head. 
From  30  to  40  hands  will  be  employed. 
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This  is  not  an  idle  boast — it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"   nature.     Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace      Curtains,      Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and    Hardware. 

Many   of  the   above   are  from  our  own  looms. 

Write  for  our  Catalogs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 

Geo.  H.  Hees  &  Son  Co.,  Limited 
Cor.  Peter  and  Recollet  Sts., 

MONTREAL 52  Bay  St.,  TORONTO 

Please  mentioji  The  Rcviczk.'  to  /idx'ertisers  and  Their    Trarclers 
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DESIGN 

QUALITY PRICES 

1910 

Are 

Right 

The     Best 
Value 
on    the 
Market 

LINOLEUMS 
FLOOR  OIL  CLOTHS 
TABLE  OIL  CLOTHS 

Made  in  Canada !  Made  by  Canadians ! 
Made  for  Canadians ! 

Handled  by  all  the  Wholesale  Dry  Goods  Trade. 
Manufactured  by 

The  Dominion  Oil  Cloth  Co.,  Limited,  Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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WRITE  TO-DAY  FOR  SAMPLE  CARDS 
116  Exclusive  Patterns  Designed  by  Our  Own  Artists 

THREE  NEW  COVERING  MATERIALS 

MAISALINE— An  Art  Cambric—with  the  brilliancy  of  silk. 

MAISATEEN— Down-proof  Sateen— closely  woven— yet  light   in  weight. Spe:ial  finish  gives  soft,  satin  lustre. 

MAISILK— Brilliant  sheen— printed  in  exquisite  French    Designs  in  pale colorings  with  brocaded  Jacquered  figures. 

•  i^^'^^w'^''"  '  covering  is  so  light  in  weight  that  it  emphasizes  Ihe  lightness,  the  famous  "  Warmth without  Weight  of  the  Maish.  The  variety  in  designs  and  colors  make  the  IVlaish  more  than  ever  a 
decorative  feature  as  well  as  a  co  niort.     This  combination  means  a  still  further  increase  In  sales. 

Featuring  the  New  Designs  Nationally 

•  jJ^"  tfade  well  knows  how"  first  sales"  of  Maish  comforts  induce  other  sales.  Women,  pleased with  the  delightful  quality  of  Maish  comforts,  invariably  tell  their  friends  about  them.  These  "first 
sales  will  be  multiplied  the  coming  season  by  our  national  advertising  campaign— in  which  these  new 
designs  will  be  featured.  Write  to-day  for  sample  cards,  cross  section  and  catalogue. 

THE  MAISH  FILLING 

The  longest  6bres  of  the  finest,  naturally  snow-white  cotton  are  curled  and  woven  into  one  con. 
tinuous  soft,  downy  piece  the  exact  size  and  thickness  of  the  comfort— wonderfully  light,  luminously warm. 

The  long  fibres  keep  the  filling  from  packing  and  matting.  The  aircell  principle  of  weaving  pro- vides the  warmth. 

That  is  why  the  Maish  is  so  soft  and  light— and  yet  so  warm. 

THE  CHAS.  A.  MAISH  GO. CINCINNATI,  OHIO 
Please  mention  The  Review  to  Adve'^tisers  md  Their  Travelers. 



Furnishings  and  Decorations  for  the  Home 
People  Appreciate  Goods  of  Which  They  Have  Practical  Knowledge 
— Lines  Shown  For  Next  Spring  Have  Wide  Range  of  Oriental  Eifects 
— Scotch  Wool   Squares  are  Strongly  Featured  in  Art  Nouveau   Designs 

THE  day  has  arrived  when,  in  the  selection  of  their 

floor  coverings,  people  are  beginning  to  appre- 
ciate genuineness  for  the  practical  knowledge 

that  they  have  of  it.  There  are  connoisseurs  who 
know  all  about  Oriental  weaves,  where  they  are  prodiueed, 
and  the  devious  paths  by  which  they  accumulate  in  the 

world's  markets,  but  the  great  majority  of  people  are 
somewhat  deficient  in  this  kind  of  knowledge.  Some  of 
them  are  willing  to  take  the  word  of  a  salesman,  more  or 

less  unthought,  when  it  comes  to  a  discussion  of  the  his- 
tory of  a  dirty-looking  antique.  The  salesman  is  not 

always  correct.  Another  alleged  authority  may  have  a 
different  story  to  tell  about  the  same  carpet,  its  origin, 
its  value,  and  its  wearing  qualities,  and  where  or  how  it 
acquired  its  antiqueness.  There  will  always  be,  however, 
a  demand  for  genuine  Orientals,  and  the  trade  in  these 
classes  of  goods  will  be  most  satisfactory  where  actual 
sales  have  established  a  reputation  for  reliability. 

But  there  is  another  development  in  connection  with 
this  preference  for  things  Oriental.  Manufacturers  are 
producing  lines  in  which  there  is  not  only  a  wide  range 

of  Oriental  patterns,  'but  they  are  rea.dy  to  stake  their 
reputations  on  the  wearing  qualities  of  these  weaves. 
Both  in  large  and  small  rugs,  the  representative  Oriental 
designs  have  been  produced,  and  the  colorings  a,re  correct 
in  every  essential  of  relative  detail.  These  goods  suggest 
their  wearing  quality,  and  their  cleanliness  and  freedom 
from  infection  of  any  kind  are  beyond  question.  These 

are  strong  selling  points  with  the  so-called  Oriental  carpet 
of  domestic  production,  and  it  is  not  surprising  to  tlnd 
that,  in  the  orders  for  Spring,  1911,  they  are  largely 
represented.  Canadian  manufacturers  have  turned  out 
a  very  fine  range  of  these  rugs,  and  the  difference  in 
price,  the  style  merit  of  the  design,  and  wearing  weight 
of  the  weave,  are  sure  to  meet  with  appreciation. 

The  Color  Tendency. 

Green  occupies  a  very  strong  place  in  all  of  the  repre- 
sentative weaves  for  next  Spring.  In  very  deep  shade 

it  forms  the  richest  ibaekground  imaginable  for  dainty 
designs,  with  lighter-toned  border.  An  exquisite  pat- 

tern, noted  in  a  manufacturer's  line  for  next  Spring,  had 
a  rich  green  background  with  disconnected  rose  design 
bordered  in  lighter  tone,  with  roses  and  wheat  sprays. 
Rose-colored  buds  were  introduced  dn  the  design,  but  these 
diminutive  bits  of  color  were  the  only  relief,,  by  way  of 
striking  contrast,  in  what  was  certainly  a  very  rich  fabric. 

Medallion  centres  are  said  to  be  passing  out,  a.nd  in 
their  place  are  seen  square-bordered  designs,  with  the 
centre  entirely  plain  in  soft  contrasting  shade,  or  of 
small  unobtrusive  patterns,  at  all  times  restful  to  the 
eye  and  'decidedly  in  keeping  with  the  simplicity  of  effect 
aimed  at  in  housefurnashings  to-day.  Greens,  browns  and 
tans  are  the  leaders  in  body  and  tonal  treatments,  and 
where  'bright  color  is  introduced,  delicate  rose  shades  are 
susceptible  to  very  artistic  treatment. 

Mulberry,  by  the  way,  is  a  color  which  is  spoken  of 
among  carpet   colorists   as  likely   to  'become  a    feature   in 

the  near  future.  In  fact,  it  has  already  made  its  appear- 
ance in  an  unpronounccd  way  in  Canadian  lines,  although 

it  has  strong  vogue  in  Paris  at  the  present  time. 

Scotch  Wool  Squares. 

Among  the  domestic  lines  which  promise  to  immedi- 
ately win  their  way  into  favor  with  the  trade  are  the 

Scotch  wool  squares.  These  are  of  particularly  firm, 

though  easy,  texture.  A  magnifieent  range  in  Art  Nouveau 
designs  is  shown  by  a  Canadian  manufacturer.  The  great 
beauty  of  these  carpets  is  the  possibility  of  harmonious 
treatment  which  they  offer  when  used  in  connection  wilh 
the  simple  designs  and  colorings  used  in  the  draperies 
and  upholsteries  of  the  present  day.  They  are  decidedly 
chintzy,  and  lend  themselves  admirably  to  development  in 
pretty  room  effects.  They  are  suitable  for  the  den,  the 
living  room,  the  chamber,  and  some  very  artistic  designs 
would  grace  the  reception  room.  At  a  time  when  the 
living  room  is  becoming  the  most  important  section  of 
the  home,  these  goods  should  meet  with  a  very  favorable 
reception,  more  particularly  since  their  construction  em- 

bodies material  which  cannot  fail  to  give  satisfactory 
wear. 

It  is  this  merit  of  design  and  fabric  which,  as  previ- 
ously stated,  must  have  an  educative  influence  upon  the 

consumer  in  favor  of  known  ra.ther  than  problematic 
quality  and  style. 

Among  manufacturers  it  is  stated  that  piece  goods 

still  form  a  large  proportion  of  trade — that  they  are,  in 
fact,  holding  their  own  in  comparison  with  squares,  lu 

the  well-equipped  housefurnishing  department,  where  the 
salesman  knows  his  business,  it  is  always  possible  to  sell 
piece  goods.  Soft  wood  floors  are  frequently  not  what 
they  should  be,  so  far  as  appearance  is  concerned,  and 
very  often  a  customer  is  induced  to  invest  in  a  near  size 

rug,  when  she  would  have  preferred  her  floor  covered  com- 
pletely with  one  of  the  many  neat  designs  that  are  now 

showing  in  piece  goods. 

Fall  Trade  Good. 

Fall  trade  in  the  wholesale  housefurnishing  trade  has 
been  good.  Indications  point  to  lace  nets  for  curtains 
being  strong,  both  for  Fall  and  Spring  in  ecru  color  in 
small  patterns  diamond-shaped.  There  is  a  demand  for 
scrim  curtain  cloth,  mostly  in  conventional  designs;  also 
a  few  Orientals,  in  rich  colorings. 

One  of  the  lines  in  lace  curtains  is  a  plain  fish-nel 
centre,  with  floral  border,  also  scroll  border,  or  imitation 
Battenberg.  Among  new  patterns  in  Nottingham  cur- 

tains is  a  stripe  design,  giving  an  insertion  effect. 

Some  retailers  report  that  the  best  selling  lines  in 
medium  quality  are  found  to  be  point  Arab  and  Swiss. 

Travelers  go  out  in  September  and  October  selling  for 
Spring,  1911.  It  is  more  than  probable  that  there  will  be 
an  advance  in  prices  of  all  lines  of  muslins  for  Spring. 



Apply     Practical     System     to     Wall    Paper    Department 
Sample  Roll  Racks  in   the  Showroom   Avoid  Confusion  —  Stockroom  Should 

be  Systematized  in  the  Same  "Way  —  Sale  Blanks  or  Tallies  —  Useful  Hints 

AiiRF.AT  many  business  men  do  not  realize  the  loss 
in  time  and  money  by  lack  of  system,  states  the 
Wall  Paper  News.     Still  it  must  be  remembered 

tliat    "red   tape"   and   system   are   two   different 
thintrs.     Too  unich  system,  like  overdoses  of  medicine,  has 
the  wronof  etTeet. 

The  suo^estion  here  given  will  no  doubt  be  of  help  to 
the  wall  paper  dealer.  Some  points  may  iiavc  to  be  alter- 

ed to  suit  conditions. 

To  start  new  systems  on  a  larg-e  wall  paper  stock  and 
growing:  business  is  a  vei-j-  discouraging  thing  at  the  be- 

ginning, but  by  keeping  at  it  a  little  at  a  time  the  effort 

will  pay  with  big  results.  If  you  have  not  the  time,  or 
do  not  know  how,  get  someone  wlio  does.  Details  take  up 
valuable  time;  system  takes  care  of  tlie  details,  saving 
time. 

The  Sample-Roll  Rack. 
More  than  one  sale  has  been  lost  because  the  salesman 

has  had  to  run  back  and  forth,  up  and  down  ladders;  be- 
cause he  cannot  lay  his  hand  on  what  he  saw  in  a  certain 

place  yesterday.  This  is  where  samjde-roll  racks  come  in. 
The  result  of  harum-scarum  waiting  on  trade  finishes  up 

in  a  "no-sale"  or  a  poor  one. 
Do  away,  if  possible,  with  your  stock  in  your  show- 

rooms; it  means  repainting  of  shelving  every  few  years, 
and  the  use  of  more  expensive  shelving  than  that  needed 

for  stock.  It  looks  like  a  paper-hanger's  store  instead  of 
a  decorator's  department. 

A  well-decorated  showroom  inspires  a  customer  and 
suggests  something  better.  On  the  walls  should  be  dis- 

played different  schemes  for  papering  and  decorating;  the 
prospective  customer  will  inquire  about  them;  and  then 
it  is  up  to  you  to  pusih  your  advantage  and  sell  goods  that 
you  might  not  have  sold  if  the  prospective  customer  had 

not  seen  "just  what  I  was  looking  for." 
Another  and  better  way  to  decorate  the  department  is 

to  carry  out  a  .scheme  complete  for  the  showroom,  exhibit- 
ing, if  possible,  your  ideas  for  sale  by  color  plates  and 

sketches.  Build  your  wall-paper  racks  for  stock  in  the 
basement  or  in  any  suitable  place. 

Install  in  the  showroom,  in  the  available  spaces,  sample- 
loll  racks  such  as  the  one  illustrated.     Six  feet  is  a  good 

heig'Jit  and  above  each  section  can  be  placed  a  neat  brass 
letter  denoting  the  class  of  goods  (two  sections  might  be 

needed  for  some  classes  of  goods)— "B"  for  blanks,  "T 
T"  for  two-tones,  "C"  for  combination  goods,  "T"  for tapestries,  etc. 

Your  stock  room  sliould  be  systematized  on  the  same 
])riticiple. 

Kacli  shelf  of  eacli  section  is  numbered,  and  this  num- 
ber and  classification  section  is  on  sample  tin-end,  as  in 

StmpU   Roll   Fixturt. 

Dlaeram  Showing  Method  of  Keeping 
Simple  Wall   Paper  Book. 

illustration,  making  it  a  simple  matter  to  replace  rolls  in 
sample-roll  rack.  Paste  over  part  of  the  sample  tin  en<l 
plain  white  paper,  while  on  the  other  part  paste  the  sample 
of  paper.  Rule  off  in  spaces,  as  in  illustration,  for  your 
stock  number,  cost  and  selling  price  and  quantity  in  stock 
(not  bought),  and  sample  roll  shelf  number.  The  quantity 
in  stock  should  be  marked  up  as  sold.  TJiis  can  be  done 
easily  by  salesman  as  he  sells  or  by  stock  boy  as  he  gets 
out  the  order.  You  will  notice,  in  the  illustration,  little 
glass  doors  at  the  top  of  the  shelving.  Besides  being 
decorative,  these  compartments  are  used  for  sample  books 

of  burlaps  and  other  manufacturers'  samples.  Below  the 
glass  doors  run  a  brass  rod  from  which  hang  curtain  goods 
of  some  sort  to  keep  dust  from  settling  on  sample  rolls.  A 
jjlain  material  of  crash  color,  stenciled  with  monogram  or 
some  design,  adds  to  the  decoration  of  the  room. 

The  Stock  Book. 

The  stock  book  can  be  a  large  invoice  book  of  any 
kind  one  desires.  Rule  off  as  in  illustration,  paste  in 
samples  and  number  consecutively.  On  left  of  samples  in 
space  left  for  the  purpose,  write  in  your  factory  number, 
prices,  etc.  On  opposite  page,  or  page  to  the  left,  write  in 
your  information.  By  having  all  numbers  and  writing  in 
the  centre  of  the  book  you  eliminate  the  possibility  of 
rubbing  out  your  numbers  by  continuous  fingering.  It  is  a 
good  plan  to  have  two  or  more  books,  for  different  goods, 
walls  and  ceilings  in  one,  independent  borders  and  decora- 

tions in  another,  etc.  You  can  number  your  walls  with  a 

prefex  of  "W";  decorations  "D,"  etc.  See  copy  of 
tally. 

Sale  Tallies. 

The  sale  blanks  or  tallies,  one  of  which  is  herewith 

shown,  is  a  great  help  in  the  system.  These  should  be 

printed  in  pads  and  used  ■with  carbon  paper.  When  the 
sale  is  made,  the  numbers  of  papers  sold  are  copied  from 
sample  roll  ends  to  tally,  prices  filled  in,  addresses  written 
in,  etc.  The  assembler  or  stock  boy  gets  the  original,  and 

after  getting  out  order,  checks  items  and  returns  to  ofBce, 
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The  largest  and  most  complete  stock  of  Car- 
pets and  House  Furnishings  in  the  Country. 
OUR   FALL  STOCK  COMPRISES  DESIRABLE  STYLES 
AND  QUALITIES   OF   ALL  THE   FOLLOWING  LINES: 

CARPETS 
All  kinds  and  qualities 
The  latest  colorings 

OILCLOTHS 
All  qualities  and  widths 
COMFORTERS 
Wool  filled  and  down 

All  prices 

CARPET  SQUARES 
All  sizes 

LINOLEUMS 
All  qualities  and  widths 

BLANKETS 
White  and  grey  blankets 
Colored  wool  blankets 

PILLOWS 
All  qualities  tickings 

CHINA  AND   JAPANESE    MATTINGS  CARPET  SWEEPERS 
MATS  (in  a  large  assortment)  STAIR  PADS 
LACE  CURTAINS  TAPESTRY  CURTAINS 
CURTAIN  NETS  AND   MUSLIN  ART  MUSLINS  AND  CRETONNES 
TABLE  COVERS  WHITE  AND  COLORED  QUILTS 

Latest  designs  in  above  lines  are  now  stocked  for  Fall  Delivery. 

GREENSHIELDS  Limited         MONTREAL 

J^OBEJ^fBJ^DSACROSS^^TM^ 
Send  for  fully  Illustrated  Catalogue  of 

Woollvena™™ . 
Down  Quilts /s<- 
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H    you   want  a  profitable  line  from  the  Old 
Country,  stock  these  Goods  which  are 

selling  at  sight. 

They      are      the      Softest,       Downiest. 
Prettiest     Quilts     ever     offered. 

Quick    sellers    and    great    profit    makers 

Write  to  our  Agent    : — 
ANDREW    RUSSELL. 

13      Selkirk     Avenue.     MONTREAL. 

who  will  give  you  full  particulars. 

^i/sse//s  Mif/fve/i 
C/?r/sl:opherjC  London  EC. 

Please  mention  The  Review  to  Advertisers  and  Their     Travelers 
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THE  REG.  N.  BOXER  CO.,  LIMITED 

Dry  Goods  Reviezv. 

The  M  mufacturing  Plant  at  New  Toronto  and  the  Executive  Officers  and  Staff. 

THE  WALL  PAPER  SEASON  FOR  1910-1911  OPENS  ON  JULY  4th,  1910. 

IN  the  following  months  you  will  meet  a  great  many  travellers  and  see  a  great  many  samples.     We  are 
confident  that  the  man  who  brings  you  the  BOXER  LINE  will  find  you  ready  to  give  him  and  his 

proposition  careful,  open-minded  consideration.     They  are  the  best  papers  we  know  how  to  make. 
SO  "HERE'S  HOPING." 
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WALL  PAPER  MANUFACTURERS,  TORONTO 
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Frank  E.  Brown 
L.  N.  Noiieaux 
Allan  Lang 
C.  M.  Rowley 
T.  H.  Treleaven 
S.  Mackenzie 
G.  Drinsr 
W.  W.  Mclntyre 

■ 

m  -  - 
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The  Men 

on 

the 

Firing 

Line 

9. 
Frank  A.  Wray 

17. 
W.  G.  Dalpe 10. Robert  Ellis 18. 
E.  Beaulue 11. Jos.  J.  Cline 19. J.  P.  Ramsey 

12. Thos.  M.  Pattillo 20. G.  H.  Fairfield 

13. 

H.  H.  Engeike 

21. 

H.J.  Cresswell 

14. 
Jas.  Maxwell 22. 

Andrew  Caldow 

15. H.  H.  Burrows 23. R.  J.  Boxer 
16. U.  Pineault 24. 

F.  C.  Baird 

34. 

M. 

KecdaU 

2.">. 
H.T,  Briggs 

27. 

W.H.  Meredith 
28. Geo.  W.  Wood 
29. A.  Liddell 
30. W.  A.  Clement 

31. 
A.  S.  Pattillo 

32. 

W.  K.S»eeves 
33. G.  A.  Howatd 
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WALL^PAP£R 

for    1911 
will  back  up  your  own  best  efforts  and 

help  make  every  clerk's  time  count  for 
the  most. 

The  new  patterns,  now  ready  for  the 

road,  are  by  all  odds  the  best  we  have 

ever  produced.  They  are  so  remarkably 

attractive  that  they  will  compel  attention 

from  your  customer;  they  are  bound  to 
sell  fast. 

Buy  Staunton  Wall  Papers  and  have  a 

good  live  stock  that  will  command  good 

prices. 

Our  prices  to  the  trade  are  remarkably 

low  in  each  grade.  They  afford  every 

merchant  who  handles  them  a  splendid 

profit  miargin. 

BUY  DIRECT  FROM  THE  LEADING 
MANUFACTURER  AND  ELIMINATE 

ALL    MIDDLEMEN'S     PROFITS 

Hold  your  orders  till  you  see  these  papers 

Stauntons  Limited 
Wall  Paper  Manufacturers 

941  YONGE  STREET,  TORONTO 

(-'lease  mention  The  Review  to  Advertisers  and  Their    Travelers 



DRY     GOODS     REVIEW 

Here's  a  J^oney-Jylaking  Idea  for  You  ! 
Did  it  ever  occur  to  you  tkat  tKe  hotels,  rooming  houses  and  various  institutions 

in  your  district  use  distinctive  quilts  in  large  quantities?  Get  after  them  and 

fill   their   quilt   requirements! 

ihe  ahove  cut  shows  one  of  our  White  Satin  Quilts,  shoAving  device  and 

lettered  centre  —  a  specialty  of  ours.  We  are  in  a  position  to  supply  every 
class  of  trade  with  honest  goods  of  guaranteed  quality.  Ask  your  wholesaler 

for  details ;   you  11  find  this  a  wcll-worth-%vhile  business. 

Canadian  Agent,  R.    H.    COSBIE,  Toronto 

T/^^o4-l,o«    "n«ov.Jo«    ft*>   Cr.        T    ̂ J  Gitraltar  Mills,  BOLTON,  Eng. 
Jonathan  JJearden   (£?-   L.O..   l.td..   ̂ ^_^^  Bridgewater  Place,  MANCHESTER,  Ene Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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where  it  is  filed  until  job  is  done.  The  paper-hanger  gets 
the  duplicate  and  returns  same,  when  job  is  completed, 

with  quantities  hung,  marked  "used"  on  the  tally.  Study 
the  tally  and  you  will  see  how  it  woi'ks  out.  The  number 
in  lower  left  hand  corner  is  the  number  of  tally  as  put  in 
your  loose  leaf  file,  for  which  tallies  should  be  perforated. 
This  number  is  copied  to  the  ledger  so  in  looking  up  an 
old  account  the  tally  is  found  with  all  details  of  the  job 

to  hand — salesman,  hanger,  prices,  quantity,  etc. 
Good  Business  Hints. 

Besides  having  a  system,  be  systematic.    Watch  short 
lots.     In  case  you  have  a  sale  in  a  dull  season  see  first 

The  Pansy,  a  "Brighting"  patttTii  in  the  new  line  oi 
the  Watson,  Foster  Co.,  Ltd.,  Montreal.  A  charming 
bedroom  pattern  on  light  grounds,  with  exceedingly 
realistic  flower  treatment  in  a  wide  choice  of  natural 

colors.  A  refreshing,  Spring-like  floral  in  a  class  by 
itself. 

that  your  sample  rolls  are  marked  up  as  to  the  amount  of 

stock  of  that  particular  pattern  on  hand.  In  case  a  cus- 
tomer is  looking  for  an  upper-third  effect  you  can  pick  out 

rolls  of  samples  of  small  quantity.  The  advantage  of 
this  is  obvious. 

Use  oil  brooms  for  sweeping  or  wet  sawdust,  in  stock 
rooms.  A  woman  receiving  a  nice  clean  bundle  of  paper 
will  not  wonder  how  old  the  paper  is,  which  she  certainly 
will  do  if  the  rolls  look  old,  shop  worn,  and  dirty. 

Ingrains  and  tints  keep  best  in  dark  cool  places.  A 
cork  cloth  for  floor  covering  for  a  show  room  has  a  good 

many  advantages  over  wood  floors,  hardwood  or  otherwise. 
A  mop  will  clean  off  foot  marks  and  it  is  always  cool 
looking,  and  owing  to  ils  great  wearing  qualities  does 
away  with   the  inconvenience  of  refinishing  wood  floors. 

Madras  and  heavier  materials  in  the  modern  arts  and 

crafts  designing  are  not  out  of  place  as  window  draperies 
of  the  show  room. 

A  good  way  to  show  binders  and  decorations  is  to  paste 

same  on  cardboard.  If  you  can  "eyelet"  the  cardboards, 
then  you  can  hang  up  like  mouldings  or  place  in  drawers, 

or  space  above  sample  rolls,  in  rack.  Mouldings  shown  in 
about  five-foot  lengths  are  far  better  than  small  dirty 
pieces.  Put  screw-eyes  or  small  hooks  on  ends  and  hang 
on  the  side  of  the  sample-roll  rack.  The  mouldings  should 
be  numbered  and  marked  as  to  quantity.  Small  samples 

numbered  the  same  way  should  be  in  stock  room  for  refer- 
ence when  getting  out  orders.  By  pasting  a  small  strip  of 

linen  on  the  edges  of  sample  rolls  of  applique  borders  or 

expensive  decorations  saves  them  from  tearing  as  the  re- 
sult of  continuous  use. 

V 

New  Wall  Paper  Designs  and  Colors, 
Wallpaper  manufacturers  have  produced  a  very  fine 

line  of  papers  for  next  season  in  a  wide  rang-e  of  designs. 
There  are  new  effects,  new  treatments,  and  new  shades, 

making  the  showing  very  interesting.  The  collection 
should  satisfy  the  demands  and  requirements  of  every 
merchant  carrying  a  wallpaper  stock,  and  should  enable 
him  to  cater  satisfactorily  to  his  trade. 

Present-season  trade  in  retail  wallpaper  departments 

shows  good  returns.  There  has  been  a  demand  for  gi'eys 
for  parlor  and  bedroom  decoration.  Drab  is  one  of  the 
new  colors  that  has  taken  well.  The  new  cloth  back- 

ground patterns  are  highly  favored. 

Local  Markets  a  Good  Thing. 
Merchants  in  towns  where  there  are  no  local  markets 

are  becoming  aware  of  the  fact  that  the  lack  of  such  an 
institution  acts  as  somewhat  of  a  detriment.  They  admit 
that  it  would  be  a  means  whereby  they  could  keep  in  closer 
touch  with  the  former.  A  Barrie  merchant,  referring  to 
the  benefit  of  a  market  to  a  town,  has  this  to  say: 

"We  have  a  very  good  Saturday  market  in  Barrie. 
Our  Tuesday  and  Thursday  ma.rkets  do  not  bring  out 

many  people,  but  Saturday  business  is  as  much  as  any 
three  other  days  of  the  week.  The  other  days  have  about 
the  same  amount  of  sales.  Just  now,  markets  do  not 
count  as  much  as  other  years,  as  anything  a  farmer  has  for 
sale,  the  demand  is  so  good  that  he  does  not  need  to  go 
off  the  farm  to  sell  it,  but  it  would  be  a  grea,t  loss  to  this 
town  if  we  had  not  our  Saturday  market.  It  brings 

farmers  from  a  distance  of  15  to  25  miles  around." 
A  Port  Hope  merchant  states  that  the  market  is  of 

great  value  in  cultivating  the  interest  of  the  farmer. 

"We  consider  the  once-a-week  plan  preferable,"  said 
he,  "and  while  we  prefer  working  along  regular  lines  and 
not  to  encourage  the  bargain  hunter,  we  always  have 
special  lines  for  Saturdays.  Sales  on  Saturdays  are 
equivalent  to  sales  for  three  ordinary  days. 

"We  believe  a  good  market  deters  the  mail  order  in- 
fluence, inasmuch  as  it  attracts  farmers  from  a  distance 

who  would  not  come  otherwise,  and,  of  course,  when  we 
supply  their  needs  they  do  not  buy  elsewhere. 

One  advantage  to  the  farmer  is  that  it  affords  an 

opportunity  to  meet  friends  from  a  distance,  and  to  con- 
sider matters,  social,  political,  and  questions  of  mutual 

interest." 



Mainly  About  Ourselves 
This  muuber  of  The  Drv  (uhhIs  Review  contains  the 

tirst  of  a  series  of  four  praetieal  articles,  awarded  a  prize 

of  .-fUM)  by  The  Review,  in  which  A.  H. 
He  is  solving  Terris.  of  A.  H.  Terris  &  Co.,  Spring- 
The  Mail  hill,  N.S.,  describes  the  methods  which 

Order  Problem,      he   employed  in  dealing  with  the  mail 

order  problem  in  his  town  .  He  has  bec>ii 

verj-  successful  in  meeting  very  serious  outside  competi- 
tion, and  his  story,  which  describes  every  detail  of  thn 

light  which  be  is  putting  up,  should  be  of  great  practical 
value  to  others  who  feel  that  it  is  up  to  them  to  do  sonie- 

thing  if  they  are  to  remain  in  business. 

The  tii"st  article  is  descriptive  of  the  conditions  wliicli 
Mr.  Terris  found  existing  in  his  own  town.  The  best 

cash  business,  he  states,  was  going  away  and  he  liad  lo 

take  the  "leavings,"  the  most  staple  and  unpnilitablij 
trade.  He  was.  figuratively  speaking,  sitting  on  the  front 

steps  watching  the  money  go  and  the  parcels  conu',  l)nt 
the  day  arrived  when  he  realized  that  something  liad  (o 

be  done.  After  a  thinking  spell,  lie  decided  lo  track  thi' 
mail  order  germ  to  its  lair  for  the  purpose  of  ascertiiin- 

iug  the  methods  which  it  employed  in  its  work.  Tiie  ac- 

count of  Mr.  Terris'  trij)  to  the  large  stores  in  Montreal, 
and  the  success  of  his  investigations  forms  one  of  the  most 

interesting  chapters  in  his  narrative.  Returning  home  he 

made  practical  application  of  the  information  he  had  ac- 

(juired. 

There  are  many  points  in  this  story  which  merchants 

will  recognize  as  being  coincident  with  existing  conditions 

iu  their  own  towns.  The  fight  was  conducted  by  a  man 

who  was  determined  to  win  or  go  out  of  business,  and 

the  only  comment  that  seems  necessary  is  that  Mr.  Terris 

is  still  doing  business,  and  that  receipts  have  swelled  be- 
yond his  expectations.  He  is  convincing  the  people  of 

Springhill  and  vicinity  that  they  can  siiop  as  advantage- 
ouslv  at  home  as  abroad. 

The  second  article,  which  will  ajjpear  in  the  August 

number,  will  describe  in  detail  the  campaign  which  Mr. 

Terris  carried  on  for  one  year,  and  the  success  of  which 

has  given  him  the  assurance  that  if  a  man  hustles  after 
local  trade  he  can  get  his  share  of  it  and  that  he  can 

keep  up  the  pace  if  he  only  concentrates  his  efforts  in  the 
right  direction.  The  second  article  will  also  tell  how  Mr. 

Terris  conducted  his  buying  for  the  year,  and  how  he  lan 

into  circumstances  which  opened  his  eyes  with  regard  to 

the  opportunities  available  to  the  merchant  who  is  con- 
stantly on  the  job  with  the  idea  of  holding  his  trade. 

The  third  article  will  deal  with  interesting  features  of 

the  campaign.  How  credits  were  re<^juested,  for  example, 
how  the  advertising  was  conducted,  and  how  other  prob- 

lems of  buying  and  selling  wei'e  worked  out. 

The  fourth  article  will  give  Mr.  Terns'  opinion  upon 
various  questions,  which  are  listed  among  the  average 

merchant's  vexed  problems.  It  is  interesting  to  note  that 
his  view  of  many  of  these  matters  places  mucli  responsi- 

bility upon  the  initiative  of  the  merchant  himself. 

There  is  not  a  phase  of  Mr.  Terris'  story  tliat  will  fail 
to  ai)peal  to  the  hundreds  of  merchants  throughout  the 

country,  who  haNC  given  any  consideration  at  all  to  feas- 
ible solutions,  not  only  of  the  mail  order  i>roblem,  but 

to  others  which  confront  liini  in  piloting  his  business  to 
success. 

Tiie  ready-to-wear  depai'lnient  is  one  of  tlie  most  ini- 

piirtant  sections  of  the  dry  goods  merchant's  enterprise, 
it  lias  developed  wonderfully  witli- 

These  Merchants  in  the  past  ten  years,  and  is  asserting 

Have  its  right  every  year,  to  the  brightest 
Won  Prizes  merchandising  that  can   be  given   ii. 

It  was  tiiis  fact  whicli  suggested  to 

The  Dry  (loods  l\e\i('\v  a  coinpelilioii.  carrying  witli  it 

cash  jirizi's  aiiioiiiilinu-  lo  -t-")!)  I'oi'  the  three  l)esl  articles  on 

"  ('iiiidiicliiig  Ihe  Heady-lo-wear  Dcpnrlnient.  "  Tlie  terms 
of  this  <'i)ini)v'l  ilion  were  aiiiioiiiiceil  some  monlhs  ago,  an<! 
immediately  brought  articles  from  suine  of  the  brightesl 

and  most  progressive  merchants. 

The  Review  now  takes  jdcasure  in  annouiiciiig  that  the 

three  winners  in  tliis  coinp:'til  inn  aie:  Isl.  .1.  II.  Tjiomj)- 
soii,  of  Thomj)sc)n,  Limited,  Snult  Sle.  Marie;  2nd. 

Charles  Aikin,  Dresden;  iird.  W.  C.  Formaii,  Ingersoll. 

The  first  of  these  articles  is  published  in  the  ready- 
to-wear  section  of  this  numl)er.  It  dcsciibes  in  detail 

not  only  the  methods  employed  by  a  merchant  who  has 

made  a  great  success  of  this  department,  but  his  views  on 

such  subjects  as  salesmanship,  stock-keeping,  advertising 

and  buying,  and  it  should  prove  of  interest,  not  only  to 
the  merchant  wlio  reads,  and  feels  tliat  tliere  is  great 

benefit  to  be  derived  from  an  exchange  of  ideas,  but  from 

tiie  viewpoint  that,  as  a  work  of  reference  it  should  be 

l)reserved. •        •        « 

The  secctnd  prize  article  will  be  i)ublished  in  the  Aug- 
ust number,  and  the  thir<l  in  September.  These  articles 

will  be  accompanied  by  samples  of  advertising  and  charts 

descriptive  of  methods  employed  in  stock-taking.  All 
tliree  combined  will  form  a  most  comprehensive  treat- 

ment of  tiiis  siil)ject  and  should  be  helpful  to  the  merchant 

A\lio  has  a  thirst  for  information  upon  it. 

These  articles,  and  several  others  in  tliis  number  are 

illiisti-ative  of  Tlie  Review's  desire  to  bring  about  a  free- 
dom ill  tlie  exchange  of  views  on  tiie  part  of  tlie  mer- 

chant which  will  aid  in  Ihe  development  of  a  spirit  of 

unity  and  co-operation.  These  are  essentials  in  tiie  trade 

to-day.  The  Review  has  tliis  month  given  ̂ considerable 

space  to  expression  of  opinion  by  merchants  upon  methods 

employed  and  problems  confronted  in  connection  with 

tlieir  business.  This  is  a  policy  which  should  appeal  to 

merchants  everywhere,  since  it  will  bring  them  in  close 

touch  with  each  other,  tend  to  inform  them  as  to  individ- 
ual or  collective  action  in  any  quarter^  upon  existing  prob- 

lems, and  possibly  enable  them  to  find  the  key  to  local 

situations  in  wliicii  successful  mechandising  is  tiireateued. 
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Australian  Trade 
is  worth  looking  after.  Tiie  following  figures  are 
extracted  from  the  official  statistics  of  imports  into 
Australia : 

1906 

Canada Other  Countries Total 

Cosies,  Cushions,  etc. 
■€      495 £     154,047 £    154,542 

Curtains 
190 87.675 87,865 

Fancy  Goods 313 
279,452 

279,765 
Piece  Goods,  Cotton 

and  Linen 11.894 
3,297,724 3,309  618 Flannelettes 1,688 2.51,965 253,653 

Boots  and  Shoes 4.951 114,(103 118.954 
Rubber  Sand  Shoes 

2,319 
47,998 50,317 

The  Draper  of  Australasia  is  the  organ  of  the 

drapery  and  kindred  trades  of  the  Antipodes,  and 

is  subscribed  for  by  all  the  leading  firms  in  Aus- 
tralia and  New  Zealand. 

Advertising  rates  may  be  obtained  and  space 

secured  by  communicating  with  our  New  York 

Office,  29  Broadway.  We  will  also  supply  speci- 
men copies  on  application. 

Publishing'  Offices 

Melbourne,  Fink's  Buildings 
Sydney,  Post  Office  Chambers 

London,  112  Wood  St.,  E.G. 

New  York,  29  Broadway 

w ESTERN Incorportttd 1851 

ASSURANCE 
•  •  •  COMPANY. 

FIRE 

AND 

MARINE 

Head  Office- 

Assets  over 

Income  tor  1906,  over 

TORONTO,  ONT. 

■      $3,570,000 

3,609,000 

HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 

,in  ®S      ̂ a  Every   Dry    Goods    Store 
should   have   a 

Defiance 
Button  Machine 

Large  Profits  Covering  Buttons 
with  your  customers'  own  material. 

PRICE,  including  any  three   of  the  following  sizes,  16,  20,  24,  30 
36  or  18. 

$7.50 
SEND  FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 
53  EAST  8th  St.,  NEW  YORK. 

British  America  Assurance  Company 
A.D.   1833 

FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President         W.  R.  Brock,  Vice-President 
Robert  Bickerdike,  M.P.,  W.  B.  Melkle,   E.  W   Coa.  Geo,  A.  Morrow, 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  NIcholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

IV.  B.  Melkle,  General  Manager/  P.  H,  Slm»,  Secretary 

CAPITAL        -  ....  $1,400,000.00 
ASSETS   2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION      29.833,820.99 

s OUTHALL SANITARY     TOWELS s 
The   Orig^ina.1  and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 

the  invention  and  manufacture  of  Southalls'  Sanitary 
Towels  possible.  Since  1880  they  have  become 
wi  ely  known  and  appreciated  as  an  indispensable 

article  for  ladies*  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

Apply  for  full  p'lrticulars  and  samples  to  the  Asent  for  the  Dominion, 
J.  M.  SCHEAK,  C.irlaw  Buildings,  Wellington  Street  West,  Toronto 

Southalls'  Accouchement  Sets  (containing  all  Requisites,in  3  sizes). 
Southalls'  Sheets  for  Accouchement  and  other  Sanitary  Specialities. Miinuractured    by 

SOUTHALL  BROS.  &  BARCLAY  Ltd.,  Birmingham,  Eng. 

BRITISH  AMERICAN  DYEING  CO. 
The   Largest  and   Best 

Equi^jped 

DYE  VV^ORKS 
In   the   Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 

Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 
FEATHERS,    SILKS,    VELVETS,    RIBBONS,    LACE,    ETC. 

^'^'^'KSI^u^A^LtlS.'"^'^^''     MONTREAL  TORONTO  OTTAWA 

QUEBEC 
J 

Please  mention  Th(  Review  to  Advertisers  and  Their    Travelers. 



Seasonable  Hints  to  Dry  Goods  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

•WEATHER  KING." 
There  is  about  to  be  placed  on  the 

Canadian  market  a  patented  article 

in  the  shape  of  an  indestructible  um- 

brella— the  "Weather  King," — which 
is  apparently  one  of  real  merit,  for  it 
has  none  of  the  ear  marks  of  the 

freakish  patent,  and  cannot  bo  recog- 
nized from  the  every  day  article 

which  we  have  all  been  accustomed 

to  carry,  but  which  is  liable  to  go 
out  of  commission  exactly  at  the 

time  it  is  most  requu'ed.  We  have 
all  had  the  experience  of  having  oui 
rain  protectors  turn  inside  out  when 
struck  by  a  gust  of  wind,  but  in  tho 
case  of  the  new  one  this  is  where  the 

patent  comes  in  and  in  such  acci- 
dents all  that  is  necessary  to  turn 

the  top  back  to  the  original  shape 
in  much  the  same  way  one  would  a 

glove. 
The  patented  idea  added  to  the 

extra  tempered  steel  ribs  makes  this 
practicable.  We  believe  the  ©ra  of 
the  old  umbrella  possibly  used  once, 
and  with  broken  ribs  thrown  into 
the  dust  heap  is  a  thing  of  the  past. 
All  retail  merchants  desire  a  talking 
point  in  selling  their  merchandise 
and  in  this  particular  case  they  can 

offer  a  much  more  sei'viceable  article 
at  no  advance  in  cost.  This  um- 

brella both  in  ladies'  and  gentlemen's 
will  be  sold  to  only  one  merchant  in 

a  town.  Wolfson  Bros.,  390  Broad- 
way, N.Y.,  are  the  manufacturers  of 

the  "Weather  King,"  Avliich  is  handl- 
ed in  Canada  by  E.  W.  Jacobs  & 

Co.,  Montreal. 

WATSON.  FOSTER  CO.'S  FINE 
LINE  OF  WALL  PAPER. 

Satisfaction  in  regard  to  the  past 
season  and  optimism  for  the  future 
are  the  words  in  which  The  Watson, 

Foster  Co.,  Limited,  regard  condi- 
tions in  wall  paper  trade. 

The  company's  business  last  season 
exceeded  the  former  year  by  $100,000, 
and  taxed  their  capacity  to  take 

care  oJ  much  the  heaviest  repeat  bus- 
iness ia  its  history.  One  million  and 

a.  half  rolls  in  excess  necessitated  tho 
detaching  of  three  machines  during 

the  sampling  time,  something  un- 
heard of  previously.  It  would  seem 

that  as  far  as  this  company  is  con- 
cerned the  curse  of  overstock  or 

"jobs"  wUl  be  practically  eliminated. 
A  hopeful  sign  is  the  fact  that  the 
demand  for  better  quality  goods  is 
marked,  and  leads  to  the  conclusion 
that  henceforth  in  the  making  of 

wall  paper  the  labortw-  will  at  least 
be  worthy  of  his  hire.  With  the  in- 

creased prosperity  of  the  people,  and 

the  demand  for  more  artistic  decora- 

tion, the  company  feels  safe  in  offer- 
ing for  the  1911  season  a  much  su- 

perior line  in  design  and  coloring. 

Probably  few  realize  what  the  crea- 
tion of  an  original  line  of  wall  paper 

samples  means, — careful  planning  and 
artistic  ability  based  on  long  exper- 

ience, a  correct  estimate  of  the 

capacity  of  factory  equipment,  which 

must  be  fully  employed  yet  never  ex- 
ceeded, and  a  personal  knowledge  of 

existing  conditions  from  east  to 
west  in  the  trade,  market  cost  of 
material  for  distant  future  delivery, 
ample  financial  resources,  and,  above 

all,  a  confidence  in  a  clientele  to  ap- 
preciate the  result.  All  this  the 

management  of  The  Watson,  Foster 

Company  believe  they  have  antici- 
pated, and  accordingly  will  offer 

shortly  the  most  comprehensive  line 
in  their  history.  From  what  we  saw 
we  believe  the  smallest  dealer  and 

the  most  progressive  decorator  wiH 

find  every  element  making  for  artis- 
tic and  profitable  return. 

Some  features  in  style  are  very  ap- 

parent. There  is  a  decided  inclina- 
tion towards  Art  Nouveau  design  in 

other  than  what  are  known  as  parlor 

and  floral  patterns.  Charming  dim- 
ity and  clothy  backgrounds  are  much 

in  evidence.  Cut-out  borders,  satin 

stripes,  and  rich  metal  grounds  com- 
pete with  high-grade  imported  effects, 

while  zinc  white  ceilings  with  larger 
artistic  design  .should  sell  at  sight. 

A  specially  good  grade  of  Scotch 
permanent  oatmeals  is  a  feature  in 

plain  and  overi)rinted,  and  has  al- 
ready displaced  some  competing 

makes. 

Altogether,  The  Watson-Foster  Co. 
look  for  a  marked  uplifting  in  qual- 

ity demand,  and  in  view  of  the  re- 
storation of  the  border  price,  which 

the  management  of  this  company 
finds  has  proved  so  acceptable  to  the 
gc^neral  retail  trade,  there  seems  to 
be  no  doubt  that  better  times  arc  in 

store  for  the  dealer,  and,  consaqucnt- 
ly,  some  fair  return  to  the  maker. 
Fifty-six  reoresentatives  of  the 

company  will  bo  ready  for  the  road 
shortly.  Those  for  Australia,  New 
Zealand  and  Mexico  have  already 
started. 

NEW  FACTORY  STARTED. 

Wonderful  profrross  i'^  being  mnrie 
in  Canada  by  J.  Aboles,  Tjimited.  This 
firm  has  just  opened  np  a  new  factorv 

for  the  making:  of  all  kinds  of  novel- 
ties in  combs,  nwd  hair  ornaments.  A 

feature  of  the  business  is  their  exclu- 

sive patterns  and  designs.  All  the 
goods  tliey  manufacture  being  entirely 
of  their  own  design.  They  report  a 
wonderful  run  of  success  with  their 

"Veribest"  hair  cluster,  of  which 
they  were  the  originators  in  this 
country.  Any  merchants  wanting  en- 

tirely exclusive  merchandise  can  al- 
ways obtain  same  from  J.  Abeles 

Limited,  their  motto  being  "Original- 
ity" plus  value.  All  orders  sent  to 

their  Montreal  warehouse  receive 

personal  attention. 

SAMUEL  CHAPMAN  COMING  TO 

CANADA  FOR  SCOTT,  SON  &  CO.* 
Samuel  Chapman,  chairman  of  the 

Briti-sh  firm  of  Scott,  Son  &  Com- 

pany, Limited,  will  visit  the  Domin- 
ion in  August,  September  and  Octo- 

ber.    His  fiiTn  was   one  of  the    very 

SAMUEL    CHAPMAN 

Chairman  of  Scott,  Son  &   Co.,   London, 

Eng.,  will  shortly  visit  Canada. 

first  in  the  early  forties  to  establish 
business  connections  with  Canada, 

the  late  John  Scott  being  well-known 
to  tho  pioneers  of  the  drapery  trade 

from  Halifax  to  Victoria-  Mr.  Chap- 
man himself  has  been  connected  from 

boyhood  with  the  firm,  and  has  for 
the  last  25  years  resided  in  Perth, 
Scotland,  and  represented  the  firm 
in  that  country.  Mr.  Chapman  is 
one  of  the  best  known  public  men  in 
Scotland  and  connected  with  many 
public  associations  and  institutions. 
He  has  always  taken  a  deep  interest 
in  politics,  and  allied  himself  to  the 
Unionist  Party.  In  1903  he  was  ask- 

ed by  his  party  to  contest  the  city 
of  Perth,  which  he  did  in  both  1906 

and  1910,  at  the  two  memorable  gen- 
eral elections,  which  were  fought 

chiefly    on    the    fiscal  policy  of    Mr. 
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Chamberlain,  polling  more  votes  on 

both  occasions  than  was  polled  be- 
fore, though  Perth  has  been  tradi- 

tionally radical  from-  the  earliest 
times.  Mr.  Chapman  hopes  to  renew 
his  acquaintance  with  many  old 
Scottish  friends  during  his  visit  to 
Canada. 

THE     PRINCESS     MANUFACTUR- 
ING CO. 

There  has  been  a  big  development 

in  the  ready-to-wear  garment  busi- 
ness in  the  past  few  years.  Not  only 

are  more  garments  sold,  but  there  is 
a  much  more  extensive  outlet  for 

higih-class  garments,  and  also  for 
smart  styles  at  medium  prices.  A 
new  firm  that  maiies  a  specialty  of 

coats  and  suits  only,  of  this  class  is 
the  Princess  Manufacturing  Co. 

L.  Bregman,  who  is  a  member  of 
the  firm  and  who  is  in  charge  of  the 
designing  department,  was  for  over 
17  years  with  the  Novi  Modi  Co., 
leaving  that  firm  to  join  the  Princess 
Manufacturing  Co.  Therefore  be  is 
fully  conversant  with  the  tastes  and 
wants  of  the  better  class  Canadian 
trade. 

This  firm  has  put  in  a  thoroughly 

modei-n  plant,  and'  have  every  facility 
for  turning  out  just  the  class  of 
goods  needed  to  suit  that  particular 

section  of  the  trade  they  are  organ- 
ized to  cater  to. 

THE  HUTNER   CLOAK   CO. 

The  Review  has  frequently  called 
the  attention  of  the  trade  to  the 

quick  growth  made  in  the  last  few 

years  in  the  importance  of  the  gar- 

ment department  for  children 's  wear. 
This  growth  is  emphasized  by  the  ne\s 
firms  that  are  entering  this  field  as 
specialists.  The  Hutner  Cloaif  Co., 

Toronto.,  make  children's  and  misses' 
cloaks  exclusively.  They  are  a  new 
firm  in  Canada,  but  have  had  13 

years'  experience  in  manufacturing 
children's  and  misses'  cloaks  in  Nuw 
York.  Believing  that  there  was  n 
field  for  this  special  line  in  Canada, 
they  moved  over  not  only  their  plant 
but  also  their  trained  employees.  This 

firm  have  received  every  encourage- 
ment and  are  fully  satisfied  with  the 

way  in  which  the  Canadian  trade  has 
received  their  garments.  They  have 
received  heavy  placing  orders  on 

children's  garments,  and  by  the  end 
of  the  month  will  be  ready  to  show 

the  latest  styles  in  misses'  coats. 

AN  $8,000  HOTEL  QUILT  ORDER. 

Attention  is  directed  to  the  adver- 
tisement of  Jonn.  Dearden  &  Co.  in 

this  issue.  It  shows  an  attractive 

quilt  design  made  by  that  firm  for 

$8,000  worth  of  quilts  which  they 
made  specially  for  the  Hotel  La  Salle, 
Chicago.  The  fact  that  this  hotel, 
which  is  the  most  complete  in  its 

appointments  of  any  hotel  in  America, 
should  have  placed  this  order  with 
Messrs.  Deardem  is  conclusive  evi- 

dence of  the  superiority  of  their 

goods.  R.  H.  Cosbie,  Toronto,  is  Can- 
adian agent  for  this  firm,  and  will  ba 

glad  to  furnish  any  merchant  with  in- 
formation concerning  this  important line. 

WILL  SHOW  LATEST  IN  LEATH- 
ER BAGS. 

W.  E.  D.  Tighe,  president  of  the 
Western  Leather  Goods  Co.,  Toronto, 
returned  from  a  business  trip  to  New 
York  in  June. 

Mr.  Tighe  while  away  visited  the 
leading  stores,  and  also  inspected  the 
bag  and  belt  lines  of  some  of  the 
largest  manufacturers,  and  his  new 
samples  will  therefore  show  the  latest 
fashion  touches  introduced  in  New 

York. 

EVERY  DETAIL  CAREFULLY 
ATTENDED  TO. 

In  maintaining  their  high  stand- 
ards  of   efficiency    in   the   making     of 

est  when  it  is  known  that  the  looms 

employed  are  of  the  latest  construc- 
tion and  of  the  heaviest  possible 

type.  This  is  important,  for  abso- 
lute rigidity  is  essential  to  perfec- 
tion of  fabric.  The  works  of  Jona- 
than Dearden  &  Co.  have  a  reputa- 
tion among  weavers  for  the  strict 

attention  given  to  every  detail  in 
manufacture.  The  over-lookers  are 
particularly  cautious  in  examination 
of  the  cloth.  It  is  necessary  that 
the  operatives  should  be  enabled  to 
detect  any  defect  instantly,  and  the 
sheds  have,  therefore,  been  so  arrang- 

ed that  the  most  powerful  light  possi- 
ble is  thrown  upon  the  looms. 

Most  of  the  looms  shown  in  the 

accompanying  illustration  are  en- 
gaged upon  lettered  centre  work  for 

hotels,  etc.,  a  line  for  which  Jonathan 
Dearden  &  Co.     are  famous. 

GIMBEL  BROS.,  SELECT  PALMEN- 
BERG'S  FORMS. 

J.  R.  Palmenberg's  Sons  have  re- 
ceived the  order  for  display  forms 

and  wax  figures  from  Gimbel  Bros., 
for  their  New  York  establishment. 
Considerable  interest  was  taken  in 

this  matter  by  the  various  houses  in 

the  line,  because  it  was  quite  gen- 
erally     understood     that     everything 

Interior  view  of  weaving  plant   of  Jonathan  Dearden  &  Co.,   Manchester,   Eng.    Most  o^the 
looms  shown  here  are   engaged  upon   lettered  work  for  hotels,  etc. 

cloth,  Jonathan  Dearden  &  Co.,  Man- 
chester, Eng.,  spinners  and  manufac- 

turers, have  made  a  most  careful 

study  of  every  essential  which 
must  figure  in  the  production  of 

flawless  fabrics,  and  a  striking  ex- 
ample of  this  is  found  in  the  equip- 

ment of  their  new  satin  weaving 

sheds.  The  accompanying  illustra- 

tion   will  be   of    exceptional    inter- 

connected with  the  equipment  of  the 

great  store  was  to  be  of  the  best. 

McKAY    BROS.    GROWING    BUSI- 
NESS. 

McKay  Bros.,  underskirt  manufac- 
turers, Toronto,  have,  owing  to  ex- 

panding business,  largely  increased 
the  size  and  capacity  of  their  plant. 
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l::sU';ul  of  ."),.'>l>(>  square  feet  of  floor 
space  they  now  have  about  9,000. 

Tiiev  have  also  put  in  a  huge  nuiubei- 
of  the  hitest  nuuiels  in  new  mai-hines 
anil  are  now  well  tniuipped  to  take 
eare  of  ail  business  entrusted  to  their 

care.  MeKay  Bros,  make  underskirts 

exclusively  and  have  one  of  the  larg- 
est and  most  modern  exclusive  plants 

in  the  Dominion. 

Following  is  an  extract  from  spe- 
cial despatch  to  the  New  York  Herald. 

"Th-e  Queen  Mother's  message  to  the 
nation  is  on  all  lips.  In  the  lobbies 
of  both  houses  of  parliament,  while 

the  members  were  assembling  previ- 
ous  to  the   drafting  of  addresses   of 

sell  rospiH'tively  al  one  sliilliiig  aUil 
one  guinea,  wliieii  will  l)riug  them 
withiu'  t'he  reach  of  punr  aiul  wealthy 
alike.  They  will  l)e  suUl  art)und  tlio 
world,  and  the  entire  proceeds  will  be 
given  to  some  cliarital)le  inslitntion 

yet  to  1)0  selected  by  (lie  (^)ii('eii 
brother.  These  letlei's  will  he  ready 
for  delivery  to  the  trade  about  June 
lOtli.  and  ca.n  be  obtained  from 

Rapliael  Tuck  &  Sons  Company,  Ltd., 

9-17  St.  Antoine  St.,  Montreal." 

ILLUSTRATIONS  FOR  ADVERTIS- 
ING. 

Cuts  add  greatly  to  the  attractive- 
ness and  pulling  power  of  an  adver- 

^ 

^£0 

Mid-Season  Hat  Styles  as  Shown  by  Anderson,  Macbeih,  LtJ  ,  Toronto. 

congratulations  to  King  George  and 
eoiwlolenee  to  his  widowed  mother. 
the  talk  was  of  little  else.  It  has 

been  learned  that  the  Queen  Mother 

wrote  the  message  expres.sive  of  'her 
sorrow,  so  human  and  womanly  in  its 
terms,  without  the  knowledge  of  her 
secretaries  or  of  any  members  of  the 
rojial  household,  and  gave  it  out  for 
publication  herself,  direct.  Last 

night  the  Queen  commanded  the  pub- 
lishing house  of  Raphael  Tuck  &  Sons 

to  publi.sh  facsimiles  of  this  auto- 

graphed letter.  They  "will  be  publish- 
ed in  two  styles  of  reproduction,  to 

tiseraent.  The  majority  of  merchants 

realize  this,  but  do  not  know  where 
to  procure  attractive  cuts  at  a  low 
price.  This  difficulty  need  exist  no 

longer.  The  Syndicate  Cut  Co.,  19-21 
Park  Row,  New  York,  supply  splendid 

cuts  at  a  very  low  price.  Send  for 

their  catalogue  of  new  cuts  to-day. 

Scott  &  Wise  Co.,  Canadian  and 

United  States  agents  for  Barry,  Ost- 
lere  &  Shepherd.  Kirkcaldy,  Scotland, 
manufactures  of  linoleums  and  oil- 

cloths, have  opened   an   office  at  510 

Coristine  lUd^'.,  l\Ionlr(>al.  It  will  be 

in  charge  of  A.  II.  ̂ 'nle,  a  practical 
linoleum  man  already  well-known  to 
the  Canadian  trade.  The  market  here, 

however,  will  be  visited  by  Mr.  Scott 
and  Mr.  Wise  as  formerly,  in  addition 
to  Mr.  Yule. 

LIDDELL'S  CATALOGUE. 
A  recent  catalogue  issiuul  by  Wm. 

Liddell  &I  Co.,  linen  manufacturers, 

Belfast,  Ireland,  will  be  of  special  in- 
terest to  the  dry  goods  trade  since  it 

not  only  contains  a  complete  price 
list  of  the  lines  which  have  made  this 

house  famous,  but  it  has  many  fine 
illustrations,  which  give  the  reader 
an  excellent  idea  of  the  exclusiveness 
characterizing  the  designs  throughout 
the  range.  The  information  given 

makes  the  catalogue  a  very  attrac- 
tive and  useful  publication.  You  may 

obtain  a  copy  by  addressing  a  card 
to  the  Toronto  representative,  R.  11. 
Cosbie,  30  Wellington  St.  W. 

Correspondence  Invited 

E.  R.  BOLLERT 
MANUFACTURERS'  AGENT 

BuiidfnT"'"'  Vancouver,  B.C. 
e'lmyiveBtrift  attention  to  a  few  first-class  Agencies 

Highest  references. 

K.  J.  Beardwood     E.  Marchand 
President  Sec.-Treas. 

The 

Beardwood  Agency, 
Limited 

Collection    Agency 

Accounting  and  Liquidations 
a  Specialty 

Phone  Main  2506 

401  Quebec  Bank  Building 
MONTREAL 

C  ONTENTS 

Departments. 

Art    of    DiBpliiy         ^"^ 
Buyers'    Guide         37 
Drtjes    Accessories       149 

Ijprss  Goods   (Including  New  York  letter)  109 

Editorial      >         25 

Fancy   Goods      123 
Furs       189 
Good    Advertising       137 
Hints  to   Buyers     231 
Houscfurnishings       219 
Knit   Goods     167 

Mainly    About    Ourselves       230 

Men's    Furnisher       197 
Mf-n    -ind   Methods        48 

Millinery    (Including    New    York    Letter)....  143 

Paris    Letters      92—192 
licady-to  -  Wear  -,'Uopartment       (Including 

Paris  and  New  York   Letters)      69 
Show  Cards      2fl8 

Staples         117 

Special  Articles. 
Best    Results     from     Keady-to-Wear,     How 

to    Get    (Prize    Article)         83 

Buildings    Planned    to    Help    Selling       Ififi 
Country    Trimmer         64 
Cash   and   Bank    Book      16.5 

Few    Mcrchanta    Charge    Direc't    for    Alter- 
ations     ,...  104 

Get  Together   and   Work    Out   Problems    ...  119 
Handling   Help    in   (Jarment   Pept.       164 

How  I  Have   Met   Mail    Order   Competition 

($100   prize   article)         44 
Have    Well-Planned    System    in    Collecting    55 
.luly    Sales    140 
Modern    Merchandizing    in    Trade    Building    48 
Parisienncs    in    Hobble    Skirts         92 
Prove  the  Merit   of  Home   Values         38 

Salesmanship  and  Advertising,  Transform- 
ing   Factors         28 

.Shauld  Newspapers  accept  Mail  Order  Ad- 

vertising     "i'o Value   ©f   the   Rest   Room      214 

What   Merchants    arc   Saying      182 

Woolen    or     Worsted  :    How    Many    Know 
the   Difference  7      178 

Would    Have    Newspapers    Cut    Out    Trash  210 
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Condensed  Advertisements 
AGENTS    WANTED.   

■p>NGLlSH  Coat,  Costume  and  Skirt  Manufae- 
^—^  turers  require  agent  of  good  standing  and 

experience  for  all  or  part  of  Canada.  Box 
10,  DRY  GOODS  REVIEW,  92  Marl^et  Street, 
Manchester.  (7) 

M AZAMET  WOOL— Agent  wanted  selling  on commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

PLAUEN     EMBROIDERIES  —  Agents    wanted 
with  first-class  connection  amongst  makers-up 
and  wholesale.      Address,   with    full   particu- 

lars, L.  H.,  5625,  to  Rud.  Mosse,  Plauen,   Saxony. 

  m 
REPRESENTATIVE  FOR  MONTREAL  wanted 

by  embroidery  manufacturer  in  Switzerland. 

Large  factory,   fine   collection.    Only  sales- 
men well  connected  with  buyers  and  branch    need 

apply   to    L.    G.,    1578   Rudolf   Mosse,    St.    Gall, 
Switzerland. 

REPRESENTATIVE  FOR  CANADA  WANTED 
by  embroidery  manufacturer  in  Switzerland. 

Large  factory ;  fine   collection.     Only   sales- 
men well  connected  with  buyers  and    branch    need 

applyto  "Z.  G.,"   1578   Rudolf   Mosse,  St.  Gall, 
Switzerland.  (7) 

SWISS  MANUFACTURERS  of  Embroideries- 
Specialty  for  blouses  and  robes,  also  regular 
white  goods,  not  yet  represented  io  Canada, 

seekscapable  gentleman  for  representation.  Only 
gentlemen  who  have  handled  embroideries  already 
and  are  well  known  in  the  trade  need  apply.  Please 
state  full  particulars  with  references.  Apply  to 

"Z.  G.,"  1887  Rudolf  Mosse,  St.  Gall,  Switzer- land. (7) 

YJ^ANTED— Agent  to  representa  firm  of  London 
''•       manufacturing    furriers    for    wholesale    in 

Montreal.    Connection,  references,  etc  ,   to 
Box  No.    14.  DRY  GOODS  REVIEW,  Montreal. 

ADVERTISING  CUTS. 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  Stock  cuts.  Our  fashion  and  millinery 
plates  are  made  from  the  latest  models  and 

will  lend  character  and  distinctiveness  to  your 
advertising:.  Send  to  day  for  proof  sheetand  prices. 

Advertisers'  Stock  Cut  Agency,  Mail  Building, 
Toronto,  Canada.  (9) 

SIGN  CARDS. 

SIGN  CARDS,  hand  painted,  11"  x  15,"  word- 
ed to  your  order,  $1.75  dozen.  Sample  for 

two  dimes      Bert  Waldle,  Chesterfield,  Ont. 

SITUATIONS  VACANT. 

DRY  GOODS  CLERKS— Increase  your  salary 
$10  to  $20  a  month   by   learning   Show  Card 
writing.     Easy,  quick  and   cheapest   system. 

Send  for  booklet,   it's  free.    Simplex    Sign    Co., 
Hamilton,  Ont.  (tf) 

  MISCELLANEOUS.   
ANY  MAN  who  has  ever  lost  money  in  the  mails 

has  had  occasion  to  learn  by  painful  exper- 
ience that  the  only  properway  to  remit  money 

is  by  Dominion  Express  Money  Orders  and  For- 
eign Drafts.  If  lost  or  delayed  in  the  mails,  a 

prompt  refund  is  arranged,  or  new  order  Issued 
without  further  charge. 

ACCURATE  COST  KEEPINF  IS  EASY  if 
you  have  a  Dey  cost  Keeper.  It  automatical- 

ly records  actual  time  spent  on  each  operation 
down  to  the  decimal  fraction  of  an  hour.  Several 
operations  of  jobs  can  be  recorded  on  one  card. 
For  small  firms  we  recommend  this  as  an  excellent 

combination — employees'  time  register  and  cost 
keeper.  Whether  you  employ  a  few  or  hundreds 
of  hands,  we  can  supply  you  with  a  machine  suited 
to  your  requirements.  Write  for  catalog.  Inter- 

national Time  Recording  Company  of  Canada, 
Ltd.     Office  and  factory,  29  Alice  St.,  Toronto. 

BUSINESS  MEN,  PROFESSIONAL  MEN. 
merchants  and  church  workers,  find  innumer- 

able uses  for  Fulton  Sign  and  Price  Markers. 
The  Fulton  Rubber  Type  Company  of  Elizabeth, 
N.J.,  are  makers  of  Ink  Pads,  Daters  and  Business 
Outfits  of  high  quality.  Sold  by  all  stationers. 
A.  R.  MacDougall  &  Co.,  Toronto,  Canadian 
Agents. 

pOPELAND-CHATTERSON  SYSTEMS- Short, 
\_,    simple.     Adapted   to   all  classes   of  business. 

Copeland-Chatterson-Crain,     Ltd.,     Toronto 
and  Ottawa. 

COUNTER  CHECK  BOOKS-Especially  made 
for  the  dry  goods  trade.  Not  made  by  a  trust. 

Send  us  samples  of  what  you  are  using — we'll send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 

Supplies  for  binders  and  monthly  account  sys- 
tems. Business  Systems,  Limited,  Manufacturing 

Stationers,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-power  elevator  will  double  your  floor 

space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling-  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 

only  $70.  Write  for  catalogue  "B."  The  Otls- Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 

sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  258K  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard      Writing-Adding 
Machines    make    toil    easier.      Elliott-Fisher 
Limited,  513  No.  83  Craig  St.  W.,  Montreal, 

and  Room  314,  Stair  Building,  Toronto.         (tf) 

ELIMINATE  FIRE  RISK,  save  insurance,  re- duce maintenance  costs  and  save  money  on 
your  actual  building  work  by  using  the  KAHN 

SYSTEM  of  Fireproof  Construction.  Used  in 
many  of  the  largest  business  premises  on  this 
Continent.  Write  for  catalogue.  Trussed  Con- 

crete Steel  Company  of  Canada,  Ltd.,  Walker  Rd., 
Walkerville,Ont.  (tf) 

ERRORS  AVOIDED,  LABOR  SAVED  — Using 
the  Shouperior  Autographic  Register.  Three 
copies  issued  at  one  writing.  1st,  Invoice; 

2nd,  Delivery  Ticket;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  of  carbons.  High 

grade  printing  and  neat  invoices.  Make  full  in- 
quiry. Autographic  Register  Co.,  191-193-195 

Dorchester  St.  East,  Montreal.  (tf) 

EVERY    RETAIL    MERCHANT    should   use   a 
Typewriter  and  everv  retail    merchant  would 
use  a  Typewriter  if  he  knew  the   liberal   pro- 

position we  are  prepared  to  make.    A   simple   re- 
quest will  bring  It.     The  Monarch  Typewriter  Co., 

Ltd.,  98  King  St.  West,  Toronto,  Ont. 

F IRE  INSURANCE.    Insure   in    the   Hartford. Agencies  everywhere  in  Canada. 

MODERN  FIREPROOF  CONSTRUCTION. Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est buildings,  gives  better  results  at  lower  cost. 

"  A  strong  statement,"  you  will  say.  Write  us  and 

letus  prove  our  claims.  That's  fair.  Leach  Con- 
crete Co.,  Ltd.,  100  King  St.  West,  Toronto,      (tf) 

pROBABLY  the  most  talked  about  machine  in 
^  Canada  is  the  Hainer  Book-keeping  Machine. 

It  combines  in  one  machine  the  cash  and 
credit  register,  time  recorder  and  account  register. 
Representatives  wanted  everywhere.  Write  for 
our  proposition.  Book-keeping  Machines,  Ltd., 
424  Spadina  Ave.,  Toronto.  (tf) 

SAVE  50;;.  OF  THE  COST  OF  HANDLING 
merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 

space  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son,  193  Terauley  St.,  Toronto.  (tf) 

SCOTCH  PLAID  STATIONERY  is   the    latest 
creation  for  business   and  society  correspon- 

dence.    Paper  and  envelopes  present  a   finish- 
ed linen  surface,  most  agreeable  to  the  pen  touch. 

Leading-  stationers  have  it.    Write    for    samples. 
The  Copp,  Clark  Co.,  Limited,  Toronto.         (tf) 

THE  MONEY  you  are  now   losing  through  not 
having  a  National   Cash    Register  would    pay 

The Toronto. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
The  Multigraph  does  absolutely  every  form  of 

printing.  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circularletters.  Write  us.  American 
Multigraph  Sales  Co.,  Ltd.,   129  Bay  St.,  Toronto. 

TMPORTANTTO  TAILORS  AND  CLOTHIERS 

1  —Buy  your  cloths,  tweeds  and  serges  direct 
from  Scotland.  We  supply  pattern  cards  free, 

containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  sent  by  post 

carriage  paid.  Patterns  for  1910  ready  in  Decem- 
ber. Write  for  them  now  to  A.  Oliphant  &  Co., 

Wholesale  Woollen  Merchants,  133  Trongate, 
Glasgow. 

IF  YOU  have  been  afflicted  with  one  of  thos* 
fountain  pens  that  won't  write  when  you  wan' 
it  to,  or  leaks  when  you  don't  want  it  to,  give  i' away  to  one  of  your  poor  relations  and  buy  a 

Moore  Non-Leakable  Fountain  Pen  and  you  will 
be  happy.  Consult  your  stationer.  W.  J.  Gage 
&  Co.,  Toronto,  sole  agents  for  Canada. 

INCREASE  YOUR  SELLING  effectiveness  by 
installing  a  Hofman  Wardrobe.  Keeps  stock 
clean,  undamaged,  instantaneously  accessible. 

Facilitates  fitting  of  customers.  Stores  fitted 
throughout.  Catalogue  tells  what  we  have  done 
for  others.  Write  us  to-day.  Walker  Bin  &  Store 
Fixture  Company,  Limited,  Berlin,   Ont. 

KAY'S    FURNITURE    CATALOGUE    contains 
160   pages   of    fine    half-tone    engravings   of 
newest  designs  In   Carpets,   Rugs,  Furniture, 

Draperies,    Wall  Papers  and   Pottery  with  Cash 

Prices.    Write   for  a   copy — it's   free.    John   Kay 
Company,  Limited,  36  King  St.  West,  Toronto. 

KEEP  ACCOUNTS  without  book-keeping.  A 
centuryago  accounting  meantkeeping  books. 
To-day  you  can  keep  accounts  cheaper,  better, 

quicker  and  more  accurately  by  throwing  away  all 
books  and  installing  a  .McCaskey  Account  Register. 

Don't  be  skeptical— Investigation  costs  nothing. 
Write  us  to-day.  Dominion  Register  Co.,  Ltd., 
lOOSradina  Ave.,  Toronto.  (tf) 

LACE  CURTAINS  AND  NETS.- See  the  lates  t 
novelties  and  makes.  Special  make  of  Fish 
Net  Curtains.  Be  wise,  see  the  smartest 

range  in  the  trade.  Call  or  write.  Representative: 
E.  Fenton,  7  13  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pavement,  Nottlosbam,  Eng. 

it  MONEY  you  are  now  losing  through  not 
having  a  National  Cash  Register  would  pay 
its  cost  in  a  short  time.  Write  us  for  proof. 
National  Cash  Register  Co.,  285   Yonge  St., 

1  onto. 

HE  MAXIMUM  REDUCTION  in  Insurance 
Rates  results  from  Installing  our  Fireproof 
Windows.    Doors    and    Skvliphts.       We    are. 

THE  "KALAMAZOO"  LOOSE  LEAF  BINDER Is  the  only  binder  that  will  hold  just  as  many 
sheets  as  you  actually  require  and  no  more. 

The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 

Bros.  &  Rutter,  Ltd.,  King  and  Spadina,  Toronto 

THE  METAL  REQUIRED  IN  A  MODERN CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  produce  at  minimum 

cost  Concrete  Reinforcements,  Fenestra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Flreprooflng  Co.,  Ltd., 
Eraser  Ave.,  Toronto.  (tf) 

AREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd. 
Supplied  by  the  trade  throughout  Canada. 

WANTED— A  splendid  opportunity  for  dealers to  handle  the  best  combination  Duplicating, 
Addressing  andOffice  Printing  Machine  on 

he  market.  Exclusive  territory.  Send  name  and 
address,  giving  occupation  and  references,  to  the 
Canadian  Writerpress  Company,  Ltd.,  33  John 
St  ,  Hamilton,  Ont. 

WHEN  BUYING  BOOKCASES  insist  on  hav- 
ing the   best  in  the  market— "Macey    Sec- 

tional Bookcases."     Carried  In  stock  by  all 
up-to-date   furniture   dealers.     Illustrated   booklet 
sent  free  on  request.     Canada  Furniture  Manufac- 

turers, Ltd.;  General  offices,  Woodstock,  Ont.  (tf) 

YOU  can  display  your  goods  to  better  advantage 
through  the  use  of  up-to-date  fixtures.  We 
are  specialists  in  the  planning  of  stores  and 

offices.  Our  catalogue  contains  Illustrations  of 
many  new  features  and  several  handsomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 
catalogue  J?  Jones  Bros.  &  Co.,  Ltd.,  30-32 
Adelaide  St.  West,  Toronto.  (tf) 

w 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 

The  most  popular  hotel  in 
OTTAWA,    ONT. 

JAMES  K.  PAISLEY, 
Proprietor 

HALIFAX   HOTEL 
HALIFAX,   N.S. 

ACCOUNTANTS   AND   AUDITORS. 

JENKINS  &  HARDY 
AssisTnees,  Chartereil  Accountant.'!,  Estate  and 

Fire  Insurance  Agents. 
15i  Toronto  St.  52  Can.  Life  Bklg. 

Toronto    Montreal 
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"GORDON"  Guaranteed  Umbrellas 
Gladly    Sent    on    Approval 

THE  GORDON 

GUARANTEED 

Do  you  always  stock  guaranteed  um- 

brellas? Isn't  it  quite  reasonable  that 
you  would  sell  more  umbrellas,  at  bet- 

ter prices,  if  every  part  of  each  um- 
brella was  guaranteed? 

Every  part  in  the  "Gordon"  umbrella 
is  guaranteed.  The  covers  are  pure 

boiled  silk — which  does  not  crack,  nor 

break,  neither  mark  when  in  stock. 

The  "Gordon"  frames  are  made  of 

guaranteed  Birmingham  steel,  the  best 

in  the  world.  The  "Gordon"  frame 
is  the  most  compact  of  any — the 

stretcher  fits  into  the  grooved  rib  when 

the  umbrella  is  closed,  making  abso- 

lutely the  closest-rolling  umbrella. 

We  guarantee  the  "Gordon"  to  be 
without  defect — and  we  guarantee  to 

exchange  any,  within  reasonable  time, 

which  do  prove  defective. 

We  have  no  travelers — keep  this  ad., 

and  think  over  the  "guaranteed  um- 
brella" idea.  Write  us  direct  and  we 

will  send  you  prices.  For  the  high 

quality  of  the  "Gordon"  our  prices 
are  exceptionally  low. 

./ 

Eclipse  Umbrella 
Company 

100  LATOUR  STREET 

Montreal 
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Rosaline  Chsviot 

Costume  tloth 

Correct 

Weight 

Faahioaabl 

Shades 

Dress  Fabrics 
For  Fall,  1910 

Make  a  leader  of  Priestley's  Fabrics  in 
your  Dress  Goods  Department  this  Fall. 

It's  a  sure  way  to  increase  your  business. 

Rolled  on 

♦he  varnished  board 

Voiles 

Serges 

Venetians 

Toledos 

Tussah 

Royals 
Silk  Warp  Crepe 

Taffetas 

Diagonals 
Satin  Cloths 

Alva  Twills 

(Tussah Brocade 

Panamas 

Broadcloths 

Melona  Cloth 

I  Tussah 
I     Plisse 

IRosettas I  Plisse 

Rosaline  Costume 

Wool  Mattings 

Brandon  Suitings 

Lowthian  Suitings 

Alva  Twills 

Airedale  Cheviot 

Osmond  Boucle 

Wellesley  Suitings 

Kingsley  Cloth 
Chantecler  Worsted 

Suitings 

Cravenettes  in  black  and  Navy  and  full  range  ofcolors 

SOLE     AGENTS     FOR     P  R  I  E  S  T  L  E  Y'S    DRESS     GOODS 

GREENSHIELDS   LIMITED 
MONTREAL 
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r 1 DEAD    STOCK 
The  summer  is  a  good  time  for  merchants  to  clean 
up  their  stocks  and  be  ready  for  the  Fall  Trade. 
Sometimes  the  fashion  in  color  has  changed  and 
sometimes  the  material  has  become  faded  or  shop- 

worn.    These  fabrics  can  be 
TURNED  INTO  MONEY 

if  sent  to  these  works  to  be  re-dyed.    Dyeing  for  the 
trade  is  an  important  end  of  this  big  business.     Mer- 

chants  in   all   parts  of  Canada  are  our  customers. 
WE  DO  SATISFACTORY  WORK. 

R.  PARKER  ca  COMPANY 
Dyers  and  Finishers 

TORONTO, CANADA 

Rooster  11  Brand 

ICrowJ^^OyerAu 

.s.M^?^ 

Heavy  Winter  Pants 

Heavy  Winter  Shirts 

Overalls  and  Jackets 
White  Coats 

Bar  Vests 

Robert  C.  Wilkins  Co. 
MONTREAL 

Limited 

BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 
These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 

Order  of  your   Wholesaler. 

ROBERT   HENDERSON 
St     C^C^       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &   Co.,  Toronto 
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SORTING 
You  will  appreciate  this  Fall  the  advantages  of  our 
complete  stocks  in  all  departments  of  our  immense 
-warehouse.  Favorable  business  conditions  render 
it  imperative  for  you  to  maintain  well  assorted 
stocks. 

See  our  Travellers^   or  send    us    a    list    of  your  wants. 

DEPARTMENTS 
A-i  —  Printed  and  woven  Flannelettes 

Colored  Saxony  Flannelettes,  Dress 

Ginghams,  Apron  Ginghams,  Shirt- 
ings, single  and  double  width  Cotton 

Dress  Goods,  Flannels,  Cotton  and 
Wool  Eiderdowns,  Moles. 

A-2  —  Wash  Goods,  White  and  Black  Mus- 
lins, Prints  (including  the  celebrated 

Crums'  Prints),  Printed  Sateens. 
A-3  — •  Linings,  Sateens,  Percalines,  Bunt- 

ings, etc.,  Jap  Sole  and  Miretta  Lin- 
ings, Moreens,  Cotton  Cashmeres, 

Turkey  Reds. 
A-C —  Grey  and  White  Cottons,  Sheetings, 

Pants,  Overalls,  Flannelette  Blan- 
kets, Cotton  and  Jute  Bags,  Denims. 

Cottonades,  Tickings,  Hessians, 
Horse  Covers,  etc. 

B — Tweeds,  Woollens  and  Tailors'  Trim- 
mings, also  Priestley's  Cravenettes  for 

men's  wear. 

C  —  Carpets,  Curtains,  Linoleums,  Oilcloths, 
House  Furnishings,  etc. 

D — Men's  Furnishings,  Underwear,  Water- 
proofs, Half  Hose,  Ties,  Umbrellas, 

etc. 

E — Laces,  Ribbons,  Embroideries,  Veilings, 

Nets,  Neckwear,  Ladies'  LTmbrellas. 
K — Hosiery,  Fabric  Gloves,  Knitted  Goods, 

Ladies'  Underwear,  etc. 
G — Kid  Gloves,  Mitts,  Moccasins,  etc. 

H — Dress  Goods,  including  Priestley's  well- 
known  Dress  Fabrics,  Blousings, 
Waistings,  etc. 

L — Linens,  Table  Linen,  Napkins,  Towels, 
Toweling,  Fancy  Linens,  Handker- 

chiefs, etc. 

O — Ready-to-wear  Garments,  Blouses,  Skirts, 
Children's  Suits,  etc. 

S — Silks,  Velvets,  Velveteens,  Crepes,  etc. 

T — Smallwares,  Notions,  Trimmings,  Em- 
broidered Shams  and  Runners,  Finger- 

ings and  Fancy  Wools,  Fancy  Goods, 
Dolls,  Mechanical  Toys,  etc. 

Call   At   Our   Permanent   Sample   Rooms 
Carlaw  Building,  28  Wellington  St.  West,  ::  ::         ::  TORONTO 

During  Toronto   Exhibition   and   Fall   Millinery   Opening. 

Greenshields  Limited 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Rosaline  Cheviot      T^  T^       \  • 
Costume  Cloth  Dress  rabrics 

The  best 

Correct 

Weight 

Fasbionaole 

Shades 

For  Fall,  1910 

Make  a  leader  of  Priestley's  Fabrics  in 
your  Dress  Goods  Department  this  Fall. 

It's  a  sure  w^ay  to  increase  your  business. 

Rolled  on 

*he  varnished  board 

Voiles 

Serges 

Venetians 

Toledos 

Tussah 

[     Royals 

Taffetas 

Diagonals 
Satin  Cloths 

Alva  Twills 

[Tussah 
\     Brocade 

Silk  Warp  Crepe 

Panamas 

Broadcloths 

Melona  Cloth 

Tussah 
Plisse 

[Rosettas 

[Plisse 

Rosaline  Costume 

Wool  Mattings 

Brandon  Suitings 

Lowthian  Suitings 

Alva  Twills 

Airedale  Cheviot 

Osmond  Boucle 

Wellesley  Suitings 

Kingsley  Cloth 
Chantecler  Worsted 

Suitings 

Cravenettes  in  Black  and  Navy  and  full  range  of  colors 

SOLE      AGENTS     FOR       PRIESTLEY'S      DRESS       GOODS 

GREENSHIELDS     LIMITED 
MONTREAL 

•  < 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GAULT  BROTHERS  CO.,  Limited 
MONTREAL 

Among  Things  Worth  Remembering — 
You  will  find  that  our  Woollens  and  up-to-date  Tailors' 
Trimmings  departments  are  well  worth  close  investi- 

gation as  to  novelty,  style  and  quality.  We  carry  an 

enormous  stock  so  as  to  accommodate  buyers  who  buy 

little  and  often.  Another  point  well  worth  remember- 

ing is  the  fact  that  we  control  the  great  range  of  Belwarp 
Goods  and  Belwarp  Trimmings. 

We  have  proved  the  fact  that  there  is  nothing  to  touch 
them  for  wear,  color  and  comfort.  We  have  been 

carrying  and  controling  the  Belwarp  goods  for  over 

20  years  and  no  complaints.  We  advise  you  to  push 

these  goods  and  they  will  build  up  a  splendid  business 

for  you,  and  we  guarantee  you  against  any  faults  in  the 

make  of  the  cloth  and  fastness  of  the  dye. 

We  are  showing  over  60  patterns  in  Black,  Blue,  Indigo, 

and  Light  Blue,  in  Twills,  Serges  and  Vicunas. 

These  cloths  are  all  made  from  the  finest  pure  wool. 

Sunproof  and  Seaproof. 

The  GAULT  BROTHERS  CO.,  Limited 
8  ST.  HELEN  STREET,  MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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''''  BLACK  PRINCE  SHIRT  ™" THE LEADER 
€J  This  is  to  introduce  the  Black  Prince  Shirt,  an  altogether  new  departure 

in  working-men's  shirts. 
fl  The  material  is  a  black  serge  ̂   with  fleece  hack  ̂   specially  dyed  fast  black, 

^  Owing  to  our  purchase  of  a  manufticturer's  entire  output,  we  can  put 
a  grade  of  material  in  working-men's  shirts  never  equalled  before. 
^  The   serge  is  a  fast  black- --chemically  fast- --the  color  will  not  wash 
out,  boil  out  or  fade  out. 

^  The  very  generous  cut  is  a  special  feature  of  the  shirt,  no  matter  which 

way  the  wearer  stretches  there  is  always  plenty  of  room. 

^  The  Black  Prince  is  a  line  that  cannot  be  duplicated  at   the  price, 

and  could  not  be  excelled  in  workmanship  and  careful  making. 

fl  It  is  an  easy  matter  to  build  up  a  tremendous  trade  when  your  cus- 
tomers find  you  are  giving  them  shirt  value  they  cant  get  elsewhere. 

ASK  YOUR  WHOLESALER  OR  WRITE  TO  IS.    MAKE  A  NOTE  TO  SEE  ABOUT  IT  TO-DAY. 

I 

^imVi^aC 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers- 
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The  New 
Closed 
Front 

Success 
Collar 

The  last  word  in  collar  style  is  a  closed  front  double  collar. 

This  new  SUCCESS  shape,  "The  Angus,"   is  designed  so  that  the  edges  meet 
exactly,  and  stay  right  tight  together. 

Well  dressed  men  will  buy  this  "Angus"  collar — it  is  a  great  seller. 

The  making  of  the  SUCCESS  line  cannot  be  surpassed — and   at  the   price   there 
is  no  collar  which  can  compare  to  SUCCESS. 

SUCCESS  retail  at  two  for  25  cents — once   a  customer  tries    SUCCESS    others 
won't  do. 

Order  from    your   wholesaler. 

^MonVLcaC 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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SOME  NEWS  FROM 

Debenham's 
Montreal   Warehouse 

vve  beg  to   announce  our 

Fall 
jyiilnnery 

Opening 

/.
 

or 

■ 

'Monday,   August  29 tk 
and  following  days. 

f 

De 

Special   iOtOte  — We  shall  exhilk   a   large 
number  of  the  Latest  Paris  J^oaels, 

strictly    i-nv^ortel  ;    also  J\.ovelties    in 
Jylillinery  J^aterials. 

'Ready  for  early  luyers  August  15th. 

benham's  (Canada)  Limited 
MONTREAL 

« 

f 

4 

DEBENHAMS 
FOR 

NOV^T  TTPTC 

18  and  20  ST.  HELENS  ST. 

Debenham   C^  Co., 

r 

1 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 



DRY     GOODS     REVIEW 

SOME  NEWS  FROM 

Debenham's 
Toronto  Warehouse 

Exclusive  Lines 

in 

F, ancy Silk 

JYLaterials  for 

Evening   vvear    '~~   

Dress  Goods,  Rihhons, 

jVLilhnery  J^ateria/s,  Etc. 

\ve    shall  make    a    display    of    the    above    from 

August    15th    onwards. 

Debenham^s  (Canada)  Limited 
TORONTO 

COR.  BAY  AND   WELLINGTON  STS. 

London,  England 
DEBENHAMS 

FOR 

NOVELTIES 
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WHEN         YOU         ORDER 

Shirts,  Blouses  or 

Children's  Dresses 
make  sure  that  the 

garments   are  made  of 

You  will  build  up  a  successful  and 

an  increasing  business— because  you 
can  guarantee  the  colors  and  styles. 

Stock  the  goods— they  will  sell 
themselves. 

Wm.  Anderson   &  Co.,  Ltd, 
Pacific  Mills 

GLASGOW,  ::  :: SCOTLAND 
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SPOOL     SIL/K 
SPOOl.     SILK. 

GUARANTEED  PURE 

DYE    SILK    RIBBONS 
WILL   INCREASE   YOUR    RIBBON   BUSINESS 

Within  a  few  weeks  of  our  first  showing  of  Ribbons  in  this  market,  our 

business  assumed  a  large  proportion.  We  studied  the  Ribbon  Situation 

long  and  hard,  and  the  lines  selected  from  our  American  company  are 

known  to  be  saleable  and  profitable  to  Canadian  merchants.  Wherever 

shown,  our  Ribbon  Selections  and  values  have  been  appreciated. 

Fashion  favors  Ribbons,  and  our  values  and  selections  have  got  the 
business. 

Our  line  is  not  cheap  in  price,  but  strong  in  value.  We  do  sell  de- 

pendable guaranteed  Ribbons  that  build  permanent  business  and  profits 

for  you. 

We  carry  stock  in 

TORONTO, WINNIPEG, 

TO  PROTECT  YOU 

MONTREAL, 

Our  travellers  are  showing  the  range  all  over  Canada. 

Inspect  their  samples,  or  write  us  direct,  sending  an  open  order. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Cotton  Velvets,  beyond  all  other  materials,  derive 

their  beauty  and  utility  from  the  art 

and  science  of  the  dyer.   

FAST  DYES 
applied  to  the  better  qualities  of 

COTTON    VELVETS 
yield  a  material  w^hich   for   richness,  lustre, 

draping  qualities  and  utility  is 

UNRIVALLED    BY   THE 
SILK  ARTICLE 

The  leading   Coshmiiers  of  the  World' s  Fashion  Centres  are 
giving  the  precedence  to  these  fast  dyed  Cotton   Velvets. 

BUT  THEY  MUST  BE  FAST  DYED 

It  is  necessary  to  insist  on 

"WORRALL'S    PAST    DYES" 

AT  THE 
PR^VNCO-BI^ITISI;:! 

EXHIBlTIOn 
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Established  1832 Cable  Code:  Law-Bradford 

Fall  1910 

REGISTERED 

Exclusive  Designs 
^r     ̂ r     ̂  

ShoAverproof  Goods 
Mohair  and  Alpaca  Linings 

Buyers  visiting   England   can  see  a 

full  collection  in  Bradford  and  London. 

j^   j^   j^ 

Law,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON,  ENG. 
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Facts  of  Interest  Mainly  About  Ourselves 
That  dry  goods  salesmen  are  not  entirely  unappreci- 

ative  of  articles  which  give  them  technical  information 
with  reference  to  the  goods  they  are  selling  is  evident 
from  comment  received  upon  the  article  in  the  July  issue 

describing  the  difference  between  wors- 
Articles  That  ted  and  woolen  fabrics.  The  head  of  a 

Are  large   dress   goods    department,   for   ex- 

Appreciated  ample,   had   this   to   say,   "I   am   much 
pleased  with  the  lucid  explanation  and 

would  be  much  pleased  to  see  those  articles  appear  from 
time  to  time.  No  doubt  they  would  greatly  improve  the 
selling  ability  of  any  salesman  that  would  master  them. 

We  hope  to  see  other  articles  in  the  near  future."  An- 
other writes:  "The  ambitious  dry  goods  salesman  will 

always  read  technical  matter  which  is  directly  applic- 
able to  his  business  and  which  he  can  easily  grasp.  It  i-5, 

of  course,  an  easy  matter  to  make  it  so  technical  that 

he  cannot  understand  it." 

The  Review  this  month  contains  an  article  descriptive 

of  hosiery  manufacture.  It  conveys  in  understandable 

form  a  good  idea  of  the  operation  of  the  modern  knit- 
ting machine,  the  manipulation  of  yarn  and  needles  in 

producing  different  patterns  and  stitches,  and  should  be 
of  practical  interest  to  the  knit  goods  salesman. 

Next  month  another  article  dealing  with  some  phase 
of  fabric  manufacture  will  be  published. 

The  second  of  a  series  of  four  articles  in  which  H.  S. 

Terris,  Springhill,  N.S.,  describes  the  methods  he  em- 
ployed in  meeting  mail  order  competitions  appears  this 

month.  Great  interest  is  being  manifested  in  these  articles 
throughout  the  country,  for  the  mail 

Stories  of  order   problem   has    become    more    per- 
Grood  plexing  year  after  year.     In  some  cases 
Fighting  the   local   field   has   been   so   encroached 

upon  that  the  merchants  concerned  have 
begun  to  wonder  whether  they  have  any  further  excuse 

for  remaining  in  business.  That  was  the  point  Mr.  Ter- 
ris had  reached  when  he  decided  to  make  a  spurt.  In 

his  story  of  the  reclamation  of  the  local  field  no  stage  of 
development  has  been  overlooked.  He  had  to  begin  at  the 
beginning,  and  the  breadth  of  treatment  of  this  subject 

should  therefore  appeal  to  everybody  by  whom  the  prob- 
lem has  been  felt. 

In  the  two  remaining  articles  there  is  a  fund  of  in- 

formation for  The  Review's  readers.  When  a  merchant 
starts  out  to  recover  the  trade  that  has  been  going  out 
of  town,  he  has  to  resort  to  extraordinary  methods,  and 

this  mean^s  unusual  ex|>eriences,  -and  in  many  cases, 
where  he  has  been  successful,  it  means  that  he  has  a 

unique,  if  not  altogether  revised  view  upon  many  mat- 
ters which  previously  he  did  not  think  it  worth  while 

to  grapple  with.  An  instance  of  this  was  described  in 
the  first  article.  Mr.  Terris  found  that  he  had  to  get  a 
certain  value  in  hosiery  to  hold  a  certain  customer. 
Ordinarily  he  might  not  have  bothered  with  it.  But  he 
was  in  a  game  which  required  persistency.  He  not 
only  got  the  kind  of  hosiery  he  wanted,  but  he  discov- 

ered a  new  wrinkle  in  buying  hosiery  and  he  will  prob- 
ably agree  that  that  wrinkle  has  been  one  of  those  things 

that  has  paid  him  well  for  his  fight.  No  man  can  step 
into  an  arena  of  this  kind  without  having  his  merchan- 

dising instinct  sharpened.  Those  who  read  these  articles 

will  realize  that  fact.  Don't  miss  any  of  them.  They are  stories  of  good  fighting. 

Beginning  with  this  number,  The  Dry  Goods  Review 
will  run  a  series  of  articles  by  H.  J.  Rutherford,  of  the 
Koester  School,  Chicago;  giving  such  suggestions  for  win- 

dow trims  as  should  prove  helpful  to  different  depart- 
ments of  the  store.  Mr.  Ruther- 

Trimmers  Will  ford    has    had    a    wide,    practical 
Find  This  experience,  not  only  in  the  direct 
Feature  of  Interest  application  of  the  principles  of 

the  art  of  display,  but  also  in 
imparting  instruction  along  those  lines,  and  the  work 
that  he  is  doing  for  The  Review  will  doubtless  meet  with 
the  appreciation  of  those  who  have  anything  to  do  with 
this  department  of  merchandising.  The  articles  are  il- 

lustrated by  original  sketches  and  photos,  and  are  de- 
signed especially  for  windows  in  the  towns  and  smaller cities. 

This  month  Mr.  Rutherford  makes  a  number  of  novel 
suggestions  for  the  treatment  of  knit  goods  windows,  and 
for  next  month  he  has  prepared  three  or  four  settings 
for  displays  of  men's  furnishings.  The  article  for  Oc- 

tober will  deal  with  dress  goods  drapes.  Every  month 
the  subject  will  be  varied,  and  no  merchant  or  trim- 

mer, who  has  the  success  of  his  windows  at  heart,  should 
miss  the  series.  Not  only  window  trimming,  but  interior 
decoration,  window  construction  and  arrangement,  store 
layout  and  other  topics  of  direct  interest  to  the  dry 
goods  merchant  will  be  dealt  with. 

The  Review  will  welcome  any  comment  from  mer- 
chants or  salesmen  that  might  suggest  subjects  for  fu- ture articles. 

It   is   one   thing  to   subscribe  for  a  trade  newspaper 
and  another  thing  to  make  use  of  it.  There  are  merchants 

who   have    for   years   been    conscientious 
They  gave  readers  of  this  paper,  but  who  have  never 
Review  taken     into     consideration     the    influence 
Timely  Tip.  that  it  exerts  in  behalf  of  the  best  inter- 

ests of  the  trade.  Recently  The  Review 
received  two  letters  which  were  exceptionally  welcome. 
They  came  from  merchants  in  small  towns  stating  that 
a  large  city  mail  order  store  had  taken  steps  to  adver- 

tise in  a  unique  manner  their  stores,  factories,  service, 
etc.,  at  the  Fall  fairs  there.  These  merchants  suggested 
that  some  action  be  taken  to  advise  the  trade  generally 
of  the  intention  of  the  mail  order  house,  so  that  steps 
might  be  taken  to  prevent  any  action  on  the  part  of 
Fair  directors  generally,  before  it  was  too  late.  The 
Review  immediately  sent  a  large  number  of  letters  to 
merchants  in  county  centres  and  the  result  is  that  they 
now  have  the  matter  well  in  hand.  It  was  no  great 
trouble  to  communicate  with  these  merchants  and  the 
point  of  this  story  is  that,  if  merchants  confronted 
by  such  problems  will  only  consult  with  The  Review  or 
suggest  a  course  of  action  more  available  to  it  than  to 
them,  a  heap  of  inconvenience  might  often  be  avoided. 
The  Review  would  have  dry  goods  men  feel  that  they 
have  a  personal  interest  in  the  paper. 
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The  Test  of 
Time 

HORROCKSES 
Lon^clotHs,  NainsooKs,  Cambrics,  India  Lon^cloths,  etc. 

See  Horrockses'  Name  on  Selvedge 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 
See  Horrockses*  Name  on  Each  Sheet 

Flannelettes   of  the   Hghest   Quality 
See  Horroclues'  Name  on  Selvedge 

Horrockses 
Manchester  and  London 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



DRY    GOODS    REVIEW 

Just  a  Few  Reminders  of 
Some  Seasonable  Lines 
Our  splendid  assortment  of  Comforters,  Blankets,  etc., 
IS  now  complete.  Send  us  a  letter  or  look  at  our 

travellers'  samples.  We  feel  that  in  justice  to  yourself 
and  us  you  should  see  and  test  our  goods.  Their 
worthiness  is  increasing  our  business  every  year.  Why 
not  join  the  circle  of  our  satisfied  customers? 

COMFORTERS---Cotton-filled,Kapok- 
filled  and  Dow^n-filled,  in  all  prices 
and  coverings. 

BLANKETS-Whites,  Greys  and 
Reds,  in  every  weight,  size  and 
make. 

P.  S. — When  you're  writing  ask  for  a  few  samples  of  our  Coat  Sweaters. 
We  have  an  interesting  range  of  both  women's  and  men's. 

P.  P.  S. — We  handle  everything  in  Dry  Goods,  Staples,  Smallwares  and 
Fancy  Goods. 

Our  Letter  Order  Department  is  run  with  the  idea  of 
giving  you  satisfaction  and  it  can  do  it.  Favor  us  with 
a  trial. 

k  John  M.  Garland,  Son 
and  Company 

OTTAWA,  CANADA 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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(iinuted) TORONTO 

M^en  s  Furnisning  Department 

Our  business  in  Men's  Underwear  for  Fall 

has,  so  far,  been  very  much  in  excess  of  any 

previous   season. 

Our  aim  has  been  to  give  our  customers 

the  very  best  value  in  the  trade  to  retail  at 

popular  prices  and  still  allow  a  fair  margin  of 

profit    to  the   Dealer. 

In  Elastic  Rib  Underwear  we  are  shewing 

the  best  value  in  Canada  to  retail  at  75c.  and 

$1.00.       They   require   to    be   seen  to  be  appreciated. 

We  have  two  leaders  in  Men's  Black  Cashmere 

J  Hose  to  retail  at  25c.,  called  "Brocknit"  and 

"Llama."  These  could  not  be  repeated  to-day  except 

at  a  heavy  advance,  and  the  quantity  we  still  have 

to  dispose  of  is  limited. 

We  are  shewing  a  very  large  range  of  Men's 
Sweater  Coats  to  retail  from  75c.  to  $5.00  in  all  popular 

combinations.  Our  "Dandy"  Cardigan  Jacket  to 
retail  at  $1.00  cannot  be  beaten  and  cannot  be  repeated. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 



Issued  Monthly Office  of  Publication,  143-149  University  Ave.,  Toronto August,  1910 

SUBSCRIPTION    PRICE: 
Canada   Great  Britain,    United  States,   Australia, 

South  Africa  and  tlie  West  Indies        -       -       -    82  a  year 
Other  Countries    -       -       $3  a  year 
Single  Copies   25  cents 

Invariably  in  advance. 

DIRECTORS : 

J.  B.  MACLEAN,  Montreal    - 
W.  L.  EDMONDS,  Toronto 

A.  B.  CASWELL,  Montreal  - 

President 
Vice-President 

Managing  Director 

Cable  Address : 

Macpubco,  Toronto.  Atabek,  London,  Eng. 
CHIEF  OFFICES: 

CANADA- 
MONTREAL       -        -  701-702,  Eastern  Townships  Bank  Building 
Toronto   143-149  University  Ave. 

Telephone  Main  7324 
Winnipeg      -       -       -       -      F.  R.  Munro,  511  Union  Bank  Building 

Telephone  3726 
Vancouver,   H.   Hodgson 

Room  II  Hartney  Chambers 
GREAT  BRITAIN - 

London,  Eng.        E.  J.  Dodd,  European  Manager,  88  Fleet  St,,  E.C 
Telephone  Central  1296 

Manchester,       -       -       -       -       H.  S.  Ashburner,  92  Market  Street 

UNITED  states- 
New  York       -  -  R.  B.  Huestis,  Lawyers'  Title,  Insurance and  Trust  Co.  Building,  160  Broadway,  N.Y 

Telephone  1111  Cortlandt 
FRANCE- 

PARIS                -          -  John  F.  Jones  &  Co., 
31  bis  Faubourg,  Montmartre 

SWITZERLAND- 
ZURICH           Louis  Wolf,  Orell  Fuasli  &  Co. 

ADVERTISING  RATES- 12  MONTHS 

One  page      $300 
"  halfpaee        180 
"  quarter  page        100 
"   eighth  page        60 
"    Inch        30 

Merchants  Control  this  Situation. 

THE  Fall  fairs  held  in  county  centres  during  Sep- 
tember have  great  advertising  value.  This  fact 

is  recognized  by  one  at  least  of  the  large  city  mail  order 

houses.  The  Review  is  reliably  informed  that  this  house 

has  been  making  arrangements  to  run  a  series  of  free 

moving  picture  shows  of  their  stores,  factories  and  ser- 

vice eqiuipment  on  the  country  fair  grounds,  simultan- 
eous with  the  display  of  local  products. 

Such  a  show  would  of  course  be  a  source  of  'revenue 

to  any  fair.  It  would  be  of  interest  to  people  who'  at- 

tended because  it  would  illustrate  the  methods  of  a 

concern  which  has  garnered  many  a  dollar  that 

should  have  gone  to  the  local  merchant.  It  would 

strengthen  the  hold  of  the  mail  order  house  upon  its 

local  customers.     It  would  not  only  encourage  the    long- 

distance shopping  habit,  but  it  would  suggest  the  initial 

step  to  others  who  perhaps  had  never  tried  it. 
Now  the  local  merchant  contributes  to  these  Fall 

fairs.  When  there  is  not  sufficient  money  in  hand  or  re- 
ceipts fall  shy  of  the  prize  money  he  it  is  who  has  very 

often  to  go  down  into  his  pocket  to  help  out    the  deficit. 

The  local  merchant,  too,  recognizes  that  the  fair  has 

an  advertising  value  to  the  town  as  well  as  to  his  store. 

He  helps  decorate  and  uses  and  pays  for  any  advertising 

spaces  that  may  be  available  to  him.  The  fair  brings 

his  country  people  to  town  and  he  does  everything  pos- 

sible to  convert  the  occasion  into  a  good  business'  op- 

portunity. Into  every  feature  of  it  is  introduced  local 
loyalty. 

The  people  who  are  attracted  by  the  fair  are  well 

catalogued  by  the  mail  order  house.  Along  comes  a 

proposition  that  the  people  be  shown  actual  views  of 

the  "works." 
There  are  some  avenues  of  mail  order  ingress  which 

cannot  be  very  well  controlled  by  local  merchants,  but 

the  local  fair  is  not  one.  If  they  are  alive  to, their  in- 
terests the  merchants  will  not  only  see  that  the  directors 

entertain  no  such  proposition,  but  that  no  donation  is 

solicited  or'  accepted  from  the  mail  order  houses.  Every 
effort  should  be  put  forth  to  preserve  the  local  character 

of  the  fair  and  to  make  it  a  local  success.  The  merchant 

has  the  situation  entirely  in  his  hands.  He  will  see  that 

it  is  a  stepping  stone  to  his  and  not  the  mail  order 
house's  success. 

Practical  Co-operation. 

THAT  there  is  a  growing  tendency  towards  a  more 
practical  co-operation  in  the  dry  goods  trade  is 

evident  from  recent  developments. 

Competitive  conditions  emphasize  the  importance  of 
the  small  retailer  being  constantly  in  touch  with  the  mar- 

ket. At  the  same  time,  his  buying  must  be  made  one  of 
the  easiest  tasks  in  connection  with  his  business,  rather 
than  the  most  difficult.  The  merchant  must  be  able  to 

devote  the  bulk  of  his  time  and  best  thought  upon  the 
selling  end.  Practical  co-operation  will  bring  about  the 
state  of  affairs  desired. 

Manufacturers  and  wholesalers  will  realize  that  ac- 
cording as  their  attitude  is  considerate  or  otherwise  of  the 

problems  which  confront  the  local  retailer  they  will  be  re- 

paid in  kind.     One  of  the  most  recent  instances  which 
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falls  in  with  this  idea  is  seen  in  the  decision  uf  a  mann- 

facturer  to  make  those  of  his  lines  that  may  be  converted 

into  ''specials,''  available  to  merchants  in  different  sized 
lots.  Thus,  ladies'  waists  are  divided  into  quantities  rang- 

ing: from  five  to  fifty  dozens,  aeeoi'ding:  to  tlie  '"special" 
requirements  or  ambitions  of  the  merchants. 

This  plan  should  meet  the  criticism  frequently  hoard, 

that  instead  of  giving  the  small  merchant,  wlio  is  only 

able  to  handle  limited  quantities,  an  opportunityy,  manu- 

facturers prefer  to  make  a  clearance  to  the  large  city 

departmental  and  mail  order  house,  A  policy,  such  as 

this,  which  inspires  rather  than  curtails  the  local  mer- 

chant's entei-prise,  is  entitled  to  the  fullest  support. 

Other  Provinces  Not  Altogether  Blameless. 

THK    extra-provincial    tax    of   Britisli   Cohuuhia    is    a 

merrace  to  inter-provincial  trade.    There  is  no  doubt 
about  it,  and  no  one  denies  it. 

It  is  a  sort  of  MfKinley  Act  levied  against  the  other 

provinces  composing  the  Dominion. 
But  while  this  is  true,  do  not  let  us  who  live  and  do 

business  outside  British  Columbia  play  the  hypocrite. 

These  British  Columbians  may  be  sinners  greater  than 

we  are  in  this  one  respect,  but  none  of  us  can  lay  claim 

to  being  altogether  free  from  narrow  provincial  legis- 
lative sins  of  the  type  which  has  been  placed  upon  the 

statute  book  of  British   Columbia. 

Several  of  fhe  provinces  have  rather  drastic  laws  on 

their  statute  books  in  regard  to  extra-provincial  com- 

panies. In  Ontario,  for  example,  the  penalty  for  non- 
registration is  the  same  as  in  British  Columbia,  namely, 

$50  a  day  for  the  company  and  $20  a  day  for  the  agent 

or  representative.  And  then  some  that  have  not  extra- 
provincial  taxes,  permit  municipalities  to  levy  taxes  upon 

commercial  travelers,  which  is  even  a  more  irksome  form 
of  taxation. 

Wherein  the  British  Columbia  Act  chiefly  differs  from 

similar  Acts  on  the  statute  books  of  Ontario,  Quebec  and 

Manitoba  is  in  its  enforcement.  British  Columbia  seems 

determined  to  strictly  enforce  the  law;  the  other  pro- 

vinces that  possess  a  similar  law  are  in  the  main  uncon- 

cerned about  its  enforcement.  •  The  Vancouver  Board  of 

Trade  has  failed  to  induce  the  Attornej-^General  to  sus- 
pend the  operations  of  the  Act  for  even  six  months. 

The  enforcement  of  the  law  will  certainly  interfere 

with  trade  relations  between  British  Columbia  and  the 

other  provinces. 

But  the  tax  of  $25  to  .$250.  according  to  the  capital 

stock  of  the  company,  is  not  the  worst  featuie  of  the 

legislation.  It  is  its  narrow  provincialism  that  is  most 

to  be  deprecated. 

It  is  nationalism,  not  provincialism,  which  should  be 

the  aim  of  every  Canadian  to  develop. 

A  law  which,  according  to  the  Attorney-General's  own 
word,   declares   it   to   be   illegal   for  a   person   in   British 

Columbia  to  order  _goods  from  a  non-registered  company 
located  outside  the  province,  certainly  does  not  savor  (,  T 

nationalism. 

Beforo,  however,  the  husiuess  men  of  eastern  Canada 

seriously  undertake  the  niodilication  of  the  objectionable 

British  Columbia  Act,  would  it  not  be  well  for  them  to 

begin  at  home?  Their  laws,  in  practice,  may  not  be  as 

aggressive  as  that  in  British  Columbia,  but  they  are  on 

tlie  statute  book,  and  as  long  as  they  are  thereon  they 

can  scarcely,  with  clear  consciences,  undertake  the  re- 
generation of  (heir  fellow  sinners  in  the  Pacitie  Province. 

Better  Grades  Demanded. 

IT    has    come    to    the   notice    of    manufacturers,    whole- 
salers  and  retailers  that  people  are  demanding  and 

are  in  a  position  to  pay  for  a  better  class  of  goods.   ■ 

This  certainly  is  a  sign  of;  prosperity,  but  it  goes  fur- 

ther than  that.  All  things  being  equal,  it  is  the  oppor- 

tunity for  the  retailer  to  consider  whether  he  is  realiz- 

ing the  maximum  of  benefit  out  of  the  improved  demand. 

Is  ho  taking  the  initiative  in  pushing  better  goods  or 

is  he  merely  living  up  to  the  demand  without  cultivat- 

ing possibilities  ? 
Once  in  a  while  we  hear  the  wholesalers  criticized 

on  the  ground  that  they  leave  off  buying  where  the  large 

department  stores  begin  to  buy.  This  relates  generally 

to  specific  lines  of  goods,  and  would  appear  to  be  a 

natural  condition  since  the  wholesaler  does  much  of  his 

business  with  the  merchant  who  cannot  afford  tO'  import. 

The  demand  from  this  •Source  does  not  warrant  a  heavy 
stock  of  high-class  goods. 

But  at  the  present  time  the  wholesaler  is  not  en- 

tirely free  from  responsibility.  It  is  up  to  him  to  con- 
sider whether,  with  development  in  merchandizing 

methods,  growth  and  prosperity  of  the  country,  the  time 

has  not  arrived  for  a  readjustment  of  his  estimate  of 

the  retailer's  capabilities. 

The  wide-awake  local  merchant  will  always  know 

the  wants  of  his  people.  It  is  useless  to  preach  to  him 

at  a  distance  about  his  shortcomings,  if  he  happens  to 

have  any,  but  what  The  Review  is  desirious  of  pointing 
out  is  this  :  At  a  time  when  there  is  much  talk  of  the 

demand  for  higher  grades,  and  when  returns  are  proving 

that  it  is  not  all  talk,  the  merchant  should  not  overlook 

the  fact  that  still  higher  standards  may  be  possible,  and 

that  both  he  and  the  wholesaler  should  understand  each 

other  thoroughly  in  order  that  most  satisfactory  results 

might  be  obtained. 

That  the  retailer  is  no  laggard  when  confronted  by 

an  opportunityy  may  be  well  illustrated  by  an  instance 

which  came  to  the  attention  of  The  Review  recently.  A 

merchant  in  one  of  the  cities  was  making  a  strong  fea- 

ture of  a  certain  line  of  Summer  dross  fabric  at  25  cents 

a  yard.  It  belonged  to  the  better  grade  of  goods,  and 

on  being  asked  where  he  got  it,  the  merchant  replied 

that  he  picked  it  up  at  a  jobber's  for  12^  cents.  The 

jobber  could  not  get  rid  of  it  at  ISJc,  the  regular  price, 

but  instead  of  selling  it  as  a  bargain,  the  merchant 

gave  it  a  top  notch  position  and  was  making  100  per 

cent,  profit. 
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You  want  goods 

that  will  satisfy 

your  customers 

and     hold    their 

trade No.  29-Tailored  Blouse  of  White 

Vesting  at  $12.00  doz. 

*'  Her  Ladyship"  white  blouses 

are  particularly  desirable  in  this 

respect  as  their  daintiness  of  style 

and  perfection  of  finish  make  them 

''sellers,*'  while  the  excellence  of 

the  materal  used  holds  the  trade. 

Host  important  point  of  all-=-they 
fit. 

New  samples   now  ready.     Do 

you  want  to  see  them  ? 

The  W.  R.  BROCK  COnPANY  (Limited) 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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How  I   Planned  My  Campaign  to   Meet 
Mail  Order  Competition 

The  Second  of  a  Series  of  Four  Practical  Articles  Awarded  a 

Cash  Prize  of  $100  by  the  Dry  Goods  Review,  in  which  H,  S. 

Terris,  of  H.  S.  Terris  &  Co.  Springhill,  N.S.  describes  his 

Methods   in    Discouraging    Long-distance    Shopping.? 

CopyriRht.  Canada,  1910. 

IX  planning  our  year's  campaig
n  in 

the  Fall  of  190S,  we  were  guided 

almost  entirely'  bj'  the  information 
which  I  had  secured  during  my  in- 

vestigations in  the  large  cities.  We  ad- 
justed prices,  some  of  which  went  up 

and  some  down,  but  on  the  whole  there 

was   ver^'  little   difference. 
The  January  SaJe  is  the  first  thing 

on  the  programme  of  the  departmental 
stores  every  year.  The  home,  as  well 
as  the  mail  order,  customers,  look  for 

it,  and  it  starts  the  new  j-ear  off  with 
enthusiasm.  WE  DECIDED  TO  HAVE 

AX  EVEXT  OF  OUR  OWX,  AXD  BE- 
GAX  EARLY  IX  XOVEMBER  TO 

HUXT  FOR  BARGAINS.  By  the  mid- 
dle of  December  I  had  a  fine  collection 

of  goods,  BOUGHT  LOWER  THAN  I 
EVER  DREAMED  WAS  POSSIBLE. 

In  .some  cases  they  were  cleajing  lines, 
while  others  were  goods  bought  direct 
from  the  manufacturers  in  lots  large 

enough  to  get  the  jobber's  price,  and 
some  samples  at  a  big  discount. 

Invited  Comparisons. 

On  Dec.  26  we  started  our  January 

sale  poster.  Our  motto  was:  "If  it  is 
not  a  bargain,  don't  call  it  by  that 
name."  In  inaugurating  this  sale  we 
invited  the  people  to  call  and  see  the 
assortment  of  goods  offered.  We  de- 

scribed some  of  the  values  in  order  that 

the  people  might  form  a  fair  estimate 
of  the  opportunities  we  were  offering. 
WE  WERE  DETERMINED  THAT  NO 
PERSON  WHO  CAME  TO  OUR  SALE 

WOULD  HAVE  ANY  POSSIBLE  EX- 
CUSE FOR  SHOPPING  OUT  OF 

TOWN. 

The  posters  giving  details  concerning 
the  sale  were  distributed  two  days    before 

the  event.  We  also  advertised  in  the 

local  papers  by  USING  GOOD,  SPICY 
LOCALS,  AND  HAD  THE  MEMBERS 
OF  THE  STAFF  TALKING  ABOUT 

THE  SALE  FOR  TWO  WEEKS  BE- 
FORE THE  DAY,  AND  A  NUMBER 

OF  PEOPLE  WERE  ALMOST  SIT- 
TING  UP   NIGHTS    WAITING    FOR 

THE  POSTER. 

The  Largest  Month's  Business. 
With  our  bargains  especially  procur- 

ed, on  which  we  were  making  a  fair  pro- 
fit, we  included  many  lines  of  regular 

stock  which  we  were  glad  to  clear  out 
at  cost.  In  some  cases  we  marked  a 

few  things  below  cost.  It  took  quite 
a  nerve  to  do  it,  but  decided  that  we 
would  do  it,  in  order  to  sell  a  number 
of  things  at  a  profit.  WHEN  THE 
SALE  ENDED,  IT  WAS  NOT  ONLY 

THE  LARGEST  (MONTH'S  BUSI- 
NESS, BUT  I  KNOW  IT  WAS  PRO- 

FITABLE, AS  WE  NOT  ONLY  SOLD 
THE  SPECIALS,  BUT  GOODS  FROM 
ALL  OVER  THE  STORE,  JUST  AS  I 
HAD  SEEX  THE  PEOPLE  DOIXG  IN 
TORONTO. 

At  the  bottom  of  our  first  poster  I 

announced!  "A  Monster  Whitewear 

Sale"  for  February,  and  advised  them 
to  "Wait!  Wait!  Wait!"  In  connec- 

tion with  this,  our  second  sale,  we  de- 
cided to  give  every  possible  fa,cility  to 

COMPARISON  OF  OUR  VALUES 

WITH  THOSE  OF  THE  DEPART- 
MENTAL STORES.  A  paragraph  in 

one  of  our  circulars  read  thus:  "We 

have  sent  to  Eaton's  and  Simpson's  for 
some  of  their  special  offers,  and  will 
have  several  samples  from  those  places 

for  you  to  look  at  and  compare  with 
the  values  we  offer.    If  it  is  not  in  your 

"We  used  good  spicy  locals  in  the  newspapers  and 
had  our  staff  talk  up  the  sale  two  weeks  in  advance.  It 

created  a  lot  of  interest." 

C 

i 
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favor  to  buy  from  us,  we  do  not  want 

your  trade."  'We  sent  for  several  of 
the  advertised  snaps — similar  to  those 
which  have  great  pulling  power  in  the 

mail  order  catalogues — and  placed  them 

on  our  front  taible,  with  a  card,  "These 
goods  came  from  Eaton's.  Compare 
them  with  what  we  are  selling." 
People  Waited  for  Good  Thing. 

After  being  so  well  pleased  with  their 
January  bargains,  many  people  who  had 

previously  planned  to  send  to  Eaton's, 
did  wait.  WE  HAD  PLANNED  THIS 

SALE  FOR  MONTHS  AHEAD,  FOR 
I  KNEW  IT  WAS  USELESS  TO  AT- 

TEMPT ANYTHING  OF  THE  KIND 
ON  THE  SPUR  OF  THE  MOMENT. 

-s^^- 

POINTED;  if  they  could  not  satisfy 
them,  to  call  my  attention  to  them.  I 

had  several  cases  to  attend  to — mostly 
where  they  could  not  find  the  size  or 
just  the  kind  they  ha,d  waited  for.  IN 
EVERY  CASE  I  SENT  AND  COT 

THEM  JUST  WHAT  THEY  WANT- 
ED, AT  JUST  THE  PRICE  THEY 

HAD   IN   MIND. 

On  most  of  the  specials  we  lost  a  few 
cents,  but  I  made  up  my  mind  that  no 
person  would  be  displeased  with  the 

sale,  that  I  was  going  to  give  20th  cen- 
tury methods  a  fair  chance  and  abide 

by  the  consequence. 
Always  Had  a  Leader. 

We  next  secured  three  sets  of  sample 

WHAT  WE    HAVE    WAITED   FOR 

You  arc  no  dojbt  aMarcthai  ihe  pru-c  of  raw  cmtun  hab  aJ- 

vaticcJ  sine:  last  scjso.t  ro  a  p  icc  hi^^ier  than  cvci  dcfo  e  Vi'c 

cxpccicJ  this,  and  placed  our  orders  before  tfie  advance-.  Mjh> 

of  the  mills  have-  held  off  fillini;  orders,  ftopinif  it)at  th^  tviaik-t 

would  ((CI  tired  waning,  and  cancel  his  order-'-ihis  wc  have  not 

done,  biit  hjvc  kept  cmiinuallv  ai  (hem,  until  wc  ha^e  about  all 

ou'  or Ji.T'.  fll|cd---and  at  old  prices,  Yoj  will  not  rcijri^t  wamng 

when  >ou  sec  ihc  excellent  values  ̂ *c  offer 

MAIL  ORDfcR  HOUSES  :"-^e  have  pte.cd  .n  our 

LOunicr.  Ljidlo^j^b  trooi  th:  leading  tnailine  oidcr  houses  in 

Canada,  v^hkh  v^c  invite  you  to  look  ovir,  make  comparison  in 

an>  >ou  wish,  tf  noi  In  our  fd'.'or  ̂ te  do  not  ask  your  patron- 

age. Value  for  \our  monc>  o:  we  don't  warn  your  buslnc*.s 

V£'c  Bsk  no  trade  thouLjh  sympathy.  If  \oij  do  as  wtll  in  your 

own  tow.i,  doit  send  yojr  m'5ne\  tu  ihisc  whu  contribute 

nothing  lo^vards  the  support  ril  ihc  town  m  which  you  live  This 

Is  a  business  propositmn.  pu'e  and  simple, 

OUR  LIBERAL  GUARANTEE  ■  A-n  article  vou  huv 

from  us  If  niM  sailsfaciory  In  every  uay,  bnn^  It  back  and  wc 

will  gladly  refund  your  money 

H    S    TERRIS  &  CO.. 

SprtnRhlll.    N     i 

LADIES'    WHITE    WEAR 

.  1...    «,.      3A.     »0.    ...  I«K 

DRAWERS 

"'•" 

'•'■;,.",:'.C,;;.  ...>■....,. 

••!•.' 

NIGHT  GOWNS 

»■. 

,..,j.   .,„.^„,,,„^^  ̂ ^ 

UNDERSKIRTS 

'  i». '  v»."'«i!'  vi  'r,? '.'.'.' «'» 
SHIRT  WAISTS 

30.  ".asu.: 

Chlldrtn  V  tirrsits        ChilJrtn^  Piniforcs 

Cbildfcn  ̂   Ori»tM  and  Shiri> 
la'ani  i  lunl  Otcivcs 

CORSET 
COVER  EM 

B  R  01  DC  R  V 

,.<rT^.   t....,  »<    I..  AS. 

LACE  I     LACE!    LACE! 

TABLE   LINENS 

rVdIurslorlhc.SjmclonefhwhdtMcare&lrlvtngioOlvt 

Two   pages   of  circular  by  which    A.    H.  Terris  aJverllsed   his   first  while  sale.      Every  fac  llty 
was   given   lo   compirison    of   goods   with    those   offered   in    mail   order   catalogues. 

We  had  secured  six  sets  of  manufac- 

turer's samples  at  25  per  cent,  discount. 
This  gave  us  a  splendid  assortment. 
There  was  only  one-half  dozen  of  each, 
and  we  were  in  a  position  to  sell  them  at 
wholesale  price  and  have  one  third  profit. 
They  were  all  in  good  condition,  so  we 
did  not  advertise  them  as  samples. 
WHEN  WE  OPENED  THE  SALE, 

WE  COULD  NOT  HANDLE  THE 

CROWD.  Not  one  of  our  staff  got  home 
to  lunch.  I  GAVE  THE  CLERKS  IN- 

STRUCTIONS NOT  TO  ALLOW  ANY 
PERSON     TO     GO     AWAY     DISAP- 

^^^^  '^'t  « 

straw  hats,  at  331-3  and  50  per  cent, 
discount,  and  as  some  of  these  were  not 

perfect,  we  advertised  them  as  samples. 
We  sold  the  whole  lot,  made  a  good  pro- 

fit, and  did  a  big  (business  during  March. 
In  April  we  put  on  our  Housecleaning 

Sale,  advertised  all  things  seasonable, 
sold  some  things  low,  a  few  below  cost, 
just  so  many  on  a  certain  day  at  the 

price.  WE  ALWAYS  HAD  A  LEAD- 
ER. THIS  KEPT  US  BUSY  DURING 

APRIL  AND  MAY. 

In  June  we  had  a  "Honeymoon  Sale," 
when  we  advertised  articles  likely  to  be 

"We  made  preparations  for  our  sale  months 
ahead.  Some  lines  were  bought  lower  than  we  ever 

dreamed  was  possible." 

> 

p 
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wanted  by  the  newly-marrieil  eouplo.  but 
did    not    prohibit    anyone    from    buying 

even  though  married  for  fifty  years.  'VJ^e. also    advertised     all     lines    suitable    for 

wedding  presents. 
July  announcement  was  a  Picnic  Sale, 

including  all  lines  which  were  suitable 
and  any  hot  weather  comforts  we  had. 

For  our  Picnic  Sale  this  year  we  secui-- 
ed  some  cheap  baskets  with  covers,  and 
marked  them  low.  We  advertised  these 

with  the  picnic  specials. 
Cleaned  Out  Odds  and  Ends. 

With  August  came  the  Remnant  Sale. 
ALL  STICKERS  IN  DRY  GOODS 
WERE  CUT  UP  AND  MARKED  WITH 
LENGTH  AND  PRICE  FOR  THE 
LOT.  All  odds  and  ends  and  broken 

lots  were  brought  out  and  cleai-ed  at  a 
price,  just  as  the  jobbers  did  with  me 
in  the  city.  We  cleared  out  hundreds  of 
odd  lines,  and  although  it  was  the  first 
month  in  the  year  that  we  did  not  make 
a  profit,  I  FIGURED  THAT  IT  WAS 
REALLY  PROFITABLE  TO  GET  RID 

OF  THEM,  EVEN  AT  OOST. 
In  September  we  held  our  first  Fall 

opening,  showing  all  the  new  things  for 
the   approaching   season. 
October  and  November  are  easy 

months  to  do  business.  Every  person 
realizes  that  the  Winter  is  coming  and 
must  prepare.  All  we  needed  was  a  few 

SPECIALS  TO  PUT  "GINGER"  IN- 
TO THE  SELLING.  It  remained  for 

the  man  behind  to  display  properly  and 
arrange  the  price  tickets.  (These,  I 
noticed,  were  on  everything  in  the  city 
stores). 

In   December   we  put    on   a     "Santa 
Claus"  Sale,  when  all  holiday  lines  were 
included. 

Customers  Had  to  be  Convinced. 

We  do  not  think,  when  the  circum- 
stances are  fully  understood,  that  any 

merchant  can  refer  to  us  as  inveterate 

price-slashers.  We  found  that  it  was 
necessary,  in  order  to  hold  the  trade  of 
our  district,  that  the  people  should  be 
convinced  of  our  ability  to  give  as  good 
values  as  they  were  securing  through 
the  mails.  In  many  cases  we  proved 
that  we  could  do  much  better  for  them. 
THE  BARGAIN  FEATURES  OF  OUR 
CAMPAIGN      DID      NOT      BY      ANY 

MEANS  DETRACT  FROM  OUR 

REGULAR  ;STOCK.  The  contrary  was 

the  case,  for  it  will  be  found  that  wlu'u 
tlie  people  are  drawn  to  our  store  by  an 
array  of  comparative  values,  they  are 
quick  to  appreciate  the  effort  which  the 
merchant  is  putting  forth  to  give  them 

at  first  hand  what  they  have  been  buy- 
ing at  long  distance.  The  result  is  that 

every  department  of  the  store  benefits, 
whether  a  bargain  be  featured  them  or 
not. 

Never  Asked  for  Sympathy. 

We  have  never  asked  any  trade 

through  sympathy,  but  MAKE  IT 
PLAIN  TO  OUR  PEOPLE  THAT 
WE  WANT  THEM  TO  BUY  WHERE 

THEY  CAN  BUY  BEST.  Such  an  ap- 
peal as  that  is  always  more  effective 

with  the  average  person  thaji  one  that 

hinges  on  sympathy.  The  former  indi- 
cates that  the  merchant  is  doing  some- 

thing; that  he  has  the  mail  order  house 
key  to  the  situation  and  a  little  more; 
that  he  knows  how  to  give  the  people 
at  home  a  service  that  is  as  good,  if  not 
better,  than  they  can  look  for  hy  going 
out  of  town. 

I  have  always  felt  that  an  appeal  to 
my  customers,  based  on  sympathy, 

was  equivalent  to  a  statement  that  some 
other  merchant  was  doing  business  on 
a  more  effective  plan  than  I  was,  but 
that,  acknowledging  my  weakness,  I  was 
urging  the  people  to  pass  up  the  other 

fellow's  good  things  and  shop  with  me 
at  a  disadvantage.  It  has  often  struck 
me  that  every  person  who  entered  the 
store,  after  I  had  made  such  an  appeal, 

would  be  saying  to  himself:  "Well, 
here's  poor  old  Terris;  he's  not  such 
a  bad  chap,  but  he  must  find  it  hard 

to  make  it  go.  It's  hardly  worth  while 
sending  away  for  these  few  things,  so 

we'll  see  what  he  can  do  for  us.  He  de- 

serves our  sympathy,  at  any  rate." 
None  of  that  kind  of  business  for  us. 

WE  DO  NOT  WANT  TO  INFRINGE 
UPON  THE  LIBERTY  OF  ANY  CUS- 

TOMER TO  SHOP  WHERE  SHE 
PLEASES,  BUT  WE  ARE  GOING  TO 
SO  DEMONSTRATE  THINGS  THAT 
SHE  WILL  HAVE  NO  DIFFICULTY 
IN  MAKING  UP  HER  MIND. 

(Continued  in  September  issue). 

« ii  I.  1  k  I  I  «  «  ii^ 

"S^ 
r.*  '  ■»  «"--»- 

"We  have  never  appealed  to  sympathy.  We  feel  that 
such  a  course  always  suggests  weakness  in  merchandis- 

ing to  the  customer." 

i 

------  ■''"■'  -  A^ 
1  n   1    >   1  ■»  >  > 
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A  Business  Lubricant 
By  A,  B.  Lever 

H> 
e  IS  a  Wise  manu- 

HEN  a  manufacturer  buys  a  piece 

of  machinery,  with  which  to  facili- 
tate or  cheapen  production,  he 

calls  it  an  investment. 

When  he  buys  advertising  space 

he  usually  calls  it  an  expenditure, 

and  groans. 

But  the  one  is  as  much  an  in- 
vestment as  the  other. 

Advertising  which  does  not  facili- 
tate business  is  not  advertising. 

It  is  merely  an  expenditure  in 
ink  and  paper. 

Advertising  of  the  real  kind,  not 

the  misnomer,  cheapens  the  man- 

ufacturer's cost  of  production. 
Because  it  is  a  well-founded  law 

that  an  enlarged  demand  super- 
:    induces  an  enlarged   output  and 

the    natural   concomitant  of  the 

fadmer  who  luhri-    j^^^^^.    "^   ̂    relative   dccrcasc    in cates   his    machinery 

th  good  advertising,    the  cost  of  production. wi 
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Please  mention  The  Rci  tew  to  Advertisers  and  Their  Travelers. 



Practical   Suggestions  for  Card  Writers  in   Small   Stores 
Good  Black  and  White  Does  the  Deed  Effectively  When  Well  Applied 

—  Different  Styles  for  Different  Purposes  —  Use  of  the  Flat  Chisel-shaped 
Brush  —  Employ  Both  Sides  of  Cards  —  Does  Not  Pay  to  Buy  Cheap  Board 

By  J.  C.  Edwards  with  A.  W.  Cressman,  Peterborough. 

EXPERIENCE    has    satisfied    lue    that    one    of   the 

hardest  men  to  please  in  the  matter  of  show  cards 
is  he  who  has  seldom,  if  ever,  used  a  card  before. 
He   expects    a    card    that   will    walk   out    of   the 

window  and  take  the  people  by  the  hand  and  trot  them 
into  the  store,  to  say  nothing  of  selling  tlic  goods. 

This  man  often  gets  what  he  wants  at  first,  for  cns- 

tomei-s  come  in  out  of  curiosity  to  see  wliy  he  is  waking 
up.  but  he  soon  finds  that  the  card  that  tells  the  tale  in 
good  black  and  white  without  flourislies  does  the  deed  as 
well.  Undoubtedly  the  touch  of  color  or  ornamentation 

lends  an  attractiveness  to  the  card  that  should  bring  re- 
sults in  the  form  of  relief  to  the  eve.  if  in  notiiing  else. 

grab"  order,  and  quantity  is  the  keynote  of  the  window, 
we  use  a  half-size  sheet  lettered  plain  with  a  loud  price. 

Then,  again,  there  are  windows  which  demand  atten- 
tion, yet  no  price  is  quoted.  The  goods  themselves  are  the 

main  attraction,  or  the  fact  of  their  being  "just  the  new- 
est out."  In  this  case  we  use  such  cards  as  Nos.  4,  12, 

13,  or  even  the  long  panels.  Seldom  do  we  use  the  dark 

card,  but,  when  we  do,  a  decided  black  or  brown  is  pre- 
ferred. Sonietliing  that  makes  the  whitc-lcttcr  stand  out well. 

Satisfactory  Lettering. 

When  it  comes  down  to  the  style  of  lettering  most 
satisfactory  for  use  in  small  stores,  then  we  simply  state 

Summor 

Time 

iion^ 

Show   Cards  in" which   the   Decorative   Idea   is   Daintily  Applied,   by  JlIC.  Edwards,  for  A.   W.    Cressman,  Peterborough. 

The  glary  black  on  white  can,  in  this  way,  be  softened, 
and  yet  bring  good  results. 

The  cards  here  illustrated  represent  fairly  well  the 
styles  of  cards  we  use  in  the  store  windows  for  ordinary 
occasions. 

The  white  card  with  the  block  letter  is  our  favorite, 

with  perhaps  a  touch  of  color  in  the  form  of  a  shade  or 

a  "daub"  representing  a  spray  of  flowers. 
Cards  in  Form  of  Readers. 

In  the  accompanying  reproduction,  Nos.  1,  2,  5  and  fi 
represent  our  most  popular  window  card,  a  long  panel 
written  as  shown,  or  in  landscape.  We  sometimes  make 
them  into  the  form  of  readers,  which  are  quite  attractive. 

For  sale  cards  where  the  window  is  dressed  neatly  and 
attractively,  we  favor  the  styles  as  shown  in  Nos.  3,  7, 

11,  9  and  10,  whereas  if  the  sale  is  one  of  the  "rush  and 

the  fact  with  which  all  experienced  card  writers  are 

familiar — the  plainest,  speediest  letter  made  is  the  one 
to  use,  and  practice  of  the  one  preferred  gives  the  speed. 

It  would  appear  that  one  of  the  favorite  letters  is  the 
brush  stroke  Roman.  Each  artist,  however,  generally 

adds  variations  or  distortions  to  give  it  a  characteristic 
touch  as  originating  from  himself. 

Plates  No.  14  and  15  show  the  foundation  of  the  al- 
phabet we  use  mostly.  Sometimes  it  is  straight  up  and 

down.  Often  we  use  the  slanting  or  italic  style,  as  seen 

on  plate  15,  in  the  words  "For  Speed."  These  two  lines 
also  give  you  the  general  rule  for  writing  a  line  of  let- 

ters or  words.  The  mere  stopping  to  add  the  spurs  to 
each  letter  wastes  time  and  one  cannot  get  the  same  easy 

swing  to  his  letters.  His  hand  gets  into  the  proper  posi- 
tion and  swing  when  he  writes  the  whole  line  without 
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stopping  to  add  the  spur.  Then  when  he  adds  the  spurs, 
the  same  easy  motion  comes  to  him  again  and  greatly 

facilitates  speed  in  lettering-. 

Use  Flat  Brush. 

To  do  this  lettering;  a  flat  chisel-shaped  brush  is  used 
to  the  best  advantage,  as  you  can  get  in  the  fine  lines  as 
easily  as  the  broad  stroke,  by  using  the  corner  or  edge. 
Practice  is  necessary  to  get  good  results  in  the  use  of  this 
tool,  but  speed  is  the  goal,  and  will  be  reached  only  by  this 
brush,  or  in  small  cards  or  tickets  the  flat  pen  is  used 
to  advantage. 

There  is  one  thing  which  we  have  learned  by  experi- 
ence, and  which  we  think  all  card  writers  in  small  stores 

should  remember — it  does  not  pay  to  use  cheap,  thin  board 
for  window  cards.  In  the  first  place,  the  thin  card,  if 
coated  on  one  side,  will  warp  with  the  heat  or  dampness 

artistic  ability,  to  throw  paints  at  cardboard,  not  to  try 
to  make  fancy  cards  until  he  can  master  the  lettering, 
sijacing  and  general  layout  of  the  caixl.  Do  not  try  to 
cover  up  defects  by  touching  up  with  a  few  shaky  scrolls 
of  color.  Practice  perfection  in  letter  formation,  then 
speed,  then  show  your  genius  in  originating  something  that 

the  otlier  fellow  hasn't  got  or  has  long  since  forgotten. 

An  amateur  is  known  by  the  amount  of  fancy  designs 
and  embellishments  he  applies  to  a  card  when  the  letter  is 

struggling  to  get  a  peep  out.  Of  course,  one  must  not 
get  the  idea  he  is  an  engraver  or  is  designing  a  new 
bank  bill.  A  friend  of  mine  who  was  watching  us  hasten 

through  with  a  card  one  day,  said:  "That  wouldn't  suit 
me;  I  would  want  every  line  and  curve  exact."  "Thai 
may  be  all  right,"  we  replied,  "if  you  were  not  dependent 
on  card-writing  for  a  living,  but  if  you  spent  an  hour 
making  a  card,  where  your  opposition  spent  10  minutes 

Special 
Cho  new 
^InipedL VoilQ A 

Samples  of   Effeciive   Displsy   Cards  by  J.  C.   Edwards,  for  A.  W.  Cressman,  Peterborough. 

and  in  the  second  place  the  thin  card  cannot  be  used  the 

second  time.  We  write  on  both  sides  of  nearly  every 
card. 

How  to  Use  Both  Sides. 

In  the  first  place  we  buy  a  double-coated  8-oz.  board, 
which  costs  us  nearly  7c  a  sheet  wholesale.  We  remem'bcr 
when  we  thought  .3c  a  sheet  was  a  lot.  We  write,  say,  a 

half-sheet  card  (22"  x  14").  It  is  taken  out  of  the  win- 
dow after  a  day  or  so  and  made  into  a  long  panel,  as  1,  2, 

5  and  6,  by  simply  splitting  it  up  the  middle  and  folding 
the  old  lettering  inside  and  mucilaging  the  edges  together 

leaving  the  generally  clean  coated  'back  turned  out  .  The 
same  can  be  done  with  two  half  sheets  or  quarter  sizes, 
thus  giving  cards  almost  double  life,  and  yet  not  looking 

"on  the  cheap,"  as  we  have  seen  in  some  store  windows. 
Before  we  leave  the  subject  we  wish  to  urge  the  young 

card  writer,  who  is  trying  to  make  a  living  out  of  his 

doing  the  same  card,  and  got  the  effect  as  well,  you  would 

soon  find  yourself  looking  for  a  new  job." 
Practice  will  give  accuracy  and  speed,  and  speed  is 

what  is  wanted  everywhere,  even  in  the  small  stores.  It's 
hustling  that  makes  small  stores  big  some  day,  and  ama- 

teur cardwriters  professionals. 

Source  of  Profit. 

We  have  been  writing  show  cards  for  several  years 

now,  and  not  only  do  we  write  for  the  firm  which  em- 
ploys us  in  the  business  hours,  'but  we  have  found  a  great 

demand  for  our  productions  among  the  smaller  stores  of 
the  city.  This  gives  us  a  chance  to  put  our  abilities  into 
practice  after  hours,  and  reap  a  small  income  over  and 
above  our  regular  salary,  but  that  is  neither  here  nor  there 

when  we  take  into  consideration  the  good  practice  ob- 
tained and  which  must  show  in  our  daily  work,  to  our 

advantage. 
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England  s 

ABEL  MORRALL'S 
Nothing  Better  Made  in  Needies 

"  Morralls"  use  best  materials,  and  employ  skilled  labor  only 

m^    Every  Needle  Perfect 

Stocked  by  all  Leading  Jobbers 

IT  PAYS 
Investors  periodically  to  revise  their  investments.  By  such  methods  they  can 

not  only  make  more  secure  their  income,  but  can  take  advantage  of 

opportunities  to  increase  their  capital.  Your  first  step  should  be  a  subscription  to 

tEfte  Jfinancial  ̂ osit 
of  Canada 

It  is  an  authority  upon  Canadian  Investments  and  gives  each  week  a 

summary  of  business  and  financial  conditions  in  every  important  centre  of  the 
Dominion.  We  accept  no  questionable  advertising,  and  aim  to  make  our 
news  as  reliable  as  possible. 

Our  Investors'  Bureau  will  give  any  additional  advice  required  upon  any 
financial  subject.  This  service  is  free  of  charge  to  subscribers.  Write  for 

a  sample  copy  to  THE   FINANCIAL    POST. 

Eastern  Townships  Bank 

Building,    MONTREAL 

143-149  University  Ave., 

TORONTO 

511  Union  Bank  Building, 

WINNIPEG 

Please  mention   The  Keviciv  to  Advertisers  and   Their  Travelers. 
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Invite  Trade 

By  makinff  your  store  attractive.  "Classik"  em- 
bossed steel  ceilings  and  walls  are  not  only  fire- 

proof and  hygienic,  but  are  very  artistic  and  will 

last  forever.  Send  for  catalogue  "A".  It  shows 
hundreds  of  designs  for  stores,  etc. 

The  Gait  Art  Metal  Co. ,  Ltd.,  Gait,  On  t. 

HANSON'S 

WOOLLEN  SOCKS 

G.  E.  Hanson Hull,  Que. 

SAVE  YOUR  TIME 

and  look  after  your  money  by  using  the 

McCaskey  Account  Register  System.  Not 

a  fad  or  experiment.  Is  now  used  by 

hundreds  of  delighted  merchants  through- 
out Canada.  It  will  please  you  equally 

well.  Write  to-day  for  catalogue. 
Domioioii  De^ister  Co.,  Lid.,  100  Spadina  Ave.,  ToroDto 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 

tions, Papier  IVlachie  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 

logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 
(Incorporated.) 

  310  Fifth  Avenue.  Chicago,  III.   

Better  Li^ht  and   Cheaper 

For  %(:,  an  hour  you  can  light  your 
store  better  than  electricity  or  city 
gas  and  cheaper  than  coal  oil  or 
candles.  Colors  show  same  as  bv 

day  light.  Send  to-day  for  circular 
and  soecial  price  to  merchant  direct. 

MERRICKVIILE, 
Ontario MACLAREN  &  GO. 

Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 

Toronto  and  Montreal 

Write  for  samples. 

Correspondence  Invited 

E.  R.  BOLLERT 
MANUFACTURERS'  AGENT 

BuiS'"'"'"  Vancouver,  B.C. 
Cangivestrict  attention toafewfirst-class  Agencies 

Highest  references. 

Window  and  Store  Decorations, 
Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

359  W.  Chicago  Ave.  CHICAGO 

Largest  Importers  and  Manufacturers 

Send  for  Catalogue  R 

The  Commercial  Account  Register 
pays  for  itself  in  a  few  months.  For  simplicity,  fiuiek- 
ness  in  operation,  durability  and  elegance  in  con- 

struction it  has  no  equal.  Cuts  out  bookkeeping  and 
fits  any  sate.  Send  postal  for  catalogue  and  Can- 

adian testimonials. 

COMMERCIAL  REGISTER  CO. 
178-180  Victoria  St..  Toronto,  Ont. 

What  Other  Merchants 
Have  Found  to  Pay 

Distinct  styles  in  letterlieads  are 
adopted  by  a  departmentized  store  as  an 

aid  in  departmental  work.  'Specially  de- 
signed borders  and  illustrations  of  goods 

are  used.  The  letterheads  are  done  in 
separate  tints  and  letters  are  enclosed 
in  envelopes  of  the  same  color.  This 
helps  to  regulate  correspondence  routine. 

*  *    * 

A  successful  merchant  attributes  a 

large  share  of  his  prosperity  to  the  fact 
that  he  spends  a  certain  part  of  avail- 

able spare  time — an  hour  a  day — in  read- 
ing ads.  in  magazines  and  newspapers. 

This,  he  finds,  gives  him  many  good 
ideas  about  new  goods.  He  has  made  it 
a  point  never  to  take  up  a  new  novelty 
line  unless  the  maker  is  prepared  to  back 
it   up  by  advertising. 

*  •    * 

A  good  system  may  sometimes  be  dis- 
covered by  mista.ke.  A  merchant  found 

that  a  'bill  for  $20  had  been  sent  one  of 
his  delinquents  who  owed  him  $10.  This 
man  lived  some  distance  in  the  country 

and  was  always  hard  to  reach.  The  un- 
intentional error  brought  him  to  the 

store  to  protest,  and  before  he  left  he 
had  paid  the  merchant  in  full.  Then 

the  "error"  plan  was  worked  success- 
fullv  in  other  cases. 

J.  F.  'Cairns,  Saskatoon,  believes  in 
making  it  known  to  visitors  that  they 
are  welcome  to  visit  his  store.  The  fol- 

lowing invitation  appeared  prominently 

in  one  of  his  ads.  recently,  "Visitors  to 
the  city  are  assured  of  a  welcome  to  all 
this  store's  comforts  and  conveniences. 
Use  our  telephones.  Leave  your  wraps 

and  parcels,  we'll  cheek  them  free  of 
charge.  We  have  a  nice  little  corner 
where  you  can  rest  awhile  and  write 
your  letters.  Wander  around  the  store, 
ask  questions,  our  courteous  s.alespeople 
will  be  only  too  pleased  to  give  any  in- 

formation within  their  power.  Come, 
you  are  cordially  welcome,  and  you  will 
find  this  big  store  cool  and  comfort- 

able." 

*    «    * 

Merchants  living  in  good  farming  sec- 
tions can  awaken  considerable  interest 

and  obtain  good  advertising  out  of  a 
Harvest  contest,  in  wiiich  prizes  might 
be  offered  for  best  ears  of  corn  brought 
in  on  or  before  a  certain  date.  When 

they  'begin  to  come  in,  the  merchant  can 
arouse  interest  by  exhibiting  them  in  a 
prominent  place. 

METALLIC  CEILINGS 
of  attractive  design  help  to  make  your 

store  an  attractive  place  in  which  to  shop. 

Our  designs  are  exclusive  and  come  in  a 

great  range.  Plain  or  ornamental.  You 

should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co.,  Limited.  Toronto 

Buttons !     Buttons  !     Buttons ! 
Are  you  looking  for  up-to-date  novelties  ?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  and  New  York  designs,  suitable  for 
the  manufacturing  trade.  Will  glaclly  submit 
samples. 

Embroidery  and    Braiding 

Machine  and  hand  work.      Write  us  for  particulars. 
A.  WEYERSTALL  &  CO. 

145  Wellington  St.  West,  TORONTO 

FREE 
Our  boolclet,  of  modern  store  views,  showings 

equipment  placed  by  us  in  America's  leading 
stores.  lt*s  ot  educational  value  to  every  mer- 

chant who  contemplates  rebuilding  or  re- 
modeling his  store. 

STAUDTE  &  RUECKOLDT 

Mfrs.  of    Quality  Store  Fittings 
112  Soulard  St,  ST.  LOUIS,  MO. 

WHOLESALERS 

Before  you  go  any  further  with  your  buying 
consider  this :  The  old  reliable  firm  of 

Hirm  Patr,  Oelsnitr,  Saxony,  is  now  repre- 
sented in  Canada,  and  is  prepared  to  show 

you  exceptional  advantages  in  their  Axmin- 
ster  Squares,  Rugs  or  Mats. 

DesigDS  and  price  lists  upon  application. 
Otto  T.  E.  Veil,  Wellington  St.  W.,  Toronto 

EVEiRY  DRY  GOODS  STORE 

should  use  and  sell  vacuum  cleaners.  The 

best  cleaner  on  the  maricet  is  the  "Auto- 
matic."   Send   for   our   free   circular. 

ONWARD  MANUFACTURING   COMPANY 

Berlin,  Ontario 

Write  for  Information 
about  any  line  of  goods  you  do  not  see  adver- 

tised in  The  Review.  We  will  gladly  procure 

the  information  and  supply  it  free. 

THE  DRY  GOODS  REVIEW 

!OCKg^T£RSON 
I  klMITKO 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Mariiime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBV 
THE 

MERCHANTS  MERCANTILE    CO, 

260  St.  James  St..  Montreal 
Mercantile  Reports  and  Collections 

Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  and    reliable  in- 

formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  1985 

This  space  will  cost  you 

only  $20  a  year,  and  your 
ad.  will  go  to  5,000  mer- 

chants each  month. 



How   One  Merchant   Appealed    to   the   People's    Loyalty 
Demonstrated  that  Customers  Benefit  Financially  by  Spending  their  Money 

in  Their  Own  Town  —  In  Many  Cases  Local  Prices  are  Only  a  Fraction 
More    than     Special     Prices     in     Mail-Order     Catalogue     and     Often     Less 

TO  sret  the  trade  of  i^eoplo  wlio  are  always  looking 
lor  the  best  price  you  liave  to  show  them.  To 

do  this,  good,  sound  business  reasoning  is  prac- 
tically the  only  way  to  permanently  prove  that 

you  have  the  goods,  that  your  prices  are  right,  and  that 

these  people  are  actually  losing  money  and  time  in  sending 
their  orders  to  outside  centres. 

Bell  &  McEaclu-cn,  general  merchants,  Stayner.  Ont., 
known  as  '"The  House  Tliat  Does  as  it  Advertises,"  aim 
to  show  the  people  in  their  district  by  appealing  to  two 

of  their  senses — their  sense  of  loyalty  to  their  home  town 
and  their  sense  of  business  acumen.  As  a  matter  of  loyal- 

ty, they  should  support  their  home  town  by  buying  at  home 
and  keeping  their  money  there;  but  more  important,  they 
should  buy  at  home  because  the  prices  are  better,  beeau.se 
the  value  of  real  estate  is  lessened  if  the  money  is  sent 
away,  and  if  the  merchants  are  not  successful. 

Referring  to  their  methods,  Bell  &  McEachern  say: 

"Hitherto  our  policy  has  been  to  ignore  the  practice 
complained  of  entirely,  particularly  the  sending  of  mail 
orders,  but  it  has  become  so  widespread  and  appears  to  be 

gaining  ground  so  rapidly  that  the  prophecy  of  a  promin- 
ent merchant,  not  7.5  miles  from  Toronto,  that  before  ten 

years  all  business  places  outside  of  the  large  centres  would 
be  reduced  to  the  status  of  a  peanut  stand,  does  not  ap- 

pear so  wild  as  it  sounds.  Although  we  do  not  feel  so 
pessimistic  about  the  situation,  it  strikes  us  that  we  can 

no  longer  ignore  it." 
On  June  30 — the  day  before  Dominion  Day — they 

ran  the  following  advertisement  in  a  three-column  space 
down  the  entire  left-hand  side  of  the  front  page  of  the 

Stayner  Sun,  the  word  "Loyalty"  being  in  large  black 
type,  with  a  rule  beneatii,  and  there  being  plenty  of  white 

space  surrounding  the  Avhole  mattei': 
Appeal  to  Loyalty. 

"To-morrow  will  be  Dominion  Day — the  day  on  which 
we  celebrate  the  confederation  of  the  various  provinces 

of  our  country.  Surely  the  note  of  patriotic  'prido  and 
fervor  will  be  dominant  throughout  its  leng-th  and 
breadth. 

"Think  of  its  magnificent  size  ;  its  potential  wealth  ; 
its  .sterling-  people  !  Three  thousand  five  hundred  miles 
in  length  ;  .sixteen  hundred  miles  in  breath,  our  bound- 

less wheatfields  ;  our  hidden  stores  of  minerals  ;  our 

mighty  tide  of  immigration — from  three  to  four  hundred 
thousand  a  year  ;  our  healthy,  happy  people.  No  won- 

der we  sing  with  heart  and  voice,  "God  Save  our  King, 
and   Heaven  Bless   the   Maple   Leaf   Forever  !    " 

"Loyalty  to  our  country  has  built  up  our  indusitries, 
conserved  our  farming  interests,  and  is  making  of  us  a 

strong,  sturdy,   self-reliant  nation. 

"What  do  we  thjnk  of  the  man  or  -woman,  who,  en- 
joying all  the  privileges  that  citizenship  brings,  decries 

our  land,  our  industries,  our  products,  and  gives  his 
trade  to  a  foreign  country  ?  His  loyalty  might  well  be 
questioned. 

"A  nation  is  simply  a  big  community,  made  up  in 
its  integral  part  of  .small  communities  such  as  our  own, 
reflecting  their  habits  of  life  and  thought  ;  and  yet  what 
do  we  find  many  of  our  people  doing  locally  ?  Following 
this  very  thing  !  If  not  actually  decrying  our  town  and 
business  houses  by  word  of  mouth,  they  are  doing  so  by 
practice.  The  ultimate  outcome  of  such  a  course,  if 
generally  pursued  will  be  that  Stayner,  and  all  other 

rural  towns  and  villages  will  cease  to  exist." 

"As  business  men  we  ask  no  favors,  we  make  a 
straight  appeal  to  your  patriotism,  to  your  sense  of 
fairness,  and  at  the  same  time  to  your  self-interest,  for 
the  body  politic  is  so  constituted  that  what  affects  part 

affects  the  w"hole,  and  by  sending  your  business  away 
from  your  own  town  whether  you  are  a  farmer,  a  trades- 

man or  a  mechanic,  you  depreciate  to  that  extent  your 
own  property.  Why  is  it  that  farm  land  around  the  City 
of  Hamilton  to-day  is  worth  from  $500  to  $1,000  per 
acre  ;  or  $1,000  to  $2,000  around  Toronto  ?  Do  you  sup- 

pose if  the  people  of  Hamilton  had  sent  their  trade  to 
Toronto,  or  the  people  of  Toronto  had  sent  their  trade 
to  New  York  that  present  conditions  would  obtain  ?  Not 
much.  These  people  were  loyal  to  their  respective 
towns  in  their  small  days  and  these  results  followed. 

"As  we  stated  before  we  ask  no  favors.  If  we  can- 
not supply  goods, — reliable  goods — at  as  low  a  price  as 

you  can  get  any  where  we  do  not  ask  your  trade,  but  we 
claim  we  have  a  right  to  expect  it  on  even  terms  if 
nothing  more. 

Surprised  they  had  the  Goods. 

"Here  are  a  few  instances  that  have  lately  come 
under  our  notice  :  An  order  came  in  from  a  lady  for 

three  toilet  sets — plain  white  ware  at  $1  per  set.  In  it 

she   said,    "I  was   told   I   could   not   get   these   anywhere 
but  at     (naming  a  Toronto  departmental  store)    at 
that  price  and  I  was  surprised  to  find  that  you  had 

them."  Here  was  an  order  probably  going  out  of  town 
on  which  freight  and  paching  would  have  to  be  paid — thn 
latter  at  least  even  if  it  was  a  $25  order,  adding  from 
10  to  15  per  cent,  on  their  cost  ;  and  going  to  swell  the 

income  of  a  multi-millionaire  who  never  contributed  five 

cents  foi'  the  welfare  of  Stayner  or  five  minutes  for  its 
upbuilding  in   any   way. 

Another  letter  order  reached  us  this  week  asking — 

among  other  things — for  six  window  .shades,  'if  you  have 
anything  similar  to  the  enclosed  clipping.'  The  'clipp- 

ing' was  an  illustration  of  a  shade  either  in  cream  or 
green  at  25c.    Our  price  on  the  same  article  is  22. ̂ c. 

"This  week  again  we  came  across  a  magnificently 
illustrated  Summer  catalogue  from  the  same  source 
quoting  special  prices  for  Summer  needs.  On  the  back 

page,  priced  in  large  red  ink  letters  to  indicate  some- 
thing very  special  is  advertised  an  Arabian  Curtain 

Cloth  at  24c.  We  have  identically  the  same  goods,  and 
our  ordinary  every  day  price  is  25c  and  we  are  making 
our  ordinary  legitimate  profit  on  it,  and  so  on  through 
the  whole  catalogue. 

Why  Build  Up  Other  Towns  ? 

"The  same  remarks  apply  to  the  practice  of  running 
to  Collingwood  or  Barrie.  Why  should  you  build  up 
these  places  and  communities  at  the  expense  of  your 
own  ?  You  will  lose  more  on  the  value  of  your  own 
farm  if  you  destroy  your  own  town  as  a  market  place 
than  all  your  imaginary  savings  would  amount  to  in  a 
life  time. 

Asks  for  Fair  Show. 

"Be  sane,  be  sensible,  bring  along  all  your  catalogues, 
your  sale  bills — common  every  day  loyalty  demands  that 
you  give  us  and  tlie  rest  of  our  business  people  a  fair 

show— compare  prices  fairly  and  honestly,  and  if  we  can- 
not do  as  well  for  you  as  any  business  house  in  Toronto 

or  any  other  place  we  will  not  expect  you  to  buy.  Isn't 

that  fair  ?" 
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SCoTT,  SON  &  COMPANY, 
LIMITED 

8  Cannon  St ,  E.C.,  LONDON,  England. 

Owing  to  our  increasing-  trade  in  tiie  Dominion,  it  has  become 
necessary  to  be  personally  represented,  and  with  that  end  in  view 

Mr.  Samuel    Chapman,   Chairman  of   the  Company 

will    visit    Canada    in  August    with  our  new  samples    for    the 
coming  season    including 

British  and   Foreign   Dress   Goods,  for    Spring   191 1 

British  and  Foreign  Silk  and  Cotton  Goods  for  Spring 
Coats    and  Skirts  for  Autumn 

Wrap  Shawls,   Travelling    Rugs,   etc. 

The  following  addresses  will  find  Mr.  Chapman,  with  approximate  dates,  and  any  communication  will  be  much  appreciated. 

QUEBEC  August  20th.  The  Chateau  Frontenac.  LONDON         September  20th.  Tecumseh  House. 
MONTREAL  "        25th.  The  Place  Viger.  WINNIPEG  October  15th.  The  Alexandra. 
OTTAWA  "        29th.  The  New  Russell.  EDMONTON  "         24th.  The  Hotel  Cecil. 
TORONTO  September    6th.  The  Queen's  Hotel.  CALGARY  "         26th.  Hotel  Alberta. 
BRANTFORD       "         15th.  Kerby  House.  VANCOUVER  "         29th.  Hotel  Vancouver. 



August  Sale  Should  Include  All  Left-Over  Summer  Goods 

An  Opportunity  to  Clear  Out  Backward  Stocks  and  Hold  Customers'  Inter- 
est Until  Fall  Goods  Arrive  —  Suggested  Sale  of  House  Furnishings  —  Page 

Advertisement   in    the   Form   of   a    Newspaper    Layout  —Brown's   Budget. 

THE  su^ested  diagram  for     the    August   sale    is 

made  up  in  the  form  of  a  neAvspaper  pag-e.  This 
kind  of  layout  seems  to  be  favored  by  large  ad- 

vertisers, presumably  for  the  reason  that  it  re- 
sembles   news    columns,    thereby     making    the    advertise- 

ment more  interesting,  and  producing  something  different 
from  the  ordinary  advertisement. 

As  every  advertisement  should  be  of  news  value,  this 
form  of  layout  is  altogether  appropriate. 

There  are  five  black  panels,  with  borders,  four  single 
column  and  one  centre  double  column.  These  may  bo 
utilized  for  reading  matter  or  for  attractive  cuts,  actual 
cuts  of  goods  in  stock  being  preferable.  These  panels 
balance  the  advt.,  and  help  to  relieve  an  otherwise  quiet 
appearance,   imparted  by  the  column  arrangement. 

Vacuum  cleaners  are  again  featured,  as  they  need 
advertising  as  well  as  demonstrating.  Merchants  might 
carry  a  few  with   advantage,  and  should  make  a  special 
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Sujgesied   Ad.   Layout   after  the   Form  of   a   Newspaper   Page. 

effort  to  let  customers  know  about  them  and  their  ad- 
vantages. 

The  layout,  goods,  and  wording  are  only  suggestions, 

and  are  meant  to  give  an  idea  of  how  a  sale  advertise- 
ment may  be  gotten  up. 

1.— Another  Month  of  Value  Giving.— During  August 
we  shall  offer  all  balances  of  Summer  linos,  including 

goods  left  from  the  .July  sale.  To  ensure  the  clearance 
we  desire,  we  have  sacrificed  prices,  of  this  you  will  be 
convinced  when  you  make  your  first  purchase. 

House  furnishing  prices  will  suffer  during  this  month, 
and  those  who  arc  thinking  of  buying  furnishings,  now 

or  in  the  near  future,  should  avail  themselves  of  the  un- 
usually low  pricing,  which  is  a  feature  of  the  sale. 

This  August  sale  gives  you  a  continued  opportunity 

for  saving,  and  to  us  it  means  that  profits  will  be  nil 

on  all  reduced  lines,  but  we  want  to  clear  our  shelves 

of  Summer  goods,  to  make  room  for  new  stocks  of  Fall 
goods,  which  will  be  on  display  in  a  few  weeks,  and  of 
which  our  advertisements'  will  then  give  full  information. 

2.  Rest  of  Parasols  Must  Go. — Just  a  few — about  a 
dozen — yet  left  ;  these  we  will  practically  give  away,  the 
price  is  so  low,  but  we  would  rather  lose  money  than 
carry  them  over  to  next  season. 

3.  Men  !  A  Low  Priced  Sweater  Coat  for  the  Holi- 

days.— A  very  handy  garment  to  wear  when  sailing  ; 
comfortable  and  easy  to  slip  on,  and  equally  serviceable 
for    camping. 

Include  one  in  your  holiday  outfit,  it  will  take  up 
little  room,  and  the  price  will  make  little  difference  to 

your  pocket. 
4.  Ladies'  Sweater  CoatS' — An  Attractive  Offer. — In- 

dispensable for  boating,  or  wearing  on  cool  evenings. 
Principally  white,  but  a  good  selection  of  other 

salable  colors.  Plain  and  fancy  coats,  in  several  lengths. 

Let  us  show  them,  we  know  they  will  make  a  good  im- 
pression, and  the  price  will  strengthen  it. 

5.  Men's  Straw  Hats  Down  to  $L — We  are  going  to 
clear  at  a  dollar  all  men's  straw  hats  yet  remaining. 
All  this  season's  goods,  some  selling  originally  for  twice 
this  price  and  more. 

You  will  economise  by  buying  a  hat  now.  You  can 
finish  out  this  season  with  it,  and  it  will  be  good 
enough  for  the  beginning  of  next. 

6.  A  Speedy  Clearance  of  Verandah  Furniture. — We 
have  some  verandah  furniture  still  on  hand.  Cane  rock- 

ers, wood  rockers,  with  slat  seats,  in  attractive  colors, 
cane  settees  and  tables.  These  we  shall  clear  at  cost 

price. 
Some  of  it  will  do  for  den  or  smoking  room  furni- 

ture in  the  winter. 

7.  A  Snap  in  Men's  Leather  Belts,  25c.— Many  of 
these  are  worth  two  and  three  times  the  price,  but  they 

were  specially  bought,  so  we  decided  to  make  this  an 
unusual  offer. 

There  is  a  great  variety  ;  narrow  tubulars,  wide, 
plain  and  fancy  leathers,  with  black  and  nickel  buckles, 
some  leather  covered.    Colors  are  black,  tan  and  grey. 

8.  Ladies'  White  Washing  Belts,  15c.— This  was  a 
jobber's  clearing  line,  which  we  secured  at  an  extremely 
low   price. 

Made  of  white  wash  belting,  in  plain  and  floral  de- 
signs.   Well  sewn  and  finished  with  dainty  pearl  buckle. 

9.  Men  !  You  Can  Buy  Summer  Shirts  Cheaper 

Than  Ever,  85c.— We've  grouped  all  our  Summer  shirts 

together,  and  marked  them  all  at  this  low  figure.  Sizes 

are  separate,  so  that  you  will  have  no  trouble  finding 

yours. 
All  the  most  fashionable  colors  and  designs  are 

here.  Black  and  white  stripes  are  well  represented  ; 

there's  a  good  selection  of  blues,  blue  and  white  stripes, 

plain  white,  and  others  equally  good. 

10.  Art  Muslin  Lower  Than  Usual.— A  good  wearing 

cloth  ;  fast  colors  ;  very  attractive  designs  ;  principally 

Oriental,  with  some  floral  and  conventional  patterns. 

Splendid  value  at   regular   price,   but   a   snap   at   sale 

price. 
11.  Pretty  Cushions  at  August  Sale  Price.— There's 

a  big  variety  ;  for  boating,  for  hammock  use,  and  for 

dens  or  parlors. 
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One  or  two  of  these  cushions  will  be  a  good  invest- 
ment, you  will  always  find  a  use  for  them. 

Some  are  embroidered,  some  stamped,  others  plain 
with  heavy  cord   and  tassel. 

12.  Men's  Cool  Cotton  Undershirts,  30c. — The  price 

doesn't  represent  the  quality,  you  can  judge  of  this  only 
by  examining  the  goods.  light,  cool,  and  comfortable, 
this  underwear  possesses  good  wearing  qualities,  and 
keeps  its  shape  after  washing. 

Take  advantage  at  once  of  this  offer,  as  at  the 
price  the  goods  should   sell  quickly. 

13.  A  Comfortable  Hammock  Half  Price. — There  are 
still  some  weeks  of  Summer  weather  to  come,  and  a 
hammock  will  just  be  as  acceptable  now,  as  earlier  in 
the  season. 

Useful  for  verandah  or  for  camping.  In  bright  colors, 
with  and  without  fringe. 

14.  Men's  Fancy  Hatbands  Low  Priced. — Brighten 
up  your  straw  hat  with  a  new  hatband.  Think  of  the 
difference  it  will  make  to  the  appearance  of  your  hat, 
and  it  will  cost  you  little. 

In  plain  and  fancy  colors,   and  attractive  designs. 
15.  Give  Your  Attention  to  Lace  Curtains. — It  will 

be  to  your  advantage  to  participate  in  this  offer.  Only 

a  few  pairs  of  each  pattern,' but  a  large  assortment  to 
choose  from. 

Curtains  to  suit  any  room  in  the  house,  and  prices 
to  suit  any  purse. 

16.  Pay  Half  for  Hiring  a  Vacuum  Cleaner. — During 
August  we  shall  cut  our  charge  for  hiring  in  half,  to  in- 

duce those  of  our  customers  who  haven't  yet  done  so,  to 
give  our  cleaners  a  trial.  We  are  quite  confident  that 
they  will  give  the  utmost  satisfaction. 

Should  any  customer  decide  to  purchase,  we  make 
a  further  offer  of  25  p.o.  discount  for  cash,  during 
August  only. 

17.  Ladies'  Summer  Underwear — An  Unusual  Offer. — 
Summer  stocks  of  ladies'  underwear  must  be  further  re- 

duced. We  rely  on  our  customers  to  help  us,  and  have 
made  it  worth  while  to  buy  in  quantities. 

Every  garment  is  well  made  of  good  quality  material, 
well  finished,  and  nicely  trimmed. 

August  underwear  values  have  seldom  been  equalled, 
and  never  beaten  in  any  previous  sale  in  this  store. 

To  Modernize  Hudson  Bay  Co.  Stores. 

Richard  Burbidge,  managing  director  of  Harrod's 
stores,  London,  England,  has  issued  a  report  to  the 
directors  of  the  Hudson  Bay  Company,  which  may  be  the 
means  of  making  such  changes  in  the  operation  of  the 
Hudson  Bay  stores  in  Canada  as  are  considered  necessary 
for  the  further  development  of  the  general  trade  of  the 
company. 

It  seems  significant  that  in  the  change  of  the  director- 
ate which  occurred  recently,  a  progressive  Canadian  was 

elected  to  that  body,  in  the  person  of  William  MacKenzie, 
president  of  the  Canadian  Northern  Railway.  Thomas 
Skinner,  who  is  to  be  deputy  governor  of  the  company,  is 
also  well-kbown  as  an  advocate  of  modern  methods. 

It  is  evident  that  a  movement  is  on  foot  to  make  the 

Hudson  Bay  stores  in  Canada  a  more  potent  factor  in  de- 

partment store  competition.  It  has  long-  been  felt  locally 
that  some  change  was  necessary.  The  Winnipeg  store, 
which  is  the  largest  and  most  important  one  in  Canada,  has 

gradually  evolved  from  a  fur  trading  post  where  the  ex- 
change was  chiefly  all  barter,  to  a  large  retail  store,  yet 

it  lacks  that  modern  quality  which  marks  other  depart- 
ment stores  in  this  country  and  the  United  States, 

Many  years  ago  the  present  site  of  the  Winnipe'Z 
store  was  more  favorably  located  to  secure  trade  than  it 
is  at  present.  The  business  part  of  the  city  has  simply 
grown  in  another  direction. 

When  asked  whether  the  management  would  favor  a 
change  of  location  in  Winnipeg,  Mr.  Clouston,  assistant 
commissioner,  stated  that,  if  the  new  directors  meant  to 
reform  the  general  business,  this  feature  would  no  doubt 
be  considered.  At  any  rate  the  local  trade  as  carried 

on  at  present,  and  the  future  possibilities  would  warrant 
a  more  progressive  policy  in  Winnipeg. 

Eaton  Stores  Made  Nearly  Fifty  Millions. 
Among  the  many  big  things  that  Canada  has,  should  be 

included  the  Eaton  store.  This  store  must  be  held  to 

rank  with  the  largest  dry  goods  enterprises  on  the  Amer- 
ican continent,  for  it  is  said  that  the  gross  sales  of  the 

Eaton  organization — that  is  the  Toronto  and  Winnipeg 
stores,  and  the  mail  order  business  of  both  stores  in- 

clusive, reached  the  enormous  total  of  $47,000,000.  It  is 

said  that  J.  C.  Eaton's  share  of  the  profits  was  $1,250,- 
000,  and  his  salary  as  manager  was  $50,000.  The  only 
other  American  firm  which  is  reported  to  be  beating  this 
record  is  the  Marshall  Field  Co.,  of  Chicago.  The  sales 
of  this  firm  reached  the  enormous  total  of  $51,000,000. 

There  are  many  men  in  the  trade  who  can  remember 

Timothy  Eaton's  early  struggles,  both  in  St.  Mary's  and 
in  Toronto,  and  the  ridicule  his  ideas  created  at  that 
time.  To  these  men  as  to  many  others  the  enormous 
growth  of  the  T.  Eaton  business  must  be  little  less  than 

a  miracle.  Buying  for  cash,  selling  for  cash  alone,  per- 
sistent and  extensive  advertising,  and  a  real  endeavor  to 

please  and  satisfy  all  customers  seem  to  be  the  elements 
from  which  the  store  has  built  its  success. 

Price  Menus  in  Ads. 

The  large  city  stores  are  introducing  in  their  ads.  a 
bill  of  sale  or  price  menu.  This  is  nothing  more  than  a 

panel  in  heavy  type  containing  fifteen  or  twenty  selec- 

tions from  the  day's  offerings.  It  is  a  good  idea.  People 
look  for  these  specials.  It  tells  them  what  they  want  to 
know  in  brief  form.  Here  is  one  of  these  bills  of  sale 
from  a  recent  ad. : 

SATURDAY'S  BILL  OF  SALE. 

$  7.00  Millinery  for     $4.50 
2.95  Waists  for        1.48 
4.95  Dresses  for       1.98 

11.75    Coats   for            7.95 
5.00  Skirts  for        2.95 

Girls'  $6.75  Suits         2.39 
Girls'  $6.50  Capes        3.69 
Girls'  $5.00  Coats         1.75 
2.98  Petticoats  for       1.98 

Men's  $17.50  Suits        8.95 
Men's   $20.00    Suits        12.95 
Men's  $3.75  Pants       2.49 
Boys'  $4.50  Suits       2.98 
Men's  $2.50  Hats           1.00 
Men's  $1.00  Shirts   37 
The  Whitewear  Sale. 
A  Sale  of  Boots  and  Shoes. 

Such  a  list  serves  much  the  same  purpose  as  the  day's 
summary  on  the  front  page  of  a  newspaper  for  the  pur- 

pose of  directing  the  reader's  attention  to  the  particular 
kind  of  news  he  is  interested  in. 
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No.  2 

No.  3 

Satisfaction  Guaranteed 

No.  1 

WE  SELL  TO  JOBBERS   ONLY. 

New  York  Office: — Latz  Bros.,  438  Broadway,  New  York  City 

It  takes  all  kinds  of  people  to  make  a   world.      But   not  all  kinds 
of  manufacturers  to  make  this  line  at  our  prices. 

"We  are  it." 
Do  you  want  us  to  prove  it  ?     Let  us  send  you  our   New  Sample 
Line  Express  Paid. 

"Enough  Said." 
The  goods  will  tell  you  the  rest.     Why  not  start   the   ball   rolling- 
at  once  by  ordering-  some  of  the  numbers  here  illustrated? 

Jud^e  our  Line 
by  "Small   in  Price,"   "BIG  IN    VALUE." 

Alfred  Burke   &   Company 
The  House  of  Always  Something  New 

LEOMINSTER,  MASS. 

The  Birthplace  of  Combs. 

Size  Per  Cross 

1  Upen  basket  work,  ̂ ilt  inlaid,  twelve  white  stones.  .5^  X  2     —     $16  30 

2  Heavy  effect,  strands,  thirty  white  stones   5  x  2J     —       16.50 
3  Gilt  inlaid,  fifteen  white  stones   5  x  2i     —       16.50 

4  Strand,  open,  best  on  market   4}  x  I-r     —         3.75 
5  Heavy  effect,  strand,  ̂ ood  finiih   5  x  2 J     6.00  up  to  7.50 

6  Open  basket  effect, ^ilt  inlaid,  four  white  stones..  .3^  x  2     —        15.00 

7  Light  weight  strand,  best  five-center   4  x  Ig  —         3.75 

No.  8 

No.  5 

No.  6 

No.  4 

This  Barretts  is  Actual  Size,  $6.00  up  to  $7.50  per  gross 

Our  Motto   "Fancy  Goods  at  Plain  Prices." 
No.  7 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 



FANCY  GOODS 
NATIONS  #ftd  TOYS 

Many    Attractive    Novelties    for    the    Holiday    Trade 
Black  and  Red  are  the  Two  Colors  Selling  in  Belts  —  Revival  of  Girdle 
Styles  Promised  —  Hair  Goods  and  Novelties  are  Strong  Lines  —  Coronets, 
Braids,   Switches,  and  Elaborate   Bandeaux— Jewelery  Lines  Promise  Well 

BELTS  are  active  now  and  a  good  .season  is  prom- 
ised. From  the  fashion  standpoint  the  patent 

leather  belt  is  the  feature.  Black  and  red  are 

the  t"wo  colors  selling,  and  black  with  pipings 
and  trimming  lines  of  red  are  very  much  favored.  It  is 
early  yet  to  make  predictions  about  such  a  novelty  line 
as  belts,  but  tan  leather  crush  belts  are  expected  to  be 
good  at  a  later  date.  Among  the  new  ideas  that  should 
take  is  the  belt  of  Paisley  patteined  fabric  lined  and 
bound   with   patent   leather. 

Novell/   Fringe    in    Crey    Linen       Shown    by 
Hambly  &   Wilson,  Toronto. 

There  is  an  expectation  that  girdle  belts  will  show  a 

revival  during  the  coming  P^all.  The  new  gowns  show 
girdle  effects  and  it  is  expected  that  girdle  lines  for  pop- 

ular selling  will  follow. 

In  25c  and  50c  lines  elastics  are  selling.  This  is  be- 
cause extremely  good  values  can  now  be  given  in  this 

class  of  goods,  and  in  many  centres  where  the  same 
grade  of  elastics  have  been  offered  at  much  higher  prices 
these  belts  are  selling  freely.  Attractive  patterns  in 
steel  studded  elastics  are  included  in  the  line  and  are 

also  doing  well,  as  steel  studded  elastics  are  never  quite 
absent  from  belt, lines. 

Hair  Goods  and  Ornaments. 

If  any  section  of  the  fancy  goods  trade  is  on  velvet 

these  days  it  is  that  dealing  with  hair  goods  and  hair 

ornaments.  Now  that  the  heated  term  is  giving  place  to 
cooler  weather  the  sale  of  turban  frames  is  mounting  up 

again,  and  there  is  a  corresponding  increase  in  coronets, 
braids  and  switches.  For  dressy  wear  the  turban  is 
piled  with  puffs  and  clusters  of  curls,  and  the  very  latest 
idea  is  the  use  of  a  bunch  of  small  curls  hiding  the 

ears.  These  puffs  and  curls  are  produced  in  various  ma- 
terials closely  resembling  real  hair  and  which  can  be 

sold  at  a  much  lower  price. 

Barrettes  that  have  an  arrangement  for  fastening  a 

ribbon  that  passes  filet-wise  around  the  head  are  new, 
and  besides  ribbons,  filet  bands  of  bead  work  are  shown. 
Tluse  are  produced  in  woven  bead  work  and  come  in 
varied  colors  and  effects. 

For  evening  wear,  elaborate  bandeaux  and  wreath 
effects  in  spangles,  beads  and  mock  jewels  are  shown. 
Tliese  come  in  indescent  effects  and  in  gold  and  silver 

as  well  as  in  evening  colors  and  black.,  and  besides  ban- 
deaux, coronets,  bows,  leaves  and  butterflies  are  shown. 

The  large  squaie-headed  shell  pins  set  with  rhine- 
stones  are  big  sellers,  and  there  is  still  a  staple  demand 

for  fancy  shell  combs,  liarrettes  form  another  line  of  in- 
dispensable  goods. 

Hair   Ornamenis  —  Shown   by  Burnet  &  Temple. 
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LENGTHEN    THE    LIFE    OF 
YOUR  LEATHER  GOODS 

DEPARTMENT 

Our  High  Grade  Leather  Productions 
are  winners. 

We  are  anionic  the  Pioneers  in  the 
Fancy  Leather  Goods  Trade. 
WINNER  NO.  1: 

Travelers'  Slippers 
made  of  soft  leather,  flexible  soles,  all  colors 
in  kid,  suede  and  ooze  calf.  Sizes  Nos.  2,  3,  4, 
5  and  6.  Beautiful  leather  case  to  match  the 
slippers. 

Packed  i  pair  in  a  beautiful  holiday  box. 
Vou  cannot  afford  to  be  without  them. 

PRICES  FROM  $24  TO  $36  PER  DOZ. 

Samples  sent  upon  request. 

SIGSBEE  COMPANY 
AVER,   MASS,   U.S.A. 

Watch  this  ad.  for  next  month's  winner. 

uccessful 
mallware 
elling 

is  assured   if  you   are   handling  CODE'S 
SPECIALTIES  ia  the  line  of 

Dutch  Collars,  Side  and 
Back  Combs,  Belts, 

Barrettes,  etc. 
My  range  is  unequalled,  the  leading  feat- 

ures being  novelty  in  design,  quality  of 
material  and  first  class  finish. 

Improve  your  Smallwares  department 
and  increase  your  profit  by  stocking  my 
specialties. 

All  orders  receive  careful  attention 

E.  H.  CODE 
223-225  Queen  Street 

OTTAWA,  ONTARIO 

In  oxpensive  goods,  jot  is  showing  and  as  black  is  so 
fashionable   it   is   not   improbable    (hat   jet   may     bccomo 
more  prominent   in  iiopular-pricoil  artieles. 

Jewellery  for  Holiday  Trade. 

Popular-priced  jewelry  lines  should  be  carefully  con- 
sidered by  buyers  who  are  now  g'oing  over  lines  for  fall 

and  for  the  holiday  trade,  as  they  are  usually  attractive. 
Rfanufacturers  of  this  class  of  articles  have  made  great 
strides  in  the  past  few  years,  and  many  lines  are  close 
copies  of  the  real  article. 

Pendants  suspended  from  delicate  chains  are  very 
fashionable  in  platinum  and  silver,  as  well  as  gold  en- 

ameled and  enriched  with  precious  and  semi-precious 
stones,    and    these    are    skilfully    imitated    in    alloys    and 

Necklet   with    La   Plaque   Pendant  —  Shown   by 
Schindler  &  Co. 

mocki  jewels  to  sell  at  popular  prices.  These  goods  are 
really  artistic  and  should  sell  in  quantity.  Blouse  pins, 

belt  pins,  high-grade  hat  pins,  brooches,  etc.,  should  all 
be  included  in  this  Ime. 

V 

Art  Needle-work  and  Fancy  Lines. 

The  Fall  season  is  opening  up  steadily  in  art  needle- 
work and  fancy  novelty  lines.  The  placing  orders  for 

staple  lines  has  been  very  satisfactory,  and  the  business 
done  to  date  goes  far  to  make  this  a  record  season.  The 

lines  intended  for  holiday  selling  are  rapidly  being  com- 

pleted. Fancy  boxes  for  many  uses,  the  small  boxes  for 
holding  hair  pins  or  stamps,  etc.,  and  the  larger  ones 
for  holding  gloves,  handkerchiefs,  collars,  cuffs  and  even 

larger  articles.  This  year  the  fabric-covered  box  is  much 
in  evidence,  and  boxes  covered  with  cretonne  or  tapestry 
or  with  grey  linen  with  the  name  of  the  article  the  box 
is  intended  to  contain  embroidered  on  the  cover,  are  big 

sellers.  One  successful  crash-covered  line  has  a  floral 
spray  on  the  cover  stamped  out  of  satin.    In  the  higher 
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Real  India  Cashmere 
Shawl  Bags 

Buyers  are  expressing  the  greatest  appreciation  of  our 

enterprise  in  making  bags  of  genuine  India  Cashmere— a 
fabric  which  inspired  the  popular  Paisley  and  is  even 

superior  thereto. 

This  Oriental  Cashmere  is  a  queen  among  fabrics,  and 

these  bags  are  easily  leaders  among  kindred  creations. 

There's  money  and  prestige  in  them. 

The  Newest  in 
Cordeliere  Bags 

The  favor  with  which  Cordelieres  have  come  to  be 

regarded,  assures  very  good  sales  of  the  latest  efFects  in  these 

bags.  We  are  introducing  new  models  in  Paisley  Shawl, 

Tapestry,  Velvet,  Mocha,  Suede,  Tapir  Calf  and  Turkey 

Morocco  in  all  shades.  The  line  reveals  the  fine  possi' 

bilities  of  the  Cordeliere.  No  up'tO'date  stock  complete 
without  them. 

Metal  Top  Bags  to 

Sell  at  $5.00 
Every  dealer  has  calls  for  good  bags  at  popular  prices 

Nothing   could   be   more  satisfactory   than  our  metal  top 

bags  made  to  retail  at  $5.     Goat   Seal  in  black  and  Calf 

Alligator    and     Buffalo    in   colors.      Something   you  can 

feature.     See  our  Hand  Sewn  Bags. 

N.B. — NexA^  creations  in  Metal  Top  Bags,  also 

in  Seal,  Walrus,  Fancy  Mottled  Pigskin,  Fancy 

Calfskin  and  Turkey  Morocco  in  all  colors. 

P.  W.  Lambert  ^  Co. 
Makers  of  Fine  Leather  Novelties 

64-66  Lispenard  Street  -----  NEW  YORK 
Canadian  Representative:     MR.  S.  ABRAHAMS,  Merchants  Bank  BIdg.,  Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Show  your  customer  how 
to  avoid  his  or  her  collar  and 

lie  troubles  by  using  the 

"OXFORD" 
Necktie  Holder 

Sell  the  Latest  and  Best  De- 
vice for  Collar  Comfort  and 

Tie  Simplicity. 

The  "Oxford"  does  away   with  the 
usual  pulhng  and  tugsins  in  adjust 
ing  the  tie  in  the  fold  collar     The 

tie  is  tied  upon  the 
Holder  to  suit  the 
wearer's  own 
taste.  It  is  then 
always  neat  and 

natty,  and  is  ad- 
justed in  the  col- lar in  a  second. 

Its  construction 
and  operation  are 
so  simple  that  it 
appeals  to  your 
customer  in- stantly 

Finished  in  gold- 
plate  and  retails  at 
2,Sc.  each.  Hut  up 

.?  doz.  in  a  hand- 
some display  box. 

Sample  box  for- 
warded to  respon- 

sible dealers. 

Order  now. 

The  Oxford  Novelty  Mf^.  Co., 
Sole    Manufacturers 

145-147  Mulberry  Si.,  NewYorl!. OWEN  SOL.ND,  Ool.    Back  View  Tie  Allached 

Ladies' Leather 
Handbags 

The  Most 

Popular Line 

Made  in 
New  York 

ALLIGATORS  are  going  to  be 
fashionable  during  the  coming 
season. 

We  manufacture  an  extensive  line 

in  colored  novelties,  Goatskin,  Calf- 
skin and  Seal. 

We  cordially  invite  Canadian  buy- 
ers visiting  New  York  to  call  and 

inspect  our  line. 

Samples  will  be  shown  the  Cana- 
dian trade  by  our  Canadian  repre- 

sentatives, A.  R.  MacDougall  &  Co., 
42  Adelaide  St.  W.,  Toronto. 

Copland  &  Mittenthal 
Manufacturers  of  Fancy  Leather   Goods 

151  Grand  St.  and  160-162-164  Lafayette  St. 
NEW  YORK 

class  groods  boxes  covered  with  linen  colored  moire  have 

a  delicate  Marie  Antoinette  pattern  in  ribbon  embroid- 
ery showing  the  familiar  motif  of  a  basket  of  flowers 

and   ribbon  liow-knots. 

Tiiere   are   also     i)in     cabinets,    trinket   cabinets,    sta- 

tioiiei\\-    cahini'is    and    writin'^-    pads,    pin    cushions',     etc., 

L'nen  covered  Box,   with   Embroidered  Lettering. 
-  Shown  by  Hambly  &  Wilson,  Toronto. 

covered  in  tapestry  and  in  cretonne.  Another  Ime  that 

is  selling  in  this  class  of  g'oods  is  covered  with  g-old 
leatherette  and  has,  as  a  decoration,  a  medallion  .show- 

ing' a  fancy  miniature. 

In  cretonne  lines  mention  should  be  made  of  round 

and  oval  work  trays  padded  and  covered  with  cretonne 

and  with  cretonne  handles.  These  are  both  dainty  and 

convenient,  as  they  provide  a  restint^  place  for  the  work. 

1*^ 

Cretonne-covered    Box       Shown    by 
Hambly  &  Wilson,  Toronto. 

The  bag'  line  is  almost  as  extensive  as  the  box  line. 

.'Vmong  fancy  bag  novelties  are  the  oblong  purse  bags 

and  bags  for  carrying  a  book.  The.se  are  made  of  grey 

linen  decorated  with  arts  gnd  crafts  embroidery  and 

have  the  flaps  fastened  with  clasps  and  trimmed  with* 
fiinge. 

There  i.si  considerable  interest  in  bead  trimmings  and 

bead  bags  are  also  in  line,  those  of  jet  and  steel,  jet  and 

Box    Covered   with    Guld   Leatherette   and   Decorated 
wilh  Medallion     Shown  by  Hambly  &  Wilson,  Toronto 

steel    and    crystal   being  most    in   evidence.     Another     bag 

novelty  is  the  hand  bag  in  Persian-printed  fabric. 

Linen  fringes  are  us<>d  to  trim  all  articles  of  fancy 

needle  work.  The  new  linen  bags  are  finished  with  them, 

and  they  are  used  to  edge  pillows,  nmners,  tea-cloths 
and    Centrepieces,    etc. 
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TUCK^S    HOLIDAY   LINES 

Calendars 

FOR     1910     AND     1911 

Christmas  Cards  Autographic  Christmas  Stationery 

Christmas  and  New  Year  Post  Cards 

Toybooks  in  Paper  and  Linen  Illustrated  Juvenile  Gift  Books 

Mechanical   Animals  Rope   Climbers  Rocking     Animals 

Picture   Panoramas  Paper  Dolls  Doll   Sheets 

Etc.,  Etc. 

Thrice  List  and  Catalogue  Sent  on  Application 

RAPHAEL  TUCK®, SONS  COMPANY, Limited 
122  and  124  FIFTH  AVENUE,  NEW  YORK 

Berlin  Buenos  Ayres  Bombay  Cape  Town  Montreal London Paris 

KING'S Establlahed  177S 

FAMOUS 
Sold  by  leading  Jobbers. 

SCOTCH 
Evory  pleoe  perfect. 

HOLLANDS 

Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 

able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  maikct, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 

JOHN  KING  &  SON, 
GLASGOW,  SCOTLAND. 

STREHL'S  HAIR  GOODS 
are  recognized  as  the  standard  of  quality.  If  you  want  to  make  a  trial  of  this  line, 
all  that  you  will  have  to  do  is  to  put  in  a  few  samples.  This  will  enable  you  to  show 
the  different  sizes  to  your  customers,  and  if  an  ord^r  is  taken  by  you  send  same 
to  us  with  sample  of  hair,  the  exact  color,  and  we  will  forward  goods  by  mail  or 
express.    We  will  cheerfully  take  back  goods  if  not  satisfactory.    You  run  no  risk. 

A  "SPECIAL"  SWITCH 
A  good  seller  and  a  money  maker,  made  of  second 
quality  WAVY  hair  in  good  assorted  colors. 

7 /..',,;  \\ir?i 

Wo  tt-'e  Headquarters 
for  Switches 

Wavy  Switches,  Pompadours. 
Curls,  Wigs,  etc.,  at  lowest 
prices.  .Send  for  Illustrated 
FKEK  Li.st. 

No. 

Weight Length 
Each 

Dozen 

SOU 2    oz. 24  inch 

$2.25 
$24.00 

4.W 
2    oz. 

22  inch 175 

18.00 

42.5 2    oz. 20  inch 1.50 15.00 
400 

U  oz. 

18  inch 
1.15 

12.00 

STRICTLY  FIRST  QUALITY 
Assorted  Colors— Short  Stems 

No. 

Weight 

Length 

J<;ach 

postpaid 

Dozen 

U 
\\  oz. 16  inch 

«1.50 %  15.00 

1« 2    oz. 18  inch 

2.00 

21.00 

1,1 
2    oz. 20  inch 

2.75 

30.00 
14 

2    oz. 
22  inch 

3.25 
36.00 

!.■> 

2i  oz. 

22  inch 
4.00 45  00 

16 
24  oz. 

24  inch 5.25 

60.00 
17 

3    oz. 24  inch 
6.25 

72,00 
18 

3    oz. 

26  inch 
7.75 90.00 

19 

3J  oz. 

28  inch 
9.00 102.00 

20 
4    oz. 30  inch 

11.00 
126.00 

10  Sample  Switch 

=s 

. 

$49.75 

Less  6  per  cen t.  for  cash 
- 3.00 

SECOND  QUALITY  HAIR 

$46.75 
Assorted  Colors— Short  Stem 

No. 

Weight Length JSach 

postpaid 

Dozen 

21 

U  oz. 

16  inch 

$  0.50 $5.00 

.Ti 

2    oz. 

18  inch 

.65 

7.00 

•23 

2    oz. 

2) inch 

.9) 

1900 

24 2    oz. 
22  inch 

1.11 

12.00 

2b 

2i  oz. 

22  inch 
1.35 

1500 
26 

2J  oz. 

24  inch 

1.5f> 

16.00 

27 

3    oz. 24  inih 

1.75 
20.00 

28 

3    oz. 26  inch 
2.40 

2700 

29 

3J  oz. 

26  inch 

3.110 

33  00 

3U 4    oz. 

28  inch 

3.50 

39  00 

n  Sample  Switches 
$15.33 x\ Less  6  per  cent,  for  cash  - .92 

A  group  of  puffs,  made  of  soft  natural  curly  hair 
The  latest  style  of  coiffure,  easy  to  arrange  and 
universally  becominc 

Per  set  of  7  puffs,  $1.75    Per  dozen,  $18.''0 
1  er  set  of  6  puffs,    1.50    Per  dozen,     15.00 
Per  set  of  5  puffs,    125    Per  dozen,    13.50 
Per  set  of  4  puffs,    HO    Per  dozen,     11.0 

Shades  of  gray,   blonde,  drab  and  auburn  are 
more    expensive,  according  to  the 
scarcity    of   color.      Any  size  and 
number  of  puffs  made  to  order. 
NOTICE- Cut  Hair  made  into 

switches,  3Sc  oz. 

-..   ..»..„».,     _  Combings  made  into  »wit- 34  MONROE  ST.,  CHICAGO  ches.40coz. 

All-over  Real  Hair  Nets,  now 
so  fashionable,  SI  5U  per  dozen. 

WrumRGrehlCo. 
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The  Habit  of  Keeping  Busy. 
Keep  your  force  busy!  Nothina:  is  more  demoralizing 

than  to  let  the  clerks  spend  their  time  in  g:ossipino:  or 

idleness  of  any  kind.  One  sort  of  inattention  invariablv 

begets  another,  and  the  feeling  that  they  are  "engaged," 

or  "busy,"  doing  nothing,  is  as  well  defined  and  expressed 
as  when  they  are  doing  some  kind  of  profitable  work. 

Purse   bag  of  grey  linen,   embroidered  and   finished 

with   fringe— Shown   by  Hambly  &  Wilson,  Toronto. 

When  you  permit  the  store  to  be  turned  into  a  reaa- 

ing-room  or  a  debating  club,  you  invite  insubordination 
and  neglect.  It  takes  the  snap  out  of  the  force  to  let  the 

lines  drag.  Not  that  it  is  at  all  necessary  to  "drive"  or 

"dog"  the  help,  but  it  is  an  indispensable  proposition 
that  they  be  kept  busy. 

Anybody  dislikes  to  be  disturbed  in  the  middle  of  an 

interesting  article  he  is  reading,  and  will  try  to  glance 

over  the  remaining  lines  before  he  gives  his  attention  to 

the  customer,  who  is  not  made  to  feel  welcome  when  the 

paper  is  relinquished  with  evident  reluctance.  Or,  whea 

the  force  is  congregated  to  discuss  a  subject  of  mutual 

interest — like  baseball,  outing,  or  some  special  function — 

we  have  seen  the  customers  waiting  with  evident  anno}'- 
ance  for  the  interesting  climax  of  the  discussions. 

Business  is  the  reason  for  the  presence  of  the  help,  a!id 

this  should  never  be  lost  sight  of.  In  a  well-conducted 
dry  goods  store  recently,  the  absence  of  the  pro- 

prietor gave  rise  to  the  opportunity  to  discuss  the  basebrdl 
score,  and  a  lady  who  come  in  to  make  a  purchase  wms 
obliged  to  walk  forty  feet,  under  the  scrutiny  of  six  pair.s 

of  ej'es,  and  then  to  face  the  knot  of  clerks,  who  were  so 
evidently  engrossed  in  a  matter  she  knew  prevented  them 
from  being  at  their  posts  in  the  front  of  the  house. 

One  or  two  such  experiences  will  most  snceessfuUy 

drive  any  well-ordered  mother  from  the  store  for  all  time 
Have  some  special  thing  for  each  clerk  to  attend  to 

when  he  is  not  engaged  in  selling,  for  then  it  is  necessary 

that  he  should  be  undisturbed — even  though  undue  ad- 
vantage be  taken  of  this  situation  by  the  clerk. 

It  costs  as  much  to  sell  the  annual  amount  which  the 

normal  equipment  of  the  store  demands,  as  it  would  25 
per  cent  more;  therefore,  use  the  idle  time  of  your  force 

to  go  after  trade — never  neglecting  the  idea  for  an  hour. 
Let  a  blade  be  exposed  to  the  air  in  idleness  and  it  rusts, 

but  let  it  be  used  but  a  minute  a  day  and  it  keeps  bright — 
so  with  the  mind.  Use  it,  and  it  thrives  on  wh<:t  it  feeds 

on;  keep  it  feeding  on  trade-bringing.    Suggest  to  the  help 

personal  letters  at  this  season  of  the  year;  let  thorn 
write  to  every  acquaintance  and  loll  what  attractions  you 
present  in  tlie  store  this  season. 

Friday  Bargain  Day. 
The  tendency  to  boom  Saturday  business  so  much  in 

evidence  in  the  past  has  had  the  effect  of  making  that 
the  great  buying  day  of  the  week..  Merchants  in  many 

places  are  now  endeavoring  to  boom  mid-week  business 
with  a  view  to  lessoning  the  Saturday  rush. 

One  idea  is  the  Monday  bargain  day,  which  has 
proven  quite  popular,  and  is  in  many  cases  helping  to 
make  Monday  a  busy  day  where,  previously,  it  was 
counted  the  dullest  day  in  the  week. 

The  Friday  bargain  day  is  a  newer  feature.  It  takes 
into  view  the  natural  tendency  of  buyers  to  postpone 

buying,  particularly  on  account  of  the  fact  that  family 

washing  and  ironing'  days  come  the  first  of  the  week.  In 
some  cases  Friday  specials  are  advertised  and  featured, 

while  in  others  a  "double  market  day,"  with  special 
prices  the  same  for  both  Friday  and  Saturday,  is  the 
basis  of  the  scheme. 

In  both  cases,  the  calculation  is  that  Saturday  be- 
ing market  day,  the  country  people  will  crowd  the 

stores,  and  the  merchant  accordingly  aims  to  induce  the 
city  people  to  do  their  buying  on  the  Friday  or  early  on 
Saturday. 

The  evil  of  late  Saturday  night  buying  is  also  aimed 
at.  It  is  a  well-known  fact  that  many  people  parade  the 

streets  till  ten  o'clock,  and  then,  beginning  to  tire,  drop 
into  the  stores  and  give  their  orders  for  goods  to  be 

"delivered  right  away  sure."  These  are  largely  city 
people,  the  country  customers  going  home  earlier  in  the 
day  and  taking  their  goods  with  them,  and  merchants 
figure  that,  by  bringing  out  the  city  trade  on  Friday, 
they  will  do  much  to  eliminate  the  late  Saturday  night 
evil. 

The  Sydney  Technical  College,  an  Australian  State 

Government  institution,  has  opened  a  department  for  spe- 
cial instruction  in  the  wool  and  sheep  industry.  The 

method  of  training  the  student  is  framed  to  fit  them  to 
undertake  the  classification,  skirting,  rolling  of  fleeces, 
and  sorting  skirts  or  pieces  to  the  best  advantage  to  the 

grower,  and  also  to  meet  the  demands  of  the  buyers.    As 

Book   bag  of  grey   linen,  embroidered  and    finished 
with   fringe  — Shown   by  Hambly  &  Wilson,  Toronto. 

the  practical  work  advances,  lectures  on  all  subjects  re- 
lating to  the  growing  of  wool  and  its  suitability  for 

manufacturing  purposes  arc  given.  Advantage  is  taken  of 
the  Sydney  wool  sales  to  get  students  acquainted  with 
the  general  routine  of  the  wool  business,  and  how  wool 
shonld  be  prepared  to  suit  the  requirements  of  the  various 
nations  which  import  supplies  from  Australia. 
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<'PUT     MONEY     IN     THY     PURSE."— Shakespeare  (Othello) 

There's   no  more  profitable  department  in    your  store  than    your   Linens,   and  your 
profits  will  be  the  "best    
ever"  if  you  are  featuring 

Hinensi 
The  secret  of  the  success  of  these  Linens  lies  in  the  care  shown  in  the  growing  and 
selection  of  the  flax,  in  the  skill  in  manufacture,  and  in  the  absence  of  chemicals  in 
the   Bleaching  Process. 

"OLD  BLEACH"  LINENS  ARE  ENTIRELY  SUN  BLEACHED 

the  only  known  process  to  render  Linen  a  pure  unchanging  white  without  damaging  or 
weakening  the  fabric. 

"OLD   BLEACH"   LINENS  are  always  soft,  delicate,  dainty  and  fine. 
MAKE  A   GENEROUS    PROVISION   FOR   THIS  WELL-KNOWN    LINE. 

R.  H.  COSBIE 
Irish  Linen  Agency 

WELLINGTON   STREET  WEST,        -        TORONTO,   CANADA 

Made  in  all  Human  Hair  Shades  to  tone  with  the  hair  of  the  wearer,  the  Net  being  quite  invisible  Bhil.=t  Keeping  the  Coiffure  in  place  without  iiattenin" 
5  Sizes— R  20,  Medium         R  22,  Large        R  23,  Extra  Large        R  24,  AUover        R  26,  SuperHne 

ROSENWALD  BROS.,Sole  Manufacturers  and  Patentees.  London.  Paris  and  Vienna.    Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames,  HairRolh  etc- 

  Sole  Agents  for  Canada:  DIECKERHOFF.  RAFFLOER  &  CO.,  Limited,  Cor.  Simcoe  and  Wellington  Sts,,  Toronto,  and  525  St.  Paul  St.,  Mont,.p;j| 

BRITISH  AMERICAN  DYEING  CO. 
The   Largest  and    Best 

Equipped 

DYE  Vv^ORKS 
In   the   Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 
FEATHERS,    SILKS.    VELVETS.    RIBBONS.    LACE.    ETC. 

^'^  ̂^^^u^A^itlS.'^^^^''   MONTREAL TORONTO OTTAWA 
QUEBEC J 
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Profitable  Display  Demands  Practical  Fixtures 

No-  2 — Practical  Ribbon  Cabinet 

PRACTICAL  HOSIERY 

RACKS.     Two  size?,  holding 
72  and  100  pairs  Hose. 

Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 

Holding 

From 

50  to  700 
Bolts 

of 
Ribbon 

PRACTICAL 
RIBBON 

CABINETS 
PRICE  LIST 

Cabinet 
No. 

1  27J4x  6>^.\26i-i 2  28?i'(U     x26 .•!    ̂ SKxU    x38 

4  28)ixl8Kx38 
5  28Xx23}<x38 
6  28Kx27Jix38 

7  28^x32^x38 
8  28Xx42Kx43K 

Capacity 

Bolts 

50 

100 
150 
250 
325 

4110 

475 
TOO 

$  6  00 

10  00 

13  50 

18  ,50 

23  00 

2fi  00 30  00 
42  00 

MADE  OF  OAK 

No.  3  -Practical  Ribbon  Cabinet 

Practical  Hosiery  Racks 
Made  of  steel,  nickel  plated.  1i  Slip  the  stocking  in  the  springr  pair  by  pair. 

Place  the  spring  in  the  frame  at  the  top  of  the  rack.  •[  A  quick  jerk  disengages 
the  pair  desired  without  interfering  with  the  others.  When  handled  and  inspected 

they  hang  tight  and  fas*,  keeping  theii  position  and  shape.  There  can  be  no 
disorder  in  the  stock  when  this  rack  is  used. 

No.  1—34  inches  high,  16  inches  wide.  Has  four  springs.  Capacity  72 
pairs  hose,  $5.75. 

No,  2—34  inches  high,  17  inches  wide.  Has  eight  springs.  Capacity  120 
pairs  hose,  $6.75. 

Practical  Piece  Goods  Fixtures 
The  proper  display  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 

Practical  Counter  or  Floor  Fixture.  Either  holds  forty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.    Price,  $6.50. 
Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50. Counter  Fixture 

FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND   FOR    CATALOGUE. 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers.     ILION.  N.Y. 

Hall-Borchert 
Dress  Form  Co. 

of  Canada,  Limited 
7  0-7  6  Pearl  Street 
TORONTO 

Ontario,    Canada 

The  Psetail  Merchants  of 
Canada  should  be  interested 
to  know  that  the  complete 
line    of   Hall'Borchert    ad' 

Krt~gt2T  Wi  justable  and  non-adjustable 
I  \\l  forms  are  now  being  made 

within  the  Dominion,  and 
obtainable  at  the  same 

wholesale  prices  as  in  New 
York  or  Chicago.  Every  tailor,  dressmaker 
and  private  woman  wants  one  or  more  of 
these  forms  and  it  is  within  the  province  of 
Retail  Merchants  to  supply  this  demand. 
Easy  sales,  liberal  profits,  reliable  goods, 
Our  national  consumer  demand  advertising 
campaign  stimulates  trade  Local  publicity 
secures  the  business.  Write  us  for  cata- 

logue  and  prices. 

Increase 
Your Earning 

Capacily 

by  taking  a  course 

in  Window  Trim- 
ming and  Card 

Writing  at  the 

Koester 

School 
ALBt,Kl    A.  KOtiltK,  President 

Author  of  First  Book  on  Window  Dressing. 
FnunilHr  of  First  .School  of  Window  Dressing,  1897. 

Designed  exl.ibitB  for  World's  Fiiir,  Chicago,  1893; 
lierlin  Exposition,  1900;  Kt.  Louis  Exposition,  19.,4. 

Only  Decorator  awarded  medal  at 
St.  TjOui^'  Exposiiif)n. 

Author  nf  book,  Koester's  ,Syptem  of  Draping,  1907. 
Five  years  with  Marshall  Field  &  Oo. 

The  most  valuable  man 

about  the  store  is  the 

man  who  can  Inm  the 

windows  and  make  the 

showcards  -  makeyour- 
self  this  most  valuable 
man — don't  be  a  clerk 

all  your  life — prepare  yourself  for  the  better  paying  positions. 

Vacalion  Courses  have  just  started — ranging  from  2  weeks  to  8 
weeks,  and  covering  general  and  special  subjects.  Spend  your  vacili  n 

at  the  School.     Get  ready  for  the  Fall  Season. 

We  have  very  interesting  catalogues,  letters  and  booklets  that  explain 

the  school  thoroughly.  We  will  be  glad  to  send  all  of  it  if  you  will 

send  us  your  name. 

THE  KOESTER  SCHOOL 
256  E.  MADISON  STREET, 

CHICAGO,  ILL. 

Please  mention  The  Revieiv  to  Aaverlisers  and  Their  TraTeLm 



Modern  Store  Equipment 

Novelty,  Beauty  and  Style  in  Garments  Must  be  Emphasized 
Figures  Used  Must  Reflect  Latest  Fashion  in  Every  Department  of  Dress 

—  Group  Posing  is  Important  —  Trimmer  Might  Study  Stage  Effects  to 

Advantage  —  Dainty  Pieces  of   Furniture  are  Useful    in  Working    out  Effects 

ELEGANCE    and  novelty  of  style,  fabric,  and  cut 
arc   the   points    which   the   trimmer  is   trying   to 

impress      upon    the    buyins;-    public    throug-h    the 
medium  of  his  garment  windows,  and  to  do  this 

effectively    no  detail  that   will  add  to  the  tinisli  and  suc- 
cess of  a   window   must   be  considered    too   trivinl   to  be 

omitted. 

If  wax  figures  are  used,  they  must  be  carefully 
cleaned,  their  hair  arranged  in  the  latest  mode  and  th.e 
garment  must  be  arranged  and  put  on  the  figure  in  as 
finished  a  manner  and  with  the  same  attention  a  smart 

woman  would  give  to  her  costume  and  its  accessories. 

To  insure  the  proper  set  of  the  gown  or  suit  a 
princess  slip  or  a  corset  cover  and  a  silk  underskirt 
should  first  be  put  on  a  figure. 

The  blouse  must  tone  in  with  the  color  of  the  suit 

or  it  must  match  it  this  year,  and  the  trimmer  can  em- 
phasize this  fashion  by  leaving  open  a  coat  and  by 

showing  the  matching  blouse  with  each  suit. 
As  a  rule,  it  is  best  to  have  the  sales  ladies  in  the 

garment    department    dress    the    figures    that    are    to    be 

used,    and    the  'buyer   of   the    department   ought    to   pass 
them  before   they  are  placed  in  the   window. 

Pose  Figures  Correctly. 

The  posing  is  very  important  when  figures  are  used. 
Too  many  country  trimmers  try  to  balance  their  figures. 
Fur  instance,  they  will  place  one  in  the  exact  centre, 
perhni)s  a  little  back,  and  one  or  more  on  each  side  at 
exactly  equal  distances.  No  group  of  figures  seen  on  the 
street  or  on  a  lawn,  for  instance,  ever  stands  in  this 
fashion,  and  the  unnatural  effect  obtained  completely 
destroys   the   effect    the   trinnner   is   seeking  to   obtain. 

Trimmers  would  do  well  to  study  the  grouping  of 

characters  on  the  stage  when  a  good  company  is  put- 

ting on  a  modern  play,  for  each  scene  is  carefully  ar- 
ranged to  make  an  effective  picture.  Of  course,  the  pose 

may  be  too  exaggerated  to  copy  but  the  position  of  the 
players  in  many  scenes  will  afford  the  trimmer  valuable 

study.  Many  of  the  popular  magazines  give  photo-en- 
gravings of  the  leading  scenes  in  plays  and  trimmers 

would  do  well  to  paste  in  their  scrap-book  any  one 
having  possibilities. 

Display  by  J,   McNichoU   for   Richard   Hall    &   Son,    Peterborough.     Floor  of   green    fell,   ornamentation   of   lattice  works,   each    12 
feet  lops,  twined  with  daisies.     In  the  centre  of  each  was  frame  containing  photo  of    Paris  gown. 
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Articles  of  furniture,  a  fancy  chair  or  stand  is  often 
used  by  the  best  trimmers.  Last  fall,  A.  E.  Apted,  of 
the  T.  Eaton  Co.,  introduced  a  figure  seated  at  a  five 

o'clock  tea-table,  into  the  large  corner  window  when 
making  his  millinery  display.  The  table  was  perfect  in 

its  appointments,  having  a  beautiful  laec  and  embroid- 
ered cloth  and  a  set  of  dainty  china. 

Dresses  are  to  be  very  much  worn  during  the  coming- 
Fall,  and  will  add  a  display  line  that  is  a  new  one  to 

most  trimmei's.  As  dresses  are  intended  for  indoor  wear 
the  use  of  furniture  to  give  point  to  the  display  will  be 
particularly  appropriate. 

Displaying  Children's  Lines. 
Early  in  September,  displays  of  children's  and  misses' 

garments  for  school   wear  would   be  particularly  timely 

Though  the  tendency  is  away  from  spectacular  back- 
grounds, and  in  favor  of  effects  that,  while  effective, 

will  do  duty  not  only  while  opening  displays  are  made 
but  with  a  few  changes  will  serve  through  the  season- 

This  kind  of  back-ground  taxes  the  ingenuity  of  the 
triuimcr,  but  it  lightens  his  labors,  as  there  is  only  the 

goods  to  change.  This  is  a  consideration  now-a-days 
when  the  trimmer  has  so  many  lines  to  display.  Milli- 

nery, in  most  stores,  comes  first  and  then  there  is  the 

ready-to-wear  lines,  consisting  of  suits,  coats,  dresses 

and  costumes,  coats  and  evening  wraps,  as  well  as  misses' 

and  childrens'  garments.  The  dressgoods  and  the  silk 
department,  as  well  as  the  numerous  fancy  lines,  will  all 
have  to  be  shown  to  best  advantage. 

Background  of  white  brocaded  satin,  stretched  over 

a  frame;  about  18  inches  to  the  front  was  a  lattice 

worli  of  quarter-inch  lumber,  painted  white  and 

gold  and  divided  into  five  sections  intersected  by 

electric   light  enclosed   in   fancy  shade. 

Two  of  1  series   of  four  opening  windows  by  Warren 

Andrews   for   Anderson   Co.,  St.   Thom»s. 

Floors  were   covered    with    white    flannelette.     Uva 

sprays  in   green   were   also    used    in    back,   top  and 

side*  of  window. 

and  calculated  to  attract  trade.  It  would  be  scarcely 
necessary  to  use  any  special  background,  for  the  show- 

ing of  school-bags,  school-books,  lunch  baskets,  etc., 
would  sufficiently  emphasize  the  idea. 

In  making  a  display  of  infants'  wear,  toy  storks 
could  be  used  to  advantage.  In  one  of  the  Eaton  win- 

dows some  time  ago  these  storks  were  used  in  connection 

with  a  display  of  baby  carriages.  The  storks  were  sus- 
pended by  very  fine  wire  and  each  stork  carried  a  black 

or  white  compo.sition  doll  tied  up,  as  shown  in  a  well- 
known  ad.,  in  its  beak. 

V 

Practical  Background  Suggestions. 

The  first  week  in  September,  and,  in  some  centres, 
even  at  an  earlier  date,  the  millinery  openings,  and  early 
displays  of  millinery,  garments  and  dress  fabrics,  occur. 

The  windows  given  show  the  effects  in  this  direction 

made  by  Canadian  trimmers  last  year,  and  will  illus- 
trate  the  present   tendency  in   window   trimming. 

V 

Windows  Illustrated. 
The  millinery  window  was  trimmed  by  J.  C.  Edwards, 

for  Cressman's  Department  Stores,  Peterboro.  The  color 
scheme  was  white,  gold  and  old  rose.  The  background 
was  paneled  with  long  narrow  panels,  edged  with  gold 
rope  and  surmounted  by  green  moss,  and  looped  together 
with  brass  chains.  Suspended  from  brass  chains  in  the 
centre  of  each  mirror  was  a  white  oval  edged  with  gold 

rope  and  centred  with  a  bunch  of  old-rose  roses  and  sea jnoss. 

Directly  in  the  centre  of  the  background  was  placed 
a  mission  seat  in  gold,  which  served  to  disi^lay  a  black 
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Better Housing, 
More  J 

Effective Display 

and 

Quicker Sales. 

Such  will  be  the 

result  if  you  in- 
stal  in  your 
store 

Clatworthy's 
Display 

Fix!  res 

They  are  very 
moderate  in 

cost,  and  are 
noted  for  their 

good  appear- ence,  durability 

and  general 
utility.  Suited  to  every  requirement  of  the  Canadian  Dry 

Goodi  Trade.  Ask  for  a  copy  of  our  new  136-page  cata- 

logue. It  has  many  'pointers'  for  you! 

CLATWORTHY  &  SON,  LTD. 
"THE  ACTUAL  MANUFACTURERS." 

King  St.  West,  -  TORONTO 

No.  168— Glove  Stand 

Advertising  Cuts 
For  DRY  GOODS,  DEPART- 

MENT and  GENERAL 
STORES 

Our  catalogs  show  thousands  of  CUTS 

of  every  description,  large  and  small, 

for  newspaper,  circular  or  catalog  pur- 

poses. 

CATALOG   SENT    FREE    UPON 

REQUEST 

PRICE  OF  CUTS  20  CENTS  EACH 

Our  Millinery  and  Fashion  CUTS  posi- 
tively show  the  latest  styles. 

HIGH  CLASS  CUTS. 

PRICES  LOWER  THAN  OTHERS 

Syndicate    Cut    Co. 
19  to  21  Park  Row NEW  YORK 

We  prepay  all  orders  into  Dominion  of  Canada 

LATEST  HALF-FORMS 
Skirt  may  be  Removed  from  Waist  and  Used  Separately 

No.  80  K.J. 
Jointed  arms  with  adjustable  hands.    Also 
with     plain     arms     and    without     arms. 

Write  for  Catalogue  No    16L.    Also  for  Circulars  on  Fur  Stands, 
Hangers,  Mirrors,  Etc. 

J.    R.    PALMENBERG'S    SONS Est.  1852 

710  Broadway,  New  York. 

Factory  87,  89  and  91  West  3rd  Street,  New  York 

30  Kingston  St.,    1  10  Bedford  St.     Nos.  10  and  12  Hopkins  Place 
Boston  Baltimore 

J^lc"Et  CARRIERS SAVE  TIME  &  MONEY 

OUR  GUARANTEE 
We  will  instal  a  System  of  Gipe  Carriers 
in  your  store;  you  use  them  TEN 
DAYS,  and  if  you  ilo  not  find  that 
they  give  you  RETT  ER  antUJUICKER 
SERVICE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUHES, 
CAHLE  CARRIERS  or  CASH  REG- 

ISTERS, we  will  remove  them  at  our 

CATALOG  FREE 
THE    GIPE  CARRIER  COMPANY 
99    ONTARIO  STREET  TORONTO,  ONT 

£V/tOPCAN  OFflCE-.llt  MOLBORNlONDtH  CC  INC. 

Every    Dry    Goods    Store 
should  have  a 

Defiance 
Button  Machine 

Large  Profits  Covering  Buttons 
with  your  customer**  own  material. 

PRICE,  including  any  three  of  the  following  sizes,  16,  20,  24,  30 
36  or  IS. 

$7.50 
SEND  FOR  CATALOGUE 

DEFIANCE  BUTTON  MACHINE  CO. 
53  EAST  8th  St.,  NEW  YORK 

Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 
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silk  (.-oat   and   liat    to  iiiati-li.     Tlu-se   weir  anaiigvd   wiili  cmo    the    catalomie    of    sdiiu'    mill    llial    makes    builders' 

seeming  carelessness  as   tlioujrh   they   had   been  just   dis-  sui)i)lies.      Many    ilirfercnl    sizes    and    shapes   of    wooden 

carded  by  their  wearer.  ecdninns    are    eairied    in    sloek,    as    well    as    shai>ed    rails 

The  rest  of  tiie  disphiy  consisted  of  six  hats  on  stands,  used    in    hnildinu'    veiamlalis,    etc..    and    i'lom    these    and 

a  pair  of  dainty  shoes,  a  pair  of  jrloves.  one  hand-bajj-  and  sawn    hunl)i'r    sdUU'    new    el'l'eets    eouhl    he    eheaply    and 
nnihrella.  and   veiling.     On    two   of  the   lonu'  panels,   as   a  easily   e\(i!\-ed. 

Millinery    window    by  J.   C.    Edwards   for   A.    W.    Cressman,    Peterborough.     For   detailed 
description  see  department  reading  matter. 

relief,  old-rose  rosts  were  arrani-ed.  and  on  one  of  the 

others  was  a  larue  bunch  of  rose  branches,  while  the  other 

had  a  bronze  cupid  holding  a  festoon. 

The  cards  used  were  white  pebbled  with  gold,  and 

with  a  bronze  oval  lettered  in  black  with  the  inscription 

' '  The  Opening. ' ' 
The  other  windows  shown  are  two  of  a  series  put  in 

for  the  openings  l)y  Warren  Andrews,  for  the  Anderson 

Co.,  St.  Thomas.  The  backgi'ound  consists  of  white  bi'oc- 
aded  sateen  stretched  over  a  frame,  and  about  18  in.  in 

front  of  this  was  placed  a  lattice  work  painted  white 

and  gold,  and  divided  into  five  sections,  intersected  by 

an  electric  light  enclosed  in  a  fancy  shade,  and  sur- 

rountled  by  white  flowers.  I'va  sprays  in  green  were 
u.sed  on  tiie  back,  the  top,  and  the  sides,  and  the  floor 
was  covered  with  white  flannellette.  The  color  scheme 

of  this  window  was  white,  green  and  gold,  and  with  the 

addition  of  a  strf)nger  color  would  be  perfectly  suitable 
for  a  Fail  display. 

Some  Kort  of  arcliitectural  effect  is  very  much  used 

'ti  all  back'^rouirl  woi-k  and  trimmers  are  ndx'ised  to  ]irii- 

The  illustration  gi\en  shows  how  easily  an  effective 

display  can  be  worked  up  with  wooden  coltimns,  par- 
ticularly for  a  series  of  windows.  There  is  no  doubt 

thai  in  many  sections  wliei-e  there  is  a  good  deal  of 
building  going  on  that  they  could  be  borrowed  from  a 
local  builder  for  a  week  or  two. 

The  columns  and  cornice  would  have  to  be  either 

painted  or  covered  with  some  white  fabric,  or  they  could 

be  ti-eated  with  alabastine  and  tinted  and  veined  to  rep- 
resent colored  marble  or  stone.  The  festoons  might  be 

of  brown  and  tan  roses  shaded  out  at  points  to  yellow 

and  pink.  The  pedestals  could  be  made  of  cardboard 

and  inch  board,  but  the  central  figure  should  be  classii' 

and    white.      Of   course,    the    t i-immer  could   substitute. 

Either  a  miri'or  background,  or  the  paneled  wood 
background  in  general  use  would  serve.  Should  neilhei 

of  these  be  available,  a  curtain  in  velours  or  brocade  in 
tan,  bronze,  or  Empire  green   would   be  suitable. 

For  the  showing  of  niillineiy  and  gai'mcnt  lines 
nothing   is   better   to    use   than    r.    mirror   bnckuiound. 

Fall   Dress   Goods  Window  by  Jas.  McNichol  of  Richard  Hall  &  Son,   Peterborough. 



Interest,  Exchange  and  Cash  Discount  in  Everyday  Business 
Does  It  Pay  to  Borrow  Money  for  the  Purpose  of  Taking  Advantage  of 

Cash  Discount  ?  —  Should  Paper  Covering  Renewal  or  Extended  Accounts 

be  Subject  to  Cash  Discount  Originally  Allowed  ? — Who  Should  Pay  Exchange? 
By    Howard   R.    Wellington. 

VERY  few  business  enterprises,  either  wholesale 
or  retail,  can  be  run  successfully  in  these  days 

without  material  assistance  from  the  banks,  es- 
pecially at  certain  seasons  of  the  year.  The 

up-to-date  shrewd  business  man  does  not  expect  to  be 
able  to  run  his  business  at  all  seasons  on  the  capital  he 

has  invested — it  would  not  be  a  profitable  investment  for 
him  to  have  his  entire  capital  locked  up  all  the  time,  when 
he  only  requires  it  periodically.  If  he  has  a  safe,  steady 

business,  he  is  making-  money  by  borrowing  money  from 
the  bank  to  pay  his  accounts  promptly,  thus  earning 
cash  discounts,  which  sometimes  run  as  high  as  5  to  7 

per  cent. 

The  great  danger  in  doing  ibusiness  on  this  basis  is 
in  the  tendency  to  purchase  too  heavily,  providing,  of 
course,  that  the  bank  will  advance  all  the  money  required, 
but  the  amount  earned  in  cash  discounts  will  more  than 

counter-balance  the  interest  paid  the  bank  for  borrowing 
the   necessary  amount,  and  leave  a  nice  profit  besides. 

For  instance,  our  purchases  for  one  year  amount  to 
$60,000.  On  this  amount  the  average  cash  discount  would 

be  4  per  cent.,  amounting  to  $2,400.  We  have  had  suffi- 
cient capital  invested  in  our  business  except  for  five 

months  in  the  year.  To  take  advantage  of  cash  discounts 

we  have  had  to  borrow  in  one  season — $15,000,  for  2 
montlis,  $150;  $20,000  for  3  months,  $300,  and  in  the  other 
season,  $10,000  for  2  months,  $100;  $5,000  for  3  months, 

$75. 

In  addition  to  this  we  have  had  to  discount  customers' 
notes  and  drafts  as  follows:— $30,000  for  3  months,  $450; 
$20,000  for  4  months,  $400. 

Tlie  bank  charges  us  G  per  cent,  for  discounting  paper 
It  costs  us  $1,475  to  borrow  money  from  the  bank,  but 
some  of  tins  may  be  necessary  for  the  running  expenses 
of  the  business.  Suppose  we  say  it  costs  us  $1,200  to 

borrow  sufficient  money  to  take  advantage  of  cash  dis- 
counts. This  leaves  a  net  profit  of  $1,200  from  this  source 

— a  good  plan  if  carefully  worked  out  and  purchasing 
watched. 

Interest  on  Your  Investment. 

Remember,  that  in  figuring  net  profits  for  the  year,  in- 
terest on  what  you  have  invested  in  your  business  should 

be  charged  against  your  net  profits,  for  if  this  money  were 
occupied  in  anotlier  way,  you  would  expect  a  percentage 
of  dividends  or  profit  on  it. 

Cash  Discount  on  Overdue  Paper. 

There  is  considerable  difference  of  opinion  between 
the  wholesale  and  retail  trade  as  to  whether  a  customer 

wlio  pays  a  portion  of  his  account  on  the  due  date  and  re- 
quests a  renewal  on  the  balance,  is  entitled  to  cash  dis- 

count on  the  amount  renewed. 

Strictly  speaking,  he  is  not,  but  a  number  of  houses 
are  now  adopting  the  plan  of  allowing  the  original  amount 
to  stand,  and  charging  interest  and  bank  charges  on  the 
renewal. 

If  no  payment  at  all  is  made,  the  cash  discount  should 
all  be  charged  back,  and,  if  there  are  optional  terms  of 

sixty  days  or  thi-ee  months,  the  draft  renewed  with  only 
exchange  added.  In  any  case  when  goods  are  sold  subject 
to    a   certain    percentage    rebate    for   cash    settlement,   it 

simply  means  lliat  this  rebate  is  given  as  an  inducement 
to  pay  the  account  promptly  within  the  discount  period, 
the  wholesaler  figuring  that  he  can  afford  to  allow  this  in- 

ducement in  preference  to  carrying  the  account  for  any 
length  of  time  on  his  books. 

Net  Terms. 

Competition  is  very  keen  in  all  lines  to-day,  and  a  num- 

ber of  concerns  are  figuring  prices  down  very  close — too 
close  to  permit  of  allowing  of  cash  discount,  and  are  sell- 

ing on  short  dates.  Wlien  goods  are  bought  in  this  way 
it  should  be  remembered  by  the  purchaser  that  there  is  a 

reason  for  these  "net  terms,"  and  as  a  rule  the  values 
are  given.  The  very  fact  of  the  terms  being  net  should 
not  restrain  a  mercliant  from  paying  such  an  account 
when  due. 

Different  Percentages  of  Cash  Discount. 

Travelers  are  constantly  face  to  face  with  the  argu- 
ment that  So-and-So  is  allowing  five  per  cent,  and  even 

seven  per  cent,  cash  discount,  whereas  such  traveler  may 
be  offering  only  two  per  cent.  Always  remember,  if  a  dis- 

count is  taken  off,  it  has  been  added  on,  for  no  concern  in 

these  days  of  keen  competition  can  afford  to  add  enor- 
mous profits  to  costs. 

Renewing  Paper. 

The  jobber  or  manufacturer  usually  pays  cash  for  his 
purchases,  cash  for  his  labor  and  expenses,  and  when  he 

is  working  on  a  close  margin,  should  not  be  asked  to  re- 
new paper  unless  the  merchant  agrees  to  stand  every  item 

of  extra  expense  involved  on  account  of  the  renewal. 
If  a  merchant  is  good  pay  and  makes  a  fair  settlement 

on  account  of  paper  due,  he  is  surely  entitled  to  some  ex- 
tension, as  very  often,  no  matter  what  the  capital,  in 

certain  dull  seasons  the  best  of  accounts  receive  some 

assistance,  but  in  such  a  case,  as  stated  before,  the  re- 
tailer is  entitled  to  stand  all  expenses. 

Exchange  on  Paper. 

Who  should  pay  it?  Probably  the  more  pertinent 
question  would  be,  Who  does  pay  it?  Unquestionably 
the  maker  of  tlie  draft,  probably  for  no  other  reason 
than  that  he  wants  to  use  the  paper,  and  cannot  wait  for 
a  remittance  by  cheque  or  money  order. 

In  early  days  in  our  own  and  the  country  across  the 
line,  the  custom  was  to  travel  several  hundred  miles  to 

purchase  the  necessary  goods,  say  every  six  months, 
carrying  the  necessary  cash  to  pay  for  either  the  goods 
purchased  six  months  previous  or  the  present  purchase, 
as  the  case  may  be. 

Now,  the  order  of  things  is  reversed,  and  the  travel- 
ling man  calls  on  the  merchant  and  the  draft  is  used  as 

a  means  of  collection.  Strictly  speaking,  the  goods  should 

be  paid  for  when  purchased,  but  the  custom  has  become  so 
prevalent  to  make  drafts  and  stand  the  exchange  in  order 

to  finance  a  large  business,  that  the  'buyer  very  seldom 
pays  charges.  On  a  renewal  account,  however,  all  charges, 
including  exchange,  should  be  added.  This  also  applies 
to  an  account  which  is  overdue.  It  would  be  much  more 

acceptable  to  the  wholesale  trade  if  smaller  accounts  were 
remitted  for  by  money  order,  and  the  cost  of  remitting 
deducted. 
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THE  SILKS  COMPANY, LIMITED 

(Formerly  of  K.  Tshikawa  &  Co.) 

We  invite  Dry  Goods  Merchants  and  Milliners  to  visit  our 

warehouse  during  the  Millinery  Openings  and  Toronto  Exhibition. 

Our  Fall  and  Holiday  goods  are  complete  with  exclusive  lines 

which    will    well   repay    your  inspection. 

Dress   Silk 

Exclusive  collections   of  Persian  and    Paisley  to  retail   at  50c., 

75c.,  and  $1.00 

Crepe  de  Chine   in   all    delicate   evening   shades  to   retail  at  50c. 

Extra  value  in  36  and  40  inch  Black  Paillette,  Messaline,  Satin  de 

Chene  and   Taffeta  to  retail   at  $1.00,  $1.25  and  $1.50 

Holiday  Specials 

Cluny    Linens  Renaissance 

Battenburg  Drawn  Linens 

Lambrequins 

Plain,      Initial,      Fancy      Handkerchiefs      and      Mufflers. 

Special  Attention  given   to   Mail   Orders. 

TRIAL  ORDERS  SOLICITED. 

The  Silks  Company,  umited 

24  Wellington  St.  West,  :  :  :  :  Toronto 

Flease  mention  The  Review  to  Advertisers  and  Their  Travelers. 



DRESS  GOODS^FABRICS 

Openings  Should  Extend  to^the^-Dress  Goods  Department 
Buyers  Will  Find  it  Necessary  to  Adopt  New  Methods  of  Attracting 
Business  to  Their  Section  of  the  Store  —  Paisley  Patterns  and  Printings 
Feature     the      New      Silks  —  Brocades     in      Beautiful      Color      Effects 

IF  thij  dress  goods  department  is  still  to  keep  its 
time  honored  place  as  tlie  premier  department  in 

the  store,  it  has  g-ot  to  drop  the  old  di^ified 
method  of  waiting  for  business  and,  as  is  done  in 

other  departments,  search  for  opportunities  to  put  the 
goods  carried  and  their  possibilities  attractively  before 
the  buying  public. 

Until  recently  the  dress  goods  manager  had  little 
need  to  hustle  for  his  business  as  he  and  his  ally,  the 
dressmaker,  were  quite  sure  of  their  share. 

Modern  manufacturing  methods  has  changed  this,  and 
now  it  is  up  to  the  dress  goods  buyer  and  manager  to 
make  plans  to  attract  trade. 

Special  openings  carefully  planned  bring  lots  of  busi- 
ness into  the  ready-to-wear  department,  and  the  fact 

that  lit  has  not  been  the  custom  in  the  past  to  place 

dress  goods  before  the  buying  public  in  a  special  manner 
is  no  reason  why  the  experiment  should  not  be  tried. 

Large  stores  in  both  the  States  and  Canada  hold 

special  dress  goods  openings.  They  decorate  the  depart- 
ment and  use  every  means  they  can  devise  to  show  the 

new  goods  attractively.  Of  course,  there  is  more  scope 
in  the  large  departments  where  rich  goods  are  carried, 

but  this  applies  equally  to  ready-to-wear  and  to  millin- 
ery, and  yet  this  does  not  hinder  openings  being  good 

trade  pullers  in  these  departments.  It  is  by  showing 

variety  and  novelty,  by  appealing  to  the  woman's  taste 
for  exclusive  goods  that  the  dres'S  department  has  to  get 

business,  and  any  scheme  to  this  end  must  help  the  de- 
partment. 

One  of  the  chief  reasons  why  sales  are  lessening  in  the 
dress  goods  department,  is  the  increasing  difficulty  found 
in  having  the  goods  acceptably  made  up  at  a  reasonable 
price.  Good  dressmakers  are  scarce  and  demand  high 
prices  for  their  work.  Not  only  are  charges  high,  but 
the  dressmaker  has  as  a  rule  more  orders  on  hand  than 
she  can  turn  out  in  a  reasonable  time,  and  there  is  the 

double  annoyance  of  fitting  and  waiting  to  encounter. 
It  IS  to  combat  these  conditions  and  to  find  a  remedy 

for  them  that  the  dress  goods  man  has  to  spend  his 
energies. 

On  the  other  side,  when  a  woman  buys  the  material 

and  has  a  gown  made  she  gets  a  garment  made  specially 

for  her,  and  one  that  is  exclusive  in  style  and  fabric,  and 

it  is  up  to  the  dress  goods  man  to  make  these  advan- 
tages weigh  more  heavily  than  the  inconveniences  of 

attainment. 

Since  the  pattern  houses  have  given  greater  attention 

to  the  production  of  good  patterns  and  have  advertised 

tham  so  extensively  there  has  been  a  big  increase  in  the 

number  of  women  who  do  home  dressmaking.  This  year 

there  is   a   special   reason    why     the      dress   department 

should  make  a  greater  effort  to  co-operate  with  the  pat- 
tern house.  This  is  because  the  simple  one-piece  dress  is 

favored  by  fashion  as  well  as  the  costume.  For  the  time 
being  they  are  more  the  vogue  than  the  tailored  suit, 

which  is  the  stand-by  of  the  ready-to-wear  department. 
Neither  the  dressmaker  nor  the  home  dressmaker  can 

turn  out  garments  that  satisfactorily  compete  with  the 

factory-mad©  suit  in  finish  and  workmanship,  but  not 

only  the  dressmaker,  but  the  average  woman  of  intelli- 
gence can  with  the  aid  of  a  good  pattern,  make  a  one- 

piece  dress  or  a  satisfactory  costume,  and  the  buyer 

should  see  that  this  fact  is  put  fairly  and  squarely  be- 
fore the  patrons  of  the  store. 

The  pattern  department  should  be  located  close  to 
the  dress  department  and  if  for  any  reason  this  is  not 
possible  copies  of  the  fashion  sheets  and  books  should  be 

kept  on  the  dress  counter  and  customers  should  be  en- 
couraged to  use  them.  For  instance,  when  the  question 

of  lengths  for  a  certain  style  comes  up,  the  book  is  there 

and  should  be  consulted.  Colored  plates  are  given  parti- 
cularly when  the  new  season  is  opening  and  these  should 

be  detatched  and  neatly  framed  or  backed  with  cardboard 
and  placed  in  a  ticket  holder  and  used  in  connection  with 
both  window  and  counter  displays. 

The  keen  buyer  must  have  noticed  the  change  many 

of  the  best  firms  are  making  in  their  advertising  me- 
thods. Instead  of  a  list  of  articles  with  prices  attached, 

these  stores  are  printing  timely  fashion  news,  and  mat- 
ter drawing  attention  to  the  uses  of  goods  carried  in 

the  department,  and  a  series  of  timely  ads.  setting  forth 
the  saving  effected  by  the  use  of  patterns  and  home 

dressmaking  would  certainly  benefit  the  dress  goods  de- 
partment. The  woman  who  is  able  to  make  her  gown  is 

able  to  buy  the  material  for  another  out  of  the  money 
she  would  have  had  to  pay  the  dressmaker. 

In  some  parts  of  the  States  women  are  forming 
classes  to  receive  instruction  in  the  use  of  patterns  and 

in  the  making  of  gowns,  and  the  dress  goods  buyer  might 

facilitate  matters  by  having  an  expert  ready  to  under- 
take such  a  class. 

It  might  be  added  that  the  departments  which  have 
been  engaged  in  promoting  home  dressmaking  have 
found  that  it  increases  the  sale  of  better  goods,  as'  women 

put  at  least  a  part  of  the  money  she  saves  from  the 

making  into  the  goods  she  buys.  The  "boosting"  of 
home  dressmaking  seems  to  be  the  most  feasible  remedy 

yet   suggested  for  restoring  the   dress-goods  department. A 

Paisley  and  Persian  Silks  Lead. 

There  is  a  broadening  demand  for  silks,  and  sales  are 

increasing.    Fashion  is  favoring  silk  and,  in  spite  of  the 
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THK  PhRFECT  SUBSTITUTES  FOR  LINEN 

are 

LINNENE 
ii 

and 

LINNENE  C9RD' (Liiinene  with  a  cord  etfert) 

Ideal  Washing  Fabrics,  which  have  proved  immense 
successes  in  the  home  market  and  wherever  shewn. 

Now  introduced  to  the  attention  of  buyers  in  Canada. 
There,  as  elsewhere,  they  should  quickly  outdistance  in 
favour  all  other  wash  goods. 

They  are  free  from  the  crushiness  of  linen  and  drape  more 
gracefully.  In  all  dress  shades  AND  KVERY  COLOUR 
AS  FAST  AS  COLOUR  CAN  BE  MADE.  This  fast- 

ness of  colour  has  helped  to  make  the  "  Linnene"  success. 

THE  VERY  THING  FOR  TUB  GOWNS 

AND  CHILDREN'S  FROCKS 
Width,  34-5  inch.    Piece,  40-43  yards. 

STAMPED  "  LINNENE"  EVERY  FOUR  YARDS  ON  SELVEDGE 

■  l.innt.-nt'  and  "Linnene  Cord"  are  the  productions  of  a  leading  British  firms who  supply  the  wholesale  and  shipping  only.  Patterns  and  the  names  of  tirm 
able  to  supply  can  l>e  had  from  their  advertising  agents: 

The  British  Textile  Syndicate,  92  Market  St.,  Minchetter. 

Quality  Counts 

Your  interests  will  be  fully  safe- 

.^^uarded  if  you  are  handling 

LIDDELL'S LINENS 
These  are  the  Linens  to  attract  the 

high-class  trade  to  your  store — the 
customers  who  refuse  everything 
hut  the  best. 

LIDDELL'S  LIXEXS  have  been 
awarded  many  medals  and  high 
awards,  and  are  noted  for  their 

quality,  texture  and  durability. 

Some  leading  lines  are: — 

Irish  hand-embroidered  Bed  Spreads, 
Sheets,     Pillow  Cases,     Tea  Cloths, 
Damask  Cloths  and  Xapkins. 

R.  H.  COSBIE 
30  Wellington  Street  West TORONTO 

thawbat-k  the  weather  has  been,  the  past  Spring  and 
Siuiinier  have  seen  a  fairly  large  sale  of  silks. 

I'eisian  and  Paisley  patterned  silks  are  especially 
prominent  and  promise  to  be  freely  used  through  the 

earl>  ]''all.  (iau/.es,  voiles,  mar<«uisettes,  soft  satins,  Jap 
silks,  and  brocaded  and  patterned  weaves  all  show 

I'aislcy  patterns  and  printings,  and  are  in  great  demand 
lor  nian\-  uses.  These  Persian-patterned  silks  are  used 
for  scarfs,  and  other  accessories,  lor  linings  for  waists 

and  gowns  veiled  with  some  transparent  fabric,  and,-  for 
waists  and  go'wn.s  as  well,  and  also  for  millinery  pur- 
l>oses.  The>newer  patterns  are  in  softer  and  more  sub- 

dued colors  than  those  used  earlier  in  the  season. 

The  vogue  of  Paisleys  has  led  up  to  the  introduction 
of  fancy  plaids  in  Scotch  effects  both  in  black  and  white 
and  in  colors.  These  plaids  as  well  as  black  and  white 

strii)es  have  been  taken  up  for  Fall  by  the  waist  manu- 
facturers and  the  trade  is  evincing  considerable  interest 

in  them.  Besides  taffetas,  soft  twills  and  basket  weaves 
are  showing   in  both   Paisley   and   plaid   patterns. 

Brocades  are  showing  in  lovely  rich  color  effects  for 
evening  and  for  dressy  wear,  but  for  the  popular  trade 
the  use  of  brocades  i.s  confined  to  millinery  and  lining 

purposes. The  cuttors-up  are  buying  taffetas,  but  for  the  counter 
trade  their  chief  use  is  for  lining  purposes. 

Crepes  of  all  kinds  are  well  to  the  fore  and  plain 
crepes  in  novelty  and  evening  shades,  and  crepe  de  chine 

are  very  much  favored.  For  special  uses  Persian-printed 
brocaded  and  fancy  crepes  are  shov*m. 

Satin  certainly  is  the  favored  fabric  in  Paris  at  pre- 
sent, being  freely  used  for  suits  and  for  gowns  veiled  with 

some  soft  transparent  fabric. 
The  use  of  satins  has  not  as  yet  reached  this  market, 

the  only  indication  of  its  vogue  being  in  the  millinery 
iiouses  where  satin  hats  are  expected  to  be  a  feature  of 
the  early  trade.  The  vogue,  however,  is  so  strong  in 
Paris  that  it  is  almost  sure  to  influence  the  later  trade, 
and  satin  surfaced  fabrics  not  only  in  silk,  and  silk  and 

wool  mi.xtures,  but  wool  satins  are  expected  to  be  includ- 
ed in  the  later  novelties.  Fabrics  of  this  class  have  been 

shown  by  the  French  manufacturers,  but  have  not  as  yet 
been  taken  up  by  dress  goods  buyers.  Some  of  these 
firms,  anticipating  a  demand,  are  carrying  a  limited 
stock  of  satins  so  as  to  be  prepared.  Softly  draping 
fabrics  are  those  that  promise  best  and  armure  satins 
in  rich  lustrous  effect  are  thought  to  be  the  right  fabric. 

Poplins  are  very  strong  in  both  silk  and  imixture 
weaves,  and  there  is  an  increasing  tendency  towards  the 
use  of  both  silk  and  mixture  marquisettes  and  voiles. 

I'^'ashion  points  strongly  to  the  use  of  velvets  and 
manufacturers  of  pile  fabrics  are  so  far  sold  ahead  that 
it  is  difficult  to  place  orders  save  at  long  dates  for 

delivery.  When  velvets  sell,  velveteens  are  alway.S'  good, 
as  since  the  manufacture  of  these  fabrics  have  been  so 

much  improved  there  has  been  a  large  increa.se  in  their 
sale.  Cord  effects  are  selling  and  in  fancies  the  universal 
Paisley  i)atteins  are  also  strong. 

Wash  Goods  for  Spring  191 
Buyers  are  now  bu.sy  making  their  selection  of  wash 

fabrics  for  the  Spring  and  Summer  of  1911  and  from  the 
lines  shown  and  orders  placed  it  would  seem  as  though 
light  weight  goods,  and  oi)en  weave  fabrics  and  zephyrs 
in  th(^  gingham  field  are  to  take  the  lead  another  season. 

i''ine  voiles,  marquisettes,  crepes,  grenadines,  etc.,  are 
going  for  the  better  trade,  and  even  in  waistings  and 
jacquardss  light  weights  are  those  desired. 

Tn  the  United  States  this  .season  the  manufacturers 

of  high-class  waists  and  drosses  used  mai-quisettes  freely. 
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I A  Problem 
Solved ! 

C  Considerable  interest  at  present  at- 
taches to  the  solution  of  the  question, 

"  How  to  make  a  Cotton  Flannelette  at 
once  warm,  healthy  to  wear,  and  non- 

inflammable." 
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The 

"Arpekas" Flannelette 

PROPRIETORS: 

possesses  the  above  qualifications  in  the 
highest  possible  degree. 

CL,  It  is  a  plain  fabric,  and  not  a  twill. 

C  All  household  flannels  are  plain,  and 
it  is  obvious  that  an  article  intended  to 
be  used  as  a  substitute  for  flannel  should 
present  a  similar  appearance.  It  has  the 
further  advantage  that  it  raises  better 
and  closer  and  is  therefore  less  inflam- 

mable  than  an  ordinary  twilled  flannel- 
ette. An  article  made  in  this  manner 

will  not  take  fire  more  readily  than  an 
ordinary  cotton  nightdress. 

C  Every  piece  is  warranted  free  from 
extraneous  moisture,  and  from  all  injuri- 

ous chemicals.  Being  extremely  short 
and  close  in  the  pile,  these  goods  do  not 
get  out  of  condition  on  the  counter. 

J.  &  N.  PHILIPS  &  CO. 
Manchester,  England 

Mills— Tean  and  Cheadle Branch— 20  Cheapside,  London,  E.G. 
OFFICES 

21  1   Lindsay  Building,  St.  Catherine  St.  West, 
MONTREAL 

611   Empire  Building,  Wellington  St.  West 
TORONTO 
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and  these  fabrics  promise  to  be  even  more  in  ovidentc  in 

the  I'ominsr  Spiiiisr.  Marquisettes  ami  voiles  will  be  the 
high  novelty  in  the  dress  department  and  will  bo  worn 
over  colored  linings  of  the  many  cotton  fabrics  that  sim- 

ulate silk.  Cotton  voiles  and  marquisettes  are  now  dyed 
in  all  Colors  and  are  very  difficult  to  tell  from  those  of 
worsted  or  silk  and  promise  to  form  an  excellent  sub- 

stitute for  the  more  expensive  fabric. 
Another  change  will  be  the  use  of  printed  patterns 

rather  than  solid  colors  and  as  cotton  printers  as  a  rule 
copy  the  patterns  in  vogue  in  silk  fabrics,  both  Paisley 
and  foulard  effects  should  be  strongly  represented  in 
cotton  lines.  Dimities  and  batistes  as  well  as  light- 

weight novelty  fabrics  will  be  strong  sellers. 
Heavier  fabrics  will  be  demanded  for  making  into 

two-piece  suits,  and  should  the  straight  narrow  skirt  be 
a  factor  in  Spring  fashions,  fabrics  of  sufHcicnt  weight 
to  hang  properly  will  be  wanted. 

Indeed  it  looks  as  though  division  used  in  classifying 
Wool  fabrics  would  also  apply  to  cotton  goods,  and  that 
materials  suitable  to  developing  into  the  costume,  the 

ono-piece  dress  and  the  two-piece  suit  would  be  asked  for 
and  that  it  is  up  to  the  buyer  to  gauge  the  proi)er  pro- 

portions to  suit  his  particular  outlet. 
V 

Open  Weaves  for  Spring. 
New   York,   Auuiist   9. 

Fabrics  for  Spring,  1911,  will  be  very  open  in  weave, 
transparent    and    will    necessitate    a   foundation    of    satin 
or  siUv 

Indications  point  to  a  big  vogue  for  voiles  brought 
out  in  silk  and  worsted,  silk  and  plain  worsted  effects. 
These  will  be  used  to  veil  costumes. 

Foulards  will  enjoy  another  large  season,  brought 
out  in  small  and  large  figures,  as  well  as  a  number  of 
new  ideas. 

Grenadines  and  its  adaptations  will  also  come  in 
for  their  share  of  good  favor  in  the  Spring.  These  will 
be  made  over  colored  foundations  for  costumes. 

Crepes  will  be  very  much  in  demand  for  summer  use. 
There  are  crepes  de  chine  and  light  weight  fancy  crepes. 
Eoliens  will  be  favored. 

Cashmeres,  fine  poplins,  fine  French  serges,  panamas, 

and  taffetas  will  all  come  in  for  a  goodly  share  of  re- 
cognition to  be  used  for  dresses.  Marquisettes  are 

scheduled  for  some  popularity,  of  cour.se  to  be  used  over 
colored  foundations. 

For  tailored  suiti  there  is  every  indication  that 
mannish  suitings  will  Se  good.  They  will  bo  featured  in 
grey  mixtures,  black  and  white  combinations,  as  well 
as  in  dark  colorings.  Checked  patterns  are  expected  to 
be  featured  more  extensively  next  season  than  they  are 
for  Fall,  1910. 

This  winter  will  be  a  big  black  sea.son  to  be  fol- 
lowed by  a  bigger  black  and  white  Spring  season.  Satins 

in  all  forms  will  be  very  good  in  black  and  blues.  Satin 
suits  and  dresses  are  to  be  great  this  winter. 

A  New  Measuring  Scheme. 

Buyers  are  tliinkiiif^  oveitime  these  days  to  devise 
schemes  for  increasing  sales  in  the  dress  goods  depart- 

ment. .Just  about  one  of  the  best  is  the  making  up  of  .skirts 
for  the  customers  who  buy  goods  in  the  department.  Price, 
of  course,  is  figured  closely,  the  aim  being  to  give  the  cn:-- 
tomer  a  bargain  custom-made  .skirt. 

The  Review  was  shown  a  contrivance  that  eliminated 

all  chance  of  a  failure  to  take  an  absolutely  correct  meas- 

ure. Any  salesf^erson  could  use  it,  and  the  expense  in- 
curred was  almost  nothing. 

To  make  tiio  skirt  nieasiue,.  six  iiorfoctly  accurate  tajH' 
lines  must  be  secured.  Tliese  should  be  tested  by  meas- 

uring with  a  standard  measure.  Buckles,  siu-li  as  are 
used  on  waistcoat  straps,  are  fastened  onto  two  of  the 
lines,  and  a  loop  tliat  allows  the  other  four  measures  to 
slip  easily  onto  one  of  tlie  others  is  made.  On  one  tape 
line  a  })iece  of  tape  is  sewn  six  inches  down,  and  on  the 
other  three  a  corresponding  loop  is  placed  six  and  a  half 
iiu'hes  down^  and  through  these  loops  the  second  measure 
with  a  buckle  is  passed.  This  makes  a  measure  that  can- not vary. 

Jn  taking  the  skirt  length  the  four  tapes  are  made  to 
touch  tlie  Hoor,  and  then  the  length,  wiiether  two  or  three 
inches  shorter,  as  the  customer  desires,  is  noted. 

To  u.se  it  the  top  tape  line  is  clasped  around  the  waist, 
and  the  second  goes  around  the  hip  below.  One  of  the 
suspended  lines.,  the  one  that  is  six  inches  below,  takes 
tile  front  measure,  and  one  goes  down  tiie  back  and  the 
other  lines  are  used  to  take  the  hip  measures.  This  meas- 

ure cannot  possibly  be  out  and  .should  the  hips  vary,  as 
lliey  often  do,  the  measure  will  show  it. 

The  Store  Paper. 

The  publication  of  a  monthly  store  paper  as  a  means 
of  advertising  has  been  tried  with  considerable  succes.4 
by  many  merchants.  In  a  way  it  represents  the  differ- 

ence between  systematic  and  spasmodic  circularizing. 
These  store  papers  are  of  all  sizes,  though  a  con- 

venient size  and  one  quite  ample  for  the  purpose  is  a 
four  page  leaflet,  with  a  page  about  6  by  8  inches.  A 
paper  this  size  is  more  likely  to  be  kept  for  reference 
than  a  large  fly  sheet. 

Here  is  the  way  one  store  proprietor  puts  the    pro- 
position :   "I  have  been  spending  quite  a  bit  every  month 

for  bills -and  dodgers  which  are  distributed  broadcast  by 
boys  and  which  the  recipient  in  many  cases  tosses  aside 
without   so  much   as   a  glance.     This   sort  of  advertising 
produced    some   returns  ;    but   I   thought    that   something 
more     attractive     and     systematic,      even    if   it   involved 
extra    labor    and     expense,     would    bring   better   results. 
Henc&,  I  issue  a  store  paper.  It, is  published  on  the  first 
of  every  month,  and  is  devoted  to  little  talks  upon  lines 
which  are  seasonable  at  the  time  or  will  become  season- 

able during  the  month.     Sandwiched   in  between   the  ad- 
vertising  talks   are   short,   interesting   items   of  informa- 

tion and  jokes — fresh  jokes.    I  am  building  up  a  regular 
mailing  list  to  which  this  paper  is  sent  every  month — in 
fact,    all    my    advertising    matter    carries    .somewhere     a 

standing  offer   to   send   Clark's    Stor£   News   monthly     to 
anyone  who  will  furnish  his  or  her  name  and  address.    I 
find  that  the  store  paper  is  more  carefully  read  than    a 
casual   circular   would   bo  and   that   in   many   cases   it   is 

kept  on  file,  its  size  and  shape  rend&ring  this  convenient." 
The  popularity  of  the  annual  patent  medicine  almanac 

is  well  known,  and  the  Store  News  is  devised  upon  much 

the   same  principle.     In   some   cases   brief   weather   i^redic- 
tions  for  the  forthcoming'  month  are  featured,  this  giving 

the  store  paper  an  added  value  in  the  housekeeper's  eyos, 
and  encouraging  her  to  keep  it  on  file  during  the  month. 

As  stated,  quite  a  bit  of  money  is  spent  by  mer- 
chants upon  spasmodic  circularizing.  The  store  jiapcr 

offers  tho  basis  for  a  systematic  campaign,  month  after 

month,  working  upon  a  regular  mailing  list  of  present 
and  prospective  customers  rather  than  upon  a  broadcast 
distribution.  It  does  not,  of  course,  take  the  place  of 
neiw.spaper  advertising,  but  it  proves  a  valuable  adjunct 
to  tho  publicity  side  of  a  business  ;  and  helps  to  keep 

the  merchant's  name  before  the  public. 



Great  Vogue  of  Satins  and  Velvets  in  New  York  Market 

Mat  and  Boucle  Weaves  Grow  in  Favor  —  Dark  Shades  Have  Preference  in 
all  Materials  —  Tweeds  of  Homespun  and  Donegal  Varieties  in  Strong 
Position  —  Big  Black  Season  —  Brocades  Combined  With  Fur  and  Velvet 

Staff   Correspondence. 

Office  of  The  Dry  Goods  Review, 
160  Broadwaji,  New  York,  August  3. 

1^  H'E  trend  of  fashion  is  strongly  in  the  direction 

of  fancy  weaves  of  the  mat  order,  with  some- 
what of  a  suggestion  of  a  rough  surface  effect. 

Mat  and  boucle  weaves  in  solid  colors  are  being 

adopted  by  many  suit  people.  Melanges  are  shown  in 
cheviots,  and  tweeds,  which  are  employed  for  the  tailored 
suits.  Zibelines  are  more  likely  to  tind  favor  among 

the  cloak  trade,  but  they  are  a"so  taken  for  suits. 
Many  pretty  wide  wale  cheviots  are  included  among 

the  desirable  Fall  materials,  and  in  black  and  dark  blues 

particularly,  these  fabrics  are  in  excellent  demand. 

Tweeds  of  the  homespun  and  Donegal  varieties  occupy 
a  strong  position  in  every  line. 

The  plaid  back  feature  has  been  taken  up  to  a  great 

extent,  and  numerous  attractive  separate  coats  for  auto- 
mobiling  or  steamer  use  are  made  up  of  these  tweeds. 

Rough  materials,  especially  in  mixtures,  are  very  much 
favored  for  Fall  garments,  and  many  of  them  are  of  such 
a  handsome  character  that  little  trimming  is  required  to 
ornament  the  garments  made  from  them.  It  is  expected 
that  fancy  woven  cheviots  and  its  adaptations  will  have 
a  larger  popularity. 

Check  Combinations. 

Checks  are  also  well  represented  in  dark  eom'binations 
of  green  and  brown,  black  and  raisin,  tan  and  brown,  etc. 

Mannish  effects  in  suitings,  white  hairline  sti-ipes  on 
black  or  navy  grounds,  broken  diagonals  in  two-color  ef- 

fects and  small  weaves  in  all  woolen  cloths  are  among 
the  Fall  offerings. 

Black  and  Dark  Blue. 

Everyone  agrees  that  it  is  to  be  a  big  black  season 

again.  Paris  decreed'  a  black  season  last  Winter,  a 
white  and  black  season  for  the  'Spring  and  Summer,  and 
again  a  black  season  for  the  coming  Winter,  so  we  ex- 

pect to  see  this  with  the  approach  of  the  new  season. 

After  black  comes  dark  'blue,  some  of  the  shades  be- 
ing so  dark  as  to  appear  a  black-blue.  Other  shades  are 

of  the  navy  tones,  the  royal  iblue,  the  soft  Wilhelmina 
tone,  Copenhagen  swallow-tail  and  light  blue.  Peacock 
tones  and  electric  blue  are  also  good,  with  the  dark  blues 
most  favored. 

Next  comes  green,  known  as  tea  leaf  green.  The  grey 
shades  are  held  in  high  esteem  also.  Particularly  popular 
are  the  nickel,  steel  and  smoke  greys.  Among  the  new 

brown  tones  are  pumpkin,  wood,  brown,  snuff  and  sul- 
phur. Shrub  is  a  new  broadcloth  tone  somewhat  remin- 

iscent of  catawba.  There  is  also  Cordelia  red  and  the 

rose  tones.  Purples  are  included  in  the  Fall  showings 

in  all  shades  and  tints  of  the  royal  hue.  Violet,  ash,  cer- 
tain of  the  wistaria  tones  and  dark  dahlia  will  also  bo 

seen. 

Peau  de  Souris- 

There  is  a  new  cloth  shown,  called  peau  de  souris. 

which  is  a  broadcloth,  much  lig-hter  in  weight  than  a 
casual   glance    would    lead    one    to    suppose — a   broadcloth 

with  a  rich  silky  nap,  extremely  elegant  in  appearance. 
It  is  shown  in  black  and  colors  and  also  in  a  weave  with 

a  twilled  back,  having  the  surface  in  peau  de  souris 
effect.  It  is  not  thought  that  peau  de  souris  will  usurp 
the  place  of  broadcloths,  but  they  are  beautiful  cloths 
and  make  up  elegant  costumes. 

Voiles,  marquisettes  and  all  styles  of  grenadine  effects 
are  again  prominent.  Black  and  dark  blues  are  especially 
good  in  these  fabrics.  They  are  used  in  conjunction  with 
figured  messalines  and  taffetas  for  street  a.nd  evening 

gowns. Velvets  Very  Popular. 

Velvets  ai-e  to  be  very  popular  this  season,  black,  seal 
brown,  or  raisin  color,  'being  the  most  chosen  colors.  Vel- 

vets, velvets,  is  what  they  all  say.  a,nd  there  is  no  doubt 
but  that  their  demand  will  be  very  great.  They  will  be 
used  for  suits,  coats,  dresses  and  trimmings  for  all  sorts 

of  garments. 

Velveteen  is  being  used  quite  extensively  in  the  gar- 
ment market  for  suits  and  all  kinds  of  models.  Corduroy, 

very  much  improved  in  quality  a,nd  shown  in  a  broad 
range  of  colors,  is  reckoned  a  very  important  feature 
of  the  velvet  vogue.  The  name  corduroy  is  no  longer 
used,  the  term  velvet  cord  being  substituted.  It  is 
thought  that  many  smart  little  trotting  suits  will  be  made 
of  the  new  velvet  cords. 

Velvets  and  velveteens,  in  bright  tones,  will  be  used 
for  cuff  and  collar  finish  for  many  of  the  tailored  suits 
of  cloth  and  satin.  Velvets  are  slated,  too,  for  appearance 
in  fur  circles,  where  they  will  be  combined  with  fur  bands 
for  the  construction  of  muffs  and  neckpieces.  Velvets 
and  plushes  will  constitute  one  of  the  principal  fabrics 

in  the  millinery  realm.  In  fact,  there  is  hardly  any  de- 

partment of  women's  outer  wear  where  velvet  in  some 
form  of  variety  does  not  appear.  In  pile  fabrics  there 
is  the  usual  showing  of  caracul  cloth,  seal,  plush,  ̂ bear- 
skin  simulations  and  'broadtail  effects.  These  fabrics  are 
used  principally  for  long  coats  for  the  adult,  and  for 

coals  and  for  childi-en  's  wear. 

Hand Br andsome  Drocades. 

Brocades  will  come  in  for  their  share  of  popularity  in 
the  silk  market.  The  brocades  are  of  the  sort  that  look 

solid  and  stiff,  but  they  are  in  reality  quite  supple,  con- 
sidering the  gold  threads  and  the  masses  of  embroideries 

on  the  foundation  fa.brie.  Some  of  the  brocades  are  of  an 

Oriental  nature;  others  suggest  nothing  so  much  as  the 
handsome  tapestries  of  old  French  chateaux.  Brocades 
of  this  sort  are  combined  with  fur  and  velvets  for  strik- 

ing and  costly  evening  wraps.  For  dresses,  the  brocades 
are  softer  in  colorings  a,nd  designs.  Most  of  them  are  in 

one-tone  effects,  while  others  show  Dresden  and  pompa- 
dour designs  and   colorings. 

The  revival  of  Persian  seems  to  be  an  assured  fact 

for  the  coming  season,  and  it  has  been  brought  out  in 
many  different  kinds  in  both  silks  and  cotton  materials. 
The  most  prominent  are  silk  marquisettes,  chiffon,  voiles 
and  cotton  marquisettes. 
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Cotton  Crop  Outlook  Seems  to  Justify  Recent  Curtailment 

Prices  Will  ̂ o  to  Sensational  Levels  Should  Yield  be  Again  Small  —  No 
General  Slackening  Off  Among  Canadian  Mills  —  No  Prices  Fixed  for 
Next  Spring  —  Attractive  Prices   for  White   Goods  —  Advance  in   Linens 

THE  heavy  curtailment  in  mamifaeture  of  texti
les 

tliat   has   taken  place  in  the  United   States   and 

England,  is  not  yet  so  general  in  Canada.    There 
has,  however,  been  some  curtailment  among  the 

Canadian   cotton  mills,  and  probably,  if  cotton  keeps   to 

its   present   level,  there  will   be   further   curtailment   dur- 
ing August  and  September. 

The  cotton  manufacturers  of  the  world  tind  it  im- 

possible to  pay  the  present  price  of  raw  cotton  and  turn 
it  into  piece  goods  at  existing  price  levels,  except  at  a  loss. 
The  natural  course  of  events  is,  therefore,  that  when  the 

present  stock  of  cotton  is  exhausted  they  will  curtail  and 
close  down,  rather  tha.n  buy  cotton  at  its  present  figure. 

The  outlook  at  present  is  that  cotton  will  continue 

high  for  months  to  come,  and  the  condition  of  the  present 
crop  is  considered  critical.  In  the  event  of  another  small 

crop,  prices  for  the  coming  Fall  and  Winter  would  be 
sensationally  high,  and  even  though  a  fair  crop  may  be 
gathered,  there  is  no  possibility  of  a  reduction  being  made 
in  the  price  of  cotton  piece  goods,  because  of  the  fact 
that  piece  goods  are  now  selling  much  below  the  parity 
of  cotton. 

V 

No  Prices  Fixed  Yet. 

The  mills  will  be  showing  samples  for  next  Spring 
trade  during  this  month,  but  no  prices  are  fixed  yet.  It 
is  not  likely,  however,  that  there  will  be  any  material 
change  from  present   lists  for  reasons  already  mentioned. 

■Buyers  of  white  goods  have  been  operating  steadily. 
The  prices  offered  them  in  many  cases  being  so  attractive 
that  it  is  easy  to  see  an  advance  will  take  place  in  prices 
in   the  near  future. 

The  call  for  fine  cotton  voiles,  marquisettes,  grena- 
dines, zephyrs,  etc.,  in  white  and  colors,  is  expanding 

steadily.  Some  very  fine  printed  voiles  are  being  shown, 
and  although  the  prices  are  rather  high,  yet,  on  the  other 
hand,  qualities  are  thoroughly  guaranteed. 

The  variety  of  the  cheaper  zephyrs  on  the  market  in 
sample  lines  is  abundant  enough  to  suit  the  most  careful 
buyer. 

Swisses  are  again  being  ordered  freely  for  Spring 

trade,  and  there  is  a  growing  demand  for  fine  qualiiit^s 
in  silk  and  cotton  plaids. 

'Silk  and  cotton  lines  for  the  new  season  are  being 

shown  by  some  of  the  largest  houses,  and  some  buyers 

are  taking  them  liberally.  Retailers  did  a  profitable  busi- 
ness on  many  of  the  new  silks  and  cottons,  and  they  are 

looking  forward  to  a  still  larger  business  next  season. 

Upward  Trend  in  Linens. 
The  latest  advices  from  the  leading  Irish  and  Scotch 

linen  centres  assure  the  fact  that  there  is  an  upward 

trend  in  prices  for  Spring  delivery.  Some  grades  of  well- 
known  damasks  have  been  advanced  about  two  and  a  half 

per  cent.,  and  this  is  a  fair  average  rise  in  prices  that 
has  taken  place  in  goods  of  this  description  for  late 
delivery. 

The  business  done  in  sheets  and  pillow  cases  lias  forced 
some  large  handlers  to  refuse  prompt  deliveries  on  many 
numbers,  beca,use  lines  are  sold  up  to  September. 

An  average  trade  is  passing  in  damasks,  crashes, 
towelings,  roller  toweling,  etc.  The  linen  situation  seems 
to  hinge  around  the  fact  that  most  manufacturers  are 
very  well  engaged.  It  is  now  time  for  Spring  ordering 
from  the  mills  a,nd  some  factors  using  the  finer  qualities 

of  linens  have  already  concluded  their  business  in  the  be- 
lief that  lower  prices  were  not  obtainable,  and  t'hat  the 

main  thing  was  to  secure  deliveries.  Agents  would  be 
glad  to  see  some  concessions  made  in  prices,  but  those 
nf  them  who  have  returned  from  foreign  trips  say  they 

will  be  well  pleased  if  they  are  not  asked  to  try  to  mer- 
chandise on  a  higher  level. 

■  Merger  of .  Textile  Mills. 
The  International  Cotton  Mills  Corporation,  which  is 

to  acquire  a  large  number  of  textile  mills,  sales  and  dis- 
tributing companies  located  in  the  United  States  and  two 

in  Canada,  was  incorporated  recently  under  the  laws  of 
the  State  of  New  York.  The  authorized  capital  is  $20,- 
000,000  and  it  is  divided  into  $10,000,000  7  per  cent, 
cumulative  preferred  stock  and  $10,000,000  common  stock. 
This  organization,  a  manufacturer  points  out,  will  have 
no  effect  whatever  on  the  Canadian  cotton  trade.  The 

Consolidated  Duck  Co.,  in  which  a  controlling  interest 

has  been  acquired,  has  two  mills  in  Canada,  one  in  Ha- 
milton and  one  in  Yarmouth,  N.S.  The  properties  affected 

number  22  mills  and  include  some  thirty-five  principal 

brands,  many  of  which  have  been  in  the  world's  markets 
for  more  than  half  a  century.  The  Consolidated  Duck  Co. 
in  addition  to  the  two  Canadian  mills,  owns  the  Stark 
Mills,  Manchester,  N.  H.,  and  several  Southern  mills,  also 

owns  the  group  of  mills  comprising  the  Mount  Vernon- 
Woodbury  Cotton  Duck  Company  and  also  controls  the 
selling  organization  known  as  the  J.  Spencer  Turner  Com- 

pany, New  York,  and  the  Boston  Yarn  Company,  Boston. 

A  conference  of  cotton  men  was  recently  held  in  Glou- 

cester, Mass.,  at  which  a  proposition  was  brought  for- 

ward to  establish  warehouses  in  all  parts  of  the  cotton- 
producing  districts  of  the  United  States,  as  well  as  in 

the  manufacturing  centres,  for  the  storing  of  the  cotton 

crop,  so  that  instead  of  selling  it  from  hand  to  mouth,  as 

has  been  the  practice  heretofore,  it  will  be  marketed 

through  the  entire  year  when  desirable.  It  is  believed 

that  economies  will  be  effected  in  the  marketing  of  cotton 

which  will  result  in  a  saving  of  not  less  than  $30,000,000 
annually. 

The  conferees  wished  to  make  it  plain,  they  said,  that 

their  object  in  considering  such  a  plan  was  not  to  get  any 

corner  in  cotton,  but  was  to  help  the  cotton  raiser. 

Sliould  their  plan  be  consummated,  they  said,  they  hoped 

to  bring  about  the  standardization  of  cotton  and  to  as- 

sist the  grower  in  selecting  the  proper  seeds. 
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Stocks  and  Jabots  in  Net  Feature  New  Neckwear  Lines 
Relief  Effects  of  Gilt  and  Silk  Braid  in  Persian  Colorings  —  Dainty  Jabots 
for  Stiff  Collars  —  New  Veils  are  of  Lightest  Laciest  Texture  —  Scarf 
Novelties  —  Beads    of   Glass,    Wood    and    Rubber  —  Good    Lace    Season 

NECKWEAR  maiuifactiirer.s  are  
giving-  all  their 

attention  to  the  production  of  Fall  lines.  And 
though  Fall  tendencies  are  developing  yet,  and 

not  clearly  defined,  there  is  always  some  fea- 
ture present  t'hat  points  the  way  for  the  future.  Though 

the  Dutch  collar  will  not  be  ousted,  already  there  is  some- 
thing doing  in  stocks  with  jabots  attached,  shffieient,  in 

fact,  to  point  to  stocks  of  this  class  as  a  leading  feature 
for  Fall  selling.  The  stocks  are  developed  in  nets  or 
chiffon  and  trimmed  with  light  laces,  relieved  by  gilt 

effects  and  trimmings  of  silk  braid  in  mingled  Persian 

colorings.  The  jabots  are  pleated  in  various  styles  and 
are  fairly  long. 

The  high,  embroidered,  stiff  collar  is  in  for  another  run 
of  popularity,  and  for  wear  with  it  are  dainty  jabots, 
silk  ties,  crochet  ties  and  Windsors,  as  well  as  smart 

bows  in  Persian-printed,  a,nd  black  and  white  check 
silks,  etc. 

Rome  of  t!ie  lineu  collars  suggest  a  leaning  towards 

the  V-neck  and  these  may  be  had  both  plain  and  em- 
broidered. 

Persian  effects  are  to  have  great  popularity,  and  Per- 
sian silks  and  satins  are  used  for  bows  and  cravats,  and 

are  used  in  the  form  of  strappings,  pipings,  buttons,  etc., 
to  trim  aJl  kinds  of  neckwear. 

Frilling  manufacturers  expect  a  fair  demand  for  the 

neater,  smaller  ett'ects  in  frillings,  such  as  pleatings,  folds 
and  narrow  ruchings.  In  the  cities  other  novelties  may. 
to  a  certain  extent,  crowd  out  frillings,  but  in  the  smaller 
centres  they  are  expected   to  sell  freely. 

Planen  lace  collars  in  Venise  and  Irish  crochet  yokes, 

plastrons,  etc.,  which  have  been  gradually  growing  in  de- 
mand, are  expected  to  come  more  to  the  front  as  the 

season  opens. 

V 

Veilings  and  Scarfs. 
Present  selling  is  confined  chiefly  to  black  lace.  Brus- 

sels lace  face  veils  and  washing  lace  veils  are  also  favor- 
ed in  some  centres.  There  is  a  hig  demand  for  chiffon 

for  auto  veils  in  a  variety  of  shades. 
Veilings  shown  for  Fall  are  a  complete  change  from 

those  that  have  been  favored.  Instead  of  t'he  heavy  pat- 
terns so  long  fashionable,  the  new  veils  are  of  the  lightest, 

laciest  texture,  and  are  so  filmy  that  the  new  name  for 

them  is  the  "spider  web"  veil.  They  are  woven  in  all 
kinds  of  leaf,  flower  and  star  designs,  held  together  by 

numberless  fine  webs  that  form  a  complete  all-over  pat- 
tern. The  Chantilly  lace  veil  is  still  fashionable  and 

promises  to  be  worn  also  in  the  Fall. 

Novelty  Veilings,   New  Spider  Web   Effects  —  Shown  by   Sanderson's  Limited,  Toronto. 
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THIS  year  we  have  been 
able  to  secure  author- 

itative style  novelties  in  Fall 
Neckwear,  Frillings  and 

Veilings  a  month  earlier 

than  last  year,  and  these 

were  shown  in  our  double- 

page  advertisement  on  pages 

132-133  in  July  issue  of  The 
Dry  Goods  Review.  There 

you  will  see  illustrated  neck- 
wear novelties  that  are  abso- 

lutely r/'g/ft. 

Our  designer  is  now  in 
New  York,  and  additional 

novelties — t/^e  very  latest — 
will  be  included  in  our  Fall 

range  as  a  result. 

Send  us  an  open  order. 

Select  from  our  July  adver- 
tisement or  see  the  range 

our  travellers  are  showing, 
and  you  will  be  sure  to  get 
saleable^   wanted  goods, 

SANDERSONS,  Limited 
66-68  Wellington  St.  West 

TORONTO 

Specialists  in 
Neckwear,   Frillings,    Veilings,    Nets, 

Laces,  Belts,  etc. 

Xi)  niatlcr  what  fashion  cuines  or  ii'ocs,  llio  rasliinn  of 

wearing  a  scarl'  is  sliil  iirowini;'.  and  there  is  a,  rich  col- 
loetion  of  scarf  novelties  for  the  Fail  selling.  The  long 
black  satin  scarf,  lined  willi  while  or  a  contrasting  color, 

s  the  latest  comer.  It  has  i-anglit  on  in  Paris  and  Lou- 

don, but  it  is  loo  early  to  jiredict  what  I'ninre  I'liere  is before  this  fashion  in  Canada.  The  ends  are  drawn 

into  a  tassel,  and  the  scarf  is  worn  with  one  end  thrown 
over  the  shoulder  and  the  other  hanging  in  front.  Long 

scarfs  of  soft  satin,  in  plain  colors  and  printed  in  Per- 
sian patterns,  are  edged  with  marabout  and  Persian  print- 

ed gauzes.     Chiffon  and  crepes  are  also  in  evidence. 

Trimmings  and  Buttons. 
Trimmings  for  the  Fall  season  promise  to  be  a  varied 

line.  Braids  are  strong.  Many  of  the  new  seasoa  models 
are  heavily  soutached  and  there  is  more  use  made  of 
wide  trimming  braids  than  for  some  seasons.  Persian 

effects  have  invaded  the  ̂ braid  field  -and  patterns  in 
mingled  Oriental  colorings  are  freely  shown. 

Folds  and  pleatings  are  returning  to  favor  and  are 

very  frequently  made   of  Persia.n-printed   fabrics. 
Beads  are  the  latest  novelty,  and  beaded  bandings  and 

garnitures  are  now  showing.  The  beads  are  not  always 

of  glass,  for  rubber,  as  well  as  wood,  has  'been  pressed 
into  service.  These  bead  garnitures  are  worked  on  a  net 
foundation. 

The  buttons  for  the  new  season  come  in  a  very  wide 
range.  Fancy  metal  buttons  are  exceedingly  rich  in 
elfect,  and  are  of  chased  meta.l,  jewel-studded,  or  of  metal 
and  enamel,  simulating  polished  wood  or  stones.  Large 

buttons  are  used  on  the  new  coats  and,  when  t'he  ma- 
terial warrants  it,  are  very  decorative  in  effect.  Fancy 

shapes  are  shown,  particularly  ovals,  but  squares,  dia- 
mond and  barrel  shapes  are  all  in  evidence. 

Lines  of  crochet  buttons  are  very  handsome,  and  the 
blouse,  costume  and  fur  manufacturers  are  making  free 
use  of  them. 

V 

Anticipate  Good  Long  Glove  Season. 
Merchants  are  looking  forward  to  a  good  trade  in  long 

gloves  during  the  coming  Autumn  and  Winter  seasons. 
Short  glove.s,  they  claim,  will  be  in  demand  during  the 

early  Fall,  with  the  long-sleeved,  tailored  coat  costumes, 
but  as  these  are  superseded  by  the  separate  coats  and 

smarter  one-piece  gowns,  with  which  tbere  seems  to  be 
increasing  favor  accorded  to  the  short  or  three-quarter 
sleeve,  there  will  be  a  large  demand  for  the  longer  glove. 

Sixteen-'button  lengths  are  expected  to  lead,  with  twelve- 
button  mousquetaires  almost  as  high  in  favor. 

Experience  has  shown  that  after  a  heavy  season  in 

chamois  gloves,  a  strong  demand  for  suede  inevitably  fol- 
lows, consequently  advance  orders  for  suede  are  likely  to 

be  heavy,  especially  for  Winter  trade.  The  soft,  pale 

shades  are  likely  to  be  just  as  populai-  as  ever,  pale 
greys,  modes  and  lavenders  leading  in  favor.  Prices  will 
almost  certainly  be  higher  tha.n  in  the  past. 

The  gi-azing  gi'onud  for  animals  whose  skin  is  suit- 
able for  suede  leather  is  becoming  less  every  year,  there- 
fore, there  is  less  leather  produced.  Manufacturers  claim 

that  the  consumption  all  over  the  world  is  continually 
increasing,  and  that  during  the  present  season  so  much 
leather  has  been  used  for  the  ultra-fashionable  suede 
shoes,  that  there  is  a  decided  shortage  in  the  glove  supply. 

Embroidered  gloves  are  reported  to  be  in  demand  in 
Paris  just    now,   and   doubtless   will    reach    us   before   the 
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Our  representatives  will  be  on  their  re- 
spective grounds  about  August  15th  with  a 

full  range  of 

Neckwear    Belts    Ruchings 
Waists       Skirts        Dresses 

Umbrellas 
You  will  be  looking  for  them 

We  have  a  more  complete  range  for  this 
season  of  the  year  than  has  ever  been 
shown. 

Special  display  at  our   showrooms  during 
Exhibition. 

You  are  Invited  to  Call. 

R.  D.  Fairbairn  Company,  Limited 
President — Rhys  D.  Fairbairn  Vice-Presidents — F.  J.  Knight,     W.  C.  Cliff 

107  Simcoe  St.,  -  -  Toronto 

Please  mention  The  Revieiv  to  Advertisers  and  Tticir  Travelers. 
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It  is  a 

Fo\vnes 
"  Tliafs    all    you    need 

to  know  about  a  ̂ love." 

Ready    to    Fill    Your 

IMMEDIATE    WANTS. 

Fownes  Bros.  &  Co, 
Coristine  Building, 

MOiNTREAL 

PARASOLS 
AND 

UMBRELLAS 

Special  Attention 
to 

Letter    Orders. 

THE    IRVING    UMBRELLA    CO. 
LIMITED 

79-83  Wellington  St.  West,         -        Toronto 

>cason  is  over,  mid  the  llircc  and  ruiir-slrniid  sliicliiim- 

iii'W  in  I'ashidn  will  ̂ ive  plai-e  to  mncli  heavier  em- bi'ciderv. 

Embroideries  in  Favor. 

Kni".)i-(iidi  ries  in  beading',  fiounein^us,  allnvcfs  and  haniLs 

have  been  stroiii"-  sellers  sinee  I'ae  early  Spring-,  and  as 
llie  seasnn  closes  are  in  hiu'h  favor.  Ilin'h-elass  lin,<>-orie 

i^iiwHs  AW-  t'oi-med  of  handsmne  eyelel-|)al  lei'ued  em- 
briiideries  and  ai'c  made  up  tVnui  deep  llouneinus,  wide 
and  iiai'i'ow  bands,  and  eduts.  (inwns  of  this  kind  are 

free  sellers  in  the  beller-elass  ready-to-wear  departments 

and  point  the  way  for  another  season.  Eyelet  embroid- 
eries have  found  a  new  use  this  Summer.  Not  only  is 

the  Summer  hat  made  of  allover  in  ejielet  patterns  work- 

ed on  sheer  lawn  or  batiste,  but  wing'  effects,  wired  bows, 
and  llowerlike  rosettes  are  made  from  the  same  fabric 

foi-  their  trimmings,  and  tliese  trimmings  are  used  upon 
straws  as  well.  Not  only  are  these-millinery  fancies  seen 

in  white,  but  they  are  often  dyed  to  match  the  gown. 

Paris  has  introduced  a  decidedly  new  idea  this  Sum- 

mer— that  of  the  veiled  lingerie  gown.  The  gown  is  made 
of  eyelet  embroidery,  and  is  either  white  or  colored,  and 
is  veiled  with  either  black  chiffon  or  chiffon  the  shade 

of  the  under  g'own.  While  this  idea  is  too  freakish  to  be 

generally  adopted,  its  use  .shows  t'he  standing  of  eyelet 
embroideries  in  the  estimation  of  fashion,  and  it  shows 

that  embroideries,  as  well  as  laces,  are  entering  largely 

into  plans  of  the  makers  of  fashion. 

Embroideries,  it  is  conceded,  will  be  even  more  u.sed  in 

1911  than  they  have  been  in  the  present  year,  and  de- 
signers are  now  striving  to  produce  those  novel  effects 

that  not  only  make  for  the  continuation  of  the  vogue, 

but  spell  success  financially. 

V 

Good  Lace  Season. 
Fashion  is  certainly  stimulating  the  demand  for  lace, 

and  order.s  should  be  bigger  than  usual  for  the  'Fall  sea- 
son. While  the  tendency  is  for  the  lig-hler  laces,  heavy 

effects  will  also  be  wanted. 

Chantilly  laces  ai'e  mneli  used  on  the  new  millinery, 
and  should  be  wanted  fiu-  dress  trimmings  when  the  sea- 

son is  fully  opened.  'Spanish  lace  scarfs  have  'been  good 
sellers  during  the  Spring  and  early  Summer,  and  the 
expectation  is  that  Spanish  lace  allovers  and  edgings 
will  follow  on. 

V 

Know  Your  Stock — Keep  a  Want  Book. 
A  woman  went  into  the  largest  d'ry  goods  store  in  an 

Ontario  city,  a  place  with  15,0'00  population,  and  wanted 

to  buy  a  pair  of  black  kid  gloves,  size  G^/^.  To  her 
amazement,  she  found  that  there  was  not  a  pair  in  that 
size  in  stock  in  either  the  $1  or  $1.50  lines.  She  had  to 

leave  the  store  without  making  a  purchase,  and  in  a  much 

smaller  store  nearby  found  a  full  range  of  gloves  in  the 

size  at  $1,  $1.25  and  $1.50.  In  the  whole  stock  of  a  dry 
goods  store  there  is  nothing  more  staple  than  black  kid 

gloves,  size  6'V2-  and  tlie  fact  t'hat  in  the  larger  store  re- 
ferred to,  the  saleswoman  in  charge  of  the  glove  depart- 

ment did  not  know  until  s!ie  had  searched'  through  half 
a  dozen  boxes  that  the  rerpiired  size  was  out  of  stock 

would  indicate  a  deplorable  lack  of  .system  in  that  depart- 
ment of  the  store,  at  least.  This,  mind  you,  was  in  a  big 

store,  owned  by  a  wealthy  firm.  It  further  emj.aasizes 

the  necessity  for  having  a  want  book  in  every  deoa,rt- 
ment,  and  seeing  that  the  bo(d<  is  put  to  the  use  for  which 
it  is  placed  in  the  department. 
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NAIAD 

Naiad  sounds  the  highest  note  of 

progress  in 

Dress  Shields 
The  Naiad  Shield  Value  is  un- 

approached  because  it  does  not  de- 
teriorate with  age  and  fall  to  powder 

in  the  dress — is  the  only  shield  "as 

good  the  day  it's  bought  as  the  day 

it's  made." 

Invisible 
Its  beauty  is  unrivaled,  and  in  use 

The  Naiad  Shield  is  lost  to  sight 
in  the  lingerie. 

Clean 
Naiad  Cleanliness  is  supreme. 

It  can  be  STERILIZED  after  use 

by  immersing  in  boiling  water  for 
a  few  seconds  only  and  pressed  with 
a  heated  iron. 

Unadvanced  Price 
As  Naiad  Shields  are  free  from 

rubber  and  its  substitutes,  no  ad- 
vance in  price   has  been   necessary. 

Guarantee  with  Every  Pair. 

Wrinch,  McLaren  &  Co. 
Manufacturers  for  Canada 

63-71    Wellington    St.   West 

TORONTO 

Pleas?  tn^ntign  The  Review  to  Advertisers  and  Their  Travelers. 
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Skirt  Talks 
No.  1 

The  Skirt  that  gives  you  the  most 

profit  is  naturally  the  one  you  arc  go- 

ing to  buy— if  you  know  where  to  get 

it.     This   Talk   will   tell   you. 

There  is  in  Canada  one  line  of 

skirts  that  stands  out  away  ahead  of 

every  other.  It  is  the  Livingston  and 

Scott  Skirt.  The  reason  is  that  it 

can  be  sold  at  better  profit  and  great- 

er satisfaction  than  any  other  skirt 

made  in  Canada. 

Why?  Because  it  is  the  best  fitting 

and  the  best  made.  Common-place 

statements,  and  applied  by  every  skirt 

maker  to  his  particular  goods,  but  we 

are  prepared  to  shozu  yon  that  ours 

are  the  finest  fitting  skirts  money  can 
buy. 

W'e  make  a  separate  pattern  for 

every  size  in  every  style.  Ninety-nine 

out  of  every  hundred  manufacturers 

grade  their  patterns. 

Ours  is  the  oidy  zvay  to  get  a  per- 

fect fitting  skirt.  That  is  why  we  em- 

ploy it.  Cannot  you  see,  therefore, 

that  the  skirt  you  can  sell  your  cus- 
tomer with  the  absolute  conviction 

that  it  will  fit,  and  fit  well,  is  the  one 

on  whicli  you  are  going  to  make  the 

best  profit?  Because  she  is  going  to 

come  back,  and  buy  more  skirts — 
and  other  goods. 

That  is  why  we  say  that  our  skirts 

will  bring  better  profits  to  the  mer- 

chant who  handles  them  than  any 

other  skirts  made  anywhere. 

If  this  is  true  it  is  worth  your  while 

to  know  it.  You  can  test  its  truth 

with  a  small  sample  order.  If  it's  not 

true,  we  needn't  expect  any  more  busi- 
ness from  you. 

An  addition  we  have  just  made  to 

our  factory,  doubling  its  capacity, 

doesn't  look  as  if  there  is  any  doubt 
as  to  the  outcome  of  such  a  test. 

Send  in  a  sample  order  to-day. 

LIVINGSTON  (^  SCOTT 
Clendenan  Avenue,        TORONTO 

Please  mention  The  Review  to         Advertisers  and  Their  Travelers. 



READY-TO-WEAR 
GARMENTS 

Style  Tendencies  Taking  Definite  Shape  for  Spring  Season 
Confidence  in  Short  Sleeve  and  Collarless  Neck  Blouse  Models  Feature 

New  Lines  —  Semi-Fitting  Mannish  Effects  in  Separate  Coats  —  Good 
Orders  Placed  for  January  Whitewear  Sales— Suits  Promise  to  be  Novelty  Line 

DESIGNERS  are  busy  with  the  new  lines  of  waists 
for  the  Christmas  trade.     The  new  style  features 
introduced    are    the    peasant    effect,    that   is,    the 

sleeve  and  the  body  cut  in  one  piece,  the  collar- 
less  neck  and  the  two-piece  sleeve.     Another  feature  is 
the  number  of  models  made  with  the  elbow  sleeve. 

The  lining  is  of  as  much  importance  as  the  outer  fab- 
ric and;  when  not  of  Paisley  or  Persian-printed  silk,  is 

trimmed  with  lace  bands,  etc. 

Light  nets^  as  well  as  chiffon  in  black,  white,  cream 
and  colors  are  used  for  veiling  purposes  and  the  trim- 

mings used  are  silk  pipings  in  contrasting  colors,  and 
net  bands  embroidered  with  wood-silk.  Chemisettes, 
tuckers  and  undersleeves  of  embroidered  nets,  wide  net 
laces  and  lace  medallions  are  seen  in  original  designs. 
Many  models  have  the  collarless  neck. 

Waists  of  natural  Shantung,  and  Persia-patterned 
Shantungs  and  satins  are  finished  with  pleated  collar  and 
cuffs.  When  of  natural  Shantung  there  is  a  narrow  edge 

of  Persian-patterned  silk  to  the  collar  and  cuffs,  and  pip- 
ings of  the  same  are  used.  These  trimmings  are  of  plain 

colors — red,  blue,  or  green  being  the  colors  usually  used. 
Tailored  and  semi-tailored  waists  are  shown  in  messaline 

satins,  taffetas,  and  Jap  silks.  Black  is  particularly 
strong,  and  shots  are  good  in  messalines  and  taffetas, 

with  white,  cream  and  black  showing  in  Jap  lines.  Manu- 
facturers expect  to  do  good  buisness  with  Jap  silk  waists, 

as  a  good  quality  Jap  silk  can  be  used  at  present  prices. 

Scotch  plaids  are  also  expected  to  sell  and  nearly  all 
waist  houses  are  showing  an  assortment.  Black  and  white 

plaids  are  decidedly  favored,  but  fancy  plaids  and  tar- 
tans are  gaining  ground. 

The  good  reception  given  to  the  (blouse  with  the  short 
sleeve  and  the  collarless  neck  is  strongly  influencing  the 

sample  lines  for  the  Spring  season.  Designers  have  con- 
siderable confidence  in  models  of  this  class  and  they  will 

be  well  represented  when  the  new  lines  are  complete.  As 

shown,  too,  they  introduce  the  desirable  element  of  novel- 
ty. The  square  neck  is  replaced  by  one  cut  so  as  to  V 

considerably  in  front,  and  the  sleeve  is  altogether  new 

and  taking.  This  is  a  factor  that  ought  to  impress  buy- 
ers favorably  as  an  entirely  new  sleeve  as  a  rule  is  an 

important  factor  in  promoting  sales  at  retail. 
The  new  sleeve  follows  the  line  of  the  arm  and  is  either 

elbow  or  shorter.  In  the  high-priced  models  it  is  much 
trimmed  and  the  cuff  is  merely  a  trimmed  continuation 

of  the  straight  hanging  sleeve.  Medallions,  lace  inser- 
tions   and  lace  ruffles  are  all  used  on  the  new  sleeves. 

Yoke  effects  in  lace  and  medallions,  and  straight  bands 
of  trimming,  from  the  yoke  to  the  edge  of  the  blouse,  are 
the   leading  trimming   features,   while   shaped   medallions 

are  used  for  the  neck.  The  sleeves  on  the  cheaper  models 
are  not  so  elaborately  trimmed  and  are  set  into  the  cuff 
with  a  few  scant  gathers. 

Fine  embroidery  bands,  German  Val.  laces,  cotton 
Clunys  and  Maltese,  and  fine  linen  Clunys  and  torchons 
are  the  laces  used  and  the  backs  of  the  blouse  are  also 

well  trimmed.  Transparent  yoke  effects  finished  with  the 
high  neck  are  also  combined  with  the  new  short  sleeve. 

V 

Big  Season  for  Separate  Coats. 
The  separate  coat  is  to  be  so  much  worn  that  as  the 

season  opens  up  novelty  styles  for  the  high  class  trade 
are  being  put  out.  Those  seen  so  far  tend  to  odd  shaping 
of  the  seams.  Some  new  ideas  in  belts  and  Ibelt  sugges- 

tions are  showing.  Many  of  these  new  models  show  a 
leaning  towards  the  narrower  cut,  and  some  of  the  latest 
are  making  use  of  modified  band  effects  with  the  fabric 
gathered  into  the  band. 

Fancy  cheviots  in  the  new  colors,  zibelines,  matt 
weaves  and  pebble  cloths  are  leading  novelty  cloths. 

Messaline   Silk  Waist,   Black  and  Colors  —  Shown 
by   Emeness  Co.,  Limited,  Toronto. 
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SKIRTS 
Ttie  only  Skirt  with  the  No-Sag  Back 

New  York  Style,  Lines  and   Hang,  good,  honest, 

Canadian  workmanship. 

Sample    Room   at    King   Edward     Hotel    during 
Exhibition. 

OUR  SPECIAL  FOR  AUGUST 

No.  347.     Price  $3.50 

Good  quality  Panama,  new,  short  plaited  flounce 

effect.     A  good  Staple  line  for  fall. 

Lei  us  send  you  one    of  these   Sfiirts. 

It  will  convince  you. 

Gardliner,Foley  &  Co. 
Limited 

24  Ryerson  Ave.,  TORONTO 

.\imMieaii  nianufaeturiM's  arc  using-  a  new  cloth  with 
tiirly.  napped  surface  which  is  really  an  improved  chiu- 

fliilla,  a  cloth  that  used  to  be  much  in  favor  for  men's 
overcoats.  Pile  fabrics  such  as  fur.  plushes,  caraculs  and 

pony-skins  have  sold  extremely  well  both  in  the  cheaper 
and  the  belter  grades,  and  many  of  these  coats  will  be 
woin,  particularly  with  fur  trimmings. 

Linings  are  a  big  feature  and  the  new  idea  here  is 
the  use  of  Persian  effects.  The  new  collars  are  in  sailor 

effect  at  the  back  and  have  large  revers  in  front.  Many 

of  these  are  somewhat  on  the  cape  order  and  are  attacb- 
vd  to  the  coat  with  a  standup  or  turndown  military  collar. 

In  the  last  few  years  a  big  business  has  sprung-  up  in 
evening  wraps,  and  many  graceful  garments  are  being 
designed  for  this  purpose.  These  garments  run  less  to 
cape  effects  this  season,  but  are  rather  loose  coats  with 
tlie  wide  full  sleeve  cut  in  one  with  the  body.  Good 
use  is  made  of  the  new  band  effects,  and  many  of  them 
show  the  fullness  gathered  into  a  band  either  all  round 
or  at  the  back  and  sides. 

The  new  long  coats  will  be  made  chiefly  in  semi-fitting, 
mannish  effects,  a  few  of  them  singlcr-breasted,  some  fast- 

ening in  military  effect  on  the  side;  but  for  the  most  part 
the  ever-popular  double-breasted  style  will  rule.  Rough 
surface  cloths  in  medium  priced  varieties  have  always 

proved  satisfactory  sellers,  and  remembering  this  deal- 
ers are  stocking  largely  in  tweeds  and  mixtures,  invisible 

plaids,  etc.,  made  up  in  smart,  plainly  finished  styles, 
some  w'ith  self  strappings,  others  with  buttons  as  their 
only  decoration.  For  cei'tain  occasions  broadcloth  coats 
will  be  in  demand,  made  on  the  same  lines  as  the  tweed 
varieties.  Towards  mid-winter  furs  and  fur  cloths  will 

be  fashionable,  special  favor  being  promised  for  seal  and 
Russian  pony  effects. 

Styles  in  coat  buttons  are  legion,  fashion  favoring  large 
sizes  in  both  plain  and  fancy  buttons.  Metal  designs 
will  be  favorites,  and  there  is  a  new  wooden  button  cut 
and  painted  to  harmonize  with  the  material.  The  latter 
will  probably  be  much  used  with  tweeds  and  mixtures. 
Fancy  buttons  will  be  used  on  coats  of  fur  cloths,  some  of 
them  in  eabochon  effects,  and  with  cord  fastenings.  But- 

tons on  the  cloth  coats  will  fasten  through  the  cloth  in 
reuular  tailored  stvle. 

Whitewear  for  January  Sales. 

Travelers  who  are  out  with  whitewear  lines  for  De- 
cember delivery  for  the  January  sales  are  sending  in 

good  orders.  Whitewear  prices  are  higher  than  last  year, 

but  there  is  little  likelihood  of  any  advantage  being  ob- 
tained by  holding  back  orders,  as  the  cottons  that  are 

going  into  the  new  garments  for  1911  were  bought  when 

prices  were  considerably  below  the  level  of  today's 
prices,  and  to-day's  prices  do  not  reflect  the  high  values 
at  present  ruling  in  raw  cottons.  Embroideries  and  laces, 
too,  have  advanced.  Another  feature  that  buyers  should 
consider  in  this  connection  is  the  fact  that  good  operators 

are  decidedly  scarce,  and  that,  even  at  the  present  time 
before  the  season  is  fully  opened,  most  manufacturers 
could  find  employment  for  many  more  hands. 

Therefore,  though  there  is  practically  no  chance  of 

gaining  by  delay  in  placing  orders,  there  is  a  possibility 
tliat  delay  may  mean  that  satisfactory  shipments  will  not 

he  made,  and  that  he  may  be  minus  the  goods  when  the 
season  opens. 

Due  to  the  tendency  which  has  been  developing  in  the 
trade  for  encouraging  the  sale  of  better  garments,  the  line 
sliown   for  1911    is   of  exceptional  merit   and   attractive- 
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THREE  VACATION  SPECIALS 
» 

$ 6 $ .50         *7.oo A  DOZEN  ff     A  DOZEN 

Terms,  3%  10  days.  PACKED  HALF  A  DOZEN  OF  A  SIZE  TO  A  BOX 

$7.50 
f     A  DOZEN 

DAINTY,  EXQUISITE,  COOL  WAISTS 
Just  to  introduce  to  the  Canadian  Trade  the  values  in  waists  we  produce,  we  iHustrate  the  above  three 
styles.  If  you  are  still  in  the  market  for  these  style  waists,  will  be  glad  to  supply  your  demand,  but 
what  we  most  want  to  do,  is  to  impress  on  your  mind  that  we  are  the  largest  Shirt  Waist  House  in  the 
United  States,  making  a  si^ecialty  of  $9.C0  the  dozen  Waists,  and  the  styles  and  values  we  produce  should 
certainly  interest  you.  Send  us  your  name  and  we  will  put  you  on  our  list  to  receive  our  monthly  Bulletin. 
The  Leading  Store  in  every  Canadian  City  should  be  getting  our  bulletin.  Be  up-to-date  and  be  sure  that 
you  do. 

Our  Fall  Line  is  now  ready,  but  for  obvious  reasons  we  do  not  wish  to  illustrate 

these  styles  now.     When  in  New  Vork  don't  forget  to  call  on  us.     It  will  pay  you. 

536-538  Broadway, 
85  Spring  Street, 
NEW  YORK  CITY 

Bijou  Waist  Co. 
"America's  Leading  $9.00  Waist  House." 

A 

BIJOU 
'  WAIST ' 

^^y 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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„e^  The  lowor-pri.ea  lines  n.e  woU  eut.  ..ul  ar.  made  ally  .l
ainty.  a.ul  are  ̂ l^'l'-al^ly  In.nme,!  with  embroid- 

er^ J  materials  the  aurere,u-e  in  p.;iee  bein,-  ,ai>unl  at  ered  n.otifs 
 a.ul  l'>al.y  h>sh,  Maltese  and  hue  hnen  C  luny 

th..  e\i>en*e  and  elaboration  of  trimmings.  1:»^'^'-  ,       .      ,       ,  ,1  ,  • 

fT  he   better   garments  sheer   materials   are    used-  -  In  .owns  the  novelty  is  the  sleeve  and  yoke  eu    ,n  one. 

„.rin.ook.  batiste.  «»;!  mull  Wing  used.  and  in  high-pr'ced  hues  the  tr.nnn.ngs  are  very  elaborate. V 

Children's  Coats. 
Novelties  in  children's  coals  are  now  showing  and  it 

will  be  a  very  critical  buyer  who  will  iiol  he  well  satis- 
tied  with  the  iine.  The  colors  favoreil  arc  red,  nattier  and 

military  blue,  navy  and  leather.  The  new  models  are  only 

slightly  fitted,  the  shaping  being  accomplished  at  the  sides 

only. 

The  collar  effects  are  decidedly  smart,  and  many  arc 

along  sailor  lines,  ibeing  square  cut  at  the  back  with  wide 

cape-like  revers  in  front.  Chenille  cloth  and  fancy  fur 

plushes  are  used  for  these  collars.  Others  have  the 

military  turn-down  collar,  with  one  wide  rever  of  the  fur 

fabric."  Many  smart  little  coats  are  shown  in  military 
effects,  with  the  straight  collar  of  velvet,  finished  with 

bindings  of  wide  braid  and  brass  buttons  and  gold  con- 

duct stripes  and  fancy  motifs  in  gold  and  color,  as  a 
further  decoration. 

Large  braid  buttons  and  cord  loops,  frogs  of  cord  and 

braid,  as  well  as  buttons  of  fancy  metal  effect,  the  front 
closing. 

One  smart  little  coat  seen  was  of  fancy  cheviot  in 

bright  red.  The  large  collars  was  cut  square  at  the  back, 

and  was  inlaid  with  black  chenille  cloth  with  the  corners 

cut  away,  so  as  to  allow  for  the  placing  of  two  motifs  of 

black  velvet  in  the  corners  at  the  back.  The  front  of  the 

collar  ended  in  wide  cape-like  revers  and  large  braid  but- 

tons and  cords  closed  the  front.  Another  coat  cut  on 

similar  lines,  and  also  of  red,  had  the  edges  bound  with 

a  wide  black  slik  (braid.  A  coat  of  Nattier  blue  face 

(doth    had    the   turn   down   military   collar   and   one   wide 

New  Hobble  Gown  made  in  all  Shades  of    Fine  H
enrietta. 

-Shown  by  J.  H.  Winters  &  Co.,  Toronto. 

The  narrow  skirt  has  set  its  seal  upon  whitewear,  and 

not  onlv  are  sheer  fabrics  used,  but  the  high  class  
skirt 

is  cut  in  narrower  widths.  Imported  skirts  show  
widths 

not  over  a  yard  and  three-quarters,  and  the  
extreme 

models  have  now  flounces,  the  trimming-s  consisting 
 of  rows 

of  lace  insertion  and  frills  of  narrow  Valenciennes
  lace. 

In  models  intended  for  popular  selling,  most  manu
factur- 

ers have  put  out  narrower  skirts,  and  more  attention  h
as 

been  paid  to  the  shaping  and  fitting. 

This  also  applies  to  drawers  and  the  close  fit,  now 
 so 

important  is  gained  by  well-cut  yokts  and  darts
  that  do 

away  with  bulky  gathers. 

Drawer  are  knee-length,  with  the  wide  leg,  but  
Ih.' 

favored  trimming  effects  are  flat  ones. 

Corset  covers  are  always  a  big  selling  line,  and  th,- 

vo"-ue  of  the  princesse  slip  seems  to  have  made  lit
tle 

chan-e  in  this  respect.     High  cla.ss  covers  are  ex
ception- 

Chiffon  Cloth  Waist,  Black  and  Colors  -  Shewn 

by  Emeness  Co.,  Limited,  Toronto. 
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SOME  OF  OUR  NEW  STYLES 
FOR   THE    COMING   SEASON 

Our  travellers  will  show  a  complete  range  of  the 
newest  creations  in  Waists  and  Dresses  for 

  Fall  1910  and  Spring  1911   

E  1016 

Stylish  net  dress  of  imported  embroidered  net 
and  lined  throughout  with  good   quality   Jap 
silk,  with  an  accordeon  pleated  flounce,  daintily 
trimmed,  also  pleated  messaline  girgle. 

An  ideal  dress  for  evening  and  parties. 
Write  (or  particulars. 

E  1027 

Stylish  dress  of  Silk  Chiffon  Cloth — elabor- 
ately embroidered — in  colors,   Black,    Navy, 

Silver  Grey,   Ivory,  Beige,  Old  Rose,  Lilac, 
Sky,  lined  throughout  with  Paisley  silk. 

Strictly  appropriate  for  any  occasion. 
Write  for  particulars. 

E  1021 

Stylish  dress  of  good  quality  messaline  silk  ; 
colors.  Black,  Navy,  Brown,  Myrtle,  Old 
Rose,  Amethyst,  Ivory,  lace  yoke  and 
cuffs,  dress  prettily  trimmed  with  soutache 
braid  and  trimming. 

Write  for  particulars. 

Don't  fail  to  see  our  travellers'  samples,  as  they 
carry    the    trade    winners  for   Fall   and  Spring 

THE  EMENESS  CO.,  LIMITED 
96-104  SPADINA  AVE. TORONTO,  ONT. 

Please  moitioii  The  Review  to    Advertisers  and  Their  Travelers. 
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a 
Note  the  D 

Eclipse"  ̂  These  numbers,  although  only  a  very  small  portion 

the  high  quality  and  attractive  stylet 

/ 

"Eclipse"  Goods  ar: 
makes  for  larger  sals 
fied  customers.  If  yoi 

ling  the  "Eclipse"  h 
w^ill  surprise  and  gnti 

Eclipse  \f 
Compan), 

Torontc 

It  IS  'the  something 
1 

^lease  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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lintiness  of 

^hitewear 
E  our  extensive  range,  are  fairly  representative  of 

that  distinguish  our  complete  line. 

BEST 
Jn 

MAKE 

il( 

of  the  quality  that 
and  perfectly  satis- 
have  not  been  hand- 

le— try  it.     Results 
raify  you  exceedingly. 

f/^hitewear ,  Limited 
Canada 

afferent'  that  does  it 

\ 

BEST 
0 

SALES 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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rt'ver  ot   tiir  phisli.  aiul   tlio   t'lont   was  closi'd   wiili   frosjs 
aiitl   braid   buttons. 

A  smart  littlt'  capo  imulol  in  military  blue  had  tho 
over  cape  bvittoned  across  the  trout,  with  jiilt  bomb  but- 

tons and  loops  of  black  cord.  Fancy  pocket  fln]>s  and 

bound  button-holes  ai'e  also  fashion  features. 

Dresses  and  Costumes. 

The  dress  and  costume  line  promises  to  be  an  exten- 

sive one  for  the  coming-  Fall,  and  from  present  indica- 
tions dresses  will  duplicate  their  selling  success  of  the 

past  season. 

The  new  style  ideas  embodied  in  the  later  samples 
are  the  narrow  cut,  and  the  banded  skirt,  the  peasant 
waist,  and  in  the  more  dressy  models  the  short  sleeve  and 
the  collarless  neck  (inish. 

Street  dresses  siiow  the  long  plain  coat  sleeve,  and  tlie 

two-piece  sleeve  is  used  when  the  waist  is  cut  peasant 
fashion.  In  this  case  the  upper  part  of  the  sleeve  is  of 
the  fabric,  and  the  lower  part  is  of  net  or  lace,  or  of 
the  same  material  soutached  in  allover  effect.  Some  of 

the  more  dressy  street  gowns  show  the  three-quarter 
sleeve,  but  these  are  in  expensive  models,  designed  for  the 

city  trade. 

For  the  popular  trade  panamas  and  fine  serges  are 
the  chief  fabrics,  but  for  novelty  lines  fancy  cheviots, 
broadcloths  and  velveteens  are  bing  usd. 

The  narrow  cut  banded  skirt  is  the  latest  idea,  and 

where  pleated  models  are  used  they  are  caught  down  by 
trimming  bands  placed  on  the  .skirt.  Scantily  cut  flounces, 
and  pleatings  headed  by  a  band  are  used. 

Braids,  cords,  tassels,  passementeries  as  well  as  bands 
and  pipings  of  satin,  often  in  Persian  patterns,  as  well  as 
embroideries  in  floss  silk  and  soutache  braids  done  di- 

rectly on  the  cloth,  are  the  handsome  trimmings  used. 

For  dresvsy  wear  one-piece  dresses,  of  gloria  wool  tus- 
sali,  eolionne  and  foulards,  satin  messaline  and  foulards,  as 

well  as  voiles  niid  other  silk  and  wool  fabrics,  are  sellinu'. 
V 

Separate  Skirts. 
Manufacturers  of  separate  skirls  are  finding  tlie  vogue 

of  the  long  coat  is  helping  the  sale  of  the  separate  skirt, 

as   skirts  and  blouses  w^ill,   in    the   smaller  centres,   rival 

New  Military  Coal  -  Shown  by  M. 

Pullan  &  Sons,  Toronto. 

Dainty  Two-piece  Suit— Shown 

by  M.  Pullan  &  Sons. 

Chiffon   Cloth   Waist,   Black  and  Colors      Shown 

by   Emeoess  Co.,   Ltd.,   Toronto. 

the  one-piece  dress.  This  will  be  brought  about  in  a 
great  measure  by  the  fact  that  merchants  fight  a  little 

shy  of  stocking  the  one-piece  dress  in  quantities  sufficient 
to  make  a  proper  display.  Many  of  these  merchants  are 
not  equipped  to  make  extensive  alterations,  and  they  had 
trouble  with  the  long-waisted  dress. 

Separate  skirts  and  waists  they  have  stocked  before 
and  have  found  that  the  alteration  problem  connected 

with  their  sales  is  an  easy  one.  Therefore,  for  the  com- 
ing season  they  are  pushing  the  separate  skirt  and  tlie 

})louse,  to  the  .skirt  tiiese  is  no  reason  why  the  idea  should 
not  work  out  in  a  fairly  satisfactory  manner. 

The  separate  skirt  is  also  ibeing  stocked  by  merchants 
in  tlie  larger  centres  for  useful  wear. 

Suits  Largely  a  Novelty  Line. 
Though  suits  are  the  first  line  wanted  by  the  retail 

trade,  they  are  as  a  rule  the  last  line  that  the  designer 
puts  in  hand.  This  is  because  the  element  of  novelty 
blouse.  As  there  is  no  difficulty  in  matching  the  blou.^e 
to   the   skirt    there    is   no   reason    why   the   idea    should 

Suits  promise  to  be  largely  a  novelty.  Paris  is  going 
strong  on  suits  of  this  class.     Satin     is  the  favored  fabric 
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TheEgyptine  Underskirt. 
Advertisement  No.  2 

The  Question  of 

Style. 
There  is  hardly  a  word  which 

ai)peals  so  strongly  to  the  lady 

as  "stylish."  Then  why  not 

have  your  underskirt  depai't- 
ment  strictly  in  style  with 

"EGYPTINES,"  every  skirt 

guaranteed  with  label  on  the 
band. 

"EGYPTINES"  are  made  to 

look  stylish,  cut  very  full, 

with  specially  full  flounces, 
and  the  skirts  hold  their 

shape  well. 

"EGYPTINES"  come  in 
about  fifteen  colors,  including 
the  fashionable  shades  of  the 

season,  and  a  fine  fast  black. 

"  EGYPTINES"  look  like 
taffeta  silk,  rustle  like  silk, 

wear  much  longer  and  retail 

for  about  one-third  the  price. 

It  pays  to  be  careful — there 
are  many  imitations  on  the 

m a r k e t — e very  skirt  is 
marked  with  this  label. 

Order   from  any  wholesaler. 

Please  mention  The  Review  to  Advertiser^,  and  Their   Travelers. 
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Newer  Fall  Fashions 
Anticipated  and  Ready 

IN  "CULTURE"  BRAND  LADIES'SUITSand  COATS 
May  we  let  you  into  the  secret  of  successful  cloaks  elling  this  Fall  ? 

Here's  a  specialty  of  ours  so  brimful  of  novelty  and  good  quality  that 
it's  bound   to  win — the 

"TRIFOLD" 

It  is  made 

of  black  and 

white  and 

navy  and 

white,  mix- 
ed all  wool 

worsted 

yarn,  with 
Trimmings 

of  Silk  Vel- 
vet. It  has 

the  fashion- 
able College 

Collar,  and 
i  s  finished 

with  large 

Smoked 

Pearl  But- 
tons. 

Price 

$12.00 
pS^ 

Order  a  generous  supply  of  this  sure  winning  garment. 
It  is  being  snapped  up  by  merchants  wherever  shown. 

Samples  of  materials  willingly  'submitted  upon  request. 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers 

xO^ 

The  novelty 

of  the  Coat 

is  the  three 

combina- tion breast 
f  o  1  d  i  n  g,  a 

feature  that 

must  prove 
a  big  selling 

help.  As 

shown  in 

cut,  when 
buttoned 

across  the 

cloak  is 

storm-proof 
and  it  can 

also  be 
worn  single 

and  double 

breasted 

styles. 

Made  in fulllengths, 

either  52  or 

54  inches 

and  in  all 

sizes  from 

32  to  44. 
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We  extend  a  cordial  invitation 
to  Coat  and   Suit  Buyers  who  want  to    show  Big   Results  this   Fall. 

When  in  Toronto  for  the  Fair,  don't  fail  to  call  at  the  Ontario  Cloak  Co. 

m 

Corner 

of 

Spadina 
and 

Adelaide 

Take 

a 

Belt  Line 

Car 

The  home  of  CULTURE  BRAND  Cloaks  and  Suits 

i( 

Don't  take  any  chances !  The  buyer  who  gets  any  style  may 
get  away  with  it,  but  by  big  odds,  seven  times  out  of  ten,  he 

will  not.  We  have  passed  the  experimental  stage  ;  we  have 
eliminated  the  chance  element.     Come  and  see 

CULTURE"  BRAND  GARMENTS 

being  made.     You'll  be  amazed  at  the    thorough  work  we    put  into 
these  goods,   and  astonished  at  the  stocks  of  materials  we  carry. 

If  you  can't  make  it  convenient  to  call  in,  drop  us  a  line    and  our 
traveller  will  wait  on  you  with  a  full   range  of  Fall  Samples. 

ONTARIO 

CLOAK 

COMPANY, 
LTD. 

THE  ONTARIO  CLOAK  Co> TORONTO 

Corner 

Spadina  and 
Adelaide, 

TORONTO 

Please  mention  The  Reviczv  to  Advertisers  and  Their    Tra^r^elers 
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ill  Taris  at  the  present  time.  Other  materials  favored  in 
that  the  centre  are  broadeloth,  velveteen  and  moire. 

While  there  will  be  some  business  done  in  velvet  suit> 
in  the  larger  centres  the  materials  most  in  evidence  are 
fancy  cheviots,  and  Scotcli  etfects.  and  mat  weaves  and 

suitings  in  melanges.  Smooth-tinished  serges  and  worsteds 
are  also  nsetl  as  well  as  Venetians  and  broadclotlis.  Lead- 

ing New  York  manufacturers  are  putting  out  suits  made 

of  wool-backed  satins  for  the  early  Fall. 
The  new  coats  are  almost  box  in  cut,  being  fitted  from 

the  sides  only.  Sailor  eft'ect  with  fancy  fastenings  are 
the  latest  ideas  in  collars,  and  the  lengths  favored  are 
from  30  to  30  inches  long. 

Wide  wood-silk  braids  are  used  extensively  and  levers, 
cutTs  pocket  flaps  and  bands  and  pipings  are  used  of  vel- 

vet, moire  or  satin,  of  printed  Persian  fabiic. 

Misses'  and  Children's  Dresses. 
Sheer  fabrics  are  to  lead  in  the  coming  Spring,  and  this 

fact  is  bringing  white  strongly  to  the  front  particularly 

for  children's  wear.  The  lingere  dress  of  sheer  white 
lawn  or  muslin  is  always  a  big  item  in  the  wardrobe  of 
the  small  girl  and  the  miss  in  her  teens,  and  with  white 

strongly  in  vogue,  this  general  tendency  will  be  accent- 
uated for  the  coming  Spring. 

Buyers  are  already  asking  for  early  shipments  of  white 

lawn  and  muslin  dresses  for  cliildren's  and  misses  wear. 
Last  year  it  was  found  in  many  centres  that  dresses  of 
this  kind  were  asked  for  even  earlier  than  January  first 
and  it  is  in  anticipation  of  similar  conditions,  which 
makes  buyers  request  early  shipments. 

Stylo  tendencies  follow  the  styles  in  women's  gowns. 
Tlie  one-piece  suit  consisting  of  waist  and  skirt  joined  at 
the  band,  is  to  be  the  leader.  Other  style  factors  that  will 

tV  imptn-lant  is  the  short  sleeve  and  the  square  and  V- 
sliapod  neck.  The  fashion  idea  is  for  the  very  short 
sleeve,  one  that  does  not  cover  the  elbow,  and  for  a  very 
considerable  opening  at  the  neck.  These  ideas  will  be 
embodied  in  both  the  extreme  and  in  modified  effcts  and 

buyers  will  have  to  use  tlieir  own  discretion  when  placing 
orders. 

The  sheerest  of  lawns  and  muslins,  etc.,  are  used  in 
tiie  development  of  tlie  dainty  new  styles.  Free  use  is 
made  of  handsome  flouncings  and  the  flouncings  bands 

edgings  and  insertions  invariably  match.  Lace  is  also 
freely  used,  with  Valeneienes  as  usual  in  the  lead,  but 

JMaltese,  Cluny,  Torchon  and  Baby  L-ish  and  Venise  is 
also  much  used,  as  it  matches  the  lace  motifs  so  much  in 
evidence  in  the  embroidery  designs. 

Forty  Per  Cent.  Above  Last  Year. 

Staff  Correspondence. 

Winnipeg,  Aug.  8. 

The  staple  trade  in  ready-to-wear  garments  has  kept 
up  well  and  a  good  business  is  anticipated  in  all  Fall  and 
Winter  lines.  Hosiery,  handkerchiefs,  gloves,  ribbons  and 
lace  collars  are  moving  well  and  no  word  has  been  re- 

ceived regarding  the  limitation  of  the  sales  this  Fall. 

The  orders  which  have  come  in  for  these  lines  represent 
over  forty  per  cent,  above  that  of  last  year  and  it  is 
unreasonable  to  exjiect  cancellations  to  bring  the  trade 
Ijelow  any  preceding  year. 

B  209 

We  want  to  talk  to  the  Buyer 

who  is  interested  in  having-  in 
his  stock  the  trade-winning 
line  of  Children's  Cloaks. 

If  you  have  not  already  hand- 
led the  famous 

Fairsex  Garments 
give  us  a  chance  to  show  you 
our  Specials,  they  speak  for 
themselves. 

These  garments  have  behind 

them  the  result  of  17  years' 
manufacturing  experience  and 
you  can  make  no  mistake  by 
carrying  them  in  your  Stock. 

THE   HUTNER  CLOAK  CO. 

B  51 

72-76   King   Street   West Toronto 

Please  mention  The  Review  to  Advertisers  and  Their    'Travelers 
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Empire  and  Classic   Types    the    Latest    Mode    in    Paris 

New  Skirts  are  Severely  Straight  and  Plain  —  Gowns  and  Wraps  of  Chiffon, 
Satin  and  Fur  Bands  are  High  Style  —  Beads  Used  as  Finish  for  New 
Tunic  Open  Front  and  Back  —  Large  Hats  with  High  Turban  Bandeaux 

(Staff  Correspondence) 

Paris,  France,  August  3. 

THE  shatkleil  skirt  bids  fair  to  create  as  much 

commotion,  and  to  have  an  even  slighter  real 

influence  upon  general  fashions  than  had  the 

split  Directore  gown  of  a  few  years  ago.  Sen- 
sation mongers  have  taken  to  the  extreme  form  with 

avidity,  and  the  daily  press  has  not  been  slow  to  make 
profitable  capital  out  of  the  numerous  items  that  tlic 

wearing  of  the  shackled  skirt  has  made  possible.  Dis- 
tinguished journalists  and  popular  portrait  painters  have 

been  canvassed  for  their  opinions  with  varying  results. 
particularly   among   the   painters,   many   of  which,   from 

The  new  Lewis   Model,   showing  the  Turban  Bandeau  and  Cap 
Pleated  Lace.      The  wide  brim  is  Lace  lined  and  has  a 

Frill  of  Lace  around  the  Edge. 

their  daring  outlook,  delight  in  any  fashion  that  is  new 
and  eccentric. 

Judging  from  the  dresses  worn  at  Anteuil  on  Drag 
day,  and  at  Longchamps  on  the  day  of  the  Grand  Prix, 
it  is  evndent  that  many  fashion  leaders  do  not  favor  the 
extreme  tied-in  skirt. 

Dress  skirts  were  extremely  scant  and  narrow,  and 
there  is  an  evident  harking  back  to  both  Empire  and 
classic  fashions.  The  newer  gowns  have  the  straight 

and  simple  skirts  falling  from  a  high  wast-line.  The 
waist,  too,  is  just  as  simple,  the  newest  form  consisting 

of  a  bib-effect,  fastening  on  the  shoulder  over  an  under 
waist,  cut  in  one  with  the  sleeve  and  leaving  an  opening 
at  the  neck,  shaped  like  that  seen  on  Greek  statues. 

The  gown  shown  in  figure  1  illustrates  this  fashion. 
It  is  of  pale  blue  and  golden  bronze  brocade  with  the 

deep  hem,  the  girdle  and  the  yoke  and  sleeves  of  black 
satin.  The  waist  line  is  set  a  little  higher  than  normal, 
and  the  skirt  hangs  plain  and  straight,  with  hardly  a 
pleat  or  fold,  and  though  narrow,  is  not  drawn  in  at  the feet. 

Though  the  Grand  Prix  is  the  'best  known  event,  it 
has  more  of  a  popular  character,  and  though  there  is 
much  that  is  extravagant  and  new  in  the  gowns  worn, 
the  ultra  smart  woman  always  reserves  her  most  chic 
hat  and  gown  for  Drag  day  at  Anteuil. 

Rain  spoiled  both  the  Drag  day  and  the  day  of  the 

Grand  Prix,  but  in  spite  of  the  rain  there  was  an  im- 
mense crowd  of  smart  people  present,  and  many  lovely 

gowns  were  worn. 
Satin  a  Leading  Fabric. 

Satin  certainly  is  the  fabric  of  the  hour,  and  black 
the  favorite  color.  Suits  of  black  satin,  and  long  satin 
wraps  were  in  great  prominence.  So  great  is  the  vogue 
of  satin,  that  not  only  were  long  scarfs  worn,  but  hats, 
and  even  hand-bags  were  fashioned  from  this  favorite 
fabric.  Many  mantles  had  linings  of  white  or  bright- 
hued  satin — notably  the  more  vivd  shades  of  blue.  The 
black  touch  was  visihle  everywhere,  and  black  and  white 
was  the  fashionable   combination. 

Perhaps  the  most  elegant  gown  seen  at  Anteuil  was 
a  suit  of  white  broadcloth  combined  with  black  satin. 

The  skirt  had  a  deep  hem  of  the  satin  under  a  white 
cloth  tunic.  The  smart  little  jacket  was  of  broadcloth 
with  a  deep  square  collar  of  the  satin.  With  this  were 
worn  a  white  chiffon  blouse  trimmed  with  black 

satin  and  a  large  black  capeline  with  a  shaded  grey  and 
white  feather. 

Filmy  white  gowns,  and  lingerie  gowns  were  trimmed 
with  black  and  black  satin  hems  and  girdles  were  uni- 

versal on  lingerie  gowns.  Gowns  of  white  mousseline 
were  extensively  trimmed  with  black  Chantilly  and  other 

light  laces. 
Another  talked-of  gown  was  of  white  crepe  de  Chene 

perfectly  simple  in  design,  the  waist  in  peasant  cut  with 
the  sleeves  in  one,  with  the  bodice.  The  neck  was  cut 
to  give  the  new  classic  outline,  which  comes  to  a  point 
on  each  shoulder,  and  had  a  narrow  yoke  of  black 
mousseline  over  white  set  in  and  continued  down  the  top 

of  the  sleeve  finishing  under  a  narrow  band  of  black 
satin  at  the  cuff,  and  outlined  with  narrow  pipings  of 
the  same.  From  this  yoke,  both  back  and  front,  a  black 

satin  panel  reached  to  the  hem  of  the  gown.  A  half- 
belt  of  black  satin  connected  the  panels  on  both  sides, 
and  a  band  encrusted  with  mauve  medallions  fell  from 

the  'belt  far  down  the  skirt. 

Touches  of  Color. 

Many  of  these  black  and  white  gowns  had  a  high 
note  of  color  introduced  by  means  of  little  revers,  pip- 

ings, etc.,  and  bright  cerise  and  Royal  blue  were  often 
the  colors  chosen  for  this  purpose. 
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Perfect  Fit — Moderate  Price Newest  Style     Unexcelled  Service 

It  will  pay  you  to  handle 
Ihe 

Pullan  Garment 
110"^^  You  will  require   a  few  novelties  in   Suits,  Coats 

and  Skirts  as  the  season  opens. 

Have  you  seen  Pui/an's  New  Military  Coat, 
the  garment  which  is  causing  so  much  favorable  com- 

ment from  buyers  everywhere  ? 

Send   for  a  Sample   Coat,  you  will  be   delighted 
with  it— order  then. 

May  we  send  you  a  few  samples  of 

our  Special  $10.00  Suits,  they  defy  com- 
petition ?    

—SKIRTS- 

Have  you  seen  Pullan's  new  "Quality" 
Skirts  in  Venetian  and  Panama  at  $3.00, 

$325,  $3.50,  $3  75,  $400?  Sample  half- 
dozen  sent  immediately  on  request. 

Send  for  Illustrated  Catalogue—  ready  now. 

Pullan  Style  516 

Fine  quality  Venetian  Suit,  trimmed 
with  Soutache,  Moire  Inlaid  Collar, 
Three- Button  Effect,  Two  Pockets, 

Pleated  Skirt.  "  A  seller  every- 
where." A  remarkably  attractive 

suit  at  a  moderate  price.  Brocaded 

Lining-,  $ii.oo. 
Send  for  Sample  Garment. 

Suits  -  -  $9.00  to  $25.00 
Coats      -        -  5.00  to     27.50 
Skirts      -        -  3.00  to      9.50 

Pullan  Stye  1435 

One  of  our  best  sellers.  Mannish 

Ulster  effect  in  Diagonal  All- Wool 

Tweeds,  Double-Breasted,  Two 

Pockets,  Vent  in  centre  of  back . 

$7.00  and  $7.50 

Send  for  Sample  Garment 

Pullan  Building 

TORONTO 
M.  Pullan  &  Sons 

Established   1902 

An  Exclusive  Cloak,  Suit  and  Skirt  House 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Cream  moire  suits  were  worn  by  a  number  of  smart 
women,  and  black  and  white  striped  sliks.  the  stripes 
very  distinct  and  noticeable  were  also  worn. 

Sailor  collars  of  black  satin  or  of  white  veiled  witli 

black  mousseline  were  noted  on  many  white,  or  black  a-ul 
white  suits.     Nearly  all  the  new  collars  are  in  square  or 

t)ver  a    luniy 
o-i-ey    ehinchil 

brocaded    in 

triniinod  with 

dress  of  rose,  was  tviniuied  with  bands  of 

la    and    a    ii'own    of   pale    China   blue    satin hi'own,    had 

two  narrow 
an    ovor-dress   of   blue    chiifon 
hands  of  sable  fur. 

Black  and  wliite  stripes  ot  startling  distinctness  are  fre- 
quently worn.  One  figure  shOA'S  a  square  collar  of  brocade 

and  the  other  the  new  tunic,  open  both  back  and  front,  and 
gathered  into   a   heavy  beaded   motif. 

sailor  effect,  and  are  finished  with  ribbons  or  end-of- 

pieee  satin,  tied  in  a  sailor's  knot  or  bow,  or  fichu-like 
pieces  are  used,  that  end  under  the  girdle. 

Black,  white  and  blue,  black,  white  and  cerise,  grey. 
violet  and  mauve,  are  the  leading  color  combinations,  and 

ecru,  pearl-grey  and  ciel,  were  other  well  worn  colors. 

Trimmings  of  Beads  and  Bugles. 

Bead  and  bugle  trimmings  were  very  much  used.  A 

gown  of  nattier  blue  chififon,  made  with  the  high  Em- 
pire waist  line,  illustrated  how  these  bead  effects  arc 

used.  The  lower  part  of  the  tunic  was  heavily  embroid- 
ered with  opalescent  grey  beads,  and  a  girdle  band  to 

match,  and  a  black  mousseline  gown  was  almost  covered 
with  a  similiar  design  in  black  and  crystal  beads.  A  new 
form  of  tunic  is  apparently  made  out  of  a  scarf  of  lace 

— often  heavily  beaded.  This  is  wrapped  around  the 
figure  and  tied  or  looped  behind.  Another  new  tunic 
idea  opens  both  front  and  back,  and  is  gathered  into  a 
deep  bead  and  fringe  motif  that  weights  it  down.  Scant 
flounces  or  folds  of  satin  are  other  trimming  schemes  fre- 

quently used. 

The  use  of  fur  band  trimmings  in  June  is  a  departure 

that  shows  how  greatly  fashion  is  favoring  trimmin'j;s 
of  this  class.     A  wonderful  mantle  of  grey  chiffon  worn 

Daring  Hats. 
The  millinery  was  most  interesting  and  some  very 

daring  hats  were  worn.  Flowers  were  hardly  ever  used, 

magnificent  aigrettes  and  ostrich  plumes  being  the  trim- 
ming for  the  majority  of  the  hats.  Many  of  the  novel- 

ties come  in  uncurled  ostrich,  and  there  are  numerous 
new  mountings  of  this  class.  Hats  were  worn  that  had 
the  brim  and  crown  covered  with  uncurled  ostrich  and 

finished  with  a  group  of  five  or  six  short  plumes.  The 

large  Amazon  plumes  are  again  worn,  and  large  mount- 
ings trim  many  Iiats.  Many  plumes  are  in  two-tone  effect, 

and  a  new  idea  is  large  smudges  of  black  or  white  or 

pale  colored  ostrich  plumes. 
Very  large  hats  are  being  worn  in  Paris  and  the  new 

feature  is  the  introduction  of  a  high  bandeaux  for  the 
large  hat.  This  takes  the  form  of  a  frilled  cap  of  lace 
around  the  face  that  is  very  picturesque.  Lewis,  who 
has  introduced  this  new  departure,  is  also  covering  the 
uuderbrim   with    flowers    and    lace,    and   is    also    using   a 

Gown, showing  new  classic  neckline,  new 
bib  effect  and  plain  severe  narrow  skirt. 

The  gown  is  of  rich  blue  and  bronze  bro- 
cade, with  black  satin  peasant  underwiist, 

girdle  and  deep  hem. 

scant   rutfle   of  lace   anHiiid    [In;   broad    brim   of   the  iiev/ 
hat. 

Antoher  new  model  that  made  its  appearance  on 

Drag  day,  was  a  scoop-shape  in  front,  with  a  high  back, 
showino-  the  hair. 
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First  Edition  of  one  of  our 
85  Wonders  at 

Orderwith  absolute 
confidence. 

Any  ̂ oods  no!  per- 
fecdy  satisfactory 
may  be  returned 
and  full  credit 

allowed. 

Order  to-day  to 
insure  prompt 
delivery  for  first 
December. 

No  order  too  lar^e 

No  order  too  small 
No  size  too  lar^e 

No  size  too  small 

That  we  cannot  fill. 

We  bave  an  estab- 
lished reputation 

for  ̂ ivin^  the  best 

material  and  work- 

manship, combin- 
ed with  value. 

C-1050. — Special  Waist,  made  of  all-over  embroidery  on 
front,  back  and  sleeves.  Front  trimmed  w^ith  fine  Val.  lace, 

forming"  yoke  effect.  Fine  tucking  on  front  and  back. 
Collar  trimmed  fine  Val.  lace  and  edging  to  match 
yoke.       Cuffs     trimmed    fine     tucking     and    Val.     edging. 

Greenshields  Limited 
Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 



Innovations  in  Early  Fall  Models  Featured  in  New  York 

Coats  Vary  in  Length  From  32  to  36  Inches  —  Banded-in-Effect  Skirts 
Taking  Very  Well  —  Big  Demand  for  Dress  and  Separate  Wraps 
—  Imported    Suit   Coats    Show     Short    Smart    Effects  —  Peasant     Blouse 

Staff  Correspondence. 

Office  of  The  Dry  Goods  Review, 
160  Broadway,  New  York,  August  3. 

THIS  season  tailored  suits  show  a  radical  change 
in  the  shapes  of  both  the  skirts  and  the  coats. 
The  former  is  of  special  interest  in  that  the 
narrow  silhouette  projected  by  late  Summer 

models  is  confirmed  in  the  early  Fall  showings.  Skirts 

aje  narrower  and  have  fewer  pleats.  Tight  effects  are 

produced  without  having  the  skirt  actually  confining. 

While  not  a  few  of  the  skirts  are  cut  in  the  extremely 

narrow  width  of  one  yard,  the  majority  measure  from 

two  to  two  and  one-half  yards. 

■While  it  was  thought  that  pleats  would  be  eliminated 
in  the  new  lines,  this  is  not  true  for  many  of  the  models' 

feature  pleats  from  the  belt  full  length,  with  the  ple<ats 
stitched  down  over  hip  or  knee  depth,  and  then  relieved 

to  present  the  essential  width  about  the  feet.  The  garter 
band  is  a  feature  of  skirts  of  this  sort. 

Other  models  show  the  gored  type  cut  with  sufficient 

flare  from  knee  to  hem  and  with  strap  introductions 

across  the  front  and  the  back  gores  or  simply  across  the 

sides.  This  variety  of  shirt  is  shown  in  conjunction  with 

the  tailor-made  suit  of  mannish  fabrics.  It  gives  the 

effect  of  the  very  narrow  skirt,  while  being  of  the  two 

and  a  half  yard  width. 
With  the  new  bands  on  skirts  placed  just  below  the 

knee,  jackets  are  made  in  lengths  which  permit  the 

trimmings  thereon  to  be  symmetrical  with  the  bands  on 

the  skirts.  The  jackets  vary  in  length  from  32  to  36 
inches. 

New  Coats  Looser. 

The  contour  of  the  new  coats  is  somewhat  different 

from  that  of  its  immediate  predecessors.  It  is  looser 

and  yet  far  removed  from  the  loose-fitting  garment  of 
seasons  back.  It  fits  closely  across  the  back  and  the 

chest  and  through  the  hip  section,  but  there  is  less'  in- 
clination to  define  the  curve  at  the  waistline,  especially 

in  the  back. 

There  is  much  variety  in  the  style  of  the  closing  of 

the  coats,  the  higher  fastenings  being  most  in  evidence. 

Many  of  the  foreign  models  show  the  closing  right  up 

to  the  throat,  the  nock  being  collarless  and  finished  with 
flat  braid  trimming. 

While  most  of  the  Fall  jackets  adhere  to  the  single- 
breasted  closings  there  are  a  few  models  that  show  the 

s-ide-front  fastenings,  similar  to  the  Russian  styles. 

Sleeves  to  most  of  the  jackets  are  close-fitting,  some  in 

the  strictly  tailored  styles  having  more  or  less  fulln&ss 
at  the  shoulder. 

Straps  Feature  New  Skirts. 

Skirts  with  straps  of  the  material  are  among  the 

season's  attractive  features.  These  straps  are  in  all 
widths  from  four  to  eight  inches,  many  of  them  button 
trimmed.  The  bottom  trimming  of  the  new  skirts  is 

usually  of  a  deep  fold,  about  eight  to  twelve  inches  wide. 
All  skirts  that  claim  any  expression  of  smartness  open 
on  the  side  or  at  the  centre  in  front.  They  have  the 
the  fly  effect,  or  are  buttoned  through  with  buttons 
matching  the  coat. 

Smart  Short  Coats. 

Suits  sho"wn  in  the  model  houses,  imported  from 
Paris  feature  short  coats  made    in   smart  effects.      The 

collars  are  in  some  instances  in  the  sailor  or  square  cuts 
coming  over  the  shoulder  in  a  draped  revere  effect,  which 
points  to  the  front.  Skirts  are  all  very  narrow  and  in 
banded  in  effects  around  the  bottom. 

Broadcloths,  Melanges,  Velvets. 

The  materials  for  the  new  Fall  suits  include  broad- 
cloths, in  very  dark  colors,  as  for  instance,  black,  navy, 

blue,  seal  brown,  bottle  green  and  smoke  grey.  There 
are  also  melanges  in  Scotch  and  English  worsteds,  these 

being  used  for  the  very  smart  tailor-mades.  Black  satin 
suits  are  among  the  high-class  showings  combined  with 
velvets.  Velvets  are  the  high  fashion  note  of  the  season 
shown  in  all  colors  and  black.  Trimmings  run  to  the 
use  of  satins  and  velvets  on  the  cloth  suits.  Wide  braids 
are  also  lavishly  used  where  the  banding  in  effects  are 
desired.  Fur  is  included  as  a  trimming  component  on 
the  velvet  suits.  Persian  and  Egyptian  garnitures  as 
well  as  metallic  and  braid  embroideries  are  also  noted. 

Novelty  In  Three-piece  Suits. 

Three-piece  suits  will  come  in  for  their  share  of  pop- 
ularity again  this  season.  They  are  of  fine  broadcloth 

velvets  and  novelty  materials. 

Many  of  the  three-piece  suits  are  made  with  the  upper 
part  of  the  dress  entirely  of  chiffon  embroidered  in 
novel  designs,  while  the  skirt  is  in  the  new  banded  and 
draped  effect.  Clever  treatment  of  the  skirts  will  be  an 
attractive  feature  of  these  suits,  as  they  are  trimmed 
below  the  waistline  whore  the  coat  terminates.  Coats 

for  the  three-piece  variety  range  in  length  from  32  to 
36  inches  in  length,  with  the  longer  lengths  likely  to 
make  their  appearance  later  in  the  season. 

Indications'  are  that  the  separate  skirts  give  promise 
of  having  a  very  good  Fall  season  this  year.  The  styles 
are  pleasing  and  there  are  many  ideas.  While  the  banded 
in  skirt  has  the  preference,  there  are  many  models  of  the 
pleated  variety. 

Women's  Separate  Coats. 

There  is  an  increasing  interest  in  women's  separate 
coats  for  Fall  and  Winter,  due  to  the  popularity  of  the 
one-piece  dress. 

Utility  coats  are  rather  plain,  but  have  distinctive 

touches  of  ornamentation.  They  have  semi-fitted  backs. 
The  Fall  coats  and  wraps  of  dressy  persuasion  are  made 
up  in  such  materials  as  rich  broades,  embroidered  fabrics, 
Persian  and  Indian  fabrics.  For  evening  wraps  they  are 
combined  with  fur  in  band  effects  and  lined  with  S'atin. 

Mannish  Materials  in  Raincoats. 

New  models  in  raincoats  come  in  mannish  materials, 
style  and  cut,  though  there  are  the  usual  fancy  styles 
provided  to  meet  the  demands  of  of  the  trade.  Silk 
double  textures  are  coming  in  for  wide  attention  and 
promise  to  be  exceedingly  popular. 

One  of  the  points  of  interest  in  the  raincoat  is  the 
combination  collar  which  may  be  worn  in  three  different 

ways.  Such  collars  are  shown  on  nearly  all  of  the  rain- 
coats. 

Double  texture  plaid-back  materials  are  shown,  and 
there  are  the  staple  cravenottes  that  are  always  in  good 
demand,  as  also  are  rubberized  .silk  moires  and  fancy 
ribbed  silks. 
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LAURENTIAN  ̂ "^r^T  LAURENTIAN 

Waists  and 
WhitcAvear 

NOW  IN  SALESMAN'S  HANDS 

Wait  for 
the 

Laurentian 
Man 

LAURENTIAN  WHITEWEAR  CO. 
LEVIS,  QUEBEC 

Stock  now  carried  at  our  Montreal  Office,  Mark  Fisher  Building 

Toronto : — W.  H.  Piton,  Empire  Building.    Province  of  Quebec :— J.  A.  Morin ,  Sample  Room,  130  St.  Joseph  St. ,  Quebec. 

Montreal  and  Eastern  Ontario: — Z.  P.  Benoit,  Mark  Fisher  Bldg.     Maritime  Provinces: — Alex.  Burr,  St.  John,  N. B. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Dr\   Goods  Review. 

The  walking  dresses  are  shown  by  dress  nianiifai- 
turcrs  in  a  variety  of  materials.  Larjje  plaid  woolens 
and  worsteds.  French  sergres.  striped  effects,  diafjonals, 
checks,  and  crepe  materials  of  all  descriptions  will  all 
be  extensively  employed  in  their  construction. 

One-piece  Walking  Diesses. 

The  smart  walking:  dress  is  to  be  the  one-piece  affair 
made  up  in  all  sorts  of  fabrics  and  plain  or  braid 

trimmed,  the  use  of  the  very  wide  flat  braid  being-  won- 
derfully attractive  for  these  models.  Most  of  the  dresses 

are  made  in  round  lengths  and  usually  with  draped  ef- 
fects at  the  sides  and  back.  The  peasant  type  with  the 

sleeve  cut  in  one  with  the  body  and  novel  desijicning-  of 
the  seamless  shoulders  is  to  be  in  hisrh  style  in  dresses 
of  all  descriptions  this  season. 

The  narrow  skirt,  higher  waist  than  normal  and 
peasant  blouse  are  the  three  distinct  style  features  that 

dominate  the  latest  imported  models  of  dresses  and  cos- 
tumes for  Fall.  There  is  every  indication  prevalent  that 

the  general  adoption  of  the  narrow  .skirt  for  Fall  is 
assured.  It  is  stated  that  Paris  dressmakers  are  using 

onh'  from  5:J^  to  5\  yards  of  material  for  their  now 
gowns.  The  waistline  higher  than  normal  is  receiving 
the  attention  of  all  fashionable  model  makers. 

Corset  Petticoat  a  Novelty. 

The  only  change  in  the  style  of  petticoats  is  the 

narrower  widths  because  the  outer  skirts  will  be  not  per- 
mit of  a  wide  or  full  petticoat.  The  Persian  patterns 

are  selling  remarkably  well  and  changeables  are  good.  A 

few"  brocades  are  show^n,  but  the  demand  for  them  is  not 
overly   great.    Black    and    white   effects   are   very     good. 

A  novelty  is  the  corset  petticoat  combining  a  tight 
fitting  waist  and  .skirt.  The  model  is  made  in  princess 
effect  and  buttons  down  the  front.  This  petticoat  is 
brought  out  in  silk  and  cotton. 

li: 

The  Alliance  Manufacturing 
Company,  Limited 

MONTREAL 

Beg   to   announce  that   they 

will  show  a  complete  range 

of 
FINE   NEGLIGEES 

AND 

WHITE  NIGHT  SHIRTS 

For  Spring  1911 

Manufacturing  exclusively  for   the 
Wholesale  Trade 

The  Alliance  Mfg.  Co.,  Ltd. 
15-29  Clarke  Street,       ::       MONTRFAL 

AN  APOLOGY 
Sational  Telephone :  City  4286. 

Cloth  Depi.:  City  2952. 

(Kepruditced  from  British  Trade  .Jfmrnals. ) 

FROM  J.  WEINBERG  &  SON 

25,  Mayes  Street,  Manchester 

Telegraphic  Address  : 
"Dryness,"  Manchester. 

May  31,  1910. Messrs.  Presto  Collar  Co.,  Ltd. 
Gentlemen, 
Our  attention  having  been  drawn  by  you  to  the  fact 

that  in  the  manufacture  and  sale  by  us  of  garments  with 
Presto  Convertible  Collars  we  have  inadvertently  infringed 
your  Letters  Patent,  the  validity  of  which  we  fully 
acknowledge,  we  desire  to  tender  you  the  fullest  public 
apology  in  our  power,  and  to  say  that  in  addition  to  payment 
of  all  expenses  we  have  given  you  a  full  account  of  all 
such  garments  with  a  formal  undertaking  not  to  repeat  the 
infringement;  and  we  wish  to  express  our  appreciation  of 
your  consideration  in  accepting  our  assurances,  and  in 
granting  us  a  license  for  the  manufacture  and  sale  of 
your  Collar  in  the  future,  upon  your  usual  terms. 

(Signed)  J.  WEINBERG  &  SON. 

THE  "PRESTO"  COAT  COLLAR  CO., 715-717-719,  Broadway,  New  York  City. 21a,  Old  Change,  London,  E.C. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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Modern  Methods  Applied  to   Ready-to-Wear   Department 
Conducting  Business  on  Well-devised  Plan  —  Medium  and  High  Grade  Goods 

More  Satisfactory  —  Importance  of  Keeping  Variety  —  Visiting  the  Markets 
—  Location  of   Department  —  Window   Display  —  Conducting   Special    Sales 

This  article  by  Chns.  Aiken,  Dresden,  Ont,,  was  awarded  second  prize  in  the  "  Review's" 
competition   for  three  best  papers  on  "  Conducting   the  Ready-to-wear    Department." 

TO  meet  the  requirements  of  your  customers  and 

comnuinity  in  Ready-to-wear  garments  and  to  get 
the  portion  of  business  that  rightly  belongs  to 
your  department,  be  well  informed  regarding;  style 

tendencies,  have  attractive  values,  a  clean  department, 

goods  well  displayed,  use  price  tickets  freely,  and  give 
customers  as  much  satisfaction  every  way  as  possible. 

Selling'  nowadays  compared  with  the  methods  of  ten 
or  a  dozen  years  ago,  is  quite  a  different  proposition, 
and  the  next  ten  will  probably  see  more  change  than  the 
Inst   ten. 

Adopt  Modern  Methods. 

Store  appearance,  comfort  of  customers,  and  good  sys- 
tem must  be  worked  out.  Modern  methods  must  be  adopt- 

ed. As  soon  as  the  merchant  proves  that  another  system  or 
method  is  better  than  the  one  he  is  using,  he  should  adopt 

that  system,  or  method.  That  does  not  mean,  he  should 
employ  every  new  method  that  comes  along,  or  buy  every 
new  fixture  invented,  but  he  should  consider  them  all, 
and  adopt  the  most  practical. 

Every  business  should  be  conducted  according  to  a 
well  devised  plan,  prepared  in  advance.  This  plan  should 
be  open  to  alteration  and  if  necessary  strengthened  by 
new  ideas.  In  carrying  it  out,  all  available  forces  should 
be  utilized.  A  house  built  according  to  a  plan,  is  better 

than  a  house  planned  as  it  is  being  built.  The  same  ap- 
plies to  business. 

It's  a  pleasure  and  profitable  as  well,  to  sell  goods  thai 
give  satisfaction.  A  business  can  only  be  kept  growing, 
by  giving  customers  careful  attention  and  satisfaction. 

Few  firms  make  good  by  handling  low  grades  exclusive- 
ly. Buyers  should  give  most  of  their  attention  to  the  med- 
ium and  higher  grades,  which  yield  a  better  profit,  and 

give  more  satisfaction  to  the  customer.  This  is  one  way, 
in  which  heads  of  departments  can  assist  in  building  up 

a  permanent  and  profitable  business. 

Buy  from  Various  Houses. 
Do  not  confine  all  your  purchases  to  the  same  source; 

different  houses  can  supply  certain  lines  better  than  com- 
petitors, both  as  regards  style  and  price,  so  that  by 

spreading  purchases  over  a  few  of  the  best  houses,  a 
better  assortment  is  secured.  Care  must  be  taken  not 
to  over  buy. 

In  placing  season's  orders  ahead,  do  not  go  to  the  limit 
of  your  purchasing  capacity,  but  leave  a  margin  for  spec- 

ial lines,  that  you  may  possibly  pick  up  as  the  season  ap- 
proaches, which  may  be  a  source  of  profit  to  your  de- 

partment. Take  stock  of  sizes  and  quantities  on  hand  be 
fore  placing  orders,  this  is  necessary,  especially  during 
sorting  seasons.  One  cannot  buy  intelligently,  without 
knowing  the  condition  of  his  section  of  the  store. 

The  onee-a-month  schedule  illustrated,  is  devised  for 
keeping  in  touch  with  stock;  preventing  quantities  gel- 
ting  too  heavy,  and  the  accumulation  of  slow  lines.  Cotu- 
parison  each  month  tells  the  tale. 

Be  true  to  your  best  interests,  and  refuse  to  purchase  a 

line  you  feel  you  cannot  handle,  no  matter  how  attrac- 
tive the  offer. 

Buy  a  few  very  small,  and  a  few  very  large  sizes,  cus- 
tomers for  these  are  sure  to  come  sometime  during  the 

sea.son. 

In  small  towns,  don't  buy  too  many  of  a  line,  because 
the  majority  of  customers  prefer  something  just  a  lit  tic 
different  from  their  neighbors. 

Take  Note  of  Purchases. 

Always  make  out  your  own  order,  or  make  a  memor- 
andum (if  your  purchases,  noting  prominent  points  about 

each  garment ;  No.  0792x  at  $7.25  does  not  signify  much 

if  you  have  occasion  to  refer  to  your  order  for  informa- 
tion, or  if  you  have  occasion  to  write  about  non-delivery. 

It  is  advisable  to  visit  the  markets,  at  least  twice  a 
year;  about  March  1st  and  September  1st,  so  that  you 

may  keep  in  touch  with  the  trade,  and  have  a  better  op- 

portunity of  securing  the  proper  goods  to  fill  your  re- 

quirements. 
Salespeople  should  have  information  regarding  new 

lines,  new  styles  and  extra  values,  and  any  other  pointers 
gained   on  buying  trips. 

Before  placing  your  orders,  a  carefully  prepared  state- 
ment from  all  your  orders  of  a  year  ago  should  be  made, 

so  that  you  will  know  exactly  the  quantities  and  sizes 
bought  for  that  season,  make  a  list  of  any  that  may  be  on 
hand,  ascertain  the  number  of  garments  your  department 

requires,  then  place  your  orders  for  about  two-thirds  of 

your  average  season's  requirements.  Have  your  last  sea- 
son's buying  statement  with  you  for  reference,  and  as 

a  guide  for  regulating  quantities. 

Location  and  Size  of  Department. 

This  department  should  be  located  in  well  lighted,  con- 
venient part  of  the  store.  In  a  store,  say  thirty  by  one 

hundred  feet,  using  one  floor  only,  the  rear  portion  would 
be  best  suited.  A  floor  space  of  from  twenty  to  thirty 
feet  would  be  all  that  could  be  spared  in  this  case ;  but 
if  the  store  is  larger  and  the  second  floor  is  suitable,  it 

would  be  the  next  place  for  consideration.  A  success- 
ful department  could  hardly  be  expected,  if  it  is  located 

in  a  dingy,  upstairs  back  room. 
A  small  fitting  room  is<  required  for  this  department, 

and  is  a  profitable  investment. 

Fixtures — Idea  for  Bar  Racks. 

The  department  should  be  furnished  with  a  silent  sales- 
man, revolving  or  bar  racks  for  hanging  suits,  skirts,  and 

coats,  as  many  tables  as  space  will  permit  without  crowd- 
ing the  aisles,  a  few  chairs  and  a  bare  table  for  selling 

purposes.  An  inexpensive  bar  rack  can  be  made  with  a 

ten-foot  curtain  pole,  oak  finished,  supported  by  uprights 
of  same  material,  put  together  and  made  fast  to  thj 
floor  by  common  shelf  brackets;  this  rack  will  cost  about 

a  dollar  and  a  half,  and  will  hold  about  three  dozen  gar- 
ments or  more. 

Do  not  put  stock  under  the  counters,  and  in  drawers, 
but  i)lace  it  where  it  can  be  seen ;  plainly  marked  so  that 
customers  can  read  the  price  at  a  glance. 

The  floor  should  be  covered  with  a  few  rugs;  quiet 
green  sliades  would  probably  be  preferable. 

Display  Goods  at  One  Price. 
Tiie  ])ublicity  end  of  the  garment  department  requires 

consideiable  attention.  Window  arrangements,  newspaper 
ads.  and  circular  announcements,  are  important. 

Use  the  one  line  idea  in  your  window  or  the  one  price 

idea;  for  example,  you  may  have  a  quantity  of  muslin 
shirt  waists  at  $1.48,  arrange  this  line  without  crowding, 
with  the  a.ssistanee  at  a  few  pedestals,  and  a  half  dozen 
waist  forms.  Place  one  large  window  card  in  the  centre 

of  tlie  window,  announcing'  the  price;  and  on  each  waist 
display  a  small  ticket  stating  the  size. 
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A   Profitable   Department 
The  best  recommendation  we  can 

give  to  a  Misses'  and  Children's  De- 
partment is  that  it  is  a  profit-produc- 

er. In  fact,  considering  the  amount 
necessary  to  invest  in  it,  there  is  no 
department  in  the  store  that  will 
make  a  better  showing. 

This  is  the  experience  of  many 
merchants  who  have  opened  a  Home 

&  Watts'  Children's  Department. 

They  have  found  that  it  attracts 
the  mothers  to  their  stores — and 
the  mothers  are  the  buyers. 

Our  Spring  line  of  Dresses  for 
Girls,  Misses  and  Children  will  be  ready  in  September,  and  an  inspection  of  the  range 
will  convince  you  that  there  would  be  profit  tO  yoU  in  stocking  the  goods  we  show. 

We  will  be  glad  to  send  you  a  sample  selection  of  these  goods  if  one  of  our  travelers 
does  not  reach  you  in  time. 

Home  CBk>  Watts,  Ltd. 
Adelaide  and  Duncan  Sts.,  TORONTO Specialists  in  Misses'  and  Children's  Dresses 

THE  AGE  OF  SPECIALTIES 
OURS  ARE 

Bindings,  Ruf flings,  Waist  Band  Stays  and  ̂  
Seam  Coverings 

By  this  we  mean  more  than  that  we  manufacture  these  goods  in  large  quantities.  We  put 
specialized  skill  into  their  manufacture  ;  the  use  of  up-to-date  machinery,  expert  knowledge 
of  conditions  and  first-rate  buying  experience.  | 

You,  Mr.  Manufacturer,  and  you,  Mr.  Retailer,  can  rest  assured  that  everything  you 
require  in  BINDINGS  and  RUFFLINGS,  we,  the  specialists  in  these  lines,  can  supply  to 
the  best  advantage. 

Ask  for  quotations,  we  CAN  convince  you  if  you  give  us  a  chance. 

Here  are  some  of  our  leading  lines  : — Button  and  Button  Hole  Stays  and  Trimmings 

for  Knitted  Goods'  Trade,  Bias  and  Straight  Waist  Band  Curtain  Canvas  or  Interlining  for 
Men's  Pants,  Bindings  for  Waist  Sleeves,  Extension  Bindings  for  Waists  and  Blouses, 
Ruffles  and  Bandings.  All  widths  and  grades  of  Bindings  and  Seam  Coverings  for  White- 
wear  trade,  etc.,  etc.      Edges  are  finished  any  width  ;  turned  if  desired. 

Bindings  for  Ruching  Neckwear,  Cord  Effect,  Sarsnet,  cut  on  straight,  any  width 
for  this  class  of  trade. 

I  NARROW  FABRIC  MANUFACTURING  CO. 

TORONTO, 
14  Court  Street 

ONT. 

Please  mention  The  Reviezv  to  Advertisers  and  Their   Travelers 
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Green  veloui-s  would  be  a  suitable  backgrround  for  this 
display. 

One  line  well  emphasized  will  often  make  a  good  im- 
pression, where  a  general  display  may  fail,  the  one  line 

idea  appeals  more  directly. 
Newspaper  advertising  gives  best  results.  Ijot  your 

space  contain  as  much  information  as  possible,  give  talks 
on  style  tendencies,  and  give  your  authority  for  such  ideas. 

Use  all  the  good  medium  or  large  size  cuts  possible.  Al- 
way  have  something  definite  to  say  to  your  readers,  des- 

cribe fully,  and  always  state  the  price. 
In  addition  to  window  trims  and  newspaper  talks,  have 

a  few  good  leaders  in  your  department;  extra  values 
please  people  and  make  them  say  favorable  things  about 
your  store.  Circular  advertising  should  be  illustrated  and 

descriptive,  and  should  be  mailed,  or  given  only  to  trust- 

wortliy  persons  for  distribution,  otherwise  do  nut  wondci' 
if  you  do  not  get  the  desired  results. 

Opening  Display. 
During  millinery  opening,  arrange  also  for  an  opening 

display  of  ready-to-wear  garments.  Let  the  people  know 
about  it,  and  give  them  a  cordial  invitation  to  call  and  see 

your  department  at  its  best.  Invite  them  to  examine  any- 
thing they  may  be  interested  in. 

If  circumstances  permit  have  instrumental  music,  "an 
orchestra  or  piano,"  for  an  evening  or  so,  this  will  add 
interest  to  your  event  and  bring  your  department  before 
the  buying  public. 

Charging  for  Alterations. 
A  great  many  garments  require  some  alteration.  Have 

the  person  who  makes  the  alteration,  see  the  garment  on 

the  customer.  As  a  great  many  skirts  are  now  semi-finish- 
ed, a  charge  for  this  finishing  should  not  be  made,  but 
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Chart,   illustrative   of   Monthly   Stock   Schedule,  used   by 
R.    Aikin,    Dresden,   Ontario. 

all  other  alterations  should  be  charged  in  either  of  two 

ways — by  charging  the  regular  price,  plus  the  extra,  or 
by  including  the  cost  of  alteration  in  the  marked  price. 
Goods  .should  not  be  sold  without  a  fair  margin. 

Every  parcel  leaving  the  department  should  be  ac- 
companied by  the  bill,  the  duplicate  going  to  the  cashier, 

who  should  give  the  salesperson  proper  credit.  The  clerk 

should  also  keep  tab,  so  that  the  cashier's  amounts  may  be 
checked.  If  a  multiple  drawer  register  is  in  use,  every 
tran.saction  must  pa.ss  through  the  register,  and  exact- 

ness must  be  the  rub-. 
Friendliness  a  Good  Investment. 

One  of  the  best  investments  salespeople  can  make    is 
friendliness,  not  mere  pretence^  but  the  genuine  article. 
We  can  learn   something  from  every  customer;  bear  in 

niiiul  that   the  people  who  come  to  your  depai'tmeni  may 
have  passed  several  stores  on  their  way  to  yours. 

Customers  should  be  made  to  teel  as  comfortable  and 

as  much  at  home  as  possible.  With  few  questions  cus- 
tomers' requirements  should  be  ascertained,  too  many 

questions  have  ;v  tendency  to  irritate.  Use  your  salos- 
mariship  judgment  in  showing  goods  ;  parties  that  are  in 

the  habit  of  wearing  fine  garments,  will  not  likely  be  in- 
terested in  your  lowest  prices,  and  parties  that  wear 

$5  and  $8  garments  would  perhaps  think  your  store  too 
expensive  if  $15  to  $20  garments  were  unduly  urged.  A 
good  sales  person  must  be  a  student  of  human  nature. 
In  most  of  cases  it  is  better  to  show  your  customer  the 

nearest  to  what  you  thinh  they  want  as  soon  as  possi- 
ble. Use  the  pronoun  I  discretely,  and  do  not  force  your 

opinion.  Ejcplain  the  cloths  and  style  features  of  the 
season.  Be  square  and  fair  always,  most  customers 
appreciate  any  little  attention,  such  as  showing  them 
new  goods,  new  styles  or  anything  that  is  of  interest. 

The  Right  Kind  of  Help. 
The  selling  force  should  be  large  enough  to  keep  the 

stock  neat  and  clean.  If  required,  secure  extra  help  for 
special  occasions,  and  if  possible,  engage  the  kind  of  help 
you  would  take  on  permanently,  should  a  vacancy  occur. 

Salesjieople  should  keep  as  near  the  front  of  their  de- 
partment as  possible,  so  that  as  soon  as  customers  arrive, 

they  may  be  waited  on.    Be  there  as  soon  as  the  customer. 
Hold  Your  Whitewear  Trade. 

Have  whitewear  well  displayed  early  in  the 
season,  and  plainly  ticketed.  For  specials,  include 
a  few  strong  leaders.  Many  ladies  arrange  for 
buying  whitewear  at  the  first  of  the  year.  If  you 

are  not  showing  these  goods,  probably  your  com- 
petitor is,  or  perhaps  mail  order  firms  may  secure  this, 

and  other  business  along  with  it. 
Make  your  window  displays  offset  catalogue  ads.  as 

much  as  possible.  Garments  plainly  ticketed  and  dis- 
played in  a  clean,  well  arranged  window,  make  a  better 

impression  than  catalogue  pictures. 

Interest  the  Mothers. 
Busy  mothers  appreciate,  and  are  willing  to  buy  well 

made  garments  for  their  children.  The  wise  merchant  will 
carry  goods  to  suit  his  particular  class  of  customers,  and 
at  first  will  buy  only  sure  sellers,  and  make  the  prices 
fairly  close. 

While  there  may  not  be  much  additional  profit  made 
thereby,  yet  this  department  will  attract  the  mothers, 
and  for  this  reason  it  should  receive  particular  atten- 
tion. 

Stocktaking  should  be  carefully  done.  There  should 
be  no  guessing  at  quantities,  nor  slipshod  methods,  so  that 
the  result  will  be  a  correct  inventory  of  goods  in  stock. 

Compelling  Attention  with  Special  Values. 

If,  after  everything  has  been  arranged  in  your  section 

— you  have  the  goods,  your  department  is  clean  and  has  a 

well  stocked  appearance — the  ordinary  methods  don't 
bring  trade,  arrange  "A  Remarkable  Sale  of  Goods  of 
Quality."  Plan  your  sale  sufficiently  in  advance,  to 
allow  of  completing  your  plans. 

Make  remarkable  values,  and  let  them  be  known 

through  the  newspaper.  If  your  paper  doesn't  reach  the 
people,  use  circulars.  Describe  fully,  and  illustrate  goods 
in  stock.  Always  do  as  you  say,  and  do  not  call  your 

sale  a  "Slaughter  Sale." 
Near  the  end  of  the  season,  conduct  a  five  or  seven-day 

sale.  Get  a  few  staple  leaders,  and  place  them  in  a  prom- 

inent position  in  your  department.  Re-arrange,  re-ticket 

everything,  so  that  people  will  know  there  is  some- 
thing doing. 
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This   Special  Knit    Goods   Section, 

Size  Standards   that  Help  the 

Knit  Goods  Salesman.  (  Prize  article  by 

W.  C.  Forman,  writen  specially  for  The  Dry 

Goods  Review.) 

Suggestions  for  Attractive  Knit 

Goods     Display.     ( Illustrated.) 

Modern  Knitting  Machine  will 

"Hose  you  while  you  wait." 
(Illustrated.) 

Spring  Knit  Goods  Orders 

coming  in  early.  ( Illustrated.) 

Emphasize  Quality  and  follow 

up  with  price. 

Talk  with  Salesmen  on  practical 

knowledge  of  Goods. 

1910-1911    Style,   Fancy 
Knitted  Double- 

Breasted  Coat. 

(Photographed  for  The  Dry  Goods  Review.) 



KNITTED    GOODS 

MILL  SELLING  AGENTS  -  and  -  IMPORTERS 

100  Wellington  Street  West,  Toronto 

Vescent  i* 
.Brand 

ind 

Manufactured   by 

S.  Lennard  &  Sons 
DUNDAS,  ONT. 

will  be 

The  LEADING  RANGE 

FOR  SPRING,  1911,  OF 

LADIES' AND  MISSES' 
RIBBED  UNDERWEAR 

OFFERED  TO  THE 

TRADE         :        :        : 

Knowing"  that  you  are  always  out  after 
the  best  procurable  values  for  your 

customers  you  will  undoubtedly  EX- 
AMINE THESE  VALUES  before 

placing-. 

OUR  LINE  OF 

CjueenQiialiii/ 

HOSIERY 

Ladles'  and 

Children's 

COTTON,LISLE 
AND  SILK,  in 

Plains,  Laces,  Em- 
broideries  and 
Fancies. 

Men's 

HALF  HOSE 

f  COTTON  AND 
LISLE,  in  Plains, 

Laces,  Embroid- 
eries and  Fancies 

FOR  SPRING,  1911 
will  soon  be  complete, 

and  on  the  basis  of 

VALUE 
will  command  your  order. 

Richard  L.  Baker  &  Co. Toronto 

Please  mention  The  Review  to  Advertisers  and   7^ heir  Travelers. 



Suggestive  knitted  goods  window  in   which   lines   for  outing   wear  are   featured   by  A.  E.   Rea   Co.,  Montreal. 

Spring  Orders  are  Coming  in  Early  and  in  Good  Volume 
Manufacturers  State  That  Business  Continues  to  Show  Improvement  Over 
Last  Year  —  Very  Few  Cancellations  as  the  Result  of  Poor  Crop  Outlook 
—  Retailers  Express  Views  on  Size  Problem 

IT  requires  something  more  than  spasmodic  reports  of 

unfavorable  crop  conditions  to  affect  t!ie  advanc'! 
demand  for  knitted  goods.  Not  only  have  orders 
been  reaching  the  manufactures  at  earlier  dates  than 

ever,  but  the  bulk  shows  a  marked  increase. 
Through  the  maze  of  contradictory  statements  as  to 

prospects  in  the  West,  appears  much  reliable  information 
to  the  effect  that  damage  to  grain  during  the  dry  period 
lias  been  by  no  means  general,  and  that  there  will  be 
a  pretty  fair  yield.  Some  estimates  put  it  at  100,000,000 

bu'^hels.  Recent  rains  have  helped  the  grain  wonder- 
fully and  hopes  are  running  higher. 

There  is  a  feeling,  moreover,  that  the  country  is  in 
good  condition  as  regards  available  wealth.  There  was 
no  foolish  speculation  in  the  trade  during  the  period  of 
rapid  recovery  from  depression,  and  the  result  is  that 

the  dry  goods  trade  is  self-contained  to  an  extent  that 
renders  discouragement  in  the  present  situation  out  of 

the  question.  Recent  experiences  have  served  to  demons- 
trate that  the  country  merits  something  better  than  a 

panic  from  trifling  setbacks. 

Improvement  Over  Last  Year. 
To  such  facts  as  these  the  manufacturer  of  knit  goods 

attributes  the  increasing  demand  for  his  output.  One  of 

these  men  states  that  he  had  anticipated  no  great  in- 
crease over  last  year  on  his  Spring  orders,  but  already 

the  record  had  been  passed  by  about  forty  per  cent. 

Wholesalei's  also  report  a  steady  growth  and  they  point 
out,  moreover,  that  present  growth  reflects  healthy  con- 

ditions. There  have  been  few  cancellations  and  payments 
are  generally  very  fair.  Fall  business  in  underwear, 
knitted  coats,  and  scarfs  has  been  good. 

Spring  orders  are  reaching  the  manufacturers  earlier 
in  the  year  than  ever  before,  but  this  is  a  tendency  which 
has  been  noted  for  the  past  few  years.     Some  attribuv3 

it  to  competition,  others  say  it  is  an  outcome  of  the  up- 
ward movement  in  raw  material,  and  it  is  also  declared 

to  be  due  to  a  quickened  pace.  Buyers  from  the  West  or 

other  parts  of  the  country  may,  for  example,  order  far 
in  advance  in  order  the  better  to  meet  certain  require- 

ments of  distribution  in  their  markets.  The  principle  of 

"the  earlier  the  bird  the  bigger  the  worm"  is  also  recog- 
nized, and  then  there  has  been  no  difficulty  in  foreseeing 

that  prices  will  not  drop  at  an  early  date.  There  is  con- 
siderable risk,  the  manufacturer  points  out,  in  this  kind 

of  business,  for  at  the  time  that  he  is  receiving  his  Spring 
orders  and  quoting  advance  prices,  the  price  of  cotton 
is  more  or  less  of  a  speculation.  This  was  the  case  last 

year,  ibut  as  a  general  thing,  crop  and  price  prognosti- 
cations turned  out  fairly  accurate;  in  fact  some  manu- 

facturers who  do  their  own  spinning,  by  watching  the 

market  closely,  were  able  to  secure  their  raw  material  at 

a  figure  considerably  below  the  highest  point  of  the  sea- 
son. 

The  Cotton  Crop. 

It  is  felt  to-day  that  the  present  year's  cotton  crop 
will  be  an  improvement  upon  that  of  last  year  and  that 

thei'e  need  be  little  worry  over  the  outcome  of  deliveries 
based  on  samples  submitted.  A  second  glance  at  the  situ- 

ation shows  how  very  important  is  a  correct  estimate  of 
conditions  throughout  the  country. 

The  gradual  shifting  of  the  buying  season  to  an  earlier 

stage  in  the  year  has  been  the  cause  of  vigorous  pro- 
tests from  American  manufacturers  on  the  ground  that 

the  procedure  is  compelling  them  to  take  long  chances 
with  raw  material  prices. 

Few   Price  Changes. 

There  has  been  practically  no  change  in  the  price  situ- 
ation.    Competitive  slashing  is  not  so  apparent  as  at  the 
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same  time  last  year,  ami  this  is  taken  as  an  iiulieation 

that  there  is  as  much  business  i-tuns;-  as  niaiiufaetiners 
can  well  look  after.  A  not  oveiabuiulant  supply  of  raw 
material  is  also  said  to  have  had  a  rciiiilatinir  inlUienee 

on  this  phase  of  the  situation. 
V 

Plain  Colors  Feature  Hosiery. 

Tlie  hosiery  demand  is  ahead  of  last  year,  although 
it  has  been  disappointing  in  spots.  The  season  started 
late,  owing  to  adverse  weather  conditions  and  here  and 
there  some  timidity  was  shown  in  buying  as  stocks  were 

not  moving  as  quickly  as  desired.  There  has  been  mark- 
ed improvement,  however,  and  orders  have  been  coming 

in.  A  steady  growth  in  favor  of  ladies'  liglit  weight 
lisles  and  cashmeres  for  all  year  round  wear  is  reported  by 
buyers  and  orders  this  year  reflect  this  tendency  to  a 
greater  extent  than  ever  before. 

Red  eiderdown  dressing  sacque,  with  large  ollar  in  siilor 

effect,   bound  with  blac'i  satin   and   pip;d   with   shepherd's 
plaid      Shown   by    the   Gait  Knitting  Co. 

In  the  United  States,  the  tariff  has  enabled  domestic 
manufacturers  to  enter  into  competition  with  German 
manufacturers  in  the  manufacture  of  silk  half-hose. 

Grades  retailing  at  50c.,  75c.  and  $1.00  have  met  with  a 
remarkable  demand.  One  New  York  jobber  sold  more 
than  21,000  dozen  up  to  the  month  of  June.  This  is  the 
first  season  that  these  hose  have  been  marketed  with 

most  dealers  in  the  United  States,  and  it  is  not  unlikely 
that  a  vigorous  effort  will  be  made  to  invade  adjacent 
markets.  The  hose  is  made  from  two  different  varieties 

of  silk — spun  and  tram  or  thrown  silk.  The  former  is 
made  practically  from  the  waste  of  the  cocoon,  whereas, 
the  tram  silk  is  the  pure  silk  spun  from  the  threads  of 
the  cocoon. 

In  ladies  hosiery  for  Spring,  plain  colors  and  em- 
broideries in  gauzey  lisles  and  cottons  are  expected  to 

meet  with  a  large  demand.    Lace  ankles  are  also  thought 

well  of.     l'\incy  colors  are  old  rose,  Alice  blue  ami  reseda. 
V 

The  Size  Problem. 

To  children 's  Iiosiery  ami  umlerwear,  nianui'aclurers 
are  paying  great  attention,  and  size  pnvblems  are  being 

carefully  studied.  Fancy  lines  of  children's  sox  are  be- 
ing pi't)duced  and  in  addition  to  dainty  plain  effects,  some 

novelty  is  being  introduced  in  the  tops.  Embroidered 
effects  have  also  been  introduced  with  success. 

Some  complaint  is  being  made  by  retailers  with  refer- 

ence to  children's  hosiery  that  the  lengths  of  legs  some- 
times do  not  always  correspond  when  given  sizes  are  ad- 

hered to.  "Special  attention"  states  a  retailer,  "should 
be  given  to  this  unequality  in  length.  Some  makers  send 

them  far  too  long,  especially  in  sizes  4  to  5i."  A  manu- 
facturer, interviewed  on  the  question  had  this  to  say: 

"It  is  difficult  to  establish  a  length  for  stockings  of  this 
size,  as  some  mothers  like  to  have  them  go  over  the  knee 
and  some  only  two  or  three  inches  above  their  little  boot. 
There  cannot  very  well  be  a  standard.  The  rule  we  go 
by  is  that  the  leg  should  be  3  times  the  length  of  the  foot. 

Any  other  length  should  be  made  to  order." 
The  size  problem  in  connection  with  children's  under- 

wear is  also  becoming  a  live  one,  and  manufacturers  are 
endeavoring  to  get  as  close  to  the  requirements  of  the 
trade  as  possible.  The  Review  has  obtained  the  views  of 
several  retailers  on  this  question. 

"We  would  suggest,"  writes  one  merchant,  "that  all 
garments  be  sized  in  inches — bust  measure  and  waist 
measure,  and  that  a  size  24  be  made  to  measure  24.  We 
find  a  lot  of  trouble  with  garments  marked  two  or  three 

sizes  larger  than  they  actually  measure.  We  sometimes 
fill  in  sizes  of  broken  stock  and  find  on  opening  the  goods 
that  the  sizes  are  not  anywhere  near  what  we  expected. 

We  can  go  to  our  stock  to-day  and  pick  out  boys'  fleeced 
undershirts  marked  28  which  are  smaller  than  thos.? 

marked  26." Another  merchant  states:  "We  have,  as  a  rule,  found 
that  when  we  buy,  say  26  shirt,  24  drawers  as  the  usual 
sizes  run,  tliat  the  drawers  are  too  large  for  the  shirts, 
and  as  a  rule  sell  26  shirt  and  22  drawers  together.  A 

child's  body  develops  faster  than  its  legs  and  the  manu- 
facturers do  not  make  enough  differenece  in  sizes  between 

shirts  and  drawers.  We  believe  there  should  be  a  differ- 
ence in  drawers  regarding  shape.  The  legs  are  too  long 

invariably  and  too  wide  at  the  knees^ — at  least  those  we 

have  always  had  in  stock." 
"We  have  found  a  great  lack  of  uniformity  as  to 

sizes  of  different  lines  bought  from  the  jobbers  or  regular 

wholesale  houses,"  writes  a  retailer,  "We  think  left- 
overs in  sizes  22  and  24  partly  the  fault  of  the  buyer. 

At  least  in  our  experience  we  have  found  these  sizes 

slow  sellers. ' ' That  different  merchants  have  experiences  somewhat 
contradictory  of  these  just  related  is  evident  from  the 

statement  of  a  retailer  who  says: — "We  have  no  particu- 
lar complaint  on  this  question.  In  fact,  we  find  sizes  22 

and  24  our  best  sellers." 
"My  opinion  is  that  if  manufacturers  would  mark 

on  the  children's  underwear  boxes  what  age  of  child  the 
garment  would  fit  instead  of  marking  sizes  such  as  20, 

22,  24,  there  would  be  no  left  over  small  sizes.  I  find 
that  most  of  the  mothers  make  the  underwear  for  their 

children  at  that  age,  simply  because  they  do  not  know 

what  sizes  will  fit  their  children." V 

A  Useful  Size  Card. 

A  manufacturer  of  children's  rilihed  undei'wear  stales 
that  he  has  been  getting  around   the  difficulty  very  sat- 
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THE 

ZIMMERKNIT 

LINE 

FOR  SPRING 

1911 

Canada's 
Highest Grade 

Underujedi^ 

The 

handsomest  and 

most  complete 

line  of  under- 

wear   shown   in 

Canada. 

The  following  are  some  of  our  special  lines  : 

BALBRIGGANS.— Plain  and  fancy,  all 

colors,  long  and  short  sleeves,  ankle  and 

knee  length  drawers.  An  open  weave 

garment,  cool  and  healthful,  coat  front 

shirts  and  knee  pants. 

POROUS-KNIT.— We   control   the   por 

ousknit   fabrics   as   shown   in   our  large 

range.       The     demand     for     these     hot 

weather  garments  has  been  phenomenal. 

ATHLETIC  GARMENTS.— A  very  ex- 

tensive line  of  Outing  Jerseys,  made  in  a 

variety  of  colors,  etc.  A  splendid  wear- 

ing fabric,  washable,  colors  fast. 

VELVET-RIB, — Combinations  and  two- 

piece  suits.  Something  entirely  new,  a 

very  elastic  garment  with  fine  smooth 

surface,  like  balbriggan,  both  inside  and 
out.  These  garments  will  all  be  labelled 
Zimmerknit-Velvet  Rib,  a  popular  name, 

registered  and  only  used  by  ourselves. 

LISLE  THREAD.— Without  doubt  the 

best  75c.  line  in  the  market. 

SILKETTE. — The  best  that  money  can 
produce  in  underwear,  a  fabric  we  have 

specialized.  This  line  has  become  the 

"EDITION  DE  LUXE"  of  Canadian 
underwear. 

Sold  by  all  Leading  Wholesale  Houses 

Zimmerman  ManufacturiD^  Co,,  Limited 
HAMILTON  :  :         ONTARIO 

Please  mention   The  Rcviezv  to  Advertisers  and   Their  Travelers. 
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isfactorily  by  enclosing  a  size  memo,   witli   eaili   jiarcol 

of  t'liililreu's  ̂ )ods.    This  memo,  is  as  follows: 

Ladies'  vests,  drawers  and  corset  covers.  Nos.  1.  '2, 
■i.  4.  are  made  to  tit  the  respective  bust  measures  as 
follows:  30,  32.  34,  36.  0.  S.  will  lit  bust  measure  38. 
Extra  0.  S.  will  tit  bust  measures  40  to  44. 

Children's  vests  and  drawers  No.  1,  size  12;  2  size  14 
and  3.  size  Hi  are  made  to  tit  ages  from  3  to  9  months. 
No.  4,  size  18.  for  ages  1  to  1*  years;  No.  5,  size  20,  for 
ages  2  to  3i  years;  No.  6,  size  22,  for  ages  4  to  5i;  No. 
7,  size  24,  for  ages  6  to  7A;  No.  8.  size  26,  for  age  8  to 
9i;  No.  9,  size  28  for  ages  10  to  Hi.  The  manufacturer 
who  adopted  this  card  states  that  he  does  not  know 

whether  there  is  an  nuiform  size  in  Canada  or  not,  but 
that  another  firm  has  adopted  the  same  standards,  and 
have  found  that  it  has  worked  very  satisfactorily'  in 
summer  despite  the  fact  that  we  are  located  in  a  very 
cold  climate.  However,  a  lighter,  extra  (juality  of  woolen 
underwear  seems  to  be  in  better  demand,  I  lie  heavy  poorer 
quality  being  quite  unsalable.  The  manufacturers  are 
not  changing  the  class  of  goods  to  any  extent  but  we  are 
nevertheless  able  to  get  satisfactory  goods. 

It  is  pointed  out  by  the  superintendent  of  one  mill 

that  in  children's  underwear  it  makes  a  little  difference 
whether  articles  are  knit  on  a  latch  or  spring  needle 
machine,  the  former  requiring  a  large  chest  measurement 
as  well  as  a  different  length  tlian  if  the  garment  had 
been  knit  on  a  latch  needle  machine.  He  believes  that  it 
would  be  wise  to  have  a  standard  size  for  all  makers. 

Lighter  Weights. 

Retailers  in  sections  of  the  country  where  one  would 

expect  that  very  heavy  underwear  for  men  would  be  called 

for  in  winter,  states,  tliat  tliero  is  a  decided  demand  for 

Ladies'   Vest   with   Fancy   Crochet    Top      Shown    by 
Eagle   Knitting  Company,  Hamilton. 

lighter  weights.  A  merchant  in  the  Cobalt  region  states: 

"We  notice  a  falling  otf  in  very  heavy  lines  for  winter  and 
of  balbriggans  that  lighter  weights  are  in  greater  demand 
all  year  round,  and  that  manufacturers  are  meeting  the 
demand  fairly  well.  A  merchant  in  a  small  town  states 
that  he  has  dropped  out  of  some  of  the  heavy  ribbed 
underwear  altogether,  and  has  foiiiid  tliat  rnanufactiirei's 
have  sized  up  the  change  ver\-  well. 

There  will,  however,  be  more  or  less  of  a  si  a  pie  de- 

mand for  heavy  underwear.  Men  working  strenuously 
out-of-doors  ask  for  it,  and  for  this  demand,  itninufac- 
turers  are  well  prepared. 

Fancy  Touches  in  Trimmings. 

Ladies'  vests  for  Spring  show  some  very  fancy  trim- 
ming touches  in  the  yoke.  Some  are  elaborate,  with  V 

shape  while  others  are  less  ostentatious  and  exceedingly 
dainty.  In  ribs  and  plain  knits,  manufacturers  are  pro- 

ducing lines  that  have  a  decided  selling  merit. *       •       * 

lAlaiiul'aeturers  wlnt  make  a  specialty  of  knitted  loung- 
ing coats,  dressing  jackets,  etc.,  have  sent  out  some  ex- 

ceptionally tine  lines.  These  have  style  as  well  as 
(piality  to  recomniend  them,  and  are  meeting  with  good 
demand. 

Style  Tendencies  and  Coats  for  Ladies. 

During  the  early  autunui  months  sweater  coats  for 

lailits  are  likely  to  be  very  popular  as  separate  coats, 
especially  for  walking,  and  for  both  morning  and  even- 

ing wear.  The  white  or  creamy  coats  will  be  in  demand 
for  this  purpose,  and  in  the  longer  length  varieties.  For 
later  months,  there  seems  to  be  a  strong  tendency  to- 

wards shorter  and  more  mannish  effects. 

Belted  effects  are  not  so  popular  as  formerly,  al- 
though some  of  the  very  newest  designs,  especially  in 

the  Norfolk,  or  semi-Norfolk  cuts,  are  smartly  belted. 
One  of  the  latter  has  a  box  pleated  front  and  panel  back, 
with  the  belt  passing  under  the  panel  at  the  back  and 
removable  so  thai  (he  coat  may  be  worn  either  with  oi 
without  it,  few  of  the  beltless  coats  are  tight  fitting. 
There  are  a  few  semi-fitting  styles;  others  are  on  the 

same  straight  lines  as  the  men's  coats. 
The  regular  sweaters  for  ladies  are  also  straight,  and 

instead  of  the  rolling  neck-piece,  are  fitted  with  neatly 
turned  collars,  or  are  collarless,  the  neck  finishing  in  a 
slight  V  effect  in  front.  With  this  latter  style  could  be 
shown  to  good  advantage  the  knitted  hoods,  the  outcome 
of  the  fashionable  motor  bonnets  which  have  obtained 

such  vogue  during  the  summei',  not  only  for  motoring, 
but  for  driving  and  ocean  travel.  The  new  winter  hoodn 
fit  closely  down  over  the  ears  to  the  chin,  and  are  finish- 

ed with  long  loose  scarf  ends,  which  tuck  cosily  into  the 
ojien  sweater  necks. 

The  plain  knits  are  increasing  in  popularity,  and  the 
demand  of  the  belter  trade  is  almost  entirely  for  this 
variety,  which  comes  in  warm  but  light  weights.  There 
is  a  small  demand  for  fancy  knits,  but  almost  entirely  in 
the  cheaper  grades.  As  to  colors,  white  will  be  the 
favorite  during  the  autumn  months,  with  probably  an 
increasing  demand  for  colors,  green  and  browns  especial- 

ly, later  on.  Many  advance  styles  are  being  shown  in 
.two-toned  effects.  A  short,  loose  belted  coat  or  dark 
grey  has  the  sleeves  caught  into  a  fitted  turned  up  cuff 
of  a  much  paler  shade.  The  long  narrow  roll  collar  of 
the  same  pale  shade  was  carried  on  down  the  front  of 
the  coat  in  a  narrow  banding.  The  opening  was  cut  very 
h)W,  and  the  fastening  effected  by  two  large  fancy  but- 

tons to  match. 

Besides  the  hoods,  the  new  knitted  Brittany  bonnets 
display  to  advantage,  are  decidedly  becoming  and  likely 
to  be  popular.  Caps  of  all  sorts  will  be  worn,  a  few  of 
the  one-time  favorite  toques  being  still  to  the  fore. 

Merchants  here  do  not  favor  the  knitted  golfiing 

skirts.  Such  .skii'ts,  they  claim,  are  bound  to  sag  ami 
stretch,  and  keep  on  stretching,  a  never  ending  source  of 
annoyance  to  the  wearer,  and  while  a  few  have  been 
stocked  by  some  of  the  dealers,  they  have  been  bought 

in  i-athei-  to  satisfy  the  whim  of  the  few,  than  because 
there  is  likely  to  be  any  further  demand  created. 
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To  All  Hosiery  Dealers: — 
Tell  Us  to  Send  You  This  Handsome 

Electric  Sign  Free  of  Charge. 

If  yiiu  have  electricity  in  your  store, 

make  application  at  once  for  one  of  the 

Handsome  Flashlig-ht  or  Intermittent 
P^leetric  signs  shown  above. 

This  sign  was  made  for  us  in  Chicago, 

l)y  specialists  in  designing-  electric  signs, 
and  will  be  ready  for  shipment  about 
Sept.  loth. 

Ten  beautiful  colors  are  employed  to 
[)n(luce  an  effect  that  is  both  charming 

and  striking.  It  is  one  of  the  most  at- 
tractive advertisements  tbat  could  be 

originated  for  'Pen-Ang'le  Hosiery.  It 

wi'.l  start  the  town  talking  about  Pen- 
Angle,  and  bring  many  new  hosiery  cus- 

tomers   to   your   store. 

There  is  no  glass  in  the  sign.  It  has 
a     silicated     wire     face,     21x11     inches, 

around  which  is  a  nicely  varnished 
frame.  It  comes  complete,  with  6  feet 

(if  wire  and  socket.  It  is  ready  to  at- 
tach  to  any  electrical  fixture. 

While  this  sign  would  cost  you  con- 
siderable if  you  were  to  purchase  it 

from  the  designers,  we  will  send  it  to 
you  free  of  all  charge,  express  prepaid 
to  your  store.  All  we  ask  is  that  you 
return  it  to  us  at  our  expense  at  the  end 
of  time  agreed  upon. 

Send  in  your  application  for  this  In- 
termittent Electric  sign  a,t-  once.  It  is 

a  Sales  Help  worth  while.  'Start  it 
flashing  in  your  window.  It  is  not  only 

a  splendid  advertisement  for  Pen-Angle 
Hosiery,  but  will  draw  all  eyes  to  your 
window,  so  that  everything  you  have 

displayed   will  be  seen   and  admired. 

Penmans  Limited,  Paris,  Canada 
Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 
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/ujJ//ifM/rnJ  tht  (ri)imb.>UWi  if  'MniV). ImwtM  fh  Hu  Jf-iMijU'  {n^atfiil  flannlJiiffd 

II il/Miijihiii  ij irtiifti  tni'inliin  td antain/J in tJif  ̂ijiifilo'iitii ii.iJ iili(fh  a  tliifilj/ah  ij 
hnnuili  iiltiirli,Hj77id  tuflJl^  tin  /.Uf/i/i/i/ /iii)/ /i/')r/^,  /in//  Jiij^/n/i/^  /i^if/mi/iJ/  /if 

f<fr!f/  i^^Sitfrtai^^^^^         _  //'  t'linii/lu.  /in//  l//i^ 
hl^o'iiijitietf  wil/i  thf'j 
/:f(Mnnd/i.  /SOS 

M 

T 

T-^T 

JiiM/'rfrt.H'mrun/ian/t  iiAm^.     _    _,      . 
i^^VmAnJlu  Mi/l inx'erUu'ih.HiJju/  ne/nemi/lf.U  li'  /uUudmtlum  Jnf!ou  /m/u  /iwf. 

"    ritfielent  juu.idiclu  n 

WXaAhA  .  thai j/h/"  /ilaid iuulni  miult' V) MilfaHi'  /Ju  /t>tuJili/>r0i/'>i//un///  in, 
'  /l/z'/fMI// 

ifiill  III  %li\{[MA  ̂ D  /Ji/'Mm/j^^i/wijjMriTuf/'f/'n  fund  t/tJu- 
/  iitfeiih  thii fdhbnt .dui/f rz/Ui  11/ /lir  /'lu/of i  //  .Ityeiih  tfiiivv)bnt,>li/]// rz/Ui  11/ /lir  /'lu/ of ̂^^^^  UfU'i^fmn, 

^*^jf^uii//M/it.in  Itf/'if  ihf  /trfiiiii/i/ii  //  /hT^au/vtm.lhi'  hvid/ii 
fJfJ^HMti/  /"I  flu  fiathnjt/iiii^ig^^lgg^i  futw/ffdJ/u  j/mk 

MrU  aiuA///  Ove  'fral.  if/Ju  ifaUnl  QljilKl  J/'/ifJuuiitUc 

4>ffijxd/iyJu^^j,(jiOii»umtiTUJt/^'d>mmimti^ 

By  stocking  the  BRADLEY  MUP'FLER  in  preference  to  any 

other,  and  Vjy  recommending  it  to  your  customer,  you  will 

protect  yourself  from  the  risk  of  law  suits.  It  is  the  only 

Muffler   with    the   comfortable   V-shaped   neck. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Now    we    realise   that  we   have  a  very   valuable   asset   in   the 

BRADLEY 

FULL     FASHIONED     MUFFLER 

and  we  don't  intend  to  let  any  one  copy  our  patent.  Any 
infringer  of  our  patent,  be  he  Jobber,  Manufacturer  or  Retailer,  big 

or   small,    will   be   proceeded  against   to  the  limit   of  the   law ! 

There's   only  one   Full-Fashioned    Muffler— the   BRADLEY, 

and   only   one  price   at   which   it   can  be  retailed- 

FIFTY     CENTS. 

If  you   are    looking    for   big     muffler   profits  this   Fall,   stock 

the   best— Sell  the  BRADLEY. 

The  Monarch  Knitting  Co.,  Ltd. 
Dunnville,  Ont.  St.  Catharines,  Ont.  Buffalo,  N.  Y. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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-Neck  Mufflers 
Patented 

IN  THE  DOMINION  OF  CANADA  UNDER 

NUMBER  125,509  (re-issue)  on  3rd  MAY,  1910. 

The  patent  covers  construction  features  in  all  V-Neck, 
Shaped-Neck  or  Fit-Neck  Mufflers.  The  exclusive  rights 
to  manufacture  fulhfashioned  V-Neck  Mufflers  in  Canada 
under  the  protection   of  this    Patent   has  been  secured  by 

The  Monarch  Knitting  Co.,  Limited, 
of  Dunnville,  Ontario 

and  also  of  St.  Catharines,  Ontario, 
and  Buffalo,  New  York,  United  States. 

NOTICE  TO  MANUFACTURERS 

AND  JOBBERS.  An  action  is  now  being 
brought  and  a  writ  has  been  issued 
against  one  of  the  largest  wholesale 
houses  in  Canada  for  an  injunction  and 
damages  for  infringement  of  this  patent. 
This  NOTICE,  therefore,  isa  warning  to 
manufacturers  and  other  wholesalers  to 
show  them  that  it  is  the  intention  of  the 

Monarch  Knitting  Company  to  protect 
to  the  full  extent  of  the  law  their  rights 

under  this  patent.  The  invention  cov- 
ered by  above  patent  has  also  been  pro- 

tected by  a  patent  in  the  United  States  of 
America.  Additional  suits  will  be 

brought  it  necessary  to  prevent  the 
manufacture,  delivery  or  sale  of  all  in- 

fringing V-  or  Shaped  Neck  Mufflers. 

NOTICE  TO   THE  RETAIL  TRADE. 

Our  clients  desire  to  protect  the  interests 
of  the  Retailers  as  well  as  their  om  n  in 

this  warning.  Legal  proceedings  will 
be  instituted  against  all  retailers  who 
continue  to  purchase  and  offer  for  sale 
V-Neck  Mufflers  infringing  the  above  re- 

cited patent.  It  is  hoped  that  this 
NOTICE  is  in  ample  time  to  protect 

the  Retail  trade  on  Fall  MufRer  pur- 
chases and  avoid  infringement  and  con- 

sequent damages.  If  any  V-Necked 
Mufflers  other  than  those  manufactured 

by  the  Monarch  Knitting  Co.  are  pur- 
chased and  offered  for  sale,  suits  will 

be  instituted  immediately  against  those 
who  neglect  this  warning. 

FETHERSTONHAUGH  ca  CO. 
PATENT  COUNSEL  and  SOLICITORS  for  the  PATENTEES 

Head  Office  :  ROYAL  BANK  BLDG. 
10  King  Street,  East,  Toronto 

Branches  :  MONTREAL,  OTTAWA.  WINNIPEG 
and  VANCOUVER 

f tease  nicutwn   1  lie   Review  to   Advertisers  and   Their   Travelers. 
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Has 
been 
established 
for  fit, 

appearance 
and 
vvear. 

The  Marathon 
is  a  winner  at 

any  price  and  a 
record  breaker 
at  the  price  you 
can  buy  at. 

The  special  in- destructible 

splicing  in  the 
heel  and  toe 
saves  darning. 

-ASK  YOUR  JOBBER- 

  jGmiled 

HAMILTON         -         -  ONTARIO 

E.  H.  Walsh  C^  Co.,     soie  Agents     Toronto  and  Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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For  Your  School  Sale 
Feature  The 

\^s^ 

The  mothers  will  soon  be  fitting  out  their  children 
for   School. 

One  of  the  best  selling  items  you  can  show  at  your 
School  Sale  is  the  NAZARETH  WAIST. 

Thousands  of  Canadian  mothers  know  by  years  of 

experience  that  it  is  the  best  made  and  best  wearing 

children's  knitted  waist. 

Some  merchants  use  the  NAZARETH  WAIST  as  a 

School  Sale  leader — it  brings  the  mothers  into  the  store  to 
buy  not  only  NAZARETH  WAISTS  but  other  wearables  for 
School  days. 

More  mothers  buy  more  NAZARETH  WAISTS  than 

all  other  kinds  of  knitted  waists  combined — they  wouldn't 
if  there  were  any  better. 

See  that  your  stock  is  sized  up  right.  Any  of  the 

following  wholesale  houses  can  supply  your  wants  promptly. 

iNazarefh7     Mills   at 
Nizareth. 

Pa..    U.S.A. 

J^lVaBQspSi 
350  Broadway, New  York 

Canadian    Representatives  :- 

E.  H.  Walsh  ̂   Co. 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 
the    genuine  NAZARETH  Waist: 

Halifax,  N.S. Quebec,   Que. Ottawa,  Ont. Toronto,  Ont. 
].  4  M.  Murphy Thibaudeau  Freres  &  Cie. John  M,  Garland,  Son  4  Co. John  Macdonald  4  Co. 
W.  4  C.  Silver McCall.  Shchyn  4  Co. 

St.  John,  N.B. 
Bcattv.  Kerr  4  Verner 

Smith  Bros. Gauvreau,  Beaudry  &  Cie. W.  R.  Brock  Co.,  Ltd. 

Kingston,  Ont. Montreal,  Que. 
The  Vassie  Co..  Ltd. 
Frank  Skinner  4  Co. 

Gordon.  Mackay  4  Co. 
Denton,  Mitchell  4  Duncan 

Macnec  A  Minncs W.  R.  Brock  Co..  Ltd. Manchester,  Robertson  4  Allison Northway  Bros.  *  Winger 

London,  Ont. 
Gault  Bros.  4  Co.,  Ltd, 
Grcenshields  Ltd, 

Scovil  Bros..  Ltd. Vancouver,  B.C. 

McMahen.  Granjer  &  Co. Hodeson,  Sumner  4  Co. 
Winnipeg,   Man. The  Gault  Bros.  Co. 

R.  C.  Struthers  4  Co. A.  Racine  4  C. R.  J.  Whitla  4  Co.,  Ltd, 
Calgary,  Alta. 

Robinson,  Little  4  Co. Brophy.  Parsons  4  Rodden 
Robinson,  Little  4  Co. 

Dickison.  Nicholson  4  Co. Kyle.  Checsbroufh  4  Co. 
IWclntyre,  Son  4  Co. 

Peterboro,  Ont. W.  R.  Brock  Co..  Ltd. 

P.  P.  Martin  4  Co. W,  J.  Hopwood 
A.  O.  Morin  4  Co. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 



Size    Standards    that    Help    the    Knit    Goods    Salesman 
Merchant  Uses  a  Chart  for  Hosiery  and  Underwear  Which  Experience  has 

Proved  to  be  Satisfactory  —  Salesman's  Part  is  to  Make  Customer  See  and 
Understand   Good  Qualities  of  an  Article  —  Department  Near  Others  Related 

The   following  article  bv    W.    C.   Forman.   Inirersoll,   was   awarded  first  price   in   the 

"Review's"  Competilion  for  articles  on    "  Salesmanship  in  the  Knit  Goods  Department 

KXITTKI)  (lOOnS  is  a  iloiKinmciit  woiihy  n\'  nnicli care  and   atteiuimi   in  the  np-to-dati'  dv\   piuds 
business,  ineUulin!;  as  it   does  hosiery  in   its  en- 

tirety, underwear  to  a   very  larue  extent,  many 
lines  of  jrloves  and  mitts,  as  well  as  sweaters.  eardiu;ins. 
,ir»>lf  jackets.  to(]ues.  scarfs,  clonds,  etc. 

How  can  we  best  promote  salesmanshiji  in  this  de- 

partment"? To  the  risiht  and  profitable  study  of  this 
subject  we  do  well,  at  the  very  be<>innin2:,  to  liave  some 
definite  idea  before  us  of  what  we  understand  salesman- 

ship to  be.  Is  it  not  the  distribution  of  jjoods  at  a  profit? 

The  salesman's  part  is  to  make  the  purchaser  see  and 
understand  the  irood  qualities  of  the  article  as  he  does, 

to  create  in  the  purchaser's  mind  the  desire  to  possess, 
and  to  close  the  deal  by  exchanging-  the  article  for  the 

purchaser's  money,  at  a  profit.  Salesmanship  includes 
all  legimate  means  to  that  end,  as  well  as  the  cstablishins;' 
of  a  favorable  reputation  which  shall  brinu-  the  people 
back  again  and  auain  and  make  each  succeeding-  sale 
easier  of  aecomi)lislinient. 

Location  of  Department. 

The  location  of  the  department  should  be  wisely  and 
thouirhtfuUy  considered,  while  local  circumstances  must 
be  taken  into  account  and  would  exert  their  influence, 

yet  my  preference  would  be  hosiery,  gloves  and  under- 
wear in  close  proximity  and  near  the  corset  depaitment 

and  all  of  them  opposite  dress  g-oods  and  staples — the 
gloves  at  the  front  of  store,  the  hosiery  next  in  order,  fol- 

lowed by  the  underwear  and  corsets.  These  stocks  seem 
to  have  so  much  in  common  and  to  be  so  closely  related 
that  in  selling  from  one  department  the  other  lines  seem 
to  be  the  proper  ones  for  introduction. 

The  sweaters,  golf  jacket.s,  toques,  etc.,  I  would  locate 

in  close  proximity  to  the  ready-to-wear  as  the  same  thing- 
seems  to  apply  to  these  different  departments.  If  the 
underwear  department  can  be  so  located  as  to  provide 

semi-privacy  it  will  be  a  source  of  pleasure  to  many  lady 
customers,  and  pleasing  them  in  every  way  possible  is 
good  salesmanship. 

Elements  of  Good  Salesmanship. 

Attractive  display  of  stock  is  good  salesmanship  and 
many  extra  sales  are  made  by  an  enticing  display  of  these 

goods. 
We  use,  to  good  advantage,  rods  about  5  feet  long, 

running  diagonally  across  about  5  feet  above  counter, 
draped  with  a  colored  foulard  over  whicli  we  make  an 
attractive  display  of  gloves,  hosiery,  underwear,  etc., 
with  a  neat  price  ticket  attached  calling  attention  to 
quality  or  price,  or  both. 

Size  No.  of  Shot  ....     1    2    3        4  and  5       6  and  7        8  a;id  9 
Inches  of  Hose      4    4i  a  6i  6  6J 

No.  of  Ho«c      000    orj  0  1  2 

Oolf  jackets,  etc.,  Ave  would  display  on  forms,  some 
in  the  department  and  others  in  convenient  positions 
nearer  the  door,  but  all  with  neat  cards  stating  special 
feature  or  price. 

Arrangements  should  also  be  made  for  a  regular  dis 
play  of  these  goods  in  windows.  We  find  it  well  to  offer 
special  lines  at  special  prices  from  time  to  time  through 
the  season  to  display  them  in  windows  and  advertise 

them  in  papers  at  the  same  time,  and  instruct  salespeople 

to  (•:'.!l  nlteiitidu  In  liieni  by  iiil  nuluct  inn,  this  is  a  strong 
(omhiiialion.  Fii'st  llie  news  of  the  line  in  the  pai)ei-; 
ni'xt.  Ilie  goods  dis]ilayeil  in  wiiidnw  niid  then  the  sales- 

pi'iiple  lalkinu-  ol'  I  hem  in  liie  store.  Thus  salesmanship 
is  built    up    into  sales  and  profit. 

Post  the  Salespeople. 

N\  hen  new  styles,  or  (|ualilies.  or  value,  ai-e  placed 
on  llu'  market  and  received  into  stock  the  attention  of 
salespeople  should  be  called  to  them  and  the  prominent 
feature  explained  and  demonstrated,  then  samples  should 
be  displayed  so  that  customers  may  see  and  a  box  kept 
at  hand  so  that  salespeople  may  demonstrate  and  explain 
to  customers  by  introduction.  Ladies  are  generally 

pleased  to  'be  advised  of  the  new  ideas  as  they  appear. 
Salespeople  should  keep  thoroughly  posted  as  to  all 

lines  carried,  and  the  different  properties  of  each  line, 
so  that  when  asked  for  some  line  not  carried  or  out  of 

stock  they  may  be  able  to  suggest  the  nearest  substitute 
and  by  wise  demonstration  they  may  be  enabled  to  sell 
one  which  may  suit  as  well  or  even  better  than  the  line 
asked  for. 

Heads  of  departments  ought  to  be  thoroughly  convers- 
ant with  every  line  of  goods  carried  and  take  occasion  to 

keej)  their  juniors  posted  as  to  styles,  qualities  and  values, 
giving  them  pointers  as  to  which  lines  to  push  and  why. 
The  best  way  for  juniors  to  become  conversant  with  their 
stock  is  to  examine  and  handle  the  goods.  Teach  the 
juniors  how  to  take  and  keep  a  stock  list,  send  them  to 
reserve  for  goods  and  have  them  place  the  goods  forward 
and  in  this  way  they  grow  in  knowledge  of  their  stock. 
Ease  and  pleasuie  in  the  conduct  of  the  department  will 
be  greatly  facilitated  by  having  stock  boxes  for  forward 
stock  with  removable  labels;  the  labels  should  be  plainly 

written,  giving  the  stock  number  and  description  of  goods, 
the  size,  cost  and  selling  price,  thus: 

No.   lH-2\:  Ladies'  1/1    llib :    RVk   Cash: 

9  inch  UTE-25 

Hdse 

1821 
9  in. 

UTK--25 

Kach  pair  of  hose  ought  to  be  ticketed.  This  will  aid 
materially  in  prompt  and  correct  care  of  stock  and  quick 
service  of  customers   which   is  good   salesmanship. 

Aids  to  Salesmanship. 

We  find  a  guide  to  sizes  as  1)et\veen  shoes  and  hosiery 

InniL;-  iJicnninenf  ly  in  the  departtnent  of  great  service, 

thus:— 
10  and  11        12  and  13        1  and  2        ?  and  4  5  6  7 

7                      7J                    8                8«  9  9^  10 
SW  W  OS  EX  OS 

3                     4                      .-)                  6 

The  following  chai-t  for  children's  sizes  and  numbers 
to  correspond  with  ages  will  effect  a  saving  of  time  in 

selecting  underwear  for  children: 
VESTS 

Sizes  Noa      0         1         2         3         4         .■;         6         7         8         9 
Sizes  Inches..     10        12        14        16        18        20       22        24        W,       28 

Child's  Age..       1  2         3         4         6         8         10        12        U        16 

DRAWERS 

Sizes  Nos      123*56789 
Sizes  Inehea    12       15       18       21       24       27       30       33 

Child's  Age    2        3        4        6        8        10      12      H 
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Unshrinkable — Perfect   Fitting 

^VrOU  make  no  error    of    business    judgment 
^       when  you  give  your  jobber  a  liberal  order 
for  St.  George  Brand  Underwear, 
This  is  the  line  that  invariably 
your  men  customers,  because 
cellent    qualities.      Every 
garment  bearing    the    St. 
George   Brand    Label     is 
perfectly  made  from  pure 
woolen  yarns  and  finished 
in  a  manner  that  appeals 
irresistibly  to  the  particu- 

lar   buyer.      You 
will     find     your 
business  growing 
better  all  the  time 

you  keep  "St. 
George"  Brand 
well  to  the  fore. 

Schofield  Woolen 
Company 

LIMITED 

OSHAWA  :  ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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The  Sand 
of  Time 
cannot  measure  the  endurance  or  dur- 

ability of  the  dye  in  black  stockings 
bearing  the  HERMSDORF  stamp. 

Neither  wear,  nor  water  nor  sun  can 
dislodge  the  dye  imparted  to  the  fabric 
by  the  HERMSDORF  process. 

It's  there  to  STAY. 

It's  there  to  PAY. 

For  the  merchant  who  sells  HERMS- 
DORF    DYED     FAST    BLACKS 

knows  that  their  fastness,  their  purity, 
their  absolute  dependability  mean  a 
safe  and  certain  route  to  hosiery  profits. 

Every  time  you  buy  black  hosiery  spec- 
ify HERMSDORF  DYED— genuine 

only  when  the  signature  of  Louis 
Hermsdorf  is  stamped  on  the  toe. 

The  name  that  sells  the  stockings 

WORKS: 
CHEMNITZ,  SAXONY 

American  Bureau  : 

235  West  39th  Street,   New  York 

Cuts,  Booklets,  Showcards,  supplied  FREE 
on  request. 

\Vitli  all  those  iiids  to  salesmanship  in  the  knitted 
uoods  department  and  their  inlluence  in  bringing  people 
to  YOur  place  of  business,  and  in  inducing  them  to  buy 
when  there,  you  will  yet  find  one  of  the  most  important, 

it.'  not  the  most  important  factor  in  salesmanship  to  be  the 
treatment  which  customers  receive  at  your  hands  and  at 
the  hands  of  your  employees.  Oftentimes  a  sale  is  marred 
or  made  by  the  tone  of  voice  in  which  the  customer  is 
greeted  on  her  entrance  to  the  store. 

Who  Serves  Beit  is  Greatest. 

Let  ns  study  to  be  bright,  pleasant  and  cheerful,  opti- 

mistic, kind  and  helpful.  "He  who  serves  best  is  great- 
est," and  the  best  salesman  is  certainly  he  who  serves 

his  customers  best.  In  our  dealings  with  those  who  favor 

us  with  their  trade  let  our  thought  be  one  of  service — 
How  best  can  we  serve  ? 

By  supplying  good  goods  at  reasonable  prices,  study- 
ing to  know  our  goods  and  their  properties,  having  a  wil- 

lingness to  impart  our  knowledge  in  a  pleasant  manner, 
having  a  desire  to  please  and  a  willingness  to  give  effort 
tu  our  endeavors,  exercising  patience  when  needed,  and 
(being  ready  to  take  trouble,  thus  will  we  assuredly  win 
out  and  make  our  knitted  goods  department  a  success 

through  our  intelligent  application  of  effective  splesman- 
.•;hip  in  its  varied  branches. 

Need  for  Technical  Training. 
The  Royal  Commission  on  Technical  Education,  which 

met  recently  in  Truro,  iN.S.,  received  practical  inform- 
ation first  hand  from  manufacturers  and  merchants,  em- 

phasizing the  importance  of  some  effectively  systematic 
means  of  making  technical  education  available. 

John  S-tanfield,  president  of  Stanfield's,  Limited,  stat- 
ed that  they  imported  a  large  amount  of  their  raw  ma- 

terial. They  employed  about  300  hands,  mostly  girls 
operating  machines,  and  ajbout  twelve  or  fifteen  machinists 
all  trained  by  the  company.  Many  of  the  men  had  taken 

correspondence  courses — as  many  as  fifteen  or  more  at  one 
time.  It  would  cost  them  totally  about  $900,  which 
might  be  as  well  or  better  spent  in  Technical  Education 
in  the  province.  He  thought  a  technical  education  centre 
should  be  established  in  connection  with  the  Normal  Col- 

lege. Domestic  Science  would,  in  all  its  lines,  be  of  ben- 
efit to  girls  leaving  the  factory  for  home  life. 

C.  E.  Bentley,  dry  goods  merchant,  said  it  was  diffi- 
cult to  get  competent  salesmen  and  clerks,  due  mostly  to 

the  "no  apprenticeship"  plan.  One  technically  trained 
man  or  woman  would  be  worth  as  much  as  two  or  three 

untrained.  Even  at  more  expense  in  wages  the  service 

would  be  cheaper  and  better  as  far  as  the  public  is  con- 
cerned. As  a  rule  most  of  our  young  men  and  women 

were  very  poor  writers  and  very  backward  in  mental 
arithmetic.  He  would  favor  shorter  hours  for  clerks  if  it 

v^ere  made  a  general  practice.  Domestic  science  should  be 
o])en  to  all  classes  to  prepare  the  girls  for  a  better  and 
more  economic  home  life. 

Walter  Walmsley,  of  the  Maritime  Cap  Co  ,  gave  evid- 
ence mostly  on  the  sources  of  material,  and  the  trade  in 

connection  with  his  business.  Technical  training  might  be 

of  advantage  in  his  line  in  Nova  Scotia,  but  as  there  were 

only  two  cap  manufacturing  companies  in  the  Maritime 
Provinces  he  did  not  think  it  practicable. 

The  W.  Robinson  Co.'s  retail  store.  Moose  Jaw,  Sask., 
was  damaged  to  the  extent  of  about  $75,000  by  fire  re- cently. 
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Jaeger  Pure  Wool 
KNITTED 
GOODS 
Stock  in  Montreal 

THE 

Knitted  Coat 
in  its  various  forms^has  be- 

come a  staple  article  of 
trade.  You  will  find  in  the 

"Jaeger"  range  correct 
shapes  and  styles  for  Men, 
Ladies  and  Children. 

Men's  Coats 
selling  form! $4  to  $12.50 

Ladies'  Coats 
plain  and  belted  styles,  $4  to  $1 7.50 

Children's  Coats 
from  $2  to  $3.50 

Assorted   in   White,   Plain   Colors 
and  Colored  Borders. 

Men's  Fancy 
Knitted  Waistcoats 

from  $4  up. 

We  anticipate  a  big  demand 
and  recommend  early  repeat 
orders,  whilst  stock  is  well 

assorted. 

i 1^ 

a^ 

w 
^   ̂  

L        N. 

1 
1 

Dr.  JAEGER^S  woTle^  SYSTEM  l 
Wholesale  Warehouse :    52  Victoria  Square 

MONTREAL 

COMPANY, 

IMITED 
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Timely    Suggestions   for  Attractive  Knit  Goods  Displays 
Units  Which  can  be  Used  for  Background  for  Box  Goods  or  Can  be  Hung 

Up  in  the  Department  -  Working  out  Artistic  Effect  in  Goods  Diflficult 

to    Manipulate    for     that    Purpose    —  Double     Use    for     the     Display     Card 

Writter.  by  H.  J.   Rutherford  [or  the   Dry  Goods  Review 

KNIT  uiuli'iwtar  is  one  nf  a  lUinilxT  uf  it.nis  in 
dry  ijcoils  tliat  is  diHiciilt  in  ilisplay  to  advaii- 

tauo.  Outside  of  a  few  set  iip>  in  criuiiial  jiack- 

ajres,  the  trimmer  ([iiite  often  is  at  a  loss  liow  In 

brinir  out  the  jrood  points  in  the  iiarments.  and  yet  pio- 

duee  a  display  well  balaneed  and  [)Uasinii-  to  llie  eye. 
Because  of  its  shape  and  texture,  iviiit  underwear  is  very 

much  against  the  formin.S'  of  units  ot  an  artistic  etfect  and 
resort  must  often  be  made  to  outside  accessories  to  over- 

come this  lack  of  symetrical  lines,  also  to  produce  a  dis- 

play out  of  the  ordinary. 

In  our  sketches  are  shown  a  uui(|ne  method  of  forming' 
units  which  can  be  assembled  either  in  rows  to  make  a 

backjrround  for  box  g-oods  on  tlie  floor  as  in  window  dis- 
plays,, or  they  can  be  Imng  up  in   the  department.     Tlie 

mat  hoard,  with  e.L^u-sheil  surface,  wliieh  takes  colors 
easily,  and  thus  in  sketch  No.  1.  the  national  colors  and 

the  f.ritish  -lack  can  be  quickly  rcpiodnced.  This  tpiality 

of  board  is  oi'  snl'licient  tensile  strength  (o  support  gar- 
ments of  any  wi'igiit  whilst  most  any  shape  can  be  cut 

easily  hy  using  a  knife  that  is  reasonable  siiarj),  therefore 
the  shield  is  only  a  beginning  in  the  forming  of  units  as 
sketch  No.  2  shows  how  the  same  idea  can  he  worked  out 

using  supports  of  a  diamond  shape,  also  ovals,  as  in  No. 
3,  or  circles,  art  noveau,  scrolls  or  any  other  pattern  can 

be  used  that  permits  the  forming  of  a  ring  sup2:)ort. 

Underwear  for  Window  Setting. 

The   sketches   also   show    very   clearly   how   underwear 

may  l)e  grouped  t<i  form  a  very  attractive  window  setting. 

The  British  Jacl<  in  form  of  shield  used 

to  add  color  to  display.  Shield  serves 

as  support  lo  the  garments.  A  sugges- 

tive arrangement   for   union    suits. 

idea  emphasizes  the  use  of  ih)\(v 
tention  to  the  merchandise. 

accessories  lo  attract  al- 

A  Color  Scheme. 

In  one  of  our  sketches,  the  British  Jack  in  the  form  of 

a  shield,  is  u.sed  to  add  color  to  the  display,  and  this 

same  shield  is  cut  at  the  lower  turn  to  serve  as  a  snppoii 

to  the  garments  in  place  of  fixtures;  .so  that  in  the  emn- 
bination  we  have  a  pleasing  color  .scheme  a  novel  support , 

at  an  expense  that  is  practically  nil,  and  finally  an  original 

setting,  which  the  trimmer  is  ever  striving  for  and  find- 

ing so  difficult  to  attain. 
Still  another  feature  is  that  these  su])ports  serve  as 

price  cards,  merely  by  painting  in  across  the  top.  The 

best  method  to  use  in  making  these  shields  is  a  ten-ply 

On  either  side  of  the  grou^nng  we  show  the  use  of  units 

as  explained  in  the  paragraphs  preceding.  The  back- 

ground of  this  window  can  be  plain  felt  or  canton  flannel, 
fleece  side  out  of  S(une  contrasting  color.  Dark  green 

makes  a  very  pleasing  background  for  showing  under- 

wear. Gai'lands,  festoons  and  clusters  of  artificial  foilage 
can  be  added  as  decorations.  These  add  an  attractive  bit 

of  color  and  beauty  to  the  display.  Artificial  flower's 
should  be  chosen  apropriate  to  the  season  of  the  year  in 
which  the  display  appeais.  In  the  sketch  marked  No. 

2,  an  entire  new  and  novel  way  of  making  use  of  oval 

display  cards  is  shown.  In  all  cases  they  will  act.  not 

only  as  display  cards,  but  as  display  fixtures.  Nothinu- 

(juite  like  this  has  evci-  ])eeii  used  in  a  si  ore  before.  Thev 
will  create  and  attract  nuich  attention,  which,  of  course,  is 
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Increase    the   selling    speed    of 

your  Underwear  Department 
by  featuring 

4i 

l^xintt^^  -  Cut" the  garment  that  can't  slip  off  the  shoulJer. 

In     addition     to     this  splendid     selling     feature,      ''^rittceSfii  =  Cut " 
contains     all    the    good     points  of  the    highest     grade    underwear,     and    is 
remarkable    for  its    sottness    to  the    skin,     comfort    in    wear,    even     texture 

and    durability. 

Ask    your    jobber     for  this    favourite     brand.        You'll    find     it     a 
winner  everv  time. 

Princess  Underwear  Limited 
80  Park  St.  North,  ....  HAMILTON 

r 
i 

L 

Britain's  Latest  and   Best! n 
HOSIERY 

G  LOVES  & 

UNDERWEAR 

«  Tor  Plcn,  WomGn  &  Children 

ALL  WOOL 
UNSHRINKABLE 

Keen  buyers  are  always  on  the  look- 
out for  goods  they  can  recommend 

with  confidence. 

Insure  yourself  against  loss  by  stock- 

ing the  popular  Hosiery  of  to-day. 

Successful  Selling  Depends  upon  Rigbt  Buying. 

WHOLESALE  AGENTS: 

Messrs.  G.  R.  COPPING  &  SON,  Mr.  A.   B.  COUCH,      Fraser  Bailding, 
27  Melinda  Street,  TORONTO.  43  St.  Sacrement  Street.  MONTREAL. 

SOCKS 
STOCKINGS 
HALF-HOSE 
GOLF-HOSE 
GLOVES 
SHIRTS 
PANTS 

VESTS 
SPENCERS 

9 

k>^HHHHBH^H 
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to  be  desired,  as  your  lustoiiiers  will  become  so  interested 
tbey  will  want  to  tind  out  the  superior  merits  of  the  under- 

wear you  liave  on  display.  Tliey  will  realize  uninto!i- 
tionally  that  it  must  be  e.xeeptional  underwear  on  aceouni 
of  the  exceptional  manner  in  which  you  display  it. 

In  figure  No.  3.  we  show  how  it  is  possible  to  drape 
underwear  through  the  lower  openings  of  these  cards 
suspended  from  eacii  other  from  the  ceiling  or  otiier  sup- 

port. 

Displaying  Union  Suits. 

The  suggestion  utilizing  the  use  of  the  Britisii  Jack 
shows  how  union  suits  can  be  pulled  out  tiieir  entire 
length.  Union  suits  as  a  rule  are  very  difTicult  to  dis- 

play, and  these  show  a  very  unique  method,  which  i.; 
quite  attractive  and  very  simple  to  arrange.  A  row  of 
these  union  suits  suspended  ahead  of  the  underwear  de- 

partment, cannot  help  but  be  very  attractive,  and  will  be 
the  means  of  greatly  increasing  the  interest  in  and  sah's 
of  underwear.  We  have  made  this  as  simple  as  possible  in 
order  to  show  you  clearly  the  construction  of  the  window 

sketch  as  in  No.  2,  and  the  arrangement  of  the  display 
cards  and  garments.  Across  the  top  of  the  window  and 
about  twelve  inches  apart,  is  placed  a  wooden  beam.  This 
is  used  as  a  support  for  suspending  display  cards.  In 
some  windows  this  would  not  be  necessary,  as  the  cards 
can  be  suspended  direct  from  the  ceiling.  The  idea  sug- 

gested here,  is  that  the  series  of  suspended  display  cards 
used  in  the  ends  of  the  windows  reach  from  the  top  of 
the  windows  to  the  floor.  The  next  series  could  be  owt 

less  unit,  and  so  on.  Tiiis  would  give  a  sort  of  arch  effect 
to  the  suspended  display,  and  will  allow  an  attractive 

grouping  of  underwear  in  packages  built  up  from  lli-i 
floor. 

Another  suggestion  along  this  line  would  be  to  sus- 
pend underwear  on  the  display  cards,  about  one  foot 

from   the   background,   and   have   all   the   series   of  units 

reacli    from    tlie    tup   to    tlic   bottom   of  the    window.   This 

would  form  a    uni(|ii('  l)aclc'4round  display  of  tlie  mcrclian.. 

Underwear   Draped   through    Display  Cards. 

disc    itself,    against    which    to    put    the    balance    of    the 
groupings  of  underwear. 

Women's  Garments,  Limited,  has  been  incorporated 
with  $2,000,000  capital,  to  make,  purchase  and  sell  cloth- 

ing and  apparel  of  all  kinds.  The  incorporators  are 
Strachan  Johnson,  K.  H.  Parmenter,  A.  J.  Thomson,  W.  S. 
Morlock  and  N.  B.  Wormwith. 

^t^^TCH     N?2.. 
Sugtesied    Formation  of   Knit   Goods   Units.      These  can   be   Assembled  as   Background  or  can  be   Hung  Up    in   Depariment. 
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Quality  is  the  Madnet 

that  attracts,  and  it's  a  pretty  good  sign  of  a 
mighty  good  line  when  customers    continue 

asking  for 

UNDERWEAR 
FORM  EN, 

WOMEN  AND 

CHI LDREN 

For  SPRING,  1911,  the  high-grade  quality 
of  our  goods  is  going  to  continue  to  attract 
trade  to  your  store  and  bring  together  the 
positive  seller  and  the  negative  buyer,  as 
surely  as  the  poles  of  the  Magnet  attract 

opposites. 

Don't  place  your  Spring,  1911,  underwear 
order  till  you  have  seen  our  samples. 

SELLING    REPRESENTATIVES 

ONTARIO   
BRITISH  COLUMBIA 

QUEBEC  -  - 
MARITIME  PROVINCES       - 
MANITOBA  AND  THE  NORTH  WEST 

C.  &  A.  G.  Clarke,  Empire  Bnilding,  Welliogton  St.  W.,  Toronto 
Geo.  A.  Campbell  &  Co.,  Mercaatile  Block,  Vancouver,  B.C. 

Ernest  Hamel,  115  St.  Joseph  St.,  Quebec,  Que. 
G.  A.  Woodill,  20  and  21  Roy  Bldg.,  Halifax,  N.S. 

We»toni  Fabric  Co.,  63  Albert  St.,  Winnipeg; 

Peerless  Underwear  Co. 
Hamilton Ontario 

Limited 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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WOOL 
UNSHRINKABLE  \Oa,-    —    ̂ ^ 

NDERWEAR 
LADIES' 

Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
'STAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 

parts  are  strengthened  and 
extra  spliced. 

These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Sill<  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

If'holrsnif  otilii 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

HE     LEADING     ENGLISH     UNDERWEAR. 

o         a         o_    □  n  >.^^^  D         o 

'%tAc6\ 
KNITTING 
YARN 

4  fold. 

Knitting 
WOOL: 

Reg; 

955^ 

KNITTING  WOOL 

'made  in  enolandII 

5URNLEYS 

W|OOLS 
Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorlton 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR  AGENTS  have  LARGE  STOCKS  ON  HAND  of  these  3  BRANDS 
IN   ALL  SHADES. 

Quotations     F.  O.  B.     Montreal. 
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Emphasize  Quality,  Then  Follow  Up  With  Price  Publicity 
Have  Well  Defined  Policy  for  Winter,  Spring  and  Summer  in  Selling  Knitted 

Goods  —  Breaking  Away  From  Stereotyped  Prices  a  Matter  for  Education 

—  Change   from  Bargains   to    Values  —  Woman's   Opinions  of  Special   Sales 
By  Suzanne  Brett 

TWO  features  which  characterize  the  Summer  and 

Winter  seasons  for  knit  goods  are  quality  and 

prices. 
By  this  I  mean  tiiat  in  order  to  push  the  sales 

on  this  class  of  merchandize,  all  the  energies  of  the  ad- 

vertising matter  should  feature  in  the  spring  the  "quali- 
ty" of  the  goods  while  later  in  the  summer,  good  strong 

publicity  talks  may  be  given  to  good  advantage  on 

'  •  prices. ' ' 
Oue  store  which  is  handicapped  by  t!ie  climatic 

changes  has  found  this  plan  one  of  the  best  in  their 
advertising  policj\ 

With  the  buj'ing  public,  interest  is  stimulated  in 
Spring  and  Fall  by  strong  talks,  through  the  newspaper 
columns  on  the  great  variety  of  styles  offered  and  the 
particular  quality  of  each  style.  This  advertising  plan 
is  specially  strong  in  the  fall  for  many  people  feel  more 
keenly  the  need  of  a  specially  good  quality  of  knitted 
wear  for  the  winter  months  and  will  become  quickly 

interested  in  high  gi'ade  of  merchandize  where  quality  is 
the  drawing  card. 

In  the  spring,  the  quality  feature  of  tlie  advertising 
makes  the  best  appeal  by  window  displays  and  special 
sales.  In  some  eases,  where  women  do  the  bulk  of  the 

buying,  the  advertising  policy  must  find  special  avenues 
to  reach  them. 

House-to-house  circular  advertising  for  a  "Clear-up" 
sale  in  men's  hosiery  and  underwear  in  early  spring 
before  the  season  opened  for  the  display  of  light  weight 
goods,  was  made  to  the  best  advantage  by  a  store  which 
caters  entirely  to  a  cash  trade.  In  another  store,  which 
makes  its  appeal  to  a  moneyed  class  of  trade,  (booklets 
and  small  attractive  folders  are  used  which  tells  the 

story  of  the  quality  of  a  certain  brand,  the  new  and  up- 

to-date  features  of  the  brand  and  making  the  "quality" 
the  back  bone  of  the  story. 

I  believe  this  idea  of  featuring  quality  means  a  partial 
settlement  of  the  debated  question  as  to  how  retail 
prices  on  standard  knit  goods,  especially  underwear,  can 
be  advanced  so  as  to  meet  the  constantly  increasing  cost 
of  the  manufacturer.  In  many  of  the  large  cities  and  in 
the  small  towns,  a  certain  value  in  undervest  for  summer 
was  one  of  the  best  sellers,  until  recently. 

It  is  a  little  remarkable  to  note  that  in  these  same 

towns  the  buyers  report  that  the  call  for  this  undervest 
has  been  almost  entirely  offset  by  the  call  for  a  better 
quality. 

If  this  can  be  done  by  strong  publicity  work  on  the 
principle  of  quality,  why  should  it  not  be  accomplished 
with  an  article  at  a  still  higher  price. 

There  is  a  certain  habit  w-hich  the  retail  mercliant  has 
allowed  his  buying  public  to  acquire  which  is  proving 

somewhat  of  a  detriment,  under  the  present  state  of  manu- 
facturing prices,  to  his  progress.  It  is  the  habit  of 

thg  stereotyped  price. 

You  have  educated  your  woman  customer  to  expect 
to  buy  certain  articles  of  underwear,  and  hosiery,  for 
twenty-five  cents. 

What  is  the  remedy?  Talk  quality.  Show  the  better 
features  of  the  garment  and  tell  your  customers  why  a 

hiaker  priced  garijient  is  so  iptmch  superior  to  the  twenty- 

live  cent  article.  The  problem  of  breaking  this  twenty- 
five  cent  habit  with  your  customers  is  one  of  tiie  most 
trying.  While  it  is  Certain  that  you  must  cater  in  some 
degree  to  these  people  who  are  determined  to  buy  the 
cheaper  garment,  yet  a  season  or  two  of  thorough  in- 

struction to  a  sales  force  and  by  llioi-ouglily  good  pub- 
licity methods,  it  is  certain  that  this  difficulty  may  be overcome. 

With  the  change  from  "bargains"  to  "values"  and 
a  general  reconstruction  of  many  worn  out  merchandiz- 

ing phrases  in  advertising,  the  matter  of  educating  the 
public  to  new  standards  whereby  the  demands  of  the 
manufacturer  can  be  met  without  loss  to  the  retailer  is 
an  assured  fact. 

The  words  hosiery  and  underwear  are  now  recognized 
as  representing  the  necessities  of  the  civilized  world. 
Wherever  civilized  man  leaves  his  trail  in  a  new  coun- 

try, the  demand  for  underwear  and  hosiery  follows  as 

distinct  as  his  shadow.  From  the  coverings  of  our  Bibli- 
cal ancestors,  evolution,  invention,  progression  and  the 

ever  changing  needs  of  civilization,  have  wrought  marvel- 
ous changes,  but  to-day  it  seems  as  though  we  had  reached 

perfection  when  we  behold  the  latest  creations  in  hosiery 

and  underwear  Avoven  so  sheer  that  it  is  fine  as  a  spider's 
web  and  has  the  duraibility  of  re-inforced  parts  where 
the  wear  is  the  heaviest. 

Never  was  the  lure  of  fine  quality  stockings  so  great 

as  at  present.  How  to  meet  the  ever-increasing  demand 
of  the  public  at  prices  not  too  high,  is  being  solved  daily 

by  the  manufacturers.  Women  being  the  largest  pur- 
chasers of  these  stockings^  the  appeal  of  the  merchant 

must  naturally  be  made  to  them. 

I  do  not  know  why  the  word  "sample"  has  such  a 
fascinating  power  for  the  woman  customer  but  it  has. 

For  example,  advertise  a  limited  quantity  of  "sample 
silk  stockings"  with  prices  cut  in  two  for  quick  selling 

because  they  are  "samples"  and  a  limited  number  on 
hand  and  before  night  comes  you'll  have  every  pair  sold. 

A  practical  example  of  this  was  recently  shown  when 

a  store  purchased  a  large  quantity  of  drummer's  samples 
and  stock  samples  from  a  New  York  firm.  They  were 
fairly  well  advertised,  not  conspicuously  so,  but  just  given 

medium  space  and  prominent. 

Yet  the  fact  that  they  were  "samples"  and  "valued" 
brought  the  crowd  and  thousands  of  dollars'  worth  of 
silk  hosiery  were  sold  in  three  days'  time. 

The  question  of  location  of  the  knit  goods  depart- 
ment is  an  imjjortant  one.  Where  there  are  no  depart- 

ments to  which  they  are  not  particularly  related,  hosiery 

and  underwear  should  be  near,  "back  to  back"  if  possible 
and  given  the  front  of  the  store  on  the  main  floor.  Why? 

In  an  interview  with  a  prominent  buyer  who  knows 

the  business  thoroughly  and  has  had  experience  in  all 

the  large  centres  of  the  country,  he  stated  that  he  be- 

lieved that  "hosiery  and  underwear  depended  entirely 

on  display  for  their  selling  power.  Conspicuous  location 

in  the  most  appropriate  department  should  be  given  it. 

The  tops  of  the  long  glass  cases  make  the  best  of  counters 

for  .selling  purposes  while  the  display  within  must  be 

of  the  fancy  lisle,  silk  embroidered  and  high  grade  sam- 

ples.    This  front  case  makes  an  excellent  foundation  for 
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SATISFACTION PROFIT 

Quality  goods 

"spell"  repeat  orders 

and  there's  no  line  you  can  handle 
of  such  consiitentl)  good  quality 
and  finish  as 

DOMINION  BRAND 
Knit  Goods 
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A.  Burritt  &  Co. 

Mitchell,         : Ontario 

Dominion   Hosiery   and 

Underwear  Mills. 

For  your  Underwear  Trade  in  the  com- 

ing Spring  you  w^ant  to  handle  the  best 
from  every  point  of  view^,  and  you'll find  no  line  so  full  of  winning  features  as 

"CEETEE" 
UNDERWEAR 

"CEETEE"  has  proved  Itself  a  w^arm 
favorite  with  a  discerning  public,  its 
popularity  being  based  on  its  perfect  fit, 
comfort  in  wear,  softness  to  the  skin, 
finish  and  durability. 

"  CEETFE"  is  liberally  advertised  in  the 
daily  and  weekly  press,  another  reason 
why  you  should  handle  it.  Moreover, 
it  leaves  the  retailer  a  well-worth-while 

profit. 
SEE  TO  YOUR  STOCKS 

The  C.  Turnbull  Co. 
OF  GALT,  LIMITED 

GALT,  :  ONTARIO 

e>^^^^ 

^/^^AfA^ 

The  Sytabol  of  Thoroughness  in 

KNITTED  GOODS 
Mitts,    Gloves,    Toques,    Hosiery, 

Mufflers,    Caps,    Sweater 
Coats  and  Jerseys 

Beyond   Comparison 
IN 

Fit,  Finish  and  Durability 

R.  M.  Ballantyne,  Ltd. 
STRATFORD, ONTARIO 

"After  All,  There's  Nothing 

Like  'Tiger  Brand'  Under- 

wear  for  True  Comfort." 
Tlial's  tlie  verdict  of  men  all  over  the 

Dominion  who  know  and  appreciate  true  Under- 
wear comfort.  They  are  bound  to  ask  for  it — 

are  you  going-  to  be  in  a  position  to  supply  it  ? 
Order  now  a  g^ood  supply  of — 

TIGER  BRAND- 

UNDERWEAR 

and  watch  the  increase  in  your  underwear  sales. 
Remember — the  selling  value  of  Tiger  Brand 
Underwear  is  equalled  only   by  its  popularity. 

rMANUFACTURET)  SY 

The  Gait  Knitting  Company, 
LIMITED 

GALT,        -  -  ONTARIO 
' 

Please  mention  The  Review  to  Advertisers  and  Th^jr  Travelers. 
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Greenshields 
Limited 

Montreal 

Health  Brand 
UnderAvear 

Our  Salesmen  are  now  showing  sam- 
ples of  Health  Brand  Underwear  for 

Fall.  We  gfuarantee  the  sizes  to  be 

correct  in  ever\-  number. 

Your  orders  will  be  filled 

promptly 

BRITANNIA 
The  Best 

Underwear 

for 
Comfort, 

Shape  and 
Wear 

Guaranteed 

UnshrinJ^able 

Night  and  Day  Wear  for  Ladies,  Children 
and  Men.     In  all  grades. 

WHOLESALE    AGENT    FOR   CANADA 

DUNCAN  BELL, 
MONTREAL  and 

TORONTO 

tlie  full  length  leg  form  and  the  ankle  length  as  well. 
All  the  new  and  smart  samples  of  up-to-date  hosiery 
sliould  be  shown  and  sliouhl  he  ehanged  three  or  four 
times  a  week.  Around  your  displays,  display  the  faney 
hose  in  all  llu'  mo>t  vivid  colorings.  This  show  should  bo ejianged  daily. 

"In  the  trinnning  of  the  underwear,  the  four  arm 
trees  are  the  most  convenient.  1  believe  tlie  colored 

effects  are  much  stronger,  while  these  may  be  of  the 
less  expensive  quality,  they  will  be  noticeable  from  an 
aisle  and  the  colors  will  awaken  admiration. 

"1  am  convinced  that  fancy  hosiery  should  not  be 
bought  in  large  (juantities.  The  smaller  buying  gives  a 

far  better  representation  of  all  that's  new  in  the  market 

and  gives  the  store  prestige  in  the  point  of  variety." 
It  is  a  recognized  fact  that  in  the  advertising  of  knit- 
ted goods  and  their  sale,  best  results  are  obtained  by 

taking  a  few  items  and  cutting  the  prices  deep  on  them 
rather  than  cutting  them  all  along  the  line. 

From  the  viewpoint  of  a  woman  customer,  her  con- 
clusions drawn  from  experience  in  purchasing  from  many 

different  stores  for  herself  and  other  people  these  lines 
of  merchandise,  may  be  suggestive.     She  says: 

"When  I  read  of  a  special  sale  of  hosiery,  I  am  at 
once  interested.  Here  is  an  opportunity  to  buy  for  fu- 

ture need-s,  for  hosiery  above  all  things  will  wear  out  and 
one  must  always  be  supplied.  If  I  reach  the  counter  to 
find  au  inferior  stocking  at  a  ridiculously  low  price,  I  am 
indignant.  I  want  staple  articles,  the  very  best  for  my 
money.  If  this  is  the  first  time  I  have  ever  been  to  this 

store  or  bought  at  this  department,  and  get  "stung,"  to 
use  a  slang  phrase,  on  the  first  half  dozen  pair  of  hose 

I  buy,  I  don't  go  there  again.  No  matter  what  sort  of 
alluring  "ads."  they  put  up,  they  are  not  for  me.  But 
let  me  buy  at  a  .special  sale  for  the  first  time  a  half 
dozen  pairs  of  stockings  that  give  me  excellent  service 
or  even  medium  good  service  and  I  am  a  satisfied  custo- 

mer. ' ' 

A  satisfied  woman  customer  is  the  best  advertising 

medium  that  the  knitted  goods  depai'tment  could  possi- 
bly have.  For  this  reason  the  selection  of  articles  for 

such  a  sale  must  be  more  careful  than  in  any  other  de- 

partment. 
The  novelties  in  knitted  goods  are  a  problem.  A 

knitted  golf  suit  was  brought  into  favor  in  one  city  by  a 

.special  newspaper  story  written  for  a  woman 's  page. 
There  was  no  other  pulblicity  given  to  it  yet  this  item 
aroused  the  curiosity  of  a  lot  of  women  going  away  for 

the  summer  and  many  of  the  suits  were  sold.  The  slow- 
ness of  these  novelties  in  sweaters,  golf  suits  and  long 

coats  in  selling  may  be  traced  directly  to  lack  of  pub- 
licity about  them  at  the  seasonable  time. 

The  knitted  sweater  bathing  suits  with  the  mohair 
skirt  were  made  popular  in  one  city  by  a  fine  window 
display  which  was  devoted  entirely  to  attractive  display 
figures  wearing  these  suits,  with  a  proper  scenic  setting 
showing  the  beach  with  the  figures  posed  in  graceful 
attitudes. 

Another  suggestion  may  be  questioned  also  as  to  the 
weaning  of  the  public  away  from  the  stereotyped  price 

of  twenty-five  cents. 

In  the  men's  furni.shing  department  this  change  has 
come  about  and  the  public  is  paying  without  murmur, 

fifty-five  cents  for  a  neck  tie  instead  of  fifty  cents,  as 
before,  the  price  which  they  were  in  the  habit  of  paying. 

Certainly  this  price  halbit  can  be  changed  in  the  knit- 
ted goods  department  where  it  probably  means  a  loss  to 

the  retail  merchant  under  present  manufacturing  condi- 
tions. 



Practical  Knowledge   of   Goods  a   Strong  Selling   Factor 
Customers  May  Not  Always  Know  What  They  Want,  but  Salesman 

Should  be  Able  to  Set  Them  Right  —  Merchant  Must  so  Post  His  Staff 
That   they  Will   Always   be  in  Position  to  Anticipate  Queries  over  Counter 

THE  ability  to  sell  goods  is,  of  course,  an  im- 
portant qualification,  and  one  which  makes  tlie 

clerk  valuable  to  his  employer,  but  in  addition 

to  this,  knowledge  of  the  goods  is  very  desirable. 
He  may  learn  sufficient  without  trouble,  to  make  enough 

sales  to  please  his  employer,  but  how  much  better  sales- 
man would  he  be,  if  he  were  perfectly  acquainted  with 

the  goods  he  handles.  In  other  words,  ability  to  sell  must 
be  well  backed  up  with  knowledge. 

This  advantage  may  not  always  appear  in  sales  where 
the  customer  chooses  an  article  from  the  counter,  and  asks 

no  question  about  it,  but  it  becomes  apparent,  where  the 

salesman  must  depend  on  his  ability  to  convince  his  cus- 
tomer, by  his  knowledge  of  the  goods,  or  where  he  must 

make  comparisons.  He  will  then  be  able  to  say,  that  one 
article  or  class  of  goods  is  better  than  another,  and  why  ir 
is  better. 

The  clerk  who  tries  to  learn  something  of  the  busi- 
ness will  soon  take  an  interest  in  his  work;  it  will  mean 

more  to  him  than  merely  making  enough  sales  to  hold  his 
position,  and  getting  through  the  business  day. 

Clerk  Looks  to  Employer. 

The  clerk  wishing  to  learn,  will  naturally  turn  to  his 

employer  for  information;  for  this  reason  alone,  the  em- 
ployer should  be  thoroughly  posted  in  his  business,  and 

should  be  willing  to  impart  his  knowledge  to  his  clerks. 
In  this  way,  he  will  establish  friendly  relations. 

The  more  the  merchant  knows,  the  more  his  staff  will 
respect  him. 

An  authority  on  men's  furnishings  suggests  that  mer- 
chants going  into  business,  or  prospective  department 

managers,  should,  if  possible,  visit  shirt  and  underwear 
factories,  learn  technical  points  in  regard  to  making  and 

cutting  to  best  advantage,  schedule  sizing,  and  approxi- 
mate cost  of  making  up  of  garments  throughout. 

In  regard  to  underwear,  the  merchant  could  find  out 
the  weight  of  wool  required  to  make  a  garment,  and  the 
weight  of  the  garment  when  made  up,  also  the  cost  of  the 
wool,  and  the  cost  of  the  finished  garment.  He  would  then 
have  a  better  idea  of  the  percentage  of  wool,  also  filling  in, 
if  any. 

Knowrledge  Helps  Merchant  to  Buy. 

By  gaining  all  the  knowledge  possible,  the  merchant 
will  talk  intelligently  to  manufacturers  and  wholesalers, 

or  their  representatives.  He  will  buy  with  more  confi- 
dence, and  with  better  results. 

The  inexperienced  merchant  or  salesman,  by  dint  of 
enquiry  and  observation,  will  soon  gain  the  knowledge 
necessary  to  successful  management;  his  business  will 
become  a  hobby,  as  well  as  a  source  of  livelihood. 

The  merchant,  when  buying,  will  always  consult  wit'.i 
heads  of  departments  or  dependable  clerks,  as  to  choice  of 
suitable  goods.  These  men  are  in  touch  with  customers, 
and  with  the  actual  selling,  and  should  know  best  what 
they  can  sell.  They  will  feel  more  interest  in  the  goods, 
and  perhaps  will  feel  more  responsible  for  the  selling,  if 
they  have  assisted  in  the  purchase. 

It  is  often  difficult  to  tell  off-hand  the  proportion  of 

wool  in  a  garment.    But  by  its  feel    the  experienced  buy- 

er will  form  a  good  idea,  what  the  garment  is  composed 
of,  and  what  its  selling  value.  The  final  test  would  be 
to  cut  the  garment,  and  take  out  a  lliread.  The  wool 

thread  breaks  off  "stringy,"  while  colton  i)arls  short  anrl clean. 

Lack  of  Assurance. 

When  customers  ask  inexperienced  clerks  whether  a 

garment  is  all  wool  or  not,  they  are  obliged  to  answer  at 
once,  without  assurance,  or  hesitate  before  replying. 
Neither  answer  is  satisfactory;  the  customer  may  dis- 

cover the  first  to  be  untrue,  the  hesitating  reply  creates  a 
bad  impression,  and  may  perhaps  lose  the  sale. 

This  is  where  the  merchant 's  knowledge  will  avail. 
When  goods  come  in,  and  each  line  of  underwear  or  knit 
goods  is  sorted  out,  would  it  not  be  advisable  for  the 
merchant  to  go  through  the  new  stock  with  the  clerks,  and 
inform  them  as  nearly  as  possible,  what  percentage  of  wool 
each  line  carries,  or  give  them  such  other  information  as 
might  anticipate  the  queries  of  customers,  even  if  the 
latter  do  not  always  know  what  they  want? 

Taking  Note  of  the  Ads- 

Occasionally,  ladies  ask  for  goods  advertised  under 
various  names.  The  clerk  has  probably  never  heard  of 
some  of  them,  but  it  would  certainly  be  to  his  advantage 
to  remember  the  names  under  which  the  goods  are  adver- 

tised. Then,  if  he  receives  an  enquiry,  he  may  know  what 
the  line  is,  and  perhaps  induce  his  customer  to  purchase 
his  own  goods,  if  those  asked  for  are  not  in  stock. 

Clerks  may  profitably  fill  in  spare  time  by  learning  as 
much  as  possible  about  the  goods;  and  merchants  also  will 
find  this  an  excellent  investment. 

Eaton  Would  Advertise  at  Fall  Fairs. 

That  local  merchants  are  awake  to  the  advertising 

possibilities  of  the  Fall  fairs,  and  that  they  are  rig-htly 
exerting-  this  influence  to  preserve  their  local  character  is 
evidenced  by  the  influence  that  is  being  brought  to  bear 
against  the  attempt  of  large  city  mail  order  houses  to 
also  use  the  fairs  for  publicity  purposes.  One  of  the 
letters  received  by  The  Review  on  this  question  is  as 

follows  :  "The  secretary  of  our  Fall  fair  has  just  receiv- 
ed a  letter  from  the  T.  Eaton  Co.,  in  which  they  ask 

permission  to  erect  a  large  tent  on  the  grounds,  in  which 

they  will  give  a  continuous  free  exhibition  of  moving  pic- 
tures of  their  store,  etc.  As  this  is  not  the  only  Fall 

fair  centre  that  will  be  approached  in  this  manner,  I 
thought  it  well  to  let  you  know  so  that  the  merchants 
of  other  centres  might  be  warned  as  soon  as  possible. 
The  fairs  around  the  country  are  liberally  supported  by 
the  merchants  of  the  locality,  and  it  is  not  fair  that  the 

Eaton  Co.,  or  any  other  outside  firm,  should  be  allowed 
to  make  use  of  them  in  a  huge  advertising  scheme  such 

as  this  would  prove  to  be.  Another  thing  that  the  mer- 
chants of  any  locality  should  not  allow,  if  possible  to 

prevent  it,  is  the  solicitation  and  grants  of  money  from 
the  Eaton  firm  for  the  purpose  of  giving  special  prizes 
at  the  local  Fair.  I  understand  that  this  is  done  in 
some  localities,  although  it  has  not  been  attempted  here 

vet." 



Modern  Knitting  Machine  Will  Hose  You  While  You  Wait 
It  Will  Perform  Automatically  all  of  the  Work  Done  by  the  Slender  Needles 

of  the  Hand-Knitter  and  Much  More  Besides  —  Some  Machines  will  Turn 

Out  Hosiery  Continuously  Without  Attention  From   Operator  -  Pattern  Chain 

WHEN  it  is  considered  that,  in  the  construc- 
tion of  a  stocking  to-day,  all  of  the  purposes 

wrought  by  the  slender  needles  in  the  hands 

of  a  S'kilfiil  knitter  are  worked  out  automa- 
tically in  the  modern  knitting  machine,  and  with  a  speed 

that  puts  comparison  out  of  the  question,  one  b^ins  to 
realize  that  the  mechanical  equii)ment  of  a  hosiery  mill 

represents  a  great  degree  of  human  intelligence. 

In  fact,  it  may  be  said  that  a  greater  variety  of 
effects  has  been  worked  out  on  the  knitting  machine  than 

the  industrious  hand-knitter  ever  dreamed  of.  Her  work 
was  bounded  largely  by  the  necessities  of  the  household. 
With  her,  style  was  not  an  insistent  factor  ;  hosiery  jiad 

to  fit  and  wear  well,   and  while  manufacturers   are  corn- 

machines,  shaped  into  aitii-ies  of  weai',  assembled,  finish- 
ed and  packed  ready  for  shipment,  he  will  have  familiar- 

ized himself  with  many  matters  upon  wliicli  he  was 

formerly  ignorant.  He  will  have  vastly  inii)i'ove(l  the 
fund  of  practical  information  which  niodein  merchan- 

dising roipiires  that  he  should  have. 

Shaping  and  Ornamentation. 

Of  tlu;  many  opoi'ations  which  enter  into  the  i)roduc- 
tion  of  a  stocking,  the  most  important  is  the  process  of 
shaping  the  leg  and  foot,  and  the  next  essential  is  the 
strengthening  of  the  heel  and  toe  or  any  other  part 
which  is  exposed  to  greater  wear  and  tear  than  any 
others.  This  is  a  branch  of  hosiery  manufacture  to 
which   a  great   deal   of  attention   lias  been   jiaid   of  recent 

S  ..n;  O    t  .;   i;  /, 
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Dlitk,  orjwn,  grey,  mauve  and  nlue      Shown  by  a  maniifa.iurer's  reprcsentaiive. 

Co  t  rs  inc.u  J^ 

raercializing  tlie  same/  idea  to-day,  they  have  al.so  made 
style  and  finish  two  of  the  strongest  features  in  finding 
a  market  for  their  goods. 

Inventions  have  followed  fast  upcjn  each  other  in  the 

development  of  machines  that  will  enable  the  manufao- 
turer  to  comply  with  every  idea  that  has  originated  in 
tho  brain  of  the  designer  or  style  student. 

Interesting  Study  of  Salesmen- 

The  salesman  who  is  at  all  technically  inclincfl — and 
it  is  well  that  he  should  be,  if  his  ambition  aims  at 

the  highest  and  richest  fruit  on  the  endeavor  trec/-^will 
find  in  the  knitting  factory  a  series  of  the  most  interest- 

ing processes  he  has  ever  inve>;tigated. 
If  he  wnll  follow  the  course  from  tho  time  the  raw 

material  is  received,  spun  into  yam,  fed  into  the  knitting 

years,  and  results  in  many  cases  have  seemed  to  justify 
nianufacturors  in  making  this  feature  the  basis  of  pro- 
titablo  guarantee. 

Then  there  arc  the  jjrocesses  by  which  fancy  cfi'ects 
are  introduced  by  using  threads  of  various  colors  in 

working  out  figures  and  strii)es.  f.acc  or  open-work 
hose  represent  still  another  operation  in  which  tho 
S'titching   undergoes  frequent   changes. 

All  Done  Automatically. 

All  of  those  (lifforont  operations  ni;iy  1)0  dofo  auto- 
matically. ISy  tho  adjustment  of  a  pattern  chain  every 

change  roquiied  in  the  stitch  or  pattern  of  a  stocking  is 
previously  arranged  for.  This  attachment  consists  of  a 
series  of  links  of  irregular  size.  Each  variation  in  the 
chain   represents   some  change   to   be  worked   out  in   the 
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knitted  fabric.    The  chain  is  so  applied  and  held  in  place 
that  the  links  influence  the  parts  which  direct  the  needles. 

A  Brainy  Attachment. 

An  ordinary  bicycle  ckain  will  serve  as  an  illustration 
of  the  patteni  attachment  on  the  knitting  machine.  The 
links  of  the  bicycle  chain  are  all  of  one  size,  but  it  can 

be  seen  that  a  larg-er  block  than  any  of  the  others  could 
be  so  introduced  that  as  the  sprocket  wheels  revolved 

the  projection  on  this  block  would  be  broug-ht  into  con- 
t.act  with  a  cyclometer  at  regular  intervals  for  the  pur- 

pose of  telling  the  speed  the  wheel  was  traveling.  The 
principle  in  the  pattern  chain  is  the  same.  It  can  bo  so 
set,  previous  to  the  starting  of  the  machine,  that  it  will 
not  only  work  out  the  length  of  the  stocking  correctly, 
but  at  the  necessary  intervals  cause  the  needles  to  shift 
in  or  out  of  operation  in  order  to  suit  the  object  of  the 
designer. 

Machines  known  as  "full  automatic"  will  run  con- 
tinuously on  stockings  with  very  little  attention  from 

the  person  in  charge.  As  soon  as  one  stocking  is  done 
the  machine  will  proceed  with  another. 

Where  hand  machines  are  employed  these  results  have 

to  be  obtained  by  the  personal  attention  of  the  opera- 
tor who  has  to  manipulate  the  necessary  appliances  by 

hand,  a  crank  being  substituted  for  the  belt  and  pulley 

of  the  power-driven  machine.  He  can  either  vary  the 
stitches,  change  the  motion  of  the  machine  .so  that  it 
will  either  revolve  continuously  or  move  from  one 
direction  to  another  as  in  knitting  the  heel  and  toe, 
or  he  can  throw  the  needles  out  of  action  and  restore 
them  again  according  to  the  size  of  the  tubular  fabric 
required. 

Will  Knit  Hose  Continuously. 

When  an  automatic  machine  is  working  on  men's 
half-hose  there  must  be  a  stop  at  the  end  of  each  sock 
in  order  to  introduce  a  device  by  which  the  ribbed  top 
is  knitted.  Otherwise  the  operation  is  continuous.  In 

making  children's  stockings,  the  heels,  knees  and  toes 
are  sometimes  strengthened  by  feeding  two  threads  to 
the  machine  instead  of  one,  the  stitches  being  lengthened 
in  order  to  overcome  any  stiffness  in  the  fabric  by 
reason  of  the  additional  thickness.  The  most  wonderful 
part  of  the  machine  is  that  which  knots  the  thickening 
thread  around  the  main  thread  to  reinforce  the  knee  and 
cuts  it  off  at  the  proper  time  to  be  again  knotted  at 
the  heel  and  again  at  the  toe,  each  operation  being 

performed  while  the  machine  is  running  full  speed.  An- 
other possibility  of  the  modern  knitting  machine  is  the 

production  of  a  stocking  having  continuous  lace  orna- 
mentation in  front,  while  the  back  consists  of  regularly 

knitted  fabric. 

How  Sizes  are  Affected. 

The  size  of  yarn  used  is  a  factor  in  determining  the 
number  of  stitches  to  be  carried  by  the  needles.  Of 
course,  large  sized  stockings  require  more  stitches  than 
a  small  one,  and  fine  yam  will  require  more  stitches  and 
finer  needles  than  are  required  by  coarse  yarn.  Fine 
yarn  used  in  a  machine  carrying  60  needles  will  produce 
a  small  stocking,  but  if  100  needles  are  used  a  full-sized 
stocking  will  be  the  result.  Tl>e  number  of  needles, 
length  of  sititch  and  size  of  yarn  used  are  the  three 
things  by  which  the  size  of  a  stocking  may  be  changed. 
The  tighter  the  stitch  the  smaller  the  diameter  of  the 
web,  the  looser  the  stitch  the  larger  the  web.  The 
coarser  the  yarn  used  the  larger  will  be  the  web  on  a 
given  number  of  needles,  and  the  finer  the  yarn  the 
smaller  the  web.  For  these  reasons  a  needle  cylinder  for 
attachment  to  a  knitting  machine  will  contain  a  different 

THE  HALL-MARK  OF Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCU 

PLE,  and   starting  with  TWO  THREADS 

in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 

FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 
THE  ACME  OF  PERFECTION  IN 

FOOTWEAR 

To  be   had    from    any  of   the   Leading 
Wholesale  Dry  Goods  Houses 

The  SEAL  OF  QUALITY  has  been 
stamped  on  every 
article  that   bears 
this    trade-mark 

WATERHOUSE 

Men's  Underwear 
Compels 
Custom! 

You  will  find  thi.s  brand  a  safe  and 

reliable  one  to  handle,  and  one  which 

will  add  to  your  reputation,  while  leav- 

ing you  a  good  margin  of  profit. 

All  the  leading  wholesale  houses 

handle    our    well-known    goods. 

Thomas  Waterhouse  &  Go.,  Ltd, 
IngersoU,  Ont. 
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number  of  slots  or  places  lor  needles  to  suit  different 
sizes  or  grades  of  3arn,  and  cylinders  are  also  made  of 
different  diauioters  to  make  the  various  sizes  of  hosiery. 

Circular  and  Flat  Machines. 

There  are  two  distinct  types  uf  machine  used  in 
knitting  hosiery,  one  is  the  horizontal  or  straight  bod 

machine  on  which  full-fashioned  hosiery  is  made,  and  the 
other  is  the  circular  machine  used  for  seamless  web 

hosiery.  Each  in  its  highest  development  is  fully  auto- 
matic. There  are  several  ditiereut  kinds  of  circular  ma- 

chines, but  in  all  the  principle  is  the  same.  Une  of  these 
is  selected  here  for  purposes  of  description.  The  needles 

are  held  by  a  stationary  cylinder  slotted  for  that  pur- 
pose, and  within  it  is  a  revolving  cylinder  which  comes 

into  contact  with  the  butts  of  the  needles,  causing  them 
to  move  up  and  down  to  produce  the  movement  required 
for  knitting.  As  the  cylinder  revolves,  each  needle, 
which  is  in  the  form  of  a  hook,  over  which  closes  a  tiny 

arm  called  a  latch,  pulls  a  series  of  loops  one  through 
the  other,  now  taking  on,  now  casting  off,  to  form  a 
knitted  fabric. 

Intricate,  Yet  Simple. 

There  are  few  machines  used  in  manufacturing  in 
which  mechanical  intricacy  and  simplicity  are  made  to 

work  out  a  given  result  more  exactly  than  in  the  knitting 
machine.  Imagine  a  cylinder  lined  with  scores  of  slender 

sharp^pointed  hooks  or  needles.  Everyone  of  these  has  a 
duty  to  perform.  The  interior  cylinder  revolves  the  yarn 
or  thread  passes  from  hook  to  hook,  the  tiny  latches 

closing  and  opening  as  round  after  round  is  added  to  the 

fabric.  Hour  after  hour  one  of  these  machines  will  run 
with  little  or  no  attention  from  the  operator,  old  or 

young,    who  may  have  charge  of  it. 

Makmg  the  Heel  and  Toe. 

Each  revolution  of  the  cylinder  adds  one  course  to 

the  stocking.  When  the  heel  is  reached,  some  of  the 

needles  are  thrown  out  of  operation  and  the  cylinder  in- 

stead of  revolving  continuously,  moves  first  in  one  direc- 
tion then  in  another.  The  heel  develops  in  the  form  of 

a  pocket  and  after  it  is  completed,  the  needles  are 
thrown  back  into  action,  and  the  foot  of  the  stocking  is 

then  proceeded  with.  To  make  the  wfeb  narrower  as  it 

approaches  the  toe,  needle  after  needle  is  thro-wn  out  of 
operation,  and  the  process  by  which  the  heel  was  made 

is  repeated.  To  produce  stocking  after  stocking  in  suc- 
cession, the  tubular  fabric  may,  after  the  formation  of 

the  toe  be  continued  to  form  the  leg  of  another  stocking. 

Full  Fashioned  Hose. 

The  full-fashioned  stocking  is  produced  uj)on  a 

straight    machine.     This    is    so    constructed    that    a    con- 
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Head  Office— TORONTO,  ONT. 
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siderable  number  of  knitting  beds  can  be  operated  simul- 
taneously, each  producing  the  same  shaped  web.  The 

needles  are  arranged  in  horizontal  rows  and  are  given 
the  required  motion  by  an  attachment  called  a  cam 
which  travels  from  one  end  of  the  row  to  the  other.  The 
fabric  is  knit  flat  and  is  shaped  by  the  dropping  of 
stitches  so  that  it  will  conform  with  the  contour  of  the 

leg.  It  is  made  with  spring  needles  which  admit  of 
greater  elasticity.  The  construction  of  the  flat  machine 
is  such  that  a  greater  variety  of  design  is  pos.sible  in 
the  fabric  than  in  that  produced  by  the  circular  machine. 

Displaying  Sweater  Coats. 
At  tliis  period  of  tlie  summer  when  occasional  cool 

nunning-  breezes  give  warning  of  the  chilly  evenings 
which  come  all  too  soon,  merchants  begin  to  consider 
llie  most  attractive  window  and  show  case  arrangement 
lor  golf  and  sweater  coats. 

Little  ingenuity  is  rtMjuired  in  displaying  these  gar- 
ments so  essential  to  all  followers  of  Fall  sports  and 

outings,  and,  later,  for  the  snow  sports  of  every  descrip- 
tion which  have  become  so  tremendously  popular  within 

tlie  last  few  years.  One  or  two  of  the  smartest  designs 
neatly  fitted  on  models,  especially  full  length  models, 
representative  of  the  golf  girl  or  the  boating  girl,  or 
even  the  half  length  dummy,  and  with  the  foreground 
and  sides  tastefully  arranged  with  an  assortment  of  the 

various  styles  and  colorings  in  vogue,  makes  a  good  win- 
dow display.  Within  the  shops,  the  show  rooms  give 

ample  opportunity  for  the  display  of  representative 
models,  and  considerable  taste  may  be  shown  in  the 
arrangement  of  a  show  case  witii  coats,  sweaters  and 
their  various  accessories. 

British  America  Assurance  Company 
A.D.    t833 
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s OUTHALL SANITARY     TOWELS 

S'
 

The   Orig^inal   and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 

the  invention  and  manufacture  of  Southalls'  Sanitary 
Towels  possible.  Since  1880  they  have  become 
wi  ̂ ely  known  and  appreciated  as  an  indispensable 

article  for  ladies'  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

Apply  for  full  p.irticiilars  and  samples  to  the  Agent  for  the  Dominion, 
J.  M.  SCHKAK,  Carlaw  I'.iillilings,  Wellington  Street  West,  Toronto 

Southalls'  Accouchement  Sets  (containing  all  Requisites.in  3  sizes). 
Southalls'  Sheets  for  Accouchement  .ind  other  Sanitary  Specialities. 

SOUTH  ALL  BROS.  &  BARCLAY  Ltd.,  Birmingham.  Eng. 
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OXFORD 
Famous  Summer 

Underwear 

will  shortly  be  shown 
from  Coast  to  Coast. 

See    this   line   before 

placing  your  orders. 

Specialties  for 
Ladies 

Swiss  Ribbed  Vests  and 

Combinations. 
"Ilet"  or  Birdseye,  being 

an  elastic,  porous  gar- ment. 

"  Interlocked  "      Velvet 
Knit. 

Patented    Feb.    16,    1909 

The  "Interlock"  is  a  new  departure  in   Knit   Cloth,  having 
double  stitch  interlocked,  and  as  soft  as  velvet.      Ask  travel- 

lers to  show  it  you. 

The  range  of  Ladies'  Summer  Goods  for  191 1  will  satisfy  the daintiest. 

OXFORD 
Merits  Summer   Underwear 
A  range  of  Men's  Goods  for  Summer  191 1  is  now  being 
shown  in  Balbriggans,  in  Ecru,  White,  Salmon  and  Blue- 
Made  of  the  most  perfect  yarns,  spun  on  the  very  latest 

improved  cotton  spinning  machinery. 

Elastic  Spring     ly 
Needle  Ribbed 

We  are  specializing 

on  this  line,  the 
finest  made  in 

Canada. 

Special  attention 

given  to  the  making 
of  Combinations. 

THE 

OXFORD 
KNITTING 

CO.,  LTD. 
WOODSTOCK,     ONT. 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers, 
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"T^HE    steady    growth    and 
^natural   expansion   of   your 

Hosiery    Department     depends 
upon  the  goods  you  handle. 

"  Radium  Brand "  for  style, 
fit  and  durability,  are  unsur- 

passed. If  you  are  not  carrying 

the  "Radium"  you  are  losing 
the  biggest  building  factor  in 
this  line. 

Protect  your  profit  by  keep- 
ing these  facts  before  you  when 

buying. 

Perrin  Freres  &  Cie. 
28  Victoria  Square Montreal 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 



Dr\   Goods  Rcviciv. MEN'S     FURNISHER 
T2I 

The  Best  Way  to 
Keep  Them  Up 

A? 

A  re  YOU  taking  advantage  of  the  ever- 
increasing  demand  for  the  Canadian  Made 

ALL  FABRIC 

CHESTER 
SUSPENDERS 
The  reasons  why  they  come  to  buy: 

1.  Surpass  leather  in  strength  and  durabihty. 

2.  Two  models — semi-elastic  for  style,  full-elastic  for 
comfort. 

3.  Made  wearproof  by  patented  fabric  ends,  chemically 
toughened  wear  points  and  solid  woven  inserted  back 
button-holes. 

4.  Comfortable  and  easily  adjusted  because  of  patented 
CHESTER  prono  buckle  which  stays  near  the 
bottom  instead  of  on  the  shoulders  as  in  other  makes. 

5.  And  among  still  other  reasons,  Mr.  Dealer,  we  do 

general  advertising  to  the  public,  which  brings  you  cus- 
tomers for  CHESTER  suspenders  and  other  goods. 

Send  for  sample  dozens — Semi-elastic  Model,  M.25.  All-elastic 
Model,  $4.50.  Order  from  the  factory  at  Brockville,  or  from  the 
Winnipeg  Warehouse. 

CHESTER  LINE 

JiALCS 
GUARANTEED 

HALLS,  LIMITED 
Manufacturers 

BROCKVILLE,  ONT. 

FULL  STOCK  CARRIED  AT  OUR  WINNIPEG  WAREHOUSE,  293  MARKET  ST 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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DRESSING  GOWNS 
and  SMOKING  JACKETS 

We  carry  an  exceptionally  large  range  of  these  goods,  and 
are  showing  them  in  our  Fall  samples 

Previously  the  demand  for  these  goods  later  on  has  been  so 
great  that  we  have  been  short  of  stock  by  Xmas  time  to  supply 
our  Christmas  requirements.  This  season  we  hope  to  overcome 

this,  liaving  placed  double  our  last  year's  (|uantities,  and  in  a 
greater  variety  of  patterns  and  materials. 

But  what  we  want  to  emphasize    is — 

"LET  US  HAVE  YOUR  ORDER  NOW.  DON'T  LEAVE  IT 
TILL  TOO  LATE,  WHEN  IT  MAY  BE  IMPOSSIBLE  FOR 

US  TO  GIVE  YOU  THE  ASSORTMENT." 

Place   your    order   when  going    through    our   Fall  range. 

Mathews,  Towers  &   Company 
Montreal, Canada 

Please  mention  The  Revieiv  to  Advertisers  and  Their      Travelers 



Steady    Improvement    With    but    Few    Cancellations 

Trade  in  Men's  Wear  from  Older  Provinces  Reflects  Healthy  Condition 
—  Outing  and  Hot  Weather  Lines  Have  Done  Well  —  Conservative  Styles 

in  Men's  Clothing  Favored  —  Grey  a   Prominent  Color  —  The  New   Hats 

FALL   placing   with   wholesale   men's   furnishers,     al- though  slow   at   first,    owing   to   the    late    season, 
has  been  satisfactory  on  the  whole.     Cancellations 
have  been  few  from  Ontario    and  Quebec.     A  few 

have   come   from   towns   along-   the    border    in   the   north- 
west where  crops  have  been  a  partial  failure. 

Wholesalers  go  out  the  1st  of  September  for  Spring 
business.  In  some  lines  there  is  little  difference  from 

last  season's  goods.     This  is  the  case  with  shirts. 
In  patterns  and  colors  there  has  been  very  slight 

change.  The  tendency  is  toward  stripes  and  small  pat- 
terns. The  principal  colorings  are  white,  blues,  mauves, 

and  pastel  shades. 
V 

Shirt  Cloths  Advance. 

Owing  to  the  advance  price  of  shirt  cloths,  shirt 

qualities  have  been  slighly  affected,  but  not  to  any  con- 
siderable extent. 

in  Fall  and  Spring  stocks,  bought  for  a  large  men's 
furnishing  department,  pleated  shirts  have  good  position. 
Stripes,  also  small  patterns  in  spots  and  figures  are 
favored. 

The  outing  shirt  trade  has  greatly  increased.  Shirts 
made  with  the  reversible  collar  are  very  popular.  This 
collar  can  be  turned  in,  leaving  an  ordinary  band  for 

linen  collar.  This  is  an  economical  arrangement  for  re- 
tailers as  well  as  customers,  and  saves  carrying  .separ- 

ate stocks  of  shirts  with  bands,  and  with  collars.  It 
means  also,  a  smaller  proportion  left  over  at  the  end 
of  the  season. 

Outing  shirts  selling  in  some  of  the  leading  retail 
stores  are  mostly  in  self  colors.  White,  pale  blue,  tan 

and  grey,  with  mercerized  sti'ii)es  are  good.  Negliges 
are  principally  in  stripes  and  some  .small  figures  are  also 
shown. 

Coat  shirts  are  certainly  gaining  in  favor.  Stout 

men  are  more  easily  fitted  with  them  than  with  the  or- 
dinary shirt  and  they  are  meeting  with  the  approval  of 

the  general  trade. 
In  good  class  trade,  soft  shirts  are  selling  with  soft 

double  cuff.  Patterns  are  narrow  stripes,  in  tan  and 
blue  grounds.  Plain  white  is  also  good.  For  this  trade, 
short  bosom  pleated  shirts  will  possibly  be  good  for 
Fall.  Stiff  bosom  shirts  are  practically  out,  but  for 
Fall  there  is  one  line  with  short  stiff  bosom,  of  lighter 
weight  than  usual. 

The  Collar  Demand. 

With  wholesalers,  the  close-fitting  collars  are  still 
in  demand.  The  neat  wing  collar  is  coming  in  for  a 

good  run.  High-class  furni.shing  stores  are  selling  the 
notch  collar  freely,  in  close  fitting  style. 

Lounge  collars  have  been  strongly  in  demand  for 
Summer,  for  hunting  and  field  sports.  Tans,  blues  and 
white  are  favored  colors. 

Gold-plated  safety  pins  are  worn  with  these  collars  ; 
so  that  the  jirice  of  the  jiin,  brings  up  the  amount  of 
each  sale. 

Plain  Colors  in  Half  Hose. 

In  manufacturers'  hnes  for  Spring,  plain  colors  in 
half  hose  have  been  selling  in  better  qualities— chiefly 
tans,  greys,  cadet,  reseda,  prunelle,  helio,  purple  and 
wine. 

In  cheaper  goods  there  is  a  certain  demand  for  pro- 
nounced effects. 

The  Spring  samples  of  half  hose  show  the  tendency 
toward  neater  effects  and  quieter  .shades.  Plain  colors 

prevail,  with  clo.x  and  s'pace  embroidery  designs. 
In  certain  high-class  retail  trade,  half  hose  is  selling 

in  plain  grounds,  with  quiet  pattern  effects,  clox,  verti- 
cal stripes  and  .some  spots.  There  is  a  noticeable  call  for 

old  blue  shade  and  old  rose,  pearl  grey,  tans,  green  and 
black  are  also  selling. 

Men's  Woolens  for  Spring. 
There  are  indications  that  Spring  will  be  a  grey 

season.  Wholesaler's  suiting  samples  are  mostly  all  in 
greys,  running  from  light  to  dark  Oxford,  but  mostly  in 

medium.  Cinnamon  brown — a  new  shade — is  being 
strongly  featured.     This  is  said  to  be  an  extreme  color. 

Si)ring  patterns  are  mostly  stripes,  from  narrow  to 
broad,  and  broken  checks.  Blue  serges  have  been  selling 
well,  and  still  greater  sales  are  expected  for  Spring. 

There  is  a  strong  showing  of  plain  grey  worsteds,  in 
the  new   samples. 

An  effort  is  being  made,  to  bring  back  a  thin  water- 
proof material  in  drab,  suitable  for  Spring  overcoat  or 

raincoat. 

The  great  bulk  of  business  in  overcoatings,  however, 
is  expected  to  be  done  in  plain  grey  cheviots. 

Wholesalers  go  out  in  September  for  Spring  business 

in  woolens. 
The  report  from  the  wholesale  is  that  Spring  prices 

arc  advancing  with  no  chance  of  a  break  for  some  time. 

Tweeds  in  Spring  Clothing. 

It's  a  little  early  to  speak  of  Men's  Clothing  styles 
for  Spring.  There  are  indications,  however,  that  tweeds 
will  be  noticeable,  one  reason  for  this  being  that 
worsteds  are  so  high  in  price. 
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"Collar"  the  Trade 
of  your  district  by  featuring 

"CHALLENGE"  BRAND CUFFS  and  COLLARS 
They  possess  all  the  best  qualities  of  fine  linen 

goods— comfort,  style  and  long  wear — minus  the 
great  disadvantage  of  linen,  the  cost  of  laundry. 
You  can  in  your  store  demonstrate  to  a  customer 

how  easily  a  "CHALLENGE"  Collar  is  cleaned, 
and  he  is  a  certain  purchaser.  He  cannot 
fail  to  appreciate  what  a  saving  he  is  making 

by  wearing  a  "CHALLENGE"  Collar. 

"CHALLENGE"  Collars  have  the  same  dull 
finish  as  the  best  linen  collars,  and  are 
guaranteed  not  to  wilt,  crack,  turn  color  or 
smell   unpleasantly. 

This  profitable  trade  is  yours  to  collar !  See 
to    your   stocks  ! 

The  Arlington  Company  of  Canada 
Limited 

54-56  Fraser  Avenue,  Toronto 
EASTERN   AGENT: 

Duncan  Bell,  301  St.  James  Street,   MontreaL 

ONTARIO   AGENT: 

J.  A.  Chantler  &  Co.,  8-10  Wellington  E.,  Toronto 
WESTERN   AGENT; 

R.J.  Quig\ey,  8-10  Wellington  E.,  Toronto  (temporarily) 
(Headquarters    Winnipeg  in  near  future.) 

If  there  are  any  "faddish  linos."  wliolesalers  say  tlioy 
will  appear  in  the  dieaper  i^oods. 

(Jreys  are  expected  to  figaire  prominently. 
Quiet  i)at terns  sold  well  for  Fall,  in  better  lines, 

there  was  a  demand  fur  grey  mixtures.  In  cheaijer 
goods,  browns  and  bronzes  were  adhered  to. 

Colleg-e  ulster.s  with  convertible  collar  are  poipular, 
and  were  bought  more  freely,  this  year  for  Fall. 

A  g-ood  trade  is  being  done  in  Auto  goods.  Dusters 
and  waterproofs  aro  in  demand.  Chaffeur  suits  are  sell- 

ing- in  khaki  materials. 

Good  Hat  and  Cap  Business. 
Fall  trade  with  wholesale  hat  and  cap  houses  ha< 

been  g-ood.  In  some  parts  of  the  west,  however,  the 
drought  caused  anxiety  in  regard  to  crops.  Consequently 
some  requests  were  received  by  wholesalers  to  hold  over 
Fall  deliveries  until  further  advised. 

Deliveries  for  Fall  will  shortly  occupy  the,  attentioo 
of  wholesalers.  They  are  now  i)rcparing  Spring  samples, 
and  in  all  probability  will  g-o  out  for  Spring-  business  on 
1st  September. 

Spring  cap  samples  show  fancy  worsteds  and  fine 
tweeds,  in  light,  medium  and  dark  patterns.  Clolf, 
terrier  and  bulldogi  are  the  prominent  shapes. 

Sales  have  been  good  in  melton  felt,  navy,  black, 
brown  and  green.  There  was  also  a  demand  for  fancy 
tweeds.  The  golf  .shape  is  popular,  with  inside  band  to 
protect  the  ears  and  neck. 

In  retail  hat  and  cap  stores,  bull-dog:  caps  with  small 
peak  and  small  crown,  are  very  popular,  and  this  style 
will  likely  see  a  g-ood  run  in  early  Fall. 

In  men's  hats  for  Spring,  small  .shapes  are  notice- 
able—small 'brims,  flat  set,  and  taper  crowns.  It  is  evi- 

dent, too-,  that  larger  brims  with  more  roll,  and  full 
wide  crowns  will  be  featured. 

Among  Fall  shapes,  wider  brims  are  shown  with 
tapering  crowns,  instead  of  the  square  crown. 

V 

Selling  Hats  and  Caps. 

In  selling  hats  and  caps,  as  in  selling  other  mer- 
chandise, no  hard  and  fast  rules  can  be  laid  down. 

The  experienced/  salesman  knows  that  there  are  many 
customers  who  cannot  be  handled  successfully  by  any 
fixed  method. 

There  are  some  general  rules,  however,  that  must  be 
observed,   if  the  salesman  would  become  expert. 

Providing  he  possesses  the  quality  of  salesmanship, 
one  of  the  first  requirements  is  knowledge  of  the  goods, 
their  qualities  and  styles.  With  this,  and  an  accurate 

knowledg-e  of  the  stock,  so  that  he  can  readily  produce  a 
particular  hat  asked  for,  the  salesman  has  a  good  foun- 

dation to'  work  on. 

A  salesman  should  bo  able  to  size  up  customers,  form 
.some  idea  of  the  style  most  suitable  for  them,  and  also 
know  pretty  accurately  the  size  required. 

It  is  sometimes  difficult  to  decide  just  what  quality 
to  show,  but  the  advice  of  one  authority  is  to  bring 
forward  a  medium  quality  first,  as,  if  the  customer 
wishes  a  cheaper  or  better  quality,  it  is  easier  to  go  up 
or  down  than  from  the  extremes. 

As  well  as  showing  a  suitable  style,  it  is  advisable 

to  make  sure  that  the  correct  size  is  in  stock.  The  cus- 
tomer may  take  a  fancy  to  the  style,  and  if  the  size  is 

not  in  stock  the  loss  of  a  sale  may  follow. 
The  tactful  salesman,  will  adapt  himself  to  all  classes 

of  customers.  He  will  study  the  'peculiarities  and 
whims  of  cranks,  and  with  unfailing  courtesy  and  atten- 
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MOST  
of  a  man's 

clothing  troubles 

arise  from  ill-fit- 
ting collars.  That  is  be- 

cause less  attention  is 

usually  paid  to  their  selec- 
tion t!:an  is  given  to  the 

purchase  of  a  cigar.  Any 

size  and  style  of  collar 

usually  means  any  kind  of 
fit.  A  man  eliminates 

chances  when  he  asks  for 

Greene  Collars.  Scientific- 

ally made,  Greene  Collars 

will  enhance  the  wearer's 
appearance  or  correct,  so 
far  as  is  possible,  any  ab- 

normalities that  may  exist. 

The"Bristol"  shown  in  illustration 
is  a  close-fitting  collar  of  smart  cut 
If  haberdasher  cannot  supply  you 
write  direct.    2  for  25c. 

Wardcll-Grcctie  Limited 

Toronto  and  Waterloo 

«•■* 

Have  You  a  "Line"  on  "Greene"  Collars? 
There  is  no  halt  to  their  popularity  ! 

Greene  Collars  created  a  tremendous  vogue  during   the  summer 

months — their  neat  and  distinctive  styles,  special  summer  heights 
and  shapes,  made  a  quick  appeal  to  those  men  who  know  a  really 

good  collar  when  they  see  it. 

With  the  aid  of  our  extensive  advertising  campaign  (the  above  ad. 
is  one  of  a  series  now  appearing)  the  Fall  demand  for  Greene 
Collars  will  be  vastly  increased.  Dealers  should  place  their  orders 

now — thus   assuring  themselves   of   early   and    positive  delivery. 

WARDELL  -  GREENE,  LIMITED, Toronto  and  Waterloo 
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tion.  i-ompol  their  respm-t.  and  make  a  :^alo  wlioic  tho 
salesman  without   tact,  would  fail. 

To  the  avcrasrc  customer,  the  ̂ ood  salesman  is  a 

source  of  information  and  help,  in  making  suitable 

choice  of  hats  or  caps. 

The  best  of  salesmen— like  other  pcopK? — have  their 

off  days,  when  the  selling  powers  seem  to  flag,  and  their 

usual  vim  and  energ>-  is  wanting. 
Salesmen  should  not  bo  discouraged  by  a  temporary 

fallins;  off,  but  should  endeavor  to  koei)  thomselves  lit, 

physically  and  .mentally. 

Merchants  and  department  managers  sometimes  ex- 

perience a  difficulty  in  training  junior  salesmen.  Pro- 

bably, many  of  these  do  not  feel  responsibility.  Some 

may  not  be  adapted  for  the  business  ;  and  some  again 

may  live  at  home,  and  feel  no  need  of  exerting  them- 
selves. 

Those  who  do  not  fc«l  adai)t«l  to  the  work,  should  at 

once  try  to  change  to  more  congenial  occupation. 

Those  who  are  merely  careless  should  remember 

that,  later,  they  will  probably  be  forced  to  assume  re- 

sponsibility, and  that  ultimately  they  will  have  to  de- 
pend on  themselves  for  a  living. 

Whether  their  future  career  will  he  successful,  de- 

pends to  a  great  extent  on  their  present  attitude  to 

their  work,  on  their  willingness  to  learn,  and  to  apply 

themselves  seriously,  vnth  the  end  in  view  of  becoming 

successful  salesmen  or  merchants. 

One  of  the  newest  productions  in  neckwear  for  Fall, 

is  plain  colored  Irish  poplin  and  crepe,  made  on  the 

bias,   giving  a  diagonal   effe<-t  to   the  wearer. 

Owing  to  the  gradual  increase  in  the  price  of  rubber, 

suspender  prices  have  been  steadily  advancing.     Manuf
ac- 

turers all  lepui^t  advance  in  i)rices  of  all  new  suspender 
webbing. 

Colored  handkerchiefs  have  gone  out  to  a  certain 
extent.  White  linen  holds  a  strong  \)lace,  with  .}  to 

•i-inch  hem. 
For  Fall  and  Winter,  ehanioisettc  gloves  have  sold 

well  with  wholesalers. 

P^ancy  vests  for  Spring  show  a  little  lower  opening. 
Neat  effects  are  shown,  black  and  white  stripes  and 

plain  cloths,  in  cotton  material. 

The  (libson  cotloni  mill  at  Marysville,  N.K.,  has  been 

taken  over  by  the  Canadian  Colored  Cotton  Co.  The 

price  paid  some  time  ago  for  the  mill  by  D.  Morrice, 

president  of  the  Canadian  Colored  Cotton  Co.,  is  said  to 
liave  been  $800,000.  and  in  all  a  total  of  37  acres  of 

properly  in  IMarysville  and  the  building.s  thereon  have 

been  subse(|n'^,nlly  transferred 

"TiOill-ORS 
ATTENTION  !  It  will  pay  you  to 
take  orders  for  Made-to-Measure  Cloth- 

ing". Largest  line  of  samples  in  Canada 
and  best  value. 

One  Agent  writes: — "  I  have  taken  fifty  orders  for  suits 

since  I  got  your  samples  and  have  not  had  one  alteration.' 
CROWN  TAILORING  CO. 

Canada's  Best  Tailors,  TORONTO 

a 

COLONIAL 
>> 

IVorn  nx'ith  Four-in 
Hand  or  Boiv 

It  Roils— No  sharp 

Fold  to  Break 

ACorliss-Coon 
Collar 

For  Warm  Weather  Wear 

Feels  like  a  Soft  Collar 

but  has  style  for  Everyday 

and  Negligee  Wear 

Corliss,  Coon  &  Co. 
Makers  of  "  Better  Collars  " 

New  York 

St.  Louis 

Chicago 

Baltimore 

Boston 

Troy,  N.Y. 

Canadian  Representative  : 

H.  W.  BESSERER 

406  Birks  Bldg.,  Phillips  Sq.,  Montreal 

Fiease  mention  The  Review  to  Advertisers  and  Their       Travelers 
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For  High-grade  Xmas  Gift  Trade 

SHOULD  BE  A  LEADER  Ca  q^S 

o^?>-
' 

^
^
^
'
^
 

n^^ 

SAepresientatitJES! : 

"-(<^  K^  Geo.  F.  Wilson,         __    ,        ̂  ^Vj  V  '  Hyndman  Commission 
^  c/o  BANK  OF  MONTREAL  Company 

TORONTO  WINNIPEG ^w^^" 
it_e"MONARCH  HAT" (REG'D) 

Latest  ^w^   fS?  Finest 

Styles  ^Mi^^  A  Qualities 

Our  "New  Monarch"  Hat 
WILL  BE  SHOVV^N  SHORTLY  BY  OUR  TRAVELLERS. 

L.  GNAEDINGER,  SON  &  CO.,  -         MONTREAL 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers 



How  to  Keep  Stock  in  the  Men's  Furnishings  Department 
Sun  and  Air  Will  Freshen  up  a  Garment  —  Determining  the  Price  at 
Which  to  Enter  on  the  Inventory  —  Killing  the  Moth  Eggs  —  All  Dark 
Places   Should   be  Kept   Clean  —  Cost   Book  to   Conform   with    Inventory 

B^  far  the  best  method  and  the  one  practiced  by  the 

up-to-date  dealer  is  to  completely  to  clean  up  the 
stock  each  season  that  stock  taking  will  be  an 

almost  unnecessary  labor,   states  Men's  Wear. 
Stock  taking  should  be  made  an  occasion,  an  oppor- 

tunity, for  adding  value  to  the  merchandise  by  renewing 

and  cleaning  the  goods  and  bringing  to  the  attention  of 

the  proprietor  each  suit  and  garment  in  the  house  en- 
abling him  to  determine  its  present  value  and  the  price 

at  which  it  should  be  inventoried. 

Freshen  Up  Garments. 

Begin  this  work  by  taking  all  garments  in  the  house 

out  into  the  back  yard  and  hanging  them  on  lines,  so  that 

they  will  be  exposed  to  the  sun  and  air  ;  keep  changing 

them  all  day  until  every  inch  of  the  surface  has  had  a 

good  sun  bath.  If  there  is  no  back  yard  available  for  this 

purpose  use  the  roof  of  the  store  building.  ?:xposure  to 
the  sun  and  air  will  renew  the  colors  and  freshen  up  the 

entire  garment,  the  inside  as  well  as  the  outside,  drawing 
out  all  the  stock  creases. 

When  the  available  space  will  not  permit  the  entire 

stock  to  be  aired  at  one  time,  expose  as  much  as  can  be 

conveniently  handled.  As  the  clothing  is  brought  in,  have 

each  garment  thoroughly  brushed  with  a  good  stiff  clothes 

brush  to  take  all  the  dust  out  of  the  seams  and  around 

the  collar  and  shoulder  ;  a  little  commercial  chloroform 

will  take  all  the  traces  of  shop  wear,  including  stains  and 

lirease  spots,  of!  the  collars  and  other  exposed  places. 

Australian  Trade 
Are  You  Interested? 

If  so,  The  Draper  of  A  ustralasia  (published 

monthly)  can  provide  you  with  much  valuable 

trade  information.  It  is  the  organ  of  the  drapery 

and  kindred  trades  of  the  Antipodes,  and  is 

subscribed  for  by  all  the  leading  firms  in  Australia 

and  New  Zealand. 

Subscription     $2.50     Mailed  Free 

Specimen  Copy  will  be  supplied  on  application. 

Advertising  rates  may  be  obtained  and  space 

secured  by  communicatmg  with  our  New  York 

Office,  29  Broadway. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 
Sydney,  Post  Office  Chambers 
London,  71  Queen  St.,  E.G. 
New  York,  29  Broadway 

When  the  clothing  is  all  brushed,  in  order  to  freshen 
up  the  stock  sew  new  tickets  on  the  garments  where  the 
old  ones  are  a  little  soiled  and   worn. 

Important  for  Merchants  to  Overlook  Brushing. 

The  proprietor  will  find  it  most  profitable  to  overlook 
the  brushing,  in  order  to  see  the  condition  of  every  suit  ; 
and  he  will  be  able  to  have  every  one  properly  matched  in 
size  and  kind.  There  is  no  excuse  for  mismatching  if  the 
work  is  watched. 

As  they  are  brushed  and  laid  aside,  have  the  suits 
sorted  in  lots  according  to  their  age  and  selling  value,  to 

determine  the  price  at  which  to  enter  them  on  the  invent- 

ory. For  instance,  take  all  the  men's  suits  and  make 
three  lots  of  them.  The  first  lot  :  All  the  old  round  cuts 

and  undesirables— irrespective  of  former  cost — list  at  $2.50 
to  $3.50.  This  price  is  suggested  to  enable  them  to  be 
sold  at  bargain  prices  of  $3.50  and  $5.00. 

"Giving  them  away,"  did  you  say  ?  No,  there  will  be 
trouble  enough  finding  customers  to  buy  them  at  the 
above  figures,  for  as  a  rule  they  are  all  small  sizes,  and 
young  men  want  nobby  cuts,  old  men  will  only  buy  for 

wear  and  service,  the  boys  buy  for  style  and  looks.  It's 
safe  to  put  all  suits  over  threei  years  old  in  this  lot. 

Marking  Down  the  Goods. 

Next  make  a  lot  of  last  year's  accumulations  of  odds 
and  ends,  adding  the  slow  sellers — "just  as  good  as  they 
ever  were."    Yes,    but    the  trouble  is  to  make  the     cus- 

Wreyford    &t    Co. 
WHOLESALE  MEN'S  FURNISHERS 

ROMAIN    BUILDING  TORONTO 

Sole  Agents  in  Canada  for  following  English 
manufacturers: 

Young  &  Rochester, 
London  and  Londo.iderry 

Specialties  in  Shirts,  Vests  and  Neckwear. 

Cellular  Clothing  Co.,  London 
"  Aertex"  Underwear,  Etc. 

T.  H.  Downing  &  Co.,  Leicester 
Hosiery  and  Knit  Goods. 

Tress  &  Co. 
London,  Eng^. 

Hig"h  Class 

Hats, 

Caps  and Panamas. 
Select  Styles. 

Our  travellers  on  road  with  complete  ranges 
of  above  lines. 

If  not  called  on,  write  us. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Success 
Overalls 

for 
Real 

Work 
Ordinary  overalls  wear  out  quickly.  The  material  and  sewing 

usually   won't   stand   the   strain  of  hard    work. 

The  overall  for  long  wear  is  "Success"  brand. 
The  material  in  the  Success  is  the  very  best  denim  obtainable. 

The  full  cut  of  the  Success  is  a  great  point.  These  overalls  are  cut 

high  in  the  back,  and  wide  in  the  legs.  Every  seam  in  every  gar- 
ment is  double  stitched,  good  strong  sewing.  Notice  the  overalls 

are  open  at  both  sides  --and  faced  so  that  they  cannot  rip. 

There  are  all  sizes  in  the  three  different  weights;  ask  your  whole- 
saler, or  write  us  direct. 

See  about  it  to-day,  to  please  your  customers. 

^M(mi^caC 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers^ 
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turners  bfliovo  it  !  They  can  buy  a  now  cut  at  the  price 

vou  want  (or  something  out  of  style,  and  you  are  wast- 
ing valuable  time  trying  to  stem  the  tide  of  public  taste. 

Take  this  lot  at  10  to  50  per  cent,  of  its  cost,  and  mark 
the  retail  price  down  accordingly.  To  illustrate  :  .V  suit 
that  cost  at  wholesale  $12  two  seasons  ago  sold  at  $18. 
Take  it  at  $(>  or  $7.20  and  mark  it  at  $9  to  $11,  accord- 

ing to  its  salableness  and  style.  If  a  fancy  pattern,  at 
the  lower  price  ;   if  a  staple  pattern,  at  the  higher  figure. 

Tlu"  third  and  last  lot  will  bo  tho  suits  from  tliis  and 

the  previous  season.  Seventy-live  cents  on  the  dollar  is 
quite  enough  at  which  to  take  them  in  stock.  Sizes  are 
broken,  the  very  best  sellers  are  gone,  and  you  can  go 
into  the  market  and  buy  the  same  goods  at  less  than  this 

figure,  provided  you  want  suits  one  season  old.  By  watch- 
iuir  them  you  will  ibe  able  to  get  a  profit  on  this  invoice 

price. 
Disastrous  Results  of  Keeping  Old  Stock. 

Never  take  any  merchandise  in  stock  at  a  figure  that 
will  not  pay  a  profit  on  the  inventory  cost. 

Think  this  is  wrong  ?  Take  up  the  matter  with  your- 
self and  argue  it  out.  A  man  whom  I  once  knew — I  was 

about  to  say  "a  merchant" — would  keep  his  old  stock  in 
preference  to  getting  rid  of  it.  He  would  sell  a  new  suit 
on  which  he  could  make  three  or  four  dollars.  He  argued, 
if  I  make  three  dollars  on  the  new  suit  I  am  ahead,  but 
if  1  lose  two  dollars  on  the  old  suit  I  am  loser  ;  but  he 
never  thought  about  the  loss  in  trade,  the  accumulation 
of  old  stock.  The  result  was  that  when  he  had  accumu- 

lated 60  per  cent,  of  old  stock  "he  waked  up,"  and  to 
keep  afloat  he  sold  the  old  stock  at  any  price.  He  ofiercd 

a  lot  of  boys'  straight  pant  suits  at  50  cents  and  found 
no  buyer  ! 

Courage  and  Judgment  in  Making  Reduction. 

No  retail  stock  is  worth  dollar  for  dollar  of  the  first 

cost.     The    point    to  he    determined    is  :     Whicii    part    of    it 

is  the  most  valuable,  and  to  settle  this  question  with 

.^ou^selt■  re(iuires  not  only  courage,  but  good  judgment. 
Never  be  afraid  to  mark  down  any  carried-overs  ;  if  you 
sell  them  at  less  than  cost  to  the  customer  who  will  buy 
them,  you  add  to  your  prestige  in  your  community. 

Put  all  your  losses  behind  you  !  Never  have  any  be- 
fore you,  and  the  figures  on  the  balance  sheet  will  be  such 

tiiat  you  can  lay  them  before  your  wholesaler.  It  is  far 

better  to  submit  a  statement  with  the  item  "Deprecia- 
tion'"  ;i  substantial  amount  than  to  try  to  make  believe 

your  stock  is  all  good. 

Follow  the  plan  outlined  for  men's  suits  by  sorting  up 
the  boys'  and  children's  suits,  as  well  as  the  trouser 
stock.  The  overcoats  should  be  similarly  handled.  Over- 

alls and  work  shirts  can  be  taken  at  fust  cost  after  cul- 
ling out  the  stickers. 

Wliile  tlie  clothing  is  in  the  different  lots  have  the  cost 
book  rewritten  to  confirm  to  the  inventory.  Cut  out  all 
original  costs  ;  they  only  serve  to  confuse  you  and  make 
you  more  timid  in  marking  down.  The  new  price  is  now 
your  cost,  and  the  one  on  which  to  base  future  profits. 
Put  down  each  size  in  the  cost  and  inventory  book. 

Entering  the  goods  in  the  inventory  book  should  be 
done  by  a  clerk  writing  a  legible  hand.  The  calling 
should  be  done  by  the  proprietor,  using  the  new  cost 
figures.  The  sizes  on  the  cost  book  will  be  of  the  greatest 
service  when  making  comparison  for  the  buying,  and  give 
a  vast  amount  of  information  for  future  use.  The  buyer 
is  in  control  of  the  stock  when  comparisons  are  made 
with  the  stock  sheet  at  the  end  of  each  month,  and  he 

will  have  no  "lumps"  of  overbought  sizes  to  eat  up  the 
profits  ;  in  other  words,  he  will  not  duplicate. 

The  furnishings  should  be  gone  over  carefully  before 

they  are  "called,"  each  shirt  box  opened,  size  and  kind 
verified — for  shirts  have  a  knack  of  slipping  into  the  wrong 
boxes.  Take  all  the  left-overs  and  mark  them  at  the  next 
lowest  price.  Make  $1.00  shirts  out  of  the  $1  50  quality, 
75-cent  shirts  out  of  the  dollar  kind,  etc. 

THE  "CRAVENETTE"  CO.,  LTD., 
affix  their  stamp  only  to  such  goods 
as  are  suitable  in  quality  for 

Showerproof  purposes. 

/^EG?  Trademark 

PROOFED  BY 

Fac-simlle  of  Stamp 

THEREFORE,  this  stamp  is  a  guar- 
antee not  only  of  Showerproof  pro- 

perties but  also  of  the  quality  of  the 
material. 

Buyers  of  Showerproofs  should  ask 
for  those  proofed  by 

The    € 

S 
(Copyright) 

DUST-PROOF 
as  yfeW  as 

Showerproof 

Proofer.  to  the  Trade,  BRADFORD,  YKS. 



Good  Advertising  Which  Indicates  Printer's  Co-operation 
Mulcahy  Advt.  is  a  Striking  Example,  Also  Well  Written  and  Illustrated 
—  Suggested  Improvement  in  a  Pedlow  Advt.  —  Western  Advt.  that 
Swung  a   Sale  Successfully  —  An  Attractive  Catalogue 

FOUR    page    cireular    advertising'    a    Summer    Sale: 
Thos.  Mulcahy,  Orillia— This  is  not  the  first  time 
The    Review    has    repiiodueiecl    samples    of    tliis 

stoix''s   advertising',   which   seems  to   be   steadily 
improving'.     The  stores  in  the  big  cities  have  no  monoiwly 
of   good    advertising    literature.      Indeed    some    of    them 

Wednesday  «f  Hach  Week  i Mail  Orders  Solicited 
S;)tisfaction  Guaranteed 

SUMMER   BUYING  AT  MULCAHY'S 

A  hiehly  crelitable  piece  of  advertising  from  Orillia. 

could  learn  some  things  from  this  Mulcahy  circular.  It 
is  well  written;  it  describes  the  goods  in  an  interesting 

way;  it  is  illustrated  with  good  cuts,  and  it  is  exception- 
ally well  printed.  An  excellent  typographical  effect  has 

been  produced,  and  this  is  one  of  the  most  imiJortani 
factors  in  producing  effective  advertising.  Merchants 
who  find  it  hard  to  get  their  printers  to  produce  attrac- 

tive set  advertisements  would  do  well  to  ask  Mr.  Mul- 
cahy to  send  them  one  of  his  Summer  Sale  circulars  in 

order  that  they  may  show  it  to  the  man  who  sets  their 
ads.  From  the  standpoint  of  artistic  appearance  it  is 
the  best  sample  of  advertising  reproduced  in  this  depart- 

ment this  issue.  In  another  important  respect  it  differs 

widely  from  the  very  great  proportion  of  Summer  S'lle 
ads.  On  the  page  shown  there  is  only  one  item  in  which 
a  comparative  price  is  given.  In  every  other  case  the 
price  of  the  article  for  this  sale  is  quoted,  but  no  sucii 

statements  as  "Regular  price,  75c,  sale  price.  23c,"  so 
commonly  used  in  sale  ads.,  are  used  in  it.  The  goods  are 
fully  discounted,  and  the  price  given.  The  reader  is 
allowed  to  judge  for  herself  as  to  the  value. 

The  Review  has  received  no  information  as  to  the  re- 
sults of  this  advertising,  but  makes  the  i)rediction  that 

tliey  were  entirely  satisfactory.  If  they  were  not  there  i.j 
no  merit  in  sane,  common-sense,  attractive  advertising. 

That  is,  of  coui'se,  that  the  goods  were  as  advertised,  and 
the  store  all  that  one  would  be  led  to  expect  from 
the  high  tone  of  its  advertising  literature. 

V 

Six  column  (full  page)  Summer  Sale  ad.  by  I.  E. 

Pedlow,  Renfrew — In  this  ad.  there  is  one  defect.  The 
Review  believes  that  its  effectiveness,  crtainly  its  at- 

tractiveness, would  have  been  much  greater  had  it  been 
illustrated.  Outside  of  that  it  is  a  good  advertisement. 
There  is  room  for  improvement  in  the  layout,  the  ad.  as 
it  stands  giving  the  impression  of  a  solid  page  of  type, 
and  is  not  as  attractive  to  the  eye  as  the  Mulcahy  ad. 
shown  above.  Singularly,  however,  one  of  the  good 
features  noted  in  that  ad.  is  also  characteristic  of  the 

Pedlow  page :  namely,  the  very  evident  tone  of  sincerity 
in  the  price  quotations,  and  the  absence  of  extravagant 
claims  of  reductions.  Some  comparison  in  prices  is  made, 
but    it    so    conservative    that    the   impression    one   uncon- 

PgcIIow's  Annual  Summer  Sale —         Begins  Saturday,  July  2nd. 

lotK      The  following   t»    •    pAitial   liM  only,  of   the   "ipcciala"  provided  finr  the  opening or  even  more  Bltractive.  uxd  nrw  additions  will  be  made  to  the  list  of    these  spcciJ 
And  continues  throughout  the 
days.  TKene  are  many  other 
offrnngs  h-om  day  to  d*y 

We  bid  you  welcome  to  the  bicgejt  barg&in  feast  evei  orcsented  m  th»  rtore.  So  come,  and  come  eariy  m  the  d»ry. 
Early  shopped  always  have  the  best  oi  it  And  remember  this  More  clo9«  during  the  hot  weather  months  of  JULY  and 

AUGUST,  every  evening  cictpt  Saturday's.  «l  5  o'clock.  Shop  early,  the  forenoon  w  uncioubledly  THE  best  time  lot  shopp- 

Big.  especially  m  hot  weather 

July  Sale  of  Saramer  KOlincrf . My  Stumer  SileDTBsCciMlst  Stills 
Some  Speciab in   Staples   for 

July  ScUing. 
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1.  E.  Pedlow  "Ir-  Renfrew 

A  summer  sale  ad.   from    Renfrew,   which   use  of  cuts 
would  have  Improved. 

sciously   gains    from    the    ad.    is   that   the    values   offered 
are  real. 

A  pretty  prog'ressive  store  policy  is  evidenced  in  this 
ad.  in  the  announcement  that  the  store  'will  close  at  5 

o'clock  every  day  except  Saturday  during  July  and 
August.     Mr.  Pedlow  has  also  killed  the  late   Saturday 
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ni'rlit  shopping;  evil,  so  far  as  his  store  is  concerned.  He 

closes  at  9  o'clock.  Try  a  few  good  cuts  in  vour  next 
sale  ad.,  Mr.  Pedlow.  We  think  they  would  improve  a;i 
iiiIuMwi^e    cxfi'llcnt    advertisement. 

V 

Half  page  ad:  H.  J.  Baldwin.  Asquith,  Sask.— This 
appeared  in  a  newspaper  in  a  small  western  town,  vvitli 
a  necessarily  limited  type  equipment.  The  ad.  is  poorly 
set.  AVe  would  suggest  to  Mr.  Baldwin  that  he  study  the 
layout  of  some  of  the  ads.  shown  in  The  Ucview.  and 
follow    their    stvle    in    writiiiij   his    store    announcement-. 

i    QRftND  CLEARANCE  SALE 
t  To  Clean   up  our  STOCK  afler    the  Spring  and   Summer  Trade 
)  \\r  u<-  l««tit<iil.ica  t:i<  VMl  CLV  VIEAMh  S.  UK  oml   Ptil.  >»ur  hrl|>  w    will  .-iid.  stt^r  to  rr.lnro  oir 

>l«ck  (■  »b<«  II  w.a<  ahrft  !••  Ukrittl  luiainMs  fnqr  )<«rv  «ga      W«  will  4o  oBr  pan  lu  omr  i  ut  ['ViecT<  and  pr«Bl« 

BOOT^  A>U  SHOES 

H.   J.   BALDWIN 

r  J    A   half-pase  ad.   from  the  West  which  could  be  improved  upon. 

Then  see  that  the  printer  sets  the  ad.  the  way  he  (the 
advertiser)  wants  it  set.  We  do  not  consider  the  phrase, 

"To  clean  up  our  stock,"  a  good  one  to  use  in  an  adver- 
tisement, because  it  suggests  that  the  merchant  wants 

to  get  rid  of  something,  the  presence  of  which  is  undesir- 
able. The  suggestion  in  the  phrase  quoted  is  the  adver- 

tiser wants  to  put  his  stock  in  better  condition  by  selling 

something  he  doesn't  want.  Instead  of  that  the  appeal 
should  be  made  from  the  standpoint  of  the  benefit  to  tlio 
reader;   make  her  want   to  possess  the  goods  advertised. 

V 

Two  pages  from  ''Sliopping  Kconomist":  by  F. 
W.  Daniels  &  Co.,  St.  John,  N.B. — This  is  a  most  attrac- 

tive 48  page  catalogue  with  2-coloi'  cover,  the  whole  book 
from  cover  to  cover  being  on  a  par,  so  far  as  attractive 

illustrations  and  illuminating  text  are  concerned,  with  tlic' 
two  pages  reproduced.     They  state  that  they  have  been 

Ikircil  Mi>l<li  m  Wuh  SM>  ud  SUA. 

Two  pases   from  catalogue  issued  by  F.  W.  Daniels  &  Co.,   St.  John. 

issuing  it  for  eleven  years,  which  fact  is  tlie  strongest 

proof  that  they  find  it  profitable.  Undoubtedly  the  cat- 
alogue is  more  costly  than  manj'  stores  in  the  smaller 

towns  could  profitably  publish,  but  there  are  many  stores 
in  cities  larger  than  St.  John,  and  drawing  from  an 
equally  good  territory,  which  might  well  learn  some  things 
about  the  possibilities  of  mail  order  business  from  tiiis 
catalogue.     Illustrations  appear  on  every  page. 

A  good  bid  for  mail  order  business  is  made  in  the  fol- 

lowing iiaragi'aphs  in  jiersonal  sei'vice.  which  appear  in  the 
i)ack  cover: — 

"We  now  have  a  new  tiling  to  offer  you — A  personal 

sliopping  s(>i'\ic('  in  place  ol'  tlii'  usual  mail  order  system. 
For  the  waste  of  time  and  careless  attention  usually 

uiven  mail  orders  we  have  substituted  shoppers  who  ai'e 
interested  in  yini — their  first   duty  being  to  serve  you. 

"As  sdoii  as  your  order  reaches  us  it  is  handed  to 
one  of  our  shoppers,  trained  especially  for  the  purpose. 
This  slioi)i)er  gains  the  closest  possible  knowledge  of  your 

needs  and  fills  your  order  the  same  day,  taking  advant- 
age of  whatever  sales  or  special-price  events  are  in 

jirogress;  and  all  your  subsequent  orders  are  cared  for 
by  the  same  shopper. 

"Keep  in  touch  with  us  from  time  to  time,  that  we 
may  learn  your  needs,  tastes  and  preferences,  and  how 
best  to  serve  you. 

"We  will  detail  a  trained  woman  shopper  to  take 
care  of  your  orders,  and  in  every  possible  way  represent 

you,  with  a  saving  of  time  and  money  to  yourself. 

"Will  you  not  give  this  new  "Personal  Siiopjjing 

Service"  atrial?" 
They  offer,  also,  to  pay  express  charges  on  parcels  t> 

the  value  of  $5    and  over. 

Full  page   Clearance   Sale  ad.:   A.   Macdonald   &   Co.. 
Letlil)rid<i'e.    Alfa. — Mv.   Bunt,    who    wrote    this    ad.,    tells 

D*ci«»i  Low   PnoM   To 

riH  "  Wednesday  Morning,  July  6th    '"  "t, Sharp  af90*dock  U  The  Opening  Hour S«fa  of  Wanipg^  Stock. 
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A.  MACDONALD  &  CO. 

A  sale  ad.  which  produced  good   results. 

The  Review  that  the  sale  that  it  announced  was  highly 
successful,  so  that  this  fact  alone  proves  the  ad.  a  good 
one,  which  is  the  verdict  we  would  have  rendered  had 

not  this  conclusive  proof  been  furnished.  Only  two  il- 
lustrations are  used,  but  with  the  attractive  layout  they 

are  enough.  The  heading  cut  depicts  a  busy  shopping 

scene,  and  the  words,  "Semi-Annual  Clearance  Sale,  stand 
out  strongly  in  white. 



Dry   Goods   Rcviczv. MEN'S     FURNISHER 
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S'      A     CENTURY 

Quote  for  Quilts 
With  proprietary  design  and  lettering 

HOTELS  AND   INSTITUTIONS  ARE  LARGE  BUYERS 

Every  Hotel  Manager  knows  that  a  good  Quilt  on 

a  Hotel  bed  has  no  small  effect  upon  the  appear- 
ance of  the  room. 

But  he  does  not  know  that  he  can  have  any  device 

or  lettering  that  he  desires  woven  into  his  quilts — and 
without  any  extra  charge. 

It  will  pay  you  to  draw  his  attention  to  this. 

This  work  is  our  specialty,  and  we  are  continually 

weaving  lettered  centre  quilts  for  hotels  and  institu- 
tions all  over  the  world. 

Interview  your  local  Hotel  Men  and  Institution 

Managers,  and  submit  conditions  to  our  represent- 
ative. 

Do  not  think  your  contract  is  too  small. 

/?.  H.  COSBIE 
Canadian  Agent 

30  West  Wellington  St. 
TORONTO 

JON5  DETIRDEN  6  C?E? 
ll/l3.BR-f5^§§ERPLACE   MtINCHESTER^. 
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Please  mention   The  Review  to   Advertisers  and   Their  Trnzrlcrs. 
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CANADIAN 
LINOLEUMS 
m  OIL  CLOTHS 

1910- 

— > 

LINOLEUMS  FLOOR  OIL   CLOTHS 

TABLE,    OIL    CLOTHS  STAIR    OIL    CLOTHS 

ENAMELLED  OIL  CLOTHS 

Designs,     Quality     and     Prices 
are 

Our  range  this 

year  is  the  best 
we  have  ever 

shown  ---many 
new  and  original 
DESIGNS 
in  a  variety  of 
COLORINGS 

RIGHT 

SEE 
OUR 

SAMPLES 

OUR 

SAMPLE    S 

are    in    the 

hands  of  all 

WHOLESALE 

DRY    GOODS 

JOBBERS 

MANUFACTURED     BY 

The  DOMINION  OIL  CLOTH  CO., 
LIMITED 

MONTREAL 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 



Furnishings  and  Decorations  for  the  Home 
Increase  in  LenoleumRuns  from  2%.  to  4^  cents  on  Printed  Goods  — 
Cork  Carpets  5  to  8  cents  —  Satisfactory  Outlook  in  Carpets,  Curtains, 

Draperies  and  Wall  Papers  —  The  Retailer's  Responsibility 

FALL  business  in  the   wholesale  carpet  trade    is  re- 
ported as  satislaetory.     There  is  very  little  doing 

at   present,    as    this    is    a   between    season.    Trav- 
elers will  begin  on  Spring  business  early  in  Sep- 

tember.   In    Spring   lines,    fawn    and    wood    shades     have 
been  featured,  both  in  rugs  and  carpets. 

Trade  conditions  in  the  Old  Country   are  said  to  be 
good.    Looms  have  been  busy  for  some  time,  but  up    to 

•July  1,  manufacturers  were  complaining  that  raw  mater- 
ials  were   costing  more,    and   that   carpet  prices    were   in 

adequate. 
It  was  decided,  therefore,  to  raise  prices.  On  July 

1,  Wiltons  and  Bru.S'sels  were  advanced.  Prices  of 
tapestry  goods  and  velvets  went  up  on   .July  4. 

V 

Advances  m  Linoleums. 

Satisfactory  reports  come  from  manufacturers  and 
wholesalers  regarding  the  linoleum  trade  up  to  the 

present.  Sales  were  small  in  July,  but  that  was  ex- 
pected, and  is  no  indication  of  general  condition  of  trade. 

That  cannot  be  judged  from  in  any  particular  month,  but 

from  the  entire  season's  business. 
Retailers  will  pay  more  for  linoleums,  but  they  will 

also  charge  more.  The  retail  customer  will  pay  the  ad- 
vance in  the  end. 

It  is  thought  by  some  that  possibly  the  advance  in 
prices  may  curtail  sales  to  some  extent  ;  but  that,  even 
if  that  should  be  the  case,  the  falling  off  in  sales  will  be 

balanced  by  larger  profits.  The  majority  of  retail  cus- 
tomers will  not  be  deterred  by  advance  prices  from  buy- 

ing linoleums  if  they  need  the  goods. 

Imported  linoleums  and  corit  carpets  bear  the  follow- 
ing advances  :  Cheapest  grades  in  printed  goods  are  ad- 

vanced 2|  cents  'per  square  yard,  medium  qualities  3J 
cents,  and  better  qualities  show  an  advance  of  4}  cents. 

In  plain  linoleums,  the  advances  are  from  3^^  cents  to 
5  cents.  In  cork  carpets,  5  cents  per  square  yard  is  the 

advance  on  inferior  grades,  with  7J  cents  on  good  qual- 
ities. 

Owing  to  the  unexpected  deterioration  of  the  flaxseed 
crop,  there  is  a  great  advance  on  the  price  of  linseed  oil. 

Flaxseed  from  the  1910  harvest  has  advanced  from 

$1.57  per  bushel  OTi' June  11,  to  $2.63  on  July  21. 
The  price  of  October  linseed  oil  has  risen  from  50 

cents  a  gallon  about  .June  1,  to  87  cents  on  -Tuly  21. 

It  is  figured  that  16,000,000  bushels  will  bo  the  pros- 
pective yield,  while  some  place  it  as  low  as  14,000,000. 

A  normal  crop  would  be  26,000,000  bushels. 
If  this  low  estimate  is  verified  in  the  harvest,  the 

price  of  linseed  oil  is  bound  to  advance  more  than  87 
cents,  and  the  effect  must  be  a  marked  advance  on 
linoleum  and  floor  oilcloth  prices  for  Spring  1911. 

Block  patterns  have  been  selling  well  in  printed 
goods.  There  is  a  demand  for  tile  and  floral  designs. 
Sales  have  been  good  also  in  green  cork  carpets. 

V 

Draperies  and  Curtains. 
Housefurni-shing  trade  is  said  to  be  in  good  condi- 

tion. Fall  business,  though  weak  in  spots,  has  given 
cause  for  satisfaction.  It  is  not  up  to  the  business  of 
1907,  but  is  as  good  as  last  year. 

No  cancellations  were  received  from  the  northwest, 
where  trade   has.  been   good. 

Spring  samples  will  soon  be  shown.  Among  new 
designs  in  lace  curtains  are  Marie  Antoinette  styles,  and 

novelty  curtains  in  Arab  effects.  New  mercerized  tapes- 
try curtains  will  be  shown,  some  made  up  with  effective 

borders. 

Better  Qualities  in  Wall  Paper. 

Favorable  conditions  pre-vail  in  the  wall  paper  trade. 
Manufacturers  are  booking  orders  for  next  seia.son,  and 
are  satisfied  with  sales  up  to  the  present. 

The  Algiers,  a  "  Bi-ightling"  registered  pattern  in 
the  new  collection  of  the  Watson- Foster  Co.,  Ltd., 
Montreal  A  gothic  crown,  of  a  (character  much  in 
demand  where  individual  and  distinctive  expression 
is  the  aim,  either  in  private  or  public  interiors, 
halls,  churches,  etc.  Produced  in  Hats  on  perman- 

ent color  oatmeals,  which  with  a  delicate  tracery 
filler  is  specially  interesting,  while  many  rich  color- 

ings in  gilt,  with  a  varied  choice  of  ground  treat- 
ment, malfe  it  a  noticeable  feature  of  thecoliection. 

There  is  a  strong  tendency  towards  better  qualities. 
Specialties  and  novelties  are  receiving  eonsideraibile  atten- 

tion. Prices  appear  to  be  satisfactory  to  the  trade,  as 
manufacturers  have  received  no  complaints. 

In  large  retail  departments  there  has   been  a  notice- 
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Many  Lines  of  New 
Wall  Paper  May  Look 

Good  to  You,  But—' 

WILL 
THEY 

SELL? 

Do   they   possess  that   subtle   something  which 
will  catch  the  public  fancy  ? 

Call  it  what  you  will,  there  is  something  about 

that   has   made   it  the  best  seller  q^  (j^g  market. 

There  is  no  doubt  about  it— it's  a  matter  of  record. 

Isn't  such  a  record  your  safest  guide  ? 

Don't  buy  your  Wall  Paper  until  you  have  seen 
the  new  Staunton  line— the  best  we  have  ever 

produced. 

//  our  traveller  has  not  reached 
you  he  roill  do  so  soon.  IV ait 
UNTIL  YOU  HA  VE  SEEN 
THESE  PAPERS.  Buy 

direct  from    the    manufacturer. 

STAUNTONS Limited 

Wall  Paper  Manufacturers 

94 1  Yonge  Street      ̂          -         -       TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers rr 
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Made-in-Canada  Art  Rugs 
No  floor  covering  is  so  well  adapted  to  hardwood  floors  as 

the  rug.     The  story  is  here  told  of  a  line  of  handsome 

Canadian- made   rugs. 

137 

-a 

This  is  an 

illustration  of 

the 

Gorovan  Rug 

produced  in 

the  newest 

art  styles,  as 

reflected  in  the 

work  of  mod- 

ern high-class 

decorators. 

The   reproduc- 
tion here 

shown  is  in  the 
Marie 

Antoinette 

style,  but  the 

line  is  com- 

plete   with 
examples  of 
the  different 

periods — a 
style  of  rug 
much  the 

vogue  in  Lon- 
don, Paris  and 

New  York. 

TORONTO  GOROVAN  RUG,  No.  25  B 
—Made  in  Canada — 

The  Gorovan  Rug  is  used  in  the  best  homes  for  bedrooms,  dining  rooms,  living 

rooms  or  reception  rooms.  A  sample  shipment  can  be  made  promptly  if  you  have 

not  already  ordered  fi-om  our  salesman.  Shipments  will  contain  a  rug  of  each 
pattern  which  the  line  at  present  embraces. 

Rug  represented  by  illustration  Is  made  in  following  sizes : 

3x21/^  yds.  ;  3x3;  3x3«^;  3x4;  3x4^, 
in  shades  brown,  green,  sage,  drab,  ecru. 

The  Toronto  Carpet  Mfg.  Co.,  Ltd. 
D 

TORONTO CANADA 

a 
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THE  WATSON  FOSTER  CO.  LTD  MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 



140 HOUSEFURNISHINGS 

(bpen 

i\' 

Vl iu 

Doo 

r 

turnistiirids 

(Department! 

This  is  not  an  idle  boast — it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accompli  shed  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"  nature.    Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace     Curtains,      Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and    HardAvare. 

Many  of  the  above  are  from  our  own  looms. 

Write  for  our  Catalogs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 

Geo.  H.  Hees  &  Son  Co.,  Limited 
"""■  "*  montreTl '*  '*"•        32  Bay  St.,  TORONTO 

Flease  mention  The  Review  to  Advertisers  and  Their  Travelers 
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able  demand  for  darker  papers,   but  for   Spring   1911     it 

is  expected  that  lig'ht  colors  will  be  used. 
In  some  classes  of  trade  brown  has  been  in  demand 

for  dining'-rooms.  For  drawing-rooms,  grey  and  cham- 
pagne have  been  selling. 

Many  plain  papers  have  been  sold,  such  as  velours 
and  oatmeals  ;  it  is  said  these  will  be  popular  also  for 
Fall. 

There  is  a  tendency  to  come  back  to  borders,  for 
Fall  and  Spring. 

V 

Owes  Much  to  His  Public. 

The  wall  paper  retailer  owes  much  to  his  public — far 
more  than  the  average  man  realizes,  states  A.  E.  Lyons, 
in  the  Wall  Paper  News.  His  responsibility  begins  when 
his  customer  enters  his  store.  Comparatively  few  people 

have  any  definite  idea  of  the  value  of  colors  or  designs— 
the  relation  they  bear  to  each  other  and  the  furnishings 
with  which  they  may  be  used.  While  not  able  to  direct 
this  work  themselves,  they  know  when  it  is  properly  done 
and  their  recommendation  and  their  work  goes  to  the 
man  who  satisfied  them.  Too  few  dealers  appreciate  the 
fact  that  their  work  adds  to  the  value  of  a  property  or 

detracts  from  it— that  they  justify  the  confidence  reposed 
in  them  or  they  abuse  it  to  the  extent  they  understand 
their  business  in  its  finer  details.  Because  their  decor- 

ative schemes  are  accepted,  many  dealers  make  the  mis- 
take of  thinking  they  are  experts — that  there  is  nothing 

more  for  them  to  learn — when  the  fact  is  these  schemes 
were  little  more  than  suggestions  and  when  worked  out  in 
detail  are  not  satisfactory  and  become  less  so  the  more 
they  are  lived  with.  In  self-defence  their  customers  are 
compelled  to  look  elsewhere  when  they  have  other  work  to 

be  done — perhaps  going  to  a  larger  city.  This  is  the 
cause  of  many  of  the  protests  we  hear  from  dealers  that 

the  best  work  goes  to  out-of-town  dealers.  In  many  cases 
it  is  because  satisfactory  work  cannot  be  had  at  home. 

There  is  a  more  subtle  force  at  work  than  many  of  us 

are  aware  of.  This  dissatisfaction  is  oftentimes  the  pro- 
test of  the  inner  consciousness  against  its  surroundings — 

a  protest  that  is  positive  enough  but  not  always  easy  to 
explain.  Certain  colors  are  pleasant,  restful  and  inspiring 

to  some  and  to  others  a  constant  irritant,  while  a  jum- 
ble of  disturbing  designs  and  colors  becomes  a  matter  of 

serious  consideration  to  any  of  us.  Our  researches  in 

psychology  and  other  sciences  are  giving  us  some  interest- 

ing and  surprising-  things  concerning  the  effect  of  environ- 
nient.  We  know  that  some  of  us  are  bundles  of  nerves — 

that  it  requires  little  to  irritate  or  to  soothe— that  some 
minds,  especially  young  and  growing  intellects,  are  so 
susceptible  that  the  impress  of  unpleasant  surroundings 
may  last  a  life  time.  Therefore  it  is  desirable  that  we 
begin  early  to  providesurroundings  that  assist  rather 
than  retard  development— that  such  surroundings  be  edu- 

cational so  far  as  possible.  In  private  houses,  apartments 

and  hotels  where  better  things  might  reasonably  be  ex- 
pected, are  decorative  schemes  that  seem  to  be  diaboli- 

cally conceived  for  the  purpose  of  driving  men  to  drink — 
only  strength  of  mind  could  prevail  against  them.  To  be 
confronted  each  day  by  surroundings  against  which  our 

natures  rebel  is  a  menace  to  our  peace  of  mind  and  un- 
questionably does  have  an  effect  upon  our  moods  and 

thoughts — upon  our  mental  development. 
Some  will  say  that  all  this  is  ridiculous — that  it  is 

too  fine  a  point  to  make— that  is  expecting  too  much  of 
a  dealer  to  know  these  things — that  he  is  not  paid  for  it 
—that  he  has  trouble  enough  already.  But  these  are  only 
the  short-sighted  views  of  those  who  would  find  an  excuse 
for  their  limitations. 

The  man  of  healthy  ambition  who  seeks  to  improve 

his   business  and   himself  gives   no   thought   to   trouble   in- 
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Send  for  fully  Illustrated  Catalogue  of 
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Down  Quilts 
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If    you   want  a  profitable  line  Irom  the  Old 
Country,  stock  these  Goods  which  are 

selling  at  sight. 

They     are      the      Softest,      Downiest. 
Prettiest     Quilts     ever     offered. 

Quick    sellers    and    great    profit    makers 

Write  to  our  Agent   : — 
ANDREW    RUSSELL. 

13      Selkirk     Avenue.     MONTREAL. 

who  will  give  you  full  particulars. 

^us sells  Wf/Iven^ 
C/?nsl:opherJCLo/2doa  E.C. 
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curred.  As  a  fact,  it  is  the  business  of  every  dealer  to 

know  these  things— they  should  be  the  very  foundation  of 
his  training— he  should  know  instinctively  how  to  arrange 

combinations  of  colors  and  designs  in  harmonious  rela- 
tions with  their  surroundings.  It  is  this  attention  to  tiie 

liner  details  that  distinguishes  the  decorator  [-.  oni  the 
man  who  never  arrives.  It  is  this  same  knowleri.t;o  liiat 

enables  him  to  buy  his  goods  intellisently  locause  he 
knows  values,  how  to  apply  them  and  how  to  impress 

them  upon  others.  It  is  this  knowledge  that  ;:;ives  lu.ii 

such  a  tremendous  advantage  over  his  compe- 

titor who  lacks  it.  Instead  of  causing  him  anncce,s';avy 
trouble  and  expense  this  finer  knowledge  of  his  business  is 
the  cause  of  his  receiving  more  money  for  his  work— lie 
becomes  the  expert  whose  ability  is  promptly  recognized 
by  the  class  of  trade  most  profitable  to  serve.  In  this 
as  in  all  things  it  is  the  man  who  does  best  what  others 
do  in  varying  degrees  of  mediocrity  who  receives  the 
greatest  reward. 

We  cannot  do  better  at  this  point  than  to  give  serious 
thought  to  a  quotation  from  Ruskin,  which  is  the  sum 
and  substance  of  the  question  we  are  discussing.  It  is 

vital  in  its  meaning.  "All  works  of  quality  must  bear  a 
price  in  proportion  of  the  skill,  time,  expense,  and  risk 
attending  their  invention  and  manufacture.  Those  things 
called  dear  are  when  justly  estimated  the  cheapest  ;  they 
are  attended  with  much  less  profit  to  the  artist  than 
those  which  everybody  calls  cheap.  Beautiful  forms  and 
compositions  are  not  made  by  chance,  nor  can  they  ever 
in  any  material  be  made  at  small  expense.  A  composition 
for  cheapness  and  not  for  excellence  of  workmanship  is  thd 
most  frequent  and  certain  cause  of  the  rapid  decay  and 

entire  destruction  of  arts  and  manufacture." 
Simplicity  and  sincerity  should  be  the  ruling  spirit  of 

our  work— it  should  be  the  keynote  of  the  interior  of  our 
homes.    We  cannot   acquire  the  knowledge    of     the  ability 

to  accomplish  this  from  books  alone— we  must  study  and 

apply.  \'oluiiies  have  been  written  explaining  how  to 
paint  pictures,  but  no  artist  ever  painted  a  picture  of 
any  value  from  information  supplied  by  printed  text. 

Nothing  worth  while  can  be  done  in  haste— a  quick  start 
means  a  quick  finish.  Ability  is  the  product  of  effort.  If 
we  lack  ability  it  is  because  we  have  failed  to  work  with 

the  proper  spirit.  That  which  is  worth  while — tliat  which 
endures — is  found  on  work — good  honest  industry  that  re- 

grets not  the  effort  if  some  good  thing  is  aceoniplislicd 

Imbued  with  this  spirit  we  can  all  develop  an  indivi- 
duality that  will  be  a  recognized  asset— something  we  can 

pass  along  to  those  who  take  our  places  without  a  blush 
of  shame.  We  owe  it  to  those  who  come  after  us  to  be- 

queathe them  something  better  than  the  questionable  ex- 
ample of  imitating  our  foreign  brothers.  It  is  not  busi- 

ness— it  is  not  fair— it  is  not  anything  that  self-respecting 
individuals  should  be  willing  to  be  judged  by. 

In  the  advertisement  of  The  Chas. 

A.  Maish  Company,  Cincinnati,  on 

page  218,  July  issue  Dry  Goods 
Review,  the  address  of  the  Canadian 

Branch  was  omitted  by  accident. 

It  is  — 43  St.  Sacrament  Street 
MONTREAL,  QUE. 

Are  You  Neglecting 
Your  Furniture 

Department  ? 
We  can  afford  to  give  you  the  best 

goods  at  the  lowest  price. 

Because  we  have  our  own  saw  mills 

and  timber  limits,  which  gives  us  a 

great  advantage  over  other  firms  in 
the  same  line. 

Write  for  our  1910  catalogue. 

The  Victoriaville  Furniture  Co. 
Victoriaville,  Quebec 
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PATTERN  HATS 
OUR  AMERICAN-MADE  PATTERN  HATS  reign  supreme  in  point  of 

effective   and   distinctive  style,  beauty    of  design,  conformity   to    the  leading 

fashions,  superior  workmanship,  becomingness  and  unbeatable  values. 

We 

manufacture 
every 

Pattern  Hat 

that  leaves 

our 

establish' 
ment. 

Buy 

direct  from 

Head- 

quarters and  pay  only 

one  small 

profit. 

No.  K4200 — Colors  Black,  Leather,  National  Blue,  Green 
Price,  per  dozen,  $42.00 

If  you  are  not  handling  our  line  better  profits  are  within  your  reach.  We  are  making 

weekly  shipments  to  many  of  our  customers  situated  in  different  parts  of  the  Dominion 

of  Canada.  In  most  cases  a  trial  order  discovered  to  them  the  profit  possibilities  of 

our  American-made  Pattern  Hats  over  any  other  line  they  ever  handled.  Our  new 

beautifully-illustrated  general  Style  Book,  quoting  money-saving  prices  on  all  forms  of 

millinery  merchandise,  will  be  in  the  mail  the  forepart  of  August.  If  you  do  not  re- 

ceive it  by  the  15th,  write  tor  Catalogue  No.  D134.     Free  to  dealers. 

Our  prices  are  so  low  that  you  gain  a  sub- 
stantial saving  even  after  the  duty  is  paid. 

CHICAGO   MERCANTILE  COMPANY 
WHOLESALE  MILLINERY  AT  CUT  PRICES 

106-108-110-112  WABASH  AVE.,  :  CHICAGO,  ILL.,  U.S.A. 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 
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An  Opportunity 
will  he  given  every  progressive  Milliner  on 

.     August  29  th,  1910 
and  following  days 

to  study  the  latest  Millinery  Innovations  as  set  forth  by  the 

New  York  and  Parisian  Style  Oracles 

Q  We  trust  that  every  Milliner  will  consider  this  a 
personal  invitation  to  call  and  examine  our  carefully 
selected  stock  of  Fall  Importations,  and  feel  sure 

that  many  trade-winning  ideas  will  be  the  result. 

The  D.  McCALL  CO.,  Limited 
TORONTO 

WINNIPEG        MONTREAL  OTTAWA        QUEBEC 

f  lease  menHon  The  Review  to  Advertisers  and  I  hen   1  raveiers 



Review  of  the  Canadian  Millinery  Trade 
Black  Will  Have  Strong  Vogue  —  Persian  Colorings  Promise  Well  —  Satin 
Gaining  in  Favor  —  Turbans  to  be  Prominent  Feature  —  Ribbons  to  be  Much 
Used  —  Handsome   Aigrettes   and    Plumes. 

ACCORDINU  to  indications  advanced,  another  bis;' 
black  season  is  opening.  Even  when  color  i'- 
used  in  Paris  it  is  veiled  with  some  transparent 

fabric  in  black  or  grey  and  most  probably  this 
veiling  etJect  will  influence  the  Fall  millinery.  Thus,  a 

large  hat  of  black  plush  had  as  a  trimming  two  immense 
white  wings  veiled  with  Chantilly  lace.  The  lace  was 
cut  the  exact  shajje  of  the  wings  and  was  edged  with  nar- 

row folds  of  black  satin.  Black  and  Avhite  is  the  most 

fashionable  combination  in  millinery  at  the  present  mom- 
ent and  promises  to  be  strongly  in  vogue  during  the  Fail. 

Grey  and  white  is  almost  as  prominent,  but  this  combina- 

tion as  a  rule  does  not  take  well  in  popular-priced  millin- 
ery. 

For  the  early  season,  at  any  rate,  Persian  colorings  in 

melange  effects,  as  well  as  in  pine-patterned  fabrics, 
promise  well,  and  plaids  on  the  tartan  order  are  talke  1 
of  as  likely  to  follow  the  vogue  of  Paisly  colorings. 

■Opinions  as  to  the  color  tt)  be  used  are  not  very 
definite,  but  blues  are  slated  for  a  high  place  and  there 
is  some  interest  manifested  in  the  new  purple  blues 

placed  first  under  the  name  of  "comete"  on  the  syndi- 
cate card;  the  new  browns  "faisane"  are  also  looked 

upon  with  a  favora'ble  eye,  and  there  is  a  new  grey  that 
contains  a  hint  of  pink  that  is  talked  about.  Seal  greys 
and  nickel  shades  are  also  likely  to  be  good.  The  colors 
favored  run  to  very  dark  shades. 

Since  the  early  Spring,  satin  has  been  gaining  in 
favor  in  European  fashion  centres  and  the  satin  suit  and 
gown  has  been  and  is  the  one  now  most  worn  abroad. 
This  vogue  of  satin  is  expected  to  be  strongly  reflected 

in  the  millinery  for  early  Fall  and  many  satin  hats  will 
be  worn. 

The  Made  Hat  in  Favor. 

It  is  whispered  also  that  the  coming  season  is  to  see 
the  made  hat  in  high  favor.  This  will  be  good  news  to 
the  trade,  as  it  means  a  large  demand  for  millinery 
fabrics,  and  an  increase  of  importance  to  tlie  workroom. 

The  vexed  question  of  the  size  of  the  hat  always  looms 
up  at  this  period  of  both  the  Fall  and  the  Spring  sea.son. 
Many  authorities  favor  the  turban  for  Fall,  and  there 
is  little  doubt  that  turbans  will  be  a  (big  feature  in  the 
coming  Fall.  This  hat  is  really  never  out  of  style  in 
Canada,  as  it  is  so  perfectly  suited  to  the  Winter  climate 

of  the  Dominion,  and  it  is  perfectly  certain  that  the  tui'- 
ban  under  its  latest  developments  will  be  well  worn  in 

the  coming  Wintei'.  It  is  pretty  certain  that  the  turbans 
shown  and  worn  will  only  be  small  by  comparison.  For 
dress  hats  large  models  will  be  shown. 

Velvet  hats  and  velvet  in  combination  Avith  other 

fabrics  are  also  strongly  indicated. 

From  present  indications  the  manufacturers  of  rib- 
bons are  going  to  have  an  unusually  good  season.  Ribbon 

trimmed  hats  are  very  much  the  vogue.  Very  wide  rib- 
bons are  made  into  large  bows  of  many  loops. 

The  latest  shape  is  a  cloche  of  medium  size  that  has 

the  ibrim  raised  to  a  point  in  front,  and  a  poke  bonnet 
shape  that  has  the  brim  raised  high  at  the  back  showing 

the  hair.  Flowers  have  almost  disappeared,  handsome 
aigrettes  and  plumes  are  used  on  the  majority  of  hats  for 
dressy  wear,  and  fancy  mounts,  wings,  quills,  etc.,  are 
used  to  trim  less  pretentious  millinery. 

New  York  Wholesale  Openings. 

Office   of   Tlie   Dry   Goods   Review, IGO  Broadway, 

New  York,  August  1. 

So  far,  the  openings  have  been  confined  to  the  down- 
town houses.  The  majority  of  these  will  have  a  second 

display  the  first  week  of  August  at  which  time  the  up- 
town houses  will  have  their  first  openings.  By  this  is 

not  meant  the  retail  openings,  but  the  openings  for  the 
trade. 

The  majority  of  the  models  are  in  the  turban  and 
toque  lines,  (but  the  large  hats  that  are  shown  are  very 
large  and  differ  very  little  from  the  large  hat  worn  a^ 
present  with  the  very  important  exception  that  in  nine 
out  of  ten  cases  a  bandeau  is  introduced. 

It  is  not  surprising  to  those  who  have  followed  the 
modes  to  learn  that  the  mushroom  shapes  are  to  be  the 
leaders  in  hats  and  turbans,  or  that  the  latter  particu- 

larly are  to  be  high,  almost  absurdly  so.  The  high  back 
line  that  has  been  discussed  and  expected  since  Chante- 

cler  popularized  the  fashion  of  wearing  one 's  plumage 
behind,  is  now  not  a  rumor  but  a  fact.  Scoop-like  hats 
are  plentiful  and  these  have  a  bandeau  at  the  back, 
which  is  often  quite  heavily  trimmed.  This  is  a  decidedly 
new  departure. 

Practical  and  Smart. 

The  draped  turban,  made  of  beaver  or  silk  or  velvet 
and  the  cloche  made  of  felt  or  beaver  hoods,  are  prob- 

ably the  most  favored,  for  they  are  practical  as  well  as 

smart.  Felt  crowns — the  crush  or  telescope  kind — and 
coronets  of  fur  beaver  or  some  novelty  banding  are 
favored.  For  this  purpose  and  for  making  the  entire 
hat  are  beaver  strips  in  many  attractive  color  schemes 

and  designs,  among  which  the  polka  dot  effects  are  con- 
spicuously prominent,  the  dot  (being  of  beaver  in  a  con- 

trasting color,  or  of  velvet  or  pasted  feathers. 

Cashmere  Colorings. 

All  materials,  not  exclusively  of  feather  bands, 

l^lateaux,  etc.,  are  to  be  had  in  the  cashmere  colorings. 
There  is  apparently  a  greater  demand  expected  for  mixed 
colors  in  mottled  effects  and  other  fancy  designs  than 

for  plain  goods,  with  the  exception,  of  course,  of  velvet 
and  of  black  satin. 

Black  Satin  Favored. 

In  this  connection  it  may  be  stated  that  black  satin 
is  the  favorite  fabric  at  present.  Not  only  are  black 

satin  jackets  the  very  latest  fad,  and  black  satin  trim- 
ming the  latest  fancy,  but  hats  are  made  wholly  or  in 

part  of  satin,  the  majority  being  black,  although  color's 
are  used.     As  to  color,  comet-blue,  which  is  not  far  re- 
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Persian  and  Oriental  Effects. 

It  would  be  au  iuipossibilit y  lo  cunnicraU'  the  colors 

used,  siuce  iu  the  I'ersiau  and  other  Oiieulal  (d'f'ects  every 

hue  (d'  the  rainbow  is  employed.  Many  materials  are  in 
t\Mi-toui'  effect;  even  velvets.  Twill,  rib  and  corded  silk'^ 

in  two-tone  effects  are  well  thought  of,  and  the  Chan- 

s>eant  I'ibbons  and  silks  are  as  we  know  beinj;'  u.sed  nov/ 
on  the  late  Summer  elTects.  Few  hats  ai'e  in  solid  coloi- — 
those  that  are  not  black  aud  white  or  black  and  bright 
blue  are  a  medley  of  shades. 

Practically  all  hats  are  high,  and  higher  at  the  back 

than  at  any  olhir  point,  for  the  trimming  is  usually 

l)laced  at  the  back  or  almost  at  the  back,  and  is  nearly 

always  higher  than  the  high  crown,  which  is  very  high  in- deed. 

Novelties  in  Fancy  Feathers. 

The  fancy  feather  houses  have  a  gala  air,  for  every 

one  is  telling  every  one  else  that  it  is  going  to  be  si 

wonderful  "fancy"  season. 
The  most  important  novelties  are  the  vulture  feather 

which  is  sometimes  passed  as  an  ostrich  imitation — 
and  the  neumedee  feather  which  is  not  unlike  a  paradise 

only  curled  backward  at  its  end  and  is  really  a  Chinese 
pheasant.  This  is  always  arranged  in  high  standing 

effects,  and  is  used  with  other  feathers  much  as  aigrettes 

are.  Indeed  this  arrangement  is  the  most  favored  of  all 

this  season,  aud  it  is  called  the  bush  effect.  It  often 

happens  that  the  entire  top  of  the  hat  is  hidden  under 

one  of  these  branching  feathers,  which  are  dyed  in  rows, 

black  and  white  being  the  favorite.  Some  feathers  wli'^n 
t leated  this  way  look  like  a  checker  board,  but  the  more 

feathery  kind  do  not  produce  as  definite  an  effect,  but 

look  more  irregular  as,  of  course,  they  do  not  stay  always 

in  the  same  position.  Salt  and  pepper  feathers,  some 

dub  them,  but  this  is  misleading  as  one  usually  thinks  of 

speckled  effects  under  that  caption.  Vulture  is  treated 

this  way  and  is  really  the  leading  feather  feature  so  far. 

The  Western  Crop  Outlook. 
According  to  the  latest  crop  report  from  the  west 

received  from  a  large  financial  institution,  the  outlook, 

notwithstanding  the  effects  of  dry  weather,  is  very  en- 
couraging. Of  course,  some  districts  have  suffered  more 

than  others.  Naturally  in  these  districts,  farmers  are 

rather  pessimistic,  but  the  reverse  conditions  prevail  in 

other  parts,  as  much  as  30  to  35  bushels  per  acre  ibeing 
expected.  On  the  C.P.R.  main  line  at  Portage  la  Prairie, 

the  continued  drought  has  lessened  prospects  of  a  fair 

crop.  Wheat  is  not  expected  to  average  more  than  10 
to  12  bushels  per  acre.     Oats  and  barley  are  light. 

At  Brandon,  a  great  deal  of  the  crop  on  Fall  plow- 
ing, particularly  to  the  northwest  and  southwest,  is  not 

worth  cutting.     Farmers  expect  about  7  bushels  per  acre. 

At  Virden  the  general  outlook  is  bright,  considering 
the  continued  drought. 

Elkhorn  farmers  expect  a  wheat  yield  of  12  to  13 

bushels  per  acre.  The  oat  crop  here  has  been  benefited 

by  rain. 
Rain  has  impi'oved  crop  prospects  at  Moosomin,  grain 

is  Imported  to  be  filling  well.  The  average  should  be  l-i 
l)ushels  to  the  acre,  although  some  farmers  expect  more. 

In  Regina  Summei'  fallow  crops  appear  to  be  in  good 
condition,    while   at    Moose   Jaw   conditions   are   excellent 
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and  the  outlook  is  bright.  The  harvest  is  expected  to  b;^ 
10  days  earlier.  Morse  expects  oats,  wheat  ami 
flax  to  average  9  bushels  to  the  acre. 

An  encouraging  report  comes  from  Swift  Current. 
Rain  fell  in  this  district,  and  crops  are  not  sulferiuii. 
Flax  is  expected  to  yield  a  good  crop. 

Bassano  farmers  look  for  15  to  20  bu-licls  to  tlic  aero. 

At  Gleichen  prospects  are  {.xior.  and  tlio  same  conditions 
prevail  at  Strathniore.  where  some  farmers  are  offering 
land  for  sale  with  the  idea  of  returning  to  the  Stales. 

Wheat  is  expected  to  yield  o  ibushels,  oats  15.  flax  3  and 
barley  3  bushels  to  the  acre.  Weather  conditions  at  Cal- 

gary are  not  improved,  it  is  believed  that  crops  in  many 
instances  will  be  a  total  failure.  An  encouraging  report 
comes  from  Southern  Manitoba.  At  Carman  the  rain  is 

doing  a  great  deal  of  good.  It  is  expected  that  the  raia 
will  prove  beneficial  to  wheat  now  filling  at  Elgin.  Tre- 
herne  farmers  look  for  an  average  yield  of  18  to  14  bush- 

els; the  outlook  here  is  improved.  In  Northern  Mani- 
toba there  is  every  prospect  of  a  good  harvest.  Crops 

are  developing  at  Durban,  Fall  wheat  was  to  be  cut 

shortly  after  this  report  was  received;  a  fine  yield  is  ex- 
pected.    At  Swan  River  crops  are  looking  excellent. 

On  the  C.P.R.  to  Saskatoon,  the  outlook  is  fairly  sat- 
isfactory. Rain  is  doing  good,  and  grain  is  looking  weU. 

Refros  farmers  expected  to  begin  harvesting  about  the 
first  week  in  August. 

The  Saskatoon  report  is  that  oats  aie  light,  but  it  is 
expected  that  showers  will  improve  conditions. 

On  the  C.N.R.  main  line,  prosi^ects  are  excellent; 
crops  are  doing  nicely.  In  some  places  wheat  is  4  to  4 
feet  8  inches  in  height.  This  district  is  in  good  sha23e. 
the  weather  being  favorable.  Langham  farmers  expect 
wheat  to  average  15  ̂ bushels  per  acre,  oats  are  not  so  good. 
In  Radison.  wheat  on  Summer  fallow  is  expected  to  vieM 

20  to  25  bushels  to  the  acre.  In  some  places  crops  need 
rain.  On  the  C.P.R.,  Fdmonton  to  Calgary,  conditions 

arc  good. 
On  the  Soo  Liiu',  prospects  are  encouraging.  In 

Drinkwatcr  the  wheat  yield  is  e-^tiniated  at  21)  to  23 
huslu'ls.  oats  30  to  35  and  flax  10  to  12  ibushels  to  the  aero. 

On  llu'  C.P.R.  Saskatoon  to  Calgary,  part  of  the  crop 
will  not  go  over  10  bushels  to  the  acre.  In  some  places, 

however,  a  yield  of  25  to  'M)  bushels  is  expected.  In 
Kindersley,  not  mow  than  30  to  35  per  cent,  of  the  crop 
will  be  harvested. 

On  the  C.N.R.  Prince  Alhi'it  district,  wheat  is  well 
headed  out.  In  Rivers,  in  the  south  and  southwest,  wheat 

is  expected  to  yield  8  bushels,  oats  25  bushels,  to  the 
acre.  In  the  west,  farmers  expect  to  reap  14  bushels  of 
wheat  to  the  acre,  and  30  bushels  of  barley. 

Consequent  on  the  anxiety  felt  regarding  crops  in  the 
west ;  wholesalers  have  received  some  cancellations. 
Others  have  been  requested  to  hold  over  goods  until  the 
outlook  seemed  more  settled,  while  others  again  received 
no  cancellation. 

Gave  Workers  a  Picnic, 

The  staff  of  Home  &  Watts,  Ltd.,  Toronto,  enjoyed 
their  first  annual  picnic  on  Saturday,  Aug.  6,  at  Centre 
Island.  Over  one  hundred  workers,  from  the  heads  of 
the  firm  down,  spent  a  strenuous,  but  pleasant  afternoon. 
There  were  the  usual  games,  races,  etc.,  all  participated 
in  heartily  by  the  more  athletic  members  of  the  party, 

while  the  "feed"  found  everyone  ready.  Mr.  Home  and 
Mr.  Watts  were  both  present,  and  entered  thoroughly  in- 

to the  spirit  of  the  gathering.  The  firm  contributed  gen- 
erously to  the  handsome  list  of  prizes  awarded  the  win- 

ners in  the  different  atliletic  contests. 
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Hudson  Seal,  Pony  and  Muskrat  Lead  for  Semi-fitting  Coats 
All  Have  Sold  in  About  Equal  Quantities  —  Persian  Lamb  has  Done  Well, 
Although  Prices  Have  Advanced  15  to  20  Per  Cent. —  Notable  Increases  at 
London     Sales  —  How    to    Take    Care    of    Fur    Stock    During    Summer 

THE  number  of  first-class  retail  firms  demanding 
furs  on  the  consignment  plan  is  getting  to  be 
fewer  and  fewer,  and  furriers  in  general  would 
be  only  too  willing  to  dispense  with  this  kind  of 

business  altogether,  the  difficulty  being,  of  course,  to  get 
them  all  to  combine  against  it.  In  the  competition  for 

business  now-a-days,  many  firms  send  furs  on  consign- 
ment solely  because  if  they  did  not  do  so  others  would. 

One  traveler  states:  "I  called  last  March  on  one  of  my 
old  customers,  wishing  to  show  my  samples,  but  I  was 

met  with  the  remark,  'I've  got  my  place  full  of  furs, 
don't  want  any  more,  I'm  going  to  send  all  this  lot 
back.'  The  furs  in  question  were  lying  helter-skelter 
all  over  the  place,  and  the  way  they  had  been  kept  for 
tile  last  few  months  certainly  did  not  help  any  in  their 
selling.  The  fact  is  that  a  man  has  got  to  be  touched 
in  his  pocket;  it  has  got  to  be  a  matter  of  dollars  and 
cents  with  him.  Consequently  he  will  try  harder  to  sell 
stock  he  has  paid  for  than  he  ever  will  with  stock  which 
he  can  return  at  any  time.  The  consignment  plan  is 

certainly  detrimental  to  business  both  for  the  manufac- 

turer and  the  retailer." 

The  Fashionable  Furs. 

For  semi-fitting  fur  coats  which  are  to  be  in  such 
strong  demand  this  next  season  the  most  wanted  furs 

are  Hudson  seal,  pony  and  muskrat.  They  have  sold  in 
about  equal  quanities.  The  next  best  demand  being  for 
Persian  lamb  and  astrachan. 

For  the  small  fur  pieces,  mink  and  all  furs  at  a 
lower  price  resembling  mink  are  eagerly  bought.  Black 
lynx,  fox,  in  white,  black  and  Isabella,  also  Persian 

lamb  are,  of  course,  in  demand,  with  ermine  and  imita- 
tion ermine  a  good  saleable  fur  in  the  larger  towns.  This 

also  applies  to  cloaks  for  in  the  larger  cities  where 
plenty  of  amusements  are  the  order  of  the  day,  long 

cloaks  made  of  ermine  are  being  bought  to  sell  for  eon- 
cert   and  theatre  wear. 

V 

Advances  in  Fur  Prices. 

The  advance  in  Persian  lam'b  prices  has  been  as  we 
advised,  prices  having  gone  up  15  to  20  per  cent.  This 
is  not  very  surprising  when  one  takes  into  consideration 
the  fact  that  the  coming  season  is  to  be  unquestionably 

(inc  of  coats,  and  Persian  lamb  coats  are  therefore  sure 
III  i)lay  a  strong  part  in  the  fur  business.  In  the  report 
of  Lampsou  &  Co.,  London.  July  sales  of  raw  furs,  the 

following  are  the  most  noticeable  advances: — Opossum. 
10  per  cent,  higher  than   last  March;   Chinchilla,  10   per 

cent,  higher  than  last  March;  Skunk,  10  per  cent,  higher 
than  last  March;  Muskrat,  black,  10  per  cent,  higher 
than  last  January;  Raccoon,  Russian  Sable,  Mink,  Lynx, 
Silver  Fox,  Cross  Fox,  Blue  Fox,  same  as  last  March; 
Beaver  same  as  last  January.  The  purchase  of  stock 
seems  now  a  good  investment,  in  the  light  of  the  price 
raise  that  has  taken  place,  the  continued  firmness  of 
prices,  and  the  growing  confidence  of  a  big  demand  ow- 

ing to  a  good  Fall  business. 

Western  Crop  Influences  on  Furs. 
Staff  Correspondence. 

Winnipeg,  Aug.  8. 

During  the  time  when  travelers'  orders  were  coming 
in  for  all  classes  of  furs,  there  was  no  feeling  anywhere 
in  the  West  that  there  would  be  a  limited  crop.  As  a 
consequence  the  orders  were  large  and  for  a  wide  range 
of  high  grade  and  high  priced  stock.  Just  now  when 
these  orders  are  being  filled,  wholesalers  are  receiving 
cancellation  notices  and  advices  from  certain  centres  to 
limit  the  orders. 

The  extent  to  which  the  fur  trade  may  suffer  is  quite 
uncertain,  as  it  is  believed  that  the  present  situation  has 
been  somewhat  overdrawn.  Wholesalers  are  unwilling  to 
stock  the  merchants  heavily  as  this  has  proven  to  be  an 
unwise  business  policy.  On  the  other  hand  the  merchants 

are  going  slow  until  the  general  condition  of  the  country 
warrants  them  in  living  up  to  the  orders  placed  several 
months  ago. 

However,  there  are  comparatively  few  districts  in 
which  the  crop  will  be  a  partial  failure  and  the  increased 
area  under  cultivation  this  year  will  no  doubt  bring  tiie 
average  yield  up  to  a  substantial  amount.  Wholesnle 
firms  claim  that  the  orders  which  will  remain  unmolested 

will  at  least  bring  the  trade  up  to  that  of  last  year. 
From  the  standpoint  of  the  retail  fur  dealers,  the 

outlook  does  not  look  serious.  The  local  retail  fur  trade, 

which  may  be  fairly  taken  as  an  indication  of  the  same 

trade  everywhere  in  the  West,  feels  that,  had  to-day's 
reports  of  a  partial  crop  failure  come  in  six  years  ago, 
it  would  have  'been  wise  to  cancel  some  of  the  fur  orders. 
But  times  have  changed.  There  are  comparatively  few 
stores  selling  furs  and  these  are  in  no  fear  of  a  ret.iil 

market  being  glutted  with  marked  down  prices,  and  bank- 
rupt stocks  of  furs.  Any  indication  of  weakness  which 

may  appear  this  year  will  result  from  the  continuous 

risinu'  in  the  prices  of  furs  and  the  resultant  caution  in 
methods  of  buying  and  manufacturing  furs  and  filling 
orders. 



Seasonable  Hints  to  Dry  Goods  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

THE   SILKS   COMPANY. 

Composed  of  men  formerly  asso- 
ciated actively  with  K.  Ishakawa 

Co.,  The  Silk.s  Company.  Ltd.,  has 

commenced  business  under  mos't  fav- 
orable circumstances.  This  firm  has 

warerooms  at  21  Wellinirton  St. 

West.  Toronto,  and  with  the  wide 

connection  it  already  has  with  the 

trade  there  is  every  prospect  that  a 

very  larg-e  business  will  be  built  up. 
Mr.  Ibukate,  a  member  of  the  firm 

of  K.  Ishakawa  Co.,  and  Mr.  Powley, 
Mr.  Harrima  and  Mr.  Nixon,  also 

formerly  connected  with  the  old 

company  are  actively  associated  with 
The  Silks  Co. 

With  these  gentlemen  are  finan- 
cially interested  several  others  re- 

presenting considerable  capital.  This 

fact  coupled  with  their  wide  know- 
ledge of  and  long  connection  with 

the  silk  business  puts  the  newly 

formed  company  in  a  particularly 
strong  position.  It  also  enables 

them  to  easily  obtain  that  impor- 
tant advance  information  that  forms 

no  valuable  an  asset  in  eonductinf!: 
this  class  of  business,  and  ensures 

that  intimate  acquaintance  with  the 
various  silk  markets  that  enables  a 

firm  to  give  their  customers  the 

closest  possible  prices,  and  the  best 
values  the  market  affords. 

HANDSOME   FUR   CATALOGUE. 

"Fur  Fa.shions"  is  the  appropriate 
title  of  a  handsome  catalogue  of 

"Moose  Head"  brand  of  furs,  issued 
by  L.  (Jnaedinger,  Son  &  Co.,  Mon- 

treal. The  general  get-up  of  this 
book  is  along  the  lines  of  their  an- 

nual catalogue  well-known  to  most 
fur  buyers,  but  enlarged  to  32  plates, 
showing  almost  their  entire  line.  It 

contains  illustrations  of  twelve  styles 
of  fur  garments,  eleven  cloth  cloaks 

fur  lined,  twenty-nine  mufT  styles, 

forty-five    neck     and  .shoulder  pieces, 

besides  ladies'  and  men's  caps  and 
gauntlets,  and  men's  fur  coats  and 
fur  lined  coats.  When  one  rcalizcM 

iiow  many  different  varieties  of  fur 

each  separate  style  is  produced  in  it 

becomes  an  ea.sy  matter  to  under- 
stand how  large  a  range  of  samples 

this   firm  shows. 

The  thirty-two  plates  comprising 
this  handsome  book,  and  printed  in 
two  colors  on  heavy  coated  paper 

are  bound  with  libbon  in  a  heavy 

cover,  but  are  easily  removed  and 
can  be  distributed  around  a  counter 

or  show  window  helping  the  display 

of  furs,  and  as  a  price  list  is  issued 

apart  fiom  the  illustrations,  cus- 
tomers can  study  styles  without 

gaining  information  regarding  prices. 

Every  merchant  who  handles  furs 
should  have  a  copy  of  this  book. 

FANCY  COMB  NOVELTIES. 

Latz  Bros.,  438  Broadway,  New 

York,  are  carrying  the  complete  sam- 
ple line  of  Alfred  Burke  &  Co., 

Leonmister,  Mass.,  and  will  be  glad 

to  show  these  goods  to  out  of  town 

buyers  visiting  New  York.  Alfred 

Burke  &  Co.  have  an  enviable  repu- 

tation, as  "The  House  of  Always 

Something  New."  In  this  issue  of 
The  Review  they  are  advertising  a 

now  line  of  strikingly  attractive 

barrettcs.  These  are  only  a  few  sel- 
ected from  the  very  extensive  range 

they  manufacture.  These  numbers 

have  been  big  sellers.  They  should 

prove  equally  good  numbers  for  Can- 
adian jobbers.  Buyers  should  call  on 

I^atz  Bros.,  when  in  New  York,  ani 

investigate  this  line. 

Latz  Bros,  are  known  to  be  suc- 
cessful representatives  for  other 

houses  and  bear  the  reputation  (if 

treating  customers  to  their  (•ntir( 
satisfaction. 

ESTABLISH    CANADIAN    OF- FICES. 

Sjiitzer  15ros.  &  Co.,  Ltd.,  have 
established  themselves  in  Canada, 

havin;,'  warerooms  in  the  Ogilvic 
Building,  ()3-(i5  Bay  St.,  Toronto,  in 

charge  of  Mr.  J.  Fred  L'eitch.  A  full 
range  of  their  laces,  embroideries, 
nets,  etc.,  is  carried.  Importations 
are  received  weekly  and  buyers  will 
always  find  the  very  newest  things  in 
their  line.  Spitzer  Bros.  &,  Co.  have 
factories  at  Nottingham,  Plauin, 

Calais,  St.  (iall,  Caudry  and  Bar- 

niin. 

SOMETHING  NEW  IN  COATS. 

M.  Pullan  &  Sons  are  showing  a 
decidely  new  and  attractive  separate 
coat  this  season  in  a  military  effect, 
double-breasted  with  high  military 
collar,  trimmed  with  velvet  and 

fancy  braid.  This  is  a  52-inch  semi- 
fitting  coat,  and  is  causing  favorable 
comment  from  ready-to-wear  buyers 
everywhere. 

The  coat  has  considciablo  advan- 
tages over  the  College  or  Prussian 

collar  coats,  in  that  it  is  not  so 
bulky  around  the  neck,  and  is  more 
suitable  for  the  use  of  ̂   fur  throw 

or  tic. 

Don't  Worry  About 
Your  Bad  Debts! 

Give  them  to  us  and  we  will 

likely  get  you  more  out  of 

them  than  your  most  san- 
guine expectations. 

IheBeardwoodAgency.Ltd. 
Collections,  Accounting  and 

Liquidations  a  Specialty 

401  Quebec  Bank  BIdg.,  Montreal 
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Condensed  Advertisements 

M 
AGENTS    WANTED.   

AZAMET  WOOL— Agent  warned  selling  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

ADVERTISING  CUTS. 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  Stock  cuts,  Our  fashion  and  millinery 
plates  are  made  from  the  latest  models  and 

will  lend  character  and  distinctiveness  to  your 
advertising:.  Send  to  day  for  proof  sheet  and  prices. 

Advertisers'  Stock  Cut  Agency,  Mail  Building, Toronto,  Canada,  (9) 

SALESMAN  WANTED. 

SALESMEN  AND  SALESWOMEN  WANTED— 
Thousands  of  good  positions  now  open,  pay- 

ing from  $100010  $5000  a  yearand  expenses. 
No  former  experience  needed  to  get  one  of  them. 
We  will  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weeks  and  assist  you 
10  secure  a  good  position,  and  you  c  n  pay  for  your 
tuition  out  of  your  earnings.  Write  to-day  for  full 
particulars  and  testimonials  from  hundreds  of  men 

and  women  we  have  placed  in  good  positions,  pay- 
ing from  $100  to  $500  a  month  and  expenses. 

Address  nearest  office.  Dept.  265,  NATIONAL 

SALESMEN  TRAINING  ASSOCIATION,  Chl- 
cag  •,  New  York,  Minneapolis,  Atlanta,  Kansas 
City,  San  Francisco. 

SITUATIONS  VACANT. 

DRY  GOODS  CLERKS— Increase  your  salary 
$10  to  $20  a  month   by   learning   Show  Card 
writing.     Easy,  quick  and   cheapest   system. 

Send  for  booklet,   it's  free.    Simplex    Sign    Co., 
Hamilton,  Ont.  (tf) 

  MISCELLANEOUS.   
A  BOOK-KEEPING  STAFF  IN  ITSELF,  doing 

the  work  with   machine   precision    and  accu- 
racy, the  National  Cash  Registfr.     Write  for 

demonstration    literature.      The     National     Cash 
Register  Co.,  285  Yonge  St.,  Toronto. 

A  BOON  to  every  drygoodsman.  A  per- 
fectly reliable  fountain  pen  is  to  be  found  in 

the  Beaumel  "  Rival"  Pen.  Easy  to  till,  non- 
leakable,  and  writes  with  exceptional  smoothness. 
Gold  nibs  of  thicknesses  to  suit  every  style  of 
handwriting.  Guaranteed  in  every  respect.  Sold 
by  all  stationers.  A.  R.  MacDougall  &  Co.,  Cana- 

dian Agents,  Toronto. 

ACCURATE  COST  KEEPING  IS  EASY  if  you 
hive  a  Dey  Cost  Keeper.  It  automatically 
records  actual  time  spent  on  each  operation 

down  to  the  decimal  fraction  of  an  hour.  Several 
operations  of  jobs  can  be  recorded  on  one  card.  For 
small  firms  we  recommend  this  as  an  excellent 

combination- employes'  time  register  and  cost 
keeper.  Whether  you  employ  a  few  orhundreds  of 
hands,  we  can  supply  you  with  a  machine  suited  to 
your  requirements.  Write  for  catalog.  Inter- 

national Time  Recording  Company  of  Canada, 
Limited,  office  and  factory  29  Alice  Street, 
Toronto. 

ANY  MAN  who  has  ever  lost  money  in  the  mails 
has  had  occasion  to  learn  by  painful  exper- 

ience that  the  only  properway  to  remit  money 
is  by  Dominion  Express  Money  Orders  and  For- 

eign Drafts-  If  lost  or  delayed  in  the  mails,  a 
prompt  refund  is  arranged,  or  new  order  issued 
without  further  charge. 

pOPELAND-CHATTERSON  SYSTEMS-Short, \y    simple.     Adapted   to    all  classes   of  business. 
Copeland-Chatterson-Crain,     Ltd.,     Toronto 

and  Ottawa. 

COUNTER  CHECK  BOOKS-Especially  made 
for  the  dry  goods  trade.  Not  made  by  a  trust. 

Send  us  samples  of  what  you  are  using — we'll 
send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 

tems. Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-power  elevator  will  double  your  floor 

space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling'  space,  at  the  same 
lime  increasing  space  on  your  ground  floor.  Costs 

only  $70.  Write  for  catalogue  "B."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 

sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Register  Co.,  Daylon,  Ohio;  123  Bay  St., 
Toronto;  258,'2  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard      Writing-Adding 
Machines     m»ke    toil    easier.     Elliott-Fisher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 

and  Room  314  Stair  Building,  Toronto. 

ELIMINATE  FIRE  RISK,  save  insurance,  re- duce maintenance  costs  and  save  money  on 
your  actual  building  work  by  using  the  KAHN 

SYSTEM  of  Fireproof  Construction.  Used  in 
many  of  the  largest  business  premises  on  this 
Continent.  Write  for  catalogue.  Trussed  Con- 

crete Steel  Company  of  Canada,  Ltd.,  Walker  Rd., 
WalkerviUe.Ont.  (tf) 

ERRORS  AVOIDED,  LABOR  SAVED  — Using the  Shouperior  Autographic  Register.  Three 
copies  issued  at  one  writing.  1st,  Invoice; 

2nd,  Delivery  Ticket;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  of  carbons.  High 

grade  printing  and  neat  invoices.  Make  full  In- 
quiry. Autographic  Register  Co.,  191-193-195 

Dorchester  St.  East,  Montreal.  (tf) 

FIRE  INSURANCE.    Insure   in    the    Hartford. 
Agencies  everywhere  in  Canada. 

FOR  THE  MONTH  OF  AUGUST  ONLY  we 
offer  some  exceptionally  good  values  in  rebuilt 
Smith  Premier  Typewriters.  Do  not  fail  to 

write  us  for  prices.  They  will  astonish  you  ;  so 
will  ihe  high  quality  of  the  machines.  THE 
MONARCH  TYPEWRITER  CO.,  LIMITED,  98 
King  Street  West,  Toronto. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
The  Multigraph  does  absolutely  every  form  of 

printing.  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circularletters.  Write  us.  American 
Multigraph  Sales  Co.,  Ltd.,   129  Bay  St.,  Toronto. 

TMPORTANTTO  TAILORS  AND  CLOTHIERS 

1  —Buy  your  cloths,  tweeds  and  serges  direct 
from  Scotland.  We  supply  pattern  cards  free, 

containing  all  the  newest  and  up-to-date  goods  and 
the  best  value  obtainable.  Orders  sent  by  post 
carriage  paid.  Patterns  for  1910  ready  in  Decem- 

ber. Write  for  them  now  to  A.  Oliphant  &  Co., 
Wholesale  Woollen  Merchants,  133  Trongate, 
Glasgow. 

TF  YOU  have  been  afflicted  with  one  of  those 

■*■  fountain  pens  that  won't  write  when  you  want 
it  to,  or  leaks  when  youdon't  want  it  to,  give  it 

away  to  one  of  your  poor  relations  and  buy  a 

Moore  Non-Leakab'e  Fountain  Pen  and  you  will 
be  happy.  Consult  your  stationer.  W.  J.  Gage 
&  Co.,  Toronto,  sole  agents  for  Canada. 

KAY'S    FURNITURE    CATALOGUE    contains 
160    pages   of   fine    half-tone    engravings   of 
newest  designs  in  Carpets,  Rugs,  Furniture, 

Draperies,    Wall   Papers  and    Pottery  with  Cash 

Prices.     Write    for   a   copy— it's    free.     John   Kay 
Company,  Limited,  36  King  St.  West,  Toronto. 

KEEP  ACCOUNTS  without  book-keeping.  A 
century  ago  accounting  meant  keeping  books. 
To-day  you  can  keep  accounts  cheaper,  better, 

quicker  and  more  accurately  by  throwing  away  all 
books  and  installing  a  .McCaskey  Account  Register. 

Don't  be  skeptical— investigation  costs  nothing. 
Write  us  to-day.  Dominion  Register  Co.,  Ltd., 
100  Sradina  Ave.,  Toronto.  (tf) 

T  ACE  CURTAINS  AND  NETS.- See  the  latest 
i_/  novelties  and  makes.  Special  make  of  Fish 

Net  Curtains.  Be  wise,  see  the  smartest 
range  in  Ihe  trade.  Callorwrite.  Representative: 
E.  Fenton,  7  13  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach.  Curtain  Maker,  2  Low 
Pavement,  Nottingham,  Eng. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est buildings,  gives  better  results  at  lower  cost. 

"  A  strong  statement,"  you  will  say.  Write  us  and 
letus  prove  our  claims.  That's  fair.  Leach  Con- 

crete Co.,  Ltd.,  100  King  St.  West,  Toronto,     (tf) 

PROBABLY  the  most  talked  about  machine  in 
Canada  is  the  Hainer  Book-keeping  Machine. 
It  combines  in  one  machine  the  cash  and 

credit  register,  time  recorder  and  account  register. 
Representatives  wanted  everywhere.  Write  for 
our  proposition.  Book-keeping  Machines,  Ltd., 
424  Spadina  Ave.,  Toronto.  (tf) 

SAVE  50%  OF  THE  COST  OF  HANDLING merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 

spaoe  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son,  193  Terauley  Street,  Toronto.  (tf) 

SCOTCH  PLAID  STATIONERY  is   the    latest 
creation  for  business   and  society  correspon- 

dence.    Paper  and  envelopes  present  a   finish- 
ed linen  surface,  most  agreeable  to  the  pen  touch. 

Leading  stationers  have  it.    Write    for    samples. 
The  Copp,  Clark  Co.,  Limited,  Toronto.         (tf) 

THE  MAXIMUM  REDUCTION  in  Insurance Rates  results  from  installing  our  Fireproof 
Windows,  Doors  and  Skylights.  We  are. 

specialists  in  this  line  and  give  you  a  close  price 
consistent  with  really  fireproof  goods.  Manufac- 

'^■"i'"™? ""'■■*  Bucket  Tanks,  Fire  Extinguishers, Oily  Waste  Cans,  Corrugated  Iron.  Metal  Ceil- 
ings, Cornices,  etc.  A.  B.  ORMSBY,  Limited, Toronto. 

THE"KALAMAZOO"  LOOSE  LEAF  BINDER is  the  only  binder  that  will  hold  iust  as  many 
sheets  as  you  actually  require  and  no  more. 

Ihe  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 

Bros.  &  Rulter,  Ltd.,  King  and   Spadina,  Toronto. 

THE  METAL  REQUIRED  IN  A  MODERN CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  produce  at  minimum 

cost  Concrete  Reinforcements,  Fenestra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Fireproofing  Co.,  Ltd 
Eraser  Ave.,  Toronto.  /if\ 

TT^AREHOUSE    AND    FACTORY    HEATING 
"      Systems.      Taylor-Forbes     Company,   Ltd. 

Supplied  by  the  trade  throughout  Canada. 

VJ^ANTED— A  splendid  opportunity  for  dealers '''  to  handle  the  best  combination  Duplicating, 
Addressing  andOffice  Printing  Machine  on 

he  market.  Exclusive  territory.  Send  name  and 
address,  giving  occupation  and  references,  to  the 
Canadian  Writerpress  Company,  Ltd.,  33  John 
St  ,  Hamilton,  Ont. 

WHEN  BUYING  BOOKCASES  insist  on  hav- 
ing the   best  in  the  market-"  Macey    Sec- 

tional Bookcases."    Carried  in  slock  by  ill 
up-to-date   furniture  dealers.     Illustrated   booklet 
sent  free  on  request.    Canada  Furniture  Manufac- 

turers, Ltd. ;  General  offices,  Woodstock,  Onl.  (tf) 

YOU  can  display  your  goods  to  better  advantage 
through  the  use  of  up-to-date  fixtures.  We 
are  specialists  in  the  planning  of  stores  and 

offices.  Our  catalogue  contains  illustrations  of 
many  new  features  and  several  handsomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 
catalogue  J?  Jones  Bros.  &  Co.,  Ltd.,  30-32 
Adelaide  St.  West,  Toronto.  (tf) 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 
The  most  popular  hotel  in 

OTTAWA,    ONT. 

JAMES  K.  PAISLEY, Proprietor 

HALIFAX   HOTEL 
HALIFAX,  N.S. 

/ACCOUNTANTS   AND   AUDITORS. 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and 

Fire  Insurance  Agents. 
15i  Toronto  St.                           52  Can.  Life  Bldg. 
Toronto    Montreal   
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EVERY  "GORDON"  UMBRELLA 
IS  GUARANTEED 

THE  "GORDON" 
GUARANTEED 

Every  Gordon  umbrella  you  put  in 

stock  is  backed  up  by  the  strongest 

There  is  no  part  of  a  "Gordon" 

which  is  not  guaranteed — the  covers 

are  pure  silk,  boiled  to  make  it  dur- 

able— the  frames  are  guaranteed 

finest  imported  steel,  and  down  to 

the  smallest  detail  the  Gordon  is 

perfect. 

Even  the  ends  are  improved.  The 

ends  are  of  steel — and  screwed  on  to 

the  steel  rod,  instead  of  being 

cemented  or  glued  on  as  is  usually 

done. 

Which  of  your  customers  would  not 

prefer  a  guaranteed  umbrella? 

Specially  if  it  was  the  closest-rolled 

and  most  attractive  in  your  store? 

We  have  no  travelers,  so  write  us 

direct.  Think  over  the  benefit  of 

guaranteed  umbrellas. 

Eclipse  Umbrella 
Company 

100  LATOUR  STREET 

Montreal 
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To  the  Trade  August,  1910 

Our  Bureau  of  Information 

in  connection  vvith  Toronto's  Great 
Annual  Exhibition  for  1910  and  sight- 

seeing is  complete.  We  want  you  to 

make  our  warehouses  your  head- 
quarters when  in  the  City.  We  shall 

be  pleased  to  do  everything  we 

possibly  can  to  make  your  visit 

pleasing  and  profitable  to  you. 

You  are  Cordially  Invited 
to  be  present  at  our  Exhibition  of 

Linens,  Foreign  and  Domestic  Staple 

Cotton  Goods,  Silks  and  Dress 

Goods,  Ladies'  and  Children's  Ready- 
to-Wear  Goods,  Underwear,  Hosiery, 
Gloves  and  Fancy  Knitted  Wool 

Goods,  Men's  Furnishings,  Woollens, 

and  Tailors'  Trimmings,  commencing 
August  29th,  1910. 

JOHN  MACDONALD  &  CO.,  Ltd. 
TORONTO 



DPY GOODS 

s.rr^ 
I  teres  a  5omethir2g    aboat 

SwoRDcMecKWEAf^  iKat  iSlampvS 

its  ̂ Superiority,  ̂ ou  will  find   it 
in  its  Make,  *5  TV  LB  &  Quality 



I)  u  ̂ •    GOODS    R  !•:  \'  1  !•:  w 

Start  the  New 

Season  With  a 
Clean  Stock ! 

It's  bad  business  to  have 
old  fabrics  on  your 

shelves  mixed  up  with 

the  new  goods.  Avoid 

this  having  all  your  stock 

bright,  fresh  and  saleable 

— by  sending  the  off-color 
and  soiled  goods  to  these 

works  to  be  re-dyed  a 
staple  or  fashionable 

color. 

Dyeing  for  the  Dry  Goods 
and  Millinery  trades  is  a 

large  business  in  these 

works.  Our  complete 

equipment  and  skilled 

workpeople  give  the 

assurance  of  first-class 
work. 

Very  complete  satisfac- 

tion given  in  the  re-dye- 
ing and  curling  of  fine 

plumes  and  feathers. 

R.  Parker  &  Co. 
Dyers  to  the  Trade 

Toronto     -     Can. 

Rooster  Brand 

I  Crow ^ 

>^  Spring  1911 

OVERALL  SHIRTS 

Tlie  latest  is  our  Morou  Shirt,  Reversible 
Hound  Collar,  Turii-bju-k  CulVs,  Coat  Style, 
a  Winner.  Stock  Collars  Shirts,  Ties 
to  match.  Gilt  Ascot  Pins,  Negligee  and 
WouKiNG  Shirts,  Everything  new. 

TROUSERS,  Worsted,  Tweed  Whipcord, 
Bedford  Cord.  Corduroy,  White  Duck, 
Khaki,  Scotch  Flannels,  Cream  Serge, 
Hiding  Breeches,  etc. 

TWO    PIECE  HALF-LINED    SUITS 

Yachting  Jumpers,  White  Coats,  Bar  Vests, 
Aprons,  Overalls  and  Jackets. 

Robert  C.  Wilkins  Co.,  Limited 
Montreal 

THE  PERFECT  SUBSTITUTES  FOR  LINEN 

are 

LINNENE 
and 

LINNENE  C9RD' 
(Liniic-iie  vvitli  a  coril  effect) 

Ideal  Washing  Fabrics,  which  have  proved  immense 
successes  in  the  home  market  and  wherever  shewn. 

Now  introduced  to  the  attention  of  buyers  in  Canada. 
There,  as  elsewhere,  they  should  quickly  outdistance  in 
favour  all  other  wash  goods. 

They  are  free  from  the  crushiness  of  linen  and  drape  more 
gracefully.  In  all  dress  shades  AND  EVERY  COLOUR 

AS  FAST  AS  COLOUR  CAN  BE  MADF.  This  fast- 

ness of  colour  has  helped  to  make  the  "  Linnene"  success. 

THE  VERY  THING  FOR  TUB  GOWNS 

AND  CHllDREN'S  FROCKS 
Width,  M-n  iiii'h.    Piecp,  40-43  yards. 

STAMPED  "  LINNENE"  EVERY  FOUR  YARDS  ON  SELVEDGE 

■|  iiiiicTK- "  and  "Linnene  ( 'ord  ai'e  theproduetions  of  a 'eading  British  rirni 
ulio  supply  the  wholesuh-  and  Khippiny  only.  Patterns  and  the  names  of  firms 
able  lo  supply  ean  lie  had  froiii  Iheir  advertising  agents: 

The  British  Textile  Syndicate,  92  Market  St.,  Manchester. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Active 
Fall  Business 

Fall  stocks  in  all  departments  are 
of  a  size  and  diversity  to  adequately 

meet  your  sorting  wants. 

Your  want  list,  whether  given  to 
our  travellers  or  sent  by  mail,  will 

receive  prompt  and  accurate 
attention. 

Our  travellers  have  samples  of 

many  lines  of  Spring  goods.  You 

will  appreciate  the  values   shown. 

Greenshields  Limited 
Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Rosaline  Cheviot 

Costume  Cloth 

The  best 

Fashionable 

Shades 

Rolled  on 

♦he  varnished  board 

Dress  Fabrics 
For  Fall,  1910 

Make  a  leader  of  Priestley's  Fabrics  in 
your  Dress  Goods  Department  this  Fall. 

It's  a  sure  way  to  increase  your  business. 

Voiles 

Serges 

Taffetas 

Diagonals 
Venetians     Satin  Cloths 

Toledos         Alva  Twills 
Tussah 
Brocade JTussah 

[  Royals 
Silk  Warp  Crepe 

Panamas 

Broadcloths 

Melona  Cloth 

[Tussah 
[     Plisse 

[Rosettas Plisse 

Rosaline  Costume 

Wool  Mattings 

Brandon  Suitings 

Lowthian  Suitings 

Alva  Twills 

Airedale  Cheviot 

Osmond  Boucle 

Wellesley  Suitings 

Kingsley  Cloth 
Chantecler  Worsted 

Suitings 

Cravenettes  in  Black  and  Navy  and  full  range  of  colors 

SOLE     AGENTS     FOR     PR  t  EST  LEY'S    DRESS     GOODS 

GREENSHIELDS  LIMITED 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and    J  heir   7  ravelers. 
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We  are  showing 

the  latest  ideas 

IN- 

Shot  Satins, 
Messalines,  Taffetas, 

(Single  and  double  width) 

EXCLUSIVE  NOVELTIES   IN 

Nets,  Chiffons, 

Crepe  de  Chine  Scarfs, 
Allovers   and   Millinery   Nets, 

Fancy  Silks,    Fancy  Ribbons, 
Oriental  Trimmings,  Evening  Dress  Materials, 

Etc.        Etc. 

ALSO   OUR   STANDARD   LINES   IN 

Silks,  Ribbons,  Velvets, 
Velveteens,  Chiffons,  Ninons, 

Etc.        Etc. 

Debenham's  (Canada)  Limited 
MONTREAL 

18  and  20  St.  Helen  Street 

PARIS,  115  Rue  Reaumur 

TORONTO 
Corner  of  Bay  and  Wellington 

LONDON,  Wimpole  St.  W. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SUCCESS 

OVERALLS 

STAND 
THE 

STRAIN 
The  men   who  wear    overalls    decide    which    the    best    brand  is  altogether  on  the  wear 
the})  get  out  of  them. 
The  SUCCESS  Overall  is  made  to  stand  the  strain  of  the  most  severe  work 

The  garments  are  cut    on    specially    generous    lines    to    ai?ord    ample    room  in    every 
direction.     In  the  making,  each  seam  is  strongly  sewn — double  stitched. 

The  SUCCESS  Overall  is  open  on  both  sides,  but  cannot  rip — it  is  faced,  so  that   it    is 
doubly  strong 

Men  that  need  to  vv^ear  overalls  will  buy  the  SUCCESS,  because  if  any    one    garment 
is  defective  they  can  get  their  money  back. 

There  are  27  different  garments— Overalls,   Bibs  and    Smocks— all    made    of    the    very 
best  Denim  that  can  be  bought.     Three  colors,  and  three  different  weights. 

Ask  any  big  wholesaler,  or  write  us  direct. 

L. 

^iE(mi^i^aC 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 

i 
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Black  Prince  $birt  mcar$  Congest 
In  workingmen's  shirts,  the  "  BLACK  PRINCE "  is  certainly  one 

that  gives  satisfaction  on  all  counts. 

The  shirt  is  made  of  black  fleece-back  serge.  The  serge  is  of  much 
higher  quality  and  price  than  is  generally  used  in  working- 
men's  shirts. 

This  high  quality  serge  is  guaranteed  to  hold  fast  black.  The  serge 
will  not  fade,  and  the  color  will  not  even  boil  out. 

The  "BLACK  PRINCE"  makes  a  hit  with  the  workingman  because 
it  is  cut  very  full. 

The  "BLACK  PRINCE"  Shirt  is  full  long  In  the  sleeves, 
(Thus  overcoming  one  of  the  principal  faults  of  the  ordinary 
shirts  for  workingmen.) 

Your  customers  will  come  back  again  for  other  lines  if  you  sell 

them  the  "  BLACK  PRINCE."  The  line  cannot  be  duplicated 
at  the  price. 

Ask  your  wholesaler  or  write  us  direct. 

"UlcrnVi^aC 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SPOOL      SILK 
SPOOL     SILK 

RIBBONS 

How  We  Help  You  Sell ! 

An  arrangement  with  A.  N  Russell.  Sons 

&  Co  .  Ilion,  N.Y.,  makes  it  possible  to 

furnish  you  the  latestRibbon  Cabinets  at 

attractive  prices  for  Corticelli  Ribbons. 

Ask  for  Catalogue. 

The  display  stand  illustrated  is  a  great 

help  for  selling  narrow  widths.  We  give 

it  free.     Ask  for  our  proposition. 

Some  of  the  Corticelli  Ribbon  Lines 
Defender  Taffeta  in  all  widths LEADER Carmen    Satin    in    all    v/idths 

10  yard  rolls— The  biggest SILK   TAFFETA 10  yard  rolls. 
selling  line  of  Taffeta  Ribbons A  Good  Popular The  satisfactory  line  of 
in  America. Seller Satin  Ribbons. 

NARROW    WIDTHS    IN    WASH    RIBBONS 

Fairy,  Nina,  Juliette,  Prince,  50,  100,  500  yard  rolls. 
Mermaid,     Block     design,     Imfast,   Stripe     design 

STOCK  CARRIED  IN  MONTREAL,  TORONTO,  WINNIPEG 

D 

ALL    STYLES    OF    MOTOR    SCARFS. GET     A     CORTICELLI     LINE 

Corticelli  Silk  Company,  Limited 
HEAD  OFFICE:  ST.  JOHNS,  QUEBEC 

Address  Nearest  Office 

Salesrooms-     22  St.  Helen  Street,  Montreal  56  Albert  Street   Winnipeg 
24  and  26  Wellington  Street  W.,  Toronto      91a  York  Street,  Sydney,  N.S.W. 

138  Hosmer  Street,  Vancouver 

f  lease  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GOOD  LININGS 

Sateen 
Linings 

are  essential  to  a  smart  gown. 

They  are   manufactured  from  high-grade  Egyptian  Cotton,  Mercerized  and 

Schreinerized,  30/31  inches  wide,  in  180  shades  and  in  the  newest  season's  colors. 

The Sateen 

is  a  popular  cloth  in  the  best  Schreiner  finish,  30  inches   wide,  in   all  colors. 

The  "Neu"  MOIRE 
a  beautiful  fabric  made  from  Egyptian  Cotton  with  a  permanent  watered 

effect,  40  inches  wide,  in  all  colorings.  Specially  suitable  for  Linings, 

Skirts,  etc. 

Samples  of  these  goods,  as  well  as  of  our  complete  range  of  Linings,  are 

in  the  hands  of  our  Canadian  representatives,  and  we  shall  be  pleased  to 

send  samples  and  quotations  by  mail. 

J.  &i  N.  PHILIPS  &t  CO. 
35  Church  Street,  MANCHESTER,  ENGLAND 
Mills— Cheade  and  Tean. Branch- 20  Cheapside,  London,  E.G. 

CANADIAN   OFFICES; 

211   Lindsay  Building,  St.  Catherine  Street  West 
MONTREAL 

611    Empire  Building,  Wellington  Street  West 

TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Established  1832  Cable  Code :  Law-Bradford 

Fall  1910 

REGISTERED 

Exclusive  Designs 
^r     ̂ r     /3r 

Showerproof  Goods 
Mohair  and  Alpaca  Linings 

Buyers   visiting   England   can  see  a 

full  collection  in  Bradford  and  London. 

j^    j^    j^ 

Law,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON,  ENG. 

Please  mention  The  Review  to   Advertisers  and   Their  Travelers. 
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Established 
1791 

The  Test  of 
Time 

HORROCKSES 
Lon^clotKs,  NainsooKs,  Cambrics,  India  Lon^cloths,  etc. 

See  Horrocksei'  Name  on  Selvedge 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 
See  Horrockses'  Nam*  on  Each  Sheet 

Flannelettes   of  the  Hghest  Quality 
See  Horrockses'  Name  on  Selvedge 

Horrockses' Manchester  and  London 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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WHEN         YOU         ORDER 

Shirts,  Blouses  or 

Children's  Dresses 
make  sure  that  the 

garments   are  made  of 

You  will  build  up  a  successful  and 

an  increasing  business— because  you 
can  guarantee  the  colors  and  styles. 

Stock  the  goods— they  will  sell 
themselves. 

Wm.  Anderson  &  Co.,  Ltd. 
Pacific  Mills 

GLASGOW, SCOTLAND 

Pleas?  mentiQ}),  The  Review  to   Advertisers  and  Their  Travelers. 
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Cotton  Velvets,  beyond  all  other  materials,  derive 

their  beauty  and  utility  from  the  art 

—  and  science  of  the  dyer.   

WORRALL*^ 
FAST  DYES 

applied  to  the  better  qualities  of 

COTTON    VELVETS 
yield  a  material  which   for   richness,  lustre, 

draping  qualities  and  utility  is 

UNRIVALLED    BY   THE 
SILK  ARTICLE 

The  leadiiig    Coshtmiers  of  the   World  s  Fashiojt  Centres  are 

giving  the  precedence  to  these  fast  dyed  Cotton    Velvets. 

BUT  THEY  MUST  BE  FAST  DYED 

It  is  necessary  to  insist  on 

"WORRALL»S    EAST    DYES" 

AT  THE 

rRANCO-BRITISa 
EXHIBITIOn 

Please  mention  The  Rci.  iew  to   Advertisers  and  Their  Travelers. 
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Another  excellent  range  being 
shown  to  the  trade.  We  had  such  a 

successful  floor-covering  season  last 
year  that  we  felt  justified  in  making 

still  more  improvements  to  this  year's 
shelving. 

Assure  Yourself  of  a  successful ■^■^—■^  — ^— B  spring  trade  by 
seeing  our  interesting  range  and 
giving  us  your  order  for : 

Carpets 
TAPESTRY 

BRUSSELS 

WILTON 

AXMINSTER 

VELVET 

WOOL 

UNION 

JAP  MATTING,  Etc. 

Oils  and 
Linoleums 

EVERY  WIDTH, 

QUALITY  AND 
MAKE. 

Squares EVERY  SIZE 

QUALITIES    AS 
GIVEN    IN    CARPETS. 

DON'T MISS 

THIS 

P.  S.     We  also   carry   all  kinds   of   Draperies,    Furniture  Coverings,   Etc. 

WRITE  US  FOR  SAMPLES. 

John  M.  Garland,  Son  &  Co 
OTTAWA,    CANADA. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Facts  of  Interest  Mainly  About  Ourselves 

He  is  Always 
Guided 

By  the  Review 

"If  ineifhanls  irfiu'ially  would  be  jruided  to  a  great- 
er extent  by  style  and  market  news  in  the  Dry  (Joods  Re- 

view, tliey  niiirlit  not  Hnd  themselves  loaded  up  so  t're- 
i|uenily  with  unsalable  sroods."  was  the  statement  made 

l)y  a  Lin<lsay  merchant  to  a  repre- 
sentative of  the  Dry  (Joods  Review 

a  tew  days  ago.  He  pointed  out  thai 

always  before  buyinu"  for  any  depart  ■ 
inent  he  regarded  the  latest  infornia- 

tioii  in  The  Review  as  a  reliable  guide  to  steer  by.  and  ho 

lias  yet  to  know  an  iinsatisfaetoiy  result.  Here  is  ji 

man  wln)  finds  that  it  pays  to  read  his  i>apcr.  In  the  light 

of  this  experienee  the  plea  that  a  n:an  "has  no  time" 
to  read  it  wcniid  seem  to  plaee  tinit  man  in  the  list  of 

the  really  unfortunate.  The  merchant  who  systematical- 

ly reads  a  paper,  which  leaves  no  stone  unturned  to  se- 
cure for  him.  from  the  style  and  market  centres  of  the 

world,  the  most  authoritative  information  obtainable  at 

a  time  calculated  to  be  of  most  benefit  to  him.  is  taking  a 

course  which  cannot  fail  to  help  him  to  buy  to  best  ad- 

vantage—and that  means  anods  with  positiv*-  selling  merit. 

Ill  response  to  several  letters  from  retailers  suggest- 
ing that  a  size  card  giving  accurate  measuiements  for  all 

kinds  of  underwear  would  be  of  great  sei-vice  to  them.  The 
Review  is  endeavoring  to  assemble  this  information  in 

practical  form.  In  this  work  coii- 

>iderable  assistance  is  being  receiv- 
ed from  manufacturers  of  underwear, 

who  are  (juick  to  see  the  advantage 

which  would  accrue  through  the  exis. 

ten<  e  and  recognition  of  greater  uniformity  in  sizes.  Sales. 

men  state  that  they  sometimes  encounter  perplexing  situa- 

tions, owing  to  lack  of  standards  and  of  any  reliaible  size 
card  to  which  they  can  immediately  refer  telling  them 

what  the  measurements  of  the  ditferent  parts  of  a  garment 

of  a  certain  size  should  be.  Many  diffei'ent  cards  have  been 
drawn  up,  but  these  vary  to  such  an  extent  that  salesmen 

state  they  are  not  always  to  be  depended  upon.  The  Re- 

view desires  to  bring  abimt  some  co-operation  looking  to- 
wards adjustment  of  the  size  problem  in  Canada,  and 

after  the  chart  now  in  course  of  f)reparation  is  submit- 
ted to  the  trade,  will  welcome  any  siiguestion  or  (  liticisni 

looking  to  its  improvement. 

Uniform  Size 

Chart 

For  Underwear 

Give  Prominence 

To  Men's 
Wear   Section 

The  Review  this  month  is  )>laciii'4  [taiticulai'  emphasis 

upon  the  men's  wear  section,  and  will  contine  to  devcdop 
it  along  lines  which  will  give  to  the  retailer  authoritative 
information  on  styles,  good  form  in  male  attire,  iuid  like- 

wise pay  considerable  attention  'u 

the  conduct  of  the  men's  wear  dc- 
ftartment,  selling  methods,  store 

plans,  etc.  In  connection  with  the 

program  mapped  out  for  this  depart- 

ment. The  Review  is  offering  to  salesmen  in  men's  wcai' 
stores  and  departments,  cash  prizes  of  from  one  to  five 

dollars  each  for  brief  articles  of  from  four  to  eight  inches. 

describing  those  sales  in  their  career.-,  in  which  they  consid- 

ered that,  all  .things  considered,  results  were  particularly 

satisfactory.  Every  salesman  knows  what  a  crank  is. 

and  there  are  few  salesmen  who  have  not,  at  some  time 

or  other,  felt  that  they  were  working  under  disadvan- 
tages.    The  Review  asks,  How  did  you  deal  with  this  or 

All  Windows 

Should 

Be  Seasonable 

that  crank  in  order  to  tally  up  a  xcry  satisfactory  sale — 

not  necessarily  a  hirg:-  (inc— to  your  ex])erienee  f  How 

did  yon  o\i'rc(iine  unpli'iisant  circuinslances  and  convert 
tiieni  to  good  account  by  using  your  ability  as  a  sales- 

man with  the  result  tliat  you  felt  pait icularly  well  pleas- 

ed, 'rii'.'se  events  go  a  l(Hig  way  toward  putting  starch  into 

the  .•^alonian  "s  backbone,  and  if  Thi'  He\'iew  can  be  the 
medium  of  exchange  of  iielpful  exi)erience  on  these  mat- 

ters, it  will  he  ])leased  to  pay  for  whatever  co-operation 

it  receix'es  fioin  the  salcsuien  t  liemselves.  The  idea  will 

be  to  make  il  a  syui|iiisiuni  on  salesmanship,  with  ex'ei'v 
poiiil  emphasized  hy  ]>iactical  inslanee,  and  if  salesnu'n 

will  lake  advantage  <>!'  the  pi(ipiisil  ion  they  will  lind  ii 
not  (inly  a  paying  one.  oul  one  from  which  they  should 
receive   considerable   henehl    as   salesmen. 

Window      trimmeis      who      ha\'e      beiMi      sending      in 

pliotds  for  The  Review's  monliily  (•(impi'l  it  ion  should  bear 

in   miinl   that    'oy   allowing  their  photos   to  aceunuilate   for 
l\\(i   oi-   llii-i-e   iiuiiiths.   and    then    sending   them    in    without 

descriplidii  or  "ther  matter  assigning 

I  hem  to  the  pro|)er  montiis,  they  are 

making  it   very  dillieult  for  judges  to 

award     |)ri/,es    satisfactorily.       It     is 

particularly    desirable    that    there    be 

no   misundcrslandinu-  on   this  phase  of  tlu'  competition.  A 

trimmer    will    frequently    send    in    tlii'ee    or    four    photos 
with   nothing  to   indicate   the   month    in    wiiich    he   wished 
each  to  be  entered,  or  whether  it  was  his  desire  to  have 

them  all  apply  to  one  month.     It  will,  therefore,  be  seen 
that,  without  some   ex])licit    direction,   the   trimmers  may 

be  placing  specimens  of  their  work  at  a  disadvantage  in 
tlie    competition.      It    is    also    desirable    that    windows   be 

received  while  they  are  still   api)lieable  to  the  seasons  in 

which  they  were  used.     One  of  the  outstanding  ideas  in 

the   competition    is   lo   nuike   the   illustrations   seasonable, 

anil   represent  at  i\'e   of  the   very   latest    ideas   that    are   be- 
inu'    woi'keil    (lilt    by    trimmeis.      It    is   sometimes   the   case 
that  :i  photo  of  a  Spring  display  will  not  be  received  until 
the  end  of  Summer.     There  is. nothing  to  do  but  hold  this 

photo  over  until  February  or  March  of  the  year  follow- 
ing, and  then  the  articles  (lis])laye(l  and  the  fixtures  used 

may  be  eiilir(dy  out   of  date,  or  there  may  be  some  other 

featuic  which,  by  the  time  it  is  published,  the  trimmer  dis- 
likes.    The  Review  has  sometimes  received  windows  unde: 

these  circumstances  with  the  request  thai  they  be  used  im- 

mediately.   It  will  be  agreed  that  a  Christmas  window  can 

be  of  as  little  service  in  January  as  a  Thanksgiving  win- 
dow ill   December.     The  idea  is.  as  far  a^  jxissible  to  pub- 
lish  the   windows   while  the  occasion    lor   which   they  were 

designed  has  any  importance.     I'lider  some  circumstances 
it    is  impossible  to  do   this — as  in   the  case  of  a   display 

that  has  been  an-an<>-ed  a  day  or  two  before  the  i)articular 
event.      In    the   majority   of  cases  such   a   photo   holds   its 

value    until    the    recurreiue    of   the    same    pei'iod,    but    the 
point   is  that   there  are  good   dis])lays  which  could   he  used 

ill   the  .season    i'uv  which   (hey   were   intended  or   which  are 
suii-iiesti\'e   of  somethiii'.:'  sufficiently   dist;uit    to   be    usable 

in  the  iiiiml)ei-  nf  The  l\'e\iew  followinu-  the  ap|)earaiice  of 

the    disjilay.      Triiiiiiicrs    will    see,    1  lierel'ore.    that    it    is   to 
their  own  advantage  Ihal    The  Review  receives  photos  for 

the  monthly  com|>etilion   while  their  originality  has  a  dis- 

tinct value. 
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The  benefits  derived  from  a  first-class  dress  pattern  department  are  two- 
fold, namely,  the  profit  on  the  patterns  themselves,  and  the  mnch  greater  profit 

to  he  made  on  the  sale  of  goods  purchased  with  the  patterns.  Every  woman  is 
interested  in  fashions,  and,  if  you  carry  the  right  line  of  dress  patterns,  eveiy 
woman  in  your  town  will  be  interested  in  your  store.  Dress  patterns  will  draw 
more  buyers  to  your  store  regularly  every  month  than  any  other  one  line  or 
any  other  form  of  advertising. 

Nearly  Eleven  Thousand  merchants  sell  the  celebrated  McCall  Patterns 

and  Fashion  Publications  — as  many  as  sell  any  two  other  makes.  There  are  only 
a  few  towns  where  they  are  not  sold.  Is  yours  one  of  them  (  If  so,  write 
us.  There  is  no  obligation.  We  can  tell  you  how  to  increase  business 
throughout  your  store. 

The  McCall  Canadian  Office  and  Factory,  the  largest  and  best  ecjuipped 
pattern  establishment  in  the  Dominion,  enables  us  to  ofter  you  McCall  Patterns 
and  Fashion  Publications  on  the  same  terms,  condition.s,  etc.,  as  are  enjoyed 
by  United  States  dealers. 

THE  McCALL  COMPANY 
MAKERS   OF   FASHIONS 

THE  LEADING  PAPER  PATTERN  HOUSE  OF  AMERICA 

236  to  246  West  37th  Street,        -        New  York 

Chicago  San  Francisco  Toronto,  Can. 
NOT  IN  THE  TRUST.  NO  CONNECTION  WITH  ANY  OTHER  HOUSE. 

please  mention    I  lie  Kevieiv  to   Advertisers  and    I  lietr   I  raveiers. 
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Men's  Furnishing  Goods 

Work  Shirts 

Negligee 
Shirts 

Overalls 

Tweed  Pants 

Boys' Knickers
 

Sweater 

Coats 

TORONTO 

Overalls  and 
Work  Shirts 

HIGH  GRADE      UNION  MADE 

GRIZZLY  BRAND  OVER- 

ALLS and  SHIRTS  are  de- 

signed by  an  expert,  cut  large 

enough  to  give  perfect  freedom 

to  wearer.  Made  from  ma- 

terials specially  selected  for 

durability,  manufactured  by 

skilled  labor  and  every  gar- 

ment guaranteed  to  give  satis- 
faction. 

Samples  for  Spring  are  now 

in  the  hands  of  our  travellers. 

Gloves 

Hosiery 

Neckwear 

Collars 

Underwear 

Suspenders 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Make  the  Date  Unanimous. 

MANUFACTURERS  and  wholesalers  with  lars'e 

staffs  of  traveling'  salesmen  have  traeyd  con- 
siderable ineonvenienee  to  the  fact  that  civic  holi- 

days thi'ouiiiioul  the  country  fall  on  many  dif- 

ferent dates.  Their  i'ei>resentati\'es  lose  considerahlc 

time  Oil  tiial  account,  and,  lookirii;'  at  it  from  anothi'r 

an,gle,  it  seems  inevital)le  tiiat  the  retail  merchant  in  :i 

town  where  ci\ic  holiday  falls  on  any  other  date  than  that 

recognized  in  the  large  cities  stands  to  lose  much  trade. 

The  tirst  Monday  in  August  is  now  set  apart  in  many 

places  and  there  is  a  cessation  of  business.  Even  the 

large  departmental  stores  close.  It  is  easy  to  imagine 

what  occurs,  however,  when  civic  holiday  is  held  on  a 

separate  date  in  small  towns  or  cities  witiiin  reach  of 

these  intere.sting  places  of  business.  ^lany  people  rush 

to  the  cities  for  that  day.  and.  as  the  merchants  ha\e 

seen  to  their  regret,  return  at  night  with  arms  full  of 

parcels. 

The  local  retailer  can  do  a  great  deal  in  the  direction 

of  a  change  which  Avould  not  only  benefit  him,  but  which 

would  facilitate  business  generally. 

The  Review  would  be  ulad  to  have  opinions  from  mei'- 
chiiiils  on  this  sul).je(  t. 

Discourteous  in  the  Extreme. 

THERE  are  lazy  jjcople  everywhere,  but  very  sel- 

dom, indeed,  can  such  a  charge  be  brought  home 

to  a  retail  merchant.  This  story  is  told  as  an 

actual  fact,  though  it  seems  somewhat  incredible. 

A  lady  recently  went  into  a  small  store,  and  found  the 

owner  sitting  lazily  on  the  counter  with  his  back  sup- 

ported by  a  pile  of  prints.  She  asked  him  the  price  of  a 

certain  line  of  goods,  and  to  her  astonishment  he  never 

m()\ed  his  position  but  calmly  pointing  with  his  foot  to 

the  goods  required,  gave  her  the  requiied  information. 

Some  people  work,  others  wori-y,  while  some  again  d^ 

both,  but  evidently  this  retailer  did  neither.     This  man, 

possibly,  was  the  greatest  talker  in  the  local  merchants' 

oi-g;inization  but  it  can  be  imagined  he  would  make  little 

III-  MO  cffoi-t  to  put  his  suggestions  into  execution. 

There  are  people  who  shine  at  practical  work  but  who 

do  not  think  deeply;  this  man  was  evidently  a  thinker. 

Kroni  a  business  point  of  view  he  was  probably  a  failure, 

but  he  had  evidently  used  his  brains  to  decide  the  nice 

point,  of  whether  it  was  less  trouble  to  point  with  his 

hand  nv  his  foot.  He  decided  for  the  foot  and  this  leads 

to  the  idea  of  using  both  hands  equally  well,  and  of  work- 

ing in  an  exchange  of  effort  with  the  feet.  He  was  prob- 

ably demonstrating  that  he  could  use  his  feet  as  well  as 

his  hands  and  possibly  would  consider  it  a  merchandising 

accomplishment  to  be  able  to  point  with  his  index  toe. 

The  impression  the  lady  gained,  howevei',  was  one  of 

extreme  laziness,  vulgarity  and  discourtesy.  The  mer- 

chant would  have  made  a  much  better  impression  had  he 

|iropped  himself  on  his  feet  during  the  daytime  in  order 

to  make  some  appearance  of  ordinary  courtesy.  On  be- 

ing removed  to  his  home  in  the  evening  he  could  be  put 

to  sleep  ill  the  proper  manner. 

Value  of  Personal  Appeal. 

A]\IERCHANT  requested  his  express  agent  to 
count  the  number  of  parcels  coming  into  his  town 

dui'iug  <ine  week,  from  mail  order  houses.  Tlie 

result  was  120  parcels.  Averaging  each  parcel  as 

he  suggested,  at  .$5,  the  total  is  $600,  quite  a  large 

sum  for  the  merchants  of  a  country  town  to  lose. 

This  merchant  thinks  that  mail  order  houses  should 

help  to  pay  taxes  of  the  towns  in  which  they  do  business. 

He  suggests  that  every  parcel  be  taxed,  a  declaration  to 

be  made  on  a  foi'm  on  each  parcel  or  consignment  of 
parcels,  the  town  to  collect  the  tax. 

This  might  help  to  pay  the  town's  i-unning  expenses, 
and  relieve  the  merchant  of  a  portion  of  the  same,  but 

would  it  lessen  the  mail  order  evil  unless  the  merchant 
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Wiame  alive  to  loi-nl  opportunities  should  the  tax  \\r<zo 
the  mail  order  man  to  jrreater  etTort  ?  It  is  a  qui^tion 

whether  returns  would  be  snllieient  tVoni  tliis  tax  to 

satisfy  the  ambitious  niercliant  tliat  lu^  was  receiving"  an 
e<iuivalent  for  the  business  lie  was  losing.  Such  a  tax 

if  feasible,  would  have  to  be  supplemented  by  the  most 

thorousrh  orsranization  on  the  part  of  the  local  merchants. 

The  counting:  of  iucomin?  parcels  jrives  valuable,  if 

discourasrin?,  information  to  the  merchant.  If  lie  could 

obtain  from  the  same  source,  a  list  of  names  of  luibitual 

lonir  distance  shoppers,  and  follow  up  his  information 

with  literature  calculated  to  emphasize  tlie  merit  of  homo 

values,  results  misrht  be  anytliin?  but  disappoint in<i-.  He 
need  make  no  reference  to  mail  order  houses  in  this  ad- 

vertisinsr.  He  will  make  his  facts  self-assertive.  Circu- 

lars and  handbills  have  been  tried  with  somcwliat  indif- 

ferent success  for  this  purpose,  but  the  letter  with  the 

personal  message  has  been  proved,  by  experience,  as  be- 
ing productive  of  best  results.  It  will  be  read  where 

other  missives  would  be  thrown  aside.  The  merchant 

could  find  time  to  write  a  few-  of  these  letters  each  day. 

The\-  need  entail  no  great  expense.  If  he  possesses  a 
typewriter,  so  much  the  better,  if  not  a  letter  in  his  own 

handwriting  will   serve  the  purpose. 

Merchants  Get  Together 

IT  is  remarkable  how  different  the  conditions  are  in 

towns  situated  closely  together,  in  regard  to  business 

relationships.  There  is  no  reason  why  merchants  so 

located  should  not  come  together  frequently  for  mutual 
benefit. 

It  would  seem  that  the  good  examples  set  by  merchants 

in  some  towns,  of  acting  in  concert  along  certain  lines 

and  the  beneficial  results  accruing  from  their  actio)i, 

might  influence  merchants  in  adjacent  towns  in  the  same 

direction,  but  too  often,  such  is  not  the  case.  Generally 

the  cause  of  the  trouble  is  the  perverseness  of  individuals, 

as  many  merchants  are  quite  willing  to  contribute  their 

share  towards  the  general  good. 

There  are  three  distinct  conditions  prevailing  in  the 

retail  dry  goods  trade  along  this  line.  In  some  towns 

merchants  meet  and  agree  to  do  certain  things  that  will 

be  beneficial,  and  they  carry  out  the  agreement.  In  other 

towns  it  is  impossible  to  induce  merchants  to  come  to- 

gether, while  the  surprising  condition  prevails  in  some 

places,  of  merchants  meeting,  agreeing  to  carry  out  cer- 

tain things,  and  then  some  of  them  breaking  through  the 

agreement. 

The  first  condition  is  of  course  the  best,  but  the  third 

is  certainly  the  worst.  It  is  far  better  to  refuse  to  act 

together  than  to  agree  to  do  so,  and  then  fail  to  fulfill 
conditions. 

There  are  many  advantages  to  be  derived  from  meet- 

ing together.  Discussion  of  and  common  understanding 

upon  prices  is  one  very  important  result.     If  an  advance 

C(uues  it  is  much  easier  to  get  tlio  iucrenso  wlicn  nior- 
cliauts  act  simultane(nisly. 

In  one  lown  good  feeling  exists  bciwepu  two  mer- 

cIkuiIs  to  such  an  exicnl,  that  they  siii)])Iy  goods  to  each 

oilier,  if  either  is  sold  out,  at  cost  price. 

Agreonieiil  among  retailers  would  do  away  with  such 

things  as  the  i)aynu'nt  by  one  niercliant  of  liighei'  jirices 
for  produce  than  his  competitors  are  paying,  and  then 

getting  the  difference  back  in  increased  prices  in  dry 

goods. This  is  not  a  legitimate  way  of  doing  business,  and 

one  calculated  to  drive  business  away  if  once  customers 

begin  to  notice  higiier  prices,  which  they  are  likely  to  do, 

in  staple  goods  at  least. 

Make  Good  Use  of  Spare  Time. 

SALESMEN  in  many  of  the  stores  throughout  the 
country  have  plenty  of  spare  time,  particularly 

during  the  Winter,  and  there  are  many  ways  in 

which  they  could  make  good  use  of  it.  Show-card 

writing,  for  example,  is  a  department  of  work  with  which 

every  aspiring  salesman  should  be  familiar.  Having 

mastered  it,  he  will  find  that  it  adds  considerably  to  the 

value  of  his  capabilities  whei'ever  good  men  are  required. 
There  are  numerous  cases  where  by  applying  themselves 

to  special  lines,  such  as  this,  men  have  attained  positions 

which  would  otherwise  have  been  impossible  to  them. 

One  of  these  men,  who  has  had  exceptional  success,  did 

not  have  an  elaborate  outfit.  It  consisted  of  a  brush  or 

two,  a  double  pen  and  a  few  cheap  color  dishes  in  a  card- 

board box.  He  has  two  scrap  books;  one  is  for  illustra- 
tions kept  under  separate  headings,  which  he  designates 

"heads"  and  "bodies,"  the  former  being  illustrations  of 
heads  or  busts,  while  the  bodies  are  full  figure  cuts.  Ha 

pastes  these  on  cards  when  required,  and  prints  suitable 

wording.  In  the  other  book  he  keeps  different  kinds  of 

lettei'ing.  If  he  sees  a  unique  type  such  as  he  can  use, 
he  cuts  it  out,  and  places  it  under  the  proper  heading. 

This  would  seem  a  good  idea  for  a  clerk  practising 

show-card  writing.  He  could  collect  quite  a  number  of 

various  styles  of  letters,  and  the  cuts  could  be  worked  in, 

if  he  wanted  illusti-ations. 

Another  man  who  aspires  to  the  position  of  a  window- 

trimmer  states  that  he  devoted  considerable  spare  time 

one  winter  to  study  of  drapes.  He  took  several  yards  of 

calico  home  with  him,  and  practised  so  persistently  that 

by  the  time  spring  arrived  he  knew  all  of  the  draping 

stunts  ever  attempted  by  the  head  trimmer,  and  also 

knew  what  his  own  originality  was  good  for.  He  con- 
siders that  it  was  the  most  profitable  use  he  ever  made 

of  spare  time,  and  further  declares  that  he  did  not  allow 

it  to  cut  in  upon  his  recreative  periods  to  any  extent. 

To  the  ambitious  clerk  spare  time  is  valuable  and  if 

he  has  the  right  perspestive  he  will  make  good  use  of  it, 

and  at  the  same  time  get  suffieient  relaxation. 
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You  can  eliminate  the  distance 

between  the  warehouse  and  your 
store. 

You  can  have  your  dry  goods 

order  filled  just  as  carefully  as 

though  you  personally  selected 
the  articles. 

You  will  get  just  what  you  want 

if  it  is  to  be  had  in  the  city. 

Mail  us  your  list  now.  We  will 

make  good. 

The  W.  R.  BROCK  COMPANY  (limited) 
MONTREAL 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Some  Things  I  Have  Learned   From  My 
Successful  Fight  Against  Mail  Orders 
The  Third  of  a  Series  of  Four  Practical  Articles  Awarded  a 
Cash  Prize  of  $100  by  the  Dry  Goods  Review,  in  which  H.  S. 
Terris.  of  H.  S.  Terris  &  Co.  Springhill,  N.S  ,  describes 
Methods    in    Discouraging    Long-distance    Shopping. 

his 

Copyright.  Canada.  1910. 

OX  A  SMAF.L  TAB
LE  NEAR THE  DOOR  WE  PLACED 

CATALOGUES  FROM  ALL 
THE  DIFFERENT  STORES 

WE  COULD  (JET  WITH  SUCH  CARDS 

AS,  "PICK  YOUR  FAVORITE," 
"MAKE  CC/MPARISONS  IN  ANY 
YOU  WISH,"  "BE  YOUR  OWN 
■  JUDGE."  THIS  WIDE-OPEN  POLICY 
HAS  DONE  MUCH  TO  ESTABLISH 

CONFIDENCE  IN  OUR  MERCHAN- 
DISING. 

CL'LAKS  ON  GOOD  PAPER,  WITH GOOD  CUTS  THE  MOST  EFFECTIVE 
WAY  TO  ADVERTISE. 

Emphasized  "Cash." 
One  of  the  things  that  impressed  me 

most  in  my  visit  to  the  large  mail  or- 
der houses  and  department  stores  was 

the  tact  that  they  nearly  ALL  DID 
BUSINESS  FOR  CASH,  and  that 
there  was  practically  no  deterioration  on- 
original   investment  as  the  result  o[  bad 
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Chart  illustrative  of  comparison  book  used  by  A.   H.  Terris  &  Co.,   Springhill.   Mass. 

WE  BELIFVE  IN  PRINTKRS'  INK, 
IF  USED  AND  NOT  ABUSED.  IT  IS 
EASY  TO  OVERDO  IT.  WE  FIND 
GOOD.    SPICY     LOCALS,     AND    CiR- 

debts,  that  returns  were  rapid  and  that 
the  condition  of  the  business  was  never 

in  doubt.  The  cash  system  I  noticed  re- 
moved many  complications  and  expenses. 

«■«.  .».','■  I.  p 

When  I  investigated  the  methods  of  the  mail 
order  house,  I  could  not  help  but  be  impressed  by 
the  advantages  of  the  cash  system." 
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Merchanh 
and 

0 
1 

X^NE  live  merchant — a  real 
V.^  merchant — that  we  know 

1 ! ; 

about      subscribes      for     two 

copies    of   the    Review.     One 

copy    he    keeps    on    file.     He 

takes    the    other,    goes    care- 
fully over  the  advertisements, 

tears  out  those   he   considers 

of    interest    to    the    different 

departments,  passes   them  on 

to  the  heads  of  these  depart- 
ments with  instructions  to  look 

into  the  merits   of  the   article 

or  goods  advertised. 

The    best     merchants     now 

know    that    it    pays    them    to 

study    the    advertisements    in 
their  trade  paper. 

Manufacturers    and    whole- 

sale houses  are  making  some 

One  subscriber  writing  under  date  of  August  28, 
1910,  says  :--"We  wuuld  not  care  to  be  without  the 
Dry  Goods  Review  as  we  have  found  it  very  helpful 
all  alonj;  the  way-  buying,  selling  and  advertising., 
As  a  trade  journal  we  have   yet  to  see  its  equal 
cither  here  or  in  the  U.S." 

announcements   in    this    issue 

of  the  Review  which,  from  the 

standpoint  of  your  own  inter- 

est, it  will  pay  you  to  read. 

Please  mention  The  Revieiu  to  Advertisers  and  Their  Travelers. 



DRY     GOODS     REVIEW 

I 

\\v  (lid  not  adopt  a  cash  systfin.  When 
\vc  talked  of  bucking  against  the  mail 
Older  houses,  two  months  previous  to 
our  starting  out  in  earnest,  we  never 
lost  an  opportunity  to  mention  the  fact 
that  they  invariably  sold  their  goods  for 
cash,  and  I  instructed  the  clerks  to 

WORK  IN  THE  WORD  "CASH" 
whenever  they  could  in  talking:  aboui 

our  goods  at  the  beginning  of  the  new 

year. YOU  WILL  SEE  THAT  IN  OUR 

PLANS  W^E  ENLISTED  THE  CO- 
OPERATION OF  OUR  SALES  PEO- 

PLE. We  encouraged  them  to  talk 
about  our  policy,  about  the  things  we 

were  doing  or  had  planned  to  do — that 
our  idea  was  not  to  make  a  sale  at  any 
cost,  but  ratlier  first  to  interest  a  person 

and  eventually  to  create  a  satisfied  cus- 
tomer. This  I  recognized  to  be  the  big 

essential  in  advertHsing,  and  I  knew 

that  there  was  a  force  in  co-operation 
which,  if  well  directed  would  bring  ex- 

cellent results. 

Rarely  Had  Specials  Charged. 

To  return  to  the  cash  system.  We 

found  by  giving  prominence  to  the 
word  "cash"  that  when  the  time  arrived 
AYE  RARELY  EVER  HAD  ANY  PER- 

SON ASK  TO  HAVE  ANY  ARTICLE 
ADVERTISED  AT  SPECIAL  PRICE, 

CHARGED.  Several  asked  to  have  arti- 
cles laid  over  for  a  few  weeks.  We  were 

careful,  however,  not  to  suggest  that 

they  take  it  now,  although  in  lots  of 
cases  we  would  have  preferred  that  it 
had  been  charged  and  taken  out  of  our 
way.  An  idea,  however,  was  to  increase 
our  cash  sales. 

We  started  our  business  as  a  cash 
and  credit  store  and  have  a  great  many 

customers  who  pay  monthly,  and  we  fig- 
ure that  our  gross  profits  would  be  great- 

er not  to  cut  out  the  credit  part  entire- 

ly. However,  if  we  were  starting  busi- 
ness to-day,  we  would  not  consider  any- 

thing but  cash  business. 

Our  h)sses  from  bad  and  doubtful 

debts  will  not  e.xceed  lA  per  cent. 

Organized  the  Credits. 
IN  HANDLING  OUR  CREDIT  BUSI- 

NESS, WE  HAVE  SOME  OP  THE 

LAR(}EST  BUSINESS  MEN  ORGAN- 
IZED INTO  WHAT  WE  CALL  THE 

"A.  B.  C.  CLASS."  When  we  first  or- 
ganized about  five  years  ago,  each  man 

brought  a  list  of  all  names  on  his  books, 

good,  bad  aitd  indifferent.  We  then 
started  at  "A"  and  made  a  list  of  every 
man  in  our  town,  and  gave  every  man  a rating. 

A  man  with  property,  who  paid  his 

bills  we  rated  "A";  a  man  with  no 
property  but  who  paid  well,  we  rated 
"B";  a  man  who  would  pay  if  every- 

thing went  all  right,  but  no  good  under 

adverse  circumstances,  was  rated  "C," 
while  a  man  who  would  not  pay  was  put 

down  at  "D." After  every  man  had  given  in  his  en- 

tire list,  we  took  the  voters'  list,  so  thai 
no  man  would  be  left.  This  took  nearly 

every  evening  for  a  whole  week.  After 
the  list  was  completed  we  met  about 
once  a  month  to  add  any  new  names  that 
might  have  come  to  town.  If  no  person 
knew  anything  about  him,  we  wrote  to 
the  town  from  which  he  came  and  gave 

him  the  rating  he  deserved. 

Ratings  Always  Available. 

If  a  man  applies  to  me  for  credit,  I 
just  look  up  his  rating  right  before  him, 
and  I  know  just  how  to  deal  with  him. 
We  make  no  secret  of  it.  THE  MAN  IS 
PROUD  TO  HAVE  A  JUST  RATING 
AND  NO  PERSON  CARES  HOW  MAD 

THE  "NO  GOOD"  MAN  GETS.  This 

system  has  saved  us  hundreds  of  dollars. 

Discrimination  in  Buying. 

Anotlier  matter  to  which  the  merchant 

who  is  determined  to  grapple  with  the 

mail  order  problem  must  devote  the  most 
careful  attention  is  the  possibility  that 

he  be,  unintentionally  or  otherwise,  dis- 
criminated against  in  his  buying.     THIS 

1  <.  '  <  K,  \'^  v^i^^*^ 
'r'-^>  '  ̂  

"If  a  man  applies  to  me  for  credit,  I  look  up  his  rat- 

ing in  his  presence,  and  I  always  know  how  to  deal  with 

him." 

% 
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TO  MY  MIND,  IS  ONE  OF  THE  BIG- 
GEST PROBLEMS  THE  RETAILER 

HJIS  TO  DEAL  WITH.  The  catalogues 
of  the  mail  order  houses  will  be  a  con- 

stant source  of  perplexity  to  him  if  he 
will  compare  similar  goods  and  note 
some  of  the  differences  between  their 

prices  and  his  own.  True,  there  are 
lines  to  which  the  mail  order  houses 

give  prominence  merely  as  an  advertis- 
ing feature — lines  which  they  probably 

know  that  the  small  retailer  will  make 

a  leader  of  at  prices  somewhat  above 
those  of  the  catalogue.  With  his  large 

outlet,  the  mail  order  man  can  buy  in 
large  quantities,  and  is  in  a  position  to 

secure  jobbers'  prices. 

NOW,  I  DO  NOT  AGREE  WITH 
THE  MAN  WHO  SAYS  THAT  THE 
MANUFACTURER  SHOULD  NOT 

SELL  ANY  RETAILER  AT  JOBBERS' 
PRICES.  I  say,  by  all  means  give  the 
retailer  the  lowest  possible  price,  but  use 
everyone  alike.  Have  a  quantity  price, 
let  the  quantity  price  be  as  low  to  me 
as  to  the  T.  Eaton  Co.,  if  I  can  handle 
the  quantity. 

IT  IS  UP  TO  THE  RETAILER  TO 
OVERCOME  THIS  DIFFICULTY  BY 

ORGANIZATION.  For  example,  the 
price  of  yarn  last  year  was  45i  cents  in 
small  lots  or  40  cents  in  ton  lots — the 
lowest  price,  no  matter  what  quantity 
you  bougght. 

I  have  several  friends  in  business  in 

other  towns,  men  whom  I  know  well  and 
I  offered  them  the  yarn  at  40  cents.  The 
result  was  that  I  sold  all  I  did  not  need 

:uul  had  my  own  stock  at  just  tlie  price 
any  departmental  store  would  pay  for 
the  same  kind  of  yarn. 

An  Exchange  List. 

In  newspaper  offices  they  have  an 

"exchange  list."  Why  not  the  retail 
merchant  have  an  exchange  list,  say  at 
least  one  merchant  in  a  dozen  or  sii 

towns,  so  that  they  would  be  continu- 

ally picking   up   and  sharing  snaps,   di- 

viding quantities,  etc.  Not  only  this, 

but  they  might  make  an  exchange  of  all 

advertising  matter  used.  Let  them  rub 
their  ideas  together. 

We  have  also  bought  goods  at  5  pe" 

cent,  commission  above  jobbers'  prices. 
In  tliis  case  we  figured  that  we  were 

pretty  near  the  price  as  paid  by  the 

large  department  store,  for  wo  believe 
that  their  percentage  of  doing  business 

is  greater  than  the  small  store. 

Substituting  Goods. 

Then,  coupled  with  this  question,  we 

might  consider  that  of  substituting. 

Speaking  from  experience,  we  do  not 

think  that,  on  the  whole,  tlie  retailer 
suffers  much  from  this  source.  IT  IS 

EASY  TO  NOTICE  WHEN  SOME- 
THING JUST  A  LITTLE  INFERIOR 

IS  PUT  IN,  BUT  ALSO  EASY  TO 

FORGET  THAT  PERHAPS  THE 

LAST  TIME  IT  WAS  VERY  MUCH 

BETTER  THAN  ORDERED.  The 

trouble  is  "we  nurse  the  recollec- 
tion of  a  wrong  but  too  oft  forget  the 

knidness  received."  We  sometimes  have 

marked  on  our  copy  "no  substituting," 
but  we  really  have  no  kick  coming  from 

tliis  source.  This  is  a  question  which  the 

merchant  himself  can  do  much  to  reme- 

dy. Let  him  be  so  cautious  in  his  order- 

ing that  their  can  be  very  little  possi- 
bility of  error. 

In  connection  with  this  matter  as  with 

many  others  the  merchant  must  impose 

upon  himself  the  obligation  that  he  i.; 

running  his  own  business  and  in  his  owa 

way,  but  LET  HIM  NOT  BE  INCAP- 
ABLE OF  KNOWING  A  GOOD  SUG- 

GESTION WHEN  HE  SEES  ONE,  01 

of  adapting  this  or  that  policy  which 

can  be  satisfactorily  applied  to  his  owi: 

business.  It  is  as  wonderful  what  a  man 

can  do  if  he  will  only  try,  as  it  is  sur- 

prising what  will  come  to  him  if  he  will 

only  keep  his  ear  to  the  ground.  But 
it  is  also  alarming  the  inertia  that  seizes 
him  if  he  does  not  keep  himself  keyed 

up  to  do  things. 
(Concluded  in  October  Number.) 

•t\  k  V  k  ''  t  I  V  t^> 
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"It  is  up  to  the  small  retailers  to  overcome  many  of 
the  difficulties,  which  they  are  now  contending  with  in 

their  business,  by  organization." 

MAi^iaMMta 



What  the  Trial  Balance  is  For  and  Some  Frequent  Mistakes 

In  Many  Businesses  Balances  are  Taken  Off  Monthly  —  Hints  for  Locat- 

ing Errors  —  Importance  of  the  Cash  Account  —  Use  of  the  Check  Figure 
—  Different    Books    Popular    for    Practical    Purposes. 

By  Howard   R.  Wellington. 

IT  is  a  fact  that  seldom,  oxea  with  the  most  expei't 
bookkeeper,  will  a  trial  balaiu-c  nsiilt  with  equal 
debit  and  credit  on  the  first  trial.  An  error  in  addi- 

tion, an  omission,  a  trasposition,  or  a  lunidred  and 
one  other  possible  differences  will  prevent  a  bookkeeper 

from  "striking"  a  balance  first  time.. 
Date  for  Trial  Balance, 

it  is  possible  in  some  businesses  to  arrange  the  ollice 
work  so  tliat  the  bookkeeper  is  free  to  take  off  a  Trial 
balance  on  the  first,  or  not  latter  than  the  second  of  the 

month.  If  such  a  course  is  practicable,  a  rule  should  be 
made  to  have  the  balance  off  on  that  date.  In  such  a 

case  the  bookkeeper  is  in  an  excellent  position  to  make  up 

estimated  statements  of  the  firm's  standing-  in  regard  tc. 
purchases,  sales  and  expenses  and  comparative  statements 

for  the  piu-pose  of  comparing  with  last  year's  records. 
Then,  again,  the  posting  may  be  resumed  immediately,  so 

that  any  entry  for  the  current  month  may  be  readily  re- 
ferred to  in  the  ledger,  which  is  the  final  resting-place  for 

all  amounts  on  the  books. 

Hints  for  Locating  Errors. 

One  of  the  first  steps  to  take  is  to  louk  through  the 
sheets  carefully  to  ascertain  if  any  balance  of  account  has 
been  omitted  or  entered  on  the  wrong  side  of  the  trial 
balance. 

As  a  rule,  the  difference  is  made  up  of  two  or  inore 
amounts  so  that  it  is  not  always  advisable  to  check  back 
looking  for  the  exact  amount. 

Differences  such  as.  $42.00  posted  as  .$24.00,  $04.00 
posted  as  $46.00,  are  amongst  the  most  common  errors, 
and  when  the  difference  in  the  trial  balance  is  $18.00,  an 

error  of  this,  nature,  may  be  looked  for. 
An  account  ruled  off,  which  is  not  in  actual  l)aiance 

is  one  of  the  most  difficult  en-ois  to  locate,  or  in  contrast 

with  this,  an  account  not  ruled  off",  and  nn  (dd  l);ihnicc 
added  in  the  i)resent  month's  trial  balance. 

The  Cash  Account. 

Very  few  bookkeepers  carry  "A  Cash  Account."  in 
the  ledger,  relyin<r  on  their  memory  to  enter  the  cash  bal- 

ance in  the  trial  balance  sheet.  Frequently  the  cash  bal- 
ance is  omitted,  and  a  great  deal  of  unnecessary  woik 

could  be  avoided  by  posting  debit  and  credit  totals  of  the 
cash  book  in  the  ledger. 

Ascertain  that  all  items  have  been  posted  for  the 
month,  and  besides  this,  the  totals  of  sales,  bills  receivable, 
columnar  totals  in  cash  book  and  all  impersonal  accounts. 

The  Cheque  Figure- 
The  use  of  the  check  figure  with  all  postings,  while 

not  infallible,  will  prevent  most  errors  if  thoroughly  car- 
ried out.  It  will  also  prove  an  excellent  check  on  all  post- 
ing, forcing  the  bookkeeper  to  use  the  utmost  care  in 

po.«ting. 
The  trial  balance  is  a  proof  of  the  correctness  of  the 

work  for  the  period.  By  gi'ouping  and  arranging  ac- 
counts, a  comparative  statement  may  be  prepared  each 

month  without  extra  work,  showing  accounts  receivable, 

accounts  payable,  bills  receivable  and  payable,  purchases, 
sales,  etc.,  so  that  a  close  watch  may  be  kept  on  every 
detail  of  the  business. 

C'oiuparing  the  three  ledgers  in  use  to-day,  the  card 
ledger,  loose  leaf  and  bound  book,  the  loose  leaf  is  un- 

doubtedly the  most  popular. 

A  large  number  of  firms  are  still  using  the  bound  ledg- 
ers, and  would  not  change  for  any  new  system,  but  this 

style  now  appears  verj-  cumbersome  as  compared  with 
either  of  the  other  two  systems.  It  is  impossible  to 
gauge  the  necessary  space  for  each  account,  or  divide  the 
ledger  so  that  all  accounts  of  a  similar  nature  appear  in 
one  section  of  the  book. 

When  an  account  is  filled,  it  is  necessary  lo  open  a 

new  page,  probably  in  some  otiier  part  of  the  account. 
It  is  absolutely  necessary  to  have  an  index,  and  this 

takes  considerable  more  time  for  the  posting. 

As  compared  with  the  former,  the  loose  leaf  ledger  lias 
a  great  many  advantages,  in  that  any  number  of  filled 
sheets  may  be  taken  out  and  filed  in  a  transfer,  while 
new  sheets  are  inserted,  bearing  the  same  number  with 
which  the  bookkeeper  has  become  familiar. 

New  account  sheets  may  be  added  from  time  to  time 
and  inserted  in  the  proper  spaces  without  altering  the 
ledger  in  any  way. 

The  accounts  may  be  re-arranged  in  any  way  and 
grouped  for  statement  purposes. 

The  posting  may  be  accomplished  quickly,  and  by  post- 
ing iqj  the  statements  during  the  month,  as  a  great  many 

concerns  now  do,  the  bookkeeper  is  enabled  to  work  on 
the  trial  balance  directly  after  the  first  of  the  month. 

The  Card  Ledger. 

This  form  of  ledger  is  not  very  populai',  unless  for 
doctors'  or  dentists'  accounts,  etc. 

The  operation  of  first  selecting  the  card  desired,  tak- 

ing it  from  the  drawei',  posting  the  entry,  and  replacing 
in  tlie  proixM-  oi'der,  takes  considei'able  more  time  than 
would  a  similar  process  willi   the  loose  leaf  system. 

'i'heii,  again,  for  checking  purposes,  it  would  lake  con- 
siderably longer,  as  the  ojieration  of  removing  the  cai'd 

takes  longer. 

The  card  ledger  may  be  suitable  for  accounts  whicli  are 
not  very  active,  but  does  not  compare  at  all  favorably 
with  the  loose  leaf. 

  ^   

The  Scotch  Window. 

Wm.  Foreman  &  Co.,  Chatham,  have  recently  been 

running  what  has  always  been  a  popular  display.  It 
takes  the  form  of  a  Scotch  window. 

The  display  comprises  steamer  rugs  in  the  various 
plaid  styles.  These  rugs  are  attractively  draped.  Each 
plaid  is  labeled  with  the  name  of  the  clan  to  which  it 
appertains,  there  being  in  all  about  a  dozen  different 
styles  displayed. 

The  display  is  something  out  of  the  ordinary,  and 
has  an  informative  value.  Most  people  are  curious  as  to 

the  markings  of  the  various  famous  clans,  and  this  na- 
tural interest  helps  to  keep  the  firm  which  caters  to  it 

prominently  before  the  public.  In  addition,  there  is,  of 
course,  the  appeal  involved  to  the  patriotism  of  the 
Scot,  of  whom  this  section  boasts  a  large  number  of 

thrifty,   well-to-do  citizens. 
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YOUR  PARTICULAR  CUSTOMER 
In  search  of  a  Christmas  Gift  or  other  present  will  be  very  grateful  if  you 

suggest  a  pair  of 

"OLD  BLEACH" 
TOWELS 

In  point  of  texture,  artistic  design,  finish  and  wearing  qualities  "  OLD  BLEACH  " 
Linens  have  no  peer.     Made  with  hemstitched  or  scalloped  edges. 

The  secret  of  the  superiority  of  "  OLD  BLEACH "  lies  in  the  Sun-Bleaching 
process,  than  which  no  better  is  known.  Sun-Bleaching  gives  a  fineness,  softness 
and  finish  to  linen  unobtainable  by  any  chemical  method. 

There  are  over  one  hundred  designs  of  the  most  artistic  description,  at  prices 

to  retail  from  50c.  to  $5.00  per  pair.     Ask  to  see  our  individual  guest  towels. 

Be  wise,  feature  "  OLD  BLEACH  "  and  collar  the  best  of  the  trade. 

R.   H.  COSBIE 
Irish  Linen  Agency, Wellington  St.  West,  TORONTO 

WITH 

ABEL  MORRALL'S 

NEEDLES 

NOTHING 
BETTER 
MADE 

Manufactured  at  Redditch,  Eng. 

AND 

ABEL  MORRALL'S 

"BAYONET"  POINT 

HAT  PINS 
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Business 
GroAATS 

Best 
IN  A 

Well- 
Lighted 
Store 

Trying  to  build  up  a  better  dry  goods  business  in  a 

store  that  lacks  plenty  of  daylight  is  very  hard — almost 
hopeless — work.  It  is  much  cheaper,  much  easier — 
much  better  every  way — to  brighten  up  your  store  with 

Luxfer  Prisms 
No  extravagant  claims  are  made  for  Luxfer  Prisms.  But  it  is  an 

absolute  fact,  which  any  competent  architect  will  heartily  indorse, 
that  Luxfer  Prisms  do  increase  the  brightness  of  store  interiors. 

They  catch  the  slanting  rays  of  daylight  and  refract  them  horizon- 
tally or  any  other  angle  necessary  for  the  most  effective  distribu- 

tion of  light.  The  average  store,  forming  part  of  a  block  of  build- 
ings, should  have  Luxfer  Prisms  in  both  front  and  back  windows. 

By  this  means  alone  is  it  possible  to  have  the  whole  store  brightly 
illuminated  as  long  as  daylight  remains  in  the  sky. 

LUXFER  PRISM  COMPANY,  Ltd. 
TORONTO  and  MONTREAL 

Profitable  Display  Demands  Practical  Fixtures 

No.  2 — Practical  Ribbon  Cabinet 

PRACTICAL  HOSIERY 

RACKS.     Two  size',  holding 
72  ind  100  pairs  Hose. 

Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 

Holding 

From 

50  to  700 

Bolts 

of 

Ribbon 

PRACTICAL 
RIBBON 
CABINETS 

PRICE  LIST 
Cabinet 

No. 

28KxlJ  '(26 
/8Hx\i  x38 
28Kxl8%x38 

28Kx27K''38 
28^x32^x38 iS%xi'i%xiy/2 

Capacity 

bolts 

50 

100 

InO 

250 
325 
4(10 
475 
700 

$  G  00 

10  00 13  5i) 
18  50 

23  00 
2(i  00 
30  00 
42  00 

MADE  OF  OAK 

No.  3  -Practical  Ribbon  Cal>inet 

Practical  Hosiery  Racks 

Made  of  stcc-l,  nicUc!  p'ated,  "i  Slip  the  stocking  in  Uiu  sprin^^  pair  by  pair. 
Place  the  spring  in  the  trame  at  ihc  top  of  the  rack.  1|  A  quick  jerk  discnj^ages 
the  pair  desired  without  interfering^  with  the  others.  When  handKd  and  inspected 
they  hang  tight  and  fast,  keeping  their  position  and  shape.  There  can  be  no 
disorder  in  the  stock  when  this  rack  is  used. 

No.  1  — 'IJ  inches  high,  16  inches  wide.  Has  four  springs,  Capacit>  72 
pairs  hose,  $5.75. 

No,  2—34  inches  high.  17  inches  wide.  Has  eight  springs.  Capacity  120 
pairs  hose,  $fl.75. 

Practical  Piece  Goods  Fixtures 
The  proper  (display  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 

Practical  Counter  or  Floor  Fixture.  Either  holds  forty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Pr  ictical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.    Price,  $G..50. 
Practical  Floor  Fixture,  height  5  feet.     Price,  $7,50. Ci>untcr  I'lxture 

FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION   HOUSES.    SEND   FOR    CATALOGUE 

A.  N.  RUSSELL  &  SONS  CO..     Manufacturers.     ILION.  N.Y. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Modern  Store  Equipment 

Should  Prepare  for  Thanksgiving  Trims  Well  in  Advance 
Linens,  China,  Cut  Glass  and  Silverware  Should  be  Given  Prominence 

—  Favors  for  the  Season  as  Well  as  Dresses,  Waists  and  Accessories 

are    Good  Lines  to  Feature  —  Suggestions  for  Novel,  though  Practical  Trims 

TRIMMERS'  plans  must  be  made  away  ahead,  and it  is  for  this  reason  that  The  Review  is  fea- 

turing Thanksgiving-  trims  this  month  and  will 
be  discussing  Christmas  trims  another  month. 

By  October,  the  fashion  and  quality  campaign  is 
pretty  well  over  and  the  store  is  searching  for 
ideas  to  keep  business  coming  without  bumping 

at  the  ever-lasting  bargain  and  special  sale  drum.  In 
these  days  of  enlightened  retailing,  it  is  somewhat  aston- 

ishing that  merchants  do  not  co-operate  more  with  the 
firms  that  do  extensive  advertising  to  the  consumer. 

In  some  cases  the  manufacturer  is  to  blame,  as  he 
totally  ignores  the  merchant  and  jobber  and  concentrates 
all  his  energies  in  getting  customers  to  ask  for  goods, 
which,  because  they  are  not  properly  brought  before  the 
distributing  trade,  are  only  stocked  by  a  few  firms. 

There  are  many  well  advertised  lines  that  it  would 
really  pay  the  retailer  to  feature,  and  in  the  showing 
of  which  he  might  obtain  effective  help  from  the  makers. 
There  seems  to  be  an  idea  that  in  giving  window  space  to 
these  goods,  undue  help  is  being  given  to  the  maker,  and 
while  this  is  to  an  extent  true,  the  store  itself  would  not 

only  receive  the  usual  benefit  from  the  window,  but  would 
draw  many  customers  that  had  been  attracted  by  the 
consumer  advertising.  Merchants  who  take  advantage  of 
this  will  find  an  occasional  window  will  draw  extra 
trade. 

Plan  for  Profitable  Business 

With  Thanksgiving  a  fixed  date  and  not  a  movable 
feast,  the  merchant  has  now  a  better  chance  to  plan  how 

to  get  profitable  business  out  of  this  season.  Thanks- 
giving day  comes  at  an  auspicious  moment,  for,  by  this 

time,  the  bloom  of  novelty  is  off  the  Fall  goods,  and 
therefore  the  featuring  of  Thanksgiving  will  not  only 
serve  to  keep  up  the  interest,  but  will  also  be  the  means 
of  bringing  extra  trade  to  the  store. 

In  making  jilans  for  the.  featuring  of  Thanksgiving 
lines  the  trimmer  comes  in  for  a  very  large  share  of  the 

work,  and  is  also  largely  responsible  for  the  success 

achieved,  for  the  whole  thing  will  hinge  more  or  less  up- 
on the  manner  in  which  he  presents  the  goods. 

When  once  the  idea  gets  going,  it  is  astonishing  how 

many  lines  in  the  store  can  put  in  a  good  claim  for  re- 
presentation.    As   tlie    Thanksgiving   day   dinner   is   sucli 

A    rich   display  of  dresses   by  Gordon  Drysdale,   Limited,  Vancouver,    British   Columbia.      The  window  is  divided   into 
two  well  po5e4  groups,   the  backgrpu.od  for  each  being  draperies  of  silk  velours. 
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Hall-Borchert 
Dress  Form  Co. 

of  Canada,  Limited 
7  0-7  6   Pearl  Street 
TORONTO 

Ontario,    Canada 

The  Ketail  Merchants  of 
Canada  should  be  interested 

to  know  that  the  complete 
line  of  Hall-Borchert  ad' 
justable  and  non-ad/ustable 
forms  are  no\A/  being  made 
within  the  Dominion,  and 
obtainable  at  the  same 

wholesale  prices  as  in  New 
York  or  Chicago.  Every  tailor,  dressmaker 
and  private  woman  wants  one  or  more  of 
these  forms  and  it  is  within  the  province  of 
Retail  Merchants  to  supply  this  demand. 
Easy  sales,  liberal  profits,  reliable  goods. 
Our  national  consumer  demand  advertising 
campaign  stimulates  trade.  Local  publicity 
secures  the  business.  Write  us  for  cata- 

logue and  prices. 

np 

.No.  91.3 

THE  SUCCESSFUL  MERCHANT 
knows  how  to  persuade  people  to  come 
into  his  store  for  ONE  THING  and  then 

induce  them  to  buy  some  OTHER 

THINGS.  It  is  these  other  things  that 

pile  up  the  profits. 

The  best  way  to  get  customers  into  your 
store  is  by  effective  window  display, 

and   we    have    an    entirely   new   line    of 

WAX  FIGURES 
that  must  compel  attention,  because  they 

will  make  the  good  points  of  your  stock 
stand  out  in  bold  relief. 

We  stock  every  variety  of  hands,  arms 

and  colors  of  hair,  and  there  are  many 

poses  to  choose  from.  A  very  large  stock 
now  on  hand. 

Clatworthy  Display  Figures  are  an 

absolute  necessity  to  the  up-to-date  Dry 
Goods  Man,  and  will  prove  the  most 

profitable  investment  you  can  make. 

Write  for  New  Catalogue  containing  136 
pages  of  information   about  good   display. 

Write  for  it  to-day. 

CLATWORTHY  &  SON 
LIMITED 

KING  STREET  WEST,    -    TORONTO 
Please  mention  The  Review  to 

LATEST  HALF-FORMS 
Skirt  m;iy  be  Removed  from   Waist   ;uh1   L'sed  Separately 

No.  80  K.J. 
Jointed  arms  with  adjustable  hands.    Also 
with     plain     arms     and     without     arms. 

Write  for  Catalogue  No-  16L.     Also  for  Circulars  on  Far  Stands, 
Hangers,  Mirrors.  Etc. 

J.    R.    PALMENBERG'S    SONS Est.  1852 

710  Broadway,  New  York. 

Factory  87,  89  and  91  West  3rd  Street,  New  York 

30  Kingston  St..    1  10  Bedford  St.     Nos.   10  and  12  Hopkins  Place 
Boston  Baltimore 

Increase 
Your Earning 

Capacity 

by  taking  a  course 

in  Window  Trim- 
ming and  Card 

Writing  at  the 

Koester 

School 
ALBERT  A.  KOESTER.  President 

Author  of  First  Book  on  Window  Dressing. 
Koundt-r  of  First  School  of  Window  Dressing,  1897 
Designed  exKibits  for  World's  Fair,  Chicago,  1893 Berlin  Exijosition,  1900;  St.  Louis  Exposition,  191)4, 

(Jnly  Decorator  awarded  medal  at 
St.  Louis-*  Exposition. 

Author  of  book,  Koester's  System  of  Draping,  1907. Five  years  wjtti  Marshall  Field  &  Co. 

The  most  valuable  man 
about  the  store  is  the 
man  who  can  trim  the 

windows  and  make  the 

sho  wcards  —  make  your- 
self this  most  valuable 

man — don't  be  a  clerk 

all  your  life — prepare  yourself  for  the  better  paying  positions. 
Vacation  Courses  have  just  started — ranging  from  2  weeks  to  8 

weeks,  and  covering  general  and  special  subjects.    Spend  your  vacation 
at  the  School.      Get  ready  for  the  Fall  Season. 

We  have  very  interesting  catalogues,  letters  and  booklets  that  explain 
the  school  thoroughly.     We   will   be  glad   to  send  all  of  it  if  you  will 

send  us  your  name. 

THE  KOESTER  SCHOOL 
256  E.  MADISON  STREET,  CHICAGO,  ILL. 

Advertisers  and   Their  Travelers. 
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an  important  feature  of  the  festivities,  anything-  that  ap- 
pertains to  the  table  makes  a  good  line  to  feature.  Oc- 

tober is  regarded  as  one  of  the  best  months  of  the  year 
in  the  linen  department,  and  therefore  a  linen  window  is 

a  foregone  conclusion.  China,  cutlery  and  silverware,  if 
tliev  are  carried,  sliouhl  also  be  shown  if  the  store  carries 

and  such  dress  accessories  as  belts,  ladies'  neckwear.  lio>- 
iery  gloves,  etc..  are  good  lines  to  show. 

Not  Necessary  to  Cut  Prices. 

There  is  no  need  to  beat  the  bargain  di'um  at  Thanks- 
giving time,  nor  is  it  necessary  to  cut  prices  for  the 

Thanksgiving  sale,  although  special  values  in  certain  lin;?: 

■0S^  ■ 
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 mi  ̂
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Thanksgiving  window   by  J.   C.  Edwards,   for  A.    W.    Cressman,   Peterborough.      Background   of  autumn 

leaves,   with   cornucopia   in  centre.      Window   was  used   for   dresses,  waists   and  accessories. 

these  lines.  If  groceries  are  stocked,  fancy  groceries  and 
table  favors  are  particularly  good  lines  upon  which  to 
turn  the  limelight  at  this  period. 

As  new  clothes  are  alwavs  wanted,  costumes,  waists. 

may  be  acceptably  offered  as  a  bait.  It  would  be  foolish 
policy  to  sacrifice  stock  at  the  very  period  when  women 
are  looking  for  handsome  napery  to  decorate  their  Thanks- 

giving dav  taible. 

™il 

'TME  AIVIERIOAIM 
The  Perfect  Gum  Tape  Machine 

Four  Points  of  Superiority 

STRENGTH — Stronger  than  ary  other  machine  on  the  market,  made  to  last  a  lifetime. 

Note    the    bracket    which    contains  the   woiking  mechaniim— mt de  of  solid  cast  iron 
Nothing  flimsy  or  shaky,  but  made  to  stand  hard,  continuous  usage. 

ADAPTABILITY — Can  be  fixed  in  any  position,  over  or  under  the  counter  or  on  the 
wall.     Will  operate  perfectly  with  1,  2,  3  or  4  rolls  at  a  time. 

CLEAN lI NESS — Has  the  only  non-Ieakable,  non-fouling  roller  known.    Will  retain  its 

moisture  from  three  to  seven  days. 

CONVENIENCE — The  tape  is  always  held  in  position  free  from  the  roller  and  knife. 

Can  be  taken  hold  of  without  fear  of  soiling  or  cutting  the  fingers. 

Price  $3.00,  f.o.b.  New  York.      The  Only  Perfect  Gum  Tape  Machine 
and  the  only  one  worth  putting  in  your  store  when  you  install  GUM  TAPE  MACHINES 
which  you  must  eventually  do  io  order  to  keep  up  with  the  times. 

The  sealing  of  parcels  and  packages  with  gum  tape  is  rapidly  superseding 
the  old  method  of  tying  them  with  string. 

It  is  FAR  NEATER  and  MORE  ATTRACTIVE-  is  QUICKER,  as  it  requires 

less  than  one-third  of  the  time— is  MORE  SECURE,  as  it  leaves  no  chance  for  un- 
done packages -is  CHEAPER,  as  it  costs  without  printing  one-tenth  as  much  as  the 

twine  and  with  your  name  printed  on  tape  about  one-third. 

The  Gum  Tape  Method  is  being  adopted  by  all  the  leading  stores  in  United 
States  and  Canada.    What  about  yours  ? 

We  cannot  in  half-page  space  enumerate  in  detail  all  the  various  advantages 

you  will  derive  from  installing  American  Gum  Tape  Machines  in  your  store,  but  if 

you  are  interested  and  will  drop  us  a  card,  we  will  send  you  by  return  mail  our  book- 
let giving  full  information. 

Other  good  stores  are  installing  them.      Let  us  send  you  our  reason  why. 

You  owe  it  to  yourself  to  investigate.       DO  IT  TO-DAY. 

The  American  Gum  Tape 
Company 

lis  Worth  Slreet,  NEW  YORK 

SHOWS 

ATT.^CHED 

Protected 

by 

Patents 

SHOWS 

UNDER MACHINE 
COUNTER 

Please  mention  The  Review  to  Advertisers  jnd  Their  Travelers. 



ART  OF  DISPI.AY  AXD  STORE  EQUIPMENT 

make  the  most  of 

Vour  mindows 
by  frequent  changes  of  display.  Let  the 
people  see  something  new  VERY  often. 
And  this  is  very  little  trouble  if  you  refer 
constantly  to  our  catalog  of 

Display  Fixtures 
In  it  you  will  find  illustrated  just  the  right 
device    to    display 
effectively  every 
line   in  your   stock. 
If  you  have  not  got 
a  copy,  write  us  and 
^ve     will    send    you 
one  by  return  mail. 

Toronto  Brass 

Mfg.  Co. 

17-21  Temperance  St. 
TORONTO  .. 

No.  29— Utility  Tie  Stand  and 

Shirt  Easel,  Dressed. 

« ^  Send  for  our  Cat- 

alogue of  Adver- 
tising Cuts. 

Mailed  Free. 
This  Cut  25  Cents 

ADVERTISING 
CUTS 

Our  Advertising 
Cuts  are  for 
use  in  News- 

papers, Circu- 
lars or  Cata- 

logues. 

SYHDICATE  CUT  CO.    ̂ JjAN^J^^ 
16  Park  ROW.         NEW  YORK      ̂          Th,.  Cut  20  ct:.     ̂  

In  slmwiii^-  linens,  many  trimniors  makc^  iisp  of  clab- 
orale  sfi-dU  work  wonnd  willi  doilcys  ami  with  an  onia- 

mcntal    top   IxinlcM'   ol'   the    same   goods. 
Tlion^ii  by  no  means  new.  notliiiiii-  draws  allenlion  to 

I  he  linen  display  like  the  use  of  a,  table  for  a  centre  piece. 

In  makiiiii'  this  disi)lay,  novel  and  well  thought  out  dec- 
orations should  be  featured,  rumjikin  favors  can  easily 

be  ]>rocured,  and  any  clever  trimmer  can  easily  desigfii 
ccntic  pieces  that  are  distinctive. 

A  large  pumpkin  could  have  a  generous  section  of  the 
top  removed,  and  a  portion  of  the  inside  scooped  out  and 
could  be  filled  with  fruit.  Rosy  red  apples  should  be  se- 

lected and  a  hole  cut  in  the  stalk  and  sulTicieiitly  lar<?e 
to  receive  a  candle,  and  these  apples  fastened  to  the  side 
of  the  pumpkin  by  a  large  darning  needle.  The  pumpkin 
siiould  rest  upon  a  bed  of  leaves. 

The  Glorious  Pumpkin. 

Artificial  pumpkins  are  much  easier  to  manage  than 
the  real  ones,  and  another  advantage  is  that  they  can  bo 
made  any  size  that  is  required.  A  gigantic  pumpkin  is 
always  a  pleasing  central  feature  of  an  Autumn  window 
display.  It  is  an  easy  matter  to  make  artificial  pumpkins. 
Heavy  wire  is  used  to  make  the  form  and  over  the  frame- 

work is  stretched  coarse  cotton.  Over  this  is  pasted  sev- 
eral layers  of  light  weight  wrapping  paper,  followed  by 

about  half  a  dozen  layers  of  heavy  paper  that  has  been 
soaked  in  water  to  make  it  pliable.  When  the  pumpkin 

is  dry,  if  you  intend  to  use  oil  paint  give  it  a  coating  of 
shellac,  but  if  water  color  let  it  dry  and  use  alabastine 
with  plenty  of  mucilage  in  the  water  used  to  mix  up 
tlie  color. 

To  get  the  proper  color,  match  with  a  pumpkin,  and 
have  the  color  deeper  rather  than  lighter. 

Should  it  be  desirable  to  use  the  vine,  very  effective 
pumpkin  leaves  can  be  made  with  crepe  paper  cut  to  the 
size  and  shape  of  a  pumpkin  leaf,  and  with  a  millinery 
wire  glued  to  the  back  from  the  tip  and  with  the  end  pro- 

truding to  form  the  stem.  Alabastine  or  paint  should  be 
used  to  paint  these  stems  green.  Very  effective  vines  can 
be  made  from  rope  covered  with  green  tissue  paper  and 

the  leaves  and  pumpkins  wired  on.  Trimmers  could  easily 
arrange  a  most  effective  vine  trim  in  the  interior  of  the 
store,  as  well  as  in  the  windows  at  little  expense. 

Background  Suggestions. 

If  a  background   is   wanted   a  sj>lendid   effect  can   be 

produced  by  pleating  layers  of  tarletan  over  a  mirror  it 
possible,  but  if  a  mirror  is  not  available,  white   tarletan 
stretched  over  a  frame  will  do.     Next   to  the  mirror  or 

frame  place  a  layer  of  yellow  tarletan  the  edges  cut  and 

J^I?Et  CARRIERS 
SAVE  TIME  &  MONEY 

OUR  GUARANTEE 
We  will  instal  a  Hysteni  of  fiipe  Carriers 
ill  your  Btore ;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  that 
they  give  you  BETTERandtJUICKEK 
SERVICE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUIiES, 
CARLE  CARRIERS  or  CASH  REG- 

ISTERS, we  will  remove  them  at  our 

CATALOG  FREE 
THE    GIPE  CARRIER  COMPANY 
99    ONTARIO  STREET  TORONTO,  ONT 

EUROPEAN  orncciin  noLBORN.LOMDtfi e.c.tNe. 
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slashed  into  tlie  form  of  an  irresnlar  nrch,  this  must  come  Used  Celebration    to  Advertise. 
down  to  the  floor  at  the  sides.     Over  this,  place  layers 
of  deeper  shades,  each  one  cnt  so  as  to  follow  the  general  One    merchant    took    advantaije    of    festivities    in    his 

outline  of  the  one  preceding  it,  and  all  being  fantastically  town  to  have  some  of  his  advertising  circulated.     A  cala- 
cut  and  slashed.     Do   this  until  a  deep  orange  .shade  is  tiiumpian  procession  was  organized,  and  some  of  the  post 

A   dainty   Fall  window   by   Edwin  Mcllroy, 

reached  at  the  top  of  the  window,  and  drape  the  top  and 
down  the  corners  with  this  deep  shade.  This  forms  an 

elegant  background  for  the  pumpkin  vines,  made  as  di- 
rected above. 

Should  you  wish  to  show  China,  cut  glass  and  silver- 
ware, a  plate  rail  might  finish  the  top,  and  fancy  pieces 

could  be  shown  on  it. 

now  with   W.   E.   Maxwell,  St.   Thomas. 

office  clerks  arranged  a  rural  delivery.  This  merchant 
handed  in  a  quantity  of  his  bills  to  be  distributed. 

This  merchant  is  cutting  out  the  credit  system  gradu- 
ally and  at  present  is  limiting  credits  to  30  days.  He 

does  not  give  credit  indiscriminately  but  knows  his  cus- 
tomers well  before  allowing  him  accommodation. 

This  merchant  also  believes  that  technical  knowledge 

A  carpet  and  rug  display  by   C.  W.  Byam,  for  the  Ritchie  Co.,  Belleville.      Such  a  display 
as  this  gfives  the  onlooker  some  idea  of  desirable  patterns  and  is  quite  a  suggestive  arrangement. 

A  turkey  of  some  kind  should  be  used.  Turkeys  of 

papier-mache  can  be  had,  but  one  made  of  table  nap- 
kins would  be  just  as  effective. 

V 

Window  trimmers  have  seized  upon  the  great  vogue  for 
Persian  effects  by  featuring  these  goods  strongly  in  their 

displays.  Fabrics  of  this  character  lend  themselves  par- 
ticularly well  to  unique  and  interesting  arrangement. 

is  useful,  especially  when  a  customer  says  a  certain  line 

of  goods  can  be  bought  cheaper  at  some  other  store.  If 

the  merchant  possesses  this  knowledge  he  can  explain 

why  his  goods  are  more  expensive,  and  can  show  how 

the  quality  makes  the  difference.  Very  often  this  know- 
ledge properly  applied  will  clinch  a  sale  which  otherwise 

would  be  lost.  Technical  knowledge  is  thus  one  of  the  first 
aids  of  salesmanship. 



Many  Economies  and  Short  Cuts  Possible  in  Card  Writing 
Careful  Man  in  this  Department  will  Often  Turn  Little  Things  to  Good 

Account  —  Buying  Card  to  Best  Advantage  —  Disposing  of  Cards  that  are 

no     Longer     of     Service  —  Appropriate     Designs     for     Seasonable     Displays 
By  J.  C.  Edwards,   with  A.  W.  Cressnian,  Petoi  horou^h. 

THERE'S  no  doubt  but  that   dollars   upon   doilai- can  be  saved  throuarhout  the  year  in   the  adver- 
tising: department    if  the  small  details  are  look- 

ed  after.     Of  eourse,   there   is   such   a    thing  as 
overdoing  it,  but  there  are  many  small  economics  whicli 
can  be  practiced  without  much  effort,  and  will  ctTcct  con- 

siderable saving. 
Take  for  instance  the  huyinu  of  tlic  cardboard.  There 

are  stores  using  considerable  cardboanl  in  the  year,  buy. 
ing  their  needs  from  the  printers  at  retail  prices,  when 

they  could  easily  save  ")()  to  7.1  per  cent,  buying  whole- 
sale. The  same  applies  to  inks.  Tlie  card  we  find  tli'' 

most   economical   to   use  is   the  double-coated   (i  or  8  ply 

and  luakinu-  lliem  into  one  nice  clean  card,  i.e.,  if  the 
cards  have  not  been  used  too  long  and  became  soiled  by 
liandling,  wliicii  is  not  often  the  case  in  window  cards 
wliere  they  are  used  only  for  a  day  or  so. 

We  save  these  cards  and  put  our  assistant  at  veneering 
or  sticking  them  together.  He  simply  uses  a  heavy  body 
mucilage  and  brushes  it  on  around  the  edges  of  one  card 
and  places  the  two  cards  lo  getlier  in  a  press.  Dozens  of 
these  can  be  made  in  as  nuiiiy  minutes,  if  the  boards  are  tlie 

same  size,  ami  wlien  a  board  costs  .f.")  to  .$7  a  hundi-ed,  a 
saving  like  this  is  worlli  while. 

Tliei'e's  anotiiei-  cliance  to  save  whicli  did  not,  occur 

to  us  foi-  a  hnig  time,  and  whicli  we  now  take  advantage 

Attractive  show  cards  by  J.  C.  Edwards,  with  A.  W.  Cressman,  Peterborough. 
descriptions  see  accompanying:  article. 

For  detailed 

white.  Being  coated  on  both  sides,  it  does  not  warp  so 
easily,  and  the  coat  makes  a  much  whiter  and  smoother 
card,  and  not  as  easily  soiled  as  the  uncoated  board. 

Another  advantage  in  having  as  heavy  a  card  as  the 

8-ply  is  that  you  can  use  a  long  panel  card  without  a 
stand,  by  simply  leaving  it  against  a  short  rod  stand 

or  propping  it  with  a  knitting  needle,  which  gives  a 
much  ea.sier  appearance  to  a  window  trim — not  so  stiff 
and  set. 

Still  another  advantage  that  a  double-coated  board 

has  is  the  possibility  of  veneering  the  used  faces  together 

of  when  we  can.  Look  o\-er  your  cards  occasionally  and 
discard  all  that  are  no  longer  useful  to  you — perhaps  the 
wording  is  out  of  date  for  the  present,  and  it  is  not 
worth  while  to  save  until  another  season,  or  tlie  card 
has  perhaps  been  used  two  or  three  times,  and  is  now 
stale.  You  want  .something  new,  something  fresli.  You 
know  of  small  stores  in  towns  or  villages  near  by,  and 
make  a  pioposition  to  them  to  take  some  of  these  cards 
off  your  hands  at  a  very  small  cost  to  them,  perhaps  10c 
each.  They  generally  jump  at  the  chance,  and  insteal 
of  throwing  them  out  into  the  rubbish  bag,  you  pull  in  a 
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few  dollars,  which  helps  to  buy  more  cardboard,  and 
you  enable  the  small  merchant  to  be  progressive  at  very 
little  cost. 

How  to  Keep  Cards. 

The  saving  of  price  cards  is  another  way  to  econom- 
ize. Make  the  rule  that  all  price  cards  must  be  return- 

ed to  your  office  when  not  in  use  and  you  have  a  rack 
built  to  accommodate  a  large  stock  of  all  kinds  of  cards, 
in  proper  order. 

The  mixing  of  your  own  paint  is  not  to  be  overlooked. 
White,  of  course,  is  one  which  nearly  everyone  knows 

how  to  mix — Zinc  white,  mucilage  and  water.  Black,  too, 
can  be  made  from  drop  black,  ground  in  japan  and  mixed 

with  mucilage.  This  gives  a  dull  black,  which  is  prefer- 
able in  some  cases,  but  letterine  is  good  enough  for  our 

work.  This  we  buy  wholesale  in  pint  bottles.  Other  colors 
can  be  mixed  with  a  little  practice  by  using  dry  colors, 
mucilage  and  water,  and  tints  can  be  made  by  adding 
white  in  proper  proportions.  Color  mixing  is  a  study 
by  itself. 

In  speaking  of  card  writing  economies,  it  might  be 
well  to  draw  attention  to  the  many  little  ways  a  person 
can  save  by  adopting  short  cuts  in  laying  out  cards.    For 

their  mind  on  the  goods  being  displayed.  Of  course,  for 

the  millinery  posters  you  naturally  wish  to  give  them 
something  more  in  keeping  with  the  decorative  head  pieces 
which  are  being  shown.  The  prevailing  colors  must  not 

be  made  ridiculous  by  gaudy  colored  cards.  Something- 
rich  and  in  contrast  should  be  used  in  the  display  cases 
and  on  the  tables.  We  always  carry  out  the  same  card 
idea  in  the  interior  as  we  do  in  our  millinery  windows. 
A  card  such  as  No.  2  or  No.  6  appeals  to  us.  No.  2  is  a 
black  ground  with  a  raised  oval  of  gold  and  lettered  in 
white,  while  No.  C  is  a  pebbled  white  card  shaded  with 
the  air  brush  in  green  and  an  oval  of  brown,  set  on  the 
upper  corner.  These  are  plain  in  a  way,  yet  they  are  in 

keeping  with  high-class  goods.  For  millinery  window 
cards,  we  have  made  up  a  few  cut  outs  for  a  change.  No. 
1  represents  a  brown  mat  with  bevelled  edges,  and  cut 
oval,  back  of  which  a  piece  of  Japanese  wood  card  is  set. 
The  lettering  is  plain  with  shading. 

No.  3  card  is  pebbled  block  card,  bevelled  edges  and 
cut  out  oval,  with  white  pebbled  card  at  back,  lettered 
with  black,  shaded  letter.  The  decorations  of  this  card 
are  very  plain.  No.  7  card  is  grey  with  raised  mottled 

oval  of  two-tone  grey,  lettered  in  white,  Avith  main  part 

Appropriate   introductory   season   show   cards   by  J.   C.    Edwards,    with   A.    W.    Cressman.       Nos.  iz   and   13   illustrate   stencil 
method  of  obtaining  uniformity  of  design  in  price  cards.      For  detailed  descriptions  see  accompanying  article. 

instance,  you  have  a  dozen  or  more  tickets  to  make  with 
several  words  on  and  you  want  them  all  the  same.  Use  a 
thin  card,  lay  out  your  lines  in  pencil  and  cut  out  with  a 

sharp-pointed  knife.  Then  you  have  a  pattern  which  you 
lay  on  the  rest  of  the  cards  and  simply  mark  inside  the 
"cut  outs."  All  the  cards  or  tickets  will  be  laid  out 
exactly  the  same.  This  saves  your  valuable  time.  Nos. 
12  and  13  in  cut  illustrate  this  very  well. 

At  this  season  of  the  year,  as  at  the  beginning  of  any 
season,  there  is  more  or  less  demand  for  cards  throughout 
the  store  other  than  sale  or  price  cards.  We  find  a 

card,  very  plainly  written  as  No.  11,  makes  as  good  a  sign 
as  you  could  wish  for;  not  fancy,  but  merely  some  phrase 
that  will  arrest  the  attention  of  the  passers  and  centre 

of  card  lettered  in  black  and  shaded.     These  cards  are 

away  from  the  usual  "Millinery  Opening"  cards. 
Cards  can  sometimes  be  made  very  attractive  by  be- 
ing cut  into  various  shapes  and  made  into  novelties.  The 

cards.  No.  5  and  No.  10,  represent  two  of  our  Spring 
cards.  They  are  not  fancy,  but  are  readable  and  being 

made  in  the  novel  styles  they  are  attractive.  It  is  neces- 
sary to  make  them  with  easel  backs  as  they  stand  better. 

Card  No.  9  is  made  in  folder  form,  and  stands  in  the  win- 

dow. On  the  face  is  lettered  "Spring,  1910,"  on  the  in- 
side of  the  front  is  lettered,  "Wash  goods  section — main 

floor  right,"  and  on  the  inside  of  back  is  the  main  in- 
scription. This  card  added  novelty  to  a  wash  goods  win- 

dow this  Spring,  and  was  quite  out  of  the  ordinary,  and 
helped  make  the  window  a  success. 



System    Must  Play  Important  Part  in  Progressive  Store 
How  One  Merchant  has  Developed  the  Department  Idea  and  Places 

Responsibility  for  Success -Sending  Members  of  Staff  to  Visit  Customers — 

Adhering  to  One  Price  and  No  Credit  -  Encouraging  Proficiency  in  Salespeople 

EN'KKV  iiiiTclKint  recognizes  tlio  valup  of  system. While  the  elaborate  and  well  reiiuhited  organiza- 
tion necessary  in  the  large  ilei)artiiient  store  is 

not  in  many  respects  applicable  to  the  very  small 

store,  there  are  many  points  in  it  which  are  nevertheless 
adaptable.  Almost  any  merchant  can  employ  methods 
in  keeping  with  the  size  of  Ids  store.  It  is  desirable 

that  every  business  should  be  systemized  as  much  as 
possible  so  that  bist  results  may  be  obtained. 

A  dry  goods  firm  in  a  country  town,  with  a  large  well 
ordered  store  and  doing  an  extensive  business,  operate 
their  departments  separately.  Each  department  is  held 
responsible  for  its  own  sales  and  it  is  known  what  profit 
each  department  is  paying;  this  is  working  out  well. 
Tliis  system  was  started  three  or  four  years  ago,  but  this 
year  the  firm  is  going  into  details  more  carefully. 

Up  to  the  present,  they  do  not  feel  satisfied  that  they 
have  been  getting  the  full  profit  they  should  receive  on 

their  basis  of  marking.  So,  instead  of  charging  the  de- 

partments with  goods  at  cost,  goods  are  charged  at  sell- 
ing prices. 

At  every  stock-taking,  departments  are  debited  with 
goods  on  hand  at  selling  prices,  also  purchases  during  the 

year,  and  credited  with  sales,  customers'  discounts,  and 
reductions  during  special  sales.  The  difference  should  be 
the  correct  amount  of  stock.  Stock-taking  will  prove 
this,  and  if  any  leakage  has  occurred,  the  firm  will  get 
right  after  the  cause  of  it. 

In  apportioning  expenses,  rent,  taxes,  fuel,  water  and 

light  are  charged  according  to  size  and  value  of  floor 

space,  while  office  wages  and  expenses,  executive  salaries, 
also  small  general  expenses  are  apportioned  on  sales  of 
each  department. 

Advertising  is  charged  on  bulk  of  sales  of  all  de- 

7»artments,  with  the  exception  of  the  men's  furnishing 
and  clothing  department  whicli  runs  its  own  advertising, 

and  pays  for  it. 

The  men's  section  is  practically  separate  from  the  rest 

of  the  store,  occupying  almost  one  side  with  the  excep- 
tion of  the  offices  at  the  back.  The  shelving  divides  it 

off,  and  as  there  is  a  side  door,  it  is  not  necessary  even 

to  pass  through  any  other  part  of  the  store.  This  arrange- 
ment is  found  to  be  entirely  satisfactory.  There  is  a 

manager  for  this  department  who  buys  practically  all  of 
tlie  goods. 

This  firm  adds  to  the  bare  cost  the  expense  of  laying 

down  goods,  freight,  duty  and  traveling  expenses.  To  all 
this  is  then  added  the  profit. 

Quick     and     satisfactory     results     are     o1)tained  from 

(onuiHiii  bills  (listribnlcd  iVom  house  to  house;  customers 

I'omc  in  response  to  them.  The  voters'  list  is  secured, 
names  are  carefully  selected  and  circulars  are  sent  to 
new  territory.  Care  is  taken  to  send  these  circulars  to 

fi'eeliolders  and  one  to  every  house. 

Two  years  ago,  three  of  the  staff  were  sent  with  rigs 
to  visit  old  customers  and  new  people.  New  people  were 
asked  if  they  dealt  with  the  firm  and  if  not,  were  asked 

to  give  them  a  trial.  Customers  were  asked  if  the  ser- 
vice at  the  store  was  satisfactory,  and  whether  it  might 

be  improved.  This  visit  was  appreciated  by  the  majority 
of  those  called  upon. 

Every  month  each  department  is  provided  with  com- 
parative sales  for  three  years.  These  reports  have  a 

stimulating  effect,  and  are  eagerly  loolvcd  for,  they  en- 
courage the  staff  to  increased  effort. 

No  Credit  and  One  Price. 

fliving  no  credit  and  holding  to  "one  price  only"  is 
an  ideal  way  of  doing  business.  It  is  sometimes  a  great 
temptation  to  the  merchant  starting  in  business  to  break 
his  prices  to  make  perhaps  a  good  sale. 

It  I'equires  a  lot  of  moral  courage  to  refuse  an  offer 
<if  merely  50  cents  below  what  he  is  a.sking,  but  in  the 

long  run  it  will  pay  him  to  adhere  to  the  one  price  idea. 
He  will  win  the  confidence  of  the  people.  He  will  also 
save  time  and  trouble. 

A.  Harris,  of  A.  Harris  &  Co.,  Txhridge,  states  that 
he  had  l)een  in  Imsiness  there  for  a  year.  He  is  doing 

a  strictly  cash  trade  and  never  varies  his  prices  unless 
for  a  special  sale. 

He  believes  that  having  oiu^  jirice  and  giving  cus- 

tomers good  treatment  has  lieljjed  to  build  up  his  busi- 
ness. One  man  purposely  tried  him  out  by  offering  him 

a  lower  price  than  he  asked.  Mr.  Harris  positively  re- 
fu.sed  to  break  his  price;  the  customer  went  away  but 

returned  and  bought  the  goods.  The  fact  that  the  mer- 
chant stood  his  ground  iu  this  test  case  gave  him  a  place 

in  the  confidence  of  the  customer  and  his  friends. 

Regarding  advertising,  Mr.  Harris  states  that,  when 
a  man  advertises  he  should  do  so  straight  forwardly. 

When  people  come  into  the  store  the  merchant  should 
have  what  he  advertises  and  there  is  only  a  limited 

quantity  of  the  goods  he  should  say  so  in  his  advertise- 
ment. In  his  opinion  giving  a  square  deal  in  the  store 

is  the  best  advertisement. 
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Method  in  Stock  Keeping. 
Any  method  whereby  a  merchant  can  ke^p  reliable 

record  of  his  stock  and  watch  slow  sellers,  is  worth 

money.  One  merchant  has  had  satisfactory  resnlls  from 

a  stock  book  marked  with  selling  prices  and  nnmbers 

•which  are  duplicated  on  stock. 
As  goods  are  sold,  stock  numibers  are  marked  on 

checks  which  are  entered  in  stock  book  under  the  various 

numbers.  This  shows  what  stock  is  movin-j;-  and  if  any 
line  of  goods  in  sticking. 

A  method  is  used  by  0 'Laughlin  &  Mclniyre,  Lind- 
say, which  enables  them  to  know  at  any  time  from  wdiom 

a  particular  piece  of  goods  was  bought  and  the  date. 

When  goods  come  in,  tickets  are  mai'ked  with  the 

firm's  own  nundiei-  and  this  apjjears  in  invoice  book  to- 
gether with  stock  nund)er  of  the  goods.  A  letter  is  placed 

before  each  number.  Foi-  example,  if  the  nundier  is 
SIO'OO  on  the  ticket  of  dress  goods,  by  looking  up  tliis 
number  in  the  invoice  book,  together  with  stock  naunber, 

it  is  found  that  the  goods  come  from  a  cei'tain  house, 
with  the  date  of  purchase.  The  letters  of  Ihe  alphabet 

are  used  consecutively  and  each  season  the  letter  is 

changed. 

This  firm  does  not  believe  in  many  sales;  they  think 

this  spoils  business,  as  in  their  opinion  customers  will 

acquire  the  ha^bit  of  always  looking  for  sales.  In  August 
they  conduct  a  sale  of  left  over  summer  muslins  ami  :n 

February  a  whitewear  sale.  They  do  princijially  a  cash 
business  and  think  it  is  possible  to  do  business  iwnvo 

satisfactory  in  this  way.  They  keep  stock  as  low  as 

possible,  and  save  a  substantial  amount  l)y  taking  cash 
discounts. 

Every  night  checks  are  entered,  and  cash  is  balanced, 

Their  sales  book  is  ruled  into  sections  with  clerk's  num- 
ber at  the  head  of  each.  These  sections  arc  sub-divided 

into  columns  for  checks,  paid  and  unpaid  sales. 
A 

He  Aims  at  Proficiency. 
To  increase  the  proficiency  of  his  staff  should  be  the 

aim  of  every  merchant.  A  dry  goods  man  in  a  small 

town  tells  The  Review  that  he  encourages  his  clerks  in 

general  knowledge  of  e\'erytliing  pertaining  to  their  work, 
that  they  may  become  better  salespeople.  He  promises 

and  gives  a  salary  boost  to  every  clerk  who  makes  good 

along  these  lines,  thus  offering  them  something  to  work 
for. 

This  man  makes  use  of  several  methods  of  displayinu' 
goods  that  have  meant  increased  sales  and  have  facili- 

tated getting  the  size  required.  He  keeps  men's  trousers 
in  fixtures  and  instead  of  i:)lacing  tickets  on  trouser  l)ands 

he  puts  them  on  the  exposed  ends.  For  ten  years  he  has 

used  a  method  of  showing  handkerchiefs  from  rings,  in 
the  centre  of  the  store  opposite  the  door.  Each  line  of 

handkerchiefs  is  hung  from  a  separate  wooden  ring  sus- 

pended from  the  ceiling,  and  prices  ai'e  well  displayerl. 
This  is  found  to  be  a  splendid  way  of  selling  handker- 
chiefs. 

He  has  found  month  end  sales  to  be  of  benefit.  For 

these  sales  he  buys  specials,  and  cuts  the  price  of  some 

regular  goods.  A  special  feature  is  made  of  the  sales 

which  are  advertised  in  the  newspaper,  bills  are  then 

distribuied    through    the    town    and    suri'onnding   count  I'v. 
A 

Seized  His  Opportunity. 
One  merchant  in  a  country  town  took  advantage  of 

oppoi'tunities  to  secure  business  that  was  not  exactly  in 
his  ordinary  line. 

He  accepted'  an  order  for  an  evening  gown,  although 

he  had  never  handled  such  goods.  He  took  .measure- 

ments, w'ent  up  to  the  city  and  stated  his  case  to  the 
designer  of  the  linn  from  whom  he  purchased,  who  help- 

ed him  out.  The  result  was  altogether  satisfactory,  the 

dress  tided  well  and  hjcjked  well.  It  was  greatly  admir- 
ed, and  the  lady  was  asked  where  she  bought  it.  The 

result  was  that  this  merchant  sold  a  numjjer  of  evening- 
gowns  that   winter. 

On  another  occasion  a  lady  who  usually  bought  from 

high-class  city  houses,  wanted  a  good  blouse,  better  than 

he  stocked.  He  took  some  travelei's'  samples  lo  her 
house,  but  found  they  were  not  good  enough.  She  show- 

ed him  wdiat  she  re(|uired  in  a  fashion  cut,  and  he  had 
the  blouse  si:)ecially   made. 

In  this  way  he  got  business  he  would  not  otherwise 

have  secured,  and   it  gave  him  a  reputation. 

He  specializes  on  ladies'  goods,  and  advei'tises  them 
slrongly,  goods  which  none  of  his  competitors  handle, 

and  i^eople  come  first  to  his  store  to  see  what  he  is  show- 
ing before  going  elsewhere.  For  instance,  he  handles  a 

particular  line  of  corsets  carried  by  no  othei'  merchant 
in   his   town. 

In  this  way  he  sliows  exclusive  goods,  and  secures 
'better  jirices. 

A 

Believes  that  Technical  Knowledge  Pays. 

Tile  mei'chant  wdio  wmild  ])nild  up  a  steady,  reliab^^ 
business  must  give  undivided  attention  to  it;  keep  the 

riglit  kind  of  goods;  take  ad\'aiilage  of  every  opportunitv 
and  above  all  give  a  square  deal. 

W.  C.  Latimer,  Beaverton,  started  in  business  there 

8  years  ago.  He  now  has  two  stores.  He  attributes  his 

success  in  a  great  measure,  to  keeping  goods  of  quality 

and  giving  customers  satisfactory  treatment. 

After  5  years  he  oiiened  a  second  store.  In  this  he 

carries  dry  goods,  and  groceries  in  the  first. 

Mr.  Latimer  believes  that  technical  knowledge  of  the 

goods  is  necessary  and  important  in  country  stores.  As 

a  rule,  he  says,  clerks  do  not  know  as  much  as  they 

should  about  the  goods  they  handle.  Several  successful 

men  now  in  business  for  themselves,  were  once  clerks 
with  W.  C.  Latimer.  He  is  convinced  that  their  effort 

lo  know  all  about  the  goods,  and  study  the  details  of 

tiieii-  work  has  assisted  materially  in  their  success. 

In  the  Latimer  store,  a  cash  I'egister  is  employed 
with  a  separate  drawer  for  each  clerk.  This  enforces 

the  necessity  of  carefulness  and  system. 

Mr.  Latimer  has  adopted  a  simple  method  of  marking 

men's  hats  and  boxes,  wliicli  has  proved  to  be  practical. 
Each  hat  is  marked  on  the  sweat  band'  with  a  number, 
which  is  duiilicated  on  the  box.  By  this  means  hats  are 

easily  replaced  in  the  right  box  and  if  a  customer  wants 

a  different  size  of  the  same  line,  it  is  readily  found. 

When  ])nying  produce  for  the  grocery  store,  Mr.  Lati- 

mer gives  due  'bill  in  exchange,  representing  the  value  of 
the  goods  bought.  Farmers  can  at  any  time  receive  dry 
a'oods  in  exchange. 

Calico  takes  its  name  fi'oni  Calicut,  India;  muslin  is 
derived  from  Mosul,  a  city  in  Asia;  damask  from  the 

ancient  city  of  Damascus;  cambric  got  its  name  from 

('aiid)i'ai,  a  city  of  France;  gauze  fi'om  Gaza,  a  city  in 
Palestine;  taffeta  is  said  to  be  named  after  a  street  in 

Bagdad,  where  the  material  was  at  one  time  sold;  alpaca 
is  the  name  of  the  Fernvian  animal  from  whose  wool  it 

was  made;  cashmere  was  originally  uuule  in  Tliibet.  in 
the  vallev  of  Cashmere. 



FANCY  GOODS.  NOTIONS  AND  TOYS 

Everything   For   The    Hair 

This  is  THE  Specialty 

House  when  it  comes  to  Hair 

Pads,  Combs,  Hair  Nets  and 

Hair  Ornaments.  We  have 

the  assortment  and  the  best 

selling  lines.  If  you  want 

to  build  up  a  reputation  for 

the  best  goods,  begin  by  push- 

ing "Ideal"'  Hair  Nets,  which 

sell  themselves  without  any 

effort.  We  guarantee  them 

to  give  thorough  satisfaction. 

Phillips  &  Wrinch,  Ltd 
Smallwares   and    Hair   Goods 

80  BAY  STREET,  -  -  TORONTO 

5  Jacques  Cartier  Street,     Quebec 

I^lease  metition  The  Review  to  Adi'crtisers  and  Their    Travelers 



rANCY  GOODS 
I  NOTIONS  ^^^d  TOYS 

Higher  Grade  Goods  Than  Ever  Before  Now  Being  Stocked 
Craving  for  Novelty  is  Directing  Attention  to  Superior  Articles  —  Beau- 

tiful Effects  in  Art  Linens  —  Demand  for  Materials  for  all  Fashionable 

Kinds   of   Fancy   Work  —  Crash   Covered    Goods   are   in    Favor. 

T ^HE  fancy  g-oods   and   art  needlework  houses     are stocking'  up  rapidly  now  with  desirable  novelties 
for   the   coming   Fall     and     the   holiday   season. 
The     experience     of    the  houses    this     year     in 

selling    goods    may  be  passed  on  with  advantage  to  the 
the   retail   trade.    Higher  grade  goods   than   ever    before 

Pyroxaline   novelties  —  Shown  by   Hambly  &  Wilson.  Toronto. 

have  been  stocked  in  practically  all  lines,  and  the  ex- 
perience has  been  that  these  goods  have  been  the  first  to 

sell.  Even  in  small  nicknacks  and  holiday  nDvelties  this 
year  it  is  the  50c  and  75c  article  that  outsells  those  of 

the  cheaper  grade.  One  reason  is  the  craving  for  novelty, 
as  in  the  cheaper  lines  of  necessity,  it  is  the  old  over 
again  only  a  little  difTerent,  while  for  the  higher  price, 
real  novelties  can  be  obtained.  It  is  the  new  thing  that 
attracts  the  eye  and  proves  the  seller.  This  experience 
holds  good  all  along  the  line.  In  art  linens  some  beau- 

tiful high-class  effects  are  seen.  Combinations  of  motifs 
in  eyelet  embroidery  and  hand-made  braid  lace  in  Veniso 
effect  are  fashioned  into  the  centre  of  the  cloth,  and  the 
whole  has  a  rich  border  of  the  lace.  These  cloths  are 

high-priced  but  they  have  sold  even  better  than  was  an- 
ticipated. Arabian  lace  edged  tea-cloths,  centrepieces, 

doileys,  etc.,  have  sold  well  and  assortments  are  becom- 
ing broken  in  most  houses. 

From  now  until  Christmas,  business  ought  to  be 
humming  and  there  is  something  radically  wrong  with 
the  department  that  does  not  make  a  good  leturn  for 
this  period  of  the  year.    The  stock  should  be  kept    well 

assorted,  for  there  is  sure  to  be  a  big  demand  for  the 
materials  for  all  the  fashionable  kinds  of  fancy  work. 

From  now  on  most  women  will  be  planning  for  Christ- 
mas gifts,  and  the  more  original  effects  and  ideas  the 

merchant  can  give  them  the  more  goods  he  will  sell 
and  the  more  popular  and  attractive  will  his  department 

become. 

Crash  Covered  Novelties. 

There  is  a  big  run  on  all  crash  covered  novelties  both 

ready  worked  and  ready-to^-work — a  new  idea  just  intro- 
duced is  a  label  book  containing  a  blotter,  gum  tickets, 

and  card  labels  with  string  attached.  These  are  bound 
together  in  book  form  and  a  crash  cover  is  slipped  over. 
Printed  on  the  cover,  ready  to  work,  is  a  bag  and  the 

word  labels.  Cover  designs  are  varied  and  come  in  as- 
sorted effects.  Hat  pin  holders,  whisk  holders,  blotters, 

shaving  pads,  tie  racks  and  a  host  of  novelties  of  this 
class    are    shown    in    crash,    decorated    with   water-colors 

Crash    overed  label  book       Shown  by  Hambly  &  Wilson,  Toron'o. 

and  embroideries.  Hat-pin  holders,  cushions,  pin  cu.sh- 
ions,  etc.,  m.ade  in  two  parts  with  worked  holes  through 
which  a  ribbon  or  a  cord  can  be  drawn,  are  in  high 
favor. 
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LENGTHEN  THE  LIFE  OF  YOUR 
LEATHER  GOODS  DEPARTMENT 

Our  High  Grade  Leather  Productions 
are  Winners. 

W^e  are  among  the  Pioneers  in  the  Fancy 
Leather  Goods  Trade. 

WINNER  No.  2- 

Adjustable  Skirt  Holder 
(Patented)  in  Leather  Case. 

This  is  the  article  that  catches  the  eyes 
of  the  ladies 

The  Best 
For  the  Best 
Who  want  the  Best 

Put  up  in  nice  leather  cases;  retails  in 
case  for  $1  00:  without  case,  25c.  A  winner 
for  the  best  furnishing  and  cepan ment 
stores. 

Send  for  samples. 

Sigsbee  Company 
Ayer,  Mass.,  U.S.A 

Watch  this  ad.   for    next    month's  winner. 

Show  your  customer  how 
to  avoid  his  or  her  collar  and 

tie  troubles  by  using  the 

"OXFORD" 
Necktie  Holder 

Sell  the  Latest  and  Best  De- 
vice for  Collar  Comfort  and 

Tie  .Simplicity. 

The  "Oxford"  does  away  with  the 
usual  pullini;  and  tuguinc  in  adjust- 

ing the  tie  in  the  fold  collar      The 

The  Oxford  Novelty  Mf^.  Co., 
Sole    Manufacturers 

lt."j-H7Hulbprr,  .Si.,  SewYorli.  OWEN  SOIVl),  Ont 

tie  is  tied  ii|)<>M  till' 
Holder  to  suit  the- 
wearer's  own taste.  It  is  then 
always  neat  and 

natty,  and  is  ad- 
justed in  the  col- lar in  a  second. 

Its  construction 

and  operation  are 
so  simple  that  it 
;ippeals  to  your 
lustomer slantly 

I  inished  in  gold- 
plate  and  retails  at 

2Sc.  each.  I'ut  up 
.?  doz.  in  a  hand- 

some display  box. 

.Sample  hox  for- 
warded to  respon- 

sible dealers. 

Order  now. 

Fancy  Nccdlewoik. 

.\its  aiiil  (•r;ill>  and  cuiu  cut  iniiali/.cd  lloial  (li'si<;ns 
had  in  fancy  necdk'work  (k;.sit>n.s.  In  liij^li  class  novelties 
Ijcautiliil  .scnii-cunvintional  Horal  cITccts  in  (lcc|>  lich 
taiiestry  tones  are  llic  newosl  idea.  These  desi-iis  make, 

a  (|uiek  appeal  to  the  wciinaii  ol'  taste,  and  do  not  take 
up  an  undue  ariKUint  oT  time.  \'ei\'  ncnv  and  veiy  otToo 

■'  •>'  ■  liie  nils. lie  ii.illiiiis  C(i|):e,l  I'rini  slal':ed  pal- 
teiiird  "lass  or  tesselaled  p,i\  cnient  s.  These  are  decid- 

edly Oriental  in  appearance,  and  rich  in  elTecl,  and  arc 
easily   worked. 

(ii-e\  linen  and  crash  are.  the  lavored  fabrics  for 
eushioirs,  table  covers,  cenlrepieees  and  a,  host  of  other 
embroideicd  articles..  A  new  cra.sh  introduced  has  a 
heavy  rotifih  lib  that  is  most  pk^asin?.  Scrim  is  another 
falnic  in  bi-  demand  at  present,  and  cushions,  etc.,  in 
eastern  patterns  in  cross-stitch  elTect  are  the  designs 
chosen  for  working  on  thi.s  fabric. 

A  sure  seller  i.s  a  feeder  for  a  .small  child.  This  is 
a  lounded  ai)ron,  with  a  bib  fastening'  with  a  button  at 
the  back,.  At  the  fiont  and  following-  the  circular  line 
of  the  apron  is  a  pocket  with  a  sketch  illustratinjr  fami- 

liar nuiser.\-  rhymes,  worked  in  color.  These  can  be  had 
ready  worked  or  can  be  worked  in  outline  stitch  at  home. 

Another  attractive  line  is  the  many  pyroxaline  cov- 
ered novelties  such  as  pin  cushions,  match  holders,  etc., 

hair-'pin  holders  and  like  articles.  These  are  covered 
with  bright  hued  pyroxaline  braid  and  are  both  dainty 
and  durable. 

Back  Vipw  Tie  Attached 

Counter  for  Small  Goods. 

.An  adaptation  ol'  tlie  .'i-lO-l,')  cent  store  idea  is  utilized 
in  the  Norfhvvay  .store  at  t'liatham,  for  the  purpose  of liaiidliiifr  stnall  K'lods, 

A  section  of  one  »[  the  regular  counters,  about  six 
feet  in  length  and  the  full  width  of  the  counter,  is  .set 
aside  for  the  i)iiri)o.se.  This  is  divided  into  three  rows  of 
siiuare  compartments,  the  rearmost  row  being  about  two 
inches  higlier  than  the  .second  row,  which  in  turn  is  some 
two  inches  higher  than  the  front  row.  Each  of  the  rear 
rows  is  divided  into  ten  separate  compartments,  while  the 
front  row  is  divided  into  fifteen  of  smaller  dimensions. 
One  compartment  contains  small  pearl  buttons,  another 
kid  curlers,  a  Miird  "rats,"  while  darning  cards,  baby's bibs,  buttons  of  various  sorts,  and  a  host  of  similar  small 
articles,  are  displayed,  each  line,  having  a  compartment  or 
iHix  I.,  itself,  'i'hc  lines  displayed  range  in  price  from  1 
cent  to  2.")c.,  including  2  for  r^c,  r,c.,  2c.,  10c,  Each  com- 
I);u-t.ineiit  is  lagged  with  the  price  of  the  article  it  con- tains. 

This  schetue  enables  the  small  goods,  on  which  the  in- 
dividual i)ront  is  slight,  to  practically  sell  themselves.  A 

customer  can  examine  the  articles  sliown,  make  a  selec- 
tion and  ascertain  tlic  price  without  the  assistance  of  a 

clerk,  tlie  latter  being  necessary  only  to  wrap  the  goods, 
receive  payment  and  make  change. 

The  Season's  Outlook. 
K'c|i!iils  I'loni  eveiy  secti(m  of  (he  dry  sroods  trade 

are  indicative  of  the  fact  that  the  conntrv  is  measurin>r 
iii>  ill  a  reasonably  sati.sfactoiy  manner  to  the  proplieeies 
cmicerninir  the  recovery  from  the  off  period  of  a  few 
years  auo. 

If  one  excepts  the  ciop  discourau'ements  in  certain 
.-(■ctioiis  of  the  c(Hintry.  it  may  be  said  that  everv  indus- 

try of  importance  is  in  a  fairly  .il'ood  condition.  Wliole- 
salers  and  nianufaci  nrei-s  have,  in  the  volume  of  orders 
received    for  Fall    and    Spriim.   encoiiraiiino-  evidence   (hat 
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SEPTEMBER  SUGGESTIONS  }:1Se\''thTA\2S 

THE  SEASON  has  developed  to  a  point  where  it  is  possible  to  say  with  a  reasonable  degree  of 
 certainty 

just  what  the  favorite  lines  are  destined  to  be. 

The  goods  of  this  house  are  in  direct  accordance  with  the  trend  of  fashion.    In  a  word,  they  are  leaders. 

You  cannot  go  astray  in  supplying  your  customers  with  our  plain  and  fancy   METAL   TOP    BAGS,   Gun 
Metal,  Hand  Sewed,  etc. 

OUR  CORDELIERE  BAGS 
have  taken  a  strong  hold  on  popular  fancy.     The  impetus  of  the 
vogue  assures  its  continuance. 

Examples  specially  appropriate  for  Fall  are  our  VELVET  CORDE- 
LIERES,  in  general  shades.  Velvet,  itself,  is  essentially  a  Fall  fabric. 

It  is  hardly  necessary  to   emphasize  such   reigning 
favorites  as  our  creations  in  PAISLEY  and  genuine 
CASHMERE. 

Our  Paisley   Bags  embrace   selections   of  the  finest 
Persian  patterns,  and  the  Cashmere  Bags  present 
fabrics  that  have  actually  come  from  the  Cashmere 
(Kashmir)  Valley  in  India. 
Among  the  Novelties,  our  Brush  Sets  for  Travellers, 
challenge     comparison.        Attractive,      slender, 
serviceable. 

Note  also  our  Folding  Slippers,  made  in  line  leathers. 
Paisley,  gold  leaf  finish,  etc.     Best  and  most  flexible 
line. 

Altogether,  we  cover  the  season's  needs  from  A  to  Z. 

P.W.Lambert  ^  Co. 
Makers  of  Fine  Leather  Novelties 

64-66  Lispenard  St.     ::     NEW  YORK 
Canadian  Representative: 

M.  S.  ABRAHAMS,      Merchants  Bank  Bldg.,  Montieal 

Made  in  all  Human  Hair  Shades  to  tone  with  the  hair  of  the  wearer,  the  Net  being  quite  invisible  whilst  keeping  the  Coiffure  in  place  without  flattening 
5  Sizes— R  20,  Medium         R  22,  Large        K  23,  Extra  Large        K  24,  AUciver        R  26,  Superfine 

ROSF.NWALD  BROS.,  Sole  Manufacturers  and  Pat*nt«ea,  London.  Paris  and  Vienna.     Makers  also  ot  every  kind  of  Hair  Nets,  Hair  Franit  s.  Hair  Rolls,  (I 
Sole  Agents  for  Canada :  DIECKEKHOFF,  RA  KFI>()ER  &  CO.,  Limited,  Cor.  Simcoe  and  Wellington  Sts.,  Toronto,  and  525  St.  P.tuI  St.,  Montreal 

We  carry  in  stock  a  large  assortment  of  Trimmings  of 
every  description  suitable  for  makers  up  of 
garments  where  trimmings 
are  used. 

also  a 

large  assortment 
of  Laces  for  the  jobbing  and  retail  trade. 

All  we  ask  you  to  do  is  to  give  us  a  call  or  write  us  and  our  line  will  be  shown  to  you. 

Montreal  Representative,  JOHN  McBOYLE,   314   Coristine     Bltig.,  Montreal 
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StrehFs  Hair  Goods 
are  known  to  be  the  best  and  have  for 

many  years  borne  this  reputation. 

We     are    headquarters    for 

SWITCHES 
and  recommend  the  follow- 

ing as  special   good  sellers: 

WAVY  SWITCHES 

No. 

601 

Weight 

IJoz, 

length 

18  inch 

Each 
Postpaid 

S1.35 

Per Dozen 

§15.00 

6f2 
2    oz. 20  inch 

1.6) 
18.00 

603 2    oz. 22  inch 2.10 
24.  CU 

604 
2    oz. 24  inch 

2.65 

30.0;; 

36.0 

48.  Oo 

54.0 

605 

2ioz. 
24  inch 

3.1.5 
606 

>;07 
3    oz. 
3    oz. 26  inch 28  inch 

4.15 

4.65 si;o 3    oz. 30  inch 5.6.5 
66.00 

609 

34  oz. 
32  inch 

6.6.5 78.00 

The  above  come  in  assorted  colors. 

In  sending  special  orders,  mail  full  length 
sample  of  your  hair,  cut  near  roots. 

Write   for   new 
Price  List. 

IVrlimRGrehl  Co. 
34  MONROE  ST CHICAGO 

4i You  Cannot  Beat 
the  Irish 

W^hile  this  is  hardly  the  place  to  ex- 
tol the  many  well-known  virtues  of 

the  Sons  of  Erin,  it  certainly  is  the 

place  to  remind  you  that  the  Irish 

people  stand  pre-eminent  in  the 
manufacture  of  good 

LINEN 
And  the  very  cream  of  Irish  linen-weaving 

skill  is  engaged  in  making  Liddell's  Linens. 
This  fact  has  procured  a  great  many  gold 

medals  and  other  high  awards  for  Liddell's 
Irish  Hand-Embroidered  Bed  Spreads, 
Sheets,  Pillow  Cases,  Tea  Cloths,  Damask 

Cloths  and   Napkins. 

R.  H.  GOSBIE 
Irish  Linen  Agency 

30  Wellington  St.  W.       -       TORONTO 

4^ 
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\\\\<-  is  tiio  ('as(>  fof.  tlicy  ]ioiiit  out,  -whciu'vcr  :uiy  sphere 

t>l'  culcrprisr  cicciipyiuii-  a  place  close  to  the  interests  of 
the  country  is  at  ail  seriously  affected,  it  is  iimuedialely 
reflected   in    the   demand   for  dry   sioods. 

Tlierc  have  heen  eaucellalions  from  those  parts  of  the 
Wesl  in  which  crops  have  heeii  a  partial  failure.  Some 

houses  rci>iu-|  that  these  cancellations  represent  a  con- 
siderable amount,  while  others  stale  that  they  are  not 

worth  any  serious  thou.i>-lit.  The  difference  in  these  re- 
sults may  be  explained  in  large  measure  by  the  position 

which  different  commodities  occupy  with  relation  to  the 
absolute  necessity  of  a  community.  On  the  whole,  how- 

ever, the  volume  of  business  appears  to  be  averaging  up 
so  well,  and  the  slight  setbacks  are  so  far  from  being 
general,  that  it  seems  quite  right  to  say  that  the  supply 
end  of  the  trade  will  be  fairly  well  satisfied  with  returns. 

Following  upon  the  G.  T.  R.  strike,  the  tie-up  of  busi- 
ness on  that  line  and  the  consequent  congestion  on  the 

(\  P.  K.,  shippers  in  those  points  not  easily  accessible  to 

ports  of  entry  have  been  confronted  by  a  seri- 
ous delivery  problem.  Toronto  wholesalers,  for  ex- 

ample, complain  of  very  serious  delays  of  goods 
en  route  from  the  seaboard,  and  they  have  been 
greatly  retarded  in  fdling  orders  for  customers.  Not 
only  the  general  dry  goods  houses,  but  wholesale  millinery 
importers  have  been  subjected  to  this  unreasonable  handi- 

cap at  a  time  when  prompt  delivery  was  imperative.  Ap- 
peals to  railway  headquarters  brought  little  satisfaction 

at  times,  and  shippers  collectively  and  individually  have 
given  the  railways  an  estimate,  in  plain  language,  of 
their  policy. 

(Following  these  protests,  promises  of  better  manage- 
ment in  future  have  been  made  and  it  is  understood 

that  action  is  already  being  taken  to  improve  the  service 

and  prevent,  as  far  as  possible,  a  recurrence  of  so  sei'ious 

a  problem. 

Local  Prices  were  Best. 

A  short  time  since  a  man  in  New  Jeisey  ordered  a 
stove  through  one  of  the  catalogue  houses  in  Chicago  and 
received  his  merchandise  in  good  condition,  states  the 
New  York  Journal  of  Commerce.  He  was  exceedingly 

l)roud  of  his  purchase  for  a  time.  But  one  day  when  he 
was  in  a  neighboring  town  he  saw  a  similar  stove  to  his 

own  displayed  in  a  dealer's  window,  and  he  made  inquir- 
ies as  to  its  cost  delivered  to  him  at  his  home  six  miles 

away.  The  dealer  told  him  he  would  be  glad  to  deliver 
it  and  fit  the  connections  complete  for  a  price  that  figured 
a  little  over  4  per  cent,  below  the  price  he  had  paid  for 
the  stove  alone  f.o.b.  in  his  own  town.  That  consumer 

learned  a  lesson  concerning  buying  by  catalogue  alone  that 
he  is  not  likely  to  forget  soon. 

A  woman  in  a  Long  Island  town  received  a  catalogue 
from  a  New  York  catalogue  house  in  which  the  merits 
of  a  new  sheet  were  extolled  cleverly,  and  with  sincerity. 
She  sent  for  a  half-dozen  sheets  and  liked  them.  A  few 

days  later  she  saw  the  same  sheets  described  in  a  store 
ad.  in  a  Brooklyn  paper,  and  offered  at  a  price  5ic  below 
what  she  had  paid  for  her  goods.  She  investigated  and 
found  that  the  sheets  she  purchased  and  those  offered  at 

tiie  lower  price  were  identical  and  she  learned  her  le.s- 
son. 

From  Qua  &  Patterson,  Collingwood: — Enclosed  find 
money  order  amount  $2.00,  renewal  subscription  for  The 
Dry  Goods  Review.  The  Review  is  getting  better  all  the 

time,  and  no  merchant  who  wishes  to  be  up-to-date  should 
be  without  it. 
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Spring  1911  Range  of 

Cottons  and  Sheetings 
is  now  in  the  hands  of  our  representatives 

The  mark  of  Quality  and  Value 
for  White  and  Grey  Cot- 

tons and  Sheetings 

RED  SEAL  COTTONS 

have  been  the  mainstay  of  staple 
departments  In  leading  stores  all 
over  Canada,  for  many  years. 

The  i9ii  range  represents  the 
pick  of  the  offerings  of  foreign 
and  domestic  markets.  The 

RED  SEAL  is  a  certainty  of 
value  and  quality. 

Examine  the  range  of  RED  SEAL  White  and  Grey 
Cottons  and  Sheetings.  Right  through  the  range  you 
will  see  our  prices  are  unequalled.  We  are  offering  you 
old  prices  on  these  lines.      Take  advantage  of  them. 

CANADIAN  FANCY  GINGHAMS 

A  larger  range  than  we  have 
ever  shown,  the  patterns  of  which 
have  been  most  carefully  selected. 

COTTONS  HAVE  ADVANCED 

OUR  BIG  LEADER 

We  are  again  offering  a  36  in. 
striped  flannelette  at  8c.  This 
is  an  exclusive  line  and  its  value 

isunmatchable.  We  have  already 
sold  a  large  quantity  of  this  line 
for  Spring. 

We  anticipated  this  condition.  Our  contracts 
were  made  early,  and  our  prices  are  lower  than 
present  values.  This  statement  can  be  verified 
by  examining  our  lines  of  cottons. 

And  all  staple  lines 

Our  Assortments  are  complete  and  our  Values  interesting  in 

Denims  Flannelette  Blankets  Shirtings 
Tickings  Apron  Ginghams 

The  Gault  Brothers  Co.  Limited 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Arouse  the  Customer's  Interest  in  Dress  Goods  Openings 
Elective  Display  and  Advertising  Should  Make  This  Quite  as  Important 

an  Event  as  the  Millinery  Openings  —  It  Helps  the  Selling  Power  of 
the    Goods 

AS  St'IKNTlKK'  mollioils  uf  iiitTc-haiuliy.
iiis  ad- 

vance the  art  of  tlisplav  is  bec-oiiiiiisi  more  and 
more  the  dominant  lealure.  In  every  retail 

trade  this  fact  is  reeot;ni/eil,  and  dealers  in 

many  such  lines  as  are  not  conveniently  displayed,  are  de- 
visint;  plans  to  bring  their  goods  before  the  eyes  of  the 

public  in  an  attractive  manner,  (ioods  that  cannot  be 

displayed  can  next  best  be  presented  through  intelligent 

and  attractive  advertising.  Where  botli  of  these  tactics 

can  be  put  into  operation,  merchants  lind  it  advantageous 
to  do  so. 

Perhaps  there  is  no  line  of  mercliandise  tliat  can  be  so 

profitably  and  conveniently"  displayed  and  advertised  as 
dress  goods  and  ladies'  suitings. 

Increasing  the  Selling  Po^^■er• 
Inhere  are  goods  that  simply  must  be  displayed.  The 

successful  dry  goods  merchant  is  the  man  who  shows  his 

goods,  and  to  the  best  ad\antage.  In  the  larger  retail 

centres  the  tendency  invariably  is  to  increase  the  selling 

power  of  the  goods  by  displaying  them,  and  thoroughly 

notifying  the  public  that  the  "show  is  on." 
It  is  rather  strange  that  for  years  biennial  millinery 

openings  have  been  carried  on,  without  that  same  "open- 
ing" spirit  being  carried  to  the  other  departments  of  the 

trade.  Millinery  openings  mean  noUiing  more  to  the  mer- 
chant than  a  big  show  of  goods  to  the  public  in  order  to 

sell  them.  If  the  object  of  the  opening  had  not  been  re- 
alized the  first  year  it  was  put  into  operation,  we  would 

not  have  them  to-day.  It  may  be  argued  that  hat  models 
come  from  abroad  and  the  public  are  interested  in  seeing 

the  new  designs,  and  the  public  can  be  brought  in  more 

easily  by  announcing  a  millinery  opening,  than  by  an- 
nouncing a  special  opening  or  display  of  any  otlier  line 

of  goods.  As  a  matter  of  fact  the  interest  in  the  mil- 
linery opening  was  not  an  instantaneous  thing,  it  was  an 

educative  process.  The  i)uh!ic  k::o\\  lliey  are  coming  be- 
fore they  are  announced. 

Could  not  openings  or  spi-cial  seasonal)h'  displa\s  l)i' 
arranged  similarly  ffir  ilrcss  goods  and  suitings? 

Regular  and  Interest)ng  Displays. 

'I'here  are  two  main  arguments  wliy  they  sliould  l)e 
made  as  regular  and  interesting  as  the  millinery.  The 

first  is  that  it  is  the  best  way  to  .sell  tlic  goods.  It  is 
tJie  latest,  best,  and  most  scientific  method  of  retailing. 

Show  the  goods  !  Get  the  people  in  !  is  the  call  of  the 
leading  merchants  of  this  country  or  any  other. 

The  goods  can  be  set  (nit  attractively.  'I'here  are 
numerous  methods  of  displaying  them,  both  in  tlie  win- 

dow and  in  the  store.  People  must  see  and  study  the 

goods  before  they  buy,  else  there  is  a  grave  danger  of  dis- 
satisfaction. 

The  second  reason  why  dress  go(jds  openings  sliould  be- 
come an  annual  event  everywhere,  is  that  the  trade  goes 

with  the  millinery.  Ilats  and  dresses  and  suits  must  be 

uniform  The  suit  is  as  important  as  the  hat.  There  are 

myriads  of  weaves,  colors  and  designs  to  choose  from,  and 
it  would  seem  that  in  order  for  the  merchant  to  give  the 
most  complete  satisfaction  (which  should  be  his  chief 

aim)  the  dress  goods  opening  event  should  he  the  chief 

special  feature  in  the  season's  trade. 
There  are  six  main  points  which  should  be  emphasized 

in  an  opening  demonstration  of  dress  goods  and  suitings  : 

1.  Styles  of  weaves  and  colors,  particularly  in  fabrics, 

should  be  arranged  systematically.    In  almost  every  fabric 

there  is  at  least  three  eolois,  deep,  medium  anil  light. 

ln\ariably  tliesi'  corresixmd  with  iiat  trimmings,  and 
should  be  made  to  corresixmd  witli  luit  trimmings  in 
stock. 

2.  The  goods  should  l)e  shown  b\  a  capal)le  salesman 

or  lady.  To  talk  intelligently  of  the  hues  and  weaves  of 
broadcloth.  Cashmere  and  Cheviots  is  to  win  a  customer. 

Many  merchants  are  weak  in  not  being  able  to  interest 

customers  with  his  own  goods.  No  show  goods  is  to  im- 
part instruction,  without  manifest  anxiety  to  push  a 

sale.    The  main  object  is  to  perfectly  satisfy. 

:i.  Display  the  goods  to  the  best  advantage.  Let  the 
best  light  available  fall  upon  the  fabrics  which  are  draped 

or  spread  attractively  before  the  customer.  Suitings  are 

always  best  on  dummies  and  fabrics  may  be  satisfactorily 
draped  on  tall  stands.  To  have  all  the  goods  tightly 

wrapped  in  the  web  will  not  display  them  satisfactorily. 
Let  the  customer  see  lots  of  the  loose  web  and  take  pains 

to  satisfy  the  desire  to  see  them. 

I.  As  the  millinery  openings  are  usually  well  adver- 
tised, the  same  method  should  be  adopted  in  holding 

diess  goods  openings.  Make  it  a  big  event  through  the 

daily  paper,  and  it  will  not  take  long  to  educate  the  pub- 
lic up  to  the  point  where  they  will  talk  much  and  travel 

far  to  see  the  dress  goods  openings. 

5.  Dress  goods  openings  should  precede  the  millinery 

openings  by  at  least  two  weeks.  This  will  enable  custom- 
ers to  have  their  goods  made  ui)  In  tlie  time  the  hat  sea- 
son begins.  In  this  way  the  trade  is  run  together  and 

will  make  for  better  satisfaction  to  the  customer.  Ilats, 

of  course,  can  he  displayed  at  the  same  time  as  the  dress 

goods,  but  they  could  be  emphasized  at  the  time  of  the 
millinery  opening. 

(i.  The  leading  merchants  find  it  advisable  to  refer 

customers  to  patterns  or  designs  when  dress  fabrics  are 

being  ])urcliased.  The  customer  will  ask  concerning  a 

well,  "flow  best  can  that  be  made  up?"  To  immediately 
refc^r  to  a  jjat-tiuii  will  greatly  facilitate  in  answering  this 

(juestion.  The  pattern  idea  is  being  popular  with  the  aver- 
age lady  and  the  pattern  (lei)artment  should  be  within 

easy  reach  of  the  dress  goods  department. 

Toronto  to  be  H.  B.  Co.'s  Chief  Post. 
That  I  lie  Hudson's  Bay  Company  ha\e  purcliased  the 

|)ropL'i1y  oil  the  uortlieast  corner  of  Youge  and  Carlton 

streets,  Tnroiito,  and  intend  ereetintj  tliereon  a  large  do- 

|)nitmental  store,  is  a  report  wliich  carries  witli  it  con- 
.■"iilerablo  credence  in  view  of  the  progressive  policy  in 

management  and  exfeiision  wliich  tlu'  company  have 

adopted  in  connection  with  their  mercantile  entei'prises. 
While,  oflieially,  tlicre  is  neither  confirmation  nor  de- 

nial of  tlirse  i-c])orls.  it  is  stated  on  good  authority  tlml 

it  is  the  intention  "f  tlie  company  to  make  Toi-onto  llie 
chief  of  a  transcontinental  series  of  jiosts.  The  report 

eii-culated  some  time  ago  that  the  Canadian  Noi-flici-ii 

Hallway  had  ]iureiiased  the  site  icfeniTl  to,  was  foUowi'.l. 
sooiewhal  significantly,  by  the  announcement  tiial  Willian; 

Mackenzie,  liead  of  tlie  C.N.K.,  had  been  made  a  director 

of  tlie  Hudson's  Bay  Co.  Hy  tlmse  wlm  iiave  regardeil 

I  lie  transfer  of  the  propcily  to  the  Ilinlsnn's  P>ay  Co.,  :is 
a  lact,  Mr.  Mackenzie's  appointment  is  considered  a  vei-i. 
lication.  since  it  is  .stated  that  his  appearance  in  the  ne- 
gidiations  gave  rise  to  tlie  assumption  that  the  CT^.R. 

were  the  purchasers. 
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iimpiKDiMMm 
FOR  WOMEN  AND  CHILDREN 

Opportunities 
BE  sure  that  the  investment  you  wish  to  make  is  sound.    Our 

series  of  articles  upon  the  various  forms  of  securities  as 

investments  and  how  to  judge  them  is  especially  valuable  to  you 

You  are  often  in  doubt  as  to  choice  of  investments  and  would 

benefit  by  independent  and  reliable  advice.  If  you  deal  in 

stocks,  bonds,  Western  farm  lands,  mortgages  or  real  estate, 

etc.,  you  will  find  The  Financial  Post  of  value.   Address 

Sample  copy  free 
on  request. 

The  Financial  Post 
Montreal Toronto 

Winnipeg 
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DRESS     GOODS Dry   Goods  Review. 

We  bring  the  product  of  Lyons,  St. 
Etienne  and  Zurich  mills  direct  to 
Canadian  buyers. 

In  order  to  serve  the  trade  here  more  satisfactorily,  a 
number  of  the  largest  manufacturers  of  Velvets,  Silks,  Tulles, 

Malines,  Veilings,  Ribbons,  etc.,  have  united  and,  under  the 
name  of  Charles  Mouterde,  opened  a  warehouse  in  Toronto, 
where  stock  will  be  carried,  as  well  as  a  branch  in  Montreal. 

These  makers  are  the  leaders  in  their  respective  lines,  and 
in  the  stock  carried  will  always  be  found  the  latest  novelties  in 

weave  and  color,  as  well  as  best 

values  in  every  silk  fabric. 

In  addition  to  the  large  stock 

carried  we  will  receive  daily  from 

French  fashion  centres  samples 

of  new  fabrics  as  soon  as  they 

are  produced.  These  we  will 

gladly  submit  to  buyers  who  may 

wish  to  place  their  orders  direct. 

We  invite  inquiry  from  whole- 
sale houses  and  manufacturers,  to 

whom  our  business  will  be  strict- 

ly limited. 

MAKERS  REPRESENTED 
J.  B.  MARTIN.  Limited,  Lyons 

Velvet  for  Millinery,   Dresses,  Trimmings 
and  Tailoring. 

ALEX.  GIRAUD,  Limited,  Lyons 

Silks — Piece  and  yarn  dyed,  and  Chiffons. 
GD.   COMBIER  CO.,  Lyons 

Dress    Goods,   outdoor  and  evening  wear, 
including  the  Novelty  Marquisettejin  latest 
shades. 

GROS,  MILLION   &   CO.,   Lyons 

Tulles,  Malines  (Dynamo  Brand),    Peau  de 
Gant  and  rainproof  finish. 

BALLY,  LATOUD  &   RICHARD,   Lyons 

Veilings  in  black  and  all  the  best  colors. 
GIRON  FRERES,  St.  Etienne 

Ribbon  Velvet,   satin   back,  in   black   and 
colors. 

NICOLAS  DEVILLE,  St.  Etienne 
Ribbons,  Black   Taffetas,   Failles,  Liberty 
Satins,  Moires,  etc. 

J.  B.  BERNARD,  St.  Etienne 
Colored  Ribbons. 

In  addition  to  the  lines  briefly  suggested,  we 
will  carry  in  stock  Black  Grenadine,  Widow 
Veils,  Motor  Scarfs,  Chinas,  etc. 

CHAS.  MOUTERDE 
9a  Wellington  Street  East,  Toronto 

CHAS.  MARTEL,  Manager 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers- 



Rough  and  Plain  Surfaced  Fabrics  Shown  in  Great  Variety 
Very  Dark  Shades  Shown  at  the  Retail  Openings — Outlook  Decidedly  Good 
for  Silks  this  Fall  —  Interest  now  Centred  in  Paisley  Printed  Fabrics  — 
Satin  the  Style  Idea— Silk  and  Cotton   Mixtures 

BUYING  for  the  Fall  season  that  is  now  openi
ng  up 

has  been  a  difficult  business,  for  when  early  orders 

were  placed  the  style  situation  was  so  uncertain 
that  the  relative  selling  strength  of  rough  effects 

and  plain  weaves  was  almost  impossible  to  estimate. 

Buyers,  therefore,  proceeded  most  cautiously  and  as  a  re- 
sult arc  showing  both  rough  and  plain  surfaced  fabrics  in 

a  variety  of  weaves. 

High-class,  rough  surfaced  fabrics  have  been  well  taken 
bv  the  better  trade  as  these  materials  will  be  wanted  by 

the  class  of  customers  who  patronize  their  stores  for  de- 
veloping unto  the  tailored  suits  that  will  be  worn  for 

street  and  morning  wear.  To  the  woman  who  has  to 

study  economy  in  dress  the  suit  also  appeals  as  it  means 

the  buying  of  one  garment  instead  of  the  coat  and  dress. 

The  high-class  trade  is  showing  panne  cloths,  camel's 
hair  cloths,  and  zibelines,  mat  weaves,  cheviots  and  fancy 

diagonals  in  solid  colors  and  in  mixtures  and  two-tones 
Scotch  tweeds,  homespuns,  and  the  new  nappe  and  nigger- 
head  serges  are  the  leading  fabrics  designed  tor  long  coats, 
suits,  etc. 

Lightweight  broadcloths,  Venetians,  voiles,  silk  and 
wool  crepes,  and  the  new  wool  and  mohair  crepe  fabrics, 

as  well  as  plain  and  fancy  eoliennes  are  selling'  tor  mak- 
ing up  into  dressy  gowns. 

In  this  connection  it  should  be  stated  that  the  manu- 

facturers of  women's  garments  have  placed  extensive  or- 
ders for  this  class  of  goods,  and  particularly  in  black 

voiles  and  panamas  the  yardage  taken  will  be  a  large 
one.  The  tendency  for  buying  for  the  coming  spring  is 
strongly  in  favor  of  voiles  and  transparent  fabrics.  A 

very  large  business  is  being  done  in  voiles  for  present  de- 
livery, and  there  never  was  a  season  when  black  voiles 

were  in  better  demand. 
A  new  fabric  is  on  the  market  called  ratine.  This 

cloth  is  on  the  order  of  the  chinchilla  cloths  used  for 

children's  coats.  It  is  made  up  into  suits  but  is  more 
adapted  for  the  making  of  the  ulster  or  great  coats  now 
becoming  so  fashionable. 

V 

Dark  Shades  Shown  at  Openings. 
Even  before  the  death  of  the  King  the  tendency  was 

towards  the  use  of  black  and  dark  colors.  The  general 

mourning  that  resulted  served  only  to  emphasise  and  deep- 
en that  tendency.  The  very  deepest  shades,  verging  almost 

onto  black,  are  those  most  in  vogue,  and  black,  blue,  grey, 
brown,  plum  and  green,  and  the  new  red  shade,  bois  sacre, 

are  the  leading  colors.  Ifijiy  blue,  deep  plum,  very  dark 
pintarde  and  a  deep  pinKish  grey,  deep  seal  brown,  and 
bottle  green  are  the  leading  tones.    These  dark  colors  are 

made  up  with  flashes  of  strong  colors  used  in  the  trim- 
ming schemes.  Black  and  white  effects  are  taking  on  a 

strong  position,  and  the  movement  is  sure  to  grow  as  the 

Fan:y  Scot:h  Plaid  Taffetta.     Show.i  by  Tha  Silks  Co., 
Limited,  Toronto. 

season  advances.  Blacks  and  whites  are  confidently  look- 
ed upon  as  a  predominating  feature  in  the  coming  spring. 

This  will  bring  about  a  demand  tor  hair-line  stripes, 
black  and  white  stripes  and  also  for  silver  grey. 

V 

Interest  in  Paisley  Printed  Fabrics. 
There  is  an  exceedingly  good  outlook  for  the  sale  of 

silk  fabrics  during  the  coming  Fall  and  Winter.  Just  now 
the  strongest  feature  in  the  market  is  the  call  for  printed 
Paisley  and  Persian  fabrics.  These  are  shown  in  a  wide 
range  of  colors  and  designs  and  practically  everything  of 
this  class  is  selling.  The  development  is  in  the  direction 
of  Oriental  patterns  which  have  more  of  the  element  of 
novelty  than  now  belongs  to  the  Paisley  effects.  Silks, 
satins,  velvets,  crepes,  chiffons  and  nets  all  carry  this 
class  design  and  will  certainly  constitute  the  leading,  idea 
this  Fall  in  fancy  silks.  Not  only  are  Paisley  effects  used 
for  trimmings  but  they  are  being  taken  for  foundation 

purposes,  or  vice  versa.  The  Persian  net  or  chiffon  will 
veil  the  foundation  of  solid  colored  silk. 

Fancy  Scotch  plaids  are  selling  as  a  leading  waist  silk 
and  there  also  is  a  decided  feeling  for  black  and  white 
effects  in  both  stripes  and  plaids.  Black  and  white 
silks  are  the  latest  development  for  wearing  under  veiling 
fabrics. 

Soft-finished  satins  are  first  favorites  for  foundation 

purposes  combining  with  other  fabrics  and  other  uses. 
Veiled  effects  are  the  fashion  idea  of  the  moment,  and  the 

majority  of  dressy  gowns  are  on  this  order.  The  over 
dress  is  either  of  marquisette,  voile  veiling,  or  of  such 
sheer  fabrics  as  chiffon  or  crepe  de  chine,  and  the  smart 
foundation  is  of  soft  satin  fal>ric.  Where  expense  is  an  ob- 

ject and  the  cost  of  the  foundation  silk  is  objected  to, 
grenadine  is  substituted  as  this  fabric  has  sufficient  body 
to  do  away  with  the  necessityi  for  the  use  of  a  foundation. 



Materials  that  are  Finding  Favor  in  the  New  York  Market 

Spring  Fabrics  Making  their  Appearance  —  Heavier  Effects,  Mat  Weaves, 
Broadcloths,  Wool,  Satins,  Serges  and  Cheviots,  Worsted  Piece  Dyes, 

Semi-Plain    Weaves,    Worsted    Voiles,    all    Much    in    Evidence. 
Staff    Correspondence 

Ottic'e  of  The  Dry  CJoods  Review 
IGO  Broailway,, 

Xew  York,  August  31,  1910. 

AMOXd  the  newest  materials  noted,  are  heavier 

effects  in  fabrics  designed  for  the  development  of 
tailormade  suits  and  costumes.  The  boucle  and 

nub  finishes  make  them  appear  heavier,  altliougli 

in  reality  they  are  no  more  .so  than  tliey  have  always  been 

t\)r  winter  use.  Mat  weaves  are  shown  with  a  high  luster 

that  makes  them  suitable,  not  only  for  the  tailored  gar- 

ment, but  for  the  costume  suit.  The  one-tone  effects  pre- 
dominate, but  there  are  also  interesting  examples  of  two 

and  three-tone  cloths  in  tlip  mat  weaves  that  are  very 
rich  in  coloring. 

Hairy  Surface  and  Nub  Finish. 

One  style  of  basket  weave  nr  ini.t  cloth  sliows  a  sliglit 

hairy  surface  while  another  has  the  nub  finish.  Thoss 

flecked  with  tinj-  points  of  worsted  in  a  contrasting  color 
are  also  well  favored.     Tiie  others  again  are  like  zibclines. 

Among  the  novelties  there  is  a  new  cloth  called  ratine, 

which  comes  in  plain,  striped  and  diagonal  effects.  Many 

of  the  imported  costumes  show  this  fabric.  This  ma- 
terial while  thick  and  warm  is  rather  light  in  weight,  and 

there  is  some  emleavor  in  progress  to  popularize  it  for 

suits.     It  is  now  being  taken  up  by  coat  and  wrap  liouses. 

Tweeds  are  Satisfactory. 

Satisfactory  orders  are  being  received  for  tweeds. 

These  will  be  good  especially  for  coats  and  wraps.  Rough 

Scotch  effects  and  small  two-color  ground  patterns  in 
mixtures  of  brown  and  green,  mixed  grays  and  black,  and 

white  are  particularly  favored.  Plaid  backs  are  also 

strongly  represented  in  many  lines.  The  newest  idea 

are  the  steamer  rugs,  with  the  fringe  used  as  a  finish  foi- 
the  collars  and  cuffs  and  at  tlie  bottom  of  the  coats. 

Aside  from  the  rough  effects,  zibelines  and  camel'h 
hair  are  being  presented  in  the  higher-priced  lines.  Coat.' 
made  from  this  fabric  are  classed  as  polo  coats.  Tan 

and  brown,  green  and  tan  and  two-color  grays,  are  com- 
binations most  frequently  seen  in  these. 

Serges,  Cheviots,  Wool  Satins. 

Serges  and  clieviots  are  jjlaeed  well  toward  the  top 

of  the  list  of  Fall  fabrics.  The  serges  are  in  tlie  fine 

wale.  The  cheviots  show,  in  many  instances  a  high  luster 

finish,  and  a  slightly  rough  surface.  Many  handsome 

diagonals  are  shown.  The  demand  for  these,  however, 

runs  to  the  better  f(ualitie.s.  Melanges  in  smart  men's  wear 
eflfeets  are  shown  in  dull  greys,  dai-k  browns,  russet  and 
dark  greens. 

Wool  satins  have  been  spoken  of  as  liaxing  good  pros- 
pects with  the  clr)ak  and  suit  trade,  and  many  suits  and 

coats  are  being  made  up  in  this  material.  Imported  mod. 
els  also  show  this  material  in  their  construction.  Panne 

cloths  are  receiving  considerable  attention.  Tiiose  sliowi 

are  very  beautiful,  and  will  be  used  only  for  very  higli- 
class  suits.  They  will  not  be  as  popular  as  broadelotlis 

or  as  the  mat  weaves,  because  they  are  not  practical  for 

every  day  wear,  but  they  will  be  very  good  for  higli- 
cla.ss  models.  Black  and  blue  are  most  in  demand  in  paiinf 
weaves. 

Velvet  has  assumed  a  very  prominent  position,  and 

it  is  remarkable  bow  quickly  the  garment  trade  has  taken 

them  up.  Black  in  velvet,  velveteens  and  velvet  cords 

has   the  greatest   call,   although   they  come   in  colors,  as 

\\(11.  There  is  also  a  variety  of  weights,  tlie  lightest  of 

which  is  caUcd  mousseline.  It  is  similar  to  chitfon  cloth, 

only  a  little  liner. 

'file  staple  colors,  navy,  brown,  grey,  black,  dark  green 
and  raisin  are  tin;  favorites  in  clotiis  this  season.  Next 

conies  blue  of  the  royal  type,  old  rose  and  clematis.. 

Mixtures  are  shown  in  coating  lines  mostly  in  dark  com- 

hinationsi  excejjt  when  oriiaiiii'iilcd  with  threads  of  higher 
colors.  Black  and  white  will  undoubtedly  continue  well 
into  the  Fall  season.  White  is  also  often  combined  with 

dark  colors. 

The  Satin  Influence. 

It  is  expected  that  satins  will  have  one  of  the  ibiggest 

vogues  for  many  years.  Many  of  the  manufacturers  of 
garnionts  are  under  the  belief  that  the  satin  influence  for 

the  Fall  and  Winter  will  be  effective  towards  j^opulariz- 
ing  satins  for  the  Spring  and  Summer,  1911.  At  any 

rate,  satins  are  back  in  favor  and  likely  to  become  more 

fashionable  as  the  months  go  ))y.  The  tailored  purposes 

to  which  satins  are  likely  to  be  put,  are  of  interest  also 

to  those  who  handle  taffetas,  particularly  black. 

Messalines,  crepe  de  Chine,  peau  de  cygne,  and  kindred 
satins  of  reniarakblo  supple  qualities  will  enjoy  a  good 

Winter  vogue.  The  messalines  are  largely  in  request  for 

linings  and  slip  effects  for  day  and  evening  dresses.  Sat- 
in surfaced  crepe  de  Chines  show  no  signs  of  a  falling 

away  of  their  widespread  popularity.  They  are  shown  in 

all  the  pastel  shades,  as  well  as  in  black,  navy,  brown, 

green  and  in  I'act.  all  the  sades  aiul  tints  that  match 
cloths  and  velvets  of  the  season.  Black  is  reported  to 

be  very  good.  Crinkled  ci'epe  is  shown  in  plain  and 
figured  effects.  It  will  be  used  for  foundations  for  net 
and  laces. 

Fabrics  for  Spring,  1911. 

In  direct  contrast  with  the  materials  booked  for  suits 

:iii(l  cloaks  are  the  fabrics  which  bid  fair  to  be  in  demand 

for  the  Spring,  1911.  The  veiling  materials  are  more 

than  likely  to  enjoy  another  prosperous  season.  For  thi.s 

reason  voiles  are  strongly  featured  as  are  the  marquiset- 
tes and  chiffons.  Silk  and  wool  poplins  are  likewise  in 

vogue  once  more  and  along  with  that  material  comes  aa 

eolieniie  in  lustrous,  handsrtine,  (lualities,  designed  for 

draping  purposes. 

Light-weight  wfjisted  dress  goods  arc  naturally  fav- 

oi'ed  for  Spring.  These  are  shown  in  many  new  patterns 
and  colorings,  those  of  the  lighter  shades  being  much 

favored.  Taffetas,  ibatistes,  cashmeres,  poidins,  fine  serg- 

es, panamas,  and  piece  dyed  worsted  goods,  suitable  for 

siini)le  suits,  will  all  be  IVatuied  extensively.  Black  and 
blue  worsteds  ornamented  with  colored  stripes  of  the 

hairline  variety,  spaced  about  one  inch  apart,  will  be  in 

good  demand.  Black  and  white  striped  woolen  fabrics 

in  light  weights  are  also  being  thought  of.  It  is  expected 

that  a  big  white  and  black  season  will  be  in  progress  fir 

the  Sining.  Manufacturers  of  dress  fabrics  indicated 

this  last  year,  but  it  is  final  this  season,  and  there  is  no 

question  of  a  doubt  in  the  minds  of  makers  this  season, 
but  that  the  Spring  of  1911,  will  be  a  big  white  and 
black  one. 

White  and  black  effects  with  white  most  in  evidence 

seems  to  'be  assured,  and  thus  it  will  result  in  a  big  de- 
mand for  black  hairline  stripes  on  white  grounds  and 

checks  will  be  offered  as  a  novelty. 
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C  Considerable    interest   at    present   at- 
taches to  tlie    solution    of    the    question, 

"  How  to  make  a  Cotton  Flannelette  at 
once   warm,    healthy    to  wear,  and    non- 

inflammable." 

The ''  A 
^^   1                55 

/A 

Lrpekas 
F lannelette 

possesses  the  above  qualifications  in  the 
highest  i^ossible  degree. 

C  It  is  a  plain  fabric,  and  not  a  twill. 

C  All  household  flannels  are  plain,  and 
it  is  obvious  that  an  article  intended  to 
be  used  as  a  substitute  for  flannel  should 
present  a  similar  appearance.     It  has  the 
further   advantage   that  it   raises  better 

and  closer,  and  is  therefore  less  inflam- 

mable than  an  ordinary  twilled  flannel- 
ette.    An    article    made    in    this    manner 

will  not  take  fire  more    readily  than  an 
ordiuaiy  cotton  nightdress. 

C  Every  jiiece   is   warranted   free   from 
extraneous  moisture,  and  from  all  injuri- 

ous  chemicals.      Being   extremely    short 
and  close  in  the  pile,  these  goods  do  not 
get  out  of  condition  on  the  counter. 

PROPRIETORS: 

J. &  N. 
^ 

PHILIPS  &  CO. 
t 
♦ Manchester,  England 
♦ 
♦ Mills— Tean  and  Cheadle Branch— 20  Cheapside,  London,  E.G. 

^ 
21  1   Lindsay  Buildin g,  St.  Catherine St.  West,                                611   Empire  Building,  Wellington  St.  West 
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^      SPRING mw  Printed  Goods 

^^SctBK  Dominion  Textile  Co/s 
RANGE     OF 

DOMINION 

Spring  Printed   Goods 

f^llL^      Will   be   in   the   hands  of   Canadian 

wholesalers   during  October 

Wait  for  this  range  before 

j^qJv  placing  orders 
DOMINION 

^DSX      "There's   More    Profit   in   Canadian 

Printed  Goods/' 

\ 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Demand  for  Better  Class  Goods  in   all   Lines   of   Staples 
Traveling  Salesmen  State  that  Spring  Business  is  Fair  Average  —  Dress 

Ginghams  Popular  —  Prices  in  Prints  too  Low  for  Profit  —  Floral  Pat- 

terns   in  Table  Lines  and  Damasks  —  Good  Trade  Expected  in  Down  Quilts 

SALESMEN  on  the  road  with  samples  for  Spring- trade  report  business  in  staples  generally  as  being 
at  a  fair  average,  although  few  orders  have  been 

definitely  placed  as  yet,  and  it  was  not  expected 
(hat  much  would  be  done  before  Sej)tember  first.  There 
is  no  doubt  the  high  price  of  raw  cotton  is  retarding  the 

placing  of  early  orders  along  these  lines,  and  merchanis 

are  awaiting  further  developments  as  to  crops  and  sup- 
plies. Prices  are  still  on  the  upward  trend,  however,  and 

there  is  at  present  nothing  to  indicate  a  reduction  dur- 

ing the  present  season's  trade. 
Canadian  manufacturers  state  that  they  are  doing 

business  at  a  loss  just  now,  as  they  are  still  selling  on 
the  basis  of  what  they  paid  for  cotton  earlier  in  the 
season.  Stocks  in  all  the  mills  are  low,  and  many  of  the 

English  and  American  mills  advanced  their  prices  dur- 
ing the  past  month. 
Present  cotton  crop  conditions  while  not  bad,  are  not 

encouraging.  A  good  deal  of  injury  has  been  done  bj' 
rain  in  the  Atlantic  and  eastern  Gulf  States.  Texas,  on 
the  other  hand,  from  which  much  of  the  Canadian  supply 
comes,  has  suffered  from  drouth,  and  unless  the  drouth 
be  broken  very  soon,  the  crop  will  certainly  be  below  the 
average.  Good  trade  prices  for  the  coming  season  arc 
therefore  pretty  well  assured. 

is  likely  to  be  an  active  one,  in  this  respect.  Some  buy- 
ers have  been  taking  Paisley  and  Persian  effects  in  large 

quantities,  others  have  invested  largely  in  fine  floral 
effects.  P^iulard  effects  have  also  proved  very  popular, 
especially  in  the  fine  French  cambric  prints.  Prints  and, 
indeed,  all  cotton  materials  are  much  lower  in  price 

to-day  than  they  were  even  ten  years  ago  for  the  same 
finish,  owing  to  imi:)rovements  in  machinery,  but  whether 
these  prices  will  hold  for  the  future  depends  now  entire- 

ly on  the  cotton  croj). 

Kid  Finished  Cambric. 

The  demand  for  kid  finished  cambrics  and  prints  is 
strong,  though  nut  veiy  extensive,  while  sateens  and  cot- 

ton taffetas  for  skirts  are  holding  a  good  place  on  early 
orders.  There  is  a  good  deal  of  interest  manifested  in 
cotton  and  silk  mixtures,  and  orders,  although  chiefly 
confined  to  small  selections,  are  very  widely  distributed. 
These  mixtures  are  much  cheaper  for  1911  delivery  than 
they  were  a  year  ago,  owing  partly  to  the  cheapness  of 
the  silk  used  in  the  filling.  Among  the  silk  filled  goods 
the  patterns  meeting  with  best  favor  are  the  jacquered 
effects,  neat  floral  designs. 

Good  Demand  for  Dress  Ginghams. 
Dress  ginghams  retain  their  popularity,  and  the  volume 

of  orders  for  spring  selling  is  reported  from  some  of  the 
houses,  as  larger  than  ever.  The  styles  are  good  and  there 
has  been  a  ready  sale,  especially  for  the  plain  chambrays 
and  stripes,  altlu)ugh  fancy  patterns  have  also  had  a 
good  run. 

Growing  Demand  for  Madras  Weaves. 

Printed  voiles  and  marquisettes,  in  the  higher  priced 
lines,  have  proved  good  sellers,  and  orders  for  sheer 

printed  lawns  have  been  strong.  There  is  a  growing  de- 
mand for  Madras  weaves,  the  finer  weaves  with  figures 

and  stripes  in  silk  have  been  popular.  Pongees,  rough 
cottons  and  similar  cloths  that  have  been  favorites  this 

year  are  not  being  bought  so  freely  for  next  season's 
trade,  but  there  is  a  steady  demand  for  Swisses,  em- 

broideries and  fine  qualities  of  stripes  and  checks  in  vei'v 
fine  wliite  goods. 

Hesitating  Over  Print  Prices. 

Present  quotations  for  prints  do  not,  it  is  stated,  equal 
the  cost  of  production.  The  demand  has  been  good  and 
early  orders  well  placed,  but  prices  have  been  much  too 
low.  Manufacturers  and  wholesale  men  are  hesitating 
over  quotations  for  the  Spring  trade,  although  it  is  ex- 

pected that  their  price  lists  will  be  issued  within  the 
next  few  days. 

Returns  so  far  have  not  indicated  very  clearly  wliat 
patterns  and  shades  will  have  any  special  run,  but  the 
demand  for  all  fine  printed  goods  is  quite  as  steady  as  it 
lias  been   since-  the   Spring  season   opened,   and   the  year 

Stripes  in  French  Flannels. 
Retail  men  in  Montreal  are  stocking  largely  in  French 

flannels  and  flannelettes  in  the  Paisley  patterns  and  in 
soft  colorings.  Stripes  they  consider  will  sell  well  in  both 
these  materials,  as  will  also  the  opera  flannel  patterns 

reproduced  in  flannellettes  and  kimona  cloths.  They  re- 
port an  ever  growing  demand  for  the  better  class  goods 

in  all  lines  of  staples.  In  household'  linens  they  report  a 
good  demand  for  all  the  finer  grade  lines,  and  are  carry- 

ing much  more  extensive  stocks  of  high  price  novelties 
than  formerly.  Irish  linens  especially  are  growing  in 

popularity  with  the  Canadian  public. 

Table  Linens  and  Quilts. 
In  table  linens  and  damasks,  the  heaviest  displays 

are  in  tlie  large  floral  patterns,  or  in  large  patterned 
borders  with  smaller  centre  designs.  Among  the  fancy 

liigh  priced  table  linen  are  shown  round  cloths  elaborate- 
ly decorated  in  embroidery  filet,  Cluny  and  Madeira 

work.  The  embroidered  and  Cluny  trimmed  linen  is  ex- 
tensively copied  in  a  good  grade  of  machine  work  which 

sells  well  in  the  less  exclusive  trade. 

Merchants  are  expecting  a  good  trade  in  down  quilts, 

which  retail  now  at  anywhere  from  .$3  to  $150  each  ac- 
cording to  weight,  quality  and  covering.  French  sateens 

and  French  printed  satins  are  the  favored  covering  fab- 
rics, and  here  again  the  Indian^  designs  and  colorings,  and 

the  Empire  and  Paisley  effects  are  the  leaders. 
Some  novelties  in  white  quilts  are  shown  which  have 

been  meeting  with  approval  and  for  which  a  good  trade  is 
expected.  Those  with  cut  corners,  which  fit  smoothly 
down  on  the  bed,  are  good,  and  there  are  also  shown 
marcella  quilts  printed  in  very  soft  colors. 
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Satisfied  Customers  Our  Bi^^est  Asset 
We  do  not  ask  any  buyer  to  take  our  word  for  this  statement  We 

ask  him  only  to  give  us  a  chance  to  make  good  what  we  say  about  our  goods. 
Facts  are  what  every  buyer  wants.      We  have  the  facts  in 

COATS,  SUITS  and   DRESSES 
Behind  them  is  the  experience  of  years  in  Dress  manufacture,  and  the  buyer 
who  places  in  his  stock  any  of  our  garments  takes  absolutely  no  chance  of 
having  stickers  in  his  Department. 

No,  1137.  This  eorsrcous  black  voile  dress  is 
one  of  the  most  advanced  style 

ideas  of  the  season.  Made  of  splendid  quality 

imponed  voile  and  handsomely  hraided;with  lace 

yoke  and  sleeves;  slight  hobble  effect.  Pleated 

back  eivcs  wearer  plenty  of  room  and  adds  to  the 

comfort  Price  $16.50.  Same  dress  in  fine 

chiffon  Panama  in  all  colore  $  1 3.50. 

No.  606.  This  distinctively  attractive  Kersey  Coat, made  in  black,  navy,  new  sbades  of 
brown  and  green,  with  a  touch  of  Milltaire.  will  appeal 
to  women  of  taste  and  style.  It  is  made  in  semi-fitted 
style,  fasteninr  invisibly,  with  bicb  collar,  givini;  grace- 

ful and  beautiful  lines.  The  special  feature  of  this  coat 

is  displayed  in  the  heavy  silk  cording  and  frot's,  arran- 
ged in  semi-circles  in  Cassock  effect.  Pleated  back  and 

trimmed  with  braid  to  matC],  front.  Lined  below  hips 
with  good  quality  satin.     Pri^e    $16.50. 

No,  1136.  This  pretty  and  practical 
dress  is  made  in  superior  quality  Poplin, 

in  ail  the  season's  leading-  shades.  Has 
silk  lace  yoke  and  handsome  jabot  effect, 
as  illustrated,  also  piped  strap  around 

yoke;  trimmed  with  buttons;  kilted  bot- 
tom, finished  with  wide  strap  and  buttons. 

Price  $11.50. 

Drop  us  a  line  and  insure  a  call  from  our  representative  who  will  show 
you  everything  that  is  new  in  coats,  suits  and  dresses,  or  send  for  samples  of 
garments  illustrated. 

J.  H.  WINTERS  &  CO.  39  pean  street  Toroiito 
1 
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READY-TO-WEAR 
GARMENTS 

Houses   Making  Dresses    are  Doing   a   Great   Business 
Orders  placed  for  Dresses  for  Morning,  Afternoon  and  Dressy  Wear— Big 

Season  Expected  in  Coats  and  Wraps  —  W^hite  Dress  of  Muslin  and  Lawn 
to  be  High  Style  for  Children— The  New  W^aists 

NOW  that  the  season  is  opening-  np,  the  confi- dence of  the  trade  in  the  vogue  of  the  one- 
l)ieee  dress  is  increasing  daily.  There  is  little 
doubt  that  for  early  wear  the  tailored  dress  of 

panam;  serge,  poplin  and  chiffon  panama  will  be  very 
much  in  evidence.  While  broadcloth,  silk  and  wool  crepes, 

glorias,  taffetas,  satin-finished  silks,  foulards,  etc.,  Avill  be 
used  for  the  more  dre.ssy  number. 

While  the  hobble  effect  will  be  followed  by  many 
manufacturers  it  will  be  in  its  modified  form  and  while 

the  skirts  will  be  narrow  they  will  not  be  sufficiently  so 

to  impede  the  movements  in  walking.  The  very  narrow- 
est skirts  seen  are  quite  2  yards  wide. 
The  most  extreme  model  sliows  the  overskirt  fulled 

into  a  band  with  a  scant  flounce  finishing  the  under 
skirt.  Most  models,  however,  are  so  cut  that  they  are 
not  nearly  so  narrow  as  they  appear,  and  the  band  has 
only  the  appearance  of  holding  the  skirt  in.  A  very 
pleasing  and  practical  style  shows  the  skirt  set  in  side 
pleats,  stitched  down  to  well  below  the  hip  line,  and  then 
pressed  flat.  A  trimming  band  of  embroidered  silk  wa^ 
set  below  the  knee  and  kept  the  pleats  in  place  to  thai 
point,  while  below  the  band  they  were  set  free  and  gave 
sufficient  fullness  around  the  feet  to  walk  with  freedom. 

Another  idea  is  to  panel  the  skirt  from  the  waist  to  the 
feet  in  front  and  to  slightly  full  the  sides  to  a  deep 
band,  placing  inverted  pleats  at  the  back  covering  a 
number  of  small  pleats  well  pressed  down,  and  allow 
free  movement  when  walking.  Some  of  the  skirts  are 
made  with  circular  cut  bands  or  flounces  without  any 
fullness,  and  very  often  this  flounces  will  be  of  a  different 
material  from  the  rest  of  the  skirt  or^  if  of  the  same 
fabric,  will  be  plain,  while  the  top  of  the  skirt  is  figured. 
For  instance  a  foulard  gown  will  have  this  circular  band 
of  plain  satin. 

Very  many  of  the  dressier  models  are  made  with  the 

peasant  waist — that  is,  with  the  sleeve  and  bodice  cut  in 
one.  When  this  cut  is  not  nsed,  the  tight,  plain  sleeve 
is  the  model,  the  seam  at  the  arm  having  as  few  gathers 
as  possible  and  concealed  under  tucks  or  the  trimming. 

Plain-tailored  useful  dresses  have  the  long  sleeve.  In 
the  dressy  gowns  many  |  and  also  short  sleeves  are 
seen.  Frequently  when  the  sleeve  is  long,  the  lower  part 

consists  of  an  under-sleeve  of  net  or  lace,  or  of  the 
same  fabric  as  the  dress,  soutached  or  trimmed  with  rat- 
tail  embroidery. 

The  useful  dress  has  the  high  collar  or  has  a  little 
yoke  put  in  of  tucked  taffeta  or  of  net  or  lace  to  match 
the  sleeves.     Dressier  models  have  the  collarless  neck,  or 

the  round,  low  neck.  This  style  is  becoming  more  popular 
and  the  demand  for  them  promises  to  increase  as  the 
season  advances. 

Makers  of  lingerie  gowns  are  busy  with  new  models. 
Last  year  there  was  a  demand  from  buyers  for  lingerie 
models  for  Christmas  trade  and  this  in  many  centres  they 

promise  to  sell  right  thi'ough  the  winter  season.  These 
dresses,  it  is  found,  are  taken  for  small  social  functions 
during  the  winter  months,  and  are  becoming  just  as 
much  of  a  Winter  as  a  Summer  garment. 

The  new  models  will  have  all  the  latest  style  features, 

the  modified  "hobble  effect,"  the  short  sleeve  and  the 
collarless  neck.  Soft  mull  in  white  and  evening  shades 
and  embroideries  and  lace  will  constitute  the  trimmings. 

Good  Waist  Season. 

Separate  skirts  have  sold  well  and  as  every  skirt  solil 
needs  a  separate  waist  to  complete  it,  and  also  because 

the  w'aist  is  also  needed  to  complete  the  suit,  there  is 
bound  to  be  a  good  business  done  in  waists.  Buyers 
have  evidently  sized  up  the  situation  in  this  fashion  and 
good  orders  have  been  placed  with  the  road  men  for  this 
fall.  This  also  applies  to  the  novelty  styles  in  waists 
suitable  for  the  Christmas  trade.  Matching  waists  are 

to  be  high  style,  and,  therefore,  it  follows  that  an  ex- 
tensive range  of  colored  waists  are  selling.  These  come 

in  varied  colorings  and'  in  'both  dark  colors  and  in  lighter 
shades  for  dressy  wear. 

The  black  waist  is  the  leader  and  this  applies  to  all 
lines.  Black  waists  are  developed  in  messalines,  taffetas, 
crepes,  chiffons,  and  plain  and  embroidered  net.  While 
there  is  a  particularly  good  line  of  solid  black  waists, 
there  are  any  number  of  black  and  white  effects,  many  of 
them  produced  by  the  veiling  of  white  lace  or  net  with 
black  transparent  fabrics. 

Sheer  waists  are  lined  with  Persian  and  Dresden 

printed  fabrics  and  the  lining  is  sometimes  trimmed  with 
colored  embroidered  lace  bands  and  bands  of  gold  or 
silver  lace  or  trimmings.  Pipings  and  strappings  of 
Paisley  silk,  etc.,  are  seen. 

In  colored  waists,  plain,  plaid  and  shot  taffetas  are 
used,  as  well  as  messalines  and  soft  satins.  In  the  dressi- 

er models  Persian  and  Paisley  effects  are  good  as  well  as 
messalines,  satins,  voiles  and  chiffons. 

The  newer  waists  show  the  peasant  effect  and  as  the 
cutting  of  this  shape  has  been  perfectly  mastered  there 
hag  been  no  ddflficulty  experienced  in  popularizing  this 
effect. 
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Skirt  Talks 
No.  2 

The  first  thing  about  a  skirt  that  a  woniar. 
forgets  after  she  has  bought  it  is  the  price. 

But  if  it  doesn't  fit  well,  she  iiCi'cr  forgets 
that. 

Fit  is  the  prime  consideration  in  a  skirt. 
It  does  not  matter  how  much  the  garment 

costs,  nor  how  exquisite  the  material,  if 
the  fit  is  not  comfortable  and  easy,  the 
wearer  is  dissatisfied. 

We  have  recognized  this  essential  fea- 
ture in  skirt-making,  and  every  Livingston 

&  Scott  Skirt  is  built  on  absolutely  scien- 

tific principles.  It  fits.  It  has  the  "hang" 
that  is  present  only  in  the  skirt  that  per- 

fectly fits  the  figure. 

This  is  the  art  of  our  zcork.  It  is  the 
feature  that  distinguishes  our  skirts  from 

every  other,  and  that  makes  them  easy  to 
sell  and  to  stay  sold. 

In  our  skirts  tlie  alteration  problem  has 

been  practically  eliminated,  because  they 
are  cut  right  to  begin  with. 

Every  yard  of  material  is  carefully  ex- 
amined and  thoroughly  shrunk.  The  shape 

the  skirt  is  given  before  it  leaves  the  fac- 
tory is  the  ̂ hape  that  stays  with  it  until 

the  end. 

Isn't  this  just  the  kind  of  skirts  you  have 
been  looking  for? 

We've  just  completed  a  big  addition  to 
our  factory.  Had  to  do  it,  because  we 

couldn't  turn  out  enough  work  to  meet  the 
demand. 

We  will  give  special  attention  to  letter 
orders.  Send  in  for  any  skirts  you  need 

and  you  will  be  pleased  with  the  result. 

Livingston  &  Scott 
Clendenan  Avenue 

TORONTO 

Waisis  Tor  Clirislinas  si'lliii^-  also  fcaliiro  llio  siiort 

sli'cxc  (ir  llic  tlirci'  (|u;ni('r  slccxc  iiiaiU'  lunu'cr  l)y  tlie 

aililitiun  dl'  a   ucl   i-ul'l'  In  tiic  liniiii;'. 

Braid  on  chiffon  —  An  illustration  from  the  line  of  Ladies' 
Wear,   Limited,  Toronto. 

Fancy  waists  often  show  the  low  rounded  and  the 
coUarless  neck.  Shaped  lace  motifs  outline  the  necks  of 
many  of  the  new  waists  and  many  necks  have  the  pleated 
collar  of  net  edged  with  a  band  of  Persian  silk  and 
the  short  sleeves  have  turned  up  cuffs  of  the  same. 

Coats  and  Wraps. 

Manufacturers  of  coats  and  wraps  have  every  reason 
to  be  pleased  with  the  trend  of  the  demand  this  season, 

for  already  there  are  signs  that  they  will  be  busily  em- 
ployed on  these  garments  this  season  .  The  full  length 

garment  covering  the  whole  dress  cut  in  mannish,  overcoat 
style,  is  the  garment  that  promises  to  dominate  the  trade. 
These  are  mostly  in  rough  fabrics,  and  are  very  simple  in 

style  and  effect,  the  only  trimming  being  the  buttons 
used  as  ornamentation.  Notched  collars  that  can  also 

be  buttoned  up  to  the  throat,  and  finished  with  a  turned- 
down  military  collar  are  also  good.  These  coats  have 
large  patch  pockets  and  the  tendency  is  to  make  them 
on  straigliter,  less  fitted  lines.  The  tendency  is  towards 
(laik  mixtures  in  the  tweeds  and  homespuns. 

Heavy  diagonal  cheviots  are  made  into  redingotc 
models.  These  coats  are  trimmed  with  handsome  metal 

and  jeweled  buttons,  and  come  in  the  leading  shades. 
Military  blue,  grey,  leather,  and  bronze  green  are  the 
best  selling  colors. 

Long  coats  made  of  pile  fabrics,  and  fur  plushes  have 
sold  well  ever  since  the  line  was  opened  for  Fall  selling. 
Those  coats  have  been  taken  both  in  the  cheaper  fabrics 

that  can  be  .sold'  at  a  popular  price,  and  also  in  the  higher 
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SKIRTS 
THE  MOST  UP-TO-DATE  SKIRT 
ON  THE  MARKET  AS  REGARDS 

Fit,  Hang  and  Lines 

and   The  Only  Skirt  with  the  No=Sag  Back 

OUR  SPECIAL  FOR  SEP!  EMBER 

No.  462  Price,    $7.75 
Fine  Voile  Skirt,  beautifully  trimmed  with  silk 
cording.  Correct  in  every  particular.  Write  us 
for   booklet   containing   a   few   of  our   styles. 

IT  WILL    INTEREST  YOU. 

Gardiner,  Foley  &  Co. 
LIMITED 

24  Ryerson  Ave., TORONTO 

uradc   ;iiul   iiunx'   cxpi'iisix  e  st'al   pluslies,   ponys  and   cara- 

ruls.     Many  nf  the  luoro  oxjjous^ive  niotlels  lia\e  i'lir  col- 

New  caracul  coat,  with  Alaska  coon 
collar  and  revers  —  Shown  by  M. 

PuUan  &   Sons,  Toronto. 

ai's  and  eiiffs^  and  these  garments  promise  to  be  among 
lie  leading  sellers  of  the  season. 

Separate  Skirts  Selling  Well. 
Manufacturers  of  separate  skirts  have  had  a  very 

good  season  so  far,  and  not  only  have  advance  orders 
l)een  very  large,  but  orders  are  coming  in  very  freely.  A& 
the  separate  skirt  is  always  a  utility  garment,  extreme 

styles  are  never  featured.  Nevertheless,  there  is  a  ten- 
dency to  get  away  from  the  old  style  of  pleats,  and  though 

featured  effects  are  used  tiiey  are  arranged  in  a  ncvel 
maimer.  Both  the  simulated  tunic  and  the  double  skirt 

are  shown  and  both  long  and  short  tunic  models  are 
sliowing,  and  are  often  finished  with  a  pleated  flounce. 
It  seems  pretty  difficult  to  get  away  from  tlie  use  of 

taffeta  strappings  as  a  trimming  for  voile  skirts,  rat- 
tail  enil)roideries  and  soutache  embroideries  are  the  new 

trimmings.  Some  few  modes  show  the  modified  hobble 
effect,  and  some  are  shown  with  a  sash  of  taffeta. 

With  tlie  increasing  vogue  for  sheer  fabrics  the  hither- 
to big  sale  of  black  voile  skirts  has  become  largely  in- 

creased. Panamas,  particularly  in  black  and  in  light  and 

dark  navy,  are  also  great  sellers. 
A 

The  Fall  Suit. 
So  far  tliere  has  been  very  little  demand  for  the 

dressier  class  of  suits.  Buyers  down  for  the  openings 

have  placed  very  fair  orders  for  suits,  but  the  styles  se- 
lected were  invariably  plain  tailored  models,  sliowing  the 

new  lines  and  with  buttons  the  cliief  trimminu-  feature. 
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Suit  of  black  chiffon  velvet.  The  coat  and 

tunic  richly  trimmed  with  black  wood  silk 
braid  and  cord,  and  a  heavy  cord  girdle  en- 

circles the  waist  and  is  tied  low  down  at  the 

side.  The  skirt  is  plain  and  has  a  slight 
train  and  the  collar  is  of  skunk. 

Evening  wrap  of  leather  colored  broadcloth 
lined  with  Persian  printed  satin  with  narrow 
shawl  collar  and  facings  down  the  front  of 
black  satin.  The  trimmings  are  heavy  floss 
embroideries  worked  directly  on  the  silk  in 
leather  and  black.  The  coat  fastens  low 

down  with  a  handsome  jewelled  button. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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"Eclipse"  White  wear  Values 
;  really  do  eclipse  all  others  offered 

V 

to  the  Canadian  Dry  Goods  Trade. 

jHote  the  dainti- 

ness of  *  'Eclij)se 
Ling  en  e  a'^art 
from  its  wearing 

qualities  ana  fine 
fimsn.  It  IS  this 
touch  of  novelty 
and  daintiness 
that  has  created 

the  demand  for 

*  'Eclipse  goods 
from  coast  to 
coast. 

Eclipse  W\ 
Company  V 

TORONTO, 

It   IS   the     '  Sometning 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Drv   Goods  Rcviczv. READY-TO-WEAR     GARMENTS 59 

And  What  is  True  of 

''Eclipse"  Whitewear  is  equally    ̂ ^ 

true  of  "Eclipse"  Waists. 

hite^\^ear 
Limit  e  a 

ONTARIO 

Different'   that   does   it 

The  cuts  on  this 

^age  show  a  few 
of  the  latest  of 
*  'Eclipse  Blouse 

Styles.  In  the 
Eclipse  line, 

owing  to  the  en- ormous range  of 

designs,  you  will 
find  something  to 

satisfy  every  de- mand. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Have  You 

Thought  About 

Children's 
Dresses 
for  Spring 

'} 
Here's  a  splendid  chance  for  you  to  add 

a  nice  little  bit  to  your  year's  profits.  Open 

a  Children's  Department,  with  Home  & 

Watts'  dresses.  A  good  many  merchants 
have  done  this  at  our  solicitation  during 

the  last  few  years,  and  every  one  of  them 

has  been  pleased — more  than  pleased — at 

the  result.  For  the  Spring  season,  we  are 

going  to  show  the  smartest,  the  best  made 

and  the  best  selliiii^  line  of  dresses  for 

misses,  girls  and  children  ever  shown  by  any 

manufacturer  to  the  Canadian  trade. 

That's  a  pretty  strong  statement  of 
claim,  but  when  you  see  the  samples  of 

these  garments,  you'll  admit  that  it's  none 
too  strong. 

These  samples  will  be  out  with  our  tra- 

velers dairing  September. 

Do  not  place  any  orders  for  girls'  or  chil- 

dren's dresses  witli  anybody  until  you  see 
them. 

♦♦♦ 

Home  CSi,  Watts 
Limited 

Duncan  and  Adelaide  Streets 

TORONTO,  CANADA 

ri;\iii  si'orod  skirts  with  five  or  seven  gores,  are  tak- 
iiiL;  I  lie  place  of  the  pleated  models,  and  many  of  them 

havi'  the  "  liol)l)le  elt'ect,"  siinuhUeil  l)y  the  use  of  a  baiul 
Just    l)elo\v   the  kuees.     Some  show   panels  botli  biu-k   and 

New  embroidery  trimmed  waist,  witli    Dutch 
collar,  from  the  Spring  191 1    range    of 

the   Eclipse  Whitewear  Co.,  Ltd., 
Toronto. 

front,    but    the    inverted    pleat    and    the    habit    back    are 
also  sellers. 

V 

Misses'  and  Children's  Dresses. 
Misses'  and)  cliildreu's  dresses^  as  now  carried,  are 

really  to  all  intents  and  purposes  a  new  line.  Up  to 
a  very  recent  date  though  most  large  departments  stocked 

a  few  chiklren's  or  misses'  dresses,  mostly  imported, 
there  was  no  proper  carrying  of  this  line  of  garments. 

Spring,  1911,  promises  to  see  lightweight  fabrics  in 
first  favor,  and  a  big  white  season  in  progress.  There- 

fore, the  sale  of  white  muslin  and  lawn  di'esses  is  confi- 

dently expected  to  be  very  large.  The  manufacturer's  are 
putting  out  a  really  wonderful  line,  and  in  view  of  the 
fact  that  the  Canadian  trade  is  evincing  a  strong 

tendency  to  buy  better  goods  a  representative  line  of 

high-iiriced  dresses  is  included  runnning  up  to  $240  a 
dozen.  Deep  flouncings  of  expensive  embroidery  in  lace 
and  blind  work,  with  bandings  and  edgings  to  match, 

tine  tuckings,  laces,  Maltese  and  Valenciennes  are  used 
in  their  development  and  dainty  sashes  of  satin  ribbon 
encircle  the  waist.  Every  eifort  is  made  to  give  the 

aj^iiearanee  of  handwork  and  with  complete  success  to 

these  high-grade  dresses. 
For  the  smaller  girl  the  French  dress  and  the  long 

waisted  dress  is  most  in  evidence,  and  here  in  the  little 
dresses  designed  for  the  small  child  from  one  year  to 
seven,  in  the  high  class  models  this  French  handmade 
effect  is  evident.  All  through  the  line  there  is  evidence 
of  the  care  with  which  both  the  materials  and  trimmings 
have  been  selected. 

In  colored  dresses,  fine  ginghams,  are  much  the  favm-- 
ed  fabric.  Dresses  from  seven  years  up  follow,  to  some 

extent,  the  models  prepared  for  their  mothers,  and  older 
sisters,  only  the  designers  have  given  those  special  touches 
that  adapt  these  styles  to  their  more  yonthful  wearers. 
The  waist  and  skirt  dress,  all  in  one,  is  their  leader,  and 
modified  banded  styles  are  the  newest.  These  dresses 

are  developed  in  checked  and  striped  ginghams  banded 
and  strapped  with  the  plain  cloth.  Middy  suits  are  also 
in  evidence.  These  are  also  a  featni'e  in  the  httle  dresses 
for  the  small  child. 



Dry  Goods  Rcviciv. READY-TO-WEAR     GARMENTS 

6i 

;v: •  ->-v;>,.^ ^;.^^'^v,^  v>'*>^-^^ y  ̂.-  cv-^:t^^^^{'l,-  ■. > ^-^^^- - ■■:  -^-^^gP! 

Famous  for  their 
Fit,  Cut,  Style,  Hang  and  Finish 

October    is  quite  early  enough  to  purchase  Summer 
dresses    for  191 L    for    the    simple  reason    that  you  will  not 

be    able    to    see    "ROYAL  GARMENTS"  before    then,   and 
of    course    you    would    not  think    of    placing    your    Spring 

order     until    we    have  had  an  opportunity  of    show^ing  you 
our  famous  range  of  goods. 

In  the  meantime  w^e  are  not  looking  for  ordei 
advertisement      is    not    written     to     ask     you     to 

orders       It    is    simply    for    the  purpose    of    advising  y{ 

we  are  closing  up    a  most    gratifyingly    successful  year' 
ness,    and    to    tell   you   that  we  appreciate  very  much  ii 

the  practical  endorsation  you  gave  our    1910  line    and  to  tl 
you    accordingly. 

We  have   made  more  money  this  year  than  ever  be- 

fore—so have    you— by    selHng  "ROYAL  GARMENTS";  the inference  is    obvious,  we  must  get  together  for    1911.       You 
cannot  afford     to  overlook  the  fact — and  we  cannot    afford 

to     let    you— that  "ROYAL  GARMENTS"    are    what  your customers    demand.      They    are    now  famous    from   coast 
to    coast    for      their     fit,     cut,     style,    hang     and     finish, 
Garments,  in   other   words,  that     a  lady  will   wear. 

Our  travellers  will  see    you  just  as  soon  as 

the   range  is  what    w^e    think  it  should  be,  not  before 

Wait 
For 

Them. 

The  McElroy  Manufacturing  Co.'y Limited 

47  Simcoe  Street,  TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 



Straight,     Narrow     Figure     Line     Features     all    Models 

Early  Predictions  Confirmed  by  Showings  in  New  York  Retail  Stores 

—  Narrow  Skirts,  Short  Jackets  —  Peasant  Blouses  and  Empire  Effects 
in    Dresses    Keynote    of    Fashion    for    the    Present    Season. 

Staff   Correspondence. 

Ollice  of  The  Dry  Goods  Review, 
IGO  Broadway, 

New  York,  August  31,  1910. 

THK  main  feature  of  tlie  present  fashions  appears 
to  be  the  straight,,  narrow  figure  line,  with  short, 

snappy,  straight-cut  coats  and  narrow  skirts. 

Two-piece  suits  are  being  shown  with  coats  haA"^- 
ing  a  slight  tendency  to  be  longer  than  the  coat  that 
was  most  talked  of  the  early  part  of  the  sea.son.  It  looks 
uow  as  if  the  coat  measuring  from  34  to  3G  inches  in 
length  will  be  the  one  desired. 

For  the  early  season,  suits  are  shown  with  vei'y  little 
trimming.  With  the  exception  of  trimmed  collars  and 

cuffs,  they  are  perfectly  plain.  It  is  in  the  three-pieco 
suit  that  trimmings  are  used  in  profusion,  for  where  a 
trimmed  suit  is  desired  it  is  usually  very  elaborate  and 
expeusive. 

The  semi-fitted  jacket  is  the  style  most  favored,  which 
accords  nicely  with  the  short  lengths.  Flat  sailor  collars 
are  a  feature  of  many  of  the  new  models. 

Suits  of  Striped  Serges. 

Suits  of  black  and  white  hairline  stripes  are  being 
shown  in  the  retail  garment  departments.  These  are 

made  of  fine  Fi-ench  serges  very  soft  in  finish  and  close 
in  twill.  Suits  of  striped  serges  have  been  very  good  in 
Paris  and  the  anticipation  on  this  side  is  favorable  to  a 

fair  "Winter  vogue,  with  a  more  general  one  in  the 
Spring. 

Tailored  suits  for  early  Fall  wear  are  developed  in  such 
materials  as  French  serge,  matt  weaves,  melanges  in 
Scotch  tweeds  and  in  broadcloths.  The  costume  suits 

are  being  made  up  in  broadcloths,  panne  cloth,  some  of  the 
lustrous  finished  basket  weaves  and  in  velvet  and  satin. 

In  nearly  every  instance,  however,  the  suit  is  trimmed 
with  velvet.  There  is  some  use  being  made  of  wide  braids 
of  the  radium  order.  Black  velvet  suits  are  to  be  very 

popular  this  winter. 
In  Huiny  instances  tiie  collar  is  a  sort  of  extension  of 

the  mannish  revers  or  of  the  modified  shawl  collar,  so 
that  a  ratlier  unusual  line  is  effected,  showing  rounded 
revers,  terminating  in  a  sharp  cornered  collar.  A 
few  of  the  models  have  the  sailor  features  simulating  ? 
flat  yoke  at  the  back. 

Preference  for  Side  Fastenings. 

The  fastenings  of  jackets  are  interesting  and  there 
seems  a  great  deal  of  preference  accorded  the  side  effects. 
Models  arc  shown  with  the  single-breasted  fiont  fastened 

with  three  to  five  buttons.  Then  again  th.ic  aie  tlif)si' 
with  the  double-breasted  fastening  down  the  left  side. 
Not  a  few  of  the  gannents  fasten  from  the  throat,  and 
are  either  collarless  or  finished  with  a  military  collar 
cut  square  at  the  back.  Sleeves  are  in  full  length  styles 
for  the  practical  jacket  suits,  while  the  dressy  models  are 

featuring  the  seven-eighths  lengtli  finished  witli  a  bell 
flare. 

New  Skirt  Models. 

Skirts  accompanying  jackets  aie  of  the  plainest  pos- 
.sible    type    and    are    made    on    absfdntely    tailored    lines. 
Some  of  the  smartest  new  skirts  are  those  with  f)erfecfly 

plain  gored  skirts  devoid  of  trimming  of  any  kind.  These 
skirts  flare  very  little  about  the  feet  so  as  to  produce  the 
narrow  effect  that  is  so  fashionable  this  season.  Some 

of  the  new  skirts  are  made  with  habit  backs,  while  others 
still  cling  to  the  inverted  pleated  backs. 

The  narrow  skirt  is  expected  to  continue  popular 
throughout  this  Fall  and  AVinter.  The  average  suit  is 
made  with  .skirts  measuring  from  two  to  three  yards  in 
width,  but  it  is  expected  that  even  narrower  ones  will 
be  seen  when  the  openings  start.  There  are  many  types 
of  the  narrow  skirt  being  shown,  including  the  circular, 

semi-circular  and  gored  models.  Footbands  are  fre- 
(piently  seen,  while  others  feature  over-skirts  coming  be- 
Idw  the  knee  and  caught  in  with  a  band.  The  underskirt 
is  usually  pleated,  having  little  fullness  though.  Other 
skirts  have  panel  fronts  and  backs  with  the  fullness  at  the 
sides,  caught  in  with  straps  or  stitched  down  to  preserve 
the  narrow  cut  of  the  models. 

The  short  skirt  is  without  doubt  the  most  fashionable 
at  the  moment.  Even  the  most  elaborate  suits  show  the 

very  short  w'alking  length  skirt. 
Separate  Coats  and  Wraps. 

Full  length  separate  coats  for  Fall  and  Winter  are 

being  pushed.  The  styles  are  made  on  semi-fitted  lines, 
although  quite  a  number  show  loose  effects  with  belts,  be- 

sides other  styles,  which  are  intended  for  automobiling 
]iuri)oses.  Many  novelties  are  being  worked  up  in  coats, 
both  in  rough  and  smooth  materials. 

Velvet  coats  are  to  be  very  popular  this  season.  The 

quality  in  most  demand  is  of  the  velour  order  that  sug- 
gests sealskin  effects.  Most  of  these  coats  are  plainly 

constructed,  featuring  long  deep  shawl  collars  and  fast- 
ened with  braid  ornaments.  Evening  coats  are  shown 

with  the  peasant  sleeves  or  kimona  sleeves  and  the  long 
shoulder  line,  that  is  a  part  of  that  type  of  sleeve.  It  is 
expected  that  the  kimona  sleeve  will  be  confined  mostly 
to  the  evening  coats. 

Cape  Coats  for  Evening. 

Cape  coats  for  evening  are  among  the  latest  devel- 
opments. The  cape  idea  affords  opportunity  for  the  use 

of  contrasting  materials.  Some  of  the  capes  are  bordered 

with  fur,  which  is  very  effective.  Opera  capes  of  bro- 
cades and  tapestry  silks  are  also  among  the  new  showings. 

The  coloiings  of  these  wraps  are  in  subdued  tones.  There 
are  also  lovely  chiffon  coats  weighted  with  furs,  in  band 
effect.  The  foundation  of  such  wraps  is  usually  satin 
in  plain  or  brocaded  effect.  The  garment  that  hangs 

in  very  straight  lines  from  neck  to  hem  is  the  model  of 
the  season.  Tliere  is  usually  a  deep  border  about  the 
coat  on  which  appears  a  decorative  design,  and  this  band 

holds  the  fullness  of  the  upper  part  of  the  coat,  thus  pre- 
senting the  narrowing  lines  toward  the  feet.  This  modish 

silhouette  is  obtained  by  the  widening  of  the  garment 

through  the  hips  and  waist,  so  that  there  is  practically  no 

suggestion  of  the  waist  curve  as  in  models  of  last  sea- son. 

Blouses  for  the  New  Season. 

Many  of  the  featiii-es  that  have  prevailed  in  Summer 
waists   are   also    noted   in    the   Fall   lines.     The   collarless 
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-HANDSOME 

Afternoon  and  Evening  Dresses 
New  Puff New  Band New^  Flounce  Effects 

We  have  these  in  over  fifty  designs  and  all  colorings. 

style  891 
Made  in  Princess  Foulard 

Silks,  all  colorings. 

Style  780 
Made  in  Princess  Foulard 

Silks,  all  colorings. 

Style  856 
Made  in  Princess  Foulard 

Silks,  all  colorings. 

$10.00,  net  $13.50,  net  $12.00,  net 

The  above  styles  are  all  made  in  Princess  Foulard  Silks,  so  largely  advertised  in  all  the 

Ladies'  Fashion  Journals. 

Chiffon  and  Persian  Silks,  in  self  designs  and  fancy    " 
AUover  Lace  Dress  and  Silk  Embroidered 

Fancy  Silk  and  Marquisette  Dresses     .         -         -         - 
Colored  Mulls  and  White  Lace  Trimmed  Dresses 

$15.00  to  $25.00 

$25.00  to  $35.00 
$20,00  to  $35.00 
$  5.00  to  $15.00 

W^e  show  50  models  in  above  materials,  and  can  deliver  sample  dozen  in  ten  days'  time. 
All  goods  are  made  to  your  order  and  you  will  find  these  goods  very  profitable  for  holiday  trade. 

Novi-Modi   Costume    Co.,  Limited 
302-4-6  Church  Street,  Toronto 

Please  mentioi  The  Review  to  Advertisers  and  Their  Travelers 
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Dry  Goods  Review. 

Ulster  coat  of  Scotch  mixture,  with  patch   i)Ockets 

and  button  trimmed.    These  mannish  effects  are 

high  style  and  promise  to  be  very  much  worn. 

Long  coat  of  tan  homespun,  with  adjustable  collar 

and  patch   pockets.     Plain  tailored  semi-fitting 

models,  with  adjustable  collars,  are  a  leader 

in  all  manufacturers'  lines. 
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The  New  Idea : 

The  Eppo  Skirt 
Here  is  a  skirt  which  adjusts  itself  to  any 

waist  measure  from  20  to  28  inches. 

There  are  no  strings,  no  buttons,  no  alter- 
ations, the  skirt  always  fits  smoothly  and 

gracefully— just  close  the  snaps  and  the  skirt 
adjusts  itself  to  the  figure,  the  fullness  is 

evenly  distributed  by  the  "Eppo"  patent band. 

Notice  the  side  opening,  the  endless  stay 

— won't  tear,  and  cannot  rip. 

We  make  "Eppo"  in  Egyptine  and  Black- 
eye,  in  sateens,  and  in  silks. 

Your  wholesaler  can  supply  you — make  a 
point  of  being  the  first  in  your  section  to 

show  the  latest  patent,  the  "Eppo." 

We  have  sole  rights  for  Canada  to  make 
this  new  underskirt. 

*'V 

ra 

The  Canadian  Converters' 
Company,  Limited 

MONTREAL 

THIS  LABEL  ON  EVIRY  BAND 

Please  mention  The  Reviezv  to  Advertisers  and  Their    Travelers 
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blouse  is  rotaiiu'd  aiul  tlio  poasaiit  idea  eoiiliiiiios  to  lead. 
Dressy  models  aio  inado  up  of  transparent  fabiies  ami 
tlie  oveiblouse  style  is  very  much  favored.  Net  plays 

a  very  imjxirtant  part  in  the  fabric  schedule  of  the 
Winter  waist.  Its  use  as  a  foundation  material  for  waists 

of  diaphanous  materials  is  ixn'hai)s  the  most  pronounced. 
Silk  nets  in  colors  are  very  irooil,  and  tliese  arc  being- 
dyed  in  colors  to  match  suits.  Tailored  and  senii-tailoroil 
waists  are  shown  in  lihiek  satin  as  well  as  in  satins  of 
fashionable  colors. 

Silk  crepon  is  another  favored  fal)rie  lor  waists.  Fre- 
<|Uently  it  is  of  the  Persian-tiunred  crepon.  Silk  plaids 
are  also  favored  in  color  combinations  that  will  go  well 

with  the  new  suits.  Long  and  short  sleeves  are  in  evi- 
dence in  the  Fall  waists.  In  several  instances,  the  short 

effect  is  obtained,  though  in  reality  the  long  sleeve  is 
used.  The  idea  is  to  have  the  foundation  or  real  sleeve 

of  net  or  lace,  and  the  upper  one  in  cap  or  bell  shape  cut 
in  one  with  the  body  of  the  waist.  Other  models  shoK 

regulation  sleeves  set  into  the  armhole  with  a  few  gath- 
ers and  thence  closely  following  the  contour  of  the  arm. 
Blouses  and  jumpers  of  allover  laces  are  favored. 

These  are  very  beautiful  when  made  up  of  real  Oriental 

or  Chantilly  laces  over  satin  foundations.  Lingerie- 
blouses  continue  in  fair  demand.  AVliite  mar([uisette  and 
voile  waists  bid  fair  to  become  good  Fall  waists  fur  wear 
with  the  suits. 

Exquisite  Affairs  of  Satin  and  Chiffon. 

Evening  gowns  are  exquisite  affairs  of  satin  and  chif- 
fon. The  Empire  or  short  waistline  effect  has  been  re- 
vived, and  it  is  expected  to  hold  the  fashion  sway  for  this 

season.  It  appears  in  garments  for  evening  wear  mostly, 
rather  than  in  those  of  a  ])ractical  sort.  In  some  instances 

the  broad  girdle  accompanies  this  effect,  and  the  result  is 

very  good.  Many  of  the  new  models  show  the  semi-low 
neck  and  the  short  sleeve  of  the  Summer  gowns.  In 

etfe'ct  the  necks  are  merely  coUarless  rather  than  low  cut. 
Some  of  them  have  frills  which  give  a  pretty  finish. 

Skirts  of  dresses  show  the  low  banded  styles.  Many 
novel  and  interesting  ideas  have  found  expression  in  the 

exploitation  of  the  hobble  skirt  that  have  practically  elim- 
inated the  verj"  features  from  which  the  style  derived  its 

title.  A  great  deal  of  fullness  is  permitted  in  dresses 
this  season,  due  to  the  supple  materials  employed,  and 

tunic  ideas  are  incori^orated  in  certain  of  the  Fall  dress- 
es. 

The  tailored  dresses  feature  the  narrow  skirt  in  the 

extreme  and  modified  styles,  the  peasant  blouse  with  three. 
(jnarter  sleeves  and  the  slightly  raised  waistline. 

Misses'  and  Children's  Wear. 
Suits  and  dicsses  for  juniors  and  misses  have  been 

most  successful  in  the  simpler  fashions.  Pleated  models 

are  still  favored,  although  recent  exponents  of  the  Sum- 
mer dress  or  the  Summer  suit  indicate  that  pleats  are 

passe. 

School  dresses  are  an  imiK)T-tant  factor  in  the  Fall 
lines.  Nearly  all  the  skirts,  with  the  exception  of  the 
regular  sailor  suits  show  a  tendency  toward  the  narrow 
effect,  and  not  a  few  are  banded  in  about  the  bottom, 
tliough  allowing  enough  width  for  easy  walking.  Others 
are  gored  or  circular. 

Suits  are  shown  in  short  jacket  lengths.  The  lengths 

vary  from  30  to  36  inches,  and  the  effects  are  semi-fitted 
and  boxy.  The  sailor  effect  collar  and  rolled  revers  are 
also  featured. 

For  the  little  tots  both  the  long  and  short  waisted  ef- 

fects   are   found   in   dresses'  and    coats.     The    round    yoke 

is  iircfeiTcil.  altlidimli  (here  arc  examples  of  (lie  si|uai\^ 

yoke  and  an  cNcciilional  few  llial  show  llic  \'  cnVcls. 
U'ussiaii  elft'cis  prcdoniinalc  in  the  dresses  for  the  cliild 
froin  lour  years  up  (o  the  junior  state.  The  belt  used  is 

siinu'wiiai  widiT  llian  usual,  and  set  a  little  below  Ihe 
waistline  though  not  in  the  exaggerated  style  of  the 
I>uster  Brown  type.  Serges  are  featured  for  Winter 
dresses  and  coats  for  the  small  children.  Broadcloth  is 

in  sidendid  evidence.  Other  coals  are  shown  in  novelty 
melanges,  kerseys  and  diagonals.  Undoubtedly  velvet 
cdids  will  prove  one  of  the  most  highly  popular  fabrics 

fur  eliildrcn's  outer  gannenls.  Military  coats  arc  selling 
well,  especially  for  jnnioi's  and  misses.  The  long  cape  and 
the  military  collars  are  features  which  seem  to  appeal 
to  the  young  girl  in  general. 

The  Alteration  Problem. 

'''The  problem  of  handling  alterations  on  ready-to- 
wear  garments  certainly  is  a  big  one,"  said  the  manager 
and  buyer  of  a  cloak  and  suit  department.  "A  number 
of  retail  stores  have  their  own  way  of  looking  at  the 
matter  and  we  are  handling  alterations  a  little  out  of 
the  beaten  path  ourselves. 

"We  have  learned  through  experience,"  said  he, 
"that  men  are  by  far  the  better  tailors  on  altering  suit 
coats  and  separate  coats  ;  and  on  the  other  hands  that 

women  alone  give  satisfaction  in  altering  skirts.  I  won't 
attempt  to  say  why  this  is  so,  but  now  that  we  have 
found  it  out,  we  employ  no  women  to  alter  coats  of 
any  dosceiption  and  no  men  to  alter  skirts.  Complaints 
have  been  few  since  we  have  had  this  system  in  force  in 
our    alteration   workroom. 

"Another  thing  experience  has  taught  us,"  said  he, 
"is  that  fewer  alterations  ordinarily  are  required  where 
small  women  are  fitted  with  misses'  sizes.  Now  we 

have, special  stocks  of  small  women's  sizes,  as  well  as  a 
big  line  of  misses'  wear,  so  we  would  have  no  motive  in 
fitting  small  women  to  misses'  sizes  other  than  to  give 
the  most  complete  satisfaction.  About  the  only  altera- 

tions necessary  when  a  small  woman  is  fitted  with  a 

misses'  size  is  a  change  in  the  general  lines  of  the'  gar- 
ment, which  is  easily  effected  with  a  skilful  working 

force.  But  when  a  small  woman  buys  a  garment  from 

the  small  women's  stock  and  the  size  meant  for  a  per- 
son of  her  dimensions  doesn't  fit,  it  is  usually  necessary 

to  make  a  number  of  more  or  less  difficult  alterations. 

By  the  way,  an  18-year-old  misses'  size  makes  an  almost 
perfect  fit  for  a  small,  plump  36  and  other  sizes  in  pro- 
jtortion.  However,  it  is  not  necessary,  nowadays,  to 
make  quite  so  many  alterations  as  in  bygone  years. 
Manufacturers  are  turning  out  products  better  fitted  to 

the  human  fi'gure  ;  in  better  materials,  better  made  and 
with  better   trimmings   and   acces.sorios. 

"Do  I  think  the  manufacturers  arc  to  bo  given  all 
the  credit  for  this  general  improvement  ?  Frankly,  I  do 

not,  though  they  are  entitled  to  their  share.  The  re- 
tailers have  been  demanding  better  garments,  because, 

to  go  right  to  the  bottom  of  it,  customers  have  been 
demanding  them. 

"I  do  not  believe  in  constantly  trying  out  new 

schemes  for  the  handling  of  alterations,"  he  added.  "It 

strikes  me  that  the  persons  who  do  this  don't  get  any- 
where in  i)articular.  I  find  that  we  give  satisfaction 

with  our  alterations  and  that,  surely,  is  the  best  place 

to  stop.  There  is  no  further  need  for  experimentation. 
The  satisfaction  of  the  customer,  after  all,  is  the  final 

test." — Nugcnt's  Bulletin. 
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MAN-TAILORED 
GARMENTS 

EXCLUSIVELY 

You  will  have  a  successful  season 

if  you  carry  the 

NEWEST  STYLES 
PERFECT  FIT 

POPULAR  PRICES 

PULLAN  GARMENT 
STYLE      ^       QUALITY      ^       VALUE       ^       SERVICE 

PULLAN  STYLE  311 

Made  in  Fancy  Diagonal 
Weaves  —  Tailored  Suit  —  Col- 

lar, Pockets  ard  Cuffs  trimmed 
with  Velvet,  Fancy  Buttons, 
Brocade  Lining      $10.00 

The  foundation  upon  which  we  are 

building  a  big  business. 

SUITS 
As  low  as  $9.00.       As  high  as  $22.50. 

Send  for  a  sample  shipment  at  the  price  best 
suited  to  your  trade. 

COATS 
As  low  as  $5.25.      As  high  as  $25.00. 

From  the  heavy  Frieze  Ulster  to  the  fine  em- 
broi  'ered  Broadcloth  Satin-lined  Coat. 

SKIRTS 
As  low  as  $3.00.         As  high  as  $8.50. 

From  the  Panama  at  $3  00  to  the 
Fancy  Trimmed  Voile. 

"Pullan  Quality"  Skirts  are  sellers.   You  should 
have  a  sample  dozen — you  won't  keep 

them  long— sellers  everywhere. 

Ssmnples   of  leading    stock   garments   sent  im- 
mediately on  request. 

PULLAN  STYLE  310 

Fancy  Skirt  in  the  Newest  Barrel  Effect — Strappings 
over  Plaits  of  Satin  or  Self,  Centre  Panel  and  Full 
Plaited  Lower  Skirt. 

in  Fine  Quality  Panama       $3.50 

In  Venetian       $4.00 

READY— 36-PAGE  ILLUSTRATED  CATALOG— ASK  FOR  COPY 

M.  PULLAN  &  SONS 
Established  1902 

"An  Exclusive  Cloak,  Suit  and  Skirt  House" 

Bay  and  Wellington  Streets,     -     Toronto,  Canada 

s&:^:^s&:^s&s&^si&s&^^s&:^ 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers 
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CANADIAN    5UYERS   ARE   INVITED   TO   CALL   j\] 

Send  us  a  trial  order.  The  best  values  produced  in  years.  Bulletin  sent  o|requ 
No.  524 — Pure  Irish  Linen  Waist,  Embroidered  by  Hand.      Others  just  as  good.      Space  does  not  permit  us  to  desc 
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SEE  THIS   EXHIBITION  OF   BIJOU  $9.00  WAISTS 

request.    gijoQ  WAIST  CO.,  536-8  B'dway,  New  York  City 



R  E  A  D  Y  -  r  O  -  W  E  A  R     C,  A  R  M  E  N  T  S Dry   Goods  Rcz'icw. 

Specializing  in  Children's  Garments. 
Thiii  is  ail  aui-  of  spt'cializalioii  and  inauuractiirors 

with  plants  properly  equipped  and  specializtd  to  inako 

children's  and  misses'  jrarments  have  entered  llie  busi- 
ness. The  puttinir  on  the  niarlcet  of  jrarments  made  tVoin 

specially  selected  fabrics,  suited  for  children's  and  misses' 
wear,  and  tiie  desisrniiiir  of  these  liarmcnts  by  desinners 

who  have  made  a  study  of  this  kind  of  work  has  broimhi 

about  a  jrreat  change  in  the  trade.  Not  only  are  specially 

trained  designers  employed  but  in  these  factories,  ono 
desigmer  undertakes  only  the  garments  for  the  small 

child  from  one  to  seven  years,  while  another  designs  llie 

frocks,  etc.,  for  the  girl  from  seven  up  to  fourteen,  and 

yet  another  produces  the  garments  destined  for  the  mis.s 
in  her  teens. 

When  so  much  earnest  effort  is  put  forth,  is  it  any 

wonder  that  the  children's  and  misses'  department  is 
the  money  maker  that  it  has  proved  itself  to  be  in  so 

many  stores.  Not  only  is  it  a  money  maker  but  it  is  an 

attraction  that  brings  and  holds  trade,  for  parents  delight 

in  a  visit  to  the  department  just  to  look  over  the  smart, 

distinctive,  original  and  yet  perfectly  wearable  garments 

that  are  shown  in  the  up-to-date  department.  Then,  too, 

the  smart  styles  make  friends  of  the  youngsters  them- 
selves and  that  is  going  to  make  them  customers  of  the 

store  in  the  near  future,  when  they  take  tiie  buying  of 
their  wardrobes  into  their  own  hands. 

Working  from  these  correct  principles  the  Canadian 

manufacturer  has  for  the  coming  Spring  produced  a 

wonderfully  good  line  of  misses'  and  children's  dresses, 
which  is  as  near  perfection  as  it  is  possible  to  make  it, 

and  which  being  produced  by  designers  who  have  studied 
at    first    hand    the   needs   of  the    Canadian   ciiild,   and    the 

tastes  of  tlu'  Canadian  mother,  and  this  line  has  only  to 
he  seen  to  be  appreciated.  For,  regardless  of  the  price, 
from  the  lowest  lo  tlie  iiighest,  the  workmanship,  finish 
and  style  is  there,  and  not  only  tiiat,  but  tiie  materials, 

the  laces,  eiiihioideries,  etc.,  iiave  been  carei'ully  selected 
willi  a   view   to  tiie  uses  to  wliieh  they  liave  been  put. 

Tliere  is  no  need  lo  remind  tlie  keen  buyer  that  the 

Canadian  nianul'acturer  enjoys  si)ecial  advantages,  and 
that  he  can  employ  better  fabrics  and  trimmings  and  give 

bc'tter  values  tiian  liis  coinpet ilors  over  the  line,  while 
his  styles  are  now  all  lliat  could  be  desired,  and  are 

specially  designed  witii  the  \iewi)oint  of  tiie  Canadian 
trade  in  mind. 

Mill  Ends  as  Full  Pieces. 

In  a  letter  to  The  Review  a  retailer  makes  the  fol- 

lowing complaint  :— There  is  a  matter  which  we  consider 
a  great  injustice  to  the  retail  merchant,  viz  ,  the  sending 

out  from  the  mill  by  many  of  the  Canadian  manufacturers 
what  are  supposed  to  be  full  continuous  pieces,  when  in 
reality  they  are  pieces  or  mill  ends.  We  have  found  12 
yd.  ends  of  table  oils  come  in  two  and  once  in  three 

pieces.  This  applies  to  many  lines  of  piece  goods  such  as 

flannelettes,     prints,     ducks,    denims,     ticking,     towelling, 
and  many  other  lines  of  staple  dry  goods. 

This  does  not  only  apply  to  the  Canadian  manufac- 
turer, but   to   many   lines  of   foreign  piece   goods  as   well, 

such    as    Val.    and    torchon    laces,    veilings,   allover   laee^, 

ribbons,  etc. 

We  think  if  this  practice  of  running  off  mill  ends  as 

full  pieces  were  forcefully  put  to  the  manufacturer  by  the 

jobber,  it  would  be  greatly  appreciated  by  the  retail  trade 

ficnerally. 

Wl 

THE  AGE  OF  SPECIALTIES 
OURS  ARE 

Bindings,  Rufflings,  Waist  Band  Stays  and  ̂  
Seam  Coverings 

By  this  we  mean  more  than  that  we  manufacture  these  goods  in  large  quantUics.  We  put 
specialized  skill  into  their  manufacture  ;  (he  use  of  up-to-date  machinery,  expert  knowledge 
of  conditions  and  first-rate  buying  experience. 

You,  Mr.  Manufacturer,  and  you,  Mr.  Retailer,  can  re.st  assured  that  everything  you 

require  in  BINDINGS  and  RL'FFLINGS,  we,  the  specialists  in  these  lines,  can  supply  to the  best  advantage. 

Ask  for  quotations,  we  CAN  convince  you  if  )'ou  give  u.s  a  chance. 
Here  are  some  of  our  leading  lines: — Button  and  Button  Hole  Stays  and  Trimmings 

for  Knitted  Goods'  Trade,  Bias  and  Straight  Waist  B.-ind  Curtain  Canvas  or  Interlining  for 
Men's  Pants,  Bindings  for  Waist  Sleeves,  Extension  Bindings  for  Waists  and  Blouses, 
Ruffles  and  Bandings.  All  widths  and  grades  of  Bindings  and  Seam  Coverings  for  White- 
wear  trade,  etc.,  etc.      Edges  are  finished  any  width  ;  turned  if  desired. 

Bindings  for  Ruching  Neckwear,  Cord  Effect,  Sarsnet,  cut  on  straight,  any  width 
for  this  class  of  trade. 

NARROW  FABRIC  MANUFACTURING  CO. 
14  Court  Street 

TORONTO, ONT. 
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J.  C.  ABELL,  Praaidant  H.  H.  SHEPHERD,  Vice-Pres.  C.  O.  LUCAS.  Sec'r-Treas. 

Sorting  Orders  for  Fall  Trade ! 

Owing  to  the  fact  that  we  always  carry  a 

big  stock,  we  are  constantly  in  a  position 

to  meet  your  sorting  requirements,  and 

to  give  you  prompt  delivery  in  the  latest 

styles  of 

CULTURE  Brand 
Coats  and  Suits 

As   every  ready-to-wear  buyer   knows, 
%9.  there  is  always  something  new  crops  up  %9. 

^<  just  as  the  season   opens.      We  have  it!  ^J 

Have  you  ordered  a  supply  of  Caracul 

Coats  and  the  new 'TRIFOLD''  Coat? 
They  are  going  to  be  th^  features  of 
the  best  trade  ! 

If  our  traveller  doesn't  reach  you  in  time, 
a  letter  will  receive  our   best  attention. 

THIS   IS    THE    LABEL 
WHICH   PROTECTS    YOU 

Ontario  Cloak  Company 
Adelaide  St.  and  Spadina  Ave.  Limited 

TORONTO 

•i^f\ 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 



Train  the  Sales  Force  to  Impart  Knowledge  to  Customers 
■"'loc  ivierchant  Will  Educate  his  Help  in  Ready-to-Wear  Department  to 
be  Better  and  Best  Salespeople  —  Buyer  Must  Know  Requirements  of 
Trade    and    Keep    Fully    Posted   as   to   Styles   that    are   Coming   and    Going 

The  following  article  by  AV.  C.   Forman,  Ingersoll,  Ont.,   was  awarded   third  prize   in  the 

Review's  competition  for  three  best  papers  on  "ConductinK  the  Ready-to-Wear  Department." 

ASSUREDLY  this  is  the  day  of  the  ready-to-wear. 
Let  any  lady  recall  her  wardrobe  of  say  10  or 

1.")  years  ago.  and  compare  it  with  that  of  to-day 
and  she  will  be  surprised  to  tind  the  remarkable 

jrrowth    of   the   ready-to-wear   and    its   great    advance    in 
style  and  quality. 

So  the  merchant  of  to-day,  comparing  his  stock  with 
that  of  the  past,  will  realize  the  large  and  continued 

growth  of  the  ready-to-wear  department,  and  the  increas- 
ed attention  it  requires  to  make  it  meet  the  demands  of 

the  buying  public.  The  ready-to-wear  department  is  in 

the  progi-essive  dry  goods  business  of  to-day  a  most  im- 
portant one,  and  the  wideawake  merchant  will  arrange 

for  its  conduct  under  the  very  best  conditions  possible. 

Its  location  should  be  easy  of  access,  and  for  some  rea- 
sons away  from  the  door,  although  we  have  found  good 

results  through  having  a  rack  of  ready-to-wear  garments, 
and  a  form,  or  forms,  with  special  garments  well  display- 

ed with  descriptive  card,  or  price  card  attached  in  close 

salespeople.  The  buyer  should  knuw  the  requirements  of 
the  trade  he  buys  for,  he  should  be  a  good  judge  of  values, 
and  by  reading  and  study  keep  fully  posted  as  to  styles 
that  are  coming,  and  going.  He  should  know  condition 
of  present  stock  as  to  colors,  styles,  sizes  and  quantities, 
he  should  buy  from  first-class  makers  who  have  a  repu- 

tation to  maintain  and  who  guarantee  perfect  workman- 
ship as  well  as  materials.  Insist  on  careful  buying,  do 

not  overbuy,  'but  buy  less  and  repeat  often  rather  than 
buy  more  than  trade  might  require.  Keep  stock  well 
in  hand  leaving  an  opening  for  the  newest  goods  as  they 

appear,  and  also  for  opportunities  which  will  be  pre- 
sented to  clear  up  lines  or  lots  at  big  discounts  off  regu- 

lar prices.  Get  earliest  delivery,  best  dating,  trade  and 
cash  discounts  and  all  advantages  that  may  be  secured 
through  wise  buying. 

The  buyer  should  keep  copy  of  order  of  all  goods 
bought,  with  full  details,  and  as  far  as  possible  he  should 
check  the  quality,  style,  and   workmanship  of  garments 
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proximity  to  the  door,  gaining  attention  sometimes  as 
the  customer  entered,  and  at  other  times  as  she  was 
leaving  and  often  leailing  to  sales. 

Essentials  in  Equipment. 

The  department  should  have  plenty  of  room,  it  .should 

be  well-lighte<l,  "be  bright  and  cheerful,  have  comfortable 
seats  and  full-heiglit  mirrors.  If  the  location  provides 

semi-privacy  or  complete  privacy  even  to  the  addition 
of  a  separate  room  for  trying  on  garments  it  will  be  an 
advantage. 

Stock  should  be  well  and  prominently  displayed,  by 
means  of  the  regular  stock  on  revolving  racks  in  cabinets 
and  show  eases,  while  special  lines  and  special  priced 

gai-ments  should  be  individually  displayed  on  revolving 
forms,  and  artistic  cards  attached  calling  attention  to 
special  feature  or  special  price. 

Attention  to  Buying- 

'Tis  said,  "Goods  well  bought  are  half  sold,"  so  great 
care  and  attention  must  be  given  to  the  buying,  we  be- 

lieve the  best  buyers  come  from  the  ranks  of  experienced 

on  arrival,  before  passing  into  stock.  Stock  lists,  with 
full  particulars,  should  be  kept  and  all  garments  entered 
on  list  when  received  and  marked  off  when  sold.  The 

marking  off  may  be  done  later  by  entering  particulars 
of  number  color,  size  and  cost  on  sales  slip;  a  record  of 

salespeople's  sales  may  'be  kept  from  sales  slips  when  full 
particulars  are  entered. 

Good  Window  Display. 

Insist  on  getting  the  share  of  window  display  which 
tlie  importance  of  department  entitles  it  to,  then  make 
the  best  use  of  it,  changing  your  display  often,  keeping 
on  view  your  most  stylish  goods  and  your  special  values. 
Do  not  be  afraid  from  time  to  time  to  give  some  values 
tliat  will  startle.  When  style  is  the  attraction,  let  it 

.speak,  but  if  price  be  the  winning  card,  then  use  a  card 
and  state  your  price  definitely,  strongly,  with  force  enough 
to  convince  the  most  skeptical. 

Show  Your  Confidence  in  Goods. 

Secure  a  good  pi>sition  for  advertising  space  and  keep 
same  position  continually  and  make  good  use  of  it.     Use 
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Talks  by  our  Star 
Salesman  on 

Blackeye  Underskirts 
No.  3. 

"Your  customers  will  readily  buy 
a  'Blackeye'  underskirt  when  they 
see  all  the  fashionable  shades  of  the 
season  in  this  make. 

"The  'Blackeye'  will  impress  your 
customers  at  once.  They  will  like 
the  rich  silk  lustre  and  the  rustle 

peculiar  to  fine  silk  skirts. 

"Then  show  them  this  guarantee 
label  : 

"  Explain  to  your  customers  that 
the  'Blackeye'  label  on  the  waist- 

band guarantees  that  the  skirt  will 
not  cut. 

"Tell  them  that  'Blackeye'  will  out- 
last any  pure  silk  skirt — and  yet  the 

price  is  only  one-third  as  much. 

"Your  own  wholesaler  can  always 

supply  you  with  the  'Blackeye,'  but 
be  sure  of  this  label." 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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The    following    conversation    was    overheard    in    an    uptown 
hotel  in   New  York  recently  : 

"Hello  Jones  !  How's  thing's?  Are  you  on  Dresses 

yet?  V'es?  Well  say,  I  can  put  you  right  in  a  second. 
Wiesen  &  Goldstein  make  the  best  line  of  Dresses  in 

this  town.  I  know,  I've  bought  some.  And  they 

deliver  on  time,  too  !  They've  got  at  least  a  dozen 
numbers  that  are  the  best  I've  ever  seen  !  You're 

going  right  up?    You  won't  be  disappointed.    So  long!" 

Keeping  pace  with  the  largest  Spring  business 
just  closed  we  have  prepared  for  Fall  an  even 
more  elaborate  line  of  Dresses  for  street  and 

evening  wear^  and  while  the  styles  are  distinctly 
exclusive  the  prices  are  decidedly  reasonable, 
A  wide  variety  in  all  the  fashionable  fabrics. 

STREET  and  EVENING 

DRESSES 
in  all  suitable  materials 

We    invite   every    Canadian    buyer  visiting  New    York    to    inspect 
our  lines.      You  will  be  made  to  feel  that  your 

visit  is  appreciated. 

A  CALL  WILL  SURELY  CONVINCE  YOU. 

WIESEN  &  GOLDSTEIN 
130-134  West  17th  Street  -         -  New  York 

A  Few  Doors  West  of  Sixth  Ave. 

Chelteaj  4997  |  Phone 

FUase  mention  The  Review  to  Advertisers  and  Their    Travelers 
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THE  STANDARD 
-FOR. 

VALUE  AND  STYLE 
•IN- 

WAISTS  AND  WHITEWEAR 
OVER  FIFTY  PATTERNS  TO  CHOOSE  FROM  IN 

$Q.OO  LAWN  WAISTS 
IF  YOU  WANT/BETTER  WAISTS 

BETTER  WHITEWEAR 
BETTER  STYLES 
BETTER  VALUES 

and 
BETTER  SALES 

THEN  YOU  WANT 

LAURENTIAN 

WAIT    FOR    THE     LAURENTIAN    MAN 

LAURENTIAN   WHITEWEAR   CO. 
LEVIS,  QUEBEC 

Stock  now  carried  at  our  Montreal  Office,  Mark  Fisher  Building 

Toronto:— W.  H.  Piton,  Empire  Building.    Province  of  Quebec: — J.  A.  Morin,  Sample  Room,  130  St.  Joseph  St.,  Quebec^ 
Montreal  and  Eastern  Ontario  : — Z.   P.    Benoit,   Mark  Fisher  Bldg.       Maritime  Provinces  :— Alex.   Burr,  St.  John,  N.B. 

Manitoba,  Northwest  Territories  and  British  Columbia  : — Geo.   Strachan  and  E.    L.    Burden. 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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cuts  and  give  preference  to  those  which  are  exact  illus- 
trations of  goods  in  stock,  describe  goods  so  perfectly 

that  the  reader  may  be  enabled  to  see  them  in  all  their 
attractiveness  and  desire  them.  Quote  your  prices,  ii; 

shows  your  contidence  in  your  values.  We  find  good  re- 
sults from  circulars  distributed  through  post  and  from  ad- 

vertising matter  enclosed  in  parcels. 
I 

Post  Your  Salespeople. 

Secure  good  salespeople  and  educate  them  to  bo  better, 
and  best  salespeople,  provide  information  for  them,  and 

keep  them  posted,  teach  them  how  to  impart  their  know- 
ledge to  customers,  answering  objections  and  creating 

desire  on  customer's  part,  then  closing  sale.     Salespeopb 
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Forman,    IngersoU. 

phould  be  kind,  courteous,  patient  and  helpful.  They  who 

give  the  best  service  will  win  out,  sure.  Wise  introduc- 
tion wins  many  sales.  We  find  it  well  for  salespeople  to 

know  their  complete  stocks,  to  be  able  I0  place  then- 
hands  on  definite  lines  of  goods  and  bring  tliera  actually 
before  the  customer  when  introducing  them. 

Don't  Overdo  Special  Sales. 
Special  sales  should  be  held  to  sell  largely  and  quickly 

all  special  purchases  of  large  quantities,  and  again  to 
clean  up  all  ends  of  lines.  Some  firms  find  good  results 
from  .special  sales  weekly  on  stated  days,  but  one  must 

judge  wisely  his  community  and  not  overdo  the  special 
sale  or  it  will  lose  its  force.  We  prefer  a  trade  that  can 

be  depended  on  for  its  regular  every  day  sales,  and  it 
can  be  cultivated. 

Don't  keep  .stock  any  longer  than  you  can  help,  but 
keep  all  stock  clean  and  tidy  and  ready  for  showing  and 

sale.  Revolving  racks,  cabinets  and  show  cases  are  best 

for  keeping  forward  stock  but  even  these  conveniences 
require  continual  oversight  and  labor  to  keep  the  goods 
in  perfect  condition. 

Stock-taking,  for  buying  or  for  special  sales,  may  be 
(loiio  quickly  when  proper  stock  lists  are  kept,  but  for 

the  annual,  or  semi-annual,  stock-taking,  every  line  and 
every  garment  should  be  critically  examined  and  listed  at 
its  present  value  even  if  it  requires  heroism  to  do  it. 

If  business  is  large  enough  there  ought  to  be  an  alter- 

ation department.  If  not,  arrange  Avith  some  good  dress- 
maker to  make  any  alterations,  and  our  idea  is  that  the 

department  should  stand  this  expense.  The  tailor  or  dress- 
maker is  responsible  for  alterations  until  garment  fits, 

so  the  ready-to-wear  to  win  in  competition  must  do  a^ 
well. 

Let  the  People  Know. 

If  you  have  a  good  thing  lot  the  people  know  and  they 
will  respond. 

When  buying,  arrange  with  manufacturers  to  supply 

cuts  of  special  lines;  if  possible,  have  cuts  exact  repre- 
sentation of  goods;  use  these  cuts  in  newspaper  and  in 

folders,  quoting  prices  and  giving  definite  description. 
Every  month,  or  oftener  if  necessary,  go  over  stock  and 
lay  out  ends  of  lines  and  slowest  sellers  and  make  good 
cut  in  prices,  use  extra  space  in  newspaper,  give  display 

of  cuts,  describe  goods,  quote  former  and  cut  prices,  have 
a  few  thousand  copies  of  ad.  struck  off  and  mailed  to 

your  mailing  list,  distributed  to  the  houses  and  placed  ih 

every  parcel  that  goes  out.  Display  goods  in  window 

and  store  and  have  salespeople  introduce,  thus  keeping- 
your  stock  in  good  shape.  ,,  ■ 

Use  of  Stock  Lists.  ' ' 
Stock  lists  are  of  great  service  in  wise  selling,  goou 

buying,  and  perfect  stock-keeping.  The  accompanying 
sample  will  suggest  its  many  uses.  Keep  1909  lists  and 
use  for  1910  buying. 

In  liandling  whitewear,  select  the  makers  who  turh 
out  the  best  workmanship  and  buy  largely  from  thein, 

insist  on  the  standard  being  kept  up,  mark  at  a  faia- 
advance,  buy  larger  quantities  of  special  lines  to  get 

special  prices  and  mark  them  close  for  leaders  and  intro- 
duction, and  push  them,  keep  stock  low  as  possible,  be 

ready  to  buy  clearing  lines  of  good  goods  at  clearing 

prices,  mark  closer,  advertise,  display,  introduce  and  sell. 

There  is  a  growing  trade  in  children's  wear,  and  in 
larger  towns  and  cities,  a  good  trade  can  be  done  in  nit^e 

goods,  but  this  department  requires  continual  display  anld 

push,  or  it  is  largely  overlooked.  In  most  towns  it  woulid 

do  better  as  a  part  of  the  ready-to-wear  rather  than  a 

separate  department. 

^  ...  'I 
Chatham  Merchants'  Picnic. 

The  third  annual  picnic  of  the  Chatham  Retail  Mer- 

chants, held  at  Erie  Beach,  eclipsed  all  predecessors  finan- 
cially, numerically  and  in  point  of  enjoyment.  Upward  of 

2,000  people  from  the  city  and  surrounding  country  at- 

tended the  big  event.  At  12  o'clock  a  large  majority  of 
the  stores  closed  for  the  balance  of  the  day.  In  addition 

to  the  natural  attractions  of  bathing,  boating  and  cool 

breezes,  an  excellent  programme  of  sports  was  provided  at 

Erie  Beach,  liberal  prizes  being  contributed  by  the;  mer- 

chants. In  the  five  inning  baseball  game  between  the  gro- 

cers and  a  picked  nine,  the  latter  wrested  the  twice  wop 

pennant  from  the  grocers  by  a  score  of  2  to  1.  A  close 

and  spirited  lacrosse  game  between  Blenheim  and  Chat- 

ham teams,  ending  in  a  tie,  was  also  a  feature.  A  pie  eaf- 

ing  contest,  baby  contest  and  a  host  of  interesting,  amus- 

\n>x  and  exciting  races  kept  things  moving,  while  the  mer- 
chants served  free  tea  and  coffee  to  all  comers. 
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READY-TO-WEAR     G  A  R  M  E  N  T  S Dry  Goods  Review. 

CLOTH 
and  SILn 
STREET 
DRESSES 

f^^ 

FOR 
FALL 

19  lO 

TT/E  invite  Canadian 

Buyers  who  will  he 

in  New  YorJi  this  month 

to  call  and  inspect  our 

distinctive  line  of  Street 

and  Evening  Dresses  in 
the  Favored  Fall  Fabrics 

at  popular  Prices. 

We  desire  to  have  our  lines  become  known  to  the  Canadian  Trade  and  will  be  glad  if  every 

Canadian    Buyer    who   sees    this    advertisement  will  call  on  us  in  response  to  our  invitation. 

M.  BLOCH  (EL  CO. 
41-51    East   11th   Street,   New  YorK 

F lease  mention  The  Review  to  yld'7,^vu^crs  and  Their      Travelers 
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NAIAD 

Naiad  sounds  the  highest  note  of 

progress  in 

Dress  Shields 
The  Naiad  Shield  Value  is  un- 

approached  because  it  does  not  de- 
teriorate with  age  and  fall  to  powder 

in  the  dress — is  the  only  shield  "as 

good  the  day  it's  bought  as  the  day 

it's  made." 

Invisible 
Its  beauty  is  unrivaled,  and  in  use 

The  Naiad  Shield  is  lost  to  sight 
in  the  lingerie. 

Clean 
Naiad  Cleanliness  is  supreme. 

It  can  be  STERILIZED  after  use 

by  immersing  in  boiling  water  for 
a  few  seconds  only  and  pressed  with 
a  heated  iron, 

Unadvanced  Price 
As  Naiad  Shields  are  free  from 

rubber  and  its  substitutes,  no  ad- 
vance in  price   has  been   necessary. 

Guarantee  with  Every'.  Pair. 

Wrinch,  McLaren  &  Co. 
Manufacturers  for  Canada 

63-71    Wellington    St.   West 

TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their    Traveler^ 
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^TpHE  accompanying  illustration 
"*"  is  a  novelty  in  chiffon.  Deli- 

cately striped  in  black  and 

white,  makes  a  most  attractive  gar- 

ment. It  has  taken  years  to  train 

operators  for  work  on  these  extra 

fine  waists  and  now  having  done 

so  we  are  fitted  to  look  after  this 

class   of   business. 

T^AISLEY  silk  waists  have  come 

■*■  into  great  prominence  during 

the  past  few  weeks,  and  are  much 

talked  of  for  Fall.  The  illustration 

is  one  of  a  popular  priced  number 

which  is  being  carried  by  our  travel- 
ling salesmen. 

LADIES'  WEAR  LIMITED 
TORONTO 

Manufacturers  ̂ ^/^ul^^^^^^     Waists 

F.  P.  EVANS,  President. W.  F.  GOFORTH,  Vice-President. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



DRESS  ACCESSORIES 

AND  NECKWEAR   i 

Braids  and  Fancy  Net  Bands  the  Season  Trimming  Features 
Oriental  Designs  and  Colorings  are  Prominent — Dotted  Effects  in  Veilings  — 
The  New  Scarfs  —  Strong  Demand  for  Ribbons  —  The  Glove  Situation 
—  Neckwear  Novelties 

WIDE,  heavy,  Avood  silk  braids  are  t
he  trimming 

put  forth  as  correct  for  use  on  the  dressy 

suits,  long  coats  and  fur  garments.  These 
wide  braids  are  now  used  in  conjunction  with 

fur  bands  in  the  production  of  scarfs,  stoles,  etc.  Paris 
is  shoAving  dresses  edged  around  the  foot  with  very  wide 
black  braids  or  the  inevitable  band  just  below  the  knee 
is  made  of  these  handsome  braids. 

Hercules  braids,  plaited  braids,  made  of  a  narrow 
braid  combined  with  cords,  are  made  up  into  a  number 
of  handsome  effects.  Escurial  braids,  that  is,  a  braid  witii 

a  running  cord  pattern  on  a  heavy  mesh  ground,  is  also 
showing. 
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Black  silk  allover  net  —  Shown  by   Spitzer  Bros.  &  Co., 
Limited,  Toronto. 

Fancy  net  bands  are  the  big  trimming  feature  of  the 
season;  these  come  in  black  and  colored  nets  worked  up  in 
Oriental  designs  and  colorings  in  floss  silks  and  lacet 
braids,  gilt  and  silver  threads,  etc.  In  the  more  expensive 
numbers,  beads  and  spangles  are  freely  used.  These 
ba,nds  are  intended  to  be  applied  to  the  foundation,  and 
to  be  veiled  and  subdued  in  color  by  the  chiffon  or  net 
over-dress. 

Buttons  are  a  big  feature  this  season,  and  large  hand, 
some  buttons  are  used  on  the  new  suits  and  cloaks.    These 

come  in  metal  and  jeweled  effects,  and  handsome  and  ex- 
pensive buttons  of  this  class  promise  to  be  good  sellers. 

Flat  and  ball  buttons  in  small  sizes  in  gilt  and  antique 

Net  banding  worked  in  floss  silk  in  Persian  colorings  and 

silver  lacet  braid  —  Shown  by  R.  H.  Cosbie,  Toronto, 

silver  are  used  for  trimming  purposes,  and  crochet  but- 
tons in  both  small  and  big  sizes  are  shown.  Pearl  but- 
tons are  also  in  evidence. 

Veilings  and  Scarfs. 
Fashion  has  executed  a  complete  turnover  and  instead 

of  the  heavy  and  striking  meshes  and  patterns  so  popular 
recently,  all  the  new  veilings  are  in  simple  mesh  effect, 
in  diamond,  hexagonal,  or  diagonal  lines.  The  newest 
feature  is  the  return  of  dotted  effects,  many  of  the  new 

veilings   having  small  woven   dots  or  circles  at  the      in- 

Novelty  frilling  composed  of  folds  of  Persian   printed  silk,  white 
satin,  and  a  mingled  Persian  effect  cordedge. 
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It  is 

Fo\vnes 
"  That's    all    you    need 

to  know  about  a  ̂ love." 

"  Travellers  Now  Showing  Spring 

Import   and   Fall    Stock   Lines " 

Fownes  Bros.  &  Co* 
Goristine  Building, 

MONTREAL 

PARASOLS 
AND 

UMBRELLAS 

Special  Attention 
to 

Letter    Orders. 

THE    IRVING    UMBRELLA    CO. 
LIMITED 

79-83  Wellington  St.  West,        -        Toronto 

(orsoc'lioiis  of  tlie  mesh.  Quite  a  number  of  novelties  have 
small  chenille  dots  iiilroilueed.  Plain  hexagonal  meshes 
are  good  sellers,  and  some  of  the  new  veilings  show  a 

moderate  sized  hcxaunii   lilh'd   in  with  a  fine  net  gTOund. 

Net  allover  worked  in  floss  silk  in  Persian   colorings  and 

silver  lacet  braid  —  Shown  by  R.  H.  Cosbie,  Toronto. 

Colored  veilings  are  shown,  but  the  present  demand  is 
for  black.  This,  it  is  needless  to  point  out,  is  due  to  the 
great  vogue  of  black  in  millinery,  as  the  black  hat  means 
the  use  of  a  black  veil. 

The  majority  of  the  millinery  houses  have  made  a 
feature  of  the  Paquin  scarf  of  satin,  not  only  in  black 
lined  with  color  or  white,  but  in  soft  neutral  shades  of 

gjumnmii^i^^ 
Samples  of  round  ground  Valenciennes  lace  -  Shown    by 

Spitzer  Bros.  &  Co.,   Ltd.,  Toronto. 

satin,  or  of  satin  mixed  with  bands  of  fur  or  marabout. 
These  scarfs  are  decidedly  ornamental,  and  though  light 
ill  weight  give  (juite  an  amount  of  warmth  over  the  neck 
and  shoulders. 



Drv  Goods  Review. DRESS    ACCESSORIES 

S3 

Sandersons,  Limited 
Headquarters   for  Neckwear,    Frilling,    Belts,   Veilings,    etc. 

66-68  -   Wellington  -    Street   ■  West,  ■   TORONTO 
Please  mention  The  Review  to    Advertisers  and  Their  Travelers* 
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Scarfs  of  Spanish  lace,  crepe,  chiffon,  enibioidcrcd, 

priuted  and  otherwise  embellished  are  shown  in  a  prufns- 
ion  of  effects  and  as  their  vogue  is  as  great  as  ever,  will 
sell  with  their  accustomed  freedom. 

Dutch  collars  have  been  introduced  in  nicssalines  and 

taffeta  silk.  The  body  of  the  collar  will  be  either  of  Per- 
sian printed  silk  with  a  binding  of  plain  silk  and  a  tic  or 

bow  effect  to  match  the  binding,  or  the  order  will  be  re- 

Ladies'  Neckwear. 
Manufacturers  were  nev 

year.  Neckwear  is  selling 
ders  are  being  placed  when 
sidcred.  At  this  period 
evidence  and  the  range  of 
contincd  to  staple  styles. 
are  those  who  are  placing 

er  busier  at  this  season  of  the 

freely,  and  decidedly  large  or- 
tbe  time  of  the  season  is  con- 

little  but  staple  effects  are  in 
neckwear  selling  at  present  is 

Buyers  who  study  conditions 
the  best  orders  as  they   know 

r  I, 

''■^^'^'M.X'ji 

Ladies'  scarf  in  Paisley  effect— Shown  by  Sword   Neckwear  Co., 
Toronto.     See  full  page  advt.  in  October  number  showing  choice 

range  of  these  scarfs  in  Paisley  and  Dresden  effects 

that  not  only  are  the  makers  exceptionally  busy  for  the 

time  of  the  year,  but  that  when  the  season  opens  manu- 
facturers will  be  face  to  face  with  the  help  question  in 

even  a  more  acute  form  than  in  the  past,  two  seasons,  and 
that  the  congestion  of  orders  will  be  greater  this  year 
than  ever. 

The  fact  that  the  collarless  neck  is  so  desirable  pro- 
mises to  interfere  very  little  with  neckwear  as  a  collar  in 

Dutch  effect  is  almost  invariably  worn  as  a  finish,  and  in 
some  instances  a  yoke  or  guimpe  effect  with  a  high  collar  is 
worn  as  well.  Dutch  collars  are  also  worn  as  a  finish  to 

the  high-necked  waist.  And  as  well  as  the  Dutch  effects 
practically  all  the  lines  of  neckwear  that  have  been  selling 
during  the  past  season  promise  to  be  good  in  the  coming 
Fall. 

stock  collar  with  long  pleated  jabot  of  chiffon  and  lace.    Along- 
side is  lid  of   fancy    box  in    which  collar  may   be   carried    for  gift 
season.    Shown  by  R.  D.  Fairbairn  &  Co.,  Toronto. 

versed  and  the  collar  will  be  of  the  plain  and  the  trim- 
mings of  Persian  patterned  silk.  Many  of  these  new  col- 

lars fasten  up  the  back  as  they  give  a  much  neater  finish 
to  the  neck  than  when  fastened  in  the  old  way.  In  this 
case  the  bow  is  permenantly  attached  and  forms  a  part 
of  the  neckpiece. 

Dutch  collars   in   Plauen  effects,   and   also  yokes,   and 

guimpes  in  these  laces  are  decidedly  good.    There  is  some 

A  neat  and  effective  Plauen  collar  —  Shown  by  Spitzer 
Bros.  &  Co.,   Ltd.,  Toronto. 
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PATENT 

LEATHER 

and 

PAISLEY 

BELTS 

will  be 

GOOD 

SELLERS 

NEXT 

MONTH 

OUR 

RANGE 

Contains 
50 

NOVELTY 

DESIGNS 

at 

Surprising 

Values 

■IWIllilll 

Red  Patent, 
Black  Piping 

$2.00  Per  Doz. 

Paisley  Silk, 

Patent    Leather 

$2.25  Per  Doz. 

Black  Double 
Patent 

$2.00  Per  Doz. 

Black  Patent 

Red  Buckle 

$2.25  Per  Doz. 

Black  Patent Red  Piping 

$4.50  Per  Doz. 

Black  Patent 

$4.00  Per  Doz. 

Black  Patent 
White  Piping 

$6.00  Per  Doz. 

Black  Patent 

J6.50  Per  Doz. 

50 
DESIGNS 

in 
JABOTS 

100 

NOVELTY 
COLLARS 

and 

BOWS 

100 
ELASTIC 

and 

FANCY 

BELTS 

Send  for 

Sample 

Assortment 
and 

Compare 

Values 

Flett-Lowndes  CS>  Co.,  Ltd. 
MANUFACTURERS 

Toronto, Ontario 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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fettling  for   sailor  collars  both   in   silk   and    in    tnado   lawn      patterns,    satin   folds,  chiffon   and   lisse   folds   arc   all    scl- 

and  lace  effects.  lers.    Small  eft'ects  in  widows'   ruching  in  many  combina- 
AU  types  of  jabots  are  in  excellent   demand  but  it  is      tions  showing  Persian  and  tinsel  as  well  as  lisse  are  also 

good  sellers. 

Ladies'  neck  wraps  for  wear  under  the  coat  collar  are 
heino-  featured  for  the  Fall  and  Christmas  trade.    Some  of 

Flat  Paisley  collar    or  Fall,  by  Ladies'  V^  ear,  Limited,  Toronto. 

the  soft  pleated  jabot  in  net  and  lace  is  taken  in  quantity 

by  buyers 
Decidedly  prominent  is  the  fancy  stock  in  net  or  chif- 
fon trimmed  with  lace,  beads,  silk,  ribbons,  etc.  Very 

t)ften  these  stocks  are  adorned  with  folds  of  Persian 

printed  silk,  and  mingled  Persian  effects  in  metallic  laces 
and  nets  are  also  freely  used.  These  stocks  are  either 

bow  or  jabot  finished,  a  very  excellent  style  being  the  ac- 
cordion pleated  jabot  of  net  or  chiffon  in  long,  pointed, 

oval  shape.  Fancy  stocks  of  this  description  promise  to 
be  the  big  sellers  during  the  coming  Fall  and  practically 

Wide  wood  silk  braids  are  the  latest  Paris   idea   in  trimmings. 

Wide  fancy  braid.      Snown  by  R.  H.  Cosbie,  Toronto. 

any  style  effect  in  these  stocks  that  is  pretty  and  attrac- 
tive will  be  excellent  sellers. 
Now  that  the  Fall  season  is  opening  up  ruchings  are 

again  selling.  Just  at  present  fold  effects  in  Persian  and 

plain  silks,  etc.,  are  most  in  evidence.  Fold  effects  are 
strong  and  gold  and  silver  tissue,  tissue  printed  in  Persian 

stock  collar  of  cliiffon,  Venise  and  gold  lace.     Upper  cut  shows  lid 

of  fancy  box  containing  collar    for    gift  season.     Shown  by  R.   D. 
Fairbairn  &  Co.,  Toronto. 

the  most  iK'autiful  effects  in  Pai.sloy  and  Dresden  effects 
iuc  sliown.  There  is  an  extensive  range  of  patterns  ami 

l)i-ices  for  the  merchant  who  is  looking  for  an  attraeti\e 
line  for  his  neckwear  department. 

1   

Wide  black  and  white  striped  Taffeta  ribbon,  the  latest  novelty 
ribbons,    Shown   by   J.    B.    Martin,    Limited,    France;    Chas, 

Mouterde,  Toronto,  Canadian  Agent, 
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NOVELTIES  IN 

BRAIDS, 
Cords,  Dress 
and  Cloak 

TRIMMINGS 

DON'T  BUY 

Ladies'  Neckwear 
until  you  see  our  line 

In  a  few  days  our  travellers  will  call  on  you 
with  a  large  and  varied   assortment  of  the 

Latest    Novelties  and    Newest  Styles 

OUR  OWN  DESIGNS  AND  MANUFACTURE 

Jabots  and  Frillings,  Dutch  and  Peter 
Pan  Collars,  Neckties,  Cravats, 

Scarfs,  Flounces 

THE  MOULTON  MFG.  CO.,  LIMITED 
MONTREAL 

GREENSHIELDS  LIMITED 
MONTREAL 

Kid  Glove 
I      hI^^                 ̂ I^^^Ih      I 

Seamless 

Department 

Glove" 
- 

^^t^' A  new  production  of  Pewny  &  Carret  which  we  are  introducing  to  the 

This  glove  has  no  seam  along  the  little  finger  and  outside  of  the  hand 
incomparable  fit  and  style  that  no  other  glove  possesses 

W^e  are  granting  a  special  agency  to  a  leading  retailer  in  each  city. 

trade, 

giving  it  an 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 
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Looks  Like  Record  Year  for  Ribbons. 

Ailvaiu'o  >lvlos  in  j:i>\viis  and  millinery  aliko  call  for 
an  extensive  use  of  ribbon,  and  the  trade  this  year 

promises  to  outstrip  tliat  for  many  pievious  seasons.  I'aris 
is  showing  ribbons  in  immense  (luantities,  whoroas  for 

years  past  they  iiave  scarcely  tonehed  this  feature. 

Parisian  models  in  millinery  have  ribbon  jiarnilures  ar- 

ranared  in  every  conceivable  manner,  very  wide  ribbons 

beina:  lavishly  employed  for  huji-e  bows  on  larije  hals. 
Paris  houses  are  placing  big  orders  on  these  wide  ribbons 

in  black  and  white  stripes  and  jjlain  black  satins.  On 

fine  French  gowns,  ribbons  aie  being  used  for  fancy 

girdles;  pleated,  for  street  and  afternoon  wear,  and  fin- 

ished as  nearly  as  possible  in  tailored  effects;  on  even- 

ing gowns,  with  the  ends  either  hanging  free,  or  finished 

with  quaint  bows  or  rosettes.  They  are  employed  also, 

to  give  touches  of  color  or  contrast  to  gowns  which  have 

the  fashionable  tunic  oi-  overdress  of  chiffon  or  other 
sheer  material.  Narrow  black  velvet  ribbons  will  be  used 

to  some  extent  as  edgings  for  smart  gowns.  Where  Paris 

leads  all  other  countries  will  follow,  and  early  orders 
placed  show  a  tremendous  increase  in  business  in  ribbon 

lines  since  this  time  last  year. 
liich  soft  taffeta  weaves  seem  to  be  the  leaders  so  far, 

and  after  these  come  the  bright  finished  satins.  A  few 

striped  ribbons  are  shown,  especially  in  the  narrow  black 

and  white  stripes,  but  after  the  plain  colors,  the  favorites 

are  the  Paisley  patterns  and  colorings  and  the  Persian 

and  jacquered  weaves.  Shot  effects,  especially  in  the 

wide  widths  for  hat  trimmings,  are  good.  A  novelty  de- 
sign for  which  there  has  been  a  good  demand,  is  an  ombre 

effect  in  satin  and  taffeta  stripe. 

A  number  of  bordei'ed  effects  are  shown   in   tiie  wide 

ribbons,  in  which  a  good  trade  is  likely  to  l)e  done.     One 

line  has  a   Inhular  edge  at   least  a  quarter  of  an  inch  in 

depili.     Others  have  solid   raised  borders.  sonu>  with   I'onr 
or  live  imws  of  line  ciu'ding. 

Merchants  all  over  the  country  have  already  been  buy- 

ing freely  in  all  lines,  l)nt  according  to  i)reseut  indica- 
tituis  tiu'  lieaviest  busiiu'ss  will  be  done  in  the  wide  rib- 

bons, with   widths  80  and  KH'  leading. 

Glove  Opinions  Differ. 
It  is  almost  impossible  at  the  present  time  to  get  any 

definite  opinion  as  to  the  ruling  length  in  gloves  for  the 

coming  seasons.  Some  of  the  wholesale  dealers  emphati- 

cally declare  that  long  gloves  are  "dead,"  and  that  only 
the  short  varieties  will  be  worn  for  some  time  to  eome. 

Others  claim,  and  apparently  with  reason,  that  before  ih" 

winter  is  over  long  gloves  will  have  come  into  their  own 

again.  Long  gloves  are  very  fashionable  in  Paris,  and 
therefore  likely  to  become  so  here,  and  many  orders  fot 

winter  delivery  include  a  liberal  demand  for  the  longer 

lengths. 

In  the  short  gloves  both  glace  and  suede  will  be  worn, 

in  black  and  the  various  shades  of  grey  and  tan  especi- 
ally. Grey  will  have  a  vogue  all  its  own,  and  in  the  dark 

tones  will  be  worn  instead  of  black,  with  black  and  other 

dark-toned  costumes.  For  afternoon  and  evening  wear 

the  paler  shades  will  be  strong  in  both  short  gloves  and 

mousquetaires  in  eight  and  twelve  button  lengths.  Pearl 

grey,  champagne,  lavender  in  various  tints  will  lead  but 
there  are  already  being  shown  gloves  in  pastel  tints  of 

rose,  pale  blue  and  pale  green.  The  latter  are  the  novel- 
ties, however,  and  no  certain  demand  for  them  is  vouched 

for  as  yet. 

SILK  and  LISLE  GLOVES 

This  month  Our  Travellers  will  show 

A  Larger  Range  and  Better  Values 
THAN  EVER  BEFORE. 

Again  we  shall  show 
« 

The  Very  Best  Double  Tipped  Pure  Silk  Glove 

to  retail  at  50c.,  that  has  ever  been   put  on  the  market. 

This  Glove  is  Pure  Silk,   not  loaded. 

PERRIN  FRERES  &  CIE., 
28  Victoria   Square, 

MONTREAL 

f  tease  mention  The  Review  to  Advertisers  and  I  heir  J  ravelers. 
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The  Ribbon  House  of  Canada 

Always  Good  Values 
and  the  shades  most  in  demand 

TO  BE  HAD  IN 

RIBBONS 
THAT    ARE    WANTED 

IF  YOU  CANNOT  CALL— 

Your  requirements  by  mail,  'phone 
or  wire,  will  receive  prompt  and 
intelligent   attention. 

WALTER  H.  BARRY  &  CO. 
280  St.  James  Street         -        -         Montreal 

Please  mention  The  Revie'Zi'  io  Advertisers  and  Their   7 ''avelers 
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Lace  Novelties. 

While  tr»\vns  and  waists  require  the  sruimpe  of  laco 
ami  the  eiitf  or  under  sleeve  of  net  or  lace,  aliovers  and 
bands  will  be  in  request.  Though  light  laees  and  embroid- 

ered nets  are  most  fashionable,  crochet  effects  and  Veniso 

are  also  used.  Fancy  nets  are  also  used  for  tlie  lining;  of 
net  and  ehittoii  waists. 

iMotallic  laces  in  dull  or  bronze  gold,  and  antique  silver 
are  also  extensively  used  in  the  millinery  lield,  and  there 

is  iji'i'at   use  made  itl'  niclailic  nets. 

The  "Aeroplane"  bow,  the   latest   Parisian  novelty    in   Persian 
efifects      Made  by  Flett-Lowndes  &  Co.,  Ltd.,  Toronto. 

The  high  novelties  now  showing  ate  the  colored 
laces  in  Persian  colors  and  patterns.  These  are  worked 
out  in  pine,  feather  and  other  patterns,  in  shaded  silks  in 
Persian  colorings  and  the  designs  are  further  embellislied 

with  gold  and  silver  threads,  silver  being  in  the  highe.",t 
favor.  These  patterns  are  developed  on  black,  colored  or 

metallic  nets,  and  buj^ers  are  very  favorably  impressed 
with  them.  These  laees  are  shown  in  bands,  edgings, 
flouueings  and  aliovers. 

A  great  deal  of  lace  is  used  in  millinery.  Many  hats 
have  a  ruffle  of  Val.  or  Oriental  lace  around  the  brim  of 

the  hat,  and  wider  laces  are  used  as  trimmings.  Black 
and  white  Chantillv  flouncin2:s  and  aliovers  are  used.  La'^e 

There  is  a  strong  demand  for  ribbon  in   millinery    for   the    coming 
season.    This  stylish  model,  shown  by  Walter  H.  Barry  &  Co., 

Montreal,  is  strikingly  illustrative  of  its  use. 

matinee  caps  are  a  novelty.  They  are  made  of  pleated, 

light-patterned  lace,  and  are  worn  under  the  hat;  when 
the  hat  is  removed  the  cap  is  disclosed  covering  the  hair, 
and  when  the  hat  is  on,  the  lace  pleating  frames  tlie  face. 

Belt  Sales  Increasing. 

Belt  sales  have  been  steadily  increasing  during  the 

past  I'ew  months  and  indications  are  that  they  will  be 
a  good  line  to  handle  this  Fall.  Patent  leathers  in  dif- 

ferent widths,  with  about  2  inch  wide  the  best  sellers, 
are  the  leaders.  Black  leads,  but  black  and  red  and  the 
all  red  belt  are  also  good.     Crush  effects  in  both  patent 

Upper  design,  fine  patent  leather  novelty,  with  pearl  harness 

buckle.      Lower  design,   patent  leather  and  Paisley  leather 

with  black  buckle  -  Manufactured    by    Flett-Lowndes 
&  Co.,   Limited,  Toronto. 

and  leather  are  showing  and  crush  and  girdle  fabric  belts 

are  indicated.  Elastics  in  popular  priced  lines  are  selling 

well.  Handsome  woven  beltings  in  Persian  effects  on 

colored  and  tinsel  grounds,  and  wide  tinsel  beltings  in 

gold  and  silver  with  embossed  and  jeweled  buckles,  are 

being  prepared  for  the  holiday  trade.  A  very  attractive 

belt  has  an  embossed  leather  centre  with  the  outer  edges 

of  patent  leather.  Harness  buckles  are  used  on  all  leather 

Belt    of   Persian    printed    silk    bound    with    patent    leather,    with 

enameled   and  gilt    buckle.     Shown   by  R.   D.    Fairbairn   &  Co., 
Toronto. 

belts  in  gilt,  dull  silver,  and  black  and  bright  enamel. 

A  harness  buckle  developed  in  sea-shell  pearl  made  a 

very  handsome  finish  to  a  patent  leather  belt. 

The  movement  in  velvets  is  a  most  extensive  one  and 

.^o  strong  is  the  demand  that  the  French  manufacturers 

are  deeply  over-sold.  The  millinery  trade  is  taking  a  very 

large  quantity  of  piece  velvet,  particularly  in  black,  and  a 

large  yardage  is  required  to  meet  the  demand  for  trim- mings, facings,  etc. 

The  velvet  gown  is  to  be  a  factor  in  the  high-class 

trade,  and  chiffon  and  mouseline  velvets  are  showing  in 

lovely  colorings  for  dressy  and, evening  wear. 

When  velvets  are  fashionable  velveteens  are  also  good 

sellers,  and  both  plain  and  corded  velveteens  would  seem 

to  have  a  good  season  ahead  of  them.  Hair  line  stripes 

and  moire  velvets  are  the  chief  items  in  the  novelties 
.shown. 



Interesting  Processes  in  the  Preparatory  Treatment  of  Wool 

Scouring,  Drying,  Carding  and  Backwashing  —  Vast  Amount  of  Handling 

Before  the  Raw  Material  is  Ready  for  Spinning  —  How  Different  Lengths 

are  Dealt  With  —  Machines   Straighten   out  the  Fibres  —  The   Oiling  Process 

BETWEEN  the  shearing-  of  the  wool  and  the  finished 
condition  of  the  material,  there  are  many  inter- 

vening processes  of  prepai*ation.  After  being- 
scoured  and  dried,  it  is  prepared  for  the  comb. 

There  is  a  generaland  limited  application  to  the  term 

"preparing."  The  general  application  has  reference  to 
treatment  of  the  wool,  whereby  it  is  brought  into  satis- 

factory condition  and  arranged  in  such  form  to  be  ready 

for  the  comb.  This  "preparation"  consists  of  scouring, 
drying',  preparing  or  carding  and  backwashing.  "Prep- 

aration" in  its  more  limited  sense  refers  to  preparing 
directly  for  the  comb,  the  term  having  reference  to  the 

name  of  the  machine  which  effects  the  making  of  con- 
tinuous slivers  of  long  wool. 

Different  Kinds,  Different  Treatment. 

All  kinds  of  wool  are  not  treated  by  the  same  ma- 
chines. There  are  different  types  of  wool  to  be  made  into 

worsted  yarn,  and  so  it  is  necessary  to  classify  them  in 
regard  to  the  way  in  which  they  must  be  treated.  There 
is  both  long  and  short  wool,  and  two  distinct  types  of 

machines  are  provided  for  their  treatment.  One  is  spec- 
ially fitted  for  long  wool  and  is  known  as  the  preparer, 

while  the  machine  used  for  short  wool  is  called  the  card- 
er. 

The  length  of  the  material  to  a  great  extent  decides 
the  method  of  preparation,  and  the  type  of  thread  wanted 
must  also  be  taken  into  account. 

For  instance,  if  the  greatest  amount  of  lustre  is  re- 
quired, then  preparers  are  employed,  because  of  the 

superior  straightening  results  obtained,  as  compared  with 
the  carder. 

As  a  rule  wool  7  inches  to  8  inches  long  and  upwards 

(tenned  long  wools),  is  prepared  for  the  comb  by  the  pre- 

parer, while  "short  wools,"  7  inches  to  8  inches  in  length 
and  downwards  are  prepared  for  the  comb  by  the  carder. 

Breaks  up  the  Staple. 

It  is  interesting  to  note  the  function  of  the  preparing 
machines.  It  breaks  up  the  naturally  formed  staples  of 
material;  it  combs  open  individual  fibres,  lays  them  paral- 

lel, and  arranges  them  in  the  form  of  a  continuous  "end." 
To  avoid  breakage  and  to  secure  the  greatest  degree 

of  straightening  of  the  fibre,  preparing  is  divided  into 
several  operations. 

When  the  scoured  wool  has  been  thoroughly  opened 

in  the  carder,  as  a  rule  the  color  is  somewhat  dingy — 
due  to  dirt  which  has  not  been  removed  in  the  scouring 
bowl,  owing  to  the  stapled  condition  of  the  material. 
The  function  of  the  backwash  is  to  remove  this  as  well  a^ 
any  dirt,  dust,  etc.,  collected  while  the  material  has  been 
passing  through  the  carder. 

Function  of  Combing. 

The  function  of  combing  is  two-fold;  first,  to  separate 
the  short  and  non— uniform  fibres  (such  as  kemps,  partly 
grown  fibres  and  broken  fibres,  along  with  those  of  a 
weak  nature,  which  cannot  withstand  strain),  and  all 
vegetable  impurities,  from  the  fibres  of  a  longer  and 
more  uniform  type. 

The  second  function  is  to  effect  the  straightening  of 

the  remaining  fibres.  This  operation  is  necessai-y,  because 
fineness,  smoothness  and  regularity  are  required  in  the 
finished  yarn.  These  qualities  are  dependent  on  a  condi- 

tion of  the  fibres  not  found  in  any  wool  as  taken  from  the 

sheep's  back,  nor  after  treatment  in  any  of  the  ma- 
chines employed  in  its  manipulation. 

Oiling  the  Sliver. 

To  facilitate  the  work  of  combing  and  to  make  the 
material  more  easily  handled,  it  is  necessary  to  add 
about  3  per  cent,  of  oil  to  the  backwashed  sliver. 

Backwashing  is  the  stage  at  which  oiling  must  he 
done,  in  the  processes  arranged,  according  to  the  English 
system.  Oiling  mechanisms  are  employed,  usually  fixed 
over  the  feed-plate  of  the  backwash  machine,  so  that  as 
the  fibres  are  ojjened  and  drawn  through  the  oil  may  be 
effectively  distributed. 

There  are  several  types  of  oiling  devices.  The  most 
common  is  that  in  which  a  spray  of  oil  is  distributed  over 
the  fibres  by  means  of  a  revolving  circular  brush  set  so 
as  to  gather  up  oil  from  a  trough  in  which  it  runs.  In 
continuing  its  revolution  the  brush  comes  into  contact 

with  a  metal  bar,  which  throws  the  bristles  back  until, 
through  the  continued  movement  of  the  brush,  they  slip 
forward  and  throw  the  oil  they  carry  on  to  the  wool 
beneath. 

This  is  a  very  simple  and  effectual  device,  but  some- 
what wasteful,  owing  to  the  difficulty  of  confining  the 

spray  within  reasonable  limit. 
This  is  the  second  of  a  series  of  technical  articles  on 

textile  manufacture,  prepared  for  information  of  sales- 
men. 

The  India  Jute  Crop. 

The  preliminary  forecast  of  the  jute  crop  in  India,  as 
Iirepared  by  the  Government  of  that  country,  shows  an 
increase  of  172,000  acres  under  cultivation.  The  details 
follow  : 

"There  have  been  serious  discrepancies  in  the  official 
forecast  in  other  years,  an  understimate  of  100,000  having 
been  made  in  the  acreage  last  year.  The  estimate  of  the 
yield  this  year  is  three  bales  per  acre,  or  a  total  of  8,- 
800,000  bales.  That  represents  a  fairly  average  crop. 
Stocks  at  present  are  fairly  large.  The  immediate  effect 
of  the  estimate  was  a  decline  of  a  rupee  in  the  price. 

"The  estimated  consumption  of  jute  during  f9f0-lf  is 
8,960,000  bales  on  a  fufl  time  basis,  of  which  4,800,000 
hales  is  attributed  to  local  consumption,  1,200,000  bales 
to  Scotland,  20,000  bales  to  England,  25,000  bales  to 
Ireland,  600,000  bales  to  France,  100,000  bales  to  Belgium, 
700,000  bales  to  Germany,  285,000  bales  to  Aus- 

tria and  Bohemia,  60,000  bales  to  Norway  and  Sweden, 
200,000  bales  to  Russia,  30,000  bales  to  Holland,  120, TOO 
bales  to  Spain,  220,000  bales  to  Italy  and  600,000  hales 
to  America.  This  would  appear  to  show,  as  eomnarnd 
with  l!)01,  an  increase  of  45,000  bales  in  the  British  con- 

sumption, of  515,000  bales  in  the  Continental  demand,  of 
100,000  bales  in  the  shipments  to  America  and  other  coun- 

tries, while  the  requirements  of  the  India  mills  have  in- 

creased by  1,400,000  bales." 



04 
M  I  L  L  I  N  E  R  Y Dr\   Goods  Rc2'ic7i 

Parisian  Models 
IN  these   creations    the    style 

significance  of  the  season's 
Beautiful    Trimmings    is 

demonstrated  in  a  most  artistic 

manner.     They  form  one  of  the 

most  prominent 

Features 
of  Our 
Openings 

You  have  our  personal  invita- 

tion to  inspect  this  special  dis- 
play, as  well  as  every  other 

department  of  our  richly  stocked 
warehouse. 

Persian  and  Oriental  Effects 
now  so  fashionable  in  trimming  fabrics  are  shown   in   choicest  colorings. 

Feather  Novelties,  which  form  a  large  item  in  the  season's  style  card. 
RIBBONS   FOR   THE   WONDERFUL  BOWS  and   other  unique 

treatments  in  Autumn  Millinery. 

Our  stock  in  every  line  represents  the  latest  and  most  approved  style 

suggestions. 

D.  McCall  Co.,  Limited 
Toronto Montreal 

Winnipeg 
Ottawa 

Queb 
Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 



Review  of  the  Canadian  Millinery  Trade 
Velvets,  Silk  Plush,  Hatter's  Plush  and  Beaver  Strip  are  Much  Employ- 

ed —  Persian-printed  Silks  and  Ribbons  are  all  in  High  Favor  —  Val.  and 
Chantilly    Laces  Used  —  Great  Feather  Season    Indicated. 

THERE  will  undoubtedly  be  a  strong  demand  for 
fabrics  and  trimmings  for  the  Fall  and  Winter 

season,  as  great  importance  is  being  attached  to 
made-to-order  hats. 

The  wholesale  houses  are  preparing  for  a  heavy  velvet 

season,  both  in  plain  and  in  fancy  effects.  Not  only  are 
velvets  freely  used,  but  wider  widths  are  asked  for  and 

the  24-inch  velvets  are  those  selling.  This  is  because  of 
the  very  large  hats  and  the  draped  effects  so  much  worn. 
In  plain  velvets,  rich  soft  pannes  are  those  used  and  in 
fancies,  shots  and  moires  are  naost  in  evidence.  Silk 

plush,  hatters'  plush,  and  beaver  strip  are  also  much 
employed.  Some  hats  are  beginning  to  be  shown  with 
crowns  and  band  trimmings  of  fur  fabrics  and  later  trim- 

med with  fur  and  also  fur  hats  may  be. 

Satin  has  a  Leading  Place. 

Pai'is  says  satin  unmistakably,  and  in  high  grade 
millinery  the  satin  hat  and  the  satin-trimmed  hat  will 
have  a  leading  place. 

Taffeta  promises  to  be  freely  used  both  in  plain  and 
in  shot  effects.     Faille  is  also  being  employed. 

The  high  novelty  in  fabrics  are  the  rich  tapestry 
brocades,  and  large  drooping  shapes  are  covered  with  these 
striking  fabrics  and  the  brim  is  edged  with  a  wide  band 
of  panne  velvet.  Very  little  trimming  is  needed  and,  as 
a  rule,  a  gold  cord  girdle  with  tasseled  ends  is  all  that  is 
used. 

The  popular  fad  of  the  season  is  the  use  of  Persian 
fabrics.  Printed  velvets,  satins,  taffetas  and  other  fabrics 
are  shown  in  a  vaiied  range  of  colorings,  running  from 
gay  effects  in  bright  reds,  Russian  greens  and  royals  to 
lovely  effects  in  more  subdued  colorings.  Very  handsome 
bandeaux  are  shown  in  mingled  Persian  colorings,  and 
Persian  and  tinsel  cords  are  a  new  and  decidedly  popular 
feature. 

Persian  Printed   Ribbons. 

Though  fashion  inclines  to  wide  plain  ribbons  in  satin 
and  taffeta,  Persian  printed  ribbons  have  a  great  run. 
Another  departure  from  the  plain  ribbon  that  promises 
well  is  the  black  and  white  ribbon  in  distinct  stripes. 

Velvet  ribbons  are  also  much  used,  but  chiefly  in  the 
narrower  widths. 

Bandeaux,  this  season,  take  the  form  of  lace  braid 
sheets  in  wood  silk.  The  newest  are  in  mingled  Persian 
colorings,  but  bead  and  lace  effects  are  appliqued  onto 
velvet,  etc.,  so  as  to  look  like  hand  Avork.  Rubber  and 
wood  beads  are  covered  with  floss  silk  and  are  formed 
into  girdles,  etc.  Tinsel  cords.  Persian  cords,  and  silk 
cords  are  used  as  edges  and  made  into  wheels  and  discs. 

There  is  a  feeling  for  handmade  effects.  Buckles  are 
covered  with  pleated  silk  or  satin  or  Persian  printed 
fabrics,  and  almost  the  only  flowers  seen  so  far  are  fash- 

ioned from  ribbons  and  fabrics.  Wreaths  of  rose  buds 
made  from  satin  ribbons  decorate  some  of  the  large 
shapes,  and  large  poinsettas  and  roses  are  made  of  velvet 
and  silk.  Lined  bows  and  ear  effects  of  velvet  or  plush 
lined  with  Persian  or  bright-hued  silks  decorate  many hats. 

Valenciennes  and  Chantilly  edgings  and  flouncings  are 
freely  used  and  later,  it  is  said,  we  shalll  see  beehive  hat.? 
of  lace  and  fur. 

Pleated  laces  and  pleated  silks  are  freely  used  to 
edge  the  plain  underbrims,  and  a  very  pretty  idea  is  to 
have  pleated  ruffles  of  lace  droop  over  the  edge  of  the 
brim.  Pleated  lace  flowers  are  used  and  a  large  velvet 
mushroom  shown  had,  as  the  sole  trimming,  large  rosettes 
of  pleuted  Valenciennes  centred  with  satin-covered 
cabochons. 

Standing  trimmings  are  the  leading  idea  and  for  this 

purpose  nothing  can  take  the  place  of  feathers.  "When 
ostrich  is  used  the  feathers  are  invariably  placed  in  a 
high  standing  position,  unless  they  are  very  large  and 
deeply  willowed,  and  then  they  are  allowed  to  fall  in  a 
graceful  fashion  on  both  crown  and  brim. 

Lovely  ostrich  gives  every  indication  of  high  favor  for 
use  on  dressy  millinery,  and  black  and  white  and  two- 
color  effects  are  shown.  Willowed  plumes  are  much  in 
evidence,  and  great  clusters  of  plumes  are  placed  on  the 
large  hats. 

The  uncurled  ostrich  is  put  out  in  much  more  attrac- 
tive mounts  and  promises  more  prominence  than  hereto- fore. 

Varied  Shapes  Make  it  an  Easy  Season. 
Milliners  cannot  complain  of  lack  of  variety  in  the 

new  shapes,  and  they  ought  to  find  it  an  easy  matter  to 
select  from  the  large  diversity  of  shapes  one  that  will 
become  any  face.  Large  brimmed  hats  are  high  style  and 
some  very  large  models  are  included  in  dress  hats.  For 
the  woman  who  does  not  approve  of  the  large  hat  there 
is  the  Corday  or  cloche  models  and  the  many  varieties  of turbans. 

Large,  wide-brimmed  picture  hats  with  low  crowns 
while  not  particularly  new  are  graceful  and  pleasing  in 
outline,  and  another  popular  shape  in  the  large  models 
are  the  mushroom  shapes  with  deep  straight  drooping 
brims  sloping  almost  directly  from  the  crown  and  with  a 
waved  varied  outline.  The  most  striking  as  well  as  the 
newest  of  the  large  shapes  is  Watteau.  These  Louis  XV 
hats  are  on  similar  lines  to  the  Dolly  Varden  in  front, 
but  flare.'  out  and  upwards  at  the  back,  showing  the  hair 
and  also  a  much  trimmed  bandeau.  The.se  hats  have  the 
bandeau  all  around  and  this  innovation  is  regarded  by 
milliners  as  the  beginning  of  a  change  that  Avill  bring 
the  bandeau  back  again. 

Cloche  or  Corday  shapes  are  very  popular.  The  new 
cloches  have  a  sloping  brim  and  large,  rather  high  bee- 

hive crow]is. 

Last,  but  by  no  means  least  from  any  point  of  view, 
comes  the  turban  family.  These  range  from  the  soft 

cap-like  model  which  envelops  the  head,  and  with  a  soft, 
pleated  cap-like  frill  of  lace  around  the  face  to  the  many 
draped  and  Oriental  turbans,  and  the  Louis  XV  models 
with  the  bag-like  crown  Avhich  is  arranged  in  folds  that 

protrude  outwai'd,  upwards  and  backwards.  Another  pop- 
ular turban  style  shows  the  upright  brim  almost  as  high 

as  the  hat  itself,  but  Avith  a  perceptible  backward  slant. 

At  the  left  side  and  the  back,  the  brim  di'aAvs  out  and 
away  from  the  crown.  This  shape  is  a  most  becoming 

one  and  most  houses  are  showing  it  developed  in  many 
fabrics,  and  Avith  manv  novel  trimmings. 
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Staff  Correspondence. 

Office  of  The  Dry  Goods  Kcvicw, 
IGO  Broadway. 

New  York,    Sept.     3. 

THF.  past  month  lias  been  an  important  one  from 
a  sartorial  standpoint.  The  millinery  houses  have 
had  their  second  openings  and  the  city  has  been 

and  is  full  of  buyers.  They  do  not  always  buy, 
according  to  the  trade,  which  is  in  rather  a  disgruntled 

state  of  mind,  but,  of  course  the  season  is  young  yet  and 
there  is  plenty  of  time  to  do  a  big  business.  Owing  to 
the  length  of  the  season  past,  the  result  of  an  early 

Easter,  there  is  a  tendency  to  rush  the  season,  and  de- 
partment stores  and  retail  stores  are  showing  early  Fall 

goods.  Indeed,  not  a  few  silk  hats  have  been  seen  on  the 
streets. 

The  Cloche,  or  bell-like  toque,  is  the  favorite  of  the 
masses,  and  even  at  this  early  date  black  taffeta  turbans, 
self  trimmed,  verv  high  and  deep,  with  a  ruclie  of  white 
Valenciennes  on  the  under  side  just  at  the  edge,  are  so 

numerous  as  to  be  "common."  It  is  a  jaunty  looking 
hat,  this  black  silk  cloche,  and  the  white  lace  gives  it  a 

peculiarly  smart  look.  As  they  are  light  weight,  service- 
able and  inexpensive,  it  is  no  wonder  they  have  become 

over  popular. 
Silk  and  satin  hats,  particularly  the  latter,  promise 

to  be  very  strong.  Heavy  dull  satin  is  considered  the 

smartest.  Some  very  handsome  figured  silk  hats,  Dres- 
den and  Pompadour  effects  with  a  light  ground,  are 

clouded  with  black  cliiffon  or  sheer  silk  grenadine. 

Lace  Caps  the  Latest. 

The  Charlotte  Corday  influence  is  at  present  very 
strong.  There  are  many  mob  caps,  and  no  end  of  models 
that  have  a  ruffled  lace  edge.  Lace  caps  are  the  latest 
opera  and  theatre  caps,  and  these  are  worn  under  huge 
velvet  or  satin  hats,  and  are,  of  course,  visible  as  the 
lace  ruffle  covers  the  ears  and  entire  head.  These  charm- 

ing hats  have  all  the  pictures^que  qualities  of  an  old  print 
or  painting.  The  majority  of  hats  fit  down  over  the  head 
and  shadow  the  eyes.  The  hair,  excepting  in  the  ease  of 
the  new  high  back  models,  is  entirely  concealed.  Lace 
ruffles,  white  on  black  hats  and  sometimes  black  on  white, 
are  a  prominent  feature.  They  arc  j)nt  on  r.lxint  an 
inch  in  from  the  brim,  and  are  from  one  to  two  inches  in 
width  and  of  fine  Yal.  Only  the  fine  laces  are  used  so 
far.  Lace  is  used  to  veil  huge  wings,  flowers  or  fruit 
clusters.  As  for  fruit,  however,  as  a  matter  of  fact, 
white  grapes  in  large  clusters  are  about  the  only  variety 
used,  but  these  are  used  with  frequency. 

Favored  Flowers. 

Flowers  take  a  very  secondary  place.  Tlie  large  silk 
and  velvet  rose,  in  deep  and  unnatural  shades,  is  the 
favorite.  These  are  applied  flat  across  the  front,  on  the 
upper  brim,  each  rose  being  a  different  color.  There  are 

some  verj'  beautiful  lace  and  crochet  flowers,  large,  flat 
affairs  which  are  beautiful  on  the  satin  hats,  particularly 
when  veiled  with  chiffon.  Black  chiffon  over  white  satin 

is  a  favorite  effect;  in  fact,  New  York  is  mad  on  the 
black  and  white  combination. 

Steel  Bead  Ornaments. 

In  the  feather  houses  there  is  so  much  thit  is  interest - 

in-.'  it  is  hard   to   tell   where  to  begin.     Here,  too,  black 

and  white  effects  predominate.  There  are  wings  as  well 
as  busli  effeets  of  stripped  black  and  white,  the  strips 
running  horizontally  and  there  are  check  effects,  also 
in  black  and  white  and  dotted  effects.  The  strip  effects 
are  the  favorites.  Grey  featiieis  on  a  black  hat,  or  grey 
wings,  are  very  smart,  and  here  let  it  be  mentioned  that 
steel  bead  ornaments  on  black  are  very  well  liked.  Of 
course,  white  veiled  with  black  results  in  a  grey  effect 
so  that  next  to  black  and  white,  grey  is  most  popular. 

Almost  all  feathers,  not  exclusive  of  ostrich,  are  two-tone 

or  more.  "Willow  plumes,  one  layer  of  flues,  one  white, 
one  black  and  one  of  color  are  very  odd.  While  French 
plumes  are  the  choice  for  the  most  expensive  hats,  willows 

are  still  very  strong,  particularly  in  the  two-tone  effects. 
Military  cockades  of  clipped  ostrich  are  very  smart, 
standing  bolt  upright,  usually  at  one  side  of  the  back. 

All  High  at  the  Back. 
At  present  the  majority  of  hats  are  very  high  and  it 

is  hardly  to  be  expected  that  there  will  be  any  change 
tliis  season,  but  the  very  last  hats  have  shown  a  tendency 
t<i\vaiil  lowness  in  the  front,  although  all  are  high  at  the 

back,  the  majority  being  raised  with  a  high  heavily  trim- 
med bandeau,  which  tilts  the  hat  forward  and,  of  course, 

accentuates  the  long  side  line  which  is  a  feature  of  the 
season  noted  in  hats  as  well  as  turbans.  All  drape  1 
effects  are  higher  at  the  back  than  side  or  front,  and 
draped  turbans  and  toques  promise  to  be  very  strong. 

Satin.  Velvet,  Silk. 

It  is  the  opinion  of  the  trade  that  large  and  small 
hats  will  be  in  fashion  throughout  this  season.  Possibly 
there  are  more  small  hats  shown ;  but  later  on,  when  the 

velvet-plumed  hat  will  be  seasonable,  it  is  expected  that 
it  will  be  large,  extremely  so.  Velvet  and  satin  are  the 
materials  par  excellence  for  dress  hats,  while  for  suit 

hats,  beaver  has  first  call.  Of  course,  there  are  com- 
binations of  beaver  and  smooth  felt,  beaver  and  velvet 

and  beaver  and  silk.  There  are  also  chenille  hats,  not  in 
fancy  pleated  braids  but  in  tube  like  rows,  and  some  hats 

of  plush.  Two-tone  velvet  is  one  of  the  season's  novelties, 
the  nap  being  darker  than  the  foundation.  Mention  has 

already  been  made  of  the  two-tone  silks,  changeant,  taf- 
fetas and  twill  effects,  the  latter  predominating. 

Ribbons  follow  the  silks  and  are  very  attractive. 
Ribbon  is  the  most  practical  trimming  to  trim  the  new 

l)ack  hat.  Lai'ge  bows  of  wide  ribbon  ai'e  sometimes  used. 
One  very  unusual  hat  of  the  new  scoop  back  variety 
was  trimmed  with  wide  ribbon,  in  squares  of  alternating 
velvet  and  satin  in  yellow  and  black.  A  cluster  of  throe 
willow  feathers  in  mixed  black,  white  and  yellow,  were 
mounted  at  the  back.  This  hat  was  unusually  brilliant, 

perhaps,  but  it  illustrates  the  fashion  of  using  several 
fancy  materials  together. 

It  is  seldom  that  one  sees  a  hat  of  a  solid  color,  unless 

of  course,  black,  and  there  are  comparatively  few  of 
tliese  since  nearly  all  have  a  touch  of  white  or  grey  on 
them.     White  wings  on  a  black  hat  are  very  fashionable. 

It  is  in  short  a  season  of  surprises  and  of  unusual 
combinations  of  color  and  materials,  and  from  present 

indications  there  is  no  run  on  one  particular  line  antici- 
|ntc(l  whicli  always  makes  a  season  simpler  for  all  con- cerned. 
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Corsets  Modeled  upon  Natural  Lines  at  Present  —  Wider  Skirts  Indicated 
—  New  Gowns  and  Millinery  Show  Renaissance  Features  —  New  Dinner 
Gowns     Have     a     Short     Train  —  The     Japanese     Sash     Another     Feature 

Staff  Correspondence 

Paris,  France,  Aug.  29. 

IT  used  to  be  that  as  soon  as  the  Grand  Prix  was  over 

the  tourist  and  the  toiler  owned'  Paris,  the  world  of 
fashion  moving  off  to  their  country  houses  or  the  sea- 

side. The  motor  car  has  changed  this  and  instead 
there  is  a  constant  flitting  between  Paris  and  the  country 
and  the  resorts  on  the  Normandy  coast.  When  in  Paris, 
gowns  and  chiffons  always  absorb  much  of  the  time  of 

the  true  Parisienne.  Many  of  the  leading  dress-makers 
are  quite  as  full  of  orders  as  they  were  during  the  season 
and  there  is  a  constant  succession  of  customers  waiting 

Long  coat  of  Hudson  seal  with  new  wide  armhole   and  cord   and 
passementerie  fasteningsl 

Scarf  stole  of  coney  and  skunk,  and  new  flat  square  muff  to  match 

to  be  fitted  in  their  establishments,  consequently  they 
have  as  yet  made  very  little  preparation  for  the  produc- 

tion of  Autumn  models.  Therefore,  it  is  to  the  gowns 
produced  for  wear  at  such  places  as  Ostend,  Trouville  or 
Dieppe  that  we  have  to  look  for  the  new  developments of  the  mode. 

Youthful  Figure. 

Women  this  year  look  wonderfully  young,  for  the 
fashionable  silhouette  is  decidedly  youthful  and  becom- 

ing, too  much  so  to  be  willingly  altered  and  b§§i4e§  ;the 

new  corsets  are  most  comfortable.  To  be  sure,  they  are 

long  but  they  are  so  boned  that  there  is  no  difficulty  in  sit- 
ting, as  all  the  efforts  of  the  makers  have  been  centred 

upon  producing  an  easy,  natural  figure  and  carriage.-"  Cor- 
sets express  more  perfectly  than  ever  the  lines  nature  in- 

tended the  perfect  figure  to  take.  They  are,  therefore, 
sensible,  and  though  they  fit  most  closely,  are  extremely 
flexible.  Corsets  are  now  molded  on  the  lines  of  the  per- 

fect antique  figure  and  shape,  not  by  squeezing  in  the  one 
place  to  bulge  in  another,  but  by  adjusting  the  lines  so 
that  they  follow  the  proper  contour. 

Though  skirts  are  built  upon  narrow  lines,  there  are 
signs  already  visible  that  when  Autumn  passes  the 

"hobble"  will  go  with  it  to  the  tombs  of  forgotten 
styles.  There  are  rumors  that  several  of  the  leading 
costumiers  are  contemplating  the  introduction  of 
Renaissance  modes  for  home  and  evening  wear.  These 
new  ideas  will  bring  fuller  and  more  flowing  skirts,  and 

rich  velvet.?,  satins  and  handsome  brocades  in  beautiful 
clear  colorings,  as  well  as  jewelled  bands  and  glittering 
embroideries.  Already,  for  evening  wear,  many  gowns 

have  just  slight  trains. 
Parisian  milliners  and  dressmakers  work  hand-in-haii;l 

and  the  latest  millinery  shows  that  many  of  the  modistes 

are  working  on  the  same  lines,  and  small  sixteenth  cen- 
tury hats  and  caps  are  strongly  featured.  Paris  has 

always  more  than  one  arrow  in  her  quiver  and  the  prin- 
cess robe  with  innumerable  buttons  and  fastenings  at  the 

left  side  or  back  are  also  shown.  Some  of  the  new  gowns 

make  quite  a  feature  of  the  Japanese  sash,  and  this  effect, 
in  the  hands  of  a  clever  modiste,  can  be  made  a  thing  of 

beauty.  This  sash  forms  a  wide  girdle  in  front,  finished 

by  a  large  flat  bow  at  the  back,  and  it  is  in  the  arrange- 
mnt  of  this  bow  that  the  work  of  the  artist  in  dress  is 
discernible. 

A  Nev^  Combination. 

A  lovely  dress  designed  for  wear  at  Trouville  had  the 
(■(irsage  finished  witli  a  Japanese  sash  that  was  apparently 

held  in  place  by  a  fastening  of  forget-me-not  satin.  The 
dress  itself  was  parchment-tinted  crepe-meteore  with  a 

tiny  jionipadour  flowered  design  mounted  over  orchid- 
mauve  satin.  Orchid  mauve  and  forget-me-not  blu©  com- 

bined with  flowered  fabrics  strike  a  note  in  fashions  that 

has  been  absent  for  quite  a  period. 
The  cold  weather  which  is  responsible  for  the  black 

satin  scarf  is  also  bringing  to  the  front  handsome  little 

pelerines  of  old  world  brocade.  These  are  draped  over 
the  shoulders  and  are  edged  with  lines  of  fur,  marabout 

or  swansdown  and'  are  similar  in  line  to  the  pelerines  so 

much  worn  during  the  second  Empire  period.  Little  cir- 
cular capes  or  tippets  are  also  worn,  made  of  checked 

satin  foulards  with  the  design  so  small  that  a  shot  effect 

is  produced. 

Costly  Fur  Garments. 

Wraps  bring  up  the  question  of  furs  and  this  is  a 
question  that  the  smart  woman  is  taking  up  early,  for  the 

garments  promise  to  be  both  handsomer  and  more  costly 

than  ever.  Rather  plain  long  coats  are  those  that  prom- 
ise to  lead. 
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Among  a  collection  of  beautiful  furs  a  coat  that  was 
particularly  pointed  out  as  illustrative  of  present  style 

tendencies  was  somewhat  in  the  fashion  of  a  soldier's 
great  coat.  There  was  jus^t  that  full  and  easy  hang  to 
the  skirt,  and  the  width  of  arm  hole  which  allowed  the 

arm  to  slip  in  easily,  that  is  necessary  to  produce  a  grace- 
ful effect.  The  coat  was  of  seal-dyed  musquash.  The 

lining  was  a  chene  patterned  silk  in  brown  and  gold  on 
a  purple  ground.  The  ample  collar  could  be  either  closed 

up  to  the  throat;  making  a  double-breasted  effect,  or  could 
be  worn  open  with  wide  rippling  revers.  Three  frogs 
and  cords  closed  the  front  and  a  cord  ornament  was 

placed  on  the  ample  cuff. 
Coats  of  this  kind  are  preparing  for  wear  over  tlie 

dresses  of  light  weight  fabrics  that  are  now  so  fashion- 
able. Besides  seal,  chinchilla,  mink,  broad-tail  and  cara- 

cul are  other  fashionable  furs  for  mr.king  up  into  these 
luxurious  long  coats. 

Both  stoles  and  muffs  are  very  large,  and  pelerine 
shawl  and  scarf  effects  are  those  fashion  is  favoring.  Tlie 

combining  of  so-called  ermine  which  is  really  coney  with 
lines  of  skunk  results  in  the  production  of  some  hand- 

some sets. 

One  seen  in  this  collection  came  to  a  point  at  the 
back  and  as  it  was  very  wide  and  soft  it  came  well  over 
the  shoulders  and  was  gathered  in  by  the  arms  in  shawl 

fashion  in  front,  ending  in  two  long  points  that  came 
within  a  quarter  of  a  yard  of  the  edge  of  the  skirt.  The 
body  was  of  coney  bordered  with  a  flounce  of  tailed 
ermine  headed  by  a  band  of  skunk.  The  muff  was  a  very 
soft  flat  shape  and  was  trimmed  in  the  same  manner. 

The  lining  was  of  white  satin,  edged  with  an  early  Vic- 

cachet.  They  are  placed  at  various  angles  according  to 

the  taste  of  the  wearer,  but  the  hair  is  covered  complete- 
ly at  the  back  and  only  shows  enough  in  front  to  make 

the  cap  becoming. 
Sunshades  carry  out  the  color  scheme  of  the  hat.    The 

smart  snnsliade  carries  a  border  of  deep  fringe  and  this 

Renaissance  cap  of  black  satin  with  made  roses  and  buds 
of  white  kid. 

torian  quilling  of  inch-wide  satin  ribbon.  Many  of  these 
stoles  and  pelerines  are  almo.st  a  garment  and  on  fine 
days  can  take  the  place  of  a  heavy  coat. 

Caps  of  Crochet. 

A  pretty  and  practical  fashion  that  has  sprung  up  a/t 
the  seaside  this  year  is  the  wearing  of  soft  White  or 
colored  caps  made  of  crochet.  These  caps  fit  the  head 

closely  but  have  a  wide  raised  border  that  gives  them  a 

Large   sailor-shape   of  black  hatters'  plush,   plain   faced,    with 
inky  blue  satin  and  girdle  of  the  same  around  the  crown. 

fringe  and  the  facing  of  the  hat  are  of  the  same  shade. 
Thus  a  hat  facing  of  deep  green  would  be  matched  by  the 
fringe  bordering  the  parasol. 

Autumn  Hats  in  Paris. 

Hats  are  to  be  either  large  or  small  and  here  two  of 
the  latest  shapes  are  shown.  One  is  a  pressed  hat  of  silk 

beaver  in  inky  or  nocturne  blue — that  is  in  a  blue  that  is 
almost  black.  The  underbrim  is  plainly  faced  with  satin 

of  the  same  shade,  and  a  drape  of  the  satin  girdles  the 
hat,  fastening  under  a  satin  bow  pelaced  low  down  on  tha 
brim  of  the  hat.  The  other  is  one  of  the  small  Renaiss- 

ance turbans  or  caps.  It  is  of  black  satin  and  is  trimmed 
with  a  milliner-made  spray  of  roses  and  buds  formed  of 
white  kid. 

Hats  Very  Flexible. 

Thei'e  is  one  very  unusual  feature  about  many  of  the 
hats,  and  that  is  that  they  are  very  flexible,  indeed  some 
are  quite  collapsible.  Hoods,  for  instance,  of  soft  felt 

or  beaver  are  only  braced  with  wires  at  intervals,  or  vel- 
vet hats  are  made  on  the  most  pliable  of  nets,  instead  of 

willow  or  buckram  or  a  regular  wire  frame.  These  hats 
are  hardly  more  than  caps,  and  fit  down  over  the  head 
in  most  comfortable  style.  Turbans,  the  crowns  of  which 

are  full,  like  the  beefeater  hat  or  the  Tam  O'Shanter, 
have  very  deep  coronets,  which  are  much  higher  at  the 
back  and  one  side  than  at  the  other  and  while  the  mu.^h- 
room  tendency  prevails  and  the  majority  of  brims  droop, 
yet  there  are  plenty  of  high  coronets  and  large  hats  that 
have  a  slight  sweeping  roll  at  the  side.  It  is  curious  to 
note  how  many  hats  and  turbans  have  a  peak  or  point 
at  the  centre  of  the  back  or  front.  These  are  very  quaint 

looking  and  are  usually  faced  with  some  contrasting 
material.  Broadcloth  is  used  for  facings,  plain  ones,  of 

course.  Bindings  of  silk  braid  and  pipings  of  satin  are 
also  featured. 

M 

The  Canada  Fur  Co.,  Ltd.,  Toronto,  has  been  incor- 
porated with  .$400,000  capital  to  carry  on  the  raw  and 

manufactured  fur  trade.     The  incorporators  are  Andrew 
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Millinery 

The  Newest 

and 

The  Best  Goods 

Always 

At 

FRANCOIS 
13  New  Burlington  St. 

(Regent  St.) 

London  W.,     England 

A  DAY" For  Every    Intelligent 

Dry  Goods  Clerk! 

How  about  your  spare  time  ?  Do  you 

make  any  use  of  it  ? 

Most  everyone  is  willing  to  do  a  little 

extra  congenial  work  if  the  way  is 

made  plain  and  the  money  good 
enough. 

EARN  ̂ 51 A  DAY ! 
Sounds  big,  eh  ?  But  it's  not  more 
than  you  can  earn  working  for 

Busy  Man's  Magazine 
Canada's  Leading  Monthly 

We  want  Salaried  Agents  in  every 

town.  Are  you  going  to  be  the  first  in 

your  district  ?  We  give  a  most  liberal 
commission  on  all  orders. 

Subscription,  $2.00  per  year.  Write 

for  details  of  our  proposition  and 

DO  IT  NOW! 

Busy  Man's  Magazine 
University  Avenue,  Toronto 



io_'  H  O  U  S  E  F  U  R  N  I  S  II  I  N  G  S  Dry   Goods  Rcviciv. 

Announcement 

SPRING  1911 

Linoleums 
Floor  Oil  Cloths 
Table  Oil  Cloths 

NEW  SAMPLES  of  our  various 
lines   will    be    in    the    hands   of   all   the 

Wholesale  Dry  Goods  Trade 
about  the  latter  part  of  September.     .     . 

We  believe  it  will  be  to  the  interest  of 

every  dealer  to  delay  placing  any  orders 
for  Linoleums  and  Oil  Cloths  until  after 

an  inspection  of  our  range  for  1911,  which 
is  the  most  complete  we  have  ever  placed 
before  the  trade   

The  Dominion  Oil  Cloth  Co.,  Limited 
  MONTREAL   

PhQf?  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Furnishings  and  Decorations  for  the  Home 
Satisfactory  Carpet  Business  —  Manufacturers  Worried  over  the  Cotton 
Situation  —  Skillful  Salesmanship  a  Great  Essential  in  Handling  House- 

Furnishings  —  Linoleum    Advances  —  New    Curtains    and    Draperies 

CONDITIONS  in  the  housefurnishing'  bus
iness  g-ivo 

rise  to  great  satisfaction.  Indications  point 
to  prosperous  business  in  the  near  future,  and  in 

both  wholesale  and  retail  buyers  are  very  hope- 
ful. One  drapery  buyer  in  a  prominent  retail  house  said 

"We  are  prepared  for  the  best  season  we  ever  had  and 

have  bought  accordingly."  He  believes  that  times  are 

good,  and  for  this  reason  housefurni.shing  trade  may  be 

expected  to  come  up  to  expectation. 

Not  much  can  be  said  regarding  ordinary  business  at 

present,  as  travelers  as  a  rule  are  off  the  road.  Many 
merchants  throughout  western  Ontario  at  least,  have 

been  waiting  for  Toronto  Exhibition  to  visit  ho-'ises 
there  with  the  object  of  replenishing  stocks  which     have 

been  running  low,  consequently  wholesalers  are  being  kept 
busy,  .special  lines  being  included  in  their  sales. 

In  large  retail  departments  Aug-ust  is  a  quiet  month, 
many  people  are  still  away  at  their  summer  homes,  but 

others  who  are  in  town  are  already  looking  around  mak- 
ings enquiries  regarding  suitable  furnishings. 

One  feature  of  the  housefurnishing  trade  is  the  carry- 
ing out  of  a  color  scheme  in  each  room,  the  colorings  of 

rugs,  wall  paper,  draperies  and  furniture  coverings  being 
chosen  to  harmonize.  Customers  will  sometimes  wait 

for  a  consideraTDle  time  for  rugs  to  be  made  to  match  the 
rest  of  the  furnishings.  The  experience  in  one  furnishing 

house  is  that,  althoug-h  carpets  are  selling  to  a  certain 
extent — and  in  some  rooms  are  more  preferable — there  is 
a  g'rowing  demand  for  rugs. 

The  above  map  roughly  represents  the  three  great  Western  Canadian  Provinces,  showing  just  where  the    crops    are    good, 
fair  and  poor.    Generally  speaking,   the  wheat  crops  south  of  the  main  line  of  the  C.P.R.  are  poor,    while    those 

above  are   good.    The  wheat  yield  is  now  conservatively  estimated  at  between  go.ocx)  and   100,000  bushels, 
considerably  more  than  was  expected  two  months  ago. 
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EVIDENCE: 

WAIX^PAPER 

44  ̂   '^^^^  drop  you this  line  to  say  that 

I  am  not  going  to 

buy  Wall  Paper 

until  September.  I 

assure  you  I  will 

not  buy  until  I  see 

the  Staunton  Line, 

as  your  line  made 

me  more  money 

and  was  a  quicker 

seller  than  any  I 

had  last  year.  7/ 

— so  writes  one  of  the  largest 
dealers  in  Western  Ontario. 

Can  you  afford 
to  buy  without 

seeing  this  line  7 

If    our    traveller    hasn't    reached 
you  he  will  soon. 

Stauntons  Limited 
Wall  Paper  Manufacturers 

941  YONGE  STREET,  TORONTO 

Satisfactory  Carpet  Business. 

The  wholesale  trade  are  comi>loting:  what  is  evidontiy 
a  most  satisfactory  Fall  carpet  business.  Mill  deliveries 

have  not  been  entirely  satisfactory,  owing  w^e  presume, 
to  the  usual  normal  increase  in  trade,  which  we  have 
learned  to  expect  in  Canada.  To  overcome  this  difficulty 
some  large  orders  have  already  been  booked  at  the  mills 
lor  goods  to  be  delivered  next  Spring.  This  advance 
buying,  of  course,  is  done  to  ensure  early  delivery,  and 
of  course  the  merchant  takes  no  risk  in  buying  early, 

as  the  tendency  of  all  raw  materials  is  distinctly  up- 
ward in  tone. 

In  fact,  the  present  quotation's  on  worsted  yarn, 
which  is  the  foremost  ingredient  of  high-class  carpets, 
have  almost  reached  the  highest  limit  known  during  the 
last   10   years. 

This  applies  to  woollen  goods  also,  and,  of  course 
it  is  difficult  to  say  what  will  occur  with  anything  of 
which  cotton  is  a  component  part,  manufacturers  being 

greatly  worried  over  the  cotton  situation  which  is  well- 
nigh   impossible. 

In  forecasting  the  situation  from  the  standpoint  of 

the  British  maker,  one  is  almost  sure  to  find  less  com- 
petition than  formerly,  as  general  trade  in  England  has 

been  much  better  and  there  is  a  consequent  increase  in 
demand  for  goods  which  enter  into  competition  with 
Canadian  products.  In  other  words,  the  English  carpet 
maker  has  learned  to  rely  largely  upon  Canadian  business 
to  supply  the  deficiency  caused  by  more  or  less  hard 
times  at  home.  This  feature,  we  think,  will  undergo 
much  change. 

In  our  last  issue  we  quoted  some  English  advances 

which  we  take  as  simply  a  forerunner  of  others  to  fol- 
low— the  increase  listed  being  by  no  means  sufficient  to 

compensate  the  maker  for  the  greatly  increased  cost  of 

production. V 

Calls  for  Competent  Salesmen. 
Regarding  color  scheme  for  rooms,  clerks  should  be 

able  to  offer  reliable  suggestions  for  complete  room 
treatment,  but  in  many  cases  are  not  able  to  do  so  and 
indeed  one  often  not  required.  As  many  customers  will 
not  accept  suggestions,  but  want  to  carry  out  their  own 
ideas.  Nevertheless,  it  would  be  advisable  for  merchants 
who  carry  housefurnishings  to  encourage  their  clerks  in 

developing  ability  to  give  suitable  suggestions  if  re- 

quired. Arranging  furnishings  for  a  room,  materials,  color- 
ings, etc.,  is  a  very  attractive  part  of  the  work,  and  is 

calculated  to  give  an  intelligent  salesman  an  added  in- 
terest in  his  business,  and  interest  helps  in  a  great 

measure  to  make  a  successful  salesman. 

A  buyer  in  a  large  furnishing  house  states  that  he 

could  talk  to  a  customei-  for  an  hour  regarding  goods 
and  perhaps  in  the  end  make  only  a  comparatively  small 
sale,  yet  he  never  loses  patience,  simply  because  he  has 

the  best  interests  of  his  work  at  heart.  He  says  :  "If 
a  man  doesn't  take  an  interest  in  his  work  he  had  better 

quit  at  once."  Many  customers  are  difficult  to  please, 
are  trying  and  exacting,  but  interest  in,  as  well  as 
knowledge  of,  his  work  may  save  the  salesman  from 

losing  patience  and  'perhaps  losing  a  sale. 

Curtains  and  Draperies. 

shown 
Filet 

are 
lace Among   the   newest     lace    curtains   being 

Italian  filet  lace   and   point    Venise  curtains, 
curtains  are  made  with  plain  centre,   of  mull  scrim    or 

net,  with  deep  handsome  border. 
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lo: 

TTTE    offer    the    greatest    aggre- 

VV     gation  of  up-to-date  designs 

and     modern     color     effects     ever 

shown  in  America.     In  WALTON 

PATENT    INLAIDS    we    show    a 

collection    of    entirely    new    styles 

specially     manufactured     for     the 

Canadian    buyer— the    "something 

different"    that    cannot    fail    to 

interest  discriminating  buyers.     In 

FOUR    YARD    WIDE     PRINTED 

LINOLEUMS    our   offerings   are 

strong— a  wide  departure  from  the 

stereotyped     styles    of    years    ago, 

printed    in    the    thorough    fashion 

which    has     made     the    B.  O.  &  S. 

Mills    leaders    in    their    line    for    a 

quarter    century.       PLAIN    LINO- 

LEUMS,  including   the    BATTLE- 

SHIP   grade,    are    our    specialties, 

the  BARRY  goods  being  the  stan- 

dard of  the  world's  navies. 

Barry's 
SCOTCH 

Linoleum 
THE 

STANDARD   OF   PERFECTION 

Spring  Lines 

Now  on  Show 
1 

AGENTS 

SCOTT  &  WEST  CO. 
510  Coristine  Building,  MONTREAL 

ALEXANDER  H.  YULE,  Manager 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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It's  like  this. — We  will  not  put 

a  "Lion  Brand"  ticket  on  a 

piece  of  carpet  unless  it's  abso- 
lutely the  best  value  money  can 

buy. 

That  means  a  select  range  of 

floor  coverings. 

A  card  will  bring  our  traveller. 

When  would  you  like  to  see 

the  samples  ? 

The 

W.  R.  Brock  Company 
MONTREAL 

Limited 

Point  Vcnise  curtains  are  very  fine  Brussels  net, 
with  handsome  embroidered  borders,  floral  or  plain 
centres.  These  curtain  come  in  two  tones,  cream  and 

white.  Hand-made  Connomara  lace  curtains  are  also 

shown  ;  these  arc  suitable  for  libraries  and  living-  rooms. 
Uindow  drapes  for  drawing  rooms  are  shown  in 

brocatollcs  and  silk  damask,,  in  period  designs  of  Louis 
llth,   15th  and  Kith. 

For  dining-rooms,   .Tacobin  draperies  arc  being  used. 

The  Advance  in  Linoleums. 

It  is  stated  that  linoleum  manufacturers  are  exper- 
iencing some  difficulty  in  getting  flaxseed.  Linseed  oil 

remains  high  in  price,  consequently  floor  oils  and  lino- 
leums are  high  also  with  no  chance  of  prices  dropping. 

On  August  25th  Canadian  floor  oils  and  linoleums  were 
all  advanced  from  2J  p.c.  to  5  p.c.  in  price. 

Promising  Wall  Paper  Outlook. 

The  outlook  in  the  retail  wall  paper  trade  seems  en- couraging. 

Corks  and  cloth  effects  are  being  shown  in  two  tone 
effects  with  set  friezes  ;  medallion  decorations  are  also 
.shown. 

New  colors  coming  in  are  brownish  greys,  mole 

greys  and  mulberry  greys,  yellow  browns  are  also  coming 
in. 

Stencil  designs  will  be  shown  and  a  lot  of  shadow 

effects  and  over  prints.  Shadow  stripes  -will  be  used  for 
bedrooms'  and  parlors.  These  colors  and  effects  will  be 
seen  in  Fall,  but  stronger  still  in  Spring. 

  -^   

The  ingenuity  of  big  advertisers  is  constantly  evolv- 
ing new  methods  of  publicity,  but  hitherto  the  stage  has 

not  been  pressed  into  service  to  any  serious  extent,  re- 
marks the  Drapers'  Record.  It  is  said,  however,  that 

an  important  retail  store  in  Germany  is  about  to  exploit 
the  theatre  for  advertising  purposes,  and  has  determined 
to  try  an  experiment  which,  if  it  is  successful,  may  have 
surprising  results  in  the  future.  The  story  goes  that  a 

pantomime  is  to  be  produced  the  central  incident  of 
which  is  the  visit  of  some  poor  children  to  the  store  in 

question,  in  the  course  of  which  splendid  opportunities 

are  provided  for  emphasising  the  attractions  of  the  es- 
tablishment. We  hesitate  to  express  our  unqualified  ap- 

proval of  the  enterprise.  Custom  has  reconciled  us  to 

the  receipt  of  circulars  in  envelopes  marked  "private  and 

important,"  and  exciting  incidents  with  startling  head- 
lines in  our  daily  papers,  which  prove  upon  perusal  to 

be  the  concoctions  of  ubiquitous  advertisers,  no  longer 

arouse  our  resentment.  It  is  possible,  therefore,  that 

we  might  in  time  come  to  view  with  complacency  from 

our  seat  in  the  theatre  a  tragedy  turning  upon  the  pur- 

chase of  (or  failure  to  purchase)  some  particular  com- 

modity, but  the  prospect  is  not  alluring.  Moreover,  the 

possibilities  opened  up  by  such  a  development  cannot  be 

contemplated  with  calmness.  We  could  never  hear  Juliet 

ask,  "What's  in  a  name  ?"  without  fearing  that  Romeo, 

subsidized  by  a  trader,  might  reply  with  a  reference  to 

somebody's  unique  value  in  soap  !  And  what  department 

in  life  would  be  the  next  for  the  advertiser  to  con-quer  1 
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Toronto  Khorassan  Saxony  Rug 
THE  RUG  THAT  WILL  WITHSTAND  HARD  WEAR 

Customers  for  this  rug  will  be  found  in  the  furnishers  of  public  buildings, 

hotels,  theatres,  banks — wherever  hard  service  is  demanded.  :         :         : 

Prepared  with 
materials 

personally 
selected  with 

great  care. 
The  wools 

used  are  spec- 

ially chosen 

and  graded 

for  the  same 
merits  in 

JSj^.   .. 

dyeing  and 
and  wearing 

as  are  found 

in  the  best 

Oriental  rugs, 

Sunfast  dyed 

in  Oriental 

colorings. 

Strongly  and 

evenly  woven. 

SHOWING  No.  30-T  KHORASSAN  SAXONS  RUG 

MADE  IN  SIZES— 4  ft.  6  in.  X  7  ft.  6  in.    9  ft.  X    9  ft.  II  ft.  3  in.  X  12  ft. 
6  ft.  9  in.  X  9  ft.  9  ft.  X  10  ft.  6  in.      II  ft.  3  in.  X  13  It.  bin. 

9  ft.  X  12  ft.  II  ft.  3  in.  X  15  ft. 

AND  MATS— 27  in.  x  54  in.        36  in.  x  63  in. 

Year  by  year  it  becomes  more  difficult  to  obtain  the  genuine  Oriental  Rug. 

This  rug  has  come  to  take  its  place.  Experience  has  proven  its  merit — a 
splendid,  first-quality  Canadian-made  rug.  Orders  placed  direct,  or  with  our 
travellers,  promptly  shipped.  :::::::: 

The  Toronto  Carpet  Manufaduring  Company,  Ltd. 
TORONTO,  CANADA 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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THE  WAT50N  FOSTER  CO.tTb. 
MONTREAL 

TALKING  ABOUT  WALL  PAPER 

Please  mention  The  Revieiv  to    Adver>i<iers  and  7  Iwir  Travelers, 



H  O  U  S  E  F  U  R  N  I  S  H  T  N  G  S Dry   Goods  Rn'iric. 

^ 

0 seturms 

(Qepartment!  ̂  

This  is  not  an  idle  boast — it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"   nature.     Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace      Curtains,      Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and    Hardware. 

Many  of  the   above   are  from   our  own  looms. 

Write  for  our  Catalogs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 

Geo.  H.  Hees  &  Son  Co.,  Limited 
Cor.  Peter  and  RecoUet  Sts., 

MONTREAL 52  Bay  St.,  TORONTO 

Please  mention   The  Review  to   Advertisers  and   Their  Travelers. 
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WILTON BRUSSELS 

Carpets  and  Ru^s 

The  chief  points  for  your  consideration 

1.  Style      3.  Durability 

2.  Quality  4.  Finish 

Your   stock   is   not   complete    unless   the   following    lines   are 
represented  in  it : 

The  Oxford  Brussels 

The  Empire  Brussels 
The  Windsor  Brussels 

The  Togo  Bath  Mat 

The  Bagdad  Wilton 
The  Turcoman  Wilton 

MADE    IN    RUGS    AND    PIECE    GOODS 

Carried  by  the  principal  merchants  throughout  the  Dominion. 

Be  sure  and  see   our   extensive   range   of  New  Patterns  and 
Colorings  before  placing  your  Spring  Order. 

IT    WILL    PAY    YOU    TO    COMPARE    PRICES 

MANUFACTURED  BY 

The  Montreal  Carpet  Manufacturing  Co. 
OF  SHERBROOKE,  P.y. 

Please  mention  The  Rei  iew  to  Advertisers  and  Their  Travelers. 
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GET  BUSY 
after  Hotel  Managers  and  Principals  of  Institutions 

and  fill  their  Quilt  Requirements. 

The  effect  of  a  good  Quilt  on  a  hotel  bed  has  a 

big  say  in  the  general  appearance  of  a  room,  but  the 

Hotelman  does  NOT  know  that  he  can  have  any 

device  or  lettering  woven  onto  the  quilts  he  buys 
WITHOUT  EXTRA  CHARGE. 

This  is  our  specialty,  and  constitutes  a  fine  talk- 

ing point  for  every  Dry  Goods  Man. 

It  will  pay  you  well  to  interview  your  local 

Hotelmen  and  Institution  Managers,  and  submit 

conditions  to  our  representative. 

Do  not  think  your  contract  is  too  small. 

R.  H.  COSBIE 
Canadian  Agent 

30   WELLINGTON   ST,  WEST     -     TORONTO 

Jonathan  Dearden  &  Co.,  Limited 
11-13    Bridgewater    Place, 
MANCHESTER,  Eng. 

Please  mention   The  Kcvicw  to    Adi'crtisers  and   Their  Travelers. 
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Are  You  Neglecting 
Your  Furniture 

Department? 
We  can  afford  to  give  you  the  best 

goods  at  the  lowest  price. 

Because  we  have  our  own  saw  mills 

and  timber  limits,  which  gives  us  a 

great  advantage  over  other  firms  in 
the  same  line. 

Write  for  our  1910  catalogue. 

The  Victoriaville  Furniture  Co. 
Victoriaville,  Quebec 

"EOMJ^UP^FJ^IBMDS^AeimSSi^ 
Send  for  fully  Illustrated  Catalogue  of 

Woollvena 
Down  Quilts 

PUH£ 

Down 

QOU.T  ̂  

H    you  want  a  profitable  line  from  the  Old 
Country,  stock  these  Goods  which  are 

selling  at  sight. 

They      are      the       Softest,      Downiest. 
Prettiest     Quilts     ever     offered. 

Quick    sellers    and    great    profit    makers 

Write  to  our  Agent    : — 
ANDREW    RUSSELL. 

13      Selkirk     Avenue.     MONTREAL. 

who  will  give  you  full  particulars. 

^i/sse//s  Mb// yen 
C^nstopherjC  Lo/idoa  B.C. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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S'ofe-'^S^CANAWV 

C2- 
   AGENCY  < MILL  SELLING  AGENTS  -  and  -  IMPORTERS 

100  Wellington  Street  West,  Toronto 

You    cannot  wisely 
purchase    your 

Ribbed 
Underwear 

for  Women  and  Misses 

FOR  SPRING,  1911 

until  you   have  seen 

descent  f * 
.Brand 

and 

^^umfy-Cut 
Manufactured  by 

S.  Lennard  &  Sons 
DUNDAS,  ONT. 

which  are  now  complete  and  in  hands  of 

our  agents  who  will  soon  be  with  you. 

You  want  the  best  value  to 
be  had  when  purchasing 

Hosiery,  Gloves 
and  Half  Hose 
FOR  SPRING,  1911 
W^E    OFFER    YOU   OUR 

lueen  UiialL 

Cotton,  Lisle,  Silk,  Lace 
and   Fancy   Hosiery  for 

Women 
AND 

Cotton,  Lisle,  Silk,  Fancy 
and  Lace  Half  Hose  for 

Men 
and  solicit  your  orders  purely  on  the 
basis  of        VALUE 

and  ask  you  to  study   your    interests 

by  seeing-   these  g-oods  before  buying". 

Richard  L.  Baker  &  Co. Toronto 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Some  Mills  are  Scarcely  Able  to  Keep  Pace  with  Demand 
Looks  Like  Excellent  Year  in  Knit  Goods  Trade  —  Buying  done  more 

Readily  than  in  Former  Seasons  —  Some  Novelties  in  Ladies'  Coats  and  in 
Bathing  Costumes  —  Cotton  Remains  Firm  —  Some   Advance  in  Balbriggans 

INDICATIONS  point  to  favorable  conditions  in  tlie 
knit  goods  trade.  Mills  are  busy;  some  of  them  are 
said  to  be  scarcely  able  to  keep  pace  with  their 
orders.  Underwear  manufacturers  state  they  have  ex. 

perienced  exceptionally  good  Fall  business.  One  firm's 
travellers  in  other  years  have  had  to  go  over  the  ground 

twice  to  secure  the  season 's  trade,  but  this  year  they  took 
all  the  orders  on  the  early  trip,  with  an  increase  in  the 
volume  of  business  of  25  per  cent.  This  shows  there 
was  no  hesitation  to  buy  on  the  part  of  the  retail  trade. 

The  wholesale  trade  is  also  in  good  shape.  The  man- 

ager of  a  men's  furnishing  department  states  that  in  his 
department  they  had  experienced  the  best  six  months 

tiiey  ever  had,  knit  goods,  of  course,  contributing  towards 
this  desirable  condition. 

V 

Knitted  Bathing  Suits  for  Men. 

It  is  not  often  that  novelties  appear  in  men's  bathing 
suits,  either  in  style  or  material.     A  departure  from  the 

tape,  and  as  loops  are  woven  into  the  band  a  white  web 
belt  can  be  worn. 

Something  different  is  a  one-piece  suit  buttoning  on 

the  left  shoulder,  with  a  full-length  shirt  woven  into  it. 
The  trunks  are  knitted  from  the  waist  line  on  the  inside 

of  the  shirt.  The  result  is  a  one-piece  suit  with  a  two- 

piece  effect. 
V 

Advance  on  Balbriggans. 

Underwear  prices  are  firm  with  apparently  no  chance 
of  a  decrease.  There  is  a  slight  advance  on  all  lines  of 
Balbriggan  for  Spring.  Egyptians,  however,  bear  the 
greatest  advance,  this  means  a  slightly  inferior  garment 
for  the  same  money  than  heretofore. 

Foreign  underwear  manufacturers  have  up  to  the  pres- 
ent done  much  the  same  amount  of  business  for  Spring 

as  last  year,  but  some  of  them  have  not  experienced  the 
increase  they  would  wish.  Tiiis  is  no  indication  of  the 

state  of  general  trade,  but  is  owing  in  some  degree  to  the 

Some  of  the  latest  fancy  patterns  in  children's  half  hose. 

ordinary  material  is  a  fairly  heavy  knitted  suit  shown 

by  a  men's  furnishing  store.  This  is  a  two-piece  suit  in 
plain  colors,  grey  being  noticeable.  The  shirt  or  sweat?r 
is  sleeveless,  and  the  armholes  are  finished  with  white, 
red,  and  grey  wool  trimming,  the  grey  being  a  contrasting 
shade.     The   pants   are   knee   length    and   fastened   with 

fact  that  there  are  certain  lines  which  they  are  unable 
to  place  in  competition  with  the  lines  of  Canadian  manu- 

facturers who  are  successfully  holding  their  own  against 
certain  lines  of  imported  goods. 

There  has  been  a  greater  demand  for  athletic  under- 

wear.    Nainsook  in  short  sleeves  and  knee  length  have 
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iry. 

The    Value    of    a 

Black    Stocking    is 

Determined     by 
the  Dye 

If  the  dye  isn't  fasi  and  pure, 

it's  dear  at  any  price  and  unde- 
sirable. 

Your  customers  dcn't  want  such 

stocking's — and  we  know  you 

don't  wish  to  sell  to  them — if 
you  know  it. 

\'ou  can  always  rely  upon 
Hernisdorf-Dyed  Fast  Blacks — in 
dye,  quality  and  finish  they  stand 

supreme  in  the  world's  hosiery history. 

The  stamp  on  the  toe  is  your 

safeguard.' 

The  name  that  sells  the  stocking— 

WORKS : 
CHEMNITZ,   SAXONY 

American  Bureau  : 
235  West  39th  Street,    New  York 

We  supply  booklets,  cuts,  showcards  and  helpful  advertising 
suggestions  FREE  to  Hermsdorf  merchants.    Write  us. 

>cil(l  Well  ill  rclail  >l(iri's,  ami  llii'ie  \\\\\v  hci'ii  j^ood  sak's ill  inr>li. 

Owiiii;'  to  llu'  |iii|)iilarily  uT  |lir  allilrlic  slvlr  of  undcr- 

wi'ar  for  SiiinnuM-  wear,  il  is  said  llial  a  iimiihcr  dl'  iiianii- 
racliirers  iiavc  lalrly  Ixhmi  uixiiiu'  ninrc  alli'iilidii  lo  llir 
sluirl   sleeves,  slimi    drawer  suit. 

.ViiHiir^-  cliilihH'ii 's  kiiillcd  wear  Inr  l''all  is  sJMiwii  a 

kuilled  suit  iiudiidiiiL;-  l(i(|uc,  swcalci',  willi  lar^c  collar,  and 
overalls  witii  IVcl  :illa(du'd  in  i)laii  ('(dors  of  kliii',  red  aiu; while. 

Condition  in  the  Chemnitz  Market. 

Tlie  knit  guuds  iiidiisliv  nl'  ('lu'niiiilz  and  dislrict  is 
reported  as  busier  iiuw  lliaii  it  has  bi'eu  for  lime  past. 

There  is  a  continued  deinantl  for  belter  classes  of  g-loves, 
I  he  demand  from  soul  hern  KuroiJe  beinj;'  decidedly  good. 
A  larj;e  volume  of  orders  was  taken  lalidy,  and  prices 

are  lair,  allliougii  prolils  lia\e  iiol  been  (juile  up  lo  ex- 
peclalions  in  some  iiislaiices. 

Following-  the  death  of  King  Edward,  large  (juantities 
of  fabric  gloves,  laces  and  gauze  material  have  bee:i 
bought  by  British  and  continental  houses.  For  a  little 
while  it  was  impossible  lo  nearly  meet  the  demand  for 

black  gloves,  not  only  in  Chemnitz,  but  in  surrounding 
manufacturing  cities. 

Trade  with  America  has  fallen  off  since  the  new  tariff 

bill  became  law.  American  buyers  are  not  willing  to  pay 
the  prices  which  existed  before  the  passing  into  law  of 

that  bill,  and  it  is  questionable  if  Ch'emnitz  manufactur- 
ers, who  accept  orders  at  prices  Americans  are  willing  to 

pay,  are  making  more  than  cost,  and  may  be  losing  money. 
The  only  reason  that  they  have  been  accepting  orders  un- 

der such  conditions  has  been  that  they  are  desirous  of 

cutting  down  the  large  stocks,  Avhich  accumulated  during 
Ihe  first  month  of  operation  of  the  tariff. 

There  are  unanllienticated  rumors  in  Clieinnitz  that  a 

revision  of  the  tariff  may  be  soon  exjiected  during  the 
next  session  of  Congress,  and  that  German  made  articles 

will  be  favored  more  by  this  revision  than  by  llie  in-esent law. 

V 

Hosiery  Sales. 
Relailei's  ai'e  always  interested  in  \vliat  the  other 

fellow  is  doing,  and  the  somcwdiat  extensive  hosiery  sales 

which  have  recently  been  held  in  the  larg-e  departmental 
houses  have  brought  (uit  values  which  may  prove  some- 

what of  an  inspiralioii  to  buyers  in  smaller  places.  Silk 
lisle  and  lisle  thread  fancy  half  hose  were  displayed  at 

l.jc  a  pair,  the  original  value  being  up  to  45c  a  pair. 
Ladies'  lisle  and  cotton  hose  were  offered  at  15c  a 

pair,  and  these  were  only  two  out  of  a  great  variety  of 
lines  and  prices. 

It  might  be  thought  that  there  is  not  much  profit  hi 

selling  lisle  half  hose  at  15c  a  pair,  neither  there  is,  but 
if  these  cheap  lines  of  hosiery  attract  people  in  crowds  to 

the  store,  in  an  off  seasoHj  when  business  would  other- 
wise be  quiet,  and  these  people  probably  walk  through  the 

store  and  find  that  some  other  article  at  regular  price  ii 

just  what  they  want,  and  this  perhaps  repeated  iu  hun- 
dreds of  cases,  such  sales  would  seem  to  be  profitable? 

Sale  lines  are  certainly  bought  np,  these  stores  make  sure 

that  customers  know  about  the  bargains  for  each  succeed- 

ing day,  through  their  advertisements,  which  state  exactly 
without  waste  of  words  what  the  lines  are,  and  why  they 

are  offered  at  reduced  prices.  Sometimes  the  regular 

price  is  quoted,  or  what  the  goods  were  originally  worth, 
as  well  as  the  sale  price. 
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A  Selling  Point  that 'Talks'! Every  sale  of 

5f 

Cumfy-Cut 
wins  a  regular  customer 

because  it  is  an  improved 

line  containing  every  de- 
tail for  comfort  and 

satisfaction. 

The  Shoulder  Straps 

That  Can't  SUp  Dov^n 
That's  the  leading  feature  of  "  Cumfy-Cut,"  but  it 

has,  moreover,  all  the   fit,   finish,   softness   of  texture 

and    comfort   in   wear    that    cannot    fail    to   commend    it    to    your 

particular  customer. 

Fall  in  line  with  the  wide-awake  dealer  and  feature  '  CUMFY-CUT.' 

WRITE  FOR  DETAILS  AND  PRICES 

S.  LENNARD  &  SONS,   -  Dundas,  Ont. 
Who  have  the  exclusive  right  to  produce 

"Cumfy-Cut"  in  the  Dominion  of  Canada 

OR  TO 

RICHARD  L.  BAKER  &  CO. 
100  WELLINGTON  ST.  WEST, 

SOLE  SELLING   AGENTS 

TORONTO 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Look  Ahead  and  Book  Ahead  on 

Spring  Orders  for  the 

The  popularity  of  this  knitted  waist  for  children  increases  season 
after  season. 

In  spite  of  the  numerous  additions  we  have  made  to  our  mills,  our 

capacity  is  taxed  to  its  utmost. 

This,  more  than  anything  else,  is  the  best  evidence  we  can  offer 

that  the  NAZARETH  WAIST  is  the  easiest  selling  and  greatest  selling 

children's  knitted  waist  on  the  market. 

The  fabric  is  elastic  and  porous.  Fronts  are  sateen.  Buttons  are 

unbreakable  bone.  Tapes  are  placed  right  to  support  weight  of  outer 

garments  direct  from  shoulders. 

Every    garment     V'f^"^    built  for  service  and  guaranteed  perfect 

by    this    trade-mark 
in  red. 

Place  your  Spring  orders  with  your  wholesale  house    now    and 

take  no  chances  with  delays  or  disappointments. 

I  Nazarerh7     Milli  at 
Naizareth, 

Pa..    U.S.A. 

*^Glml0&Sp4i 

350   Broadway, New   York 

Canadian    Representatives  : — 

E.  H.  Walsk  ̂   Co., 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 
the    genuine  NAZARETH  Waist: 

Halifax,  N.S. Quebec,    Que. Ottawa,  Ont. Toronto.  Ont. 

J.  4  M.  Murphy Thibaudeau  Frercs  4^  Cic. John  M,  Garland,  Son  4  Co. John  Macdonald  4  Co. 
W.  i  C.  Silver McCall.  Shchyn  4  Co. St.  John,  N.B. Beattv.  Kerr  4  Vcrner 
Smith  Bros. Gauvreau.  Beaudry  it  Cie. W.  R.  Brock  Co..  Ltd. 

Kingston.  Ont. Montreal,  Que. The  Vassie  Co..  Ltd. 
Frank  Skinner  4  Co. 

Gordon.  Mackay  4  Co. 
Denton,  Mitchell  4  Duncan 

Macoee  4  .Minnes W.  R.  Brock  Co..  Ltd. Manchester,  Robertson  4  Allison Northway  Bros.  4  Winger 

London.  Ont. 
Gauli  Bros.  4  Co.,  Ltd, 
Grcenshields  Ltd, 

Scovil  Bros..  Ltd. Vancouver.  B.C. 

McMahen.  Graneer  i  Co. Hodgson,  Sumner  4  Co. Winnipeg,   Man. The  Gault  Bros.  Co. 
R.  C.  Struthers  4  Co. A.  Racine  4  C. R.  J.  Whitla  4  Co.,  Ltd, 

Calgary,  Alta. Robinson,  Little  4  Co. Brophy.  Parsons  4  Rodden Robinson,  Little  4  Co. 
Dickison,  Nicbohon  4  Co. Kyle.  Cheesbroueh  4  Co. 

Mcliityre,  Son  A  Co. 
Peterboro,  Ont. 

W.  R.  Brock  Co.,  Ltd. 

P.  P.  Martin  4  Co. W,  J.  Hopwood A.  0.  Morin  t  Co. 

Please  mention  The   Review  to  Advertisers  and  Their  Travelers. 
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Hygeian to  all  other  makes. 

ff 

has  become  firmly  established  in  the  good  graces  of  Canadian 
women    because    of    its    unvarying    excellence    of    quality. 

ALL  JOBBERS  SELL  "HYGEIAN  BRAND 
AND     HAVE    FULL     STOCK     FALL     GOODS    ON    HAND 

  TRAVELLERS    ARE    NOW    SHOWING    SAMPLES   FOR    SPRING    1911   

EAGLE  KNITTING  COMPANY,  Ltd. 
Controlled  by  J.  R   Moodie  &  Sons,  Limited 

HAMILTON  ONTARIO 

The  same  la  true  of  "  Hygeian  Wafaf  " 

Please  mention  The  Review  to  Advertisers  and  Their  TraveUrt, 
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^  KNITTING  WOOL 

3'MADE  IN  ENGLANDd 

BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our  Canadian  Agent 

David  M.  Chorlton 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR   AGENT  has    LARGE  STOCKS   ON   HAND    of    these    BRANDS 
IN   ALL  SHADES. 

UNSHRINKABLE WOOL 

NDERWEA 
LADIES' 

Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
'STAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 
parts  are  strengthened  and 

extra  spliced. 

PATENT    5 

These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

jyjiolrsate  only 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

HE     LEADING     ENGLISH     UNDERWE 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Distinctly 
a  Good  Buy ! 

A  bad  buy  of  knit  tjoads. 

m  cans  good- 
bye to  profits. 

But  you'll  find 
that 

Dominion  Brand 

Knit  Go^ds  is  the  best  buy 

you  can  make.  The  Domin- 

ion range  is  complete,  in- 
cluding : 

Ladies',  Children's  ■ 
and  Misses'  Underwear,  Ribbed  and 
Plain  Hosiery,  Socks,  Mittens, 
Toques,  Overhose,  Golfers,  Coat- 
Sweaters,  etc. 

Every  garment  thoroughly  well  made  and  neatly 

finished.       Write  us   for  samples   and   prices. 

A.  Biirritt  &  Company 
Mitchell         _         _         _         Ontario 

This  Ad.  Will  Appeal 
to  Business  Men 

In  "Ceetee"  Underwear  the  Dry  Goods  Trade  has 
a  line  that  cannot  help  being  a  good  seller. 

We  make  every  garment  just  as  well  as  underwear 

can  possibly  be  made;  and  we  stand  behind  every 

"Ceetee"  garment  with  a 

Positive  Guarantee 
of  perfect  make  and  absolute  unshrinkability.  And 

remember  this:  "Ceetee"  Underwear  is  half  sold  to 

your  customers  before  you  buy  it,  because  it  is  force- 

fully and  continuously  advertised  fom  one  end  of 

Canada  to  the  other. 

Obviously  it  is  to  x/our  interest 

to  push  "Ctetee"  Underwear. 

The  C.  Turnbull  Co.  of  Gait 
Limited 

Gait  -         -         -  Ontario 

'riu'  ;ul\('rlisiii<;-  ol'  lar^'e  stores  has  been  consistent, 
to  tiu'  t'xtent  that  llic  ad\l.  pane  lias  become  somewhat 

of  news  value,  and  oL'  lireat  interest.  The  curiosity  oi' 
customers  is  thus  aroused,  and  wlien  they  go  to  the  store, 

ii'oods  are  in'oininently  displayed. 

V 

Egyptian  Cotton  Likely  to  go  Higher. 
It  seems  inevitable  that  .\mei-ieaii  cotton  will  luihl  tc 

a!)t)ut  the  same  price  as  it  is  to-day.  In  fact  it  may  ."i'o 

liiuher  in  sympathy  with  Eo'vptiau,  which  will  douhtlcs;^ 
cost  more  money  before  the  end  of  the  year. 

It  is  expected  that  wool  will  hold  Hrm  until  the  end  oi 

tlu'  year,  but  tlu'  bc.uiuuiiiL;'  of  1911  will  see  a  slight 

easinji'  off,  but  not  nearh'  so  uincli  as  people  anticipate,  ir. 

fact,  only  about  •">  p^r  cent. V 

Ladies'  Sweater  Coats. 

Ladies'  sweater  coats  li;i\(.  been  selling'  well.  By 
some  I'ctailei's  the  3t)-iuch  leuj;ths  are  found  to  be  the 

most  wanted,  jjrices  rau,<;inj;-  from  $4.50  to  $6.00.  Coats 
from  45  to  48  inches  are  also  lakino-  well.  In  other 

stores,  particularly  for  the  ixijjular  demand,  pi'eference 

has  been  shown  for  the  shorter  I'atlier  than  the  longer 
lengths  at  $3.00  to  $0.00. 

Among  the  new  styles  for  Fall  will  be  shown  a  coal 

made  in  peasant  style,  with  liigh  standing  collar  buttoned 

on  shoulder  and  down  the  side  in  plain  knit  and  plain 

colors,  27  or  29  inches  long. 

Commenting  upon  the  industrial  activity  in  Notting- 

ham, the  Drapers'  Record  states  :  "There  are  two 

bright  spots  so  far  as  Nottingham's  chief  industry  is 
concerned — hosiery  and  the  making-up  departments.  In 
the  former  orders  are  not  sought  after  by  the  principal 

makers  for  the  simple  reason  that  all  the  available  ma- 
chinery is  hard  at  work,  and  likely  to  be  so  for  several 

months  ahead.  It  is  truly  surprising  the  quantity  of 

goods  which  are  now  being  exported  to  Canada,  South 

Africa,  Australia,  and  New  Zealand.  In  fact,  all  our 

colonies  appear  to  be  doing  well  and  buying  manufactur- 
ed goods  from  the  Mother  Country  in  larger  quantities 

than  ever  previously  known.  The  business  in  the  making- 

up  department  for  blouses,  fancy  neckwear  and  ladies' 
and  children's  underclothing  is  keeping  up  wonderfully 
well,  and  seems  to  give  one  the  improssi(m  that  there 

is  a  true  and  real  revival  in  trade  in  our  large  manufac- 

turing centres." Reports  from  Bradford,  Eng.,  show  that  colonial  and 

home  grown  wool  values  continue  very  firm,  and  any 

alteration  in  quotations'  for  raw  or  combed  varieties  are 

always  in  an  upward  direction.  This  improved  healthi- 
ness has  no  doubt  been  brought  about  by  the  recently 

incieased  buying  operations,  both  on  the  part  of  spinners 

and  manufacturers,  most  of  whom  now  have  sufficient 
business  on  their  books  to  keep  machinery  fully  employed 

up  to  the  end  of  the  present  year. 

The  firmness  of  colonial  merinos  may  be  largely  at- 
tributed to  the  increased  business  in  worsted  coatings  for 

the  coming  spring  season,  which  has  lately  been  placed 
on  account  of  Japan  and  some  of  the  principal  colonial 
markets.  This  class  of  fabric  consumes  these  fine  wools 
very  rapidly. 

The  present  high  price  of  merinos  will  have  a  ten- 
dency to  cause  woollen  fabrics  to  be  in  some  cases  sub- 

stituted for  worsted  cloths  for  the  coming  Spring  season 

in  the  case  of  the  cheaper  classes  of  dress  goods  ma- 

terials, but  this  movement  will  probably  be  less  in  evi- 
dence than  it  has  been  for  the  winter  season. 
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Three  "Zimmerknit"  Underwear  Specialties 
special  Announcement  to  the  Trade 

Interlock 
Velvet 
Rib 

Porous-Knit 

Silkette 

The  "INTERLOCK  VELVET  RIB"— A  new  garment  to  the 
underwear  trade  of  Canada  is  now  being  produced  by  this 

company.  The  fabric  is  a  beautiful  soft-rib — very  elastic — 
with  a  fine  smooth  surface  like  Balbriggan.  These  garments 

will  have  splendid  wearing  qualities  and  are  especially  suit- 
able for  combinations.  None  genuine  without  this  label 

"INTERLOCK  VELVET  RIB,  Patented  Feb.  16,  1909." 

We  control  the  porous-knit  fabrics  as  shown  in  our  large 
range.  There  is  a  phenomenal  demand  for  these  hot  weather 

garments. 
The  best  underwear  that  money,  skill  and  improved  machin- 

ery can  produce— a  fabric  we  have  specialized.  This  line 
has  become  the  Edition  de  Luxe  of  Canadian  Underwear. 

The   Zimmerknit  Range  also  includes  Plain  and  Fancy   Balbriggans  in   all   styles 
and  colors  ;   Lisle  Threads  and  Outing  Garments. 

SOLD        BY       ALL       LEADING        WHOLESALE        HOUSES 

Zimmerman  Manufacturing  Co.,  Limited 
HAMILTON         [:         :  ONTARIO 

Flease  mention  The  Review  to  Advertisers  and   Their   Travelers. 
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OCTOBER    1ST    OPENS 
DRESSING 

One  Hundred  and  Forty  Dollars  in 
Every   dry  ̂ oods  salesman  in  Canada  has  an  equal  chance   of  winning  a  substantial  money  prize, 

qualifications  except  initiative,  orifiinality,  and  ̂ ood  taste  are  necessary. 

No 

Advertising 
Value  of 
Window 
Displays I 

N  a  little  over  a  month's 
time  the  window  dress- 

ing contest  W'lhich  we  an- 
nomiced  last  Spring,  will 
start.  Every  ambitious 
sales  clerk,  every  pro- 

gressive dry  goods  man, 
is  preparing  to  take  an  active  part  in  one  of  the 
biggest  advertising  contests  ever  inaugurated  in  the 
underwear  trade. 

The  smallest  retail  merchant  knows  that  the 

compelling  attractiveness  of  an  artistic  window  trim 
creates  more  direct  sales  than  almost  any  other 

form  of  publicity.  The  w'ell-dressed  window  catches 
people  w'hen  they're  in  the  buying  mood,  it  inter- 

ests— it  is  suggestive — it  displays  attractively  the 
salient  features  which  create  desire  and  induce  im- 

mediate sales. 

Con- ditions 

of 
I    nnfpcf N 

O  expense  need  be  incurred 
for  this  contest,  either  by 
the  merchant  or  his  clerk. 
All  that  is  necessary  is 
sufificient  Hewson  Under- 

wear in  stock  to  make  an 
effective  trim.  It  is  to  be 

assumed  that  every  men's  wear  merchant  who  han- dles underwear  will  have  sufficient  stock  on  hand 
to  enable  his  salesman  to  enter  this  contest  and 
make  a  good  showing.  It  will  cost  flae  sales  clerk 
nothing  to  enter — not  even  extra  time;  for  win- 

dows must  be  dressed  regularly  in  the  well-con- 
ducted store;  and  it  is  just  as  easy^ — and  probably 

easier — to  design  and  arrange  a  display  of  Hewson 
Goods  than  anything  else.  There  being  just  one 
line  for  the  window  dresser  to  arrange,  and  that 
of  material  which  calls  for  no  careful  draping  and 
color  blending,  such  as  neckwear,  for  example. 

RULES  GOVERNING  CONTEST. 

A  series  of  cash  prizes  is  offered  for  photographs 
of  the  best  trims  submitted  to  us  during  the  month 
of  October,  1910. 

Contest  opens  October  i,  and  closes  October  31, 
Contest  is  open  to  sales  clerks  only. 
Each  photograph  submitted  must  be  accom- 

panied by  a  letter  from  the  dealer  himself,  affirm- 

ing that  the  trim  was  designed  and  arranged  by 
the   contestant. 

Every  display  must  contain  at  least  one  Hew- 
son Window  or  Sliow  Card,  and  one  of  our  new Posters, 

The  prizes  to  be  awarded  for  the  best  designs 
are  as  follows:  (i)  $50.00;  (2)  $25.00;  (3) 

$15.00.  Also  $5.00  will  be  awarded  for  each  of 
the  next  ten  best. 

The  editors  of  "Clothier  and  Haberdasher"  and 
the  "Dry  Goods  Review"  have  kindly  consented 
to  act  as  judges.  Their  acknowledged  position  in 
the  trade  will  insure  just  and  fair-minded  decisions. 

HEWSON  WOOLLEN  MILLS, 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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THE  HEWSON  WINDOW 
CONTEST 
Cash    Prizes   To    Be   Distributed 

Your  employer  will  supply  the  window  aud  the  stock.      We  will  supply  the  cards  and  the  posters.      Start 

early  on  your  design  for  trim.     Prepare  to  io  in  with  your  mind  made  up  to  win — chances  are  that  you  will 

Look  for  the 

Hewson  Dealers*  Windows 
and  wh-cn  you  find   ihem  you'll   find     Underwear  comes  from  Nova.  Scolia 
Unden\ear  contentment  sure.  — renowned   for  its  &heep  which  pro- 

II  IS  not  possible  for  any  underwear,     duce  the  softest,  and  fleeciest  of  line 
no  matter  what  ihe 

pnce.  1 0  provide 

greater  comfort  or 

better  quality  than 
IS  to  be  found  in 

HewsoD.  You  may 

pay  more  for  fancy  extras  but  you  can -m  fit. 

HEWSON'S UNSHRINKABLE 

UNDERWEAR 

wool.     Hewson  Un- 

derwear IS  unshnnk- 

able  and  gives  U»t- 

ing  wear.  Most  deal- 
ers sell  Hewson  Un- 

derwear —  look   for 

the  posters  and  show  cards  in  windows 

not  get  more — m  fit.  wear    or    dura-     — tut  if  your  dealer  doesn't.  Write  to 
bility  us  and  we  will  give  you  the  name  of 

The  wool  used  m  making  Hewioo     nearest  Hewson  man.  b^  return  mail. 

HEWSON  WOOLLEN  MILLS,  Limited,  Amlierst.  N.S. 

National 

Advertising 

Campaign 
for  the 

Consumer s 
STARTING  this  month 

we  will  place  in  the  leadi- 
ing  Canadian  newspapers, 
advertisements,  three  col- 

umns wide  and  tiine 

inches  deep.  These  ad- 
•  vertisements  will  tell  by 

striking  pictures  and  strong  arguments  just  why 
it  pays  to  buy  Hewson  Pure  Wool  Unshrinkable 
Underwear  and  Hewson  Sweaters  and  Sweater 
Coats. 

The  advertisement  reproduced  herewith  shows, 
in  reduced  form,  the  style  of  these  advertisements. 

Here  is  a  list  of  some  of  the  publications  which 

will  be  used  for  this  campaign: 

Montreal  "  Star  " 
Winnipeg  "Free  Press" 
Edmonton  "Bulletin"' 
Charlottetown  "Guardian" 
Halifax  Presbyterian  "Witness 

Moncton  "Times" 
Toronto  "Globe" "Canadian  Courier' 

Vancouver  "  Province  " 

Truro  "News" Halifax  "  Nova  Scotlan" 
Toronto  "Mail  and  Empire" 

Calgary  "Herald" London  "Free  Press" 
Chatham  "Commercial" 

St.  John  "Telegraph" The  combined  circulation  of  these  important 
papers  will  reach  approximately  one  million  of  the 
best  people  in  Canada. 

This  means  that  through  this  aggressive  con- 
sumer campaign  a  large  proportion  of  this  million 

people  will  be  influenced  to  ask  for  Hewson  goods. 
Now  the  question  for  you  to  ask  yourself  and 

answer,  is,  "Am  I  going  to  be  one  of  the  dealers 
to  help  to  supply  that  demand?" 

If  the  answer  is  "Yes,"  then  the  short  time  that 
must  elapse  between  now  and  the  starting  of  the 
campaign  should  induce  you  to  lay  in  a  large  enough 
stock  to  supply  your  share  of  the  demand  and  in- 

cidentally give  your  man-behind-the-counter  a 
chance  to  make  a  showing  in  the  window  dressing 
contest. 

end  for 

Booklet 

which  Gives 

Complete 
Instructions 

E 
VERY  dry  goods  salesman 
should  send  for  his  copy 
of  our  booklet,  which 

gives  complete  details 
regarding  the  window 
dressing  contest.  Your 
name  on  a  post  card  will 

bring  it  promptly.  Write  for  it  to-day  and  get 
ready  to  win  your  portion  of  the  prize  money  that 
your  intelligence,  good  taste  and  experience  entitle 

you  to.  You're  not  going  to  let  anybody  beat  you 
out.  You're  going  to  win.  Get  the  idea  firmly 
fixed  in  your  mind' — and  start  right  in. 

77n'\  is  llir  last  time  this  ainiouucemeiif  will  ap- 
h 

Don't  Forget  to  Write  U«  for  Poster  and 
Window  Display  and  Show  Cards 

MERCHANTS— Show  this  advertisement  to  your  staff.  En- 
courage them  by  your  interest  in  it.  Let  them  have  a  window 

and  enough  Hewson  stock  to  make  a  good  display.  You  will 
look  on  it  as  a  good  piece  of  business  later  on,  when  you  see  the 

customers  come  trooping  in.  Mark'the  day  on  the  calendar  now as  a  reminder  for  your  display. 

LIMITED,   AMHERST,  N.  S. 

Wk 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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There  is  only 

one 

BRADLEY 
FULL-FASHIONED 

MUFFLER 

And  the  Bradley  is  the  only 
Muffler  authorized  under 

patent  to  be  made  with  the 

V  Neck 

People  everywhere  are  anx- 
ious to  buy  Bradley  Mufflers 

for  the  simple  reason  they 

are  the  only  really  perfect- 
fitting  mufflers  made. 

They  hug  the  wearer's  neck 
closely  and  do  not  crawl  up 
under  the  coat  collar. 

The    retail    price    of    Bradley's 
Mufflers  is  the  same  everywhere  : 

50  cents 

Merchants  selling  V  Neck  Mufflers  that  are  not 

"The  Bradley  "  will  be  prosecuted. 

MONARCH  KNITTING  COMPANY,  Limited 
DUNNVILLE,  ONT. ST.  CATHARINES,  ONT. 

BUFFALO,  N.Y. 
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THE    LINE   THAT   WILL    MAKE   YOUR 

HOSIERY  DEPARTMENT 

AN  ASSURED  SUCCESS 

From  the  merchandising,  advertising  and  selling  point 

"Radium  Hosiery'' offers  you  elements  of  strength  that 
will  put  your  department  in  the  front  rank  in  volume 
of    sales,    profits    and    estimation    of    your   customers. 

Our  Salesmen  are  now  shoAving  the  Complete 
Line  of  Radium  Hosiery.    The   Biggest  Range 

in  the  Trade. 

Beginning  next  Spring,  "Radium  Hosiery"  will  be  made 
known  to  the  consumer  through  advertising  in  high-grade 
magazines,  the  daily  press  and  other  forms  of  special  pub- 

licity that  influence  intelligently  the  minds  of  the  consumer. 

BE  SURE  TO  SEE  THIS  LINE. 

Perrin  Freres  &  Cie. 
28  Victoria  Square  Montreal 

Please  mention  The  Review  to   Adve*'tisers   itid   Their  Travelers. 
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The  Keystone  of  Prosperity 

The  one  sure  way  to  make  a  permanent 
success  of  your  underwear  department  is  to 
specialize  on  a  line  of  underwear  so  good  in 
quality  that  it  becomes  your  most  constant 
seller.  That  is  why  most  successsul  dry- 
goodsmen  push 

UNDERWEAR 

for 

MEN,  WOMEN 

and  CHILDREN 

Be   sure   to  see   the   Peerless  Samples  for 
Spring,  1911,  before   placing   your  orders. 

THE  PEERLESS  SELLING  REPRESENTATIVES 
ONTARIO   C.  &  A.  G.  CUrke.  Empire  BuUdinr,  Wellinfftoa  St.  W.,  Toronto 
BRITISH  COLUMBIA   Geo.  A.  Campbell  &  Co. ,  Mercantile  Block,  VaDconver,  B.C. 
QUEBEC   Eraest  Hamel,  115  St.  Joaeph  St,  Qoebec,  Que. 
MARITIME  PROVINCES   G.  A.  WoodiU,  iM  and  21  Roy  Bklff.,  HaUfax,  N.S. 
MANITOBA  AND  THE  NORTH.WEST        ....  We*t«ni  Fabrtc  Co.,  S3  Albert  St.,  Wiooipegr 

Peerless  Underwear  Co.,  Limited 
Hamilton, Ontario 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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WHITE  HEATHER 

REGISTERED  TRADE  MARK 

Baldwin's  2nd  Quality 
a 

BALDWIN'S 

BEEHIVE 

BEEHIVE 

jy 

AND 
Baldwin's  Best 

WHITE  HEATHER 
JJ 

ARE  THE  BRANDS    FOR 

KNITTING-WOOL    SPECIALISTS 
THEY  ENSURE  A  READY  SALE 
Through  leading  Wholesale  Houses.       Samples,  free  on  application,  from: — 

J.  &  J.  BALDWIN  &  Partners,  ltd.      ̂ ^^^^^  g^,, HALIFAX,  ENG.  MONTREAL  &  TORONTO 
ESTABLISHED    1785 

r Britain's  Latest  and  Best! 
t 

n 
"    HOSIERY 

GLOVES  & 

UNDERWEAR 

e  For  I>lGn,  Women  £r  Children 

ALL  WOOL 
UNSHRINKABLE 

►I<l 
i 
i 

yj 

Keen  buyers  are  always  on  the  look-        stockings 
out  for  goods  they  can  recommend       ^^'"E'SSoS GOLF-HOSE 
with  confidence.  GLOVES 

SHIRTS 

Insure  yourself  against  loss  by  stock-       vESTS^ 
ing  the  popular  Hosiery  of  to-day.        SPENCERS 

Successful  Selling  Depends  upon  Rigbt  Buying.    ̂  

L WHOLESALE  AGENTS: 

Messrs.  G.  R.  COPPING  &  SON,  Mr.  A.  B.  COUCH,     Fraser  Boilding, 
27  Melinda  Street,  TORONTO.  43  St.  Sacrement  Street.  MONTREAL. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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PEN-ANGLE 

ATUNSHRINKABJJE^ 

^y    Trade  A(ar/( 

UNDERWEAR 
Write  for 

Pen-Angle 
Hosiery 

Booklet 

Another  big  advertising  cam- 
paign just  starting  in  the 

newspapers  and  magazines. 
We  have  confidence  in  Pen- 
Angle  quality.  So  have  the 
public.  Order  a  good  supply 
now.  There  will  be  a  big 
demand  this  Fall. 

PENMANS 

LIMITED 
Paris 

Canada 

Distinctive  fnToTX 
Feature 

Beaver  Brand 
Knitted  Goods 

You  will  be  safeguardini 

your  own  interests  if  you 
give  us  a  share  of  your  trade. 

Our  range  includes 

Mitts,  Gloves,  Hosiery,   fy 

Tuques,  Jerseys,  ^ Sweater  Coats  and 
Knitted  Caps. 

THE  QUESTION  OF  THE  DAY  IS 
cc 
Do  you  keep  Tiger  Brand 

Underwear  ?" You  hear  it  everywhere  in  all  good  Men's  Wear 
Shops  throughout  the  land,  and  it  means  but  one 
thing — "Tiger  Brand"  Underwear  has  attained 
what  it  justly  deserves— universal  popularity. 
Dealers  who  realize  the  significance  of  this  fact 
are  quick  to  stock  plentifully  for  the  big  fall  sales. 
When  you  are  asked  the  above  question,  and  are 

in  a  position  to  quickly  say  "yes,"  your  customer 

Above  show^s  cut  of  our  registered  cap. 
Made  in  all  colors  and  combinations  of 

colors. 

R.  M.  Ballantyne,  Ltd. 
Stratford,  Ontario 

MARK 
REGISTEflO) 

TIGER  BRAND- 

will  be  pleased  not  only  with  the  "Tiger  Brand" Underwear  but  with  your  readiness  to  supply  his 
wants— that's    what   creates    "steady"    patrons. 

GALT  KNITTING  CO.,  Limited 
GAIT 

ONT. 

ricase  iiioiliuii  The  Review  to  Advertisers  and  Their     Travelers 
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"Oxford"  Underwear 
FOR  MEN  AND  WOMEN 

Samples  of  our  Extensive  Range  for  Spring  1911  are  now 
on  the  road  and  will  be  shown  from  coast  to  coast.  Our 

travelers  will  show  you  the 

'^  Interlock 
ff 

a  departure  in  knit  cloth,  having  a  double  stitch  inter- 
locked, producing  a  fabric  as  soft  as  velvet. 

The  "Oxford"  range  of  Summer  Balbriggans  are  made 
from  perfectly  spun  yarns,  neatly  finished  in  Ecru,  White, 
Salmon  and  Blue. 

HOLD     YOUR     ORDERS     UNTIL 

YOU'VE   SEEN   THE   "OXFORD"   LINE. 

Oxford  Knitting  Co.,  Limited 
WOODSTOCK  ONTARIO 

It  Cannot  Slip  off  the  Shoulder 

Here  is  a  line  of  Underwear— the  "^rmcesig= 
Cut" — with  a  unique  and  unusually 
effective  selling  point,  a  point  that  will 
always    interest   your   women    customers. 

a 

^rinces;s;=Cut'' 
is  the  one  high-grade  underwear  contain- 

ing this  non-slipping  feature.  And 
*' ^rincesfgCut "  is  noted  equally  for  the 
beautiful  evenness  of  its  texture ;  the 

snugness  of  its  fit ;  the  grateful  softness  of  its  surface,  even  after  oft-repeated 
trips  through  the  wash-tub ;  its  great  durability.  If  you  were  to  examine 

every  line  of  women's  underwear  produced  in  the  world,  you  would  find 

nothing  superior  to   *' 3$x\ntt^^€\xi." 
It's  a  Sure  Winner— Ask  your  Jobber  for  it. 

Princess  Underwear,  Limited,  so  Park  st.  North,  Hamilton,  Ont. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Greenshields 
Limited 

Montreal 

Health  Brand 
Underw^ear 

Our  Salesmen  are  now  showing"  sam- 
ples of  Health  Brand  Underwear. 

We  guarantee  the  sizes  to  be  correct 

in  every  number. 

Your  orders  will  be  filled 

promptly 

If  you  require  any  Fall  Hosiery  we  are 
in  a  position  to  fill  your  order  promptly 
with  the  well-known 

MAPLE  LEAF  BRAND 

Why  take  chances  with  inferior  goods 
when  you  can  buy  guaranteed  hosiery  for 
the  same  price  ? 

If  you  w^ill  let  us  know^  your  require- 
ments  we   will   be    pleased    to    send    you 

I      samples. 

I    Goderich  Knitting  Co., 
LIMITED 

Selling  Agents  : 

J.  E.  McClung^, Toronto,  Ont. 

A.  L.  Gilpin, 
Montreal,  Que. 

Fred.  S.  White, 

St.  Stephen,  N.B. 

Gerhardt,  Hanley, 

McKay  Co.,  Ltd., 
Winnipeg,  Man. 

BRITANNIA 
The  Best 

Underwear 

for Comfort, 

Shape  and 

Wear 

Guaranteed 

Unshrinkable 

Night  and  Day  Wear  for  Ladies,  Children 
and  Men.     In  all  grades. 

WHOLESALE    AGENT   FOR   CANADA 

DUNCAN  BELL, MONTREAL  and 

TORONTO 

Please  mention  The  Review  to 

THE  HALL-MARK  OF  Regristered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRiNCI- 
PLE,  and  starting  with  TWO  THREADS 

in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 

THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most  needed 

IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unstirinkabli 

THE  ACME  OF  PERFECTION  IN 

FOOTWEAR 

To  be   had    from  any  of   the    Leading 

Wholesale  Dry  Goods  Houses 

Advertisers  and  Their  Travelers, 
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BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 

These  brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 

Order  of  your   Wholesaler. 

ROBERT   HENDERSON 

^r     (^(~)       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 
James  Stanbury  &  Co.,  Toronto 

New  Lines  of  Ladies'  and  Men's 

Rainproofs  and  Waterproofs 
Now  bein^  shown  by  our  Travellers 

TBE  LARGEST  VARIETY  IN  THE  TRADE 

Ladies'  Fall  Coats 
Caracul,  Plush  and  Sealette  Coats 

are  Big  Sellers 

WE    ARE     HEADQUARTERS 

NATIONAL  RUBBER  GO. 
16  Craig  Street  West,  Montreal 

Unshrinkable  Men's  Underwear 
Yielding   You   a   Good   Profit. 

That  is  what  this  Waterhouse  Trade  Mark  signifies.  Water- 
house  products  are  sold  and  recommended  by  the  leading 
wholesale  houses.  Every  garment  is  carefully  made  from  the 
best  yarns  and  is  finished  in  a  way  that  invariably  pleases 
buyers  of  the  better  grades  of  underwear.  Try  it.  Ask  your 
Jobber  for  samples  of  Waterhouse  Underwear  lines  for  your 
assorting  orders  for  Fall. 

THOS.  WATERHOUSE  &  CO.,  Limited    -     Ingersoll,  Ont. 

♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ 

DRY  GOODS  REVIEW 
hfts  enqui.ies  from  time  to  time  from  manufacturers  and  others 

wanting  representatives  in  the  leading  business  centres  here 
ana  abroad. 

Firms  or  individuals  open  for  agencies  in  Canada  or 

abroad  may  have  their  names  and  addresses  laced  on  a 

special  list  Kept  for  the  information  of  enquirer?  In  our  various 
offices  throughout  Canada  and  in  Great  Britain  without 
charge. 

A.ddress  t  Business  Manager. 

DRY  GOODS  REVIEW 
Montreal  and  Xoronto. 

s OUTHALL SANITARY     TOWELS 

S'
 

The  Orig:inal  and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 

the  invention  and  manufacture  of  Southalls'  Sanitary 
Towels  possible.  Since  1880  they  have  become 
widely  known  and  appreciated  as  an  indispensable 

article  for  ladies'  use,  possessing  advantages  which recommend  them  to  every  woman. 
Apply  for  full  particulars  and  samples  to  the  Agent  for  the  Dominion, 

J.  M.  SCHEAK,  Carlaw  Buildings,  Wellington  Street  West,  Toronto 

Southalls'  Accouchement  Sets  (containing  all  Requisites.in  3  sizes). 
Southalls'  Sheets  for  Accouchement  and  other  Sanitary  Specialities. Manufactured    by 

SOUTHALL  BROS.  &  BARCLAY  Ltd.,  Birmingham,  Eng. 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 



Growth  in  Demand  for  Muskrat  is  Exceeding  the  Supply 
Coats     From     Forty     to     Fifty     Inches     in     Length     the     Most     Fashionable 

—  Neckpieces     and     Mui?s     all     Large  —  Smooth-haired     Furs     in     Demand 
—  Fur    Largely    Used    in    Millinery. 

MrSKRAT.  in  coatfi^  is  a  fur  apparently  destined 

to  have  a  specially  good  sale  during-  the  coming 
-easou.  It  is  a  fur  which  wears  well,  in  addition 

to  possessing  a  pleasing  appearance,  and  is  a 
strong  feature  in  orders  from  all  over  the  country.  The 
demand  for  muskrat  has  increased  so  much  within  the 

last  few  years  that  it  is  now  in  advance  of  the  supply, 

and  materially  higher  in  price.  Coon,  while  acknow- 
ledged as  a  warm  nnd  good  wearing  fur,  is  finding  its 

best  sale  in  cities  rather  than  in  country  places  and  the 
smaller  towns. 

V 

Coats  of  Persian  Lamb,  Pony  and  Seal. 
Among  the  liner  and  more  expensive  coats,  those  of 

Persian  lamb,  Kussian  pony  and  seal  are  followed  by  a 
fair  demand  in  some  districts,  for  astrachan.  Few  orders 

have  been  placed  this  season  for  fur-lined  coats,  except 
from  the  country,  and  out  of  the  way  districts,  from 
which  there  is  a  fair  demand.  Muskrat,  squirrel,  hams- 

ter and  Grecian  mink  are  the  furs,  in  order  of  favor,  for 
linings. 

V 

New  Neckpieces  Large. 
While  a  large  number  of  small  throws  and  ties  are 

being  sold  for  the  winter  trade,  the  newest  and  most 
fashionable  neckpieces  are  on  the  larger  order.  Stoles 
are  long,  straight  and  flat,  measuring  from  six  to  ten 
inches  in  width,  and  extending  almost  to  the  bottom  of 
the  skirt  where  they  are  fini.shed  with  tails,  or  tails  and 
heads.  Collars  are  selling  well  in  the  deep  plain  effects, 
many  of  them  as  large  as  capes;  some  with  stole  fronts 
finished  with  heads  and  tails,  or  fringe,  in  a  few  cases; 
others  are  in  square  or  pointed  fancy  effects. 

V 

Large  Flat  Effects  in  Muffs. 
In  muffs,  the  demand  is  for  large  flat  effects,  either  in 

the  plain  pillow  designs,  or  in  the  folded  styles  with  the 
lower  edge  finished  in  one  or  more  points,  and  in  the  more 
fancy  designs,  decorated  with  heads  and  tails,  with  fringe, 
or  with  silk  braid  or  cord  ornaments.  For  the  time  being 

there  is  absolutely  no  demand  for  small  round  muffs. 
All  the  smooth  bright-haired  furs  are  fashionable  for 

small  furs  this  season.  There  is  good  demand  for  mink, 
ermine  and  moleskin.  The  splendid  wearing  qualities  of 
Hudson  Bay  sable,  now  more  often  called  by  its  proper 

name,  skunk,  are  being  realized  more  with  each  succeed- 
ing season,  until  within  the  past  two  years,  this  fur  lias 

almost  doubled  in  price. 

The  present  season  has  seen  a  good  business  done  in 
furs  dyed  to  represent  skunk,  muskrat  being  used  in 

some  eases,  with  perhaps  a  stronger  demand  for  skunk- 
dyed  coon,  which  is  quite  as  good  an  imitation  as  the 

rat,  and  wears  better. 
V 

Fur  Extensively  Used  in  Millinery. 
Fur  will  be  extensively  used  this  season  for  millinery 

purposes.  Whole  hats  are  made  of  it,  and  facings  are 
also  very  much  in  vogue.  The  black,  and  black  and  white 
varieties  are  the  leaders  in  early  orders  for  this  purpose, 
and  there  is  good  demand  for  seal  and  mole. 

Western  Business  Improving. 
Eailier  in  the  season  fur  dealers  had  reason  to  fear 

that  trade  with  southern  Manitoba  and  Saskatchewan 

would  be  limited,  as  the  threatened  failure  of  crops  made 

mei'chants  dubious  about  stocking  at  all  heavily.  But 
within  the  past  few  weeks,  prospects  have  brightened 
materially  and  the  possibilities  are  that  original  orders 
from  those  sections  will  be  renewed. 

Care  of  Fur  Stocks  in  Summer, 
In  eases  where  merchants  in  small  towns  have  carried 

over  articles  in  fur  from  last  season,  if  they  have  not 

already  thoroughly  looked  them  over,  it  is  most  import- 
ant that  this  be  attended  to  at  once,  as  the  heat  of  the 

past  six  weeks  may  have  multiplied  a  few  stray  moths 
into  an  army  of  destruction. 

It  is  not  the  moth  fly  that  does  the  damage  but  the 
worm  before  becoming  a  fly,  and  some  means  must  be 
taken  to  get  rid  of  this  latter  if  they  are  present  in  any 

goods. 
In  large  centres  where  cold  storage  is  available  if 

goods  are  put  away  clean  little  thought  need  be  given  to 
them  until  the  time  arrives  for  placing  them  again  in 

stock,  but  where  ordinary  dry,  cool  cellars  have  to  be  re- 
lied upon  great  care  and  attention  must  be  given  to  guard 

against  damage  and  consequent  loss.  The  goods  should 
have  been  well  beaten  with  a  light  cane,  shaken  out  and 

packed  separately  in  several  thicknesses  of  paper  and 
the  whole  packed  in  boxes  or  well  lined  cases.  These 
should  be  gone  over  several  times  during  the  summer,  say 

at  intervals  of  6  or  8  weeks,  and  always  packed  as  thor- 
oughly as  will  keep  the  moth  fly  from  finding  entrance 

to  deposit  it's  eggs  which  resemble  very  coarse  pepper. 
These  develop  into  small  worms;  and  it  is  wliile  in  this 

state  that  they  do  their  damage. 
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Invite  Trade 

By  making  your  store  attractive.  "Classik'*  em- 
bossed steel  ceilings  and  walls  are  not  only  fire- 

proof and  hyeicnic,  but  are  very  artistic  and  will 

last  forever.  Send  for  cataloffue  "A".  It  shows 
hundreds  of  designs  for  stores,  etc. 

The  Gait  Art  Metal  Co. ,  Ltd.,  Gait,  On  t. 

HANSON'S 

WOOLLEN  SOCKS 

G.  E.  Hanson Hull,  Que. 

ARE    YOU   UP  IN    THE  AIR? 

Are  you  looking  for  new  ideas  to  stir  up  interest, 
infuse  new  life  into  your  business  and  bring  per- 

manent increased  sales? 
We  reduce  or  close  out  stocks  of  merchandise  in  a 

most  satisfactory  and  profitable  manner  by  means 
of  our  Successful  Special  Sales.  Inquire  to-day  for 
our  proposition. 

FRED  W.  WEBER  &  COMPANY 
427  East  47th  Street,  Chicago,  Illinois 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 

tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 

logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 
(Incorporated.) 

  310  Fifth  Avenue.  Chicago.  III.   

Better  Li^ht   and   Cheaper 

For  YiC  an  hour  you  can  light  your 
store  better  than  eUctricity  or  city 
gas  and  cheaper  than  coal  oil  or 
candles.  Colors  show  same  as  bv 

day  light.  Send  to-day  for  circular 
and  special  price  to  merchant  direct. 

MERRICKVIILE, 
Ontarh MACLAREN  &  CO. 

Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 

Toronto  and  Montreal 

■Write  for  samples. 

Correspondence  Invited 

E.  R.  BOLLERT 
MANUFACTURERS'  AGENT 

BuiS'"'"'  Vancouver,  B.C. 
Can  give  strict  attention  to  one  or  two  first-class 

Agencies.     Highest  references. 

Window  and  Store  Decorations, 
Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

359  W.  Chicago  Ave.  CHICAGO 

Largest  Itnporters  and  Manufacturers 

Send  for  Catalogue  R 

The  Commercial  Account  Register 
pays  for  itself  in  a  few  months.  For  simplicity  quick 
ness  in  operation,  durability  and  elegance  in  con- 

struction it  has  no  equal.  Cuts  out  bookkeeping  and 
fits  any  safe.  Send  postal  for  catalogue  and  Can- 

adian testimonials. 

COMMERCIAL  REGISTER  CO. 
178-180  Victoria  St..  Toronto,  Ont. 

What  Other  Merchants 
Have  Found  to  Pay 

In  order  to  clinch  the  co-operation 
necessary  between  the  dressmaking  and 

dress  g-oods  department  a  merchant  an- 
nounces that  "to  avoid  disappointments 

this  season,  all  materials  made  in  our 

dressmaking  department  must  be  pur- 
chased in  the  store,  e.Kcept  in  extenuat- 

ing circumstances  of  people  living  at 
a  distance  and  who  are  unable  to  come 

to  this  town."  Having  a  dressmaking 
department  with  a  reputation  for  its 
work,  that  merchant  is  unwise  who  will 
countenance  any  other  policy  than  that 
which  makes  it  assist  his  dress  goods 
section.  #    *    * 

A  dry  goods  merchant  in  a  country 

town  found  that  it  paid  to  send  mem- 
bers of  his  staff  into  the  surrounding 

country  for  the  purpose  of  calling  on 
customers  and  those  who  were  not  but 

should  have  been.  The  people  who  fre- 
quently did  business  at  the  store  ap- 

preciated the  visit,  while  from  the  pro- 
bables the  salesmen  not  only  received 

a  hearty  welcome,  but  learned  of  some 
things  that  were  applicable  to  the 

store's  policy  and  which  eventually 
brought  new  business. 

A  merchant  who  believes  that  close 

personal  attention  to  home  opportuni- 
ties will  bring  him  the  home  trade,  de- 

votes a  short  period  each  day  to  the 
writing  of  letters  to  people  whom  he 
has  reason  to  know  patronize  the  mail 
order  houses.  These  letters  are  cour- 

teous and  to  the  point,  and  contain  for 
the  most  part  items  of  store  news 
which  the  merchant  feels  will  interest 
the  customer.  He  has  found  that  these 

letters  have  diverted  many  a  dollar 
from  the  mail  order  house  to  his  own 
cash  drawer. 

*    *    » 

A  men's  clothier  has  arrived  at  the 
conclusion  that  salesmanship  can  be 
helped  considerably  by  so  planning  sizes 

and  all  other  necessary  information  per- 
taining to  garments  that  they  can  be 

plainly  seen  by  the  customer.  Thus, 
instead  of  putting  sizes,  prices,  etc.,  of 
trousers  in  an  obscure  place  inside  the 
band,  he  has  the  ticket  in  full  view  with 

every  point  for  the  customer's  informa- 
tion in  plain  writing.  He  states  that 

this  plan  attracts  the  attention  of  peo- 
ple who  would  otherwise  merely  pass 

through. 

METALLIC  CEILINGS 
of  attractive  design  help  to  make  your 

store  an  attractive  place  in  which  to  shop. 

Our  designs  are  exclusive  and  come  in  a 

great  range.  Plain  or  ornamental.  You 

should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co..  Limited,  Toronto 

Buttons !     Buttons  !     Buttons ! 
Are  you  looking  for  up-to-date  novelties  ?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  and  New  York  designs,  suitable  for 
the  manufacturing  trade.  Will  gladly  submit 
samples. 

Embroidery  and    BraidinsT 

Machine  and  hand  work.      Write  us  for  particulars. 

A.  WEYERSTALL  &  CO. 

145  Wellington  St.  West,  TORONTO 

ENQUIRY  SOLICITED 
Dry  Goods  and  Dry  Goods  Specialties, 

Eastern  Provinces. 

SUTHERLAND  &  NELSON 

Manufacturers'   Agents 

ST.   JOHN,  -  -  -  .  N.B. 

WHOLESALERS 

Before  you  go  any  further  with  your  buying 
consider  this  :  The  old  reliable  firm  of 

Hern  Patz,  Oelsnitz  (Saxony)  is  now  repre- 
sented in  Canada,  and  is  prepared  to  show 

you  exceptional  advantages  in  their  Axmin- 

ster  Squares,  Rugs  or  Mats. 
Designs  and  price  lists  upon  application. 

Otto  T.  E.  Veit,  Wellington  St.  W.,  Toronto 

Agencies  Wanted 
We  have  a  staff  of  travellers  covering  entire  Canad- 
ian West,  and  would  like  to  get  into  touch  with  manu- 

facturers of  the  following  lines  wanting  agents  ;— Under- 
wear, Hosiery,  Neckwear.  Shirts,  Fancy  Vests,  Gloves, 

Hats  and  Caps,  Men's  Haberdashery,  etc.  We  have  a 
good  connection  and  splendid  facilities  for  handling 
additional  lines.     Correspondence  snliciteu. 

The  G.  A.  Tranter  Co. 

Suite  9       Cap'tola  BIdK.         Vancouver,  B.  C. 

Write  for  Information 
about  any  line  of  goods  you  do  not  see  adver- 

tised in  The  Review.  We  will  gladly  procure 

the  information  and  supply  it  free. 

THE  DRY  GOODS  REVIEW 

ATERSON 

tiMiTEO 

.The  Wholesale  Millinery  and  Fancy  Dry  Goods 
Houie  of  ths  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL    HOBBV 

THE 

MERCHANTS  MERCANTILE    CO. 

260  St.  James  St..  Montreal 
Mhrcantile  Reports  and  Collections 

Our  metriod  of  furnishing  commercial  raporti 
to  our  subscribers  gives  prompt  and    reliable  in. 
formation  to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Miln  1985 

This  space  will  cost  you 

only  $2o  a  year,  and  your 
ad.  will  go  to  5,ooo  mer- 

chants each  month. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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During  OCTOBER  the 

Wholesale  Houses  will  Show  the 

1911 
Range  of 

The  assortments  are  on  a  larger  Scale 

than  ever  before  and  represent  the 

latest     note     in     design    and    coloring. 

To  make  sure  of  deliveries,  place  your 

orders  early. 

Wm.  Anderson  Zephyrs  retail 

from   15  to  25  cents  a    yard. 

Wm,  Anderson  &  Co.,  Ltd. 
Pacific  Mills 

GLASGOW,  ::  ::  SCOTLAND 

Please  mention  The  Review  to  Advertisers  and  Their      Travelers 



Seasonable  Hints  to  Dry  Goods  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

FINE  RANGE  OF  LADIES'  NECK- 
WRAPS. 

The  Sword  Neckwear  Co.,  Toronto, 
are  showing  an  extensive  range  of 

ladies'  neckwraps  for  wear  under  the 
eoat  collar.  These  goods  are  made 
in  the  most  delicate  tints  in  plain 
and  fancy  effects  and  range  in  prices 
from  $4.50  to  $25.00  a  dozen. 

PRESTO  COLLAR  WELL  RECEIV- 
ED IN  EUROPE. 

Leon  Mann,  president  of  the  Presto 
Company,  New  York,  recently  return- 

ed from  Europe  with  a  large  number 

of  British,  German  and  Belgian  con- 
tracts for  the  use  of  Presto  convert- 

ible collars  on  ready-to-wear  clothing. 
In  Europe  this  collar  was  considered 
a  big  novelty,  and  one  of  the  best 

things  'ever  offered  tlie  trade. 
Preparations  are  being  made  to 

open  Presto  Collar  offices  in  Brus- 
sels, Paris,  Berlin  and  Vienna,  as  soon 

as  the  Brussels  Exposition  closes. 

NEW    GLOVE    IDEA. 

Not  many  new  ideas  are  brought 
out  in  the  making  of  kid  gloves.  In 
fact  Mr.  Allan,  the  manager  of  the 

g-love  department  at  Messrs.  Green- 
shields,  Montreal,  claims  to  have  the 

only  new  g'love  idea  that  has  been 
put  on  the  market  for  the  last  twen- 

ty-five years. 
Manufactured  by  the  world  famous 

makers  Pewny  &  Garret  and  known 
as  the  perfect  fitting  seamless  glove, 
the  entirely  new  feature  is  the  fact 

that  the  usual  unsightly  seam  ex- 
tending from  the  tip  of  the  little 

finger  to  the  wrist  is  eliminated. 
Thus  the  natural  grace  of  the  hand 

is  preserved,  because  this  new  im- 
provement in  cut  and  design  empha- 

sizes the  slender  contour  and  grace- 
ful curves  of  the  hand,  and  the  per- 

fection of  fit  gives  additional  comfort. 
It  is  claimed  that  this  glove  will 
not  wrinkle  on  any  hand-,  and  the 
absence  of  the  seam  makes  for  much 
greater  strength.  At  present  this 
glove  is  only  made  for  ladies  and 
Comes  in  black,  white  and  all  desir- 

able colors  in  French  kid  and  suede 
leather. 

AN       IMPORTANT       ANNOUNCE- 
MENT. 

In  confirmation  of  statements  made 

in  the  dispatch  from  The  Review's 
New  York  correspondent,  as  pub- 

lished in  the  August  issue,  in  refer- 
ence to  the  prominence  given  mar- 

quisettes,   satins   in   Oriental     finish. 

voiles  and  grenadines,  Chas.  Mou- 
terde,  9a  Wellington  St.  East,  To- 

ronto, is  showing  an  excellent  range 
of  these  goods,  embracing  the  new 

shades,  bois-sacre,  raisin,  pintade 
and  corbie,  or  inky  blue.  Mr. 
Mouterde  is  representing  about  ten 
of  the  leading  makers  in  Lyons,  St. 

Etienne  and  Zurich,  who  have  pre- 
viously sold  to  the  Canadian  trade, 

but  who  have  decided  to  adopt  this 
form  of  more  direct  representation 
in  order  to  more  efficiently  serve 
their  customers. 

Stocks  of  wanted  goods  are  carried 
in  Toronto,  and  since  Mr.  Mouterde 
is  in  constant  touch  with  the  best 
French  and  Swiss  makers  it  can  be 
readily  seen  that  his  warehouse  is 

sure  to  become  the  Canadian  head- 
quarters for  silk  dress  and  millinery 

fabrics.  On  another  page  a  list  of 
the  firms  represented  by  Mr. 
Mouterde  is  given.  In  addition  to 
these,  however,  he  will  be  in  receipt 
daily  of  samples  of  their  fabrics  from 
all  the  makers  in  Lyons,  St.  Etienne 
and  Zurich,  and  the  latest  novelties 
brought  out  by  these  makers  will 

become  at  once  available  to  the  Can- 
adian trade. 

Mr.  Mouterde  is  also  agent  for 
Messrs  Ballaz  Co.,  of  Lyons,  large 

makers  of  men's  neckwear  of  all  de- 
scriptions, and  is  now  ready  to  sub- 

mit samples  of  the  very  latest  and 
best  in  color,  pattern  and  shape. 

As  has  been  stated,  stocks  will  be 
carried  in  Toronto,  but  in  addition 
to  this  import  orders  may  be  placed 
through  Mr.  Mouterde  direct  with 
his  Ignited  Makers.  He  confines  his 
business,  however,  strictly  to  the 
wholesale  and  manufacturing  trade. 

Mr.  Martel  is  manager  of  the 
whole  business  from  coast  to  coast, 

and  is  thoroughly  familiar  with  the 
Canadian  trade  and  its  reiquirements, 

having  been  for  many  years  ac- 
quainted with  the  leading  wholesale 

dry  goods  and  millinery  firms  in  this 

country.  He  had  charge  of  the  Bri- 
tish and  Canadian  trade  of  •!.  B. 

Martin,  Ltd.,  Lyons,  velvet  manufac- 
turers. Mr.  Martel  will  reside  in 

Toronto,  where  stock  will  be  kept. 
The  new  firm  will  also  have  a  branch 

in  Montreal,  where  wholesale  buyers 

will  find  the  same  ample  buying  facil- 
ities as  in  Toronto,  both  for  stock 

goods  and  import  orders. 

It  is  evidence  of  the  growth  of 

Canadian  trade  to  see  these  progres- 
sive French  houses  establishing  them- 

selves here  in  this  way  and  it  is 
indicative  of   their   desire   to     extend 

over  the  seas  the  entente  cordiale 
which  has  proven  so  satisfactory  to 
both  England  and  France. 

MR.  COSBIE  RETURNS  FROM ABROAD. 

R.  H.  Cosbie,  of  the  Irish  Linen 
Agency  has  just  returned  from  a  two 
months'  trip  to  Europe. 
While  there  Mr.  Cosbie  visited  the 

leading  textile  centres  in  the  British 
Isles  and  on  the  continent— such  as 
Belfast,  Randalstown,  Banbridge, 
Manchester,  Glasgow,  Calais,  Plauen 
and  Brussels,  where  he  has  trade  con- 

nections. He  finds  business,  on  the 
whole,  in  a  flourishing  condition,  and 
that  all  anticipations  are  for  a  busy 
season.  This  applies  in  a  marked 
manner   to    the    Irish    linen    industry. 

British  and  European  manufacturers 
are  beginning  to  appreciate  the  great 
possibilities   of   the    Canadian   market 
Mr.  Cosbie  states  that  the  Scotch 

curtain  manufacturers  were  turning 
their  attention  toward  the  making  of 
the  same  class  of  laces  that  Plauen 

has  such  a  reputation  for.  A  develop- 
ment in  this  direction  would  be  of 

great  interest  to  the  Canadian  trade 
as  under  the  preferential  tarriff  these 
goods  could  be  laid  down  in  the  Do- 

minion at  a  very  cheap  rate. 

AN  ATTRACTIVE  CATALOGUE. 

M.  Pullan  &  Sons,  Pullan  Build- 

ing, Bay  and  Wellington  Sts.,  Tor- 
onto, have  issued  a  very  attractive 

catalogue  for  Fall  and  Winter  which 

should  prove  of  interest  to  the  ready- 
to-wear  trade.  The  catalogue  con- 

tains effective  illustrations  of  popu- 

lar garments  with  descriptions.  Suits, 
raincoats,  fur  trimmed  and  tailored 
cloth  coats  are  shown,  together  witli 
several  newest  styles  in  skirts. 

As  well  as  being  of  practical  inter- 

est to  the  trade,  the  catalogue  is  in- 
teresting in  itself.  It  is  well  gotten 

up  in  handy  form,  being  printed  on 
a  good  class  of  paper  which  shows 
up  the  cuts  to  best  advantage. 

M.  Pullan  &  Sous  will  be  glad  lo 
furnish  catalogues,  clippings  of  cloth 

ranges  and  full  particulars  immedi- 
ately for  the  asking.  Sample  gar- 

ments of  the  newest  styles  will  be 
sent  immediately  upon  request. 

This  firm  have  .spared  no  effort  or 

expense  to  give  their  garments  that 
finish  and  perfect  fit  which  facilitates 
salesmanship  and  ensures  good  profii. 
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STYLISH  AND  PRACTICAL 
DRESSES. 

Mr.  John  Home,  of  Home  &  Watts, 
Ltd..  Toronto,  manufacturers  of  miss- 

es' and  children's  dresses,  has  just 
returned  from  a  trip  to  New  York. 
As  a  result  of  this  trip  Mr.  Home  is 
more  enthusiastic  than  ever  over  tho 
Home  &  Watts  line  of  dresses  for 

next  season.  He  states  that  in  go- 
ing through  the  market  there  he  fail- 

ed to  see  anytiiing  better,  either  i:i 
style,  finish  or  quality  than  his  own 
goods.  He  is  convinced  that  no  Can- 

adian merchant,  no  matter  how  varied 

a  trade  he  may  have,  need  go  outside 
C-anada.  or  of  the  range  shown  by 

Home  &  "Watts,  to  secure  misses'  and 
children's  dresses,  which  will  have  all 
the  essential  features  of  novelty  and 
style.  Both  in  staples  and  novelties 
the  line  is  complete.  Travelers  are  now 
on  the  road  with  samples  of  dressc^ 
for  Spring,  191L 

•MOCO"  SATEENS  A  LEADER. 
The  Montreal  Cotton  Co.  report  the 

outlook  for  Spring  very  encouraging. 
Their  Spring  range,  which  has  been 
before  the  jobbers  for  the  past  two 
months  now,  shows  many  new  and 

wonderi^ully  crcditaWe  liii^es;  wasji 
L'lxidi  bein<r  particularly  strong.     Be- 

sides I  heir  staple  linings  and  sateens, 

I  lie  now  brand  of  ''Afoco"  Sateens 
is  wiihout  (Uiul)t  as  fine  as  anything 
that  has  been  shown.  .\  new  and  im- 

proved range  of  Yictoria  L:\\vn  and 
Whitcwoar  clotlis  also  lias  met  with 

nnj)arallelod  success.  Placing  orders 
with  the  jobbers  portend  a  sidendi.l 
season. 

PREPARED  FOR  BRAIDING  SEA- 
SON. 

Soutache  or  rat-tail  embroidery 
trims  a  very  large  proportion  of  the 
garments  worn  at  the  present  time, 
and  the  machine  made  effects  have 

superseded  the  hand-worked  braid- 
ings. Handsome  coats  are  trimmed 

with  this  braiding  in  bands,  etc., 
worked  directly  on  the  cloths,  and  it 
is  in  great  vogue  for  decorating  the 
band  that  is  such  a  feature  of  the 
new  hobble  skirt.  The  new  net  waists 

show  this  trimming  in  elaborate  mo- 
tifs, and  allover  effects  and  bands  are 

used  for  yokes  and  sleeves.  R.  D. 
Fairbairn  &  Co.  have  put  in  a  large 
number  of  the  latest  machines  to  do 

this  work,  and  have  also  a  staff  of 
skilled  operators  employed.  They, 

therefore,  are  particularly  well  equip- 
ped to  take  care  of  all  orders  for  this 

class  of  work.  Tliey  are  making  a 

siH^cially  ol'  allovor  braided  nets 
with  handings  to  nialch.  and  these 
cr.n  be  had  for  the  countur  trade  in 

l)lack,  wliite.  cream,  ecru  and  in  all 

the  leading  cohu's  or  in  any  desired 
combination  of  effects. 

NOW    MAKING    LADIES'    NECK- WEAR. 

Mr.  Monlton,  of  the  Monlton  Manu- 
facturing Co.,  Limited,  Montreal,  has 

just  returned  from  Europe,  where  he 
has  been  buying  new  machinery  for 
the  manufacturing  of  braids  and 
trimmings.  The  visit  was  also  partly 

to  get  in  touch  with  the  latest  ideas, 
and  Canadian  buyers  who  look  over 

the  Monlton  Manufacturing  Co.'s 
goods  will  reap  the  benefit. 

It  is  Mr.  Monlton 's  intention  to 
add  a  new  department  to  his  business, 

namely  the  manufacturing  of  ladies' 
neckwear,  and  for  this  purpose  he 

has  brought  from  Europe  an  entire 

stafT  which  includes  a  manager,  de- 
signers and  operators,  each  one  being 

chosen  specially  because  of  his  or  her 

special  aptitude. 
Samples  of  these  goods  should  be 

worthy  the  attention  of  every  ladies' neckwear  buver. 

w ESTERN lne«rp*rit«4 
1851 

ASSURANCE 
•  •  •  COMPANY. 

FIRE 

AND 

MARINE 

Head  Office— TORONTO,  ONT. 

Assets  oyer      -      -      $3,570,000 
Income  tor  1906,  over     3,609,000 

HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 

British  America  Assurance  Company 
A.D.    1833 

FIRE  &.  MARINE 

Head  Office,  Toronto 
BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President  W.  R.  Brock,  Vlce-Praildtnt 
Robert  Bickerdlke,  M.P.,  W.  B.  Melkle,    E.  W   Cox.  Geo.  A.  Morrow, 

D.  B.  H«niii,  Augustus  Myers,  John  Hoskin,  K.C.LL.D. 
Frederic  NIcholIs,  Alex.  Liird,  James  Kerr  Osborne,  Z.  A.  Ltsb,  K.C, 

Sir  Henry  M.  Pellitt,   E.  R.  Wood. 

W,  B.  MelklB,  Ooneral  Manager/  P,  H.  SImm,  Secretary 

CAPITAL  ...        -  $1,400,000.00 
ASSETS   2,182,753.85 
LOSSES  PAID  SINCE  ORGANIZATION      29.833,820.00 

Australian  Trade 
Are  You  Interested? 

If  so,  The  Draper  of  ylustralasia  (published 

monthly)  can  provide  you  with  much  valuable 

trade  information.  It  is  the  organ  of  the  drapery 

and  kindred  trades  of  the  Antipodes,  and  is 

subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     $2.50     Mailed  Free 
Specimen  Copy  will  be  supplied  on  application. 

Advertising  rates  may  be  obtained  and  space 

secured  by  communicating  with  our  New  York 

Office,   29  Broadway. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 
Sydney,  Post  Office  Chambers 
London,  71  Queen  St.,  E.C. 
New  York,  29  Broadway 



DRY     GOODS     REVIEW Jj*. M 

Condensed  Advertisements 

M 
AGENTS    WANTED.   

AZAMET  WOOL— Agent  wanted  selling  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

REPRESENTATIVES    WANTED    for    Western 
Canada  by  London  (England)  firm  of  buying 
agents.     Exclusive   territory.    Wriie  W.T.A. 

at  Horncastles,  Cheapside,  London,  England. 

AGENCIES   WANTED. 

A'
 

GENCIES  for  British  Columbia  wanted  Com- 
municate Canadian  Importing  and  Jobbing 

Co.,  Carter-Cott   n  Block,  Vancouver. 

ADVERTISING  CUTS. 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  Stock  cuts.  Our  fashion  and  millinery 
plates  ar«  made  from  the  latest  models  and 

will  lend  character  and  distinctiveness  to  your 

advenising-.  Send  to  day  for  proof  sheetand  prices. 
Advertisers'  Stock  Cut  Agency,  Mail  Building, 
Toronto,  Canada.  (9) 

ADVERTISING  BOOK. 

d^^  ADVERTISING  BOOK  $2.  — "How  to 
vp^.sO  Advertise  a  Retail  Store."  504  paues, 
^  ̂   641  Illustrations,  263  sales  plans,  chap- 

ters on  advertising  dry  goods,  clothing,  haber- 
dashery, etc.  Book  Brokerage  Co.,  25  Sandwich 

Street  E.,  Windsor,  Ont.  (10) 

SALESMAN  WANTED. 

SALESMEN  AND  SALESWOMEN  WANTED— 
Thousands  of  good  positions  now  open,  pay- 

ing from  $1000  to  $5000  a  yearand  expenses. 
No  former  experience  needed  to  get  one  of  them. 
We  will  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weelis  and  assist  you 
to  secure  a  good  position,  and  you  c  n  pay  for  your 
tuition  out  of  your  earnings.  Write  to-day  for  full 
particulars  and  testimonials  from  hundreds  of  men 

and  women  we  have  placed  in  good  positions,  pay- 
ing from  $100  to  $500  a  month  and  expense'. 

Address  nearest  office.  Dept.  265,  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chl- 
cag -,  New  York,  Minneapolis,  Atlanta.  Kansas 
City,  San  Francisco. 

SITUATIONS  VACANT. 

DRY  GOODS  CLERKS— Increase   your  salary 
$10  to  $20  a  month   by   learning   Shov  Card 
writing.     Easy,  quick  and   cheapest   system. 

Send  for  booklet,   it's  free.    Simplex    Sign    Co., 
Hamilton,  Ont.  (tf) 

  MISCELLANEOUS.   
ACCURATE  ost  keeping  easy  with  a  Dey  Cost 

Keeper.  Automatically  and  exactly  records 
time  spent  on  each  job.  Several  jobs  record- 

ed on  one  card.  For  small  firms  Dey  combines 

employees' register  and  cost  keeper.  A  machine 
for  every  business.  Write  for  catalogue.  Inter- 
nitional  Time  Recording  Company  of  Canada, 
Ltd.,  29  Alice  Street,  Toronto. 

A  BOON  to  every  drygo-)dsman.  A  per- fectly reliable  fountain  pen  is  to  be  found  in 

the  Beau.Tiel  "  Rival"  Pen.  Easy  to  fill,  non- 
leakable,  and  writes  with  exceptional  smoothness. 
Gnld  nibs  of  thicknesses  to  suit  every  style  of 
handwriting.  Guaranteed  In  every  respect.  Sold 
by  all  stationers.  A.  R.  MacDougall  &  Co.,  Cana- 

dian Agents,  Toronto. 

ANY  MAN  who  has  ever  lost  money  in  the  mails 
has  had  occasion  to  learn  by  painful  exper- 

ience that  the  only  proper  way  to  remit  money 
Is  by  Dominion  Express  Money  Orders  and  For- 

eign Drafts.  It  lost  or  delayed  in  the  mails,  a 
prompt  refund  is  arranged,  or  new  order  issued 
without  further  charge. 

pOUNTER  CHECK  BOOKS-Especially  made 
\j  for  the  dry  goods  trade.  Not  made  by  a  trust. 

Send  us  samples  of  what  you  are  using— we'll 
send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 

tems. Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 

pOPELAND-CHATTERSON  SYSTEMS-Short, V^     simple.     Adapted   to    all  classes   of  business. 
Copeland-Chatterson-Crain,     Ltd.,     Toronto and  Ottawa. 

DOUBLE  your  floor  space.  An  Otis-Fersom 
hand-power  elevator  will  double  your  floor 

space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 

only  $70.  Write  for  catalogue  "B."  The  Ot's- Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 

sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Hgry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  25814  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard      Writing-Adding 
Machines    make    toil    easier.      Elliott-Fisher 
Limited,  513  No.  83  Craig  St.  W.,  Montreal, 

and  Room  314,  Stair  Building,  Toronto.         (tf) 

ERRORS  AVOIDED,  LABOR  SAVED  -  Using the  Shouperior  Autographic  Register.  Three 
copies  Issued  at  one  writing.  1st,  Invoice; 

2nd.  Delivery  Ticket ;  3rd,  Charge  Sheet,  perforat- 
ed for  filing.  No  handling  of  carbons.  High 

grade  printing  and  next  invoices.  Make  full  in- 
quiry. Autographic  Register  Co.,  191-193-195 

Dorchester  St.  East,  Montreal.  (tf) 

MRE  INSURANCE.     Insure   in    the   Hartford. 
Agencies  everywhere  in  Canada. 

FOR  THE  MONTH  OF  AUGUST  ONLY  we 
offer  some  exceptionally  good  values  in  rebuilt 
Smith  Premier  Typewriters.  Do  not  fail  to 

write  us  for  prices.  They  will  astonish  you  ;  so 
will  the  high  quality  of  the  machines.  THE 
MONARCH  TYPEWRITER  CO.,  LIMITED,  98 
King  Street  West,  Toronto. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
The  Multigraph  does  absolutely  every  form  of 

printing.  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circular  letters.  Write  us.  American 
Multigraph  Sales  Co.,  Ltd.,   129  Bay  St.,  Toronto. 

TF  YOU  have  been  afflicted  with  one  of  those 

^  fountain  pens  that  won't  write  when  you  want 
it  to,  or  leaks  when  youdon't  want  it  to,  give  it 

away  to  one  of  your  poor  relations  and  buy  a 

Moore  Non-Leakab'e  Fountain  Pen  and  you  will 
be  happy.  Consult  your  stationer.  W.  J.  Gage 
&  Co.,  Toronto,  sole  agents  for  Canada. 

KAY'S    FURNITURE     CATALOGUE    contains 
160    pages   of   fine    half-tone    engravings   of 
newest  designs  in   Carpets,  Rugs,  Furniture, 

Draperies,    Wall   Papers  and    Pottery  with  Cash 

Prices.     Write    for  a   copy — it's   free.     John    Kay 
Company,  Limited,  36  King  St.  West,  Toronto. 

KEEP  ACCOUNTS  without  book-keeping.  A 
century  ago  accounting  meant  keeping  books. 
To-day  you  can  keep  accounts  cheaper,  better, 

quicker  and  more  accurately  by  throwing  away  all 
books  and  installing  a  McCaskty  Account  Register. 

Don't  be  skeptical  — investigation  costs  nothing. 
Write  us  to-day.  Dominion  Register  Co.,  Ltd., 
lOOSradina  Ave.,  Toronto.  (tf) 

LACE  CURTAINS  AND  NETS.- See  the  latest 
novelties  and  makes.  Special  make  of  Fish 
Net  Curtains.  Be  wise,  see  the  smartest 

range  in  the  trade.  Callorwrite.  Representative: 
E.  Fenton,  713  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pavement,  Nottingham.  Eng. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est buildings,  give  better  results  at  lower  cost. 

"  Astrong  statement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 

crete Co.,  Ltd.,  100  King  St.  West,  Toronto,      (tf) 

pROBABLYihe  most  talked  about  machine  in 
*  Canada  is  the  Hainer  Book-keeping  Machine. 

It  combines  in  one  machine  the  cash  and 
credit  register,  time  recorder  and  account  register. 
Representatives  wanted  everywhere.  Write  for 
our  proposition.  Book-keeping  Machines,  Ltd., 
424  Spadina  Ave.,   Toronto.  (tf) 

(^AVE  50%  OF  THE  COST  OF  HANDLING 
vj  merchandise  bylnstalling  a  Beath  System  of 

Overhead  Carriers.  Saves  valuable  floor 

spaoe  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son,  193  Terauley  Street,  Toronto.  (tf) 

OCOTCH  PLAID  STATIONERY  is  the  latest 
O  creation  for  business  and  society  correspon- 

dence. Paper  and  envelopes  present  a  finish- 
ed linen  surface,  most  agreeable  to  the  pen  touch. 

Leading  stationers  have  It.  Write  for  samples. 
The  Copp,  Clark  Co.,  Limited,  Toronto.         (tf) 

THE"KALAMAZOO"  LOOSE  LEAF  BINDER Is  the  only  binder  that  will  hold  just  as  many 
sheets  as  you  actually  require  and  no  more. 

1  he  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 

Bros.  &  Rutter,  Ltd.,  King  and  Spadina,  Toronto. 

T"^^'!!!^''"'^''  REQUIRED  IN  A  MODERN 1  CONCRETE  BUILDING.  Our  special facilities  enable  us  to  produce  at  minimum 
cost  Concrete  Reinforcements,  Fenestra  Steel 
bash.  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Complete  slock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices 
Expanded  Metal  and  Fireproofing  Co.,  Ltd 
Eraser  Ave.,  Toronto.  (if) 

VT^AREHOUSE  AND  FACTORY  HEATING Systems.  Taylor-Forbes  Company,  Ltd. 
Supplied  by  the  trade  throughout  Canada. 

W^ 

WANTED— A  splendid  opportunity  for  dealers 
to  handle  the  best  combination  Duplicating, 
Addressing  andOfflce  Printing  Machine  on 

he  market.  Exclusive  territory.  Send  name  and 
address,  giving  occupation  and  references,  to  the Canadian  Writerpress  Company,  Ltd.,  33  John ot  ,  Hamilton,  Ont. 

WHEN  BUYING  BOOKCASES  Insist  on  hav- 
ing the  best   in   the   market— "Macey    Sec- 

tional Bookcases."     Carried  in  stock  by  all 
up-to-date    furniture  dealers.     Illustrated   booklet 
sent  free  on  request.      Canada  Furniture  Manufac- 

turers, Ltd.;  general  offices,  Woodstock,  Ont.    (tf) 

YOU  can  display  your  goods  to  better  advantage through  the  use  of  up-to-date  fixtures.  We 
are  specialists  in  the  planning  of  stores  and 

offices.  Our  catalogue  contains  Illustrations  of 
many  new  features  and  several  handsomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 
catalogue  J?  Jones  Bros.  &  Co.,  Ltd.,  30-32 
Adelaide  St.  West,  Toronto.  (tf) 

hnr  r^r^r,^^"^^  MERCHANTS  use  National 
/ZS,UUU  Cash  Registers.  We  couldn't  sell 

them  unless  they  saved  people 
money.  The  National  will  guard  your  money  too, 
Write  us  for  proof.  National  Cash  Register  Co.. 
285  Yonge  St.,  Toronto. 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 
The  most  popular  hotel  In 

OTTAWA,    ONT. 

JAMES  K.  PAISLEY, 
Proprietor 

HALIFAX   HOTEL 
HALIFAX,  N.S. 

A.CCOUNTANTS    AND    AUDITORS. 

JENKIfvS  &  HARDY 
Assis(nee3,  Chartered  Accountants,  Estate  and 

Fire  Insurance  Agents. 
15i  Toronto  St.  52  Can.  Life  BWg. 
Toronto  Montreal 
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We 

guarantee    every 

Gordon  Umbrella 

we  send  you ! 

THE  "GORDON" 
GUARANTEED 

Every  Gordon  umbrella  is  made  under 

the  direction  of  an  expert,  made  of 

the  finest  materials — by  careful  work- 

men— in  order  to  produce  this  umbrella 

which  we  fully  guarantee. 

The  "GORDON"  is  the  closest  roll- 

ing umbrella  made — an  8-rib  Gordon 

is  not  as  bulky  as  many  ordinary  7-rib. 

It  is  in  the  frame  with  the  grooved 

rib,  into  which  the  stretcher  fits  snug. 

The  covers  are  pure  boiled  silk — 

imported  from  Europe — guaranteed 

not  to  crack  and  not  to  mark. 

Do  you  stock  umbrellas  so  strongly 

guaranteed  ?  Think  over  the  advan- 

tages of  Guaranteed  Umbrellas. 

We  have  no  travellers — so  write  us 

direct. 

Eclipse    Umbrella 
Company 

100  LATOUR  STREET 

Montreal 

■am 
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To  The  Trade  September 

Crumbs  Prints 
Reserve  your  orders  until 

you  have  seen  our  range  of 

patterns. 

We  have  a  cloth  for  Spring 
Season  1911  at  10c.  per  yard; 
it  is  extraordinary  good  value 
in  the  present  state  of  the 
Cotton  Market. 

With  our  samples  of  Crum's 
Prints  we  are  also  showing  the 
largest  range  of  Linen,  Muslin 
and  Cotton  Dress  Fabrics  in 
Summer  Novelties  and  Low 
Priced  Prints  that  we  have 

ever  show^n. 

Samples  of  the  above  zvill  be 

in  the  ha^ids  of  our  travellers 

at  ail  early  date. 

JOHN  MACDONALD  &  CO.,  LIMITED 
TORONTO 

Pica  c  mention  The  Review  to  Advertisers  and  Their   'Travelers 



Special  Men's!  Furnishing  and  Clothing  Section,  Dry  Goods  Review,  September,  1910 

A  Reminder— 

To  Importers  of  High  Grade  Men's  Furnishings 

Welch, 

Margetson  CS,  Co. 
London  and  Londonderry 
England  Ireland 

EXCLUSIVE 
MANUFACTURERS 

Departments : 

Collars 
Shirts 

Sleeping  Suits 
Neckwear 
Bandannoes 
Braces  and  Belts 
Shirtings 
Umbrellas 

Jewellery 
Representative  for  Provinces  of  Ontario,  Quebec, 
New  Brunswick,  Nova  Scotia  and  Prince  Ed- 

ward Island : 

Geo.  T.  Wilson, 

c/o  Bank  of  Montreal, 
Toronto 

For  all  Territory  West  and  Northwest : 

Hyndman  Commission  Co., 
Winnipeg 

You  are  welcome  to  our  general  catalogue,  1910 
issue.  It  contains  over  230  pages,  is  fully  illustrated 
in  color,  also  black  and  white  prints.  Leaf  edges 
thumb-indexed  and  prices  in  detached  list. 

G.  T.  Wilson,  Representing  Welch, 
Margetson  &  Co.,  care  Bank  of  Montreal, 
Toronto,  or  Hyndman  Commission  Co., 
Winnipeg,  Man. 

Please  send  me  copy  of  your  catalog. 

Phase  mention  The  Review  to  Advertisers  and  Their  Travelers. 



MEN'S     F  U  R  X  1  S  H  E  R Dry   Goods  Rez'iezv. 

1911 SPRING 1911 

See  our  new  line  of  shirts. — We  don't  ask  you  to  buy, 
BUT — Just  have  a  careful  look  over  our  samples  — 
Something  better  than  has  ever  been  shown  in  the 
Dominion. 

Men's  Furnishings 
AND 

MEN'S  FURNISHINGS 
EXCLUSIVELY. 

MATTHEWS,   TOWERS   ^   CO. 
MONTREAL,    QUE. 

THE  LARGEST  HOSIERY,   UNDERWEAR  AND  EXCLUSIVELY  MEN'S 
FURNISHING  HOUSE  IN   CANADA. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Mistake  to  Ignore  Value  for  Price  in  Handling  Neckwear 
Men's  Wear  Dealer  who  Gives  Best  Value  is  the  One  who  Eventually 
Wins  Out  —  Figured  Satins  and  Persian  Effects  for  Holiday  Trade  —  Full 

Dress     Requisites  —  Favorable     Conditions     in     Clothing     and     Hat     Trade 

THE  average  retailer  of  men's  furnishings  has  yet to  learn  that  it  is  to  the  education  of  his  cus- 
tomer in  better  qualities  that  he  must  turn  in 

order  to  realize  the  greatest  degree  of  success. 
In  neckwear,  for  example,  the  average  dealer  is  looking 
for  the  long  profit.  He  would  rather  sell  his  customer  a 

tie  costing  $3.50  or  $4.00  a  dozen  than  attempt  to  in- 
terest him  in  one  that  has  superiority  stamped  on  its 

workmanship  and  material.  Eventually,  it  is  the  man 
who  gives  best  value  who  wins  out.  What  retailers 
should  do  is  to  go  more  into  the  actual  workmanship 
and  value  of  a  tie,  rather  than  being  governed  almost 
entirely  by  popular  prices.  They  will  have  to  educate 
their  customers  along  the  same  lines,  but  in  the  long  run 
they  will  be  more  than  satisfied  with  results. 

If  the  retailer  would  only  see  it,  actual  value  is  a 

strong  selling  point.  Two  ties  may  be  to  all  appear- 
ances similar  in  quality  and  workmanship,  but  if  he  will 

investigate  he  may  find  that  one  is  four  or  five  inches 
shorter  than  the  other  or  takes  a  quarter  of  a  yard  less 
material.  By  selecting  one  or  two  well  known  brands  of 

neckwear — goods  that  he  can  rely  upon  and  can  recom- 
mend to  his  customers — and  make  an  honest  effort  to 

push  these  particular  lines,  he  will  find  that  his  reputa- 
tion will  stand  to  gain  by  it.     This  course  is  being  taken 

be  very  popular.  These  goods  are  made  in  the  wide  open- 
end  effects,  either  on  the  bias  or  straight,  this  being 
governed  entirely  by  designs.  Stripes  will  still  be  good 
for  Fall  and  Christmas  trade,  though  the  style  of  tie 
will  be  changed  somewhat  from  last  year,  the  short  bias 

Open  end  derby  of    grosgrain  in   club   stripe,   showinfiT 
its  adaptability  to    close-fitting   collar—  Shown 

by  Wardell-Greene   Co.,  Toronto 

in  the  ready-to-wear  clothing  department,  and  the  very 
satisfactory  results  there  achieved  are  equally  possible 
in  the  neckwear  section. 

For  Fall   and   Christmas   business   there   is   no  doubt 

that  in  high-class  neckwear,  figured  satins  are  going    to 

Open  end  derby  of  figured  satin  —  Shown  by 
Sword  Neckwear  Co.,  Toronto. 

replacing  the  long  biased  eft'ects.     Ties  will  be  made  with 
pointed  ends  instead  of  with  square  ends  as  last  .season. 

In  colorings  there  is  not  much  change,  except  that 
brown  is  again  coming  to  the  front.  Cardinals,  greens 
and  tans  are  popular,  but  the  fact  is  that  no  particular 
shade  has  any  great  demand  over  another. 

Asked  what  he  thought  of  Persian  effects  for  Christ- 
mas, one  manufacturer  stated  that  he  had  bought  al- 
most nothing  but  Persians  for  his  late  Christmas  busi- 
ness. He  felt  satisfied  that  they  would  find  a  ready  sale 

as  the  retail  trade  is  looking  for  something  different  for 
holiday  selling.  Designs  in  these  goods  come  in  ranges 
of  from  six  to  twelve  colors  each  in  the  plain  Persian 
effects,  and  also  with  satin  stripes.  Possibly,  satin 
stripes  will  have  a  better  sale,  on  account  of  the  various 
combination  effects  which  can  be  worked  out  with  them. 

There  i.S'  about  the  same  demand  as  last  year  for  the 

paddle-end  tie.  For  tuxedo  coats,  the  regular  Lombard 
or  paddle-end  effect  is  still  popular.  White  ties  are  all 
being-  made  from  very  fine  quality  of  pique  or  neat 
figured  cottons,  about  1|  or  lij  inches  wide  at  the  ends, 

and  tied  in  the  square  bow  effects.  There  seems,  haw- 
ever,  to  be  very  little  change  from  last  season  in  full 
dress   requisites.    The   English   square   and   reefer   is   still 
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There's  No  DifFerence 
in  Appearance 

ChnlLenoe 

While  you  cannot  see  any  difference 

in  appearance  between  a 

"Challenge 
Waterproof  Collar 

and  the  best  hnen  collar  made,  there  are 

certain  differences  in  wearing  quality  and 

convenience  which  you  can  turn  to  very 

good  account  with  a  great  many  of 

your  customers. 

FOR  INSTANCE: 

When  a  linen  collar  soils — the  laundry. 

When    a    "  Challenge  "    Collar    soils — a    quick 
wipe  with  a  moist  cloth  cleans  it  instantly. 

Think  of  the  saving  in  laundry  expense ! 

Heat    wilts   linen    collars,    but    cannot   wilt    a 

'■  Challenge." 

Constant  washing  cracks  the  best  of  linen  collars, 

but  "Challenge"  Collars  never  crack. 

Neither    will   "Challenge"    Collars    ever    turn 
color  nor  emit  unpleasant  odors. 

With    these    selling   points    you   can  sell  a  lot 

of  "  Challenge  "  Collars. 

The  Arlington  Company  of  Canada 
Limited 

54-56  Fraser  Avenue,  Toronto 
EASTERN   AGENT: 

Duncan  Bell,  .301  St.  James  Street,   Montreal. 

ONTARIO   AGENT: 

J.  A.  Ch3ntler&  Co.,  8-10  Wellington  E.,  Toronto 
WESTERN   AGENT: 

R.J.  Ouigley,  8-10  Wellington  E.,  Toronto  (temporarily) 
'Headf|uarters    WinnipeK  in  near  future.) 

very  popular,  the  all-silk  knitted  reefer  haying:  come 
into  doiidcd  faNor.  There  is  still  a  niarkcHl  demand  for 

mado-up  full  dross  reefers,  however,  and  in  tiiis  line  some 
\ery  smart  ideas  arc  shown. 

It  is  a  little  early  to  predict  what  will  l>e'  worn  for 

S'|)ring,  but  from  what  manufacturers  say  the  tendency 
will  be  in  favor  of  neat  effects  and  plain  colors.  In  fact, 

manufacturers  today  are  at  a  loss  to  know  what  to 

buy   for   Spring-,    Iflll. 
"i\lanufacturers  in  the  Old  Country  do  not  always 

seem  to  have  the  correct  idea  as  to  the  I'oquii-ements  of 

the  Canadian  ti'ade,"  said  one  manufactui'cr,  "and  con- 
sequently   it    is   very  difficult   sometimes  for  the  Canadian 

Open  end  derb>   of  silk  repp,  wide  wale  diagonal. 
Shown  by   Sword  Neckwear  Co  ,  Toronto. 

manufactuior  to  make  a  change  from  any  special  design 

or  style  of  tie  and  find  the  goods  they  want  among 

travelers'  samples.  This  is  the  case  at  present  when  a 
change  is  being  made  from  wide  stripes  to  neat  effects. 

It  is  very  difficult  to  make  selections  and  it  will  be 

harder,  on  that  account,  to  say  just  what  will  be  shown 
foi'  Spring. 

V 

Shirt  Values  Affected. 

In  shirts,  there  seems  to  be  nothing  for  it  but  a  re- 
petition of  stripes.  As  in  neckwear,  the  manufacturers 

arc  somewhat  beside  them.selves  to  find  something  newer, 

or  rather  better  than  the  almost  incomjirehensable  stripe 
treatments  which  have  obtained  during  the  past  few 

seasons,  but  again  it  seems  that  stripes  will  figure 

strongly  for  Spiing.  I'leated  shirts  seem  to  be  slated 

for  a  strong  place  in  next  season's  showing.  So  far  as 
values  are  concerned,  some  slight  difference  is  being  made 

on  account  of  advances  in  raw  material.  When  a  shirt 

fabric  advance  one  or  two  cents  a  yard,  then  the  manu- 
facturer must  secure  a  fabric   which   will   allow  for  that 
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Caldwell's  Woollens  are  Fully  Equal  to 
the  Very  Best  Imported  Lines 

And   to   the   vast   majority   of   iinpor  ed    "Woollens"    they   are   infinitely   superior    in   every    way.      They    are 
100%  pure  wool.     Any  impartial  judge  of  w^oollens  will  agree  that  these  statements  are  true  in  every  particular. 

5635 

Bamioc'kbiira Pencil  Srrij^c^Coatmo uitino 

5715 

pencil 

Stiitmi 

Please  mention  The  Review  to         Adver'iiers  and  Their  Travelers. 



148 MEN'S     FURNISHER Dr\   Goods  Revlcxv. 

GOOD  GOAT  LININGS 
ARE    ESSENTIAL 

if  you  wish  to  please  your  customers. 

The  best  ITALIAN 
LININGS 

BEAR  THE 

KIRK 
STAMP,  AS  BELOW: 

THERE  ARE  TWO  FINISHES  WITH  KIRK'S 
NAME  AS  A  GUARANTEE 

OF     EXCELLENCE     IN 

BRILLIANCY.  PERMANENCY  and  STRENGTH 

(1)    The  Original 

Termanent  Finish/ 

(2)  '  Velper ' 
ik'eg.) 

The  Velvety  Permanent  Finish  for 

those    who    prefer  a    soft    handle. 

# 

(Copyright) 

Patterns  can  be  had  on  application  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  LTD. 

39  WELL  STREET,  BRADFORD, 
ENGLAND 

London  Offic«:  128  Chaapaid*.  (Telephone 8440  Centr«l) 

inoioas(\  and  at  the  same  time  adhere  to  rcf^ular  piices. 
The  change,  however,  has  not  been  sudicient  to  make 

any  notieeable  difforence  to  the  weaier,  who,  so  Ions'  ;t« 
style  and  workniansliip  are  riKlit.  rai'ely  wotries  about. 
fabiic  quality. 

V 

Neat  Effects  in  Vests. 

IJlack  and  white  stripes  are  playing  a  strong  part  in 
the  favor  of  those  who  are  handling  fancy  vests.  In  none 

of  the  combinations  employing  this  particular  character- 
istic is  there  anything  extravagant.  In  fact  the  treat- 
ment of  these  two  colors  is  such  that  nothing  but  the 

neatest  effects  are  either  possible  or  desirable.  In  some 

patterns,  the  stripes  are  very  narrow,  while  in  others 
narrow  stripes  are  grouped  or  divided  by  means  of  a 
wider  bar  of  black,  but  in  no  case  is  the  division  of  a 
pronounced  character.    While  there  is  no  great  change  in 

"'% 

Fancy    vest    in   neat   black   and   white 
stripe,  rounded  corners  to   prevent 

curling    -  Shown  by  Wardell- 
Green,   Ltd.,  Toronto. 

the  cut  of  the  fancy  vest,  some  show  a  pronounced  front 

dip  with  rounded  corners  to  prevent  curling.  Grey  is 
also  being  employed  veiy  extensively  in  the  fancy  vest. 
In  fact  the  ranges  shown  may  be  said  to  favor  the 
quieter  colorings  almost  entirely,  although  for  the  man 

who  desires  to  make  his  chest  con.s'picuous,  the  manu- 
facturers have  produced  some  very  effective  designs. 

V 

A  Promising  Outlook. 
Conditions  in  the  wholesale  clothing  trade  are  re- 

garded as  favorable.  Fall  business  is  reported  as  having 
been  satisfactory.  Trade  in  the  west  was  fairly  good  ; 
there  were  a  few  cancillations,  more  perhaps  than  usual 

because  of  crop  conditions,  but  not  sufficient  to  cause 

alarm. No   Spring   business  has  yet  been  done,  but   samples 

are  ready  and  travelers  go  out   about   September    13th. 
Retailers  have  already  been  looking  at  Spring  styles. 

(Continued  on  page  154.) 
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Greene 

T~\JJ)  it  ever  occur  to 
/  y  you  that  you  can 

pay  unreasonably 
high  for  your 

whims  and  fancies?  As 
Ben  Franklin  once  said, 
"A  man  can  pay  too  dear 

for  his  whistle,"  meaning 
that  it  is  economically  un- 

wise to  allow  oneself  to  be 

influenced  by  baseless  pre- 
judice. In  buying  collars, 

for  instance,  you  can  pay 

a  price  that  includes  duty 
costs,  freight,  etc.,  on  for- 

eign brands,  when  a  much 
better  make  and  better 

quality  could  be  secured  at 
home  for  a  smaller  price. 
Just  to  satisfy  yourself 
that  this  is  right,  take  any 
Greene  Collar  and  com- 

pare it  point  for  point  with 

any  foreign  make.  We'll leave  the  decision  to  you. 

IVardeV-Grcene,  Limited,  Toronto  and  Waterloo. 

Collars 

(i  THE  PORK"  is  a  distinctive 
style  in  a  summer  collar. 

It  is  neat,  cool  and  comfortable, 
uniting  ease  with  style.  If  your 
haberdasher  cannot  supply  you, 
write   us   direct. 

The  advertising  we  are  now  doing  for 

COLLARS 
is   right  in   Hne    with  The    Best   of    Present-day    Selling 
Methods  ? 

Are  YOU  in  line,  Mr.  Dealer? 

Duplicates   of   our  advertising   plates   will   be  sent  you — 

FREE  for  the  asking.     ASK  US  TO-DAY. 

WARDELL- GREENE,  Limited 
Head  Office— TORONTO. Factory  at  WATERLOO. 

Fleu^e  mention  I  he  Kemew  to  Advertisers  and  Their  Travelers. 



hm^^ 

jmH^^^^PMM^I 
1 '           Wmii                                 ̂ ^B'^H         1                  '^9        ̂ B^^i^ 

No. 
Clothing  display,   usjig;  simple  fixtures   and  arrangement.     It   will   probably   be   criticised  by   some  as  being 

too  stocky,  but  local  conditions  must  govern  here. 

Simple,  but  Effective  Methods  in  Displaying  Men's  Wear 
Tendency  to  do  Away  W^ith  Forms  Nearly  Altogether  —  Showing  Goods 
as  they  Really  Are  —  Three  Suggestions  for  Displays  of  Suits,  Shirts  and 

Small    "Wear    Lines  —  Adding    a    Finish    to    the    Swing. 
By  H.  J    Rutherford  for  Dry  Goods  Revievir. 

MKX'S  apparel,  perhaps  more  than  any  other, lends  itself  to  successful  set  ups  in  units,  be- 

cause of  its  symeti-ical  lines.  To  be  able  to 
tell  customers  in  these  units  of  the  style,  finish 

and  general  excellence  of  the  garments,  and  do  it  quickly, 

is  what  constitutes  a  successful  trimmer  of  men's  wear. 

In  the  cities,  however,  the  style  of  displaying,'  men's  wear 
has  undergone  a  radical  change  in  the  past  few  years,  and 
at  present  there  is  a  tendency  to  do  away  with  forms 
nearly  altogether. 

Simple  Methods  Preferred. 
The    trimmer   instead    of   working   hard    to    twist    the 

•joods  in  irrctesque  shape,  as  in  former  years,  which  reallv 

misrepresented  the  merchandise,  resorts  to  simple  methods 
with  the  idea  of  putting  in  displays,  showing  the  goods 

as  they  really  are,  and  thus  the  merchandise  itself  tells 

its  own  story.  Under  the  present  system — the  question 
of  window  fixtures  is  no  longer  a  problem,  because  in 

keeping  with  tlie  style  of  display,  the  simplest  and  plain- 
est of  woods  are  now  most  correct  to  use,  and  if  they  are 

not  found  in  fixture  houses,  they  can  be  easily  made  at 
small  cost  at  home. 

Our  sketch  No.  1  shows  a  clothing  display,  using  simple 
fixtures  and  the  simple  method  of  arrangement.  This 
trim  will  be  criticised  by  some  as  being  too  stocky,  but 

local  ccndit'ens  mnst  '.govern  a  decision  here.    In  some  lo- 

No.  z  —  Arrangement  of  men's  suits,   posed  on  plain  wood  pedestals  of  graduated  heights  and 
finished  off  with   canes,  neckwear   and  hats. 



Dr\'   Goods  Rcviezv. DRESS     ACCESSORIES 151 

Eastern  Brand  Caps 
FOR  SPRING  1911 

EACH  season  we  produce  a 
number  of  new  ideas 

which  are  carefully  watched 

for,  because  previous  ideas 

have  proved  to  be  big  sellers. 

The  "  Eastern  Unshrinkable" 

Cap  is  a  cracker-jack  for  next 

Spring,  guaranteed  to  stand  all 
conditions  of  weather.  Must 

be  seen  and  worn  to  be  appre- 
ciated. You  cannot  afford  to 

buy  until  you  have  seen  them. 

It  is  the  kind  of  a  Cap  that  you 

will  like  to  talk  about  to  your 

customers.  Produced  in  many 

prices  and  in  more  than  a  hun- 
dred cloths. 

Boys'  Caps 

%2M 
AT 

We  have  opened  a  new  depart- 
ment to  be  run  exclusively  in 

the  manufacture  of  Boys'  Caps 
at  this  price.  Regular  goods 

packed  one  pattern  to  the 

dozen — not  job  assortments — 

you  cannot  afford  to  miss  them. 

Men's  Golfs 

If  you  have  a  demand  for  some 

Caps  at  this  price,  let  us  have 

your  orders.  This  range  is 

particularly  strong.  In  fact, 
the  best  we  have  ever  seen  at 

the  price.  Really  very  clever 
cloths  and  silk   lined. 

In  addition  to  these  numbers  specially  mentioned  there  are  other  corking  good 

features  about  our  shapes  and  cloths  at  $6.00,  $8.00,  $10.50  and  $12.00  where  we 

always  excel.    We  make  nothing  but  caps,  because  we  prefer  to  do  one  thing  right. 

Our  travellers  cover  all  Canada  and  should  see  you.      If  not,  please  write  us. 

Eastern  Hat  and  Gap  Manufacturing  Co.,  Ltd. 
TRURO,   N.S. 

Flease  mention   The  Review  to   Advertisers  and   Their  Travelers. 
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calities,  an  adilitioual  row  of  iranuents  on  the  floor  would 

be  coiisiilereil  as  i-oinpUtiii^  tlio  settiiisr.  In  others  tlio 
rows  of  vests  wouKl  be  bn>imht  down  to  the  floor  to  leaw 

more  lig:ht  space  between  the  groups.  Notice  the  two  full 
forms  very  conventional,  devoid  of  wax  heads  and  yro- 
test]ue  hands  and  arms,  twisted  in  impossible  shapes,  com- 

mon to  the  displays  awhile  back. 

In  our  sketch  No.  2  is  shown  a  very  simj)le  arranue- 

ment  of  men's  suits,  posed  on  plain  wood  pedestals  of 
srraduated  heights.  The  canes,  neckwear  and  hats  lend 
JHst  enough  of  color  to  take  away  the  severity  of  the 
posing,  and  are  in  entire  accord  \\itli  the  merchandise. 
This  is  an  example  of  how  trims  that  sell  merchandise 

can  be  set  up  quickly.  These  were  posed  especially  for 
the  Canadian  merchant  and  required  forty  minutes  to  set 
up.  \Yhen  signs  and  price  cards  are  added,  this  should 

be  a  very  pleasing  trim.  Their  deficiency  here  is  not  t<i 
be  criticised  since  the  idea  was  to  show  how  quickly  uood 
trims  could  be  set  up. 

Have  a  look  at  sketch  No.  3,  as  an  illustration  of  how 

to  handle  a  display  of  men's  furnishings  by  the  simple 
method.  The  latest  way  of  displaying  men's  shiz-ts  with 
the  shirt  diamond  attached  to  nickel  stands,  has  a  good 

luis   roprosent stamps  are  given  free.     A    full  book   will 

purchases  aggregating  .f2.'>. 
The  ho\s  arc  urged  to  lill  tlioii'  books  in  anticipation 

of  the  annual  visit  of  the  circus  to  their  city  in  niidsum- 
nuT.  and  this  fact  is  kept  prominently  before  them  all 
through  the  winter  and  spring  mouths.  For  every  full 
hook  presented  in  this  department  during  circus  week 
the  ludder  is  given  a  liftv-cent  ticket  for  the  show. 

-¥- 
"Discei'uer, "  writing  in  the  London  Sunday  Times, 

says:  "Among  the  many  alterations  that  have  been  made 
in  the  shape  and  style  of  the  double  collar,  the  most  im- 

portant have  been  in  reference  to  what  is  called  the 

'shaping'  of  the  collar.  When  the  low  double  collar  was 
tirst  introduced  in  England  it  was  thought  that  smart  men 
would  not  wear  it  because  the  front  of  the  collar  seemed 

too  low.  So  these  collars  were  made  a  shade  higher  in 
front  than  they  were  at  the  back.  Now  these  collars  are 
shaped  in  exactly  the  reverse  way;  the  collars  are  a  shade 
higher  at  the  back  than  they  are  in  the  front.  The  eon- 
sequence  is  that  the  collars  are  extremely  comfortable, 
quite  as  smart  as  the  other  kind,  and  more  satisfactory 
because,   being  a   little    deeper   at   the   back   than    at    the 

No 
3  — Display  of  men's  furnishingfs.     Latest  method  is  to  use  tlie  sliirt  diamond  attached  to   nickel   stands. 

All  shirts  so  posed  can  be  dressed  with  collars  and  ties. 

exemplification  here,  showing  the  broad  expanse  of  bosom 

without  wrinkling,  and  the  ample  proportion  of  the  gar- 
ments also,  whether  they  are  coat  shirts  or  regulars.  Note 

that  all  shirts  posed  on  the  diamonds  are  dressed  with 

collars  and  ties,  carrying  out  the  idea  of  showing  goods 
as  they  really  are  in  use. 

A  great  many  firms  object  to  having  the  brands  show 

in  shirt  displays.  This  is  overcome  by  folding  handker- 
chiefs in  the  form  of  a  rosette,  and  tucking  in  the  neck- 
band. This  answers  a  threefold  purpose,  viz.:  Hides  the 

brand,  displays  handkerchiefs,  appropriately,  and  adds  a 
fini.sh  to  the  entire  .setting. 

To  stir  the  interest  of  the  ehildi-en  ii]  their  store  and 

attract  patronage  to  their  children's  department,  one 
clothing  firm  has  invented  a  unique  stamp  idea  purposely 
for  the  boys.  These  stamps  are  in  ten  varieties,  all  de- 

picting animals,  such  as  elephants,  lions,  bears,  etc.  A 

stamp  is  given  with  every  25-cent  purchase  in  their  boys' 
wear  department,  and  baoks  holding  on'j  hundred  of  th^se 

front,  there  is  very  little  likelihood  of  the  stud  at  the 
back  of  the  shirt  being  seen.  This  sometimes  happens 

with  a  very  narrow  double  coUai".  The  fault  is  partly 
due  to  the  cut  of  the  shirt. 

In  celebration  of  his  eleventh  anniversary  in  business, 

the  proprietor  of  a  Western  clothing  and  furnishing 
goods  store  recently  announced  that  he  would  give  away 

one  thousand  dollars'  worth  of  children's,  boys'  and 

youths'  suits. 
To  be  eligible  to  partake  in  this  distribution,  bona  fide 

certificates  of  need,  signed  by  a  pastor,  a  supervisor,  the 
superintendent  of  the  poor,  or  any  other  person  of  auth- 

oi'ity  and  responsibility  must  be  furnished  by  the  appli- cant. 

The  clothier  also  advertised  that  he  had  arranged 
for  a  special  sale  in  his  three  stores  for  the  next  forty 
days,  of  goods  of  the  latest  styles  and  guaranteed  quality, 
with  an  additional  ten  per  cent,  off  to  make  room  for  the 
fall  goods  shortly  to  arrive. 
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Lifting    Custom    Tailoring   away  from 

ready-made  Competition 

Custom  tailoring  on  the  wholesale  plan  is  now  the  deciding  factor 
in  the  national  clothes  trade. 

How  many  stores  are  selling  the  trade -marked  clothes  in  your  town? 

Count  them  up.     There  are,  perhaps,  five  or  six. 

How  many  of  them  are  known  as  "  ready-made  *'  brands?  If  you 
think  about  it,  you  will  realize  that  nearly  all  of  them  have  built  what 

reputation  they  have,  solely  on   "ready-made"  stuff. 

Clothes  with  the  "  ready-made  ''  reputation  will  always  be  "  ready- 

mades ' '  in  the  public  mind.  Your  customers  want  better  clothes  than 

they  have  been  buying  from  "  ready-made  '*  firms.  They  want  custom 
tailoring  — the  specialized  product — just  as  they  would  buy  it  in  the  cities. 

You  need  custom  tailoring — the  deciding  factor — to  beat  your  competitor. 

Custom  tailoring  has  been  the  sole  and  exclusive  output  of  the  Art 

Tailoring  Company  since  its  beginning.  Selling  Art  Clothes  will  give 

your  store  a  custom-made  reputation  and  beat  the  '' ready -mades"  off 
the  boards.  Out  of  300  selling  outfits  new  this  season,  we  have  a  few 

left  for  desirable  applicants.  Let  us  exchange  business  addresses  with  a 

view  to  co-operation — write 

tE^fte  ̂ rt  tailoring  Co.,  Ximiteti 
TORONTO  -  -  -  CANADA 

Please  mention   The  Review  to    Advertisers  and   Their  Travelers, 
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Wreyford    &    Co. 
Vt'HOLESALE  MEN'S  FURNISHERS 

ROMAIN    BUILDING  TORONTO 

Sole  Ai^ents  in  Canada  for  following  English 
manufacturers: 

Young  &  Rochester, 
London  and  Londonderry 

Specialties  in  Shirts,  X'ests  and  Neckwear. 

Cellular  Clothing  Co.,  London 
"Aertex"  L'l.derwear,   Etc. 

T.  H.  Downing  &  Co.,  Leicester 
Hosiery  ami  Knit  Goods. 

Tress  &  Co. 
London,  Eng. 

High  Class 
Hats, 

Caps  and Panamas. 
Select  Styles. 

Our  travellers  on  road  with  complete  ranges 
of  above  lines. 

If  not  called  on,  write  us. 

KING'S EtUbllahed  177f 

FAMOUS 
■old  by  leadlngr  Jobbers. 

SCOTCH 
Evary  pleoo  perfect. 

HOLLANDS 

Scotch  Hollands,  for  nearly  a 

century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 

able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 

are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN  KING  &  SON, 
GLASGOW,  SCOTLAND. 

A  Promising  Outlook. 

iC'ontiuiu'il  I'loiu  pas'i"  IIS.) 

Whdlesaif  houses  are  expect  insj'  a  ̂ ooA  vuhinie  of 

Imsiness,   both  in  Fall   sorting-  and   SpriiiR-  placing'. 

Owinjr  to  the  advance  in  prices  of  material,  including 

everything-  that  goes  into  a  gatmcnt,  and  higher  wages, 

wholesalers  say  that  Spring  clothing  )>i-ices  will  be  ad- 
vanced all  along  the  line,  l)ut  not  to  a  noticeable  ex- 

tent. 
V 

Garments  Plain  though  Dressy. 

A  feature  of  Spring  goods  is  an  absence  of  freak 

stuff,  garments  being  plainly  made,  all  |)lain  cuffs  and 

pockets  being  shown. 

The  two-button  effect  in  sacque  coats  is  a  principal 

stvle  feature  ;  some  one-button  coats  are  shown,  also  the 

Full  drers  Tuxedo   reefer,   showing  rever  e.Tect.      Can   be 
worn  with  either  side   out.     Made   for  men  and  women 

by  the  Sword  Neckwear  Co  ,  Toronto. 

rhreo-button  which  is  staple.  Some  double-breasted 
coats  arc  included  but  the  proportion  is  .small. 

Long  lapels  arc  featuicd,  differing  in  width,  length 

and  shape,  some  ooats  being  made  with  jxiintcd  laiiels, 
others  rounded.  Sacque  coats  have  deep  centre  vent, 

deeper  than  last  year. 

Trousers  -will  be  woin  fairly  wide  at  hi|)s  and  taper- 

ing ;  with  cuffs  at  bottom.  Vests  will  button  a  trifle 

higher  than  usual. 
It  is  expected  that  seamless  clothing  will  be  mostly 

worn  and  not  so  many  lap  seams. 
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Success 
Collars 
For 

Newest 
Shapes 

The  fashions  in  Men's  Collars  change  continually. 

Even  though  the  change  be  slight,  still  the  difference  is  very  great  to  particular  people. 

The  very  last  idea  in  double  collars  is  to  have  the  collar  absolutely  closed  in  front. 

The  above  new  SUCCESS  shape— the  "  Angus  "  is  really  a  close  fitting  collar. 

It's  all  in  the  design.     If  the  "  Angus  "  is  buttoned  and   no  tie  be  worn,  the  edges  overlap. 
It  is  just  the  knot  of  the  tie  that  holds  the  edges  exactly  together. 

And  the  edges  keep  like  that -right  tight  together. 

"  SUCCESS  "  is  the  most  up-to-date  line  in  collars  on  the  market. 

Your   wholesaler   has   our   book   of   shapes,   showing   all   newest   styles.     Write  for  one  for 

your  guidance 

Make  sure  of  your  collar  department  to-day. 

^^%iM 

^/ntmMeitC 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Tweeds  will  bo  noticeable,  in  fact,  some  wholesalers 

say  most  oi;  the  trade  will  be  done  in  tweeds. 

Greys  will  predominate,  but  new  browns  and  smoke 
shades  as  well  as  olive  will  also  be  shown. 

Spring  Overcoats. 
Button-through  overcoats  will  still  be  worn  with 

two  and  three  buttons,  not  extreme  in  style,  but  con- 
forming' naturally  to  the  figTire  ;  shoulders  will  be  natural 

size,  neither  very  wide  nor  very  narrow.  The  fly  front 
will  be  worn  in  the  plainer  cloths,  with  fairly  long  roll 
lapel  ;  loose  box  backs  will  also  be  seen. 

For  overcoats,  light  grey  and  fawn  shades  will  be 

most  notioeable.  Darker  greys  and  blacks  are  always 
worn  by  conservative  dressers. 

Demand  for  Made-to-order  Clothes. 

Manufacturers  of  made-to-order  clothing  report  a 

growing  favor  for  the  agency  plan  of  doing  business.  The 
concern  that  has  a  good  force  of  competent  local  agents 

taking  orders,  on  a  desirable  range  of  samples,  will  al- 
ways get  good  business.  Measurements  must,  however, 

be  accurate,  workmanship  faultless  and  style  correct  or 

the  reputation  of  the  house  will  quickly  suffer.  During 

the  past  few  years  several  of  these  houses  have  organized 

a  system  of  local  agencies  in  which  customers  may  select 

cloths,  have  their  measure  taken  and  in  a  few  days  re- 
ceive the  finished  garment.  One  of  the  most  successful 

of  these  houses  states  that  they  have  always  found  it 

good  policy  to  encourage  their  representative  to  obtain 

the  opinions  of  customers  on  goods  delivered.  Agents 

are  supplied  with  cards  which  they  are  required  to  use 

to  report  any  defects  or  deficiencies  in  service.  This 
assists  them  in  getting  close  to  their  customers,  and 
this  is  one  of  the  great  essentials  in  developing  .such  a 
system  satisfactorily. 

V 

The  Hat  Demand. 

A  very  hopeful  report  comes  from  the  wholesale  hat 
trade  in  which  excellent  conditions  prevail,  wholesalers 

and  retailers  alike  being  altogether  optimistic.  The  re- 
tail trade  shows  confidence  by  filling  requirements  read- 
ily. One  wholesaler  said  that,  notwithstanding  crop 

conditions  in  the  west,  his  firm  have  experienced  the 

best  Fall  trade  they  ever  had.  They  received  some  can- 
cellations, but  a  number  of  these  have  since  been  con- 

firmed. 

Wholesalers  feel  justified  in  looking  forward  to  a 
large  volume  of  Spring  business.  Indications  point  to 
this  ;  the  prosperity  of  the  country,  the  big  projects  that 
are  goins:  through  and  the  attitude  of  the  retailers. 

•Tust  now  at  Exhibition  time  many  merchants  are 

combining  business  with  pleasure,  and  are  visiting  whole- 
sale houses  to  sort  up  stocks  and  buy  latest  Fall  lines. 

Novelties  are  selling,  and  among  these  children's  colored 
felt  hats  are  in  demand. 

There  is  a  demand  at  present  for  men's  soft  hats, 
these  are  selling  freely  in  rough  effects  to  retail  at  $1.50 
and  $2.00.  The  reason  given  for  this  is  that  many  peoplo. 
do  not  care  to  change  at  once  from  a  straw  hat  to  a 

dei'by,  and  so  wear  a  soft  hat  for  a  few  months. 
Spring  prices  remain  practically  the  same  although 

fur  for  hats  has  cost  more,  being  a  high  market  for  the 
last  five  months.  Manufacturers,  however,  state  that 
they  have  borne  the  brunt  of  the  higher  cost. 

Did  You  Say  HATS? 

Well,  don't  experiment. 
Order    the    well-known 

Royalty  and 
Robson 

Hats 

Hats  that  have  a  repu- 

tation. Hats  that  are  up- 
to-date,  nifty,  nobby  and 

stylish. 

Mats  to  linear 

Hats  that  Sell 
Our  men  are  now  on 

the  road.  See  our  hat 

and  cap  samples  for 

Springy  1911^  before 

buying  goods  that  may 
be  hard  to  dispose  of. 

We    are    also    carrying 

Sorting  FURS 
of   all    descriptions. 

Write  for  our  Catalogue 

Swift,  Copland  &  Co. 
Montreal Limited 



Hard  Cases  in  Which  Men's  Wear  Salesmen  Made  Good 
They  tell  Their  Experiences  in  Dealing  with  Perverse  Customers  —  Sales 
That  Have  Given  Particular  Satisfaction  —  Dealing  With  the  Man  who 
Looks  Elsewhere  and  who  Wants  his   Money  Back 

A S  the  result  of  The  Koview's  recent  proposal  to 
nu'u"s  wear  salesmen  that  for  short  articles 
ileseriptive  of  sales  which  gave  them  particular 
satisfaction,  cash  i)rizes  of  from  $1  to  $5  would 

be  paid,  several  very  interesting  replies  have  been 

received.  In  making  this  offer  The  Review's  object  is 
to  bring  about  an  exchansre  of  sellinir  experiences  which 

cannot  help  but  be  of  benefit  to  those  who,  by  reason  of 

their  positions  are  daily  called  upon  to  solve  difficult 

problems  in  the  shape  of  peoi)le  or  circumstances.  The 
Review  makes  this  a  standing  offer  and  it  is  hoped  that 

many  more  instances,  in  addition  to  those  which  follow, 

will  be  described  for  this  section  of  the  men's  wear  de- 
partment. 

The  salesman  in  each  of  the  following  eases  describes 

his  e.vperiences  in  his  own  words,  and  as  the  sale  actually 
occurred  : 

V 

Know  What  you  are  Selling. 

"A  good  point  in  salesman>hip  is  not  only  to  have 

a  thorough  knowledge  of  the  make  and  quality  of  your 

own  goods,  but  also  to  be  on  the  alert  to  offset  the  ar- 

guments your  opposition  may  advance  should  your  cus- 
tomer also  look  at  their  goods. 

"A  gentleman  and  lady  came  to  me  to  purchase  a 
suit  of  clothes  of  good  quality  in  the  former  part  of 

.July.  After  a  critical  examination  especially  of  the 

cloth,  he  Avas  satisfied  with  a  suit  at  twenty-one  dollars. 

"The  lady  who  was  with  him  was  satisfied  also,  but 

advised  him  to  look  in  another  store  (mentioning  the 

name)  in  order  to  be  perfectly  satisfied  before  he  decided. 

She  mentioned  to  me  that  the  suit  was  a  present  and 

the  donor  told  them  to  look  in  two  or  more  stores  at 

least.  Seeing  that  further  argument  was  useless  and 

that  no  amount  of  talking  would  persuade  them  to  buy 

then,  I  let  them  go,  telling  them  I  was  confident  they 

would  redurn  and  advised  him  to  beware  of  the  $16  suits 

the  other  store  was  offering,  of  what  was  supposed  to  be 

their  regular  $20  to  $28  suits  and  to  especially  bear  in 

mind  the  high  quality  cloth  and  pattern  in  our  suit.  He 

went  and  the  first  thing  he  got  was  the  song  of  a  $2.5 
.suit  f»r  $16. 

"He  became  critical  at  once,  remembered  what  I  had 

told  him  and  upon  clo.se  examination  found  neither  qual- 

ity nor  pleasing  pattern,  and  oame  back  more  than  sat- 
isfied to  take  our  suit,  as  he  found  out  I  had  told  him 

what  was  true." 

This  was  no  Easy  Task. 

"During  July  and  August  we  were  havin^r  half  holi- 

days, closing  the  stores  at  one  o'clock.  It  was  on  one 
of  these  mornings  that  the  following  occurred.  .\bout 

half-past  eleven  a  lady  of  middle  age  and  her  son  of  per- 
haps twenty-one  or  two  came  in  to  look  at  our  suits. 

They  were  the  kind  of  people  who  were  very  hard  in:leed 
to  draw  out.  I  had  made  up  my  mind  it  was  going  to 

be  no  easy  task  to  make  a  sale  before  T  had  been  serv- 
ing them  ten  minutes. 

"They  were  the  kind  that  would  like  to  roam  all 
over  your  store  and  pick  at  the  piles  of  suits  that  were 

not  the  i?ize  at  all.  T  finally  after  a  great  deal  of  quizz- 
ing got  it  out  of  them  that  they  wanted  to  go  about 

ten  dollars,  but  like  most  of  the  cranks  they  wanted  one 

woitii  about  fifteen.  Now,  be  it  understood,  these  people 
lived  about  fourteen  miles  from  our  store  and  did  not 

l;now  we  closed  at  one  o'clock.  So  alter  showing  them 
about  all  the  suits  we  had,  it  was  nearly  one  o'clock 
and  they  had  been  eonversim;'  in  low  tones  and  had  de- 

cided to  look  the  town  over  before  buying.  I  looked  at 
niy  watch  and  it  lacked  but  twelve  minutes  to  one 

o'clock  so  I  went  at  it  again  and  stayed  with  them  till 
five  after  on;;  when  I  knew  the  other  stores  would  be 

closed  up.  When  they  went  to  go  out  1  told  them  of  the 
holiday  ;,nd  after  a  lot  of  persuasion  they  bought  a  $12 
suit.  And  after  paying  for  the  suit  the  lady  turned 
around  and  wanted  to  know  if  we  would  give  her  money 
back  to  her.  It  was  more  than  T  could  stand,  so  I  asked 
her  if  she  thought  my  time  was  of  no  value.  Certainly 
I  said,  if  the  suit  was  not  as  I  recommended  we  would 
make  it  right,  but  we  could  do  nothing  more. 

"I  do  not  think  I  ever  met  with  a  couple  so  long- 
winded  before  or  since,  but  it  gave  me  great  satisfaction 
to  land  them,  especially  as  I  found  out  afterwards  they 
were  always  looking  for  trouble.  I  might  remark  I  did 
everything  exce|)t  taking  the  coat  to  pieces  to  make 

this   sale." 
V 

Experience  with  a  Crank. 
"I  had  an  experience  a  few  days  ago  with  a  man 

who  might  be  pr',"jerly  called  a  crank,  at  all  events  one 
who  is  very  close  and  suspicious. 

"He  asked  to  see  a  certain  article  which  retailed  at 
about  fifteen  dollars,  and  in  his  next  breath  warned  me 
that  he  intended  to  look  elsewhere  before  buying.  I 
treated  him  kindly  and  as  courteous  as  I  knew  how, 
showed  him  through  the  stock  in  the  most  effective  way 
possible,  gave  him  my  closest  price  and  as  he  went  away 
expressed  the  hope  of  having  the  pleasure  of  his  return 
for  the  article.  I  made  a  sale  to  the  same  man  about 

two  years  ago  under  similar  circumstances. 

"That  purchase  apparently  must  have  been  satisfac- 
tory or  he  would  not  have  returned.  In  about  one  hour 

my  friend  came  back  after  looking  over  a  stock  very 

much  larger  than  our  own.  His  first  words  were,  'Well  I 
have  seen  one  I  like  just  as  well  as  yours.'  He  described 
the  color,  etc.,  and  I  said  I  thought  it  would  be  very 
nice,  but  for  him,  driving  so  much  as  he  did  in  the  dust 
and  dirt,  the  one  that  I  had  shown  him  would  be  cleaner, 
would  be  more  easily  brushed,  and  would  show  the  dust 
less.  I  told  him  also  that  he  had  satisfaction  in  the 

last  article  of  the  same  kind  purchased  from  me  and  why 

not  stick  to  a  line  he  knew  was  O.K.  So  after  consider- 
able persuasion  he  decided  to  take  the  article  which  he 

first  selected. 

"I  considered  that  the  above  sale  was  effected  by 
the  kindly  treatment  of  the  customer,  and  of  the  effec- 

tive way  the  goods  were  shown  as  to  light,  etc.,  and 
that  T  had  previously  established  in  him  confidence  in 
our  goods  and  in  my  words. 

"Our  customers  time  and  again  have  said  to  me 
that  they  always  have  had  satisfactory  goods  from  us 
and  when  we  recommend  an  article  they  feel  they  can 
depend   uptjn   its  being  all  right. 

"So  you  can  see  the  satisfaction  that  comes  to  a 
salesman  when  you  hear  expressions  of  this  kind.  It 

goes   to   prove  the  old   adage,   that   'honesty   is  the  best 
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HIGH-CLASS  TRADE 
SHOULD  BUY 
OUR  SPECIAL 

THE 

(( 

Monarch  Hat 
99 

REGISTERED  TRADE  MARK 

AS  WORN  BY  THE  LEADER  OF  FASHION 

L.  GNAEDINGER,  SON  &  CO.,  MONTREAL 

44 

No.  1—2  in. Field  Club" 
Three  Heights 

No.  2— 2j<(  in.; No.  3—2^ in. 

The    original  and    unsurpassed 
close  fitting  Fold  Collar. 

Corliss-Coon 
Collars Hand- 

Made 

TELL  THE  STORY    OF 
GOOD  COLLAR  MAKING 

[*,      $1.10     THE     DOZEN—   REGULAR    TERMS 

Write  for  samples — your  size— and  find  out  for 

for  yourself  about    this    ̂ ^ Better  Collar'''  idea. 

Corliss,  Coon  &  Co. 
Makers  of  ' '  Better  Collars 

Canadian  Representative  : 

H.  W.  BESSERER New  York 
Chicago Boston 

406  Birks  Bldg.,  Phillips  Sq.,  Montreal St.  Louis Bahimore Troy,  N.Y 



lio MEN'S     FURNISHER Dry   Goods  Reinew. 

policy,'  because  it  is  that  which  g-ives  iicople  contidenco 
in  you,  and  if  you  expect  to  do  business  and  make  it  a 
success  you  must  hold  the  respect  and  confidence  of  the 

public." 
V 

Soothing  a  Turbulent  Customer. 

"Recently  1  was  called  on  to  make  a  lather  hard  sale. 
One  Satui-day  night  just  before  closing  time  a  gentleman 
and  his  daughter  came  in  to  look  at  a  suit  and  another 

clerk  waited  on  them.  After  considerable  time  he  suc- 
ceeded in  making  the  sale,  but  you  could  hardly  call  it  a 

successful  sale  as  he  talked  the  man  into  taking  a  suit 
which  ho  did  not  like  very  well,  was  not  the  kind  of 
cloth  he  wanted,  and  did  not  fit  very  well.  He  made  the 

sale  with  the  understanding  that  the  suit  could  be  re- 
turned on  Monday  and  the  money  would  be  refunded,  if 

they  decided  on  Sunday    it  was  not  what  they  wanted. 

■•'Of  course,  first  thing  Monday  morning,  before  the 
store  was  open  for  business  the  daughter  was  back  with 
the  suit,  and  wanted  their  money.  As  there  was  no  one 
in  the  office,  one  of  the  junior  clerks  told  her  she  would 
have  to  come  back  again,  as  there  was  no  one  in  the 
office.  She  evidently  misunderstood  him  as  she  got  the 

impression  that  we  wouldn't  give  the  money  back.  In 
about  an  hour  back  came  the  father  so  mad  that  he  was 
ready  to  clean  up  on  the  whole  establishment.  As 
manager  of  the  clothing  department,  he  came  right  at 
me.  He  gave  me  all  the  abuse  he  could  thmk  of  until 
his  vocabularj'  ran  out.  I  smiled  and  waited  till  he  got 
all  through,  then  went  to  the  office,  got  his  money,  gave 

it  to  him,  and  then  in  as  nice  a  way  as  I  could  I  ex- 

plained to  him  how  it  was  that  the  daughter  didn't  get 
the  money  when  she  was  in.  I  told  him  we  were  very 
sorry  he  had  not  been  pleased  and  regretted  that  it  had 
been  necessary  for  him  to  oome  himself.  He  saw  he  had 
been  in  the  wrong  and  I  had  treated  him  so  well  that  I 
could  see  he  felt  rather  ashamed,  as  he  had  been  abusive, 

he  fully  expected  to  have  a  fight  to  get  his  money  and 
was  rather  taken  back  when  I  gave  it  to  him  without 
him  even  asking  for  it. 

"I  chatted  to  him  for  a  few  minutes  and  got  him 

in  pretty  good  humor  and  as  soon  as  I  got  a  good  op- 
po^unity  I  asked  very  nicely  if  he  would  let  me  .^how 
him  some  other  suits,  as  I  felt  sure  he  had  only  seen  a 
few  on  the  previous  night,   and  without  much  urging  he 

said  he  would  not  mind  looking  alth((Ui;h  he  was  sure  we 
could  not   tit  him. 

"He  was  a  man  who  wanted  his  own  way  and 
thought  he  knew  it  all,  so  1  just  let  him  think,  and  did 
not  try  to  argue  with  him  at  all.  1  finally  sold  him 
a  $20  suit,  whereas  the  one  he  returned  was  only  %\\. 
He  paid  me  the  $(>  difference  and  went  away  happy. 

"I  sent  the  suit  up  the  next  day  and  he  came  in  and 
told  me  he  liked  it  fine  and  it  was  the  best  fit  he  ever 
had,  and  has  since  sent  several  friends  to  me  for 

clothes.  It  pays  sometimes  to  take  abuse  'in  business' 
with  a  smile  and  not  retaliate.  I  would  have  had  to  give 
the  money  back  eventually  and  it  paid  much  better  to 

do  it  cheerfully." 

Death  of  Andrew  Darling. 

Andrew  Darling,  president  of  the  Andrew  Darling 
Company,  wholesiale  clothing  manufacturers,  Toronto, 
died  suddenly  at  his  home,  Sept.  1.  He  had  shown  no 
symptoms  of  illness  and  death  was  due  to  apoplexy. 

Mr.  Darling  entered  the  clothing  business  shortly 
after  the  wholesale  dry  goods  firm  of  Wyld,  Grasett  & 
Darling,  with  which  he  was  associated  for  many  years, 
was  burned  out  in  the  large  conflagration  which  visited 
Toronto  some  years  ago.  He  erected  the  Andrew  Darling 
building,  a  large  concrete  structure  on  the  west  side  of 

Spadina  Avenue,  between  Queen  and  King  Streets,  To- 

ronto. 
Mr.  Darling  was  born  in  Montreal,  and  in  his  23rd 

year  he  associated  himself  with  his  father  in  the  hard- 
ware business.  In  1879  he  established,  in  company  with 

his  brother,  the  hardware  firm  of  A.  and  T.  J.  Darling 

&  Co.,  Toronto,  but  later  -went  into  the  wholesale  cloth 
and  clothing  basiness. 

Sir  William  Priestley,  Bradford,  Eng'.j  chairman  of 
Priestleys,  Limited,  is  visiting  Canada  partly  in  the  in- 

terests of  his  firm  and  partly  for  pleasure.  He  is  aeeom- 
jianied  by  Lady  Priestley. 

The  new  store  on  the  south  side  of  Main  Street, 
Gait,  which  was  recently  fitted  up  for  Eddie  A.  Green, 

men's  furnisher,  has  three  display  windows,  constructed 
after  his  own  design,  while  the  interior  fittings  are  of 
solid  oak  and  brushed  brass. 

3                                                                                                                                                      .1 
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An   effective   men's   furnishing   window   by  Warren  Andrews,   wit     the   Anderson  Co  ,    £t      Thomas. 
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A  REWARD. 
We  occasionally  hear  rumors  that  Coats  with  Presto  Collars  are  being  made  by  unauthorized 

persons,  and  sold  without  our  labels ;  and  although  w^e  cannot  discover  that  these  rumors 
have  any  substantial  foundation,  nevertheless,  in  order  to  fully  protect  the  interest  of  our 
Licensees,  The  Presto  Company  will  substantially  reward  anyone  procuring  evidence  that 

w^ill  enable  it  to  prove  that  any  person,  firm,  or  corporation  is  making  or  selling  Coats  with 
Presto  Convertible  Collars,  without  a  license  from  The  Presto  Company,  or  without  using 
the  Registered  Presto  Trade-Mark  Label. 

CONVERTIBLE 
COLLAR 

PAT.MAY  IBIi'JULYE0T2'09   APRILISItflO 

The  Presto  Company  hereby  warn  manufacturers,  retailers,  dealers,  and  the  public  in 
general,  that  no  one  has  the  legal  right  to  make  or  offer  for  sale,  garments  with  Presto  Con- 

vertible Collars  without  a  license,  and  the  authorized  Presto  Labels  attached  thereto. 

The  Presto  Company  will  prosecute  to  the  full  extent  of  the  law  any  infringements  of  its 
Patents  or  Trade-Mark. 

THE  PRESTO  COMPANY 
715-719  Broadway,  N.Y. 

Branch  Offices :    Chicago,  Boston,^  Montreal,  London,  Paris,  Berlin,  Brussels,  Vienna 

Please  mention  The  Review  to  Advertisers  and  Their  TrdveUrti 
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will  also  be  fashionable  with  more  medium  lapels  ami  cut 

away  enough  to  show  lower  end  o[  vest. 
With  a  frock  suit  and  silk  hat  a  close  rolled  umbrella 

is  sometimes  carried  in  preference  to  a  cane. 

Waistcoat— Fancy   white  pique,   delicate  shades  of  silk  or 
same  material  as  coat. 

Trousers— Worsted,  in  grey  stripes. 
Shirt— White,  stiff  plain  bosom  with  frock  coat. 

With  the  morning  coat,  it  is  permissible  to  wear  neat 
stripes,  or  white  pleats  are  in  good  taste.    Shirts  should 
have  cufis  attached  ;  detachable  cufis  and  double  cuKs  are 
not  correct. 

Collar— With  frock    coat  the  wing    or     straight  collar  to 
meet  in  front  or  lap  over. 
Never  a  stand-up  turn  down  collar. 

Necktie — Ascot     or  four-in-hand  in     neat  stripes   in  black 
and  white  effects  or  grey. 

Anything  loud  is  out  of  order  with  formal  day  dress. 

Gloves— Grey  suede  or  tan  glace  kid. 

Jewelry — Pearl  or  gold  links  and  studs. 
A  neat   diamond,   pearl   or  other   neat   tie-pin  may   be 

worn  ;  not  too  large. 
Hat— Silk.    With   the   morning  coat,    it   is   permissible   to 

wear  the  bowler  hat,  but  the  silk  hat   is  correct  for 
formal  occasions. 

Footwear — Dongola  kid  or  calfskin  boots  ;  black  socks  or 
black  with  neat  embroidery  such  as  clox. 
Patent  leather  shoes  may  be  worn  if  desired.  Socks 

should  always  be  in  unobtrusive  effects,  in  keeping  with 
the  dignified  appearance  of  a  frock  or  morning  coat. 

Day  Dress — Informal. 
Business  Purposes 

Overcoat — For  Fall,  lightweight  Chesterfield.  For  Winter, 
Chesterfield  or  double  breasted  overcoats. 
Ulsters  will  be  worn  by  well  dressed  men  in  stormy 

weather  only.  Fall  materials  will  include  llamas  and 
cheviots  in  fancy  weaves  such  as  herringbones.  These  will 
appear  in  heavier  weights  for  Winter.  For  Winter  also, 
plain  black  and  plain  grey  meltons  will  be  worn.  For  the 
Fall  and  Winter  season,  fancy  patterns  will  be  evident,  and 
grey  will  be  a  noticeable  color. 
Coat — English  walking  coat,  sack  and  morning  coat. 

The  sack  coat  will  be  worn  mostly  single  breasted,  it 
is  expected  there  will  be  fewer  double  breasted  coats  seen. 
Sack  coats  will  close  with  two  or  three  buttons  and  will 

be  finished  with  round  and  square  corners,  the  round  cor- 
ners being  more  correct.  Vents  will  be  fashionable  and 

sack  coats  will  be  made  with  enough  fullness  to  drape 
over  the  hips  without  creased  seams  although  without 
doubt  many  will  have  them. 

Materials  will  be  tweeds  and  dark  grey  worsteds  with 
of  course  the  usual  demand  for  blue  material.  Morning 
coats  will  be  worn,  in  worsteds  and  tweeds,  mostly  greys 
in  herringbone  effects.  A  coat  of  this  kind  will  form  part 
of  a  business  suit. 

Waistcoat — Same  material  as  coat. 
Fancy  vestings  will  also  be  worn  in   heavy  materials 

in  greys,  green,  browns  and  blue. 
Trousers — Same  material  as  coat. 

Trousers    should     match   the  coat    whether    sack     or 

worsted  and  tweed  morning  coat. 

Shirt— Soft  bosom,  either  plain  or  pleated  in  neat  stripes. 
Soft  flannel  or  cashmere  shirts  with  double  cuffs  will 

be  worn  this  Fall.    Almost  any  kind  of  shirt  is  correct  as 
long  as  it  is  in  good  taste. 

Collar— High  turn-down,  close  fitting,  wing  or  straight. 
Any  of   these   styles  may  be   worn.    The  wearer   may 

choose  to  suit  his  own  taste  and  comfort. 

Necktie — Four-in-hand,  with  loose  ends. 
This  shape  is  coming  in  for  Fall.  Narrow,  straight 

four-in-hands  will  also  be  worn.  Plain  and  fancy  designs 
will  be  seen  in  dainty  shades. 

Gloves — Cape  walking  gloves  and  natural  chamois. 

Jewelry— Links   and    studs   of   pearl    or   gold,    neat   watch 
chain  or  fob,  tie-pin  to  match  as  near  as  possible. 

Anything  neat  may  be  worn.     Care  should  be  taken  to 
wear  nothing  obtrusive,     plain     jewelry  being   in     better 
taste. 
Hat—Stiff  bowler. 

The  stiff  bowler  shape  will  be  prominent,  but  if  desired 
the  soft  fedora  may  be  worn  as  it  will  be  in  style. 

Footwear— Heavy  tans  or  black  calf  boots  are  most  suit- 
able. 
Plain  or  fancy  socks  may  be  worn  to  suit  the  taste  of 

the  wearer,  but  quiet  shades  are  the  most  desirable. 

For  Outdoor  Wear. 

Outdoor  pastimes  and  amusements  generally  produce  a 
demand  for  suitable  clothing.  Comfort  and  freedom  of 
movement  are  necessary  features  of  such  garments  and 

for  certain  forms  of  outdoor  sports  correct  style  is  a  fac- 
tor in  choice  of  dress. 

Motoring,  for  instance,  has  created  a  necessity  for  mo- 
toring caps  and  dusters,  and  among  the  newest  items  of 

automobile  attire  is  the  motoring  ulster  which  should 
claim  a  large  share  of  attention  during  the  coming  season. 

It  is  made  of  diagonal  cloth  in  two-toned  brown  effect 
with  self-check  lining.  Made  in  loose  double  breasted 
style,  with  belted  back  to  draw  in  close— giving  a  military 
effect — wide  collar,  wind  cufis,  etc. 

TF   YOUR    COMPETITOR    TALKS 

about  you  put  him  on  your  payroll.    Never 

mind    what    he  says  so    long   as    he  talks. 

rj~  ,-,m-—-V~Crr''fi^£ad 
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The  Best  Way  to 
;  Keep  Them  Up 

A? 
Are  YOU  taking  advantage  of  the  ever- 
increasing  demand  for  the  Canadian  Made 

ALL  FABRIC 

CHESTER 
SUSPENDERS 
The  reasons  why  they  come  to  buy: 

1.  Surpasses  leather  in  strength  and  durabiHty. 

2.  Two  models — semi-elastic  for  style,  full-elastic  for 
comfort. 

3.  Made  wearproof  by  patented  fabric  ends,  chemically 
toughened  wear  points  and  solid  woven  inserted  back 
button-holes. 

4.  Comfortable  and  easily  adjusted  because  of  patented 
CHESTER  prong  buckle  which  stays  near  the 
bottom  instead  of  on  the  shoulders  as  in  other  makes. 

5.  And  among  still  other  reasons,  Mr.  Dealer,  we  do 
general  advertising  to  the  public,  which  brings  you  cus- 

tomers for  CHESTER  suspenders   and   other  goods. 

Send  for  sample  dozens — Semi-elastic  Model,  M.25.  All-elastic 
Model,  $4.50.  Order  from  the  factory  at  Brockville,  or  from  the 
Winnipeg  Warehouse. 

CHESTER  LINE 

iJALI£S, GUARANTEED 

HALLS,  LIMITED 
Manufacturers 

BROCKVILLE,  ONT. 

FULL  STOCK  CARRIED  AT  OUR  WINNIPEG  WAREHOUSE,  293  MARKET  ST. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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"The  Young  Man's  Hat" 
Is  the  young  men's  trade 
worth    anything   to  you? 

They  constitute  the  best  buying  class  of  men's  furnishings 
in  the  world.  They  know  w^hat  they  w^ant,  and  are  willing  to  pay 
the    price. 

They  want  it  right.  That's  why  75  per  cent,  of  the  young 
men  in  tow^ns  and  cities  w^ant  King  Hats,  and  will  patronize  liberally 
the  store  in  w^hich  they  can  buy  the  hat  they  believe  to  be  alw^ays 
up-to-date. 

A  big  campaign  of  bill-board  advertising  is  helping  to  make  them 
still  better  known  and  to  help  you  to  sell  them. 

You  had  better  link  up  with  us  and  reap  the  benefit  of  this 
advertising. 

Remember,  too,  that  a  satisfied  hat  customer  leads  to  sales  in 
other  departments  King  Hats  are  guaranteed.  We  believe  they  are  the 
best  hats  on  earth  for  the  money. 

We  should  like  you  to  look  at  samples  when  our  traveler  calls. 
If  one  does  not  get  around,  drop  us  a  card,  and  we  will  gladly  submit 

samples  and  let  the  goods  be  their  ow^n  salesmen. 

We  are  sole  agents  for  Borsalino's  high  grade  soft  and  stiff  hats. 

SIGN  OF 

SATISFACTION 

-^S^NnmL^ 

FINEST    HIGH    GRADE    HATS    IN    THE    WORLD. 

Anderson -Macbeth,  Ltd. 
THE  RIGHT  MAIL  ORDER  HOUSE 

HATS  and  FURS 
TORONTO  ̂ 2„ 

Travellers  are  out  with  1911  Spring  Samples. 

pe<> 

B 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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NO  DEAD  STOCKS 

FOR  FALL  TRADE 

There's  no  need  for  any 

dry  goods  merchant  or 

milliner  starting  the  new 

season's  trade  with  lines  of 
dead  stock  on  hand  because 

off-color,  soiled  or  shop-worn. 

Go  over  your  stocks;  pick 

out  the  imsalable  lines;  case 

them  up,  and  send  them  to 

these  works  with  instructions 

to  re-dye  them  one  of  the 

popular  shades  of  the  season, 

or  a  good  staple  color.  You'll 
be  satisfied  with  our  work. 

The  fabrics  will  go  back  to 

you  finished  as  new  goods 

from  the  factory. 

The  re-dyeing,  clean- 
ing and  curling  of 

soiled  feathers  and 

plumes  is  an  art  with 
us. 

R.  PARKER  &  CO. 
DYERS  AND  FINISHERS 

TORONTO  -        ONTARIO 

ROOSTER  BRAND 

SHIRTS 

CrowJI.  Over  All         ̂
niniO 

Motor  Shirts,  Coat  Style,  Round 
Reversible  Collar,  Turn  Back  Cuffs. 

Stock  Collar  Shirts,  with  Ties,  and 
Gilt  Ascot  Pins,  Negligee  and 
Working  Shirts.  Scotch,  English 
and  Canadian  materials  of  the 
latest  design. 

TROUSERS,  Serges,  Flannels, 

Tweeds,  Worsteds.  W^hipcord, Bedford  Cord,  Corduroy,  Duck, 
Khaki,  etc. 

Riding  Breeches  and  Outing 
Trousers. 

W^hite  Coats,  Bar  Vests 
Overalls    and    Jackets. 

ROBERT  C.  WILKINS  CO., 

MONTREAL
  '"""" 

THE  PERFECT   SUBSTITUTES  FOR   LINEN 

are 

LINNENE 
and 

"LINNENE  C2RD" (Liniifiic  Willi  a  coiil  rrtcrl) 

Ideal  Washing  Fabrics,  which  have  proved  immense 
successes  in  the  home  market  and  wherever  shewn. 

Now  introduced  to  the  attention  of  buyers  in  Canada. 
There,  as  elsewhere,  they  should  quickly  outdistance  in 
favour  all  other  wash  goods. 

They  are  free  from  ihe  crush  iness  of  linen  and  drape  more 
gracefully.  In  all  dress  shades  AND  ^V^RY  COLOUR 
AS  FAST  AS  COLOUR  CAN  BE  MADF.  This  fast- 

ness of  colour  has  helped  to  make  the  "  Linnene"  success. 

THE  VERY  THING  FOR  TUB  GOWNS 

AND  CHIIDREN'S  FROCKS 
Willi  li,  3J-5  inch.    Piece,  ■10-43  yards. 

STAMPED  •■  LINNENE"  EVERY  FOUR  YARDS  ON  SELVEDGE 

"Miinene"  und  "Linnene  Cord  '  are  theproduelionsof  a  leading  Brilisli  rirm 
n  111  supply  the  wholesale  and  shipping  only.  PattenLs  and  the  names  of  tirnis 
iilili-  to  supiily  ean  lie  had  from  their  adverti.sing  agents: 

The  British  Textile  Syndicate,  92  Market  St.,  Manchester 

flense  uieutinn  'I  he  Kevieiv  to   Ach'ertisers  and  Their  Travelers. 
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VALUES 
^  Every   department   in   our    large 

warehouse    is    at    your    service 
and   entirely   ready    to    fill    your 
sorting  needs. 

^  Our  service,  which  is  the  result  of 

years  of  knowledge  and  experi- 
ence, means  good  values  and 

prompt  and  accurate  attention. 

^  Samples  of  many  lines  of  Spring 
Goods  are  now  being  shown  by 
our  travellers.  They  are  advan- 

tageously priced. 

Greenshields  Limited 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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During  OCTOBER  the 

Wholesale  Houses  will  Show  the 

1911 
Range  of 

The  assortments  are  on  a  larger  Scale 

than  ever  before  and  represent  the 

latest     note     in     design    and    coloring. 

To  make  sure  of  deliveries,  place  your 

orders  early. 

Wm.  Anderson  Zephyrs  retail 

from  15  to  25  cents  a   yard. 

Wm.  Anderson  &  Co.,  Ltd, 
Pacific  Mills 

GLASGOW,  :  ::  SCOTLAND 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Debenham's  for  Novelties 
SPRING  1911 

Dress  6ooa$ 
and  Cottons 
THE  NOTE. 

Light,    Irans^arent 

J^aterials  — 
Emoroiaerea  and 

Jacquara  Effects. 

Cloths 

Trimmings 

Linings 

Blouses 

Costumes,  etc. 

Silks 
THE  NOTE. 

Satins  for  Ijresses 

and  Tailor-made 

Costumes. 

Rihh ons 

L aces 

Tull es 

Chiffons 

veilings,    etc. 

Our  travellers  are  now  on  the  road  ̂ vith  our 

Import  Collection  ana  nope  to  nave  tne  plea- 

sure  or   submitting   it   to   you   at   an    early    date. 

DEBENHAM  &  COMPANY 
Wimpole  Street,  LONDON,  W.,  Eng. 

MONTREAL 
18-20  St.  Helen  Street. 

PARIS 
115  Rue  Reaumur 

TORONTO 
Cor.  Bay  and  Wellington  Sts. 

Flease  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SUCCESS 
THE  IDEAL 

OVERALL 

There  are  so  many  g"ood  points  to 
"Success  Overalls"  that  we  offer 
them  as  the  best  garments  of  the 
kind  made  anywhere. 

The  denim  from  which  they  are 

made  is  the  very  best  to  be  had,  and 

there  is  plenty  of  material  in  the 

garments.  "  Success  "  are  cut  excep- 
tionally full,   high  backs,  wide  legs. 

The  "Success"  is  a  thoroughly  strong  overall,  double  stitched 
throughout,  strong  double  seams.  The  overalls  are  opened  both 

sides,  but  faced  so  that  they  will  not  rip. 

Any  wholesaler  can  supply  you. The  line  is  complete — Overalls, 
Bibs  and  Smocks,  in  three  weights  and  three  colors. 

"UliniMeaC 

1 'lease  mention  'I  he  I<e-"iew  to  Advertisers  and  Their   Travelers 
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BLACK 
PRINCE 
A  Shirt 
With 
SeUing 

Features 

>9 

'■  BLACK  PRINCE  "  is  made  from  a  fleece-back  black  serge,  absolutely 
fast  and  fully  guaranteed  to  stand  the  wear  and  wash. 

This  cloth  is  confined  to  us  and  made  especially  for  "BLACK  PRINCE" 
Shirts.  "BLACK  PRINCE"  is  cut  full  in  the  body  and  long  in  the 
sleeve,  and  every  seam  is  double-stitched. 

Merchants  can  urge  the  sale  of  this  shirt  to  any  customer,  with  the 
assurance  that  it  will  give  satisfaction.  You  will  have  no  trouble  about 
the  size  we  make. 

W^rite  your  wholesaler  to-day  for  sample  and  price. 

Stocked  by  most  wholesalers.     Made  and  guaranteed  by 

^Mcjii^i^aC 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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t^MS 

In  Broadness  of  variety  and  Sheer 
Beauty  of  Patterns,  no  One  Other 

Dress   Jylaterial  Equals — 

B.D.A.  ENGLISH 
MOHAIR 

The  Mohairs  for  the  coming  season  cover  the 
entire  field  of  pattern  variety. 

SOLID  COLORS:— The  select  shades  of 
the  French  color  cards  are  dyed  in  this  fabric. 

STRIPES: — The  group  stripe,  the  clouded 
stripe,  the  broken  stripe  are  among  the  best 
new  numbers. 

CHECKS: — These  include  the  staple  black 
and  white,  the  monotone  effects  and  the  un- 

obtrusive man's  tailoring  checks. 
ENGLISH  TAILORINGS :— For  Mohair 
no  pattern  exceeds  in  popularity  the  strictly 
mannish  patterns  usually  seen  only  in  English 
tailorings.  They  come  in  very  subdued 
color  mixtures. 

Bradford  Dyers"  Association 
oJ  BRADFORD.  ENGLAND 

F lease  mention  The  Review  to    Advertisers  and   Their  Travelers. 
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FLANNELETTE. 
If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES' 
Flannelettes 

(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 

C^r^r^      ii  ¥  T^^P  P  ̂ ^1^1^  0170  ̂ ^      Stamped  on   the   selvedge 
Ot-t  llWIvlvVyl^JVOJliO  every   5  yards. 

Horrockses^ Manchester   and    London. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GOOD  LININGS 

Sateen 
Linings 

are  essential  to  a  smart  gown. 

They  are   manufactured  from  high-grade  Egyptian  Cotton,  Mercerized  and 

Schreinerized,3o/3i  inches  wide,  in  i8o  shades  and  in  the  newest  season's  colors. 

The Sateen 

is  a  popular  cloth  in  the  best  Schreiner  finish,  30  inches   wide,  in  all  colors. 

The  "Neu"  MOIRE 
a  beautiful  fabric  made  from  Egyptian  Cotton  with  a  permanent  watered 

effect,  40  inches  wide,  in  all  colorings.  Specially  suitable  for  Linings, 

Skirts,  etc. 

Samples  of  these  goods,  as  well  as  of  our  complete  range  of  Linings,  are 

in  the  hands  of  our  Canadian  representatives,  and  we  shall  be  pleased  to 

send  samples  and  quotations  by  mail. 

J.  &i  N.  PHILIPS  &  CO. 
35  Church  Street, 
Mills— Cheadle  and  Tean. 

MANCHESTER,  ENGLAND 
Branch— 20  Cheapside,  London,  E.G. 

CANADIAN   OFFICES: 

211   Lindsay  Building,  St.  Catherine  Street  West 
MONTREAL 

611   Empire  Building,  Wellington  Street  West 
TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 
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Established  1832 Cable  Code:  Law-Bradford 

Spring  1911 

REGISTERED 

Exclusive  Designs 
^t     ̂ r     ̂  

Showerproof  Goods 
Mohair  and  Alpaca  Linings 

Mr.  Haley  is  now  in  Canada  with  a  complete  selection  of 

those  well-known  fabrics,  and  will  be  at  the  Queen's  Hotel, 
Toronto,  and  Windsor  Hotel,  Montreal,  during  October 
and  November. 

j^     j^     j^ 

Law,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND  LONDON,  ENG. 

Please  mention  The  Review  to  Adz'ertisers  and  Their  Travelers. 
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E  5TABP      OVER   \^ 
TRADE 

MARK 

REGISTERED 

S'      A     CENTURY 

QUOTE  FOR  QUILTS 
With  Proprietary  Lettering  and  T>esign 

You  can  do  a  profitable  business  in  your  district 

if  you  will  get  after  Hotel  Managers,  and  Principals  of 

Institutions  and  fill  their  Quilt  requirements. 

A  good  Quilt  on  a  bed  has  no  small  effect  on  the 

general  appearance  of  a  room,  but  the  Hotel  man  dop-s 

not  know  he  can  have  any  device  or  lettering  woven  onto 

his  quilts,  without  extra  charge. 

This  is  our  specialty,  and  we  are  continually 

weaving  lettered  centre  quilts  for  hotels  and  institutions 

all  over  the  world. 

Why  not  interview  likely  people  in  your  district 

and  submit  conditions  to  our  representative  ? 

This  is  a  proposition  with  a  worth-while  profit  for 

you!     Do  not  think  your  contract  is  too  small. 

«^       fe^       feS6 

R.  H.  Cosbie 
Canadian  Agent. 

30  West  Wellington  Street, 
TORONTO 

JON5  DEJ5RDEN  6  C?E? 
I1/I5,Br¥o^erPlace   MjzINCHESTER^. 

^\\^^^^^^^^^^^^»uu((l 
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WW 
DOMINION 

^m 

OUR  RANGE  OF 

SPRING 
Printed  Goods 

NOW  IN 

WHOLESALERS'  HANDS 

Values   and   patterns   will    please    you. 

Ask  specially  to  be  shown  the  range  of 

No.  3.        C. D.C. 

"  There's  more  profit  in  Canadian  Printed  Goods.  '* 

OTn^ 
DOMINION 

^m. 
f*lf<iS(  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Send  for  fully  Illustrated  Catalogue  of 

Woollvenaf"" 
Down  Quilts 

-^ 

PlPRE 

Dowx 

QptLT    ̂  

tlft- 

"T^ 

^XJf^n ^-^-  //, 

'"l^T"*"*)"' 

^ 

\1 

H    you   want  a  profitable  line  trom  the  Old 
Country,  stock  these  Goods  which  arc 

selling  at  sight. 

They      are      the      Softest,       Downiest, 
Prettiest     Quilts     ever     offered. 

Quick    sellers    and    great    profit    rnakers 

Write  to  our  Agent    : — 
ANDREW    RUSSELL, 

13      Selkirk     Avenue,     MONTREAL. 

who  will  give  you  full  particulars. 

^i/sse//s  Mo/Iven 
CAnstopherJt  London  EC 

.KWTTIHGWOOL 

'made  in  ENGLAND' 

BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorlton 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR    AGENT  has    LARGE  STOCKS   ON   HAND    of    these    BRANDS 
IN    ALL  SHADES. 

Please  mention  The  Review  to  Advertisers  and  Their  Traveltrs. 
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ALL 

"THE  BEST  PEOPLE" 
IN  THE  TRADE  ARE  ORDERING 

MORR ALL'S  .  -cJ^^j^^ 

^N ̂ ^
^
 

,.Y 

HAT-PINS 
STOCKED    BY   ALL   LEADING   JOBBERS 
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Facts  of  Interest  Mainly  About  Ourselves 
Theie  was  once  a  merchant  who,  while  on  a  visit  to 

tho  city,  look  occasion  to  walk  through  one  of  the  large 
stores.  The  idea  uppermost  in  his  mind  was  not  that 
he  might  discover  some  of  his  own  people  spending 

money  in  which  he  could  almost 
Give  Your  claim   vested    rights,    but   that    he 
Faper   a  might  sec  whether  there  was  really 
ia.IT  Chance.  j,uch  a  wide  difference  in  values    of- 

fered, as  compared  with  his  own. 
He  also  kept  his  eyes  open  for  adaptable  methods.  He 
visited  department  after  department,  and  decided  that 
on  the  whole  there  was  not  much  reason  for  people  to 

shop  away  from  their  own  town.  About  one  thing, 
however,  he  was  inclined  to  be  nettled.  \Nhile  iu  one  of 
the  departments  he  noticed  a  line  which  he  did  not  have. 
He  knew  it  was  important  because,  from  behind  a  pillar, 
he  had  seen  two  ladies  from  his  town  each  buy  one  of 

these-  articles.  He  purchased  one  himself  because  he 
wanted  to  find  out  where  his  buying  opportunities  were 
deficient.  When  he  returned  home  he  sat  down  and  wrote 
to  his  trade  newspaper  a  letter  suggesting  that  it  was 
not  much  use  to  him,  backing  up  his  statement  by  the 

example  fui-nished  in  his  visit  to  the  city  store.  He 
claimed  that  the  paper  had  not  informed  him  sufficiently 

far  in  advance,  and  he  suggested  that  "somebody"  wake 
up.  "Somebody'  was  awake  all  the  time  and  was  able 
to  tell  the  merchant  in  reply  that  the  goods  he  described 
had  been  advertised  in  the  paper  two  months  before  and 
that  the  article  he  mentioned  was  illustrated  at  the 

time  in  the  editorial  columns.  Back  came  an  explana- 
tion and  an  apology.  The  merchant  had  missed  his  paper 

for  that  month.  A  clerk  had  taken  it  as  soon  as  it 

arrived  and  he  had  not  seen  it,  and  for  some  unaccount- 

able reason  he  had  not  seriously  considered  traveler's 
.samples  which  followed  the  first  news  of  the  novelty's 
appearance. 

This  is  no  iable,  and  it  has  a  twofold  moral.  The 
first  is  that  you  cannot  afford  to  miss  your  trade  paper 
even  for  one  month,  and  the  second  is,  educate  your 
sales  force  to  mention  anything  that  appeals  to  them  as 
being  a  desirable  feature  to  stock. 

V 

The  enlargement  of  the  men's  wear  section  of  The 
Dry  Goods  Review  to  an  extent  that  will  not  only  im- 

prove its  usefulness  to  the  clothing  and  furnishings  de- 
partment of  the  dry  goods  store,  but  will  give  it  all  of 

the  merit  of  an  up-to-date  men's 
Up-to-date  Men's  wear  paper  in  the  opinion  of  exclu- 
Wear  Paper.  sive  dealers,  marks  another  step  in 

the  development  of  The  Review. 

From  the  advertiser's  point  of  view,  this  move  should 
also  prove  of  exceptional  interest.  Manufacturers  and 

wholesalers  of  men's  clothing  and  furnishings  here  have 
a  medium  which  will  not  onlj'  cover  the  dry  goods  stores 
in  which  men's  wear  lines  are  carried,  but  as  a  separate 
paper  the  section  will  have  circulation  among  the  best 

exclusive  men's  wear  dealers  in  Canada.  It  is  safe  to 
say  that  in  no  other  way  can  advertisers  cover  this  joint 

field  so  thoroughly.  This  men's  wear  paper  will  not  only 
give  the  latest  news  with  regard  to  style  tendencies,  but 
it  will  also  deal  with  market  conditions  in  time  to 
enable  the  retailer  to  convert  new  developments  to  the 

best  possible  advantages.  Store  arrangement  and  equip- 
ment, the  art  of  displaying  goods,  matters  that  will  be 

of  helpful  interest  to  salesmen,  best  methods  of  doing 
things  and  other  subjects  will  be  featured  in  this  paper. 
Every  effort  will  be  put  forward  to  make  it  bright  and 
helpful   from   the     viewpoint   of  the   man    who   is   selling 

men's  wear.  Already  The  Review, has  received  many  evi- 
dences of  appreciation  in  connection  with  its  latest  step 

forward.  V 

Following  the  articles  just  concluded  in  The 

Dry  (ioods  Review,  describing  A.  H.  Terris'  very  satis- 
factory experiences  in  grappling  with  the  mail  order 

IHdhleni.  the  intention  is  to  publish  a  number  of  other 
stories  of  good  merchandising,  wliicli 

Merchants  are  will  deal  with  practical  and  profitable 
Showing  plans  carried  out  by  merchants  in  other 
Great  Interest  parts  of  the  country.  Two  of  these 

came  from  the  west,  and  are  particular- 

ly interesting,  since  they  emphasize  the  fact  that  west- 
ern merchants  are  by  no  means  oblivious  to  the  necessity 

of  extraordinary  effort  if  they  are  to  hold  their  own fields. 

Merchants  throughout  the  country  are  manifesting 
considerable  interest  in  the  articles  that  have  already 
been  published,  and  The  Review  promises  that  those  on 
the  way  will  be  well  worth  their  attention. 

V 

The  lot  of  the  dry  goods  salesman  is  not  a  contin- 
uous round  of  pleasure.  Those  who  have  acquired  any 

idea  to  the  contrary  must  have  seen  him  while  he  was 

far  away  from  the  region  of  show  eases,  counters,  cloth- 
ing, fabrics  and  other  things,  which 

How  Did  You  go    to    make    up    a    modern    store. 
Make  Your  That  he  has  no  easy  array  of  duties 
Best  Sale?  confronting  him    every    day  is   evi- 

dent to  The  Review  from  the  num- 
erous communications  which  have  recently  been  received, 

describing  difficult  sales,  and  methods  employed  in  se- 
parating the  overly  particular  customer  from  his  money. 

This  may  be  done  in  two  ways.  A  salesman  may  obtain 
an  order  from  a  person  in  such  a  way  that  the  latter 

will  feel  as  if  some  person  else's  hand  had  been  thrust 
into  his  pocket  and  deprived  him  of  some  of  his  wealth. 
Such  a  sale  brings  the  man  back  to  the  store,  but  not 

for  more  goods.  The  man  who  returns  under  those  cir- 
cumstances is  ready  to  inflict  any  kind  of  bodily  harm 

from  a  tongue  thrashing  to  a  real  wallop  in  conveying 
the  information  that  he  will  never  leave  another  cent  in 
that  store.  Even  then,  with  proper  handling,  he  may  be 
made  to  change  his  mind.  Then,  there  is  another  way 
to  deal  with  this  kind  of  person.  He  may  enter  a  store 
with  the  determination  that  he  will  not  buy  until  he 

sees  every  merchant's  line  and  then  perhaps  not.  Well, 
he  enters  and  the  wise  salesman  sizes  him  up  as  a  man 
who  certainly  is  entitled  to  courtesy,  and  who  will  make 

a  heavy  demand  upon  patience.  It  may  entail  a  labor- 
ious display  of  the  entire  stock,  but  by  the  time  the  man 

has  made  up  his  mind  to  see  the  other  fellow's  stock  he 
is  i)retty  favorably  disposed  towards  the  courteous  and 

patient  salesman,  and  if  he  doesn't  leave  an  order,  it  is 
likely  he  will  be  back  again.  That  man  feels  that  he 
has  undisputed  right  to  his  own  pocket  book,  but  the 
salesman  knows  better.  He  feels  that  he  has  the  rubber 

band  off  the  customer's  wad  of  bills,  and  that  practi- 
cally all  that  remains  to  do  is  to  wet  his  thumb  to  pick 

out  the  right  one. 

There  are  numerous  experiences  to  which  the  above 
procedure  applies.  The  Review  is  asking  salesmen  to 
tell  about  them,  and  is  willing  to  pay  for  these  short 
articles  from  $2  to  $5  in  cash,  according  to  the  merit 

of  the  sale.  This  offer  holds  good  in  regard  to  any  de- 
partment of  the  store.  Many  articles  have  already  been 

received  and  it  goes  without  saying  that  they  will  be  of 
most  helpful  interest  to  every  ambitious  salesman. 
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Thos.  GrimshaAV  &  Sons 
Limited 

Hosiery  Manufacturers 
27  Dale  Street 

Manchester,  England 

Works:  Sun  Mill,  Llttleborough. Branches  :    Liverpool— 21  Leigh  Street 

Birmingham— 20  Cannon  Street 
London  Office— 6  Milk  Street,  E.C. 

Agents  for  Canada  : 

narrower  &  Johnston,  Montreal 

speciality: 

*OaK  Tree'  Hosiery  and  Underwear 

BRITISH  AMERICAN  DYEING  CO. 
The   Largest  and    Best 

Equipped 

DYE  WORKS 
In   the   Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 

Yarns,  Gloves,  Braids,    Etc. 

DYED,    FINISHED     AND     PUT    UP 

AUo 
FEATHERS,    SILKS.    VELVETS,    RIBBONS,    LACE,    ETC. 

^^^  ̂ SISJi^LtlS'^^^^''   MONTREAL TORONTO OTTAWA 

QUEBEC 
J 

British  America  Assurance  Company 
/K.D.   1833 

FIRE  &  MARINE 

Head  Office,  Toronto 
BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President  W.  R.  Brock,  Vice-President 

Robert  Blckerdlke,  M.P.,  W.  B.  Melkle,   E.  W   Cox.  Geo.  A.  Morrow, 
D.  B.  Hanna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 

Frederic  Nicholls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Laah,  K.C. 
Sir  Henry  M.  Pellatt,  E.  R.  ̂ ood. 

W.  B.  ntelklo,  a»neral  Managmrf  P.  H.  Sltnm,  89orotary 

CAPITAL  ....  ft, 400,000.00 
ASSETS   2,182,753.85 
LOSSES  PAID  SINCE  ORGANIZATION      28.8a3.820.0t 

w ESTERIH Ineorperittd 
1891 

ASSURANCE 
COMPANY. 

AND 

MARINE 

Head  Office— TORONTO,  ONT. 

Assets  over      -      -      $3,570,000 
Income  for  1906,  over     3,609,000 

HON.  QEO.  A.  COX,  President 

W.  R.  BROCK,  Vice  President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FQSTER,  Secretary 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



lo DRY     GOODS     REVIEW 

Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get? 

EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 

they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 

not  usually  sold  in  dry  good  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 

are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 
and  use  it  when  you  would  like  us  to  give 
you  information. 

THE   DRY   GOODS   REVIEW 
143    University  Avenue,  Toronto 

I THE  DRY  GOODS  REVIEW 

143  UNIVERSITY  AVENUE 

TORONTO 

For  Subscribers 

INFORMATION  WANTED 
DATE_ 

.1910 
PLEASE  TELL  ME  WHERE  I  CAN  BUY_ 

NAME 

ADDRESS 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
^ 
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[   ''  Period  of  Well-balanced  Merchandizing. 

WITH  Christmas  less  than  three  months  away,  it 
would  be  occasion  for  little  wonder,  if  reports 

from  every  section  of  the  dry  g-oods  trade  indicated  that 
the  present  was  a  very  busy  season.  But  it  is  evident 

that  the  fitful  impetus  g-ivcn  by  Christmas  is  bound  to 

lose  some  of  its  identity  in  the  very  general  and  even- 
flowing  prosperity  apparent  in  the  dry  goods  trade.  There 

has  toen  little  that  is  fluctuating  or  spasmodic  about  it. 

From  manufacturers,  one  frequently  hears  the  following  : 

"The  only  thing  that  is  troubling  us  is,  how  to  get 

orders  filled  and  delivered."  While  with  wholesalers,  the 

quarter  bids  fair  to  round  out  a  very  fine  year's  record 
of  business.  It  is  a  time  when  there  should  be  brisknc^ss 

in  every  department.  Sorting  business  for  Fall  and 

Winter  and  placing  for  Spring  are  now  at  their  height. 
The  retailer  and  the  wholesaler  are  in  close  and  constant 

touch  with  each  other  and  between  the  lines  it  is  not 

difficult  to  see  a  progressive  merchandizing,  an  intelli- 
gent buying,  a  firm  hold  of  the  lever  of  good  control  and 

a  well-balanced,  level-headed  conduct  of  business.  There 
never  was  a  time  when  the  retail  merchant  was  accom- 

plishing so  much  for  himself  or  had  so  much  to  look  for- 
ward to. 

There  are  some  disquieting  things  on  the  horizon. 

Threatened  labor  troubles  in  the  textile  industry  in  Eng- 

land are  not  without  grave  significance  to  Canadian  buy- 

ers who  have  to  figui-e  well  in  advance,  while  the  cotton 
crop  outlook  is  not  altogether  of  the  brightest.  Uncer- 

tainty in  this  matter  for  two  seasons  in  succession  can- 

not fail  to  cause  a  conservative  policy  in  buying.  Buyers 

of  knitting  yarns  who  have  recently  been  in  the  market 

report  that  prices  are  fluctuating,  and  that  while  there 

have  been  soft  spots  of  late,  the  buying  has  been  largely 

from  hand  to  mouth.  Another  season  of  upward  prices 

would,  it  is  pointed  out  by  some,  mean  a  decided  revi- 
sion of  values  in  some  lines  which  manufacturers'  have 

been  holding  fairly  steady  during  the  past  year. 

From  Western  Canada  a  good  volume  of  business  has 

this  year  come  to  the  manufacturers  and  importers  of 

the  East,  and  while  partial  crop  failures  in  some  lo- 

calities are  responsible  for  cancellations,  the  total  will 

bulk   up   very  favorably   with   that  pendulum   of    western 

prosperity,  the  crop  yield  for  which  latest  figures  show 
that  local  shortages  have  been  pretty  well  discounted. 

From  many  districts  reports  are  that  the  actual  yield  is 

above  estimates-.  The  C.P.R.'s  latest  reports  are  94,- 
700,000   bushels. 

The  Government  bank  statement  for  August  .shows 
that  the  country  is  saving  money.  Deposits  on  demand 
are  about  five  millions  in  advance  of  July,  while  deposits 
after  notice  show  a  gain  of  about  seven  millions  in  one 
month,  an  increase  for  the  year  of  over  $100,000,000. 
This  is  a  new  high  record.  The  expansion  in  the  com- 

mercial requirements  of  the  country  is  indicated  by  an 
increase  in  current  loans  in  Canada  during  August  of 
over  four  millions,  the  total  being  .$657,813,770,  and  the 
increase  for  the  year  $114,659,113. 

Retail  Prices   and  the  Public. 

THERE  is  still  a  dry  goods  merchant  here  and  there 
who  acts  as  if  he  thought  the  public  ought  to 

know  what  he  has  in  his  store  without  being  told  about 
it.    Here  is  a  case  in  point. 

•  The  publisher  of  a  newspaper  in  a  certain  Eastern 
Ontario  town  dropped  into  the  store  of  a  local  dry  goods 
merchant.  During  the  conversation  the  subject  of  depart- 

ment stores  cropped  up.  "There,"  said  the  merchant  as 

he  picked  up  a  piece  of  dress  goods,  "is  a  line  I  am  sell- 
ing at  three  cents  a  yard  cheaper  than  any  of  the  depart- 

ment stores.     I  know  this  from  actual  investigation." 

"I  believe  what  you  say  is  true,"  remarked  the  news- 

paper man,    "but  you  are  not  advertising  the  fact." 
The  thrust  was  a  just  one.  The  merchant  was  a 

non-advertiser.  It  is  to  be  hoped  that  the  incident  will 
bring  about  a  change  of  heart. 

The  fact  that  this  particular  merchant  had  a  line  of 

dressi  goods  which  he  was  prepared  to  sell  at  three  ■cents 
lower  than  the  price  quoted  by  the  department  stores  in 

the  large  cities  is  not  an  isolated  case.  There  are  retail 

merchants'  all  over  the  country  who  are  in  a  similar 
position.  But,  unfortunately,  there  are  too  many  of 

them  who  never  seem  to  chink  of  heralding  the  fact 

abroad.  By  inference  they  seem  to  labor  under  the  as- 

sumption that  the  public  arc  mind  readers  and  sliould 

thus  know  without  being  told  that  they  can  buy  to  bet- 
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ter  advantage  at   homo  tliau   in   tho  liitr  tit>    ilcpai  tnuMit 

stores. 

To  ailvertise  is  to  tell  (he  news  about  meicliaiulise 

the  nieri-hant  or  the  mamifaetiirer  has  for  sale.  l']\eiv 

business  man  who  makes  or  keeps  an  article  foi'  sale  has 
this  news  to  tell.  If  he  does  not  know  it  and  refrains 

from  aiUHUineinir  it  in  tlie  eolnmiis  vf  the  hu-al  news- 

papers he  is  either  asleep  or  in  need  of  a  little  ediu-ation 

regardine:  the  place  of  advei-tisiiiir  in  nio<lern  business 
methods. 

Get  Together  for  Christmas  Plans. 

To  those  members  of  the  dry  floods  establishment's 
staff  who  have  to  see  anywhere  from  two  to 

twelve  months  in  advance,  and  plan  accordingly,  Christ 

mas  is  very  much  in  the  air.  The  manager,  tho  buyci-, 
the  heads  of  departments,  the  window  trimnici ,  all  have 

their  work  cut  out  for  them  in  picparing  foi  the  holiday 

season.  There  are  few  merchants  who  do  n(jt  put  foith 

every  effort  to  make  the  next  Christmas  outshine  in  pre- 

parations and  in  profits  the  one  that  has  gone  before, 

and  he  is  already  well  on  his  way  who  knows  where  his 

last  effort  can  V«e  improved  upon,  where  the  staff,  regular 

and  temporary,  can  be  strengthened  or  where  hi&  stock 

fell  down.  All  this  information  cannot  be  stored  away 

in  tablets  of  memory.  The  best  system  is  to  have  some 

tlata  to  steer  by.  The  idea  for  tlie  next  Christmas  must 

be  something  original  or  at  least  mark  a  departure  from 

that  featured  before.  Xow  is  the  time  to  plan,  to  hold 

staff  conferences,  to  get  the  full  brain  power  concentra- 

tion of  the  selling  force  at  work  with  the  idea  of  making 

the  season  brighter,  and  better  than  ever.  It  must  be 

done  by  co-operation.  Much  can  be  done  by  making  cap- 

able members  of  the  staff  responsible  for  different  parts 

of  the  store.  Then  will  follow  consultation  upon  the 

general  scheme.  This  is  where  initiative  will  show  it- 

self, and  good-natured  rivalry  in  producing  attractive 

and  pleasing  effects  in  decorations  and  arrangement  of 

stocks  should  follow.  There  should  be  snap  in  these  pre- 

parations, but  first  of  all,  get  together. 

A  Message  to  the  Nation. 

IN  addiessing  the  manufacturers  of  Bradford  recently, 

Sir  George  H.  Reid,  High  Commissioner  for  Aus- 

tralia, touchetl  upon  a  subject  whic'h  in  the  realm  of 
national  effort  should  be  so  far  removed  from  politics  as 

to  call  forth  the  greatest  possible  unity  of  action — that 

is,  the  better  education  of  children  along  practical  lines. 

Hi.s  words  were  "Give  up  trusting  Providence  and  edu- 

cate the  children  better." 

It  was  a  just  reNake  which  tho  speaker  gave  to  those 

pessimists  who  have  seemed  to  misinterpret  or  apply  a 

perverse  imagination  to  the  signs  of  the  times  so  that, 

without  hesitancy,  they  jtiedict  the  downfall  of  the  IJrr- 

ti-sh  commercial   entity.      Many   aMthoritativc  statistics 

were   at    hand    which    cnahltMl    the   speaker   to    ininiodiat ely 

reveal   tho  fallai-.v    of  any   such  i)r'ophecy. 

Turnini;-  trdni  facts  dcscript  i\  c  of  Hiitain's  i-onirncr- 

cial  suprcinac\ .  however',  he  saw  r'cason  for'  ser'ious 

\\;ir'ning  in  any  national  (i-rwlency  to  neglect  the  develo))- 

nrcnl  of  yorrriu'  l"'.ngland  along  lines  which  woirld  errablo 

it  to  cdUiilc  |i(r|i('i  iial  \(iiith  with  tin-  al)ilil.\'  to  a|)ply 

itself  to  practical  advantagc^  in  rnaintainini;'  and  ad\anc- 

in^-  the  commer'cial   statrrs  of  the   nation 

Ilcr'e,  then,  is  a  pointer'  tor'  Carrada.  or  arry  other' 

corirrtr'N'  throlihii-rtj'  with  as|iir'ations.  '{'he  sour'ce  of  na- 

tional \igor'.  of  the  abilit\'  to  pr'css  forwar-d  towar'd  the 

r'oalization  of  ambition,  is  [orind  in  the  iier'petuity  of 

active,  well-trained  tiiinds  with  power'  to  plarr.  imitate, 

direct,  execute,  sircceed  along  lines  which  will  best  count 

in  the  ui)buiiding  of  a  nation.  It  is  an  age  of  conscr-- 

\ation,  of  ocononiic  development  of  resour'ces,  and  thei'ci 

is  no  element  upon  which  the  futur'e  of  a  country  is  mor-e 

lai'gely  dependent  than  its  young  i)eoi)le  and  their  ability 

to  do  things  that  count   in  the  gr'aird  aggregate. 

Neither  Herding  Nor  Hounding. 

THE  daily  and  weekly  newspapers  throughout  the 
ccnmtry  are  taking  up  more  enthusiastically  than 

ever  before  the  work  of  developing  a  greater  loyalty  in 

the  matter-  of  home  trading.  It  has  been  discovered  that 
considerable  ]iatronage  goes  to  the  mail  order  house  by 

the  business  man  himself,  and  that  on  different  sides  the 

attitude  assumed  is  that  it  is  a  poor  melon  that  isn't 
ripe  on  both  sides.  In  other  words,  a  man  in  one  line 

of  business  has  to  complain  of  marl  oi-der  trade,  though 

he  patronize  it  himself,  he  has*  no  right  to  object  if  men 

who  could  use  his  goods,  send  away  to  have  their  re- 
quirements filled.  In  some  towns,  there  seems  to  have 

been  no  attempt  at  co-operation  among  merchants  to 
deal  with  this  promblem. 

One  jniblishor,  who  has  adopted  the  plan  of  address- 
ing a  letter  each  week  to  some  section  of  his  readers,  is 

pressing  home  the  importance  of  organization.  Of  the 

women  he  asks  :  "Will  the  women  of  this  town  take  part 
in  a  cam|)aign  to  encourage  home  trading  ?  If  they  will 

join  in  the  light,  organize,  and  use  their  powei'ful  in- 
flircncc  irr  this  good  eau.se  they  will  do  more  good  for 

suffering  humanity  than  the  W.C.T.C,  missionary  sociiv- 

r!(s.  ladies'  aids,  etc.,  have  or-  can  accomplish.'' 

Xow  that  the  newspapers  are  taking  up  this  matter-, 
the  merchants  can  give  significance  to  the  movement  by 

.supplymg  actual  instances  as  to  the  merit  of  home 

values,  facilitating  comparisons  whei-e  possible,  and 
otherwise  demonstrating  the  jrrstice  of  their  position. 

All  a|)|)earance  of  coercion  must  of  course  be  avoided,  or 

the  adoption  of  any  policy  which  would  give  to  peoi)le 

the  impression  that  they  were  being  herded  or  hounded. 

It  riirrst  l)e  done  by  wide-open  co-operation  which  will 

bring  lire  best  interests  of  the  commrrnity  home  to  every 

person  capable  of  conviction. 
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Some    Problems    I   Have    Dealt   With   in 

Meeting   Mail   Order   Competition 
The  Last  of  a  Series  of  Articles  Awarded  a  Cash  Prize  of  $100  by  the 
Dry  Goods  Review,  in  Which  A.  H.  Terris  of  Springhill,  N.S.,  Describes 

the     Methods    he     Employed     in     Discouraging     Long-distance     Shopping 

Copyrig-ht.  Canada.  1910 

AMONG  the  prob
lems  which  fre- qnen'tly  confront  the  merchant 

who  features  special  sales  to  a 

reason.able  extent  in  clealini;' 

with  the  mail  order  problem,  is  that  in- 

volved! in  giving'  an  actual  meaning  to 
the.  time  limit.  There  are  people  who 

will  never  arrive  on  the  scene  of  a  "good 

thing"  until  the  opportunity  is  passed. 
They  seem  to  have  an  inborn  disregard 
of  all  set  limes  .and  occasions,  and  tbeir 

consequences,  beneficial  or  otherwise. 
The  merchant  who  knows  anything  about 

special  sales  has  met  these  people.  Their 

attitude  seems-  to  suggest  some  such  re- 

mark as.  "Well,  you  didn't  meain  that 
for  me.  did  you?  What  difference  does 

a  few  minutes  make?  You  dion't  al- 

ways mean  wbat  you  say  in  your  adver- 

tisements, do  yon?"  There's  the  rub. 
WE  CAN  NEVER  AFFORD.,  AS  MER- 

CHANTS, TO  LET  THE  PEOPLE  RITN 
AWAY  WITH  THE  IMPRESSION 

THAT  OUR  ADS.  MEAN  ANYTHING 

DIFFERENT  FROM  WHAT  THEY 

SAY.  Let  the  customers  get  the  idea 

that  a  statement  is  insincere,  that  things 
are  not  what  they  are  advertised  to  be, 
and  the  merchant  will  find  it  a  difficult 

matter  to  knuckle  down  s'udidenly  to  the 
adoption  of  a  nc'cessarily  hard  and  fast 
rule.  The  people,  I  believe,  appreciate 
the  attitude  of  a  merchant  when  he  re- 

fuses to  depart  from  any  specified  con- 
dition in  his  advertising.  Theiy  realize 

that  they  will  always;  know  where  to 

find'  him  on  a,ny  matter  pertaining  to  his 
merchandising,  and  that  no  favors  will 

be  shown  by  him.  The  merchant  who 
undertakes  to  discriminate  between  cus- 

tomers is  sure  lo  make  all  kinds  of  li'nu- 
ble  for  himself,  and  on  this  maltci-  oi 
special  sales  he  cannot  very  well  atfurd 
to  take  two  pusilions. 

Restrict  Prices  to  Time  Limit. 

In  conducting  special  sales,  I  always 
restrict  prices  to  the  time  limit.  I  have 

said  it  before,  and  I  repeat  it.  CON- 
FIDENCE IS  WHAT  EVERY  BUSI- 

NESS MAN  SHOULD  HOLD  UPPER- 

MOST, and  be  sure  that  no  act.  no  spe- 
cial sale,  no  method  in  connectio'n  with 

(he  opening  or  closing  of  a  special,  will 
in  the  slightest  degree  lessen  the  con- 

fidence the  people  ha.ve  in  him  and  his 
business.  : 

"If  I  advertise  an  article  011  a  certain 

d-ay,  my  customers  know  that  iai  order 
to  get  that  article  at  that  price,  they 

must  come  on  the  day  or  hour  it  is  ad- 
vertised foi-.  If  I  allowed  them  to  gel 

it  'any  old  time'  they  would  soon  get 
the  habit  of  putting  off  till  to-morrow, 

as  they  know  'there  are  a  lot'  and  'there 
will  be  some  left.'  The  result  is  they 
will  not  have  the  same  regard,  respect 
or  interest  in  the  business,  as  they  would 
if  I  advertised  that,  on  Tuesday  from 

3  to'  4,  we  would  sell  dollar  goods  at  fifty 
cents,  and  at  exactly  one  minute  past 

four  they  would  have  to  pay  one  dollar." 
WHAT  IS  IT  THAT  HELPS  TO 

MAKE  SHOPPING  IN  THE  LARGE 

MAIL  ORDER  HOUSES  SO  ATTRAC- 
TIVE ?  The  fact  that  whein  goods  are 

advertised  at  a  certain  price  on  a  cer- 
tain date,  that  is  the  date  they  will  be 

there,  not  bef(n'e  or  afterwards.  It  is 
a  fact  which  gives  snap  to  business,  and. 

I  have  sometimes  exchanged  goods  bought  else- 
where, but  I  have  never  failed  to  impress  up^n 

the  customer  that  home  values  are  best. 

Prices  have  proved  it  " 

i( 

P 
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from  what  I  have  observed  in  connec- 
tion with  these  sales,  they  help  those 

goodtji  which  rank  as  reg-uhu-  values.  Yon 
see.  the  service,  the  entire  constitution 

of  the  large  mail  order  house  as  we  seo 

it  to-day.  is  anchored  in  t'he  confidence 

of  the  people — or,  at  least,  that  is  the 

object  in  view — and  we  as  local  mei- 
chants,  must  give  our  enterprise  the 
same  standing. 

T  have  never  yet  put  on  a  sale  to  which 

the  people  did  not  respond.  If  I  adver- 
tised $1  shirts  for  50  cents  on  Monda.y, 

that  is  exactly  what  they  will  find,  not 

7.5-cent  shirts,  and  on  Monday,  not  Tues- day. 

Should  They  Pay  Local  Taxes. 

I  have  been  asked  my  opinion  as  to 

whether  the  mail  order  ̂ houses  should 

pay  taxes  in  localities  in  which  they  do 
business?  It  is  a  reasonable  question, 

and  one  which  the  merchant  who  sees 

much  business  going  away  to  the  city 

frequently  asks  himself.  Every  other 

business  man  who  sees  his  sphere  of  ac- 

tivity encroached  upon  !by  competition 
from  outside  concerns  which  have  no 

taxable  property  in  the  locality,  has  ask- 
ed himself  the  same  question,  whether 

his  stock  consists  of  dry  goods  or  road 

ro'lers,  but  is  it  progressive? 

I  THIXK  THAT  THE  MAIL  ORDER 

HOUSE  PAYS  TAXES  ON  HIS  STOCK 

IX  THE  CITY  IX  WHICH  THAT 

."^TOCK  IS  HELD.  THE  SAME  AS  I 

DO  \XD  SHOULD  XOT  BE  ASKED 

TO  PAY  FOR  IT  THE  SECOXD  TIME 

TX  AXOTHER  CITY  OR  TO^'X.  I 

htlieve  in  pragi-essiveness,  and  it  is  cer- 

tainly that  spirit  that  makes  the  mail 

order  hou.se  try  to  get  more  business 

each  year.  This  should  be  the  ambition 

of  every  business  man,  and  it  is  my 

opinion  that  if  we  go  about  it  in  the  right 

way  we  shall  make  better  headway 

against  outside  competition  than  by  the 

application  of  a  tax. 

WE  SHOULD  TRY  TO  KEEP  THE 

GOODS  AND  DO  BUSINESS  IN  SUCH 

A  WAY  THAT  THE  "OTHER  FEL- 
LOW" WOULD  NOT  BE  ASKED  TO 

PAY  TAX  in  his  town. 

Can't  Stop  all  Mail  Order  Business. 
Of  course,  I  do  not  mean  to  say  that 

it  is  possible  to  stop  all  the  mail  order 
business.  THERE  ARE  PEOPLE  WHO 
WOULD  RATHER  SEND  AWAY  FOR 

GOODS,  EVEN  IF  IT  WOULD  BE  TO 
THEIR  ADVANTAGE  TO  HAVE 
BOUGHT  AT  HOME.  There  seems  to 
be  a  sort  of  fascination  about  receiving 
them  from  afar  off,  Every  merchant 

knows  that  there  are  people  wiho  at  some 
time  or  other  bave  been  very  poorly 

satisfied  by  the  goods  with  which  their 
orders  have  'been  filled.  Had  they  known 
what  they  would  eventually  receive,  they 

might  have  hesitated.  Yet,  these  same 

people  still  patronize  the  mail  order 
iiouses  occasionally,  although  skillful 
demonstration  of  home  values  by  the 
lo'cal  merchant  has  often  helped  to  stay 

their  haste  in  sending  business  out  of 
town. 

Exchanging  Goods  Bought  Elsewhere. 

In  comiection  witb  this  question  comes 

np  the  other.  What  do  you  dio  when  a 
customer,  having  secured  unsatisfactory 
goo'dis  from  the  mail  order  house,  asks 
you  to  ecschange  it  for  something  you 
■have  in  your  store  which  she  may  like 
better? 

I  have  been  asked  to  exchange  goods 

bought  from  other  people.  AS  A  GEN- 
ERAL RULE.  I  TELL  THEM  THAT 

"ALL  THE  GOODS  WE  SELL  ARE 

BOUGHT  FROM  RELIABLE  PEOPLE. 

AND  AS  WE  GUARANTEE  EVERY- 

THING WE  SELL  TO  GIVE  PER- 
FECT SATISFACTION,  IT  WOULD 

BE  IMPOSSIBLE  TO  ACCEPT  GOODS 
WHICH  WE  DID  NOT  BUY,  as  we 

know  nothing  about  the  reliability  of  the 

maker,  and,  therefore,  could  not  guaran- 
tee." I  find  I  cannot  make  a  hard  and 

fast  rule  regarding  this  matter.  We 
have  made  exceptions.  Only  a  few  days 

ago  a  lady  brought  in  a  child's  sleeping 

^-rr"'~'"»"VT^-* 
"^^^ 
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If  I  advertise  an  article  for  a  certain  day  or  h
our 

my  customers  know  they  must  corne  at  th
e 

time  specified  in  order  to  get  it." 

r     r    »  in    rf  r  <  <rV I    ■    -   -    T   •     -    '     '   
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Plain  and  figured  dress  goods  are 
favorites  for  Spring  1911. 

The  "  Sovereign"  range  is  par- 
ticularly desirable,  as  not  only  are 

values  the  best  obtainable,  but  the 

finish  and  colorings  cannot  be  sur- 

passed. 
When  do  you  want  to  see  our 

traveller  ? 

THE  W.  R.  BROCK  COMPANY  (LIMITED) 
.MONTREAL, 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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suit  tiiiU  caiiu'  liiiiii  "' f.ainn 's. "  1  saw 
at  a  g-lance  that  it  was  the  same  as  ours 
and  that  the  prioe  was  three  cents  more. 

Ill  taat  ease  I  said,  "Yes.  certainly,  the 
jrarment  is  the  same  exactly  as  what  we 

have  in  stock."  and  I  DID  NOT  FAIL 
TO  ALLOW  HER  TO  WATCH  ME 

CHAXOE  THE  PKMCf:.  SHE  DID  NOT 

SAY  ANYTHING  MOHK  THAN  TO 

THANK  MK.  BIT  TllKKK  DAYS 

LATER  SHE  HROltiHT  A  LADY 

FRIKNI)  TO  THE  STORK  WHO 

BOUGHT  A  FULL  DRESS  AND  TRIM- 

MINGS, f 

There  are  occasions  sueh  as  this  when 

we  have  to  set  aside  any  antagonism 

that  we  may  feel  and  take  a  cnursc  ca'- 
culated  to  convert  favorable  opinion  to 

our  own  direction.  It  has  to  be  (imn^ 

carefully.  It  is  difficult  to  tell  at  the 

time  whether  it  is  g-ood  polii-y  o;  nor. 
but  in  the  majority  of  cases  the  n  er- 

chant  will  have  an  opportu'uily  lo  em- 

phasize his  own  values  anid  to  pii'ss  liou'." 
the  fact  that  it  ]>ays  to  iialronize  the 
local  merchant. 

Examples  of  Perversity. 

One  occasionally  encounters  examples 

of  perversity,  which  seem  to  he  inex- 
plicable. A  cusiomer  will  tell  him.  for 

instance,  that  she  would  never  liavc 

bouarht  from  hei'  lunne  nici'cliant  an  ar- 
ticle which  silie  lias  seen  adivertised  in 

the  mail  order  catalosiiie  and  whirli  she 

immediiately  sent  away  foi-.  1  think  this 
applies  to  anji  place  or  store,  but  I  do 
not  consider  il  a  serious  gniievance 

ag'ain  any  merchant.  Suppo.-ie  that  the 
article  is  a  belt  or  a  tie — the  customer 

boujrht  it  .simply  because  she  saw  the 

catalog'ue  before  the  merchant  had  a 
chance  to  display  his  line.  It  was  not  a 

matter  of  value,  price  o.r  lack  of  con- 
fidence. Next  time  sihe  may  see  the 

"tie"  in  Jones'  window  before  she  see.- 

it  in  the  catalog'ue. 

Display  Goods  Early. 

We  have  six  silent  sa'esmcn  show 
cases,  i^till  we  find  it  difficult  to  display 

rT-rT-<-«-<r 

('ViTvlhinii-  at  once.  We  change  our  win- 
dows every  week, 'also  our  show  cases  in 

the  store,,  still  we  find  il  diillieult  to  show 

everything-  at  once. 

Wi:  CHANGli  OUR  WINDOW  DIS- 

I'LAY  EVERY  WEEK,  ALSO  OUR 
SHOW  CASES  IN  THE  STORES,  AND 
TRY  TO  HAVE  ALL  NEW  GOODS 

IN  THE  NOiVELTY  LINE  SHOWN 

JUST  AS  SOON  AS  POSSIBLE  AFTER 

THEY  ARE  ON  THE  MARKET,  even 

if  in  very  small  quantities.  It  gives  the 

impression  that  "Terris  &  Co.,  are  up-to- 

date,  as  t:hey  are"  the  very  same  style 
as  we  saw  in  the  city  last  week. 

Compare  Your  Records. 

The  merclia-nt  wiho  adopts  a  method 

whereby  he  can  compare  one  year's  re- 
co'rd  readiily  vvitb  another  will  find  that 
it  may  sometimes  enable  him  to  set 

wiunis;  things  right,  and  if  he  is  working 

along  proper  lines,  comparisons  will  al- 
ways 'be  a  source  of  inspiration.  We 

keep  no  stock  reeoi'd  further  than  our 
yearly  inventory,  and  our  merchandise 

account  posted  and'  balanced  monthly. 
We  have  always  kept  a  record  of  our 

daily  sales,  and  know  everyi  night  just 

tilie  amount  we  do  in  both  ca.sih  and.  cre- 

dit, but  keep  a  "comparison"  acconni 
in  a  separate  book,  which  contains  the 
niionthly  results.  We  do  not  Ihink  il 

I'air  to  make  a  comparison  with  days, 
uc  think  tlie  monthly  result  gives  a  hel- 

ler and  more  aecnrale  idea  as  to  how 
tlie    business   is  going. 

TO  SUM  UP,  MY  LAST  WORD  IS 
THIS:  IN  GRAPPLING  WITH  THE 

MAIL  ORDER  PROBLEM  ADOPT 

AS  MUCH  OF  THE  SYSTEM  OF  THK 
MAIL  ORDER  HOUSE  AS  POSSIBLE. 

IXVESTKiATE  THEIR  METHODS. 

PROVE  TO  YOUR  PEOPLE  THAT 

YOU  CAN  MAKE  SHOPPING  AT 

HOME  AS  BRIGHT  AND  ATTRAC- 
TIVE AND  FASCINATING  as  it  can 

pns.si'bly  be  by  mail,  do  eiveryitiiing  to  in- 

spire your  people's  confidence  and  make 

good  'Use  of  printer.^'  ink. 

•J  *  '  -»,-»- 

We  have  always  kept  a  record  of  daily  sales  and 

know  every  night  the  amount  of  business  we 

do  in  cash  and  credit." 

*  <r -^t    -   ̂  
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LOOK  AT  YOUR    CEILING  ! 
A  few  dollai-s  would  replace  that  with  a  tine  new 
Art  Metal  Ceiling,  that  won't  eracli,  fall  down  or 
discolor.  Fire  proof,  ijeruianent  and  ornament- 

al, too.  A  post-card  brings  partiodars  without 
obligation  to  you. 

The  Gait  Art  MetalCo.,  Ltd  ,  Gait,  Or  t. 

HANSON'S 

WOOLLEN  SOCKS 

G.  E.  Hanson Hull.  Que. 

ARE    YOU   UP  IN    THE  AIR? 

Are  you  looking  for  new  ideas  to  stir  up  interest, 
infuse  new  life  into  your  business  and  bring  per- manent increased  sales? 

We  reduce  or  close  out  stocks  of  merchandise  in  a 
most  satisfactory  and  profitable  manner  by  means 
of  our  Successful  Special  Sales.  Inquire  to-day  tor 
our  proposition. 

FRED  W.  WEBER  &  COMPANY 
427  East  47th  Street,  Chicago,  Illinois 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 

tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 

logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 
(Incorporated.) 

310  Fifth  Avenue.  Chicago,  III. 

Better   Li^ht   and    Cheaper 

For  '-^c.  an  hour  vou  can  light  your 
store  better  than  el  ctricity  or  city 
gas  and  cheaper  than  coal  oil  or 
candles.  Colors  show  same  as  bv 
day  light.  Send  to-day  for  circular 
and  special  price  to   merchant  direct. 

MACLAREN  &  CO.     ""o",!^';"''' 

Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 

Toronto  and  Montreal 
Write  for  samples. 

Correspondence  Invited 

E.  R.  BOLLERT 
MANUFACTURERS'  AGENT 

Bui^fnT"*"''  Vancouver,  B.C. 
Can  give  strict  attention  to  one  or  two  first-class 

Agencies.     Highest  references. 

Window  and  Store  Decorations, 
Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

359  W.  Chicago  Ave.  CHICAGO 
Largest  Importers  and  Manufacturers 

Send  for  Catalogue  R 

The  Commercial  Account  Register 
pays  for  itself  in  a  few  months.  For  simplicity  quicl' 
ness  in  operation,  durability  and  elegance  in  con- 

struction it  has  no  equal.  Cuts  out  bookkeeping  and 
fits  any  safe.  Send  postal  for  catalogue  and  Can- 

adian testimonials. 

COMMERCIAL  REGISTER  CO. 
178-180  Victoria  St.,  Toronto,  Ont. 

What  Other  Merchants 
Have  Found  to  Pay 

A  shoo  dealer  adopted  a  plan  equally  applicable 

to  a  drygoods  store.  He  sent  a  man  to  can- 
vass every  house  in  his  town,  to  talk  first  of 

all  about  his  goods,  and  incidentally  to  tell 
about  his  plan  of  giving  away  phonographs. 

The  latter,  though  cheap,  were  quite  satisfac- 
tory in  their  operation,  and  in  addition  he  had 

the  ageaicy  for  records  (other  records  not  being 
adapted  to  this  particular  machine.)  He  made 

a  good  profit  on  the  records,  and  states  that 
the  whole  plan  works  out  splendidly.  Those  who 

have  been  given  phonographs  are  mailed  each 

month  a  list  of  new  records,  to  be  obtained  on- 
ly at  this  stor".  This  brings  the  people  in.  and 

it  is  an  easy  matter  to  interest  them  in  other 

goods. *  »     * 

To  recognize  the  babies— and  attract  the  mo- 
thers, a  merchant  made  the  generous  ofler  of  a 

solid  gold  baby  ring  or  a  silver  spoon  to  every 

youngster  under  a  year  old,  brought  to  his 

store.  There  was  no  string  attached  to  the  of- 
fer—no purchase  being  required  to  procure  the 

gift.  That  store  was  a  popular  place  for  lao- 
thers  of  under-twelvt^months-old  babies,  and  they 

left  considerable  cash  there  as  well,  for  goods 

attractively  brought  to  their  attention. »     *     * 

A  men's  furnisher  finds  that  a  window  bulle- 

tin service  brings  him  many  customers.  He  has 

a  small  area  of  his  show  window — about  two 

feet  square— framed  off  by  moans  of  a  gold  leaf 

border  and  inside  this  he  fastens  with  a  sticker 

a  daily  meau  of  features.  One  day  it  will  be 

nttractive  values  in  neckwear.  Another  day 

shirts  and  so  on.  Hi^  finds  that  by  persistently 

chiinging  these  bulletins  he  has  made  impres- 

sion upon  passersby  and  many  good  .'.ales  have 
been  made.  The  stickers  do  not  disfigure  the 

"indow  as  they  do  not  extend  beyond  the 

border. 

*  *-       *■ 

Courtesy  is  a  great  selling  factor.  In  the  mo- 
dern merchandising.  the  man  who  takes  this 

means  of  pleasing  his  customers  is  banking  on 

a  sure  thing.  There  are  uuuierous  instances 

which  prove,  that  exercised  in  the  most  or- 
dinary way,  this  quality  always  repays  in  kind. 

The  merchant  who  on  a  rainy  day  loaned  his 

customer  a  brand  new  rain  coat  in  order  to  vn- 
able  her  to  reach  home,  not  only  made  a  sale 
of  that  coat  the  next  day,  but  also  put  that 

customer  in  a  most  friendly  attitude  towards 

hii  store.  Every  day  multiplies  instances  of 
this    kind. 

In  order  to  make  comparison  of  his  goods  and 

that  offered  by  mail  order  houses  easy  to  cus- 
tomers, a  merchant  has  adopted  the  plan  of 

offering  prizes  to  the  boy  and  girl  who  within 
a  certain  time  will  procure  for  hiia  thd  largest 
number  of  catalogues  sent  to  his  district  by  the 

large  mail  order  houses.  These  he  intends  to 

again  use  in  such  a  way  as  to  convince  his 
people  that  in  many  lines  his  values  are  better 
than  those  available  through  the  mails.  The 

campaign  also  includes  a  plan  wher-'by  he  will 
make  actual  comparison  of  his  own  samples  and 

.1    number   secured   front  the    mail   order   hou.'ies. 

METALLIC  CEILINGS 
of  attractive  dvsign  help  to  make  your 

store  an  attractive  place  in  which  to  shop. 
Our  designs  are  exclusive  and  come  in  a 

great  range.  Plain  or  ornamental.  You 

should  have  our  catalogtie.  Send  to-day. 
The  Metallic  Roofing  Co..  Limited,  Toronto 

Buttons!     Buttons!     Buttons! 
Are  you  looking  for  up-to-date  novelties?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  an<l  New  York  designs,  suitable  for 
the  manufacturing  trade.  Will  gladly  submit 
samples. 

Embroidery  and   Braiding: 
Machine  and  hand  work.      Write  us  for  particulars. 

A.  WEYERSTALL  &  CO. 

145  Wellington  St.  West,  TORONTO 

ENQUIRY  SOLICITED 
Dry  Gootis  and  Dry  Goods  Specialties, 

Eastern  Provinces. 

SUTHERLAND  &  NELSON 

Manufacturers'   Agents 

ST.   JOHN,  -  -  -  -  N.B. 

WHOLESALFRS 

Before  you  go  any  furtlier  with  your  buying: 
consider  this  :  The  old  reliable  firm  of 

Hern  Patz,  Oelsnitz  (Saxonyj  is  now  repre- 
sented in  Canada,  and  is  prepared  to  show 

you  exceptional  advantages  in  their  Axmin- 
ster  Squares,  Rugs  or  Mats, 

Designs  and  price  lists  upon  application. 
Otto  T.  E.  Veit,  Wellington  St.  W.,  Toronto 

Agencies  Wanted 
We  have  a  staff  of  travellers  covering  entire  Canad 

ian  West,  and  wotdd  like  to  get  into  touch  with  luanii 
facturers  of  the  following  lines  wanting  agents  :— Under 
wear,  Hosiery,  Neckwear,  Shirts,  Fancy  Vests,  Gloves 
Hats  and  Caps,  Men's  Haberdashery,  etc.  We  have  a good  coimection  and  splendid  facilities  for  handling 
additional  lines.     Correspondence  soliciteu 

The  G.  A.  Tranter  Co. 
Si.ite  9       Capitola  Bldg.         Vnncouver,  B.  C. 

ADVERTISING    CUTS 
For  Dry  Goods,  Department  and  General 

Stores.  Send  lor  our  big  catalog.  It's tree.     Cuts  20  cents  each. 

Syndicate  Cut  Company 
18  Park  Row NEW  YORK 

!OCK^ 

Faterson 

UMITtO 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 

^House  of  the  Maritime  Provinces. 
MAIL  ORDERS  OUR  ESPECIAL  HOBBV 

THE 

MERCHANTS  MERCANTILE  CO. 
260  St.  James  St.,  Montreal 

Mercantile  Reports  and  Collections 

Our  method  of  furnishing  commercial  reports 
to  our  subscribers  gives  prompt  snd    reliable  in- 

formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  1985 

This  space  will  cost  you 

only  $20  a  year,  and  your 
ad.  will  go  to  5,000  mer- 

chants each  month. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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ART  OF  DISPLAY  AND  STORE  EOUIPMENT T^^'V   Goods  Rn'ini. 

Is  your  store  well  day-lighted? 

I F  YOUR  STORE  is  one  of  a  block  of  business  buildings,  on  a  typical  business street,  all  the  windows,  back  and  front,  should  be  equipped  with 

Luxfer  Prisms 
In  no  other  way  can  you  get  the  full  advantage  of  daylight.  Rays  of  daylight 

strike  the  outside  of  your  w^indows  at  varying  angles,  governed  by  width  of 
street  and  height  of  buildings  across  the  road,  and  expend  their  brilliance  upon 
the  floor  within  a  few  feet  of  their  place  of  entry.  But  Luxfer  Prisms  refract 
those  slanting  rays  in  any  desired  direction,  and  carry  their  brilliance  to  a 
distance  only  limited  by  their  power.  And  remember  this :  Getting  full 
advantage  of  daylight  means  reduced  expenditure  on  artificial  lighting  and  a 
more  attractive  store. 

LUXFER  PRISM  COMPANY,  Limited 
MONTREAL TORONTO 

Profitable  Display  Demands  Practical  Fixtures 

No.  '1 — Practical  Hibuon  Cabinet 

Practical  Counter  Notion 
Cabinet!) 

Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 

Holding 

From 

30  to  700 

Bolts 

of Ribbon 

PRACTICAL 
RIBBON 

CABINETS 
PRICE  LIST Cabinet 

No. 

2714X  e^KiGi-i 

28Kxl4  x26 
28^x14  x38 28-Kxl8Kx38 
28Kx23!ix38 

28%x27Kx38 
28Kx32J^x38 28Kx42Jix43M 

Capacity 

Bolts 

50 

100 
150 
250 

325 
400 

475 

$  6  00 

10  00 

13  50 

18  50 

23  00 
26  00 
30  00 

42  00 
MADE  OF  O 

.No.  3  -Practical  Ribbon  Cabinet 

Practical  Counter  Notion  Cabinet 
Dimensions — width.  28  in. ;  height  at  back,  lO^i-in;  heglit  in  front,  4,^-in. 
Made  rceulariy  in  5  Icnffths — 37-in,,  4S-in.,  6U-in.,  72-in.  and  96-in.  The  ?7-in.  13 

divided  into  6  compartments,  5^^x6x5  in.  10  conipartments.  6/4x6x1  in.,  4  compartments, 
8x6xHn. ;  all  inside  measurements.  Longer  lengths  are  divided  into  same  size  compartments 
but  proportionate  number.  Boxes  are  removable  and  the  sides  are  made  of  white  basswood, 
finished  natural.  The  bottom  is  wire  mesh,  thus  preieniinj,'  the  accumulation  of  dust-  Tlie 
frame  is  made  of  oak  with  antitjue  finish.     All  compartmentji   have  card   holders  for  price  marks. 

PRICE  LIST 
No.  5.  37-in.  long 
No.  6.  48-in.  long (  9  00 10  00 

No.  9.  96-in.  long 

No.  7.   6u-in. 
No.  8.  72-in. 

$16  00 

long long 

$11  50 
13  50 

Practical  Piece  Goods  Fixtures 
The  proper  display  of  ginghams,  prints,  and  piece  goods  in    general  requires  a 

■      ■"  "'         ~  Either  holds  torty  pieces.    Any  piece  removed 
Practical  Counter  or  Floor  Fixture. 

without   disturbing  the   others.     Strong    spring   wire   shelves,    adjustable  to   any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.   Price,  $6. .50. 
Practical   Floor  Fixture,  height  5  feet.     Price.  $7.50.  Counter  Fixture 

FOR  SALE   BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND    FOR    CATALOGUE 

A.  N.  RUSSELL  &  SONS  CO..     Manufacturers.     ILION.  N.Y. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Modern  Store  Equipment 

Decorations  Start  Season 
Intel  ior  Display  and  Window  Trims  Sug- 

gest Approach   of  New  Season  and 
Stimulate  Sales. 

TIMELY  interior  trims  certainly  pull  business,  and 
there  are  seasons  when  it  pays  to  make  the 

march  of  the  dry  goods  year  by  decorating-  your 
store.  Timely  decorations  make  people  realize 

the  necessity  of  buying-  goods  betimes,  and  back  up  the 
ad. -man's  advice  to  make  choice  when  stocks  are  com- 

plete and  unbroken,  and  therefore  are  particularly  ett'ec- 
tive  in  starting  buying  for  the  new  season.  The  open- 

ings of  the  retail  seasons,  both  in  the  Spring  and  Fall, 

are  arbitrarily  marked  seasons,  and  when  "Winter  lingers 
in  the  lap  of  Spring,"  as  Canadian  winters  are  often 
apt  to  do,  the  decorating  of  the  store  with  Spring 
blooms  and  fresh  green  growing  plants  brings  home  to 
the  mind  of  tardy  buyers  the  fact  that  sunny  days  are 
nigh,  and  that  it  is  a  good  idea  to  prepare  for  them 
now,  and  have  leisure  to  enjoy  the  fine  weather  when  it 
comes.  And  again  in  the  Fall,  when  the  blue  skies  and 
late  sunshine  cheat  us  into  the  belief  that  frost  and 
snow  are  far  distant,  a  strongly  tinted  decorative  dis- 

play reminds  customers  that  any  morning  may  reveal  a 
white  world  to  view,  and  that  it  is  time  to  prepare  for 
Winter's  needs. 

As    different     conditions      prevail    in    different    stores, 
merchants     choose     different  periods  to   run  decorations. 

Spring  and  Fall  opening  seasons,  Easter  and  Christmas, 
are  those  most  generally  marked  by  extra  decorative 
efforts,  and  in  some  stores  January  or  other  sale  periods 
are  also  marked  in  this  manner,  the  idea  behind  being 
to  draw  the  crowd  to  see  tlie  decorations,  and  to  help 
sales  by  their  suggestive  influence  in  that  direction. 

For  the  opening  of  the  Fall  season,  which  in  Toronto 
always  coincides  with  the.  holding  of  the  great  Exhibi- 

tion, the  R.  Simpson  Co.'  had  extremely  effective  opening decorations.  The  store  is  a  splendid  example  of  high- 
grade  modern  store  architecture,  and  lends  itself  most 

thoroughly  to  "any  decorative  scheme,  or  in  other  words 
it  forms  an  exceptionally  good  background.  Massive 
pillars  with  rich  decorated  capitals  support  the  first 
floor,  and  wide  aisles  run  both  the  length  and  breadth 
of  the  store.  All  fixtures  are  low,  and  there  is  an  almost 
uninterrupted  vista  from  any  point  of  entrance. 

Each  of  these  pillars  carried  below  the  capital  a  base 
of  greenery,  partly  real  and  partly  artificial,  and  out 
of  this  mass  sprang  wronght  iron  brackets,  holding  large 
fern  pans,  filled  with  palms,  ferns  and  colored  foliage 
plants.  Four  gilded  scrolls,  cut  out  of  inch  lumber,  were 
placed  one  at  each  corner  below  the  greenery,  and  formed 
a  finish  in  high  contrast.  Four  electric  lights  were  sus- 

pended by  bronze  chains,  one  at  each  corner  of  the  pillar, 
from  the  ceiling,  and  each  of  these  lights  was  enclosed  in 
a  large  ball  shade  covered  with  cut  out  green  crepe 
paper.  This  cutting  showed  little  specks  of  the  white 
globe  which  gave  a  kind  of  glittering,  spangled  effect. 

r)n   the   dress'  goods  and  millinery  floor,  palms,  ferns 

A  Christmas   window  by    E    A.    Wilson    for    Exclusive    Ladies'   Store.   North    Bay.     For    description    see    Art    of  Display    department. 
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and  plants  woio  u>o<l  iu  I'onuei-tioii  witli  (lie  lixlfii'  trims, 
and  on  the  cases  and  stands,  but  on  the  third  llooi  (luile 
a   different   deeorative  treatment    was   adopted. 

The  wide  aiskis  that  run  around  the  department  wt-ic 
centred  with  a  row  of  pedestals,  earryiuff  large  elassie 
vases  of  staff.  The  j>edestals  were  four  sided,  each  witii 

a  panel  formed  from  g^ilt  molding-.  The  vases  were  filled 
with  trailing  plants,  ferns,  etc.  I'alms  and  ferns  were 
used  in  the  French  dress  and  novelty  section,  and  in  the 

pretty  Peacock  room,  devoted  to  the  showing-  of  lingerie, 
and  infants'  wear.  Just  outside  this  section  there  is  a 
temporary  partition,  because  of  the  alterations  in  con- 

nection with  the  late  Kea  store.  This  partition  was 

covered  with  cork  bark,  and  trails  of  crimson  rainhU'i- 
roses. 

At  the  entrance  of  this  room  one  of  the  prettiest 
effects  produced  was  seen.  It  may  be  described  as  a 

sun-dial  effect,  and  was  formed  of  tall  single  holly- 

hocks' stalks  with  cream,  pink  and  deep  red  flowers. 
The  foundation  was  a  largo  basket  jiedestal,  and  the 
hollyhocks  were  wired  to  it,  so  that  they  followed  its 
shape.  A  few  sprays  were  placed  in  the  basket  affair, 
and  the  ends  of  the  stems  were  hidden  by  growing  plants 
and  ferns.  While  not  so  strongly  lominisecnt  of  Fall  as 
some  trims,  the  decorative  effect  was  particularly  novel 
and  stinking  and  was  in  every  way  a  credit  to  H.  H. 

Hollingsworth's  taste  and  abilitv. 

Xmas  Display  Suggestions 
Two    Excellent    Windows    in    North     Bay    Store 

Which  Sho-wed  Originality  and  Which 
Proved  Attractive 

One  of  the  illustrations  given  this  month  is  of  the 

interior  decorations  used  by  the  KxcJusive  Ladies'  Weai- 
Store,    North   Bay,    last    Christmas.    The   cut    illustrates 

the  centie  ciicle.  and  ̂ lu)\\^^  both  llio  ilci-orat ions  used, 
and  the  K-d.ixi'  display  of  ht)ii(lay  novelties.  The  lattice- 

work was  painted  green  and  twined  witli  tVost ed-white 
holly  with  red  berries.  Kvcrgrccn  treos  vvcro  also  used, 
the  tups  oi  which  were  dii)i)ed  in  alabastine  and  frosted. 

The  two  windows  were  used  in  connection  with  this 

display— one  of  them  is  illustrated,  and  was  devoted  to 
the  showing  of  holiday  novelties,  etc.  The  background 
in  both  windows  was  of  winter  scenes,  suggesting  the 
Christmas  season.  Pale  blue  cambric  was  painted  to 
give  a  sky  effect  on  which  was  pasted  silver  stars.  A 
half  moon  was  cut  out  of  yellow  silk  and  stretched  tight 

over  an  embroidery  hoop.  Sheet  wadding  icicles  -were 
hung  about  12  in.  in  front  of  the  background  to  give 
the  requisite  distance  effect  to  the  scene. 

There  was  a  gateway  effect  with  pillars  and  side 
fence.  The  pillars  were  covered  with  grey  canton  flannel 
hned  with  alabastine  to  simulate  blocks  of  stone,  and  the 
fence  was  painted  white.  The  pillars  were  capped  with 
square  blocks  and  mounted  with  white  glass  globes,  in 
each  of  which  was  placed  an  incandescent  lamp  bulb. 
There  was  also  a  drop  light  behind  the  moon.  At  night 

these  were  lit,  while  the  window  lights  were  shut  oft'. 
Two  small  evergreen  trees  were  placed  behind  the  fence, 
and  these  were  dipped  in  alabastine  and  frosted.  The 
goods  were  displayed  on  glass  shelves  and  handkerchief 
covered  pedestals. 

The  second  window  was  treated  somewhat  differently. 
The  background  was  the  same  save  that  no  moon  was 
used,  and  the  pillars  were  of  sc^uare  frames,  covered  with 
white  flannelette.  There  were  two  pillars  used,  and  be- 

tween them  was  placed  a  small  tree  painted  white  and 
frosted.  The  pillars  were  outlined  with  gold  rope,  and 
white  frosted  holly  decorated  the  top  of  the  pillar  and 
trailed  down  to  the  base.  The  paintings  in  both  win- 

dows were  done  in  oil,  and  they  were  covered  with 
white    flannelette    and    diamond    dust    was    liberallv    used. 

Section   of   centre   circle   in  Exclusive   Ladies'   Store.   North    Bay,   showing   display    of    Christmas    nov.'lties.      Lattice    work 
was  painted  ereen  and  covered  with  white  holly,  frosted.     Evergreen  trees  wore  used,  with  tops  dipped  in  alabastine  and  frosted 
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Thorne  Hold-Fast  Metal  Bar 
For  Modern  Store  Fronts 

If  you  want  the  BEST,  the  STRONGEST,  the  simplest  and  most  DURABLE 

Metal  Store  Front  Construction  on  the  market  to-day, 
INSIST  on  THORNE  BARS. 

The  up-to-date  merchant 
can  have  no  better  asset 
than  a  Thorne  Hold-Fast 
Store  Front  for  displaying 
his  goods. 

WRITE  US    ^  __  _ 

Write  for  special  catalogue 
and  full  particulars.  Our 
representative  pleased  to  call 
on  request  and  furnish  you 
with  full  detailed  informa- tion. 

WRITE  US 

GLASS                           DRIP  SILL  AND.METAL  SASH  NO.  20  GLASS 
r                                         All  bars  can  be  supplied  in  Plain  Copper,  Pol- 

ished Copper,  Oxidized  Copper,  Nickel  lOr 

Building  Purposes                    Plated  Bronze  and  Brass.  Building  Purposes 
Canadian  Agents 

THE   HOBBS  MANUFACTURING  CO.,   LIMITED 
LONDON           TORONTO            MONTREAL  WINNIPEG 

Hall-Borchert 
Dress  Form  Co. 
of  Canada,  Limited 
70-7  6 Pear 1  St 

re 
et 

T 0 R    0 N T 0 
0 n  t  a  r  i  0, C  an  a d  a 

The  Ketail  Merchants  of 
Canada  should  be  interested 

to  know  that  the  complete 
line  of  Hall'Borche  rt  ad- 

justable and  non-ad/ustabie 
forms  are  now  being  made 
within  the  Dominion,  and 
obtainable  at  the  same 

wholesale  prices  as  in  New 
York  or  Chicago.  Every  tailor,  dressmaker 
and  private  woman  wants  one  or  more  of 
these  forms  and  it  is  within  the  province  of 
Retail  Merchants  to  supply  this  demand. 
Easy  sales,  liberal  profits,  reliable  goods. 
Our  national  consumer  demand  advertising 
campaign  stimulates  trade.  Local  publicity 
secures  the  business.  Write  us  for  cata- 

logue and  prices. 

Increase 
Your Earning 

Capacity 

by  taking  a  course 

in  Window  Trim- 
ming and  Card 

Writing  at  the 

Koester 

School 
ALBERT  A.  KOESTER,  President 

Aiitlior  cif  First  Book  on  Window  Dressing. 
Fi.unclti'  of  First  .Si-hool  of  Winilow  Dressing,  1897. 
Dpsiijned  cxliliits  for  World's  Fair,  Chicago,  1893; Burlin  E.^position,  1900;  St.  Louis  E.vposition,  1904. 

Only  Decorator  awarded  medal  at 
yt.  Louis  E,\position. 

Author  of  book,  Koester's  Sy,stem  of  Draping,  1907. Five  years  with  Marshall  Field  &  Co. 

The  most  valuable  man 
about  the  store  is  the 
man  who  can  trim  the 
windows  and  make  the 

sho  wcards — make  your- 
self this  most  valuable 

man — don't  be  a  clerk 

all  your  life — prepare  yourself  for  the  better  paying  positions. 

Vacation  Courses  have  just  started — ranging  from  2  weeks  to  8 
weeks,  and  covering  general  and  special  subjects.    Spend  your  vacation 
at  the  School.     Get  ready  for  the  Fall  Season. 

We  have  very  interesting  catalogues,  letters  and  booklets  that  explain 
the  school  thoroughly.     We  will  be  glad  to  send  all  of  it  if  you  will 
send  us  your  name. 

THE  KOESTER  SCHOOL 
256  E.  MADISON  STREET, 

CHICAGO,  ILL. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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This  srave  a  particularly  trood  effect  after  the  lights  were 
lighted. 

Both  the  windows  and  the  interior  decorations   were 
designed  and  carried  out  by  Ernest  A.  Wilson. 

Santa  Claus  Best  Drawing  Card. 

CJood  old  Santa  has  been  worked  pretty  well  to 
death,  but  after  all  there  is  always  a  new  generation 
growing  up  that  believes  in  him.  He  is  therefore  just 
about  the  best  drawing  caixi  of  the  season.  In  the  Eaton 
store  of  late  years  Santa  has  had  to  be  dropped  during 
the  last  days  as  his  appearance  in  any  part  of  the  store 
was  the  signal  for  a  perfect  mob  to  collect  and  follow 

him,  and  the  grown-ups  were  just  as  bad  in  this  respect 
as  the  children. 

If  Santa  has  a  trifling  gift  for  each  of  his  young 
friends  and  the  merchant  advertises  that  fact,  he  is 
going  to  get  every  child  in  the  vicinity  into  his  store. 
This  means  that,  in  many  cases,  mother  or  big  sister 
will  be  along  also.       The   way  one   store   managed     this 

for  Santa  Clause  in  a  basket  is  certainly  new.  The  four 
sides  would  give  plenty  of  room  for  the  children  to  ap- 

proach on  all  sides  and  also  free  space  for  Santa  to 
move  around  in,  in  the  centre  af  the  basket.  The  pre- 

sents done  up  in  parcels  could  be  piled  on  the  counter 
and  under  it.  Well  carried  out,  and  properly  advertised, 
a  stunt  of  this  kind  ought  to  fill  the  store  and  result  in 
big  sales,  as  the  combination  of  Santa  and  a  present 
should  prove  irri.sistible  to  the  small  people.  Consecu- 

tive  Satuidays  might  bo  used   instead  of  days. 

Booths  for  Selling  Holiday  Goods. 

In  making  preparations  for  the  Christmas  trade  it 
is  necessary  to  provide  as  much  display  space  as  possible 
and  for  the  time  being  staple  lines  must  be  crowded  back 
to  make  way  for  the  many  novelties  that  are  good  for 
the  Christmas  season  only  and  on  which  a  positive  loss 
must  be  faced  if  they  have  to  be  carried  beyond  that 

period. 

u: 

"Heralding-  the  Djwn  of  Christmas  Morning"  was  the  title  of  this  handlierchief  display,  by  H.  C.  Macdonald.  formerly  with 
Richard  Hall  &  Son.  Peterborough,  now  with  Murray-Kay.  Toronto.  The  darker  portion  of  the  back  ground  as  shown  in  the 

photograph  v,'as  composed  of  a  dull  black  cambric  laid  on  plain.  To  this  were  affi.xed  numerous  silver  stars,  representive  of 
night.  The  balance  of  the  back  ground  was  of  a  light  blue  color  sateen,  which  always  photographs  white.  This  was  largely 
hidden  in  the  display  of  handkerchiefs.  In  the  centre  of  the:  archway  stood  a  life-size  doll  upon  a  pedestal  of  handkerchiefs 
and    representing   an   angel. 

gift  business  was  to  buy  a  number  of  cheap  toys,  costing 
only  a  few  cents  each,  and  to  have  them  neatly  parceled 

up. 
The  announcement  was  made  that  Santa  would  be 

ready  to  shake  hands  with  his  young  friends  on  a  certain 
day  and  had  a  present  for  each  brought  specially  for 
them  from  his  workshop  at  the  North  Pole.  To  make 
the  event  last  out  better,  and  to  get  the  full  advertising 
benefit  out  of  it,  the  letters  of  the  alphabet  were  divided 
into  three  sections.  The  boys  and  girls  whose  Christian 
names  began  with  the  letters  in  the  finst  section  were 

invited  to  come  to  the  store  on  the  first  day  accom- 
panied, of  course,  by  an  older  person,  and  Santa  would 

shake  them  by  the  hand  and  give  each  of  them  the  pre- 
sent. One  the  next  day  the  children  whose  names  began 

with  the  letters  in  the  second  section  were  asked  to 
come,  and  those  whose  names  began  with  the  letters  in 
the  third  and  last  section  were  asked  for  the  third  day. 
Just  how  many  sections  the  alphabet  may  be  divided 
into  depends  upon  the  size  of  the  town  or  city  where 
the  store  is  situated  in.  The  larger  the  city  the  fewer 
letter  required  in  each  division. 

A  big  basket  booth  like  the  one  desciibed  in  this 

number  would  be  a  good  idea  to  use  in  this  connection — 

If  the  merchant  has  sufficient  space  it  is  a  very  good 
plan  to  build  booths  in  various  parts  of  the  store  for 
selling  such  articles  as  toys,  small  nicknacks,  candy,  etc. 
These  booths  will  not  only  allow  of  the  display  of  more 
stocks,  but  they  will  make  the  store  more  attractive  and 
serve  to  give  a  holiday  appearance  that  will  greatly  help 
the   making   of   sales. 

For  the  selling  of  such  lines  as  dolls,  dolls'  houses  or 
indeed  any  line  of  toys,  Christmas  tree  decorations,  art 
wares,  china,  stationery,  perfumes,  apions,  or  indeed 
almost  any  class  of  fancy  goods,  a  booth  that  represents 
the  gable  end   of  a  house  is  a  good  idea. 

A  flat  board  surface  with  a  large  window  cut  out  al- 
most the  full  size  of  the  gable  is  built  up  of  boards.  The 

boards  are  covered  with  plain  red  paper,  and  the  bricks 
are  marked  in  and  a  little  shading  done  in  crayon,  or 
better  still,  cover  the  boards  with  calico  and  mark  off 
and  shade  with  white  paint.  This  latter  is  preferable 
as  it  will  not  rub  off. 

A  sign  is  painted  across  the  top  of  the  window  in- 
dicating what  can  be  found  in  the  booth.  To  give  a 

finish  to  the  window  a  grill  effect  is  use<l.  This  is  made 
of  white  tape  crossed  lattice  fa.shion,  and  a  Nottingham 
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IT'S  TIME  TO  BFICHTEN  UP 
FOR  YOUR  HOilOAY     RADE 

Make  your  holiday  display 
the  big  thing  of  your  district 
by  investing  in  a  full  range 

of 

CLATWORTHY 
FIXTURES 

We    have    special    stands  for  dis- 

playing every  article  you  handle, 

and     they    are    practical,    durable 

and    economical,     and    will 

prove     their    worth    a   thou- 
sand times  over. 

Have  you  a  copy  of  our  new 

136  page  catalogue?  If  not, 

send  for  a  copy  to-day. 

CLATWORTHY  &  SON 
LIMITED 

"The  Actual  Manufacfurers" 

161  King  Street  West, 
Toronto 

REDUCED  TO 

$3.50  Net 
F.  O.  B.  N.  Y. 

STOP  USING  STRING! 
PERFECTED   RAPID  SEALING  MACHINE 

For  Moistening  Cloth  or  Paper  Gummed  Tape  in  Rolls 

Gummed  Tape  in  Rolls,  printed  with  Ad- 
vertisement. Latest  means  of  wrapping 

packages.  Does  not  injure  contents  of  pack- 
age; prevents  tampering:  Quick,  clean, 

inexpensive.      Saves    100   per    cent,    in  cost. 

Write  for  particulars. 

Agency  open  for  Montreal,  Toronto  and  Winnipeg 

W.  J.  Anderson  &  Co. 
84-86  Reade   Street NEW  YORK  CITY 

LATEST  HALF-FORMS 
Skirt  may  be  Removed  from  Waist  and   Used  Separately 

No.  80  K.J. 
Jointed  arms  with  adjustable  liands.    Also 
witii     plain     arms     and    without    arms. 

Write  for  Catalogue  No-   16L.    Also  (or  Circulars  on  Far  Stands, 
Hangers,  Mirrors,  Etc. 

J.   R PALMENBERG'S    SONS Est.  1852 

710  Broadway,  New  York. 

Factory  87,  89  and  91  West  3rd  Street,  New  York 

30  KingstonSt.,    1  10  Bedford  St.     Nos.  10  and  12  Hopkins  Place 
Boston Baltii 

\  

 

YOU  DO  KNOW  THIS 
that    good     display 

promotes    good    bus- 

When  thinking  out  a 

new  display  it  will 

help  you  if  you  wilj 
look  carefully 

through  our  catalog 

of  display  fixtures. 

You  will  find  it  full  of 

suggestions. 

If  you  haven't  got  our 

catalog,  WRITE  US— we  will  send  you  a 

copy  by  return  mail. 

TORONTO  BRASS 

MANUFACTURING 

CO.,  LIMITED 
17-21  Temperance  St. 

TORONTO J 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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curtain  is  draped  at  either  end  of  the  window  to  give  a 
pretty  finish. 

For  a  candy  booth  particularly  a  booth  in  the  lonn 
of  a  big  basket  would  l*e  a  winner.  Christmas  tree  or- 

naments, fancy  boxes,  boxed  stationery  and  numerous 
other  lines  would  be  equally  suitable.  To  make  the 

basket,  an  oblong'  double  counter  is  faced  with  a  wood 
frame  over  which  is  stretched  strips  of  red  and  iiroer, 
denim  worked  in  and  out  in  checker-board  fashion,  a 
handle  of  bent  wood  being  firmly  fixed  in  place  before 
the  denim  stripes  are  worked  in.  The  handle  is  ilccniatcd 

with    nvl    ribbon-i     and     sprays   of   holly.     This    tioatincnl 
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Arrangement  of  store   windows  by  which   the  street  frontage 
may  be   more    than   doubled. 

could  be  used  on  permanent  squares  and  circles,  giving  a 
decidedly  holiday  look  to  the  store,  and  Santa  in  a  big 
basket  would  be  decidedly  a  new  stunt. 

How  to  Double  Your  Frontage. 
The  window  plan  here  illustrated  is  one  recently 

adopted  by  a  Toronto  merchant,  who  has  found  it  to  be 

a  practical  arrangement  and  entirely  satisfactory.  By 
means  of  deep  windows  slanting  to  an  apex  in  the  centre 
of  the  entranf-e,  the  frontage  is  practically  doubled.  Tho 
appearance  of  these  windows  has  been  found  to  be  pecu- 

liarly attractive,  the  angle  at  which  they  are  built  draw- 
ing the  attention  of  the  passerby  befoie  the  store  is 

actually  reached.  The  window  between  the  doorways  is 
an  exceptionally  good  idea  as  almost  invariably  people 
come  right  up  to  it  to  look  into  the  store. 

The.se  windows  are  well  adapted  to  elaborate  di.s 

plays  of  furs  or  men's  and  women's  <i-arnients.  While 
for  furniture  or  similar  lines  the  background  may  be 
eliminated  allowing  the  customer  to  walk  in  and  inspect. 

This  would  hardly  he  satisfactory  in  connection  wit.'i 
goods  which  depended  upon  artistic  assembly.  A  back- 

ground would  be  necessary  and  could  he  made  very  offec- 
tive.  In  this  particular  case,  the  merchant  had  intro- 

duced a  second  series  of  windows  on  the  second  floor, 

which  was  used  to  supplement  the  disi)lay  on  the    second floor. 

To  merchants  making  alterations  or  building 
stores  this  plan  should  be  heli)ful,  especially  if  the 
ago  is  narrow   and   the  store  deep. 

new 

I'ont- 

Useful  device  for  displaying  fancy  goods.  This  fixture  is  in  the 
form  of  a  large  book,  and  consists  of  several  swinging  sections 
upon  which  goods  may  be  easily  displayed,  and  facilitates  in- 

spection by  the  customer. 

By  building  the  windows  this  way,  their  attractive- 
ness and  selling  power  would  be  increased  and  the  mer- 

chant would  be  recompensed  for  the  disadvantages  of  a 
narrow  frontage. 

V 

Make  Your  Windows  Pay. 
There  is  a  merchant  in  New  York  City  who  pays 

$5,000  a  month  for  a  little  room  on  Broadway  about  the 
size  of  an  ordinary  hen  house.  Hundreds  of  thousands 

of  people  pass  this  little  place  every  day.  The  $5,000  is 
for  the  location— not  the  floor  space.  Therefore,  of  the 
$5,000  about  $4,000  is  for  window  display.  Four-fifths  of 
your  rent  is  for  your  windows.  Are  you  making  them 

])ay  four-fifths  of  your  rent  ?  Don't  under-estimate  their 
value.  The  size  of  your  town  has  nothing  to  do  with  the 
case.  If  your  rent  is  $50  a  month,  at  least  $40  is  for 
your  windows.  Do  you  get  that  much  out  of  them  ?  You 

ought  to  get  more  !  You  can  get  a  great  deal  more— if 
you  try.     It 's  up  to  yon. 

CASHi^ 

PARCEL CARRIERS 
SAVE  TIME  &  MONEY 

OUR  GUARANTEE 
Wp  williiiatal  aSystemof  Gipe  Carriers 
in  your  store ;  yuii  use  theii)  TEN 
OAYS.  and  if  you  do  not  find  that 
tli-v  Kive  you  KETTRK  and  QUICKER 
.-lEKVIfE  than  any  other  WIRE 
CARRIRK.  PNEUMATIC  TUBES. 
CAI'.LK  CARRIERS  or  CASH  REG- 

ISTERS, we  will  remove  them  at  our 

CATALOG  FREE    
THE    GiPE .CARRIER  COMPANY 
99    ONTARIO  STREET  TORONTO.  ONT 

EUROPE  AH  OrnCElIU  nOLBCRN.UNDtft  EC.  INC. 
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A   View  of   the  Grounds   of   the   Canadian   National  Exhibition   when   the   Crowd    was   Larffe. 

Displays    at   Exhibition    of   Interest   to    Dry    Goods   Men 
Fabrics,  Clothing,  Dress  Accessories,  Housefurnishings,  Store  Equipment 

Formed  Interesting  Feature  —  Educative  Exhibit  of  "  Jaeger  Wool"  Goods  — 

Magnificient    Array    by    Irving    Umbrella    Co.  —  Nisbet    &    Auld's    Woolens. 

ONE  of  the  many  thing-s  for  which  the  Canadian National  Exhibition,  Toronto,  is  noted  is  the 

regularity  with  which  it  breaks  attendance  re- 
cords. The  estimate  this  year  is  that  837,000 

people  attended,  or  85,000  more  than  last  year.  When  it 
is  considered  that  rain  caused  a  shrinkage  of  54,000  on 
Labor  Day,  it  is  fair  to  conclude  that  the  popularity  of 

the  E'xhibition  is  by  no  means  spasmodic,  but  that  it  is 
a  strong,   steady  drawing  power. 

Already  the  future  is  being  planned  for  and  a  move- 
ment is  on  foot  to  make  a  celebration  in  honor  of  one 

hiundred  years'  of  peace,  the  feature  of  a  world's  fair  for 
1914. 

The  Exhibition  has  steadily  developed  from  a  provin- 
cial to  a  national  affair,  with  all  of  the  provinces  keenly 

interested  and  almost  every  industrial  activity  represent- 

ed. View'ed  from  every  angle,  it  is  a  truly  national 
exhibition. 

There  were  many  features  of  particular  interest  to 
dry  goods  merchants.  Modern  store  equipment,  such  as 

show  cases,  display  fixtures,  cash  and  parcel  carrier  sys- 
tems, displays  of  furs  and  clothing,  fabrics,  accessories 

of  dres.S',  housefurnishings  and  furniture.  These  were  all 
effectively  displayed  and  every  opportunity  given  for 
close  inspection. 

V 

Irving  Umbrella  Co.'s  Rich  Display. 
Near  the  centre  of  the  Manufacturers'  Building,  a 

great  attraction  was  the  display  made  by  the  Irving 
Umbrella  Co.,  Toronto.  Day  by  day,  the  handsomely 
arranged  case  drew  its  admiring  multitude.  The  latest 
and  most  exquisite  design.s  in  i)aras<ils  were  there  shown, 

together  with  a  splendid  full  line  (if  men's  umbrellas,  in- 
cluding novelty  styles. 

The  display  was  declared  both  by  those  interested  in 
the  trade,  and  by  outsiders  who  were  attracted  by  it,  to 
be  decidedly  unique.  Not  only  was  there  a  richness  of 
coloring  and  variety  of  textures  seldom  seen  outside 
Paris,  but  the  arrangement,  as  shown  in  the  out,  was 
most  artistic. 

Among  the  inira.sols  was  included  one  made  entirely 
of  chiffon,  pleated,  ruffled  and  frilled.  The  demand  for 
such  a  parasol  for  dressy  wear  is  very  strong.  It  is  a 
striking  example  of  the  vogue  in  Paris,  where  the  ladies 
often  promenade  hatless  with  a  smart  sunshade  to  com- 
])lete  a  dressy  costume.  This  parasol  is  new  and  ab- 

solutely distinctive. 

A  great  variety  of  laces  is  seen,  including  a  delicate 
Battenberg.  This  had  a  fluted  edge  and  was  finished 
with  ruching  of  chiffon.  Tiny  ribbon  roses  at  intervals 
formed  a  contrasting  decoration.  Among  the  silks  were 
all  the  delicate  Watteau  pastel  shades,  along  with  rajah 
in  natural  color,  white  taffeta,  a  strikmg  white  silk  with 
black  embroidery,  Paisley  pattern  and  white  silk  with 
insertion  and  lace.  When  mounted  with  gleaming 

mother-o'-pearl,  silver  and  gold,  the  effect  of  these  dainty shades    may  be  imagined. 

As  indicated  by  the  display,  correct  coaching  models 
come  in  white  taffetas  and  in  ra.iah,  embroidered  in  floral 
design.  The  Watteau  garland  and  wreath  effects  are 
favorites  for  this  purpose. 

It  is  notable  that  the  handles  continue  longer  than 
u.sual  this  year,  and  the  stick  shape  and  table-top  are 
featured.  Lininers  of  |iink.  designed  to  thrown  a  rosy 

glow  ovci-  the  face,  arc  the  favorites.  A  novelty  con- 
si.-its  III'  nil  adiiistalile  parasi.l  with  walking-stick  handle 
designed  to  fold  inside  the  stick  and  intencled  for  motor- 

ing.   Choux  of  chiffon  are  iinifovmly  ̂ ^e(\  to  finish  hoth 
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the  handle  and  end  of  the  umbrella,  and  these  i-ome  in 

shades  to  harmonize  with  the  g-eneral  color-seheme. 
The  exhibit  emphasized  the  vogue  of  directoire  styles 

in  rosewood,  ebony,  pimento,  acacia  and  partridge. 

Mounts  are  of  gold  or  sterling.  For  parasols,  the  na- 
tural finish  crook  is  colored  to  match  the  material  of 

the  top. 

Men's  umbrellas  show  a  gi"«it  run  on  the  Opera  and 
Prince  of  Wales  handles,  as  well  as  the  new  table-toi) 

and  popular  mushroom.  Stick-handles  are  correct  for 
either  sex,  and  buckhorn  is  popular  as  ever. 

The  steeple-top  canopy,  which  has  returned  to  favor, 
is  featured  in  the  line  of  the  Irving  Umbrella  Co. 
Ebonies  in  oxodized  finish  of  French  grey,  burnished 
silver  or  Roman  gold  mountings,  are  novelties.  Ebony 
is  a  very  favorite  wood  this  year  and  comes  in  black 
and  brown  or  both.  Rosewood  is  shown  with  handsome 

silver   open-work    mount,    very    rich,    in    the   stick    shapiv 

ing  apparel  produced  by  this  company.  These  arc  goods 

which  have  won  a  world-wide  reputation  through  the  fact 
of  their  construction  on  those  scientific  princii)les — from 
preparation  of  raw  material  to  finish  of  garment — which 
have  made  them  adapted  to  the  sanitary  requirements 
of  every  form  of  physical  constitution  and  climatic 
variance. 

The  very  handsome  oak  case  in  which  those  goods 
were  displayed  was  arranged  in  five  sections  and  in  the 
form  of  a  recessed  store  front,  the  centre  division,  re- 

presenting the  door,  being  a  sliding  window,  the  en- 
trance to  the  case.  The  windows,  which  were  mounted 

in  copper,  afforded  close  inspection  of  the  goods,  the 

value  of  the  alcove  being  seen  in  the  ability  of  the  ob- 
server to  step  aside  out  of  the  passing  crowd  and  view 

the  goods  without  being  jostled.  The  display  was  well 

thought  out  and  cleverly  executed,  colors  being  artisti- 
cally blended  and  proportions  itroperly  considered. 

The    magnificent   display   by    (he    Irving    Umbrella    Co.    Toronto,    in    the    Manufacturers'    Building.    Canadian    National    Exhibition 

Inlaid    patterns   are   popular,    and    boxwoods,    plain     and 
trimmed,  are  also  in  regular  demand. 

Canes  were  shown  in  much  the  same  style  as  um- 
brella.s  as  to  shape,  and  in  the  same  woods.  They  are  of 
medium  thickness  and  some  have  ivory  or  horn  mounts. 
Burnt  ivory  appears  to  advantage  on  the  dark  woods. 

The  "  Jaeger  "  Display  a  Revelation. 
One  of  the  most  .strikingly  wlucative  exhibits  in  the 

Manufacturers'  Building  was  that  made  by  Dr.  .Jaeger's 
Sanitary  Woollen  Syijtem  Company,  Limited.  It  con- 

sisted of  a  thoroughly  representative  showing,  arranged 

in  display  form,  of  the  different  lines  of  pure  wool  wear- 

Wide  Range  of  Articles  of  Wear. 
The  exhibit  was  undoubtedly  a  revelation  to  many 

not  acquainted  with  the  full  line  of  Jaeger  goods.  The 

name  "Jaeger"  is  often  associated  with  underwear  ex- 
clusively, but  as  well  as  a  strong  display  af  underwear, 

here  was  shown  a  wide  range  of  garments  all  of  pure 

"Jaeger"  wool.  The  first  section  contained  a  display  of 
men's  natural  wool  underwear — separate  vests  and  pants, 
union  suits,  pyjamas,  nightshirts,  slip-on  bandages,  belts, 
knee  warmers  and  half  hose,  showing  small  card  of  darn- 

ing wool  attached.  Some  of  the  underwear  was  so  fine 
that  the  wool  had  almost  the  appearance  of  silk. 

The  second  section  contained  other  articles  of  men's 
wear,   such  as  sweater  coats,  fancy  vests  in  stylish    de- 
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signs,  dressing'  gowns,  gloves  and  sli])i)ers.  There  wei'c 
fine  wool  taffeta  shirts  with  turnback  cuffs  for  Fall  and 

Winter  and  so  fine  in  texture  that  they  may  be  woi'n  in 
Summer  without  an  undershirt.  A  motoring  ulster  was 
shown  suggestive  of  comfort  for  Winter  wear  ;  it  is 
claimed  that  these  ulsters  are  as  warm  as  fur-lined  coats 
and  being  porous  are  much  lighter  and  healthier. 

Camel  Hair  Goods. 

In  the  centre  section  was  a  display  of  camel  hair 
goods  for  which  the  Jaeger  Company  is  famed.  This 

display  included  pure,  undyed  camel  hair  blankets,  sleep- 
ing bags  and  traveling  rugs.  These  are  all  light  weight 

but  yield  great  warmth.  In  this  section  was  shown  a 
miniature  train  of  camels  crossing  the  desert,  a  blanket 

forming  the  sand.  The  camels  were  perfect  models  cov- 
ered with  genuine  skin  %nd  each  was  loaded  with  bales 

of  Jaeger  goods.     The  train  was  led  by  an  Arab. 

Ladies'  and  Children's  Wear. 

In  the  ladies'  underwear  section  theie  were  samples 
of  puio  wool  nun's  veiling,  combinations,  knickci's  and 
corset   covers,    elaborately    trimmed   and   embroidered. 

The  collection  of  children's  wear  formed  a  fascinating 
part  of  the  exhibit,  especially  to  parents.  The  little  gar- 

ments were  specially  adapted  to  the  needs  of  tiny  tots, 
being  dainty,  light  in  weight  and  warm.  There  were 

bootees,  pretty  bcnnets,  veils,  'fine  underwear,  knitted 
coats,  overalls,  pure  wool  ct)t  blankets  and  dainty  pure 

wool  frocks.  One  of  these  was  in  natural  shade,  trimm- 

(4  with  hand  embroidery.  Children's  garments  were  all 
in  new  styles. 

At  the  lack  of  the  case  near  the  top,  on  pro.iectmg 
brackets,  there  was  a  display  of  traveling  and  driving 
rugs   in  beautiful   colorings. 

It  was  a  splendid  showing  of  fine  wool  goods,  made 
from   finest   picked    wool,    the    explanation    of   the   quality 

At  the  back  of  the  case  was  shown  a  photo  of  Lieu- 
tenant Shackleton  and  Lieutenant  Adams  in  their  Jaeger 

outfits. 

In  the  fourth  and  fifth  sections  there  was  an  attrac- 

tive display  of  ladies'  and  children's  wear,  including  in- 
fants' clothing.  Among  the  ladies'  wear,  there  was  a 

fine  showing  of  knitted  coats.  One  was  a  three-quarter 
length  coat  in  white  ;  the  collar,  cuffs,  pockets  and 
edges  being  bound  with  black  braid.  A  pretty  Norfolk 

style  in  two-tone  effect  was  noticeable.  The  body  was 
m  mole  shade,  while  the  revers  and  cuffs  were  in  pearl 
grey,  giving  a  smart  appearance.  Other  garments  were 
camel  hair  dressing  gowns  beautifully  embroidered  in 
moss  green  on  collar,  cuffs,  pockets  and  down  the  front. 
There  was  a  pretty  pure  wool  delaine  gown  in  a  soft 
shade  of  blue  with  stencilled  trimming.  Among  the 
shawls  was  seen  the  new  shoulder  cape  with  arm  holes. 
These  are  worn  as  extra  wraps. 

Elaborate    Display    of    "Jaeger    Pure   Wool"    Goods. 

of  Jaeger  g-arments,  which  are  made  in  variety  to  cover 
the  wool  clothing  needs  of  men,  women  and  children  ;  the 

.laeger  Company  being  able  to  supply  them  with  every- 
thing in  wool  from  head  to  foot. 

Canadian-made  Woolens. 

For  the  benefit  of  those  who  did  not  visit  the  Canadian 
National  Exhibition  at  Toronto  this  year,  we  reproduce 
on  this  pag-e  the  ease  of  Canadian-made  Costume  Cloths, 
the  exhibit  of  Messrs.  Nisbet  &  Auld  Limited,  Toronto, 
which  was,  without  question,  one  of  the  most  admired  ex- 

hibits in  tlie  Manufacturers'  Building. 
The  arrangement  and  grouping-  of  so  many  beautiful 

colorings  was  certainly  a  work  of  art,  but  a  card  sus- 

pended from  the  centre  of  the  case,  reading — "MADE, 
DYED  AND  FINISHED  IN  CANADA."  must  have  been 



66 

DRY    GOODS    REVIEW 

a  jrreat  suipri^so  to  the  many  thousands  of  eves  as  thoy 
looked  at  tii-st  one  color  and  thon  another — never  for  one 
moment  imagining  that  sucli  goods  could  have  been  made 
in  Canada. 

By  this  exhibit,  Messrs.  Xisbet  &  Auld  have  un- 

doubtedly helped  materially  to  strengrthen  the  argumenis 
they  have  for  some  years  maintained,  through  the  pre--s 

and  in  tlieir  warehouse — that  Canadian  designs,  colors 
and  tinish  are  e<iual  to  the  best  France  or  any  otli.M- 
country  can  produce. 

The  ultimate  effect  of  bringing  so  prominently  before 
the  thousands  and  thousands  of  women,  who  passed 
through   the    northern    entrance    of    the    ̂ fniiufacturers' 

Building,  if  proi)erly  bucked  up  by  the  retail  mcreliants 
throughout  Canada,  by  reserving  a  portion  of  their  store 
and  window  space  for  the  display  of  such  goods  as  were 
exhibited  by  Messrs.  Nisbet  &  Auld,  would  be  the  stamp- 

ing out  of  the  existing  foolish  and  unwarranted  prejudice 
against  Canadian  goods,  and  the  educating  of  the  con- 

sumers to  buy  goods — all  things  being  equal,  made  in 
their  own  country    (Canada). 

In  the  matter  of  quicker  delivery — the  Canadian-maue 
goods  have  a  decided  advantage  over  foreign  goods  and 
this  point  should  not  be  lost  sight  of  by  the  progressive 

merchant  wlio  l)nys  frequently — rather  than  in  large 
quantities. 

Nisbet  &  Auld's    Exhibit  of    Canadian-made    Woolens,    which    Attracted   Much    Attention 

A  Traveler's  Plight 
At  Kentville,  X.S.,  recently,  two  trunks  belonging 

to  a  dry  goods  traveler  were  lost.  It  is  stated  that 

■when  he  reached  Windsor,  X.S.,  he  registered  at  the 
hotel,  left  his  coat  on  the  rack,  and  proceeded  to  get 
the  wires  hot  after  his  lost  trunks.  When  he  got  in  he 
found  someone  had  made  love  to  his  coat  and  taken  it 
away.  Between  Windsor  and  Truro  he  went  into  the 
smoking  car  to  have  a  smoke,  and  when  he  got  back  his 
grip   was    gone,   and  in  its  place    a   smaller  one    which 

when  he  opened  he  found  to  contain  some  pins,  needles 
and  thread,  unmentionables  not  patterned  after  the 

fashion  he  usually  wore,  and  several  tracts  -with  the 

heading,  "Oh,  Sinner,  Ijook  to  the  Lord."  Rut  the  poor 
traveler  was  looking  for  his  grip.  He  arrived  at  New 

Glasgow  Saturday,  and  went  to  Church  Sunday  to  for- 
get his  troubles,  when  a  lady  sat  on  his  hat,  crushing  it 

out  of  all  semblance  of  shape,  and  at  which  he  had  to 
look  smilingly  on.  Such  is  one  day  in  the  happy  life  of 

a  traveler. 
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Present  store  of   Jacob   Janzen,   Rosthern,   Sask.     Somewhat   suggestive   of   his   success   since    he     started     business     twelve    years     ago 
in   a  building   which   was   little   more   than  a   shack,     Mr.    lanzen   has   a   second   store  in   Waldheim. 

Success  Responds  Quickly  to  Well  Applied  Effort  in  West 
Jacob  Janzen,  After  12  Years,  has  Large  Store  in  Rosthern  and  Another  in 

Waldheim  —  Attributes  Success  to  Favorable  Conditions  of  the  Country, 
Hard    Work,    Economical    Habits     and    Reading     the     Trade     Newspapers 

AN  instance  of   the   comparatively   quick   response 
to  well  directed  effort  in  the  West  is  the  case 

of    Jacob    Janzen,    of   Rosthern,    Sask.       This 

man  started  in  with  little  money  and  no    ex- 
perience,  but  as  time  proved,   he   had  in   him   the  essen- 

tials of  a  successful  merchant. 

One  of  the  accompanying  cuts  shows  the  g-eneral 
store  in  which  he  began  m  1898,  It  was  18x24  feet.  At 
first  he  used  a  cash  register  with  six  drawers,  but  this 
in  time,  proved  inadequate. 

The  day  of  small  things  is  not  to  be  despised.  An- 
other picture  shows  the  store  into  -which  this  progres- 
sive merchant  shortly  moved.  The  improvement  will 

be  noted,  but  Mr.   Janzen  did  not  stop  there. 

The  last  illustration  reproduces  the  handsome  build- 
ing which  he  now  occupies,  the  floor  space  50x80  feet, 

and  the  interior  completely  fitted  up  with  modern  ap- 
pliances. Among  these  are  up-to-date  cash  carriers  with 

station  in  charge  of  a  special  clerk.  The  effective  ar- 
rangement of  the  windows,  displaying  samples  of  the 

the  varied  lines  of  a  general  sitore,  will  commend  itself 
to  the  merchant  who  knows  the  significance  of  this  form 
of  advertising. 

Not  only  does  Mr,  Janzen  own  this  store  which  is 
one  of  the  best  in  Saskatchewan,  but  he  has  another  in 
Waldheim,  where  he  employs  three  clerks  and  besides 

this  he  owns  2,240  acres  of  land.  He  attributes  ihis  suc- 
cess to  the  favorable  conditions  of  the  country,  to  hard 

work,  careful  management,  economical  habits  and  close 
study  of  the  latest  business  methods.  He  reads  the 
trade  newspapers  and  desires  his  clerks  to  do  the  same. 

In  order  to  keep  in  touch  with  that  very  considerable 
number  of  American  people  who  can  afford  to  travel,  and 

also  to  help  bridge  any  apparent  chasm  that  exists  be- 
tween France  and  America,  Paris  and  New  York,  so  far 

as  styles  are  concerned,   John  Wanamaker  has  made  the 

striking  innovation  of  advertising  three  times  a  week 

in  the  New  York  Herald's  European  edition.  It  is  the 
only  American  paper  published  in  Europe,  and  is  read 
by  Americans  of  wealth  and  leisure  abroad.  Most  of 
the  real  news  from  America  reaches  these  people  through 

its  columns.  It  is  one  way  of  proving  that  the  Wana- 
maker store  fears  no  comparison  wlien  ranged  alongside 

those  of  Paris. 

The  progress  of  Jacob  Janzen  as  a  merchant  in  Rosthern  is  best 
indicated  by  the  sizes  of  the  stores  which  he  has  successfully 
occupied      This  is  his  third  and  considerably  larger  than  his  first. 
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FAXCV   GCX^DS,   NOTIONS   AND   TOYS 
Dr\   Goods  Rez'ieiv 

PAISLEY,    CASHMERE,  VELVET    AND    SATIN 

CORDELIERES 
TRAVELLING    OUTFITS,    ETC. 

§THE  FABRICS  slill  reit^n.  To  the  strongly  popular  Paisley, 
Cashniore  (India)  and  Velvet  Cordelieros,  have  been  added  rich  and 
distinctive  creations  in  Satin — the  latest  stars  in  tlie  fabric  constella- 

tion. 

fl  Vou  may  have  heard,  perhaps,  that  Paisley  and  Cashmere  Shawls 
are  now  being'  made  also  into  opera  cloaks.  As  these  cloaks  are 
a  fad  of  tiie  season,  our  new  products  in  the  same  fabrics  con- 

stitute ideal  Opera  Bags. 

fl  P.S.— Our  TRAVELLING  C^UTFITS  merit  your  special  atten- 
tion. Convenient  and  practical.  Folding  Slippers,  Brush  Sets,  Hot 

Water  Bottles,  Inflation  Pillows,  Etc.,  for  long  journeys.  They 
all  deserve  the  hearty  welcome  they  have  received. 

P.  W.  LAMBERT  CB>,  CO. 
MANUFACTURERS  OF  FINE  LEATHER   GOODS   AND  NOVELTIES 

64-66     LISPENARD     STREET,     NEW     YORK 

Canadian    Representative:    Mr.    S.    Abrahams 
MERCHANTS        BANK        BUILDING,        MONTREAL 

^j^^^an 

FOR  REAL  HAIR  GOODS 
BURNET  &  TEMPLE.  Ltd..  3  Fitchelts  Court,  LONDON,  EC, ENGLAND 

THE  LEADING- 

HUMAN  HAIR  REFINERS ^ ^ 

PRICES  QUOTED  FOR- 

PREPARED    HUMAN    HAIR    BY    WEIGHT,    ALL    LENGTHS.      ^ 

SWITCHES,  Extra  qualities;  curls,  braids,  puffs,  etc. 

ALL  GOODS  MADE  IN  ENGLAND  UNDER  THE  STRICTEST    SANITARY    CON- 
DITIONS AND  UNDER   GOVERNMENT  SUPERVISION. 

SEND  YOUR   REQUIREMENTS Cables- HAIRNETS, 
LONDON. 

j§s-^:    jj' 

Please  mention  The  Review  to  Advertisers  and  Their     Travelers 
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Christmas  Lines  Selling  Well 
Gift  Articles  in  Leather,  Needlework  and 

Hammered    Metal    in    Great    Demand. 

THIS  has  been  a  record  season  in  the  notion  de- 

partment. Many  wholesalers  cannot  keep  .sup- 
plied with  the  jjopular  lines,  so  great  is  the  de- 

mand. Naturally,  Christmas  goods  and  orna- 
ments as  well  as  useful  toilet  articles  and  stamped  ma- 
terials for  embroidery,  are  the  best  sellers.  This  is  the 

halcyon  season  of  the  notion  maker  or  importer,  and 
many  of  the  retail  stores  are  already  completely  stocked 
in  notions  and  toys. 

V 

Leather  Bags,  Manicures  and  Cases. 
Hammered  silver  is  a  favorite  mount  for  bags.  These 

come  in  the  regular  Russian  leathers,  in  walrus,  goat, 
alligator,  calf  and  seal,  and  are  finished  with  a  double 
handle.  There  is  a  great  uniformity  of  size,  one  foot 
at  the  widest,  and  the  bags  contain  only  a  side  pocket 
and  small  change  purse.  As  usual,  this  season,  black 
leads,  but  some  handsome  shades  were  seen  intended  to 

match  gowns  of  the  latest  colors,  including  clove,  raisin, 
olive  and  reseda. 

One  bag  came  in  two  styles,  grey  with  gilt  top  and 

black  with  hammered  silver.    The  chasing  or  ornamenta- 

Hand-bag  in  hammered  silver  mount  —  Shown  by  the 
Western   Leather   Goods   Co.,   Toronto. 

tion  on  these  mounts  is  quite  simple  and  a  good  seller 
had  a  plain,  polished,  nickel  finish.  On  the  other 

hand,  a  rich-looking  bag  was  mounted  in  gilt,  dull  sur- 

face, .set  with  three  mother-o '-pearl  pla,ques.  Still  another 
showed  delicate  filagree  chasing.  The  metal  effects  are 
universal  and  selling  well  with  both  colored  and  black 
bags.  It  is  notable  that,  unlike  last  year,  colors  are 

popular. 
Music     rolls     come      in     all    shades,    and    the    London 

rus'set  sheepskin  forms  a  roll  dressing-case  for  men  which 

has  had  frequent  demand.  This  case  is  in  convenient  size 
and  shape  for  traveling,  and  is  closely  packed  and  at  the 
same  time  elegant.  Other  colors  are  grey  and  brown 
morocco.  A  folding  manicure  is  modelled  on  the  same 

plan. Suggestions  for  Christmas  Buying. 
Curls,  putfs,  ringlets  and  fillet  bands  in  hair  goods. *  *    * 

Unsheddable  hairpins. 
*  *    * 

String  embroidery  for  table  covers. 

*  *■    -* 
Tapestry  effects  in  fringed  cushion  tops. *  *    * 

Lithograplied  sateens  for  tie  racks,  etc. 
«    *    * 

German  crash  embroidered  in  Arts  and  Crafts  de- 

signs. *  *    * 

Thin  floral  embroidered  muslins  over  colored  linings 
for  glove  boxes,  etc. •*    ■*    » 

Coronation  braids,  series  yarns,  Aiila  and  Camilla 
canvas. 

Bags  in  black  and  in  colors  to  match  gowns. 
*  *    * 

Cuff  links  and  tie  pins  of  mother-o'-pearl,  trimmed 
with  gold. 

*  *    * 

Adjustable  stone  settings  to  match  tie,   as  novelty. 

Locket  pins  engraved  with  initial  and  holding  photo. *  »    * 

Links  in  smoked  silver  finish. 
*  #    * 

Dainty  floral  Rhinestone  desdgns  in  tortoise  shell 
combs. 

Buckles  with  metalized  flower  tints  and  jewel  in  one 
corner,  also  in  tinsel  and  transparent  enamel. *  *    # 

Peacock  tints  and  designs,  Rhinestone  settings, 
sterling  silver  scrollwork  and  art  nouveau  effects  in 

hat  pins. »    *    » 

Roll  dressing  cases  for  men  and  music  rolls  in  russet 
London  sheepskin  and  other  brown,  grey  and  black 
leathers. 

■*    *    * 

Jewel  cases  in  plain  and  fancy  leathers. *  •*    « 

Bags  in  Russian  leathers,  walrus,  goat,  alligator, 
calf,   seal. *  *    * 

Character  dolls,    "Caesar,"   Chantecler-  hon,    "I'uss-in- 
boots,"   Teddy   loar  in   form  of  muff. »    «    * 

Toy  stores,  aeroplanes,  and  all  kinds  of  mechanical 
playthings. 
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Embroideries  and  Lithographed  NoveUies. 

A  very  handsome  square  table  cover  came  in  unitiuo 
decoration.  It  had  been  stenciled  on  linen  burlap  and 

then  embroidered  with  string  of  reg'ular  linen  color.  This 
strin?  embroiderv   is   much   favored   in   Ensrlaml.    hut    as 

Lithographed   sateen   notions  —  Shown  by  Boyd.   Brumell 
Company.    Toronto. 

yet  is  not  so  well  known  here.  Tlie  effect  is  extremely  rich 
and  the  work,  which  is  not  difficult  to  do,  shows  for 

everj^  stitch  taken. 
Tapestry  effects  come  m  various  weaves,  but  have  a 

^reat  similarity  in  decoration.  The  small  Watteau  gar- 
laud  of  tiny  flowers  or  leaves  in  natural  shades  is  a 
prime  favorite.  Cushion  tops  in  silk  in  this  style  are 
well  established,  and  a  newer  effect  is  in  linen,  used  to 
cover  toilet  articles.  A  linen  tape.stry  cushion  top  shows 
a  slightly  different  design,  the  colors  being  grey,  green 
and  dull  rose  ;  the  fashionable  fringe  effect  may  be  noted. 

Pretty  heads,  some  of  them  by  leading  artists  such 
as  Christy  and  Fisher,  are  lith(jgiaphed  on  a  sort  of 
deep,  cream  sateen.  A  novelty  .shape  is  the  illustrated 

manicure  set,  tie-rack  and  shaving^pad.  Tie-racks  come 
in  every  conceivable  form,  from  satin  painted  with  tiny 
roses  to  the  heavy  German  crash  embroidered  in  arts 
and  crafts  design  in  shades  of  holio  and  nile.  German 

crash  is  used  in  every  form  at  present — and  as  a  back- 
ground for  embroideries  it  is  unrivalled.  Wood  silk 

forms  an  especially  good  contrast. 

Thin  mushn  embroidered  with  flowers  is  dainty  over 

colored  linings.  It  is  made  up  into  tic-racks,  pin- 
cushions, glove  and  handkerchief  boxes,  and  stationery 

cases.  Moire  linings  add  beauty  to  many  of  the  above 
designs. 

V 

Original  Design  for  Footstool. 

A  footstool,  or  more  properly,  a  hassock,  was  seen 
with  tapestry  top  and  sateen  finishings.  It  was  in  ball 
Hhape,  drawn  in  in  the  centre  to  form  two  puffs,  tied 
with  silk  cord.  The  top  covering  was  square  in  shape, 
and  the  four  comers  formed  little  rosettes  Vjcueath    the 

conl  passing  round  the  middle.  This  stool  was  very 
soft,  mueh  more  so  than  the  usual  hassock,  and  was 
handsome  enough  in  its  harmonizing  tints  of  olive  green 
to  form  an  ornament  to  any  room. 

Men's  Cuff  Links  and  Scarf  Pins. 

With  Christmas  api)roaching,  scarf-pins  and  cuft"- 
links  find  a  good  market.  These  come  in  cases  suitable 
for  gifts,  the  whole  ranging  from  50c  a  set  up  to  $2. 
The  cases  show  this  difference  from  last  year,  they  tend 
rather  toward  floral  designs  or  plain  tops  than  the  usual 
holly  or  greeting  tops.  This  is  true  of  all  jewelry  cases, 
and  even  of  the  holiday  embroideries  and  notions. 

A  good  seller  among  the  pins  was  of  mo ther-o '-pearl, 
long  oval,  slightly  convex  and  rimmed  with  gold.  Semi- 

precious stones  seem  to  be  the  favorite  setting,  though 

l)lain  pearls  are  used  for  evening  .suits.  One  special  lino 
shows  an  adjustable  setting  with  a  number  of  different 
stones,  so  that  one  to  match  tie  may  be  chosen.  An- 

other oddity  is  a  locket  pin  engraved  with  the  initial 

and  holding  a  photograph,  and  dull  gold  in  plain  sur- 
faces appears  popular  as  ever. 

Links  show  a  variety  of  styles.  The  smoked  silver 
finish  is  widespread,  and  stones  of  all  colors  are  seen, 

mostly  in  oval  shapes  and  semi-preoious  sorts.  Almost 
all  of  them  are  cut  smooth. 

Curls  Lead  in  Hair  Goods. 

Hair  goods  dealers  find  the  greatest  demand  for 
curls.  Puffs  sell  well,  particularly  the  adjustable  sort 
which  can  be  arranged  as  curls,  and  there  is  still  a 
strong  popular  demand  for  turbans.  Various  sorts  of 
ringlets  appear,  from  the  comparatively  slim  ones  in 
clusters   to   the   single   large   curl   which    is   a   feature    of 

,'i*'^ 

'Ji^/  .  '!i  ii-'r  ■•,■  |[ 
'      1  f  1 

Fringed  tapestry   cushion    from    Austria       Shown 
by   Boyd.   Brumell  Co.,  Toronto. 
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StrehFs  Hair  Goods 
are  known  to  be  the  best  and  have  for 

many  years  borne  this  reputation. 

We     are    headquarters    for 

SWITCHES 
and  recommend  the  follow- 

ig  as  special   good  sellers : 
WAVY  SWITCHES 

,.        Weight 

\\  oz. 

Length 
18  inch 

Each 

Postpaid 

§1.35 

Per 
Dozen 

$l.i.00 !           2    oz. 2J  inch 

1.6} 

18,00 (           2    oz. 22  inch 2.10 24.  0 

1           2    oz. 24  inch 2.65 3J.C0 

2J  oz. 
24  inih 

3.15 
36.(0 

;           3    oz. 26  inch 4.15 48  to 

3    oz. 28  inch 4.65 54.00 

!           3  oz. 30  inch 
5.65 

66.10 

)           34  oz. 32  inch 6.6.5 
78.00 

The  above  come  in  assorted  colors. 

In  sending  special  orders,  mail  full  length 

sample  of  your  hair,  cut  near  roots. 

Write  for  new 
Price  List. 

WrlimRGrehl  Co. 
34  MONROE  ST., CHICAGO 

WINNER  NO.  3 

LEATHER  FOOT  GLOVES 
IM    IBATHFD    PAQFfS 
IN    LBAinEn    bHoCe 

These  gloves  are  certainly  the 
top    notchers    in    the    Leather 
Goods  notion. 

ALL  COLORS 
ALL   SIZES 
ALL  PRICES 

Send   for   sample  pair.      No 
Leather   Goods  Department 

complete  without  them. 

SIGSBEE  COMPANY 
AYER,   MASS.,   U.S.A 

Made  in  all  Human  Hair  Shades  to  tone  with  tlie  hair  of  tlie  wearer,  the  Net  being  quite  invi8il)le  whilst  keeping  the  Coiffure  in  place  without  flattening. 
5  Sizes— R  20,  Medium         R  22,  Large        K  23,  Eitra  Large        R  24,  AUover        R  26,  Superfine 

ROSF.NWALD  BROS.,  Solo  Manufacturers  and  Patentees,  London,  Paris  and  Vienna.     Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames,  Hair  Rolls,  etc 
Sole  Agents  tor  Canada:  DIECKERHOFF,  RAFFLOER  &  CO.,  Limited,  Cor.  Simcoe  and  Wellington  Sts.,  Toronto,  and  525  St.  PaulSt.,  Montreal 

"We  carry  in  stock  a  large  assortment  of  Trimmings  of 
every  description  suitable  for  makers  up  of 

garments  where  trimmings 
are  used. 

also  a 

large  assortment 

of  Laces  for  the  jobbing  and  retail  trade. 
All  we  ask  you  to  do  is  to  give  us  a  call  or  write  us  and  our  line  will  be  shown  to  you 

Montreal  Representative,  JOHN  McBOYLB,  314   Corlstlne     Bldg.,  Montreal 
Our  men  are  now  showing  Full  Lines.     Do  not  fail  to  look  at  them  when  in  your  town 
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Parisian   ami   Now    York   loitTuivs.     Nets   soil   as     well  as 
ever. 

A  novelty  consists  of  a  baiul  of  soft  hair,  sliijhtly 
twisted  into  a  coil  and  enclosoil  in  a  net,  to  pass  around 
the  head  and  leplaie  the  fillet  of  ribbon  recently  worn. 

This  style  probably  owes  its  introduction  to  the  vog-uc  of 
shepherdess  pokes  with  which  such  curls  wci'c  worn  in 
the  early  Victorian  era. 

V 

Popular  Braids,  Threads  and  Fabrics. 

Coronation  braid  has  long  ruled  and  will  continue  to 
do  so  for  some  time.  All  sorts  of  ideas  arc  used  in  its 

application.  It  is  made  up  in  the  familiar  cushion  form, 
in  laces,  and  upon  table  covers,  either  in  combination 

with  silk  floss  or  alone.  Stencilled  patterns  are  out- 

lined with  it,  and  a  favorite  cdg-ing-  consists  in  very  close 
lines  of  braidin?  in  complicated  design. 

Serins  yarns  are  favorites  this  year  for  embroidery 
purposes,  so  also  is  the  heavy  mercerized  silk  cord,  and 
the  mercerized  linen  floss. 

Aida  canvas  and  Camilla  canvas  are  used  for  em- 

broidered Austrian  tablecovers  in  a  sort  of  open-work 
effect.  Block  canvas  emhroidcry  is  seen.  Woolenized 
burlap  is  new  and  remarkably  handsome  looking  in 
cushions  and  covers.  Embroideries  have  unusual  bril- 

liancy against   a  background  of  this  material  in  such    a 

Table  cover,   stencilled    and:  e.nbroidered    with    string  —  Shown 

by   Hambly  &   'Wilson,  Toronto. 

shade  as  deep  green  or  terra  cotta.  Arts  and  Crafts  de- 
signs are  worked  on  this  in  such  color  combinations  as 

flame,  cream  and  brown,  yellow  and  white,  wedgewood 
blue  and  delicate  pink,   and  so  on. 

Back  Combs  in  Great  Demand. 

To  go  with  the  latest  coiffures,  the  back  comb  is 
mo.st  in  demand.  A  brilliant  array  is  seen,  mostly  in 
rhinestone  mounts,  but  including  laid  and  embossed  gold 

and   other   metals.    The   illustration    shows    a   fine   speci- 

men of  clear,  soft-tortoise  shell  with  a  floral  design 
about  three-quarters  of  an  inch  deei).  The  leaves  of  this 
delicate  tracery  are  of  silver-mounted  rhine.stoncsi  with 
a  stemming  of  gold.  Every  one  of  the  tiny  leaves  is 

laid   on   separately  b\-   hand.     AnotluM-   c<\uih   has   a   single 

aS^gg^^ga 

Back-comb  in  handicraft   workmanship  —  Shown  by 
■Wrinch,   McLaren   &  Co  .   Toronto. 

row  of  rhinestones  along  the  top  with  dependent  lattice 
design.  These  combs  are  reproduced  more  or  less  at  all 

prices. Floral  designs  are  high  style.  Gold  leaf  formed  a 
handsome  mounting  when  relieved  by  tiny  colored  jewels 
and  tracery.  As  usual,  rhinestones  in  double  and  triple 
rows  are  seen  in  plenty. 

Hatpins  and  Buckles. 
Peacock  tints  and  designs  seem  to  be  arriving  in  the 

wake  of  the  Persians,  among  the  best  and  newest  lines. 

In  one  place  is  seen  a  hat-pin  of  smoked  silver,  emboss- 
ed medallion,  slightly  concave  mounted  with  a  raised 

peacock,  set  with  stones  and  having  a  pearl  in  its  open 
bill.  Then  again,  a  belt  buckle  straight  from  Paris  is  in 
peacock  greens  and  blues. 

Steady  sellers  and  immensely  popular  are  the  bril- 
liant and  rhinestone  hatpins.  One  of  these  has  a  circle, 

about  one  and  one-half  inch  in  diameter,  of  stones,  sur- 
mounted by  a  design  resembling  a  butterfly  of  the  same. 

Cireat  lightness  and  delicacy  characterize  these  pins. 

A  sterling  silver  pin  with  long  oval  head  had  decor- 
ations of  scroll-work  in   "ait  nouveau"'  effect. 

An  English  firm  is  sending  out  pins  with  the  bayonet 

H;itpin    of    smoked     silver,    with     rhine- 
stones  -  Shown   by  Phillips  &   Wrinch, 

Toronto. 

|)()iiil.  These  are  three-sided  instead  of  round  at  the 
end,  and  slide  in  much  mor(!  easily  on  this  account.  They 

also  leave  a  smaller  hole.  People  who  handle  them  de- 
clare that  they  are  preferred  to  the  others  in  staple  lines 

when    once  introduced. 
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Buckles  show  some  decidedly  pretty  features,  includ- 
ing the  placing  of  the  single,  large  jewel  in  one  corner 

of  the  oblong  instead  of  in  the  centre.  Such  a  buckle  in 

champagne  had  a  spray  of  lily-of-the-valley  in  metallized 
flower  tints,  very  faint  with  open-work  design  on  dull 
gold  frame.  An  amethyst  was  set  in  the  upt^er  left  hand 
corner.  Tinsel  covered  with  transparent  enamel  was  a 

feature  of  one  very  rich-looking  buckle  in  green  jade 
tones.  Another  had  a  cameo  in  black,  mounted  on  pea- 

cock shades  of  enamel. 
V 

Chantecler  in  Christmas  Notions. 

Chantecler  is  doing  better  in  Christmas  novelties 
than  it  did  in  other  lines.  Prominent  dealers  carry  a 

large  quantity,  some  of  them  just  arrived,  of  cocks  and 

hens  with  human  face,  either  useful  as  pin-cushions,  etc., 
or  merely  ornamental.  There  is  a  good  sale  for  these 
as  the  general  public  is  heginning  to  appreciate 

Rostand's  creations,  partly  owing  to  widespread  transla- 
tions. Calenders  have  the  cock  in  all  his  glory,  and  toys 

are  also  made  in  this  design. 

V 

An  "  Unsheddable  "  Hairpin. 
This  pin  is  a  very  useful  and  unique  contrivance.  The 

wiresi  are  crossed  about  one  inch  from  the  head  of  the 

pin  (see  cut) .    When  it  is  slipped  in,  it  is  twisted  slightly 

Cross-over  hairpin   cannot   slip  out  when  once   in    position. 

Shown   by  Burnet  &   Temple.  — H.V.    Cowie,  Can.  Agent. 

to  let  the  hair  pass  through.  It  cannot  be  di'awn  out 
without  a  similar  twist,  and  in  actual  use  it  proved  an 

infallible  "stayer." V 

A  Novelty  Brush. 

Among  the  brushes  is  included  a  novelty  "razor"' 
cloth  and  hat  brush  mounted  in  real  ebony  to  retail  at 
$3.50  to  $5,  imitation,  $2.  As  the  name  indicates,  the 
brush  is  long  and  flat,  so  that  it  readily  goes  into 
cracks  and  corners. 

Jewel  cases  are  being  shown  tor  the  Christmas  trade 
and  come  in  modified  colorings,  many  in  plain  leathers. 
A  pretty,  small  case  was  of  green  morocco  with  ring 
slit  and  watch  case  with  outlet  for  the  chain  and  a 
false  bottom  to  hold  it. 

V 

Brass  Ornaments  for  Christmas  Trade. 

Brass  novelties  designed  especially  for  holiday  selling 
include  some  new  patterns.  One  of  these  is  a  candela- 

brum, polished  finish,  with  nine  branching  arms  to  hold 
slender  candles  such  as  are  used  on  Christmas  trees.  The 

whole  stands  only  about  six  inches  high.  A  new  gift 
clock,  face  two  inches,  is  of  brass  welded  to  its  small 

pedestal,  thus  giving  an  effect  of  stability.  Another  nov- 
elty consists  of  two  small  scrolls  on  a  pedestal  joined 

together  by  a  bar  from  which  depends  a  brass-mounted 
trump  indicator  for  bridge  whist.  Ash  receivers  are 
enameled  in  the  four  card  spots  in  colors. 

Hammered  brass  holds  its  own,  and  is  now,  it  any- 
thing, more  popular  in  staples  than  the  pierced  brass  in 

novelties,  though  a  brisk  trade  is  done  in  the  latter.  A 

dull,  gilt-finish  brass  is  shown  in  equal  quantities  with 
the  polished. 

New  Creations  in  Toys. 

Among  the  toys  a  prominent  and  new  arrival  is  the 
character  doll.  These  dolls  have  faces  modeled  from 
nature  and  children  like  them.  They  range  from  the 

rather  red-faced  baby  doll,  a  laughable  likeness  to  the 
real  thing,  to  the  stately,  white-haired  matron.  Nothing 
so  good  has  been  seen  in  a  long  time,  and  these  dolls 

are  no  longer  a  novelty  from  the  point  of  view  of  de- 
mand. They  are  taken  in  large  numbers  everywhere  and 

are  well  established. 

The  Esquimaux  dolls  come  in  dresses  to  imitate 
skins  of  animals  this  year.  This  sort  have  been  found 
to  be  quick  sellers. 

"Puss  in  Boots,"  of  which  more  will  be  heard  later, 
is  being  heralded  by  certain  firms  which  carry  novel  and 

exclusive  toys.  The  Chantecler  Hen  is  a  thorough  suc- 
cess, and  department  stores  and  others  are  selling  it 

easily.  This  hen  has  a  human  face  and  comes  in  var- 
ious sizes.  It  also  appears  among  the  Christmas  novel- 
ties and  fancy  goods,  both  as  a  design  on  notions  and 

made  up  and  stuffed. 

"Caesar"  called  after  King  Edward's  dog,  is  a  white 
canine,  and  while  not  accepted  immediately  like  the 
Teddy  Bear,  he  promises  to  become  popular  later  on. 

Here  may  be  added  the  news  of  the  latest  Teddy 
Bear  idea.  Through  the  waist  a  hole  is  pierced  and  lined 
to  form  a  muff.  Teddy  may  then  be  carried  in  all 
weathers,  and  facing  either  way.  This  Teddy  Bear  muff 
is  uniciue  of  its  kind. 

Splendid  sales  are  being  made  with  a  simple  aero- 
plane toy  whose  peculiar  feature  is  a  special  screw  and 

twisted  elastic  band.  When  released,  the  unwinding  of 
the  elastic  causes  a  long  and  graceful  flight.  Aeroplanes 

appear  in  every  variety  to  retail  at  from  S.^c  up  to  fabu- 
lous sums  for  the.  Wright  model. 

Another  innovation  is  the  toy  store,  consisting  of  a 
miniature  counter,  false  money,  scales,  and  either  with 
or  without  all  sorts  of  groceries.  It  is  understood  that 
manufacturers  of  standard  goods  and  staples  will  gladly 

send  large  shipments  of  tiny  .samples,  miniature  repro- 
ductions of  the  original,  for  the  cost  of  freight.  This 

advertises  the  goods  and  at  the  same  time  is  a  con- 
ven'ence  to  the  merchant  selling  the  toy.  These  little 
shops  are  very  attractive  and  sell  rapidly. 

  i   

Drinking  Fountain  in  the  Store. 

An  example  of  the  steadily  growing  tendency  to  pro- 
vide attractive  conveniences  for  the  benefit  of  customers 

is  the  public  drinking  fountain  in  the  store. 

Though  the  store  fountain  is,  as  yet,  only  occasion- 
ally met  with  in  the  towns  and  smaller  cities  of  On- 

tario, it  is  gradually  coming  into  use.  Such  a  drinking 
fountain  is  found  in  the  Chatham  store  of  Smith  &  Ash, 
where  it  has  been  in  use  for   several  years. 

The  drinking  fountain  has  from  the  outset  proven  a 

very  popular  feature  of  the  store.  It  is  located  immed- 
iately inside  the  front  door,  the  tap,  sink  and  cup  being 

somewhat  similar  to  those  found  on  railroad  trains.  The 
customer  has  merely  to  fill  the  cup  and  drink  ;  there  is 

no  need  of  asking  anyone's  permis.sion.  In  a  city  where 
there  are  only  a  couple  of  public  drinking  fountains,  the 

popularity  of  such  an  innovation  will  be  readily  mani- 
fest, especially  with  a  business  catering  largely  to 

women  and  children  ;  and  doubtless  it  has  its  value  as  a 
trade  getter. 

The  cost  of  installing  the  fountain  in  the  first  place 
IS  the  main  expense  involved,  since  at  a  flat  rate  or  a 
moderate  meter  rate,  the  value  of  the  water  consumed 

will  be   inconsiderable.    The  expense   for   water   will    be 
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READY-TO-WEAR 
GARMENTS 

Manufacturers  Very  Busy 
More    and     Better     Goods    are     Wanted 

for  New  Season 

TN'ADK  conditions  are  decidedly  flourishing-  in 
Canada,  and  a  big  fail  season  is  in  progTess. 
More  merchandise  than  ever  before,  and  better 

g-oods  than  ever  before  will  be  wanted  to  do  the 

season's  business,  and  of  this  expansion  the  garment 
business  'will  get  its  full  share. 

Manufacturers  who  are  making  well  cut  and  tailored 

garments  having  the  requisite  style  features  that  appeal 
to  the  up-to-d'ate  woman,,  have  all  the  business  they  can 
do  at  the  present  time,  and  are  working  fully  up  to  the 
capacity  of  their  factories.  And  from  the  way  in  which 
orders  are  coming  in  when  the  season  is  fully  under  way 
will  have  more  business  than  they  possibly  can  turn  out. 

Merchants  who  have  been  slow  to  place  orders,  or  who 

have  only  confirmed  orders  previously  given,  a,t  a  recent 
date  are  going  to  have  considerable  difficulty  in  getting 
their  goods,  and  will  have  to  accept  the  best  deliveries 
the  manufacturer  can  give.  In  this  connection  The 

Review  would  urge  the  advisability  of  placing  open  orders 
with  the  manufacturer.  Every  buyer  knows  just  about 

the  number  of  g-arments  that  can  be  sokl  in  his  depart- 
ments and  can  place  a  skeleton  order  that  will  cover  his 

needs.  Also  staples  can  'be  ordered  with  safety  at  an 
early  date. 

AH  up-to-date  garment  manufacturers  bring  out 
samples  of  the  style  novelties  that  come  out  during  the 
season,  and  have  therefore  a  constant  succession  of  these 
new  style  garments  on  hand.  These  are  the  garments 
tha,t  it  helps  the  reputation  of  the  department  to  show, 

and  buyers  should  prepare  'to  have  them  in  stock,  'by 
placing  an  order  with  the  manufacturer  calling  for  the 
delivery  from  time  to  time,  for  a  specified  numlDer  of 
these  new  designs  as  they  are  produced. 

Coats  and  Suits  Made  Plain 
Rougher  Fabrics    such    as  Melanges  and 

Cheviots 

During  the  month  quite  a  nice-sized  business  has  been 
done  in  suits.  Buyers  placed  very  conservative  orders 

for  suits,  and  it  was  only  when  they  came  into,  the  mar- 
ket personally,  that  the  real  buying  began.  Repeats  have 

been  good  and  are  still  coming  to  hand,  but  buyers  are 
exercising  due  caution,  and  are  not  likely  to  be  caught 
with  any  very  heavy  stock.  The  styles  selling  are  on  the 
plain-tailored  order  with  buttons,  and  at  the  most  fancy 
collar  facings  of  velvet,  silk  or  moire,  or  newer  still  of 
Persian  silk.  Though  Paris  says  the  short  straight  cut 
boxy  coat  is  the  right  one,,  the  Canadian  trade  is  buying 
semi-fitted  models  from  32  to  34  inches  long.     The  new 

skirts  are  the  modified  narrow  ones.  Cluster  pleats  are 
used  on  those  of  cheaper  grade,  but  all  skirts,  whether 
pleated  or  not  are  decidedly  narrow.  The  new  skirts, 
whether  plainly  gored  or  pleated,  show  a  band  effect  just 
below  the  knee,  but  this  only  apparently  confiines  the 
skirt,  and  does  not  make  it  any  narrower.  This  is  in 
strict  accordiance  with  style  tendencies  for  the  proper 
skirt  lines  are  narrow  and  falling  in  a  straight  line  from 
the  hips  down. 

The  materials  used  for  making  suits  are  the  rougher 
fabrics  in  melanges,  cheviots  and  matt  weaves  and  the 
tendency  is  strongly  in  favor  of  mannish  effects  in  grey. 

Plain  tailored  coat  in  rough  diagonal  serge.     Shown  by 
M.  Pullan  &  Sons.  Toronto. 

Xavy  is  also  a  wonderful  seller.  Plain  serges  are  decidely 
good  in  black,  navy  and  grey,  and  a  few  broadcloth  or 
Venetian  suits  in  black  and  colors  are  also  on  order. 

The  strong  demand  for  separate  skirts  has  kept  manu- 
facturers busy,  and  not  only  the  specialty  houses,  but  all 

makers  who  have  put  out  anything  like  a  representative 

range  have  done  a  good  business. 
There  is  nothing  new  in  style  features,  the  tunic  and 

tunic  effect  models,  and  modified  hobble  effects  being  just 

as  fashionable  now  as  at  the  beginning  of  the  season. 
There  has  been  a  wonderful  demand  for  black  voile 
skirts  and  orders  are  still  coming  in  for  them. 
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A  Money-Making 
Department 

The  Dry  Goods  Review  in  its  Sep- 

tember 1910  issue  said:— 

When  so  much  earnest  effort  is  piil 

forth,  is  it  any  wonder  that  the  child- 
ren's and  misses'  department  is  the 

money  maker  that  it  has  proved  itsdf 
to  be  in  so  many  stores  ?  Not  only  is 

it  a  money  maker  but  it  is  an  attrac- 
tion that  hrinf^s  and  holds  trade,  for 

parents  delight  in  a  "^'s't  to  the  depart- 
ment just  to  look  over  the  smart,  dis- 

tinctive, original  and  yet  perfectly  wear- 
able g-arments  that  are  shown  in  the 

up-to-date  department.  Then,  too,  the 
smart  styles  make  friends  of  the  young- 

sters themselves  and  that  is  going  to 
make  them  customers  of  the  store  in 
the  near  future,  when  they  take  the 

buying  of  their  wardrobes  into  their 
own  hands. 

We  do  not  know  of  a  single  mer- 
chant who  has  failed  to  make  a 

success  of  a  properly  conducted 

children's  department.  Many  tell 
us  it  is  one  of  the  most  satisfactory 

and  profitable  departments  in  their 
store.  Our  travellers  are  now  out 

with  samples  of  the  finest  line  of 

misses'  and  children's  dresses  evei 
turned  out  by  any  Canadian  manu- 
facturer. 

In  your  store  they  will  attract  busi- 
ness and  make  money  for  you. 

All  our  energies  are  devoted  to  the  making  of 

quick-selling  dresses  for  misses  and  children. 

That's  all  we  do,  but  we  do  it  well. 

Be  sure  to  hold  you  orders  for  these  garments 

until  our  travellers  call,  or  if  you  are  not  on 

the  list  send  in   for  a  sample  selection. 

HOME  &  WATTS,  Ltd. 
Adelaide    &    Duncan    Streets 

TORONTO  ::  ONTARIO 

Dainty  Juvenile  Wear 
New     Zephyr     Ginghams     Promise    to 

Selling   Fabric 

be    Big 

Tlie  specialty  houses  ai'c  now  ready  wiili  ilieir  Spring 

line  lit'  coloi'ed  dresses  fur  liljl.  Zephyr  iiinu-Jianis 
pniniiso  to  be  llie  l)iu-  selliiio-  rahi'ic.  Tlu'si-  conic  in  a  l)i,ii- 

ran^'c  of  new  plaid  designs  in  Scolch  and  I'aney  eft'eels, 
and  in  a,  wide  range  of  smart  and  dainty  color  eonibin- 

ations.  For  children's  wear  there  is  a  marked  tendt'ney 
to  favor  dec'idely  large  plaids,  though  for  the  small  tots 

shepherd's  eheclxs  and  nmderate  hloek  cheeks  arc  used. 
These  goods  are  made  np  very  effectively  with  plain, 

solid-colored  g'iughams,  the  plain  color  matching  the  lead- 
ing color  in  the  check. 

For  misses'  wear  dresses  with  l)and  ti-innnings  of  t-hc 
plain  gingham  are  most   effective. 

Tliese  are  used  in  the  new  way  and  while  giving  the 

hoblsle  effect  and  having  the  fabric  gathered  slightly  into 
the  band  do  not  in  the  least  interfere  with  the  free  move- 

ment of  the  child.  As  a  fad.  however,  tihese  'bands 

weight  down  the  skirts  and  give  the  fashiona'ble  close 

outline.  Some  skirts  are  laid  in  pleats  which  are  con- 

fined 'below  the  knee  hy  a  trimming  band  of  plain  fabric 
and  other  skirts  have  the  pleats  stitched  d.own  to  the 

hips  in  yoke  fashion. 

Very  'few  models  have  the  full  length  sleeve,  the 
majority  being  in  %  or  elbow  length,  and  the  new  sleeves, 

i hough  fulled  into  a  band,  as  a  rule  are  straight  cut,  only 

jnst  enough  fullness  being  allowed  to  give  free  play  to  the 
arm. 

Dutch  and  coUarless  necks  are  very  numerous,  and 

many  numbers  are  finished  with  a  square  or  V-shaped 

yoke  of  lace. 

Middy  dresses  and  Peter  Thompson's  are  shown  in 
linens  and  dncks.  White  is  preferred  to  colors,  but  navy, 

cadet,  and  scarlet  duck,  ])ands,  pipings  and  collar  and 
cufif  facings  are  universal. 

'The  one-piece  kimona  effect^  is  much  in  evidiMice  in  the 
nujdels  designed  for  the  smaller  children,  and  some  very 

pretty  effects  of  this  kind  are  shown.  These  little  dresses 

come  in  the  long  waisted'  French  dress  and  also  in  pleated 
effects.  Middy  dresses  are  decidely  good  and  some  pretty 

models  are  shown  with  the  skirt  of  checked  gingham  and 

the  middy  Ijlouse  plain,  with  the  collar,  patch-pocket, 
cnffs  and  tie  of  the  cheek.  Sailor  dresses  are  as  usual  in 

big  dtniand.  Embroidery  bands,  bandls  and  pipings  of 

))lain  gingham  and  pearl  'buttons  are  the  ti'immings  used 
on   these  dainty  little  dresses. 

Changes   in   Corset    Styles 
Idea   is   to   Give   Higher   Waist   Line   and 

More    Comfort  to  Wearer 

The  fact  that  Ihe  whole  merchandising  tendency  to- 

day is  in  favor  of  the  'l)nying  of  l)etter  goods  onglit  to 

form  a  stroiiu'  hint  to  many  iiu'rchants  to  im|)riive  their 

coi-set  departments.  The  cni'set  i-<  the  fiiiindatidii  of  all 

style,  and  to  be  well  dressed  a  wmnan  iiuisl  be  well  cor- seted. 

The  most  important  dcparlmenl  in  many  stores  i>  tin- 

L;-arinent  department,  bul  il  is  alnmsl  impossible  lo  Ijuild 

np  a.  good  gai'ment  de))arlnient  if  the  corscd  slo(d\  is 
neu'lected.  Garment  mannfactnrci-s  nsc  the  new  standarii 
models  in   making     garmenls      and    for     the   sake     of  the 
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SKIRTS 
The   only  skirt  with    the    NO-SAG    BACK 

If  you  sell  skirts  you  need  our  line, 

because— 

For  Fit,  Hang,  Lines,  Style  and  Work- 

manship—IT  LEADS  THEM  ALL. 

OUR  SPECIAL  FOR  OCTOBER 

No.  457 Price,  $3.50 

An  up-to-date  skirt  in  fine  all  wool  herring- 
bone stripe  goods.  A  good  assortment  of 

colors. 

Drop  us  a  card  for  booklet  containing  a  few 
of  our  styles.  It  will  interest  you  and  a 
trial  order  will  convince  you. 

Gardiner,  Foley  &  Co. 
LIMITED 

24  Ryerson  Avenue         -  TORONTO 

ilepju-toiient  the  merchant  slmiild  have  llicse  models  oil 
s:ilo  in  liis  corset  department. 

Thoun-li  mannfactnrers  put  out  cxccdlent  shapes  in 
low-priced  numbers,  they  cannot,  of  necessity,  be  expected 
1.)  liold  tlie  iig-iire  and  to  keep  their  shapes  like  the  better 
grade  models  do,  and  it  is  to  the  tnereliant's  advantage 
iMid  also  to  the  advantag-e  of  tlie  inannfacturer  that  he 
push  and  sell  the  better  grades. 

Tliere  a.re  many  women  who  have  positively  been  edu- 
cated into  tho  belief  that  they  have  to  send  to  the  large 

cities  in  order  to  get  a  goodi  corset.  This  is  a  mistake  that 
I  lie  merchant  must  correct.  He  knows  when  the  corset  is 

sent  for  it  frequently  happens  that  the  order  for  the 
dress,   suit  or  coat  wanted  accompanies  it. 

The  corset  department  should  have  a  competent 
woman  head  who  knows  all  about  corsets  and  who  is  able 

to  give  customers  practical  advice,  and,  when  occasion 
requires  it,  who  is  able  to  fit  also.  There  should  always 
be  a  fitting  room  available  and  if  the  department  has  its 
proper  location  in  close  vicinity  to  the  garment  depart- 

ment, the  fitting  rooms  belonging  to  this  department  will 
be  available. 

The  latest  form  of  corset  modifies,  slightly,  the  shape 

of  the  past  few  seasons,  the  lines  are  not  quite  so  straight, 
but  curve  softly  over  the  hip  while  keeping  the  straight 
lines  front  and  back.  Another  new  idea  is  to  the  top,  low 
at  the  sides,  curving  up  to  a  high  point  in  front.  This 
shape,  it  is  claimed,  prevents  the  tightness  tbat  is  often 
complained  about  when  the  corset  is  round  and  close-fit- 

ting at  the  top.  'Another  good  point  about  this  cut  is  that 
it  allows  a  remarkable  suppleness  above  the  waist  and  for 
that  reason  is  especially  suited  to  the  new  fashions. 

Corsets  are  quite  long  in  the  skirt,  though  hardly  so 
long  as  last  season,  and  the  skirt  comes  well  down  below 

the  boning.  'A  new  idea  to  shorten  the  long  busks  in 
front  is  the  use  of  the  crossed  garter.  Not  only  is  the 

busk  shorter,  but  the  skirt  is  cut  away  and  in  conse- 
quence the  wearer  can  sit  down  with  perfect  ease. 

Corset  designers  have  been  experimenting  with  corsets 
for  stout  figures  to  enable  them  to  adtopt  the  higher 

"waist  line.  These  models  give  long  slim  lines  to  quite  a 
stout  figure,  and  moreover,  they  are  most  comiortable  to 
wear. 

The  brassiere  is  an  important  accessory  with  the  pre- 
sent modes,  and  now  that  the  raised  waistline  is  back 

again  will  be  an' even  more  necessary  article  than  at  pre- 
sent. The  stout  woman  always  should  wear  them  and 

should  be  so  advised  by  the  salespeople  in  every  depart- 
ment. Brassieres  help  to  overcome  many  figure  defects, 

and  as  well  reduces  and  confines  the  bust  within  the  pre- 
scribed lines. 

The  new  models  do  not  raise  the  bust,  but  only  firm 

it  and  prevent  rolls  of  fat  appealing  at  the  top  of  the 
corset. 

Net  Waists  Strong  Feature 
Black    and    White    Effects    in    Silks    and 

Chiffons    Good 

A  very  good  business  has  been  done  so  far  in  waists, 
and  as  in  many  lines  this  fall  the  better  grades  are  the 

best  sellers.  Net  waists  are  a  strong  feature  in  popular- 

priced  lines,  and  chiffon  waists  have  also  been  good  sell- 
ers to  the  better  trade.  Plaid  taffeta  tailored  waists  are 

selling  and  the  trade  has  every  confidence  in  them  for  big 
business  later.    The  Paisley  waist  has  reached  the  popular 
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Newest  Styles SEVEN  REASONS  WHY Unequalled  Service 

THE 

PuUan  Garment 
has  become  so  popular  from  coast  to  coast. 

1.  Because  the  "PuUan  Garment"  is  not  built  upon  "theory"  but  upon  the 
accumulated  experience  of  a  life  time  in  the  manufacture  of  women's 
garments. 

2.  Because  every  detail  is  under  the  personal  supervision  of  those  vitally 
interested  in  the  success  of  this  business. 

3.  Because  satisfied  customers  are  doing  more  to  advertise  the  "  PuUan 
Garment"  than  all  the  advertising  we  could  place  before  the  trade. 

4.  Because  each  garment  is  a  perfect  fit,  modelled  on  the  latest  designs 
to  suit  Canadian  trade. 

5.  Because  "Pullan  Garment"  will  keep  its  shape,  being  strengthened 
with  high-grade  canvas  and  haircloth.      This  is  an  important  feature. 

6.  Because  our  prices  are  positively  right  and  are  graded  so  as  to  give  the 
retailer  the  best  possible  margin. 

7.  Finally,  because  of  Prompt  Service,  Fair  Treatment  and  Perfect 
Merchandise. 

As  the  Fall  of  1910  promises  to  be  an  unprecedented 

rush  season,  we  have  made  up   .    .    .     250  LADIES' 

SUITS 
AT 

$10.00  $12.00  $15.00 
FOR  IMMEDIATE  DELIVERY 

You  want  a  few  suits  to  sort  in.  "Write  us  describing  your  need. 
We  will  select,  personally,  suits  which  will  fill  your  requirements  Let  us 

prove  that  what  we  claim  for  the  "Pullan  Garment"  is  true. 

36   PAGE  ILLUSTRATED  CATALOGUE  READY.    SEND   FOR  A  COPY. 

M.   PULLAN  &  SONS 
Established  1902 

AN  EXCLUSIVE  SUIT,   COAT  AND  SKIRT  HOUSE 

Perfect  Fit 
Cor.  Bay  and  Wellington  Sts. 

TORONTO Best  Value 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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\)t  €pk  of  tije  Corbet 
pictorial  ̂ feetcfj  of  tfjc  <^rfat  Canabian  ifnbustrj',  jFounbeb 

bp  (George  €.  ̂ mpot. 
3^cmarfeai)le  ^rofcotfj  of  tfje  iiominion  Corset    Companp, 

Jtlanufacturcrs  of  tfje  jFamous  B  &  ̂   Corsets 

On  the  opposite  page  is  a  likeness  of  the  typical  Canadian  man  of  affairs  who  in  1886 
founded  in  the  Ancient  Capital  a  small  business  which  has  since  developed  into  the  great 
concern  known  as  the  Dominion  Corset  Company.  Not  a  twelvemonth  had  rolled  by 
when  it  was  necessary  to  secure  larger  quarters. 

In  1888.  Mr.  G.  E.  Amyot  BECAME  THE  SOLE  OWNER,  which  condition  continued 
until  the  present  organization  was  formed  in  1907.  What  astonishing  progress  has  been 
made  in  less  than  a  quarter  of  a  century  will  be  apparent  from  the  continuation  of  this 
little  sketch  and  from  the  following  pictures  which  tell  their  own  story.  In  the  years 
ending  in  1895,  the  business  of  the  Dominion  Corset  Company  steadily  expanded,  its 
working  force  constantly  grew  in  numbers  and  skill,  and  its  product  became  well  and 
favorably  known  in  all  quarters  of  Canada.  In  1895  history  repeated  itself,  and  another 
move  to  larger  quarters  became  imperative.  Yet  these  increased  facilities,  adequate 
as  they  seemed,  were  outgrown  again  in  only  three  years.  In  1898,  the  large  building 
on  Dorchester  and  Charest  streets  was  ready  for  its  owners.  This  huge  structure  in  its 
turn  being  inadequate,  large  extensions  were  erected  in  the  following  year.  Finally,  in 
1910,  still  other  additions  were  made  to  the  basic  edifice  of  1898,  so  that  now  an  entire 

block  is  occupied  by  an  up-to-date  plant  exlusively  devoted  to  the  manufacture  of  the 
famous  D  &  A  Corsets.  Here  600  skilled  work  people  are  engaged,  and  from  the  head- 

quarters, and  the  Montreal  and  Toronto  branches,  no  less  than  eighteen  travellers  and 
agents  make  their  regular  trips. 

In  this  vast  plant  430  x  57,  4  and  5  storeys,  with  its  many  arpents  of  floor  space,  is 
found  every  desirable  improvement  in  factory  construction,  arrangement  and  machinery. 
There  is  full  fire  protection,  including  an  automatic  sprinkler  and  alarm  system.  Elec- 

trical Power  for  all  machines.  Ventilation,  light,  heating  and  sanitary  coditions  are 
perfect.  From  the  selected  raw  materials  to  the  finished  product  absolute  cleanliness 
is  the  rule  Such  conditions  cannot  but  increase  the  satisfaction  which  the  product  gives 
to  dealer  and  consumer.  The  general  offices,  private  offices  and  huge  storerooms  are 
on  the  ground  floor.  The  great  stitching  room  accupies  the  entire  second  floor  of  the 
main  building.  Here  are  long  rows  of  deft  operators  at  the  amazing  stitching  machines 
with  their  manifold  ingenious  improvements.  Here,  too,  are  alert  inspectors,  sure  to 
detect  the  slightest  flaw.  In  the  finishing  department  on  the  third  floor,  the  corsets 

receive  a  careful  pressing  and  other  final  touches,  and  are  then  minutely  inspected  again' 
before  being  placed  in  the  cartons  made  by  a  subsidiary  concern.  On  the  fourth  floor 
are  cutters,  folders,  etc.,  and  storerooms  filled  with  the  almost  countless  fabrics,  lace 
and  other  raw  materials.  The  power  plant,  machine  shop,  stables,  etc.,  are  in  other 
buildings  in  rear  of  the  factory.  Every  provision  has  been  made  for  the  comfort  of  the 
employees  in  the  way  of  resting  and  dining  rooms,  etc.  Typical  interior  views  as  well 
as  cuts  of  the  various  buildings  are  showing  on  the  following  pages.  On  the  pages 
coming  next  will  be  found  illustrations  and  descriptions  of  the  product  itself,  being  a 
representative  selection  of  the  many  styles  of  the  popular  D  &  A  Corsets. 

The  personnel  of  the  present  organization  includes  George  E.  Amyot,  Founder  and 
President:   L.  Adjutor  Amyot,   Vice-President;    H.  J.  Pinsonnault,   Secretary-Treasurer. 

Mr  Amyot,  though  naturally  a  very  busy  man,  has  devoted  considerable  of  his  time  to 
other  enterprises,  as  well  as  to  public  affairs.  He  has  founded  the  Geo.  E.  Amyot 
Brewing  Company  which  now  forms  pa^t  of  the  National  Breweries,  Limited,  of  which 
he  is  one  of  the  Directors:  he  is  Proprietor  of  the  Quebec  Paper  Box  Company  a  Direc- 

tor of  The  Home  Life  Insurance  Company,  of  Toronto;  one  of  the  first  Governors  of  the 
Technical  School  of  Quebec:  one  of  the  Governors  of  the  Laval  University  Funds; 

Ex-President  of  the  Canadian  Manufacturers'  Association,  Province  of  Quebec;  Director 
of  The  Eastern  Canada  Manufacturers'  Mutual  Fire  Insurance  Company;  Ex-President. 
of  the  Quebec  Board  of  Trade. 

P^
 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 



Dominion  Corset  Factory,  1887 

R  E  A  n  V  -  r  O  -  W  K  A  R     G  A  R  M  F.  X  T  S  Dry   Goods  Reviezv. 
Section  of  Stitching  Room 

Dominion  Corset  Factory,  1886 
Diploma  and    ̂ |d 

VIEWS  OF    DOMINION    CORSET 
THE    CENTRE  SHOWS    FACT 

Please  mention  The  Review  to  Advertisers  and  Their   Travelers 

C 
RY 



Dry  Goods  Review. 
Office  of  President 

READY-TO-WEAR     GARMENTS 

Dominion  Corset  Factory,  1898 

(al    Paris,    1900 Working  Girls'  Dining  Room 

OOMPANY'S    PLANT,    QUEBEC ^Y    AS    IT    NOW    STANDS 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



R  K  A  n  V  -  r  O  -  W  E  A  R     G  A  R  M  E  N  T  S Dry   Goods  Rci'ic:c 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 



Drv  Goods  Review. READY-TO-WEAR     GARMENTS 

55 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers 



56 

R  E  A  D  Y - T  O  -  W  EAR     GARMENTS Dry  Goods  Reviezv. 

trade,  aiul  iluni*h  selling  woll  now,  the  end  is  in  sigiil  for 
ilie  better  trade. 

Black  and  white  effects  in  silks  are  very  good,  and 
black  and  white  striped  chiffon  waists  over  a  net  or  silk 

lining,  and  touched  with  bright  color  are  decidedly  good. 

Pointsttia  red,  rose  pink  and  King^'s  blue  are  the  leading 
colors  used  for  this  purpose. 

The  new  waists  are  in  peasant  effect  with  the  bodice 

and  sleeve  cut  in  one,  and  with  the  lace  of  the  3-oke 
repeated  in  the  straight  band  that  forms  the  undersleeve. 

Dressy  waists  invaria'bly  have  the  three-quarter  sleeve, 
but  on  tailored  models  and  on  waists  for  popular-priced 
sellit^  the  sleeve  is  full  length. 

Designers  are  Uisy  with  waists  for  Christmas  selling 
and  are  putting  out  a  number  of  beautiful  designs  in 
which  gold  lace  and  gold  nets  play  a  part.  Gold  over 
black  and  trimmed  with  black  and  color  is  one  of  the 

high-priced  novelties  shown.  A  striking  novelty  in  nets 
is  a  Brussels  net  with  a  large  hexagonal  pattern  in  wood 
silk.  This  net  is  shown  in  all  black,  but  is  especially 
beautiful  in  black  net  with  the  pattern  in  white.  Band- 

ings and  lace  is  also  shown  to  match,  and  the  waists  of 
this  net  are  to  be  made  up  over  white. 

Velvet  is  being  featured  in  high-class  waists  and  there 

is  a  vei-y  good  demand  for  satin  waists  in  both  black  and 
colors.  Xavy.  Copenhagen  and  grey  being  the  best 
sellers. 

Sample  lines  of  waists  for  Spring  are  now  being 
placed  on  the  market  and  the  question  as  to  the  length  of 
the  sleeve  is  looming  up  again. 

Lingerie  waists  are  made  of  soft  finished  lawns  and  are 

daintily  trimmed  with  laces  and  embroidery  of  most 
attractive  patterns.  Both  high  and  low  neck  finishes  are 

shown  and  man}-  waists  have  pretty  em'broidery  or  lace 
round,  collars  attached.  Sleeves  are  shown  in  both  % 
and  long  models,  but  the  majority  of  models  have  the 
shorter  sleeves.  Tailored  waists  are  all  developed  with 
the  long  sleeve. 

Sleeve  lengths  are  alwa^-s  a  question  at  this  period, 
and  unless  some  sharp  and  unexpected  turn  of  fashion 
should  come  along,  every  tendency  seems  to  point  to  the 

%  sleeve.  Three-quarter  sleeves  are  selling  now  for  early 
and  mid-winter  wear  both  on  dresses  and  waists.  And 
the  latest  style  tendencies  are  towards  the  styles  of  the 
late  Empire  and  Restoration  periods,  fcoth  of  which  favor 
the  short  sleeve.  Moreover,  the  new  sleeve  is  a  partieu- 
lary  graceful  shape,  and  has  enough  difference  to  give  a 
new  aspect  to  the  waist.  In  past  seasons  a  total  change 

in  sleeve  stjiles  has  formed  a  big  selling  asset  and  if  for 
no  other  reason  'buyers  should  welcome  the  new  %.  sleeve. 

The  full  length  sleeves  seen  so  far  show  no  new 
feature. 

Large  Collars  a  Feature 
Combination  Fastenings  Favored  in  New 

Coats   Also 

Everything  points  to  a  very  big  coat  season.  Not  only 
are  manufacturers  extremely  busy  turning  out  garments, 
but  fresh  orders  are  coming  in  by  every  mail,  and  the  big 

majoritj-  are  calling  for  immediate  delivery.  Retailer.s 
who  placed  fair-sized  early  orders  are  getting  the  gar- 

ments necessary  to  keep  up  their  assortments,  'but  those 
merchants  who  waited  until  almost  the  beginning  of  the 
selling  season,  and  who  are  now  .sending  in  big  orders  are 
going  to  find  it  difficult  to  obtain  the  assortments  neces- 

sary to  the  doing  of  a  pi-oper  and  profitable  business. 

^toreover,  it  is  going  lo  ho  no  easy  matter  for  (he 

manufacturer  to  get  out  the  full  month's  complement  of 
work  next  month,  for  OclohiM-  is  I  he  month  when  the 
I'liief  Jewish  holidays  occur. 

Plaid  backs  are  taking  well  and  the  new  feature  is  the 

rug  coat.  These  coats  are  made  up  from  steamer  rugs  in 
Scotcli  and  fancy  plaids,  and  the  fringe  is  used  as  the 
trimmings.  They  are  made  upon  nianmish  lines  in  double 
breasted  style,  and  are  belted  across  at  the  back.  The 
collar  and  patch  pockets  are  of  the  tartan  with  the  fringe 
used  as  a  trimming.  Fancy  mixtures  in  tweeds  and  home- 

spuns herringbone  effects,  and  melanges  as  well  as  heavy 
cheviots  and  wide  wale  serges  are  the  leading  fabrics ordered. 

Very  large  collars  are  a  new  feature,  and  these  are 

cut  'both  square  and  round.  Belted  or  semi-belted  styles 
are  also  showing.  Combination  fastenings  are  quite  a 
feature  and  one  coat  shown  The  Review  showed  three 

different  fastenings.  First  it  showed  the  notched  collar 
with  two  lapels  buttoned  down.  By  a  slight  change,  a 

turn-down  collar  with  one  lapel  resulted,  and  'by  a  third 
arrangement  a  buttoned-up-to-the-neck,  with  the  round 
collar  finish   was  obtained. 

City  stores  axe  making  a  considerable  show  of  evening 
coats.  Rich  shades  in  broad:cloth  are  most  in  evidence 

though  light  colors  are  by  no  means  absent.  These  coats 
are  full  length,  and  have  the  seamless  arm-hole  or  very 
full  sleeves  put  into  a  wide  armhole.  and  are  loose,  full 
and  on  drapy  lines.  Expensive  models  are  developed  in 
satin  or  moire  velour,  and  braid,  gold  embroideries  and 
bead  trimmings  are  used  on  them. 

In  Europe  seal-plush  and  velour  coats  are  high  style, 
but  as  yet  in  this  market  they  have  not  sold  so  well  as 
the  caraculs.  A  demand  for  seal  plushes  is  beginning  to 

be  felt,  but  from  present  orders  caracul  coats  will  'be  the 
big  sellers  again  this  season.  These  coats  come  in  the 
full  length,  50  and  54  in.  garments  and  the  styles  are  the 
same  as  those  described  in  the  earlier  numbers  of  The 
Review. 

Dresses  and  Costumes 

Buyers    Stocking    One-Piece    Dresses 
—  Fabrics  Much  Varied 

The  trade  is  taking  kindly  to  dresses  and  even  in  the 
smaller  centres,  merchants  are  stocking  tlnem.  This  is 

partly  because  they  are  being  constantly  asked  for  them, 
and  also  because  they  are  finding  that  dresses  when  made 
by  a  reliable  manufacturer,  need  little  or  no  altering. 
One-piece  dresses  made  in  simple  but  effective  styles  in 

Panamas,  fine  serges,  light-weight  mixtures,  etc.,  are  par- 
ticularly good  a,t  present. 

Manufacturers  are  preparing  for  a  good  bu.siness  on 

more  dressy  effects — more  dressy  only  because  of  the 
materials  employed  and  the  trimmings  used.  These 
dresses  still  keep  to  the  simple  lines  and  such  fabrics  as 
silk  and  wool  mixtures^ — l)engalines,  eolionnes  and  pop- 

lins are  used.  -Some  manufacturers  are  finding  light- 

weight permos  and  wool  and  mohair  shantungs  good  sell- 
ers when  made  up  into  these  dresses.  Broadcloths  and 

Venetians  are  also  u.sed  and  voiles  madie  up  over  a  silk 
foundation.  Velvet  dresses  are  being  shown  as  well  as 

those  developed   in   foulard,  taffeta  and  satin. 

On  all  but  the  simplest  dresses,  the  yoke  and  sleeve 

cut  in  one  is  gaining  gi'onnd — tha.t  is  the  style  that  gives 
the  kimona  effect,  has  the  top   sleeve  in  one  piece  with  the 
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Famous  for  their 
Fit,  Cut,  Style,  Hang  and  Finish 
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and  by  the  time  this  item  comes  before  your  notice  they 
will  have  rounded  the  diamond  and  be  well  on  their  way 

towards  seeing  you.     We  mean  of  course  our  travellers  who 
left   on   October    1st   wfth    your   Favorite    brand   and    our 

Famous  line  of 
>'y*i 

/^?> 

"  Royal 
:^\ 

Ml 

REGISTt 

The  one-piece  lingerie  dress  in  pink,  sky,  mauve,  tan,  white  and 
black  mull  ;    also    fancy   muslins  with  foulard  effects  will  be  more 
popular  than  ever;  in  fact,  we  predict  that  this  class  of  garments  will 
reach  a  pinnacle  of  popularity  this  coming  season. 

Don't  worry  about  the  question  of  styles.     Place  your  good  large 
order  with  our  representative,  and  let  us  assume  the  responsibility 

of  sending  you  the  bang-up  new  thing  when  shipping.     You  know 

our  slogan— we  absolutely  guarantee  the  fit,  cut,  style,  hang  and 

finish    of  "ROYAL  GARMENTS."     Our  reputation  is  behind 
this  guarantee. 

No  doubt  you  will  remember  "  the  dress  that  made  Toronto 
famous,"  namely,  our    style  435  at  $2.75.     Watch  for  its  suc- 

cessor.     It  couldn't  be  better  value,  but  we  can  assure  you 
it  will  be  just  as  good,  and  that  is  saying  all  that  can  be  said, 

See 
Our 

Dresses 
m 

The  McElroy  Manufacturing  Go.'y 
Limited 

47  Simcoe  Street,  TORONTO 

SSSiSI 
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waist.  This  effect  is  shown  in  a  wonderful  variety  of 

I'ombinations  and  is  so  well  out  tliat  there  is  no  (\nestiiin 
as  to  it  tit  ting. 

The  skirt  of  the  dress  shows  simple  plea  led  otVects  in 
combination  with  tunics  either  real  or  simnlated  by 
bands  stitched  on.  or  when  the  material  is  of  soft  tinish 

the  band  effect  is  used  with  the  material  above  sliglitly 
fulled   into   the   skirt.     These   bands   do   not    naiiow     tiie 

One  of  the  nev.'  mercerized  cotton  pongees  in  tan.  trimmed 
with  foulard  pattern  to  match.  The  coat  is  of  simple  lines 

showing  Parisian  collar  and  front  closing  Smart  over- 
skirt  effect,  with  a  full  pleated  bottom  Shown  by  R  D. 

Fairbairn   Co..   Limited,   Toronto. 

width  in  the  least,  for  the  hobble  is  dead,  though  tiic 
hobble  effect  is  a  live  issue  at  present.  Ideas  are  that 

thi.s  also  will  g-ive  way  to  bands  and  band  trimmings  on  a 
straight-hani^ng  .skirt  later,  these  bands  being  of  velvet  or 
satin  or  of  contrasting  fabric. 

New  features  that  promise  to  have  some  inniu-nee 
later  are  the  slanting  line  in  tunic  draperies,  and  the 
raised  waist  line.    This  is  already  more  than  hinted  at  by 

the  best  Cnnadinn  designers  l)y  means  nl'  the  )^nm'l  eCCcct 
in  tVdiu  whicli  is  cai-ricd  up  iiiulri'  smiu'  kind  of  drapery 
trimming  the  bust.  A  velvet  dross  shown  to  The  Review 

li;i(l  slan'iing  slits  at  tlie  bust  Ihrougli  which  was  drawn 

t'cildinl  drapery  that  crossed  nver  in  front  and  fastened 
<in  (he  l)elt  :i(  liie  side,  Ihe  IVdnl  of  tlie  diress-skirt  ending 
under  this  drapery  and   Ihe  bell   linishing  under  il. 

Paisley  satins  and  tapestry  are  being  used,  as  well  as 
hraids*,  cords  and  metal  laces.  Machine  braidings  and 

enrbroidei'ies  are  also  good  where  the  inatei-ial  is  of  linn 
enough  texture  to  admit  of  their  use. 

Street  dresses  liave  the  long  sleeve,  though  often  in 

double  effect,  but  for  di-essy  wear  the  short  sleeve  is  the 
one  favored.  Sleeves  are  eilbow-leng'th  and  in  the  close 
sraight  cut  ■  ̂Vv 

Notes   on   Paris   Fashions 
Debenham     &     Co. Outline  the 

Style    Features 

New 

Debenham  &  Co.,  London,  Eng.,  in-  notes  on  Paris 
fashions  written  after  a  roundl  of  visits  to  the  principal 

Paris  houses,  state: — 

■Speaking  generally,  the  styles  are  either  "First 
Empire"  or  "Restorafion"  in  their  inception.  The 
creators  of  the  new  models  apparently  have  studied  the 

fashions  for  the  years  covered  by  both  these  periods — 
say  from  179'0  to  1830 — and,  from  the  wide  range  of  styles 
offered  by  this  lengtliy  period,  have  made  selections 
according  to  their  individual  fancy. 

Nor  have  they  all  adhered  strictly  to  the  periods 
mentioned;.  At  two  of  the  leading  houses  the  collections 

are  varied  by  dresses  in  so-called  Gothic  or  Medieval 
styles.  At  another  there  is  a  pronounced  Louis  XVI.  note 
visible  in  the  draperies  of  many  of  the  models. 

A  High  Waist  Line- 
One  may  safely  generalise  to  the  extent  of  stating  that 

the  waist-line  is  almost  universally  above  the  normal — 
in  some  instances  only  slightly  so  and  defined  by  a  sash 
or  swathed  belt,  in  others  (the  true  Empire  styles)  close 

up  under  a  high  bust,  in  which  case  it  is  often  marked 
by  some  form  of  cord  girdle. 

Bodice  Styles. 

On  bodices  the  square  sailor  collars  are  very  general, 
in  some  instances  combined  with  a  fichu  effect  in  front. 

The  necks  of  day  dresses  are  cut  low,  but  in  many 
cases  filled  in  with  some  form  of  jabot  having  a  quite  high 
stock  collar,  which  is  circular  at  the  sides,  not  pointed 
as  in  previ(Uis  seasons. 

The  New  Skirts. 

Skirts  are  still  very  narrow,  but  seldom  quite  so  nar- 
row as  last  season,  and  in  most  of  the  models  the  eon- 

fining  bands  which  were  the  distinguishing  feature  of  last 

season's  skirts  have  been  dispensed  with.  The  bands 
still  appear,  but  are  no  narrower  than  the  rest  of  the 

skirt.  In  day  dresses  and  tailor-.mades  the  skirts  are  dis- 
tinctly longer,  reaching  within  about  two  inches  from  the 

ground.  Evening  dres.ses  are  longer  still,  and.  in  many 
instances  have  slight   scpiare  trains. 

The  Fashionable  Tunic. 

Tunics  and  similar  forms  of  overdress  are  general. 

L'sually  of  a  transparent  nature,  they  take  many  forms. 
In  the  "Gothic"  dresses  they  hang  straight  and  plain 
from  the  shoulder  to  just  above  the  knee,  suggesting  the 

jerkins  of  our  Saxon  forefathers. 
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Blouses  certainly  have  a 

WINNING 
WAY 

Its   the    " sometning  different       that  does  it. 

A  BLOUSE    DEPARTMENT that    is    stocked    with    an 

adequate    assortment    of 

"Eclipse"   Blouses    never   lacks    in- 
terest for  women. 

With  a  range  of  more  than  400 

distinctive  styles  and  patterns,  em- 
bracing garments  at  nearly  all 

prices,  it  is  the  easiest  matter  in  the 
world  for  you  to  make  a  lively  and 

ever-interesting  display  of  "Eclipse" 
Blouses. 

"Eclipse"  travelers  now  on  the  road  are    sending   in  orders  that  demon- 
strate these  two  things  conclusively : 

(1)  "  Ecn^se      is  the  favorite  hrand  in   nearly  every  store  in  which  the  ready- 
to-wear  hlouse  and  whitewear  departments  are  singularly  successful. 

(2)  'Dealers   who   are  once  persuaded  to  stock  "Eclipse      goods   can   he  relied 

u^on  for  constantly-increasing  repeat   orders. 

When  he  calls,  give  the  "Eclipse"  man  an  order. 

Eclipse  White\vear  Co.,  Limited 
Toronto,  Ontario 

F lease  mention  The  Reviczv  to  Advertisers  and  Their  Travelers 
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LAURENTIAN 

Waists 
The  Mark  of  Quality  for  White  wear,  €.  3,11 3,0.3,    S Blouses.  Hemmed  Sheets  and  Pillow  Slips 

A  FULL 

QUICK,  PROFITABLE  SALES  FOR 
Our  leadership  for  values  in 

LAWN  WAISTS 
is  well  known.     This  season  we  easily  have  the  leading 
line,  and  values  better  than  ever. 

Our  $9.00  Waists 
are  the  sensation  of  the  trade.    Get  your  orders  in  early. 

Here  are  some  profit-producing  facts  about  Laurentian 
Waists. 

CORRECT  PATTERNS—  insuring  both  style  and  comfort. 

SUPERIOR  MATERIALS  ■■  that  look  well  and  wear  well. 

WORKMANSHIP"-   better  finished  than  any  other  line  in  Canada. 

VALIJES--"   exceptional  at  every  price. 

You  cannot  afford  to  miss  seeing  our  line. 

Read  our  notice  on  "Hints  to  Buyers,"  page  171. 

WAIT  FOR  THE  LAUR 
THE  DIAMOND   WHITE  WEAR  CO.,  limited 

THREE  RIVERS,  QUEBEC 

Toronto  :— W.  H.  Piton,  Empire  Bujlding.  Province  of  Quebec  : — J.  A.  Morin,  Sample  Room,  1 30  St.  Joseph  St.,  Que. 
Montreal  and  Eastern  Ontario  :— Z.  P.  Benoit,  Mark  Fisher  Bldg.  Maritime  Provinces  :— Alex.  Burr,  St.  John,  N.B. 
British  Columbia  and  Northwest  Territories  : — Geo.  Stracban  and  E.  L.  Burden. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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LAURENTIAN 

Whitewear 
leading  lines. 
STOCK  MEANS 

The  Mark  of  Quality  for  Whitewear, 
Blouses,   Hemmed  Sheets  and  Pillow  Slips 

YOU,  ALL  THE  YEAR  ROUND. 

We  have 
the  strongest  range  ever  shown  in  Canada  of 

Corset  Covers^  Drawers,  Night  Gowns 
and  Combination  Garments, 

Here  are  some  profit-producing  facts  about  Laurentian 
Whitewear 

MATERIALS—  specially  selected,  and  exclusive  to  us. 

PERFECT   WORKMANSHIP-  always  guaranteed. 

COMFORT—   because  of  their  perfect  fit. 

POPULAR    PRICES""  the  best  values  to  be  had  in  the  market. 

Don't  buy  until  you  have  seen  our  line. 

Read  our  notice  on  "Hints  to  Buyers,"  page  171  ? 

ENTIAN  MAN. Stock  Now  Carried  At  Our  Montreal  Office, 
Mark  Fisher  Building. 

THE  DIAMOND   WHITEWEAR  CO.,  limited 
THREE  RIVERS,  QUEBEC 

Toronto: — W.   H.   Piton,   Empire  Building.      Province  of  Quebec: — J.   A.  Morin,  Sample  Room  130  St.  Joseph  St.,  Quebec 
Montreal  and  Eastern  Ontario: — Z.    P.    Benoit,   Mark    Fisher   Bldg.       Maritime    Provinces: — Alex.    Burr,  St.  John,  N.B 

British  Columbia  and  Northwest  Territories: — Geo.   Strachan  and  E.   L.   Burden. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Seamless  Shoulder  and  Banded  Skirt  Lead  in  New  York 

Boxy  Effects  in  Coats  —  The  Straight  Silhouette  —  Draperies  and  Flounces 
on  Skirts  —  Use  of  Chiffon  in  Tunics  and  Veiled  Bodices  —  Profusion  of 
Trimming,  Metals,  Furs  and  Braids 

Staff  Correspondence 

Office  of  Dry  Goods  Review, 
160  Broadway,  New  York,  Oct.   1,  1910. 

SI  IT  styles  have  underg-one  many  changes,  but  the 
shorter  lengths,  semi-fitted,  boxy  effects,  together 
with  the  two-piece  or  Empire  coat,  characterize 
the  features  of  the  models  now  being  shown  at 

the  openings.  Tight  effects  arc  produced  without  having 
the  skirts  actually  narrow.  The  majority  of  skirts 

measure  from  two  to  two  and  one-half  yards  around, 
although  some  of  the  imported  models  show  narrow 
widths  of  one  yard. 

The  staple  suits  are  represented  in  strictly  tailored 

and  semi-tailored  suits  of  serge,  melanges,  broadcloth 
and  novelty  worsteds.  A  wide  use  of  braids,  is  noted 
ranging  from  the  narrow  to  the  six  inch  widths  in 
radium  braids.  The  latter  axe  used  in  place  of  straps  of 
the  cloth  or  bands  of  silk  or  velvet. 

Looser  Waistline,  Closer  Hip. 

The  greatest  change  in  suit  lines  is  found  in  the 
looser  waistline  and  the  closer  hip,  giving  the  boxy  coat 
style.  Collars  are  in  sailor  shapes  faced  with  tapestry, 

velvet  or  silk.  The  Empire  effect  or  two-piece  coat  is 
extensively  featured  in  the  new  models,  either  actually 
designed  or  else  simulated  by  braids  or  trimmings.  The 
backs  of  such  models  are  plain,  or  show  French  seams. 

Sleeves  incline  to  close-fitting  tops  in  the  tailored  ef- 
fects. The  cuffs  are  trimmed  in  style  to  match  with  the 

collars. 

Band  Trimming  and  Tunic  Effects. 

Skirts  are  especially  interesting  in  as  much  as  both 
the  separate  and  the  suit  skirt  are  showing  a  diversity 
of  styles  this  season.  There  are  types  of  the  narrow 
skirts  that  are  very  pretty  and  show  much  style.  In 
most  instances  some  form  of  the  band  is  represented  at 
the  foot  and  this  band  is  either  of  the  same  fabric  or 
of  velvet.  The  flounce  is  employed  to  give  a  flare  about 

the  feet  ;  it  appears  on  the  sides,  or  the  sides  and  back, 
leaving  the  front  in  an  unbroken  line  from  waist  to 
hem.  In  several  instances  the  pleats  are  used  to  lengthen 
the  sides  only. 

A  novel  make  in  tunic  skirts  shows  them  cut  to  fit 

quite  smoothly  over  the  hips,  with  a  considerable  amount 
of  fullness  below  brought  into  a  series  of  pleats.  It 
depends  upon  the  mateinals  employed  where  the  band  of 
the  .skirt  should  be.  Pleavier  fabrics  demand  the  higher 
band  just  below  the  hips  or  at  half  length.  Costume 
skirts  .show  many  forms  of  the  draped  skirt,  the  upper 
part  usually  drawn  into  some  band  or  trimming  below 
the  knee.  There  seems  to  be  more  demand  for  the  separ- 

ate skirt  this  season  than  has  been  noted  for  a  number 
of  years.  This  is  because  of  the  vogue  of  the  separate 
coat. 

Tailored  Suits  and  Separate  Coats. 

The  mannish,  tailored  suits  are  high  style  and  the 
materials  used  in  their  construction  are  also  of  mannish 

patterns  ;  most  of  the  coats  for  Fall  are  cut  in  single 
breasted  style.  On  the  more  elaborate  or  dressy  suits, 
novelty  braids,  velvets,  satins,  and  tapestry  facings  are 
used.  Instead  of  the  foot  bands  of  self  fabric,  many  of 

the  suit  skirts  have  very  wide  braid  put  on  at  the  bot- 

tom or  hem.     Persian  and  Egyptian  bands  arc  also  used 
on  some  of  the  smart  suits. 

There  is  no  doubt  but  that  this  season  will  bo  a  big 
one  for  the  separate  ooats  and  wrap.s.  While  there  are 
any  number  of  fancy  coats  in  the  market,  the  plainer 
types  are  taking  best  for  general  utility  wear.  These 
models  are  made  with  the  Raglan  sleeve  or  else  show 
some  form  of  the  Peasant  style,  the  shoulder  and  sleeve 

in  one.  The  Empire  or  short-waisted  effects  predomin- 
ate, although  there  are  some  attractive  coats  made  in 

the  regulation  coat  style  with  the  strictly  tailored 
sleeve.  Practically  every  exhibit  has  a  large  showing  of 
auto  coats  and  these  are  in  a  wide  boxy  effect  with  the 
Raglan  and  Peasant  types  predominating.  Many  of  them 

are  belted,  while  some  show  the  Empire  effects.  The  ma- 
terials used  for  these  coats  are  novelty  cheviots,  fine 

Scotch  mixtures,  fancy  checks,  and  plaids,  basket  weaves 
and  zibelines.  The  idea  in  broadening  the  underarm  line 
has  been  less  for  the  sake  of  greater  width  or  comfort 
than  for  the  narrowing  effect  down  to  the  bottom  by 
which  the  straight  silhouette  stylo,  which  is  a  feature  of 

this  season's  models,  is  realized.  The  collars  are  sailor 
shaped  in  the  back,  rolling  to  the  front  and  fastening  at 
the  left  side. 

Evening  Coats  Much  Trimmed. 

Evening  wraps  are  wonderful  in  their  richness  of 
fabric  and  beautiful  simplicity  of  draping.  The  materials 
used  for  these  wraps  include  gold  brocaded  crepe  de 

Chines,  Turkish  crepons,  Ottoman  weaves,  velvet  em- 
bossed satins,  broadcloths,  antique  brocades  and  tapes- 

tries, and  velvets.  The  ornamentations  include  metallic 
laces,  rich  embroideries,  furs  and  laces.  There  are  some 
handsome  models  veiled  with  chiffons  in  draped  effects. 
Materials  in  Turkish  colorings  veiled  in  this  way  are 
particularly  striking.  The  collar  of  fur  is  a  feature  of 
many  of  the  wraps  for  evening  use.  In  some  instances 
the  garments  are  in  addition,  bordered  all  around  with 

fur.  While  the  kimono  effects  prevail  in  the  sleeve  for- 
mations of  these  wraps,  there  are  also  a  number  of 

Empire  models  showing  the  short-waisted  upper  section 
to  which  is  attached  a  gathered  skirt.  The  banded  wrap 

is  also  novel  and  effective.  The  band  is  usually  of  a  con- 
trasting fabric  and  starts  from  the  neck  of  the  wrap, 

extending  down  the  side-fronts  and  around  the  bottom. 

Walking  and  Evening  Costumes. 
Dresses  and  costumes  arc  commanding  an  unusually 

large  amount  of  attention  in  the  Fall  openings  this  year. 

The  newest  of  the  walking  dresses  show  the  Empire  ten- 
dency which  is  also  characteristic  of  the  evening  gowns. 

Satin  seems  to  be  the  leading  fabric  for  the  walking 

dress.  Velvet  is  also  used  and  it  will  be  seen  more  ex- 
tensively later  on.  Street  dresses  are  made  with  more 

width  at  the  bottom,  although  the  silhouette  of  slender 
lines  is  adhered  to. 

Evening  gowns,  almost  without  exception,  are  made  of 
transparent  material.  They  all  show  the  Empire  lines 
so  far  as  the  waistline  is  concerned.  The  Peasant  type 
is  also  most  noticeable  on  all  these  dresses,  the  shoulder 

and  sleeves  being  cut  in  one,  producing  a  seamless 
shoulder  line.  The  short  sleeves  are  in  some  form  or 

other  of  the  kimono  sleeve.     Skirts  of  these  gowns  are  in 
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Third  Edition  of  one  of  our 
85  Wonders  at 

$0:00 9 DOZ. 

No  order  too  lar^e, 

No  order  too  small, 
No  size  too  lar^e, 
No  size  too  small 
That  we  cannot  fill. 

We  have  an  estab- 
lished reputation 

for  ̂ ivin^  the  best 

material  and  work- 

manship, combin- 
ed with  value. 

Order  with  absolute 

confidence. 

Any  ̂ oods  not  per- 
fectly satisfactory 

may  be  returned 
and  full  ciredit 
allowed. 

Order  to-day  to 
insure  prompt 

delivery  for  first 

December. 

C.  103 1.      White  Irish  Linenette  Blouse— Open 
front,  hand  loom  embroidery,  starch  cuffs  and  collar, 
four  ̂   inch  pleats  down  front,  2^  inch  box  pleat 
down  front  with  3  pearl  buttons.      Military  back. 

Greenshields  Limited 
Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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all  manner  of  draped  outlines,  the  'hobble"  effects  pre- 
dominating. That  is,  the  upper  paxts  of  the  skirts  are 

full  and  gtithered  into  some  kind  of  band  or  trimming 
arrangement  below  the  knees.  In  all  instances,  however, 
the  contour  of  the  figure  over  the  hips  is  retained.  Many 
of  the  evening  gowns  continue  to  show  some  form  of  the 
tunic,  either  accomplished  by  the  style  of  the  trimming 
or  else  arranged  of  the  material  itself.  The  use  of  two 
or  three  fabrics  in  one  dress  is  a  general  vogue  in  all 
evening  dresses.  Veiled  effects  are  also  quite  commonly 
noted.  Where  the  tunics  appear,  they  usually  fall  from 
the  Empire  effect  and  drape  over  the  skirt  in  artistic 
manner. 

There  is  already  some  talk  of  the  kilted  flounce  vogue. 

Many  of  the  new  dresses  show  skirts  kilted  in  this  man- 
ner. Some  quaint-looking  models  are  appearing  with 

these  pleats  placed  in  couples  on  the  skirts,  with  a  good 
interval  between.  These  pleats  are  arranged  in  frills  and 
give  the  skirts  a  very  novel  effect. 

The  New  Bodice. 

The  veiled  bodice  blouse  is  quite  the  proper  style 
this  season  and  it  is  being  exploited  in  many  beautiful 
styles  and  materials.  The  newest  creations  in  this  direc- 

tion are  of  chifion  veiling,  Persian,  plaided,  or  tapestry 
foundations,  either  silks,  nets  or  chiffons.  They  are 
fashioned  in  simple  and  attractive  styles  and  usually 

chosen  in  the  color  to  match  the  suits  of  -which  they 
form  a  part.  These  models  are  made  in  the  Peasant 
types,  the  sleeves  cut  in  one  with  the  bodice,  and  they 
feature  low  necks  and  elbow  sleeves.  Some  of  them 

have  little  lace  collars  and  yokes  and  an  inside  sleeve 
below  the  kimono  cap   sleeve. 

Frills  are  still  being  featured  on  all  styles  of  blouses 
either  forming  part  of  the  trimming  arrangement  or 
finishing   off   the   necks    and    sleeves.     .Tumper   waists     of 

chiffon,  marquisette,  voile  or  some  transparent  fabric  are 
being  sold  individually  to  be  worn  oxer  any  sort  of 

waist  one  may  happen  to  have  or  chose  to  wear  under- 
neath. These  jumper  slips  come  in  all  colors  and  are 

very   dressy. 

Prize  Contest. 

Prize  contest  sales  were  featured  by  the  W.  C.  Craw- 

ford, "Big  Store"  at  Tilbury  during  the  months  of 
August  and  September.  The  August  sale  closed  on  Sat- 

urday, Aug.  27,  and  was  so  successful  that  it  was  re- 
peated during  the  following  month. 

In  September  41  prizes  were  offered.  The  first  ten 
consisted  of  $10  each  in  cash  ;  the  next  ten  $5  each  in 
goods,  and  the  next  twenty  $2  each  in  goods.  The  41st 

prize  was  a  "Big  Store  Special"   sewing  machine. 
To  purchasers  in  the  various  departments  of  the  store 

were  issued  coupons,  consecutively  numbered,  one  coupon 
being  given  for  every  $1  in  cash  purchases  and  one  for 
every  $2  paid  on  account.  Duplicates  of  the  numbers 
were  retained  by  the  store,  and  from  these  duplicate 
numbers  a  committee  of  three  prominent  citizens  not 
connected  with  the  business  on  the  Saturday  night  that 
the  sale  concluded  drew  the  41  prize  winning  numbers, 
together  with  ten  extra  numbers  to  the  holders  of  which 
prizes  would  revert  where  they  were  not  claimed  by  the 

original  winners  within  a  month's  time. 
A  further  inducement  was  the  offer  to  every  customer 

not  a  prize  winneT  who  spent  $10  or  upwards  during  the 
sale  of  trade  checks,  redeemable  in  goods,  to  the  amount 

of  5  per  cent,  of  the  original  purchase.  The  sale  was  lib- 
erally advertised,  not  only  in  the  Tilbury  paper,  but  in 

publications  in  adjoining  towns  within  the  scope  of  the 

store. 

-s> 

OWING  to  the  fact  that  the  greatest  part  of  our  Fall  orders  have 

been  shipped,  we  are  prepared  to  meet  your  sorting  orders  and 

give  prompt  delivery.  When  picking  up  sorting  orders,  our  travellers  will 

show  you  a  good  line  of  Misses'  Fall  Coats  which  we  have  just  completed. 

Don't   buy   your   Children's   Coats   for    Spring    1911    until   you  have 
seen  our  Spring  Line  of 

Famous  "FAIRSEX"  Garments 
which  our  representatives  will  show  this  month. 

(S- 
THE   HUTNER   CLOAK   CO. 

72-76  KING  STREET  W^EST,  TORONTO 

^ 
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The  E}ry/yf/ne  Vmkrskirt 
Aihertisement  No.  1. 

The  question  of  Guarantee, We  now  introduce  the  finest 

line  in  silk  mixture  underskirts, 

''EGYPTINE;'  m^^Q  of  spec- 

ial   material    we    import    from 

England. 

The  makers  guarantee  the  mate- 
rial to  us,  and  we  guarantee 

every  garment  to  you.  On  every 
skirtband  we  sew  this  label  : 

We  distinctly  guarantee 
EGYPTINE  underskirts  not 

to  crack  ;  they  will  not  cut,  and 

they  will  not  split. 

EGYPTINES  have  the  appear- 

ance, the  weight,  and  the  pecul- 
iar rustle  of  a  fine  taffeta  silk. 

EGYPTINE  underskirts  retail 

about  one-third  the  price  of 

pure  silk,  and  allow  a  handsome 

margin  of  profit  to  you. 

Watch  for  the  traveller,  with 

skirts,  carrying  this  label 

or  write  your  wholesaler. 

['lease  mention  The  Review  to  Advertisers  and  Their     Travelers 
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SPOOl.     SIL.K SPOOL     SIL/K 

RIBBONS 
Our   Salesmen  will  have  the 

Finest  Line  of 

FANCY  RIBBONS 
FOR  SPRING  1911  that  will 
be  shown.  Be  sure  and  see 

these  ribbons  before  ordering 
elsewhere. 

"CORTICELLI"  BRAND 

Some  of  the  Corticelli  Ribbon  Lines 
Defender  Taffeta  in  all  widths LEADER Carmen    Satin    in    all    v/idths 
10  yard  rolls— The  biggest SILK   TAFFETA 

10  yard  rolls. 
selling  line  of  Taffeta  Ribbons A  Good  Popular The  satisfactory  line  of 
in  America. Seller Satin  Ribbons. 

NARROW    WIDTHS    IN   WASH    RIBBONS 

Fairy,  Nina,  Juliette,  Prince,  50,  100,  500  yard  rolls. 
Mermaid,     Block     design,     Imfast,  Stripe     design 

STOCK  CARRIED  IN  MONTREAL,  TORONTO,  WINNIPEG 

ALL    STYLES    OF    MOTOR    SCARFS GET     A     CORTICELLI     LINE 

Corticelli  Silk  Company,  Limited 
HEAD  OFFICE:  ST.  JOHNS,  QUEBEC 

Address  Nearest  Office 

Salesrooms:     22  St.  Helen  Street,  Montreal  56  Albert  Street.  Winnipeg 

24  and  26  Wellington  Street  W.,  Toronto      91a  York  Street,  Sydney,  N.S.W.. 
138  Hosmer  Street,  Vancouver 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers- 
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Spring  1911 

Will  Be  a  Big  Silk  Season 

We  KNOW  it  and  have  prepared  for  a  big  demand. 

Next  Spring  you  will  have  call  for  these  goods.  It 
will  pay  you  to  buy  them  now.  A  few  suggestions  from 

the  big  range  we  are  now  showing  : — 

BLACK  SILKS 
36  inch  and  40  inch  Paillette,  -  to  retail  at  $1.00,  $1.25,  $1.50 

36  inch  and  40  inch  Messaline,  -  to  retail  at  1.00,  1.25,  1.50 
36  inch  and  40  inch  Black  Taffeta,    to  retail  at      .75,       .85,     1.00 

COLORED  SILKS 

Special  line  of  Paillette,     -------     to  retail  at  $0.50 

Extra  quality  Paillette,       -------     to  retail  at      .75 
36  inch  Messaline,     ---------     to  retail  at     1.25 

FANCY  SILKS 
27  inch  and  yard  wide  Foulards  to  retail,  39c.,  50c„  75c.  and  $1.00 

Figured  Eolienne,  Jacquard  eff'ects  in  new  weaves,  in  a  large  range 
of  patterns  and  colorings. 

Japan  Taffeta         Shantungs  Honans 

Waterproof  Habutai         Tussores 

Samples  are  in  the  hands  of  our  representatives  and 
we  request  your  kind  inspection. 

We  Guarantee  Prompt  and  Early  Delivery. 

THE  SILKS  COMPANY,  Limited 
(Formerly  at  K.  ISHIKAWA  &  CO.) 

24  Wellington  Street  West,  Toronto 

l-'lease  mention   The  Kevieiu  to  Aih'crlisers  and    J  heir   Travelers. 
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Transparent  Weaves  Lead 
W^orn  Over  Foundation  Fabric  They  Will 

be  Strong  Feature 

THE  vogue  of  the  costume  and  the  one-piece  dress will  be  the  influence  that  will  dominate  Spring 
buying,  for  as  at  present,  the  coming  Spring 
promises  to  be  a  big  coat  and  dress  season. 

Hence  the  materials  stocked  will  have  to  be  in  fabric 

and  weights  suitable  for  making  up  into  costumes,  one- 
piece  dresses,  and  separate  coats.  The  tailored  suit  is 

never  out  of  fashion,  and  as  a  staple  garment  is  a  neces- 

sity in  every  woman's  wardrobe.  It  will  be  wanted  in 
Spring,  but,  due  to  the  vogue  of  the  costume  and  one- 
piece  dress,  there  will  be  less  call  for  dressy  suits. 

All  mdications  point  to  the  wearing  of  sheer,  trans- 
parent fabrics  over  a  foundation  as  the  style  note  for 

the  coming  Spring.  Transparent  weaves  of  this  class 
are  showing  in  increasing  numbers  in  silk,  woollen  and 
cotton   fabrics.  Marquisettes,    voiles    and    veilings     in 
silk,  are  high  style  when  made  up  over  soft,  wide  satins. 

Voiles  promise  to  lead  in  dress  fabrics  for  the  com- 
ing Spring.  Voiles  of  the  more  staWe  weaves  are  a  fav- 
ored material  with  skirt  manufacturers,  and  are  now 

being  used  over  taffeta  for  the  production  of  one-piece 
suits.  For  the  counter  trade,  fine-mesh,  soft-finisheJ 
voiles  will  be  taken.  Black  will  be  in  favor,  and  black 

and  white  fancies  will  also  have  a  high  place.  Consider- 
able confidence  is  expressed  in  silk  and  wool  fabrics,  both 

in  plain  and  brocaded  effects.  These  will  be  taken  by 
the  woman  who  does  not  wish  to  go  to  the  expense  of  i 
fabric  that  needs   an   expensive  foundation.     These  goods 

will  have  the  same  silken  effect.  Silk  and  wool  eoliennes, 

San  Toys,  poplins  and  weaves  of  this  class  are  being 
selected. 

For  general  selling,  light  weight  worsteds  stand  in 
first  place,  and  serges,  wool  poplins,  taffetas,  cashmere 
weaves  and  the  like  will  be  selected  as  most  suitable  for 

making  up  into  simple  one-piece  dresses.  Garment  man- 
ufacturers are  buying  panamas,  light-weight,  worsted- 

finished  tweeds,  and  homespuns,  to  be  made  up  into 
dresses  as  well  as  suits  for  the  coming  Spring.  These 
come  in  silver  greys,  and  in  brownish  tones,  and  many 
are  in  indistinct  stnpe  effects  of  a  slightly  darker  shade. 

Stripes  promise  to  have  considerable  prominence  and 
are  strongly  shown  in  both  cotton  and  silk  as  well  as 

in  wool  fabrics'. 
Striped  serge  suitings  in  black,  navy,  white  and 

brown  show  pencil  and  narrow  stripes  of  white  or  color 

in  the  di-ak  grounds,  and  black,  navy,  or  color  on  white. 
Light  weight  mohairs  or  permo  cloths  are  being 

taken  by  most  buyers  and  this  cloth  promises  to  be  a 
seller  next  season. 

Printed   Silks   and  Plaids 
Foulards    and    Satins    in   Demand- 

Well-Covered    Patterns 
Small 

Foulards  are  to  occupy  a  very  high  place  in  the  com- 
ing Spring,  and  all  buyers  are  preparing  for  a  big 

season.  This  is  proved  by  the  fact  that  both  the  manu- 
facturers of  foulard  cloths  and  the  printers  are  exceed- 

ingly busy.      Foulards     did  fairly   well  last   season,   but 

Reading  from  left  to  right,  first  and  tfiird  samples   are   brocaded    and   printed  light-weigfit   novelty   silks  ;    Ns.    2, 
striped   silk   voile,  shown    by    The   Silks   Co.,   Limited,   Toronto. 
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they     promise     to     be    the   leatling-   silk   fabric    wlien    the 
Slimmer  silks  come  in. 

The  g-rowing:  vogue  of  satin  is  so  strong  that  it  will 
probably  intluence  buying  in  favor  of  satin  foulards,  but 
twill  foulards  having  a  subdued,  satiny  finish,  are  also 

good.  The  designs  showing  are  small,  figured,  well- 
covered  patterns,  and  black  and  white,  or  black  and 
white  with  touches  of  bright  color  will  be  high  style. 
These  relief  colors  are  decidedly  strong,  the  bright 

King's  blue  so  fashionable  in  millinery,  Russian  green, 
bois  sacre — a  dull  cerise,  copper  and  dull  orange. 

Since  the  Fall  season  opened,  satin  fabrics  have 
made  a  great  gain.  They  are  favored  as  a  foundation 
material,  and  as  marquisettes,  silk  voiles  and  veilings 
are  to  be  the  leading  feature  of  the  Spring  season,  a 
very  large  sale  of  satins  is  predicted. 

Satin  is  now  the  leading  costume  fabric  in  Paris, 
and  not  only  are  day  and  evening  costumes  depeloped  in 
satin,  but  coat  and  skirt  suits,  as  well  as  wraps  and 

long  coats  of  satin  are  very  much  worn.  This  vogue  is 
spreading  and  double  width  soft  supple  satins  will  have 
a  high  place.  Satins  with  an  admixture  of  wool  have 
been  introduced.  This  fabric  is  decidedly  expensive,  but 
is  being  brought  out  in  cheaper  grades. 

Paisley  printed  fabrics  are  strong  now  and  are  bring- 
ing in  Oriental  effects  in  warp-printed  silks.  Fancy 

effects  in  plaids  are  good,  and  are  expected  to  sell  in  the 
Spring  season.  In  silks,  however,  the  big  movement 
promises  to  be  in  black  and  white  stripes  and  in  black 
and  white  block  checks,  and  black  line  checks  on  a  white 

ground. 
High-class  stores  are  giving  considerable  prominence 

to  moires.  Velvets  and  velveteens  will  also  be  good  in 
the  early   Spring. 

Vogue  for  Sheer  Materials. 

Sheer  materials,  marquisettes,  silk  voiles,  chiffon 
cloths  and  veilings  are  both  plain  and  in  printed  effects 
and  are  also  showTi  with  Oriental  and  floral  patterns. 
Very  handsome  bordered  effects  in  marquisette  having  a 
slight  admixture  of  wool  are  shown  in  vride,  bordered 
fabrics.  These  borders  are  formed  of  graduated,  satin 

stripes,  in  self-color  and  mingled  Persian  tints  or  with 
over-printings  in  floral  patterns  in  soft  colors  with 
touches  of  black. 

For  coats  and  jacket  suits  and  also  for  one-piece 
dresses,  popular  priced  numbers  in  shantungs  and  tus- 

sores are  selling.  These  silks  have  a  staple  place  and 

are  are  expected  to  sell  in  liberal  quantities  in  the  com- 
ing Spring.  The  colors  wanted  in  this  silk  will  be  chiefly 

the  staple  shades,  such  as  black,  navy,  natural,  grey 
and  ecru. 

Sheer  silk  and  cotton  falwics  for  evening  wear  in 

.small,  neat  patterns  in  brocaded  effects  and  with  over- 
printings,  showing  Persian  and  classic  patterns  designed 

for  mid-winter  selling,  are  receiving  buyers'  immediate 
attention. 

Force   of   Color  Schemes 
They    are    Most    Attractive    and    Help    to 

Sell  the  Goods 

By  L.  B.  Stiles,  Dress  Goods  and  Silks  Buyer  of 
the  John  D.  Murphy  Co.,  Montreal. 

The  majority  of  sales  in  a  dress  goods  or  silk  depart- 
ment depends  mostly  on  the  way  the  salesman  displays 

his  colors  in  front  of  the  customer,  and  in  many  cases 

where  bad  juilgment  is  used,  the  sale  is  lost;  whereas,  if 
proper  blending  of  color  was  brought  into  play,  the  sale 
would  be  made,  and  the  customer  would  leave  well  satis- 
fied. 

Also,  take  the  deparlment  displays,  separate  color 
schemes  are  always  the  most  attractive,  and  catch  the 
eyes  much  more  than  a  number  of  colors  all  put  together. 

For  instance,  have  one  counter  or  fixture  draped  in  dif- 
ferent tones  of  blue  of  the  same  order,  another  with 

greens  and  so  on,  but,  of  course,  careful  attention  must 
'be  taken  to  see  that  these  various  tones  all  agree,  for  if 
any  bad  blending  of  color  is  used,  everything  is  at  once 
spoilt  and  the  display  loses  its  attractiveness. 

Requires  Careful  Study 

Again,  matching  colors  needs  quite  a  careful  study- 
ing; take  for  instance,  a  customer  comes  in  for  a  light 

navy  blue  goods  of  some  kind,  and  yon  know  in  that  par- 
ticular class  of  goods,  you  only  have  a  daric  shade  of  blue, 

You  at  once  get  your  customer  seated  at  a  counter  where 
very  dark  goods  are  displayed,  if  possible,  near  the  black 
dress  goods  section.  Immediately  you  show  your  dark 

blue,  it  appears  quite  a  light  shade,  and  the  customer 
is  convinced  that  this  is  the  correct  color. 

Also,  if  a  customer  wants  a  blue  mauve  shade,  and  your 
goods  consist  mostly  of  pinky  mauve,  get  the  next  clerk 
to  you  to  bring  out  some  shades  of  pink  or  old  rose  just 
where  you  are  serving,  and  when  you  place  your  pinky 
shades  on  the  counter,  they  at  once  appear  quite  a  blue 

tinge,  against  the  old  rose  shades,  and  again  your  custo- 
mer gets  her  required  color. 

Everything  depends  on  the  way  goods  are  displayed 
before  the  eye  of  the  customer.  Sometimes  a  lady  will 
want  to  see  one  or  two  different  shades,  and  in  this  case 
very  careful  attention  must  be  given,  to  see  that  each 
different  color  will  agree  with  the  colorings  on  the  counter, 
already  shown. 

Show  Each  Color  Separately 

The  best  plan  to  adopt  is  to  show  each  color  separately 
on  the  counter  by  itself,  and  of  course,  if  two  colors  Avill 
not  agree,  then  persuade  your  customer  to  move  a  little 
further  up  the  counter,  or  perhaps  there  will  be  a  table 
close  at  hand,  where  you  can  get  clear  of  the  other  shades. 

Of  course,  a  clerk  in  these  two  departments,  should, 

if  he  wishes  to  make  a.ny  success  or  not,  have  a  fair  eye 

for  color,  for  if  he  lacks  this,  his  services  are  of  not 

much  use  to  anyone.  A  good  eye  for  color  is  one  of  the 

most  essential  things  a  good  first-class  salesman  should 

have,  especially  in  the  dress  goods  or  silk  departments, 

where  the  blending  of  colors  is  their  chief  task. 

COLORS  FOR  SPRING,  1911. 

1.     White  and  black  fancies  and  mixtures. 

2     GREYS — Silver  grey,  pintarde,  minuta,  damas- 
cene, taupe. 

3.  BLUES — Dark  navy,  light  navy,  King's  blue, 
Nattier,  Beauvais. 

4.  GREENS — Mignonette,    tarragon,    grape,    Rus- sian. 

5.  REDS — Flammande,  bois-sacre,  copper. 

6.  TANS   AND   BROWNS— Champagne,   cafe-au- 
lait,   tobacco,   golden   brown. 

7.  PURPLES — Mogul,  raisin,  lavender,   purple. 



Store   is   Judged  by  Effectiveness  of   its   Fabric  Display 
If  Windows  are  Neglected  and  Run  in  Half-Hearted  Way  the  Whole  Store 

Suffers  in  Comparison  —  Simplicity  of  Modern  Draping  —  Fall  Goods  Lend 
Themselves  to  Very  Graceful   Trims 

THE  draping  of  dress  goods  in  window  displays
 

is  receiving  recognition  more  and  more  as 
the  foundation  of  the  window  trimming 

^  profession.  A  man  may  be  ever  so  pro- 
ficient in  displaying  diversified  lines  of  merchandise 

and  j'let  fall  short  of  being  a  finished  trifomer  because  his 
education  in  the  draping  of  fabrics  has  been  neglected. 
This  line  of  argumeait  holds  true  for  the  store  itself,  in 
regard  to  stocks  of  dress  goods,  as  many  stores  are  judged 
byi  their  dress  goods  department.  If  it  is  neglected  and 

run  in  half-hearted  shape,  the  whole  store  suffers  in  com- 
parison. Carry  the  argument  still  further  and  apply  it 

to  your  window  displays,  and  comparison  there  tells 
whether  the  store  is  a  first-class  establishment  or  not  by 
the  sort  of  fabric  displays  that  appear. 

Use  Simplest  Drapes. 

In  modern  fabric  draping,  the  idea  of  using  the 
simplest  drape  in  connection  with  differeait  forms,  such  as 
squares,  oblongs,  ovals  or  triangles  on  top  of  high  wood. 

bade  row  are  two  stands  of  different  heights,  using  the 

same  shaped  top.  Between  the  centre  and  the  high  one 
on  the  left  is  a  stand  of  medium  height  with  diamond 

shape  top.  On  the  right  to  balance  this  is  a  low  stand 

with  a  slanting  top  in  oblong  shape.  Filling  in  the  inter- 
vals at  each  corner  are  millineryi  stan.ds,  showing  hats  in 

colors  appropriate  to  the  merchandise;,  and  two  sets  of 
furs. 

Notice  the  simple  graceful  sweep  of  the  drapes  and 
the  touch  of  novel tyi  in  the  bows  of  velvet  ribbon  and 

trimmings  added.  The  sketch  shows  a  mirror  back- 
ground, but  this  display  would  show  equally  well  aiieau 

of  hard  wood  or  drapery  backs  in  Fall  shades. 

Displays  that  Sell  Goods. 

Each  stand  is  in  the  right  ijlace  to  form  a  well- 
balanced  setting  and  with  proper  color,  blending,  there  is 

no  doubt  but  such  displays  sell  the  goods,  or  perform  their 

part  in  bringing  the  sale  to   a  close.    The  Fall  season's 

Simplicity   in   dmping   is   keynote   of   present   day   fabric    display.       A   study    by   Rutherford   of   the    Koester   School. 

stands  or  projections  from  the  background,  has  caught  on 
for  the  entire  country.  The  simplicity  of  these  which 
make  them  easy  for  most  anyone  to  learn  with  a  little 
instruction,  explains  the  extreme  popularity  for  this  style 

of  drape.  In  our  sketch  we  show  a  complete  window  set- 
ting of  the  simple  drape  using  four  different  units  and 

two  stands  of  accessories.  The  drape  in  the  centre  is 
mounted  on  an  oval  attached  to  the  cornice.     Along  the 

demand  for  worsteds  of  a  natty  or  heavy  nature  which 
lend  itself  to  graceful  drapes  of  the  kind  described. 
ought  to  have  great  influence  on  the  simple  draping  style 
as  outlined  in  the  sketch. 

E.   S.   Beer,   Hespeler,   has  disposed  of  his  dry  goods 
business  to  Pearce  &  Pearce,  Port  Rowan. 



DRESS     GOODS 

THERE  are  certain  dis
tinctive features  about  Dress  Fabrics 

for  Spring,  1911,    which    are 
of  great  interest  to  the  trade. 

After    a    personal    investigation 

of  conditions  and    probabilities     in 
leading  Fashion  centres  anu   British  and  European  textile  markets  we 

have  made  a  selection  of    Dress    Fabrics    in  Silk,    Wool,    Cotton    and 

Linen,  immeasurably  better  than  any  we  have  shown  before. 

Not  only  so.     We  know  that  we  have  selected  and  purchased  lines 

which  will  be  in  demand — that  your  customer  will  ask  for — next  Spring. 

S.  A.  1 .    54  in.  Stripe  Coating  Serge  Tvery  tpecikl) 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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For  Spring,  1911, 

The  New  Black  and  White  Effects  and  Cream  ground  with 

Black  Hairline  Stripe  in  Suiting  Materials,  are  to  be  found  strongly 

represented  in  our  Spring  line.  Voiles,  both  in  Black  and  Colors, 

will  be  featured  for  Spring. 

Paisley  patterns,  the  latest  novelty,  in  beautiful  Oriental  colorings 

are  strongly  embodied  in  our  wide  range  of  fabrics. 

The  patterns  and  colors  here  illustrated  are  but  a  suggestion 

of  the  splendid  assortment  of  Spring  and  Summer  Dress  Fabrics 

now  in  our  travellers'  hands. 

Do  not  order  a  single  yard  of  dress  goods  until  you  have 

seen  our  line.  You  will  not  have  a  better  range  of  Spring  goods 

submitted  for  your  inspection. 

We  have  made  such  arrangement  as  will  ensure  excellent 

deliveries. 

Our    final    word — wait    for     our    travellers,    or,    visit   our  ware- 
house,  and   see  these  samples. 

It  will  repay  you. 

III}} 
17.    40  in.  Black  and  White  Costume  Cloth 

v.  A.  2.    Cathmere  Peau  de  Soie 
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Salesmen  Tell  How  to  Deal  With  the  Cranky  Customer 
One  Man  Had  a  Hard  Time  of  it,  but  Perseverance  and  Courtesy  Won 

Out  —  List  oi"  Competent  Dressmakers  is  Useful  in  the  Department  — 
Patience    and    Common    Sense    are    Always    Essential. 

HOW    iK>   you   ileal    with   over-particular  people   in 
your  department  ?     This  was  the  question  which 
The  Dry  Goods  Review  recently  asked  of  dress 
goods  salesman,  and  the  three  short  articles  which 

loUow    ai-e  amon^  the  answers   received.     Each   is  ba-seil 
ou  practical  experience  behind   the  counter: — 

V 

Keeps  List  of  Dressmakers. 

"From  the  experience  1  ha\e  liad  with  'hard-to- 

please  customei-s'  in  both  the  East  and  the  West,"  S'tates 
a  second  salesman.  "1  am  inclined  to  believe  that  each 

one  of  the  salesmen,  "I  am  inclined  to  believe  that  each 
seems  to  possess  some  different  characteristic  from  the 
other.  Believing  this  to  be  th*  case  I  have  always  sought 

to  fortify  myself  with  every  strong  selling-point  and  to 
undei-stand  the  lines  of  goods  we  are  carrying  thoroughly, 

so  that  in  no  way  to  prejudice  the  customer's  mind  when 
advancing  arguments  for  the  sale. 

•'I  have  also  carefully  studied  the  causes  that  lead  up 
to  the  making  of  cranks,  and  the  chief  reason  I  believe  is 
due  to  the  fact  of  advertising  the  advantages  of  the  now 

many  high-class  ready-to-wear  lines  in  preference  to 
having  dress  materials  made  up  by  incompetent  dress- 

makers who  charge  exorbitaint  prices,  and  the  prac- 
tice too  often  employed  by  dressmakers  of  promising  the 

delivery  of  garments  when  it  is  impossible  to  complete 
them  in  the  stated  time. 

"I  find  it  a  good  rule  to  secure  a  list  of  all  the  first- 
class  dressmakers  and  ladies'  tailors  in  the  city,  familiar- 

ize myself  with  the  class  of  work  they  do  and  the  trade 

they  cater  to.  When  I  am  called  to  wait  upon  a  'hard 
to-please'  customer  I  endeavor  to  find  out  her  likes  and 
dislikes  both  regarding  materials  and  dressmakers.  If 

she  prefers  a  certain  dressmaker  I  show  her  the  lines,  as 

much  as  possible,  that  her  favoi-ite  dressmaker  likes  to 
work  on.  If  she  is  leaving  the  store  to  look  around  she 

is  given  clippings  to  show  her  favorite  dressmaker  and  ir 

a  great  many  cases  we  secure  the  sale.  In  case  the  cus- 
tomer happens  to  be  looking  for  a  dressmaker  I  refer  to 

my  list  and  recommend  one  I  know  to  be  an  ally  to  our 
store.  If  she  wishes  to  go  around  to  the  other  stores  L 

ask  her  to  take  samples,  and  with  the  others  from  differ- 

ent stores,  have  her  dressmaker's  opinion  on  them.  She 
invai-iiably  mentions  that  we  have  sent  her  and  in  return 
the  di^essmaker  recommends  our  goods.  If  the  work  turns 

out  tofb'e  satisfactory  we  win  the  confidence  of  the  custo- 
mer and  the  future  sales  are  quite  easily  made. 

V 

Perseverance  and  Courtesy. 

"A  few  days  ago,"  writes  one  salesman,  "it  fell  Lo 

my  lot  to  serve  'particular'  customers,  or  more  coramon- 

fy  known  as  'cranks'  and  'hard  cases.' 
'  "The  ladies  evidently  wanted  sometliing  in  dress  ma- 

terials but  gave  no  indication  as  to  what  kind  of  ma- 
ferial,  color,  or  price  they  desired. 
:  "It  was  with  much  plea.sure  that  I  introduced  a  num- 

ber of  our  smartest  goods.  After  carefully  showing  these, 
I  learned  it  was  m.aterial  for  evening  wear  they  desired. 

For-  a  time  the  eustomei-s  took  no  interest  in  the  goods 
.shown  but  gave  more  attention  to  other  departments  of 
the  store.  After  showing  them  a  number  of  our  best 
values    and    choicest    goods,    informing   them    they    were 

biiugiit  by  one  of  the  cleverest  buyers  in  the  foreign  land, 
right  from  the  manufacturers,  that  words  could  not  recom- 
n\end  them  loo  highly  and  that  these  values  could  not  ibe 
procured  elsewhere  aiul  that  the  success  of  our  dress 
goods  trade  was  built  up  by  the  merit  of  our  goods,  my 
customers  now  became  interested  in  two  or  three  special 

lines,  and  as  I  w-as  on  the  alert  for  any  favoralhe  signs 
in  my  customers,  I  coiu'teously  showed  these  and  found 
out  the  one  they  liked  best. 

''They  then  desired  to  look  at  styles  and  trimmings. 
I  hustled  for  the  latest  fashion  books  and  after  search- 

ing through  all  of  these,  found  a  suitable  style.  With 
much  patience  and  perseverance  I  showed  them  the  trim- 

mings which,  out  of  a  large  variety,  they  selected  what 
Avas  desirable.  By  this  time  I  felt  sure  of  my  sale,  only 
to  learn  they  they  wished  to  take  home  samples.  I  did 
my  best  to  prevent  this  and  urged  the  sale  as  much  as 
possible  without  offending  them,  but  they  insisted  on 
taking  home  the  samples  for  consideration.  I  asked  them 

if  I  could  lay  the  goods  aside  until  ten  o'clock  the  next 
day,  lu  which  they  consented.  I  thanked  them  kindly 
and  expressed  the  wish  that  on  their  return  I  would  be 
able  to  sell  to  them. 

"The  next  day  they  returned  and  hardly  waiting  to 

say  'Good-day,'  gave  me  the  samples  and  asked  me  if 
we  had  any  other  goods  that  would  make  up  better,  also 
informing  me  that  they  had  been  looking  elsewhere  and 
had  seen  something  they  liked  at  less  money.  I  smilingly 

said  'yes'  and  started  to  show  cheaper  goods,  but  at 
the  same  time  talked  the  one  I  had  shown  the  day  before, 

pointing  out  to  them  its  wonderful  value  and  what  a 
handsome  costume  it  would  make  them,  and  that  we  were 

not  here  to  misrepresent  our  goods,  and  to  the  best  of  my 
ahility  described  exactly  what  the  goods  were. 

' '  After  winning  the  customer  to  place  confidence  in 
what  I  had  said  of  my  goods,  at  last  success  crowned  my 
efforts  and  without  any  hesitation  they  consented  to  take 
the  material  and  trimmings  selected. 

"I  believe  that  the  above  sale  was  won  by  courtesy 

and  perseverance." V 

Patience  and  Common  Sense. 

"A  salesman  getting  hold  of  a  'crank'  has  to  use 
a  great  deal  of  patience,  have  common  sense,  and  be  very 

polite  in  his  manner."  This  is  the  way  another  salesman 
sizes  it  np.  "If  a  'crank'  comes  in  to  match  some 
goods  and  you  bring  out  the  exact  shade,  and  she  turns 

roulid  and  says,  'it  is  not  even  like  the  color  at  all,' 
don't  turn  upon  her  and  insist  that  it  is,  just  agree  with 
her  on  the  matter,  and  go  and  look  for  another  shade, 
which  you  know  is  not  the  correct  tint,  and  then  suggest 

that  you  think  the  first  one  would  be  fairly  near  for  it, 
and  you  will  notice  she  will  at  once  take  your  advice, 

whereas,  if  you  had  insisted  that  the  first  color  shown  was 
an  exact  match,  you  would  get  the  woman  vexed  and  hence 
there  would  be  trouble. 

"Another  instance.  You  never  want  to  let  these 

women  see  you  are  cross  or  that  they  are  giving  lots  of 
trouble,  for  they  will  surely  make  it  worse  for  you,  and 
fhei-e  are  some  women,  who  when  they  get  a  man  start  d 

in  this  direction,  will  report  to  the  office,  and  the  sales- 
man   will  be  instantly  dismissed. 
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OUR  BUSY  SEASON 
This    is    our  very  busy   season-  in  fact,   we   are    too    busy  to  write    adver- 

tisements this  month. 

Is  your  store  busy?      It   should    be.       McCall    Patterns  will    make    it    the 
BUSIEST  store  in  your  town. 

More  McCall  Patterns  sold  than   any  other  make. 

11,000  merchants   sell    McCall    Patterns   and    Fashion   Publications.     They 

have  the   "Busy"  stores  of  their  towns. 

The  McCall  Canadian  Office  and  Factory  in  Toronto,  the  largest  and  best  equipped  pat- 
tern establishment  in  the  Dominion,  enables  us  to  offer  you  McCall  Patterns  and  Fashion 

Publications  on  the  same  terms,  conditions,  etc.,  as  are  enjoyed  by  United  States  dealers. 

Full  particulars  and  a  line  of  samples  upon  request.     There    is   no  obligation. 

THE  McCALL  COMPANY 
Makers  of  Fashions.       The  Leading  Paper  Pattern  House  of  America. 

236-246  West  37th  Street,     -     NEW  YORK 

CHICAGO  SAN  FRANCISCO  TORONTO,  Can. 

Not  in  the  trust.         No  connection  with  any  other  house. 

F lease  mention  The  Review  to  Advertisers  and  Their       i  nmeiers 
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Prosperity  Reflected  in  Demand  for  Better  Class  Staples 
Retailers  are  Realizing  that  They  Must  Buy  Nov^?  if  at  all  at  Present 

Prices  —  Uncertainty  as  to  Cotton  Crop  ---  Demand  in  Printed  Goods  is 
Keeping  Ahead  of  Last  Year  —  Swisses,   Marquisettes   and  Voiles  Selling  Well 

CHANOKS  in  cot
ton  quotations 

have  been  slight  since  last 

month,  fluctuating'  near  top 
prices,  but  without  affecting- 

the  price  list  in  manufactured  cottons. 

The  report  of  storm  in  the  West  Indies 
and  frost  in  some  of  the  southern 

States  has  had  the  effect  of  slightly 

raising  prices  in  raw  cotton  by  several 
points  this  week,  and  manufacturers 

are  curtailing  manufacture  for  the  time 
being.  While  manufacturers  do  not 

mind  piling  up  stock  when  prices  arc 
low,  they  are  very  diffident  about  it 
when  the  trend  is  the  other  way,  and 
under  present  conditions  it  is  likely 

that  only  sufficient  product  to  meet 
running  demands  will  be  turned  out. 
Present  prices  will  probably  hold  for  al! 

early  bookings,  although  the  cotton  re- 
port due  next  week,  October  3rd,  may 

make  considerable  future  difference. 

Prices  are  Uncertain. 

Business  during  the  month  has  been 
good  in  all  lines  of  staples  with  no 
marked  predominance  in  favor  of  any. 
Manufacturers  have  made  heavy  sales 
to  all  the  wholesalers,  and  things  have 
got  to  the  point  where  retailers  are 
realizing  that  they  must  buy  now  if 

they  are  going  to  buy  at  all  at  the  ]ire- 
sent  pi'ices.  Consequently  orders  le- 
ceived  this  month  have  been  good  and 
fairly  P((nal  in  ail  lines,  and  deliveries 
have  been  heavy. 

The  demand  in  piinted  goods  is  keep- 
ing well  up  and  much  ahead  of  last 

year.  Printers  and  converters  are  hold- 
ing their  goods  at  higher  prices  in  keeji- 

ing  with  the  added  cost  of  replacement 

and  with  the  knowledge  that  merchan- 
dise has  been  sold  below  cost  for  so 

many  months  without  satisfactory  re- 

sults to  any  one.  The  demand  fci' 
prints,  as  noted  from  the  few  samples 
already  received  from  abroad  for  the 
Spring  trade,  seem,  to  run  chiefly  to 

plam  and  fancy  stripes  in  two-toned 
effects,  with  a  few  fancy  patterns  in 

Paisley  figures,   also  two-toned. 

Fancy  for  Sheer  Cottons. 

There  is  a  marked  fancy  for  sheer 
cotton  in  the  new  dress  lines,  and  a 
good  demand  for  Persian  lawns  and 
similar  fabrics  is  expected.  Consumers 
are  finding  out  that  many  of  the  higher 
priced  cloths  that  are  very  sheer  have 
proved  extremely  serviceable  as  well  as 

pretty,  and  new  processes  in  merceriza- 
tion  and  combing  have  made  it  possible 
to  offer  sheer  cloth  in  far  more    durable 

i    ^ 
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\,VllMlM 
New    Designs   in    Black    and    \Vhite  Prints. 

Shown   by    Dominion   Textile   Co. 

fabric   than   was  ever  di'eanit  of   in   con- 
nection with  cotton  a  few  yoars  ago. 

Some  of  the  new  Swisses,  voiles  and 
marqdisettes  that  are  coming  on  the 

market  are  very  beautiful  and  remark- 
ably cheap  compared  with  the  prices 

asked  for  goods  of  this  nature  a  few 

years  ago.  They  offei'  a  means  of  econ- 
omy in  summet-  dressing  so  long  as  the 

fancy  for  coloiod  underdress  holds,  since 

a  gown  of  sheer  vvh'te  fabric  may  be 
worn  over  two  or  three  slips,  and  thus 
provide  a  change  of  frock  at  very  slight 
cost.  Many  of  the  new  Swisses  and 

marquisettes  are  reported  to  be  em- 
broidered in  mercerized  figures  and  floral 

sprays.  Tiie  mar(|u:sette  is  considered 
to  be  one  of  the  most  durable  and  sat- 

isfactory sheer  wea\es  on  the  market, 
due  to  the  inter-locking  of  the  ply 
yarns  in  the  weave.  The  yarns  do  not 
slip  and  it  is  not  necessary  that  the 
filling  and  warp  should  be  of  different 

twists. 

Better  Class  Goods. 

Present  trade  indicates  a  demand  for 
better  class  goods  in  all  lines  of  staples 

and  people  are  gen'^rally  quite  willing 

to  pay  a  good  jii-ice  for  a  good  article. 
"Th(^  i'eas(jn  is  simple  enough,  I 

tliiiik,"  said  a  l)uy(r.  "General  pro.s- 

perity,  'good  times'  as  the  saying  is, 
with  prospects  of  continued  financial 
improvement  in  trade,  and  plenty  of 
work  for  everybody,  answers  the  whole 
question-  if  i)cople  are  earning  good 
salaries  with  i)rospcct  of  money  coming 

in  steadily  and  regularly,  they  are  go- 
ing to  make  the  most  of  it,  and  have 

the  best  they  can  get.  There  is  a  cer- 
tain class  of  i)eopl('  who  always  buy 

good  grades,  and  in  times  of  commer- 
cial and  financial  prosperity  they  do  so 

most  freely.  The  whole  country  is  pros- 
perous .just  now,  and  there  is  so  much 

building  and  buwiness  going  on,  in  near- 
ly all  centres  that  the  stores  through- 

out the  country  are  not  at  all  afraid  to 
handle,  as  a  rule,  the  best  staple  lineij 
rhey  can  buy. 

"Cotton,  has,  of  course,  gone  up  tre- 
mendously in  price  within  the  last  two 

or  three  years  with,  naturally,  a  cor- 
responding increase  in  the  price  of 

all  cotton  materials.  White  cot- 
tons which  sell  to-day  at  15  cents 

per  yard,  could  easily  be  sold  at  ten  or 

eleven  cents  three  years  ago.  And  cot- 
tons that  sold  at  fifteen  cents  per  yard 

last  year,  have  to  be  sold  at  eighteen 
cents  per  yard  this  season.  Yet  people 
seem  willing  to  pay  the  eighteen  cents, 
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rutlier  than     take   an    inferior  trrade    at 
Hfteen. 

"Conditions  are  the  same  with  all 
lines  of  staples,  and  even  expensive  nov- 

elties, especially  in  table  linens,  are 

selling'  readily.  People  want  them  and 

they  are  willintr  to  pay  for  tlioiii." V 

Canada  Buys  High-grade  Linens. 

t'anada  is  cominfr  into  notice  in  tlic 
North  of  Ireland  as  an  exceedingly  good 

buyer  of  high-grade  linens.  The  advance 
made  in  the  quality  of  the  goods  bought 
has  been  most  marked  in  the  past  few 

years,  and  expensive  table  linens,  towels 
and  linen  novelties  are  exeeedingfy  good 
sellers.  Nor  is  this  advance  in  quality, 
and  in  the  quantity  sold  confined  to  the 

big  cities,  for  even  in  the  smaller  cen- 
tres and  in  the  country  districts  higher 

grade  goods  are  selling.  The  ruL  has 
been  that,  wherever  a  merchant  has  put 
in  a  representative  stock  he  has  done 
good    business. 

.Just  about  the  best  selling  line  a 
merchant  has  is  guest  towels.  Since 
their  introduction  to  the  trade  a  really 
wonderful  business  has  been  built  up, 
and  the  only  difficulty  is  to  keep  these 
goods  in  stock. 
As  in  the  larger  towels,  the  fancy 

now  is  for  the  scalloped  embroidered 

edges,  Monogram  patterns  are  decided- 
ly good  and  will  be  strong  for  Christ- 

mas selling.  A  new  idea  also  that  is 

sure  to  take  is  the  introduction  of  per- 
iod patterns.  Thus,  if  the  bedroom  is 

furnished  in  Empire  or  Louis  XV.  the 
towels  can  be  had  in  matching  design. 

Dainty  all-over  patterns  are  also  good. 

Sheer   Materials 
Favored 

Cotton  Marquisettes,   Voiles    and 

Soft-Finished  Fabrics 

The  market  for  cotton  fabrics  is  slowly 
improving  as  buyers  are  realizing  that 

no  change  in  prices  in  their  favor  is  pos- 
sible. Cotton  prices  are  high  and  the 

price  of  cotton  fabrics  at  the  present 
time  is  hardly  on  a  par  with  that  of  the 
raw  cotton.  There  seems  little  doubt 

that  there  is  a  shortage  in  the  world's 
supply  of  raw  cotton  and  therefore  any 
change  must  be  in  the  nature  of  further 
advances. 

^"or  the  Spring  and  Summer  of  1911, 
sheer  weaves  are  favored  ;  fashion  has 
been  advocating  the  use  of  veiling  fabrics 

and  for  the  coming  season  cotton  mar- 
quisettes, voiles  and  transparent  weaves 

to  be  made  up  over  a  colored  foundation 
will  be  high  style. 
With  diaphanous  weaves  in  first  favor, 

sheer  fabrics  in  woven  effects  are  sure 
to  sell  and  there  will  be  a  big  output  ot 
such  materials    as    soft     finished   lawns. 

WASH  GOODS.  SPRING  1911- 

Reading  from  top  to  bottom  ;  1 — Printed  cotton 
marquisette.  John  Macdonald  &  Co.,  Limited, 

Toronto.  2.  4.  6  — Checked  zephyr  einjjhams.  Home 
&.  Watts,  Toronto.  3— Brocaded  linen.  Nisbet  & 
Auld,  Toronto.  S— Radium  foulard.  John  Macdon- 

ald &  Co.,  Limited,  Toronto  '  —  Diagonal  striped 
fuiting. 

batistes,  nnills,  Swisses,  etc.  These 

I'oinc  in  white,  in  plain  colors,  and 
printed  and  embroidered  effects.  .Satin 

stripes  alternating  with  opcii-work 
stripes  of  voile,  marquisette,  etc.,  are 
also  a  Icaiiing  feature  of  the  new  line. 
Then  tliere  are  dimities  and  zephyrs. 

Dimities  are  shown  in  plain  color  and  in 

pretty,  printed,  Dresden  effects,  as  well 
as  in  classic  designs.  Leno  stripes  on 
their  fabrics  are  also  good,  and  very 

high-weight,  white  jaquard  cloths  are  al- 
so shown 

Scotch  plaids  and  fancy  l<''rench  plaid 
designs  in  a  wonderful  range  ot  color 
combinations  in  delicate  shades,  as  well 
as  in  tartan  colorings,  arc  shown. 

Of  late  years,  cotton  imitations  of  sill( 
or  wool  fabrics  have  been  a  big  feature. 
This  year  the  strong  vogue  of  foulards 
has  given  manufacturers  of  this  class  of 
fabrics  an  extra  good  chance,  and  a  wide 
range  of  foulard  patterns  on  mercerized 
cloths  that  have  the  lustre  and  feel  of 

silk  have  been^  brought  out.  Buyers  are 
giving  these  cloths  a  good  representation 

as  they  feel  confident  that  they  will  com- 
mand a  big  sale.  Cotton  suitings  and 

union  suitings  will  be  more  wanted  for 
coats  than  for  dresses,  though  doubtless 

they  will  be  used  for  one-piece  dresses 

also. 
In  linens,  crashes  and  the  heavy  and 

medium  weights  suitable  for  coats  are 
best  thought  of.  White  linens  are  staple. 
In  novelty  linens  shangtungs  are  again 

shown,  as  well  as  pencil  stripes  on  co- 
lored grounds,  boucle  effects  and  shadow 

stripes. 

Many  prints  are  now  sold  for  dress 
purposes,  and  the  fact  that  art  shades 
which  are  really  fast  color  can  be  pro- 

cured in  standard  makes  has  served  to 

popularize  prints.  Printed  novelties  run 
largely  to  stripes  and  fancy  patterns  on 

solid  grounds  in  art  shades.  Some  pret- 
ty Dresden  effects  on  line  grounds  are 

shown. 

There  is  nothing  of  the  pastel  appear- 
ance about  the  new  colors,  and  they  are 

brighter  and  clearer  than  for  many  sea- 
sons. The  color  inspiration  is  coming 

from  Oriental  sources  and  the  new  tones 

are  in  decided  sympathy  with  the  East- 
ern note  now  so  strong  in  fashions. 

These  colors  come  in  lighter  and  darker 
tones  of  the  same  shade  but,  generally 

speaking,  most  colors  have  an  inky  tinge 
that  suggests  black  as  the  trimming. 
The  favor  in  which  black  and  white 

combinations  are  regarded  at  the  present 

time  will  advance  but  as  the  season  ad- 
vances and  for  the  coming  .Spring,  more 

white  will  enter  into  the  combinations 

and  the  favored  efi'ect  will  be  white  and 
black.  Grey,  produced  by  the  placing  of 
black  veiling  fabric  over  white,  will  be 
much  seen,  and  the  veiling  of  black  and 

white  striped  silks  with  black  transpar- 
encies promises  to  be  a  big  feature  which 

will  bring  in  silver-grey  mixtures. 
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Dress  Fabrics 
For  Spring,  1911 

Make  a  leader  of  Priestley's  Fab- 
rics in  your  Dress  Goods  Depart- 

ment. They  will  benefit  both 

yourself  and  your  customers. 

Wool  Taffeta 
Wool  Panamas 
Wool  Voiles 
Wool  Sateens 
Wool  Toledo 
Wool  Rosettas 

Wool  Sebastopol 
The  Abbey  Suiting 
The  Cedar  Suiting 
The  Bengal  Suiting 
The  Acadia  Suiting 

Rainproof  Cord 
Crepe  Resilda 
Chameleon  Resilda 
Granule  Resilda 
Tussah  Royal 
Silkwarp  Eudoras 
Veronese  Ottoman 
Hairline  Stripe  Mohairs 
Hairline  Stripe  Serges 
Hairline  Stripe  Panamas 
The  Egremont  Suiting 

Cravenettes. 

SOLE      AGENTS     FOR     PRIESTLEY'S    DRESS     GOODS 

GREENSHIELDS    LIMITED 
MONTREAL 

Please  mention  The  Revieza  to  Advertisers  and  Their  Travelers. 
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SUITINGS  I-'OR  SPRING.  1911. 

1— Line  check  ;n  two  shades  of  grey.  John  Macdonald  &  Co..  Limited, Toronto.  2— While  serge,  with  pencil  stripe  in  black,  NIsbet  &  Auld,  Toronto 

3— Shepherd's  check,  The  W.  R.  Brock  Co.,  Limited,  Toronto.  4  Navy  serge  suiting,  with  pin  stripe  of  white,  Nisbel  &  Auld,  Toronto.  5— White  and  black 
serge  suiting,  Nisbet  &  Auld,  Toronto,  fi— Black  serge  suiting.  »ith  narrow,  white  stripe?,  Nitbet  &  Auld,  Toronto.  7— White  serge,  with  dark  navy  stripe, 
Nisbet  &  Auld,  Toronto.  8— Fancy  bisck  and  white  suiting,  John  Vacdonald  &  Co.,  Limited,  Toronto.  9-  Worsted  suitings  in  two  shades  of  grey,  the  line 
check  and  indistinct  stripes  of  the  d»rkcr  shade.  The  VV.  R,  Brock  Co.,  Limited, Toronto.  1  0- 1  weed  effect  in  bl' ck  and  white,  The  W.  R.  Brock  Co.,  Ltd, 

Toronto.  1 1  — Fine  worsted  suiting  in  silver  grej,  with  fine  line  check  of  while,  Ntw  York  sample.  12— Silver  grey  light-weight  tweed,  with  indislippt  stripe in  darker  grey.  New  York  sample. 



New  York  Shows  Light-Weight  Draping  Fabrics  for  Spring 
Cashmeres,  Voiles,  Marquisettes,  Poplins,  Eoliennes  and  Silk  and  Wool 

Weaves  are  Leaders  —  Hair-line  Stripe  in  Mohairs  —  Brown  a  Favorite 

for  Spring,  also  Reseda,  Olive,  Peacock,  Lilac  and   Navy 

Staff   Correspondence 

Office  of  The  Dry  Guods  Kevit'W, 
160  Broadway.  'New  York. 

October  1st,  1910. 

LIGHT  wc'ig-lit  worsteds  aird  sheer  weaves  are  to 
ocpupy  the  commanding'  phice  in  dress  fabrics  for 
the  Spring,  1911.  Marquisettes  and  voiles  prom- 

ise to  be  good  sellens  for  the  Spring.  They  are 
used  over  foundations  of  satin  or  taffeta.  Marquisettes 

especially  are  very  effective  when  put  over  satin  found^a- 
tions.  Voiles  are  favored  for  costumes  because  of  their 

fine  draping  quajities. 

Weaves  for  Dresses. 

For  dresses  there  will  be  lig^ht-weight  serges,  worsteds 
in  the  popular  white  and  black  checked  designs,  cashmeres, 
silk  warp  poplins,  eoliennes  and  voiles.  Fancy  cashmeres 
will  be  shown  in  an  endless  variety  in  medilum  and  cheap 

goods,  while  in  the  better  grades,  worsted  and  silk-and- 
worsted  fabrics  will  be  most  in  evidence.  The  weaves  and 

materials  which  are  being  exploited  include  serges  in 
plain  and  fancy  weaves,  mannish  suiting  effects  in  grays 

and  various  shades  of  tans  and  browns,  'whipcords,  gran- 
ites, Panamas  and  voiles.  Light-weight  fabrics,  which  will 

be  desirable  for  dresses  as  well  as  suits,  are  offered:  in  both 

the  plain  and  fancy  weaves  in  mohair,  tussore,  silk-and- 
wool  and  silk-and-cotton  material. 

Worsted  and  Serges  for  Suits. 

For  'Spring.  1911,  season  there  is  no  question  but  that 
the  continued  usie  of  serges  a.nd  light-weight  worsteds  will 
have  the  preference.  Black  with  a  pencil  line  of  white. 

and  white  ■\vith  a  black  line  are  likely  to  be  exceptionally 
good.  The  opinion  prevails  that  these  hairline  effects  will 
be  a  rage.  Lasit  year  these  were  brought  out  in  the  higher 

priced'  goods,  but  for  the  new  season  they  are  being  made 
up  in  popular-priced  numbers.  Plain  mohairs  and  alpacas 
are  being  ordlered. 

Novelty  Colors. 
Many  new  shades  are  being  introduced  in  dark  and 

various  lighter  effects,  such  as  navy,  lilac,  reseda,  pea- 
cock, olive  and  scarlets.  Brown  is  being  freely  ordered 

for  Spring,  1911i  Prospects  for  brown  are  considered 
excellent.  Mohairs  and  alpacas  being  chosen  for  Spring, 

come  in  fine  stripes  and  small  checks.  In  the  lig'ht  colored 
a'.piuMs.   nai'row   ribbon  stripes  are  prcfci'red. 

Foulards  at  the  present  time  are  the  'best  sellers  in'  the 
market  for  Spring,  1911.  While  the  soft,  full,  satin 
finisJi  will  have  the  call.  Foulardis  carrying  a  demi- 

satin  finish  and  classed  as  satin-twills,  will  iundoubtedily 
have  good  demand. 

Next  in  importance  come  rough  weaves  for  popular  and 

medium-priced  s'elling.  Shantung  and  pongee  silks  are 
favored  for  one-piece  dresses  or  suits  and  equally  adapt- 

ab'e  for  nuter  wraps  and  coats.  Natural  colors,  silver 
gray.    ])lack,    navy    blue,     Copenhagen,     ecru     and'  suiting 

YOU  MUST  GET 

"LAMBA" (Regis/ered) 

if  you  wish  to  be  handling  the 

World's  Best  Fabric 

for  Shirts,  Blouses,  Pyjamas  and  all  under- 

wear. Its  pleasing  wooly  softness,  charming- 
design,  fast  colors  and  perfect  washing  and 
wearing  qualities,  all  combine  to  make  it  the 
admiration  of  countless  thousands  all  over 

the  world. 

EQUAL  TO  CEYLON  FLANNEL  AT  FL/JNNELETTE  PRiTe 

Ttie  genuine  Lamba  is  stamped  Lamba 
on  the  selvedge.  No  imitations  can  give 
you  half  the  satisfaction  in  selling  or  your 
customer  in  wearing,  therefore 

GET  A  STOCK  IN  NOW 

And  be  sure  it  is  the  genuine  article 

v/\\\  be  advertised  in 
the  Canadian  Press. LAMBA 

Stocked  by 

Mclntyre  &  Son  Co.,  Ltd.,  Montreal,  Canada 
J.  &  N.  Philips,  Manchester,  England 
L  &  R.  Morley,  London,  England 

Everything  in  stock  in  SILKS, 

Velvets,  Ribbons,  Chiffons,  VeiHngs 
WHOLESALE  AND  MANUFACTURERS  ONLY 

Chas.  Mouterde 
UNITED  MAKERS 

9A    WELLINGTON    ST.    EAST 

TORONTO 

J.  B.  Martin,   Limited,  Velvets 
Alex.  Giraud,  Limited,  Silks 
G.  Combier,  Silk  Dress  Goods 
Gros,  Million  &  Co.,  Tulles, 

Malines 
(World  known  Dynamo  Brand) 

Bally,  Latoud  &.  Richard,  Veilings 

SOLE  AGENT  FOR  CANADA  FOR 

Giron  Freres,  Ribbon  Velvets 
Nicolas  Deville  ,   Black    and    Colored 

Ribbon 

J.   B.    Bernard,    Colored     and    Fancy 
Ribbon 

J.  Ballaz  Co.,  Men's  Neckwear. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Skirt  Talks 
No.  3 

There  is  a  lot  of  money  to  be  made  by  mer- 

chants who  realize  the  possibilities  for  profit 

in  handling  a  good  line  of  skirts. 

By  good  skirts  we  mean  garment;  scicn- 

ticfically  cut,  a  pattern  for  every  size,  properly 

made,  from  materials  good  to  begin  with  and 

thoroughly  shrunk  before  they  are  cut,  and 

finished  and  trimmed  artistically  by  expert 

work-people,  whose  only  business  is  to  make 
skirts,  mid  make  them  well. 

There  is  one  such  line  of  skirts  in  Canada. 

It  is  the  Livingston  &  Scott  skirt. 

We  started  out  with  the  ambition  to  make 

skirts  so  good  that  merchants  would  be  proud 

to  show  them  to  their  customers — the  discrim- 

inating, particular  ones. 

And  every  skirt  that  leaves  our  factory  is 

just  that  good. 

That  is  the  policy  we  have  worked  on  since 

the  day  we  started  business. 

It  must  be  pretty  nearly  right,  too,  because 

a  few  months  ago  we  had  to  double  the  ca- 

pacity of  our  factory.  We  couldn't  keep  u]) 
with  the  orders  in  any  other  way. 

A  great  many  merchants  have  made  good 

money  selling  our  skirts.  We  want  every 

reader  of  this  advertisement  to  prove  its  state- 

ments. A  sample  order  for  any  skirts  you 

may  need  now  will  do  it.  We  guarantee  satis- 

faction.   Try  us. 

Livingston  &  Scott 
Clendennan   Avenue 

TORONTO 

effects  will  all  be  g'ood  in  these  silks.  Sheer  silk  fabrics  aic 
also  well  tlioug'ht  of  for  Spring-,  Wll,  aiul  they  are  rceeiv- 
inii-  considerable  attemtiou  in  tiie  trade  at  the  present  time. 

Dress  satins  will  be  very  good  for  dresses  and  suits, 
either  to  be  used  separately  or  as  fo.undations  for  under 

shepr  fa;bries.  Warp-printed^  taffetas  are  cspeeially  good 
for  Oriental  printings  applied  to  the  line  cnlton  and  siih 

materials  used  as  veiling-s  for  costumes.  Warj)  taffetas 
are  being'  taken  for  waists  also. 

Bordered  Draping  Fabrics. 

Siheer  materials  ornamented  with  Persian  printings  and 
Paisiley  designs  are  being  given  some  consideration  for  the 
comiing  season.  Printed,  bordered  fabrics  in  sheer  weaves 
are  being  taken  lavishly.  These  bordered  materials  will 
be  used  for  draperies  and  to  simulate  overskirts  in  cos- 

tumes. Plaidis  will  continue  good  throughout  the  spring, 
to  be  used  for  waists  and  trimmings. 

At  the  present  moment,  retail  stores  are  holding  their 

Fall  opeinings  of  dress  goods.  Such  materials  as  heavy 
cheviots,  ScotOh  mixtures,  boueles,  polo  and  ratine  cloth, 
broadcloth,  panne  cloth  and  plaided  back  materials  are  in 
demand  for  separate  coats  andi  utility  wear. 

Silk  Mousselines,  Chiffons  and  Nets. 

For  dresses,  materials  of  a  soft  nature  are  most  in 

evidence.  All  the  semi-diaphanous  fabrics  are  in  high 

vogue  foi-  the  diressyi  type  of  separate  gown.  Chiffon 
cloth  and  chiffon,  marquisette,  silk  nets  and  silk  moussel- 

ines are  being  extensively  employed,  generally  in  over- 
dress effect  where  the  basic  fabric  is  of  satin,  printed  or 

plain.  Voile  is  another  good  winter  dress  fabric  that  is 
being  given  much  prominence.  Silks  and  satins  are  in 
bigger  demand  for  the  Fall  and  Winter  trade  than  for 

many  seasons  back 

Moires  for  Wraps. 

Many  of  the  silks  of  the  season  showi  Persian  or  broclie 
effects  woven  in  characteristic  colorings.  There  are  warp 
printed  taffetas  that  have  popular  Oriental  designs.  Also 
the  crepe  fabrics  show  these  effects.  Moires  are  again 
being  featured  for  high  class  suits  and)  the  separate 

wraps.  'Velvets  and  velveteens  are  being  received  with 
very  good  results  in  the  retail  centres.  Velvet  is  being 
used  extensively  for  collar  and  cuff  facings  on  suits  and 
coats.  Street  and  evening  dresses,  also  wraps,  are  being 

exploited  in  velvets.  Fur-trimmed  velvet  garments'  are  to 
be  high  style  this  Winter  and)  many  such  garments  are 
noted  in  the  Fall  openings  just  now. 

AGENT  WANTED 

AN  ENGLISH  Blouse  Manufac- turer anxious  to  extend  his  trade 

in  Canada  would  like  to  get  in  touch 
with  a  reliable  and  enterprising  agent, 

preferably  one  who  has  already  a  connec- 
tion established   with  the  retail   trade. 

Address  "Blouse  Manufacturer" 
care  Dry  Goods  Review, 

Toronto 
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Patent  Finger-Tipped  Silk  Gloves 
A  Guarantee  in  Every  Pair 

THE    SILK    GLOVE    OF    THE    WORLD 

Now  Sold  Exclusively  in  Canada  by 

PERRIN  FRERES  &  CIE 
SAME  NUMBERS SAME  PRICES 

AS  IN  THE  UNITED  STATES. 

This  announcement  is  of  the  utmost  importance  to  every  Canadian  Dry 
Goods  Retailer. 

Kayser  Silk  Gloves 
are  a  household  word  in  the 

U.S.A.,  and  on  account  of 
continuous  advertising  in  U.S. 
Periodicals,  circulating  largely 

in  Canada,  are  well-known  to 
Canadians. 

IN    FACT,     many     Canadian 
Merchants    have    sold    Kayser 
Silk   Gloves   in   the    face    of    a 

35%     duty.      A    Systematic 
Advertising   Campaign    next 

Spring  will  make  them  better  known  to  your  customers.       To  sell  Kayser 
Silk  Gloves,  is  to  sell  the  best  and  give  your  store  a  glove  reputation. 

LOOK 
IN  THE 

HEM 

Our  Salesmen  are  now  showing  the  Full  Range  of  Kayser  Silk  Gloves.    It's  the 
Biggest  Variety  in  the  World. 

Kayser    Patented    and    Guaranteed     Finger    Tipped    Silk    Gloves    are    available    to    you    and    your    customers. 

AT    THE    SAME    PRICES    AS    IN    U.S.A. 

Kayser  Short  Silk  Gloves -Retail  75c.,  $1.00. 
Kayser  Long  Silk  Gloves  -  Retail   $1.00,  $1.25,   $1.50         Deliveries  Early  in  1911. 

THIS  IS  YOUR  SILK  GLOVE  OPPORTUNITY 

PERRIN  FRERES  &  CIE. 
Mark  Fisher  Building,  MONTREAL 

Please  mention   The  Revieii.'  to   Advertisers  and  Their  Travelers. 
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^T^HE  neckwear  situation  this  Fall 

■*'     season  is  dependent  on  novel- 

ties worked  up  from  the  flat  Dutch 

collar  which   has    been  so  popular. 

The  accompanying  illustrated 

coat  collar  is  one  of  many  lines 

which  are  the  latest  in  that  regard 

and  are  bound  to  be  much  in 

demand. 

^TpHE  Dutch  collar  illustrated  op- 
■*■  posite  is  one  of  a  variety  of 

designs  along  this  order  of  neck- 
wear which  are  predicted  to  be 

among  the  big  sellers. 

Paisley  is  used  in  every  con- 
ceivable way  to  brighten  up  and  is 

now,  and  will  be  more  so  later,  used 

in  combination  w^ith  velvet  in  bows 
and  belts. 

Sixteen  salesmen  are  now  out  w^ith  our  range 
of  New  Neckwear  and  Belts  and  we  ask  merchants 

to  place  orders  for  Xmas  goods  early  to  be  assured 

of  good  delivery. 

LADIES'  WEAR  LIMITED 
TORONTO 

(Manufacturers) 

F.  P.  EVANS,  President. W.,  F.  GOFORTH,  Vice-President. 

please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Persian  Effects  in  Neckwear 
Black   and  White   in   Nets  and  Trimmings. 

DUTCH    collais    are    selling'    well    in    bcbc    (baby) 
Iiish   and    embroidery,    owing-   to   the   vogue     of 
the     collarless.    drcsH.       Many     of   these   collars 

have  a   dainty  little   ai)i)lied   rose   in   imitatipn 

of  rose-point   lace.      Everything-  points   to   their  continu- 
ance at  present.    One  sort  in  intended  to  be  slipped  un- 

der the  coat-collar  and  worn  on  the  coat. 

A    new    effecl    in    Persi-in    silk    bow    -  Made  by 
Flett-Lowndes    &    Co..    Ltd..    Toronto. 

Another  variety  comes  in  sets  of  collar  and  cufTs 

with  the  ordmary  neck-band  of  tape.  These  sometimes 
have  slightly  rounded  edges  in  front,  and  are  usually  al- 

most as  flat  as  the  others. 
Still  more  recent  is  the  narrow  collar  of  embroidered 

lawn  meant  for  wear  with  the  collarless  neck,'  and  quite 
flat  in  shape.  This  collar  with  its  cuffs  to  match  is  a 
very  dainty  newcomer  from  Paris. 

High  collars  will  be  worn  always,  and  the  new  stylo 

is  quite  hig'h  and  round,  without  the  ear-peaks,  and 
shaped  naturally  to  the  neck.  The  finish  consists  of  a 

plain  band  of  some  supple  silk  or  one  of  the  new  ruch- 
ing-s.  Importers  are  showing  these  latter  in  ribbon  form. 
to  be  made  up,  in  gold  and  silver  tissues  and  all  sorts  of 
designs,  including  Paisley  on  gold. 

Strong  Persian  Note- 

The  Persian  note  is  the  main  feature  in  neckweai-  a( 
the  present  moment,  and  Persian  satins,  silks,  and  print- 

ed  chiffons   give     excellent     results   in    the    hands    of     the 

3"inch  Paisley  bow  trimmed   with  velvet  in  colors. 
Ladies'  Wear,  Limited.  Toronto. 

the  clever  designer.  Another  factor  m  favor  of  Persian 
effects  is  that  they  combine  so  excellently  with  any 
color.  Colors  are  sombre  this  Pall,  and  the  touch  of 

Persian  at  the  neck  g-ives  a  welcome  and  effective  relief 
note. 

Divided  Dutch  collars  are  a  new  feature.  These  col- 

lars are  either  of  plain  satin  or  brig-ht-finished  taffeta 
with  binding  and  bow  of  Persian,  or  the  effect  is  reversed 
and  the  body  of  the  collar  is  of  the  Persian  pointed 

fabi-;c   with  bow   and   b:ndin,<i-s   of  the  plain.     When    the 

Jabot  design  to  cover  waist  front,  14  inches  long  and  8 
inches  wide,  made  of  fine  quality  net  with  fancy  edge. 

Silk  jabot  on  right  side  in  all  of  this  season-s  newest 
shades.       Shown  by    R.    D.    Fairbairn    Co.,   Limited.    Toronto. 

The  Buyer's  Notebook. 
All  I'crsian  embroideries  arc  good.  Darned-in  pat- 

terns  are  new. 

Round,  hig-h  and  flat  are  collar  shapes  that  go.  The 
latter  come  in  wide  lace  and  narrow  lawn.  The  lawn  is 
very  new. 

Women's  umbrellas  show  longer  handles  than  last 
year,   in  mushroom,  table  and  Directoire  shapes. 

Look  out  for  black  and  white  combinations  in  nets, 
collars  and  trimmings. 

Black  patent  leather  belts  sell  well  as  ever,  the  folded 
fabric  belt  is  just  arrived. 

Cob-web  and  hexagonal  me.shes  in  veilings  take  the 
lead.  Chenille  dots  on  fine  mesh  are  very  good.  Black 
and  white  is  new. 

Motor-veils  sell  in  all  grades  and  prices. 

Ribbons  are  coming-  in  strong  owing  to  their  use  as 
girdles  or  trimming  on  the  new  dresses. 

Made  ribbon  flowers  are  used  on  hats,  dresses  and 
even  cloaks. 

Manufacturers  ropoi-t  two  pairs  of  short,  gloves  sell- 
ing- to  one  long. 

Glace  leads,  but  suede  iind  chamoja  have  steady 
market. 
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It 
IS  a 

Fownes 
"  That's    all    you    need 

to  know  about  a  ̂ love." 

"  Travellers  Now  Showing  Spring 

Import    and    Fall    Stock   Lines '' 

Fownes  Bros.  &  Co* 
Coristine  Building. 

MONTREAL 

PARASOLS 
AND 

UMBRELLAS 

Special  Attention 
to 

Letter    Orders. 

THE    IRVING    UMBRELLA    CO. 
LIMITED 

79-83  Wellington  St.  West,        -        Toronto 

fastening.  i«  at  the  back,  tlie  designer  has  a  better  oppor- 
tunity of  g-etting  a  striking-  effect,  and  the  collar  is  also 

more  becoming  and  convenient.  Persian  effects  arc  used 
for  round  collars,  finished  with  a  net  frill.  Net  frills  for 
wear  under  the  double  colhirs  of  satin,  the  one  rather 

smaller  than  the  other,  are  shown  ;  one  collar  is  of  I'er- 

One   of  the  effective   novelties    in    fine     lace    and  net,   fitting 
tifftitly  around  ttie  neck  and  sloping  down  over  the  shoulders : 
trimmed   with   new  shades  of   satin.     Shown    by   R.  D.   Fair- 

bairn   Co..   Limited.   Toronto. 

sian  and  the  other  is  of  black  satin.  These  collars  have 

narrow  shaped  tie-ends  that  can  be  either  crossed  and 
pinned,  or  looped  and  tied.  These  come  in  either  round 
Dutch  or  in  the  square,  sailor  effects. 

Fancy  yoke  effects  are  being'  broug'ht  out  for  trans- 
forming the  collarless  gown  into  a  high  one,  or  for 

wearing  over  the  dress  yokes  of  tucked  silk,  so  extensive- 
ly used  in  the  finishing  of  one-piece  dresses.  These  new 

yokes'  are  developed  in  firm  patterned  nets  and  are  edged 
with  black  satin.  The  use  of  black  satin  with  white  or 

with  Persian  is  the  newest  feature  in  ladies'  neckwear. 

A  set  of  collar  and  cuffs  seen  in  point  d'esprit  was 
decidedly  new.  The  collar  was  a  high,  straight  stock 
of  the  net  tucked  and  finished  at  the  neck  with  a  pleated 
frill.  There  was  a  tow  effect  in  front  of  pleated  net, 
finished  with  buttons  covered  with  black  satin.       Tucked 

Silk  Dutch  collar  trimmed  with  pleated  Paisley. 

Ladies'  Wear.  Limited,  Toronto 

bands  formed  the  cuffs  with  a  pleating  of  the  net  set  on 

for  about  one-third  of  the  length  of  the  cuff,  also  finished 
with  the  satin  buttons.  These  cuffs  could  be  worn  in 
several  ways. 

Fichu  collars  in  net  and  lace  are  showing,  and 

straight  stocks  of  net  or  Valenciennes  lace  have  a  pleat- 
ed frill  of  cither  not  or  lace  at  the  lower  edge.  This 

style  is  also  shown  with  the  stock  of  satin. 
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Stocks  of  net  or  chiffon  with  \oirg  flat  jalH)ts  at- 
tached, arc  the  leadiujr  sellers.  Black  satin  bo\\s  or 

knots,  touches  of  colorwl.  satin,  pold  lace  and  trimmings. 

etc.,  as  well  as  the  ever  present  i'ersian  silks,  and  light 

and  heavy  laces  are  used  in  the  developmi'nt  of  tlicsi' 
stocks. 

Darned-in  Persian  Embroideries. 

Peacock  colorings  and  patterns  arc  having-  a  (|uipt 

but  wide-spread  vogue  among  the  newest  and  best  selling- 
Oriental   bandings   and   all-overs.       Among   tlie    now    nets 

in  rich-colored  line  thread  of  silk  or  gill.  The  back- 
ground is  of  black  net  or  chilTon  and  the  whole  is  much 

lighter  weight   than  the  solid  embroideries. 

These  darned-in  i)atterns  arc  particularly  good  in 
tinseled  effects,  and  they  come  in  a  variety  of  designs, 

Persian.  Paisley,  floral,  etc.  One  firm  has  recently  im- 
Ijorted  a  special  lino  which  includes  collars,  yokes, 
berthas  and  bodice  decoiat ions.  The  general  api)earance 

is  the  same  as  the  now  familiar  Oriental  trimmings,  but 

the  i)ieces  are  specially  fitted  for  use  on  delicate  fabrics 

owing-  to   their   lightness  in   weight. 

Silk  stock  collar  featuring  Paisley  bow. 

Ladies'  Wear.  Limited,  Toronto. 

Fabric   Belts  and  Ribbons 

Many    Novelties  are  No-w  Sho-wn  for 
Holiday  Trade. 

l*'(il(l('(l  fabric  belts  ai-e  sjioken  of  as  the  future  leader-^, 
but  black  patent  lerither  has  a  great  sale  just  now.  A\ 

the  same  time  the  fnkled  and  shirred  styles  are  shown. 

From  now  until  lioliday  selling  is  over  ought  to  h  > 

a  very  busy  time  in  the  ribbon  department,  for  quantit'.Ls 

and   apRliques   in   a   Toronto   merchant's  display,    in     the 
window  at  the  time  of  writing,  are  four  large  and  hand- 

some   pieces,    including    an    all-over    of    darned-in    Persian 
embroidery     on     black      cashmere,    showing    a    skeleton 

peacock-feather  design   in   natural    tints.      One    finds     the 

Tailored   cflect   collar   in    Persian   silk  and   picjucu 

Shown   by  Ladies'   Wear   Limited.  Toronto. 

feather,   or   even   the   bird    itself,    on    novelty    |)in-.    orna- 

ments,  jewelry    and    even    on    the   newly-arrived    cushion 
tops,  held  over  for  the   Spring  trade  by  a  fancy    goods 
wholesale.      The     feather     excites   no    superstition    when 

merely  reproduced  in  skeleton  or  conventionalized  outline 

Paisley  pattern  in  a  velvet  elastic  belt  and  trimmed    buckle. 

A  novelty  shown  by  Ladies'  Wear.  Limited,  Toronto. 

of  riibl)on  will  be  wanted  for  fancy  work  in  the  nexf  i'w 
weeks.  There  are  any  number  of  pretty  novelties  that 

can  be  made  from  ribbons,  and  from  now  on  a  showin';- 
.should  be  made  of  them  in  the  department.  The  nsn-il 

])lan  is  to  dress  a  case  with  novelties  and  sho-w  a  seleet'on 
of   handsome   ribbons-  suitable   for  their  production. 

Last  yeai-  riblxjii  niuftlers,  made  of  a  fancy  ribbon,  tur'-- 
('(1  to  lit  the  neck,  lined  with  China  silk  and  softly  v  '■ 

(leil,   sold   well.     These  were  made  from  wide  fanev   r'b- 

Upper   design,    black    patent    leatner.    red    piping   edge    and 
red   buckle.     Lower    design,    crush     gilt     ribbon     belt,   with 

amethyst   jewel   buckle   -  Made  by    Flett-Lowndes    &    Co., 
Limited.  Toronto. 

bons,  and  not  only  did  the  made  mufflers  sell,  but  quanti- 
ties of  ribbon  were  sold  to  customers  for  making  up  at 

home.  Mufflers  are  now  a  staple  article  and  should  sell 

again  this  year.  Fancy  bags,  opera  bags,  ribbon  sprays 
for  the  hair  and  for  other  decorative  purposes,  are  just 

a  lew  of  the  many  fancy  articles  that  can  be  made  from 
ribbon. 

Millinery  ribbons  are  very  wide,  and  the  ribbons  sell- 

ing are  satin,  taffeta  and  failleteine.  More  ribbons  are  com- 
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THE  HOUSE  FOR  BELTS 
SEND     FOR     SAMPLE     ORDER 

Buy 

Patent 

Leather 

and 

Paisley 
Belts 

for  your 

Fall 

Trade 

We  can 

Show 

You 

50 

Novelty 

Designs 

39 

46 

^■JHH 

Red  Patent 
Black  Ed^e 

$2.23  per  doz. 

Black  Patent 

RIack  Buckie 

$2.25  per  doz. 

Double  Patent 

Black  Buckle 

$2.00  per  doz. 

Red  Patent 
Black  Ed^e 

$4.00  per  doz. 

Red  Patent Black  Ed^e 

$4.50  per  drz. 

Patent  Leather 

Paisley  Silk 

$4.50  per  doz. 

Black  Patent 
Black  and  Gill Buckle 

$4.00  per  doz. 

Black  Patent 
Red  or  While 

Piping 

$8.00  per  doz. 

100 

Designs 
in  Fancy 

Collars 

and 
Bows 

50 

Designs 
in 

Jabots 

100 

Elastic 

and 
Fancy 

Belts 

FLETT,  LOWNDES  &  CO. 
MANUFACTURERS 

LIMITED 
TORONTO 

Flease  mention  The  Review  to  Advertisers  and  Their  Travelers 
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The  Seamless  Glove  is  the  Most 
Advanced  and  Improved 

Idea  in  Gloves 
By  eliminating;,  as  it  does,  the  usual  unsightly  seam  extending  from  the 

wrist  to  the  little  finger,  it  not  only  assures  better  wear  but  makes  it  perfect 

fitting  and  gives  the  hand  an  added  beauty. 

The  agency  for  this  glove  is  an  extremely  valuable  one,  as  is  amply 

attested  oy  the  fact  that  the  keenest  buyers  have  seen  the  advantage  of 

securing  it.  This  is  more  than  a  majority  verdict.  It  means  a  UNAN- 
IMOUS AND  UNQUALIFIED  ENDORSEMENT  BY  THE  LEADING 

GLOVE  MERCHANTS  OF  THE  WORLD. 

HERE   ARE  SOME  OF  THEM: 

Army     &     Navy     Co-operative     So- 
ciety.   London. 

Charles    Jenner    &    Co.,    Edinburg. 
.Jordan.    Marsh   Co.,   Boston,   Mass. 
Abraham  &  Strauss,  Brooklyn,  N.Y. 

Carson,    Pirie.    Scott    &    Co.,    Chi- 

cago,   111. 
The    H.    &    S.    I'ogue    Co.,    Cincin- 

nati,   Ohio. 
.J.   \V.    Robinson   Co.,    Los   Angeles, 

Cal. 

T.     A.     Chapman     Co.,     Milwaukee, 

Wis. 
Hess   Bros.,    Allentown.    Pa. 
C.    W.     Klemm.     Bloomington.    111. 
L.   W.   Robinson   Co..   Battle  Creek. 

Mich. 
Stewart    &   Co.,    Baltimore,    Md. 

Loveman.   Joseph  &  Loeb,  Birming- 
ham,   Ala. 

olumbus    Dry    Goods    Co.,    Colum- 
bus,  Ohio. 

\Vm.     Tay:or,     Son    &    Co.,     Cleve- 
land,   Ohio. 

Hunter   &   Hunter,   Detroit,  Mich. 

Thomson,    Belden    &    Co..    Omaha. 
Neb. 

E.  C.   Boice,   Port  Huron,  Mich. 

Kespohl-Mohrenstecher  Co.,  Quincy, 
111. 

L.   S.   McCabe  &   Co.,   Rock  Island, 

111. 
C.    K.      Whitner     &    Co.,    Reading, 

Pa. 

McCurdy  &  Norwcll  Co.,  Rochester, 

N.   Y. 
R.    F.   Herndon   &   Co.,   Springfield, 

111. 

Walker  Bros,  U.  G.   Co.,  Salt  Lake 

City,    Utah. 
Canelo    Bros.    &    Stackhouse      Co., 

San    .lose,    Cal. 

The  Mills  D.  G.  Co.,  'I'opeRa,  Kan. 

The  Eldor  &  .lohnston  Co.,  Day- 

ton,   Ohio. 
Strauss   &   Louis   Co.,   Danville,  111. 
The    Kepler    Co.,    Eau    Claire,    Wis. 
The  O.  T.  Johuion  Co.,  Galestourg, 

111. 
P.  Steketee  &  Sons,  tJrand  Rapids, 

Mich. Brown,  Thomson  &  Co.,  Hartford. 
Conn. 

H.  P.  Wasson  &  Co..  Indianapolis, 

Ind. 

Cook  &  Feldher  Co..  Jackson, 

Mich. Thieme  &  Schuessler  Co.,  La 

Fayette,    Ind. Pitman  Dry  Goods  Co.,  Madison, 
Wis. 

Gimbcl   Brothers.   New   York. 
Gimbel    Bros..    Philadelphia.    Pa. 

Boggs   &  Buhl.   Pittsburg,   N.S.  Pa. 

Minneapolis  Dry  Goods  Co.,  Min- 
neapolis,  Minn. 

The  Gambel-Desmond  Co.,  New 

Haven,    Conn. 

A.   Ilorz,   Terre  Haute,    Ind. 

Geo.  E.  Stifel  Co.,  Wheeling,  W. 

Va. Julius  Garfinkel  &  Co.,  Washing- 
ton,   D.    C. 

Lippincott  &  Co.,   Wilmington,  Del. 
Wallenstein  &  Cohn  D.  G.  Co., 

Wichita,   Kan. 
Gross-Strauss  Co.,  Worcester,  Mass 

This  Agency  is  going  to  materially  increase    the  turn-over  of  your  glove 
department.     You  will  want  it.     Write  for  particulars. 

SOLE   CANADIAN   AGENTS: 

GREENSHIELDS,  LIMITED 
MONTREAL 

I'ica.sc  )iiciitioii    'J  he  Rcz'icw  tn    .  Idrcrtiscrs  and   Their  7'rcn'clcrs. 
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Pres. 

Rhys  D,  Fairbairn 
Vice  Pres. 
F.  J.  Knight 
W.  C.  Cliff 

Our  Fall  and  Spring  samples  now  on  the  road  are 

the  correct  guide  for  Newest  Styles. 

F  510.  Black  Silk  Mes- 
saline  tailor-made  waist, 

open  back,  wide  shoulders, 
tab  on  collar,  front  panel 

effect,  trimmed  with  fancy 
braid  and  buttons. 

$3.50  EACH. 

F  813.  Stylish  Silk  Dress 
in  all  this  season's  newest 
shades  of  Taffeta,  made 
with  fancy  yoke  of  cording 
with  pleated  shoulder,  show- 

ing wide  effect,  finished  at 
waist  with  girdle.  Skirt 
made  with  new  overskirt 
effect,  showing  insets  of 
fancy  braiding  on  net. 

$16.50  EACH. 

F  530.  Fancy  Embroid- 
ered] Spotted  Net  Waist 

with  new  opened  side 
trimmed  with  fancy  Silk 

Applique,  broad  shoulder 
effect,  made  in  Old  Rose, 
Wisteria,  White,  Black, 
Cream  and  Navy. 

$4.75  EACH. 

Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers 
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QhX>    Bl-EACH 

l^INENS 

Other  linens  may  see  the 

sun  for  a  day  or  two,  but 

016  meacf) 
Zinens 

spend  at  least  three 
months  undergoing  the 

slow,  natural  process  of 
Sun  Bleaching. 

The  beauty,  softness  and 

silkiness  of  "Old  Bleach" 
Linens  are  noted  and  ap- 

preciated by  every  house- 
wife who  is   linen-proud. 

Made  in  a  great  variety  of  styles^ 
Needlework  Linens,  Sheets,  Pillow 

Slips,  Diapers,  Hucks,  Towelling, 
Art  Towels  and  Table  Cloths. 

Just  the  line  to  entice  and  satisfy 
the  best  class  of  customers. 

Get  in  touch  with  us  to-day. 

R.  H.  COSBIE 
IRISH  LINEN  AGENCY 

Wellington  St.  W.,  Toronto 

iiiii'  in  stroiiLi'.  aiiil  wide  nioirc  ribbons,  boiilli  in  bhick  iin.i 

(•olors,  arc  booUinl  lor  vojiue  in  tiie  near  I'liliiro. 
A  narrow  vi'lvcl  band  is  ai;ain  worn  witli  cvcninu 

(liTsscs;  nsiiaii.v  il  lias  a  .jcwidt'd  (dasp  or  |K>n(hint.  A 

handsome  tU'coialicui  for  llic  evtMiinu'  dross  consists  of  a 

hirui',  niado  ribbon  rose  in  any  natural  color,  with  spray  of 
made  leaves  and  ibuds,  to  be  worn  on  the  bosom  of  the 

dress.  This  suits  well  with  draped  shoulder  effects,  so 

in  fashion  now,  and  wtli  the  loAv-cut  surplice  arran.o'ement 

of  the  new  evening-  bodice.  The  centres  of  these  flowers 
arc  made  of  tiny  yellow  ribbons  or  with  the  artifical 
Jlower  centres. 

Nets,  Veilings  and  Scarfs 
Black-and-White  Combination  in  Veilings 

are  Show^n. 
Small  gold  patterns  on  white  net  continue  very  good, 

and  some  houses  are  busy  now  making  a  waist  of  gold  net, 

tine  mesh,  over  black,  for  the  Christmas  trade.  Tunics  of 

gold  net,  heavily  embroidered  and  fringed  with  gold  bead- 
ing or  having  edges  of  self  pattern  in  the  same,  come 

in  the  latest  designs  for  evening  wear. 

Fine  silk  scarf  featuring  Paisley  border.     By  Ladies'  Wear, 
Limited,  Toronto 

Veilings  in  spider  web  mesh,  hexagonal  with  pain  or 

chenille  spot,  and  the  delicate  patterns  still  lead.  Black 

is  excellent,  and  a  black-and-white  combination  looms 
on  the  horizon,  and  is  being  ordered  :by  far-seeing  buyers. 
This  is  only  following  out  the  novelty  ideas  in  nets,  for 
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ANNOUNCEMENT  TO  THE  TRADE! 

THE    FIRM    OF 

GROS,  MILLION  &  CIE. 
LYONS,     FRANCE 

Have  established  a  Canadian  Branch  at 

9a  Wellington  Street  East,  Toronto 
For  the  Sale  of  their  well-known 

Dynamo Brand 

of 

MALINES    AND    NETS 
Sole  makers  of 

The  "Peau  de  Gant"  Finish   Maline 
The  Ideal  Maline ;  Brilliant,  Firm  and  Heavy  Thread, 

producing  an  appearance  far  superior  to  all  other  makes. 

"The  Guaranteed  Rainproof  Maline" 
The  only  Guaranteed  Rain  and  Moistureproof  Maline; 

though  thoroughly  soaked  by  water,  not  a  particle  of  dye 

comes  out,  and  the  Maline  returns  to  its  usual  condition. 

This  Firm  Sell  their  Product   to  Wholesale  Houses  Exclusively 

CHAS.  MOUTERDE,  Sole  Agent  for  Canada 
CHAS.  MARTEL,  Manager 

Please  mention   The  Review  to   Advevtisevs  and  Their  Trai'elers. 
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already  a  white  wood-silk  hexagonal  over  black  Rnis- 
sels  foundation,  has  appeared  as  a  fancy  yoking. 

Cream  and  white  are  in  fair  demand,  and  colors  are 
good  but  not  in  quantity  as  yet. 

Soft  shades  are  said  to  be  the  next  departure  and  the 
staple  linos  are  selling  steadily  but  without  nuieh 
change.  l\)uble  nicsh  will  be  one  medium  of  the  ncvV 

black  and  white  eti'ects.  and  silver,  a  sort  of  oyster-white 
tone,  is  doing  well  as  a  dressy  veil.  In  Paris,  the  face 
veil  is  hemmed  and  worn  loose  like  a  lace  veil,  and  it  is 
probable  that  this  becoming  mode  will  be  seen  here 
also. 

A  novelty  in  soft  silk  roses  to  be  worn  with  embroidery  collars. 
Shown  by  Ladies'  Wear,  Limited.  Toronto. 

A  new  motor  veil  comes  in  very  wide  style,  21  yards 
long,  and  absolutely  waterproof.  This  should  be  a  good 
seller.  Evening  scarfs  show  the  Paquin  designs  and  the 
crystal-beaded,  silk-bound  styles  as  favorites. 

Bands  and  Suits  and  Dresses. 

From  Paris  comes  the  information  that  rows  of  wide 
braid  form  the  newest  banding  for  tailored  suits  and 
dresses.  This  band  is  applied  in  a  modified  hobble  effect. 
Braids  are  also   u.sed   in   the  wider  stvles   to   trim   coais. 

They  pass  round  the  edge  and  liiii.sh  llie  cuffs.  Bandings 
of  passementerie  in  gold  and  colored  motifs  are  popular 
as  ever  for  evening  dresses  even  where  the  hobble  skirt 
is  rejected. 

Varied  Lengths  in  Gloves 
Orders  Show  More  Short  Gloves  Than 

Long  Being  Sold. 

Local  trade  in  gloves  has  been  quite  brisk  during  the 
pa.^l  month  and  manufacturers  and  wholesale  dealers 
alike  are  confident  of  a  satisfactory  business  throngliout 
the  coming  seasons.  Buyers  have  been  putting  in  good 
orders  and  are  asking  for  prompt  shipments. 

The  (pu'stioii  as  to  lengths  seems  to  be  pretty  well 
settled  for  the  present,  the  general  opinion,  based  on 
orders  already  placed  for  the  winter  trade,  being  that, 
for  the  winter  at  least,  more  short  gloves  will  be  sold 
than  long  ones.  Manufacturers  report  the  demand  as 
one  long  pair  to  two  short  ones  in  the  kid  lines,  except 
for  evening  wear,  when,  of  course,  long  gloves  will  rule. 
Early  orders  placed  by  buyers  throughout  the  country 
show  an  increasing  demand  for  woolen  gloves.  The  sale 
for  the  knitted  varieties  is  quite  up  to  the  trade  of  former 
years;  that  for  cashmere  weaves  shows  a  very  marked 
increase.  The  woolen  gloves  are  all,  or  practically  all, short. 

Suede,  Chamois  and  Mochette. 

All  dealers  carry  a  certain  stock  in  suede  gloves,  and 
the  demand  for  chamois  during  the  past  summer  seems 
to  predict  an  increased  demand  for  suede,  yet  dealers 
are  still  diffident  about  placing  heavy  orders  for  this  line. 

Ordei's  placed  by  importers  are  fairly  liberal,  consider- 
ing the  very  limited  orders  of  the  past,  consequently 

ing  it  is  fairly  safe  to  predict  that  this  line  will  sell  a 
little  more  readily  as  the  season   advances. 

Importers  say  most  emphatically,  long  gloves  for  spring 
and  summer.  Smart  house  and  reception  gowns  imported 
for  winter  trade,  have  short  sleeves,  and  Paris  predicts 
an  increase  in  their  popularity  in  spring  designs.  Samples 
of  fabric  gloves  for  the  spring  and  summer  trade  .just 
received  by  the  wholesale  houses  support  this  opinion.  An 

unusually  good  sale  is  expected  for  long  silk  gloves,  es- 
pecially in  whites,  and  while  merchants  have  ibeen  clear- 

ing out  stocks  of  various  lines  in  fabric  gloves  at  remark- 
ably low  prices,  there  has  been  a  marked  lack  of  silk 

gloves  and  of  white  gloves  in  these  sales.  As  a  rule,  a 

good  business  is  done  in  black  and  colored  silk  gloves  up 

to  the  first  of  Julv.  when  the  demand  for  white  begins  to 

SCHLOSS LADIES'  BELTS 
I  am  doing  a  fine  business  in  Canada.  Always  have  the 

latest  styles.  Join  the  procession,  call  or  write  for  samples. 
Persian  effects  are  big  sellers  for  Fall. 

LOUIS  SCHLOSS 
621  BROADWAY NEW  YORK 

Please  mention  I'hc  Review  to    .hivertisers  and  Their  Travelers. 
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95 EXCLUSIVE   IDEAS   IN 

Ladies'  Neck  Wraps  and  Reefers 

Style  1 

Made  in  all  the  new  shades 

plain  and  fancy  Silks.  From 

$4  50  to  7.50  per  dozen. 

Made  in  all  classes  of  Fancy  Silks,  in 

evening  shades.  From  $9.00  to  $24.00  per 
dozen. 

Style  6 
Made  in  all  the  new  shades 

in  plain  and  fancy  Silks.  From 

$4.50  to  $7.50  per  dozen. 

The   Sword  Neckwear  Co.,   Limited 
TORONTO 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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increaso.  but  althoujrh  vorv  few  spriiiir  orders  have  been 
placed  as  yet.  those  alieadv  received  a:>k  for  a  larmly 
increased  number  of  whites. 

There  is  a  new   wasliable  fabric  5i"lo\e.   wliii-Ii   lias  jiisl 

made  its  appearance,   known   as   ' ' niochet t o ' " ;    tliis   bids 

Cascade  jabot  in  fine  lace.     Shown  by 

Ladies'  ^Vear,  Limited.   Toronto 

fair  to  rival  tiie  chamoisettes  and  suede  lisles  in  popular- 
ity. It  is  of  a  particularly  fine  weave,  almost  impossible 

of  distinction  from  genuine  mocha,  said  to  be  made  from 

a  special  kind  of  yarn,  dombly  shrunk.  These  gloves  can 
be  secured  in  all  lengths,  styles  and  colors. 

Long  Handles  for  Umbrellas 
Dark  Brown,  Green,  Blue  and  Prunelle 

in  Color  Range. 

Artistic  design  is  a  feature  of  this  season'-,  umbrella.s. 
Long,  slender  lines  characterize  the  best-selling  ladies' 
models,  correct  handles  averaging  two  inches  longer  than 
last  year.  A  great  variety  of  shapes  is  shown,  and  stapl? 
colors,  dark  brown,  green,  blue,  and  even  prunella,  are 
on  the  market.  The  last  is  a  decided  novelty,  but  is  be- 

ing carried  by  one  Toronto  manufacturer,  and  promises 
well.  There  is  nothing  unseasonable  in  these  rich,  daik 
shades,  and  no  more  attractive  window  arrangement  could 

be  imagined  than  draped  suitings  set  off  by  umbrellas 
in  corresponding  colors. 

UaiulU's  carry  out  this  color  scheme  in  such  woods  as 
castania,  acid-treated  wood  in  vitrous-green,  irregular  el- 
foct,  pimento  and  madras.  Tn  each  case  the  handle  is 
tinted  to  match  the  silk  and  the  tassel  completes  the  har- 

mony. Deep  bordered  silks  are  a  distinctly  new  impor- 
tation. The  ribbed,  repp  edge,  about  2  inches  in  width, 

relieves  the  sameness  of  the  top  and  yet  is  totally  free 
from  suggestion  of  parasol  trimmings.  In  a  waterproof 
silk  these  umbrellas  retail  at  $5.00. 

New  York  Favors  Pimento. 

Every  handle-maker  in  New  York  this  fall  made  a  fea- 
ture of  the  natural  and  wine-colored  pimento-wood 

handle  mounted  in  sterling  open-work  design.  Often  this 

silver  is  handsomely  engi'aved  or  chased.  The  direc- 
toire  and  mushroom  were  the  shapes  seen.  Sticks  are 

square,  octagonal,  three-sided  or  round. 
Suede  finish  in  a  greenish  mole  color  commbined  well 

with  smoked  silver.  Among  the  very  dressy  bandies  are 

etched  sterling  in  shepherd's  crook,  the  ever-popukir  gold 
and  pearl  combinations,  usually  in  mushroom  top,  ivory 
and  sterling,  and  carved  silver.  These  lines  are  chiefly 

taken  by  jewelry  and  large  department  stores. 

Our  apologies  are  due  R.  I.  Fairbairn  &  Co.  for  the 
omission  of  their  name  under  a  Persian  silk  and  gold  and 
Persian  cord  novelty  frilling,  illustrated  in  our  last 
number. 

Increased  Business  as  Increased  Ads. 

Qua  &  Patterson,  CoUingwood,  have  enlarged  their 
store  by  the  addition  of  a  large  showroom  for  ready-to- 
wear  garments.  It  is  elevated  three  steps  above  the  main 

floor,  in  the  rear,  and'  its  dimensions  are  28  x  4'0  feet.  It 
is  well  lighted  b.v  four  large  windows,  and  at  night  ten 
500  c.p.  lights  are  used.  These  are  supplemented  by 
incandescent s  which  run  along  the  mouldings  of  the 

shelves.  The  department  was  ready  for  the  Autumn  open- 
ings and  presented  a  very  fine  appearance. 

Qua  &:  Patterson  watch  the  trade-pulling  powers   of 
their  advertising  closely  and  in  connection  with  the  adver- 

tising manager's  office  is  a  small  shelved  apartment  in 
which  are  kept  all  of  the  firm's  newspaper  cuts  and  a 
copy  of  every  adi.  ever  used  'by  the  firm  in  any  of  the 
local  papers.  Over  lOOO  newspaper  cuts,  representing  a 

cost  of  about  $l'00O  have  thus  been  preserved. 

"We  would  not  think  of  advertising  without  display 
cuts."  said  Mr.  Patterson.  "We  realize  what  amount  of 
money  we  spend  in  advertising,  but  we  are  also  aware  of 
the  benefits  derived  from  advertising.  When  we  first 
started  this  business  we  advertised  in  the  papers  with 

readers,  but  after  being  in  business  a  short  while  we 

placed  a  contract  with  both  papers  for  a  lO'-inch  ad. 
Since  that  time  we  have  increased  our  space  in  both 

papers  and  to-day  use  every  week  in  the  year  on  an 
average  of  175  inches.  We  have  been  in  business  for  over 
seven  yea,rs  and  have  been  forced  to  increase  our  business 
as  we  increased  our  ads.  Tn  March.  1903,  we  opened  up 

in  the  store  to  the  north  now  used  byi  Baxter,  as  a  furni- 
ture store.  In  March,  1908.  after  five  years  in  business, 

we  moved  into  this  store  and  in  the  past  two  years  we 
have  been  forced  to  have  this  store  enlarged,  which  is  now 
T.T)  X  2,S  feet,  using  three  floors,  a  total  floor  space  of 

9O0O  square  feet.  The  new  basement  with  concrete  floor 
will  be  used  as  receiving  rooms  for  unpacking  goods. 
A  steam  plant  will  be  installed  for  heating  the  store  by  a 

first-class  system." 
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THE  RIBBON  HOUSE  OF  CANADA 

1911   SPRING 
RIBBONS  1911 

We  want  every  merchant  and  milliner 

to  know  we  are  offering 

SPECIAL  INDUCEMENTS 
for  Import  Orders  for  Spring  Ribbons 

You  can  certainly  save  money  by  seeing 

our  samples   before   buying  elsewhere. 

We    are    a    specialty    Ribbon     House, 

which  should  mean  something  to  your 

advantage. 

Your  requirements   by 
mail   or   wire   will    re- 

ceive prompt  attention. 

Our    stock    is     always 
particularly     well 
assorted. 

Walter  I 
280  St.  James  St 

I.  Bar 
reet 

ry  &  Co. 
Montreal 
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"Shelton  ^^ 

Mirobolante" 

comes    in    black   and 
ne'w^  colors  in   boxes 

J        bearing  tnis  label: 

'SheltonMirobolante 
Have  you  seen  tne  cnarming  ne'w  Hats  for  Fall  ? 
The  last  wora  rrom  Pans  puts  hats  or  plusn  ana  rur 
materials  in  tne  lead. 

Xne  hat  sno-wn  in  tbis  design  is  made  or      Shelton 

Mirobolante"  a  long,  silky  fur-like  material  tbat 
harmonizes  beautifully  -witn  your  fur  set  or  coat. 
Milliners  will   make   a  bit  witb  bats   of      Shelton 

Mirobolante." 

We  don  t  often  bave 

an  opportunity  to  sell 
sucb  cboice  and  beauti- 

ful products  to  our  Ca- 
nadian friends  as  tbe  plusb  furore  bat  afforded  tbis 

season. If  you  bave  a  discriminating  trade  and  wisb  to  offer 
tbe  latest  and  most  successful  Millinery  fabric 
created  in  many  a  year,  send  for  samp  les  of  Shelton 
Mirobolante,  Lynx  flush  and  Mother  of 
Pearl  Cloth. 

Samples  will  be  sent  only  to  representative  w^bolesale 
dealers  and  manufacturers.  •  .^^ 

SIDNEY  BLUMENTHAL  ^  CO.,  Inc. 
MILLS  :    Sbelton,  Conn.  MANUFACTURERS  453   Broome  St.,  New  York 

OTHER  ARTIFICIAL  FURS.  PLUSHES  and  SILK  VELVETS 

Flease  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Review  of  the  Canadian  Millinery  Trade 
Black  and  White  Combinations  Very  Fashionable  —  Clear  Rose  Pink  Used 

to  Face  Under-brims  —  Great  Vogue  for  Velvet  and  Satin  —  Persian  and 
Paisley    Effects    are    Much    in    Evidence. 

THOUGH  black  decidedly  dominates  this  season,  an
d 

the  combination  of  black  and  white  is  pronounc- 
edly fashionable,  there  is  a  lovely  range  of 

colors  put  forth  for  the  coming  year.  The  lead- 

ing color  so  tar  is  the  rich,  brilliant  King's  blue  or  Dau- 
phin, as  it  is  technically  termed,  no  other  color  standing 

out  with  any  particular  prominence,  though  relief  shades 
such  as  regent,  gold,  flame  color  and  poinsettia  red  are 
used  in  combination  with  black  and  the  very  deep  shades 
that  are  so  much  in  vogue. 

There  is  much  combining  of  color  on  the  new  hats, 

and'  black,  grey  and  King's  blue  is  a  frequently  seen 
combination,  while  the  lighter  shades  of  almost  all  the 
fashionable  color  ranges  are  at  their  best  in  contrast  with 
black.  Mist  grey  is  the  result  of  veiling  while  satin  or 
taffeta  with  black  chiffon,  and  this  effect  and  several  other 
striking  greys  are  very  much  used.  A  new  grey  seen  at 

the  openings  was  named  St.  Jean  BaptistC' — the  color  be- 
ing that  of  wood  smoke  against  the  late  evening  sky. 

Pintarde  is  a  lavender  grey  and  Minuta  is  a  slate  shade. 
Closely  allied  to  taupe  is  the  new  seal  color.  A  clear  rose 

pink  is  much  used  by  the  high-class  milliner  to  face  the 
underbrim  of  many  of  the  large  black  velvet  hats  and  is 
often  clouded  and  softened  by  a  veiling  of  white  crepe. 
Blue  is  a  leading  color,  the  new  blues  being  in  deep  rich 
art  tone.  Beauvais  is  a  likely  specimen  of  these;  Limoges 
is  on  the  order  of  Nattier  blue  and  a  beautiful  blue  green 
shade  is  named  teal.  Other  colors  used  are  brass,  sand, 
moss  green,  olive,  plum  and  raisin. 

The  latest  colors  to  come  into  prominence  in  Paris  are 

"Comete", — a  purple  blue,  Russian  or  Moujik  a  clear 
deep  emerald  shade.  Clove  or  copper  color,  and  "bois 
saere, "  a  color  closely  allied  to  American  Beauty  shade. 

V 

Strong  Velvet  and  Satin  Season. 
Manufacturers  of  silk  fabrics  are  busier  at  the  present 

time  than  they  have  been  for  many  seasons  past  and  the 
great  activity  is  largely  diie  to  the  vogue  of  velvets  and 
satins.  Velvet  is  the  chief  millinery  fabric  this  season 
and  the  majority  of  smart  hats  show  velvet  and  satin 
in  combination.  Lyons  manufacturers  have  orders  on 
hand  that  will  take  them  up  to  March  to  deliver.  The 
demand  for  black  velvets  is  widespread,  and  black  velvet 
is  and  will  continue  to  be  the  most  used  millinery  fabric 
of  the  coming  season.  Straight  pile  velvets  have  not  been 
in  vogue  for  many  years,  but  are  being  successfully 
introduced  at  the  present  time  by  the  Parisian  model 
houses.  At  present  it  is  used  to  cover  the  hat  and  the 
trimming  that  goes  with  it  is  the  large  looped  bow  of 
wide  colored  satin  ribbon.  Another  new  idea  is  the 

trimming  of  colored  velvet  hats  with  black  moire  antique 
ribbons.  Two  months  ago,  manufacturers  were  glad  to 
sell  these  ribbons  for  what  they  would  bring,  but  now 
they  are  in  favor  and  orders  are  being  placed  for  them 
by  the  buyers  of  European  houses. 

Fashion  is  favoring  in  a  most  marked  manner  black 

and  VThite  combinations;  this  vogue  is  so  strong  that  it 
will  carry  over  and  possibly  dominate  the  coming  sprins:, 
only  it  will  be  white  and  black  rather  than  the  darker 
black  and  white  combination.  White  and  black  ribbon 

in  stripes  and  checks  are  being  ordered  freely  for  next 
Spring. 

Hatters'  plush  is  another  fabric  particularly  in  black, 
that  manufacturers  are  receiving  good  orders  for. 

Persian  and  Paisley  effects  and  patterns  are  im- 
mensely popular,  and  will  be  good  sellers  for  some  time 

yet,  but  when  the  mid-winter  months  are  reached  they 
will  have  been  run  to  death,  and  something  newer  will 
be  supplied  to  take  their  place. 

The  latest  colors  introdliced  are  comete,  a  bluish  pur- 
ple; Russian  green,  clove  or  copper,  and  bois  sacre,  a  rich 

wine  red  verging  on  "American  Beauty"  shades. 
Owing  to  the  municipal  ordinances  debarring  the  wear- 

ing of  hats  in  certain  parts  of  the  theatres,  a  great  im- 
petus has  been  given  to  the  sale  of  scarfs.  Handsome 

scarfs  of  Spanish  lace  in  both  black  and  white  are  com- 
ing into  high  favor,  and  the  manufacturers  are  receiving 

good  orders.  Spanish  lace  is  particularly  adapted  to  this 
purpose  and  makes  a  rich  and  handsome  scarf. 

Schools  to  Teach  Millinery. 

With  a  clientele  that  is  becoming  each  season  more 

critical,  and  also  more  willing  to  pay  for  high-grade 
millinery,  the  trade  must  view  with  some  concern  the 
scarcity  of  properly  trained  and  competent  milliners.  The 

fact  that  this  is  Canada's  growing  time  has  something 
to  do  with  the  condition,  but  the  many  other  business  op- 

enings which  young  girls  can  find  is  also  a  factor.  There 
are  many  other  fields  where  the  preliminary  period  of 

training  is  shorter,  and  that  promise  steady  all-the-year- 
round  work.  Possibly  the  fact  that  this  class  of  help 

passes  millinery  by,  is  no  real  loss  to  the  trade. 

Millinery  really  should  be  classed  as  one  of  the  minor 
arts,  for  it  is  the  tasteful,  artistic  millinery  that  sells.  It 
is  this  fact  that  the  milliner  should  carefully  impress  upon 

all  the  girls  she  employs.  She  should  bear  this  in  mind 
when  selecting  young  girls  to  learn  the  business,  and 
should  only  take  on  apprentices  that  promise  to  have  some 
qualifications  in  this  direction. 

Possibly  there  are  milliners  who  will  think  the  above 
is  rather  far  fetched,  but  if  she  will  think  a  little  she  will 
recognize  the  truth  of  the  above  remarks.  There  is  no 
disputing  the  fact  that  line,  form  and  color  are  the  most 
important  components  on  a  hat.  Neatness  and  finish  also 
rank,  but  line,  form  and  color  come  first,  and  it  is  to 
the  presence  of  these  qualifications  that  a  good  milliner 
owes  much  of  her  success. 

Insufficient  preparations  and  grounding  in  the  first 
elements  of  the  business  are  fruitful  cause  of  the  non- 
success  of  many  young  milliners. 

In  the  States  they  are  striving  to  overcome  this  con- 
dition by  establishing  millinery  schools  At  the  recent 

convention  of  the  National  Association  of  Retail  Millin- 
ers, held  in  Chcago,  the  starting  of  a  college  of  Millinery 

was  thoroughly  discussed.  It  was  proposed  to  teach  thor- 
oughly every  branch  of  the  making  and  designing  of  wo- 

men's  and  children's  hats  Drawing  and'  color  woi'k  would 
be  taken  up  and  in  this  connection  the  drawing  of  hats 
for  catalogue  work  would  be  taught.  Possibly  schools  of 
this  class  may  be  the  solution  of  the  present  problem,  and 

the  young  girl  may  fit  herself  for  the  millinery  business 
by  taking  a  milinery  course  in  the  same  way  that  she  now 
fits  herself  for  that  of  a  stenographer. 



Watteau  Model   Hats    Modified    by    New    York    Retailers 
Nearly  all  Brims  Turn  Down  — High  Back,  Scoop,  Turban  and  Shepherdess 
Poke  Shapes  -  Black  over  White  and  Two-tone  Color  Schemes  —  Grey-green 
and      Sulphur,     Cerise,     Pastels     and      Blue  —  Curled      Ostrich     Bandeaux 

StafI  Correspondence 

Office    of    The    Dry    tJoods    Review,    IGO    Hroadway,    New 
YVuk.  October  1st,  1910. 

1'^HKSK  are  the  days  of  retail  openings  and  while, quite  a  few   of   the   prominent    department   stores 
have  not  as  yet  announced  their  formal  opening, 

they  are  all  showing   Fall   hats,   and  many  open- 
ings are  already  over. 

The  Watteau  influence  is  supreme  now  in  all  depart- 
ments of  dress.  However,  the  Watteau  hats  that  the  re- 

tailers are  showing  are  much  modilied.  At  the  importers' 
second  openings  these  high-back,  scoop  hats  were  numer- 

ous and  many  were  decidedly  extreme,  but  evidently  the 
buvers  do  not  consider  the  public  ready  for  such  changes, 
for  comparatively  few  of  the  original  Watteau  models  are 
being  shown  by  them.  The  Watteau  pastel  colorings,  and 
the  rise  of  small  garlands,  ribbon  bows  and  hats  that 
turn  down,  if  not  all  around,  at  least  at  either  side, 
the.sc  are  characteristic.  However,  there  are  many  more 
mushrooms  and  Cordays  than  Shepherdess  pokes. 

Lace  Frills  and  Caps. 

The  millinery  world  at  present  appears  to  be  mad  on 

the  subject  of  lace  frills,,  and  the  detachable  under-cap  of 
lace.  Truth  compels  the  writer  to  state  that  these  caps 
have  little  popularity  at  present  outside  of  the  millinery 
salons.  At  the  theatres,  for  which  they  are  designed, 
they  have  so  far  been  conspicuously  absent,  but  it  seems 
quite  reasonable  to  suppose  that  they  will  be  worn  later 
on,  for  they  arc  very  appropriate  for  evening  wear  either 

with  or  without  the  picture  hat  which  is  supposed  to 
be  worn  over  them.  These  caps,  while  frequently  of  lace, 

are  not  necessarily  so.  Some  made  of  flowers  have  ap- 
peared, and  others  of  the  gold  and  silver  nets  and  laces 

which  are  at  present  the  rage.  Nor  have  they  all  ruffled 
edges,  although  the  majority  have.  A  few  are  simply 
draped,  and  have  one  end  finished  with  a  tassel,  hanging 
over  one  side.  These  caps  have  no  foundation.  An  elastic 
is  run  in  under  the  ribbon  or  flower  band  encircling  the 

head. Metallic  Trimmings. 

It  would  seem  that  too  much  gold  and  silver,  bronze, 
gunmetal  and  steel  cannot  be  used,  for  not  only  gowns 
but  hats  as  well  are  heavy  with  it,  all  in  the  tarnished 

efl'ects,  for  nothing  bright  is  at  present  favored  in  metals. 
Steel  is  the  most  popular  trimming,  not  cut  steel,  but 
small  or  large  steel  beads,  and  of  these  fringe  is  made. 
There  is  much  fringe  used,  more  of  course  on  dresses 

than  hats.  It  seems  unusual  to  combine  steel  and  dull 

gold,  or  gold  and  silver,  and  yet  it  is  done.  Steel  is 
used  on  black  a  great  2deal,  and  black  and  grey  is  still  a 

fashionable  combination.  Black-and-white  is  very  strong, 
as  a  combination,  black  over  white  being  frequently  seen. 

Transparent  Effects  in  Chiffon  and  Laces. 

C'hiiJon  veiling  satin  is  most  often  seen,  but  some 
clever  designers  veil  lace  with  chiffon.  The  gold  and  sil- 

ver  laces,    brocades  and    the   still    popular    Persian   efiects 

Millinery  That  is  in  Demand 
Millinery  That  You  Want  Now 

"La  Duchesse"  Trimmed  Hats 
It  is  not  necessary  for  us  to  say  what  you 

should  buy.  You  know  by  now  what  you  want, 

what  is  called  for.  Our  message  is  that  we 

can  supply  it.      Try  us. 

Mah  ordepjs  our 
ESPECIAL  HOBBY. 

Sr.  JoHN.N.B. 
Halifax.  MS. 

Please   mention   The  Review  lu   Adverli^er^  and    J  licir    J  raiders. 
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We  Specialize  on  Helpful  Trimmed  Hats 
that  the  Trade  can  Safely  Depend  on. 

We  avoid  the   Ultra  Extreme  and  Unwearahle. 

'^     ̂  

No.  1708 No.  17f2 

No-  1713 

No.  1720 

All  Departments  Full  of  Fresh,  New  Goods.  Novelties 

in    Untrimmed    Hats,    Feathers    and    Piece     Goods. 

The  D.  McCALL  CO. 
WINNIPEG MONTREAL TORONTO OTTAWA 

QUEBEC 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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A  SPECIALTY 
WITH    MONEY    IN    IT! 

There's  quite  a  big  trade  to  be  done  right 
in  your  own  district  if  you  will  get  after 

Hotels,  Institutions,  Clubs,  Railroads  and 

Steamships  and  fill   their    requirements  in 

DAMASK  TABLE  LINENS 

NAPKINS  and 

TOWELS 

with  special  woven  designs. 

The  "  Gold  Medal"  Linens  of  Wm.  Liddell 
&  Co.  for  these  purposes  never  fail  to  satisfy. 

FULL    PARTICULARS    FROM 

R.  H.  COSBIE 
30  Wellington  St.  West 

Toronto 

A  Special  Offer 
WE  WILL  SEND 

financial  post 
of  Canada 

FREE  from  now  until  Xmas  to  all  new  subscribers.  Each 
week  a  summary  is  given  of  financial  business  and  com- 

mercial conditions  in  the  important  centres  of  Canada. 
It  will  pay  you,  as  a  business  man,  investor  or  economist, 
to  read  The  Post  regularly. 
A  paid  up  subscription  sent  in  now  will  not  run  out  until 
Jan.  1st,  1912. 

A  SUBSCRIPTION  FORM  IS  ATTACHED 

The  Financial  Post,  Ltd. 
Toronto,  Can.  _ -igio 

Please  send  weekly,  to  address  below,  one  copy  of 

The  Financial  Post  of  Canada  until  January  i,  1912, 

for  which  l{^Iuemit}three  dollars. 

Name__   

Address  _ 

llamambcr— Wc  tre  alwiyi  glad  (0  mail  sample  copies  fr««.    Ask  for  ons. 

are  treated  in  thisi  way,  as  also  is  velvet,  this  latter  hav- 
ing a  very  good  effect.  A  number  of  transparent  hats 

have  made  their  appearance.  These  are  frequently  of  the 
metallic  laces,  but  sometimes  one  finds  them  of  Chantilly 
or  blond.  The  finer  laces  are  very  fashionable,  and  much 
insertion  is  used  for  draping  around  crowns.  Straight 
edged  laces  have  the  precedence  over  the  scolloped  edges. 

Use  of  Black  Bandeaux. 

There  is  a  tendency  to  return  to  the  cachepeigne  idea. 
Hack  bandeaux  are  about  the  only  kind  used,  and, 
while  most  of  these  are  trimmed  only  with  a  bow  of  vel- 

vet ribbon,  a  clever  idea,  imitates  the  lace  cap,  by  ap- 
plying a  lace  frill,  and  twist  of  ribbon  to  the  bandeau, 

the  lace  being  applied  to  the  edge  and  falling  on  the  hair. 
The  Watteau  poke  has  a  very  high  back  bandeau,  and  a 
headsize  that  is  noticeably  smaller,  and  the  brim  is  usual- 

ly pointed. Flowers  Returned  to  Favor. 

It  comes  in  the  nature  of  a  surprise  to  many  that 
fiowers  are  so  much  in  evidence.  The  summer  hats  were 
feather  and  ribbon  trimmed,  few  flowers  being  used,  but 
this  Fall,  flowers  have  been  introduced  and  from  present 
indications  will  be  well  received.  Large  silk  and  velvet 
cabbage  and  open  roses,  also  those  made  of  tinsel  stuffs 
and  of  heavy  white  crepe  are  seen,  and  small  roses  of 
chiffon  and  ribbon,  either  satin  or  grosgrain  with  picot 
edge,  are  used.  Seldom  are  two  roses  the  same  color 
when  used  on  the  same  hat,  and  seldom  are  they  used 
with  feathers.  One  finds  them  sometimes  lying  on  a  flat 
ostrich  bandeau,  but  usually  they  are  on  velvet,  lace  edge 
hats,  or  hats  of  satin.  There  are  many  satin  hats,  both 
hand-made  and  pressed. 

The  "  Hobble  ••  Hat. 
Owing  to  the  agitation  over  the  hobble  skirt,  there 

are  now  "Hoqble  Hats".  This  is  really  a  new  name  for  the 
Charlotte  Corday,  or  any  hat  for  that  matter  which  has 
a  full  crown  and  ruffle  brim  tied  in  around  the  base  of 

the  crown.  There  are  many  hats  of  this  description. 
Even  wide,  straight-brim  hats  frequently  have  Tam 

O'Shanter  crowns,  and  many  brims  are  full.  This  argues 
well  for  the  hand-made  hat. 

Fur  Models  and  Trimmings. 

It  is  a  trifle  early  for  fur  hats  to  be  selling  in  retail 
circles  but  they  undoubtedly  will  be  good.  Long-haired 
furs,  sable  and  its  many  imitations,  fox,  lynx,  bear  and 
fitch  are  most  popular.  Opossum  is  used  a  little,  also 
beaver,  but  these  arc  of  secondary  importance.  A  band 
of  fur  encircling  the  crovsTi  is  the  most  popular  way  of 
introducing  fur.  Sometimes  it  is  used  on  the  edge  of  the 
brim  or  entwined  with  lace  or  a  twist  of  some  other  ma- 
terial. 

Large  bows,  not  only  of  wide  ribbon,  but  of  piece 
goods,  are  used  to  cover  the  entire  top  of  the  hat.  No- 

velty beaver  is  chosen  for  the  loops,  about  twenty-two 
inches  in  width  and  wired  at  the  edges . 

The  Tapestry  Hat. 

No  account  of  the  season's  hats  would  be  complete 
without  mention  of  the  tapestry  hat.  Doubtless  it  is  a 
fad  and  not  a  fashion,  but  still  it  exists  Usually  only  a 

part  of  the  hat  is  tapestry— generally  the  full  "tam" 
crown — or  again  it  may  be  the  facing,  in  just  a  wide 
band  edged  with  chenille,  or  piped  with  velvet.  jPronounc- 
ed  designs  and  colors  are  chosen,  and  these  are  combined 

v/ith  bear  fur  and  velvets  for  misses'  and  children's  as  well 

as  ladies'  hats.  Tapestry  containing  threads  of  gold  is most  in  demand. 
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CHiaGO  MERCANTILE 
106108  n01I2  AVABASH-AVE  CHICAGO. I 

Pattern  Hats,  $3.75  to  $5.00  each. 
IF  YOU  WANT  UP-TO-THE-MINUTE  STYLES 

thorough  workmanship,  and  the  most  definite  values,  you  will  find  them  in  our  new 
Fall  Pattern  Hat  Catalogue,  the  cover  of  which  is  illustrated  above.  If  you  have 
not  received  this  book,  write  immediately  for  Catalogue   No.    PH2. 

FREE  TO  DEALERS  ON  REQUEST. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Oi 
MILL  SELLING  AGENTS  -  and  -  IMPORTERS 

100  Wellington  Street  West,  Toronto 

You    cannot  wisely 
purchase    your 

Ribbed 
Under>vear 

for  Women  and  Misses 

FOR  SPRING,  1911 

until  you   have  seen 

Vescent  {^ 

.Brand  ̂ ^^ 

and 

^^umfy-Cut 
Manufactured  by 

S.  Lennard  &  Sons 
DUNDAS,  ONT. 

which  are  now  complete  and  in  hands  of 

our  ag"ents  who  will  soon  be  with  you. 

You  want  the  best  i;a/ue  to 

be  had  when  purchasing 

Hosiery,  Gloves 
and  Half  Hose 
FOR  SPRING,  1911 
WE    OFFER    YOU   OUR 

Cotton,  Lisle,  Silk,  Lace 
and    Fancy   Hosiery  for 

Women 

AND 

^^Qua/i/^ 
Cotton,  Lisle,  Silk,  Fancy 
and  Lace  Half  Hose  for 

Men 

and  solicit   your  orders  purely  on  the 
basis  of        VALUE 

and  ask   you  to   study    your    interests 
by  seeing   these  goods  before  buying. 

Richard  L.  Baker  &  Co. Toronto 

Please  mcntiuii  The  Rciieiv  to   Ad-rcrtisers  and  Their  'Travelers. 



Heavy  Sweater  Coat  Demand 
Novel  Scarfs  and  Fascinators  Shown  for 

the  Gift  Season 

NEVER  before  has  the  trade  in  knitted  goods 
promised  so  well  as  this  season.  Already 

prominent  retailers  complain  that  their  pop- 
ular lines  are  almost  impossible  to  keep  in 

stock.  A  sweater  coat  is  now  something  which  few 
people  will  do  without.  This  means  cheap  lines,  but 
people  soon  realize  their  want  of  durability,  and  the 
sweater  which  retails  at  from  $2.50  to  $5  is  the  best 
seller  in  the  end. 

Grey  sweaters  are  most  in  demand,  both  plain  and 
trimmed,  l»ut  cardinal,  white,  plain  and  trimmed,  and 
the  darker  blues  are  all  good.  Some  very  rich  shades 

are  seen  in  the  tailored  sweater-coat  for  women,  includ- 
ing vieux  rose,  olive,  and  a  rich  dark  brown.  In  caps 

and  sashes,  scarlet  or  scarlet  and  white,  and  azure  are 
favorites.  Scarlet  and  grey  make  one  of  the  prettiest 
combinations,  and  a  white  collar  facing  was  extremely 
efiective  against  very  dark  green,.  Every  conceivable  kind 
of  combination  appears,  owing  to  the  demand  for  club 
and  team  colors  but  the  standard  seller  this  year,  so  far, 
is  grey.  One  dealer  in  a  very  large  way  sells  ten  grey 
sweaters  out  of  every  twelve  sold. 

V 

Military  and  Jacket  Styles  for  Women. 

In  women's  sweaters  there  is  considerable  diversity 
of  size  and  shape.  The  regular  sweater  coat  with  con- 

ventional trimmings  comes  both  with  and  without  the 
collar.  If  collarless,  it  is  finished  with  the  trimming, 

leaving  a  "v"  in  front.  Collars  are  the  familiar,  adjus- 
table, high  collar,  buttoning  and  slightly  crossing  over 

in  front,  the  low  collar  turned  down,  of  contrasting 

material  and  non-adjustable,  and  the  high,  plain  military 
collar  buttoning  on  the  side.  The  latter  comes  uniformly 
in  the  military  style  sweater,  buttoning  on  the  shoulder 
and  down  the  side  and  trimmed  on  the  edges,  with  collar 
to  match  the  trimming. 

In  longer  styles  the  same  shaping  of  the  collars  holds 
good,  but  the  coat  is  differently  modeled.  The  waist  and 

hips  are  semi-fitting  and  sometimes  a  fold  is  laid  to  fall 
in  the  skirt  of  the  coat  at  the  back.  These  coats  are 

two-thirds,  three-quarters  and  even  seven-eighths  lengths, 
but  so  far  the  shorter  seem  most  favored. 

V 

Men's  Hunting  and  Coat  Sweaters. 
Men's  sweater  coats  are  uniformly  regulation  coat 

length,  differing  but  a  few  inches  at  most,  the  longer 
being  intended  for  wear  without  a  coat.  The  shapes  are 

two— the  hunting  model,  without  a  collar  and  plain  or 
simply  trimmed  in  a  contrasting  shade,  and  the  regula- 

tion sweater  with  high,  adjustable  collar.  The  former 
style  comes  in  cheaper  grades,  up  to  $4.50,  according  to 
the  weight.  A  coat  intended  for  wear  beneath  a  suit 
coat  is  priced  $2.50.     The  coats  with  collars  come  a  lit- 

tle higher,  one  in  the  same  style  as  the  collarless  at 

$4.50,  retailing  at  $5.  These  coats  are  the  "hand-made"' 
style,  being  knit  on  the  machine  and  finished  by  hand. 

A  few  sweaters  of  the  old-fashioned  sort  are  carried 
for  hockey  and  other  sports.  They  have  a  certain, 
though  not  a  large  sale. 

Children's  Knitted  Garments  in  Sets. 
These  sets  consist  of  overalls,  (same  for  both  sexes), 

toboggan  cap,  and  sash  for  girls  or  sweater-coat  for 

boys.  The  girls'  sashes  are  worn  over  the  cloth  coat 
and  complete  the  costume.  For  the  boys,  the  sweater- 
coat  supplies  this  need  and  the  effect  is  very  attractive. 
These  suits  of  knitted  goods  are  exactly  matched  piece 

to  piece,  and  their  popularity  is  tremendous.  The  fav- 
orite colors  are  sky,  white  and  the  different  reds,  scarlet 

being  a  favorite. 
V 

Caps,  Sashes  and  Mufflers. 
Caps  and  sashes  are  as  popular  as  ever  for  adults. 

The  short  skull  cap,  the  regulation  thing  for  athletics, 

selLs  best  in  men's  lines. 
For  women  and  girls  the  long  toboggan  with  tassel 

is  the  only  style.  These  caps  seldom  retail  for  more 

than  50c,  and  they  show  a  variety  of  weaves.  These  in- 
clude the  cloth-like,  smooth  effect,  the  honeycomb,  and 

the  regular  sweater  weave,  slightly  ribbed.  The  last  and 
the  first  are  the  best  this  year.  Sashes  come  in  the 
smooth  weave,  or  very  slightly  ribbed.  Favorite  colors 
are  sky,    (or  azure),  white  and  scarlet. 

Mufflers  are  shown  in  great  variety.  The  German 
wools  excell  in  whiteness,  and  some  imported  patterns  in 

What  Buyers  are  Buying. 

Sweater   coats   in   grey,    white,    dark   blues,    trimmed 
and  untrimmed,  dark  brown  and  cardinal. 

Caps    and    S'ashes    in   grey,    white,    scarlet    or    scarlet 
and  white  and  azure,  scarlet  and  grey. 

-*-         ̂          -*- 

Military    style   coats    buttoned    to    the    shoulder     and 
down  the  side. 

*  ^r  -*- 

Coats    in    two-third,    three-quarter    and    even     seven- 
eighth  lengths,   with  emphasis  on  the  shorter. t-  t-  * 

Children's   garments    in    sets — overalls,    toboggan    cap 
and  sash  for  girls  or  sweater  coat  for  boys. 

*  *-         * 

Scarfs,   15  inches  wide  and  two  yards  long  for  even- 

ing wear. *  *         * 

Belted  Buster  Brown  children's  coats. *■         -*-         * 

Men's  and  women's  hosiery  in  plain  colors  or  in  very 
dainty  patterns. 
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The  World^s  Word 

For  Fast  Black — 

is  "HERMSDORF."  It's  part  of  the  lan- 
guage of  every  country  that  needs  black 

hosiery  ;  part  of  the  knowledge  of  every  mer- 

chant who  sells  the  BEST  black  hosiery ; 

part  of  the  talk  of  every  woman  who  demands 
REAL  fast  blacks. 

Xo  number  of  trips  to  the  tub  will  dislodge  the 

dye  in  a  "  Hermsdorf  Dyed"  Stocking.  Sun 

drying  has  no  effect  on  its  color.  It's  FAST 

black  in  the  word's  truest  meaning. 

Turn  these  truths  into  profit-producing  factors 

by  giving  HERMSDORF  DYED  STOCK- 

INGS— the  real  fast  blacks — a  place  of  prom_ 

inence  in  your  hosiery  department. 

'The  Name  That  Sells  the  Stocking' 

^liTiddo^ 

WORKS: 

Chemnitz,  Saxony 

AMERICAN  BUREAU: 

235  W.  39th  Street,  New  York 

We  supply  booklet*.  cuU,  thowcards  and  helpful  advertising 

sasf  estions  FREE  to  Hermsdorf  merchants.    Write  us. 

clouds  are  very  pretty.  Shell  patteins  have  bands  of 

color  running-  round  the  edge  in  I'aisley  design,  in  deli- 
cate shades  such  as  mauve,  pale  blue  and  pink.  Nearly 

all  scrafs  are  fringed  this  year  in  plain  or  knotted  finish. 

Men's  miittlers  include  the  chest  protectors  in  "V  "  de- 
sign, those  with  high  collar,  and  the  silk  scarfs.  The 

latter  showed  wood. silk  in  very  Hnc  niosh,  8-inches  wide 

and  l.i  yards  long,  with  handsome  fringo.  This  scarf 
came  in  last  year  for  the  first  time  and  this  year  is  ex- 

pected to  do  better  than  before.  It  was  one  of  the 
handsomest  patters  seen,  and  sold  lotail  at  $2.50.  This 

will  probably  be  repioduced  in  chea|)or  linos  later  on. 

Shawls  and  Fascinators. 

In  .shawls,  a  handsome  shell-pattern  in  white  with 
deep  fringe  and  touches  of  mauve,  meas-uring  44  inches 

square,  which  retailed  last  year  for  $L,')0,  now  sells  at 
$1.25.  One  explanation  given  by  a  buyer  for  this  reduc- 

tion is  the  removal  of  the  surtax  on  German  goods.  A 
pretty  scarf  intended  for  evening  wear  is  15  inches  wide 
and  two  yards  long,  wood-silk  and  wool  mixed  weave, 
and  made  in  various  light  shades.  A  fascinator  in  ice- 

wool  pattern  is  made  of  the  gleaming  wood-silk  with 
charming  effect. 

M 

Canadian  Goods  in  the  Market. 

There  is  a  really  splendid  showing  of  C^anadian-madc 
sweaters  and  knitted  goods.  Belted  Buster  Brown  child- 

ren's coats,  made  in  Canada,  are  of  the  very  best  cut 
and  style  and  have  little  polished  brass  buttons.  This 

coat  is  a  first-rate  seller  wherever  put  on  view.  Regula- 
tion sweaters  in  all  shades  are  made  by  Canadian  manu- 

facturers, and  are  among  the  leaders  in  the  retail  stores. 

Those  come  in  all  lines  and  prices  and  of  an  excellent 

quality  wool. 

The  Chentinitz  Market. 

In  the  Chemnitz  district  hosiery  manufacturers  are 

not  so  busy  as  they  might  have  been,  ownng  to  the  de- 
crease in  trade  with  the  United  States  and  owing  to  the 

necessity  for  securing  new  markets,  prices  have  not  kept 
pace  with  the  advance  in  raw  material. 

Imported  lines  of  ladies'  hosiery  for  Spring  are  in 
solid  colors  or  self  embroidery. 

Prices  Bound  to  Soar. 

The  price  situation  is  not  viewed  with  complacency 

by  manufacturers  in  consequence  of  price  of  raw  mater- 

ial. Spring  prices  were  based  in  June  prior  to  the  in- 
crea.sed  advance,  and  it  is  sard  on  reliable  authority  that 
manufacturers  will  not  make  a  cent  on  Spring  cotton 

goods.  There  doesn't  seem  any  possibility  of  prices  go- 
ing lower  and  when  Spring  deliveries  are  completed  it 

is  said,  merchants  may  look  for  a  further  advance  on 

repeats. 
There  is  nothing  to  be  gained  hy  holdmg  off  on 

Si)iing  placing  and  the  wise  merchant  will  cover  himself 
well  for  Spring  needs  so  that  his  repeats  may  not  be 
too  heavy. 

Fall  deliveries  were  a  trifle  late,  the  help  situation 

having  something  to  do  with  this  condition.  Some  of 
the  workers  took  holidays  in  the  Summer  knowing  that 

manufacturers  would  be  obliged  to  take  them  back  as 

help  is  scarce  and  difficult   to  get. 



DRY    GOODS    REVIEW 

107 

You  deliver  a  package  of  perfect  satisfac- 
tion every  time  you  deliver  a  purchase  of 

All  jobbers  in  Canada  carry  full  stocks  of 

"Hygeian"  fall  goods  and  their  travelers 
are  now  on  the  road  with  samples  of 

"Hygeian"  for  Spring,  191 1.     See  them. 

The  Eagle  Knitting  Company,  Ltd. 
Controlled  by  J.  R.  Moodie  &  Sons,  Limited 

Hamilton  -  Ontario 

Thl9  fall,  push  "Hygelan"  Waists. 
Pltase  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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TO) 

f>umfif-fi,ut 
Ladies'  Vests 

WOMEN   all   over   America    have   been   told  about  this  new   idea   in 

Underwear    through    a    series    of    advertisements    in   the   leading 

Fashion  Journals.     They  realize  at  once  the  great  advantages  pos- 

sessed by  "Cumfy-Cut"  over  the  ordinary  kind. 

The  shoulder  straps  absolutely  will  not  slip  off.  "Cumfy-Cut"  is  made 
in  Canada  only  by  us.  We  have  the  exclusive  rights  for  this  country  and 

every  "  Cumfy-Cut "  garment  bears  a  "  Cumfy-Cut "  Tag. 

Samples  are  now  being  shown  for  Spring  1911.  Be  sure  you  get  the 

genuine  "Cumfy-Cut"  (with  the  tag) — the  kind  women  will  ask  for  next 
summer. 

MADE  IN  CANADA 

ONLY    BY 

S.  Lennard 

&  Sons 

DUNDAS ONT. 

SOLE  SELLING 

AGENTS 

R.  L  Baker 

&Co. 

TORONTO ONT. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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The  one  children's  knit  waist  to  sell  is  the 
one  that  sells  easiest — that's  the 

The  more  knit  waists  you  sell  the  more  money  you  make  and 

that's  what  you  are  in  business  for. 

\A/e  know  you  can  sell  more  NAZARETH  WAISTS  than  any 

other  kind  because  thousands  of  other  merchants  are  doing  it — because 

more  Nazareth  W^aists  are  asked  for  and  sold  than  all  other  kinds 
combined. 

This  is  true  in  the  Provinces  as  well  as  in  the  States. 

The  NAZARETH  WAIST  has  the  approval  of  millions  of  mothers 

who  have  experimented  with  .T^iTL  all  sorts  of  underwaists  for 

children  and  find  there  is  only  \  f^'Ml  one  brand  to  stick  to — the 
one  with  this  trademark  in  \M?/  red  on  the  back  centre  tape. 

Your  wholesaler  can  supply  you.  He  is  booking  Spring  orders  now. 

If  you  use  quantities  be  sure  your  orders  are  in  early  so  you  will 

be  protected  on  deliveries. 

Same  style  fits  boy  or  girl.     Sizes  1  to  13  years. 

NazaretRT     Mill*  at 

'l%^^\      Nazareth, 

Pa..    U.S.A. 

♦HapS^ &, 

350   Broadway, New   York 

Canadian    Representatives  : — 

E.  H.  Walsk  y  Co., 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 
the    genuine  NAZARETH  Waist: 

Halifax.  N.S. 

J.  4  M.  .Murphy 
W.  4  C.  Silver 
Soiitb  Bros. 

Kineston,  Ont. 
Macnee  *  Mitiries 

London.  Ont. 

McMahcn.  (innicer  i  Co. 
R.  C.  Struthers  4  Co. 
Robinson.  IJnle  A  Co. 
Diclcisoii,  Nicholson  4  Co, 

Ouebec,    Que. 
Thibaudcau  Frcres  &  cic. 
McCall,  Shehyn  4  Co. 
Gauvreau.  Bcaudry  &  Cic. 

Montreal,  Que. 

W.  R.  Brock  Co.,  Ud. 
fJault  Bros.  4  Co,.  Ud. 
f^rcenahields  Ltd. 
Hodeson.  Sumner  4  Co. 
A.  Racine  4  C. 

Brophy,  Parsons  4  Rodden 
Kyle.  Cbecsbrouirh  4  Co. 
Mclniyrc,  Son  4  Co. 
P.  P.  Martin  4  Co. 
A.  O.  Morin  k  Co. 

Ottawa,  Ont, 

John  M.  Garland.  Son  4  Co, 

St.  John.  N.B. 
The  Vassie  Co..  Ltd. 
Frank  Skinner  <4  Co. 
Manchester.  Robertson  A  Allison 
Scovil  Bros..  Ltd. 

Winnipesr.   Man. 
R.  J.  Whitla  4  Co..  Ltd. 
Robinson.  Little  4  Co. 

Peterboro,  Ont. 

W,  J.  Hopwood 

Toronto,  Ont. 

John  Macdonald  4  Co. 
Beattv,  Kerr  4  Verner 
W.  R.  Brock  Co..  Ltd. 
Gordon,  Mackay  4  Co. 
Denton,  Mitchell  4  Duncan 
Northw.iy  Bros.  A  Winirer 

Vancouver,  B.C. 

The  Gault  Bros.  Co. 

Calgary,   Alta. 
W.  R,  Brock  Co,.  Ltd, 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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UNSHRINKABLE WOOL 

NDERWEA 
LADIES' 

Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion  where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
'STAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 

parts  are  strengthened  and 
extra  spliced. 

These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Sill<  and  Merino. 

ANY  GA'MENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

Wholi'.sntr  onJii 
Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

THE     LEADING     ENGLISH     UNDERWE 

HOSIERY   LEADERSHIP!    | IHC 

I 

^:^i^^ 

^ 

ALL  W^OOL 
UNSHRINKABLE 

SOCKS 

STOCKINGS 

HALF-HOSE 

GOLF-HOSE 

GLOVES 

SHIRTS 
PANTS 

VESTS 

SPENCERS 

JERSEYS 

Hosiery  and  Underw^ear 
CANADIAN  ■WHOLESALE  AGENTS  (HOSIERY): 

TORONTO:    Messrs.  C,  R.  COPPING  &  SON,  27  Melinda  St. 

U  MONTREAL:     Mr.  A.  B.  COUCH,  Frazer  Building, 

^  43  St.  Sacrament  Street. 
CANADIAN  WHOLESALE  AGENT  (Underwear)- 

MONTREAL:     Mr,  GEO.  H.  NAPIER,  417  Coristine  Bldg. m        Moi 

KEEP  WELL 
to  THE 
FRONT 

Please  mention  The  Review  to  'Advertisers  and  Their  Travelers 
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Featuring    Fall    Goods  in   a   Special   Announcement 
Importance  of  Giving  Customers  Special  Information  Regarding  New 
Goods  —  Special  Offer  Included  as  an  Inducement  to  Come  to  the  Store  — 
Advisability  of  Making  the  Advertisement  Attractive   with  Appropriate  Cuts 

THE  accompanying-  ilhistration  is  a  layout  of  an aJrertisemont  featuring  new  Fall  wods.  it  is 
advisable  to  let  customers  know  through  a 

special  annoimcement  that  new  season's  goods 
are  in  stock  an<l  not  simply  let  them  find  out  as  they 
Come  into  the  store. 

By  making  special  mention  of  now  goods,  people  who 
have  not  hitherto  entered  the  store  may  be  induced  to 
do  so  out  of  curiosity  to  see  new  styles  and  possibly 
make  some  purchases. 

This  advertisement  is  merely  a  suggestion,  the  mer- 
chant would  of  course  select  lines  he  considers  best 

worth  featuring  and  advertise  them.  Following  are  some 
suggestions  for  introductory  matter  in  the  various 
numbered  panels  : 

Panel  No.  1. — Special  Announcement  of  Fall  Cloth- 
ing— With  change  of  season  comes  the  demand  for  change 

of  clothing.  We  are  ready  with  a  full  list  of  Fall  cloth- 
ing needs,  some  of  which  we  have  advertised,  but  a  per- 

sonal inspection  is  necessary  to  gain  a  correct  idea  of 
the  extent  of  the  range  of  goods. 

This  matter  of  making  provision  for  your  wants  for 
the  new  season  is  not  by  any  means  a  simple  one,  but 
has  taken  careful  consideration  and  thought,  not  only  in 

regard  to  close  pricing,  but  in  procuring  proper  mater- 
ials and  garments  with  the  style  appreciated  by  particu- 

lar people.  Now  !  we  are  dealing  with  particular  people 
simply  because  we  anticipate  their  neods.  We  study  the 
trend  of  fashion  from  year  to  year,  we  buy  from  the 
best  markets  and  in  dealing  with  our  customers,  our 
endeavor  is  to  give  everyone  a  square  deal,  while  quality 
and  appearance  are  embodied  in  all  our  goods. 

Panel  No.  2. — Business  Men  Know  the  Value  of  Good 
Clothes — There  is  a  practical  reason  for  good  clothes. 
Keen  business  men  know  their  value,  they  realize  that 
appearance  counts  for  .something  in  business,  and  that 

good  clothing  gives  assurance.  Clothing  we  carry  is  dis- 
tinctive in  cut,  well  tailored  in  exclusive  designs  giving 

absolute  comfort.  We  don't  carry  freak  stuff,  but  we 
can  supply  you  with  something  exceptionally  smart. 
Fall  sacque  coats  are  made  with  two  or  three  buttons, 
round  and  square  corners  with  centre  vent  ;  with 
creased  seams  or  without,  but  falling  with  fullness  over 
hips.     Let  us  show  your  our  new  lines. 

Panel  No.  3.— The  Comfort  of  a  Sweater  Coat  for 

Men — We  are  anticipating  a  big  sweater  coat  trade  for 
Fall  and  so  have  made  provision  accordingly.  Nothing 
handier  or  more  comfortable  for  traveling  or  for  cool 

evenings  than  a  comfortable  sweater  coat.  Coats  stock- 
ed by  us  are  well  shaped,  thoroughly  well  made  and 

finished  neatly. 

Panel  No.  4. — Ladies'  Fall  Underwear. — We  are  ready 
to  supply  your  wants  in  Fall  underwear.  We  have  care- 

fully selected  lines  that  are  light  in  weig'ht,  but  are 
warm  and  comfortable,  with  soft  even  surface,  well  made 
and  perfef;t  fitting.  Some  of  the  highest  priced  lines  are 
exquisitely  trimmed  with  beautiful  embroidery  and  lace. 

Panel  No.  5. — Ladies'  Fall  Sweater  Coats  are  very 
Attractive. — Since  the  introduction  of  sweater  coats  for 

ladies'  w^ear,  they  have  undergone  many  improvements  in 
manufacture,  and  now  they  have  become  a  standard 

article  of  ladies'  attire.  This  season's  styles  are  along 
dres.sy  lines.  Some  of  the  ooats  are  extremely  attrac- 

tive, and  it  will  be  worth  your  while  to  pay  us  a  special 

vi.sit  to  look  through  our  new  .stock.  One  very  attrac- 
tive coat  is  in  white,  three-quarter  length,  loose  fitting 

and  bound  with  braid.  Another  in  Norfolk  style  is  in 
two-tone  effect,  a  delicate  shade  of  blue  with  a  contrast- 

ing shade  of  green.  These  are  only  two  out  of  a  large 
assortment  of  designs  and  colorings. 

Panel  No.  6.— Smart  Pall  Costumes.— Our  stock  of 
Fall  costumes  is  replete  with  all  the  smartest  and  most 
salable  styles  to  be  worn  for  Fall.  We  have  developed 
this  department  along  progressive  lines,  buying  the 
right  kind  of  goods,  keeping  stocks  fresh  by  clearing  out 
left  overs  at  the  end  of  the  season,  catering  to  our  cus- 

tomers' interests  by  keeping  only  expert  salespeople  cap- 
able of  offering  advice  and  by  doing  everything  in  our 

power  to  suit  our  customers'  wishes  in  every  detail.  We 
are  making  a  strong  display  of  one  piece  dressesi  in  clever 
effects.  Tailored  costumes  come  in  for  their  usual  share 
of  attention,  while  the  hobble  skirt  is  also  represented 
but  in  very  modified  form,  rendering  it  practical  and 

graceful. Panel  No.  7.— A  Snap  in  Lace  Curtains.— As  we  have 
some  broken  lines  left  over,  odd  pairs  and  sets,  we  have 

decided  to  make  a  quick  clearance.  Among  the  collec- 
tion are  Nottingham  lace  curtains.  Point  Veoise  and  a 

few  odd  pairs  of  Connemara  handmade  curtains.  This 
is  a  most  unusual  chance  and  one  that  customers  should 
take  full  advantage  of. 

Panel  No.  8.— Comfortable  Half  Hose  that  Wear 
Well.— Half  hose  made  from  soft  pliable  yarn,  giving 
perfect  ease  and  made  with  double  heel  and  toe,  thus 
strengthening  the  parts  where  tlie  strain  is  greatest.  In 
plain  colors  and  with  neat  patterns  in  embroidery  and 
side  clox. 

HCCLete  nr  id.  IttMj 
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THIS  IS  THE 

'ZIMMERKNIT" 
TRADE  MARK 

Y 

ZIMMERKNIT 

Interlock  Velvet  Rib 
This  is  a  new  thing  in  the  Canadian  Underwear 

trade,  produced  exclusively  by  this  company.  The 

fabric  is  a  beautiful  soft  rib,  very  elastic,  with  a 

fine  smooth  surface  like  Balbriggan.  These  gar- 

ments have  unusually  good  wearing  qualities  and  are 

especially  suitable  for  combinations.  None  genuine 

without  this  label :  "  Interlock  Velvet  Rib."  Patented 
February  16th,  1909. 

Porous- Knit 
We  control  the  porous-knit  fabrics  as  shown  in 
our  large  range.  There  is  a  phenomenal  demand 
for  these  hot  weather  c^rments. 

Balbriggans 

Silkette — Lisle 
COLORS : 

Egyptian  White  Pink  Blue 

Grey  Helio  Salmon       Black 

GUARANTEED  FAST. 

The  Zimmerknit  Range  also  includes  Plain  and  Fancy  Bal- 

briggans in  all  styles  and  colors ;  Lisle  Threads  and  Outing 

Garments.     Sold  by  all  wholesale  houses. 

Zimmerman  Manufacturing  Company,  Limited 
Hamilton  Ontario 

Please  mention  The  Review  to  Advertisers  and  Their    Travelers 
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-ARE  YOU  SATISFIED? 

tliat  you  are  gettiiii;^  tlie  best  possible 
value  in  hosiery  and  mitts.  Vou  will 

be  if  you  are  handlinj;-  our  line.  The 
very  best  of  quality,  in  material,  make 
and  finish  distingfuish  everv  article  of 

MAPLE 

HOSIERY 
MARK 

MADE  BV 

■••HtSOOERlCH  KMITTING  CO 

LEAF 

&  MITTS 

We  make  a  point  of  policy  to  be  very 

careful  and  prompt  in  fillings  orders. 

Try  us  with  your  Sorting  Orders  for 
Fali  Delivery. 

Goderich  Knitting  Co. 
LIMITED 

Goderich  ::  ::  Ontario 
SELING  AGENTS  . 

J.  E.  McClung.  Toronto,  for  Ontario. 
Fred  S.  White.  St.  Stephen.  N.B..  for  Maritime. 
Gerhardl.  Hanley.  McKay  Co..  Ltd..  Winnipeg.  Man.,  for  West. 
A.  L.  Gilpin.  Montreal.  Que.,  (or  Quebec. 

See  this  attractive 

This  is  a  design  that  certainly  does 

"  Stick  out  from  the  crowd."     It  is  the 

BEAVER    BRAND 
Registered  Cap 

It  is  made  up  in  all  the  popular  solid 
colors  and  combinations,  and  our  close 

price  enables  you  to  sell  it  at  an  ex- 
cellent profit. 

We  are  adepts  at  filling  orders  quickly.     Try  us. 

R.  M.  Ballantyne,  Limited 
STRATFORD  ONTARIO 

I'aiiol  No.  !).  Suitable  Kill  (iloves  for  Men.— Let  us 
liolp  you  to  select  your  Fall  gloves  as  we  are  in  a  pecu- 
liarily  s-ood  position  to  do  so,  having  included  in  our 
stock  all  the  best  makes  on  the  market.  We  are  making 
a  strong  display  of  cape  gloves,  these  possessing  all  the 
(lualities  of  comfort  and  hard  wear,  well  put  together 
and  with  strongly  sewn  outseams.  We  have  also  all 
sizes  in  chamois  gloves,  those  are  very  dressy  and  com- 

fortable, and  are  expected  to  be  in  vogue  this  Fall. 
Panel  No.  10.— Fancy  Knitted  Vests.— For  this  part 

of  a  man's  wardrobe  we  offer  a  very  desirable  selection 
in  neat  black  and  white  effects,  mostly  narrow  stripes. 
These  vests  will  go  with  almost  any  combination  of 
coloring  in  suit  and  cravat  and  carry  with  them  an  air 
of  refinement  that  will  appeal  to  the  most  refined  taste. 

Panel  No.  11.— Ladies'  Hosiery  for  the  Coming 
Season.— Your  comfort  for  the  day  depends  to  a  great 
extent  on  your  footwear,  not  only  on  the  class  of  shoes 
worn,  but  also  on  the  kind  of  hosiery. 

There's  foot  comfort  in  every  pair  of  hosiery  in  our 
stock,  whether  plain  black  or  colored,  or  with  embroid- 

ery. Hosiery  experts  will  attend  to  your  wants,  and 
help  you  to  choose  suitably. 

Panel  No.  12. — Our  Housefurnishing  Department.— 
Now  that  holidays  are  over  and  most  people  are  settled 
in  their  homes  for  Fall  and  Winter,  new  house  furnish- 

ings occupy  the  attention  of  many. 
There  is  a  strong  feeling  for  color  scheme  for  rooms 

and  we  are  prepared  to  suggest  a  suitable  color  scheme 
for  any  room  and  supply  suitable  furnishings.  Our  stock 
of  curtains,  curtain  materials,  furniture  coverings,  rugs 
and  wall  paper  is  complete  and  includes  all  the  latest 
ideas  in  patterns  and  colorings.  We  will  be  pleased  to 

furnish  an  estimate  for  any  room  on  recei'pt  of  a  post- 
card or  of  a  personal  visit. 

Panel  No.  13.— Boys''  Suits  That  Wesr  Like  Leather- 
Recognizing  that  most  healthy  boys  are  hard  on  their 
clothes,  we  have  secured  a  line  of  serge  and  tweed  suits 
for  Fall  that  will  stand  any  amount  of  hard  usuagc. 
The  manly  boy  will  appreciate  the  styles.  The  coats 

are  made  on  the  lines  of  mens',  in  style  of  shoulder  and 
general   appearance. 

Double  breasted  coats  and  loose  bloomer  pants  will 
be  popular.  These  suits  combine  dressy  appearance  and 
utility  and  should  commend  themselves  to  parents  as 
well   as'  the  boys. 

Panel  No.  14. — Ladies'  Gloves  to  Fit,  Wear,  and 
Tjook  Well. — Our  gloves  fit  well  because  they  are  perfectly 
cut  and  well  put  together.  They  wear  well  because  the 
best  parts  of  the  skins  are  put  into  them  and  they  look 

well  because  they  are  well  finishes!  both  as  regards  ma- 
terial and  stitching.  In  a  word,  gloves  for  the  particu- 

lai"  woman. 

Panel  No.  15.— Men  !  Time  to  Think  of  Fall  T^nder- 

wear. — It's  beginning  to  get  chilly,  evenings  are  cooler 

and  in  daytime  too  there's  a  difference.  Time  to  leave 
off  summer  weight  and  cliange  to  something  warmer. 
Tn  considering  yoii  we  are  looking  to  our  best  interests 

;'nd  so  we  don't  buy  haphazard.  The  qualities  we  insist 
that  our  underwear  must  possess  are  fineness  of  texture, 

minimum  weight  with  maximum  warmth,  non-irritating 
(|ualities  and  perfect  fit,   especially  in  union  suits. 

Panel  No.  16.— Your  Fall  Overcoat.— Whether  you 
desire  the  very  latest  design  or  are  conservative  and  will 

wear  only  a  dark  grey  or  black  overcoat,  we'Te  ready  to 
fill  your  requirements.  Overcoats  for  Fall  will  not  be 
extreme  in  style,  some  conform  naturally  to  the  figure 
with  shoulders  of  natural  size,  others  are  made  with 
loose  box  back,  all  are  smart  in  appearance. 

Tjight  grey  and  fawn  shades  figure  largely  in  the showing. 



Dry  Goods  Review.  KNITTED    GOODS  iiS 

If  it's Knitted  Woollen  Goods 
you  are  after 

and  Want  Them  by  Return  Express 

G-A-U-L-T 
Spells  the  house  that  can  help  your  department's 
profits  by  prompt  delivery  and  saleable  goods. 
Ours  is  the  LARGEST  and  BEST  ASSORTED  stock 

in  the  trade  of  all  kinds  of  knitted  goods,  SHAWLS, 
CLOUDS,  MITTENS,  BOOTEES,  TUQUES, 
HOCKEY  CAPS. 

REGARDING  GOLFERS 
AND  SWEATER  COATS 

We  have  given  those  customers  who  were  fortunate 

enough  to  place  with  us 

Al  DELIVERY 

in  Children's,  Misses',  Ladies',  all  lengths  and  colors. 

UNBEATABLE  VALUES 

We  can  promise  fair  delivery  (if  not  by  return)  of 
some  700  to  900  dozen,  balance  of  order,  after  which 
we  will  accept  no  orders  for  this  season. 

The  Gault  Brothers  Co.,  Limited 
Montreal 

F lease  mention  The  Review  to  Advertisers  and  Thetr  Travelers. 
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Dry  Goods  Rez'iezv. 

The  extensive  recent  additions  and  altera 

tions  to  our  mills  are  practical  evidence  that 
our    products  are  more  than  meeting  the 

requirements  of  your  best-class  trade. 

PRINCESS"  UNDERWEAR 
has  made  a  whole  host  of  friends  on  account 

of  its  comfort  in  wear,  perfect  fit  and  finish, 
even    texture,    durability   and    softness    to 
the  skin. 

Ask  your  Jobber  for  this  favorite  brand 
and  refuse  substitutes. 

You'll  find  it  a  winner  every  time. 

Princess 

Underwear 
Limited 

80  Park  St.  North 

Hamilton 

Three  Real  Reasons 
why  you  should  stock  and  feature 

CEETEE  UNDERWEAR 
1.  Every  garment  is  made  just  a- 

carefully  and  well  as  underwear  can  be 
made. 

2.  "Ceetee"  is  half  sold  before  you 
buy  it,  because  the  demand  has  been  created 

by  our  extensive  national  advertising 
campaign. 

3.  'We  stand  behind  every  "Ceetee" 
garment  with  our  positive  guarantee  of 

perfect  make  and  absolute  unshrinkability. 

Isn't  it  worth  your  while  to  feature 
"Ceetee"  Brand  ? 

Get  samples  and  decide  NOW 

The  C.  TURNBULL  GO,  OF  6ALT 
LIMITED 

CALT  ONTARia 

This  Trade  Mark 

protects  you! 
You  can  be  certain  of 

satisfying  your  particular 
customer  and    of   adding  to 

your    own    profit     if    you    are featuring 

Waterhouse   Underwear 
Every  garment  is  made  solely  from 
the  best  procurable  yarns  and  is 
finished  in  a  w^ay  that  invariably 

pleases. 
Waterhouse  products  are  sold  and 
recommended  by  the  leading 
houses. 

Ask  your  jobber  for  samples. 

Guaranteed  UNSHRINKABLE. 

Tlios.  Waterhouse  &  Co.,  Ltd 
INGERSOLL,  ONT. J 

Please  mention  The  Review  to  Advertisers  and  Their     Travelers 
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Good  Will 

Sprouts 
into  Money 

So  it  is  the  best  of  business 

policy  to  specialize  on  lines 
that  earn  the  good  will  of 

your  customers. 

In  earning  good-will  for  your  underwear  department 
you  will  find  no  line  quite  so  effective  as 

6"S
 

UNDERWEAR 

for  Men,  Women 
and  Children 

An  examination  of  the  Peerless  samples  for  Spring,  1911,  now  being 
shown  by  our  travelers  will  convince  you.     Be  sure  that  you  see  them. 

THE  PEERLESS  SELLING  REPRESENTATIVES 

ONTARIO   
BRITISH  COLUMBIA 

QUEBEC    
MARITIME  PROVINCES       - 
MANITOBA  AND  THE  NORTH-WEST 

C.  &  A.  G.  CUrke,  Empire  Bnilding,  WeUingrton  St.  W.,  Toronto 
Geo.  A.  Campbell  &  Co.,  Mercantile  Block,  Vancouver,  B.C. 

Erne*t  Hamel,  115  St.  Joseph  St.,  Quebec,  Que. 
G.  A.  WoodiU,  20  and  21  Roy  Bldg.,  Halifax,  N.S. 

Western  Fabric  Co.,  63  Albert  St.,  WinnipeK 

Peerless  Underwear  Co.,  Limited 
Hamilton Ontario 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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We  Half  Sell  the 

BRADLEY  MUFFLER 
for  You,  Before  You  Buy  it! 

WHY  ?  Because  our  extensive  consumer 

advertising  campaign  in  all  the  leading 
American  Journals  is  creating  a  demand  for 
the  BRADLEY  which  cannot  fail  to  influence 

the  trade  to  the  Dry  Goods  Store  featuring 
this  muffler.     The 

BRADLEY 
FULL-FASHIONED 

MUFFLER 
is   the   only   muffler   with   the   V   neck — the   part   that  fits  —and    any 
infringement  of  our  patents  will  be  severely  dealt  with. 

We  protect  the  dealer  by  fixing  50  cents  as  the  lowest  price 

af  which  the  "Bradley"  can  be  sold,  so  that  the  small  dealer 
has  the   same   chance    of  profit-making  as   the  big  man. 

Make  a  point  of  featuring  the  genu- 
ine BRADLEY  Full -Fashioned 

MUFFLER.     It  pays  best. 

Monarch  Knitting  Co.,  Limited 
DUNNVILLE,    ST.  CATHARINES,  ONT. 

BUFFALO,  U.S.A. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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YOU  CAN  APPEAL  IRRESISTIBLY  TO  YOUR  PARTICULAR  BUYER 
IF  YOU  ARE  FEATURING 

f^ 

t.  6eor$ 
Every  garment  bearing  the  St,  George  Brand  label  is  perfectly  made  from  pure 
woollen  yarns,  and  beautifully  finished.  You  can  make  no  error  of  business 
judgment  when  you  are  featuring  St.  George  Brand  Underwear  ;  it  is  unshrinkable 
and  perfect  fitting. 

Schofield  Woollen  Co.,  Ltd.,  Oshawa,  Ont 

Your  1911  Summer  Trade! 
Before  placing  your  orders  for 
next  season's  trade,  be  sure  and 
inspect  the  famous  line  of 

OXFORD 
Summer  Underwear 
Our    specialties    for    ladies  are  : 

Swiss  Ribbed  Vests  and 
Combinations, "Ilet"  or  Birdseye, 

being  an  elastic,  porous  g^arniont. 
"Interlocked"  Velvet  Knit 

Patented  Feb.   i6th,  1909. 

Our  specialties  for  men  are  : 

Either  Combinations  or  Two- 
Piece  Suits 

in  balbrijjg'ans  in  ecru,  white, 
salmon,  and  blue.  Made  of  the 
most  perfect  yarns,  spun  on  the 
verj'  latest  improved  cotton- 
spinning  machinery. 

Drop  us  a  card  if  our  traveller  doesn't call  on  you  in  plenty  of  time. 

The  Oxford  Knitting  Co., 
WOODSTOCK,  ONT. 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Swing  Into  Line  and 
Get  Your  Share  of 

Pen-Angle 

Hosiery  Profits. 

■:sit;. Please  mention  The  Revieiv  to  Advertisers  and  Theif       Travelers. 
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UNDERWEAR? 
Yes!    I  Want 

TIGER   BRAND 

WITH  such  an  imperative  request  for 
Tiger  Brand— there  MUST  be  a 

REASON,  for  every  9  people  out  of  10 

cominK  into  your  store  with  their  minds 

firmly  set  on  Tiger  Brand. 

Superiority— that's  the  reason. 
Superior  goods  naturally  sell  quickly— 

there's  going  to  be  a  bigger  demand  for 
Tiger  Brand  Underwear  this  Fall  than  ever 
before  and  that  means  YOU  must  have 

a  bisger  stock  than  ever  to  supply  the 

demand.  Moral — order  now— just  double 
your  last  order. 

Gait  Knitting  Co.,  Ltd. 
GALT,  ONTARIO 

Greenshields 
Limited 

Montreal 

HEALTH  BRAND 
UNDERWEAR 
Our  Salesmen  are  now  showing 

samples  of  Health  Brand  Under- 
wear, We  guarantee  the  sizes 

to  be  correct  in  every  number. 

Your  orders  will  be  filled 
promptly. 

It^  Up  To  You 

ji^Y^     ̂ ^-   •^■'y  Goods  Man,    to bring    the    proht   results 

,  from  your  Knit  Goods  in 

/  line  with  your  other  de- 
partments, and  the  sure  way 

of    doing    this    is    to    handle 

Dominion  Brand 
KNIT  GOODS 

a  line  as   good   as 

the  best  and  as  rea- 
sonable in  price  as 

goods    of    inferior 
make. 

The  "  Dominion  "  range  is 

complete,  including: — ■ 
L  a  d  i  e  s',     Misses'    and 

C  h  il  dr  e  n's 
U  n  derwear, 
Ribbed    and 

Plain     Hosi- 
ery,   Socks, 

Mittens,  To- 

ques,   Over- hose,      Golf- 
ers, Coat-Sweaters,  etc. 

Write  for  Samples  and  Prices. 

A.  BURRin  &  CO.,  "'^o'n^ 

Please  mention  The  Review  to 

THE  HALL-MARK  OF  Regristered  No.  262,005 

Maximum  Comfort  and  Durability 
at  IMinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 

PLE, and  starting  with  TWO  THREADS 

in   the    TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 

THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most  needed 

IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 

Perfect  In  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be   had    from  any  of   the     Leading 
Wholesale  Dry  Goods  Houses 

Advertisers  and  Their  Travelers. 



Loose-Leaf  Books  as  Time  Savers  in  the  Business  Office 
Advantages  Over  Bound  Books  —  Disadvantages  of  the  Card  Ledger —Most 
Important  Feature  is  Possibility  of  Transposing  Certain  Sheets  —  Good 
and    Bad    Binders. 

For   The   Review   by   Howard   R.    'Wellington. 

IT  is  a  well  recognized  fact  that  the  bound  book  is 
now  a  record  of  the  past,  only  the  very  conservative 

houises  still  maintaining-  a  record  of  this  nature.  We 
ibelieve  we  are  safe  in  saying  that  there  is  no  place 

to-day  where  a  bound  book  can  be  used  which  cannot  be 
Ibetter  filled  by  the  use  of  a  loose  leaf  book  of  modern 

type.  Strictly  speaking,  there  is  actually  no  difference 
between  a  loose-leaf  and  a  bound  book.  Bind  the  loose 

sheets  in  a  binder  and  lose  the  key — you  then  have  a 

bound  book.  Having-  disposed  of  the  key,  it  would  be 
necessary  to  tear  the  sheets  out  in  order  to  remove  them, 
and  this  can  be  done  with  any  bound  book. 

Advantages  over  a  Bound  Book. 

A  loose  leaf  book  may  be  used  in  the  same  way  as  a 
bound  book  and  the  same  things  may  be  done  with  it  as 
with  a  bound  book,  but  in  addition,  there  are  a  hundred 
and  one  other  things  which  may  be  done  which  it  is 
impossible  to  do  with  the  bound  book. 

One  Objection  Over-ruled. 
But  one  objection  has  been  raised  to  the  loose-leaf 

system,  especially  the  ledger,  and  that  is  the  possibility 
of  the  sheets  becoming  lost  or  misplaced.  This  is  quite 
possible,  but  similarly  you  could  lose  five  and  ten  dollar 
bills  from  your  cash  drawer,  as  we  do  not  consider  it 

necessary  to  bind  these.  With  ordinary  care  it  is  im- 
possible tO'  misplace  or  lose  a  ledger  sheet.  The  term 

"loose-leaf  system"  applies  to  the  binding  only  as  there 
is  really  no  such  thing  as  a  loose-leaf  system,  but  it 
simply  means  that  the  sheets  may  be  removed  and  inserted 
at  the  will  of  the  bookkeeper.  The  ledger  is  virtually  a 

bound  book  except  to  the  person  who'  has  the  key. 

Transposing  Sheets. 

Probably  the  most  important  feature  in  a  loose-leaf 
ledger  is  the  advantage  gained  by  the  transposing  of 
certain  sheets,  thus  having  at  all  times  a  ledger  which 
is  coiTectly  divided  or  apportioned.  For  instance  in  a 
bound  book,  when  commencing  a  set  of  books  it  is 
necessary  to  lay  out  a  plan  roughly  as  to  the  division  of 

the  ledger  into  such  accounts  as  sales,  purchases,  imper- 
sonal accounts,  etc.,  and  very  often  one  of  these  sections 

overlaps  the  other  so  as  to  mix  the  accounts,  rendering 
it  necessary  to  continue  with  this  incorrectly  divided 
book  or  open  a  new  ledger,  the  latter  being  an  unusually 
heavy  task  as  any  bookkeeper  will  admit.  With  the 

loose-leaf  book,  there  never  need  be  a  transfer  of  records 
from  place  to  place  when  the  space  set  apart  is  used  up. 

Opening  a  New  Ledger. 

Once  the  initial  expense  is  made,  the  loose  leaf  ledger 
will  prove  to  be  less  expensive,  as  a  bookkeeper  never  has 
to  open  a  new  ledger,  simply  inserting  new  sheets  as 
required  and  filing  the  old  sheets  in  the  same  order  in  a 
transfer  binder ;  in  other  words,  the  ledger  is  perpetual. 

Then  again,  a  ledger  keeper  becomes  familiar  with 
the  location  of  each  account  in  the  ledger  and  a  vast 

amount  of  time  is  saved  in  posting,  as  each  account  re- 
mains permanently  in  the  same  place. 

Other  Uses. 

Loose-leaf  records  should  be  used  wherevver  it  is  de- 
sirable to  preserve  any  information  for  future  reference, 

such  as  prices,  quotations,  due  dates  of  drafts  and  notes, 
appointments,  etc.  Especially  for  temporary  uses  is  the 
loose-leaf  valuable,  as  the  records  when  of  no  further 
use,  may  be  taken  out  and  more  recent  information  of 
value,  inserted  without  affecting  the  book  in  any  way. 

The  Binder. 

There  are  hundreds  of  binders  for  loose  sheets  on  the 

market  to-day,  some  good,  some  hardly  worth  the  name. 
In  purchasing  a  binder  we  should  be  certain  that  it  will 
hold  the  sheets  in  such  a  way  as  to  be  permanent  until 
the  key  unlocks  the  binding  device.  There  must  be  no 
possibility  of  the  loss  of  a  sheet  through  not  being  bound 
securely.  The  binder  should  be  securely  locked  so  that 

only  the  person  in  charge  can  opei-ate  it.  This  is  just  as 
important  as  the  locking  up  of  cash  and  if  regarded  as 
such,  there  will  be  no  trouble  with  the  loose  leaf  ledger. 

Another  feature  to  be  remembered  in  purchasing  a 

ibinder  is  that  the  sheet,  when  once  the  binder  is  unlocked, 
shall  be  easily  detached  or  inserted,  as  some  of  the  devices 
in  use  are  very  cumbersome  in  this  respect. 

The  sheets  should  present  a  perfectly  flat  surface  when 

properly  secured,  such  as  the  sheets  of  a  high-grade  bound 
book,  the  latter  being  the  most  expensive  bound  book  on 
the  market. 

Changing  from  Bound  Book  to  Loose  Leaf. 

In  making  a  change  from  a  bound  book  system  to  a 

loose-leaf  system  it  is  well  to  adopt  only  one  book  at  a 

time  so  as  not  to  upset  the  work  in  any  way.  The  change 

may  be  brought  about  so  gradually  in  this  way,  that  it 

will  not  affect  the  work  of  the  office  in  any  way,  and,  be- 

sides if  there  is  any  doubt  about  the  advantages  of  the 

loose-leaf  system,  it  can  be  easily  demonstrated  that  there 

are  a  great  many  points  in  its  favor. 

Use  of  the  Carbon  Sheet. 

We  advocate  strongly  the  use  of  the  eai-bon  sheet 

where  possible,  especially  in  the  invvoice  department — 

There  are  a  hundred  and  one  different  ways  of  invoicing 

goods  but  no  record  is  better  than  a  carbon  copy  showing 

exactly  what  was  sent  the  customer.  The  use  of  a  type- 
writer even  in  small  stores  will  save  a  vast  amount  of 

time  besides  producing  a  much  more  satisfactory  result. 

Value  of  Loose  Leaf  over  Cards. 

A  loose  leaf  or  a  card  must  be  accessible,  and  once  a 

drawer  containing  cards  is  locked  for  the  purpose  of  se- 

curing the  cards  against  being  misplaced,  it  is  impossible 
to  use  the  cards  for  reference. 

It  is  inconvenient  to  read  the  contents  of  a  card  unless 

taken  from  the  drawer — it  is  inconvenient  even  to  ad- 

dress the  names  for  mailing-  purposes;  in  order  to  make 

a  memo  or  post  an  item  it  is  absolutely  necessary  to  re- 

move cai'd  from  drawer.  When  replacing  the  card  it  is 

quite  easy  to  misplace  it,  causing  no  end  of  trouble,  as  n 

misplaced  card  is  of  very  little  use  until  located. 
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It's  Growing  Late,"  but — 
THE 

"WATSON- FOSTER" Line  of 

WALL  PAPERS 
for 

1911 
is 

STILL  COMPLETE  and  will  surely  be 
presented  to  those  who  expect  to  see 
it  and  to  those  who  might  wish  to  see 

A  COMPLETE  LINE 
including  everything  necessary  for 

practical  purposes  with  many  exceed- 
ingly attractive  modern  effects  priced 

with  a  view  to  YOUR  profit. 

Write  us  and  we  will  send  a  representative 
without  any  obligation  on  your  part  to  buy. 

The  WATSON -FOSTER  CO, LIMITED 

MONTREAL 

l-^ieuic  mention  I  he  Keview  to  Advertisers  and  Their   I'ravelers 



Furnishings  and  Decorations  for  the  Home 
Placing  Orders  for  Spring  are  Coming  in  Freely  —  With  Advancing  Prices 

Some  Merchants  are  Taking  Very  Conservative  Course  —  Browns  and 

Tans    Very    Popular    in    Carpets  —  Unique    Designs    in    Linoleum. 

^ir^RAVELERS  have  been  on  the  road  now  for  sev- 
|l         eral  weeks  with  carpet  samples.    Placing  orders 
B         have    been     coming      in    freely   and  indications 

point  to  excellent  Spring  business.  Some  houses 
report  a  good  Fall  sorting  trade  while  with  others  again 
it  is  rather  slow.    It  is  a  trifle  early  yet,  however,    for 
the  volume  of  sorting  business  to  be  properly  estimated. 

In  regard  to  placing  business  one  buyer  states  that 
it  is  m  some  cases  difficult  to  do  business,  as,  when 
higher  prices  are  quoted,  merchants  are  inclined  to  hold 
off. 

There  would  appear  to  be  little  advantage  in  hold- 
ing off  but,  possibly,  just  the  reverse.    It  has  been  said 

that  all  merchants  who  are  looking  to  their  best  inter- 
ests will  buy  early.  For  this  reason,  Canadian  and  Old 

Country  manufacturers  are  extremely  busy  and  deliveries 

on  wholesale  repeats  are  going  to  be  slow  so  that  mer- 
chants who  hold  off,  run  the  risk  of  waiting  for  their 

goods.  Wholesalers  have  speculated  in  larger  purchases 
owing  to  the  probability  of  slow  deliveries. 

Regarding  prices,  no  further  changes  have  been  re- 
ported since  July. 

Browns  and  tans  are  very  strong  shades  at  present. 
In  nearly  all  of  the  retail  departments  these  colors  are 

selling  in  piece  goods  in  dainty,  neat  effects,  as  -well  as 
in  squares. 

Murr:iy-Kay  dining  room  in  Jacobean 

style.  V/aUs  in  bro\vn  and  old  gold. 

Hand-tufted  Donegal]  rug. 

Murray-Kay  drawing  room,  \vith  \valls 

paneled  in  rose  silk  damask,  draperies 

in  rose  silk  repp.  Furniture  of  French 

walnut. 
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BUY  1911 

WALL-PAPER 

IMPORTANT— 
A  bigger  business  in  your 
Wall  Paper  Department 
next  season. 

MORE  IMPORTANT 

A  bigger  profit  from  that 
business. 

MOST  IMPORTANT 
of  all 

The  building  of  your 

reputation  for  selling  the 
best  Wall  Paper  which 
will  affect  not  a  single 
season  only,  but  many 
seasons  to  come. 

Staunton  Wall  Papers  are  so  attractive 

that  they  SELL  FASTER  THAN 

ALL  OTHERS  and  command  top- 
notch  prices,  and  besides  they  give 

enduring  satisfaction.  Their  price  to 

you  is  lower  than   other  makes. 

Make  up  your  mind  to 
sell  STAUNTON  WALL 

PAPERS  for  1 911  and 
look  for  the  best  season 

you  ever  had.  If  you 
have  not  seen  our  line 
write  us. 

Stauntons  Limited 
941  Yon^e  Street,  Toronto 

Linoleums  and  Oilcloths. 

Comlitioiis  in  the  floor  oik-loth  and  lino'icuin  trade 

do  not  seem  to  become  more  settled.  On  top  nt'  the 
advance  at  the  end  of  Auj^ust  it  is  thought  that  Ihere 

is  a  likelihood  of  another  advance  ;  raw  material  is  liif;-h 
and  some  factories  have  difficulty  in  getting  supplies. 

Canadian  flaxseed  is  selling  at  a  dollar  a  bu.shcl 
higher  than  last  year  and  linseed  oil  in  the  old  country 
has  advanced  to  five  pounds  a  ton. 

It  isi  seldom  that  anything  in  the  nature  of  a  novelty 
is  st)en  in  linoleums,  but  among  some  advance  samples 
of  goods  received,  there  is  the  Imperial  design  made  in 
anticipation  of  the  coronation  next  year.  The  British 
Isles  and  the  colonies  are  represented  in  the  design.  A 
crown  surrounded  by  a  wreath  of  oak  and  myrtle  leaves 

represents  Great  Britain.  England  is  individually  repre- 
sented by  the  rose  ;  Scotland  by  the  thistle,  Wales  by 

the  leek,  Ireland  by  shamrocks,  Canada  by  the  maple 
leaf,  Australia  by  a  kangaroo,  India  by  an  elephant  and 
South  Africa  by  an  ostrich.  This  is  a  Scotch  linoleum, 
made  in  medium  quality,  in  light  and  dark  green 
grounds.  Other  samples  show  block,  floral  and  matting 
designs. 

V 

Better  Wall  Papers  in  Demand. 

Retailers  report  a  demand  for  better  papers,  and  in 
the  last  few  weeks  good  qualities  have  been  selling. 

Cut-out  decorations  in  wall  paper  will  be  popular  for 
Fall  and  next  year  with  the  side  wall  plain  as  a  back- 

ground for  the  decorative  treatment. 

Linoleum    designed    to    be    commemorative    of    the    Coronation. 
All    constituents   of    the    Empire    are     represented    by    emblem. 

Shown   by   Fife   Linoleum   Co..  Toronto. 

Chintz  and  cretonnes  are  made  to  match  for  cur- 
tains, couch  covers,  etc.,  so  that  it  is  always  possible 

to  produce  harmony  of  coloring  and  design  in  the  treat- 
ment of  a  room. 

The  new  house  furnishing  season  is  at  hand  and  Fall 

openings  will  in  a  day  or  two  be  the  means  of  featur- 
ing all  the  latest  and  most  desirable  in  furnishings  for 

the  home. 



DRY     GOODS     REVIEW 

12/ 

THE  QUEBEC  WILTON 

An  All-worsted  Rug— Popular  in  Style  and  Price 

"The  Quebec  Wilton"  may  be  put  down  as  one  of 
the  most  popular  rugs  manufactured.  This  is  a  safe 

line    for    any  house   selling  home-furnishings    to  carry. 

We  warrant 

the  "  Quebec 

Wilton''  to 
give  the  best 

service  of  any 

worsted  rug 

in  its  grade 

on  the  marl^et. 

The  "  Quebec 

Wilton'  is complete  with 
every  style 

that  is  called 

for  by  the 
Canadian 

trade. 

QUEBEC   WILTON  WORSTED  RUG 

Made  in   Canada 

The  Quebec  Wilton  Quality  Rug  is  made  in  all  sizes, 

making  it  possible  for  the  dealer  to  meet  any  call. 

The  whole  range  is  very  strong,  emphasizing  the 

statement  that  this  Rug  is  a  ready  seller  everywhere. 

Shipments  can  be  promptly  made. 

The  Toronto  Carpet  Manufaduring  Company,  Limited 
TORONTO,  CANADA 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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This  is  not  an  idle  boast — it  is  a  truthful  assertion  based  on  the  knowledge  of  our  goods,  prices 
and  methods  and  what  they  have  accomplished  for  Retail  Dry  Goods  Merchants. 

We  neither  make  nor  sell  goods  of  a  "trashy"  nature.    Our  business  is  the  manufacture  and 
importation  of  goods  that  are  sound  in  quality,  attractive  in  finish  and  graded  to  meet  all  demands. 

Our  prices  are  such  as  to  leave  you  a  generous  margin  of  profit. 

Window  Shades,  Curtain  Poles,  Draperies, 
Bobbinet  Curtains,  Silks,  Burlaps,  Plushes, 
Lace  Door  Panels,  Velours,  Wall  Coverings, 

Furniture  Coverings,Tapestry  Curtains, 
Lace     Curtains,     Chenille    Curtains, 

Table  Covers, 

Upholstery    Supplies    and    HardAvare. 

Many  of  the  above  are  from  our  own  looms. 

Write  for  otir  Catalogs  and  Color  Books. 

Mail    Orders    Promptly    Filled. 

Geo.  H.  Hees  &  Son  Co.,  Limited 
Cor.  Peter  and  Recollet  Sts., 

MONTREAL 52  Bay  St.,  TORONTO 
Please  mention   The  Reviezc  to  Advertisers  and  Their  Travelers. 
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Two  Notable  Rooms. 

lli-ads  oi  housiMuriiishiii!;  (iopartiiuMits  who  frcqueiilh 
have  to  ligurc  out  room  treatnients  will  bo  in  teres  ted  in 

the  two  Murray-Kay  rooms,  illustrated  here,  which  wore 
shown  at  the  National  Exhibition  in  Toronto. 

The  dining  room  was  in  Jacobean  style,  with  oak  fur- 
niture and  handtufted  Donegal  rug.  The  walls  were  panel- 

led with  tapestry  in  shades  of  brown  and  old  gold,  while 
the  window  curtains  and  portieres  were  made  of  gold 
craguele,  trimmed  with  handsome  leather  galoon  in  fruit 

pattern. 
In  the  drawing  room,  the  floor  covering  was  a  Suther- 

land and  Caithness  hand-tufied  rug  in  shades  of  old-rose 
with  illuminated  border.  The  walls  were  panelled  with 
rose  silk  damask  and  the  window  drapery  and  door  por- 

tieres were  in  rose  silk  rep,  trimmed  with  galoons  and 
fringes  of  lighter  shade.  The  furniture  was  a  special  im- 

ported set  of  French  walnut  covered  with  broche.  The 
scheme  of  the  whole  room  was  carried  out  in  Louis  XV 
period  furnishings. 

All  of  the  numerous  tribes  whieh  make  up  the  mil- 
lions of  population  of  Turkestan  manufacture  rugs.  They 

have  had  no  other  way  of  disposing  of  the  wool  from 
their  flocks,  and  their  products  are  known  to  the  market 

by  various  names — ^generally  those  of  the  principal  citie.s 
of  Turkestan.  Like  the  Panama  hat,  a  rug  is  called  af- 

ter the  place  where  it  is  sold  rather  than  after  the  place 
where  it  is  made.  Xo  hat  was  ever  made  in  Panama, 

but  that  city  has  always  been  the  market  for  the  pro- 
duct of  Ecuador,  Peru  and  the  towns  along  the  coast  of 

southern  Colombia. 

In  lace  curtains,  ecru  is  said  to  be  selling  freely,  ow- 
ing probably  to  the  desire  for  harmony  with  browns  and 

tans,   which  are  wanted  shades  in  carpets. 

An  Important  Question. 
A  woman  reader  of  the  Owen  Sound  Sun  writes  to 

that  paper  asking  why  it  is  that  local  merchants  do  not 
adopt  the  same  advertising  tactics  as  the  large  mail 
order  houses.  She  states  :"A  woman  does  not  like  to 
be  thought  a  shopping  Hond.  She  does  not  like  to  go 
through  all  the  local  shops,  jiave  all  the  goods  examined 
and  priced,  then  be  obliged  to  go  away  without  buying, 
when  she  finds  the  article  is  sold  at  a  price  she  cannot 

afford  to  pay.  So  she  hunts  up  an  Eaton  or  Simpson 
catalogue  or  an  ad.  in  a  daily  paper  and  finds  there  the 
information  she  wants,  sends  her  cash  in  advance  and 

buys,  often  to  learn  she  could  have  done  just  as  well  at 

McKay's,  Dunbar  &  Chester's.  Lee's,  Ryan's  and  Wolfe's, 
or  could  have  got  a  prettier  and  more  becoming  hat  at 

Wilcox's  or  at  McDonald's  or  Sudden ''s,  and  for  a  great 
deal  less  money.  Now,  Mr.  Editor,  what  are  our  town 
papers  for  ?  Ink  is  cheap,  paper  is  not  dear,  typesetters 
are  plentiful.  Why  do  not  our  local  dealers  imitate  the 
big  departmental  stores,  advertise  their  special  lines  and 
goods  stating  prices,  and  give  us  a  chance  to  patronize 
them.  It  is  much  wiser  and  more  pleasant  to  look  over 

an  advertisement  than  to  bore  clerks  or  waste  one's  own 
time  in  the  operation  called  shopping.  Next  to  tlic  spicy 

local  items  in  a  paper,  the  advertisements  stating  arti- 
cles for  sale  and  the  prices  are  most  interesting  and  such 

advertisements  would  keep  at  home  most  of  the  money 

that  goes  out  of  town  to  the  departmental  .stores." 

T.  Ij.  .Tohnston,  Regina,  recently  moved  into  his  new 

store.  It  is  finished  throughout  in  golden  oak.  A  space 

as  large  as  the  ground  floor  is  being  devoted  to  ready-to- 
wear  garments,  second  floor. 

You  are  in  business 

to  make  money 

So  why  not  open  a  "  Ftirniture 

Department."  We  are  able  to 

g"ive  you  the  best  value  for  your 

money.  Operating"  our  own 
saw-mills,  and  havingf  large 

timber  limits,  gives  us  great  ad- 
vantages over  our  competitors. 

Write  for  our  Catalogue 

The  Victoriaville  Furniture  Co. 
Victoriaville,  Quebec 

Please  mention  The  Kevietv  to  Advertisers  and  Their  Travelers. 
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Barry's 
■TTTE    offer    the    greatest    aggre- 

VV     gation  of  up-to-date  designs 

and     modern     color     effects     ever 

shown  in  America.     In  WALTON 

PATENT    INLAIDS    we    show    a 

collection    of    entirely    new    styles SCOTCH 
specially     manufactured     for     the 

Canadian     buyer— the     "something 

different"    that    cannot^lf  ailj  to I   -   1   
interest  discriminating  buyers.     In LinnlfiinTi 
FOUR    YARD    WIDE     PRINTED li^lAl\/JI  V  U  AAA 
LINOLEUMS    our    offerings    are 

strong— a  wide  departure  from  the 

stereotyped    styles    of    years    ago, 
THF 

printed    in    the    thorough    fashion 

which    has     made     the    B.  0.  &  S. 

Mills    leaders    in    their    line    for    a 
STANDARD   OF   PERFECTION 

quarter    century.       PLAIN    LINO- 

LEUMS,   including    theJgBATTLE- 

SHIP    grade,    are    our    specialties, 

the  BARRY  goods  being  the  stan- Spring Lines 
dard  of  the  world's  navies. Now  on  Show 

AGENTS 

SCOTT  & WEST  CO. 
510  Coristine  Bui Wing,  MONTREAL 

ALEXANDER  F I.   YULE,  Manager 

I  1 

Please  mention  The  Reviezv  to  Advertisers  and  Tlieir    7 'melers 
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One    of   Our    Stylish 

i!)howings  for   1910-11 

Long  Jackets  retain  all  their 

popularity  this  season. 

Ladies  appreciate  the  comfort 

of  these  garments  —  besides 
which  a  long  jacket  has  more 

graceful  lines,  taking  away  the 

bulky  appearance  of  a  fur 

garment. 

This  cut  shows  our  MINERVA 

1115.  This  Jacket  is  the 

fashionable  length,  48  inches, 

made  with  roll  collar,  and 

either  semi-fitting  or  auto 

(loose)  back. 

Our  cut  shows  this  Jacket  in 

Natural  Rat,  but  we  make  it 

in  all  furs 

The  lining  is  heavy  brown 

satin,  unless  twilled  Italian 

is  specified. 

Look  over  your  Fur  Dept.,  and 

send  us  your  sorting  orders. 

These  long  Jackets  are  the  most 

satisfactory  we  have  ever  sold. 

WRITE   FOR    CATALOGUE 
AND  PRICE  LIST. 

Boulter,  Waugh  &  Co., 
LIMITED 

MONTREAL  and  WINNIPEG 

MUSK  OX   BRAND  FURS 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 



CAnADiAn 
FUR  TRADE  MEWS 

Increasing  Demand  for  Pony 
Black   Dyed    Skins   Lead  —  The    Advance 

in  Persian  Lamb 

THE  demand  for  Russian  pony  in  coats  and  jackets 
is  still  on  the  increase.  Ladies  are  realizing  the 

durability   as  well  as   the  smart   appearance    of 

1^  pony,  and  it  is  accorded  a  favor  which  has  be- 
come much  more  than  a  fad.  Black  dyed  pony  leads, 

although  a  few  skins  and  garments  are  shown  in  the 
natural  brown  fur.  The  quality  varies  as  in  other  furs, 

the  pony  jacket  at  $150  being  decidedly  superior  in  value 

to  the  one  at  $75,  nevertheless  both  are  deserving  of  at- 
tention, and  both  are  in  demand. 

Persian  Lamb  has  gone  up  25  per  cent,  in  price  since 
the  .beginning  of  the  season,  and  the  increased  price  will 
probably  last  all  through  the  coming  year.  The  advance 

will  not  likely  affect  the  present  season's  retail  trade 
very  much,  however,  as  most  merchants  stocked  under 
the  old  quotations,  and  where  they  have  large  stocks, 
will  probably  not  increase  prices  until  next  season. 

Others,  knowing  they  can  secure  no  more  lamb  gar- 
ments at  old  prices,  may  decide  to  make  the  most  out 

of  what  they  already  have  on  hand,  and  run  prices  up 
ten  or  fifteen  per  cent.,  where  they  find  it  possible  to  do 

How  to  Display  Furs 
Window  and  Interior  Groupings  Demand 

Careful  Study 

'"Arrange  your  fur  department  so  that  one  customer 
cannot  listen  to  what  the  next  one  is  saying,"  is  the 
advice  given  by  a  member  of  a  leading  fur  house.  "It  is 
not  conducive  to  a  good  sale  if  one  customer  is  studying 
her  own  proposed  selection,  and  at  the  same  time  having 
her  attention  diverted  by  the  explanations  of  another 

salesman,  on;  a  different  .subject." 
Make  your  showroom  attractive  from  the  street  view 

as  well  as  interesting  within,  and  by  night  as  well  as 

by  day.  One  house  has  solved  the  latter  problem  by  hav- 
ing no  backs  to  the  window  spaces.  The  window  dis- 

plays are  marked  off  from  the  rest  of  the  store  only  by  a 
series  of  handsome,  lighting  pillars,  joined  by  heavy 
velours  rope.  The  interior  grouping  is  done  with  this 
fact  in  mind,  and  the  result  is  that  when  the  store  is 
lighted  up  at  night  the  whole  interior  forms  a  handsome 
background  for  the  window  displays.  Naturally  specta- 

tors are  led  to  seek  a  closer  inspection,  and  visit  the 
shop  itself  during  shopping  hours.  Not  only  that,  but 
they  are  almost  certain  to  bring  visitors  to  see  it  also 
and  to  make  remarks  upon  it  to  their  friends.  All  the 
street  walls  are  of  nlate  glass.  While  such  an  arrange- 

ment is  only  feasible  where  the  department  is  on  the 
ground  or  street  floor,  and  might  not  be  possible    where 

the  fur  department  is  only  one  of  many,  as  in  a  depart- 
ment store,  for  instance,  nevertheless,  plenty  of  space 

will  help  to  make  it  attractive,  and  give  much  better 
possibilities  of  arrangement. 

See   that   the   lighting  is  good.     A   half   light   empha- 
sizes the  poorer  points  in  the  furs,  without  showing    the 

Ladies'  Persian  Lamb  Minerva,  shown  by  Boulter, 
'Waugh  &  Co..  Limited,  Montreal. 

good  ones.  It  has  a  repellant  effect  on  the  customer 
also,  and  seems  to  give  her  a  sense  of  uncertainty  in 
what  she  is  buying.  Good  artificial  lighting  will  help  to 
remedy  any  defects  in  natural  lighting.  The  fixtures 
should  be  as  artistic  as  is  in  keeping  with  the  arrange- 

ments of  the  departments,  and  the  lamps  so  shaded    as 
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Moose  Head  Brand  Furs 
THE  STANDARD  OF  EXCELLENCE  IN  FURS 

OUR  STOCK  INCLUDES  THE  FOLLOWING 

Ladies'  Wear Men's  Wear Children's  Wear 
Fur  Jackets  and Fur  Lined  Coats Fur 

Cloaks 

Fur    Lined    Mantles 

Muffs 

Neckpieces 
Gauntlets 

Fur  Coats 

Duck  and  Corduroy 
Coats 

(Fur  Lined) 

Caps 

Collars 

Jackets 
Caps 

Muffs 

Neckpieces 

Caps Gauntlets 
etc.,  etc. 

SLEIGH  ROBES 

L.  Gnaedinger,  Son  &  Company 
90.  92,  94  St.  Peter  Street MONTREAL 
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to  give  a  clear,  mellow  light,  bright  enough  to  show  up 
the  furs  without  giving  a  glare. 

Arrangement  and  grouping  of  furs  contribute  very 

lai'gely  to  the  success  or  non-success  of  a  fur  department. 

"Keep  your  furs  in  view  of  a  possible  customer,"  isi  the 
advice  of  one  merchant,  who  quite  disapproves  of  the 
Parisian  fashion  of  keeping  all  fur  garments  in  cases  out 

of  sight,  bringing  out  only  one  at  a  time,  and  who  be- 
lieves also  m  courteously  showing  the  furs  to  visitors 

who  may  not  have  any  intention  of  buying  on  the  spot, 
but  quite  possibly  may  be  future  customeis.    Wax  figures 

FUR 
Of  Every  Kind 
and  Description 

Ladies'  Astrachan  Minerva,  shown  by    Boulter, 
Wausih  &  Co.,  Limited.  MontreaL 

are  necessary  to  the  proper  display  of  a  handaome  gar- 
ment, but  the  effect  is  frequently  sadly  marred  by  the 

appearance  of  the  bare  wood  when  the  garment  is  un- 
wrapped or  removed  for  any  purpose.  The  modern  idea 

is  to  have  the  figure  fully  garbed  in  a  properly  made 
gown.  If  the  figure  is  armless,  the  arm  holes  of  the 
gown  are  filled  in  with  the  material. 

All  up-to-date  fur  merchants  employ  a  regular  model, 
when  at  all  possible,  so  that  customers  may  have  an 

opportunity  to  note  the  set  and  lines  of  a  garment  -when 
the  wearer  is  in  motion,  as  well  as  when  standing  still. 

FURS 
of  good  quality  and  stylish  finish. 

FURS 
of    superior    workmanship    and 
material. 

FURS 
made  to  fit  and  fit  to  wear. 

FURS 
to  buy,  because  they  will  sell. 

FURS 
to   sell,  for  you   can  buy   them 

right. 

FURS 
Coats,  Jackets,  Ruffs,  Stoles,  Caps. 

FURS 
Muffs,  Collars,  Gauntlets,  etc.,  etc. 

Drop  a  card  for  our  FUR  catalogue 

Swift,  Copland  &  Co. 
LIMITED 

WHOLESALE  FURS 
HATS  AND  CAPS 

517-525    ST.  PAUL    STREET 

MONTREAL 
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Immense  Demand  For  Furs. 

Paris,  b'nuu'e,  Sept.  2(). 
There  will  be  an  immense  demand  for  furs  of  all 

descriptions  next  winter.  Bands  of  fur  will  trim  velvet 
and  cloth,  as  well  as  crepe,  mousseliiie  satin,  and  ermine. 
Sable,  fox  and  skunk  are  tlie  furs  used  for  this  purpose. 
Fur  is  equally  fashionable  on  the  walking  suit,  or  the 
evening  gown,  and  prices  as  a  natural  consequence  are 
rapidly  rising.  Now  that  other  furs  are  so  high  fashion 

is  turning  to  astrachan.  This  fur  has  t«een  long  neglect- 
ed and  as  it  is  both  serviceable  and  low-priced,  more 

will  be  heard  of  it  as  the  winter  advances. 

A  marked  feature  is  the  many  braids  used.  Wide 
wood  silk  braids  are  employed  instead  of  velvet  bands 
and  very  wide  braids  are  used  to  edge  dress  skirts,  as 
well  as  to  confine  the  fullness  below  the  knee.  Soutache 

trimmings  and  embroideries  are  also  much  used,  and  the 
striped  effect  is  given  to  many  collar  facings,  skirt 
bands,  etc.,  by  the  use  of  soutache  braid. 

The  newest  gowns  show  pronounced  Empire  tenden- 
cies, not,  however,  towards  those  of  the  early  period. 

It  is  to  the  time  of  Marie  Louise,  not  of  .Josephine,  to 

which  fa.shion-makers  are  turning  for  ideas.  In  this 
period,  the  waist  line  is  only  slightly  raised  above  nor- 

mal, and  the  skirts,  though  round  and  narrow,  are 
slightly  full  and  gathered  in  at  the  waistline.  Trimming 
bands  and  jileatings,  quillings  and  folds  of  the  fabric  are 
beginning  to  be  used  on  the  new  skirts,  following  the 
quaint  styles  in  vogue  in  1820. 

V 

A  merger  has  been  completed  between  tlie  two  large 
Canadian  fur  houses.  Holt,  Renfrew  &  Co.,  Quebec,  and 
the  Dunlop,  Cooke  Co.,  Montreal,  Boston  and   Winnipeg. 

The  output  of  the  two  firms  reaches  $2,000,000  annually. 
The  merger  also  takes  in  the  business  of  W.  .).  Ham- 

mond, hatter  and  furrier,  Winnipeg.  The  merger  will 
have  warehouses  in  Montreal,  Quebec,  Toronto,  Winni- 

peg, Halifax,   St.   .John  and  Boston. 

y 

May  Sell  Foreign  Skins. 
\\\  important  juduincnt,  affecting  the  fur  ti-ade  of 

Qiu'bcc  i)rovinee  was  rendered  recently  by  .Judge  Bazin, 
Montreal.  An  action  was  taken  some  weeks  ago  by  the 
Fish  and  Game  Club  against  Messrs.  MeComber  and  Cuni- 
mings  and  J.  0.  Samson,  fur  dealers,  for  having  $3.0(>0 
worth  of  beaver  skins  in  their  possession.  As  it  is  con- 

trary to  the  Quebec  game  laws  to  kill  beavers  it  was 
assumed  by  the  inspectors,  who  made  the  seizure,  that 
the  fur  dealers  in  question  were  not  complying  with  the 
said  laws. 

The  defendants,  who  were  represented  by  Thihey  aiul 
Bercovitch,  showed  they  had  bought  the  skins  in  New 

Yoi'k  and  some  of  them  in  Germany.  It  was  contended 
by  the  prosecution  that  Quebec  skins  might  have  been 
exported  and  then  brought  hack  here  for  sale.  Judge 
Bazin,  however,  ruled  that  while  it  was  illegal  to  sell 

Quebec  beavers  there  was  no  illegality  in  selling  beavers 
trapped  outside  the  country,  and  dismissed  the  case. 

This  year  the  French  niondainc  has  seen  fit  to  adopt 
the  sweater  coat  for  wear  on  the  sands,  or  when  motor- 

ing, or  playing  golf  or  tennis.  Not  only  is  the  sweater 
coat  universally  worn,  but  with  it  is  seen  a  smart  little 
knitted  cap,  somewhat  in  the  same  shape  as  the  polo- 
turban  so  popularly  worn  a  few  years  back. 

SEAT.  BRAND 

TRADE  MARK 

B.  Silver  &  Co. 
420  St.  Paul  St ,     MONTREAL 

Manufacturers  Seal  Brand  Garments 
Guaranteed. 

Quality  in  Furs 
means  much.  It  means  safety  for 
the  dealer  and  satisfaction  for  the 
customer. 

It  Pays  to  Pay  for  Quality 
We  help  trade  and  confidence  with 

ab.<:olutely  reliable  furs,  which 

plainly  means  satisfaction  with 
every  shipment  and  a  fair  deal  to 

every  customer.  "Seal  Brand"  furs 
guarantee  satisfaction  and  we  allow 
no  one  to  give  you  a  greater 

equivalent  for  your  money. 

IT'S   A  SEAL   BRAND 
THAT   GUARANTEES   SATISFACTION   IN   A    FUR 

Plcdsc  mention   The  Revieiv  to   Advertisers  and  I'heir  Travelers, 
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^REGISTERED> 

OUR  IMMENSE   STOCK  OF 

FURS 
in  Montreal  and  Winnipeg  offers 

you  unequalled  sorting  facilities 

BEAVER  BRAND  FURS 

give  good  profits  to  the  seller 
and  satisfaction  to  the  wearer. 

OUR  FUR  CATALOGUE  AND  PRICE  LIST  IS 

ONE  OF  THE  MOST  COMPLETE  IN  CANADA. 

A   COPY    IS    YOURS    FOR  THE    ASKING. 

The  Redmond  Company,  Limited 
MONTREAL  WINNIPEG 

Please  mention  The  Reviczv  to  Adi'crtiscrs  and  Their  Travelers. 



Large  Black  Hats  Worn  with  Gowns  of  Gauze  or  Chiffon 
White   Crepe,    Mousseline.   Crepe     de    Chine,     Charmeuse     and     Marquisette 

Favored     in     Paris  —  White     and     Black     Stripes     Prominent    and     White 
Serges   Striped    With    Blue 

Staff   Correspondence 

Paris,  France,   Sept.   27. 

THE  last  week  of  the  season  saw  Trouville  packed 
from  end   to  end  ;   the  shops   were  crowded  and 

it  was  a  dithcult  matter  to  pass  down  the  nar- 
row  streets.     In   the   eveninprs    the   Casino     was 

crowded   with   fashionable  people,   and   the   millinery   and 

gowns  were  very  handsome. 
Large   black   hats   covered   with   straight   pile   velvet, 

loaded  with  plumes  or  aigrettes,  or  very  simply  trimmed 

Go\vn  of  rose  crepe  de  soie  and  black  chiflon.  embroidered 
in  (fold,  pearl  and  jet  beads.  The  underskirt  is  mounted  in 
pleats  and  has  a  square  train.  The  over-dress  is  of  the 
bead-embroidered  chiflon  and  the  drapery  of  the  corsage 
and  the  sleeves  is  formed  of  gold  filet  net  and  pearl  em- 

broidery. Hat  of  rose  satin,  veiled  with  black  chiffon, 
bands  of   skunk   and  uncurled   feathers  in    rose     and     black. 

with   dull  metal   laces   were   woi-n    with    the   lovely   even- 

ing go'wns. 
The  black  velvet  hat  is  in  as  high  favor  as  ever, 

and  the  reason  is  not  far  to  seek,  for  the  contrast  it 
gives  to  the  glittering  gowns  is  the  artistic  touch  needed 

to  comjdete  the  picture.  This  also  is  the  reason  why 
Parisian  modistes,  are  reviving  the  use  of  straight  pile 
velvets,  as  their  duller,  richer  finish  renders  the  contrast 
more  striking. 

Evening  gowns  are  indescribably  lovely  in  their  rich, 
changing  tints.  Draped  tunics  of  beaded  net  or  chiffon 
have  wide  bands  of  beaded  embroideries,  and  are  edged 
and  trimmed  with  glittering  bead  fringes.  Dull  gold 
and  steel  beads  are  much  used,  and  many  full  tunics  have 
bands  of  metal  or  metal  embroidered  lace  at  the  foot. 
These  rich  tunics  are  shown  over  gowns  of  satin  or  of 

gold  tissue.  All  gowns  show  the  Empire  waist-line  and 

have  round-draped  ceintures  of  ribbon  or  gauze  with  im- 

Gown  of  black  chiffon  velvet.  The  plain  trailing  skirt  ̂ is 
set  onto  the  waist,  with  small  pleats  under  a  cicnlure  [of 
the  velvet.  The  guimpe  is  of  black  chantilly  lace  over 
jrold  net.  with  embroidered  motifs  done  in  brass,  gold,  jet 
and  pale  blue  beads,  and  the  elbow  sleeves  are  finished  to 
matcn  this  embroidery.  Hat  of  black  velvet,  massed  with 
ospreys  and  black   and   white  breast   feathers. 

mense  bows  placed  in  the  middle  of  the  back.  Black 
sequin  robes  are  making  their  appearance,  and  also  many 
black  velvet  gowns.  Paul  Poiret  is  making  the  latter 
in  a  sort  of  simulated  bolero  that  introduces  a  new 
fashion  note. 

Some  Handsome  Gowns. 

Jn    the   gaming   salon,    the   gowns    were   gorgeous.     A 
toilette  worn  by  one  richly  dressed  woman  was  of    rose 
satin,     veiled     with     mousseline   and    embroidered     with 
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■beads.  Another  member  of  the  same  group  of  women 
wore  violet  chiffon  over  a  transparency  of  deep  wine- 
colored  satin,  fringed  with  violet  and  mauve  crystal 

beads.  Another  lovely  g-own  was  of  steel  beaded  tulle 
over  cloth  of  silver. 

One  of  the  most  beautiful  gowns  in  the  room  was  of 
rose  gold  lame  encrusted  with  dull  gold  and  steel  lace. 
The  slightly  shortened  waist  was  trimmed  with  bands  of 
Venise  lace,  laid  over  Nattier  blue  satin,  and  the  arms 
and  shoulders  were  veiled  with  transparent  gold  tulle. 
This  thin,  delicate  effect,  showing  the  entire  shoulders 
and  the  top  of  the  arms,  was  the  most  general  idea  for 
the  decollete  gown. 

Tulle  embroidered  in  wool  formed  a  novel  trimming 
for  some  of  the  new  gowns.  One  of  the  dresses  trimmed 
in  this  manner  was  of  grey  tulle  embroided  in  wool 
over  grey  satin.  This  tunic  was  formed  into  a  kind  of 
a  wide  sash  behind  and  was  bordered  with  violet  velvet. 

Masses  of  Intricate  Handwork. 

The  day  for  the  big  race — the  Grand  Prix  de  Trou- 
ville,  -was  set  for  a  week  later  than  usual.  The  weather 
was  all  that  could  be  desired  and  the  display  of  gowns 
and  millinery  was  wonderfully  gorgeous. 

The  majority  of  the  woman  present  wore  lingerie 
gowns,  but  the  term  lingerie  certainly  fits  in  poorly 
with  their  inagnificence.  They  are  masses  of  intricate 
handwork,  combined  with  elaborate  embroideries  and 

real  lace  put  together  with  hand-beadings  and  masses  of 
fine  hand-run  tucks,  and  velvet,  satin  taffeta,  brocade.s 
and  fur  are  used  to  trim  them. 

Closely  allied  to  the  lingerie  gowns  were  the  dresses 
of  white  mousseline,  crepe,  crepe  de  chine,  charmeuse, 
or  white  marquisette.  These  gowns  were  mounted  over 
a  soft  taffeta  or  satin  foundation.  Bands  of  Alencon, 
Milan,  or  Venise,  joined  with  tucked  bands  of  the  fabric, 
were  built  up  into  straight  round  skiits.     And  often  the 

foundation  was  of  color,  pale  pink,  and  pale  green,  be- 
ing in  high  favor.  White  crepe  dresses  are  trimmed 

with  deep  bands  of  black  pelvet,  and  luxury  and  richness 
are  added  to  the  costume  by  the  addition  of  ermine  fur. 
An  exquisite  model  of  this  kind  was  worn  by  one  of  the 
actresses  of  the  Comedie  Francaise.  It  was  of  white 

crepe  over  white  satin,  and  the  long  tunic  of  crepe  was 
flounced  with  Milan  lace  put  on  with  narrow  bands  of 
ermine.  Another  dress  seen  of  white  mousselline  had 
shoulder  butteles  of  ermine. 

Two  Fabrics  Combined  in  One  Gown. 

The  combination  of  two  fabrics  in  one  gown  was  a 
marked  feature.  This  style  idea  covers  a  wide  range,  and 
is  just  as  fashionable  in  serge  and  cloth  as  it  is  in  satin 
or  silk.  Striped  fabrics  are  used  to  trim  plain,  and 
where  the  chief  part  of  the  gown  is  of  plain  fabric  the 
collar  facing  and  often  the  band  on  the  skirt  will  be  of 

striped  fabric.  Many  white  serge  suits  and  one-piece 
tailored  dresses  were  worn.  White  serges  showed  narrow 
line  stripes  of  blue,  or  stripes  made  up  of  a  number  of 
narrow  lines  of  black,  or  color. 

A  tailored  dress  of  white  serge  worn  by  Baroness 

Rothschild,  was  princesse  in  effect,  with  a  kind  of  cut- 
away coat  of  blue  satin.  The  skirt  had  a  deep  hem  of 

blue  satin,  and  the  coat  had  a  deep  rounded  collar  of 
the  striped  serge.  A  smart  tailored  suit  of  white  serge, 
striped  with  narrow  lines  of  blue,  had  a  plain  tailored 
hip  length  box  coat,  with  an  immense  cape  collar, 
notched  in  front  to  form  revers  of  blue  faille  silk.  The 

cuff's  were  of  the  same  silk,  and  a  deep  hem  of  the  silk 
finished  with  a  blue  silk  fringe  trimmed  the  straight, 
narrow  skirt.  A  pretty  black  and  white  striped  crepe  de 

chine  gown  had  four  volants  of  dark  blue  satin  trimm- 
ing, the  skirt  and  sleeve  caps,  sailor  collar  and  belt  of 

the  same. 

Jewellery  and  Hair  Goods 
SUITABLE    FOR   YOUR   CHRISTMAS    TRADE 

CT  We   make    in   our  own  fac- 
tory, therefore  can  give  you 

the  best  values   in   Canada    in 
all  kinds  of 

HAT  PINS 
MOUNTED  COMBS 

BARRETTES 

also  Gold  Engraved  Combs,  Bar- 
rettes  and  all  kinds  of  Hair  Orna- 
ments. 

Our  famous  "Veribest"  Hair 
Clusters  are    ready    sellers, 

and  allow   you  a  good  margin 

of  profit — 
10  LINES 

FROM  $7.20  to  $36.00  DOZEN 

We  also  carry  a  full  assortment  of  Switches, 
in  all  lengths  and  colors,  and  can  match 

any  samples  sent  us. 
WRITE  FOR  SAMPLES. 

J.   ABELES   LIMITED 
Manufacturers  and  Importers 246  St.  James  Street,  MONTREAL 

Please  mention  The  Revieiv  to    Advertisers  and  Their  Travelers. 



Hawkesworth  Hall  where  Sir  George  H.  Reid  was  the  guest  of  Duncan  G.  Law  during  his  visit  to 
Bradford.  This  stately  old  residence  dates  from  the  end  of  16th  to  end  of  18th  century,  and  merged  in  the 
present  building  is  the  house  which  stood  there  since  13th  century  It  is  a  matter  of  tradition  that 
James  I.  of  England  passed  a  night  here.  His  armorial  bearings  are  certainly  preserved  in  the  plaster 
freize  surrounding  the  room.     The  timbers  of  old  English  oak  turn  the  edge  of  any  tool. 

No  Evidence  of  Collapse  or  Decadence  in  British  Enterprise 
Sir  George  Reid  Compliments  Bradford  Manufacturers  Upon  the  Absence  of 

Dry  Rot  Which  Pessimists  are  Harping  About  —  British  Ships  Carry 
More    Than    Half    the    Cargo    of    all    the    Nations. 

"I  am  always  watching  for  the  time  when  Britishers  are  going 
to  collapse,  but  the  more  other  countries  put  up  the  shutters  against 
you  the  more  you  seem  to  thrive.  When  all  the  civilized  world  is 
shut  off  and  you  ought  to  go  down  by  every  rule  of  logic,  common 
sense  and  political  economy,  you  proceed  to  exploit  fresh  lands 

where  they  have  savages  and  no  tarifl  at  all." 

THIS  incisive  but  timely  reproof  to  those  people
 

who  seem  to  entertain  the  fear  that  the  British 

commercial  entity  is  going  to  pieces,  was  given 
by  Sir  George  H.  Reid,  High  Commissioner  of 

the  Australian  Commonwealth,  during  a  visit  to  Brad- 
ford, Eng.  He  was  there  the  guest  of  Duncan  G.  Law, 

of  Law,  Russell  &  Co.,  president  of  the  Bradford  Cham- 
ber of  Commerce.  At  a  luncheon  by  the  Lord  Mayor, 

at  which  the  gathering  was  largely  representative  of 

Bradford's  manufacturing  interests,  he  expressed  surprise 
at  the  absence  of  the  dry  rot  which  was  supposed  to  be 

setting  in  upon  British  enterprise.  His  pointed  refuta- 
tion created  great  enthusiasm. 

"It  is  a  dreadful  thing  to  be  down  in  the  dumps 
when  there  is  nothing  the  matter  with  you,"  said  he. 
"It  is  a  sort  of  mental  di.sorder.  For  heaven's  sake 
don't  let  you  English  people  indulge  in  hysterical  feel- 

ings or  mental   forebodings. 

Applied  a  Test. 

'I  came  to  Bradford  rather  afraid  of  what  T  was 
coming  to  see,  but  in  order  to  test  the  thing,  I  thought 
T  would  go  to  the  first  mill  T  could  find.  I  went  to  see 
Saltaire,  which  T  assume  to  be  a  fair  average  sample. 
I  never  saw  a  healthier  lot  of  people  in  a  factory  in  any 
country  in  the  world  than  T  saw  in  that  factory.  I 
never  saw  a  busier  or  more  promising  concern  in  the 

world  than  I  saw  there  to-day,  I  hope  you  people  of 
England  will  cheer  up. 

"I  understand,  from  the  Board  of  Trade  returns  that 
your  tradt'  Juring  the  past  six  months  shows  an  in- 

crease of  seventy  millions  for  the  six  months.  Well  ! 
that  is  the  sort  of  decay  I  like  to  see.  I  thought  they 

might  all  be  imports — which  is  a  dreadful  thing.  It  is 
a  dreadful  thing  to  be  rich  enough  to  buy  a  lot  of  things, 

but  I  find  that  out  of  that  £70,000,000,  £35,000,000  re- 
presents increased  exports.  I  think  that  is  not  so  very 

bad.  I  had  a  sort  of  feeling  that  the  foreign  trade,  that 
grand  trade  we  used  to  have  which  made  England  a  sort 
of  distributing  of  the  whole  world,  had  gone.  I  find 

that  foreign  and  colonial  merchandise  came  into  Eng- 
land and  was  re-exported  during  these  six  months  to 

the  tune  of  £55,000,000.  That  is  not  bad.  Then  I  un- 
derstand that  British  ships  carry  more  than  half  the 

cargo  of  all  the  nations  in  the  world.  That  is  not  bad, 
is  it,  for  an  old  decrepit  community  like  this.  I  begin 

to  have  some  hope  for  you.  Don't  die  yet.  If  you  won't 
live  for  your  own  sake,  live  for  those  struggling  young 

communities  in  the  Empire." 
Britishers  After  all  the  Good  Custom- 

Referring  to  relations  between  the  Mother  Country 
and  Australia,  the  speaker  observed  that  he  had  had 
some  thought  that  the  Imperial  spirit  was  accountable 
for  the  large  trade  m  Australian  wool,  but  he  had  found, 

rather,  that  it  was  attributable  to  the  same  old  grasp- 
in-r  spirit  which  made  a  Britisher  never  satisfied  unless 

be  bad  e"ot  not  only  all  the  croo"-!  lanfl  in  the  world,  but 
all  the  good  custom  in  the  world  as  well. 

"Here  is  another  of  the  wonders  of  tlrs  f)'d  cnnntrv." 
ho  continued.  "You  send  all  over  the  world  for  the  raw 
material  of  all  countries  and  fill  your  shins  wifh  't  on 
the  road  home  ;  it  goes  into  your  factories  and  it  is 
transformed   into   a  vast  number  of  valuable  ob.jecrs    of 
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Carpets  To  The  Fore  ! 
Another  excellent  range  being 

shown  to  the  trade.  We  had  such  a 

successful  floor-covering  season  last 
year  that  we  felt  justified  in  making 

still  more  improvements  to  this  year's showing. 

Assure  Yourself  of  a  successful — ^  -^^-^——1  Spring  trade  by 
seeing  our  interesting  range  and 
giving  us  your  order  for : 

Carpets 
TAPESTRY 

BRUSSELS 

WILTON 

AXMINSTER 

VELVET 

WOOL 

UNION 

JAP  MATTING,  Etc. 

Oils  and 
Linoleums DONT 

EVERY  WIDTH, 

QUALITY  AND MAKE. 

Squares 

MISS 

THIS 
EVERY  SIZE 

QUALITIES  AS 
GIVEN  IN  CARPETS. 

P.  S. — We  also  carry  all  kinds  of  Draperies^    urniture  Coverings,  Etc. 

WRITE  US  FOR  SAMPLES. 

John  M.  Garland,  Son  &  Co, 
OTTAWA,  CANADA 

Please  mention   The  Re-cicic  to   .Id-c'erfisers  and  Their  Trai<elers. 
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KING'S ■■tabiuhad  1771 

FAMOUS 
■old  by  leading  Jobbers. 

SCOTCH 
Every  pleoe  perfect. 

HOLLANDS 

Scotcb  Hollanda  for  ncanv  a 

centurr  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 

able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  bandied  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN  KING  &  SON, 
GLASGOW,  SCOTLAND. 

BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 

These  brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 

Order  of  your   Wholesaler. 

ROBERT   HENDERSON 

^r     (^(~)       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 
James  .Stanbury   &   Co.,  Toronto J 

export  traili".  aiul  you  tlien  fill  your  ships  with  it  ag'aiii 
aii.l  send  it  all  over  the  world.  Now  tliat  is  the  sreal- 
tst  marvel  of  liuman  enterprise  tliat  the  world  eaii  show 

ti.-day.  1  was  talking-  to  a  Bradford  man  to-day,  wlio 

said  :  'We  have  terrible  duties  against  us  in  Australia, 
but  they  are  worse  in  the  United  States— 120  per  cent. — 
but  they  do  not  send  us  all  to  pieces.  We  make  such 
good  stuff  they  cannot  keep  us  out.  Tho  more  they  shut 

cheap  stufli  out  the  more  we  sell.'  You  arc  a  curious 
lot.     You  are  not  to  be  beaten  in  my  opinion. 

When  Age  Doesn't  Apply. 

"You  know,  age  doesn't  apply  to  countries.  Some 
people  seem  to  think  because  a  country  is  a  thousand 
years  old,  it  ought  to  get  stiff  in  the  legs.  But  there  is 
nothing  more  absurd.  Every  succeeding  generation  of 
men,  women  and  children  in  this  country  ought  to  show 
greater  vigor,  greater  strength  and  greater  intelligence 
than  any  of  the  generations  that  have  gone  before.  The 

old  age  theory  doesn't  apply.  It  is  the  reverse  theory 
that  applies.  The  older  a  nation  becomes,  the  younger 
its  powers  should  be,  and  the  greater  its  destinies 
should  be.  What  I  hope  to  see  is  that  the  people  in 
England  will  remember  what  very  few  people  seem  to 
remember,  namely,  that  great  as  your  industry  is, 
great  as  your  wealth  is,  and  great  as  your  commerce 
is,  your  greatest  asset  of  all  is  that  which  never  appears 
in  a  book  of  statistics,  which  you  can  never  see  expressed 
in  figures,  which  no  surgeon  can  find  with  his  knife  nor 

analyst  if  he  resolves  you  into  your  last  atom — it  is  a 
sovereign  of  all  the  rest — and  that  is  the  power  of  the 
human  mind. 

Getting  Lists  of  Prospects. 

In  planning  a  big  seasonal  or  special  sale  it  is  usuall}' 
best  to  advertise  it  extensively  in  the  local  newspapers 
which  circulate  among  the  farmers,  but  live  retailers  have 

learned  that  the  newspaper  publicity  can  be  given  an  in- 
dividual and  personal  appeal,  which  is  doubly  effective 

when  introduced  by  letters.  These  letters  are  primarily 

for  the  pui-pose  of  calling  the  customer's  attention  to  the 
announcements  of  the  sale  running  in  the  newspapers,  and 

for  making  each  recipient  feel  that  the  retailer  has  writ- 
ten him  or  her  a  personal  letter,  so  that  it  will  be  possible 

for  them  to  take  advantage  of  the  bargains  which  are  of- 
fered. But  in  order  to  make  this  letter  as  effective  as  it 

should  be,  it  is  often  necessary  to  add  some  inducement 
not  included  in  the  newspaper  advertisement.  These 
extra  inducements  are  put  up  to  the  reader  in  a  way  that 
makes  her  believe  that  she  is  one  af  a  favored  few. 

One  excellent  scheme  of  this  kind  that  is  used  is  a 

special  discount  card.  In  the  first  letter  which  the  pros- 
pect receives  there  is  enclosed  a  card,  which  entitles  the 

holder  to  a  discount  of  five  or  ten  per  cent,  from  the 

regular  sales  prices  quoted  in  the  newspaper  advertise- 
ment. The  recipient  is  told  that  this  discount  to  her  is 

only  one  being  sent  to  a  favored  few.  Her  name  is  filled 
in  with  pen  and  ink,  and  the  card  is  stamped  Avith  a 
serial  number.  It  also  shows  the  limit  of  the  offer,  usually 
five  or  ten  days. 

This  first  letter  is  followed  up  by  another  within  a 

week,  calling  the  recipient's  attention  to  the  card  and  the 
fact  that  the  limit  on  the  offer  is  about  to  expire.  Occa- 

sionally a  third  letter  is  written  to  the  persons  whose 
cards  have  not  been  redeemed  at  the  store,  stating  that 
the  retailer  has  decided  to  extend  the  limit  for  a  few 

days  longer.  In  this  letter  another  discount  card  is  en- 
closed and  marked,  "Special  Duplicate."  The  new  time 

limit  is  also  stamped  over  the  limit  set  on  the  first  card. 



Good  Advertising  Always  Identifies  Itself  by  Practical  Results 

Notable  Examples  by  the  Hudson's  Bay  Stores,  Kenora ;  Moore  &  McLeod, 
Charlottetown,  P.E.I.  ;  Templin  &  McDonald,  Kincardine;  MacDonald  & 

Co.,  Glace  Bay,  N.S. — Suggestions  Looking  to  Improvement  in  Ad.  Construction 

THE  Hudson  Bay  Stores^  Kenora,  Ont.;  eight  inch, 

'A  column  adverti-sement: — Mr.  Dodman,  manager 
of  this  store,  is  authority  for  the  statement  that 
tlie  advertisement  reproduced  was  productive  of 

particularly  good  results — that  it  was  directly  responsible 
for  the  sale  of  more  than  lOO  blouses.  The  advertisement 

is  not  specially  striking  except  in  its  results.  In  fact,  wo 
believe  it  could  have  been  gxeatly  improved  upon  from 

the  standpoint  of  lay-out  and  typography.  "Unprece- 

dented Bargains"  is  a  phrase  hoary  with  age,  and  greatly 
a'bused.  The  writer  of  this  ad.  was  taking  a  big  chance 
in  using  it  tO'  describe  an  offering  that  really  was  a  bar- 

gain. The  paragraph  describing  these  blouses  is  crowded 

too  close  to  the  cut,  and  it  looks  as  if  the  type  were  try- 
ing to  .shove  the  cut  outside  the  bordei'.  The  illustratio.i 

would  have  looked  better  in  the  centre,  with  the  descrip- 
tion, in  greater  detail  in  a  panel  at  the  side.  We  should 

say  that  the  printer  had  shown  very  poor  taste  in  the 
composition  of  the  ad.  But  it  produced  results,  chiefly, 

we  believe,  because  the  people  of  Kenora  have  been  edu- 

euteri^rise  of  the  advertiser.  It  shows  evidence  of  care- 
less printing.  The  one  weak  spot  in  the  ad.  is  in  the 

typography.  The  text  is  well  written,  the  style  being 
convincing  and  extravagant  claims  in  which  ad.  writers 
are  tempted  to  indulge  on  occasions  of  this  kind,  are 
happily  absent.  The  one  suggestion  we  would  make  in 
this  connection  is  that  more  details  about  the  goods, 
and  fewer  general  statements  would  have  strengthened 

the  appeal,  and  have  added  to  the  infceresit — of  the 
woman  reader.  Look  at  the  goods;  get  a  mental  picture 
of  them  and  then  reproduce  that  picture  in  words,  and 
you  will  have  an  advertisement  that  will  interest  the 
woman  who  wants  to  learn  about  falbrics  and  garments. 
We  consider  this  advertisement,  however,  an  exceptionally 
oood  one.     A  smaller  ad.  in  the  same  series  is  also  shown. 

Full  page,  Fall  Display  ad.,  Templin  &  McDonald. 
Kincardine: — The  outstanding  defect  in  this  ad.  is  the 
use  of  type    which,  we  believe,  should  never  be  used  in 

Two  opening  announcements  and  a  special  sale  ad. 

cated  to  accept  the  statement  of  this  store  that  when  a 

bargain  is  promised,  that  promise  is  fulfilled. 

Opening  ad.,  full  page,  Moore  &  McLeod,  Charlotte- 
town,  P.  E.  I.: — The  Review  has  had  occasion  to  offer 
some  favorable  comment  in  the  past  on  the  advertising, 
but  never  was  commendation  better  deserved,  than  in  the 

advertisement  here  reproduced.  It  is  an  ambitious  ef- 

fort, representing  one  of  a  series  of  special  opening  ad- 
vertisements, all  splendidly  illustrated  with  new  up-to-the- 

minute  cuts.  It  is  assumed,  of  course,  that  the  illustra- 
tion service  is  procured  from  a  syndicate,  but  the  design 

is  very  artistic  and  very  timely.  The  type  work  in  the 
ad.  is  not  on  a  par  with  the  illustrations,  nor  with  the 

a  store  announcement — the  big  poster  style.  This  is  the 
kind  we  are  familiar  with  in  auction  sale  bills  in  the 

small  towns  every  spring  and  fall,  but  it  is  sadly  out 
of  place  when  used  in  the  ad.  of  a  store  as  good  as  that 
of  Templin  &  McDonald.  It  is  not  necessary  to  use  poster 

type  to  attract  attention.  It  can  be  secured  in  a  much 
more  effective  and  pleasing  way.  Outside  of  the  top 
and  bottom  display  lines,  the  ad.  is  well  balanced,  and 
presents  a  good  appearance.  Plenty  of  illustrations  of 
a  good  class  are  used.  A  feature  is  made  of  the  fact 

that  the  store's  motto  is  "A  square  deal  to  every  cus- 
tomer," and  a  mighty  good  one  it  is. 

V 

Three  column  Clearing  Sale  ad.,  MacDonald  Co.,  Glace 

Day,  N.  S. : — We  believe  that  it  is  highly  essential  in  cases 
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where  irooils  arc  sacrificed,  ami  quick  salo  is  dosiiod,  {o 

describe  tlie  jroods.  and  tliis  applit^  stronuly  to  rondy- 
to-wear  srariiieiits.  Tliis,  we  believe,  is  the  weak  fenlinc 
of  this  ad.  The  suit  cut  used.  t(H>.  is  not  irooil  stylo,  mid 

il<    M-;e    niisrht    easily    sniTirest    that    it    depicted    the    suits 

Paillettci:.  rich 
soft.  )us:ioiifi  79c 

Monarch.  Queen  of         0jal^\ 

Broadcloths  at  $1.75      ''^^" 

Sample  Fhrs  at  .  . 
one'  third  saving 

...  .     |.j 

     'IS 

I       Charfottetown's    greatest    sho^^ing    of         1 
/■^D>  Handsbrfie    new    faH    and    winter    coats      Jf 

Urn)  <el|u  11  it:   IIH.  IISI.  II SI                  

I   Our  Special   tul  laitr  U.7>   I    j  A  Wonderhil  Use  ol  Missif'  Coals] 

Saic    a    third 
on    you    furs Moore  S;  McLeod New  Chiffon  c)oth 

just  in  $1.15 

One  of  a  series  of  ads.  from  Charlottetown,  P  E.I. 

offered  for  sale  in  the  ad.,  which  we  do  no  tbelieve  is 
the  case.  Unless  the  cuts,  particularly  of  garments,  are 
good  style,  it  is  better  to  use  no  illustrations.  In  this 
case,  however,  the  ad.   would  not   have  suffered,  because 

Made  it  Convenient  for  Buyers. 

.\  public  service  sclicme  which  has  attracted  country 

business  is  the  notifying-  i'aruiei-s  with  letters  of  the  fact 
that  the  retailer  has  opened  up  a  parcel  checking-  room, 
in  wiiic'h  the  customer  may  check  all  hei-  bundles  and 
packages  free  of  charge  until  called  for.  This  scheme  is 

more  effective  and  g-iven  more  of  an  exclusive  feature  by 
enclosing  with  each  letter  a  card,  entitling-  the  recipient  to 
tliis  service  free  of  charge  when  the  ticket  is  presented. 

In  a  somewhat  similar  way  a  California  retailer  built 

up  a  much  increased  business  among  newcomei"s  and  per- 
sons whom  he  had  never  sold.  In  order  to  build  up  a  mail- 

ing list  of  the  new  arrivals  in  the  territoi-y  around  his 
(own  and  the  persons  whom  he  had  never  sold,  he  pre- 

pared a  letter,  aimed  particularly  at  farmers  and  ranchers, 
in  this  letter  he  enclosed  a  coupon,  which  entitled  the 
holder  to  a  whip,  free  of  charge,  if  presented  at  liis  store 
within  a  certain  number  of  days.  The  whips  were  of  good 
quality,  secured  at  a  low  price  in  large  numbers,  and  had 
his  name  and  address  jirinted  on  the  handled  in  the  shape 
of  a  gummed  sticker. 

The  offer  was  given  an  individual  touch  by  inserting 
the  name  of  the  prosi>ect  in  ink  in  the  blank  space  on  each 
card.  The  letter,  which  accompanied  the  coupon,  stated 

plainly  that  in  calling  for  the  free  whip,  the  prospect  was 
under  no  obligation  whatsoever  to  make  any  purchase  at 

the  retailer's  store.  The  retailer  pointed  out  that  he 
simply  wished  to  get  acquainted  with  him  and  that  he 
would  be  pleased  to  have  him  call  the  tirst  time  he  was 
in  town. 

This  same  scheme  has  been  very  successfully  worked 
with  a  great  many  different  kinds  of  premiums.  It  works 
even  more  successfully  v/ith  women  than  with  men. 

ISP  PBJCE  CUTS  ON  SEASONABLE 

eSODSHIVITEYOU 

Big  Clearance  Sale 
Mt.B<y  S.v..ig  1,  TV    Be.l    K.r 
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A  clearing;  sulc  ad.  fro.ii   KmcarJinc.  Ont. 

there  were  plenty  of  other  cuts  used  to  attract  attention 
to  it.  Having  in  view  the  limited  equipment  of  a  news- 

paper office  in   a  small  town,  this  ad.  is  very  creditable. 

Unique  Use  of  Checks. 

An  Indiana  store  planned  a  big  ' '  excursion  day  special 
sale."  This  fact  was  anuuonced  broadly  in  the  news- 

papers, stating  that  with  each  purchase  over  a  certain 
amount,  the  purchaser  will  receive  a  refund  of  his  car 
fare.  This  plan  was  made  especially  attractive  when  the 
retailer  followed  up  his  newspaper  campaign  with  letters, 

"filled  in"  and  addressed  to  customers  on  his  mailing- 

list.  This  letter  called  the  recipient's  attention  to  news- 
paper announcements  of  the  sale  and  to  a  facsimile  rail- 

road ticket  which  was  enclosed  in  the  letter.  The  ticket 

was  not  good  far  passage,  but  it  simply  served  as  a 

graphic  reminder  of  how  the  recipient  of  the  letter  come 
to  the  city  and  purchase  goods  without  any  expenditure 
for  railroad  fare. 

The  best  advertising  scheme  ever  used  by  a  retail 

store  of  Atlanta  was  based  on  a  letter,  in  which  the  re- 

tailer said  that  he  knew  the  recipient's  time  was  valuable, 
and  that  the  retailer  was  willing  to  pay  him  for  it,  at  the 

rate  of  ten  dollars  a  day.  "We  just  want  two  minutes  of 
your  time,"  the  retailer  said,  "and  although  this  letter 
is  well  worth  your  time,  we  are  willing  to  jxay  you  for  the 
two  minutes,  for  which  we  enclose  our  check  for  five 

cents." 
The  retailer  then  proceeded  to  call  the  recipient's 

attention  to  his  new  stock  of  goods.  Many  persons  laugh- 
ingly brought  in  their  checks  to  be  cashed.  Some  sent 

them  through  their  bank.  The  scheme  brought  more  new 

business  to  the  stoi-e  than  any  other  plan  ever  devised  by 
the  shop-keeper. 



Seasonable  Hints  to  Dry  Goods  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

MODERN  HOSIERY  PLANT. 

Of  late  years  we  have  made  enor- 
mous strides  in  the  acquisition  of 

knowledge  in  every  direction  and  the 
twentieth  century  is  undoubtedly  an 
age  of  progress.  Of  nothing  can  this 
be  said  to  be  more  true  than  cf  the 

hosiery  trade.  From  the  days  vhen 
the   village   parson    invented   the   f;rst 

"  Garter  Top"   brand  hose  ~  Shown   by 
Jason  Hosiery  Co..  Leicester. 

knitting  machine  to  the  present  time, 
when  a  perfectly  made  unshrinkable 
hose  has  become  a  reality,  there  lias 
been  a  constant  succession  of  inven- 

tions dealing  with  the  mandiacture  of 
stockings. 
One  of  the  most  progressive  firms, 

and  one  which  has  been  always  fore- 
most in  the  trade,  is  the  Jason  Ho- 

siery Co.,  of  Leicester,  who  manufac- 

"  Lastcni"   brand   hose  —  Shown  by 
Jason    Hosiery    Co. 

ture  the  celebrated  Jason  Pure  all 

wool  unshrinkable  hosiery.  Ever 
ready  to  instal  the  latest  machinery 
and  to  keep  fully  abreast  of  the 
times,  the  Jason  Hosiery  Co.  has  suc- 

ceeded in  giving  the  world  a  make  of 
hosiery  which  cannot  be  bettered. 

That  it  is  perfectly  true  to  sa> 

"given  to  the  world,"  is  seen  from  a 
glance  at  the  list  of  Jason  Agencies 
Northward,  as  far  as  Christiana,  and 
far  distant  under  the  Southern  Cross 

of  Australia,  are  to  be  found  pur 
chasers  of  the  Jason  Hosiery. 
As  a  result  of  a  steady  and  conti 

nuous  succession  of  repeat  orders,  the 
firm  has  from  time  to  time  had  to 
increase  its  boundaries  and  there  ar 
now  several  large  factories  in  Eng 
land  as  well  as  one  at  Dumfries  in 
Scotland.  The  latest  extension  is  the 

purchase   of     another   factory   at   Lei 

Diamond"    brand    hose       Shown    by 
Jason   Hosiery  Co 

cester  giving  a  quarter  of  a  mile  floor 
space  40  ft.  wide.  A  recognition  on 
the  part  of  the  trade  of  true  reliabil- ity. 

FINE    LINE    OF    CHILDREN'S 
DRESSES. 

By  tlie  first  week  in  (September. 
Home  &  Watts,  Toronto,  will  liave 
their  travelers  on  the  road  with  tlicif 

Spring'  line  of  children's  and  misses' 
dresses  and  garments. 

Tliis  line  is  larger  than  ever  before, 
and  has  behind  it  the  ripened  experi- 

ence gained  in  the  past  four  years  in 
manufacturing  exclusively  for  the 
Canadian  child.  The  really  beautiful 
line  of  smart  and  dainty  dresses,  etc., 

are  developed,  not  out  of  out-of-date 
fabrics,  but  in  the  new  fabrics  and 

patterns   that   will  be   on   merchants' 

counters  when  the  spring  season  of 
1911  opens  up. 

Spring,  1911,  promises  to  be  a  great 
white  season,  and,  therefore,  their  de- 

signers have  given  special  care  and 
attention  to  the  production  of  white 
lingerie  dresses  of  lawn  and  muslin, 
lace  and  embroidery.  These  dresses 
are  shown  in  Avealth  of  styles  and 

effects  and  in  price  range  running 
from  .$4.50  to  .$240  and  therefore  the 
merchant  is  offered  a  splendid  range 
and  a  wide  choice. 

Home  &  Watts  employ  three  skilled 
designers,  one  of  whom  produces  all 
models  made  from  1  year  up  to  7,  an- 

other all  from  7  to  14,  and  a  third 
from  that  age  up  to  18. 

It  makes  a  lot  of  difference  in  the 

quality  of  the  products,  particularly 

when  garments  for  children's  wear 
are  under  consideration  when  opera- 

tives work  in  pleasant,  light,  agree- 

able and  healthy  surroundings.  The  op- 
eratives producing  the  Home  &  Watts 

garments  are  particularly  happy  in 

this  respect,  as  their  factory  is  one  of 
tht  best  lighted,  cleanest  and  best 

equipped  in  the  city. 

EMPIRE  SATIN. 

Nisbet  &  Auld  are  making  a  spec- 
ialty of  satisfactory  silk  linings. 

They  are  putting  on  the  market,  un- 
der the  title  of  Etnpire  satin,  a 

Swiss  cloth  carrying  the  same  guar- 
antee as  Skinner's  satin  which  can 

be  laid  down  in  Canada  at  a  less 

price  than  the  American  cloth.  This 
satin  is  sold  only  by  Nisbet  &  Auld, 
and  is  guaranteed  to  wear  two 
seasons.  Each  yard  is  stamped  with 

the  name  '"Empire,"  and  the  guar- 

antee. Other  leaders  in  this  department 
are  a  24  inch  diagonal  twill  serge  to 
retail  at  a  popular  price,  and  a  40 

inch  twill  silk  lining,  and  these  lin- 
ings are  stocked  in  all  the  leading 

colors.  Empire  satins  are  carried  in 
22  colors  and  shades. 

BARRY  LINOLEUMS. 

The  Barry  linoleum  lines  which 
have  been  shown  down  east  and  in 
Montreal  and  Toronto,  are  conceded 

by  the  trade  to  be  the  strongest  ever 
shown  by  this  mammoth  concern, 
Every  taste  is  catered  to  in  the  wide 

range  of  designs  and  special  Cana- 
dian patterns  are  a  strong  feature, 

the  Canadian  ideas  of  color  and  de- 
.sign   being  well   emphasized.    In    the 
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line  ot  Inlaid  Liiioloum  with  the 

colors  solid  through  to  the  back — an 
incieasingrly  popular  sriado  with  the 

t'aiiadian  consumer — the  Walton  la- 
tent clean-cut  tiles  in  li^ht  effects 

which  are  a  feature  of  the  Barry  line 

cannot  fail  to  appeal  to  the  buyers. 

Samples  with  quotations  will  be 

eladly  foi-warded  to  dealers  on  re- 
quest and  Scott  &  West  t\).,  the 

selling  agents,  will  be  pleased  to  for- 
ward all  information  or  show  the 

full  lines  at  their  .Montreal  head- 
quarters,  510  Coristine  Ikiilhing. 

SPLENDID  NEW  FACTORY. 

J.  H.' W'inters  &  Co.,  manufactur- 
ers of  suits,  coats  and  dresses,  a 

young  but  decidedly  progressive  firm, 
which  up  to  the  present  has  been 

located  at  39  Pearl  Street,  Toronto, 

has  leased  for  a  term  of  years  thi> 
entire  second  floor  of  the  Samuel 

Building,  corner  King  and  Spad  ni, 

formerly  occupied  by  Stewart,  Howe 
i:  Meek,  and  will  remove  to  their 

new  premises  about  Dec.  1st.  In  the 

meantime  they  are  being  splendidly 

fitted  up  for  the  new  occupant.S'  and 
with  the  greater  facilities  which  will 
then  be  afforded,  J.  H.  W.nters  & 

Co.  will  be  in  a  position  to  turn 

ont  even  more  stylish  g^ods  than 

they  have  done  in  the  past  and  this 

is  going  to  be  no  easy  task,  because 

the  product  of  their  vvorKrooms  dur- 
ing the  months  they  have  been  in 

business  has  not  been  excelled  by  any 
firm  in  the  Dominion  of  Canada.  J. 

H.  Winters  &  Co.  will  have  an  im- 
portant announcement  to  make  to 

the  trade  in  a  short  time. 

AN  ERROR  IN  PRICE. 

In  the  Scptiiiiber  issue  of  The  Re- 
view a  typographical  error  was  made 

in  the  advertisement  of  The  Gault 

Bros.  Co.,  Limited,  of  Montreal. 

Their  special  36  inch  striped  flannel- 

ette was  quoted  at  8c  a  yard,  where- 
as the  price  should  have  been  8ic — 

We  regret  both  for  the  annoyance 

caused  to  Messrs.  Gault  Bros,  by, the 
enijuiries  for  these  goods,  and  also  for 
the  disappointment  occasioned  many 
dealers  who  expected  to  obtain  the 

flannelette  at  the  8c  quoted,  but 
which  should  have  been  8ic. 

"OAK  TREE"  HOSIERY  UNDER- 
WEAR. 

The  "Oak  Tree  '  brand  of  hosiery 
and  underwear,  which  is  a  specialty 

of  Thomas  Grimshaw  &.  Sons,  Man- 

chester, Eng.,  will  no  doubt  be  al- 
ready familiar  to  very  many  of  our 

readers.  This  make  has  won  for  itself 

a  very  high  and  well-deserved  reput- 
ation   throughout    the    outfllting    and 

kiiuired  trades.  Its  success  has  by 
no  means  been  confined  to  the  home 

market,  as  it  has  met  with  a  very 

enthusiastic  reception  in  the  colonies 
since  the  lirni  decided  to  nianufae 

ture  goods  for  exporl 

Messrs.  Grimshaw  particularly  em- 

phasize that  the  "Oak  Tree"  brand  of 
hosiery  is  manufactured  from  pure 

good  stapled  wool,  and  therefore  can 

be  relied  upon  for  durability.  There 

seems  to  he  an  ever  increasing  va- 

riety in  nien's  golf  and  cycling  hose, 
and  this  season  there  are  some  splen- 

did designs,  which  will  be  appreciated 

by  those  who  cater  for  men's  wear. 
Messrs.  (irimshaw  &  Sons  claim  for 

their  special  brand  that  it  can  be  re- 
lied upon  for  e.xtra  durability  and 

wear,  and  for  p\irity  of  make  and 

linish,  and  their  goods  are  guaranteed 

to  be  unshrinkable,  and  that  the  guar- 

antee embraces  the  firm's  offer  to  re- 
place free  of  charge  any  garments 

that  may  by  any  possible  chance, 

prove    unsatisfactory    in    this    respect. 

Messrs.  narrower  cV  Johnston,  of 

Montreal,  are  the  lirni's  represent- 
atives in  Canada  and  have  ]usi  re- 

ceived  the   new   season's  goods. 

this   bar    will    be     mailed     on    request 

scut    to   tlu'ir   nearest   oflice 

MODERN  STORE  CONSTRUCTION. 

.V  matter  of  vital  interest  to  the 

up-to-date  merchant  is  a  modern  store 
front  which  will  show  his  goods  to 

the  best  possible  advantage.  It  is 
absolutely  essential  therefore  that  in 
the  store  front  construction,  he  use 

bars  which  will  combine  a  good  neat 

appearance  with  strength  and  durabil- 
ity. The  Thorne  Hold-Fast  Metal  Bar 

possesses  all  these  advantages  and  is 

accepted  by  all  accident  insurance 

companies  at  the  same  rate  as  the 
old  style  ordinary  wooden  store 

front,  possessing  in  this  way  great 
advantage  over  mitred  or  so  called 

all  glass  construction. 

The  Thorne  Bar  provides  a  method 
of  holding  the  glass  firmly  together 

so  as  to  withstand  wind  pressure  and 

still  cover  the  smallest  possible  sur- 
face of  the  glass,  thus  giving  the 

store  front  a  finished  appearance. 

The  Thorne  construction  includes 

corner,  transom,  dividing  jamb,  and 

drip  still  bars  which  do  away  with 

the  rotting  out  of  wooden  construc- 
tion, and  furnishes  a  method  of  set- 

ting the  glass  which  is  water  tight, 

dust  proof  and  prevents  steaming  and 
frosting  of  the  show   windows. 

The  Canadian  agents  for  Thorne 

Hold-Fast  Metal  Bars  are  the  Hobbs 

Manufacturing  Co.,  Limited,  who  car- 
ry stocks  of  Thorne  Bars  at  their 

warehouses  in  London,  Toronto, 
Montreal  and  Winnipeg. 

Catalogue    and     full    particulars  of 

GUARANTEED  GLOVES. 

T'lie  Kobcrt  l\\an  Company,  of 

Three,  Rivers  will  in  future  guarantee 

every  pair  of  gloves  they  sell  which 

hear  the  name  "R>an"  on  the  fasten- 
er or  leather.  This  is  a  new  depar- 

ture in  the  glove  business,  inasmuch 

as  all  the  usual  troul)le  is  taken  com- 

pletely off  the  wlKjlesalers  hands. 
Should  a  pair  of  gloves  rip  or  tear, 

the  lady  or  gentleman  who  bought  the 

gloves  from  the  retailer,  can  return 
them  direct  to  The  Robert  Ryan  Co., 

they  doing  the  exchanging.  The 

"Ryan"  range  of  gloves  has  been  con- 

siderably increased  so  that  this  sea- 
son there  is  more  to  choose  from  and 

better  values  than  ever  before.  Read 
their  advertisement  in  this  issue  of 

The  Review,  it  is  .interesting  to  glovo 

buyers  all  over  Canada.  Their  agents, 
E.  H.  Walsh  &  Co.,  of  Toronjto, 

Montreal,  Winnipeg  and  Vancouver, 

are  now  showing  the  "Ryan"  sam- 

ples. 
GRAND    PRIX    AWARDTJD    HOR- 

ROCKSES  GOODS. 

Ilorrickses,  Crcwdson  &  Co..  Man 

Chester,  Eng'and,  manufacturers  of 
the  celebrated  longcloths,  twills, 

sheetings,  Panre'ettes,  etc.,  have  re- 

cently had  a  signal  honor  shown  the'r produce.  They  were  awarded  the 

(Jrand  Prix  at  the  Brussels  Exh'b  - 

tion.  T'his  recognition  is  all  the  mere 
remarkable,  when  it  is  known  that 

this  is  the  highest  award  obtainab'e 
at  the  exhibition,  and  it  must  be  ac- 

cepted as  proof  of  the  sterling  value 
of  these  famous  goods. 

BIGGER    VALUES    THAN    EVER. 

Elsewhere  in  this  issue  will  be  found 

the  advertisement  of  the  Diamond 

Whitewear  Co.,  Limited,  of  Three 

Rivers,  who  have  purchased  the  busi- 
ness of  the  Laurentian  Whitewear  Co., 

of  Levis,  the  manufacturers  of  the 

well  known  brand  of  "Laurentian" 
whitewear.  The  new  company  has  se- 

cured the  trade  marks,  etc.,  of  the 

Laurentian  Co.,  and  have  also  been 

fortunate  in  retaining  many  of  the 

staff  who  have  helped  to  make  the 

"Laurentian"  goods  so  well  known. 
With  a  plant  double  the  size  of  the 

I^evis  factory,  it  is  evident  that  the 
change  will  not  detract  one  iota  froni 

the  former  generous  values.  In  fact 
values  from  now  on  will  be  bigger  and 

better  than  ever.  A  special  feature 

for  .  .Spring  is  their  $9  shirt  waists. 

The  Laurentian  trade  mark  guaran- 
tees satisfaction  in  whitewear  and 

waists. 
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Condensed  Advertisements 

M 
AGENTS    WANTED.   

AZAMET  WOOL— Agent  warned  selling  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

REPRESENTATIVES    WANTED    tor    Western 
Canada  by  London  (England)  firm  of  buying 
agents.     Exclusive  territory.     Write  W.T.A. 

at  Horncastles,  Cheapside,  London,  England. 

AGENCIES   WANTED. 

A GEN  :iES  for  British  Columbia  wanted.  Com municate  Canadian  Importing  and  Jobbing 

Co.,  Carter-Cott   n  Block,  Vancouver. 

ADVERTISING  CUTS. 

LIVEN  UP  YOUR  ADVERTISING  by  using 
our  Stock  cuts.  Our  fashion  and  millinery 
plates  ar«  made  from  the  latest  models  and 

will  lend  character  and  distinctivensss  to  your 
advertising:.  Send  to  day  for  proof  sheet  and  prices. 

Advertisers'  Stock  Cut  Agency,  Mail  Building, 
Toronto,  Canada.  (9) 

ADVERTISING  BOOK. 

$3- 50: 
ADVERTISING  BOOK  $2. -"  How  to 
Advertise  a  Retail  Store."  504  oagef, 
641  illustrations,  263  sales  plans,  chap- 

ters on  advertising  dry  goods,  clothing,  haber- 
dashery, etc.  Book  Brokerage  Co.,  25  Sandwich 

Street  E.,   Windsor,  Ont.  (10) 

BUSINESS  OPPORTUNITY. 

FOR  SALE— Old    established    Dry   Goods  busi- 
ness in  good  town    on   Pacific   Coast.     Turn- 

over    about     $40,000.        Owners     retiring. 
Stock    at   valuation    (about    $25,000).     Box    101, 
Dry   Goods    Keview   Office,  347    Pender  Street, 
Vancouver,  B.C. 

SALESMAN  WANTED. 

SALESMEN  AND  SALESWOMEN  WANTED— 
Thousands  of  good  positions  now  open,  pay- 

ing from  $1000  to  $5000  a  yearand  expenses. 
No  former  experience  needed  to  get  one  of  them. 
We  will  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weeks  and  assist  you 
to  secure  a  good  po-sition,  andyou  c  n  pay  for  your 
tuition  out  of  your  earning-i.  Write  to-day  for  full 
particulars  and  testimonials  from  bund  reds  of  men 

and  women  we  have  placed  in  good  positions,  pay- 
ing fr»m  $100  to  $500  a  month  and  enDenses. 

Address  nearest  office.  Dept.  265,  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chi- 
cag).  New  York,  Minneapolis,  Atlanta,  Kansas 
City,  San  Francisco. 

SITUATIONS  VACANT. 

DRY  GOODS  CLERKS-Increase   your  salary 
$10  to  $20  a  month   by    learning   Show  Card 
writing.     Easy,  quick  and   cheapest   system. 

Send  for  booklet,   it's  free.    Simplex    Sign    Co., 
Hamilton,  Ont.  (tf) 

TRAVELER     wanted     for     East     and    West     of 

Toronto  with  connection    in  ribbons,   ladies' 
neckwear,  fancy  wnitewear,  etc.     Box  5,  The 

Dry  Goods   Review,  Toronto.  (lOch) 

  MISCELLANEOUS.   
ACCURATE  cost  keeping  easy  with  a  Dey  Cost 

Keeper.  Automatically  and  exactly  records 
time  spent  on  each  job.  Several  jobs  record- 

ed on  one  card.  For  small  firms  Dey  combines 

employees' register  and  cost  keeper.  A  machine 
for  every  business.  Write  for  catalogue.  Inter- 

national Time  Recording  Company  of  Canada, 
Ltd.,  29  Alice  Street,  Toronto. 

ANY  MAN  who  has  ever  lost  money  in  the  mails 
has  had  occasion  10  learn  by  painful  exper- 

ience that  the  only  proper  way  to  remit  money 
is  by  Dominion  Express  Money  Orders  and  For- 

eign Drafts.  If  lost  or  delayed  in  the  mails,  a 
prompt  refund  is  arranged,  or  new  order  issued 
without  further  charge. 

pOUNTER  CHECK  BOOKS- Especially  made \_/  for  the  dry  goods  trade.  Not  made  by  a  trust 

Send  us  samples  of  what  you  are  using — we'll send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 

tems. Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 

pOPELAND-CHATTERSON  SYSTEMS-Short, Vy     simple.     Adapted    to   all  classes   of  business. 
Copeland-Chatterson-Crain,     Ltd.,     Toronto 

and  Ottawa. 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-poifer  elevator  will  double  your  floor 

space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 

only  $70.  Write  for  catalogue  "B."  The  Ot's- Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 

sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  258'2  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard      Writing-Adding 
Machines     make    toil    easier.     Elliott-Fisher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 

and  Room  314  Stair  Building,  Toronto. 

ERRORS  AVOIDED,  LABOR  SAVED  -  Using the  Shouperior  Autographic  Register.  Three 
copies  Issued  at  one  writing.  1st,  Invoice; 

2nd.  Delivery  Ticket ;  3rd,  Charge  Sheet,  perforat- 
ed for  filing.  No  handling  of  carbons.  High 

grade  printing  and  next  invoices.  Make  full  in- 
quiry. Autographic  Register  Co.,  191-193-195 

Dorchester  St.  East,  Montreal.  (tf) 

EVERY  Retail  Merchant  should  write  for  a 
copy  of  our  finely  illustrated  catalogue  of 
rebuilt  typewriters.  It  shows  the  best  type- 

writer bargains  ever  offered  in  Canada.  More- 
over it  contains  facts  on  retail  advertising  intensely 

interesting  to  retail  merchants.  It  is  free.  The 
Monarch  Typewriter  Co.,  Limited,  98  King  Street 
West,  Toronto ;  also  Montreal,  Hamilton,  London, 
Ottawa. 

F "^IRE  INSURANCE.     Insure    in    the    Hartford. Agencies  everywhere  in  Canada. 

FOR  FILING  PAPERS,  LETTERS  and  Vouch- 
ers, fastening  bulky  envelopes  or  backing 

statements  the  ACME  No.  2  Binder  is  indis- 
pensable in  every  store.  Penetrates  the  thickest 

paper  and  perforates  and  binds  in  one  operation 
For  sale  by  all  stationers.  A.  R.  MacDougall  & 
Co.,  Canadian  Agents,  Toronto. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
The  Multigraph  does  absolutely  every  form  of 

printing.  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circular  letters.  Write  us.  American 
Multigraph  Sales  Co.,  Ltd.,   129  Bay  St.,  Toronto. 

IF  YOU  have  been  afflicted  with  one  of  those 
fountain  pens  that  won't  write  when  you  want 
it  to,  or  leaks  when  youdon't  want  it  to,  give  it 

away  to  one  of  your  poor  relations  and  buy  a 
Moore  Non-Leakab'e  Fountain  Pen  and  you  will 
be  happy.  Consult  your  stationer.  W.  J.  Gage 
&  Co.,  Toronto,  sole  agents  for  Canada. 

KAY'S    FURNITURE   CATALOGUE    No.  306 
contains  160pjgesof  fine  half-tone   engrav- 

ings of  newest  designs  in  carpets,    rugs,    fur- 
niture, draperies,  wall    papers   and    pnttery,   with 

cash    prices.      Write    for    a   copy     its    free.     John 
Kay  Co.,  Limited,  36  King  St.  West,  Toronto. 

KEEP  ACCOUNTS  without  book-keeping.  A 
centuryago  accounting  meant  lieeping  books. 
To-day  you  can  keep  accounts  cheaper,  better, 

quicker  and  more  accurately  by  throwing  away  all 
books  and  installinga  McCaskfy  Account  Register. 
Don't  be  skeptical- investigation  costs  nothing. 
Write  us  to-day.  Dominion  Register  Co.,  Ltd., 
lOOSpadina  Ave.,  Toronto.  (tf) 

LACE  CURTAINS  AND  NETS.-See  the  latest novelties  and  makes.  Special  make  of  Fish 
Net  Curtains.  Be  wise,  see  the  smartest 

range  in  the  trade.  Call  or  write.  Representative: 
E.  Fenton,  713  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pavement,  Nottingham.  Eng. 

MODERN  FIREPROOF  CONSTRUCTION. Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- 
est buildings,  give  belter  results  at  lower  cost. 

"Astrongstatement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 

crete Co.,  Ltd.,  100  King  St.  West,  Toronto,      (tf) 

SAVE  50  >:  OF  THE  COST  OF  HANDLING merchandise  by  installing  a  Beath  System  of 
Overhead  Carriers.  Saves  valuable  floor 

spaoe  because  the  trackage  is  on  the  ceiling.  Sys- 
tems for  all  kinds  of  businesses,  large  or  small. 

Write  us  for  illustrated  catalog.  W.  D.  Beath  & 
Son,  193  Terauley  Street,  Toronto.  (tf) 

SCOTCH  PLAID  STATIONERY  is   the    latest 
creation  for  business   and   society  correspon- 

dence.    Paper  and  envelopes  present  a   finish- 
ed linen  surface,  most  agreeable  to  the  pen  touch. 

Leading  stationers  have  it.     Write    for    samples. 
The  Copp,  Clark  Co.,  Limited,  Toronto.         (ff) 

THE"KALAMAZOO"  LOOSE  LEAF  BINDER is  the  only  binder  that  will  hold  just  as  many 
sheets  as  you  actually  require  and  no  more. 

The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 
cated mechanism.  Write  for  booklet.  Warwick 

Bros.  &  Rutter,  Ltd.,  King  and  Spadina,  Toronto. 

THE  METAL  REQUIRED  IN  A  MODERN CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  produce  at  minimum 

cost  Concrete  Reinforcements,  Fenestra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Fireproofing  Co.,  Ltd., 
Eraser  Ave.,  Toronto.  (tf) 

THE  National  Cash   Register  Company  guaran- tee to  sell  a  better    Register   for  less    money 
than  any  other  houseon  earth.     We  can  prove 

it.     Make  us.     The    National  Cssh    Register   Co., 
285  Yonge  St.,  Toronto. 

w AREHOUSE  AND  FACTORY  HEATING Systems.  Taylor-Forbes  Company,  Ltd. 
Supplied  by  the  trade  throughout  Canada. 

WANTED— A  splendid  opportunity  for  dealers to  handle  the  best  combination  Duplicat  ng. 
Addressing  andOffice  Printing  Machine  on 

he  market.  Exclusive  territory.  Send  name  and 
address,  giving  occupation  and  references,  10  the 
Canadian  Wriierprcss  Company,  Ltd.,  33  John 
St  ,  Hamilton,  Ont. 

YOU  can  display  yourgoods  to  better  advantage 
through  the  use  of  up-to-date  fixtures.  We 
are  specialists  in  the  planning  of  stores  and 

offices.  Our  catalogue  contains  illustrations  of 
many  new  features  and  several  handsomely  equip- 

ped stores  and  offices.  Shall  we  send  you  our 
catalogue  J?  Jones  Bros.  &  Co.,  Ltd.,  30-32 
Adelaide  St.  West,  Toronto.  (tf) 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 
The  most  popular  hotel  in 

OTTAWA.    ONT. 

JAMES  K.  PAISLEY, 
Proprietor 

HALIFAX   HOTEL 
HALIFAX,  N.S. 

A.CCOUNTANTS    AND    AUDITORS. 

JENKINS  &  HAf-DY 
Assi«fnees,  Chartered  Accountants,  Estate  and 

Fire  Insurance  Agents. 
154  Toronto  !3t.                           52  Can.  Life  BMg. 
Toronto  Montreal   



us 
DRY    GOODS    REVIEW 

ADVERTISING      INDEX 

AbeK's.    Ltd    139 
Andorson.  \Vm    2 
AndtTson,   W.    J.    &   Co    29 

Arlington   Co    1^3 
Australian  Draper     1^2 

B 

Baker,   Kiehard  L    104 

Bartell  I'atent    Pocket   Co    15-1 
Ballantvne  Co.,   R.   M    114 

Barry.  \V.  H.  &  Co    97 
Baiiniann  &  Co.,  L    23 
Bloeh.  M.   &  Co    74 
Blumenthal,  Svdnev     98 
BoUeit,    E.    K    23 
Botanical  Deooratinp  Co    23 
Boulter-Waugrh    Co    1^2 

Bradford  Dyers'     Association   ...  6 
Britannia  Underwear    172 
Bi-itish-America    Assurance   Co..  IT) 
British  Textile     Syndicate  Co.... 

Inside  front  cover 
British  American  Dyeing  Co.   ...  15 
Brodv  &  Funt     tj^ 
Brock    &  Paterson    100 

Brock,  W.   R.   &  Co.,  Toronto..  72-73 

Brock,  W.    K.,    Co.,   Montreal-.  21-ir.7 
Burnley,    Thos    12 
Burnet    &    Temple       38 
Burritt  &  Co.,  A    122 

Burt,  F.  N.  Co.,  Ltd    23 

Caldwell,  Boyd  &  Co.     159 
Canadian  Converters  Co.,  Ltd.. 

4,  5,  47,  66,  153 
Chicag-o   Mercantile   Co    103 
Chipman-Holton    Knitting     Co..  33 
Clatworthy    &    Son       29 
Commercial   Register   Co    23 
Corliss  Coon  &.  Co    163 
Corticelli   Silk     67 

"Craftana"      122 
Cravenette  Co    199 

D 

Denbenhams   (Canada),    Ltd.     ...  3 
Deacon   Shirt  Co    Ifi7 
Dearden  &  Co.,  .Jonathan     10 
Diamond   Whitewear   Co    60-61 
Dominion  Corset  Co   

50,  5L  52,  53,  54,  55 
Dominion  Register  Co    23 
Dominion  Textile  Co    H 

E 
107 

Eagle   Knitting  Co   

Eclipse  T'mbrella  Co   Inside  back  cover 
Ellipse  Whitewear          59 

F 

Fairbaini,   Rhys.   D   
Financial  Post    
Merchants  Mercantile  Co   

Flett,   Lowndes   Co. 
Fownes  Bros.  &   Co. 

89 

86 

(ialt   Art  Metal   Co    23 
(ialt    Knitting  Co    122 
(Jardiner  &    Foley      48 
tJarland,   .John  M.,   Son  &  Cu...  141 
CJault  Brothers  Co.,  Ltd    115 
Ciipe  Carrier  Co    30 
(Iddcrieh  Knitting  Co    114 

(inacdinger.  Son  &  Co.,   L   134-167 
(ireenshiclds,   Ltd    1,  63,  90 
(Jrimshaw,    Thos    15 
(Jros,  Million  &  Co    93 

H 

Halls  Limited     161 
Hall,  Borchert   &  Co    27 
Hanson,   C   F    23 

"Health  Brand"    I'mlerwear    ....  122 
Hees,    Son   &   Co.,    Geo.    H    129 
Henderson,  liobt    142 
Hcrmsdorf,    Louis       106 
Hobbs,   Mfg.  Co    27 
Home    &   Watts    46 

Horrockses,  Crewdson   &    Co.    ...  " Hutner  Cloak     64 

Irvine;-    Imbrella    Co 

86 

91 

102 
23 

".Jay  Finish"  Underwear     Ill 
.lason    Underwear      HI 
.Jones   Bros    155 

K 

King,   .John   &    Son      169 
Kleinert,  I.  B.,  Rubber  Co    13 
Koester  School,  The     27 

Ladies'   Wear  Ltd    84 
Lamba     81 
Lambert,    P.    W    38 
Law,    Russell    &    Co    9 
Lennard    &    Sons,    S    109 
Livingston   &    Scott      82 
Liddells    Unens       102 
Luxfer  Prism   Co    24 
Metallic   Roohng   Co.,    Ltd    23 
Maritime   Hat    &   Cap   Co    165 
Matthews,   Towers   &  Co    150 
Monarch   Knitting    Co    119 
Monitor   Mfg.    Co    23 
Mouterde,    Chas    81 
Morrall  &  Co.,  Abel     13 

M 

MacLaren    &    (Jo    23 

McColI   ('o.,    D    101 
McCall    (;o.,    The       75 
McElroy  Mig.    Co    57 
.Maodonald,    .John   &    Co. 

N 

Nazareth   Waist   Co       110 

0 

"Old  Bleach"  Linen  Co        92 
Oxford  Knitting  Co       120 

I'almeiiberg's   Son,   J.   R    29 
Parker,  R.   &'  Co..  inside   front   cover 
Parsons    &■  I'arsons    Can.    Co....  165 
Peerless    Underwear    Co    117 
Perrin  Freros      83 

Penman's,    Ltd    122 
Philips,    J.    &    N    8 
Priestleys      79 
Princess    Underwear       116 
Pullan   &   Sons,   M    49 

R 

Redmond,  The  Co    137 
Rosenwald   Bros    41 
Russell,  A.   N.   &   Sons  Co    24 
Russell    &    Woolven      12 

Ryan,  Robt.   &  Co    173 

Sandersons,  T>td    87 
Schloss,    Lewis       94 
Scott  &  West     131 
Schofield    Woollen    Co.    Ltd    120 

She'iherd    &    Hope       81 
SigsDee  Co    41 
Silks,    The   Co    68 
Silver,    B    136 
Stauntons,    Jjtd    126 
Strehl     Co.,   W.   R    41 
Southall    Bros.    &    Barclay       172 
Spitzer    Bros    41 
Star  Whitewear  Mfg.   Co    44 
Sutherland    &    Wilson       23 

Swift,   Copland  Co    135 
S-word  Neckwear   Co    95-174 
Syndicate    Cut    Co    23 

Toronto    Brass   Mfg.    Co    29 
Toronto    Carjiet    Co    127 
Tranter,    The  (J.    A.    Co    23 
TumhuU,    C.    Co.,    of    (ialt       116 

V 

Veit,    Otto    T.    E    23 
Victcjriaville   Furniture   Co    130 

W 

Waterhouse,   Thos    116 
Watson-Foster     124 
Weber,   Fred   W.    &  Co    23 
Welch,    Margetson    &   Co    149 
Western   Assurance   Co    15 
Weyerstall,   A.    &  Co    23 

Wilkins,  liobt.  Co..  Inside  frmt  covci' 
Wrevford    &    Co    167 

Z 

Outside   back   cover       Zimmerman  Mfg.   Co       113 

TABLE      OF      CONTENTS 

Art  of  Display  .                      25 

Buyers'    Guide       23 
Dress  Accessories     82 

Dress  Goods  and  New  York 
Letter     69 

Editorial     17 

Furs      133 

Fancy  Goods     39 
Good   Advertising     144 

Ilousefurnishiiigs       125 

Knit   Goods        105 

Mainly  .\bout  Ourselves  .."?       14 
Men's    Furnishings        151 

Millinery  and  New  York   I^etter...     99 

Hints    to    Buyers       145 
Paris   Letter        138 

Readv-to-Wear  Garments        45 

Special   Articles. 
Advertising  P'all   Goods      112 
Dealing  With  Cranky  Customers...     74 

How  I  Successfully  Met  Mail  Or- 
der  Competition          19 

Loose-leaf  Books  as  Time  Savers  123 

National  Exhibition  Displays  ....  31 

No  Decadence  in  British 

Enterprise     140 



DRY     GOODS     REVIEW 

Special  Section  Devoted  to  Men's  Clothing  and  Furnishings 

For  the  Coming  Festive  Season 
WELCH,  MARGETSON  (EX  CO. 

LONDON,     -     ENGLAND 

for FULL  DRESS  SHIRTS 

Coat 

or 
Ordinary 

Boxed in 

V4  Dozen 

Built  to  Suit  Canadian  Market 
GEO.  T.  WILSON 

Care  of  Bank  of  Montreal,  TORONTO,  Ont, 

Canadian  Representatives : 
HYNDMAN  COMMISSION  CO. 

WINNIPEG,  Man. 

Please  mention   The  Rez'ie-a'  to  ̂ -IdT'ertisers  and  Their  Travelers. 
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Men's  ffuvmsf)ings  B^clusivelp 

Matthews,  Towers  &  Co. 
MONTREAL 

SWEATERS 

HOSIERY 

UNDERWEAR 

FANCY  VESTS 

The  Leading  Hosiery  and  Underwear   House   of    Canada.     Bigger  range 

than  ever.     Lines  which   have  never  before  been  equalled. 

Matthews,  Towers  &  Company 
MONTREAL,  QUE. 

Please  mention  The  Revieik.'  to  Advertisers  and  Their  Travelers. 



Latest  News  of  Men's  Wear 
PUBLISHED    IN    CONNECTION    WITH    THE    DRY    GOODS    REVIE^/V 

DIRECTORS : 

J.  B.  MACLEAN,  Montreal    -        -  -        President 
W.  L.  EDMONDS,  Toronto        -        -         Vice-President 
A.  B.  CASWELL,  Montreal  -        -     Managing  Director 

Cable  Address : 

Macpubco,  Toronto.  Atabek,  London,  Eng. 
CHIEF  OFFICES: 

CANADA- 
MONTREAL       -        -  701-702,  Eastern  Townships  Bank  Building 

Toronto   U3-149  University  Ave. 
Telephone  Main  7324 

Winnipeg   511  Union  Bank  Building 
Telephone  3726 

Vancouver,   H.    Hodgson 
Room  11  Hartney  Chambers 

GREAT  BRITAIN - 
London,  Eng.        E.  J.  Dodd,  European  Manager,  88  Fleet  St,,  E.C. 

Telephone  Central  1296 

Manchester,       -       -       -       -       H.  S.  Ashburner,  92  Market  Street 

UNITED  states- 
New  York       -  -  R.  B.  Huestis,  Lawyers'  Title,  Insurance and  Trust  Co.  Building,  160  Broadway,  N.Y 

Telephone  1111  Cortlandt 

FRANCE- 
PARIS                -          -  John  F.  Jones  &  Co., 

31  bis  Faubourg,  Montmartre 

SWITZERLAND- 
ZURICH           Louis  Wolf,  Orell  Fussll  &  Co. 

SUBSCRIPTION    PRICE: 

Canada   Great  Britain,    United  States,    Australia, 
South  Africa  and  the  West  Indies        -       -       -    82  a  year 

Other  Countries    -       -       83  a  year 
Single  Copies   25  cents 

Invariably  in  advance. 

ADVERTISING  RATES-12  MONTHS 

One  page      $300 
"  haUptge         180 
"  quarter  page        100 
"    eighth  page        80 
"    Inch        30 

Serving  a  Double  Field 

AS  a  supplement  to  The  Dry  Goods  Review,  this 

section  of  special  interest  to  retailers  of  men's 
clothing  not  only  reaches  the  dry  goods  mer- 

chant who  has  an  up-tp-date  men's  wear  depart- 
ment, but  it  also  goes  to  the  exclusive  dealers  as  an  at- 

tractive separate  paper,  thus  serving  a  joint  field.  In  its 

columns  will  appear  not  only  the  latest  and  most  author- 
itative style  news,  but  also  much  information  with  refer- 

ence to  business  management,  store  arrangement  and  dis- 
play, salesmanship  and  kindred  subjects  of  interest  to  the 

men's  wear  trade. 

The  editorial  stafi  of  the  paper  will  always  be  avail- 
able to  the  merchant  looking  for  co-operation  in  solution 

of  merchandising  problems,  or  for  any  information  what- 
ever calculated  to  be  of  assistance  to  him. 

The  intention  is  to  send  the  men's  wear  paper  to 
exclusive  dealers  free  of  charge  for  one  year.    By  dropping 

a  card  to  The  Dry  Goods  Review,  intimating  their  desire, 
dry  goods  merchants  may  have  the  separate  paper  sent 

to  heads  of  their  men's  wear  departments. 

What  Buyers  are  Buying 

Fifty  cents  values  in  silk  half  hose. 
*  *         * 

Presentation  umbrellas  in  fancy  styles. 
«         »         « 

Plain  colors  and  self-tones  in  halt  hose  for  Spring. 
*  *         * 

Olive,  rose  and  soft  tans  in  neat  patterns  for  Spring 
neckwear. 

«         »         * 

Fine  checks  in  black  and  white  and  other  neat  effects 
in  soft  caps. 

»         *         » 

Small  knitted  skull  caps  suitable  for  activities  in  the 
athletic  field. 

Vests  in  black  and  white,  grey  and  white  or  other  un- 
obtrusive patterns. *  *         * 

Persian  and  Moorish  designs  in  neckwear  for  the  early 
Fall  and  holiday  trade. 

Umbrella '  mounts  in  buckhorn  and  ivory  inlaid  with 
silver   for  gift  purposes. 

*  *         * 

Brown,  grey,  pearl,  Oxford,  tan,  granite  in  telescope 
and  other  soft  hat  styles. 

*  *         * 

Modest  effects  in  fabric  and  quiet  natural  styles  in 

men's  and  boys'  clothing  for  Spring. *  »         « 

Heavy  sweater  coats  both  with  the  open  and  muffler 
neck  for  the  hunting  and  sporting  season. 

Slender  canes  for  young  men.  Rough  finish  and  na- 
tural dogwood,  as  well  as  cherry  styles  for  older  men. 

*  *         * 

Exclusive  designs  in  ladies'  neck-wraps,  reefers  and 
fancy  bags  for  the  men's  wear  store  and  department,  for 
the  gift  season. *  *    * 

Fancy  boxes  containing  some  combination  of  neck- 
wear, scarf,  handkerchief,  half  hose,  gloves,  suspenders 

or  garters  for  the  gift  trade. 
*  *    * 

Tuxedo  neck  wraps  to  be  worn  underneath  overcoat 
and  capable  of  being  half  reversed  so  as  to  add  effect  to 
glimpses  of  immaculate  evening  dress. 



Merchants  Well   Prepared    for    Record   Holiday   Season 
Spring  Outlook  is  Also  Very  Encouraging  —  Noticeable  Demand  for  Higher 

Grade  Goods  -  Prosperous  Times  Call  for  Progressiveness  —  Neat  Effects  in 

Neckwear  —  Quiet    Styles    in    Clothing 

THKKE  is  trreat  eneonragemeiit  in  tlie  out- 

look for  Spring  in  every  line  of  men '>< 
wear.  Wholesaler  and  manufacturers  state 

tliat.  during  the  past  year,  there  has  devel- 
oped an  unmistakable  demand  for  better  qualities,  and 

that,  in  many  oases,  this  is  due  to  better  merchandising 
on  the  part  of  the  retailer  himself,  who  is  grasping  the 
opportunities  presented  by  the  period  of  prosperity.  He 
is  developing  the  best  that  is  in  his  fiehl,  adopting  methods 

which  give  his  store  a  standing  in  the  opinion  of  his  dis- 
trict, whereby  he  is  brought  into  far  more  favorable  com- 

parison with  his  vigorous  outside  competitors.  In  other 
words,  he  is  going  after  the  business,  and  is  getting  it. 
not  only  in  the  older  provinces,  but  in  the  West,  tlieic 
is  a  decided  tendency  away  from  any  conservatism  which 

threatens  to  retard  progi'ess.  Once  in  a  while,  a  mer- 
chant will  appear  in  the  market  with  a  demand  for  goods 

which  indicates  that  he  is  not  giving  due  consideratioa 

to  the  possibility  of  better  values  in  his  district,  but  on 

the  othei-  hand,  merchants  everywhere  are  realizing  tlial 
an  adherence  to  stereotyped  prices  is  not  the  best  kind 

of  merchandising,  that,  in  neckwear,  and  hosiery,  for  ex- 
ample, it  is  possible  with  a  little  effort,  to  make  the 

peopled  interested  in  higher-priced  standards.  The  times 
warrant  this  kind  of  merchandising,  for  the  country  is 

in  a  good  financial  condition. 

In  gift  lines  for  the  holiday  trade,  brisk  business  is  be- 
ing done  at  present.  Individual  boxes  for  combination 

sets  in  men's  wear  accessories,  will  shortly  be  featured 

by  the  retailer,  and  it  is  evident  from  the  volume  of  bus- 
iness that  the  supply  houses  are  doing,  that  every  effort 

is  being  pui  forward  to  get  the  best  out  of  the  holiday 
season. 

Quiet  Styles  the  Feature 
Neat  and  Dignified  Lines  the   Note 

in    Men's    Suits. 

Travelers  are  going  out  with  Spring  samples  of  men's 
and  boys'  clothing,  sf)me  carrying  sorting  samples  in  ad- 

dition. Although  Fall  sorting  orders  have  been  received, 

the  fine  weather  is  unfavorable  to  any  considerable 
volume. 

Spring  clothing  shows  little  difference  in  price.  There 
may  be  a  change  where  material  lias  cost  more,  but  if  the 
increase  is  only  slight  in  cost  of  material  garnient  prices 
are  unchanged. 

It  is  said  that  a  good  many  people  are  dissatisfied 
with  the  very  fancy  worsteds,  dyed  in  the  piece,  and  are 
reverting  more  to  staple  all  wool  tweeds. 

While  the  Spring  season's  clothing  is  decidedly  in  favor 
of  conservative,  dignified,  natural  styles,  a  certain  de- 

mand for  fancy  efTects  is  coming  from  the  west,  but  not 
sufTicient  to  warrant  a  prediction  as  to  permanency. 

Anything  like  dip  fronts  or  cut  away  styles  have  to 
he  made  specially.  The  newest  sacque  coats  are  not  so 
long  as  formerly.  The  average  length  is  about  31  and  32 
inches  instead  of  extreme  lengths,  made  with  long  lapels, 

not  cut  away,  but  full  in  front.  Fancy  tweeds  are  .shown 
in  greys,  browns,  olives  and  mixtures. 

The   better   grades   of   some   trousers   are   made    with 
buckle  and  strap  at  each  side.    They  are  still  made  wide 

at  the  liips,  narrowing  to  the  bottom,  but  not  extreme  in 
style.     Mostly   stripes  are  shown   with  some  tweeds. 

Fall  and  Spring  overcoats  arc  made,  some  with  mili- 
tary collars  and  some  with  long  lapels.  Black  and  dark 

greys  predominate,  some  wale  goods  are  shown  in  grey 
mixtures,  and  for  these  there  is  a  big  demand. 

Among  children's  fancy  suits,  sizes  21  to  26,  the 
Buster  Brown  is  shown  with  long  coat,  fancy  collar  and 
fancy  shield,  some  buttoned  close  up  to  the  neck  and 
some  with  sailor  collar.  A  great  variety  of  emblems  on 
shields  are  shown. 

In  the  range  of  boys'  clothing  double-breasted,  two- 
piece  suits,  sizes  running  from  22  to  33  have  place.  Nor- 
lolk  suits  are  also  favored.  The  materials  are  good  ser- 

viceable fancy  tweeds  which  are  beginning,  it  is  said,  to 
share  the  place  with  fancy  worsteds.  Black  and  blue 
serges  retain  their  place,   being  staple. 

An  effort  is  being  made  to  create  a  demand  for  home- 

spun patterns  in  boys'  clothing,  some  designs  being  in- 
cluded in  Spring  samples. 

There  is  not  much  change  in  boys'  three-piece  knicker 
suits.  These  are  in  sizes  27  to  33,  in  single  and  double- 
breasted  styles. 

Boys'  double-breasted  pea  jackets  or  reefers  are  shown 
in  khaki  shade,  witii  little  military  buttons,  also  in  green, 

scarlet,  drab,  navy,  grey  and  green  mixtures.  There  are 

also  little  boys'  fancy  overcoats  for  Spring,  some  in 
length  to  cover  the  Buster  Brown. 

Neat  Effects  in  Spring  Shirts 
Black    and    Blue    and    White    Combina- 

tions —  Prices  Firm 

Shirt  manufacturers  report  Spring  placing  to  be  in  a 

satisfactory  condition.  In  comparison  with  a  similar 

period  last  year  shirt  sales  are  ahead  and  better  quali- 
ties are  selling,  one  reason  being  that  many  men  are 

now  willing  to  buy  better  goods  than  formerly. 
The  bulk  of  sales  is  in  quiet  effects  such  as  black  and 

white  and  blue  and  white  in  stripes,  in  clusters  and 
singles.  The  proportion  of  strong  colorings  selling  is 

small  in  comparison  with  the  quieter  eff'ects.  Some  lines 
of  soft  shirts  will  be  strong  for  Sprmg  ;  soft  mercerized 
material,  soisette,  etc.,  with  French  cuffs  and  Peter  Pan 
collars  being  expected  to  sell  well. 

Some  wholesale  men's  furnishers  are  somewhat  in  a 
quandary  about  Spring  shirts.  Prices,  they  say,  are 
affected  by  the  unsettled  state  of  the  cotton  market, 
consequently  wholesalers  are  disinclined  to  purchase 

Spring  stocks  until  prices  are  in  a  more  settled  condi- 
tion. 

Uncertainty  in  the  price  situation  is  the  reason  for 

the  absence  at  present  of  Spring  shirts  among  other  fur- 
nishing samples  of  some  houses. 

Fall  business  in  shirts  has  been  good  with  whole- 
salers. Some  disappointment,  however,  was  experienced 

with  the  sale  of  flannel  shirts  with  double  cuffs,  which 

did  not  sell  as  well  as  anticipated  for  Fall.  In  some 

retail  stores  unique  shades  in  shirts  are  being  shown 

at  present.  One  such  shade  is  a  straw  color  in  a  pleated 

shirt  of  good  quality  with  laundered  turn  back  ouffs. 

This  color  is  trying  and  some  men  could  not  wear  it  ; 

a  black  tie  was  shown  with  it  giving  a  rich  effect.    For 
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Favorite  in 

Success  Coiiars 

This  new,  popular  shape — the  Leinster — is  a  neat, 

dressy  collar,  which  can  be  worn  on  nearly  all 

occasions,  and  the  wearer  will  be  comfortable. 

The  Leinster  has  all  the  good  features  of  the  Success 

line,  careful  cutting,  exact  sizes — and  the  eyelet 

buttonholes  which  button  easy  and  hold  the  collar 

firmly  in  shape. 

Order  Leinster  from  your  Wholesaler — this  will 

prove  what  good  sellers  Success  are.  Ask  your 

wholesaler  to  send  you  a  book  of  Success  shapes. 

You  cannot  get  better  than  Success  to  retail  at  2  for 

25c.     Then  why  stock  any  not  as  good  ? 

*/7lfi7aiea^ 

Please  mention   The  Rez'iezv  to    Advertisers  and  Their  Travelers. 
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THE 

Bartell  Patent   Pocket 
{Tilt  Pocket  with  the  Inner  Pleat) 

Endorsed  by  the  Manufacturer 
Endorsed  by  the  Dealer 
Endorsed  by  the  Wearer 

Positive  pocket  improvement  of  practical  value  to 
every  man  who  makes,  sells  or  wears  clothes.     It 

insures  good  looks  and  good  service,    and    pro- 
claims the  garment  containing  it  a    good   value.     The 

BARTELL 
PATENT 
POCKET 
prevents  ripping 
down  of  pocket 
corners  and 

breakmg  of  the 
coat  front.  It 
cannot  sag  or 

bulge  like  the 
old-fashioned 

pocket. No  extra  ex- 
The  old  way  — 

THE  NCW  WA1 

pense  to  the 

dealer  or  wear- 
er. All  you  have 

to  do  is  to  specify "BARTELL 

PATEN  T 

POCKETS" 
when  you  place 

your  order.  The 
manufacturer 

will  be  glad  to  in- 
corporate them 

into  every  gar- 
ment. 

All  the  Leading  Canadian 

Jylanufacturers  of  C/otnes 
are  now  using  the  BARTELL  PATENT  POCKET. 
They  tried  it  out,  tested  its  practicability  and  adopted  it 
at  once. 

SPECIAL:  The  merits  of  the  BARTELL  PAT- 
ENT POCKET  will  be  placed  before  the  public 

through  convincingly  written,  attractively  displayed  adver- 
tisements, to  appear  in  the  greatest  magazines  in  America 

shortly.  These  advertisements  will  grip  the  attention  of 
every  man  who  looks  for  clothes  service,  and  create  in 
him  the  desire  to  have  his  garments  supplied  with  the 
BARTELL  PATENT  POCKET. 

Full  information  supplied  to  clothing  manufacturers  or 
to  dealers  upon  request. 

Barteil  Patent  Pocket  Co. 
13  Astor  Place,  NEW  YORK 

a  ilccidcd  shailo  like  this  black  sci'iiis  to  he  the  most 
suitable  contrast  in  a  necktie.  In  less  expensive  quali- 

ties tan,  mauve  and  blue  grounds  with  stiii)cs  of  deeper 
tone  or  white  are  .shown,  but  the  be.st  selling  lines  are 
in  white  grounds  with  small  black  stripes,  in  both  plain 

and  pleated  Uosoms  ;  some  fig-ures  are  selling  also.  There 
is  a  noticeable  demand  for  coat  shirts  ;  of  oourse  the 

ordinary  shirt  is  being  sold,  but  a  great  many  men  pre- 
fer the  coat  shape,  owing  to  the  ease  with  which  it  is 

put  on. 

Neckwear  for  Holiday  Trade 
Present    Feeling  Suggests    Good    Demand 

for  Plain  Goods   Next  Season 

In  men's  neckwear  for  the  holiday  trade,  larjjjer  shapes 
will  be  in  demand,  though  still  meeting  the  requirements 

of  the  close-fitting  collar.  Particularly  in  high-class  neck- 
wear, satin  grounds  with  large  figure  and  stripe  effects, 

also  Paisleys  will  undoubtedly  have  the  call.  In  fifty- 
cent  neckwear  there  seems  to  be  a  feeling  towards  floral 
designs  on  rep  grounds,  also  satin  striped  Raisleys  and 

neat  diagonal  weaves  •■'  'There  will  be  of  course  the  usual 
amount  of  plain-colored  silks  in  ibengalines,  reps  and  ar- 
murcs  sold,  but  not  to.  the  same  extent  as  fancy  silks, 
Coloiings  will  be  more  of  the  darker  nature,,  such  as 

wine','  ca,rdinal,  myrtle,  brown,  tan,  olive,  reseda,  and  dif- 
ferent shades  of  grey  and  purple.  In  fact,  it  is  difficult 

to  say  at  this  moment  what  will  be  the  leading  color  as 
there  are  so  many  beautiful  shades  shown  for  the  holiday 
trade. 

For  Spring,  there  is  a  decided, feeling  in  favor  of  neat 

goods.  So  long  as  the  close-fitting  collar  holds  good  for 
the  Spring  and  Summer  trade,  the  furnisher  will  be  com- 

pelled to  show  neater  effects  than  have  been  shown  for 
the  past  two  seasons.  This  may  mean  that  next  Spring 
will  be  another  season  for  plain  goods.  Just  as  soon  as 
the  trade  demands  neat  goods,  the  retailer  finds  that  in 
plain  silk  he  has  a  fine  article  to  offer  his  trade  and  a 
good  window  dresser,  owing  to  great  variety  of  shades. 

Good  Demand  for  Soft  Hats 
Mohairs    and    Felts    in    Pearl    and    Steel 

Grey  Selling  Well 

In  men's  hats,  there  is  a  demand  at  present  for  soft 
shapes.  Rough  effects  are  selling,  also  neglige  styles  in 
mohair  and  felt,  principally  in  pearl  and  steel  grey.  It  is 
expected  also  that  soft  hats  will  be  as  strong  tor  Spring 
as  for  this  Fall. 

Retail  hatters  say  that  a  big  trade  is  being  done  in 
caps,  many  men  are  now  providing  themselves  with  a  cap 
to  wear  at  night. 

In  stiff  hats  for  Spring  the  tendency  is  toward  taper 
crowns  and  roll  brims  in  small  shapes.  A  few  flat  brims 
will  also  be  sold  as  there  are  some  who  will  wear  nothing 

else. 
A  hat  and  cap  measurement  list  is  always  of  u.se  to 

the  hat  salesman.  If  a  customer  does  not  know  his  size, 

instead  of  trying  on  hats  until  the  proper  size  is  found 

the  clerk  simply  takes  the  customer's  measurement  and 
l)y  referring  to  the  card  h&  can  find  the  hat  size  corre- 

sponding to  the  measurement  he  has  taken.  Here  is  a  re- 
liable size  chart  head  measurement  :— 19  in.,  6  size  ;  19f 

in.,  61  size  ;  19^  in.,  6|  size  ;  20'-  in.,  (i^  si/.c  ;  20^ 'in., 
Hi  size;  21  in.,  6g  size.,  21 J  in.,  6|  size;  21|  in.,  6|  size; 

22|  in.,  7  size  ;  22|  in.,  7^  size  ;  23  in.,  7^  size  ; /2,'il  in., 
TjJ  .size;  '2i3^  in..  7J  size;  24  in.,  75  size. 
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The  New  Way  of  Showing  Clothing 
THE  NEW  WAY  WARDROBE 

OPEN   FOR  SELLING 

The  latest  idea  for  the  proper  display  and  storage  of 
clothing. 

An  all-glass  show  case,  seven  feet  long  by  four  feet  wide, 
holding  100  suits,  every  one  of  which  is  instantly 
accessible. 

It  attracts  attention  and  invites  inspection. 

You  never  have  shop-worn  clothing  if  you  u^e  The  New 

Way  Wardrobe. 

It    has    no    rival,    no    competition. 

It  has  been  and  is  being  installed  in  the  principal 

Canadian  stores  after  having  been  tried  successfully  in 

the  largest  stores  of  the  United  States. 

SEND       FOR       OUR       CATALOGUE     "  D  "     WHICH      GIVES      FULL       PARTICULARS. 

JONES   BROS.  CB^   CO.,    LTD. 
WARDROBE    BUILDERS 

29-31  Adelaide  Street  West Toronto,  Ont. 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 



Much  Depends  on  System  and  Salesman  in  Selling  Gloves 

Reliable  Stock  Records  are  Necessary  —  Wanted  Sizes  Must  be  Located 

on  Second's  Notice  —  The  Plan  Adopted  in  Some  Stores  —  Buyer  and 
Salesman    Should     Know    Something    About    Skins  —  Dealing    With    Cranks 

TllK    irlove    ik'partment    is    an    important    part    of 

men's  furnisliintjs,  and  one  that,  to  be  success- 
ful, requires  to  'be  conducted  intelligently,  sys- 
tem beings  necessary  to  obtain  best  results. 

GtK>d   stock-keeping:  is  esential  as  it  saves  much   con- 
fusion,   and    enables  SJilesmcn    to    produce   any   make    or 

quality  on  a  moment's  notice. 
The  buyer's  and  salesman's  knowledge  counts.  Buying 

and  selling  are  closely  connected,  goods  well  bought  are 
more  easily  sold,  and  the  more  the  salesman  knows  about 
the  goods  he  is  selling,  hi.^  confidence  increases  accordingly. 

Keeping  the  Stock. 

The  stock-keeping  system  used  by  good  class  furnish- 
ing stores,  and  the  most  satisfactory,  is  that  of  special 

stock  boxes,  with  brass  pull  and  ticket  holder  combined, 
tlie  stock  number,  size  and  price  being  marked  on  the 
ticket,  and  it  is  well  to  mark  the  gloves  as  well. 

The  stock  is  arranged  according  to  price,  each  maker's 
goods  ibeing  kept  in  separate  rows.  In  the  case  of  best 
selling  sizes,  such  as  7^  and  7|,  one  size  is  kept  in  a  box. 
Two  of  the  otiier  sizes  are  generally  kept  in  one  box. 
Tans  forming  the  larger  portion  of  the  glove  stock,  all 

taurs  are  kept  together.  The  same  idea  is  cai'ried  out  in 
regard  to  gi-eys  and  chamois. 

To  keep  track  of  sizes  selling  out,  in  stores  where  stocks 

are  large,  a  stock  card  of  reserve  stock  is  kept,  which  in- 
dicates makes,  sizes  and  qualities,  re-ordering  being  done 

as  sizes  are  running  low.  It  is  then  easy  to  keep  the  for- 
ward or  store  stock  full  up.  In  stocks  of  limited  quan- 

tity however,  where  no  reserve  is  kept,  it  would  be  advis- 
able to  take  a  list  once  a  week,  otherwise  best  sizes  would 

probably  i-ua  out  and  disappointment  and  loss  of  sales 
follow. 

What  the  Buyer  Should  Know. 

In  buying  gloves  there  is  more  to  be  considered  than 
simply  procuring  the  most  fashionable  styles,  as  most  men 
like  wearing  qualities  in  addition,  therefore  the  buyer 
should  know  all  about  skins,  he  should  be  able  to  judge 
a  good  skin  from  a  poor  one,  and  buy  accordingly.  In 
this  way  he  will  help  to  build  up  a  reputation  for  his 

department.  A  good  wearing  glove  is  a  spendid  adver- 
tisement and  will  at  least  ibring  the  wearer  back  again. 

He  will  also  probably  recommend  the  store  to  his  friends. 
It  is  not  necessary  to  buy  heavily  of  any  one  line,  as 
when  sizes  are  getting  low  they  can  generally  be  secured 
in  a  day  or  two.  It  is  better  to  have  the  large  assortment 
than  too  many  of  one  kind. 

The  wise  buyer,  however,  will  use  his  judgment  aibonL 
this;  there  may  be  exceptions  where  a  certain  make  may 

be  difficult  to  get  or  where  a  specially  good  line  is  offer- 
ed at  a  special  price. 

It  would  be  of  advantage  to  the  salesman  if  he  also 

were  a  judge  of  skins,  so  that  he  could  .speak  with  as- 
surance regarding  glove  qualities.  If  the  customer  does 

not  know  his  size,  the  clerk  should  find  it  out  iby  mea.s- 
uring  his  hand  round  the  thickest  part  of  the  palm.  Sales- 

men should  know  the  peculiarities  of  the  different  makes, 
how  they  are  cut,  whether  with  long  or  short  fingers,  and 
allow  for  this  in  measuring,  they  could  easily  do  this 
in  spare  time,  by  compari.s^m  of  the  gloves.  For  fine 
gloves,  which  fit  coLsely  and  stretch  in  the  wearing,  the 
measurement    should   be    tighter   while   for   the   heavier 

(lualilies,  which  fit  more  loosely,  it  is  not  necessary  to 

measure  so  snugly.  It  is  now  customary — unless  the  cus- 
tomer is  absolutely  certain  of  his  size — to  fit  gloves  be- 

fore the  customer  leaves  the  store,  fitting  the  right  hand, 
or  if  he  should  be  left-handed,  the  left  hand  should  be 
fitted.  This  makes  sure  that  the  glove  fits,  and  saves 
returning  with,  perhaps,  a  torn  seam,  or  a  hole,  through 
ignorance  of  the  proper  way  of  putting  it  on.  No  one 
can  expect  to  put  a  new  glove  on  as  easily  as  an  old 

one,  and  the  'best  of  gloves  will  stand  only  a  certain 
strain.  The  cutomer  should,  threfore,  be  told  to  fit  the 
gl(/ve  by  working  the  fingers  on  well,  and  then  putting 
in  the  thumb. 

Dealing  with  Cranks. 
Salesmen  have  often  cranks  to  deal  with,  men  whom 

it  is  almost  impossible  to  please,  yet  it  is  very  desirable 
to  make  friends  of  these  vei\y  people,  as  if  there  is  one 
store  in  which  they  can  be  pleased,  naturally  that  is  the 
store  they  will  always  go  to,  and  this  depends  on  the 
salesman.  If  he  is  patient,  uses  tact  and  courtesy,  whether 
the  crank  makes  a  purchase  or  not  on  his  first  visit,  this 
is  bound  to  make  an  impression. 

In  the  glove  section,  as  in  all  other  depaitnients,  it  is 
short  sighted  policy  for  the  clerk  to  sell  merely  for  the 
sake  of  making  an  individual  sale,  knowing  that  the 

goods  do  not  suit  the  cutsomer,  for  it  is  almost  certain 
he  will  not  return.  To  make  the  customer  a  friend  of  the 

store  is  a  practical  outcome  of  good  salesmanship.  If, 

after  taking  all  the  trouble  posible  to  sell  to  the  custom- 
er, and  he  cannot  be  satisfied  it  is  far  better  to  bear  the 

disappointment  of  losing  a  sale,  and  with  good  grace  and 
courtesy  allow  him  to  try  elsewhere,  thus  paving  the  way 
for  a  future  visit,  when  the  customer  may  purchase  and 
continue  to  do  so. 

Displaying  Gloves. 
Show  gloves  in  season ;  not  much  of  anything  is  gained  by 

showing  them  ahead  of  any  season.  Men  are  generally  too 
busy  to  remember,  when  winter  comes,  that  they  have 
seen  winter  gloves  displayed  in  .'•ome  store  a  month  ago, 
hut  buy  gloves  when  tliey  are  needed  at  the  first  store 
making  a  good  display.  This  is  generally  the  case,  unless 
they  are  customers  of  long  standing,  then  display  scarcely 

affects  their  purchases;  they  :buy  there  anyhow.  In  the 

case  of  men 's  gloves,  the  window  space  is  more  profitably 
occupied  with  seasonable  goods. 

In  a  heart-to-heart  talk  to  his  clerks,  the  business  man- 
ager of  a  large  establishment  put  the  following  i>ertinent 

questions.  If  a  man  comes  in  and  says  he  wants  a  tie 

to  suit  him,  are  you  prepared  to  take  in  his  physical  char- 
acteristics at  a  glanct.,  and  show  him  the  things  that  ought 

to  suit  him  if  his  taste  is  what  it  should  bel  Of  course, 

he  may  not  accept  your  decision,  but  are  you  sufficiently 
confident  of  your  judgment  to  be  able  to  press  it  upon 

him  and  give  him  reasons'?  If,  for  example,  a  sallow- 
faced,  black-haired,  clean-shaven  man  came  in,  what  kind 
of  a  tie  would  you  offer  him?  Or,  on  the  other  hand,  a 

fresh-colored  man  with  a  fair  mustache,  or  a  middle-aged 
man  with  a  dark  mustache  and  beard  turning  gray  in 

parts?  Why  should  you  not  study  these  points  and  be 

prepared  with  your  own  judgment? 
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For  Spring  Trade  1911 

We  would  like  to  show  you  our 

range  of  men's  furnishings. 

The  shirts  particularly  are 
noticeable. 

Cut  on  generous  lines,  well- 
fitting  and  tailored,  they  are 

garments  that  will  appeal  to  your 
customers. 

Samples  are  ready  Now. 

Watch  the  Early  buyers. 

The  W.  R.  Brock  Company,  Li 
MONTREAL 

mited 

Please  mention  The  Reviezu  to  Advertisers  and  Their  Travelers. 
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Fine  Display  and  Wardrobe  Equipment  in  Men's  Wear  Store 

Furnishings  section   of   J.   M. Hickey   store,   Toronto.     Close   inspection   of  goods   is   facilitated     by     the    employment 
of  display  cases  running  the   full  length   of   the   store 

Section   of    interior   men's    wear   store   J    M.    HicUcy.    Toronto.     Note    the    line    of  new    type    of     cabmets    for    clothing,    in    which 
double   racks   slide   in   and   out   and   in   which   the   clothing   is   kept   in   perfect   condition.      These   cases   introduce   the   silent 

salesman    idea    in   the   clothing   department.      Tops   may   be  used   for   displaying   other   goods  as   illustrated. 
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It  pays  to  sell  Caldwell's 
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All-wool  Steamer  and  Auto  Rugs 
There  is  a  steadily  growing  demand 
for  these  goods.  And  by  catering  to 
it  with  a  line  so  thoroughly  honest 

in  quality,  and  so  attractive  in  pat- 

tern, coloring  and  finish  as  Caldwell's, 
you  can  build  up  a  large  and  exceed- 

ingly profitable  trade. 
We  make  these  rugs  in  four  qualities 
and 

thirty  different  colorings 

The  differing  qualities  are  caused  by 

a  dirt'erence  in  the  quality  of  wool 
used — not  by  the  introduction  of  cot- 

ton or  shoddy. 

Let  us  here  emphasize  the  fact  that 

all  Caldwell's  Woolens  are 

100%  Pure  Wool 

When   you   see  and  feel  these  rugs  you   will  at  once  be    convinced     that    no    rugs    made 
anywhere    in    the    world    could  possibly  be  superior. 

And  this  is  equally  true  of  our  white  and  color- ed all-wool  Blankets. 

We  sell  direct  to  the  retail  trade.  Quality  for 

Quality,  Caldwell's  Woolen  Goods — comprising, 
besides  our  Rugs  and  Blankets — a  splendid  range 
of  Ladies'  and  Gentlemen's  Suitings  and  Over- 

coatings, are  cheaper  than  any  imported  or  do- 
mestic line,  yielding  you  a  proportionately  greater 

profit, Boyd  CaldweU  &  Co. 
LIMITED 

LANARK,  -  -  ONTARIO 

WOOL   vs  SHODDY 

It  may  be  true  that  some  people  prefer  Shoddy — but  we  doubt  it. 

And  it  may  be  true  that  some  new  Shoddy  looks 
almost  as  good  as  high-class  woolens. 

But  Shoddy  simply  cannot  look  that  way  long. 
And  it  certainly  will  not  stand  nearly  the 
wear  of  real  woolen  goods. 

Shoddy  is  mostly  composed  of  old  garments,  collect- 
ed from  all  sources,  in  all  stages  of  filth  and 

dilapidation,  treated  with  strong,  fibre- 
w^eakeni  ng  chemicals  and  re-woven  into 
cloth.  Shoddy  never  can  wear  long  or  have 
a  good  texture,  because  all  the  natm-al  oil  of 
the  wool  is  absolutely  eliminated  by  the 
chemical  treatment  it  I'cceives. 

Some  Imported  "Woolens"  are  all  Shoddy;  most 
"Woolens"  contain  some  Shoddy.  But 
Caldwell's  Woolens  are  one  hundred  per  cent, pure  new  wool,  washed,  spun,  woven  and 
dyed  in  our  own  mills  by  experts  trained  in 
the  best  woolen  mills  of  Great  Britain. 

TRAVELLERS  ARE  NOW  SHOWING  FOR  SPRING  1911. 
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Who  Cares? 
What  difference  does  it  make  how  Napoleon,  Fred- 

erick the  Great,  Baron  Rothschild,  or  any  other  old 
worthy  kept  his  trousers  up  ?  The  important  thing 

is  that  the  well-dressed  Canadian  man,  as  soon  as  he 
sees  them,  keeps  his  trousers  up  with  the  Canadian 
Made  All  Fabric. 

CHESTER 
SUSPENDERS 

Made  in  semi-elastic  model  for  giving  firm  support, 
also  in  full-elastic  model  for  maximum  comfort. 

Notice  the  patented  Chester  prong  buckle.  It  does 
not  rest  on  the  shoulder,  but  always  stays  near  the 

bottom. 

Other  patented  features  make  this  article  the  strong- 
est of  its  kind.  The  Chester  will  outwear  any 

other  make. 

Send  for  Sample  dozens— Semi-elastic  Model,  $4.25 
—  All  Elastic  Model,  $4.50.  Order  from  factory 
at     Brockville    or    from    Winnipeg    Warehouse. 

CHESTER  LINE 
JiALC^ 

GUARANTEED 

HALLS,  LIMITED 
Manufacturers 

BROCKVILLE,  ONT. 

FULL  STOCK  CARRIED  AT  OUR  WINNIPEG  WAREHOUSE.  293  MARKET  ST. 

Please  mention  The  Reviezv  to    Advertisers  and  Their  Travelers, 



In  Advertising,  Give  the  Men  Snappy  Style  Information 
Majority  of  Young  Men  are  Keen  for  Authoritative  News  on  Latest  Effects 

—  Great  Improvement  in  Past  Few  Years  —  Comment  on  Recent  Examples 

of    Advertising  —  Regina    Men's   Wear    Dealers    Hold    Enthusiastic   Opening 

IN  view  of  the  fact  that  men's  wear  styles  are  seldom 
iiuiilo  tlie  subject  of  anysrreat  amount  of  en.s-lig:liten- 
iuir  literature  for  the  benefit  of  those  who  are  directly 
interested.it  would  appear  thai  the  dealer  who  makes 

of  his  advt.  the  place  in  the  local  pai>er  that  may  be  re- 
lied  upon   for  practical  information,  is  adoptinsr  a   wise 

course. 

Honest  Clothes  at  Honest  Prices 

Fall    Styles  Are   Now  Ready 

Excellent   matter   in   this   advt..   but  poorly    arranged. 
McLaren   &   Co..   St.   Catharines. 

It  is  often  stated  that  men  do  not  take  the  same  inter- 

est in  fashion  news  as  is  shown  by  women.  Yet,  it  can- 
not be  denied  that  the  majority  of  young  men  are  keen 

for  anything  that  has  the  most  recent  stamp  of  fashion. 

It  used  to  be  that  upoii  his  visit  to  the  men's  wear  store 
he  largely  depended  for  his  style  pointers.  Stocks 
there  are  always  supposed  to  represent  the  latest  effects 
and  creations,  but  often  it  was  upon  what  tbe  salesman 

told  him  and  not  what  he  previou.sly  knew  that  the  pros- 

pective customer  relied  for  assistance  in  making  his  sel- 
ections. 

There  has  been  a  great  improvement  in  men's  wear  ad- 
vertising during  the  past  few  years.  Merchants  have 

realized  that  they  must  give  a  news  value  to  their  spaces 

in  the  newspaper  if  results  are  to  be  garnered.  Thus  it  is 
found  that  the  new  or  distinctive  points  about  a  suit, 

an  overcoat,  or  shirt,  or  underwear,  are  frequently  il- 
lustrated and  accompanied  by  good  descriptive  matter. 

Practical  talks  on  the  merit  of  features  which  give  cloth- 

ing an  individuality  are  frequently  seen  in  the  advertis- 
ing columns  of  the  newspapers,  and  it  is  clear  that  an 

earnest  effort  is  being  made  to  make  the  young  man  a 

reader  of  fa.shion  news.  The  different  operations  which 

enter  into  the  construction  of  clothes,  the  methods  em.- 

ployed  in  working  out  style  features,  the  testing  of  fab- 
rics, and  other  points,  have  all  been  exploited  with  the 

idea  of  making  particular  dressers  of  the  men. 

Contains  Good  Style  News. 

The  advt.  of  McLaren  &  Co.,  St.  Catharines,  has  much 

in  it  that  should  prove  of  interest  to  the  wearers  of  men 's 
clothes.  It  describes  the  style  features  to  be  found  in 
Fall  and  Winter  clothing  for  men  and  boys.  The  advt. 

might  be  re-arranged  to  advantage.  The  last  paragraph 

of  all  refers  to  a  shipment  of  men's  sweater  coats  just 
arrived.  Considering  the  season,  this  announcement 

should  be  worth  a  iblack  panel  in  a  more  conspicuous 
l)hice.  Greater  regularity  in  paragraph  location  and  a 
more  distinctive  heading  type  might  have  improved  the 

appearance.  "Specials  for  Saturday"  were  also  entitled 
to  some  prominence.  If  thisi  is  a  regular  feature,  some 
definite  location  in  the  advt.,  with  a  more  distinctive  form 

of  setting  would  appear  advisable.  This  looks  like  a 
machine  set  advt.,  and  has  the  appearance  of  having  been 

tlirown   together  in   haste.     It  contains  excellent   matter. 

Has  a  Mourning  Border. 

O'Brien,  Specialist  in  Good  Clothes,  Chatham,  N.  B., 
has  a  mourning  border  about  his  advt.,  but  he  presents 

an  old  argument  in  somewhat  lively  fashion.  "Open 
market — independent  buying — ^best  made  merchandise — 

lowest  possible  price" — these  are  a  great  battery  and  it 
is  good  to  know  there  is  a  steady  procession  of  enthus- 

iasm, for  the  advt.  is  one  whicli  encourages  the  customer 

O'BRIEN 

Can  Save  Y(  u 

Real  Money  on  Every 

SUIT  or  OVERCOAT 

You  Buy  at  Their  Store. 

P^ina  Well   ^ 
1 

UV  are   nut ■^elliDg    .1    hue    Ol 
poorly 
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ig    m    order    to    h 

ve    low 
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g  ihiii 
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iargc  qiuattUu  ia<] eci  BIG  DISCOUNTS. 

We  go  into  The  Open  Market.  Buy  Independently  and  Get  The 
Best  Hade  Merchandise  at  The  Lowest  Possible  Price. 

That's  Wily  wc  sa\e  evcty  mac  ih.n  dcjls  with  us  niotcy— real  money  n. 
.^^c  money— you  have  the  savmg  m  yout  pcekcr.  ool  tu  vour  mind,  when  yo 
auc  the  slDre 

TIrafs   Why   Our  Style- 

That's  Why  thei 

I  Oui'Store. 

We  Would  be  Very  Glad  to  Have  You  Pay  TJs  a  Visit. 
We  Can  Show  You  Good*  Tbst  Would  Interest  You. 

Heavy   border    here    detracts    from    body  of    the     advt. 

More   display     in     reading     matter,    with    heavy   lines 

eliminated,   might   have   done   belter.  -  O'Brien.  Chat- 
ham.  New   Brunswick. 

to  step  off,  by  way  of  comparison,  the  miles  of  difference 

l)ctween  the  styles  in  O'Brien's  clothes  and  those  of  the 
other  fellows.  The  advt.  has  a  heavy  appearance,  a,s  the 

result  of  the  border,  the  black  types  and  the  panel  set 

in  one  corner.     The  panel  idea  might  be  employed  to  ad- 
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Chevy  Chase" A  NEW 

Corliss-Coon 
u^.  Collar 

that  meets  in  front  and  has 
ample  tie  space  for  bow  or 
four-in-hand  tie. 

The  Ideal   Fall  Collar 

for  Style  and  Comfort. 

Corliss,Coon  &  Co.  ̂ 
Makers  of  "  Better  Collars" 

New  York 
St.  Louis 

Chicago 

Baltimore 
Boston 

Troy,  N.Y. 

Canadian  Representative  : 

H.  W.   BESSERER 

314  Birks  Bldg.,  Phillips  Sq.,  Montreal 

Front  2\  in 

Back  \l  in. 

GHALLENM 
J^ATERPROOF^ 

t^OLLARS 

Save  you  money 
Stop  all  laundry  troubles.  "Chal- 

lenge" Collars  can  be  cleaned  with 
a  rub  from  a  wet  cloth — sjnart  and 
dressy  always.  The  correct  dull 
finish  and  texture  of  the  best  linen. 

If  your  dealer  hasn't  "Challenge"  Brand 
write  us  enclosing  money,  25c.  for  collars^ 
50c.  per  pair  for  cuffs.  We  will  supply 
you.     Send  for  new  style  book. 

THE  ARUNGTON  CO.  OF  CANADA 
Limited 

54-64  Frater  Atc.,  Toronto,  Clui. •»4» 

Here^s  a  Sample 
of  the  advertisements  we  are 

issuing  in  the  Canadian  Daily  and 

Weekly  Press  w^ith  the  idea  of 
boosting  the  sales  of 

"Challenge" BRAND  CUFFS  and  COLLARS 

in  the  retail  stores.  Isn't  it  worth  your  w^hile  to  handle  an  article  which  is  half  sold  before  you  buy 
it.'  But  this  extensive  advertising  has  only  created  the  demand ;  the  real  merit  of  "Challenge"  goods 
will  guarantee  repeats. 

Your  well-groomed  customer,  w^ho  wouldn't  dream  of  w^earing  an  ordinary  rubber  collar  w^ili 
be  delighted  with  the  appearance,  fit  and  finish  of  "Challenge"  Brand.  They  have  the  same  dull 
finish  and  dressy  look  as  the  best  linen  collar  and  have  the  added  advantage  of  being  w^aterproof. 
"Challenge"  Goods  are  guaranteed  not  to  wilt,  crack,  turn  colour  or  smell  unpleasantly. 

SEND  ALONG  YOUR  ORDER  TO-DAY. 

The  Arlington  Company  of  Canada,  Limited 
54-56  Fraser  Avenue,  Toronto 

EASTERN  AGENT:— Duncan  Bell,  301  James  Street,  Montreal. 
ONTARIO  AGENT  :-J.  A.  Chantler  &  Co..  8-10  Wellington  Street  E.,  Toronto. 

WESTERN  AGENT:  - R.  J.  Quigley,  8-10  Wellington  St.  E..  Toronto  (temporarily)  (Headquarters  -Winnipeg  in  near  future.) 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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vantage  in  setting  forth  style  tacts  and  other  useful  in- 
formation to  men. 

They  Held  Openings. 

Why  do  not  men  V  wear  stores,  as  a  rule,  hold  opcMiings 

at  the  tirst  of  a  season  to  feature  new  goods  as  do  mil- 

liners and  dealei^  in  ladies'  wear?  That  it  can  be  effect- 
ively carried   out    is   evident    from   the  display    that    was 
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Good   descriptive   matter   from    tne  advertisement    of    the 

Retina    Trading   Co        Introduction   of     sub-heads     might 
have    improved    the  panels. 

made  preceding  Regina's  shopping  week.  In  the  same 
paper  in  which  the  large  stores  described  their  new  goods, 

the  men's  furnishers  and  clothiers  were  also  represented 
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The  Mason  Clothing  Co 
Tbc  b«M  FIJM  ta  buy  Clothn. 

Not  the  best  kind  of  cut  to  use  in  clothing  advt. 

Head,  leirs  and  teet  in  a  figure  best  convey  idea 

how/  garment  "  looks."  The  fact  that  this  house 
represents  six  manufacturers  should  be  promin- 

ently featured.    Mason  Clothing  Co.,  Bowmanville. 

by  large  spaces,  and  in  every  case,  smart  cuts,  illustrative 

of  the  new  styles,  were  used. 

A  good  example  of  the  descriptive  matter  that  was  in- 

troduced in  these  advts.  is  taken  from  the  Regina  Trad- 

jpij  Cp.s  full  page  spa«e.    Men's  furnishings,  boy's  equip- 

ment, and  men's  suits  and  overcoatings  are  featuring  in 

sepai-ate  panels.     These   might  have  been  improved   had 

S.  McCANDLESS 
CLOTHING  4  MEN'S  FURNISHINGS 

FOR  THE  PALL  TRADE  we  are  showing 
the  very  newest  etook  in  CLOTHING  and 
FURNISHINGS. 

On  visiting  us  you  will  find  the  very 
latest  in  Mens  High  Grade  Clothing  Our 
styles  and  patterns  are  right. 

We  are  showing  a  complete  Una  of  the 
newest  Hats  and  Caps  for  fall  wear.  The 
biggest  range  in  our  history. 

Our  Furnishings  Department  is  stock 
ed  with  the  newest  lines  for  the  season.  A 
natty  line  of  Shirts,  Ties  and  Hosiery 
which  cannot  be  excelled. 

Call  on  us  and  you   will  be  satisfied 
with  our  new  stock  for  the  fall  trade. 

S.  MceANOLESS 

Paragraphs  too  similarly  worded.     Generalities  could  have 

been  boiled  down  to  one  paragraph  to  make  room  for  style 

news   or  values.     Closer  study  of  practical  detail  is  recom- 

mended —  S.   McCandless,  Brampton. 

sub-heads  been  more  prominently  displayed.  In  one 

case,  that  of  neckwear,  the  sub-head,  is  inserted  after, 

instead  of  before  the  introductory  paraofraph.  More  white 

space  between  some  of  the  paragraphs  would  have  helped 

the  appearance  of  this  othewise  well  arranged  and  ex- 
cently  written  section  of  a  page  advt. 

Better  Illustrations. 
The    Mason    Clothing   Co.,   Bowmanville,   have    a    good 

WONDERFUL  CLOTHING  OFFER 
Best  Ever  Made 

300  Suits 
All  SIzei,  34  to  44 

Worth  $10,  $12  &  $15 

Your  Choice 

$7.40 OL0Tfi»a  orriB  »«  B««i  m  ik<  ciir,  ud  » 

Sale  Starts  This  Morning 

GRAHAM  BROS. 
Brief,  snappy,  sufficient  announcement    of    special 

sale,  —  Graham    Bros.,   London.   Ont. 

argument  to  back  up  their  assertion  with  reference  to 

largest,  best  and  most  stylish  overcoats.  They  represent 
no  less  than  six  manufacturer.?.  That  being  the  case,  it 

might  strike  some  readers  of  their  advt.  that  they  were 

entitled  to  a  better  illustrated  service  than  that  given. 
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For  a   Trade   Winner — Nothing   Succeeds   Like   the 

I/antI/racI/' 
COLLAR 
IT     IS      FU  L  L      OF      N  EW 

FEATURES  IN  CONSTRUCTION 

THE  LINEN  THOUGH  WATERPROOF  IS  VERY  PLIABLE 

AND  CONFORMS  TO  EVERY  MOVEMENT  OF  THE  NECK 

SEE 

The  Patented  Flex- 

ible Lips  that  re- 
lieve the  strain  on 

the  front  hold. 

SEE The  Patented  slit 
in  the  back  which 

prevents  the  pres- sure on  the  neck 

from  the  back  but- 
ton. 

The  Parsons  and  Parsons  Canadian  Go. 
HAMILTON ONTARIO CANADA 

In  your  advertising  let  us  help  you  in  your 

Cap  sales.  Send  us  your  name  and  we  will 

send  you,  free  of  charge,  a  cut  of  the  most  pop- 

ular Cap  for  next  Spring — 

THE  REO 

The  Maritime  Hat  ̂   Cap  Co. 
Manufacturers  TRURO,  N.S. 

Please  metitioii  The  Reviezv  to   Advertisers  and  Their  Travelers. 
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Tliere  is  iiotlnnsr  like  licad.  feet  aiul  hands  to  give 

life  value  to  a  cut.  The  advt.  contains  some  interestiuL:- 
price  facts,  which  shouUl  always  be  well  displayed.  The 

Mason  Clothinjr  Co.  evidently  have  a  line  wiiich  could 
better  srrace  a  lar^rer  advt. 

Not  Best  Use  of  Space. 

S.  McC'andless.  of  Buauipton,  could  have  confined  all 
of  the  matter  in  his  advt.  to  one  paragraph,  and  still 

have  displayed  it  well.  The  same  line  of  talk  is  used 
with  reference  to  clothing,  caps  and  furnishings.  The 
news  value  of  his  new  things  has  been  entirely  overlooked. 

One  name  line  was  all  that  was  necessary,  and  a  few- 
select  prices  and  descriptive  matter  would  have  made  a 

vastly  better  advt. 

A  Snappy  Sale  Advertisement. 

Some  merchants  would  have  considered  the  "Wonderful 

Clothing  OfiEer"  made  by  Graham  Bros.,  London,  as  en- 

titled to  larger  space  and  much  more  "Best  Ever"  talk. 
Thisi  advt.  has  sized  this  particular  sale  on  about  the 

proper  scale,  and  the  result  is  a  bright,  snappy  announce- 
ment. A  great  amount  of  space  is  used  in  connection 

with  these  sales  nowadays  l>y  the  merchants  w'ho  give 
way  to  the  idea  that  the  customer  has  to  know  how  he 

got  the  clothes,  and  other  unnecessary  details.  The  man 

who  wears  them  doesn't  care  about  the  circumstances. 

Given  the  price  comparison,  and  some  facts  about  ciual- 

ity  and  style,  and  he  or  his  wife  will  be  on  hand  when  the 
door  opens  in  the  morning. 

Can   You   Tell  the  Size? 
Many     Mistakes     Occur    in     the     Fitting 

of    Children's    Clothing 

How  many  men  on  the  floor  can  tell  at  a  glance  the 
size  of  the  clothing  the  customer  wears,  the  moment  he 

steps  in  the  house?  asks  Men's  Wear. 
How  many  salesman  can  put  out  their  hands  to  the 

exact  normal  height  of  a  boy  from  4  to  12  years  old? 
A  little  practice  in  this  direction  will  make  one  of  the 

most  interesting  exercises  for  a  dull  hour  that  the  "boys" 
can  find.  Mark  the  normal  height  of  the  various  ages  of  the 

boy  by  a  stick  the  requisite  length,  let  the  salesman  hold 
out  his  hand  to  the  exact  height  of  the  age  and  continue 

this  practice  until  he  is  thoroughly  familiar  with  the 
scale. 

It  is  equally  necessary  to  know  the  chest  measure.  Let 
the  chart  be  studied,  so  that  the  size  from  the  smallest  to 

the  largest  boy  can  be  given  in  an  instant.  Some  iboys 
will  have  the  height  of  the  ten-year  and  the  chest  meas- 

urement of  th«  twelve-year-old.  If  the  salesman  be  fam- 
iliar with  the  scale  and  his  stock,  he,  shows  the  suit  that 

will  fit,  and  we  all  know  a  fit  will  overcome  so  many  other 

objections  that  it  is  always  a  great  factor  in  making  the 

saie.  Fit  "Tommy"  perfectly  and  "Mamma"  will  con- 
cede the  point  of  color  and  fabric  nine  out  of  ten  time,.. 

The  many  mistakes  that  occur  in  fitting  children's  cloth- 
ing arise  from  lack  of  knowledge  on  the  part  of  the  in- 

spector of  the  standard  mea.surements,  and  consequently 
the  stock  will  not  run  uniform.  Much  time  and  money  is 

spent  by  every  clothing  manufacturer  to  arrive  at  an  ex- 
act standard  for  his  trade,  and  if  it  is  worth  so  much 

to  him  it  is  worth  a  relative  sum  to  the  retailer.  Take 

advantage  of  this  knowledge  and  have  the  stock  correctly 
marked  and  sized. 

The  practice  of  skimping  is  quite  common  in  some  mar- 
kets, and  it  is  well  to  know  how  the  sizes  are  cut  by  the 

different  manufacturers  in  the  various  markets. 

The  saU'sninn  who  is  certain  thai  Ihc  customer  wears  a 

.'i(i  and  hands  him  a  coat  of  this  measurenienl,  knowing  it 
to  hi'  the  correct  .size,  inspires  confidence;  and  if  he  knows 
the  standard  height  of  a  37  chest  measure  he  will  hand 

out  a  pair  of  trousers  to  fit,  for  he  knows  the  waist  meas- 
ure, as  well,  and  there  will  be  no  chianee  for  the  customer 

justly  to  find  fault,  giving  him  an  opportunity  to  change 

his'  mind.  Always  keep  the  customer  on  the  run  when  once 
he  starts,  but,  if  he  be  befuddled  with  wrong  sizes,  he 
may  think  the  salesman  knows  as  little  about  the  goods 

which  he  recommend's  so  highly  ns  about  the  sizes  of  his 

garments. Learn  the  normal  height  and  size  of  a  man  and  of  a 

boy;  have  a  chart  of  the  normal  waist  and  breast  meas- 
ure, trouser  and  arm  lengths.  Let  the  help  memorize  the 

figures  to  a  fraction,  practice  estimating  the  size  of  every 
customer  who  comes  in  the  store,  mentally,  if  not  openly, 

and  with  friends  and  acquaintances  these  computations 
can  be  verified  iby  the  tape. 

The  further  and  hai'der  task  of  knowing  the  difference 
in  the  same  sizes  of  the  stock  is  of  equal  importance — 
som^e   36 's  will   fit    a  37  man,   some   38 's  will   fit   ondv  a 

m^ 

*'^?'^^-«r^.J 

|Ff^    ̂ "^1 

■■P^^^^*"^    : 
Opera  bag  in  Dresden  silit.  These  are  made  in  all  classes  of 

plain  and  fancy  sillts.  and  are  a  good  line  for  the  men's  wear 
store  or  department  during  Christmas  season.  To  the  customer 

lookine  for  gifts  for  his  lady  friends,  they  are  a  dainty  sugges- 
tion.    Shown  by  Sword  Neckwear  Co..  Toronto. 

37  man,  and  so  on.  This  difference  arises  from  many 

causes,  the  most  common  being  the  variations  in  the  pat- 
terns over  which  the  garments  have  been  cut.  Another 

reason  is  the  peculiarities  of  the  materials.  One  presses 

up  differently  from  another;  some  are  more  elastic  and 
|)ress  into  larger  garments  marked  the  same  size.  With 
other  materials,  more  rigid  and  with  a  tendency  to  draw 

up,  the  gai-ments  will  be  found  to  be  smaller. 
No  two  pieces  of  cloth  finish  alike.  Different  linings 

and  finishings  and  the  tailoring  all  contribute  to  an  in- 
terminaible  number  of  reasons  for  these  extraordinary 

variations,  and  this  is  the  reason  why  clothing  has  so 
much  individuality  and  distinction  of  shape  and  make;  a 
little  difference  here  and  a  little  there,  and  the  36  is 
snug  or  loo.se. 

Clothes-making  is  not  quite  an  exact  science,  and  offers 
therefore  much   scope   for  individual  effort. 
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High  Class  Trade 

y^ 

Should  Buy 

OUR  SPECIAL 
The 

"MONARCH  HAT" 
Registered  Trade  Mark 

As  Worn  By  The  Leader  of  Fashion. 

L.  Gnaedinger,  Son  &  Company 
MONTREAL 

HIS  MAJESTY  GEORGK  V. 

Wreyford    &.    Co, 
WHOLESALE  MEN'S  FURNISHERS 

ROMAIN    BUILDING  TORONTO 

Sole  Agents  in  Canada  for  following  English 
manufacturers: 

Young  &  Rochester, 
London  and  Londonderry 

Specialties  in  Shirts,  Vests  and  Neckwear. 

Cellular  Clothing  Co.,  London 
"  Aertex"  Underwear,  Etc. 

T.  H.  Downing  &  Co.,  Leicester 
Hosiery  and  Knit  Goods. 

Tress  &  Co. 
London,  Engr. 

High  Class 
Hats, 

Caps  and Panamas. 
Select  Styles. 

Our  travellers  are  on  road  with  complete  ranges  of 
above  lines.    If  not  called  on,  write  us. 

Our  good  quality  SWEATER  COATS,  DRESSING 
GOWNS,  NECKWEAR  and  other  NOVELTIES 
for  CHRISTMAS  can  be  shipped  at  once. 

Shirt  Specialists 
The  DEACON  SHIRT   CO. 

are  manufacturing  specialists 
in  OUTING  and  WORKING 

SHIRTS  for  Men  and  Boys. 

Our  Travelers  are  now  on  the 

road  showing  the  most  varied 

assortment  of  styles  and 

cloths  of  the  best  wear-resist- 

ing qualities  for  Spring  of 

1911.     Don't  fail  to  see  them. 

The  Deacon  Shirt  Co. 
BELLEVILLE, 

ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Should  Have  Gone  Slow  and  Saved  Cash  for  Emergencies 
Started  Out  With  Bad  Location  and  Advertising  Did  Not  Overcome  the 

Handicap  —  Bought  Stock  Heavily  on  Time  — Panic  Came,  Nobody  Would 
Buy    His    Goods. 

A  youug  mail  who  weut  iuto  the  meu's  wear  business 
aud  iailed  through  the  lack  of  executive  experience,  de- 

scribes ill  System,  his  various  blunders,  as  follows: — 
One  serious  mistake  will  upset  the  equilibrium  of  al- 

most any  youug  business.  Then,  failure  or  slow  progress 
back  to  safety  depends  on  how  circumstances  shape  them- 

selves— whether  the  bad  season  or  money  stringency  holds 
off  long  enough  to  allow  recovery  and  the  gathering  of 
new  resources.     That,  at  least,  is  my  experience. 

First  Mistake,  Bad  Location. 

My  mistake  waj>  ibad  location — on  the  wrong  side  of 
the  street  and  some  distance  from  the  center  of  things. 
All  the  important  stores  were  grouped  near  the  court 
house  and  on  the  north  side  of  the  main  street.  The 

post  oflBce,  interurban  station,  public  library  aud  theater 
were  all  on  the  chief  cross  street  to  the  north.  The  tide 

of  traffic  had  regular  channels.  I  should  have  recognized 

these,  since  my  line  was  meu's  furnishings.  But  I  let 
a  low  rent  and  a  new  building  lure  me  to  the  south  side 

of  the  street  two  blocks  east.  I  was  persuaded  that  ad- 
vertising would  overcome  the  location  handicap  and  at- 

tract the  men  of  the  town.  A  "racket  store"  no  farther 
from  the  court  house  at  the  other  end  of  the  street  was 

making  capital  out  of  its  cheap  location.  My  analysis 

wasn't  close  enough  to  mark  the  enormous  difference 
between  clothing  and  haberdashery  and  live^ceut  "nov- 

elties. ' ' 
For  two  years  I  struggled  against  the  town  habit,  los- 

ing a  little  of  my  original  $6,000  every  month.  Perhaps 

my  advertising  wasn't  sufficiently  insinuating  or  convinc- 
ing. At  last  I  realized  my  error  was  basic  and  that  I 

must  move  nearer  the  heart  of  things  and  to  the  other 
side  of  the  street.  The  only  store  available  was  twice 

as  large  as  I  needed.  The  owner  wouldn't  subdivide  it 
for  me;  the  rent  was  higher  than  I  could  afford;  bi^t  I 
was  feeling  the  pressure  and  signed  the  lease. 

Second  Mistake,  Bought  Too  Heavily. 

To  make  a  decent  showing,  I  bought  stock  heavily  on 

time.  I  had  a  vei-j-  attractive  store  when  I  opened;  but 
I  was  painfully  short  of  cash  and  I  had  lost  some  of 
my  original  confidence  as  well  as  my  capital.  The  bank 
carried  me  along,  however,  expecting,  as  I  did,  that  a 
tlrriving  autumn  and  Christmas  trade  would  set  me  on 

my  feet. 
This  was  September,  1907.  The  panic,  the  following 

month,  found  me  stocked  to  the  ceiling  with  goods  nobody 
could  buy.  Real  money  disappeared.  The  men  of  our 
town  discovered  they  had  plenty  of  dress  accessories  to 
run  them  for  a  long  time.  My  stock  became  luxuries  on 

a  day's  notice. 
I  could  not  borrow  any  money.  Men  who  had  cash  In 

the  bank  had  to  check  it  out  gingerly,  and  those  who  did 
not  were  in  a  had  hole.  I  had  been  travelling  on  the 

ragged  edge,  and  of  course  I  went  over.  I  was  unable  to 

pay  my  clerks,  my  rent,  my  light — even  my  janitor.  I 
had  no  money  whatever,  and  out  home  we  lived  only  by 
the  grace  of  our  grocery.  In  despair,  T  made  a  voluntary 
assignment. 

I  asked  my  grocer  afterwards  how  he  managed  to  pnll 
through  and  carry  a  lot  of  drowning  fellows  like  myself. 

lie  laughed  as  he  weighed  out  five  pounds  of  sugar  for lue. 

"A  little  thing  like  that  doesn't  worry  me,"  he  said. 
"I  expect  panics  once  in  a  while.  I've  been  through 
three  or  four  of  them.  They  can't  get  you  if  you  are 
prepared  for  them.  All  my  money  isn't  in  this  store 

by  any  means." "But  you  have  a  big  stock,"  I  remarked  inereduously. 
He  climbed  up  a  stephvdder  and  tossed'  down  a  few 

empty  cases  and  cartons. 

"See  here,"  he  said,  with  a  wave  of  his  hand  toward 
the  heap  on  the  floor,  "half  the  stock  in  the  store  is  made 

up  of  empties,  I've  sold  'em  out  and  put  the  profits 
down  in  my  jeans.  I  buy  stuff  to  sell,  not  to  keep  up 
here  on  the  shelves.  And  say,  the  empty  boxes  make  a 

pretty  good  front,  don't  they?" I  saw  what  a  fool  I  had  been,  to  fill  up  my  store  with 

goods,  just  because  I  had  to  fill  up  with  something.  My 
bad  location  first  and  a  store  too  big  in  the  next  place 
were  serious  errors,  but  the  biggest  mistake  was  getting 
in  so   deep  on  stock. 

I  blundered  from  the  stai-t.  I  should  have  kept  my 
$6,000  until  the  right  opening  appeared.  I  might  have 
induced  some  one  to  put  up  a  little  ibuilding  for  me, 
or  subdivide  a  store.  Then  I  ought  to  have  gone  slow 
and  saved  some  cash  for  emergencies.  A  man  with  money 
in  his  pocket  is  the  master  of  circumstances. 

Men's  Umbrellas  and  Canes. 
Buckhorn  inlaid  with  silver  fonns  a  very  striking  and 

favorite  mount  this  Fall.  Ivory  also  comes  inlaid,  and 
sometimes  the  silver  is  chased  in  addition.  Snakewood 

with  sterling  open-work  effect  was  a  new  design.  Walrus 
and  ivory  in  alternate  pieces  were  bound  together  and 
inlaid  with  silver,  which  was  also  engraved. 

Prince  of  Wales  and  opera  mounts  are  the  stand-by 
shapes,  but  presentation  umbrellas  in  fancy  styles  of 

gold  and  silver  show  mushroom  and  table-top  designs. 
Canes  vary  little  from  umbrellas  in  mounting,  but 

the  slender  cane  will  be  carried  only  by  the  young  man 

while  the  dogwood,  rough  finish,  and  the  natural-cherry 

styles  are  an  elder  man's  cane.  Here  too,  the  inlaid 
metal  trimmings  are  the  feature. 

Fine    Worsteds    and  Tweeds. 
In  the  wholesale  woolen  trade  the  volume  of  Spring 

orders  received  up  to  the  present  has  been  very  satisfac- 
tory. In  regard  to  black  and  blue  materials  it  would 

seem  wise  for  merchants  to  buy  early.  There  is  no  indi- 
cation of  prices  dropping,  but  a  possibility  of  a  further 

advance.  Wholesalers  have  covered  themselves  for  a  con- 
siderable period  and  the  merchant,  by  covering  his  needs 

reasonably,  is  running  no  risks  and  certainly  is  taking  no 
chances  as  blacks  and  blues  are  selling  right  along.  It,  is 
expected  that  a  big  trade  will  be  done  in  greys  for  Spring 
and  that  brownish  shades  will  also  sell.  Browns  and  fancy 
blues  will  have  a  good  place  in  the  woolen  demand. 

While  there  is  a  growing  tendency  in  favor  of  tweeds, 
it  is  stated  that  they  will  have  a  long  way  to  go  to 
make  any  serious  inroads  on  the  favor  for  neat  pattern 
worsteds  getting  into  the  better  grades. 



Dry  Goods  Review. MEN'S    FURNISHER 

169 

Helps  the  Window  Display. 

Men's  furnishings  generally  allow  of  attractive  window 
trimming.  A  window  recently  shown  by  a  Toronto  store 
demonstrates  how  attractive  a  furnishing  window  may 
be  made  by  means  of  proper  fixtures  and  good  taste  in 
trimming. 

The  background  is  a  permanent  fixture ;  the  upper  por- 
tion being  of  stained  glass,  while  the  lower  part  is  com- 

posed of  sliding  panel  doors  in  oak. 

back  of  the  window  at  the  top.  This  shelf  was  covered 
with  velvet  and  trimmed  with  gloves  on  wood  stands. 
On  the  floor  of  the  window  there  were  two  wood  window 
divisions,  high  at  the  back  and  gradually  getting  lower 
to  the  front.  On  top  of  these  divisions  were  small  brass 
stands  trimmed  with  gloves. 
On  the  floor  of  the  window  were  adjustable  brass 

shirt  stands  with  shirt,  collar  and  tie  showing,  and  some 
had  a  muffler  placed  inside  the  collar.  Collars  were  also 
shown  on  brass  stands,  with  tie  hanging  down  inside.  For 
the  clothing  window  the  same  kind  of  hanging  shelf  is 

provided,  and  on  both  windows  there  is  a  space  for  bul- 
letins of  special  announcements.  The  space  is  marked 

off  in  gilt  in  a  fancy  design.  This  serves  for  a  border  for 
the  cards  which  are  placed  inside  it,  fastened  to  the window. 

  ♦   

The  perpendicular  line  re- 
presents backgrround  of  win- 

dow. Midway  of  the  height 
a  shelf  projects  supported  by 
chain  from   top. 

A  feature  of  the  window  is  a  semi-circular  movable 
shelf  at  the  back.  This  is  supported  on  a  ledge  above 

the  sliding  panels,  and  is  suspended  by  a  chain  from  the 

One  hundred  dollars  is  donated  every  year  by  a  West- 
ern merchant  for  a  prize-speaking  contest  among  the  high 

school  pupils  of  his  city.  The  event  is  known  as  the 
Blank  Speaking  Contest,  and  is  held  in  one  of  the  high 
schools  on  some  evening  toward  the  close  of  the  school 

year. 
On  this  occasion  the  meeting'  is  presided  over  Iby  the 

superintendent  of  schools,  and  the  judges  are  several  of 
the  high  school  teachers. 

This  contest  has  become  an  exceedingly  popular  insti- 
tution among  teachers,  parents  and  pupils.  More  than 

2.500  children  learn  selections  of  good  literature  and  try 

to  perfect  themselves  in  speaking.  The  principals  re- 
port that  there  has  been  a  marked  improvement  in  the 

use  of  the  voice,  in  enunciation,  pronunciation,  manner 
and  interpertatioii.  as  shown  in  the  speaking,  since  these 
contests  wrre  beaini. 

'*How  do  you  spell  SHOWERPROOF?"      "  C-R-A-V-E-N-E-T-T  E,  of  course!" 

'^^m/mieik  showerproofs ^^y  DUSTPROOF  as  well  as  SHOWERPROOF 

The  "CRAVENETTE"  CO.,  LTD.,  affix  their 
stamp  only  to  such  goods  as  are  suitable  in 
quality  for  showerproof  purp:ses. 

M'TraoEMaRI*; 

Therefore  this  stamp  is  a  guarantee,  not  only 

of  Showerproof  properties,  but  also  of  the 

quality  of  the  material. 

Facsimile  of  Stamp. 

THE  "CRAVENETTE"   CO.,  LTD.,    39  Well  Street,  Bradford. ( Proof er»  lo  the  Trade.) 

Please  mention  The  Reviczv  to   Advertisers  and  Their  Travelers. 



Hints  to   Buyers  of  Men's   Furnishings 
From    information  supplied    by    sellers,    but   for    which    the    editors    of 

The    Review    do    not  necessarily   hold    themselves   responsible. 

FOR  THEIR  LADY  FRIENDS. 
In  addition  to  their  regular  line  of 

men  s  neckwear,  the  Sword  Neck- 
wear Co.,  Toronto,  are  showing  some 

exclusive  designs  in  ladies'  neck- 
wraps  and  reefers.  They  claim  that 

the  men's  wear  store  or  department 
is  the  proper  place  to  handle  these 
lines  during  the  gift  season,  as  they 
immediately  suggest  to  men  their 
suitability  for  presentation  purposes. 

THE  -NEW  WAY'  WARDROBE. 

In  the  ""New  Way"  Wardrobe  a 
method  of  displaying  100  suits  of 
clothes  in  a  space  seven  feet  long, 
four  feet,  two  inches  wide,  and  four 
feet,  two  inches  high,  and  at  the 
same  time  securing  a   most     efficient 

onl\'  50  could,  and  at  the  same  time 
there  is  only  one  set  of  doors,  so 
that  the  wardrobe  can  be  placed 

back-to-back  with  another  or  against 
the  wall.  The  saving  of  space  is 

gi'eat.  os|)i'cially  as  the  aisles  aic 
not  blocked  in  the  least.  Placed 
back-to-back,  these  cases  make  a 
striking  display  counter  (sec  cut). 
The  aisle  space  required  for  tlie 

opening  of  dtxjis  and  shifting  of 
lows  is  only  2(i  iiidies.  When  the 
latter  are  adjusted,  the  doors  fold 
back  into  the  case,  thus  locking  the 
rods  in  position.  For  quick  selling, 

the  w'ardrobe  may  be  left  open  with 
the  outer  row  of  garments  project- 

ing only  6  inches  from  the  edge  of 
the  case  anrl   in  a  parallel   jinsition. 

They  have  also  built  an  engine  and 
boiler  house,  45x15  feet.  Their  out- 

put formerly  was  800  pounds  a  day, 
it  is  now  nearly  3,000  pounds. 

They  have  installed  the  most  mod- 
ern machinery  and  are  specializing  in 

l)lankets,  yarns  and  mackinaw  cloths. 

One  of  their  productions  is  an  at- 
tractive lino  of  ciib  blankets  with 

Teddy  bear  border  and  other  designs. 
These  blankets  are  manufactured 

from  very  fine  wool  and  are  alto- 
gether suitable  for  their  intended 

use.  They  also  make  a  fine  line  of 
blankets  out  of  botany  tops  with 

jacquard  borders,  similar  to  Scotch 

makes.      This  firm  go  to  the    whole- 

Wardrobe  open,   doors  pushed  in. Interior  view  showing  "  New  Way  "  W^ardrobe  placed  back  to  back. 

wardrobe  service  for  the  store  or 

department,  has  been  invented.  This 
new  case  has  a  polished,  plate-glass 
top  and  sides  and  is  just  the  right 
height  to  make  an  admirable  display 
table  for  forms  which  may  be  dressed 
with  accessories  such  as  ties,  hats 

or  gloves. 
The  suits  hang  in  regulation  way 

on  hangers  depending  from  horizon- 
tal bars.  There  are  two  rows,  and 

the  rear  row  can  be  brought  to  the 
front  and  exhibited  in  the  place  of 

the  front  row  without  block- 
ing the  aisle.  The  doors  giving  out 

on  a  hinge,  and  the  front  rod  is 

either  slid  forward  six  inches  to  dis- 
play the  front  row,  or  revolved  by 

a  special  device  so  that  the  rear  row 

replaces  the  front.  In  this  wray,  100 
suits  can  >«e  shown  where  ordinarily 

Made  almo.st  entirely  of  glass,  the 

"New  Way  Wardrobe"  leaves  its  gar- 
ments in  view  even  when  locked,  and 

is  quite  dust  and  moth  proof.  The 
two  parellel  rods  are  6  feet  long  and 
11  inches  above  the  bottom.  The 
framework  is  reinforced  with  steel 

and  the  action  moves  on  ball  bear- 
ings with  the  greatest  ease  and 

lightness,  l)ut  cannot  work  loose. 

Write  .Jones  Bros.  &  Co.,  29-31 
.\delai(le  ,St,  W.,  Toronto,  for  cat- 
alogue. 

THIS  CONCERN  EXPANDING, 
Horn  Bros.,  Woolen  Co.,  Ltd., 

Lindsay,  have  added  a  three-storey 
building,  45x90  feet,  to  their  factory, 

and  a  storey  on  the  old  building, 
thus  greatly  increasing  the  size  of 
their  factory. 

sale  trade,  and  in  the  near  future  in- 
tend  to   trademark   their  goods. 

FIRST  PRIZE  FOR  PRESTO 
COLLARS. 

The  Presto  collar  has  been  winning 
fresh  laurels,  the  latest  being  the 
first  prize  which  was  awarded  at  the 
Brussels  International  Exposition.  It 
is  safe  to  say  that  the  Presto  is 
now  the  most  popular  collar  for 
coats  for  men  and  women  in  any  civ- 

ilized country  in  the  world. 

EXCELDA  HANDKERCHIEFS. 

Mr.  Dawson,  of  Messrs.  Dawson, 
Helliwell  &  Co.,  the  manufacturers 

of  the  well-known  "Excelda"  Hand- 
kerchiefs, is  at  present  in  Canada, 

showing  an  exceptionally  fine  new 

range  of   "Excelda"   Handkerchiefs. 



Adapt     Show     Cards   to    Characteristics    of    the    Goods 
Some  Demand  Plain,  Others  Fancy  and  Many-Colored  Cards  —  Play  Up  Prices 

Where  it  is  a  Consideration  —  Careful  Study  of  Selling   Problems   Necessary 
Written  for  the  Dry  Goods  Review  by  J.  C.  Edwards,  with  A.  W.  Cressman.  Peterborough. 

TO  judge  the  selling  quality  or  value  of  a  show 
card  is  very  difficult.  I  have  known  cards  which 

had  as  little  artistic  merit  as  a  wheel-barrow 
to  sell  the  goods  which  they  decorated  in  shorter 

time  than  it  toolt  to  make  the  cards.  This,  of  course, 
was  due  merely  to  the  wonderfully  low  price  and  evident 
value  of  the  goods  themselves.  Cards  alone  will  not  sell 
goods.  The  card  must  be  baoked  up  by  the  merchandise 
either  in  point  of  piice,  value,  style,  or  whatever  selling 
point  is  selected  to  attract  the  attention  of  the  probable 

buyer. 

Play  up  the  Price. 
My  experience  has  been  that  when  we  dress  a  window 

with  goods  which  show  positive  value  at  the  price  they 
are  marked,  it  is  always  well  to  announce  the  price  on 
the  card.  This  will  often  sell  the  goods  quicker  than  if 
no  price  were  mentioned.  On  the  other  hand  a  card  with 
the  price  will  often  frighten  people  away.    For  instance, 

The  wall  papers  are  nearly  always  fancy  to  a  more  or 
less  degree,  and  a  plain  card  stands  out  better  and  is 
more  likely  to  be  read.  A  card  such  as  No.  1  represents 
one  of  our  favorites. 

Artistic  Cards  for  Millinery. 

Cioing  through  the  store  we  made  en<iuiiies  among 
the  various  departments  about  which  cards  made  the 

most  sales.  Our  head  milliner  says  :  "1  find  that  at  the 
beginning  of  a  season  people  look  for  the  style  more  than 
anything  else,  and  the  card  with  simply  an  illustration 
of  a  hat  and  the  name  of  the  artist  who  originated  it, 
is  very  attractive  to  most  women.  They  note  that  it  is 
represents  a  Paris  model  and  that  alone  often  sells  the 

hat."  The  card  we  are  using  this  Fall  both  in  the  de- 
partment, and  in  our  windows,  is  along  the  lines  of 

Xo.  5. 
The  mantle  depaitment  and  window  cards  should  be 

along  the  same  lines. 

Cards    that    have    sold    the    Koods.      By C      Edwards,    with    A.    W.  Cressr Pcterboro. 

you  show  some  very  exclusive  designs  in  lace  curtains 
and  the  price  is  quite  high.  Many  a  woman  of  moderate 
means  would  admire  them  and  pass  on  if  the  price  were 
given,  but  when  there  was  a  doubt  as  to  whether  they 
were  vnthin  her  means,  and  a  card  such  as  No.  8  shown 
on  this  page,  rivets  her  attention  to  their  exclusiveness, 
she  is  liable  to  go  to  the  department  and  inquire  the 
price'.  She  thus  gives  the  salespeople  a  chance  to  dem- 

onstrate the  qualities  of  the  curtain  admired,  or  if  the 
price  is  too  high,  to  show  her  another  at  a  lower  price. 

Plain  vs.  Fancy  Cards. 

Upon  asking  our  wall  paper  manager  what  kind  of 
card  he  prefered  to  sell  his  wares  he  revealed  the  fact 

that — nothing  equals  a  plain  card  for  bringing  good 
results  in  the  sale  of  wall  paper.  The  card  may  be 
black  or  white,  but  lettered  plainly,  and  a  light  shade 
may  be  added  to  give  relief,  with  the  total  absence  of 
colors  which  invariably  conflict  with  the  fancy  colored 
papers.    Our  idea  is  to  give  relief,  rather  than  to  blend. 

In  referring  to  the  Home  Furnishing  cards,  exclusive- 
ness or  style  will  have  more  weight  with  the  better 

dressed  woman.  I'lice,  of  course,  is  a  feature  sometimes 
and  should  be  announced  modestly,  where  a  good  trade 
is  catered  to. 

Cards  for  One-price  Window. 

Our  dress  goods  manager  is  fond  of  a  one-price  win- 
dow, and  the  price  given  as  shown  on  card  No.  6.  A 

card  giving  not  only  the  price,  but  other  selling  features 
of  the  goods  is  favored.  He  does  not  consider  the  fancy 
card  which  goes  into  elaborate  colorings  at  all  appro- 

priate for  dress  fabrics,  not  even  blacks  or  whites.  It 
will  be  noticed  that  the  plainer  card  is  becoming  more 

in  evidence  every  day  in  department-store  card  writing. 
There  is  a  great  diversity  of  opinions  about  cards  that 
sell  the  goods.  Our  staple  man  wants  as  fancy  a  card 
as  can  be  made.  He  says  he  remembers  one  which  a 
former  card  writer  made  and  which  was  the  cause  of 

much   comment   and   more   success   as   a   selling   medium. 



IT: ME>    5    FURNISHER Dry  Goods  Review. 

It  was  very  fancy  and  somewhat  ol"  a  novoliy.  However, 
we  believe  that  if  the  goods  do  not  in  tliemselves  deserve 

the  attention  brought  to  bear  upon  them  by  an  attrac- 
tive card,  the  card  will  not  sell  them,  no  matter  how 

fancy  it  is. 

Adapt  Caids  to  Merchandise. 

Each  line  of  goods  displayed  must  be  treated  ac- 
cording to  the  class  of  trade  one  is  catering  to.  The 

men's  clothing  when  it  is  of  the  higher  grade  should  be 
displayed  with  a  card  along  the  lines  presentwl  in  No.  3, 
not  particularly  fancy,  yet  not  too  plain,  and  when  price 
is  a  consideration,  a  price  card  such  as  No.  4  is  rather 
distinctive  and  shows  liberality.  Certainly  it  would  be 

poor  taste  to  display  half  a  dozen  suits  in  a  window 

and   place   a   ticket    of  like   pioport icin>   on   p.u-h   one.     ( tnc 

Pino 

SUITINGS 

NalU)  ,Ngw 
Fall  Pabrics 

t  is  not 

enou.dh.'Lo 
be  aJri^ht: 

mvLst 
^  loolc 

Scswell. 

LXcItLSivG 

5howin6 

OF  ouLT  new 

Imported 
Curtains  atr 

Draperies. 

These    cards    have    proved    selling    power.      By    J.    C.    Edmonds,    with 
A.  W.  Cressman.  Peterboro 

in   a   window   is   sufHcient   with   perhaps   a   similar     card 
drawing  attention  to  the  style,  etc. 

Many  Men---Many  Minds. 

(Jetting  down  to  the  l.ottom  ot  card  value  we  in- 
quired among  a  few  of  the  merchants  we  write  cards  for 

and  here  is  a  summary  of  their  ideas  :  Mr.  Wesley,  of 

Wesley  Bros.,  the  "clothes  doctors,"  claims  that  a  simi- 
lar card  to  No.  2  is  along  the  lines  he  thinks  does  his 

business  more  good  than  anything  el.se.  He  also  likes 
No.  7  as  an  interior  card,  as  it  serves  a.s  a  reader  when 

men  are  .standing  around  waiting  to  be  served.  Anothct 
man  who  is  a  lover  of  classy  cards  is  Mr.  Wm.  Ivcch,  o\ 

Wm.  Lech  &  Sons,  high-class  furriers  and  hatters.  Mr. 
lAtch  says  that  a  fancy  card  for  a  good  window  greatly 
adds  to  the  display,  as  furs  and  hats  in  themselves  are 
not  decorative,  and  a  touch  of  color  is  most  pleasing  if 
carried  out  modestly  and  artistically.  Mr.  Fowler,  the 
optician,  will  have  nothing  but  the  plain  white  card, 
lettered  in  black  and  shaded    with  grey,   he  claims    that 

it  is  more  attractive  and  will  sell  his  good.s  the  best. 

There  is  no  hai'd  and  fast  rule  in  writing  cards  for  a 
department  store.  The  only  thing  is  to  know  the  goods 
and  to  know  your  tiade.     Then  write  cards  to  suit  both. 

Plain  black  and  white  sale  oards  are  undoubtedly  the 
best,  and  are  the  most  resultful.  Our  carpet  man  tells 

of  a  distinctly  novel  sight  he  saw  one  time  in  New  Ox- 
ford St.,  L(jndon,  Eng.  It  was  the  custom  then  to  dis- 
play the  wares  all  over  the  front  of  the  store.  This 

store  had  the  front  completely  covered  with  men's  suits 
and  each  suit  bore  a  huge  yellow  price  card.  This  made 

a  most  striking  effect  and  was  the  talk  of  the  street,  re- 
sulting in  a  tremendous  sale.  Colored  cards  used  for 

\arious  sales  is  a  splendid  idea.  Sometimes  we  use  yel- 
low, sometimes  green,  white,  and  even  brown,  for  some 

classes  of  goods  such  as  clothing. 

BRITANNIA 
_^■ygT:'^^yg!y^'»"^'■^■^^"^^»^^»'f«i^ 

The  Best 

Underwear 
for 

Comfort, 

Shape  and 
Wear 

.^ 
Guaranteed 

Unshrinkable 

Night  and  Day  Wear   for   Ladies,  Children 
and  Men.     In  all  grades. 

WHOLESALE    AGENT   FOR   CANADA 

DUNCAN  BELL, MONTREAL  and 

TORONTO 

s OUTHALL SANITARY     TOWELS 

S'
 

The   Orig^inal   and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 

the  invention  and  manufacture  of  Southails'  Sanitary 
Towels  possible.  Smce  1880  they  have  become 

wi  'ely  known  and  appreciated  as  an  indispensable 

article  for  ladies*  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

.'\pply  for  full  particulars  .ind  samples  to  the  Agent  for  the  Dominion, 
J.  .\l.  SCHKAK,  C.nlaw  Huildings,  Wellington  Street  West,  Tcikonto 

Southails'  Accouchement  Sets  (containing  all  Requisites,in  3  sizes). 
Southails'  Sheets  for  Accouchement  and  other  Sanitary  Specialities. 

SOUTH  ALL  BROS  &  BARCLAY  Ltd..  Birmingham.  Eng. 
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Giiaranteed  Gloves 
The  care  taken  in  the  selection  of  leather,  cutting  and  making 

of  "  RYAN  "  Gloves  enables  us  to  give  this  absolute  guarantee 
with  each  pair  of  gloves  bearing  our  name. 

f^fAM RYAN)  WThe  Sign  of  hhe  Guaranheed  Glove|»  (RYA 

Guarantee 

i^> 

'J  his  pair  of  Cloves  is  guaranheed  fogive  enhre  sahsfachon.Should 

l^  prove  defecHve  in  mahenal  or  s^il■chlng,we  will  repair  or  replace 

some  if  you  will  ret-urn  hhem  ho  us  wil-hhhas  hickeh 

The  Robert  Ryan  Co., 
Three    Rivers,  Que.  ^^^^ 

■*lThe  Sign  of  hhe  Guaranheed  Glov^MP"  '^^^^|R 

The  increase  in  our  business  has  grown  beyond  our  most 
sanguine  expectations,  because  we  have  the  styles  and  values 

that  command  the  buyer's  interest. 

330  lines  of  Gloves 

and  Mitis  for  men, 

wompn  and  child- 
ren for  walking, 

driving  and  auto- 
mobile use. 

Ask  to  see  our  samples 

of Waterproof  Washable 
Horsehide 

Gloves  and  Mitts. 

370  lines  of  Men's 
and  Boys'  Working 
Gloves  and  Mills, 

suitable  for  all 

trades. 

THREE   RIVERS,    P.Q. 

E.  H.  Walsh  &  Co.,  Selling  Agents,  Toronto,  Ont 
BRANCH  OFFICES:  MONTREAL,  WINNIPEG,  VANCOUVER. 

WE  PERMIT  NO  FACTORY  TO  GIVE  YOU  A 

GREATER  EQUIVALENT  FOR  YOUR  MONEY. 

SOLD     ALL    OVER    CANADA    BY     THE    LEADING   WHOLESALERS. 

The  Robert  Ryan  Company  J* 

so 

-0*.°^
 

X. 

Please  incutioii  The  Rcvietv  to   Adz'ertiscrs  and  Their  Traveh 

'lei's. 



•74 

^^  E  N  •  S     FURNISHER Dry   Goods  Rcz'iew. 

The  Right  Line  for  a  Bumper 
Christmas   Trade 

•uAJ/S.': 

"Sword"  Neck\vear SWORD 

MAKE 

T  his  Label  indicates 
superiority  of  make, 
quality  and  style  in 

MEN'S   FINE 
NECKWEAR 

For  Their  Lady  Friends 

In  addition  to  our  neckwear,  we  are  offering  some  new  ideas 

in  Ladies'  Neck  Wraps,  Reefers  and  Opera  Bags  for  your 

customers'  lady  friends.  These  are  money-makers  for  you  and 
will  help  to  increase  your  Christmas  trade  very  materially. 

Send  us  an  open  order,  giving  prices  and  quantities. 

The  SAvord  Neck\vear  Co.,  Ltd. 
College  Street,  Toronto,  Canada 

Please  mention   The  Revieio  to   .  Ulnvtlscrs  and  'J'lwir  Trarclcrs. 
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The  "  Gordon ' 
Guaranteed 

"Gordon" 
Guaranteed 

Umbrellas 
Gladly  Sent  on  Approval 

Do  you  always  stock  guaranteed  um- 
brellas ?  Isn't  it  quite  reasonable  that 

you  would  sell  more  umbrellas,  at  bet- 
ter prices,  if  every  part  of  each  um- 

brella was  guaranteed  ? 

Every  part  in  the  Gordon  umbrella 
is  guaranteed.  The  covers  are  pure 
boiled  silk,  which  does  not  crack,  nor 
break,  neither  mark  when  in  stock. 

The  Gordon  frames  are  made  of 

guaranteed  Birmingham  steel,  the  best 
in  the  world.  The  Gordon  frame  is 

the  most  compact  of  any— the  stretch- 
er fits  into  the  grooved  rib  when  the 

umbrella  is  closed,  making  absolutely 
the  closest-rolling  umbrella. 

We  guarantee  the  Gordon  to  be 
without  defect,  and  we  guarantee  to 
exchange  any.  within  reasonable  time, 
which  do  prove  defective. 

We  have  no  travelers — keep  this  ad. 

and  think  over  the  "guaranteed  um- 
brella" idea.  Write  us  direct  and  we 

will  send  you  prices.  For  the  high 

quality  of  the  "Gordon"  our  prices are  exceptionally  low. 

Eclipse 
Umbrella 
Company, 
100  Latour  St. 

MONTREAL 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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To  the  Trade October  1910 

We  have  every  reason  to  be  proud  of  records  we  are 
making  in  the  sale  of 

Dress  Goods 

It  has  been  demonstrated,  beyond  all  doubt,  that 

Prints,  Linens  and  Staple 
Cotton  Goods 

are  bought  most  advantageously  from  us. 

The  test  of  values  in 

Men's  Furnishings  and 
Smallwares 

by   expert    buyers 
from    the    retail    trade    are    daily    deciding    in    our    favor. 

Ladies'  and  Children's  Ready- 
to-wear  Business 

is  growing  with  us  very  rapidly. 

We  make  a  specialty  of  specialties  in 

Carpets  and   House 
Furnishings 

Until  you  have  actually  placed  the  goods  procured  from 
us  before  your  customers,  you  cannot  fully  realize  the 
wonderful  power  they  have  in  effecting  a  sale  and  creating 
future  business,  from  the  fact  of  giving  satisfaction  in  the 

"tear  and  wear  of  everyday  life." 

OUR     QUICK     SYSTEM     OF     FILLING     LETTER     ORDERS    A    SPECIALTY 

John  Macdonald  &  Co.,  Ltd. 
TORONTO 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 
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WE  MAKE 

Unsalable    Goods 

Salable 

C^llKlvK'S  no  magic  art ■^  alioiit  our  niethocls.  nor 

any  attempt  to  do  the  impos- 
sible. 

Simply  l)y  means  of  the 

most  modern  machinery  in  the 

dyeing  and  finishing  trades, 

the  employment  of  skilled 

work-people,  and  our  o  w  n 

long  personal  experience  in 

the  l)usiness — more  than 

thirty  years — we  are  able  to 

redye  and  finish  fabrics  that 

for  one  reason  or  another 

have  become  unsalable,  to  a 

good  staple  or  current  fashion- 

able shade — dyed  and  finished 

so  as  to  carry  all  the  appear- 

ance of  new  goods  from,  the 

mill. 

We're  particularly 

successful  in  the  d  '"ng 
of  fine  feathers  .id 

plumes. 

WIJITK    lOH    ANN     I  T  |;'I  Jl  Kit    I'AK'UCI   l,.\l!S, 

R.  Parker  &  Co. 
DYERS  AND  FINISHERS 

Toronto,  :  :  Canada 

THE  PERFECT  SUBSTITUTES  FOR  LINEN 

are 

LINNENE 
and 

"LINNENE  C2RD" ll/inncMU-  witli  a  cdia  rrt.'c-t) 

Ideal  Washing  Fabrics,  which  have  proved  immense 
successes  in  the  home  market  and  wherever  shewn. 

Now  introduced  to  the  attention  of  buyers  in  Canada. 
There,  as  elsewhere,  they  should  quickly  outdistance  in 
favour  all  other  wash  goods. 

They  are  free  from  the  crushinessof  linen  and  drape  more 
gracefully.  In  all  dress  shades  AND  ^V^RY  COLOUR 
AS  FAST  AS  COLOUR  CAN  BE  MADE.  This  fast- 

ness of  colour  has  helped  to  make  the  "  Linnene"  success. 

THE  VERY  THING  FOR  TUB  GOWNS 

AND  CHIiDREN'S  FROCKS 
WiiUli,  34-,5 inch.     Piece,  40-43  yiuds. 

STAMPED  "  LINNENE"  EVERY  FOUR  YARDS  ON  SELVEDGE 

"Linnene  ■  and  "Linnene  Cord  '  are  tlie  proiluetions  of  a  leadint^  Brilisli  lirni 
who  supply  tile  wholesale  and  sliipping  only.  Patterns  and  the  names  of  firms 
alile  to  supply  oan  be  had  from  tiieir  advertising  agents: 

The  British  Textile  Syndicate,  92  Market  St.,  Manchester 

Rooster 
BRAND 

a 

All 

High- 

Class  " 

SHIRTS— Stock  Collars  with  Ties 

and  Gilt  Ascot  Pins,  "  Motor  " Coat  Style,  reversible  collars, 
turn  back  cuffs.  Outing  and 
Working  Styles. 

OUTING  TROUSERS  -Flannels, 
Serges,  Khaki,  Duck,  Etc. 

WORKING  PANTS,  all  kinds, 
seats  sewed  twice  over  with 
LINEN  THREAD.  Riding 
Breeches    and    Norfolk    Coats. 

AVIATION  CLOTHING.  White 

Coats,  Bar  Vests.  Overalls  and 

Jackets. 

Robert  C.  Wilklns  Co.,  Ltd. 
MONTREAL 

Please  mention   The  Revieiv  lo   ridi-erliscrs  and  Their  Travelers. 
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Stock-Taking 

YOUR  SORTING 
OPPORTUNITY 

We  have  a  number  of  clearing  lines 

in  all  departments  to  offer  at  special 

prices  before  stock-taking. 

Spring  Goods  will  soon  arrive  and 
we  want  to  make  room  for  them. 

It  will  be  distinctly  to  your  advantage 

to  visit  our  immense  warehouse  during 

this  month,  or  see  our  travelers'  samples. 
We   can    offer    you    splendid      alues. 

GREENSHIELDS     LIMITED 
MONTREAL 

Please  mention   The  Re^'ien'  to   .idrertisers  and   Their   Travelers. 
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Dress  Fabrics 
For  Spring,  1911 

Make  a  leader  of  Priestley's  Fab- 
rics in  your  Dress  Goods  Depart- 

ment. They  will  benefit  both 

yourself,    and    your     customers. 

Wool  Taffeta 
Wool  Panamas 
Wool  Voiles 
Wool  Sateens 
Wool  Toledo 
Wool  Rosettas 

Wool  Sebastopol 
The  Abbey  Suiting 
The  Cedar  Suiting 
The   Bengal  Suiting 
The  Acadia  Suiting 

Rainproof  Cord 
Crepe  Resilda 
Chameleon  Resilda 
Granule  Resilda 
Tussah  Royal 
Silkwarp  Eudoras 
Veronese  Ottoman 

Hairline  Stripe  Mohairs 
Hairline  Stripe  Serges 
Hairline  Stripe  Panamas 
The  Egremont  Suiting 

Cravenettes 

SOLE     AGENTS     FOR     PRIESTLEY'S    DRESS     GOODS 

GREENSHIELDS    LIMITED 
MONTREAL 

Please  mention   The  Rct'ieic  to    .Ulirrtiscr.s  and  Their  Travelers. 
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RIBBONS 
FOR  IMMEDIATE  DELIVERY 

SPOOL     SIJLK 
SPOOl.     SILK 

PURE  DYE  SILK  RIBBONS 

HOLLY  RIBBONS— Narrow  widths. 

FANCY^DRESDEN  RIBBONS 

Pattern  925,  Width  80—10  yd.  Bolt.  Pattern    926,  Width  100—10  yd    Bolt. 

SEE  OUR  IMPORT  RANGE  OF  FANCY 
FRENCH  RIBBONS.  THE  BIGGEST 
VARIETY  EVER  SHOWN  IN  CANADA. 

SOME  CORTICELLI  RIBBON  LEADERS 

Defender  Taffeta— 10  yd.  Bolt. 

Carmen  Satin -10  yd.  Bolt.  Leader  Silk   Taffeta-  10  yd    Bolt. 

Narrow  Widths  in  W^ash  Ribbons— 10  yd.  Bolt. 

A.  N.  RUSSELL,  SONS  «S6  CO.  Ribbon  Fixtures  shown  by  us. 

Corticelli  Silk  Company,  Limited 
HEAD  OFFICE:       ST.  JOHNS.  QUE. 

(Address  Nearest   Office) 

SALESROOMS- 

22-24-26  WeUington  Street  W^est,  Toronto  56  Albert  Street,  Winnipeg 
91a  York  Street,  Sydney,  N  S.W. 

Plfcise  mention   The  Rci'iciv  to    Adi'crtiscrs  and   Their  Traz<elers. 
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THE  GAULT  BROTHERS  CO.,  LIMITED 
ST.  HELEN  STREET, 

MONTItE/(^ 

DRESS  GOODS  DEP&RUIIENi\SPRING,1911 

c 
Our  Spring  range.. of  wresPTjOods  and   Suitings 

contains  arly^e  St%)le*and  the 

ABLE    NOVELTIES 

as^egaT5s  colors  and  materials. 

To  see  the  range  is  to  know  what  is  correct 

To  buy  is  to  make  sure  of  lines  that  mean  busi- 

ness for  you. 

Ask  for  TIGER  BRAND  Black  Dress  Goods 

PRINTS  GINGHAMS 

A  varied  and  imposing  lot  of         The  latest  range   in  the  trade 

Canadian    prints.        See     our         of  the 

two  special  8c   lines.  Wm.  Anderson  Zephyr  and 

A  11  ̂     in     t^r^^KoU  Manchester  Goods An     unequalled    10c.   hnglisn 

Print.      Note    the    finish,   the  See    Anderson's     10c.    Ging- 
width  and  patterns.  hams. 

WASH  GOODS  DEPARTMENT 
A  carefully  selected    range  of   staples  and   desirable   novelties. 

Specials  in  LININGS 
A  range  of  Linens  .t      i  •  j  ^      r-ir  171717  t  • 

,,    ̂   .         .  Napkins  and  Our  CILKEE  Lin- unequalled  in  value.  ^  ̂   ̂ ■  .       .        ̂          . 
Tablings.  mg  is  a  tavonte 

See  the  samples  in  our  travellers'  hands. 
Fleasc  mention   The  Re^'ieiv  to   Advertisers  and  Their  Trai'elers. 
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Factories  of  BING  BROS., 
Manufacturers   of 

Toys  &  House  Furnishing  Goods 

1 

LONDON  EC..25RopemakerSh       PARIS,  Rue  Beronger  19.  BERLIN  S.W.Rinersfrasse79 

HAMBURG.  Neuer  Wall  69.        M/LAN.foro8ondpdr/eI7.        BRUXELLES.  99Boul^Anspad!. 

ZURICH.  Uraniasfrasse  n.         BARCELONA,  Pe/ajo  7        AMSTERDAM.KeijzersGraMl 

LEIPZIG 

FAIR: 
Konigshaus 
Markf  XI A 

Nuremberg,  Bavaria. 
Abouf4000  hands  employed. 

Larqest  Manufacturers 
^       in  the  World  ofallKmds  of93ys 

and  House  Furnishirig  Goods - 
Tin,  Wire.  Enamel,  Brass  and  Nickel  Ware. 

NEW  YORK: 

SOIE  AGENT   FOR  US  A.  AND  CANADA,    i^ 

// 

/ 

/ 

/ 

^A 

N.  B.   Buyers  are  kindly  asked  to  write  with  reference  to  making 
appointments  to  inspect  samples. 

381  Fourth  Avenue,  New  York  City 
Phfisc  nicntioii    The  /vrr/rTi'  to    .Idz'crtiscrs  and  Their  Travelers. 
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SUCCESS 
99 

THE    OVERALLS 

FOR  HARD  WEAR 

The  wearing  quality  of  "SUCCESS" is  as  much  in  the  denim  as  in  the 
make.  The  denim  we  use  is 

guaranteed  to  us  by  the  mill  all 

pure  goods — with  no  dressing  to 
make  weight. 

The  ̂ 'SUCCESS"  range  is  27  gar- 
ij^ments,  covering  three  weights,  6,  7 

;_  and  8  ounce. 

In  each  case    the    demin    is   honest 

weight.  ̂   A    garment    we    sell  as   8 
ounce  is  pure  8  ounce  denim,  not  some  lower  weight^^in  order  to  meet  a  price. 

In     SUCCESS"  you  may  RELY  on  the  goods  being  exactly  as   represented, 
and  ALL  pure  goods  with  no  dressing  whatever. 

The  overalls  are  cut  on  big  lines,  good  wide  legs,  high  in  the  back— and  every 
garment  is  double  stitched  throughout. 

ORDER    FROM    YOUR    WHOLESALER 
OR   WRITE  US   DIRECT 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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BLACK 

PRINCE 

Workingman's Shirt 

This  is  the  kind  of  a  shirt  the 

Workingman  is  looking  for. 

The  "Black  Prince"  is  a  big,  comfortable  shirt,  with  big, 
roomy  armholes  and  good  long  sleeves. 

The  material  is  a  fleece-back  black  serge,  manufactured 

specially  for  'Black  Prince."  The  quality  is  much  better 

than  is  usually  put  into  Workingmen's  shirts. 

The  serge  is  fast  black — the  color  won't  fade  out,  wash 
out,  nor  boil  out. 

Every  seam  is  double  stitched. 

We  guarantee  the  "Black  Prince"  to  be  satisfactory,  and 
will  readily  exchange  any  found  to  be  defective. 

Order  from  your  wholesaler.  The  "Black  Prince"  is  a 
shirt  which  will  hold  your  customer,  and  help  to  sell 
other  lines. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Debcnhams  Noveltl 

We  would  remind  our 

customers  that  most  of 

the  prominent  numbers 
in  our  collections  are 

stocked  in  our  Montreal 

and  Toronto  warehouses. 

TJ^   /..   ^1^     if   >   £^   |->   ,C=y\   1^.^   ^   fn.,....,ita   ff   .,■>        f 
^>M^  *   J  ^i  I  I  M  I  11 1 1  ^  .t  n  m.^..>  Vj.  ■■■...  .-jy  ^   -^  ^'   ^  — ^  Xl  .  ■    .....  J  >j 

Sorting  for  the 
Fall  of  1910 

RIBBONS 

SILKS 

VELVETS 

DRESS  GOODS 

CLOTHS 

VELVETEENS 

TINSEL  NETS 

NINONS 

CHIFFONS 

Montreal : 
In  this  warehouse  we  stock  a  full  line  of  Millinery 

and  MiUinery  Materials. 

tetter  ©rdera; 
It  is  our  endeavour  to  supply  whatever  the  market  is 

short  of  in  the  above  goods.  Any  orders  or  enquiries 

for  samples  will  receive  prompt  attention. 

Debcnhams  (Canada)  Limited 
18  and  20  St.  Helen  Street 

MONTREAL 

Cor.  Bay  and  Wellington 

TORONTO 

Also  at  Quebec  and  Ottawa 

Please  mention   The  Rc^'iezc  to   Advertisers  and  Their  Trm-elers. 
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cs  Develop  Demand 
'u   "*     ̂ jT   ■g' — *V"""t!*   fx'""'iy.   r^'"'"^.^   :^"""'t,^—...^T""'p 

Import  for  the 
Spring  of  1911 

^"'^ /VovelliGs 

Our  collection  is  now  in 

the  hands  of  our  travelers 

and  includes  many  strik- 

ing novelties  in  color  and 

design. 

In   addition,  our  values  will   bear    comparison. 

DRESS  GOODS SILKS TULLES 

CLOTHS RIBBONS CHIFFON 

TRIMMINGS NETS 

also 

LACES 

BLOUSES COSTUMES WRAPS 

Debenham  ^  Co. 

91  Wimpole  Street London  (Eng.)  W. 

PARIS LYONS NEW  YORK 

ETC. ETC. 

Please  mention  The  Revleiv  to  Advertiser,    and  Their  Traz'elcrs. 



10 »RY     GOODS     REVIEW 

Awarded  the  highest  prize,    "The  Grand  Prix,"  at  Brussels  Exhibition,  1910. 

H0RR0CKSES1 

Established 

1791 
The  Test  of 

Time 

HORROCKSES 
Lon^clotHs,  NainsooKs,  Cambrics,  India  Lon^cloths,  etc. 

See  Horrocksec'  Name  on  Selvedse 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 
See  Horrock(es'  Name  on  Each  Sheet 

Flannelettes  of  the   Highest   Quality 
See  Horrocktai'  Name  on  Selvedsa 

Horrockses 
Manchester  and  London 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Boost  Your  Glove  Dep't! 
OUR 

ii 
DREADNOUGHT  LINE 

j> 

of  Kid  Gloves  will  do  it. 

Two  Domes;  Shades  as  Follow: 
Black,  Tan,  Navy,  Green,  White,  Grey 

EVERY  PAIR  A  SOURCE  OF  PROFIT 

TO  YOUR  DEPARTMENT  AND  SATIS- 
FACTION TO  YOUR  CUSTOMER.  WE 

ARE  NOT  EXPERIMENTING  WITH 

YOU;  WE  GUARANTEE  THIS  LINE 
AS  THOROUGHLY  AS  A  GLOVE 
CAN  BE. 

SAMPLE   ON   REQUEST 

SOLE  AGENTS: 

John  M.  Garland,  Son  &  Co. 
OTTAWA,  CAN. 

Please  mention   The  Rezieic  to   Advertisers  and   Their  Travelers. 
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WHEN  YOU  ORDER 

Shirts,  Blouses  or 

Children's  Dresses 
make   sure   that    the 

garments  are  made  of 

You  will  build  up  a  successful  and 

an  increasing  business — because  you 
can  guarantee  the  colors  and  styles. 

Stock  the  goods— they  will  sell 
themselves. 

Wm.  Anderson   &  Co.,  Ltd. 
Pacific  Mills 

GLASGOW,  :  ::  SCOTLAND 

Please  mention  The  Revieiv  to    Adrertisers  and  Their  Travelers. 
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T3 

Established  1832 Cable  Code :  Law-Bradford 

Spring  1911 

REGISTERED 

Exclusive  Designs 
^    ̂     ̂  

ShoAverproof  Goods 
Mohair  and  Alpaca  Linings 

Mr.  Haley  is  now  in  Canada  with  a  complete  selection  of 

those  well-known  fabrics,  and  will  be  at  the  Queen's  Hotel, 
Toronto,  and  Windsor  Hotel,  Montreal,  during  October 
and  November. 

j^     j^     4^ 

Law,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON,  ENG. 

Please  )iientio)i  The  Revieiv  to   Advertisers  and  Their  Traz'elers. 
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MOHAIR 
You      Get      Colors      Xnat     Never rad< 

In  the  entire  gamut  of  fabric  colors 
there  are  none  to  excel  the  exquisite  hues  of 
the  new   Mohairs  for   Spring   1911. 

The  blues  come  in  truly  lovely  shadings 
and  the  browns  are  in  richest  color  tones  from 

golden  to  seal.  The  greys  run  from  silver  to 
Oxford.  In  greens,  sage,  reseda  and  the  soft 
neutral  tones  predominate.  Rose  tones  are 
not  lacking  nor  the  various  shades  of  violet. 

The  feature  of  these  colors  that  means 

much  in  merchandising  is — that  they  never 

become  dingy, — never  fade;  the  sun's  rays leave  them  unaffected  and  a  rain  shower  but 

freshens  their  beauty. 

B.D.A.  English  Mohair  equals  any  fabric 
at  any  price  in  charm  of  colorings  and  excels 
most  of  them  in  permanency  of  colorings. 

Bradford    Dyers"    Association 
of  BRADFORD,  ENGLAND 

ricasc   iiu'iitioit    1  he  Kcinezc  to    .  Id:  crliM  r.s  and    Their   Irai'dcrs. 
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I.e. 

Some  said  they  couldn't 

Some  said  they  wouldn't 
Some  said  they  shouldn't 

But— TKey  Came  BacK 
Who? 

The  Women  of  the  country. 

The  Merchants  of  the  country. 

After  a  sad  short  while  they  drop- 

ped the  "pattern  of  promises" and  came  back  to  the  pattern  of 
performance. 

We  knew  they  would. 

And  we  knew  they'd  be  glad. 
They  are ! 

Th ey  re BacK 

The  Butterick  PeblisMng  Co. 
3S  KichMond  St.  W.,  Toronto,  Out.,  Canada J 



Mainly  About  Ourselves 
^iVhile  on  their  buying  trips  to  the  wiiolesale  centres, 

merchants  sometimes  take  occasion  to  communicate  with 

The  Review  office  for  information  with  reference  to  loca- 
tion   of   houses    or   for   some   further   particulars   about 

advertised  lines  in  which  they  may  be 

When  in  Doubt  interested.  The  Review  always  apprc- 
Ask  ciates    a    \isit    from    a    merchant    and 

The  Review  feels  that  it  is  but  performing  a  part 
of  its  duty  in  rendering  service  of  the 

kind  described,  whenever  and  wherever  desired.  Not  long 
ago,  a  merchant  called  for  the  latest  copy  of  The  Review 

in  order  to  post  himself  with  reference  to  goods  adver- 
tised and  to  learn  something  of  an  authoritative  charac- 

ter about  new  features  in  the  market.  His  absence  from 

horn©  explained  his  failure  to  see  the  latest  Review  before 
arriving  in  the  city.  On  another  occasion  a  merchant 

asked  for  information  concerning  a  line  of  children's 
garments  which  he  had  read  about,  but  had  failed  to 
obtain  the  name  of  the  manufacturer.  Others  liave  asked 

where  they  could  obtain  certain  requisites  in  store  equip- 

ment. An  enquirj-  of  this  character  came  from  a  British 
Columbia  town  a  few  days  ago,  and  from  a  merchant  in 
a  Western  village  came  a  request  for  some  information 
about  names  of  new  dress  fabrics  and  prices.  He  knew 
very  little  about  dry  goods,  or  the  meaning  of  certain 
technical  terms  and  The  Review  is  now  preparing  for 
him  a  series  of  samples  which  should  prove  of  some 
service  to  him.  In  every  case  it  was  with  little  difficulty 
that  assistance  was  given. 

If  desired  information  is  not  immediately  available 

to  The  Review,  steps  will  be  taken  to  secure  it  when  at 
all  possible.  When  in  doubt,  ask  The  Review,  is  a  pointer 
with  a  meaning  to  the  merchant  of  enquiring  mind. 

Beginning  with  this  number,  The  Review  will  run  a 
series  of  cartoons  illustrative  of  the  many  problems 

which  salesmen  meet  with  in  their  work,  and  in  connec- 
tion with  the  series  The  Review  Avill  offer  cash  prizes  for 

the  best  answers  given  by  salesmen  in 
Cash  Prizes  reply  to  such  objections  as  customers 
For  The  may  advance  in  order  to  have  an  excuse 
Best  Answers,  for  looking  elsewhere,  for  failure  to  buy 

or  for  postponement  of  the  purchase. 

This  month  for  example,  the  men's  wear  section  eon- 
tains  a  cartoon  depicting  a  customer  in.specting  a  gar- 

ment and  kicking  at  the  price,  in  order  to  have  an  excuse 
to  look  elsewhere,  or  in  an  attempt  to  obtain  a  reduction. 

He  is  saying  to  the  salesman  "Well,  I  like  the  outfit, 
but  its  a  little  steep  and  I  think  I  can  get  as  good  else- 

where, for  less  money.    I'll  just  let  it  go  for  the  present." 
To  the  salesman  sending  in  to  The  Review,  what  may 

be  adjudged  the  best  reply  to  this  customer.  The  Reviyv.' 
will  pay  as  a  first  prize,  $3  in  cash  and  The  Review  for 
one  year;  as  a  second  prize,  -$2  in  cash  and  The  Review 
for  one  year;  as  a  third  prize,  .$1  in  cash  and  The  Review 
for  one  year.  Every  salesman  who  sends  in  a  statement 
considered  good  enough  to  be  published  will  receive  The 
Review  for  one  year  and  where  winners  are  already 

taking  the  paper,  subscription  will  be  extended  for  one 
year.  Answers  should  range  from  2.5  to  100  words  or  as 

many  as  the  salesman  desires  in  order  to  include  descrip- 
tion of  any  actual  experience  w^hich  proved  the  success 

of  any  course  he  may  have  adopted  in  meeting  an  ob- 
jection of  this  kind. 

While  the  cartoon  appears  this  month  in  the  men  '=? 
wear  section,  the  proposition  is  not  confined  to  men's 
wear  salesmen   exclusively,   but   is  open   to   salesmen   or 

salesladies  in  any  department  who  may  feel  that  he  or 
she  can  give  a  particularly  good  answer  on  an  occasion 
of  the  kind  depicted.  The  cartoon  will  appear  in  differ- 

ent departments  from  month  to  month 

® 

The  fourth  and  last  article  of  the  series  by  H.  S. 

Terris,  Springhill,  N.S.,  describing  his  successful  cam- 
paign against  mail  order  competition  appeared  in  the 

October  number,  and  will  be  followed  by  a  number  of 
other  articles  in  which  merchants  tell  of 

Merchants  their     experiences     along     similar  lines. 
Read  This  month,   the   course  adopted   by  the 
These  Articles.  Regina  Trading  Co..  forms  the  basis  of 

an  interesting  article.  Here,  as  in  every 
case  which  has  come  under  the  observation  of  The  Re- 

view, advertising  has  played  a  most  prominent  part  in 
the  success  of  the  campaign.  The  merchant  adopted  a 

publicity  plan  which  placed  him  in  closer  touch  with  his 
people  than  was  possible  by  any  other  course  open  to  him. 
but  it  was  not  until  he  had  made  a  close  study  of  the 
problem  that  he  saw  where  he  was  falling  down. 

These  articles  contain  much  helpful  information,  and 
retailers  should  not  miss  them.  The  last  article  by  Mr. 
Terris  dealt  with  a  number  of  problems  which  merchants 

everywhere  have  come  in  contact  with.  Naturally,  when- 
ever questions  of  this  character  are  being  discussed, 

there  are  men  of  inquiring  mind  who  wish  light  on  some 

particular  phase  with  which  they  have  had  unique  ex- 

perience. Should  a  merchant  desire  to  comment  upon  oi" 
ask  questions  with  reference  to  questions  discussed  in 

Mr.  Terris'  articles  The  Review  will  be  pleased  to  hear 
from  him  and  will  do  everything  possible  to  facilitate 
profitable  discussion  on  this  matter. 

® 

The  Review  frequently  receives  requests  from  mer- 
chants asking  for  information  that  would  be  of  service  to 

them  in  making  alterations  to  store  buildings.  The  con- 
version of  two  stores  into  one,  the  remodelling  of  store 

fronts,  the  installation  of  new  fixtures. 
Consult  The  the  arrangements  of  departments,  are  all 
Review  matters  which  The  Review  is   asked   to 

About  This.  discuss  with  merchants,  and  assistance 

has  been  rendered  in  more  ways  than 
one.  The  Review  is  always  pleased  to  be  available  for 

this  purpose  and  is  in  a  position  to  give  authoritative 
advice  with  reference  to  store  building  and  equipment. 

New  and  practical  features  are  constantly  coming  to  its 
notice,  and  while  these  are  described  in  the  paper,  the 
merchant  sometimes  has  further  questions  to  ask  about 

adaptation  and  readjustment  to  particular  dimensions  or 
locations.  To  these  requests  The  Review  will  give  every 
attention  in  order  that  the  merchant  may  have  the  best 

possible  guide  in  his  proposed  work.  Where  such  in- 
formation is  desired,  measurements  and  other  adequate 

descriptions  must  be  supplied  by  the  merchant  making 
the  application. 

What  Would  You  Say  to 
This   Customer  ? 

See  Men's  Furnishing  Section. 

MONEY  PRIZES  FOR  BEST  ANSWERS. 
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The  Value  of 

Little  Things 

^ 

THE  THREE  LEADING  LINES 

of  INFANTS'  HOSE  Made  in  Canada 
Little  Daisy  Little  Pet 

To  a  realization  of  the  importance  of  the  little 
things  in  the  manufacture  of  these  three  brands 
of  hose  we  attribute  their  success.  They  are  made 
in  a  modern  sanitary  factory  of  a  specially  selected, 

scoured  Australian  lamb's  wool.  They  are  knit  right, 
dyed  right,  finished  right,  by  people  who  know  what 
is  right.  The  dye  that  is  being  used  on  these  well- 
known  brands  is  guaranteed  to  be  fast,  clean  and  soft, 
and  will  not  lose  its  rich  shade  by  w  earing. 

LITTLE  DAISY— 1/1  rib,  made  in  sizes  4  to  8>2,  in  colors 
black,  tan,  cardinal,  sky  blue,  pink  and  cream,  boxed  one 
dozen  to  the  box. 

LITTLE  DARLING -Silk  heels  and  toes,  fine  1/1  rib, 
made  in  sizes  4  to  7,  in  black,  tan,  cardinal,  sky  blue,  pink, 
and   cream,  boxed   in  a  half-dozen  to  the  box.      Each  pair 
Little  Darling  contains  a  skein  of  yarn  prepared 
especially  for  darning. 

LITTLE  PET— Fine  cashmere,  double  heels  and  toes, 
made  in  sizes  4  to  7,  in  colors  black,  tan,  cardinal,  sky  blue, 
pink  and  cream,  boxed  one  dozen  to  the  box. 

Order  from  your  Jobber 

  jCimAed   
Canada Hamilton 

E.  H.  WALSH  &  CO.,  Sole  Agents 
TORONTO  -  MONTREAL 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Sateen 
Linings 

are  essential  to  a  smart  gown. 

They  are   manufactured   from   hi^li-orade   Egyptian   Cotton,  Mercerized  and 

Schreinerized,  30/3 1  inches  wide,  in  1 80  shades  and  in  the  newest  season's  colors. 

The Sateen 

is  a  popuhir  cloth  in  the  best  Schreiner  finish,  30  inches   wide,  in   all  colors. 

The  "Neu"  MOIRE 
a  beautiful  fabric  made  from  Egyptian  Cotton  with  a  permanent  watered 

effect,  40  inches  wide,  in  all  colorings.  Specially  suitable  for  Einings, 

Skirts,  etc. 

Samples  of  these  g"oods,  as  well  as  of  our  complete  range  of  Linings,  are 
in  the  hands  of  our  Canadian  representatives,  and  we  shall  be  pleased  to 

send  samples  and  quotations  b)-  mail. 

J.  &i  N.  PHILIPS  &  CO. 
35  Church  Street, 
Mills— Cheadle  and  Tean. 

MANCHESTER,  ENGLAND 

Branch -20  Cheapside,  London,  E.G. 

CANADIAN   OFFICES: 

211   Lindsay  Buildlag,  St.  Catherine  Street  West 
MONTREAL 

61  1   Empire  Building,  Wellington  Street  West 
TORONTO 

Please  mention  The  Review  to    Advertisers  and   Their   Travelers. 
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Stock  Taking 
Clearing  lots  in  every  Department,  among  which 

are  the  following : 

28  inch  Black  Mercerized  Sateen. 

Regular  10c. ,  to  clear      8c. 

16  in.  Twill  Cotton  Toweling.  Reg- 

ular 5'4C.     To  clear   45/80. 

20  in.  Check  Glass  Toweling.  Reg- 
ular 7>^c.    To  clear   6V^c. 

KG139.  40  pes.  46/7  in.  All-Wool, 

Self-Striped  Satin  Cloth  in  Taupe, 

Olive,  Myrtle,  Navy.  Regular  75c. 
To  clear   65c. 

J191.  60  pes.  44  in.  All- Wool  Bed- 
ford Cord,  in  Taupe,  Violet.,  Navy, 

Reseda,  Catawba,  Prune  and 

Black.   Regular  65c.  To  clear  ....  37^ 

60  pes.  English  Tapestry  Carpets. 

Regular  55c.  and  60c.    To  clear. ...45c. 

300  English  Tapestry  Squares,  col- 
ors Fawn,  Green  and  Reds : 

3x3    3x3i    3x4   32x4^   4x4    4x4A 

Regular....$9.l5  10  50  14.35  15.75  16.50  18.00 

To  clear...  8  50   9.75  13.50  14.75  15.00  16.75 

No.  105  English  Webb  Police 

Braces.  Regular  $2.25.  To  clear 

  $1.75 

No.  54.  500  doz.  Heavy  Wool  Sox 

(4  lbs.)  Grey  Mixt  Regular  $2.75. 
To  clear    $2.25 

Specials  on  3rd  Floor  that  are 
Unbeatable 

T63.    2,000  doz.  Ladies'  White  H.S. 
Handkerchiefs.  133^x13^;^,  at....37i^c. 

Larry.     2,000  Royal  Red  Handker- 
chiefs, 20x20,  at       45c. 

Hustler.    2, 1  Ribbed  Worsted  Hose; 

sizes  5  to  10   $1.20  to  $2.25 

1/1  Cashmere  Hose,  double  knees, 

sizes  4  to  10.    Women's  size  ....  $2.25 

Carrie.  Ladies'  Heavy  Ribbed  Vests 
and  Drawers  (open  and  closed)  $2.25 

Pearl.       Ladies'    Charming    Vests 
and  Drawers  (open  and  closed)  $4.50 

Hilda.     Our  guaranteed  Kid  Gloves, 

worth  to-day  $10.50,  for     $9.00 

25   cases    White    Victoria    Lawns, 

part  of  a  car  load  bought  when 
cotton  was  9c.  per  lb   
32  in.,  5ic. :  32  in.,  7fc.  and  40  in.,  8c. 

Please  mention   The  Review  to    Advertisers  and  Their  Travelers. 
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The  Market  Situation. 

MANUFACTURERS  and  wholesalers  remark  upon 

some  very  unusual  features  in  the  dry  goods 

market  at  the  present  time.  Values  in  woolens,  cottons 

and  linens  are  not  always,  in  the  first  place,  indicative 

of  present  conditions  so  far  as  prices  of  raw  materials 

are  concerned.  It  would  appear  that  the  retailer  has  to 

thank  for  this,  the  fact  that  the  year  has  not  fully  de- 

veloped in  directions  predicted,  and  any  advances,  there- 
fore, have  had  to  be  very  carefully  considered.  It  is 

likewise  a  somewhat  remarkable  fact  that  the  year  has 

presented  the  spectacle  of  the  United  States  as  a  seller, 

in  the  English  market,  of  wool  which  was  bought 

speculatively  some  time  ago.  The  United  States  has 

always  been   almost  exclusively   buyers  of  wool,    and  tht? 

natural  conclusion,  with  regard  to  recent  events,  would 
seem  to  be  in  favor  of  easier  prices.  On  the  contrary, 

however,  they  have  held  firm  and  it  can  well  be  imagin- 

ed what  will  happen  when  the  United  States  again  as- 
sumes its  buying  pace. 

There  seems  to  be  little  indication  of  any  change  in 

cotton  prices  that  would  work  out  in  the  buyer's  favor, 
as  the  published  crop  reports  are  not  indicative  of  a 

yield  that  will  bring  the  raw  material  on  a  parity  with 

the  present  basis  of  production.  Manufacturers  have  lit- 

tle or  no  reserve  stock  of  raw  cotton,  and  the  question 
of  an  adequate  supply  of  raw  cotton  will  be  a  source  of 

some  anxiety,  and  will  tend  to  make  business  difficult. 

In  linens,  too,  there  is  nothing  to  indicate  declining 

prices.  Canada's  business  with  the  North  of  Ireland  con- 
tinues on  a  large  scale,  and  the  sale  of  piece  goods, 

towellings,  fine  damasks  and  fancy  linens  continues  to 
increase. 

It  has  been  a  somewhat  speculative  year  so  far  as 
raw  materials  are  concerned,  and  it  would  seem  that 
the  retailer  has  had  the  best  of  the  argument  so  far. 
Speculation,  however,  forms  no  part  of  the  policy  of 
the  manufacturer.  Prices  of  raw  material  and  cost  of 
production,  are  not  in  favor  of  that  kind  of  business, 
and  he  is  inclined  to  live  as  close  to  assured  business  as 

is  possible.  On  that  basis,  it  speaks  well  for  the  year's 
record,  that  the  manufacturer  is  very  busy,  and  that 
statements  from  every  quarter  show  healthy  conditions. 

The  volume  of  business  in  Fall  goods  has  been  heavy, 
the  holiday  season  is  shaping  up  well,  and  Spring  orders 
give  cause   for  most  encouraging  outlook. 

West  Has  Urgent  Future. 

THE  members  of  the  Canadian  Manufacturers'  As- 
sociation in  their  recent  trip  through  the  west, 

saw  a  great  deal  to  confirm  previous  convictions  that 
there  can  be  no  marking  time  in  the  matter  of  equip- 

ment to  meet  the  requirements  of  that  market. 

The  insistent  call  of  the  west  is,  "Give  us  the  goods 
we  want  when  we  want  them,"  and  to  the  observant 
manufacturer  this  voice  is  unmistakable.  There  are 

many  conditions  which  frequently  make  prompt  deliver- 

ies a  problem.  It  may  be  some  unforeseen  delay  in  se- 

suring  materials,   a   tie-up   in   the   matter  of  help,    trans- 
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portal i«.n    dirtii-ulties.    anil    tin-    tailure   oi    liu-tory    eiiiii|i- 
menl    to  nieasuie  up  to  requirements  placed   upon   il 

Over  sunu-  ul  these  [tioVileins  the  inauul'aeturei'  i-aii 
••xeM  but  little  inrtueiu'e  l)_v  way  ol  icjucilv.  It  is  not  al 

ways  pt)ssil)le  for  him  to  safet^uard  him>ell  against  un 

I'xpoi-tod  eniersrinoies  wliiih  not  onl\  --el  him  back  in  liis 

output,  but  which  cannot  sometimes  be  satisfactorily  ex- 

plained to  his  customers,  for  the  simple  reason  that 

thoy   have   not    the  same  viewpoint. 

"What  the  manufacturers  of  the  east  can  do,"  said 

line  who  has  just  letuined  from  the  west,  "is  to  (lis 
ci.unt  the'  future  in  the  matter  uf  equii>ment.  If  the  west 

cannot  set  the  snoods  as  it  wants  them  from  the  manu- 

facturers of  the  east,  the  west  will  tfo  elsewhere.  Man 

nfacturers  in  the  other  >id('  nt  the  line  will  have  an  op 

purtunity  to  pivc  the  service  it  must  have. 

••I  do  not  think  that  we  will  see.  in  the  West,  a 

marked  imlustrial  development,  of  th^-  kind  required,  for 

a  gvcat  many  years.  The  difficulty  in  securing  help  will. 

in  my  mind,  deter  any  sudden  growth  in  that  direction 

and  it  is  therefore  up  to  manufacturers  of  the  east  to 

become  thoroufrhly  awake  to  the  possibilities  of  the 

West.  Jt  is  not  a  question  of  loyalty  of  one  part  of  the 

country  to  another.  It  is  rather  a  case  where  business 

expwliency  requires  that  merchants  shall  look  aftci 

themselves  hrsl  and  at  the  same  time  seek  the  most  sat 

isfactory  goods  and  the  best  service.  There  has  been 

great  growth  in  industrial  cX|uipnicnt  during  leccnt  years, 

but  the  fact  to  be  home  in  mind  is  that  the  West  has 

an  nreent  future." 

Be  Explicit  in  Directing  Shipments. 

IT  would  .seem  that  .shippers  cannot  exeicise  
too  great 

caution  in  so  directing  goods  as  to  reduce  any  ele- 

ment of  chance  in  their  delivery  to  the  smallest  i)ossiblo 

margin.  Much  is  sometimes  taken  for  granted,  but  theie 

are  cases  which  prove  this  to  be  a  somewhat  risky 

course. 

The  gcogra|»hy  of  the  province  of  Quebec,  tor  exam- 

ple, is  truly  wonderful  owing  to  the  muddle  in  nomen 

clature  and  the  very  small  stock  of  names  judged  avail 

able  for  towns  and  villages.  As  everybody  knows  the 

average  small  town  in  that  province  is  named  after  a 

saint  ;  but  this  piety  does  not  woik  out  well  from  the 

practical  point  of  view,  for  there  arc  numerous  towns 

and  villages  of  the  same  name,  so  that  the  mere  addi- 

tion of  "Que."  is  no  guarantee  that  a  letter  or  parcel 

will  arrive  at  the  intended  destination. 

One  would  imagine  that  commercial  firms  doing  u 

large  forwarding  business  would  be  well  aware  of  these 

pitfalls,  but  that  such  is  not  the  case  was  shown  in  the 

law  courts  at   (Jananoque  just  recently. 

A  firm  in  that  town  had  sent  a  shiimicnt  addressed 

"St.  Kose,  Que.,"  per  express.  The  express  company 

happened  to  have  on  its  system  an  office  under  that 

name,  and  without  further  enquiry  sent  the  goods  to 

what  was  not  unnaturally  considered  to  be  the  right 

destination.  It  transpired,  however,  that  the  shipment 

was   intended    for   another   St.   Hose,    and    thereupon     the 

consignois  ordered  that  the  mistake  be  rectified  by  send 

ing  goods  t(i  the  real  destination.  The  result  was  the 

ineiuiing  lit  extra  express  eharg-es,  which  the  loMsignor-. 

surcharged  to  the  express  company.  The  express  com- 

pany declined  resi)onsibility  for  the  mistake  and  contend- 

ed that  tlic\-  were  quite  juslitied  so  long  as  they  had  i.n 
otiice  of  that  name  on  their  lists  in  assuming  that  it 

was    the    intended   destination. 

The  extra  charges  wci'e  slight — luulei-  two  dollars:— 
hut  each  side  stuck  at  the  principle  involved,  hence  the 

matter  entered  the  law  courts.  The  result  was,  as  in- 

timated :  the  judgment  was  in  favoi'  of  the  transpoi'ta- 
t'on  e()mi)any. 

"1  hold."  said  the  judge,  "that  it  is  the  duty  of  i-on- 

signois  to  furnish  clear  and  unamljiguous  addi'esses  to 

the  express  company,  and  if  in  consequence  of  the  a<l- 
diess  Ijcing  ambiguous,  delay  or  expense  occurs,  they 

must  bear  the  loss.  I  therefoie  find  that  neither  the 

l>laintifl's  nor  theii'  consignee  can  recover  in  this  ai'lion. 
.Judgment  for  the  defendants  (the  expiess  companv) 

with  costs." 

Co-operation  in  Advertising. 

SOiVIETlMES  the  manufacturer  of  a  line  of  goods  can 

assist  or  co-operate  with  the  retailer  in  arousing 

the  interest  of  the  latter's  customers.  He  may,  for  ex- 

ample, give  the  retailer  certain  information,  with  refer- 

ence to  the  goods,  which  could  be  used  to  excellent  ac- 

count in  window,  newspai)er,  cii'cular  or  catalogue  ad- 
vertisinff.  He  may  make  available  to  the  retailer  cuts 

which  would  add  to  the  attractiveness  of  advertising — 
cuts  that  would  hel]>  clinch  any  line  of  argument  ])ut 
in  cold  type. 

Lack  of  ai)|)reciation  of  such  co-operation  would 

seem  the  last  thing  to  V'e  expected  of  a  retailer  in  these 

days  when  the  merchants  arc  out  tor  all  the  advertising 

they  can  possibly  obtain  at  a  reasonable  figure.  Hut 

there   arc   exceptions. 

Recently  a  manufacturer  issued  a  number  of  folders 

illustrative  of  his  line.  The  folder  was  full  of  good  cuts, 

and  the  only  hint  of  the  manufacturer's  connection  with 
it  was  the  nanu'  of  his  brand  in  small  type  on  the  top 

of  each  pai^e.  The  literature  was  made  up  in  ilirt'erent 
lots  and  sent  to  a  select  list  of  retailers,  and  in  each 

lot  the  retailer's  name  was  printed  on  the  fiont  pages 
of  the  folders.  All  that  the  retailer  had  to  do  was  to 

distribute  them  among  his  customers,  but  there  was 

nothing  obligatory  about  it. 

One  meichant  to  whom  folders  weie  sent,  however, 

returned  them  to  the  manufacturer  with  a  statement 

that  he  had  not  asked  for  advertising  mattei'  and  with 

instructions  to  eiedit  him  with  the  amount  of  eairiage. 

The  retailer  who  is  on  the  lookout  for  information 

applicable  to  his  advertising  cannot  afford  to  ignore  the 

publicity  which,  most  fraciuently  through  the  trade  news- 

papers, is  aimed  not  only  at  the  buyer,  but  also  con- 

tains a  helpful  message  to  the  man  who  has  to  intro- 

duce and   sell   these  goods  over  the  counter. 
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Just  a  word  about  dress  accessories. 

These  goods  are  particularly  inter- 

esting just  now  and  the  new  Paisley 

Collars  and  Ladies'  Ties,  so  much  in 
demand  and  so  profitable,  are  shown 

at  prices  it  is  hard  to  equal. 

Our  travellers  have  the  samples  ;  wc 

have  the  goods. 

The  W.  R.  Brock  Company  (Limited) 
Montreal 

Please  nientioii   The  Review  In    Advertisers  and  Their  Tra'velers. 
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Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get? 

EVERY  month  The  Review  receives  letters 

from  subscribers  stating-  that  they  are 
in  the  market  for  certain  goods,  but  that 

they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 

not  usually  sold  in  dry  good  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 

are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT    OUT    THE     COUPON     BELOW, 
and  use  it  when  you  would  like  us  to  give 
you  information. 

THE    DRY   GOODS   REVIEW 
143    University  Avenue,  Toronto 

THE  DRY  GOODS  REVIEW 
143  UNIVERSITY  AVENUE 

TORONTO 

For  Subscribers 

INFORMATION  WANTED 

DATE- 
191 

PLEASE  TELL  ME  WHERE  I  CAN  BUY. 

NAME 

ADDi^ESS 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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The  Home  Pattern  Company 
MANUFACTURERS  AND  DISTRIBUTERS  OF 

THE  LADIES'  HOME  JOURNAL  PATTERNS 
615  WEST  FORTY-THIRD  STREET 

PUBLISHERS 

The  Quarlerly  Sryle  Book 
Tha  Monlliry  Slyl>  Book 

Tho  Embroldtry  Book 

The  Ory  Goods  Journal 

NEW  YORK 

BRANCHES'-  Chic«^q,S«n Francisco aji4  Torcnto 

SPECIAL    LETTBR  s.TA«mh«r  27     1910 

TO  AU  SALESMEN  Sepftember  27,   1910. 

Mr.     J.  A.  Anderson, 
Grand  Rapids,  Minn. 

Dear  Siri- 

The  object  of  The  Home  Pattern  CoapRiv  —  like  any  other 
business,  wholesale  or  retail  —  ie  to  make  money. 

But  we  Rim  to  make  this  money   by   selling  patterns  NOT   ty 
selling  pattern  contracts.  There  is  a  vast  difference. 

Ours  ie  strictly  a  manufacturing  and  publishing  business, 
and  we  expect  only  the  reasonable  profit  that  any  wholesale  house 

must   receive  from  its   regular   "repeat"   sales  to   retailers. 

Our  profits,   then,   depend  entirely  on  the   success  of  our 

agents.     Unless  merchants  make  money  for  themselves  selling  Ladies' 
Hoae  Journal  Patterivs,  they  cannot  make  money  for  us. 

In  placing  agencies  for  The  Ladies'  Home  Journal  Patterns, 
therefore,  you  will  not  only   confine  your  selection  to  the  best 
pattern-selling  stores,   but  you  will  study  carefully  the  possibilit- 

ies of  each  town,  using  all  your  experience  and  judgment  to  help  the 
merchant  choose  exactly  the  proposition  best  fitted  to  his  esteblish- 
raent  —  no  less  and  NO  MORK, 

Purthemjor*     should  yo<i,   by  any   chance,   encounter  any   merchant 

now   selling  Ladies'' Home  Journal  Patterns  who  is  not   entirely   satis- 
fied with  his  present  sales  or  arrangements,   urge  him  as  a  favor  to 

write  to  me  personally.   You  may   rest   assured  that   any   such  communi- 
cation will  always   receive  mj'   immediate  and  careful  consideration. 

The  aim  of  the  old-time  pattern  companies  was,   as  you  know, 
to  persuade  —   somehow  or  other  —  as  mary  merchants  ss   possible  to 
sign  pattern  contracts.      The  aim  of  the  Home  Pattern  Company,   on  the 
contrary,   is, I   repeet,   to  do  business  only  with  merchants  who  can 
sell  patterns  enough  to  pay  a  satisfactory  profit  to  themselves  and 
to  us. 

Veiy  truly  y 

n 

fiL 

Mm 

^^ 

Li'l   l-l-l   l-l-l    I'l-I    I •II    I'll    l-l-l 



Offered  Prizes  for  Mail  Order  Catalogues  from  Local  Homes 

Cameron's  Departmental  Store.  Goderich,  Adopting  Unique  Plan  to 
Facilitate  Comparison  Between  Local  and  Mail  Order  Catalogues  —  Will 
Use    Samples    to    Prove   it   Pays   to    Shop   at  Home       Not  Asking  Sympathy 

CAMUKON'S  dei)artnKMUal  store,  (Jotk-rich,  i
s 

tjoinsr  in  for  a  eamintisn  of  oomparison  hctwoi'ii 

thi'ir  \alues  and  those  of  the  large  mail  urdi'i' 
stores.  The  intention  is  to  obtain  samples  of 

jroods  from  the  latter  and  place  tlicni  side  by  side  with 

selections  fiom  the  stocks  of  the  local  store.  The  cata- 

logues of  the  mail  order  stores  are  being  used  in  the  same 

scheme  and  prizes  were  paid  boys  and  girls  who  brought 

in  from  the  homes  of  the  town  and  district  catalogues  to 

be  spcciall\-   marked  in  order  to  faeiliate  the  comparison. 

Heart  to  Heart  Talk. 

In  announcing  the  campaign.  Xeil  C".  Cameron  had 
a  heart-to-heart  talk  with  his  people.  He  pointed  out 
that  it  was  a  t)Usiness  proposition  concerning  them  as 
well  as  him. 

"Probably  you  know,"  said  he,  through  the  local 
press,  "that  within  the  i)ast  three  weeks  over  a  ton  and 
a  quarter  of  mail  order  catalogues  were  distributed  from 

our  postoffice  here  in  Goderich  by  one  mail  oi"der  house 

alone.  These  catalogues  each  weigh  27  ounces.  T'lis 
means  that  in  the  neighborhood  of  1,500  copies  have  hccn 

distributed  from  our  postoffice.  It  costs  this  mail  mdcr 

house  14  cents  postage  on  every  catalogue,  and  a  very 

low  estimate  it  would  cost  them  26  cents  for  the  .-uts. 
paper  and  printing  of  each  catalogue.  This  means  that 

each  catalogue  sent  out  costs  40  cents.  Now,  then,  l.^*uii 
catalogues  would  cost  this  company  $<iOfl  in  cash. 

What  Catalogues  Cost- 

"Isn't  that  an  enormous  amount  to  spend  in  adver- 
tising for  this  town  alone  ?  This,  too,  i«  only  for  the 

Fall  and  Winter  catalogue.  Beside  this  out  comes  the 

Christmas  number,  the  January  sale  number,  the  Spiing 

and  Summer  catalogue,  making  a  safe  estimate  that  (his 

e(jmpany  spends  about  $1,.500  in  adveitising  thidurh 

catalogues  for  Goderich  alone. 

'''Now,  we  are  pleased  to  say  that  not  one  person  in 
ten  sends  to  this  com|)any  for  anything.  This  means 

that  they  have  wasted  ten  catalogues  to  get  one  cus- 
tomer. 

"N'ow,  let  us  ligiire  ten  catalogues  at  -10  cents  ea'-ii 
cost  .$4.00.  Then  figure  it  out  for  yourself — this  com 
pany  must  get  this  $1  m  proKt  out  of  you  when  you 
send  your  order  to  them.  l)eforc  they  arc  making  any 

j)rofit  for  themselves.  Supposing  the  average  order  .\ciu 
send  to  them  is  $10,  it  would  be  necessary  for  them  to 

have  40  per  cent,  pi-ofit  to  iiay  for  their  advertising 
alone. 

■"These  figures  will  no  doubt  interest  and  inobably 
amaze  you.  as  they  ha^•c  done  with  us.  We  want  to  be 
fair  with  the  mail  order  houses,  as  woU  as  not  to  make 

any  misstatements,  for  we  know  that  we  would  be  liable 
to  be  taken  into  the  courts  if  we  did  or  said  anything 

that  we  could  not  back  up  against  these  big  corpora- 
t  ion's. 

Are  they  Saving  Money  ? 

"So  we  must  be  backed  ij|)  by  facts.  How  do  you 
think  Eaton:-^  could  spend  $600  in  Goderich  in  advertis 

mg  if  they  were  not  getting  it  back  ?  Of  course  they 

are  getting  it  back.  How  ?  Our  answer  is,  in  good-sized 
r«rofits    on   the   goods    you   order   from    them.      Of   course 

they  are  getting  a  good  i)roiit,  and  on  some  lines  an 

enormous  pi-olit.  They  must  have  it  to  pay  for  this  ex- 
travagant   outlay   of  money    in  advertising. 

"Who  is  heli)irkg  to  pa>-  this  .titiOO  ?  It  is  the  one  out 

of  ten  that  is  doing  it.  Hut  we  don't  know  if  wc  can 
blame  you  so  very  much  after  all  ;  you  were  doing  it 

because  you  felt  that  you  could  send  your  order  away 

and  save  money  by  doing  so.  Of  coui'se  that  was  the 
reason,  otherwise  you  would  have  spent  that  money  in 

town.  We  know  you  would  be  loyal  enough  to  do  that. 
We  ha\e  taith  in  your  doing  this,  otherwise  we  would 

not    spend   tile  time  to   take  the  mattei-  up   with   you. 

"Now,  then,  when  we  tell  you  that  we  can  gi\e  you 
as  good  value  right  at  home  you  have  some  doubts 

about  it.  How  can  we  prove  it  to  you?  This  we  have 
determined  to  do,  and  wc  are  not  going  to  stop  until 
w  ('   do    it. 

Samples  Side  by  Side. 

"We  ha\e  digested  the  pages  of  these  catalogues.  Wc 

have  done  more  :  we  have  investigated  their  so-called 
special  values,  and  have  come  to  the  conclusion  that  we 

can  give  \ou  as  good  value  and  in  some  cases  better 
values  right  heic  in  Goderich  every  day  in  the  year  in 

com])arison  witli  what  they  are  offering  as  special  values 
in  their  catalogues. 

"No,  you  don't  believe  that,  either  ?  Well,  what  can 
wc  do  to  convince  you  ?     Only  this. 

"We  must  have  the  goods  side  by  side  to  bo  able  to 
back    up    what    we   say. 

"All  right.  We  will  get  the  goods  side  by  side  and 
let  you  judge  for  yourself  where  you  can  get  the  best 

value  for  your  money.  We  are  going  to  get  some  of  our 
friends  to  send  away  some  mail  orders  to  get  these 

goods  for  us,  as-  we  wouldn't  expect  them  to  let  us  have 
them  if  they  knew  what  purpose  we  wanted  them  for. 
It  is  our  intention  to  place  these  si)ecial  values  they 

advertise  i-ight  on  our  counters,  in  our  windows — yes,  on 

the  streets,  if  wc  would  be  permitted  to  do  so — and  be- 
side these  special    values  place  our  goods. 

"If  you  can  tell  us  a  fairer  way  than  this  we  shall 
be  pleased  to  know  it.  We  are  going  to  do  more  than 
this.  We  will  cut  out  the  leaf  of  the  catalogue  that  the 

article  was  selected  from  and  blue-mark  with  a  cross  on 

the  article  so  that  there  can  l)e  no  danger  of  youi-  mak- 

ing a  mistake. 
Collecting  the  Catalogues. 

"To  d,')  this  we  want  about  200  catalogues.  How 

arc  we  going  to  get  them  1  They  won't  send  them  to 
us— no  danger  of  their  being  that  foolish.  But  we  must 

have  the  catalogues  and  we  must  get  them  some  way. 

To  get  them  in  time  we  are  offering',  as  announced  last 
week,  four  special  prizes  to  the  small  boys  and  girls  who 

deliver  the  most  catalogues  to  us  by  the  1st  of  October. 
The  lirst  prizes  will  be  two  watches,  one  to  be  given  to 

the  girl  and  the  other  to  the  boy  bringing  the  greatest 

number  of  catalogues.  Second  prize^,  of  :")(!  cents  in  cash 
each  will  be  givf'n  to  the  boy  and  girl  bringing  in  tlic 

next  'greatest  number.  Please  notice  that  the  period  of 

the  competition  is  extended  and  will  close  Saturday. 

October  1st,  instead  of  Septembei  24th.  as  announced 

last   week. 



DRY     GOODS     REVIEW 

27 

"We  expect  to  have  this  campaign  in  good  shape  and 
ready  for  your  judgment  within  the  next  ten  days.  In 

this  we  ask  your  support  and  hope  that  when  every  thing- 
is  in  shape  you  will  come  and  judge  for  yourself  whether 

it  pays  you  to  send  your  money  out  of  town  or  not. 

"We  don't  want  your  sympathy,  but  we  do  want 
your  business,  and  after  we  show  you  that  you  can  do 
as  well  at  home  we  know  you  are  loyal  enough  to  stand 

by   your   town. 

"We  want  you  to  keep  your  eyes  open  and  watch  this 
campaign  and  watch  what  will  be  hnpi'oning  from  week 

to  week.    We  believe  it   will  be  of  inti-rcst   to  you." 

Danger  from  Electric  Lights. 

An  .Xpert  wi-iting  in  Drapers'  Kecord,  witli  refcrenc 
to  causes  of  tires  has  this  to  say:  It  will  have  been  noted 

tlial  in  the  g-reat  majority  of  cases  the  iires  that  ha\e 
takeij  place  are  stated  to  have  broken  out  in  a  window. 
The  commencement  of  the  tire  has  usually  been  a  fabric 

blazing'  in  the  window,  from  whicii  the  tire  has  quick';, 
spread,  or  else  sometliing  in  the  nature  of  an  explosion 

lias  taken  place,  and  tliis  lias  been  quickly  followed  by 

Ihe  ignition  of  inflammable  material,  and.  again,  the  lire 

lias  (juickly  spread. 

Fire  may  I)e  caused  '>y  electrical  aiiparatiis  in  one  >i 

llie  I'ollowiiig  ways: — 
(1)  iiillaminable  material  may  be  i)laced  ton  ne.ir 

an    incandescent   electric   lamp. 

(2)  An  electric  incandescent  lanii)  may  break,  a  po:'- 
tion  of  the  hot  (ilament  mny  alight  u|)on  an  iiitlamm- 
able  substance  and  ignite  it. 

(IJ)  \  wire  may  liave  too  strong  a  current  passing 

through  it.  the  consequence  being  the  wire  "heats  up" 
and  ignites  inflammable  materials  in   its  neigliborhood. 

(4)  A  fuse  may  "blow."  and  the  hot  metal  whicii 
is  scattei'ed  around  may  again  ignite  inHammal)l  ■ 
material. 

Taking  these  causes  in  order.  It  has  been  eommonl_, 

supposed  that  the  frieetric  incandescent  lamp  does  not 

gi\'e  (Hit  any  heat.  As  a  matter  of  fact,  (he  heat  given 

out  is  very  great.  The  filament  is  at  a  ̂ 'ery  high  temper.i- 
Inre.  and  the  temperature  of  the  metallic  filament  i-> 

high*'!-  than  that  of  the  old  carbon  filament.  The  hiiili 
temperature  of  the  filament  renders  the  containing:  gdobe 

also  at  a  very  high  tempeiature.  and,  consequently,  any 

easily  inflammable  material  which  comes  into  contact  with 

the  globe  may  be  ignited.  More  than  this,  if  substances 

that  are  easily  ig-nited  are  placed  near  the  globe  of  an 
incandescent  lamp  they  are  dried  by  the  jtresence  of  the 

'amp,  and  under  certain  conditions  ignition  may  follow. 

Suppose  that  certain  easily  isnifed  substances  avp 

,ilaced  near  au  electi-ic  incandescent  lamp,  and  are  there- 

by rendered  more  sensitive  to  ignition,  if  the  lamp  burst -^ 

and  a  portion  of  the  filament  falls  upon  some  of  the  su'i- 
stanees  in  the  neighborhood,  their  ignition  would  be  sure 
to  follow. 

The  precautions  against  both  of  these  contingencies 

are  simple:  be  vf  ry  careful  in  the  use  of  incandescent 

electric  lamps  for  the  lighting  of  Avindows.  There  is  no 

ri';;-iin  why  they  should  not  be  used  for  the  purpose,  bui 

care  inu>t  be  taken  that  only  sidistances  that  ai'e  not  easil>' 
ignited  are  placed  near  them.  This  rule  should  hold  nil 

over  the  premises  This  scheme  of  dressing  the  windov. 

must  provide  that  easily  ignited  substances  are  not  witbin 
at  least  a  foot  of  any  electric  incandescent  lamp. 

A  Genuine  Satisfaction 
lies    in    handling    goods    of    proved     merit    like 

UDDELL'S  LINENS 

^i  Lines  like  these  will  attract  the  high- 

class  trade  to  your  store — the  custom- 

ers with  plenty  of  spending  powe:'. 
who  are  satisfied  with  nothing  but  the 

very  best. 

H  Moreover,  there's  specially  good  pro- 
fit in  getting  after  the  Hotels,  Insti- 

tutions, Clubs,  Railroads  and  Steam- 
ships of  your  di;^rict  and  supplying 

tlieir  wants  in  Damask  Table  Linens, 

.\apkins   and   Towels. 

II  Win.  Liddell  &  Co.  have  been  award- 

ed seven  gold  medals  at  international 
exliibitions   for   their   Linens. 

FULL  PARTICULARS  ON  REQUEST. 

R.  H.  Cosbie 
30  Wellington  St.    West,       -      Toronto 

KING'S 

Eetabllshed  177S 

FAMOUS 
Sold  by  leading:  Jobbers. 

SCOTCH 
Every  pleoe  perfect. 

HOLLANDS 

Scotch  Hoilands  tor  neanv  a 

century  and  a  quarter,  have 
been  recognized  by  the  Trade 

of  the  world  as  the  most  reli- 

able and  saleable  shading  made. 

for  its  non-shrinking  qualities 

durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 

houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 

for  the  money  in  the  market, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN  KING  &  SON, 
GLASGOW,  SCOTLAND. 
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Luxfer Prisms 

AN  attractive,  well -lighted  store    interior    is    absolutely    essential    to    a  progressive    dry- 
goods   business.      People     do    not  like    to    linger'   in  a  store  where  goods    cannot   be 

examined    thoroughly    without    straining   the    eyes.     And    it's  the  lingering  customer 
who  buys  the  most. 

These  facts  account  for   the   widespread,  well-nigh    universal  use  of    Luxfer    Prisms    by 
merchants  in  almost  every  line  of  business. 

Applied    to    the    various   window  openings  and   to    the  fanlights    of  doorways,  Luxfer 
Prisms  vastly  increase  the  brightness  of  any  interior. 

And   wherever   Luxfer    Prisms   are    installed   the    improved    lighting  invariably  results 
in  increased  business  and  in  a  considerable  reduction  of  artificial  lighting  expenses. 

Architects  everywhere  recommend  Luxfer  Prisims—Ask  Yours 

Luxfer  Prism  Co.,  Limited,     Toronto,  Montreal 

Profitable  Display  Demands  Practical  Fixtures 

Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 

No.  2-;' 

Cabinet    SI 

Holding 

From 

30  to  700 

Bolts 

of Ribbon 

PRACTICAL 
RIBBON 
CABINETS 

PRICE  LIST 

Cabinet 

No. 

Capacity 

Bolts 

27J4x  <o%x.'lfi],i 
28KxlJ     x26 
i^Yi-nM    x38 

^«Kx2:<'4'x38 28^x27^x38 
28^x32^^x38 28^x42^x43}^ 

50 

100 

150 

250 
325 
400 

475 

700 

$  6  00 

10  00 
13  5n 

18  50 

23  00 

26  00 
30  00 

42  00 MADE  OF  OAK 

No.  3  -Practical  Ribbon  Cabinet 

Practical  Counter  Notion  Cabinet 
Dimensions— width.  28  in. ;  heijlit  at  back.  lOM-i";  he'sht  in  front.  4/-8-in. 
Made  reeularly  in  5  lengths— 37-in„  48-in..  60-in.,  72-in.  and  96-in.  The  37-in.  is 

divided  into  6  compartments.  5)^x6x3  in.  10  compartments.  6Kx6x!  in.,  4  compartments, 
8x6x!in.;  all  inside  measurements.  Longer  lengths  are  divided  into  same  size  compartments 
hut  proportionate  number.  Boxes  are  removable  and  the  sides  are  made  of  white  basswood. 
(inisheil  natural.  The  bottom  is  wire  mesh,  thus  preventing  the  accumulation  of  dust.  The 
frame  is  made  of  oak  with  antique  finish.     All  compartments  have  card  holders  for  price  marks. 

PRICE  LIST 
No.  5,  37-in.  long 
No.  6.  48-in.  long $  9  00                  No.  7.   6U-in. 

10  00                  No.  8,  72-in. 

long long 

$11  50 
13  50 

Practical  Counter  Notion 
Cabinets 

Practical  Piece  Goods  Fixtures 
The  proper  clisplay  of  ginghams,  prints,  and  piece  goods  in    general  requires  a 

PracticalCounter  or  Floor  Fixture.     Either  holds  torty  pieces.    Any  piece  removed 
without  disturbing  the   others.     Strong    spring   wire   shelves,    adjustable  to   any 
thickness  of  goods. 

Pr.ctical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.   Price.  $6.50. 

Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50.  counte 

FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND   FOR  CATALOGUE 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers.     ILION,  N.Y. 

rFIxture 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 



Modern  Store  Equipment 

Striking  Christmas  Windows 
Combine    Inexpensive    with    Attractive   De- 

corations  by   Free    Use   of   White 

in    Scenic   Settings. 

WITH  so  many  departments  clamoring  for  win- dow representation,  the  trimmer  is  in  for  a 

pretty  strenuous  period  from  now  right  up 
to  the  last  busy  days  of  the  holiday  rush. 

The  man  who  is  going  to  handle  this  rush  with  ease  is 
the  one  who  is  preparing  beforehand  ;  he  is  also  the  man 
who  is  going  to  give  the  best  satisfaction  to  the  store 

management  and  to  the  buyers  in  the  different  depart- 
ments. The  class  of  goods  put  into  Christmas  windows 

necessitates  the  use  of  sticky  trims.  Hence  the  back- 
ground-setting should  be  one  that  will  interfere  as  little 

as  possible  and  one  that  will  leave  the  floor  of  the 
window  free. 

Where  permanent  backgrounds  are  installed  or  where 
mirror  backgrounds  are  used,  the  best  decorative  feature  is 
one  that  can  be  applied  to  the  upper  part  of  the  mirrors 
or  panelling. 

One  effective  trim  of  this  class  consisted  of  large 
circles  cut  out  of  inch  wood  and  covered  plain  and 
smooth  with  white  flannellette.  On  this  circle  around 

the  edge  was  posed  a  border  of  holly  wreaths.  The 
centre  circle  was  much  larger  than  those  at  the  sides 
and  had  a  winter  landscape  painted  in,  while  the  smaller 
circles  had  a  large  bow  of  red  ribbon,  with  the  long  ends 
coming  down  among  the  goods  shown  in  the  window. 
Cotton-batting  was  drawn  over  the  wreaths  and  the 
wreaths  and  cotton  were  touched  with  mucilage  and  the 
whole  frosted  with  diamond  dust. 

Circles  of  this  kind  might  carry  Santa  Claus'  head 
in  "papier  mache,"  or  various  sized  circles  edged  with 
holly-wreaths  could  be  used.  Holly  trails  and  sprays 
should  be  used  in  the  corners  and  mixed  with  the  goods. 

In  building  up  the  display  of  goods  in  the  body  of 
the  window,  velvet  covered  pedestals  and  glass  shelves 
can  be  used  to  great  advantage.  Platforms  to  fit  the 

corners  and  rounded  in  front,  three  steps  high  and  cov- 
ered with  crimson  plush,  are  a  very  great  help.  One  or 

more  square  or  rounded  platforms  can  also  be  used  ac^ 
cording  to  the  size  of  the  window. 

A  great  deal  of  the  work  in  connection  with  the 

dressing  of  these  platforms  can  be  done  in  the  trimmer's 

A  suggestive  toy  window  shown  by  Z.  Paquet.  Quebec.  Background  of  cream  sateen  in  wave  plaiting 
and  fastened  in  the  corners  -with  yellow  ribbon  bows.  The  frame  is  art  nouveau  design  and  covered 
with   grey   cotton.      The   oil   painting,  a   Christmas   scene,  explains   itself.      White   felt   for   the   floor.      Toys 

of  all  kinds. 



3" 

ART  OF  DISPLAY  AND  STORE  EQUlPAlExNT Dry   Goods   Rej'ieiv. 

Display 
Fixtures 

FOR  YOUR 

Holiday 

Trade ! 

ed  will 

not  sell, 

and  if 

you  are 
e  xpect- 
ing^  to 

get  your 
full 
share  of 

the  com- 
ing   holiday    iritde.     you 

must  see  that  your  jfoods 
are  well  displayed  on 

CLATWORTHY 

FIXTURES 

There's  a  special  stand  lor 
the     effective    displaj-    of 
every  article  you  sell,  and 
one  that  really  helps 
to  sell. 

Xo.    84    kKVuLVlNG 
BELT    STAXn 

GLATWORTHY&  S 

Odd     ileal    of   tinu-   can    ho    saxed    in    this 

Our  display 

fixtures  are 
made  of  the 

best  materi- 

als piocur- able,  whicl 
•are  to  a  large 

extent  im- lorted  by  us 

for  this  pur- 

pose, a  n  d 
they  will  be 
found  practi- 

cal, durable 
and  economi- 
cal. 
Our  i^^b-page 
catalogue 

contains 

pointers  for 
eve  ry  'mer- chant. Ifyou 

laven't  ^  re- ceived your 

copy,  send 
for  it  TO- 
DAY. 

161  King  WesI 

TORONTO ORONTO LTD.] 

Hall-B  or  chert 
Dress  Form  Co. 

of  Canada,  Limited 
7  0-7  6  Pearl  Street 
TORONTO 

Ontario,    Canada 

The  Ketail  Merchants  of 
Canada  should  be  interested 

to  knoNA/  that  the  complete 
line  of  Hall'Borchert  ad' 

justable  and  non-adjustable 
forms  are  now  being  made 
within  the  Dominion,  and 
obtainable  at  the  same 

wholesale  prices  as  in  New 
York  or  Chicago.  Every  tailor,  dressmaker 
and  private  woman  wants  one  or  more  of 
these  forms  and  it  is  within  the  province  of 
Retail  Merchants  to  supply  this  demand. 
Easy  sales,  liberal  profits,  reliable  goods. 
Our  national  consumer  demand  advertising 
campaign  stimulates  trade.  Local  publicity 
secures  the  business.  NA/rite  us  for  cata- 

logue and  prices. 

ruuin     and     a 
inanner. 

Fur  C  hiibtmas  windows  nothing  excels  white,  red 

and  green  as  a  coIdt  scheme,  and  white  should  predom- 
inate, as  there  is  always  plenty  ul  color  relief  given  by 

the  goods  themselves.  White  lelt  forms  the  best  floor 

coverinK-.  and  the  fi'ee  use  ul  diamcind  dust  is  also  effec- 

i  i\e. 

raiiUcd  backi;r(iun(ls  are  in  the  best  of  taste.,      These 

are  usiiall\    done  (m  muslin   stietched  over  a  wood   frame- 
work,  and  coated    with    alal)astinc.     Some  kind  of  a    win 

ter    landscape    is     used     and    if    it    shows    Santa    and     his 

sleiyh   and   reindeer,   all   the  better. 

If  the  window  is  a  larse  one.  the  painted  background 

should  be  bi'oken  up  into  inmels  liy  the  use  of  pillars. 
These  need  only  be  four-squaie,  and  can  be  formed  of 
inch  boards  covered  on  three  sides  with  cheap  cotton 

and  painted  with  alabastine.  These  pillars  .should  be 
trimmed  with  holly  and  foliage,  and  u  few  vivid  red 

poinsettias  wmild  ha\e  a  S'ood  effect.  The  top  edge  of 
the  painting  will  need  to  be  covered  and  a  framework 

M  or  10  in.  wide  should  be  prepared  in  the  same  w'ay  as 
tile  pillars.  These  should  l)e  decorated  with  conventional 

bare  blanch  designs,  cut  out  of  dark  green  felt  and 

pasted  on.  On  some  of  these  branches  })irds  ma\'  be 

jierched. 

Take  Precaution  Against  Fire 
During    Busy    Season   it  is   a    Good    Plan 

to    Have    the    Store    Inspected    Regu- 
larly   as    a    Safeguard. 

]'"ire  is  .'ilwaxs  a  dreaded  word,  and  particularly  at 

('hristnias  time  every  merchant  ought  to  realize  that 

theie  is  a  heavy  responsibility  resting  on  his  shouldci's 
in  this  connecti(]n.  He  should  see  to  it  that  all  reason- 
aide  precautions  are  taken.  Kvery  employe  should  know 

just  what  to  do  in  case  a  tire  should  break  otit.  Pre- 

cautions of  this  kind  help  to  i)rcser\e  order"-aiid  foster presence   of   mind.  ., 

During  thc'  busy  season  some  responsible  person  oujyht 

to  inspect  the  store  daily  and  see  that  the' fire  ecpiip- 

ment  is  easily  a\ailable  and  ready  for  use  at  a  moment's 
notice.  If  a  few  buckets  of  water  are  all  the  equipment 

the  sto'c  possesses,  these  should  be  ready-filled  and  in 
their  places.  Care  should  be  taken  to  s«e  that  waste 

]iaper  and  (Uher  inicking  material  is  collected  and  pro- 
pcrl\  (lispo-ed  of  each  day.  anfl  not  left  around  for  a 

>tia\  match  oi  spaik  to  dro|)  into,  as  many  lires  ha\'e 
i-esultcd   frfiui   the  neglect   of  this  simi)le  i)recaution. 

If  clectricit\  is  used,  thc  system  should  be  inspected, 

and  if  there  are  wires  that  ha^  c  the  insulation  -worn  ofl, 

they   should   be   i-enewed. 

The  window  decorator  should  take  special  precau- 

tions, for  many  bad  fires  have  had  their  origin  in  thc 

windows.  Where  possible,  use  iirc-proof  decorations.  Thc 

first  cost  may  be  higher  but  the  feeling  of  safety  is 
woi'th    moi'e   than    the  difference. 

l';\en  if  the  decorations  are  fireproof,  the  average 

<  lui-tmas  window  with  its  e\t  ra  lights  and  inflammable 

inr-ri-handise  is  a  suHicicut  souice  of  d,-ini;-cr.  .\s  ii-gard-, 

I  he  wiring,  if  you  arc  not  an  cxiiert  and  llioionghh 

fanuliar  with  this  kind  ol  work,  insist  that  il  I'c  done 

by  a  competent  electrician. 

If  a  lamp  is  defective  it  becomes  intensely  hot  
and 

mav    ignite    substances    that    come  in  crmtact     with    it
. 
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THORN  E    HOLD 'FAST    METAL     BARS 
For  Store  Fronts 

The  installing;  of 

THORNE  METAL 

BARS  in  a  store  front  are 

absolutely  essential  to  in- 

sure the  latest  improve- 

ments in  store  front  con- 

struction, and  is  not  an 

expense,  but  an  invest- 

ment, which  will  show 

quick  returns  in  increased 

business. 

Samples    on    Request 

Write    US 
Dividing  Bar. 

A  store  front  is  a  mer- 

chant's continual  adver- 

tisement, and  a  modern 

front,  complete  with  pol- 
ished plate,  maximum  tile 

or  sheet,  THORNE  BAR 

and  sidewalk  prism,  can- 

not fail  to  attract  atten- 

tion. Have  our  representa- 

tive give  you  quotations 

on    altering    your    front. 

Catalogue  on    Request 

VViHie  US 
Sole  Canatiian  Agents 

THE  HOBBS  MANUFACTURING   COMPANY,    LIMITED 
London  -  Toronto  -  Montreal  -  Winnipeg 

Increase 
Your 
Earning 

Capacity 
by  taking  a  course 
in  WindowTrim- 
ming  and  Card 
Writing  at  the 

Koester 

School 
Ai^UbKl   A.  K.ULSTER,  President 

Author  ot  First  Biiok  on  \Viiido%v  Dressing. 
Founder  of  First  Schoi^l  of  Window  Dressing,  1897. 
Designed  exl.ibits  for  World  s  Fair.  Chicago,  1893; 
Berlin  Exposition,  1900:  St.  Louis  Kxposition,  1904. 

(inly  Decorator  awarded  medal  at 
.St.  Louis  Exposition. 

Author  of  book,  Koester's  System  of  Draping,  1907. Five  years  with  Marshall  Field  &  Co. 

The  most  valuable  man 
about  the  store  is  the 
man  who  can  trim  the 
windows  and  make  the 

showcards  —  make  your- 
self this  most  valuable 

man — don't  be   a  clerk 
all  your  life — prepare  yourself  for  the  better  paying  positions. 

Vacation  Courses  have  just  started — ranging  from  2  weeks  to  8 
weeks,  and  covering  general  and  special  subjects.     Spend  your  vacation 
at  the  School.      Get  ready  for  the  Fall  Season. 

We  have  very  interesting  catalogues,  letters  and  booklets  that  explain 
the  school  thoroughly.     We  will  be  glad  to  send  all  of  it  if  you  will 
send  us  your  name. 

THE  KOESTER  SCHOOL 
256  E.  MADISON  STREET, CHICAGO,  ILL. 

REDUCED  TO 

$3.50  Net 
F.  O.  B.  N.  Y. 

STOP  USING  STRING! 
PERFECrFD   RAPID  SEALING  MACHINE 

For  Moistening  Cloth  or  Paper  Gummed  Tape  in  Rolls 

Gummed  Tape  in  Rolls,  printed  with  Ad- 

vertisement. Latest  means  of  wrapping' 
packages.  Does  not  injure  contents  of  pack- 

age; prevents  tampering:  Quick,  clean, 
inexpensive.      Saves    100   per    cent,    in  cost. 

Write  for  particulars. 

Agency  open  for  Montreal,  Toronto  and  Winnipeg 

W.  J.  Anderson  &  Co. 
84-86   Reade   Street  NEW  YORK  CITY 

Please  mention    The  Re;'ie:e  to   .Idrertisers  and   Their  'Trai'elers. 



Unique   suggestion  for  Christmas  bacl<ground. 

Appropriate     Background     for     Holiday    Window     Trims 
An  Idea  Which  Combines  Two  of  the  Main  Objects  Associated  With 

Christmas  —  "Three  Leaves  of  Christmas  History"  —  How  to  Make  and 
Pose    the    Different    Parts  —  Roller    Bulletins. 

By  H.  J.  Rutherford.  Koester  School. 

TO  .s:ive  class,  distinction  and  a  Christmas  atmos- 
pliere  to  the  show  window  will  be  the  problem 
trimmers  for  all  lines  of  merchandise  will  need 

to  solve  during  the  month  of  November.  It  ii 

assumed  that  all  have  the  Fall  openings  and  other  dis- 
plays for  the  month  of  November  out  of  the  way.  Now 

comes  almost  the  greatest  window  trimming  event  of  the 

year,  Christmas,  to  provide  for,  and  it  is  none  too  sooa 
to  get  busy  on  this. 

Do  you  know  that  big  city  stores  prepare  their  Chrisi- 
mas   window   backgrounds   in   October,   always   with    the 

Learn  to  Make 

SHOW  CARDS, 
SIGNS  and  PRICE  TICKETS 

by  the  Easy,  Quick  and  Cheapest  System  Clerks  can 
increase  their  salary  $10  to  $20  a  month.  Merchants 
find  daily  satisfaction  and  profit  in  being  able  to  make 
their  own  Show  Cards. 

  TEAR  OFF  AND  MAIL   TO-DAY   

The  Simplex  Sign  Co.,  Hamilton,   Ont. 
Please  send  me  FREE  Booklet  and  full 
particulars  of    your   $5.00  special  offer. 

Name- 

ddress  — 

idea  of  keeping  a  little  ahead  of  the  procession  and  never 
being  caught  unprepared.  This  is  true,  not  only  of  the 
window  background,  but  of  the  interior  and  other 
branches  of  their  business,  and  in  a  measure  it  speaks 
for  their  wonderful  success. 

A  Different  Display  Idea. 

The  holiday  trim  problem  gets  more  seriona  every 
year,  as  the  objects  and  articles  suggesting  Christmas 
seem,  in  window  trimming  ideas,  to  have  exhausted  them- 

selves, therefore  our  sketch  of  a  design  for  a  Christmas 
window  background  may  help  to  solve  it,  because  in  the 
accompanying  sketch  we  suggest  a  different  angle  of 

attack.  We  have  taken  two  of  the  main  objects  associat- 
ed with  Christmas  and  combined  them  in  a  play  on  words 

as  outlined  in  the  display  card,  to  form  a  different  Christ- 
mas display.  You  will  note  the  wording  of  the  card, 

"Three  leaves  of  Christmas  History."  This  is  brought 
out  by  utilizing  three  huge  holly  leaves  and  posed  in  each 
are  things  suggestive.  In  the  central  one  is  Old  Santa 
himself  peering  out  through  a  broken  opening. 

In  a  similar  opening  in  leaf  No.  2,  on  the  left,  is  i 

bulletin  suggesting  what  to  buy  here  for  Christmas.  This 
bulletin  should  be  an  endless  (paper  or  cloth)  belt  mounted 
on  rollers  and  all  along  its  length  can  be  painted  some 

twenty  or  thirty  different  "What  to  buy  for  him  or  her" 
suggestions  (depending  on  the  length  of  the  belt).  Every 

day  up  till  the  event — a  new  suggestion  can  be  moved 
forward   into  view. 
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Leaf  No.  3  sIkiws  a  similar  bulletin  (oji. 'rated  the 

same  way)  containing  the  dates  from  the  time  the  dis- 
play  is  in  until  Christmas;  which  also  should  be  moved 

forward  every  day.  The  display  card  explaining'  the  eon 
iieetion.  and  the  daily  moving  up  of  the  bulletin  and  the 
dates  form  the  unique  recognition  of  Christmas,  which 

offers  that  different  Christmas  background  you  ax-e  striv- 
ing for.  The  three  leaves  are  flanked  by  sprays  of  holly 

in  natural  colors,  green  leaves  and  red  berries.  The  larg.^ 
leaves  should  be  white  fronted  to  carry  out  an  effective 
color  arrangement,  then  the  setting  will  look  well  ahead 

of  mirrors  or  any  sort  of  drapery,  or  hardwood  back- 
grounds. The  three  leaves  should  be  at  least  42  inches 

long  and  the  width  proportioned,  always  taking  into 
consideration  the  size  of  your  windows.  To  construct  the 
leaves : 

How  to  Make  Background. 

First  form  a  frame  of  soft  wire,  which  sjionl,!  hr 
sectioned  so  as  to  correspond  to  the  size  of  card  hoar! 
covering.  A  regulation  size  of  card  board  is  22  x  28 
inches.  Wire  two  ply  card  board  to  this  frame  having 
the  outer  edges  cut  out  and  curled  to  the  shape  of  holly 
leaves.  Cover  all  seams  with  strips  of  muslin,  then  give 
the  face  a  heavy  coating  of  whit«  alabastine  to  cover  al! 
joints  and  defects  and  while  wet  sprinkle  thickly  with 
mica  dust.  Paint  the  back  of  the  leaves,  at  the  point.s 
where  openings  occur  with  dark  green,  so  that  when  the 
broken  edges  are  turned  out  this  will  .show  a  contrast  to 
the  white.  Pose  these  in  the  positions  as  shown.  Hav 
two  red  berries  fastened  at  the  point  where  the  three 
leaves  meet.  The  small  smooth  skinned  oranges  will  serve 
well  for  this  and  they  are  about  a  correct  proportion  for 
the  large  leaves.  Mount  two  of  these  on  curved  willow 
twigs.  Paint  the  twiggs  black  and  the  oranges  red.  If 
you  give  them  a  heavy  coating  of  paint,  they  will  last  :i 
long  time. 

For  Mr.  Santa  Claus,  procure  a  mask  and  a  sheet  of 
heavy  mat  board.  Cut  the  mat  board  to  the  shape  of 
the  head  at  the  top,  and  of  a  bust  at  the  bottom.  Fasten 
the  lower  part  to  a  hoop  or  a  curved  piece  of  wood  to  give 
a  rounded  effect,  then  fasten  the  mask  to  the  upper  part. 
Give  the  bust  a  tinting  of  red  and  black  paint  to  imitate 

Santa's  coat.  Pose  this  in  the  opening  as  shoAvn.  Tliere: 
jou  have  a  very  realistic  representation. 

The  roller  bulletins  consist  simply  of  an  endless  belt 
and  two  rollers  which  should  be  fastened  to  the  back  of 

the  openings  in  the  leaves  so  as  to  bring  the  wording 

directly  across.  If  you  cannot  use  this  idea  entire,  per- 
haps it  will  help  you  to  form  something  of  your  own  ̂ " 

fit  with  conditions  in  your  community. 

P%\"Et  CARRIERS SAVE  TIME  &  MONEY 

OUR  GUARANTEE 
We  wiU  instala  Systemof  Gii;e  Carriers 
in  your  store;  you  use  them  TEN 
DAYS,  and  if  you  do  not  tind  that 
they  give  you  BETTERand  QUICKER 
SERVICE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUBES, 
CABLE  CARRIERS  or  CASH  REG- 

ISTERS, we  will  remove  them  at  our 

expense. 

CATALOG  FREE 
THE    GIPE  CARRIER  COMPANY 
99    ONTARIO   STREET  TORONTO.  ONT 

£l/ffOPCAN  Office  :ill  nOLBORHLtHOtfl  I.e.  tHC. 

M AKE  UP  YOUR  MIND 
to  do  a  big  Christmas  Trade — and 

prepare  for  it  well  in  advance.  Next 

in  importance  to  a  well-selected  stock 

is  an  adequate  equipment  of  con- 
venient, attractive  display  fixtures. 

TORONTO    BRASS    COMPANY 

Display  Fixtures 
are  recommended  because  they  com- 

bine all  the  essentials  that  you,  as  a 

keen     business     man,    w^ill    require. 

They  are  practical, 

convenient,  attrac- 

tive,  strongly- 

made,  moderately- 

priced. 
Write  for  our 
Catalogue. 

Toronto  Brass 
Manufacturing  Co. 

Limited 

17-21  Temperance  St.,      TORONTO 

LATEST  HALF-FORMS 
.Skirt  may  be  Removed  from   Waist  and   Used  Separately 

No.  80  K.J. 
Jointed  arms  with  adjustable  hands.    Also 
with     plain     arms     and    without     arms. 

Writeior  Catalogue  No-   I6L.    Also  for  Circulars  on  Fur  Stanis, 
Hangers,  Mirrors,  Etc. 

J.    R.    PALMENBERG'S    SONS Est.  1852 

710  Broadway,  New  York. 

Factory  87,  89  and  91  West  3rd  Street,  New  York 

30  Kingston  St..    1  10  Bedford  St.     Nos.  10  and  12  Hopkins  Place 
Boston  Baltimore 

Please  mention   The  Revieiv  to  Advertisers  and  Their  Travelers. 



I'-ooUs    ;uid    suil    ilisphiv    by    J.is     McNicnoll    for    R.    Hull    &.    Son.   Pelerhorough. 

Dress    Goods   and  Suit  Display   Which    Brought    Results 

TtlE  setting  loi  the  winduw  hero  illustiated^ which  was  made  ot  a  fiamewoik  covered 

smoothly  with  cotton  and  jjainted  with  white 

alabastine — consisted  of  three  pillars  of  various 
heigrhts.  two  of  which  were  joined  by  means  of  a  gate. 

It  was  panelled  off  with  tan  velvet  ribbon  about  i-iiuh 
wide,  and  decorated  with  sprays  of  autumn  foliage.  In 
the  centre  was  a  cut  mounted  on  a  tan  cardboard.  On 

top  of  two  of  the  ))i]lars  were  figures  holding  electric 
lamps.  In  the  photo  one  is  completely  hidden  by  the 
post  in  the  centre.  At  each  corner  of  the  window  was 
a  bunch  of  autumn  foliage  tied  with  a  tan  ribbon.  In 
the  centre  there  was  a  chair  with  a  plush  coat  thrown 
over  the  arm. 

The   background    was   of  green    velour   and    the     tif.or 
was  covered  with  felt  to  match. 

A  plusli  coat  was  shown  on  one  (jf  the  wa.x  hgures 

and  on  the  other  a  velvet  suit.  Foui-  hats  and  three 
pieces  of  dress  goods  were  used,  and  the  acoessories 
shown  were  umbrellas,  fancy  hose,  coUais,  belts,  scarfs 

and  handbags. 

This  window  made  a  splendid  showing  and  was  re- 
s|)()nsihlo   for  sesrral  good  sales 

.1.  Sutclifie  &  Sons,  Lindsay,  an-  enlarging  their 
store  by  the  addition  of  a  two-storey  building  fronting 
upon  another  street.  The  stores  are  now  being  merged 

into  one.  This  will  give  an  entrance  and  display  win- 
dows on  each  street.  To  the  new  section  it  is  proposed 

to    move    the    men's    wear    and    carpet  departments. 

unoi^no 

MamOT    AC 

A    unit    from    a    dress   (foods   and    suit    window    by    J^s..    McNiclioll   lor    Kitliard    H:ill    &    Son.    Pelcrborough.    showing    fixtures    used. 



Christmas  Novelty  Goods  Section 
Dry  Goods   Review,  NovemDer,  1910 

In  this  section  suggestions  in- 
tended to  be  of  service  to  the 

merchant  on  the  look-out  for 
late  holiday  novelties  are  given. 

Every  condition  points  to  the 

best  Christmas  shopping  busi- 

ness Canada  has  ever  experi- 
enced, and  merchants  should 

be  prepared  to  take  the  best 

possible  advantage  of  this  fav- 
orable condition. 

In  the  reading  matter  and 
advertisements  of  this  section 

special  efforts  have  been  made 

to  present  helpful  suggestions. 

This  Christmas  Novelty  Goods 

Section  will  repay  careful  read- ing. 

If  there  are  any  goods  you  want 

and  that  you  do  not  see  referred 
to  here  we  will  gladly  give  you 
information  as  to  the  source 

from  which  they  may  be  pro- 
cured. 

Pleas?  mention  The  B-?vi?w  to  Advertisers  and  Their  Travelers, 
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"Class?"  Maiste 
for  ©uicfe  Beliberp 

Just  prior  to  the  Xmas  rush  we  have  made  special  arrangements 
to  deliver  promptly  the  three  waists  illustrated.  These  are  right 
up    to  the  minute    in    every  detail,  and  particularly  attractive. 

MODEL  1013 

Chiffon,  in  all  colors,  over  nel 

and  Paisley  combination, 
Kimona  sleeve.  Price,  $4.50 
each. 

MODEL    699 

Tailored  tartan  blouse,  in 

"Leslie,"  "RoyalStewart," 
'"Lamond,"  and  "Gordon." 
Price,  $2.75  each. 

I'TTTr 

MODEL    694 

Tailored  velvet,  in  black, 

brown,  navy,   wine    and 
ree  n         Price,   $3.00 

each. 

Order    by    Number    for    Christmas    Selling. 

ear,  i^imiteb 
F.   P.  EVANS 
PRESIDENT Toronto V/.   I".   GOFOKTH 

VICK-PRKSIDENT 

Please  mention   The  Rezieiij  lo    Advertisers  and  I'lieir  Travelers. 



Nos.  1.  3.  4  and  S  consisting  of  long,  pleated  net  jabots,  stock  with  jabot  attached  and  accordion-pleated  jabot  of  silk  with 
Paisley  edge,  shown  by  the  R.  D.  Fairbairn  Co.,  Limited.  Toronto.  No.  2.  collar  of  net  with  Oriental  embroidery  in  silk 
and  antique  silver,  shown  by  the  Sterling  Lace  and  Novelty  Co..  Toronto.  No.  6.  Novelty  side-pleated  frilling  of  plaid, 
shown  by  Sandersons  Limited,  Toronto     No.  7,  collar  of  net  and  black  and  white  val.  lace,  shown  by  Ladies'  Wear,  Ltd.,  Toronto. 

New  Neckwear  Shows  Plaid 
Black  and  White  Effects  Lead  with  Paisley 

Still  Strong  —  Jabots  One  of  the  Best 
Selling  Lines. 

THE  big  city  stores  are  preparing  for  holiday  bus- 
iness by  making  extensive  showings  of  neck- 

wear suitable  to  the  season.  These  showings  in- 
clude a  wide  range,  consisting  largely  of  stocks 

and  jabots  of  net  and  chiffon,  made  up  in  effects  suitable 
for  Christmas  selling.  The  large  vogue  of  Persians,  and 
the  many  novelties  shown  in  Persians  and  silk  combin- 

ations, have  led  to  goods  of  this  class  being  rather  neg- 
lected of  late,  and  there  has  been  some  complaint  of  the 

way  in  which  things  were  selling.  Fancy  stocks  are  al- 
ways a  staple  line  for  the  Christmas  trade,  and  as  soon 

as  the  holiday  selling  opens  up,  increased  orders  are  as- 

Buyers  are  Buying. 

Fancy  neckwear  specially  boxed  for  Christmas  selling. 
Plaid  effects  in  neckwear. 

Neckwear  trimmed  with  black  and  white  pointed 
laoe. 

Black  satin  coat  collars  with  pleatings  of  black  and 
white.  Paisley  or  plaid. 

Jabots  of  net  and  lace  in  side-pleated  and  double- 
pointed  effects. 

Jabots  of  fine  mull,  trimmed  with  Irish  crochet  or 
Maltese  laoe. 

Plaids  and  Paisley  fold  ruchings. 
Pleated  frills  of  plaid. 
Stiff  embroidered  collars. 

Fancy  bows  in  plaid  and  satin.  Paisley  and  silk  or 
satin,  and  in  metal-run  chiffons  edged  with  satin. 

Wide,  wood-silk  braids  in  black. 
Fancy  braids  in  Persian  colorings  and  metal. 
Narrow,  tubular  braids,  rat-tail  and  soutache. 
All  kinds  of  bead  bands  for  trimming  dressy  gowns. 
Heavy,  padded,  embroidered  bands  in  Oriental  color- 

ings, metals  and  beads. 
Steel  beads  and  embroideries. 
Porcelain  and  China  bead  trimmings  in  white  and colors. 

Pearl  passementeries,  Rhinestone  and  jewelled  effects. 
Black  Tosca  nets  in  fine,  medium  and  coarse  meshes. 
Metallic  nets  and  tissues. 
Tassels  as  trimming. 

Water-proof  motor  scarfs. 
Inconspicuous  patterns  in  fine  mesh  veilings,  and  with 

woven  and  chenille  dots. 

IMagpie  effects  in  new  veilings. 
Separate  mesh  veils  with  velvet  or  ribbon  hems. 
All  novelties  in  evening  scarfs. 

Spanish  lace  scarfs  in  ivory  and  black. 
Metal  laces  for  dress  trimmings  and  millinery. 
Colored  laces  in  allovers  and  bands. 

White  and  black  laces. 

Real  lace  handkerchiefs. 

Initialed  handkerchiefs  in  boxes. 
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Miivd  lor  tuis  class  ot"  goods.  In  the  nioanwhile,  there  is 
such  a  variety  of  lines  shown  that  interest  has  sione  in 
other  directions. 

Fiehus  and  lai"g:e  sailor  collars  have  liad  soniewliai 
of  a  vogu€,  not  only  in  laee  and  net.  hut  in  satin  an.l 

Paisley.  Paisley,  by  the  way.  is  still  strong,  aiul  predic- 
tions are  made  that  its  vogue  will  continue  through  the 

Winter  and  up  to  Easter.  I'laid  is  coming  into  favor. 
and  as  a  novelty  is  always  welcomed  in  neckwear,  plaid 
effects  are  selling  freely.  Some  very  effective  tailored 

stocks  are  shown  in  plaid  taffeta,  with  lace  used  in  turn- 
over fashion.  This  is  a  smart  stock,  and  is  quite  a  good 

seller.  Plaid  enters  into  all  the  now  lines;  silk  folfl 
ruchings  of  plaid  are  new,  and  so  are  pleatings  of  plaid 
silk. 

Novelty-pleated   Paisley   jabot     Shown  by   Flett-Lowndes 
&   Co..   Limited.   Toronto. 

White  and  black  effects  in  neckwear  are  decidedly 

good,  the  effect  Ijeiiig  gained  by  the  use  of  the  new  whit'' 
and  black  Valenciennes  laces.  Jabots  are  one  of  the 

best-selling  neckwear  lines,  as  they  can  be  worn  with  the 
waist  or  dress  that  has  a  high  transparent  colhir.  The 

call  is  for  the  long  jabot  of  net  or  laee,  and  foi'  poi)iilai' 
selling,  trimming  touches  of  Paisley,  plaid  or  pink  or  hlnc 
satin  are  shown.  Very  sheer  lawn  jabots,  trimmed  with 

Irish  crochet,  and  with  real  .Maltose  lace  ai'e  a  very 
fashionable   novelty. 

Novelty  Bov/s  in  Metal-Run  Chiffon. 

Stiff  collars  are  good  .sellers,  and  this  brings  bows  into 

prominence,  and  some  of  the  best  novelties  shown  at  pres- 
ent are  included  in  this  line.  Bow  effects  in  plaid  and  satin 

are  decorated  with  little  balls  fashioned  of  the  plaid  silk. 

Accordion  pleated  effects  are  strong.  Many  of  thoi^o  are 

in  Paisley  aud  satin  or  taffeta.  Metal-run  chiffon  in  all  the 

trimming  shades  combined  witli  satin  and  accoi-dion-pleat  ■ 
ing  is  a  now  idea  that  is  most  attractive. 

Ruchings  are  decidedly  good,  particularly  in  fold  ef- 

t'octs.  Plaid  folds  arc  backed  l)y  a  double  ruche  of  chif- 
fon.    Persian    hand    rin-hiiigs   arc   good    as  ever   in    triple 

Novelty    pUiid  bow       Shown    by     Flett-Lowndes 
&  Co.,  Ltd..  Toronto 

fold  effects,  and  in  single  fold  combined  with  cliiffou 
pleatings  and  frills,  and  also  in  numerous  other  effects 
of  the  same  class. 

Velvet  bows  willi  Persian  edgings  are  another  good 
selling  line. 

The  narrow  embroidered  lace  and  Swiss  turnovers 

that  used  to  sell  so  freely,  are  now  asked  for,  and  it  looks 
as  if  a  revival  was  due  on  this  line. 

Fashion  is  also  favoring  the  deep  cape  collar.  These 
are  shown  in  Irish  crochet,  and  in  Cluny  lace,  and  also 
in  imitation  crochet.  Guipure  and  Venise.  These  are 

worn  over  the  collar  of  the  suit  coat,  and  the  separate.' 
coat.  Wide  pleatings  are  also  worn  under  coat  collar:. 

Coat  collars  of  black  satin  Avith  pleated  edges  of  shep- 

herd's fancy  plaid  or  Persian  are  good  sellers. 
Evidently  frilling  is  going  to  be  good  again,  as  many 

of  the  houses  are  showing  large  quantities  in  a  variety 
of  old  and  new  fabrics,  and  chiefly  in  the  narrow  widths. 
Especially  designed  for  the  Christmas  trade  are  fancy 

greeting  'boxes  put  up  with  a  half  dozen  frills  in  assorted 

Lace   and   laivn  jabot      Shown  by  The 
W.  R    Brock  Co..  Montreal. 

kinds  in  each.  Collars,  too,  ai'c  put  up  in  greeting  boxes 
of  the  same  sort,  and  boxed  handkerchiefs  are  shown  i:i 

a  variety  of  quality  and  style  at  assorted  prices. 
® 

Fancy  Aprons  for  Holiday  Trade. 

A  suitable  article  foi'  the  retailer  to  handle  for  his 
holiday  trade  is  the  dainty  lace  trimmed  fancy  aprons 

which  are  shown  this  season  in  many  fabrics  and    de- 



Dry  Goods  Review. DRESS     ACCESSORIES 

39 

Aprons 
for 

Holiday 

Trade 

Thirty 

Novelty 

Designs 
from 

$4.00 
to 

$8.00 
a  dozen 

Order 

Sample 
Dozen 

Manufactured 

by 

I24A     Kancy  Lace  Kdije     $4.50  doz. 

U7A— Spot  Muslin,  Fancy  Lace-$8.00  doz- 

100 
Designs 

of  Belts 
in  Fancy 

Elastics, 

Suede 
Leather, 

Patent 

Leather 

100 

Novelties 

in 

Neckwear 

Send 
for 

Sample 

Assortment 

Flett-Lowndes  &  Co.,    l imited 
TOFROIMTO 

Please  mention  The  Review  to  Advertisers  and  Their  TruvcJers. 
remmmmmm. 
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TYPICAL    STERLING   VALUES 

Novelties 

Only. 
Imported 
Goods. 

WE  call  attention   to    Novelties     only  — imported    Novelties- 
Novelties  in     LACES.      EMBROIDERIES.     NECKWEAR. 
MOTOR    SCARVES.    VEILINGS.     DRESS    NETS.     HAIR 

NETS.     HANDKERCHIEFS,  and  special   RIBBONS. 
Our   sroods  are  exclusive  and   just  a   little  bit  different.     Our 

values  are  "  S  -ri-"~  " 

Collar  \o.  J-/iiS',   S^.JS  Jabut  No.  J401,    $2.^^ 

Collar  Xo.    I'/.v^y,  .SV- Jabot  \o.  5/^,    $j.o<> 

^^■^^^ 
P^H 

^^^^^^^^^^3^^^^^SiSV^ ^s^v^^^n 
^^^^^^Vt'''     '^'^■^^     Sf^SpC'r  V^  '^ffOCP' 

ss^'^p^lJ^^H 
^^^Mir'^)^-i^<'^jtJ^jtMjbk ^Hrn^^^l^^l 

^^^KiSim^i'"  "^y^^^SSSBSS^B ^sl 
^mRJ ^^^m&JKMrAMO['^Ct  'fl^^V '               ?w^T 

^^Mf:  1  1 
g3R5b8SffijB^^H 

^^^^Epp.<,  f\sxM 
Hh^H 

^^Bl^Bi ^^H 
Collar  l\o.  J4lh,    ̂ 4.00  Jabot  No.    7,799,    ̂ >.-?.S' 

Sterling  Lace  and  Novelty  Company 
70-72  Wellington  Street  West 

signs,  circular  patterns  for  the  aprons  worn  for  light 
use  such  as  fancy  work,  dusting,  etc.,  are  the  best  as 

they  fit  better  and  are  not  subject  to  the  fullness  neces- 
sary to  the  square  design. 

The  majority  of  the  fabrics  used  are  Persian  lawns 
and  muslins  but  many  novelty  designs  this  season  are 

shown  in  spot  muslins  and  allover  embroidery,  the  lat- 
ter having  dainty  vine  designs  running  through  the  depth 

of  the  apron. 
A  Particularly  dainty  pattern  was  noticed  in  spotted 

muslin  with  a  colored  baby  ribbon  drawn  through  the 
lace  edge  which  undoubtedly  would  attract  the  Xmas 

buyer. 

Veilings  and  Scarves 
Waterproof    Lines    Lead     for     Motoring  —  Fancy 

Lines  in  Great  Variety  for  Christmas  Trade. 

This  is  between  seasons  in  the  veiling  department,  and 
the  big  article  at  present  is  the  motor  veil.  The  latest 
novelty  shows  the  plaid  edge,  but  the  heavy  demand  it, 

for  the  shower-proof  scarf.  A  good  deal  of  business  is 
being  done  in  cheap  motor  lines,  to  retail  around  75c. 

Though  plain  black  face-veiling  is  the  seller,  black 
and  white  combinations  are  featured  in  the  new  lines,  and 

promise  to  be  more  and  more  seen. 
Very  inconspicuous  patterns  in  fine  mesh  nets  are 

those  selling,  and  when  the  new  season  opens  this  class 

TORONTO 

Veilings  shown  by  R.  H.  Elliott,  Toronto. 

of  mesh  promises  to  be  in  the  lead.  Dots  are  back  again, 

and  both  woven  and  small  chenille  dots  are  prominent 
in  the  new  lines.  The  dotted  effects  now  showing  have 

small  dots  placed  far  apart. 

Veils  in  Draped  Effect. 

The  new  way  of  wearing  the  veil  is  to  have  it  draped 

over  the  hat,  and  pinned  to  the  brim  at  the  back,  so  that 

it  hangs  loosely.  This  brings  the  question  of  edging  to 

the  front,  and  narrow  hems  of  velvet,  ribbon  or  lace,  as 
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R.  D.  FAIRBAIRN  CO..  Limited 
107  SIMCOE  ST.,  TORONTO.  ONT. 

President.   RHYS  D.  FAIRBAIRN  Vice-Presidents.    F.    J.   KNIGHT,   W.   C.    CLIFF 
Please  mention  The  Reviezu  to   Advertisers  and  Their  Travelers. 
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Dry   Goods  Rei'idc. 

rTHE  FURRIERS'  TRIMMING-, 
and  Supply  House 

Have  your  immediate  wants.  Quick 

deliveries  from  stock  on  staples. 

Low  Prices  and  Best  of  Quality 

Have  you  tried  us  ?     If  not, 

D  o    I  -t    N  o\A/ 

Ascher   Bros. 
30  St.  Francois-Xavier  Street 

MONTREAL 

Re^ardin^  Kid  Gloves 

Now  is  the  time  to  look  through  your 

stock  and  re-order  by  mail  to  meet 

your  requirements.  Don't  wait  for  the 
salesman  to  come,  you'll  want  more  by 
that  time,  and  now  is  the  time  when  our 
stock  is  most  complete. 

We  guarantee  to  fill  all  letter  orders 
for  Kid  Gloves  the  day  they  are  received. 

Greenshields  Limited 
MONTREAL 

Sole  Agents  for 

Pewny  &  Carrel's  Famous  Seamless  Glove 

TWO    SPECIALS 

Men's  Guaranteed  Suede,  in  Tans  or  Grey      -       •       -       S9.00 
Women's  Guaranteed  Glace  Pique  Lamb,  in  all  colors     -     $7.50 

WRITE    FOR    SAMPLES 

well  as  the  self  hem,   aie  expected  to  be  popular  in  the ii:niin<i'  season. 

.V  wonderful  business  is  bciui;-  dune  in  scarfs,  and  many 
luivellics  are  featured.  Paquineltes  are  being  taken  in 

moderation,  but  liaA'e  not  so  much  chance  here,  owing-  to 
the  early  use  of  furs  necessitated  by  the  climate.  Black 

with  wjiite  liuinti'  l(>ads.  but  colored  nnd  Paisley  lining? 
are  also  shown. 

Veilings  shown  by  Sanderson's  Limited.  Toronto. 

Paquinettes  of  chiffon  in  white  and  in  evening  shades, 

l)otli  in  self  colors  and  combinations,  and  with  delicately- 
colored,  printed,  Paisley  and  Dresden  patterns  are  being 
taken  up  in  New  York. 

An  outcome  of  the  Paquinette  and  more  important 

than  the  fashion  itself  is  the  use  of  tassels  on  scarfs  in- 
tended for  dressy  wear.  Scarfs  are  gathered  up  hood 

fashion,  or  shaped  at  the  back,  and  trimmed  with  tassels, 
or  the  ends  are  drawn  into  tassels  in  front. 

Beaded  effects  are  seen  in  these  shaped  scarfs;  crystal 

Veiling  shown  by  Sanderson's.  Limited.  Toronto. 

beads  are  good,  but  steel  promises  to  be  the  leader  this 
season.  Sets  of  marabout  combined  with  satin  shirred 
and  veiled  with  chiffon  are  shown  in  all  grades.  These 

goods  of  French  importation  are  shown  up  to  $100. 
There  is  a  very  strong  feeling  for  Spanish  lace  scarfs 

for  dressy  wear  this  winter.  These  scarfs  are  so  beauti- 
ful that  they  appeal  to  the  woman  of  artistic  taste,  and 
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Guaranteed  Gloves 
The  care  taken  in  the  selection  of  leather,  cutting  and  making 

of  "RYAN  Gloves  enables  us  to  give  this  absolute  guarantee 
with  each  pair  of  gloves  bearing  our  name. 

(RYANj  ̂ TheSignof  ̂ heGua^an^eeci  Glove jj 

<t3^ 

GUARANTEE 

!^- 

'J  his  pair  of  Gloves  is  guaranheed  \o  give  enhrc  sahisf  achon.Shouid 
it  prove  defective  in  material  or  stitctiing.we  will  repair  or  replace 

same  if  yoii  will  rehurn  t-hem  to  us  wittvthis  ticket. 

The  Robert  Ryaw  Co., 
Three    Rivers,  Que. 

(R\i\N)  ̂ The  Sign  of  hhe  Guaranfeed  Glove  n^ 

(ryai« 

"RYAN"  Gloves  are  made  around  a  QUALITY  i^ot 
PRICE  standard.  Price  always  being  the  lowest 
consistent  with  quality. 

If  you  want  to  avoid  glove  troubles  and  have 

satisfied  customers,  buy  'RYAN  GUARANTEED 
GLOVES  and  settle  the  vexing  question  of  glove 

quality  forever. 

"RYAN  GLOVES"  were  not  made  right 
and  if  we  did  not  have  full  confidence  they  would  give 
satisfaction,  it  would  not  be  a  profitable  investment  for 
us  to  guarantee  and  advertise  them. 

Sold  all  over  Canada  by  the  Leading  Wholesalers, 

The  Robert  Ryan  Company  |^ 
THREE  RIVERS,  P.Q. 

E.  H.  Walsh  &  Co.,       Selling  Agents,         Toronto,  Ont. 
BRANCH  OFFICES:   MONTREAL,   WINNIPEG,   VANCOUVER. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Order  Christmas  Novelties 

NECKWEAR,  FRILLINGS 

BELTS,  VEILINGS anirers^on^ 
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from  these  two  pages 

limitetr 66-68  WELLINGTON  ST.  WEST 

TORONTO,  ONT. 
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they  ait-  »ioiR'mit.al  boeausf  they  give  very  much  bettci 
wear  than  the  more  perishable  nets  and  chiffons.  Good 

imitations  in  Spanish  are  also  selling  for  the  medium 
trade,  and  the  lighter  Ohantillys  are  in  good  demand. 

Brussels  and  fine  Tosca  nets  are  made  into  handsonio 

scarfs.  These  are  decorated  with  embroideries  in  Orient- 
al colorings  and  patterns,  picked  out  and  enriched  with 

metal  threads. 

Ribbon    Trade    Improving 
Infinite  Variety  Shown  and  They   are 

Applied  to  Many  Uses. 

Ribbon  houses  generally  report  the  ribbon  trade  ol 

the  present  season  to  be  ahead  of  last  year's  trade.  Th3 
change  is  hailed  with  pleasure,  as  ribbon  mills  have  done 
little  business  for  several  seasons  past,  and  the  prospects 
now  are  that  the  present  demand  is  not  a  temporary  one 
only,  but  that  it  will  go  on  increasing  for  some  time 
to  come. 

As  to  the  ribbons  themselves,  they  are  infinite  in  var- 
iety. There  are  fine,  soft  ribbons  that  draw  into  almost 

nothing.  There  are  rich,  heavy  varieties  which  are  almost 

unpliable.  There  are  plain  and  fancy  "weaves  in  both 
silks  and  satins,  while  importers  report  a  good  demand 
for  plaids  during  the  past  few  weeks.  Dark  shades  in 

all  varieties  of  ribbons  are  being  asked  for,  for  hair  rib- 
bons. Richly  brocaded  and  fancy  ribbons  are  being 

bought  up  for  all  kinds  of  fancy  work  for  the  Christmas 
trade,  and  for  the  same  purpose,  as  well  as  for  a  host  of 
other  uses,  bebe  ribbons  in  both   taffetas  and  satins  in 

wide  and  narrow  widths,  are  in  big  demand.  Lastly, 
forecasts  of  the  spring  trade  predict  a  special  favor  foi 
tlu'  wide  widths  in  all  kinds  of  soft  ribbons  for  sashes. 

On  the  right  is  a  jabot  of  Persian  silk,  with  plain  messaline 
edge,  while  the  bow  underneath  is  of  gold  tissue  Paisley  edge, 
shown  by  Moulton  Mfg.  Co.,  Montreal.  On  the  left  are  ribbon 
flowers,     shown    by    Debenhams    (Canada)    Limited.     Montreal. 

Taken  altogether,  the  trade  generally  is  very  well  sat- 
isfied with  the  ribbon  outlook. 

Ribbons  will  be  used  this  season  for  all  sorts  of 

evening  dress  decoration.     Already  the  Empire  effect  in 

Hi^h-Class  Neckwear 
We  are  making  some  of  the  prettiest,  nobbiest,  best-value  Ladies' 

Neckwear  in  the  Dominion— Elegant  Novelties— just  the  lines  that 
will  be  Big  Sellers.  Send  for  a  sample  order  NOW,  and  get  the 
cream   of  the   early   Christmas  business. 

We  have  the  Right  Plant! 

We  have  the  Right  Materials! 

We  have  the  Skilled  Operators  ! 
   ALSO    

We  are  making  fashionable  Novelty  Braids — 
The  new  and  fashionable  Tape  Fringes  and  Tassels. 

Frog  Ornaments  in  numerous  designs. 

The   Moulton  Manufacturing   Co.,  Limited 
Craig,  Gosford  and  St.  Louis  Streets,  MONTREAL 

f  lease  moitioi   1  lie  Kcvieio  to   Ad^iertiscrs  and   1  heir  1  ravclers. 
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Patent  Finger-Tipped  Silk  Gloves 
A   Guarantee   in   Every    Pair 

The  Glove  Every  Woman  Will  Want 
STOCK   KAYSER   SILK   GLOVES 

AND  GET  YOUR  SHARE  OF  THE 

PROFIT  AND  PRESTIGE  WHICH 

COME  FROM  SELLING  THE  BEST. 

Kayser     Silk     Gloves 
are  a  household  word  in  the 

U.S.A.,  and    on    account    of 
continuous    advertising     in 
U.S.  Periodicals,  circulating 

largely  in  Canada,  are    well 
know^n  to  Canadians. 
IN  FACT,    many   Canadian 
Merchants  have  sold  Kayser 
Silk  Gloves  in  the  face  of  a 

35%    duty.       A    systematic 
Advertising    Campaign  next 

Spring  will  make  them  better  known  to  your    customers.     To  sell 
Kayser  Silk  Gloves   is  to  sell  the  best  and  give  your  store  a  glove 

reputation. 

LOOK 
IN  THE 

HEM 

Kayser  patented  and  guaranteed  finger- 
tipped  silk  gloves  are  available  to  you 
and  your  customers  at 

THE  SAME  PRICE  AS  IN  U.S.A. 

Kayser  short  silk  gloves  retail  75c.  $1.00 
Kayser  long  silk  gloves  retail  $1.00, 

$1.25,  $1.50 

DELIVERIES    EARLY  IN  1911. 

Our    salesmen    are    now  showing   the   range, 

SOLD  EXCLUSIVELY  IN  CANADA  BY 

PERRIN  FRERES  &  CIE. 
Mark  Fisher  Building, MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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£^o^v^l^  iia*  i;iveu  to  the  foKleil  or  swathed  girdle  a  nev> 
lease  of  life.  The  Empire  belts  are  finished  in  a  variety 

of  ways.  Sometimes  the  lona:  streamers  of  the  ribbon  :\i\' 
caught  iuto  twisted  points  either  back  or  front. 

Twisted  or  knotted  into  bandeaus  and  rosette-s  t''"' 
narrower  widths  are  used  as  hair  ornaments,  which  ati' 

much  worn,  espteially  by  yonnuer  siirls. 

Scarf  of  net  in  Persian  pattern  of  silk  and    brassy  gold. 

Shown  by  Ladies'  Wear,  Ltd..  Toronto. 

Flowers  niaile  (if  iliick  satin  iil)bi)ii  arc  in  hii>h  favo  •. 

Anion^:  tiie  newest  irininiings  for  beaver  ami  fur  hats  ar.' 
the  ribbon  roses  in  a  variety  of  shades.  Hil)bon  Howcis 

also  are  promised  a  certain  vogue  as  coiti'ure  ornaments 
during  tlie  winter  months.  The  narrower,  softei-  va.- 
ieties  are  used  in  the  ribbon  craliroiilcrics  decora tinu-  a 
number  of  the  dainty  evening  .t:o\vll^. 

Some  of  the  new  furs  are  mounted  on  narrow  ruche- 

of  ribbon,  which  imparts  a  wonderfully  dainty  and  smart 

finish  to  l)oth  neck  jiieces  and  mufifs. 

Christmas  Handkerchiefs 
Point  de  Venise,  Maltese  and  Point  de  Gene 

Boxed—  Initial  Handkerchiefs  Good. 

One  of  the  best  sellin'.;  lines  I  lie  iclailcr  lias  for  the 

lioliday  season  is  tiandkerchiefs.  Tliere  is  a  very  big  sale 

for    t'ancv     cii'biriML-i-ril    and    lact-trinni'C'd    liandkerchi'f- 

that  retail  at  a  popular  price.  In  view  of  the  fact  that 

better  goods  are  selling  in  all  lines,  the  retailer  should 
not  confine  his  etTorts  to  the  sale  of  cheap  handkerchiefs, 

but  >houlil  put  in  a  representative  line  of  better  grade 

articles.  In  most  sloies  handsome,  real-lace  handker- 

cliict's.  if  sliown  and  imshed.  can  be  sold  at  tliis  time  of 
the  year. 

Very  few  deei)  edges  arc  seen  this  year,  the  fancy 

beinj?  for  narrow  edgings.  Maltese  lace  is  particularly 

Tavorcd.  and  I'rincesse  is  decidedly  good.  Point  de  Gene 
and  (iiiipiirc  are  also  in  demand.  Patterns  tliis  year  do 

\\o\  Mill  lip  into  the  haiidkercliief,  and  jilain  squares  are 
the   favorites. 

Swiss  lawns  with  i  hem  are  put  up  in  boxes  containing 

half  a  dozen  to  retail  from  oOc  up.  Tli'ese  handkerchiefs 
h:i\('    ihe    liand-embroidcred    initial,    surrounded    with    a 

Real    lace   handkerctiiefs   for   Christmas,   displaying 

the  popular  Point  de   Venise  —  Shown   by   the 
Sterling  Lace  and    Novelty   Co.,    Toronto. 

Fancy   handkerchiels   in   real   lace  -  Shown    by 
the   Sterling^  Lace   and   Novelty  Co..   Toronto. 

wreath,  or  some  other  tloral  device.  Initial  handkerchief- 

aie  always  good  sellers,  and  make  a  very  attractive  offei- 
iiig  in  this  form. 

A  cheap  line  which  is  selling-  well  consists  of  thref 
handkerchiefs  in  a  box.  The  4  in.  hem  is  in  color,  and 

there  is  an  initial  and  wreath  embrodierv  in  the  corner. 

Braid   and  Bead  Novelties 
Steel  and  Porcelain  Embroideries  —  Heavy  Padded 

Effects  and  Wide  Braids  —  Tassel  Nets 

Big  Sellers. 

Wide  l)raids  are  the  latest  trimming  novelty.  Wide 

black  braids  appear  on  the  new  tailored  suits  and  dresses. 

Narrow  tubular  braid,  soutache  and  rat-tail  are  also  freely 
used  in  the  form  of  wide,  braided  bands.  For  trimming 

evenin'.i-  wraps,  fancy  braids  are  shown  in  Oriental  ef- 
fects, and  in  Persian  colorings,  combiiieil  with  metal 

threads. 

Wide  l)raids  have  followed  in  the  wake  of  \-eivet,  for 
wood  silk  braids  form  a  very  handsome  finish  to  a  velvet 

garment.  Velvet  and  veloiir  mantles  are  trimmed  with 

these    braids,    and    the    furriers    are   combining   them   ex- 
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EXCLUSIVE  IDEAS  IN 

Ladies'  Neck  Wraps  and  Reefers FOR    THE   HOLIDAY    TRADE 

SHADES  : 

BLACK 
WHITE 

SKY 
PINK MAUVE 

TAN 
RESEDA 
NAVY 

CARDINAL 

When  ordering   by    mail     give  style, 

price  and  shades  required. 

Style  8 

Ladies'  Reefer,  made  with 
Dresden  Silk  revere.  From 

$15.00  up;  assorted  designs  to 
$24.00  per  dozen. 

Style  8 
Ladies'  Reefer,  made  with 

Moire  Poplin  revere  $12.50 

per  dozen. 

^.iMMX^Ji  i^ 

Style  1 

Made  in  all  the  new  shades 

plain  and  fancy  Silks.  From 

$4.50  to|$7.50  per  dozen. 

Style   9X 
Made  in  all  classes  of  Fancy  Silks,  in 

evening  shades.  From  $9.00  to  $24.00 per 
dozen. Style  6 

Made  in  all  the  new  shades 

in  plain  and  fancy  Silks.  From 
$4.50  to  $7.50  per  dozen. 

The   Sword  Neckwear  Co.,  Limited 
TORONTO 

Ftcasc  mention   The  Rcvieiv  to   .advertisers  and  Their  Travelers. 



DRESS     .-\  C  C  E  S  S  O  R  1  E  S Dry   Goods  Rcvieii'. 

tensdvely  with  furs,  i>articulail.v  with  Persian  lamb,  moire 
lamb  aud  caracul. 

Wide  Hercules  and  tresse  braids  with  heavy,  faucv 

patterned  edges  are  the  most  fashionable,  anil  the  widtiis 
run  up  to  5  or  6  in.,  and  even  wider. 

Beads  are  the  feature  of  the  new  dress  trimminsis. 

Colored  rubber  and  wood  beads  worked  up  into  embroid- 
ery patterns,  were  introduced  last  spring,  and  because  of 

their  success  all  beads  have  come  into  prominence. 

Porcelain  and  China  beads  of  all  kinds  are  used,  whi'.i 
being  preferred.  Heavy  Eastern  patterns  and  motifs  of 
white  beads  are  used  on  black  and  dark,  colored  grounds. 

and  are  decidedly  startling  in  effect.  Cut-steel  is  in  high 
favor,  and  so  are  small  pearls  and  rhinestones. 

Eastern  Color  Effects- 
Beads  are  combined  with  embroideries,  and  llie  color 

effects  and  patterns  produced  have  had  their  inspiration 

from  Eastern  patterns.  Heavy  effects  are  most  pronounc- 
ed, and  padded  embroideries  and  lieavy  mercerized  yarns 

are  used. 

Bandings  lead  in  trimming  lines,  the  wide  varieties 
being  decidedly  the  best.  Many  of  these  bandings  are 
wholly  of  beads,  and  these  are  frequently  of  porcelain, 
combined  with  crystal  or  jet.  Wide  bands  of  beads  in 
craquele  patterns  are  another  high  novelty. 

Motifs  and  shaped  pieces  in  headings  and  embroid- 
eries are  extensively  shown,  and  there  are  wonderful 

tunics  of  bead  and  metallic  nets  heavily  fringed  for  the 
high  class  trade. 

All  sorts  of  tassel  and  passementerie  decorations  for 

evening  gowns  are  selling  well,  with  pearl  effects,  rhine- 
stones and  Persian  colorings  leading. 

Fur  bands  and  marabout  bands  are  to  be  extensively 
used  for  trimming  evening  and  dressv  gowns. 

Pocket  tassels  used  to   ornament  furs. 
Ascher   Bros  .   Montreal. 

Shown  by 

Tassels  and  cords  are  selling  freely;  dressmakers  are 
finding  many  uses  for  them  for  gathering  in  draperies  on 
both  dresses,  skirts  and  bodices.  The  use  of  fringe  is 
also  a  developing  feature. 

S5244— 1^  in. 
.$2.00  the  doz 

S5268— 2  in. 
$2.00  the  doz. 

TRADE. 
SS242-1I4  in. 
$2.00  the  doz. 

Beautiful  New  Patterns  For  Fall-$2.00  the  Dozen. 

Corliss,  Coon  &  Co. 
New  York  Chicago  St.   Louis  Boston  Baltimore 

Established  1838  Factories  and  Laundries:   Troy  and  Cohoes,  N.Y.        scvcmy-Second  Year 

Canadian  Rrpresentativc  : 

H.  W.  BESSERER 
314  Birks  Building 

Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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EVERY  MERCHANT  SHOULD 

HAVE  HIS  RIBBON  STOCK  AS- 
SORTED FOR  HOLIDAY  TRADE 

SPECIAL  INDUCEMENTS 

FOR  IMPORT  ORDERS 

FOR     SPRING      RIBBONS 

ff^alter  H.  Barry  &  Co. 
THE     RIBBON     HOUSE    OF    CANADA 

280    St.    James  Street,    MONTREAL 

RIBBONS  are  our  specialty 
^/^^  RIBBONS  only.  Do 
you  realize  the  advantages 
this  helps  us  to  offer  you  ? 

YOUR  REQUIREMENTS  BY 

MAIL  OR  WIRE  WILL  RE- 
CEIVE PROMPT   ATTENTION 

OUR  STOCK  IS  PARTICULAR- 
LY WELL  ASSORTED  AT 

THE       PRESENT       TIME. 

Please  mentioyi  The  Review  to  Advertisers  and  Their  Travelers. 
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Cordeliere    Bags    in     Velvet,    Moire,    Satin,  Paisley, 

Cashmere   and  Soft   Finish   Leathers 

\'EL\"ET  leads  as  the  fashionable  fabric.  Velvet 
and  Chiffon  hats  strike  the  note  of  Autumn  style. 

Our  Cordeliere  Bags  are  abreast  of  the  mode. 

We  are  using-  StLK  Velvet  not  only  in 
Black,  but  also  in  Navy,  Taupe,  Green,  Brown, 

Lavender  and  Wine.  We  make  X'elvet  Cordelieres 
to    retail    from   $3.00  upwards. 

Of  course  Cashmere  and 

Paisley  are  still  in  favor.  Many 
fashionable  women  are  now  using 

these  rich  fabrics  in  opera  cloaks. 

Cordeliere  bags  of  similar  material 

are  highly  effective.  We  are  head- 

quarters for  them. 

"Samples  sent  on  approval 

to  any  part  of  Canada." 

P.  W.  LXMBERF  &  CO. 
MAKERS  OF     FINE    LEATHER 

NOVELTIES 

64-66  Lispenard  Street, 
NRW  YORK 

Christmas 
Sellers 

In    Stock   for   Immediate   Delivery 

HAT  PINS.  From  $4  gross  to  $3  each.  1400  numbers 
to  choose  from. 

COMBS.     From  12  gross  to  $15  each. 

BARRETTES.  From  $7.20  gross  to  $4  each.  A  com- 
plete line  of  Hair  Ornaments,  unmatchable  values, 

made  in  our  own  factory. 

HAIR  GOODS.  "Veribest"  Hair  Clusters,  10  lines  $7  to 
$36.     Switches,  all  lengths  and  colors. 

FANCY  JEWELLERY.  Brooches.  Neck  Chains,  Belt 
Buckles. 

SAMPLES  UPON  REQUEST.  SEND  $25  OR  $30  OPEN  ORDER. 

GOODS  SHIPPED  SUBJECT  TO  YOUR  APPROVAL. 

J.  ABELES  LIMITED 
Manufacturers    and    Importers    of    Jewellery    and    Hair    Goods 

246     ST.    JAMES    STREET,  :  :  MONTREAL 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Cushions,  Covers  and  Fringes 
Lines    Which    Will    Play    an    Important 

Part    in    the    Christmas    Trade. 

GREYISH  tones  in  natural  linen  are  favorites  at 

present,  owing  to  their  power  to  throw  up  the 
colors  of  the  silken  and  mercerized  flosses.  Arts 

and  crafts  designs  are  in  the  greatest  demand 

in  these  patterns  and  materials,  and  a  v<jry  pretty  speci- 
men was  made  as  follows  :  The  cushion-top  was  oblong 

in  shape,  of  greyi&h  linen,  and  the  embroidery  in  tones 
of  greyish  blue  and  old  rose,  each  in  several  shades,  arts 
and  crafts  design.    The  floss  was  of  wood  silk. 

Another  imported  embroidery  was  in  serius  yarn 
with  a  wreath  of  roses  in  natural  shades  and,  outside  it, 

decorative  design  in  blue-grey.  There  were  three  pieces 
in  this  set,  table-cover,  cushion  top  and  sideboard  scarf. 
Usually  the  first  measures  26-inches  square,  the  second 
22  inches  and  the  last  18x54  inches.  The  prices  were 
respectively,  $1.75,  $1.25  and  $2.25  retail.  Linen  fringes 
divide  the  popularity  with  cords  and  pieces  of  fringe 
finished    average  from  25c  up  more  per  piece. 

Scroll  designs  are  a  feature  of  the  Austrian  em 
broideries  for  the  coming  year,  usually  combined  with 
a  wreath  or  garland  of  small  flowers.  Peculiar  but  effec- 

tive color  combinations  are  used,  including  blue  and  yel- 
low on  grey,  touches  of  terra  cotta  and  reseda  complet- 

ing the  scheme. 

Woolenized  burlap  or  craftsman's  cloth  is  continually 
in  requisition.  A  blue,  green  and  orange  combination  on 

natural  linen  color  was  one  color-scheme  in  a  bag.  Pat- 
terns are  decorated  with  embroidered  rings  resembling 

Battenberg  lace  rings.  Buttonholed  edges  take  preference 
and  one  particularly  good  cushion  was  seen  in  this  finish. 
The  front  piece  was  smaller  than  the  back,  and  embroid- 

ered eyelets  in  both  were  placed  to  correspond,  about 
1^  inch  from  the  edge  of  the  smaller  piece.  Silk  cord 
was  threaded  through  these  eyelets,  thus  making  a  top 
easily  taken  apart  and  cleansed,  and  having  the  rich, 

double-frill  effect.  Oblongs  and  squares  seem  about 
equally  in  use  for  cushion-tops. 

Good   Sellers    Among    Toys 
Some   Lines    are    Already    Sold    Out 

— Teddy    Bear    as   Rocking    Horse. 

This  is  the  happy  hunting-season  of  the  toy-maker, 
and  this  Christmas  promises  to  be  a  record-breaking  one 
in  the  matter  of  saks. 

Such  favored  lines  as  Teddy  Bears  and  Character 
Dolls  are  pretty  well  sold  out  now  by  the  wholesale  trade. 
As  is  always  the  case,  unexpected  lines  have  leap^ed  into 
prominence  at  the  last  moment. 

Among  these  are  kindergarten  home  occupations,  de- 
signed for  those  children  who  cannot  have  the  advantage 

of  attending  a  regular  school.  A  box  contains  material 

for  constructiong  houses,  baskets,  diagrams,  and  what-not, 
all  indeed  of  the  regular  kindiergarten  games,  put  up  with 
full  directions.  Tliese  are  especially  valuable  for  sick 
children,  and  attention  to  them  should  be  drawn  by  the 
wise  retailer  at  the  time  donations  of  all  sorts  are  pouring 

What  Buyers  are  Buying. 

Leather  collar-boxes  for  Christmas  gifts. 

Flat,  oblong  music-holders. 
Fancy  linens  for  the  gift  season. 

A  line  of  holly-decorated  boxes  for  packing  small 

gifts. Smoking  sets  in  brass,  plain  and  hammered  brass 
jardinieres  to  retail  at  50c  and  75c.  Brass  candelabra 
and  small  traveling  clocks. 

Character  dolls.  They  are  leaders  among  the  toys  this 

year. 

Toy-soldiers  in  miniature,  in  all  positions,  riflemen, 
cavalrymen,  etc.,  grocery  shops,  novelty  machines  with 
motors,  kindergarten  sets. 

A  padded,  furry  ball  that  bounces  but  breaks  nothing. 
Tapestry  goods  for  cushions  and  house  decorating.  It 

is  the  newest. 

Self-fringed  cushions  in  heavy  burlaps  or  crash. 
Jewel-embroidery  colors  in  arts  and  crafts  designs. 

Large  masks  and  Santa  Claus  heads  for  shop  decora- 
tion, to  be  sold  just  before  Christmas. 

All  sorts  of  fancy  pin-holders  tie-racks  and  dresser 
articles  in  painted  or  embroidered  satin. 

New  whisk-holder  for  men  in  imitation  of  stirrup. 
Motor  and  dynamo  toys  for  boys. 
Over-all  feeder  for  babies  in  costume  cloth  with 

pocket. Sets  of  cushion-top,  ta.ble-cover  and  scarf  in  greyish 
linen  and  mercerized  floss. 

Single  pearl  tie-pins  and  studs  for  men. 
Bead  dog-collars  in  renaissance  designs. 

Teddy  bear  rocking-horse. 
Kindergarten  games  to  be  used  at  home. 
JVIilitary  brush  sets  in  favorite  filagree  silver  mount  on ebony. 

All  fabric  bags,  emphasis  on  velvet,  black  satin  and 
tapestry. 

Back-combs  in  all  grades. 

New  divided  hair-pads. 
Sanitary  hair  puffers  and  curlers. 
AH  velvet,  suede  and  brocaded  belts. 
New  lines  in  elastic  beaded  belts. 

Novelty  memorandum-pad  in  cylindrical  shape. 
The  Pullman  apron. 
'Cordeliere  effects  in  bags. 

Gift  umbrella-set  of  two  pieces,  ladies '  directoire, 
men's  Prince  of  Wales  handle.  Mounts  of  sterling, 
matched. 

Twelve^inch  handles  in  ladies'  umbrellas,  directoir.:- 
style,  ebony,  plain  and  trimmed. 
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Qlv  E>XEAe;H 
Linens 

The  other  week  a  merchant  in  a 

town  of  650  population  came  in'.o  our 
warehouse  and  bought  10  dozen  high- 
class  towels,  which  he  would  sell  at 

from  25c  to  $1   each. 

And  yet  some  merchants  in  big 

cities  say  they  can't  sell  high-price, 
towels. 

There  is  an  opportunity  in  this  Gift 

Towel  trade  for  every  dry  goods  mer- 
chant in  every  town  in  Canada  to 

make  big  money  this  Christmas. 

You  can  double  your  money  on 

these  goods. 

For  about  $50.00  you  can  get  a 

selection  which  will  easily  bring  you 

another  $50.00  profit. 

Old  Bleach  Linen  towels  for  gifts 

are  particularly  appropriate. 

In  your  store  they  will  sell  them- 
selves. 

We  make  a  specialty  of  this  fea- 
ture. 

Write  to  us  to-day  and  we  will  send 
you  a  selection  of  5  or  10  dozen. 

They  will  pay  you  well. 

R.  H.  COSBIE 
Irish    Linen   Agency 

30   Wellington  Street  West 

TORONTO 

.._  i"i?  '.loipit'ils  and  Iionios.  Tlio  toys  are  mostly  of  paper, 
and  very  li^iil  ami  haiuly,  involving-  no  fatis'ue,  and  [)or- feetly  sanitary. 

A  special  table  of  sucli  toys,  non-dust-catchers,  wash- 
able, and  possible  to  be  sterilized,  should  make  a  goo  1 

display  at  this  season. 

The  "little  tin  soldier"  was  never  so  popular  as  this 
year.  He  comes  in  great  magnificence,  in  regiments  of 
artillery,  cavalry  and  infantry,  the  latter  in  various  pos- 

tures, loading-,  kneeling-  and  drilling.  With  these  toys  a 
boy  can  make  a  whole  battlefield,  with  declivities  and  em- 

inences of  all  sorts,  and  marshal  his  troops,  and  conduct 
manoeuvres  as  he  chooses.  The  toys  sell  splendidly,  ̂ nd 
are  deserved!}^  popular. 

A  ball,  for  use  in  the  house,  is  made  of  mohair  plush 
in  bright  colors,  and  is  so  padded  that,  though  a  fine 
bouncer,  it  will  not  break  even  in  china.  This  ball  comes 
in  very  large  sizes,  from  40c  up,  and  is  an  excellent  seller. 
It  originated  in  the  same  factory  that  turned  out  the 
Teddy  Bear. 

Indians  in  full  warpaint,  on  horseback,  camping  and 
shooting,  are  obtainable  in  the  same  styles  as  the  tin soldiers. 

Band  instruments  are  very  good  this  year,  and  such 
improvements  have  been  made,  even  in  the  cheap  lines, 
that  they  are  quite  musical,  and  capable  of  producing  1 distinct  melody. 

A  new  top  that  spins  by  pressure  is  on  the  marker,. 
A  piston-rod  runs  through,  and  is  pressed  on  top;  the 
toy  .is  then  released,  and  spins  till  run  down. 

A  Teddy  Bear  as  a  rocking  horse  is  now  seen.  This 
oomes  very  reasonably  priced  considering  the  popularity 
of  these  toys;  Teddy  is  down  on  all  fours,  of  course,  and 
his  brown  back  provides  the  seat. 

Little  imitation  fur  sets  for  dolls  are  a  very  dainty 
touch  on  the  small  costume,  and  will  be  especially  sale- 

able to  the  young  "mother"  who  has  just  got  her  own 
winter  set  for  Christmas.  For  boys,  nothing  takes  better 
than  the  small  real  dynamos,  particularly  when  some  sort 
of  practical  attachment  is  included. 

Suits  for  " dressing-up, "  particularly  boy  scouts' 
suits  are  popular,  and  a  greater  demand  than  usual  is 

felt  for  masks  and  false-faces.  Father  Christmas,  the 
goblin,  all  animal  heads,  and  caricatures  of  the  human 
face  are  wanted.  An  effective  arrangement  for  Hal- 

lowe'en display  was  seen.  A  square  counter  laden  with 
every  sort  of  Hallowe'en  novelties  was  surmounted  by  a 
droll  little  mannikin  in  green  scare-crow  clothing,  with  an 
enormous  goblin-head.  This  head  is  a  finished  model  at 
the  back  as  well  as  front,  and  is  made  so  large  as  to  slip 
on  easily,  completely  concealing  the  real  head  beneath. 

Suede  and   Velvet   Belts 
Black    and    Tans    are    Leaders,    but    There  is 

a   Wide    Range   of   Colors. 

Suede  belts  are  the  latest  arrivals  from  New  York 

and  are  selling  very  freely  wherever  shown.  Staple  color.s 
are  greens,  purples,  browns,  navy,  greys,  Copenhagen, 
cardinal  and  all  regular  lines.  But  black  and  tan  are 
the  leading  features.  Usually  the  buckle  is  of  the  same 
material  drawn  over  a  long  oval  or  round  mould. 

Velvet  belts  are  made  with  elastic  back,  and  are 
one  of  the  best  friends  of  the  retailer,  as  there  is  no 
lij.s.-;  tlirongh  imsalable  sizes.  Usually  these  come  in 
black  and  dark  colors,  and  this  season  black  is  the  fav- 

orite. 
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Persian  and  Paisley  belts  have  had  a  record  run  in 

Xew  York,  and  are  still  selling-  well  here.  Other  lines 
are  the  fabric  belts  which  art'  still  ̂ oing  slowly,  hut 
with  steady  demand. 

A  strong-  revival  of  elastic  belts  with  stoi'l  bcading-s 
is  seen  both  in  Xew  York  and  hero.  These  belts  ari- 
practically  a  staple  from  year  to  year,  but  had  been 
neglected  during  the  recent  run  on  patents.  Five  new 
designs  are  now  seen,  and  delicate  colorings  to  matcli 
handsome,  dressy  suitings  are  the  newest  th  ng,  steel 
beads  appear  in  new  patterns  very  richly  applied, 

and  the  best  of  these  belts  run  up  into  the  dollars  sur- 
prisingly. 

Persian  patterns  and  solid,  mathematical  figures  arc 
a  novelty  feature,  and  the  Paisley  outline  is  also  seen. 

A  brocaded,  fabric  belt  is  on  the  market,  showing 

very  rich  colorings  and  much  gold  and  silver  encrusta- 
tion. The  lighter  shades  include  more  of  the  former,  the 

darker  the  latter  metal.  Lavenders,  wines,  dark  greens, 
blues  and  very  mixed  designs  are  seen.  Sometimes  these 
belts  are  pressed  and  embossed,  and  then  they  are  usually 

self-colored,  but  occasicnally  they  have  Watteau  floral 
designs.  Others  are  of  metallic  lustre  in  iridiscent 
finish. 

Not  infrequently  the  above  are  jewelled  as  well,  and 

the  steel-beaded,  elastic  belts  are  often  handsomely 
trimmed  with  jewelled  plaques,  plain  or  engraved. 

The  Polaire  belt,  named  in  honor  of  the  actress  said 
to  possess  the  smallest  waist  in  Europe,  comes  in 
leather  with  the  distinctive  feature  of  four  separate 
buckles,  in  front,   at  the  back  and  at  either  side. 

Barrettes,  Puffs,  Hair  Goods 
Full  Coiffure  has  Become  Necessity  to  Older 

as    Well    as    Younger   Women 

The  best  sellers  in  hair  goods  at  the  present  time  are 
buckle  and  strand  barrettes.  The  latter  hold  the  market, 
but  the  former  are  new  and  already  going  well. 

The  strand  barrettes  range  from  IJ  inches  to  2  inches 
in  width  and  H  inches  to  5  inches  long,  in  an  average 
line.  Very  large  specimens  are  seen,  reaching  almost 
from  ear  to  ear  across  the  back  of  the  head,  but  these  are 
extreme.  Usually  the  barrette  consists  of  four  strands  or 

more.  Often  it  is  quite  rectangular  in  shape  when  flat- 
tened, but  sometimes  pinched  in  at  either  end  to  form  an 

oval. 

Braid  pins  are  going  better  than  for  sometime  owing 
to  their  use  on  bandeaux  of  hair  or  fabric.  Metal  trim- 

mings are  good,  but  rhinestones  seem  to  be  the  popular 
favorites.  Nine  women  out  of  every  ten  in  public  places 
are  wearing  the  plain  or  very  slightly  jewelled  strand 
barrettes. 

Selling  throughout  the  country,  about  three  amber  are 
reckoned  to  every  twelve  hair  accessories,  but  Quebec 
takes  a  very  large  quantity  of  black  combs  and  barrettes. 

Four  gross  are  black,  in  this  trade,  out  of  every  five,  ow- 
ing probably  to  the  prevalance  of  .sable  tresses  amonc: 

[he   Frencli   ladies. 

Curls  and  puffs  still  lead  in  artificial  hair.  Ringlets 
are  used  chiefly  for  dressy  wear.  Nevertheless,  ringlets 
are  seen  now  with  carriage  and  afternoon  costumes,  and 
will  become  more  popular  as  the  season  advances. 

Switches  are  selling  freely,  and  far  more  grey  and 
white   is   seen    than   ever  before,   showin?   that   the   full 

coiffure  has  become  a  necessity  to  the  older  as  well  as  the 

younger  woman.  In  consequence,  grey  combs  and  ban- 
th>aux  are  seen. 

Pads  are  showing  a  divided  ett'ect,  very  Hat  on  top, 
lor  tlie  new  coiffure  which  bulges  at  oitlier  side,  but  has 
little  or  11(1  )>()nipadour. 

Gift  umbrella  set  of  two  pieces,  ladies'  and  men-s  handles, shown  by  Bailey.  Dixon  &  Co..  Toronto.  Stiirup.  whisk  or 
tie  rack,  shown  by  Julian  Sale  Leather  Goods  Co.,  Toronto. 
Buckle  barrette  (top  cut),  shown  by  Phillips  &  Wrinch. 
Toronto.  Strand  barrette  (lower  cut;,  shown  by  Wrinch. 
McLaren  &  Co  .  Toronto.  Belt  buckle  (on  left)  in  ivory 
metal  finish,  shown  by  Flett,  Lowndes  &  Co.,  Toronto. 
Knameled  belt  pin,  shown  by  Wrinch.  McLaren  &  Co., 
Toronto.  Buttons  in  braided  fabric,  enameled  and  metal 

effects,    shown    by   A.   Weyerstall    &    Co.,   Toronto 
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57 Back  combs  still  sell  better  than  any  other. 

Convenient  and  sanitary  are  new  devices  for  retain- 
ing curls  and  puffs  in  shape  without  resort  to  padding  of 

any  kind.  Several  of  these  are  on  the  market, 

the  general  principle  being  a  pin,  which  resem- 
bles a  hair-pin  but  fastens  like  a  safety,  preventing- 

aU  slipping,  and  pufSng  without  use  of  rats.  The  hair 

may  be  done  in  these  over-night  to  produce  a  very  per- 
fect ringlet,  or  by  taking  a  strand  and  twisting  it  round 

and  round  the  pin  in  rope  fashion,  a  big,  soft  wave  effect. 
A  wooden  form  on  which  to  make  the  curl  or  puff  goes 

with  the  pins.  This  form  has  grooves,  and  the  pin  is 
slipped  up  the  groove,  takes  up  the  curl,  and  is  thci 
snapped. 

® 

Bandeaux  for  the  Hair. 

New  York  is  showing  coiffures  finished  with  a  ban- 
deau almost  as  large  as  a  searf  and  covering  the  top  and 

sides  of  the  head.  These  bandeaux  are  drawn  into  a 

tassel  over  either  ear,  or  drawn  into  the  coil  at  the  back. 
Another  variety  was  lined  with  contrasting  shade  and 
knotted  to  fall  over  each  ear  with  an  aigrette  mount  at 
the  left  side. 

An  even  larger  style  ceases  to  be  a  bandeau  at  all 
and  becomes  a  renaissance  head-dress  of  jewelled  em- 

broidery with  aigi-ette  mount.  It  is  shaped  like  a  lat-c 
cap,  and  completely  covei-s  the  top  of  the  head. 

For  popular  trade,  the  above  are.  of  course,  nut 
feasible.  The  bandeau  will  be  generally  worn,  however. 

in  the  form  of  a  velvet  baud  or  fillet  of  black  by  prefer- 
ence for  every  day  use.  This  bandeau  retains  the  hair 

in  place  and  so  causes  the  hat  to  sit  more  easily  and  cer- 
tainly. For  dressy  costumes,  the  velvet  may  be  bead- 

embroidered  or  even  jewelled.  Pretty  effects  are  seen  iu 
steel  beads,  and  this  will  undoubtedly  prove  a  favorite 
with  steel  so  much  in  vogue  in  all  forms. 

A  velvet  or  satin  band  surmounted  with  a  tiny  wreatli 

of  made-flowers  constitutes  a  pretty  head-dress  for  Avin- 

ter  festivities,  and  this  style  should  be  readily  sa'able 
at  Christmas  time.  All  made-flowers  will  be  popular  for 

coiffure  use,  and  later  the  style  seen  in  the  new  cnrsage- 
knots  may  also  be  expected.  The  main  feature  about  tho 
bandeau  is  that  it  is  so  much  broader  than  last  season. 

® 

Jewelry  and  Ornaments. 
The  renaissance  necklets  in  dog-collar  effects  and  free  ■ 

ly  jewelled  will  prove  leaders.  These  will  be  imitated  in 
beads  and  in  a  collarless  season  should  sell  very  freelv. 

Simple  and  handsome  designs  are  shown,  chiefly  floral 

in  character,  and  all  admitting  of  reproduction  in  head- 
ings.    Pendants  also  sell  well  in  these  lines. 

A  brass  jardiniere  of  medium  size  and  undecorated, 

save  by  hammering,  proved  one  of  the  most  profitable  line's 
of  a  large  fancy  goods  wholesale.  The  jar  was  just  large 

enough  to  hold  a  small  flower-pot  comfortably,  and  sold 
retail  at  about  seventy-five  cents. 

Fabric   Bags   Fashionable 
They    Come    in    Velvet,    Tapestry,    Paisley, 

Burlap,   and   Even   in   Plain   Cloths. 

Nearly  every  store  is  preparing  for  the  Christmas 
trade  by  stocking  large  numbers  of  fabric  bags.  For 
dressy  wear  they  promise  to  have  as  wide  a  vogue  as  the 
metal  link  bags  had  a  couple  of  years  ago. 

Show  your  customer  how 
to  avoid  his  or  her  collar  and 
tie  troubles  by  using  the 

"OXFORD" 
Necktie  Holder 

Sell  the  Latest  and  Best  De- 
vice for  Collar  Comfort  and 

Tie  Simplicity. 

The  "Oxford"  does  away  with  thi- 
usual  pulling  and  tugging  in  adjust- 

ing the  tie  in  the  fold  collar     The 

Order  now. Price  $1.75  perdoz 

tie  is  tkd  upon  the 
Holder  lo  suit  the 

wearer's  own taste.  It  is  then 
always  neat  and 

natty,  and  is  ad- 
justed in  the  col- lar in  a  second. 

Its  construction 
and  operation  are 
so  simple  that  it 
appeals  to  your 
customer  in- 
stantly. 

Finished  in  gold- 
plate  and  retails  at 25c.  each.  Put  up 

i  doz.  in  a  hand- some display  box. 

The  "Oxfortl" 
makes  a  use- 

ful gift,  Or^e that  you  can 
sell  with  every 
box  of  Christ- 

mas neck- 
wear. 

The  Oxford  Novelty  Mfg.  Co., 
Sole    Minufacturers 

145-147  Mulberry  St.,  New  Yorii.  OWEN  SOUND.  Out. Bacli  View  Tie  Allac 

StrehPs  Hair  Goods 
are  known  to  be  the  best  and  have  for 

many  years  borne  this  reputation. 

We     are    headquarters    for 

SWITCHES 
and  recommend  the  follow- 

ing as  special  good  sellers : 

WAVY  SWITCHES 

No. 
601 

Weight 

n  oz. 

Length 

18  inch 

Each Postpaid 

$1.35 

Per Dozen 

Sl.-.OO 602 
2    oz. 

20  inch 

1.6.1 

18.00 
603 

2    oz. 
22  inch 

2.10 24.  CO 

604 

2   oz. 
24  inch 

2.65 

3C1.00 

60.5 

2i  oz. 

24  inch 3.15 
36.00 

606 3    oz. 26  inch 
4.15 

48  00 

607 

3    oz. 
28  inch 

4.65 

54.00 

608 3  oz. 
30  inch 

5.65 
66.00 

609 

3J  oz. 

32  inch 

6.65 

78.00 

The  above  come  in  assorted  colors. 

In  sending  special  orders,  mail  full  length 

sample  of  your  hair,  cut  near  roots. 

Write  for  new 
Price  List. 

WeiimRGsehl  Ca 
34  MONROE  ST.,    -    CHICAGO 
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Besides  the  already  popular  velvet  varieties,  both 

beaded  and  plain,  bagrs  come  in  tapestry,  in  Paisley,  in 
burlap  and  even  in  plain  cloths.  Cordcliere  handles  have 

frequently  enormous  tassels  on  the  end,  with  what  ap- 
pears at  Hrst  sjlance  yaixls  of  needless  coi<l,  thick  as 

rope.  Hut  when  carritnl.  this  heavy  cord  is  looped 

around  the  arm.  and  the  larg-e  tassel  dangfles  in  vcr\ 

.yrraceful  and  otTiH-tivo  fashion,  formins:  an  ciniaiiiont  to 

any  dress. 
A  black  velvet  bajr  of  size  somewhat  >in;ilU'r  than 

the  prevailin;?  size  in  leather  bag:s,  and  rounded  toward 
the  mount  instead  of  scjuare.  was  embroidered  with 

steel  and  a  few  porcelain  beads  and  had  the  ample  cordc- 

liere finish.  A  similar  bag-  in  suede  was  seen,  but  it 
must  be  recorded  that  the  velvet  got  all  the  attention. 

Brocaded  effects  resembling-  upholstery  materials  arc 
booked  for  popularity,  and  handsome  tapestries  in  regu- 

lation weaves  are  widely  seen.  These  latter  are  liffhtrnrd 

up  by  glints  of  metallic  threads,  principally  aiitii|iic 

.-^ilve^   and    brassy    gold. 

Black   velvet  bag    mansard  or  he:irt  shape. 
Shown  by  P.  VJ.  Lambert   &  Co..  New  York. 

Invariably  the  bag  is  chosen  in  tint  to  match  the 

costume  or  in  the  ever-popular  black.  Paisley,  though 
somouhat    on    thf    waiif    in    sfimc    lines,    will    undoiiljtorllv 

be  used,  and  widely,  for  fabric  bags.  It  is  now  well 
establishwl  here,  and  the  Canadian  trade  is  slow  to 

drop  a  favorite.  .\s  t;a  as  can  be  ascertained,  Paisley 
fabrics  are  selling  as  well  as  ever  retail,  though  some 
wholesalers  are  not   stocking  any  more  of  them. 

^^^--i
 

Black    velvet  cordeliere    bag.   with  gold   fr.ime. 
Shown  by    P.    W.    Lambert  &  Co..  New  York. 

Persian  patterns-  and  colorings  will  be  seen  in  tapes- 
try bags,  both  embroidered  and  plain.  Burlap  bags  will 

be  stamped  and  sold  for  home  manufacture.  A  very 

handsome  specimen  seen  recently  in  a  Toronto  whole- 

sale house  had  wood-silk  embroidery  on  soft  leather- 
brown  background,  the  silk  being  worked  over  and  around 

stencilling,  and  showing  several  harmonious  dark  tints. 

A  scallop  edge  was  worked  in,  and  the  whole  finished 

with   a  cord  looped  through  embroidered   eyelets. 

Stencilled  bags  will  be  seen  both  with  and  without 
the  mount  and  cordeliere,  the  richer,  darker  tones  of 

burlap  taking  the  place  of  the  natural  linen  seen  last 

season. 
Besides  the  above,  black  satin  bags  are  .seen  as  a 

high  novelty,  mostly  in  plain  styles  tasseled  and  corded, 
and   with   sterling  or  gold  mount. 

^^         Now  Ready  for  Jobbing  Trade,  Spring.  1911 

ALL  THE  BEST  SELLERS   IN 

L^/\Ly IIZjO         Ijrjl  i  1  O      Tapestries,  etc. 

Join  the  Procession.     C^U  or  write  for  samples. 

LOUIS    SCHLOSS 
621   BROADWAY  :  :  NEW  YORK 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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SO 

CHRISTMAS 
UMBRELLAS 

If  you  have 
not  received 

a  copy  of  our 

latest  C  a  t  a- 

logue  No.  5, 
WRITE  US. 

Special 
attention 

given  to letter  and 
catalogue 
orders 

The  IRVING 
Umbrella  Co. 

Limited 

MANUFACTURERS 

79-83  Wellingtoit   St.  West 

TORONTO 

s QUTHALLC SANITARY     TOWELS s 
The  Origfinal  and    Best. 

Modern  science  and  the  spread  of  Hygiene  made 
the  invention  and  manufacture  of  Southalls'  Sanitary Towels  possible.  Since  1880  they  have  become 
wifely  known  and  appreciated  as  an  indispensable 
article  for  ladies'  use,  possessing  advantages  which recommend  them  to  every  woman. 
I  '^?P'>r.u''I-^''.'•P''/'''^"'"'■''  ""'^  samples  to  the  Agent  for  the  Dominion, j.  M.  SL  HK.-\K,  tarlaw  Buildings,  Wellington  .Street  West,  Tokonto 
Southalls'  Accouchement  Sets  (containing  all  Requisites,in  3  sizes). Southalls  Sheets  for  Accouchement  and  other  Sanitary  Specialities. 

N  Soutf 

1      SOUT SOUTH  ALL  BROS  &  BARCLAY  Ltd.,  Birmingham,  Eng. 

It  is  a 

Fownes 
"  That's    all    you    need 

to  know  about  a  ̂ love." 

"  Travellers  Now  Showing  Spring 

Import   and    Fall    Stock   Lines " 

Fownes  Bros.  &  Co* 
Coristine  Building, 

MONTREAL 

British  America  Assurance  Company 
A.D,   1833 

FIRE  &   MARINE 

Head  Office,  Toronto 
BOARD  OF  DIRECTORS 

Hon.  Gen  A.  Cox,  President  W.  R.  Brock,  Vice-President 
Robert  Bickerdike,  M.P.,  W.  B.  Melkle,   E.  W   Coi,  Geo.  A.  Morrow. 

D.  B.  Hanna,  Augustus  Myers,  John  Hoskln,  K.C.,  LL.D. 
Frederic  NicholU,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Lash,  K.C. 

Sir  Henry  M.  Pellatt,   E.  R.  Wood. 

W.  B.  lUolklo,  General  Manager/  P.  H,  Sims,  Secretary 

CAPITAL       -  ....  $1,400,000.00 

ASSETS   2.182,783.85 
LOSSES  PAID  SINCE  ORGANIZATION       29.833         0.0 

Made  in  all  Human  Hair  Shades  to  tone  with  the  hair  of  the  wearer,  the  Net  being  quite  invisible  whilst  keeping  the  Coiffure  in  place  without  flattening 
5  .S1Z3S— R  20,  Medium         R  22,  Large        K  23,  Extra  Large        K  24,  AUover        R  26,  Superfine 

ROSEN  WALD  BROS.,  Sole  INianuf-acturers  and  Patent'es,  London  Paris  «nd  Vienna      Makeis  also  of  every  kind  of  Hair  Nets,  Hair  Frames,  Hair  Rolls,  etc 
  Bole  Agents  for  C.inada:  DIECKERHOFF,  RAFFLOER  &  CO.,  Limited.  Cor.  Simcoe  and  Wellington  Sts.,  Toronto,  and  525  St.  Paul  St.,  Montreal 
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Nets,  Tissues  and  Buttons 
Some    Bandings   come  in    fifteen    or 

sixteen   shades  for  the  Spring  Trade. 

Bandings  and  allovers  to  match  in  silk  embroidered 
nets  and  metallic  tissues  are  a  feature  of  the  dress 

trimmings  tor  the  season,  the  allovers  being  used  in 
yoke,  bodice  or  sleeves,  while  the  bandings  are  adapted 
to  various  modes  of  decoration.  These  come  in  fifteen 
or  sixteen  shades  for  the  Spring  trade,  but  black  lias 
been  most  in  demand,  and  it  is  in  black  that  most  of  the 
importers  have  had  their  repeat  orders.  For  blouse 
trimmings  these  bandings  are  exceptionally  fashionable. 
Some  are  shown  in  prettily  embroidered  effects.  Others 

are  ornamented  with  imitation  steel  or  black  pearls  in- 
terwoven. Various  metallic  bandings  show  woven  geome- 

tric figures  with  black  or  colored  velvet  centres. 

Wide  braids  with  intervening  rows  of  narrower  var- 
ieties to  match  will  be  used,  and  manufacturers  are 

turning  out  some  very  handsome  weaves  in  all  the  new- 
est colorings  besides  black,  and  black  and  white,  black 

and  silver  or  black  and  gold.  Fancy  braids  in  colors  are 
expected  to  be  a  feature  of  the  Spring  trade. 

Reports  from  Paris  state  that  fringe  is  coming  into 

favor  again,  and  manufacturers  and  importers  are  study- 
ing possibilities  in  the  new  tape  fringes  of  varying 

depths  and  with  broad  fancifully  woven  tops,  which  they 
expect  to  be  called  for  in  the  near  future,  not  only  as 
dress  trimmings  but  for  the  decoration  of  underskirts. 
So  far  Persian  braids  have  had  a  good  sale,  but  not 
nearly  so  good  as  have  the  black  which  have  been  used 
most  extensively. 

Buttons  are  considered  very  g-ood,  and  a  strong 
trade  in  these  has  been  done  right  through  the  season. 
Soutache  buttons  in  all  sizes  and  in  heavy  designs  are 
being  stocked  for  late  Winter  and  early  Spring  trade. 

The  old  fa.shioned  "frog,"  has  come  to  life  again  for 
cloaks,  and  as  shown  now  makes  an  exceedingly  hand- 

some fastening. 

All-pearl  buttons,  plain  and  fancy,  are  selling  well. 
Pearls  promise  well  for  the  spring,  not  only  in  round,  but 
in  fancy  shapes,  such  as  oval  and  olive.  Buttons  of  this 
kind  will  be  wanted  for  the  front  of  tailored  waists,  and 
in  sizes  somewhat  larger  than  are  usually  seen  on  the 
white  waist.  These  buttons  are  both  pierced,  and  have 
the  shank  cut  in  one,  with  the  body  of  the  button,  and 
many  pretty,  ribbed  and  carved  effects  are  shown,  as 
well  as  plain-rimmed  pearls. 

For  Spring  garments  a  washable  button  of  papier- 
mache  is  shown,  trimmed  with  braid,  cord  or  crochet. 
The  papier-mache  center  is  guaranteed  not  to  crack  or 
change  color  when  washed.  Crochet  buttons  are  bein,;: 
taken  in  quantity  by  blouse,  suit  and  dress  manufacturers. 

Metal    Lace    High    Novelty 
Colored  Laces  in  Allovers  and  Bands 

and  Black  in  Valenciennes. 

White 

The  high  novelties  for  the  present  season  are  the  metal 
laces  in  antique  silver,  and  dull,  brassy  gold.  These 
laces  are  being  exten.sively  used  for  millinery  purposes, 

and  are  also  being  used  to  trim  handsome  eowns  and 
waists.  They  are  seen  as  edging  on  tunics,  and  are  aho 

applied  to  the  foundation,  and  show  through  the  over- 
dress of  chiffon,  marquisette  or  net,  in  a  most  attractive 

manner. 

Colored  Inoes.  however,  have  been  the  big  sellers,  par- 
lu'ularly  in  allovers  and  bands.  Bands  may  bp  said  to 
lake  Iho  lead  in  all  lace  lines.  Oriental  allovers  are  th>3 
best  sellers  in  popular-priced  linos,  and  Venise  and  Irish 
crochet  allovers  and  narrow  bands  and  edges  are  very 
well  taken. 

Huyi'is  are  now  preparing  for  spring  selling,  and  are 
jilaeing  good  orders,  both  for  Englisli  and  German  Valen- 
eiennes.  There  is  an  unusually  line  assortment  of  pat- 

terns showing  in  cotton  Clunys  and  Maltese  laces.  The 
whitewear  and  lingerie  blouse  manufacturers  have  bought 
largely  of  these  latter  laces,  and  there  should  be  a  good 
counter  trade  done  in  them  in  the  coming  Spring  and 
Summer. 

Valenciennes  edgings  in  white  and  black  are  the  lat- 
est novelty  in  lace  lines,  and  owing  to  the  vogue  of  whit.^ 

and  black  combinations,  are  meeting  with  dceided  favor. 
White  and  black  laces  are  also  being  shown  for  spring, 
and  new  lines  of  Paisley  effects  are  on  the  market. 

® 

Feature  Gift  Linens. 

Fancy  linens  have  much  that  commends  them  as  de- 

sirable Christmas  gifts.  From  the  standpoint  of  the  re- 
cipient there  are  very  few  gifts  one  could  receive  thai 

would  be  more  highly  appreciated.  Sinoe  often  the  ma:- 
ter  of  a  selection  of  such  gifts  is  the  result  of  a  sugges- 

tion from  the  merchant  or  clerk,  linens,  from  the  point  of 
view  of  the  merchant,  are  one  of  the  safest  lines  he  could 

buy.  Any  of  these  goods  not  sold  during  the  holiday 
season  are  staple  stock,  and  can  be  sold  at  any  time  at 
full  price,  something  which  cannot  be  said  of  the  majority 
of  holiday  lines.  Then,  too,  good  profit,  frequently  100 
per  cent.,  can  be  made  on  fancy  linens.  Merchants  who 
have  made  the  experiment  of  buying  a  modest  stock  of 
high  priced  towels,  have  invariably  found  that  it  paid 
them  handsomely.  It  seems  that  there  are  always  in 

every-'  community;  a  number  of  persons  who  are  willing  to 
pay  good  prices  for  good  linens.  The  Review  knows  oP 
plenty  of  cases  where  a  splendidly  profitable  business 
has  been  built  up  for  fancy  linens,  by  merchants  who  were 

sufficiently  far-sighted  to  realize  the  possibilities  of  this 
department.  Those  who  give  the  fancy  linens  depart- 

ment a  tryout  this  Christmas  will  no  doubt  find  the  ex- 
periment successful. 

® 

Seasonable  Novelties. 

A  novelty  memorandum  pad  seems  to  offer  a  seasonable 
suggestion  for  Christmas  catering  to  business  people.  It 
is  put  up  in  cylindrical  shape,  containing  a  roll  of  paper 

which  may  be  renewed.  This  is  drawn  out  like  a  stock- 
tape,  and  torn  off  as  used. 

The  fixture  may  be  placed  on  the  desk,  or  screwed  in 
permanent  position  anywhere  desired.  It  has  this  great 

advantage  over  the  ordinary  "memo"  pad.  It  is  not 
only  much  greater  in  appearance,  but  as  much  or  as  little 
paper  as  is  desired  may  be  drawn  out. 

A  baby's  feeder  is  made  of  "costume"  cloth,  wash- 
able, of  course,  in  natural  linen,  with  brown  binding.  Its 

novel  feature  is  the  way  in  which  it  folds  over  sleeve  and 

arm.  as  well  as  shoulder,  thus  forming  a  complete  protec- 
tion to  the  clothing.  This  useful  article  retails  for  50e, 

complete  with  pocket.  More  expensive  lines  in  these  feed- 
ers are  stamped  with  pictures  of  nursery  rhymes. 

Babies'  bootees  come  with  sole  and  upper  knitted  sep- 
arately, and  then  joined.  This  gives  superior  neatness 

and  fit,  while  at  the  same  time  leaving  the  foot  freer. 
Bootees  retail  at  from  25c  up. 
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Raphael  Tuck  c^  Sons' 
MECHANICAL 

ANIMALS 
and  BIRDS 

PAPER  DOLLS 

KINDER- 
GARTEN 
ABC 

ROPE 
CLIMBERS 

PICTURE 
BUILDING 
ABC 

Toys 
tor  the  Holidays 

Amusing,  Interesting  and   Educational 

Catalogue  upon  request 

TUCK'S 
TOYS 

FAMOUS  FOR 
BEAUTY 

AND 

QUALITY INSTRUCTIVE 
LIFELIKE 

AND 
FULL  OF 

SURPRISES 

RAPHAEL  TUCK  C^  SONS  COMPANY,  Limited 
9-17  ST.  ANTOINE  ST. 

"mmeh^j.         new  YORK  LONDON  PARIS  BERLIN  BUENOS  AYRES 

MONTREAL 
BOMBAY CAPETOWN 

MORE  NOVELTIES 

■w 

Wireless 
Hairframe 

Li^ht  as  air 
Ijhis  label  guarantees 

GOOD  GOODS 

~\ 

Four    Patterns  Only.       Send  Sample  Order. 
To  Retail  at  25  Cents. 

The    Cleanest   and     Lightest    Frame    in     Existence. 

Patent  Applied   For.  1    -  Wholesale   Only. 

You  can  always  expect  them 
From  BURNET  &  TEMPLE,  Limited 

ALMOST    INCREDIBLE 
!S    Of  nertt    Curls     OC    cents  per  box 
to  tetall  at  ^>J    4  curls  In  box 

Cable  Now 

1  gross 
Assorted 

Curl  .iiKi  pmr 
'^>      FOIIIKldllOII. 

L  Natural  Shaties,    Stnart  Boxes. 
SANITARY,      EXQUISITELY     MADE 

BURNET   &i  TEMPLE.   Limited    (Oceans  of  Notions) 
3  &  4  Fitch  ;tt's  Court,   London,  E.G.     Cables:  "Hairnets." 

Please  meiifioii    The  JKeiiete  lo    .  Ulrerllsers  and   Their  Trai'eiers. 
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. 

HOLIDAY    GOODS 
Fancy   Goods 
Dolls,  Toys 
Games 

Fancy  China 
Glassware 

Cut 
Glass 

WRITE  FOR  CATALOGUES 

"O*  4eC7.  — A  560-page  General  Catalogue  of  Fancy 
Goods:  Toys,  Dolls,  Games,  Xmas  Novelties,  China, 

Glassware  Toilet  Sundries,  Smokers'  Goods  and 
General   Smallwares. 

FOR  SHIPMENT  FROM  TORONTO 

/VO»  iSifwWB — Issued  from  Winnipeg.  Contains 

TOYS,  DOLLS,  GAMES,  DECORATION 

GOODS,     etc,     etc. 

FOR  SHIPMENT  FROM  WINNIPEG 

NERLICH  &  CO.     146-148  Front  St.  W.,  Toronto 
Winnipeg,  52-54  Albert  Street Montreal,  301  St.  James  Street Quebec,  76  Bridge  Street 

flmse  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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NISBET  &  A 
1^ 

OUR  SPECIA
L  ♦' 

m ^Wk 

BROAD  CLOTH 

54  INCH 

FIFTY -TWO  SHADES 
ALWAYS  IN  STOCK. 

The   Most   Popular    Cloth   In    Canada 
FOR 

Ladies*  Fur  Lined  Coats,  Opera  Cloaks 
AND 

Tailor-made  Costumes. 

No    other    cloth     has    one-quarter    of    the     sale. 

32    and    34    Wellington     Street 
Please  mention  The  Rcviezv  to  Advertisers  and  Their  Travelers. 
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6S 

ULD,    Limited 
WE   GUARANTEE    THE   WEAR 

2,7  inches  wide  in  all  the  newest  shades. 

Absolutely  The  Best   Cloth   On   The  Market. 
JBESb 

W^est  -  TORONTO,  ONTARIO 
Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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The  Trail  of  ̂ 98 
THE  MOST  REALISTIC  AND  THRILLING  CAN- 
ADIAN     SERIAL     STORY    EVER     PUBLISHED 

has  been  secured  for  Busy  Man's  Magazine,  and    commences 
with    the    November    Number.      It    is    from    the    pen    of 

ROBERT  W.  SERVICE 

The  Canadian  Kipling,  of  whose  Books 

"The  Songs  of  a  Sourdough"  and  "Ballads  of  a  Cheechako," 
over  100,000  copies  have  been  sold. 

Service  at  one  time  was  an  obscure  bank  clerk  in  a  remote  cor- 
ner of  Canada.  To-day  his  name  is  on  the  lips  of  seventy-five  per 

cent,  of  the  population  of  the  Dominion,  as  a  result  of  his  two  poems 

"Songs  of  a  Sourdough"  and  "Ballads  of  a  Cheechacko." 

In  The  Trail  of  '98,  Service  drops  the  limitations  of  the  poet  for 
the  time  being,  and  tells  of  one  of  the  romances  of  the  rush  to  the 

Yukon  in  '98.  W^ith  a  bold,  free  pen,  yet  with  all  the  skill  of  the  poet, 
he  unfolds  his  story,  every  line  of  which  conveys  to  the  reader  that 
dramatic  interest  which  is  continually  expected. 

It  is  not  a  problem  Novel.  It  has  nothing  to  do  with  abstruse 

speculation.  In  its  virility  it  seems  primarily  a  man's  book,  yet  it 
cannot  fail  to  interest  the  woman  who  likes  to  hear  of  strong,  brave 
men  and  fair  women  in  a  rugged  land. 

The  Trail  of  '98  commences  with  the  November  issue.  For 

the  coming  winter  nights  the  Busy  Man's  reader  will  have  in  this 
intensely  interesting  story  a  wonderful  source  of  refreshing  enter- 
tainment. 

Have  your  svibscription  commence  with  the  November  Number. 

Mail  $2  to-day  and  your  name  will  be  entered  on  our  subscription  list 
for  one  year. 

Busy  Man's  Magazine 
143-147  University  Ave.  ....  Toronto,  Ontario 
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Toronto  and  Montreal 

We  have  recently  opened  a  new  warehouse  in  the  Beardmore 

Building,  St.  Peter  St.,  Montreal,  in  which,  while  it  is  a  branch  of  our 
Toronto  warehouse,  Stocks  of  Velvets,  Silks,  Tulles,  Malines,  Veilings, 

Ribbons,  etc.,  will  be  carried.  Samples  of  the  latest  novelties  of  French, 

Swiss  and  Japanese  fabrics  will  also  be  shown.  We  are  the  sole  Cana- 

dian representatives  for  the  following  well-known  makers  : — 

J.  B.  MARTIN,  Limited,  Lyons  BALLY,  LATOUD  &  RICHARD,  Lyons 
Velvet    for    Millinery,    Dresses,     Trim-  Veilings  in  black  and  all  the  best  colors, 
mings  and  Tailoring. 

ALEX.  GIRAUD,  Limited,  Lyons  GIRON  FRERES,  St.  Etienne 

Silks— Piece  and  yarn  dyed,    and    Chif-  Ribbon  Velvet,  satin  back,  in  black  and fons. 
colors. 

GD.  COMB'ER  CO.,  Lyons 
Dress  Goods,  outdoor  and  evening  wear,  NICOLAS  DEVILLE,  St.  Etienne 
including     the     Novelty    Marquisette    in  Ribbons,  Black  Taffetas,  Failles,  Liberty 
latest  shades. 

Satins,  Moires,   etc. 

GROS,  MILLION  &  CO.,  Lyons 

Tulles,  Malines  (Dynamo  Brand)     Peau  J-  B.  BERNARD,  St.  Etienne 
de  Grant  and  rainproof  finish.  Colored  Ribbons 

In  addition  to  these  firms  we  now  represent  two  of  the  best  Swiss 

makers,  with  mills  in  Zurich,  and  have  made  arrangements  to  handle 

for  Canada  the  stock  of  a  large  Japanese  mill.  We  will,  therefore,  show 

a  complete  range  of  staple  and  newest  colors  in  the  best  Japanese  Silks, 
as  extensive  as  in  the  French  and  Swiss  plain  goods. 

The  latest  novelties,  representing  the  product  of  the  best  silk  mills 

all  over  the  world,  may  now  be  seen  in  our  two  warehouses. 

We  are  now  ready  to  submit  samples  of  the  newest  fabrics  from 

Lyons  and  Zurich  for  Spring.  Among  these  we  are  showing  a  complete 

range  of  Printed  Foulards,  Jacquard  Effects,  Twills,  etc.,  also  Silk  Em- 
broidered Crepe  de  Chene  and  Cashmeres. 

CHAS.    MOUTERDE, 
UNITED    MAKERS 

Chas.  Martel,  Manager 

9a  Wellington  Street  East  Beardmore  Bldg.,  St.  Peter  Street 
TORONTO  MONTREAL 

Alf.  Turner,  Representative 

WHOLESALE      AND      MANUFACTURING      TRADES      ONLY      SUPPLIED 

Please  mention   The  Revieiv  to    Adz'crtiscvs  and  Their  Travelers. 



Mat  Satins  for  Spring  Trade 
Paisley  is  Selling  Well  in  Various  Weaves 

—  White  and  Black  Combinations 

THE  outlook  for  silk  fabrics  continues  to  improve, 

Paisleys  at  the  prestnt  time  being-  the  best  sell- 
ers on  the  list.    Paisley  and  Persian  effects  arc 

shown   in   all  the  new    Spring   lines,    printed   on 
all  sorts  of  cloths,    and   these  patterns   will   continue   to 

be  good  property  right  up  till  Easter. 

Satins  are  also  very  strong.  The  high-class  trade  is 
taking  cloth-backed  satins,  but  this  is  an  ultra  novelty 
which  will  give  way  to  mat-finished,  soft-finished  cloths, 
as  the  coming'  vogue  appears  to  be  for  soft,  dull  effects 
rather  than  the  more  lustrous  satin  weaves. 

This  tendency  is  noted  in  the  new  patterns  in  foul- 
ards, for  which  big-  orders  have  been  already  placed.  The 

patterns  favored  are  small,  well-covered  effects,  spots 
and  pencil  stripes  being-  very  prominent.  Other  new 
patterns  are  in  two  colors,  making  with  the  ground  a 
third  in  shot  effect.  Twill  and  cashmere  cloths  are  be- 
in^  given  the  preference  over  the  satin  finishes  so  much 
worn  last  season,  and  cashmere  cloths  often  show  a 

jacquard  pattern  as  well  as  the  over-i)rinted  effect.  An- 
other novelty  in  dress  silks  is  a  kind  of  light-weight. 

taffeta  cloth  named  toile-de-soie. 

Wide  Width  Silks. 

All  silks  are  selling  in  wide  widths  as  the  trade  has 
at  last  accepted  the  fact  that  wide  silks  cut  to  better 
advantage  than  the  narrow  fabrics. 

Black  satins  will  be  wanted  for  coats  and  wraps,  and 

also  for  suits  and  dresses,  as  well  as  for  combining-  with 
other  fabrics.  Satin  is  at  present  extensively  used  for 
evening  and  dressy  wear,  and  for  foundation  purposes 

under  dressy  gowns  of  marquisette,  voilc'  or  net,  and  this 
fashion  will  extend  to  Spring  gowns. 

The  vogue  of  satin  is  causing-   the  garment  manufac- 

tuM'Ls  to  place  large  orders  for  messalines  for  waists  and 

dresses. 
For  blouses  and  little  dresses,  taffetas  and  mess- 

alines in  white  and  black  effects  will  be  strong.  Due  to 
the  veiling  craze,  white  and  black  striped  chiffons  and 
silk  voiles  will  be  important  items.  One  can  hardly  say 
too  much  in  favor  of  white  and  black  effects  in  stripes 

and  checks  for  the  coming  season.  Blouse  manufac- 
turers are  taking  Scotch  plaids  for  Spring  selling  and 

these  effects  will  also  be  wanted  for  the  counter  trade. 

The  position  of  mai'quisettes  and  voiles  is  assured, 
both  in  plain  and  in  novelty    striped  effects. 

Where  the  cost  of  the  foundation  and  veiling  fabrics 
will  he  too  great,  brocaded  eoliennes  and  poplins  will 
sell. 

Brocades  are  selling  for  handsome  evening  wraps  and 
some  of  the  lead  ng  Paris  model  houses  are  taking  them 
up  for  making  gowns. 

Ordering   on  Staple  Weaves 
Spring  Business's  Confined  almost  entirely 

to  Blacks,  Blues  and  Grays 

There  is  a  decidedly  better  feeling  in  the  piece  goods 
market,  for  during  the  past  few  weeks  there  has  been  a 
decidedly  good  business  passing.  The  big  call  has  been 
for  navies  a,nd  dark  shades  of  blue,  and  particularly  in 

Panamas  these  colors  are  deeided'y  scarce.  There  is  a 
big  demand  for  panamas  from  the  garment  trade,  and 
if  the  goods  were  in  stock  here  quite  a  yardage  could 

be  placed. 
Serges  are  also  good  sellers  with  navy  and  dark 

blues  in  the  lead.  Serges  have  sold  well  for  dresses. 
The  call  for  plain  weave  fabrics  suitable  for  dresses  and 
also  the  vogue  of  velvets  is  cutting  into  the  sale  of  the 
rougher  fabrics.  Homespuns  and  tweeds,  and  fancy 
cheviots  have  been  well  taken  for  suits,  and  in  coat 

lengths. 

1  2  3  4  f)  6  7 

Novelties   in    wash   goods.     Nos.  1   and   2.   Persian   patterned   sateens,    shown    by    A.  Racine  &   Co.,    Montreal.       Nos.   3,    5    and 
6.    Brilliantine   foulard,   shown   by   Haslin    Mills.   New  YorU.     Nos.   4   and   7.   Sateens,   shown    by   Haslin   Mills.  New  York 
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Checked   and   Striped   Ginghams       Shown   by    The    D.     Morrice    Co.,    Montreal. 

Another  feature  that  has  cut  into  the  dress  trade  in 
eity  stores  has  been  the  shorter  lengths  wanted.  Then, 
too,  there  is  much  combining  of  fabrics,  and  the  sales 
are  divided  between  the  dress  and  the  silk  department. 

Orders  placed  so  far  for  Spring  are  largely  on  staple 
weaves,  and  are  almost  entirely  confined  to  blacks,  blues 
and  greys.  These  orders,  however,  are  chiefly  for  the 
garment  trade.  Garment  manufacturers  are  placing  large 
orders  for  plain  and  striped  panamas  in  navy  and  grey, 
and  also  for  black  voiles. 

Veiled  effects  are  so  strong  at  present  that  they  are 
certain  to  carry  over  into  Spring,  and  buyers  are  pre- 

paring for  a  big  season  on  veilings. 
Marquisettes  and  materials  of  this  class  are  being 

ordered  in  expensive  lines,  and  voiles  which  come  nearest 
to  this  fabric  in  appearance  are  favored  for  a  large  sell- 

ing. Voile  is  already  staple  in  black,  and  fine  mesh 
voiles  that  drape  to  advantage  should  be  one  of  the 
leading  materials  next  Spring.  Striped  effects  in  voiles 
show  increasing  strength.  The  hair-line  stripes  are 
shown  in  all  lines.  Black  and  white,  and  black  and  grey 
striped  effects  are  good  sellers  at  the  present  time  and 
promise  to  have  considerable  prominence  when  the  Spring 
season  opens. 

Mannish  suitings  in  mixtures  in  greys  and  tans  are 
being  well  taken,  and  pencil  stripes,  white  on  navy  or 
black,  and  black  on  a  white  ground  are  also  favored  by 
most  buyers.  Stripes  are  showing  considerable  strength 
and  are  advancing  in  favor  as  the  selling  progresses. 
Stripes  are  particularly  strong  in  black  and  white,  and 
in  white  and  black  effects,  and  also  in  black  and  grey. 
Satin  stripes  are  combined  with  transparent  weaves  such 
as  marquisettes  and  voiles. 

As  the  one  piece  dress  promises  to  continue  its  pre- 
sent vogue  materials  suitable  for  its  development  should 

take  first  place.  This  brings  such  weaves  as  poplins, 
wool  taffetas,  soft  finished  serges  and  batistes  to  the front. 

There  seems  to  be  little  to  indicate  any  change  in  the 
present  high  prices  for  cotton  goods,  as  the  pub- 

lished crop  indications  are  not  prophetic  of  a  yield  that 
will  bring  raw  cotton  on  a  parity  with  the  present 
basis  of  production.  Therefore,  the  only  barrier  to  still 
higher  prices  is  the  lessened  consumption  of  cotton 
fabrics.  Manufacturers  the  world  over  have  little  or  no 
reserve  stock  of  raw  cotton  and  the  question  of  an  ade- 

quate supply  of  raw  material  will  make  business  difficult 
in  all  departments. 

Colors  for  Spring,  1911. 
1.   White  and    black,     black    and     white,   grey   and 

black. 

'i.  Blues— Navies,       National,       Saxe,       Gendarme, Nattier,  Beauvais. 

3.  Greys^Silver-grey,  minuta,  pintarde,  damascene, taupe. 

4.  Greens — Russian,  mignonette,  peacock. 

•">.  Tans  and  Browns — Champagne,  cafe-au-lait,  to- 
bacco,  golden  brown. 

6.  Purples— Mogul,  raisin,  lavender,  purple. 
Xovelty  Colors— Coque-de-Roche,  apple  green, 

flammande,  fuchsia,  bois-sacre,  copper,  pink, 
amber,  ceil. 

Novelties   in   fancy  silks,   shown   by   Debenhams  (Canada)  Limited.      From    left   to   right,    first  three 
are   brocades  and  fourth  grey  and  black  stripe. 
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Get  Manufacturers*  Prices 

on  Pure  Wool  Suitings 

Why  buy  imported  woollens,    quality  and  color  of   which 
you   cannot    safely    guarantee,    from    a   middleman,  when 

you   can    buy   guaranteed    woollens  direct  from   a  Canadian  mill,    and  save  the 

middleman's   profit  ? 

Caldwell's  Suitings  and  Dress  Goods 
embracing  a  splendid  range  of  Tweeds,  Cheviots,  Meltons, 
Venetians,  Beavers,  etc.,  are  guaranteed  to  be  one  hundred 
per  cent,  pure  wool.  They  are  sold  direct  from  the  mill  to 
the  retail  trade.  You  can  sell  them  to  your  customers  with  the 

most  emphatic  assurance  of  good  wearing  qualities  and  fast  color. 

Caldwell's  Woollens  have  demonstrated  that  woollens  can  be  produced  in 
Canada  equal  in  every  respect  to  the  best  woollens  produced  in  the  world. 

The  ladies'  and  gentlemen's  suitings,  white  and  colored  blankets,  steamer  and 
auto  rugs  now  being  shown  are  certainly  deserving  of  your  close  consideration. 
They  represent  values  that  will  bring  you  a  highly  satisfactory  return  on  your 
investment.       Give  them  a  trial. 

BOYD  CALDWELL  &  CO.,  Limited 
LANARK,  :  :  :  :  :  ONTARIO 

100% 

PURE 

WOOL 

Canadian  Woollens  Vindicated 

Some  people  are  inclined  to  think  that  woollens  produced  in 
mills  far  across  the  sea  ai'e  necessarily  superior  to  tho.se 
liroduced  at  home. 

//    is  a    case  of  'Distance   lending    Enchantment. 

But,  as  a  clear  matter  of  fact,  Caldwell's  Woollens  are  equal  in 
every  particular  of  quality,  pattern  and  coloring  to  the  very 
highest  grade  of  woollens  produced  in  Great  Britain. 

There  are  absolutely  no  conditions,  atmospheric  or  chemical,  to 
prevent    the  production  of    high  grade    woollens  here  in 
Canada. 

Caldwell's  Woollens  prove  this  absolutely. 
The  process  used  in  producing  Caldwell's  Woollens,  from  the 

cleaning  of   the  raw  wool  to  the   finishing  of  the  fabric,  is 
identically  the  same  as  that  practised  in  the  best   woollen 
mills  of  Great  Britain. 

CALDWELL   QUALITY  CANNOT  ^E  EXCELLED. 

lOOVo 
PURE 

WOOL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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A     little     light    on    the     "hurry- 

up"  order  question. 

The  next  time  you  want  a  line 

rernember  that  you  can  get  anything 

in  dry  goods  that  is  to  be  had,  ship- 

ped the  day  your  order  reaches 

Montreal. 

We  have  a  mail  order  service 

doing  this  work  for  others  and  will 

do  it  for  you.     Give  it  a  trial. 

You  will  not  have  to  look  for 

results— they  will  overtake  you. 

The 

W.   R.    Brock  Company 
MONTREAL 

Limited 

Marquisettes,  Sheer  Fabrics 
These  are  to  be  the  Leaders  for  the  Coming 

Spring  --•  White  Goods  Prominent 

Fine  yain  cotton  fabrics,  both  from  fashion  indica- 
tions and  from  the  orders  already  booked  arc  to  be  the 

leaders  in  the  coming  Spring.  White  goods  are  particu- 
larly prominent  and  the  hirge  retailers,  the  jobbing 

houses  and  the  garment  trade  arc  preparing  for  a  big 

season  on  sheer  wh'te  fabrics.  Plain  and  embroidered 
marquisettes  and  voiles,  sheer  lawns  and  India  linons, 
fancy  Swisses,  fine  batistes,  mulls,  dimities  and  a  wide 
range  of  other  sheer  cotton  fabrics  are  showing.  Light 
weight  Madras  cloths  and  jacquards  are  selling  and 
there  is  a  big  interest  in  cross  bar  stripes  on  sheer 
cloths. 

Handkeichief  linens  are  selling  to  the  waist  trade, 
and  in  heavier  weight  linens  the  demand  is  for  white 
and  niturals  in  the  proper  weights  for  coats. 

The  leading  novelties  in  colored  goods  are  shown  in 
printed  fabrics  and  here,  as  in  white,  fashion  indicates 
the  sheerest  fabrics.  Printed  marquisettes,  voiles  and 

nets  are  shown  in  beautiful  designs  among  which  sub- 

dued Pers'an  and  Paisley  patterns  are  strong.  The  re- 
vival of  sheer  printed  fabrics  is  encouraging  the  makers 

of  printed  organdies  to  show  new  patterns,  and  novelties 
in  foral  patterns  are  now  on  the  market. 

Another  new  cloth  is  a  chambrayette  printed  to  im- 
itate chambray. 

A  very  large  advance  business  has  been  done  in  ging- 
hams, j-nd  gin  hams  promise  to  be  a  big  factor  in  the 

counter  trade.  Fancy  plaids  lead,  but  stripes  are  good 

also.  Shepherd's  checks  in  all  sizes  and  all  black  and 
white  patterns  are  very  strong. 

Pongee  linens  and  cotton  suitings  suitable  in  weight 
for  long  coats,  are  to  be  big  sellers.  Cotton  goods  of 

this  class  have  been  put  on  the  market  that  are  water- 
proofed.    These  goods  are  intended  for  motor  coats. 

There  is  an  increased  variety  of  novelty  colors  in- 
troduced into  print  lines  and  these  colors  should  sell  as 

they  are  guaranteed  to  wash  and  wear. 

® 

Bought  Back  their  Velveteens. 
As  illustrating  the  very  strong  position  which 

velveteens  and,  in  fact,  all  kinds  of  velvet,  occupy  this 
season  in  the  garment  and  millinery  trades,  Nisbett  & 
Auld,  Ltd.,  Toronto,  state  that  a  case  of  fifty  pieces  of 
these  goods  which  they  secured  from  a  New  York  house, 

via  Manchester,  were  recently  bought  back  again  at  re- 
gular trade  prices. 

The  goods  had  hardly  been  unpacked,  on  reaching 
Toronto,  before  an  urgent  enquiry  for  velveteens  came 

fj^om  the  New  York  house  from  whom  they  had  been 

bought.  They  had  been  advertised  that  d'ay  by  Nisbet 
&  Auld  at  37i  cents,  and  at  this,  the  regular  trade  price, 
the  New  York  people  through  whom  they  had  been 

bought  agreed  to  re-purchase  them. 
The  velveteens  had  been  originally  sent  to  New 

York  from  Manchester,  but  owing  to  some  error  in  con- 
signment had  not  been  taken  out  of  bond  when  they  were 

sold  to  the  Toronto  firm.  To  save  the  heavy  entry  duty 

at  New  York,  and  the  duty  of  30  per  cent.,  that  subse- 
quently would  have  been  levied  on  entering  Canada,  the 

goods  were  shipped  back  to  Manchester  and  thence  to 
Canada,  when  they  entered  under  the  preferential  duty 
of  17^  per  cent.  This  particular  lot  of  velveteens  thus 
crossed  the  Atlantic  four  times. 
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10-CENT 
DOMINION   TEXTILE 

CANADIAN  PRINT 
Sets  a  new  record  for  the  coming  season 

^r^vTiTJ^        Unmatchable  Value  .  .  .        .^^^^ri^;:^ 

^nmss.    z   '- — ^^~~u      /WW Superior  Finishes  .  .  .  . 
DOMINION  ̂ jgg|g<— -gjgg-^^H  DOMINION 

rv^-rmTN  ̂       Choice  and  Fast  Colors      -^   

Specify  10-cent  Textile  Cloth 
And    Make    it    a    Leader 

Your  Wholesaler  will  also  show  you  a  big  variety 
of  Textile  Cotton  Suitings. 

THE 

Dominion  Textile  Co.,  Limited 
MONTREAL 

Please  viciition  The  Review  to    Advertisers  and  Their  Travelers. 



Grey  Fancy  Fabrics  Will  Have  Strong  Position  for  Spring 
Dress  Goods  for  Spring  1911  Display  No  Decided  Changes  in  New  York 

Since  the  Initial  Openings  —  Serges,  Worsted  Taffetas,  Panamas,  Voiles, 

Cashmeres,  Piece-dyed  Goods  and  Mat  Weaves  Predominate — Stripes  are  Good 
Staff  Correspondence. 

OflBce  of  The  Dry  Goods  Review, 
160  Broadway,  New  York,  Oct.  31. 

THK  variety  in  which  authorities  place  their  gr
eat- 

est hope  show  a  phiin   color-ground   with  a  line 
hair-line     stripe     in    white  or  in  black.    Large 
oilers  have  been  placed  on  these  serges.  Black 

and  dark  blue  with  a  white  line,   and   white  and  cream 

wnth  a  black  line  vriW  be  the  most  in  demand. 

Plain  piece-dyed  dress  goods  in  the  simplest  fonns 
of  weaving  will  dominate  the  Spring  trade.  Some  of 

these  piece-dyed  worsteds  show  figures  which  gives  at- 
traction to  the  goods.  The  popular  priced  fabrics  will 

include  voiles,  panamas,  serges,  taffetas,  batistes,  and 

lustre  yarn  suitings.  Among  the  finer  weaves  cashmere 
and  silk-warp  poplins  will  occupy  a  prominent  place. 

Basket  Effects  in  Contrasting  Colors- 
Mat  weaves  similar  to  those  which  have  been  used 

for  the  Fall  and  Winter  season  in  suits  of  the  tailored 
variety  will  be  continued  through  the  Spring.  The  partly 

open  weave  makes  them  suitable  for  wear  after  the 

cold  weather.  This  influence  is  seen  to  a  very  great  ex- 
tent in  many  of  the  new  Spring  fabrics  that  show  a 

basket  effect  of  rather  close  weaves  crossed  up  and  down 

by  stripes  in  a  contrasting  color. 
Plain  English  and  French  varieties  of  serge  will  be 

good  for  Spring  wear.  Dark  blue  will  be  the  leading 
color  and  black  wall  be  classed  second.  Panamas  are 

expected  to  have  a  larger  run  this  Spring  than  they  have 
enjoyed  for  some  seasons  past. 

Mannish  mixtures  resembling  men's  wear,  will  occupy 
prominent  places  in  the  new  season's  demand.  The 
colors  run  to  soft  greys  and  tans,  and  many  of  the 
fabrics  in  nub  effects.  Others  again  have  broken  plaids 
and  stripes  in  faint  colored  lines  of  the  invisible  order. 
Hard  finished  worsteds  are  among  the  desirable  fabrics 
for  tailored  suits   and  garments. 

Greys  and  Black  and  White. 
Grey   fancy    mixtures    are    expected    to   have    a   good 

vogue    as   fabrics    of    this    character    have   been    much    in 

evidence  abroad.  Silver  grey  effects  dominate,  after 
which  come  black  and  whites.  Black  and  white  effects 
are  strong  in  all  worsted  and  unfinished  worsteds  lines. 

There  is  a  new  Bedford  cord  weave  shown  among  the 

new  line  of  advance  Spring  materials.  It  has  the  Otto- 
man or  Bedford  cross-weave  with  a  perpendicular  stripe 

in  softly  contrasting  colors,  such,  for  instance,  as  a 
white  ground  with  grey  or  blue  tones  in  the  stripe.  The 
stripe  is  woven  in  a  raised  effect  contrasting  with  the 

basic  cross-weave.  The  black  and  white  effects  are  par- 
ticularly interesting  with  other  varieties  shown  in  tan 

and  grey  with  two-tone  effects  imparted  by  the  stripe  of 
harmonizing  tone. 

While  the  striped  woolens  are  most  prominently  fea- 
tured in  the  Spring  lines,  there  is  a  goodly  showing  of 

checked  effects,  especially  in  black  and  white  combina- 
tions. The  checked  worsteds  and  woolens  are  particular- 

ly favored  by  manufacturers  of  juniors',  misses'*  and  child- ren's wear. 

New  Patterns  and  Weaves  in  Mohair. 

Mohair,  which  has  become  a  staple  article,  is  a  ma- 
terial that  is  expected  to  have  a  large  representation 

in  the  Spring  showings,  and  some  of  the  most  fashion- 
able dressers  will  wear  it.  The  new  patterns,  weaves 

and  colorings  are  beautiful  and  these  good  points  to- 
gether with  their  excellent  wearing  qualities  recommend 

them  highly.  The  new  effects  run  to  monotone  stripes, 
outline  checks  and  jacquarded  designs.  Mohair  and 
worsted  combmations  with  a  silk  finish  known  as  Tussah 

Royal,  is  another  fabric  of  this  order  that  will  occupy 

a  prominent  position  in  the  Spring.  Tt  comes  in  various 

patterns  and  all  the  desirable  colors  and  is  most  beauti- 
ful in  effect  and  an  excellent  wearing  fabric. 

For  separate  coats  ratine  cloth,  of  which  many  of 
the  Winter  models  were  made,  will  be  used  for  the  Spring 

and  Summer,  especially  for  coats  for  the  steamers  and 
traveling  purposes.  Molton  cloth  is  another  fabric  which 
is  imported  in  a  number  of  fashionable  colors  and  in 
some     striped     effects.      Serges,     cheviot     diagonals     and 

No.    1.    Mercerized    cotton   foulard:   Nos.   2    and   3,    Paisley   printed  cotton   voile;    No.   4.    White   and    black   grenadine. 
Shown   by  Debenhams  (Canada)   Limited. 
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Scotch  and  Irish  melanges  will  be  used  for  coats  where 

lighter  weight  materials  are  desirable,  and  importers 
and  fashion  authorities  are  agreed  that  an  immense  satin 
vogue  will  advance  with  the  showing  of  new  garments. 

Great  importance  is  being  placed  on  satins  for 
Spring,  1911.  For  the  past  few  seasons  satins  have  been 
extensively  used  for  dresses  and  wraps,  but  a  wider  de- 

mand is  expected  for  the  Spring,  because  of  the  use  of 
satin  for  tailored  models.  Suits  of  satin  are  considered 

the  smartest  kind  of  dress  and  the  feeling  is  general  that 
this  is  a  sign  of  the  satin  suit  vogue  which  is  anticipated 
for  the  Spring  showing.  Silk-warp  poplins  and  such  ma- 

terials will  be  largely  used  for  dressy  costumes  in  com- 
binations  with  satin  or  velvet. 

Voiles  and  Veiling  Fabrics. 

Voiles  as  well  as  all  kinds  of  veiling  fabrics  will  be 

in  evidence  for  dresses  and  demi-toilettes  for  the  Spring. 
Marquisettes,  chiffon  cloth,  grenadines,  etamines,  and 

such  are  all  being  ordered  freely  for  Spring.  The  veil- 
ing of  costumes  which  is  most  prominent  this  Fall  will 

influence  the  vogue  for  Spring,  and  it  seems  that  it  will 
be  retained  without  interruption  throughout  the  new 

season.  The  plain  colors  are  preferred  for  veiling  pur- 
poses although  many  fancy  patterns  are  taking  well  at 

the  present  time. 
Taffetas  are  also  in  the  list  and  many  of  the  French 

houses  indorse  the  taffetas  for  smart  tailored  and  semi- 
tailored  costumes,  and  many  models  have  been  shown  of 
taffetas  in  the  Fall  displays.  Since  voile  is  to  be  so 
popular  it  goes  to  say  that  taffetas  will  be  in  demand 
especially  for  foundation  purposes  to  be  used  with  the 
voiles  and  such  thin  materials.  Foulards  will  be  in 

greater  evidence  than  they  were  last  Spring  and  Sum- 
mer. They  are  brought  out  in  a  number  of  interesting 

new  patterns  this  year. 

The  Spring  Colors. 

Colors  for  Spring,  1911,  include  novelty  effects — such 
as  violet,  blues,  browns,  and  purples.  Blues  will  pre- 

dominate in  suit  and  costumes.  Mixtures  will  be  very 

good.  Greys,  greens,  and  browns  will  come  next  in  favor. 
Sheer  Weaves  in  Cotton  Lines. 

The  movement  of  materials  in  the  cotton  variety  for 
Spring,  1911,  is  toward  an  increased  representation  of 
sheer  weaves.  Printed  fabrics  are  selling  more  freely 
than  dyed  shades.  Due  to  the  vogue  of  sheer  materials 

organdies  are  being  shown  quite  extensively  in  floral  de- 
signs, the  color  tones  being  most  beautiful.  Handsome 

striped  voiles  in  mercerized  effects  are  gaining  rapidly. 
Plain  and  fancy  cotton  voiles  are  being  taken.  Imported 
Persian  voiles  are  brought  out,  printed  nets  are  also 

freely  offered.  White  goods,  such  sheer  weaves  as  Mar- 
quisettes, Persian  lawns,  India  linens  and  allied  plain 

lingerie  fabrics  are  selling  well  for  next  Spring. 

Cotton  Prices  Advance 
Old  Lists  Have  Been  Withdrawn    -  Mills 

are  all  Very  Busy. 

AGAIN  have  cotton  prices  soared,  this  time  with 
an  advance  of  nearly  three  dollars  a  bale,  and 
with   so     sudden     a   change  from     weakness   to 

strength,  that  mill  men  are  in  a  whirl  of  busi- 

ness,  with  time  to  say   little  beyond,   "Prospects  for   a 
rushing  business  never  were  better." 

Old  price  lists  have  been  withdrawn  from  the  market, 
and  new  ones  will  be  issued  within  a  few  days.  Merchants 
and  jobbers,  if  dilatory  and  uncertain  about  buying  at  all 

heavily  during  the  past  few  weeks  at  the  prices  then 
quoted,  now  realize  their  mistake,  and  heavy  orders  have 
been  coming  in  from  all  over  the  country  since  the  neVs 
of  the  last  ginning  report  was  made  public.  The  mills 
have  more  orders  than  they  can  possibly  fill  on  the  spot, 
and  sellers  generally  feel  no  compulsion  in  holding  firmly 
to  good  prices.  ^ 

The  demand  for  prints,  white  cottons  and  sheetings 
is  especially  good.  Prints,  indeed,  have  sold  well  right 
through  the  season,  and  men  on  the  road  are  very  well 
satisfied  with  orders  already  laid  for  the  spring  tradt. 

Most  of  the  standard  patterns  have  sold  well,  both  plain 
and  fancy  stripes  having  a  very  good  run,  with  jaquered 
patterns  and  spots  a  close  secomt,  while-  Paisleys  and 
fancies  have  also  met  with  good  sale. 

® 

Heavy  Trade  in  Quilts. 
A  strong  feature  of  the  staples  trade  in  all  the  retail 

houses  this  season  is  that  which  is  being  done  in  quilts, 
of  all  varieties  and  prices.  There  has  been  an  almost 
unprecedented  demand  for  eiderdowns  and  markedly  so  for 
the  better  qualities.  Perhaps  the  best  sellers  are  those 
which  retail  at  five,  six,  seven  and  eight  dollars  apiec?, 
which  are  light,  warm  and  possess  good  wearing  qualities, 
besides  being  shown  in  coverings  which  are  really  artistic 

and  pretty,  usually  in  light  flowered  sateens,  or  siniilar 
materials.  But  the  higher  priced  ones  have  also  had  a 
good  run  and  are  still  being  asked  for.  Some  of  the 
Montreal  houses  which  had  stocked  a  few  of  these  quilts 

at  what  appeared  to  be  exorbitant  prices,  in  richly  bro- 
caded silks  and  satins,  retailing  at  fifty,  sixty  and  even 

seventy-five  dollars  each,  have  found  no  difficulty  in  sell- 
ing at  least  a  fair  average  of  their  stock. 

YOU  MUST  GET "LAMBA 
(Registered) 

if  you  wish  to  be  handling  the 

World's  Best  Fabric 
for  Shirts,  Blouses,  Pyjamas  and  all  under- 

wear. Its  pleasing-  wooly  softness,  charming 
design,  fast  colors  and  perfect  washing  and 
wearing  qualities,  all  combine  to  make  it  the 
admiration  of  countless  thousands  all  over 

the  world. 

EQUAL  TO  CEYLON  FLAHNFL  AT  FHWNFLETTE  PKE 

The  genuine  Lamba  is  stamped  Lamba 
on  the  selvedge.  No  imitations  can  give 
you  half  the  satisfaction  in  selling  or  your 
customer  in  wearing,  therefore 

GET  A  STOCK  IN  NOW 

And  be  sure  it  is  the  genuine  article 

LAMBA -will  be  adverti'ed  in 
the  Canadian  Press. 

Stocked  by 

Mclntyre  &  Son  Co.,  Ltd.,  Montreal,  Canada 
J.  &  N.  Philips,  Manchester,  England 
I.  &  R.  Morley,  London,  England 
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READY-TO-WEAR 
GARMENTS 

The    Latest    in  Waist  Lines 
Black   and    White    Effects  Leading,  Plaid 

Taffetas  and  Messsalines  Taking  W^ell. 

BLACK  and  white,  and  white  and  black  combin- 
ations are  the  best  sellers  in  all  waist  lines.  Veil- 

ed effects  in  kimona  cut,  and  tailored  styles  devel- 
oped in  black  and  white,  and  white  and  black 

taffetas  and  messaliues,  have  done  well  for  holiday  sell- 
ing, and  the  same  class  of  waists,  but  with  fresh  touches, 

are  the  strongest  feature  of  the  new  lines  for  Sprin,; 
selling  now  in  course  of  preparation. 

There  is  a  big  demand  for  navy  blue  and  navy  blue 
chiffon,  for  the  time  being,  is  almost  off  the  market,  and 

the  waist  makers  are  securing  supplies  from  the  whole- 
sale houses.  Paisley  still  holds  good,  but  is  used  rather 

as  a  trimming  for  the  under  body  than  for  the  whole  body 
itself,  and  in  this  new  form,  and  in  the  more  subdue;! 
effects  is  expected  to  last  up  to  Easter. 

There  is  a  growing  demand  for  velvet  waists  made  uj) 
in  simple  kimono  styles,  with  either  the  small,  round  yoke 

and  high  collar  or  in  eoUarless  yoke  effects.  Manufactur- 
ers showing  waists  of  this  class  have  done  good  business 

with  them.  The  interest  in  satin-finished  silks  is  increas- 

ing, and  messalines  are  strongly  featured  for  Spring  sell- 
ing. 

Plaid  taft'etas  and  messalines  are  taking  well  in  tail- 
ored   models,    and    promise    to    sell    e\'en    better    than    n; 

present  for  the  coming  Spring.  New  York  is  showing 
plaid  chiffons  to  veil  satins  and  messalines,  and  blue 
chiffon  is  used  over  green  messaline  with  good  effect. 

Braidings,  pipings  and  strappings  and  small  buttons 
are  the  most  used  trimmings. 

A  very  fair  amount  of  business  has  been  done  on  white 
waists  for  Spring  selling.  Both  tailored  and  lingerie 

models  are  shown,  and  tailored  effects  promise  exceedingl3' 

well,  particularly  for  the  early  season.  All  fabrics  foi' 
tailored  models  are  very  sheer, — sheer  hand  embroidered 
handkerchief  linens  being  in  high  favor  with  the  exclusive 
trade.  Some  higlily  attractive  patterns  show  inlets  of 
motifs  of  Irish  crochet.  Though  plainly  tailored  styles 

are  the  vogue,  the  hand-made  effect,  which  is  the  style 
feature  of  the  new  lingerie  models,  is  also  a  feature  in 
tailored  models.  This  is  given  by  the  use  of  beading. 
Beading  is  used  down  each  side  of  the  front  pleat,  and 
in  some  cases  to  set  into  the  sleeves.  All  tailored  models 

produced  so  far  have  long  sleeves  in  shirt  style,  and  stiff 
collars  and  cuffs. 

Lingerie  waists  for  the  coming  season  approach  as 

nearly  as  possible  to  the  effect  of  hand-made,  French 
Avaists.  Two  or  three  laces  such  as  cotton  Maltese,  fine 
cotton  Torchons,  narrow  Venise  and  crochet  bands,  are 

combined  with  A^alenciennes  and  embriodered  motifs  in 
fine  blind  work.  To  complete  the  effect,  pin  tucks  and 
narrow  headings  are  used  to  put  in  sleeves,  and  to  attach 
the  collar,  where  the  neck  is  not  coUarless.  The  new 
sleeves  are  wonderfully  pretty,  and  most  bcoming,  as 
tliev  carrv  out  the  line  of  the  shoulder  and  arm.     Thev  are 

Lingerie  waists  shown  by  Star  Whitewcar  Co,.  Berlin,  Ont. 
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Would  It  Make 

You  Sore  ? 

Q  Did  you  ever  buy  a  line  of 

Children's  Dressesand  think  you 
had  some  "good  stuff"  until 
you  found  that  another  store, 
perhaps  not  half  a  block  from 
you,  had  goods  identically  the 
same  in  pattern,  color  and 
material  made  in  Dressing 
Sacques,  House  Jackets  and 
Wrappers  ? 

Q  And  didn't  you  feel  sore? 

Q  And  didn't  your  customers 
feel  still  worse  when  they  saw 
the  dresses  they  had  bought  for 

their  little  girls  exactly  duplicat- 

ed in  their  neighbor's  morning" kitchen  dresses  ? 

Q  This  couldn't  possibly  happen 
with   Home  &  Watts'  Dresses. 

Q  We  buy  patterns  exclusive  to 
us,  and  make  only  for  misses 
and  children,  and  have  no  short 
ends  left  from  wrappers,  etc.,  to 

be  worked  into  kiddies'  dresses. 

Q  No  mother  will  ever  be 
ashamed  of  a  Home  &  Watts 

dress  on  her  little  girl. 

Q  We  are  now  showing  a  fine 
range    of  samples    for    Spring. 

Q  Be  sure  you  see  them.  We'll take  a  chance  on  the  order  if 

you  only  see  the  goods. 

Home  <a  Watts 
LIMITED 

CHILDREN'S  and  MISSES" 
DRESS  SPECIALISTS 

DUNCAN    and    ADELAIDE    STREETS 

TORONTO 

made  in  three  leng'ths,  three-quarters,  to  turn  the  elbow, 
and  above  it.  The  cut  is  straight,  the  cuff  being  in  one 
with  the  sleeve,  and  numerous  pretty  trimming  ideas  a,vo 
used.  Some  sleeves  give  the  double  elTect  now  seen  in  the 
veiled  waists. 

Kimono  waists  in  lingerie  styles  are  the  latest  on  the 
market. 

Not  only  are  the  sheerest  of  lawns  used  for  whit.i 

washing  waists,  but  cotton  marquisettes,  voiles,  sheer 
handkerchief  linens,  dimities,  satin-striped  batistes,  and 

light-weight  madras  and  waistings  are  used. 

Dresses  an   Important    Line 
High  novelty  at  present  is  the  velvet  dress 

—  Gowns  of  Persian  Satin 

Dresses  are  a  big  line  in  the  ready-to-wear  depart- 
ments this  season.  Medium-priced  dresses  developed  in 

serge,  panama,  wool  poplin,  permo  and  other  simple 
weaves  have  been  and  are  decidedly  good  sellers.  The 
popular  style  has  a  fancy  yoke  of  lace  or  embroidered 
or   braided   net,    and   is   trimmed    with   bands    of   braided 

LiiiKerie    dress   shown    by   the    Star   Whitewear 

Company.   Berlin.    Onl. 

taffeta.  For  the  useful  dress  the  long  plain  sleeve  is 
favored,  but  as  a  rule  a  tub  of  trimming  extending  from 
the  yoke  brings  the  bodice  effect  into  harmony  with  the 
peasant  waist  idea.  Skirts  are  narrow,  but  not  too 
narrow  for  comfortable  wear,  and  pleated  effects  are 
shown  as  well  as  the  new  straight  flounce  effects. 
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THEY   LOST   A    JOB    BUT    FOUND 

A    BUSINESS 

(By  the  Advertising  Manager,  "The  Dry  Goods  Review.") 

THIS  is  a  story  of  two  ambitiou
s 

young  men. 

They  were  travelers,  selling  ladies' 
ready-to-wear 

garments. 

Th  e  y  be- 
lieved that  if 

they  learned 

the  art  of  de- 

signing gar- 
ments they 

would  be  bet- 
ter equipped 

to  sell  them — 
could   make 

more  money  for  their  firm,  and  earn 
more  for  themselves. 

Mr.  Phelps,  who  is  now  designing 

for  The  Home  Journal  Pattern  Co., 
New  York,  was  then  conducting  a 

school  for  designing  in  Toronto. 

The  two  young  men  referred  to  de- 
cided to  attend  his  school. 

That  decision  cost  them  their  jobs. 

It  landed  them  into  a  partnership, 
and  into  business  for  themselves. 

They  both  resigned  their  traveling 
positions,  and  the  firm  of  Livingston 

&  Scott,  skirt  specialists,  came  into 
being. 

It  is  very  much  in  existence  yet. 

They  started  out  with  the  deter- 
mination to  do  things  dififerently.  You 

know,  the  usual  practice  in  making 
.skirts  is  to  cut  a  pattern  for  one  size, 

and  by  a  system  of  grading  cut  every 

size  in  that  style  from  the  one  pat- 
tern. 

Mr.  Livingston  and  Mr.  Scott 

thought  there  was  a  better  way.  It 
cost  more,  and  it  was  greater  trouble 

to    cut   a   separate    pattern    for   every 

size  in  every  style,  but  it  was  the 
right  way.  Therefore,  they  decided  it 
would  be  their  way. 

The  result  was  what?  A  skirt  that 

fit  perfectly ;  that  looked  as  if  it  had 
been  made  for  the  woman  who  wore 

it.  In  a  word,  it  was  a  skirt  which 

had  the  proper  "hang,"  a  term,  the 
meaning  of  which  is  perfectly  clear  to 
every  woman. 

Now  these  young  men  commenced 
business  in  a  modest  way.  They  built 

a  factory,  almost  in  the  country.  At 

any  rate,  on  a  beautiful  quiet  street 
in  West  Toronto. 

The  factory  was  well-lighted,  well- 
ventilated,  and  the  fresh,  cool,  June 

breeze  brought  the  fragrance  of  bloom 
through  the  open  windows,  and  the 
workers  labored  (if  such  work  can  be 

called  labor)  under  almost  ideal  con- 
ditions. 

Naturally  the  product  of  such  a  fac- 
tory is  good. 

Their  belief  that  the  principle  upon 
which  they  worked  was  right,  was 
given  signal  and  unmistakable  proof. 

It  was  not  long  before  the  factory 
had  to  be  enlarged.    It  has  now  grown 

to  four  times  its 

original    c  a  p  a- 
city. 

The  writer  of 

this  sat  in  Mr. 

Scott's  office  re- 
cently and  was 

witness  to  an 

incident  charac- 
teristic of  the 

spirit  of  this 
business. 

An  order  had  been  received  after 

noon   for  a  skirt.     The  material  was 

of  a  special  quality,  not  in  stock.  A  man 
went  in  the  auto  down  town  to  buy  it, 

and  returned  about  3.30  p.m.  The  head 

designer  was  called  in,  and  was  hand- 
ed the  goods,  with  the  request  to  see 

that  a  skirt  in  a  certain  size  and  style 

was  made 
and  shipped 

before  the 

factory  closed 

at  6  o'clock. It  went, 

and  it  was 
made  right, 

too. 

There     are 

some     distin- 

guishing  fea- tures about  Livingston  &  Scott  skirts. 

Here  they  are : — 
The  goods  are  thoroughly  shrunk. 

They  are  cut  by  an  absolutely  sci- 
entific method. 

They  are  as  carefully  made  as  ex- 
pert workers  and  rigid  inspection  can 

produce. 
They  are  perfect  fit. 

The  shape  they  have  when  they 

leave  the  factory  is  the  one  that  stays 
with  them  till  the  end. 

It  would  seem  such  a  skirt  leaves 

little  to  be  desired,  either  from  the 

standpoint  of  the  woman  who  buys 

and   wears   it,   or  the  merchant   who 
sells  it. 

Livingston  &  Scott's  address  is 
Clendenan  Avenue,  Toronto. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SKIRTS 
The  only  skirts  with  the  no  sag  back. 
Are    easy    to    sell,    wear    well    and 

always  look  good. 

These     are     the     skirt:     you     want. 

OUR  SPECIAL  for  NOVEMBER 

$5^00 
No.  465.     Price, 

This    skirt  is   made  of  exceptional 

quality  all-wool   voile,  handsomely 
trimmed  with  silk  cording. 

M'rifi'  us  for  honklel 

Gardiner,  Foley  &  Co. 
24  Ryerson  Ave.  "nited  TorontO 

The  high  novelty  at  present  is  the  velvet  dress  and 
manufacturers  who  have  put  out  velvet  dresses  have 
done  well  with  them.  Velvet  tailored  dresses  and 
dressy  gowns  are  immensely  popular  in  the  States, 
where  what  may  bo  termed  a  vchct  season  is  now  in 

progress. 
K\ery  dci'artment  of  any  si/e  at  this  time  of  th(^ 

year  makes  a  sicciality  of  dressy  costumes  suitable  for 

evcn'ng  wear.  C  harming-  gowns  of  blue,  green  or  Per- 
son satin,  with  an  overdress  of  black  chifl'on  are  the 

latest  style  idea.  The  bodice  is  cut  in  kimona  shape 

and  is  richly  bra.'ded  or  embroidered,  and  a  trimm-nj 
band  to  match  draws  in  the  chiffon  tunic,  and  below  this 
band  appears  the  foundation  satin.  The  sleeves  just 
rca  h  below  the  elbow,  and  a  cuff  of  satin  added  to  the 
safn  lining  of  the  waist  gives  the  appearance  of  a 
double  sleeve. 

Tunic   dress   from    the   spring   range   of   the   Star 
Whitewear  Co.,   Berlin. 

More  dressy  gowns  are  developed  in  chiffon  in  white 

pale  ijlue,  pinl<,  and  canary.  One  pretty  model  seen  had 
the  bodice  pleated  below  a  gilt  braided  and  embroidered 

yoke,  and  the  skirt  veiled  with  a  pointed  tunic  caught 
at  the  sides  by  a  satin  rosette,  which  finished  a  folded 
band  that  gave  the  hobble  effect,  while  not  interfering  in 
any  way  with  free  movement.  This  model  had  the  round 
collarless  neck  and  the  sleeves  reached  only  half-way  to 
the  elbow. 

Many  handsome  costumes  of  black  voile  made  up 
over  taffeta  foundations  are  also  selling  and  handsome 
models  in  taffeta  and  messaline  are  also  selling. 
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Narrow  Skirts,  Peasant  Blouses,  Daring  Color  Combinations 
Retail  Displays  in  New  York  Confirm  Early  Predictions  for  Winter  — 
Spring  1911  Styles  Influenced  by  Present  Fashions  —  Kimona  Sleeves  a 
Feature  —  Indication   that   Separate  Skirt  and  Waist  Costume  will  be  Popular 

Staff   Correspondence. 

Office  of  The  Dry  Goods  Review, 
lUO  Broadwaj^, 

New  York,  October  31. 

TUE  lashiou  originators  always  briug  out  endless 
numbers  of  models  and  creations,  but  it  is  not 

what  they  briug  out  that  counts  with  the  Ameri- 
cans, but  it  is  what  the  American  women  will 

wear  that  decides  the  fashious.  Many  garments  are  made 

up  so  eai'ly  in  the  season  that  the  buyer  is  misled  into 
thinking  they  are  right  and  finds  to  his  dismay  a  month 
or  two  later  when  buying  is  actually  begun  in  the  retail 
departments  that  these  garments  are  not  really  the 
decided  styles. 

This  has  been  proven  in  the  case  with  the  "hobble" 
skirt  which  has  really  never  been  a  leading  fashion  with 
the  ultra  dressers.  It  was,  however,  extensively  taken  up 

by  the  Arderican  manufacturers.  The  result  has  been 
their  sudden  disappearance  and  very  few  were  shown  at 
the  recent  openings,  but  that  did  not  prevent  quantities 
of  them  being  exploited  in  America  during  the  early  Fall 
by  those  who  had  nothing  really  new  to  show,  but  made 
a  pretence  of  offering  styles  that  were  to  be.  The 

"hobble"  skirt  has  given  way  to  a  plain,  narrow,  tight 
skirt  that  really  enjoys  no  name  at  all.  It  is  exceedingly 
graceful,  however,  and  when  well  made,  very  smart. 

Many  of  these  skirts  omit  the  belts,  which  is  quite  a  new- 
departure  this  season  and  a  most  attractive  one  in  the 

extreme.  "Where  this  is  noted,  the  waistline  is  only 
slightly  raised  above  the  normal  waist,  and  not  high  like 
the  Empire  skirts  of  a  few  years  ago. 

Shorter  Length  Coat,  Plain  Skirt. 

The  formal  displays  of  imported  and  domestic  gowns, 

suits,  wraps,  blouses,  etc.,  have  recently  been  made  in  the 

New  York  shops.  Many  stores  employed  living  models 
which  was  an  advantage  to  the  lookers-on.  For  this 
winter  at  least,  Dame  Fashion  has  put  her  seal  on  the 

shorter  length  coats  and  the  scant,  plain  skirt.  The  favor 
has  also  been  accorded  the  one-piece  coat  dress  for  street 

wear.  There  is  a  return  to  the  old-fashioned  sailor 

shaped  collar  with  its  long  square  back  and  narrow  fronts. 

It  is  put  on  coats,  suits,  gowns  and  on  wraps  of  every 

variety.  Another  clever  act  is  to  make  it  of  black  silk 
or  satin  and  wear  it  over  a  white  blouse  or  dress. 

The  suits  noted  at  the  recent  fashionable  resorts  as 

well  as  at  all  the  openings  are  especially  interesting.  The 

most  remarkable  features  are  the  narrow  skirts  and  the 

continued  use  of  the  short  coat.  The  broad  sailor  shaped 

collars  with  the  very  wide  deep  revers  are  also  pleasing. 

The  collar  and  revers  are  characteristic  of  the  Direc- 

toire  modes  which  are  still  with  us  in  some  shape  or 

other.  All  coats  are  semi-fitted  and  boxy  in  effect.  Some 

of  the  more  dressy  ones  are  in  two-piece  effect,  called 

the  Empire  style.  These  models  are  usually  elaborated 

with  the  new  wide  flat  braids,  the  effect  of  the  Empir3 

often  stimulated,  instead  of  the  actual  cut.  The  regula- 
tion sleeves  are  the  most  popular,  although  in  the  fancy 

suit  coats  some  show  the  kimono  sleeves  and  seamless 

shoulder  effects.  In  this  case  the  three-quarter  sleeves 
are  noted. 

A  number  of  three-piece  suits  were  noted  at  the  open  ■ 
ings.  These  suits  were  mostly  among  the  foreign  collec- 

tion. One  particularly  striking  model  of  this  character 
was  made  up  in  velvet.  It  featured  a  kimono  blouse 
attached  to  the  skirt,  finished  at  the  waist  line  by  a  satin 
girdle.  The  jacket  was  in  a  bolero  or  Eton  jacket  effect, 
sleeveless.  This  is  not  expected  to  take  by  the  trade  in 
general,  but  as  a  novelty  it  is  interesting. 

Velvet  suits  were  in  the  lead  and  a  number  of  fancy 

striped  velvet  models  were  noted  made  up  in  plain  and 

braid  trimmed  styles.  Fur  trimmings  were  also  exten- 
sively featured,  being  used  to  border  the  skirts  at  the 

hem  and  to  trim  the  sleeves  and  collars. 

Fancy  mixtures,  cheviots,  homespuns,  and  canvas 

suitings  are  used  by  high-class  tailors,  but  velvets  are  in 
the  lead.  There  were  also  handsome  garments  made  up 

of  ratine  cloths  in  two-tone  effects.  Ratine,  however,  is 
mostly  employed  for  separate  coats.  Molton  cloth  is 
another  new  fabric  extensively  favored  for  coats.  Chamois 

cloth,  Donegal  tweeds,  double-faced  worsteds,  cheviots 
and  blanket  cloths  were  all  noted  in  the  motor  and  utility 
coats.  The  colors  ranged  from  white  to  black,  with  some 
attention  given  to  brown  and  red.  Aside  from  these  were 
attractive  models  in  blue,  dark  and  medium  shades,  dull 

and  bright  greens  and  biscuit. 

Novel  Designing  in  Separate  Coats. 

Separate  coats  are  enjoying  a  larger  vogue  this  seaso.i 
than  was  even  expected  they  would.  The  openings  show- 

ed splendid  collections  of  these  coats  in  the  new  fabrics 

and  styles.  Novel  designing  was  a  feature  not  overlook- 
ed in  the  making  up  of  the  separate  coats.  One  very  fas- 

cinating model  had  the  sleeve  and  shoulder  part  cut  in 
one  with  a  hood  that  could  be  worn  over  the  head  or  else 
down  at  the  back  as  a  decoration.  The  back  of  the  coat 

was  loosely  fitted  and  belted  in  at  the  natural  waist- 
line. The  front  was  in  double-breasted  style.  Buttoned 

onto  this  coat  at  the  bottom,  underneath,  was  a  bloomer 
skirt.  This  was  to  protect  the  dress  from  the  rain  or 

cold  when  driving  or  walking.  The  bloomer  skirt  is  eas- 

ily removed.  It  is  a  very  good  idea  and  one  that  is  ex- 
pected to  take  very  well. 

Many  satin  coats  and  wraps  were  noted  for  evening- 
wear.  This  is  an  indication  of  what  the  Spring  will 

bring.  A  large  Spring  season  is  anticipated  on  satins  of 
all  kinds.  Satin  wraps  are  shown  in  semi-tailored  models 
for  smart  street  wear,  and  in  full  dress  evening  effects  for 
evening  wear.  The  Empire  effects  are  prevalent  in  the 
latter  models.  The  sailor  shaped  or  draped  collars  are 

particularly  smart  in  the  satin  wraps.  The  kimono 
sleeves  are  featured  in  the  evening  capes  and  cape-wraps 
developed  in  satin.  Beautiful  embroideries  and  trimming 
help  to  make  them  attractive.  Hand.some  evening  wraps 

made  up  in  Oriental  colorings  are  rich  and  beautiful. 
Wonderful  brocades  embossed  in  velvet  or  printed  in 

pompadour  designs  and  velvet  inlaid  with  jewelled  pas- 
sementerie trimmings  are  all  rich. 

Elevation  of  Waist  Line. 

Skirts  are  always  taking  on  new  ideas,  and,  in  fact, 

the  skirts  are  the  most  puzzling  thing  in  styles  this 

season.     The  newest  feature  is  the  elevation  of  the  waist- 
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Correct  Dresses  at  Correct  Prices 

m.  mocf)  &  Co. 
4U51  mast  Utf)  Stveet  ̂ ^w  Work  dtp 

announce  to  tf)e  Canadian  ^vade  t!)at 
tb^p  will  move  about  Becembev  1st 

to  lavgev  and  move  commodious 
Quarters  at 

152^156  West  25tff  street 
wbeve  tbep  \viU  be  pleased  to  see  tbeiv 

Canadian  friends  wben  on 
tbeiv  buping  tvip  to 

Mew  Wovk 

Spring  Lines 
consisting  of  Silk,  Linen  and  Gingham  Dresses  at  popular  prices  ($3.75  to 

$20.00)  will  be  ready  about  November  15th. 

Canadian  buyers  will  be  made  to  teel    that  their  call  is  appreciated 
and  we    think    they    will    find    our   values  and    styles   interesting. 

Correct  Dresses  at  Correct  Prices 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 
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Laurentian 
Waists  and  White^vear 

Canada's      Leading      Line 

Lawn  Waists 
You  will  never  really  realize  what  appearance  and  finish  $9.00 
Lawn  Waists  can  have  until  you  see  the  Laurentian  Line. 

The  embroidered  effects  are  winners. 

The  Range  from  $6.50  to  $36.00  is  just  as  good. 

The  Mark  of  Quality  for  Whitewear, 
Blouses,  Hemmed  sheets  and Pillow  Slips. 

The  Laurentian  Cjoods  are  Noted  for  their 

rit,    Vvorkmanshi;^   ana     Value 

Laurentian  Whitewear 
The    new    Range    includes  all  that  is  good  in  new  styles  of 

Corset  Covers,  Drawers,  Combination  Garments  and 
Night  Gowns.     Special  lines  of  each  to  retail 

at  popular  prices. 

Laurentian  Ready-Made  Sheets  and 
Pillow  Slips 

All  sizes  and  qualities.     They  are  big  sellers.     Our  values  are 
the  best  shown  in  Canada.     Samples  will  prove  this. 

WAIT  FOR  THE  LAURENTIAN  MAN 

Enlarged  facilities  assure  prompt  deliveries 
of  early  orders. 

Get  on  our  calling 
list. 

STOCK       NOW       C;ARRIED       at      our      MONTREAL      OFFICE,      MARK      FISHER      BUILDING 

THE  DIAMOND  WHITEWEAR  CO. 
THREE  RIVERS,  QUEBEC LIMITED 

Toronto:     W.  H.  Piton.  F.mpire  Buildinsf.  Province  of  Ouebec:     J.  A.  Morin,  Satnple  Room.  130  St.  Joseph  Street.  Quebec. 
Montrea    and  ̂   astern  Ontario:    7.    P.  Benoit.  MnrU  Fisher  Bld^..  Montreal.  Maritime  Provinces:     Alex.  Burr.  St.  John.  N.B. 

British  C^olumbia  and   Northwest  Territories:- Geo.  Strachan  and  E.  L.  Burden. 

ricasc  mention   The  Rczicze  to    .  Idicrliscrs  and   Their  'J'rui'elers. 
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PuUan 
Garments 

are  Sellers 

Pullan 
Garments 

Fit  Perfectly 

PULLAN  GARMENTS 
Have  the  Style  and  Finish  to  Command  a   High  Price  From  Your  Customers 

NOVEMBER    promises  to    be  the  biggest  coat 
month  in  the  history  of  our  business. 

Labor  conditions  have  been  such  during  the  last 

forty-five  days  that  it  has  been  an  utter  impossi 
biHty  to  make  up  any  stock  coats. 

We  are  ready  NOW,  though,  to  give  you 
IMMEDIATE  DELIVERY:- A  large  quantity 

)f  our  best  sellers  in  Ladies'  Coats,  including 
the  two  lines  here  illustrated,  are  now  being 
put  through  our  factory. 

Coats 
to  fill  immediate  mail  requirements 

Have  you  tried  "Pullan  Garments"  this 
season?  Just  send  for  a  half  dozen  you'll 
w^ant  more  of  them  sure. 

1452 

New  Military  Coat 
made  in 

Fancy  Tweed     -  $7  50 
Beaver            -  7.75 
Kersey  -  8.50 
Broadcloth        -         9  50 

AH- wool  Diagonal    9.50 

Every  mail  brings  orders  for  these  popular 
garments.  You  may  have  them  with  the 
Double  Military  or  College  Collar  if  you 
prefer.  Send  for  a  few  sample  coats. 

You'll  sell  them  on  sight.  Why  not  handle 
garments  that  are  sellers  ? 

Pullan 
Building M.  Pullan  &  Sons 

Cor.  Bay  and  Wellington  Sts  ,  TORONTO 
AN  EXCLUSIVE  CLOAK,  SUIT  AND  SKIRT  HOUSE 

1450 

Heavy  Diagonal 
Weave — Mannish 

Effect.     $7.50 

A  leader  in  the 

popular  Grey 
Diagonal  Weave. 

Established 
1902 

Please  iiteiitioii   The  Rei'ie-a'  to   Ad':'ei'iisers  and  Tlicir  Trai'elcrs. 
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line.  This  is  tlie  revival  of  a  fashion  featured  a  few 

seasons  ajro.  It  is  in  direct  accord  witii  tiie  resuscita- 
tion of  Empire  styes  noted  in  outer  wear.  There  is  less 

e.xatrireration  in  the  height  of  the  waist  line,  however,  than 
formerly,  an  inch  above  the  natural  waist  line  being  the 
correct  height.  The  narrow  skirt  is  the  best  model,  and 
it  is  being  exploited  in  all  kinds  of  fabrics,  usually  witli 
a  foot  band,  eitiier  of  self  fabric  or  i>f  braid.  The  four 

gored  model  has  proven  popular.  Tiie  habit  back  styles 
are  in  the  greatest  demand.  For  the  se})arate  skirts  for 

general  use.  the  semi-rough  materials  are  in  pnncipal 
demand,  in  dark  blue,  brown,  dark  green,  and  gray,  also 
black.     Tlie  mi.xtures  are  most  desirable. 

Features  of  Season's  Gowns. 

On  most  of  the  gowns  this  season  there  is  a  lack  ot 
fullness  at  the  hem,  and  the  train  is  eliminated.  There 

is  a  gi'eat  deal  of  embroidery  noted,  done  in  soutache  on 
dresses,  botii  for  afternoon  and  evening  wear.  The  sou- 

tache is  combined  with  a  broad  silk  basket  braid  that  i"^ 

i|uite  effective.  It  is  put  on  tlie  front  of  skirts,  across 
the  hips  of  coats  to  simulate  pockets,  and  on  the  tops  of 

coats  to  form  a  yoke.     It  is  very  attractive  in  every  us^^. 
The  gown  which  fastens  up  the  front  or  back  is  in 

excellent  style.  It  has  undergone  some  changes  from 
last  year.  There  is  still  the  peasant  dress  witli  its  extra 
broad   waist   and   its  narrow   skirt. 

Separate  Skirt  and  Waist  Costume. 

If  the  fall  (lis]ilay  of  new  models  in  separate  waists 
is  any  indication,  the  separate  skirt  and  waist  costume 

is  going  to  be  popular  this  season  as  the  one-piece  gown 
now  so  much  in  vogue.  The  styles  are  very  good,  and  the 
smart  blouse  is  an  especially  welcome  addition  to  the 
wardrobe.  Never  before  were  the  styles  so  smart  or  jO 
varied  as  this  year.  The  kimono  sleeve  is  displayed  on 
nine  waists  out  of  ten.  The  materials  employed  for  tlie 

di-essy  models  comprise  lace,  net.  marquisette,  chiffon, 
chiffon  cloth,  fine  voile,  grenadine,  mounted  over  chiffon, 
Persian  silks,  China  silk,  and  striped  taffetas.  The  claim 
to  beauty  lies  in  the  pretty  veiling  of  the  materials  used 
for  foundations.  The  sleeves  of  almost  all  dressy  blouses 

are  short  or  three-quarter  length.  The  tailored  blouses 
in  plaided  and  striped  silks  have  made  their  appear- 

ance, and  are  generously  accepted.  The  materials  cut 

on  the  straight  are  newer  than  the  bias  cut.  There  is 
little  change  in  style  otherwise.  Straight  up  and  down 
pleats  prevail.  The  Gibson  tucks  are  seen,  also  the 
f)leated  yokes. 

A  number  of  Persian  blouses  made  of  gauze  or  chiffon, 
veiled,  are  shown.  The  fashion  of  wearing  a  colored 
overblouse  with  an  underslip  of  coarse  ecru  lace  or  thin 
linen  is  not  new,  but  it  has  been  developed  in  all  sorts 

of  attractive  fashions  during  the  past  season.  Mode's 
made  of  crepes  and  brocaded  silks  are  elaborately  dec- 

orated with  decorations  of  gold  thread  and  colored  em- 
broideries. The  u.se  of  porcelain  bead  trimming  on  elab 

orate    and    dressy  blouses  is   decidedly   new.     Black    and 

What  Would  You  Say  to 
This    Customer  ? 

See  page   144. 

MONEY  PRIZES  FOR  BEST  ANSWERS. 

white  etTects  are  strongly  featured  in  certain  of  the  senii- 

(Ire.-isy  models.  Velvets  and  velveteens  are  being  use! 
for  blouses,  also.  Tlie  sleeves  are  on  the  peasant  orde.- 
and  the  necks  low.  Embroidery  is  a  feature  of  thes;' 
waists  as  well   as  for  all   kinds  of  blouses. 

Children's  Dresses  for  Spring 
Increasing  Number  of  Merchants  Putting 

in  this  Department. 

Business  is  decidedly  good  in  children's  dresses.  Not 
only  are  makers  in  receipt  of  numerous  repeat  orders  for 
Fall  lines,  but  large  orders  are  being  booked  for  the  Spring 
season.  More  merchants  are  becoming  interested  in 

children's  dresses,  and  are  adding  this  line  to  their  gar- 
ment stock,  as  they  find  that  it  is  not  only  a  good  paying 

proposition,  but  its  presence  helps  to  keep  customers  at 
home  who  otherwise  would  patronize  the  mail  order  bus- 

iiiiess.  The  readjvinade  child's  dress  is  a  boon  to  mothers 
in  places  where  dressmakers  are  scarce,  and  if  they  can- 

not get  a  smart  little  dress  from  local  merchants,  they  are 

going  to  end  into  the  city  for  it. 
If  a  success  is  to  be  made  of  this  department,  it  is 

necessary  to  buy  right.  Not  only  must  styles  be  right, 
but  the  fabrics  also.  Manufacturers  of  fabrics  and  trim- 

mings make  special  lines  of  patterns  for  children 's  wear 
each  season,  and  it  is  these  specially  selected  materials 
that  must*  be  stocked  to  do  a  trade.  Even  though 
price  be  lower,  it  is  not  desirable  to  carry  dresses  made 
from  odd  lengths,  left  over  from  other  lines  of  garments. 

These  lines  are  all  right  for  special  purposes,  but  shoul.l 
not  form  by  any  means  the  bulk  of  a  stock. 

Specialty  houses  report  that  they  are  receiving  num- 
erous open  orders.  This  puts  more  responsibility  on  tho 

shoulders  of  the  manufacturer,  as  he  thus  stands  doubly 

behind  his  garment.  But  it  makes  for  a  better  depart  ■ 

ment,  as  it  means  that  the  newer  ideas  and  styles  ar;^ 
available. 

Novelty  is  a  .strong  selling  point  now-a-days,  and  as 
a  rule  when  numbers  are  sold  out  and  repeat  orders  hav:- 
to  be  sent  in,  the  manufacturer  should  be  allowed  to  re- 

place the  lines  sold  with  later  numbers  at.  the  same 

price. 

Coats   Selling   Well 
Tweed    and    Homespun    effects  —  Interest 

shown  in  soft,  rough  cloths. 

Coats  have  proved  better  sellers  than  even  the  man- 
ul'actuiers  thought  they  would,  though  due  to  weather 
Conditions  there  has  been  some  slackness  in  the  retail 

departments.  This  is  a  condition  that  cannot  continue 
long  for  owing  to  the  light  weight  fabrics  that  are  used 
for  dresses,  a  heavy  wrap  coat  is  a  necessity  in  every 
woman's  wardrobe. 

Tweed  and  homespun  effects  in  various  shades  of 
grey  are  the  big  sellers  with  diagonal  cheviots  in  navy 

a  good  second.  The  better  trade  is  beginning  to  show- 
interest  in  soft  rough  cloths  on  the  blanket  order.  These 
come  in  mixtures  and  have  the  outer  surface  plain  with 
a  striped  or  checked  backing.  Ratine  or  chinchilla  cloth 

is  al.so  being  taken  up  for  smart  coats.  Models  are  be- 
ing cut  on  looser  lines  and  many  belted  in  at  the  back 

styles    are    s-howing. 
City  stores  arc  showing  handsome  velour  richly 

trimmed  with  wide  braids. 
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Famous  for  their 
Fit,  Cut,  Style,  Hang  and  Finish 

■VT^ 

^ 

<U£ 

J£ LJtiiJk^ 

Yourself 

Do   you    realize,    Mr.  Merchant,  that  in  order  to    have 

Royal    Garments    when    your  customers    are   asking    for 

them,  you  must  place  your  requirements  now  ? 

The  demand  for  Royal  Garments  is  now  so  great    that 

we  must  have  your  order  in  early  to  enable  us  to    give    you 

good   delivery. 

» 

mi 

li m mi 

Garments 

No  use  for  you     to    ̂ vait    until  after  Christmas    and    then    ask 

us  to  ship  in  two     or  three    weeks,  nor  on    the  other    hand    is    it 

good    business    for    us     to    foster    the   impression    that  we   can 

oblige    you  when    we    know    jolly    well    it    would  be   impossible ; 

Bluntly    frank   we  will    admit,  but    a  fact    nevertheless. 

The  style  of  Royal  Garments  for  1911  will  be  absolutely  right. 

Don't    think  you    have    to    wait    until    you    know    all     about 
styles    for    next    summer    before  placing    your    order.     Place 

it    now    for    good    quantities.       We    will    do  the   rest,    and 

you    know    we   absolutely   guarantee   the  fit,    cut,   style,  /tS-'-i: 
hang    and    finish    of    Royal    Garments. 

Dresses 
No^v. 

The  McElroy  Manufacturing  Co.'y 
Limited 

47  Simce  Street,  TORONTO 

■  -^  ' ■•-^■'  ■ 

jkiLiU. 

::..■..•.■■■  ,>-X '.•  'fvitt 

Please  mention   The  Revieiii  to    Advertisers  and  Their  Travelers. 
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A  Page  for 

Salesladies 

Selling  Points 

Salesladies  are  never  at  a  loss  for  effective  sell- 

ing  points  when  showing  "Eclipse"'  goods.  They 
can  demonstrate  the  tastefulness  of  the  designs 

and  the  ajjpropriateness  of  the  trimmings.  They 

can  show  how  the  correctness  of  the  j^ropor- 
tions  assures  for  the  wearer  a  comfortable  and 

satisfactory  fit ;  "Eclipse"  garments  are  never 
skimped  in  length  or  size  to  make  them  super- 

ficially attractive  at  the  price  (|uoted.  The  high 

■  quality  of  all  cottons,  lawns,  nainsooks  and  trim- 

mings used  in  "Eclipse"  goods,  together  with  the 
excellent  workmanship  put  into  every  garment, 

makes  "Ecl'pse"  a  line  that  is  always  attractive 
and  p/ofitable  to  the  purchaser. 

More  Points 

"Eclipse  goods  in  themselves  furnish  the  most 
positive  proof  of  leadership  in  style  and  novelty 

without  showing  any  of  those  extremes  that 

transgress  good  taste.  There  is  something  to 

please  everyone  in  the  great  variety  of  the 

"Eclipse"  range  at  prices  to  suit  every  pocket 
book,  and  remember  this:  There  is  a  positive 

guarantee  of  good  workmanship  back  of  every 

"Eclipse"  garment. 

HicaS':    incnfion   7  !>r   A'i'7'c"a'   /■'■    .Idi'crtisciw   and   I'hcir   'f'rar'clrrs. 
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Mighty  Good  Business  for  YOU  next  Spring! 
If    you    will    fall    into    line    with    the    wise    ones    and    feature 

□ 

89 

ii 

Culture" pranb 
GOATS    and    SUITS 

From  every  part  of  the  Dominion  glowing  reports  are  to  hand  of  the  success 
achieved  by  those  retailers  who  have,  in  the  past,  featured  CULTURE 
BRAND    GARMENTS.     Are    you    c:mong    their  number  ?     If  not,  get  busy  ! 

"Culture"  Brand  has  gained  its  widespread  popularity  by  its  exclusive 
style,  excellent  cut  and  tailoring,  and  superiority  of    materials    and    finish. 

We  have  exceptional  facilities  for  giving  prompt  and  efficient  service, 
and  we  assist  the  retailer  with  forcible  selling  helps  in  the  way  of  folders  and 
other  advertising  matter. 

LOOK  OUT   FOR   OUR  LEADERS  IN   SPRING    STYLES! 

i\.     rN  C  iV     Jr  C3.LlirC     is  our  Dress  Department  in  which  we  are  having 
an  exceptionally  busy  time. 

We  are  making  up  in  Panamas,  Serges,  Voiles  and  Silks  at  popular 
prices,  ranging  from  $7.50  to  $25.00.     GET  DETAILS 

Our  Travellers 

are  on  the 

road. 

Ontario 

Cloak 
Company, 

Ltd. 

If  you  don't  get a  call  in  plenty 

of   time,    write 

us. 

Corner 
Adelaide 

and 

Spadina, 
Toronto 

The  home  of  CULTURE  BRAND  Cloaks  and  Suits. 

□ 
Please  mention   The  Reziezi'  to   Advertisers  and  Their   Travelers. 
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Talks  by  our  Star 
Salesman  on 

R lac  key  e ' '    Underskirts 
No.  4, 

We  positively  claim  that  the  "Blackeye"  is 
the  very  best  silk  mixture  underskirt  made 
(the  skirt  with  this  label): 

"Blackeye"  is  best  because  there  is  more 

good  pure  silk  in  it  than  any  other — the 

warp  of  "Blackeye"  is  all  pure  silk. 

The  filling  is  best  quality  cotton,  so  woven 

that  the  appearance  of  "Blackeye"  is  of  a 
fine  heavy  moire  silk. 

"Blackeye"  rustles  like  silk,  has  the  lustre 
of  silk,  but  is  much  more  durable  than  any 
silk  or  silk  mixture  manufactured. 

Every  skirt  is  guaranteed  not  to  cut,  neither 

split.  We  fully  guarantee  "Blackeye,"  and 
we  sew  this  guarantee  label   on   every  band. 

Get  "Blackeye"  from  any  wholesaler.  Tell 

your  customers  just  how  good  "Blackeye" 
is,  and  no  other  skirt  will  do. 

5   1 
i     \ 

^Mani^teaC 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Six 

Qualities 
in 

Colors 

VELVETS 
VELVETS 
VELVETS 

1  welve 

Qualities 
in 

Black 

Velvets  are  having  an 
exceptionally  strong 
demand,  and  Milliners 
cannot  afford  to  be 

without  good  assort- 
ment in  all  grades  re- 

quired for  the  season's 
styles. 

■■ 

Our   values   prove  this  to   be 

Tne    velvet  House 

THE  D.  McCALL  CO. 
WINNIPEG  MONTREAL  TORONTO OTTAWA 

QUEBEC 

u 

-El 

l-'liii^e   iiinitinii    I  hi    Rcz'icz\.'  tn    .Idz'Cytiscr.^   rnui    I'licv     I  yaiclcrs. 



Of  Interest  to  Canadian  Millinery  Trade 
What    Paris    Modistes   are     Bringing     out    for     Mid-winter  —  Description     of 
work    now    in    hand    by  Georgette,  Reboux,    Paul  Poiret    and    Marie    Louise. 

THE  iollowing'  information,  received  from  Kurz- 
man,  New  York,  with  reference  to  the  activi- 

ties of  Paris  millinery  modistes  should  be  of 
particular  interest  to  the  Canadian  trade  : 

Suzanne  Talbot — Is  working  on  black  velvet,  scarcely 
anything  else,  with  flat  ostrich,  wide  edges  laid  flat  on 
the  brim,  and  flat  ostrich,  (Plumes  Anglais)  in  white, 
chinchilla  color,  or  very,  very  pale  pastel  blue,  or  light 

sand  color.  She  has  two  hats  trimmed  with  white  para- 

dise— one  of  black  velvet,  the  other  of  hatters'  plush. 
She  uses  inse-rtion  and  lace  to  make  the  whole  shape  of 
the  hat  (in  silver  or  old  gold)  for  evening  wear  with 
black  stiff  aigrette  and  set  up  very  high  on  flat  crowns. 
She  does  not  use  so  much  skunk  any  more,  but  employs 
a  lot  of  chinchilla,  fox,  and  a  little  sable  for  edging. 

Kebou.x — Is  also  on  dark  colors  and  black  ;  her  hats 
are  more  simple  than  ever.  She  makes  bows  of  gros 
grain  (in  blaclc)  in  centre  of  large  fur  cocades  of  pekin, 
skunk,  etc.  Hor  new  shade  is  shown  ])articularly  in  a 
set  of  three  ostrich  plumes  of  absinthe  color  on  a  black 

hatters'  plush  hat  with  high  square  crown,  but  this  new 
color  will  not  prevail.  She  has  two  hats  made  of  black 
velvet  on  the  top  and  felt  facing  (one  white  and  the 
other  very  light  biscuit  color)  and  Suzanne  Talbot  is 

also  working  on  this  principal  in  a  few  instances.  Re- 
boux continues  to  make  large  bows  of  black  velvet  and 

piece  satin,  flat  in  the  front  of  the  hat  and  high  at  the 
back. 

Paul  Poiret — Is  mixing  white  satin,  white  fur,  white 
velvet  witli  black  velvet  and  fox  furs,  opossum  and 
chinchilla.  He  uses  ornaments,  embroidered  steel  witii 
large  cut  stones.  His  hats  aie  en  the  Empire  and 
Dircctoire  styles.  He  combines  also  a  deep  emerald 
green  or  light  brown  with  white  or  black  satin  piping, 

fur  edges  and  white  I'oses  ;ind  foliage. 

Marie  Louise  hats  are  trimmed  with  flowers  mosth', 
and  .some  with  Idack  satin  or  faille,  with  vivid  green, 

I'ed,  or  deep  yellow,  floral  designs  (somewhat  like 

Lavain's  styles).  She  is  now  working  on  tete  de  ncgrc. 
dark  browns,  loutre  velvet  hats.  Her  shapes  are  gen- 

erally flat,  but  the  brims  of  medium  size.  Two  nice  fur 
tocjucs  (one  sealskin,  the  other  sable)  arc  trimmed  with 

birds  with  wide  open  wings>  in  the  "butterfly"  effect.  She 
uses  apple  green  ribbon  on  one  large  black  panne  hat 
trimmed  with  three  black  ostrich  leathers  and  one  apple 
green  feather  standing  at  the  back  of  the  hat.  In  fact 

they  seem  to  use  ostrich  feathers  all  "up-right"  now 
except   Suzanne  Talbot  who  employs  them  laid  flat. <$> 

Cieorgette  is  using  ermine  mostly  without  the  black 
spots  ;  black  velvet  hats  with  white  ostrich  and  chin- 

chilla color  feathers.  Bruges  and  Duchess  Point  laces  are 
|)ut  on  black  velvet,  laid  flat,  partly  on  the  crown  and 
partly  on  the  brim.  Georgette  works  principally  on 
brown  and  loutre  velvet  shades.  One  of  these  hats  is 

trimmed  with  '"aixloise"  ostrich  feathers,  very  fluify  and 
curly  ;  it  is  a  peculiar  combination,  but  looks  extremely 
stylish. 

<$> 

The  "demi-saison"  hats  are  nearly  all  made  of  black 
Alenceon  net  and  black  velvet.  At  the  races  quite  a 
number  of  all  black  hats  with  ostrich  and  a  lot  of  bows 

and  cocades  of  fur,  skunk,  mink,  or  sable  and  satin 
turbans  with  paradise  puffs.  It  seems  there  is  nothing 
to  supersede  black  velvet,  with  white  lace  and  fur  (skunk 
and  chinchilla  principally)  as  nine  out  of  ten  are  made 

that  way,  or  black  and  white,  the  style  was  on  large 

flat  hats  in  the  "montespan"  or  "Bretton"  effect.  Er- 
mine Russian  turbans  with  black  aigrette  or  skunk. 

"Bonnet  Granadier"  and  white  stiff  aigrette  in  front  and 
at  the  sides  were  to  be  seen,  but  not  numerous  on  ac- 

count of  the  fine  and  warm,  and  rather  unseasonable 
weather.  Ostrich  continues  to  play  the  most  prominent 
part  in  the  trimming,  mostly  in  white,  cream,  very 
light  tan,  mushroom  color,  mastic  (putty),  tiquetees 
(speckled  or  spotted)  black  and  white  are  used  when 
chinchilla  feathers  are  not  employed.  The  only  other 
colors  to  be  seen  were  dark  magenta,  very  dark  peacock 

blues,  and  dark  navy — in  short  everything  was  black  or 
dark  colors,  mostly  trimmed  with  white.  Steel  or  gold 
cordelieres  or  bands  of  metal  embroidery  with  or  with- 

out tassels  are  used  a  lot  on  black  velvet  hats.  Also 
some  cocades  and  small  pleated  bows  of  white  or  ecru 
lace  on  black  velvet.  Bruges,  Brussels,  Irish,  Alenceon 
laces  and  insertionsi  are  used,  posed  flat  on  the  velvet, 

on  the  brim,  all  around,  or  around  the  crown.  A  few- 
white  wings  with  "degrade"  (natural  color)  were  to  be 
seen.  Paul  Poiret's  Bonnet  Nicholas  is  made  of  white 
taffeta  or  mousseline  de  sole  covered  with  thick  Irish  all- 
over  and  skunk. 

AVorn   at   the   Toronto   Hunt   Club   gymkanna.   showing   the 
vogue   of   velvet  and  fur.    The   right   hand  model 

shows   the   new   straight  narrow   skirt. 



Paris    Comes    Out    in    Oriental    Colors    at    Longchamps 
Straight  Lines  Have  Replaced  Hobble  Effect  in  Skirts  —  Gorgeous  Laces 
of  Gold  and  Silver  ---  Velvets  and  Satins  in  Black  and  Colors,  With 

Black  ---  Universal    Use    of  Fur  as    Trimming.  Particularly  Ermine. 
Stall    Coi  respondencc. 

T 
Paris.  Fraiuo.  »Ht.  21. 

iHF^  Longchamps  races  held  recently,  drew  a 

hii;-  crowd  of  sinari  society  people  wiio  were  so 
Miiicli  interested  in  viewing  the  new  autuni'. 

iiowns  tiiat  they  paid  little  heed  lo  the  sporting 

events  on  tlie  proi;rauune.  The  pa  Iduck  was  crowded 

with  ladies  anxious  to  show  their  new  costumes,  and 

to  see  what  tiieir  friends  wei'e  wearini;,  and  holli  men 
and  women  were  so  interested  in  the  sensational  ne.\ 

iiowns  which  the  mannecinins  ftoni  the  leadinii  model 

houses  were  wearing-  that  llit'\  spent  the  greatei-  ])art  of 
the  time  walkins;  up  and  down  the  pad(k)ck  where  these 

were  promenadin;;'.  so  that  those  interested  in  the  new 

styles  had  a  specially  lihoiI  iipportmiit>-  lor  makinii-  (djser- 
vations. 

There  is  a  iiiily  Oriental  note  in  this  season's  fashions 
and  they  show  all  the  richness  and  Inxniy  of  the  East. 
Hut  it  is  the  Kast  of  the  i)ast  that  is  copied  in  their  dim 

sjdendor.      Hicli    velvets   and   heavy   satins  arc   the   leading 

fabrics.  ■,\\\^\  the  trininiinus  are  unusually  ji'orgeous.  Lace-; 
of  uold  and  silver,  i)ead-\\(irk  and  jew'eled  embroideries. 
as  well  as  rich  furs,  are  used  together  in  almost  barbaric 

prot'iision.  This  riclmess.  Imwevei',  is  hainlled  with  sucn 
artistic  skill  that  the  elfect  is  quite  sidxlued.  The  \elvets 

and  satins  ari'  in   black,  white  or  didl  tones  of  color,  and 

New  hiffh  'A^aisted  straight  skirted  one-piece  dress. 
The  material  is  white  velvet,  witli  pencil  stripe  in 
black.  The  band  and  collar  is  of  black  velvet,  and 
tlie  fur  trimmings  on  hat.  dress  and  muff   of    opossum. 

Rich     gown    of    black  velvet,   with    deep    band 
fichu   and   cuffs  of   ermine. 

where  white  is  used,  its  effect  is  lessened  hy  combining 

il  with  black  or  dr.rk  ('(d(n-s.  The  metallic  laces  are  dull 

and  antique  in  linish  and  appearance.  When  vivid  colors, 

rich-toned  embroideries,  or  striking  striped,  checked  or 

printed  patterns  are  u.sed,  they  are  toned  down  to  match 

the  general  effect  by  veiling  fabrics. 

Band  Trimmings  at  Foot  of  Skirts. 

Though  the  "hobble"  ett'ect  in  skirts  is  completely 
dead,  band  trimmings  around  the  foot  are  extremelv 

fashionable.  Skirts  are  scani  and  straight,  but  are  of  a 

much  more  reasonable  width  than  ihey  were  a  month  or 

two  ago.  Sonic  of  the  new  skirts  ha\e  a  kind  of  nndei'- 
>kirt    which  shows  at    the  opening  at    the  side  of  the  two- 
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l)ie('('.  tunic-like  ovei-sivirt.  Another  new  skirt  lias  a  wide 

pleat  at  the  back  that  is  appai'ently  tied  ba(d<  in  the  old 
pnll-hack   fashion. 

Much  Combining  of  Fabrics. 

\'elvet.  fur.  and  niousseline  or  gauxe  are  the  fashion- 
able combinations,  and  velvet  and  mousseline  gowns  trim- 

med with  fur  wei-e  iniiversally  worn  at  Longchamps  in 
spite  of  the  fact  that  the  sun  was  as  bi'ight  and  as  hot 
as  it  is  in  July.  There  was  great  use  made  of  fancy  vel- 

vets and  particularly  striking  were  the  gowns  of  white 

velvet  with  hair-line  stripes  of  black.  The  upper  part  of 
the  gown,  as  a  rule,  was  of  this  striped  velvet,  a  band  of 
black  velvet  being  used  around  the  foot ;  other  trimmings 

on  these  gowns  are  beads,  mousseline  and  fur. 
Combinations  of  black  and  white  and  white  and  black 

iiave  not  lost  one  particle  of  their  vogue,  and  ne.xt  black 

and  white  in  fashionable  favor  comes  navy  and  white. 

Navy  blue  is  also  combined  with  black  and  with  deej) 

shades  of  King's  blue,  Nattier  and  lavender  blues.  Very 
dark  brown,  almost  blacdv,  is  another  color  used  in  com- 

bination with  black.  Striped  velvets  in  these  combina- 
tions are  decidedly  new  and  fashionable.  Changeable 

two  tones  are  being  introduced,  the  pile  of  the  velvet  of 

iilack  and  the  backing  of  color.  Velvet  stripes  and  figures 

are  applied  to  niousseline.  The  velvet  stripes  are  arrang- 

ed with  a  nariow  stripe  of  rausseline  between  giving  some- 
what of  a  ribbed  or  corduroy  etfect. 

Taupe  is  again  a  favored  coloi-,  and  is  almost  invai'i- 
ably  combined  with  black.  This  color  is  shaded  witli 

different  color  reflections,  thus  there  is  a  pinkish  taupi' 

which  is  called  rose  taujie,  ninu\"r  taujie  and  a  tilleui 
shade  which  is  also  fashionable.  A  very  original  com- 

bination was  a  cloak  of  taupe  satin  feutriere  ti'initned 
with    niusselir.e   de   soie   of   the   same   shade   and    seal,   th.' 

cuffs,  colhu-  and  the  band  at  the  bottom  of  the  cloak 
being  of  this  fur.  This  cloak  was  worn  over  a  black 

velvet  and  blue  satin  striped  gown,  with  a  slashed  skii-i 
•showing  at  the  side  a  blue  satin  underskirt,  and  having 
a  row  of  black  buttons  down  each  side  of  the  overskirt. 

Pearl  grey  ratine  was  often  seen  combined  with  black 

velvet,  but  the  coloi-  novelty  was  a  new  shade  of  jxnne- 

granate  i-ed. 
■Many  of  the  vidvet  gowns  have  tunics  of  mousseline. 

bordered  with  dull  metal  lace.  White  gauze  encrusted 

with  Venise  is  used  on  black  velvet,  and  ermine  band.- 

aie  a  very  favored  ti'imming. 

Ermine,  Mole,  Skunk  and  Chinchilla. 

Krmine  is  in  extraordinary  vogue,  and  there  seems  lo 
be  no  limit  set  to  the  amount  of  this  fur  used  as  trim- 

ming. One  of  the  gowns  illustrated  has  the  deep  hem  on 

the  skirt,  bretelles  and  cuifs  of  the  royal  fur.  With  this 

costume  a  broad  scarf  of  velvet  was  woi-n.  The  gown 
was  of  black  velvet  and  the  vest  was  of  white  cloth 

striped  with  silver.  Ermine  is  also  frequently  combine  i 

with  other  furs,  and  a  new  idea  is  to  use  it  without  spots 

or  tails  in  the  body  of  the  garment,  but  with  a  border  of 

the  fur  with  tails  used  as  a  trimming  around  the  edge  ■>!' 
the  cape  oi'  stole,  and  around  the  vd'^v  of  the  new,  sipunv" niulf. 

Mole  or  taupe  fur  was  \-ery  much  Avoru  both  as  a 
trimming  fur  nn  suits  of  black  velvet  or  satin  or  o.i 

gowns  of  taupe  \-elvet.  The  \ery  many  scarfs  of  this  fui' 
combined  with  mousseline  of  the  same  color,  and  with 

lai'ge  niutfs  to  match,  give  evidence  of  the  fact  that  this 

fur  is  rapidly  returning  tn  favor. 

Try  Our  Mail  Order  System 

Millinery  Goods 
in  Demand 

The  Scarce  Lines  that  you  want 

Immediate  and  accurate  filling  of  orders  has  placed  us  first  with 

the   Milliners  who   know  the   stock  we  carry  and  our  system. 

Mail  orders  our 
especial  hobby. 

LIMITED 

St.  John.  N.B. 
Halifax,  lis. 

Please  mention   The  Rei'iezi'  to   Adirrtisers  and  Their  Travelers. 
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MILL  SELLING  AGENTS  -  and  -  IMPORTERS 

100  Wellington  Street  West,  Toronto 

You    cannot  wisely 

purchase    your 

Ribbed 
Underwear 

for  Women  and  Misses 

FOR  SPRING,  1911 

until  you   have  seen 

Vescent  (^ 
Brand 

and 

^^umfy-Cut 
Manufactured  b\ 

S.  Lennard  &  Sons 
DUNDAS,  ONT. 

which  are  now  complete  and  in  hands  of 

our  ag-ents  who  will  soon  be  with  you. 

You  want  the  best  fa/ue  to 

be  had  when  purchasing 

Hosiery,  Gloves 
and  Half  Hose 
FOR  SPRING,  1911 
WE    OFFER    YOU    OUR 

Queen  Qua/iji/ 

Cotton,  Lisle,  Silk,  Lace 
and   Fancy   Hosiery  for 

Women 

AND 

Cotton,  Lisle,  Silk,  Fancy 
and  Lace  Half  Hose  for 

Men 
and  solicit   your  orders  purely  on  the 
basis  of        VALUE 

and  ask   you  to   study    your    interests 

by  seeing   these  goods  before  buying". 

Richard  L.  Baker  &  Co. Toronto 

I'lcasc   mention   llic  /\'fric'^'  lo     .  Id:  (TIluts  oikI    I  heir   1  rovclcrs. 
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Why  Prices  are   Very   Firm 
Raw  Material  Situation  Not  at  all  Reassuring, 

but    Mills    are    Busy. 

THE  most  serious  cloud  on  the  horizon,  so  far  as 
the  knit  goods  manufacturer  is  concerned  is  the 
uncertainty  with  regard  to  cotton  prices.  The 

arrival  of  the  time  when  manufacturers  gener- 
ally enter  the  market  to  obtain  supplies  of  raw  material 

in  any  considerable  quantity  sees  little  likelihood  that 
prices  are  gomg  to  be  available  on  as  favorable  a  basis 
as  the  same  time  last  year.  Even  then,  the  prices  were 
in  the  vicinity  of  fourteen  and  fifteen  cents  and  the  fact 
that  the  present  season  sees  no  decline  but  must  include 

higher  cost  of  production,  appears  to  be  good  ground 
for  the  statement  that  manufacturers  this  season  may 
make  less  out  of  their  product  than  they  did  last  year. 
There  is  also  keener  competition  to  be  considered.  Of 

course,  increased  demand  is  going  to  bring  up  the  aver- 
age, but  there  is  not  much  comfort  in  the  thought  that 

this  increase  must,  to  some  extent,  be  regarded  as  an 
offset  rather  than  a  margin. 

® 

The  Cotton  Situation. 

"The  cotton  market  is  nothing  by  itself,"  said  a 
manufacturer.  "If  the  country  is  in  pretty  good  condi- 

tion, the  people  able  to  buy,  and  merchants  ordering 
well  in  advance  in  consequence,  cotton  prices  are  going 
to  be  high  where  the  supply  of  raw  material  is  limited. 
Coupled  with  this  is  the  great  variety  of  uses  to  which 

cotton  is  put  at  the  present  time,  and  this  helps  an  ac- 
tive market.  If,  on  the  other  hand,  the  country  is  go- 
ing to  run  into  a  bad  spell,  cotton  must  be  easier. 

Canada  is  now  in  a  prosperous  condition  and  there  ap- 
pear.s  to  be  little  in  prospect  that  would  cause  curtail- 

ment of  the  demand  from  the  consumer. 

"It  is  quite  likely  that  the  movement  in  cotton,  oa 
the  whole,  will  be  such  as  to  hold  prices  at  high  levels 
and  with  few  of  those  fluctuations  which  enabled  some 

buyers  last  year  to  place  orders  to  advantage.  The  sit- 
uation is  such  that  the  buyer  of  raw  material  is  pretty 

much  at  the  mercy  of  the  speculator  and  while  some  of 
the  yam  spinners  are  taking  orders  at  easier  prices  than 
others,  there  has  been  considerable  curtailment,  and  it 
is  quite  evident  that  all  prices  will  be  based  on  careful 
estimates  of  the  future.  It  is^  this  which  is  responsible 
for  a  tendency  to  buy  from  hand  to  mouth.  The  heavy 
demand  for  sweater  coats  and  the  fact  that  worsted 

fabrics  are  still  much  worn,  is  responsible  for  steady 
prices  in  the  required  woolen  yarns. 

To  the  retailer,  these  statements  emphasize  the  fact, 

that,  with  prices'  of  all  materials  high,  and  cost  of  pro- 
duction increasing,  any  liklihood  of  improvement  in 

values  is   very  remote. 

That  this  fact  is  fully  realized  is  evident  from  the 
volume  of  orders  which  manufacturers  have  received  for 

Spring.  The  trade  is  evidently  aware  that  it  can  no 
longer  expect  to  benefit  from  any  condition  which  enabled 
the  manufacturer  to  stay  the  approach  of  higher  prices 
as  is  the  case  in  the  woolen  fabric  market.  The  fact 
that  the  United  States  buyers  are  now  in  the  market  as 

sellers  of  surplus  stocks  of  wool,  may  be  taken  as  in- 
dicating that,  when  things  swing  back  to  normal,  prices 

are  not  going  to  improve. 
The  present  situation  is  such  that  the  manufacturer 

has  little  inclination  to  be  speculative  with  regard  to 
l^robable  requirements. 

® 

West  IS  a  Good  Buyer. 

Manufacturers  and  whole.salers  have  their  Si)ring 
order  for  underwear  well  in  hand,  and  already  samples 
for  next  Fall  are  being  con.sidored.  The  west  has  boon 

an  exceptionally  good  market.  While  the  country  de- 
mand is  identified  by  the  usual  movement  in  heavy- 

weights, there  is  evident  an  increasing  call,  even  from 
isolated  districts  for  the  medium  weights  and  slightly 
better  values'.  From  the  mining  districts,  for  example, 
where  cold  weather  would  seem  to  cause  a  demand  for 

the  heavier  lines,  large  quantities  of  medium  and  light- 
weights are  sold,  but  in  better  grades.  This  fact  indi- 

cates that  in  these  districts  there  are  those  who  appre- 
ciate and  who  can  pay  for  the  kind  of  garments  which 

while  not  heavy,  gives  the  amount  of  warmth  desired 
for  the  kind  of  work  they  are  engaged  in. 

Range  of  Fancy  Knit  Goods 
Sweater   Coats,  Neckwear,  Caps,  Mittens, 

Shawls  —  Demands    for    Auto    Wear. 

The  consequences  of  lack  of  foresight  in  placing  Fall 
icquirements  of  .sweater  coats  will  act  as  a  somewhat 

emphatic  warning  to  those  buyers  who  have  been  inclin- 
ed to  hold  off  for  Spring  expecting  to  have  their  order- 

filled  immediately  they  enter  the  market.  Manufacturers 
report  that  the  demand  for  these  goods  continues  to 
increase,  and  that  next  season  with  its  ])lacing  and  sort- 

ing business  will  see  a  very  remarkable  growth.  Fall 
retail  business  in.  these  garments  has  been  enormous. 
Not  only  has  the  Autumn  athletic  season  enlivened  the 
demand,  but  sweater  coats  are  now  worn  for  purposes 

to  which  they  have  never  formerly  been  extensively  a))- 
plied,  if  at  all.  Their  adaptability  has  in  fact  been  one 
reason  for  their  strong  popularity,  and  buyers  advance 
the  suggestion  that  their  use  fits  in  particularly  well 
with  the  growing  tendency  among  men  in  the  cities  to 
wear  lightweight  undergarments  all  the  ye'ar  round. 
Added  to  this  their  fitting  and  styles  qualities,  to  say 
nothing  of  permanency  of  shape  possible,  have  also 
played  a  very  considerable  part.  These  are  selling 
points  with  which  the  retailer  must  be  familiar. 

For  ladies'  wear  white  is  the  very  strong  color,  al- 
though  greys,   browns,   blues   and   reds   are   also    figuring 
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It's  the  DYE  that 
Makes  the  Stocking 
Xo  matter  how    fine   the  fabric — poor 
dyes  make  them  worse  than  useless. 

Dye  fastness  and    purity    is     the    first 

essential    to    stocking-    goodness — par- 
ticularly if  the  stocking  is  Black- 

The    signature    of  LOUIS    HERMS- 

DORF,    on    the  toe,   is   "the    world's 

witness  of  dye  perfection.  ' 
It's     a    GUARANTEE     that's    been 
accepted   by  merchants,    manufacturers 
and  consumers  the  world  over  for  more 

than  twenty  years. 

Let    ALL    your    black    stockings    be 
HERMSDORF     DYED-and    dis- 

pense absolutely  with  complaints    and 
come-backs. 

This  signature  is  on  every  toe — it's 
The   Name  That  Sells   the    Stocking 

WORKS  : 
Chemnitz,  Saxony. 

AMERICAN  BUREAU  : 

235  W.  39th  St.,  New  York 

W«  supply  boolcleta.  cuts,  Ahowcards  and  helpful  rdvertisin^  suffges- 
tiorsFRtEto  Hcmsdorf  merchants.     Write  us. 

in  the  demand.  In  nu-n'.s  lines,  grey  with  blue  or  red 
trimmings  ha.s  sold  particularly  well.  I'lain  elTccts  have 
always  been  very  grood,  and  an  elaboration  in  trimming: 

or  pattern  does  not  select  anything-  tfiat  is  dangerously 
uniiiue.  The  general  purpose  to  which  the  coats  are  fin 
ally  put  has  discouraged  any  very  serious  attempt  at 

ultra  elTects,  although  something  dift'erent  in  the  stitch 
seems   to  be  always  as  welcome  as  it   is  i)ossible. 

The  Christmas  season  is  serving  to  emphasize  the 

great  variety  of  so-called  fancy  lines,  such  as  knitted 
wraps  for  automobile  wear,  ties,  mufflers,  gloves,  child- 

ren's lines,  and  ditYerent  kinds  of  headwear.  It  is  a  fact 
that  manufacturers  are  coming  as  near  as  possible  to 

the  production  of  the  ,most  complete  head  to  foot  equip- 
ment possible  m  knitted  goods.  A  list  of  knitted  acces- 

sories for  automobile  wear,  for  example,  includes  knitted 
hoods,  done  in  fancy  stitch  and  with  soft,  downy  Ijning, 

long,  special  weight  coats,  mitts  or  gloves  which  '.  come 
well    up   over    the    sleeve   ends,    and   finally   large  knitted 

Novelty  knitted  hood  for  motor    wear    in    fancy.  Honeycomb 
weave       Shown  by  Boyd,  Bruniniell  &    Co.,    Toronto. 

boots  with  fleecy  lining  into  which  the  feet,  shoes  and 

all  may  be  placed.  To  this  may  be  added — or  substi- 
tuted— a  knitted  shawl  or  scarf.  The  word  now  comes 

from  Paris  that  even  in  men's  wear,  the  knitted  cap  has 
become  a  favorite  article  of  wear  for  motoring.  With 

the  growing  popularity  of  the  auto  in  Canada,  these  caps 
will  make  a  bid  for  recognition  in  this  country  also. 
These  things  but  indicate  the  great  possibilities  in 

knitted  lines  from  the  manufacturei's,  importer's  and 
retailer's  point  of  view. 

A  very  pretty  little  ice-wool  scarf  shown  is  about 
three  yards  long  and  twelve  inches  wide,  very  open  and 
lacy  in  design  and  having  the  ,special  feature  of  a  silk 

fringe.  Each  end  of  the  scarf  was  knit  of  wood-silk, 
without  perceptible  break  between  it  and  the  wool,  and 
about  eight  inches  deep,  the  fringe  adding  four  or  five 
inches  more.  The  silk  part  was  in  delicate  shades  of 
blue,  pink  or  mauve,  the  scarf  proper  in  white,  making 
an  unusually  dainty  little  accessory  for  evening  wear. 

While  in  some  quarters  it  is  stated  that  knitted 
neckwear  for  men  has  passed  out,  in  others  it  is  stated 
with  equal  emphasis  that  there  is  still  a  strong  demand 
for  finer  qualities  which  answer  all  the  reiquirements  of 
the  close-folding  collars. 

There  is  a  growing  demand  for  infants'  knitted  outer 
garments,  mittens,  hoods  and  caps,  and  some  stores  are 

making  these  a  very  strong  feature  of  their  exclusive 

children's  department. 
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Your  Xmas  Trade  Will  Be  Booming; 
if  you  have  fallen  in  line  with 

the  wise  retailers,  and  are 

featuring-  the 

BRADLEY 

Full- Fashloned 

MUFFLER 
W^ITH   THE    V   SHAPED 

NECK 

(The  part  that  fits) 

'^^^S"" 
^rr"'''--^ 

To  boost  your  "Bradley"  sales  still  further  this  Christmastide, 
we  are  putting  up  each  Muffler  in  a  most  attractive  box,  as 
illustrated,  which  makes  it  a  still  more  acceptable  gift. 

Be  sure  and  feature  the  '"Bradley" — the  only  muffler  which  fits 
perfectly,  and  will  not  wrinkle  up  on  the  neck.  We,  moreover, 
protect  your  profits  stipulating  that  the  Bradley  muffler  must 
not  be  retailed  for  less  than  50  cents. 

The  V-Feature  of  the  "Bradley"  is  fully  protected  by  patents. 
Don't  delay!     Send  your  order  along  to-day. 

Monarch  Knitting  Company,  Ltd 

Dunnvllle, 
Ont. 

St.  Catharines, 
Ont. 

Buffalo,  N.Y. 

Please  iiientioii   The  Reviezc  to   Advertisers  and  Their  Travelers 
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fiumfif -  f>,ut 
Canadian    Women    know,    nowadays, 

as  much  about  this  new  idea  in  under- 

wear   as    their    American    cousins,    because    they    have    read     of    its    merits  in 
the 

Fashion  Journals, 

and   Woman's 

Ladies'  Home  Journal 

Home  Companion. 

customers   everyday 

"Cumfy-Cut"    is    the 

wearer    perfect    com- 
"can't-slip"    shoulder    straps, 

must  increase  enormously.     Are 

And    since   more 

are    realizing    that 

only  vest  that  gives  the 

fort,  because  of  its  patented 

the  demand   for    "Cumfy-Cut 

you  ready  to  meet  this  demand? 

We    have   the  exclusive  right  to  make  "Cumfy-Cut"  in  this  country,  and 

we  guarantee  every  garment.      Wait  for    our    traveller !  Feature 

"Cumfy-Cut"  with  the  "Cumfy-Cut"  Tag,  and  refuse  substitutes. 

There  are  imitations  on  the  market,  so  beware  ! 

Put   "Cumfy-Cut"  in  stock,  and  take 

Made  only  in  Canada  by  advantage      of    thoSC     Casy,  Sole  Selling  Agents 

S.  LENNARD  &  SONS,         steady    profits    you  R.  L.  BAKER  &  CO. 

Dundas,  have  often  dreamt  of  100  Wellington  St.  W. 
Ontario Toronto 

Please   mention   The  Revieic  to     Advertisers  and  Their  TravcJe. 
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Foresight 
leads 
to 

Fortune! 

.The       ILfc-T 

Your  profit  anticipations  will  become 

realizations  if  you  show  foresight  by  ordering 

a  full  range  of  the  famous 

OXFORD 
Underwear 

for  your  next  summer's  trade. 
We  only  employ  the  most  perfect  yarns  and  up- 

to-date  machinery,  and  our  garments  will  be  found 

perfect  in  fit,  finish  and  comfort,  and  very  durable. 

Here  are  some  of  our  specialties  : 

FOR   LADIES 

Swiss    Ribbed 

Vests   and   Com- 

binations,   "Ilet" or  Birdseye— elastic 

and  porous. 

"Interl^k^ 
Velvet  Knit 

Patented  Feb.  1 6th.    1909 

FOR   MEN 

Combinations  and 

Two- Piece    Suits 

m  balbriggans,  in  ecru, 

white,  salmon  and  blue. 

Drop  us  a  card  if 

you  don't  get  a  call. 

The  OXFORD 

KNITTING  CO.,  Ltd. 

Woodstock,  Ont. 

Lisle  for  Winter  Hosiery 
In  Some  Quarters   the   Demand   Doubles 
Each  Season     Dainty  Effects  Predominate 

hi  ladies'  hosiery,  whilC'  the  countiy  trade  takes 
la.-haicrcs  and  woolens  in  medium  to  heavy  weight  to  a 
very  great  extent  for  winter,  the  city  trade  takes  more 
lisle  every  year  for  Winter  wear.  In  some  quarters,  it 

is  reported  that  the  output  ol'  lisle  doubles  season  by 
season  lor  Winter  trade.  The  three-for-a-dollar  quality 
is  the  best  seller,  but  other  lines  run  well.  Gauze  lisle 

runs  for  evening  wear  only  just  now,  but  silk  and  silk 
with  lisle  top  and  foot  are  both  good.  A  remarkable 
value  comes  in  the  latter,  a  fine  silk  of  medium  thick- 

ness with  lisle  foot  and  top  selling  for  fifty-nine  cents. 
Embroideries  are  much  better  than  laces  this  year, 

and  pretty  effects  are  seen  in  staple  colors,  blue,  white, 
and  mauve  being  favorites.  Some  embroidered  lisles 
retail  at  three  for  a  dollar.  An  ingrain  novelty  line  is 

seen  in  ladies'  silk  and  lisle  stockings.  This  is  a  shot 
cITect  got  by  putting  a  color  as  a  ground  with  black 
libbed  stitch  over  it.  The  color  does  not  show  till  the 

stocking  is  stretched,  when  it  becomes  apparent.  This 
combines  a  color  to  match  the  costume  with  plain  black 
decreed   by   convention  for  general  use. 

Plain  Black  Leads  in  All  Hosiery. 

Without  doubt  theie  is  much  less  color  seen  this  year 
than  formerly.  ]31ack  is  the  predominant  note,  and  even 

men's  socks  are  quite  uniform  in  this  respect  in  the 
cashmere  and  heavy  wool  lines.  These  plain  socks  are 
clocked  with  colors,  red,  white  and  blue  being  the  best, 
l)ut  not  so  largely  embroidered  as  formerly,  though  some 
embroideries  sell  well.     Simple  designs  are  preferred. 

Cashmere  Best  in  Socks. 

Though  more  lisle  is  taken  every  year,  yet  cashmere 

is  the  leader  for  Winter  lines  in  men's  hosiery.  Heavy 
knitted  goods  are  demanded  for  country  wear,  and 
weights  such  as  found  in  the  various  guaranteed  lines, 
selling  at  six  for  two  dollars,  are  specially  favored  for 
general  selling.  There  is  less  of  the  lisle  thread  among 

the  men's  lines  than  the  women's  as  Winter  approaches. 

Silk  Stockings  and  Fancy  Effects. 

Christmas  trade  i.s  bringing  out  good  lines  of  silk 

both  in  men's  and  women's  hosiery.  The  ribbed  "in- 
grain'^  effect  above  described  occurs  in  a  fine  quality  of 
silk,  chiefly  for  gift  purposes,  selling  at  $3  a  pair.  In 
cashmere,  the  same  line  sells  at  75c.  It  makes  a  very 
handsome  article,  not  showing  the  ground  color  at  all 
till  stretched  over  the  foot,  and  *hen  displaying  rich 

shades  of  magenta,  of  terra  cotta  or  of  bois  sacre.  Silk 

and  wool  mixtures  are  particularly  good  in  fancy  lines. 

Ladies'  stockings  in  Italian  silk  appear  as  if  made  of 

a  very  fine  fabric  material  rather  than  knitted.  This 

novelty  weave  is  the  same  in  appearance  as  that  used 

lor  high  quality  silk  gloves,  and  not  at  all  transparent. 

'I'hey  sell  at  $2.50  a  pair.  A  fine  silk  and  lisle  combina- 
tion sells  for  $2,  while  a  silk  dropstitch  is  $3.  Ingrain 

silk  in  ladies'  sells  for  $3.50,  colors  being  red  with 

black,  or  blue  with  black.  It  is  not  intended  especially 
for  evening  wear. 

In  ladies'  hosiery,  embroidery  is  better  than  lace, 

and  plain,  black  silk  leads  among  the  silks.  A  clocked 

stvlc  was  shown  at  $2,  selling  very  readily  in  all  even- 

ing shades.  This  line  is  a  staple.  Whites,  pinks,  blues, 

greens  and  mauves  are  the  colors  for  evening  wear,  but 

dark  shades  only  are  permissible  when  color  is  used  for 

day  attire. 
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These   Countries  Have  in  Canada  a  Very  Good  Customer 
Trade  Returns  with  United  Kingdom,  France,  Germany  and  United  States 

Show  Large  Increases  —  Figures  that  Indicate  Canada's  Place  in  Commerce 
of    World  —  Exports  of  Home  Produce   Increase  About  Thirty-seven  Million 

TllK  extent  to  which  (."anatla  is  a  customer  of  the 

I'nited  King'doni.  Franco.  Germany  and  the 
United  States  is  shown  in  a  report  recently 

issued  by  the  Department  of  Trade  and  Com- 
merce. For  the  last  fiscal  year  the  statistics  show  that 

all  of  these  countries  have  had  a  large  increase  in  Can- 

adian patronage.  Canada  bought  merchandise  from  the 

United  Kingdom,  for  example,  to  the  extent  of  $25,000,- 
000  more  than  last  year,  while  the  increase  in  the  case 

of  the  United  States  was  more  than  $.50,000,000.  Trade 

between  Canada  and  the  United  Kinsdom  amounted  to 

$215,313,981,  or  an  increase  of  $15,000,000  over  the  year 

preceding,  while  between  Canada  and  United  States  the 

trade  was  $352,221,327,  an  increase  of  about  $70,000,000. 

Canada's  place  in  the  commerce  of  the  world  is  indicat- 

ed by  the  fact  that  exports  of  home  produce  last  year 

amounted  to  $279,2-17,551,  as  compared  with  $212,603,- 

584  in  1909,  while  imports  of  merchandise  for  1910  were 

$385,835,103  ;  for  1809,  $299.738.1G6.  No  figures  can  be 

more  significant  of  the  steady  growth  and  general  pros- 
perity of  the  country. 

Imports  from  France- 

Of  particular  interest  to  the  dry  goods  trade  are  the 

statistics  showing  amounts  purchased  in  these  four  mar- 

kets, of  goods  which  enter  into  every  day  demand.  From 

France,  Canada  imported  in  1909,  merchandise  to  the 

value  of  $8,028,806  :  1910,  $10,170,903.  To  France  Can- 

ada exported  in  home  produce,  1909,  $2,341,507  ;  1910, 

$2,601,097.  From  France  carpets  and  rugs  to  the  value 

of  $920  were  bought  in  1909,  and  in  1910,  the  amount 

was  $707  ;  corsets,  1909,  $975  ;  1910,  $979  ;  cotton  and 

manufacturers  of  cotton,  including  clothing,  embroider- 

ies, handkerchiefs,  lace,  velvets,  etc.,  1909,  $237,706  ; 

1910,  $270,657  ;  curtains  and  shams,  1909,  $21,5.39  ;  1910, 

$38,142  ;  fancy  goods,  including  feathers,  beads,  braids, 

lace  collars,  artificial  flowers,  etc.,  1909,  $457,263  ;  1910, 

$478,641  ;  furs  and  manufactures  of  furs,  1909,  $96,802  ; 

1910,  $119,307  ;  gloves  aad  mitts,  1909,  $304,459  ;  1910, 

.$556,610  ;  hats,  caps,  bonnets,  1909,  $80,977  ;  1910, 

$112,803  ;  hair  and  manufactures  of  hair,  1909,  $6,602  ; 

1910,  $112,803  ;  silks  and  manufactures  of  silk,  1909, 

$731,512  ;  1910,  $825,615  ;  wool  and  manufactures  of 

wool,  1909,  $1,336,611  ;  1910,  $1,H19,124.  This  item  in- 

cludes ready-made  clothing,  1909,  $15,057  ;  1910,  $17,0fi7; 

women's  and  children's  outer  garments,  1909,  .$1,639  ; 
$1,639  ;    1910,    $3,162. 

Germany's  Increasing  Bill. 

Merchandise  imported  from  Germany  amounted  in 

1909  to  $6,001,406  ;  1910,  $7,958,264.  Home  i)roduce  ex- 

ported to  Germany  in  l')09  amounted  to  $1,456,379  ; 

1910,  $2,065,768.  The  importations  of  collars  and  cuffs 

in  1909  were  $1,918;  1910,  $4,744;  combs,  1909,  $46,- 

333  ;  1910,  $49,142  ;  cotton  and  manufactures  of  cot- 

ton, 1909,  $403,795  ;  1910,  $581,306.  This  item  includes 

clothing  which  increased  from  $18,720  to  $26,289,  and 

socks  and  stockings,  which  increased  from  $276,856  to 

$354,101.  Fancy  goods,  including  toys,  beads,  braids, 

feathers  and  other  kinds  of  hat  trimmings,  increased 

from  $518,917  to  $606,258.  One  of  the  largest  increases 

was  in  toys  which  jumped  from  $208,836  to  $249,919. 

Imports  of  furs  and  manufactures  increased  from  $625,- 

933  to  $959,967,  the  great  difference  being  shared  be- 
tween   skins    not    dressed    and    those    wholly   or   partially 

dressed.  Hats,  caps  and  bonnets,  1909,  .1;18,518  ;  1910, 
$27,050.  There  was  a  decrease  in  gloves  and  mitts  from 

$256,428    to    $193,493.      Silk      and    manufactures    of    silk, 

1909,  $122,768  ;  1910,  .$147,937.  Wool  and  manufactures 

of  wool,  1909,  $579,147  ;  1910,  $561,949.  This  item  in- 
cludes knitted  goods,  which  increased  from  $31,904  to 

$35,817,  and  also  socks  and  stockings  which  jumped 
from  $85,670  to  $93,228,  the  amount  imported  in  1909 

being  50,389  doz.  pairs  and  in  1910,  60,062  doz.  pairs. 

Larger  Orders  from  Mother  Country. 

During  the  jjast  fiscal  year  Canada  imported  mer- 
chandise from  the  United  Kingdom  to  the  value  of  $95,- 

666,004,  and  in  1909,  $70,555,895.  Home  produce  ex- 
ported to  the  United  Kingdom  in  1909  was  valued  at 

$126,384,724  ;   1910,  $139,482,945. 

Importations  of  collars  and  cuffs,  1909,  $48,568  ;  1910. 
$92,830  ;  combs,  1909,  $39,498  ;  1910,  $60,771  ;  cotton 

and  manufactures  of  cotton,  1909,  $8,285,702  ;  1910, 

$13,173,729.  In  this  item  it  is  interesting  to  note  that 

cotton  yarn  imports  increased  from  $264,557  in  1909  to 

$538,975  in  1910.  Fancy  goods  importations  increased 

from  $1,190,928  to  $1,493,412.  Flax,  hemp  and  jute  and 

manufactures,  including  cari)eting,  rugs,  mats,  linen  em- 
broideries and  lace,  damask  of  linen,  handkerchiefs,  linen 

yarn  and  thread,  etc.,  1909,  $2,939,526  ;  1910,  $4,051,859; 
furs  and  manufactures  of  furs,  1909,  $557,874  ;  1910, 

$910,840  ;   gloves  and  mitts  of  all  kinds,   1909,   $549,436  ; 
1910,  $810,524  ;  hair  and  manufactures  of  hair,  1909, 

$101,985  ;  1910,  $200,902  ;  hats,  caps,  bonnets,  and  ma- 

terials for  .same,  1909,  $1,360,516;  1910,  $1,822,525;  oil- 
cloth, floor,  etc.,  1909,  $719,987  ;  1910,  $1,030,189  ;  rags 

of  cotton,  linen,  jute  hemp,  woolen,  paper  waste  clipp- 
ings, 1909,  $120,957  ;  1910,  $171,358  ;  ribbons,  1909, 

$489,587  ;  1910,  $651,012  ;  silks  and  manufactures  of  .silk, 

1909,  $1,921,000  ;  1910,  $2,562,400  ;  wool  and  manufac- 
tures of  wool,  1909,  $13,877,683  ;  1910,  $20,522,527.  This 

includes  knitted  good.S',  which  increased  from  $378,258  to 

$570,374  ;  yarns,  which  increased  from  $1,029,377  to 

$1,614,167. 

Under  the  heading  of  ''wool,  '  it  is  also  noted  that 
importations  of  from  the  United  Kingdom,  Brussels  car- 

l)ets,. including  Wiltons  and,  Teprac,  increased  from  $230,- 
985  to  $242,290  ;  tapestry  carpets,  including  crum  print- 

ed or  machine  printed  and  velvet,  increased  from  $328,- 
182  to  $460,014;  Axminster  carpets,  including  Aubusson, 

Savonerie  and  Moquette,  increased  from  $180,721  to 

$293,109  ;  ingrain  carpets,  two  and  three  ply,  all-wool  or 
union,  from  $35,044  to  $68,112  ;  whole  carpets,  including 

tufted,  hand-made  or  Oriental,  Turkish,  Persian,  Jap- 
anese, Indian  or  Smyrna,   from  $144,530  to  $199,264. 

United  States  Get  a  Share. 

From  the  United  States  Canada  imported  in  1909. 

merchandise  to  the  value  of  $182,690,988,  and  in  1910 
this  increased  to  $233,071,155.  Exports  of  homo  produce 

to  that  country  in  1909  amounted  to  $85,334,806,  and  in 
1910  to  $104,199,675.  Buttons  were  imported  in  1909  to 

the  value  of  $166,738,  and  in  1910  to  $288,820  ;  collars 

and  cuffs,  1909,  $83,478  ;  1910,  $136,585  ;  combs,  1909, 
$69,537  ;  1910,  $85,393  ;  corsets,  1909,  $218,023  ; 

1410,  $332,891  ;  cotton  and  manufacturers'  of  cotton, 

1909,  $8,882,846  ;  1910,  $13,884,251.  Here  it  is  interest- 
ing to  note  that  imports  of  clothing  increased  from 

.$418,725,  to   $765,644  ;   .shirts  of  all  kinds  from   $119,472 
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Your  Wholesaler  is  now  Booking  I 
Spring  Orders  for  the 

^  Although  we're  making  more  children's  knit  waists  than  all 
other  mills  combined  — 

^  And  although  we  have  increased  our  manufacturing  facilities 

time  and  again — 

^  Still  the  demand  keeps  neck  and  neck  with  our  supply. 

^  It  is  for  this  reason  that  we  urge  every  dealer  now  selling 

NAZARETH  WAISTS  to  place  their  Spring  orders  with  their 
wholesalers  now. 

^  If  you  want  the  goods  for  early  Spring  selling,  get  your 

order  in  and  you'll  be  taken  care  of. 

fl  Sales  prove  that  more  mothers  prefer  the  NAZARETH 

WAIST  to  all  other  sorts  of  children's  knit  waists. 

^  It's  the  best  made—  that's  why. 

Shes  I  to  I  J  years.     Fits  boy  or  girl. 

Nazarefh7     MilU  at 
Naxareth, 

Pa.,    U.S.A. 

♦NoptW 

350  Broaaway, 

^ 

Ne-w   York 

Canadian    Representativea  :- 

E.  H.  WaU  y  Co. 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 

the    genuine  NAZARETH  Waist: 

Halifax.  N.S. Quebec,    Que. Ottawa,  Ont. Toronto,  Ont. 
].  A  M.  Murphy Thibaudeau  Freres  &  Cic. John  M.  Garland.  Son  4  Co. John  Macdonald  4  Co. 
W.  4  C.  Silver McCaU,  Shehyn  i.  Co. Beattv,  Kerr  4  Verner 
Smith  Bros. Gauvreau.  Bcaudry  t  Cie. St.  John,  N.B. W.  R.  Brock  Co.,  Ltd. 

Kingston,  Ont. Montreal,  Que. The  Vassie  Co..  Ltd. 
Frank  Skinner  4  Co. 

Gordon,  Mackay  4  Co. 
Denton.  Mitchell 4  Duncan 

Macnee  4  Minnes W.  R.  Brock  Co..  Ltd. Manchester.  Robertson  4  Allison Northway  Bros.  *  Winger 

London.  Ont. 
Gault  Bros.  4  Co..  Ltd. 
Greenshielda  Ltd, 

Scovil  Bros.,  Ltd. Vancouver,  B.C. 
McMahen,  Granger  &  Co. Hodgson,  Sumner  4  Co. Winnipeg,  Man. The  Gault  Bros.  Co. 
R.  C.  Struthers  A  Co. A.  Racine  4  C. R.  J.  Whitla  4  Co.,  Ltd, 

Caleary,  Alta. Robinson.  Linle  4  Co. Brophy.  Parsons  4  Rodden Robinson,  Little  4  Co. 
DIckison,  Nicholson  A  Co. Kyle.  Cbeesbroufh  4  Co. W.  R.  Brock  Co..  Ltd. 

Mclntyre,  Son  4  Co. 
Peterboro,  Ont. 

F.  P.  Martin  4  Co. W,  J.  Hopwood 
A.  O.  Morin  »  Co. 

Please  viention   The  Review  to    Jdrertiscrs  and  Their  Travelers. 
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MACE  BV 

««30CtRi;M  KNITTING  C9 
ou 

Are 

Satisfied  ? 

that  you  are  getting  the  best  possible 
value  in  hosiery  and  mitts.  You  wiil 

be  if  you  are  handling  our  line.  The 

very  best  of  quality,  in  material,  make 

and   finish  distinguish   every   article  of 

Maple  Leaf 

Hosiery  and  Mitts 
We   make    a  point  of  policy  to  be   very 

careful  and   prompt  in  filling  orders. 

Try   us  with   your  Sortmg  Orders    for 
Fall  Delivery. 

Goderich  Knitting  Co. 
LlMirED 

Gaderich  -  -  Ontario 
SELLING    AGENTS: 

J.  E.  McClung,  Toronto,  for  Ontario. 
Fred  S.  White,  St.  S  eohen,  N.P..  for  Maritime. 

G:rhardt,  Hanley,  McKay  Co.,  Lt  J.,  Win  nip  g,  Man.,  for  West. 
A.   L.    Gilpin,    Montreal,   Que,    for   Quebec. 

^'DOMINION" 
Brand  Knit  Goods 
There  is  a  steadily  in- 

creasing demand  for 
these  goods,  of  which  you 

should    take     advantage. 

"Dominion"  Brand 
will  be  found  in  every  re- 

spect to  be  as  good  as  the 
best,  and  to  cost  no  more 

than  many  lines  of  in- 
ferior make. 

Our   complete    range 
consists  of 

Ribbed  and  Plain  Hosiery 
Ladies'  Underwear,  Socks,  Mittens, 
Toques,  Overhose,  Golfers,  Coat  Sweaters, 
etc. 

This  is  a  line   you  should  not  overlook. 

WRITE  FOR  SAMPLES  AND  PRICES 

A.  BURRITT  CBk  CO. 
MITCHELL,  ONTARIO 

to  $204,319,  and  socks  and  stockings  from  $18,269  to 
.$10,701  :  cotton  wool  or  raw  cotton  from  $6,592,853  to 
$9,361,021.  Curtains  and  shams,  1909.  $47,716  ;  1910, 

$95,860  ;  fancy  goods,  1909,  $574,203  ;  1910,  $741,054, 

including  feathers,  fruits,  grain,  etc.,  for  hats,  which  in- 
creased from  $89,151  to  $103,237  ;  laces,  lace  collars, 

etc.,  from  $88,526  to  $113,239  ;  toys  and  dolls  of  all 

kinds  from  $113,819  to  $171,583  ;  furs  and  manufactures 

of  furs,  1909,  $2,101,182  ;  1910,  $3,421,546  ;  the  largest 

item  in  this  being  undressed  skins,  which  increased  from 

$1,939,7.55  to  $2,986,914;  gloves  and  mitts,  1909,  $189,- 

291  ;  1910,  $279,894  ;  hats,  caps  and  bonnets  and  ma- 
terials, 1909,  $1,078,582;  1910,  $1,361,868;  hangings  or 

wall  paper,  including  borders,  1909,  $154,819  ;  1910, 
$206,662  ;  silk  and  manufactures  of  silk,  1909,  $386,138  ; 

1910,  $957,768  ;  wool  and  manufactures  of  wool,  1909, 

$951,215  ;  1910,  $1,105,101.  This  item  includes  women's 
and  children's  outer  garments,  which  increased  from 
$64,675  to  $136,488,  and  ready-made  and  wearing  apparel 

composed  wholly  or  in  part  of  wool  worsted,  whioh  in- 
creased from  $458,681  to  $52.3,411. 

® 

World's  Cotton  Consumption. 
The  annual  statistical  report  of  the  International 

Federation  of  Master  Cotton  Spinners  and  Manufactur- 

ers' Associations  for  year  ending  August  31,  1910,  gives 
the  number  of  spinning  spindles  in  work  in  Canada  as 

788,067,  the  consumption  of  American  cotton  as  117,331 

bales,  Bast  India  cotton,  none  ;  Egyptian,  625  bales  ; 

.sundries,  408  bales.  The  stocks  of  cotton  in  spinners' 
hands  en  Aug.  31,  were,  American,  8,592  bales  ;  East 

Ind  an,  none  ;  Egyptian,  223  ;  sundries,  147.  The  total 

stocks  in  spinners'  hands  throughout  the  world  were 
2,523,786  bales  ;  total  number  of  spindles  in  work,  133,- 
384,794.  The  organized  short-time  movement,  the  report 
states',  h.Ts  been  quite  universal.  No  definite  figures  were 

given  as  regards  the  short-time  in  the  United  States  of 

.\merica,  but  the  year's  consumption  of  4,707,000  bales 

aga'nst  last  year's  consumption  of  5,241,000  bales  shows 
clearly  that  extensive  short-time  has  been  run  in  the 
States.  The  shortage  of  American  cotton  has  led  to  a 

freer  use  of  East  Ind'an  cotton. 
Twenty-six  firms  in  Great  Britain,  representing  688,- 

705  spindles,  report  that  they  have  given  up  cotton 

spinn'ng.  The  completion  of  several  new  mills  has  been 
postponed  indefnitely.  The  consumption  of  American 

cotton  is  106,086  bales  less  than  the  previous  year,  dur- 

ing wh'ch  over  forty  million  spindles  stopped  for  seven 
weeks  owing  to  a  lockout.  The  reduced  consumption  of 

all  kinds  of  cotton  th^s  year  is  99,999  bales  ;  moreover,  it 

has  been  ascertained  that  the  trade  has  been  on  consid- 

erably coarser  counts,  which  means  that  a  larger  weight 

of  cotton  has  been  used  per  spindle.  These  facts  prove 

conclusively  the  extent  of  the  short-time  worked  during 
the   past  twelve  months. ® 

Great  Demand  in  Montreal. 

"There  has  been  an  almost  phenomenal  demand  for 

sweaters  and  golf  coats  this  season,"  states  a  despatch  to 

The  Review,  from  .Montreal,  "So  great  indeed,  that  whole- 
sale houses  have  found  it  almost  impossible  to  keep  tap 

with  their  orders,  and  mills  have  been  kept  rushing  in 

order  to  supply  their  customers.  These  coats  have  been 

much  in  demand  for  ordinary  wear,  as  well  as  for  sports 

purposes,  being  much  liked  for  early  morning  and  for  cool 

evening  wear  at  mountain  or  seaside,  at  both  of  which 

places   visitors  have   stayed  later  than   usual." 
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Q  In  addition  to  the  other  excellent  lines  of 

Ladies'  Ribbed  Underwear,  as  well  as  Men's 
isle,  Cotton  and  Cashmere  Underwear,  we  are 

now  making  for  Spring,  1911,  a  line  of  Lis/e  Mesh 

garments  for  men  in  two-piece  and  combinations. 
(J  This  is  a  woven  mesh,  combining  elasticity  and  great  wearing 
qualities.      It   is   made  in   Canada  only  by   us.      This  is  the  only 
Canadian  woven  mesh  underwear,  and  in  order  to  produce  these 

goods,   we  had  to  design  and    manufacture   the    machines    upon 
which  to  make  the  fabrics. 

Q  Be  sure  you  see  samples  of  this  Canadian  Mesh  Underwear  from 

jobbers'  travelers,  or  send  direct  to  the  factory  for  them. 

irintcss  ©ntieriijear  Itii.  '"^rMiL^N^^N?" 

WHITE  HEATHER 

REGISTERED   TRADE  MARK 

Baldwin's  2nd  Quality 

BALDWIN'S 

BEEHIVE 

BEEHIVE 

>) 

AND 
'REGISTERED 

Baldwin's  Best 

WHITE  HEATHER 
>> 

ARE  THE  BRANDS    FOR 

KNITTING-WOOL    SPECIALISTS 
THEY  ENSURE  A  READY  SALE 
Through  leading  Wholesale  Houses.       Sampiss,  free  on  application,  from:— 

J.  &  J.  BALDWIN  &  Partners,  ltd.      Duncan  Beii HALIF4X,  ENG.  MONTREAL  &  TORONTO 
ESTABLISHED    1785 

Please  iiiciifioii   The  Rcvicz^'  to    Advertisers  and  Their  Travelers. 
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UINSHRINKABLE 

LADIES' 

Combinations  fitted  with 

the  Patent  *'S"  WRAP, 
affording  complete  protec- 

tion   where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
'•STAR"  Seated  Pants 

and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 
parts  are  strengthened  and 

extra  spliced. 

These  Specialities  are  made  of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,  and  Silk  and  Merino. 

ANY  GARMENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

}f'liol<'sn/f  ohJii 

Messrs.  I.  &  R,  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

THE     LEADING     ENGLISH     UNDERWEAR. 

PATENT 

e^TU^ 

KNITTING  WOOL 

MADE  IN  ENGLAND^ 

BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our  Canadian  Agent 

David  M.  Chorlton 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR    AGENT  has    LARGE  STOCKS   ON   HAND    of    these    BRANDS 
IN   ALL  SHADES. 

Please  mention   The  Reviezc  to   Adzrvtisers  and  Their  Travelers. 
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Yvomen  love  to  wear  it ! 

"Hygeian  is  the  woman's  favorite  underwear 
because  it  is  unquestionably  the  best  finished 
underwear  made.  Note  these  points  about 

Hygeian  Vests : 
NEGK 

Cut  so  as   to  give  the  utmost  comfort  to  the 
wearer. 

BUTTONS 
The  best  that  money  can  buy,  sewn  on  tightly 
with  high-grade  sewing  thread. 

GU5SET3 
Put  in  so  as  to  give  the  wearer  the  greatest  com- 

fort and  satisfaction. 

BUTTON  STAY 

On  the  under  flap,  giving  the  vest  a  much  neater 
appearance  than  could  be  obtained  otherwise. 

CUFFS 
11  cuffs  are  crocheted  with  the  very  best  quality 

of  cotton  yarn. 

SLEEVE  LENGTHS 
Just  exactly  right,  neither  too  long  nor 
too  short. 

ALL  JOBBERS   CAN  SUPPLY  YOU 
with  Hygeian  Underwear  in  all  the  Fall  styles 
and  weights.  Their  travelers  are  now  showing 
samples  for  Spring  191 1. 

EAGLE    KNITTING    COMPANY,    Ltd. 
Controlled  by  J.  R.  Moodie  &  Sons,  Limited 

HAMILTON  ::  ::  ::  ONTARIO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Thos.  Grimsha^v  &  Sons 
Limited 

Hosiery   Manufacturers 
27  Dale  Street 

Manchester,  England 

Works :  Sun  Mill,  LIttleborough.  Branches  :    Liverpool— 21  Leigh  Street 
Birmingham — 20  Cannon  Street 

London  Office— 6  Milk  Street,  E.C. 

Agents  for  Canada  : 

Harrower  &  Johnston,  Montreal 

speciality: 

*OaK  Tree'  Hosiery  and  Under-wear 

,.    HOSIERY   LEADERSHIP!    | 

  1:^'   ^ I  ^^JS^m  SOCKS 

I  .^^  ^    JmWMm^^  STOCKINGS 

I  ^^^M     ̂ ^    ̂ ^^m  m    ̂ ^^^  HALF-HOSE 
R  U  mj  ̂ ^ ^^^^W  t^^  GOLF-HOSE 

GLOVES 

^  «k  ^'^W^  .^^^  SHIRTS PANTS 

ALL   WOOL  VESTS 
UNSHRINKABLE SPENCERS 

^                            ̂ ^m         ̂                                                                                                      JERSEYS  A 

0                    ̂ ^  y\ 

(Hosiery  and  Under\\rear  I 
CANADIAN  WHOLESALE  AGENTS  (HOSIERY):                               'WTT^TT^T^       WTV^I  T                   I 

TORONTO:    Messrs.  C,  R.  COPPING  &  SON.  27  Melinda  St.            XVli^I^r         W  H^L^JL/            ̂  

L MONTREAL.    Mr.  A.  B.  COUCH,  Frazer  Building,                         T^/^      ̂ PIJ"C^  A 43  St.  Sacrament  Street.             1  L/       1  LVlLt  W 

CANADIAN  WHOLESALE  AGENT  (Underwear)                                 T7T?  r^lNIT^  A 
NTREAL:    Mr.  GEO.  H.  NAPIER,  417  Coristine  Bldg.            r  IvvJlN    1  ■ 

Please  mention   The  Reviexv  to   .Ad'^-eviiscrs  and  Their  Tro7'eIcrs.  ^ 
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VK^CX    X  A  T    "K'   may  make  ONE  sale. JDIVJ     1  ̂ J^IY   b^^  -^  j^g^.g^    of  itself. 
was  responsible  for  repeat  orders  ! 

You    CAN    talk    'big"    when    you 
are    selling 

ii 

CEETEE" UNDERWEAR 

and  get  'repeats,'  too.  because  back 
of  every  garment  you  have  our 
absolute  guarantee  of  perfect 
make  and  absolute  unshrinkability. 

Moreover,  our  extensive'national 
advertisingjcampaign^has  created 
an  unprecedented  demand  ^for 

'^EETEE."iand!everypry*Goods 
Man'owes'it  to  himself  to  be  ready 

to  meet  this  demand.    »     j$'% 

Whre  you  selling  "CEETEE"  ?;;  If 
not.  get  samples  and  start  NOW. 

THE  C.   TURNBULL  CO.  OF   GALT,  Limited 
G4LT,  ONTARIO 

Yes!  Of  Course  We  Have 

"TIGER  BRAND" 

UNDERWEAR 
The  ready  reply  brings  more  customers 
to  your  store  in  a  week  than  you  could 
g-ather  in  a  year  with  "we  expect  a  ship- 

ment to-morrow"  or  "Just  out!" 

Never  as  long'  as  you  conduct  a  good 
Furnishing  Shop  should  you  have  to  resort 
to  the  latter  !  Have  the  goods  at  once — 
and  all  the  time. 

Tiger  Brand  Underwear  has  jumped  ahead 
with  leaps  and  bounds — most  every  day 

this  Fall  you'll  have  customers  asking  for 
Tiger  Brand — order  now  for  that  demand 

— double  your  last  year's  order  ! 

Gait  Knitting  Co.,  Ltd. 
GALT,  ONT. 

Health    Brand 

Underwear 

StocK  Well 

Assorted 

Your  orders  will  be  filled 

promptly. 

6teenBf)ieldB  Zimited 
Montreal 

BRITANNIA 
The  Best 

Underwear 
for 

Comfort, 

Shape  and 

Wear 

Guaranteed 

Unshrinkable 

Night  and  Day  Wear  for  Ladies,  Children 
and  Men.     In  all  grades. 

WHOLESALE    AGENT    FOR   CANADA 

DUNCAN  BELL, 
MONTREAL  and 

TORONTO 

I'lcdsr   iiicntiou   The  Kcviczv  lo   Advertisers  and  Their  Travelers. 
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We  are  making  good 
Men's    Underwear,    because    we    specialise    on  this    line,  and  make  no 
other  kind.  And  you  will  be  trading  more  profitably 

than  ever  before  if  you  are  featuring-  our  specialty. 

"St.  GEORGE"  BRAND 
Unshrinkable  Underwear 

FOR  MEN 

It  is  well  and  favourably  known  to  discriminating  men 
throughout  the  Dominion  as  the  acme  of  perfection  in  quality,  make  and  finish, 
and  it  leaves  an  excellent  profit  margin  for  the  dealer.  It  cannot  fail  to  have  a 
wonderful  effect  in  building  up    your   underwear  sales. 

Made  in  all  weights  and  sizes.     Ask  your  jobber  for  "St.  George"  Brand. 

Schofield  Woollen  Co.,  Ltd.  qshawa.  ont. 

JAEGER  PURE  WOOL 
Novelties  for  Xmas  Trade 

Our  stock  comprises  a  great  variety  of 
articles  suitable  for  Xmas  presents.  We 
mention  specially: 

DRESSING  GOWNS, 
KNITTED  COATS, 
FLEECY  CARDIGANS, 
FANCY  SHAWLS, 
SLIPPERS,  GLOVES, 
RUGS,  both  plain  and  fancy, 

NEGLIGE  JACKETS, 
FANCY  VESTS, 
SPENCERS, 

SCARFS  and  CAPES, 
HOSIERY,  CAPS  and 
HOODS  in  many  styles, 

as  giving  a  range  which  will  enable  your  customers  to  select 
suitable  and  acceptable  presents  for  either  sex. 

COMPANY, 

LIMITED 

DR.  JAEGER  '^Z^.  SYSTEM 
Wholesale   Warehouse,  52  Victoria  Square,  Montreal 

Please  mention   The  Revieiv  to  Advertisers  and  Their  Travelers. 
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'ij- 

This  Hudson  Seal 

Jacket-Minerva  1097- 
is  the  handsomest  gar- 

ment at  the  price  ever 
made  in  fur.      :       :      : 

Hudson  seal  is  the  spec- 
ial feature  of  the  Season. 

High-class  furriers  are  feat- 

uring it —the  very  finest 

people  are  wearing  it — while 
in  Europe  the  demand  for 
these  skins  is  so  great  that 
the  price  has  doubled. 

These  coats  come  in 

many  styles.  This  model  is 
semi-fitting,  directoire  at 
side,  buttons  trimmed  with 
same  fur,  also  cuf?  strap 

Very  fashionable,  extra  long 
roll  collar,  with  roll  below 

waist. ^5 
There  is  nothing  which 

ranks  with  this — for  style, 

beauty,  elegance,  and  gen- 
uine value  our  Minerva  1097 

stands  alone. 

In  our  Catalogue  there 

are  many  other  handsome 

designs.  Our  Catalogue  shows 

you  the  last  word  in  fur 
wear.  We  will  gladly  send 

you  one  and  have  our  travel- 
ler call. 

A  CARD  WILL  DO 

^ 

Boulter,  Waugh  &  Co., 
LIMITED 

Wholesale  Fur  Manufacturers 

MONTREAL  and  WINNIPEG 

MUSK  OX  BRAND  FURS 

Please  mention  The  Reviexv  to  Advertisers  and  Their  Travelers. 



CAHADIAri 
FUR  TRADE  HEWS 

Alaska  Sable  for   Trimmings 
For  Hats  and  Smart  Gowns  Fur  is  Greatly 

Demand — A  Satisfactory  Serson  Reported. 

THE  fad  for  fur  trimming  on  smart  gowns  lia.>
 

been  responsible  for  an  increased  demand  for 
vUaska  sable.  It  is  quite  the  idea  of  the  moment 

to  liave  filmy  clinging  robes  of  chiffon,  marquis- 
ette, crepe  de  chine  and  other  of  tlie  fashionable  evening 

materials,  rieli  with  embroidery,  or  trimmed  with  lace, 
and  finished  by  a  band  of  fur  applied  in  various  ways. 
In  some  cases  it  forms  the  heading  of  a  deep  band  on 

the  foot  of  the  skirt,  or  is  applied  to  the  extreme  edge  as 

a  finish.  On  the  bodice  it  may  edge  the  sleeves  and  b.' 
arranged  in  a  variety  of  simply  ornamental  lines  on  tlie 
corsage.  A  gown  seen  recently  which  was  very  strikinv, 

>et  appai-ently  softened  in  effect  by  the  bands  of  sofi 
glossy  dark  fur,  was  of  heavy  white  chiffon  embroidered 

in  pearls,  with  under  dress  of  gold  tissue,  and  girdle  to 

match.  The  fur-edged  foot  of  the  chiffon  skirt  decorated 
the  short  close  fitting  sleeves,  and  bordered  the  low  cut 
neck. 

Fur  as  a  trimming  for  afternoon  and  reception  gowns 

of  chiif'on,  broadcloth,  velvet  and  similar  materials,  is 
growing  in  favor  and  looks  particularly  handsome  on  the 
rich  darker  shades  in  velvet  and  on  the  pastel  tints  in  tlie 
broadcloth. 

As  a  trimming  for  hats,  next  month  will  see  fur  quite 
extensively  used,  not  only  made  into  whole  hats,  but  used 
in  combination  with  velvet  and  beaver,  for  bandeaux  and 
crowns.  For  these  trimming  purposes,  local  merchants 
have  been  cutting  Alaska  sable  especially,  mink,  sable, 
seal,  and  among  the  cheaper  furs,  opossum  and  racoon. 

Jackets  and  Small  Pieces. 

Opossum  is  reported  among  the  retail  furriers  as  be- 
ing much  in  favor  for  jackets,  as  well  as  for  the  smaller 

neck  pieces,  and  muffs  for  grown  people,  wliile  still  liold- 

ing  its  own  as  a  children's  fur. 
Hudson  seal,  which  is  in  reality  muskrat  plucked  and 

dyed,  is  among  the  season's  fancies  for  jackets  and  coats, 
and  besides  being  an  attractive-looking  fur  is  proving 
very  satisfactory  in  its  lasting  and  wearing  qualities. 

This  is  a  season  too,  when  even  the  tiniest  bits  of 
unused  fur  may  be  turned  to  account  for  hatpin  tops, 
and  in  the  decoration  of  opera  bags,  vanity  bags,  and 

other  of  the  various  accessories  of  my  lady's  toilette. 
Although  not  much  u.sed  in  the  trimming  of  garments, 

the  heads  and  tails  of  the  smaller  fur-bearing  animals 
have  a  vogue  all  their  own  this  season  for  these  bag 
decorations. 

Taken  on  the  whole,  the  retailers  report  a  satisfactory 

t'ur  season  so  far.  quite  up  to  that  of  last  year,  despite 
tlie  amount  of  unusually  warm  weather  we  have  had 

during  October,  and  the  prospects  for  winter  trade  look 
exceedingly  bright. 

Long    Hair  Among   Leaders 
Wolf  and  Fox  Have  Come  Into  Their 

Own  —  A  Very  Active  Season. 

lintil  recently  mink  has  been  the  most  favored  fur 
both  at  home  and  abroad.  Alaska  sable  has  come  to 

tlie  front  in  Paris  in  the  last  two  .seasons,  and  is  now 
twice  as  expensive  per  skin  as  last  year,  both  here  and ill  Europe. 

Long  hairs  arc  distinctly  in  the  lead  in  ladies'  fur.f, 
wolf  and  fox  having  come  into  their  own  as  never  before. 
So  great  has  been  the  demand,  and  prices  have  soared  so 

liig'h  that  the  trade  in  some  places  is  almost  beside  itself, 
and  the  market  very  short.  Nevertheless,  there  has 
seldom  been  seen  a  season  of  such  ready  turn-over  and 
quick  profit.  Coon  has  been  a  sensational  fur  for  men, 
and  skins  have  leapt  from  80c  to  $1.50  each.  Persian 

lamb  has  gone  up  20  per  cent,  in  six  months,  but  musk- 
rat,  which  last  year  ran  from  6.5e  to  $1.05,  has  fallen 

again  to  60e. 
In  coats  the  widest  demand  is  for  coon  for  men,  and 

seal  and  its  imitations,  mink  and  marmot,  for  women. 

Lengths  for  women's  coats  this  year  run  from  30  in.  t.) 
;?6  in.,  and  full  length.  As  many  mink  coats  have  been 
sold  by  one  dealer  already  this  season  as  are  usually  sold 

in  a  whole  year.  Fur-lined  coats,  both  ,for  men  and 
women,  continue  good  for  out-of-town  trade  and  the 
northwest. 

For  popular  use,  more  marmot  seems  to  be  taken  just 

now  than  anything  else.  In  a  house  which  kept  seventy- 
five  lines  of  marmot,  all  had  sold  freely  and  well.  Musk.. 

rat  in  sets,  running  from  ten  dollars  up,  is  also  a  favor- 
ite. Squirrel  is  somewhat  slow.  Coon  dyed  in  imitation 

of  skunk  is  almost  impossible  of  detection.  Lynx  is  still 

a  popular  line. 
For  high-class  trade,  Adelaide  cliinchilla,  really  opos- 

sum, is  good  in  all  fonns.  This  is  also  a  fur  which  has 

doubled  in  price'  in  the  last  few  months.  It  is  now  ac- 
tually seen  in  combination  with  ermine.  It  comes  in 

varied  colorings,  brownish  as  well  as  blue-gray,  and  with 
ermine  and  'broadtail  makes  up  a  trio  of  favorites  in  the 
short  hairs.  Caracul  is  also  a  good-selling  short  hair. 
A  skunk  and  ermine  set  retailed  at  $200,  and  was  not 
thought  high. 

Pointed  silver  fox  is  richer  and  more  popular  thau 
ever,  sets  retailing  at  $110  to  $225,  this  for  the  fully 
pointed  and  carefully  gummed  skins.  Scarves  include 
head,  tail  and  paws.  White  fox  (Arctic)  has  doubled 

in  price  during  the  last  few  weeks.  It  is  greatly  in  de- 
mand for  dressy  wear. 
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Moose  Head 
Brand  Furs 

H'P Established  1852 

Try  this  brand 
when    sorting. 

HIGH-GRADE  FURS 

L.  Gnaedin^er,  Son  £i  Co.,  Montreal 

Seal  Brand    Guaranteed 

TRAbt   tViARK 

B.  Silver  CS,  Co. 
420  St.  Paul  Street 
MONTREAL 

MANUFACTURERS  SEAL  BRAND  GARMENTS 
GUARANTEED 

Furs 

Using  only  the  first  quality  skins  and  taking 
particular  care  in  the  workmanship  and  finish 
of  our  furs  enable  us  to  always  guarantee 
them 

WE  GIVE  YOU  SATISFACTION 

SO  THAT  YOU  CAN  GIVE 

SATISFACTION  TO  YOUR  CUSTOMERS 

We  pay  great  attention  to  repeat  orders. 
Our  travellers  are  now  on  their  sorting  trips 
and  carry  stock  with  them. 

WATCH  FOR  THEM 

IT'S   A   SEAL   BRAND 
THAT  GUARANTEES  SATISFACTION  IN  A  FUR 

Please  mention  The  Rei'iezv  to    .Idrertiscrs  and  Their  Travelers. 
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' 

peaber 

JSranb 
Jleatier 

©ranb 

Unrivalled   Excellence 

is  the  reputation  which 

BEAVER  BR  AND  FURS 

have  established,  and  this  superiority  will 

be    absolutely    maintained    at   all   times. 

Get  in  touch  with  us,  and  use  our 

in\mense  stocks  in  Montreal  and 

Winnipeg  for  your  SORTING 

REQUIREMENTS.  :  :  : 

OUR  FUR  CATALOGUE  AND  PRICE    LIST  IS 
ONE  OF  THE  MOST  COMPLETE  IN  CANADA. 

•      A  COPY  IS  YOURS  FOR   THE  ASKING. 

tClje  Eebmonb  Companp,  limiteb 
MONTREAL WINNIPEG 

Please  mention  The  Reviezv  to  Advertisers  and  Their  Travelers. 
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LOOK  AT  YOUR    CEILING  ! 
A  feu  dollars  would  repla<,*e  that  with  a  tine  new 
Art  Motftl  Ceiling,  that  won  l  oraok.  fall  down  or 
discolor.  Fine  proof,  permanent  and  ornament- 

al. toi>.  A  pi>st-cartl  hrinsi  partie\ilai«  without 
oWijciition  to  you 

The  Gait  Art  Metal  Co.,  Ltd.,  Gait,  Or  t. 

HANSON'S 

WOOLLEN  SOCKS 

G.  E.  Hanson Hull.  Que 

ARE    YOU   UP  IN   THE  AIR? 

.\reyou  looking^  for  new  ideas  to  stir  up  interest. 
infu«e  new  life  into  your  business  and  brine  per- 

manent increased  sales? 

^V'e  reduoe  or  close  out  stocks  of  merchandise  in  a 
most  salisfact.->ry  and  profitable  manner  by  means 
of  our  Successful  Special  Sales.  Inquire  to-day  for 
our  proposition, 

FRED  W.  WEBER  &  COMPANY 
427   Ea»t  47th  Street.  Chicago.  Illinoii 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines.  Window 

Decorations.  Japanese  and  Chinese  Decora- 
tions. Papier  Mache  Novelties.  Electric  Litfhted 

Flower  Hushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botfuiical  Decorating  Company 
llnuorporaled,) 

          310  Fifth  Avenue,  Chicago.  Ill, 

Better   Li^ht   and   Cheaper 

For  !4C.  an  hour  you  can  light  your 

store  better  than  el-ctricity  or  city 
gas  and  cheaper  than  coal  oil  or 
candles.  Colors  show  same  as  bv 
day  light.  Send  today  for  circular 
and  special  price  to  merchant  direct, 

MERRICKVILLE, 
Ontario MACLAREN  &  CO. 

Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 

Toronto  and  Montreal 

■Write  for  samples. 

Correspondence  Invited 

E.  R.  BOLLERT 
MANUFACTURERS'  AGENT 

BuiJdfnT"""  Vancouver,  B.C. 
fan  [rive  strict  att<;ntion  to  one  or  two  first- 

AKfrnfjt-.,.     Highest  references. 

-lass 

Window  and  Store  Decorations, 
Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMANN  &  CO. 

359  W.  Chicago   Ave.  CHICAGO 

Largest  Importers  and   .Manufacturers 
Send  for  Catalogue  R 

The  Commercial  Account  Register 
pays  for  itself  in  afewmonlha.  For  aimplio'ily  quick 
ne«8  in  operation,  durability  and  elegance  in  con- 
Btru'Mion  it  has  no  equal  Cuts  out  bookkeeping  and 
fits  any  safe.  .Send  postal  for  catalogue  and  Can- 

adian teatimouiaU. 

COMMERCIAL  REGISTER  CO. 
178-180  Victoria  St.,  Toronto,  Ont. 

What  Other  Merchants 

Have  Found  to  Pay 
A  writing  contest  for  school  children  has  been 

found  to  be  a  means  of  creating  lively  interest. 

As  a  suggestion,  fifty  dollars  in  prizes  might  bo 

divided  among  boys  and  girls  who  write  a  given 

sentence  in  the  best  style.  A  writing  booth  in 

convenient  part  of  the  store  is  a  good  idea,  each 

child,  accompanied  by  his  or  her  parents,  de- 
positing a  coupon  receiving  a  souvenir  of  some 

kind.  The  coupon  will  contain  the  name  of  the 

pui)il.  the  address.  age.  school  and  teacher's 
name. 

*      *       * 

A  drygoods  house  enlists  the  co-operation  of  its 
sales  people  by  holding  regular  conferences  at 

which  subjects  affecting  the  interests  of  the 
business  are  discussed,  criticisms  discussed  and 

problems  solved  wheri-  possible.  This  house  has 

been  organized  as  a  joint  stock  company  and 
shares   are   made   available   to   employes. 

Recognizing  the  value  of  attractive  show  cardu 
one  merchant,  by  a  little  investigating  found 

that  one  of  his  young  men  had  an  aptitude  for 

the  work  and  he  gave  him  every  encouragement 

to  develop  himself  along  that  line.  This  is  an 

idea  which  applies  in  other  directions.  The  mer- 
chant who  asserts  his  interest  in  the  progress  of 

his  staff,  is  taking  one  of  the  surest  ways  to 

enlist   their  co-operation. 

The  publication,  in  the  form  of  an  advertise- 
ment, of  lists  of  articles  suitable  for  Christmas 

gifts  is  a  good  idea  at  the  present  time  of 

>ear.  It  may  take  the  form  of  a  series  of  ad- 

vertisements with  headings  such  as,  "From  mo- 

ther to  daughter,"  "From  father  to  son," 
"From  brother  to  sister,"  "From  young  man  to 

young  woman,"  and  so  on  according  to  the 

merchant's  plan.  .Suggestions  are  always  ex- 
ceedingly welcome  during  the  gift  season  and  the 

advt.  which  is  the  richest  in  that  particular  will 

draw   the  business. 

In  connection  with  a  cut-price  sale  the  window 

trimmer  of  a  store  introduced  a  novel  and  very 

attractive  idea  by  using  in  suggestive  positions 

cut-outs  in  the  shape  of  all  kinds  of  edge  tools- 

axes,  adzes,  chisels,  knives,  swords,  etc.  There 

were  many  of  these  employed  to  emphasize  the 

point  in  connection  with  different  units  in  his 

display,  and  few  people  passed  the  window  with- out  looking. 

*      *      * 

A  store  in  the  west  gave  a  J900  automobile 

as  a  prize.  Every  purchaser  received  a  serially 

numbered  coupon,  which  upon  leaving  the  store 

was  dropped  in  a  ballot  box.  The  drawing  for 
the  auto  was  in  charge  of  representatives  from 

the  city's  daily  newspapers.  The  event  was  na- 
turally much  talked  and  written  about,  and  the 

merchant  who  conducted  it  pointed  as  proof  of 

its  success  to  the  fact  that  he  had  found  it  ne- 

cessary to  double  his  staff  of  clerks  from  four 

to   eight.    He   said   it   paid   well. 

METALLIC  CEILINGS 
of  attractive  design  help  to  make  your 

itore  an  attractive  place  in  which  to  shop. 

Our  designs  are  exclusive  and  come  in  a 

great  range.  Plain  or  ornamental.  You 

should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co..  Limited,  Toronto 

Buttons!     Buttons!     Buttons! 

Are  you  leaking  for  up-to-date  novelties '!  We  are specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  and  New  York  designs,  suitable  for 
the  manufacturing  trade.  Will  gladly  submit 
samples. 

Embroidery  and    Btaidine 
Machine  and  hand  work.      Write  us  for  particulars 

A.  WEYERSTALL  &  CO. 

145  Wellington  St.  West,  TORONTO 

ENQUIRY  SOLICITED 
Dry  Goods  and  Dry  Goods  Specialties, 

Eastern  Provinces. 

SUTHERLAND  &  NELSON 
Manufacturers'   Agents 

ST.  JOHN,  ....  N.B. 

WHOLESALERS 

Before  you  go  any  further  with  your  buying 
consider  this :  The  old  reliable  firm  of 

Hern  Patz,  Oelsnitz  (Saxony)  is  novy  repre- 
sented in  Canada,  and  is  prepared  to  show 

you  exceptional  advantages  ir>  their  Axmin- 
ster  Squares,  Rugs  or  Mats. 

Designs  and  pric«  lists  upon  application. 
Otto  T.  E.  Veit,  Wellington  St.  W.,  Toronto 

Agencies  Wanted 
We  have  a  staff  of  travellers  covering  entire  Canad 

ian  West,  and  would  like  to  get  into  touch  with  manu 
facturers  of  the  following  lines  wanting  agents  :— Under 
wear,  Hosiery,  Neckwear,  Shirts.  Fancy  Ve.sts,  Gloves 
Hats  and  Caps,  Men's  Haberdashery,  etc.  We  have  a 
good  connection  and  splendid  facilities  for  handling 
additional  lines.     Correspondence  solicitea. 

The  G.  A.  Tranter  Co. 
Suit*  9      Capitola  Bldg.        Vancouver,  B.  C. 

ADVERTISING     FURS 
P'or  Dry  Goods,  Department  and  General 

Stores.  Send  for  our  big  catalog.  It's free.     Cuts  20  cents  each. 

Syndicate  Cut  Company 
18  Park  Row  -  NEW  YORK 

tOCKgJ 

^TERSON 

LIMITCO 

Thi  Wholitali  Millinery  nJ  Fansy  Dry  Gaod 
Hiuii  of  thi  Miritima  Pmincti. 

MAIU  040KR8  OUR  ESPECIAL  H333V 

THE 

MERCHANTS  MERCANTILE    CO. 

280  St.  James  St.,  Montreal 
Mbrcantilb  Reports  and  Collection! 

Our  met'nod  of  furnishing:  commercial  r«port» 
to  our  lubscriberi  gives  prompt  and    reliable  in- 

formation to  date.     Every  modern  facility  for  the 
collection  of  claims.  Tel.  Main  1985 

I  WILL  BUY  FOR  YOU 
With  headquarters  in  Paris,  I  am  prepared  to  act  as 

buying  agent  for  Canadian  firms.  I  am  particularly  well 
situated  to  buy  all  kind«  of  millinery,  hat  forms,  ostrich 
feathers,  flowers,  trimminKs,  ribbons,  etc.  Can  furnish 

best  of  references.    Inquiry  solicited. 

ERNEST  VEIT 
19   P^^<^^^e  d«  Petit«-EcuijeS;__;__Parit,  France 

Please  mention  The  Revieiv  to   Advertisers  and  Their  Travelers. 
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Quit  that  Worrying! 

You  don't  need  to  worry  about  results  from  your  underwear  department  when 
you  have  stocked  with 

Canada's 
Best 

Underwear 

for  Men, 

Women  and 

Children 

Peerless  is  the  surest  of  all  self-sellers, 
every  garment  is  carefully  finished 
and  has  an  appearance  that  instantly 
recommends  it  as  good  value  for  the 
money.  Moreover,  its  wearing  qualities 
are  perfectly  satisfactory.  Write  any 
of  our  representatives  for  sorting 
orders  on  fall  lines. 

SELLING  REPRESENTATIVES: 

Ontario :  C.  &  A.  G.  Clarke,  Empire  Building, 
Wellington  St.  W.,  Toronto. 

British  Columbia:  Geo.   A.  Campbell  &  Co., 
Mercantile  Block,  Vancouver,  B.C. 

Quebec:    Ernest  Hamel,  115  St.  Joseph   St., 
Quebec,  Que. Maritime  Provinces:  O.  A.  Woodill,  20  and 21 
Roy  Bld^..  Halifax,  N.S. 

Manitoba    and    the     North-West:     Western 
Fabric  Co.,  63  Albert  St.,  Winnipee. 

Peerless  Underwear  Co.,  Hamilton,  Ont. 
Pttati  mention  The  Review  to  Advertiser*  end  Their  Traveter*. 
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THE  HALL-MARK  OF Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRtNCU 

RLE,  and  starting  with  TWO  THREADS 

in   the   TOP,  it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  aadthc 
HEEL  and    TOE  FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  iN 
FOOTWEAR 

To  be   had    from  any   of   the     Leading 
Wholesale  Dry  Goods  Houses 

BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 

These  brands  represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 

Order  of  your   Wholesaler. 

ROBERT   HENDERSON 
Qj^     CO        Pry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 
James  Stanbury  &  Co.,  Toronto 

SNOW 
will  soon  be  here  and 

everyone  will  w^ant 

FURS 
TO 

KEEP  THEM  WARM 

OUR  FURS 

will  not  only  keep  out 

the  cold,  but  will 

WEAR  WELL 
SELL  WELL 

AND  YOU  WILL 

BUY  WELL 
WHEN 

you    handle    our  line. 

Send  in   your  orders.  Our  goods 
compare  favorably  with  the  best. 

BUY  FROM  A  RELIABLE  HOUSE. 

Swift,  Copland  &  Co. 
MONTREAL 

Limited 

Please  mention  The  Rcviezv  to    Advertisers  and  Their  Travelers. 
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A  Well   Equipped   Store 
New    Williams    Building,    Regina,     has    Window 

Display    Space    200    Feet    in    Length  —  The 
Floor    Arrangement. 

The  new  store  of  R.  H.  Williams  &  Sons,  Regina,  is 
a  tine  example  of  the  merchandising:  equipment  which  is 

becoming  characteristic  of  the  retail  drj-  goods  business 
throughout  the  west.  The  buildings  which  represent  an 
original  effort  in  many  towns  have  become  inadequate 

for  present-day  purposes,  and  are  fast  disappearing.  In 
their  places  are  fine  substantial  structures  in  every  way 
adapted  to  modern  requirements.  It  is  thus  evident  that 
western  merchants  have  the  right  outlook  with  regard 
to  the  future  of  the  country  in  which  they  are  doing 
business  and  are  keeping  pace  with  the  progress  which 
is  ineWtable. 

The  store  of  R.  H.  Williams  &  Sons  is  120  feet  long 
and  100  feet  wnde.  The  arrangement  of  the  ground  floor 
is  shown  on  the  opposite  page.  It  will  be  noted  that 
the  store  is  exceptionally  well  equipped  with  regard  to 
display  windows,  there  being  thiee  of  forty  feet,  two  of 
forty-four  feet  all  on  three  sides  of  the  store.  The  win- 

dows have  a  depth  of  seven  feet. 
There  are  three  entrances,  each  sixteen  feet  in  width, 

and  the  main  aisle,  having  a  width  of  sixteen  feet,  runs 
the  full  width  of  the  store.  The  aisles  in  the  principal 
departments  have  a  width  of  from  six  to  eight  feet,  while, 
in  the  case  of  the  few  minor  aisles,  there  is  none  less 

than  four  feet  wide.  In  the  men's  furnishings  depart 
ment  there  is  an  aisle  of  eight  feet  between  a  series  of 
wardrobes. 

The  wall  shelving  is  six  feet  six  inches  high,  while 
fixtures  in  the  centre  of  the  oblong  sections  throughout 
the  store  are  five  feet  high.  Each  department  is  well 
equipped  with  glass  salesman  cases. 

On  the  ground  floor  are  groceries  and  provisions, 
boots  and  shoes,  dress  goods  and  staples,  fancy  goods 

and  men's  wear.  Each  department  has  practically  the 
advantages  of  a  separate  entrance. 

Style  Display  at  Horse  Show 
Montreal  society  was  fairly  well  represented  at  the 

Horse  Show,  and  the  occasion  was  one  which  featured 
a  number  of  the  newest  ideas  for  autumn  and  winter 

styles,  with  perhaps  just  a  hint  of  what  we  may  expect  in 
that  line  for  the  spring  season. 

To  begin  with,  judging  from  the  many  and  varicil 
stlyes  in  smart  gowns  seen  at  the  show,  the  hobble  skirl 

has  had  its  daj',  or  rather,  its  minute  in  Canada.  Never- 
theless, most  of  the  skirts  were  narrow,  or  made  on  narrow 

lines,  to  give  the  pre.sent  much  favored  directoire  effect. 
Also,  most  of  these  narrow  skirts  were  short  enough  lo 
give  attractive  glimpses  of  the  dainty  shoes  which  are 
especially  a  fad  of  the  season,  and  without  which  the 

short  narrow  skirt  is  a  hopeless  failure  so  far  as  smart- 
ness goes.  Some  of  these  skirts  were  out  on  the  plain, 

straight  directoire  lines,  adding  wonderfully  to  the  sym- 
metry, grace  and  apparent  height  of  the  figure.  Others, 

developed  in  such  soft  clinging  materials  as  foulard  and 

ninon — were  gathered  softly  into  a  very  deep  band,  ex- 
tending from  the  knees  to  the  bottom  of  the  skirt,  and 

sufiRciently  moderate  in  width  to  make  walking  easy.  The 
idea  of  narrowness  is  apparently  here  to  stay  for  a  time. 

W  bile  almost  all  the  gowns  were  in  ou&-piec«  eJl'eft* 
ibey  followed  the  Empire  rather  than  the  princes*  styles, 
and  were  made  with  the  skirt  finishing  above  the  waist, 
usually  under  a  girdle,  in  varying  degrees  of  fauciful- ness. 

The  only  apparent  rule  for  sleeves  was  that  they  must 
be  narrow  and  there  surely  never  was  a  season  when  so 
many  different  lengths  were  correct.  Coats  had  long 
sleeves,  coming  well  down  to  the  hand  and  fitting  snugly 
about  the  wrist.  The  blouses  generally  had  three-quarter 
sleeves,  even  in  the  case  of  the  severely  tailored  models, 
a  few  sliowed  a  sleeve  which  did  not  reach  the  hand. 
Ornamental  blouses  of  cloth,  satin,  marquiseete  or  lace, 
had  sleeves  that  turned  the  elbow,  and  always  a  double 
sleeve,  in  appearance  if  not  in  actuality,  and  the  same  was 
true  of  the  sleeves,  in  the  smart  gowns,  both  afternoon 
and  evening,  a  few  of  the  latter  having  the  under  sleeve 
of  chiffon,  to  the  elbow,  just  helow,  or  slightly  above  it, 
with  a  tiny  loose  or  draped  sleeve  matching  tiie  gown, 
coming  just  below  the  shoulder. 

Trimmings  were  rich  and  varied,  but  all  so  arranged 
as  not  to  detract  from  the  artistically  simple  effect  of  the 
gown.  Metallic  trimmings  were  in  evidence.  One  gown 
indeed  was  of  silvery  white  ninon  made  over  a  whole 
underdress  of  silver  tissue.  Girdles  were  made  of  rieli 

soft  ribbons,  draped  or  folded,  and  finished  at  the  side  in 
soft  rosettes  or  long  scarf  effects,  and  fastened  at  the 
back  in  sash  bows  or  ends.  Embroideries  were  lavishly 
used  especially  in  flat  effects  embroidered  directly  on  the 
gown,  or  in  Persian  tints  in  bands  and  motifs.  One  or 

two  gowns  had  handsome  fringe  trimming,  and  lace,  es- 
pecially real  lace,  was  used  in  endless  variety  and  com- bination. 

Hats  were  worn  with  both  the  afternoon  and  eVenin-j;' 
costumes  and  gowns,  most  of  them  coming  so  far  down 

over  the  head  as  to  almost  obscure  the  wearer's  face. 
A  number  of  very  large  hats  were  worn,  trimmed  for  the 
most  part  on  simple  graceful  lines,  and  in  very  many 
cases  willow  plumes  formed  the  entire  decoration.  The 
smaller  hats  worn  were  all  very  closefitting,  and  rather 

high  in  the  crown.  Black  and  white  was  a  favored  com- 
'bination  and  some  handsome  all  black  effects  were  also 
in  evidence.  Veils  were  worn  with  a  good  many  of  the 

small  hats  usually  in  the  large  fancy  mesh,  and  with  the 
larger  hats  in  lacy  effects. 

Short  gloves  were  worn  with  the  tailored  costumes 
in  shades  of  grey,  besides  the  black  and  white.  The 
short  sleeved  blouses  and  gowns  necessitated  long  gloves, 
with  white  a  marked  leader,  closely  followed  in  favor  by 

pale  greys  and  putty  colors.  The  lengths  were  chiefly 
in  the  twelve  and  sixteen  button  styles. 

® 

A  Dual  Presentation. 

F.  J.  Knight,  Vice-President,  R.  D.  Fairbairn  Co.,  Ltd., 
Toronto,  was  the  recipient  of  a  unique  presentation  on 
Wednesday,  Oct.  26,  the  occasion  being  his  marriage  and 
departure  for  an  extended  trip  to  Europe.  In  the 
presence  of  the  entire  staff,  Mr.  Fairbairn,  on  behalf  of 
the  employees  presented  Mr.  Knight  with  a  handsome 
dinner  and  tea  set,  accompanied  by  a  substantial  cheque. 
the  latter  representing  the  good  wishes  of  the  firm.  The 
proceedings  were  made  additionally  enjoyable  by  the 
presence  of  an  orchestra.  Mr.  and  Mrs.  Knight  will  be  in 
Europe  about  eight  weeks. 
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Main  Floor  Plan,  R.  H.    Williams   &   Sons'  Store,  Regina,  Saskatchewan. 
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In   the   above   pHn  it   will   be   noted   that   each   department   has  practically  the   advantage   of  a   separate   entrance.     The   wall    shelvins 
6  feet  6   inches   high   and   the   section   fixlures   5  feet   higli.      Each  section   has   a   strong   battery   of    salesman    show 

cases.       There    are    three    entrances,   each    16   feet   wide.- 
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A  New  Road  to  Profit  ! 
There's  a  way  of  adding;  to  profit,  which  is  open  to  every 
Dry  Goods  Man -Get  after  the  Hotel  Managers  and 
Principals  of  Institutions  in  your  district  and  fill  their 
requirements  for 

QUILTS 
WITH  PROPRIETARY  LETTERING 

AND  DESIGN 

Nothing  gives  such  a  pleasing  finishing  touch  to  the  ap- 
pearance of  the  Hotel  Bedroom  as  a  good-looking  quilt  ; 

but,  the  Hotel  Man  doesn't  know  he  can  have  any  device 
or  lettering  woven  on  his  quilts,  free  of  extra  charge. 

Why  not  interview  all  the  likely  people  in  your  neigh- 
borhood, ascertain  their  probable  requirements,  and 

submit  conditions  to  uur  representative. 

Don't  run  away  with  the  idea  that  any  contract  is  too 
small!  Get  busy  with  this  dollar-making  proposition 
TO-DAY. 

R.  H.  COSBIE, 
Canadian  Representative 

30  Wellington  West 
TORONTO 

JON5  Dej^rden  6  C?E? 

iVn'.'  ̂."   "^J'lif^^ 

\4 
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Furnishings  and  Decorations  for  the  Home 
Oriental    Effects    Lead 

Kazak,    Saraband    and    Kerminsha    Designs    Good. 

—  Carpet  Prices  Likely  to  Advance 

WHILE  carpet  manufacturers  point  out
  that 

they  have  been  putting-  on  the  market  practi- 
cally the  same  article  as  formerly  without 

the  same  profit,  they  further  declare  that, 

owing'  to  the  rise  in  price  of  raw  materials  and  cost  of 
production,  this  artificial  condition  cannot  last,  and 
some  considerable  change  in  the  manufactured  article  is 
sure  to  follow. 

Though  some  feeling  exists  for  the  Colonial  and  Adams 
style  of  carpeting,  a  great  trade  is  done  in  Oriental  and 

Turkish  desiii;ns.  These  reproducL'd  by  Canadian  mills 
and  also  imported  Never  were  these  effects  so  prominent 

in  all  parts  of  the  country  and  at  all  prices.  The  repro- 
duction has  the  advantage  of  being  thoroughly  sanitary 

and  come  in  prices  ranging  irom  one-tenth  to  one-third  of 
the  original. 

Among  the  popular  Oriental  effects  Kazak,  Sara- 
band and  Kerminsha  are  very  good  lines.  These  are 

mad©  up  in  Saxon  pile  and  in  appearance  very  closely 
resemble  the  eastern  article. 

Ingram  rugs  in  cheap  but  i)retty  numbers  have  re- 
versible weave  and  more  and  more  artistic  designs  arc' 

being  put  out  by  the  manufacturers.  Theie  is  a  good 

demand  for  the  All-Canadian  rug  or  carpet.  Manufac- 
turers at  home  and  abroad  claim  that  there  is  great 

advantage  to  be  gained  in  close  study  of  the  trade  they 
are  catering  to,  and  in  knowledge  of  their  requirements. 

Rugs  and  carpets  have  had  about  an  equal  call,  but 
the  season  has  been  an  especially  good  one  for  carpets. 
Piece  goods  are  selling  better  than  for  a  long  time  and 
not  all  can  be  attributed  to  natural  growth  in  trade. 

Period  effects  are  a  feature  of  high-class  lines  and 
are  usually  used  exclusively  in  rooms  as  a  part  of  some 

studied  effect.  A  great  resemblance  is  sometimes  obser- 
vable l)etween  Colonial  and  Empire  designs.  The  Adams 

design  is  to  be  known  by  the  little  S'hell  disc,  which  is 

rarely  left  out  in  any  of  these  or  their  imitations.  Gai- 
lands  are  also  a  feature  of  this  design.  Ai't  nouveau  is 
a  good  medium  line  fur  all  sorts  of  rooms  and  in  all 
grades. 

Demand  for  Fine  Wall-Paper 
Favor  Shown  Shand  Kidd  and  Stencilled 

Designs  —  Great  Run  on  Brown  this 

Season  —  Green,  Champagne  and  Amber, 
Excellent  Sellers. 

High-class  \\allpa])ers  find  iucreasiug  demand  as  tlie 
season  open.'^.  Shand  Kidd  designs  are  among  the  best 
of  these.  The  cut-out  border  and  the  regulation'  style  are 
botli  seen  in  this  line.  The  first  allows  of  a  treatment 

varying  to  suit  the  size  a.nd  shape  of  the  room,  while  the 
latter  are  seen  in  (luite  narrow  widths  to  go  with  almost 
any  styile  of  decora lioji. 

Rich,  dark  eoloring.s  put  on  by  liarul  are  I  he  feature 
of  these  papers,  the  effect  fully  justifying  the  cost  of  $1 
per  yard  for  the  best  borders.  The  paper  itself  is  of 

cdi-lc  velour.  self-colored,  and  comes  much  cheaper  than 
the    border,    handsome    rolls    selling-    for    $1.25    up.      The 

cost  uf  hanging  au  average-sized  room  in  this  style  is  thus 
only  about  .$3'0,  not  exorbitant  if  ihe  quality  be  con- 
sidered. 

Shand  Kid'ds  are  favorites  for  bedroom  and  boudoir,  as 
well  as  for  drawing-room  'effects.  While  the  latter  show 
iViezes  of  scenic  style,  often  twelve  feet  before  the  pat- 

tern is  repeated,  and  smaller  friezes  in  autumn  verdure, 
foliage,  old  abbey,  and  other  fancy  pictorial  designs,  the 

foi'mer  come  in  lighter  shades  and  are  mostly  floral  for 
bedroom  use. 

Two  cut-out  borders  come  together,  one  wide  and  one 
narrow.  Tlu'  marrow  is  often  used  to  outline  windows 

ill  jKincl  effect  in  Ohintz-hung  bedrooms.  Very  dainty 
light  shades  prevail,  lattice  and  garland  patterns  pre- 

ferred. 'Walls  are  frequently  treated  in  panel  effect  to 
display  the  stnail  bo'rder,  which  may  also  outline  the  mold- 

ing. I'ut-dut.  larger,  motifs  decorate  the  frieze.  The 
l>aper  itself  is  seen  in  soft,  greyish  white,  with  little  in- 

visible line-cheeks  running  through  it.  Such  a  papei-  was 
combined  with  massed,  natural  rose  Ixu-dei's  in  a  Chintz 
room,  with  white  enameled  accessories.  Mahogany  is  an- 

other favorite  combination  with  this  shade.  The  abo've 

papers  are  very  reasonably  priced  for  general  trade. 
Fabric  papers,,  giving  the  effect  of  clotli,  either  canvas, 

silk  or  Chintz,  are  leaders.  -Another  novelty  is  Tekko, 
a  Swiss  article,  one  yard  in  width,  with  the  finish  of  a 

very  glossy  siilk.  Go'ld  and  silver,  metallic  fabric  effects 
are  sijeeially  handsome  in  this  line,  which  lends  itself  more 

ri'adily  to  sparir.g  use  in  i)iinels.  with  scroll  heading,  a.nd 

a  plainer  i^aper  as  backgi-ound.  Moires  are  seen  in  this 
line,  aiul  all  are  self-colored. 

Holh  in  cheaj)  and  high-e!a,ss  lines,  self-culured  styles 
with  eiuilrasting  border  seem  to  be  well  in  the  lead.  Eveii 

be'iiroom  papers  ai-e  now  popular  in  this  effect,  great 
altentioii  being  given  fn  artistic  bnrdeiing.  Panel  effects 
include  the  Gainsford  in  a  Shand  Kidd.  the  Portlaiul  and 

e\'en  the  Louis  XIV..  consisting  of  a  dainty  garland  or 
lliiwer  basket  design.  Besides  the  .Jaspe  fabric  effect,  now 
<|uitc  universal,  a  high  novelty  is  seen  in  Jajianese  grass, 
woven  and  paper  backed.     It  is  priced  dOc.  a  yard. 

Stencilled  'designs  ari'  still  ihe  leading  lines  fm-  hall 
decoration,   for  drawing  and   dining  rnoins. 

Merchants  find,  a  ready  turn-over  in  browns  this  year. 

Oreens  are  a  staple  be'st  seller,  and  many  customers  will 
take  nothing  else,  but  brown  has  enormously  increased  in 

popularity  since  last  season.  The  orange,  burnt  and  regu- 
lation,, amber.  a,nd  the  novelty  pumpkin  shades  are  very 

high-class  and  very  good  selling  lines.  Woniderful  ad- 
\ances  are  being  made  in  orange  all  the  time. 

For  bedrO'Oms,  besides  the  grey  shades  above  men- 
tioned, 'rose,  wistaria  in  uatura.l  and  pink,  and  dainty 

blues  are  popular.  In  fact,  all  Pastel  shades  ccntinne 

good. 
® 

Development  in  Canadian  Lines. 

Great  ad\ances  havj  recently  been  seen  in  ili'j  paper 
of  home  manufacture.  Whereas  a  short  tim,'  ago  only 
floral  and  'satin  stripe  effects,  and  similar  staple  lines 
were  turned  out.  im)w  a  fine  lot  of  two-tones  and  ste^neilied 

pa|)ers  are  seen,  all  high-class  goods.  Many  excellent 
lines,  similar  to  the  Shand  Kidd  desiigns.  are  to  be  had. 

Manufacturers  are  even  talking  of  introducing  the  hand- 
block  papers.  All  fabric  finishes  are  obtainable  from 
Canadia,n  houses.  As  yet.  the  greatest  demand  remains 

with   the   stripes,    chintzes,   fruit   designs    and   two-tones. 
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Dry   Goods  Reznew. 

BOOKS f OR  THK   CARPET  AM) PIIOLSIERY  nEPARTMFNTS 

Oriental  Rugs  and 
Carpets 

Contains  199  pages  and  141  il- 
lustrations. Particular  attention 

is  called  to  the  groat  number  of 
illustrations,  as  these  are  of  high 
importance  in  identifying  the  va- 

rious makes  of  rugs.  It  gives  the 
history  of  Oriental  rug  making  : 
t'.  lis  where,  of  what  materials  and 
how  each  particular  make  is  wo- 

ven: describes  the  characteristic  tex- 
ture, designs  and  colorings  of  all 

the  various  kinds,  their  respective 
values  and  how  to  buy  them. 

Trice       ".   ?1.50 

The  Upholstery  and  Drapery  Guide 
The    reading  matter    and      illustrations      relating      to    period 

styles,    ancient    and    modern,    deserve  special    attention.    Every 
salesman    in  an    upholstery    or   furniture   department   will    also 

rje    deeply    interested  in  the  chapters    on  upholstery  trrms  and  fa- 
brics,    the   laws     of   harmony    and 

contrast  in  colors,  and  the  numer- 
ous   descriptions    and    illustrations 

of    schemes    for    draperies    and    fur- 
n'ihings.    The    dictionary      of      up- 

holstery   and    drapery    goods    com- 
prises     every    fabric     employed    in 

the  trad'.',  describing  its  character- 
istics, uses  and  the  method  of  its 

manufacture. 

The  practical,  working  uphol- 
sterer will  also  find  in  "The  Up- 

holstery and  Drapery  Guide"  a onm' lete  handbook  of  his  trade, 
the  reading  matter  comprising  full 
instructions  for  executing  every 
kind  of  upholstery  and  draptrv 
work.    Price       $2.00 

UmOL\TBK 

Guioe 

«E*rew  puKuMm  CO. 

The  History  and  Manufacture  of 
Floor  Coverings 

The  first  part  of  the  book  is  devoted  to  the  history  of  floor 
coverings  in  various  countries  from  the  earliest  tiui'. s  to  the 
present  day.  The  technical  side  of  tho  trade  is  taken  up  in 
Chapter  IV  which  is  devoted  to  Oriental  rugs  ai'.d  carpets. 
The  various  makes  of  Turkish. 
Persian  and  other  East-rn  Rugs 
are  dealt  with  in  detail.  The  ma- 

nufacture of  Savonneries,  Aubus- 
sons.  hand-made  and  Chenille  Ax- 
minsters,  Wiltons,  Brussels,  Ta- 
■fstry  Bruiscls,  Moquettes,  ma- 
chino-made  Axminsters,  Ingrains, 
straw  matting,  cocoa  matting, 
floor  oil-cloth,  linoleum,  animal 
s^in  rugs  and  mats,  etc.,  are  de- 

scribed in  detail.  To  those  who 
know  little  or  nothing  of  the 
tchTique  of  the  trade  Chapters 
XVIII  and  XIX.  comprising  an  il- 

lustrated explanation  of  the  prin- 
ciiile  of  the  loom  and  brief  de- 

finitions of  the  technical  terms 
ii«ed  in  weaving  floor  coverings, 
will  be  found  especially  useful. 
Price      $1.00 

The 

Carpet  Workroom 
A  guide  for  measuring,  cutting 

and  laying  carpets  and  other  floor 
coverings,  with  numerous  dia- 

grams of  wod'j  actually  performed. 
The  book  also  contains  a  Dic- 

tionary descriptive  of  all  Floor 
Coverings  and  the  jjroccsses  em- 

ployed in  their  manufacture,  with 
much  other  useful  information  for 
the  novice  and  expert.    Price. ..$1.00 

Alf  boftk^  sfnt  post  paift  on  receipt  of  price 

The  Mac'pan  Publishinti  Co. 
Technical  Bool-  Department 

14:).149  I'uiv.rniry  4vpiiue      :     :      TORnNTO 

Thc60  papers  retail  at  from  25(*  and  up.  Best  sellers,  in 
iii;it;y  quarters  are  those  at  75  cents  a  roll  and  even 
liigher.  Blue  has  come  ba.ck  into  favor  and  is  now  in  use 

for  dining-rooms  as  well  as  bedroom*. 

® 

Silks  and  Tapestries  for  Covers  and  Curtains. 

Ovvin-j:  to  their  cheapness,  demand  is  felt  for  the 
hand.some  plain  and  brocaded  moires  for  upholstery,  as 

well  as  han^'ing  purposes.  But  first-class  dealers  prefer 
to  sell  for  the  latter  as  more  permanent  satisfaction  is 
assured.  Velour  plain  and  panne  leads  as  a  wearing 
material,  and  is  ̂ chosen  for  use  in  hotels  and  theatres  as 

well  aS'  private  houses.  These  velours  come  in  fifty-inch 
width  and  all  staple  color.s.  For  portieres,  velour  is  still 
a  lead  ng  line,  and  probably  more  generally  used  by  all 
classes  than  any  other  material. 

Portuguese  silk  in  rich,  brocaded  effects  showed 
crown  and  bird  motifs.  It  is  much  sought  after  for 
carved  furniture  in  the  darker  woods,  and  is  one  of  the 
handsomest  fabrics  on  the  market.  A  revival  of  an  old 
fashion  is  seen  in  hair  cloth.  This  is  used  to  upholster 
antiques,  and  comes  in  rich  dark  shades  in  a  sort  of 

raised,  open-work  weave,  self-colored.  It  has  not  the 
appearance  of  a  borne  hair-cloth,  but  has  equal  dura- bility. 

Goat-hair  cloth  is  a  very  smooth  finished  fabric  re- 
sembling the  soleil  suitings  in  finish.  It  has  great  wear- 

ing qualities,  and  comes  in  first-class  grade  for  drawing- 
room  furniture.  The  colors  are  self-tones  and  mostly 

dark.  Burlap  is  used  as  a  portiere  cloth,  and  monk's 
cloth  comes  in  a  basket  weave  not  unlike  a  handsome 

wool  fabric,  very  suitable  for  rich  hangings. 
Champagne  and  green  are  favored  shades  in  all  the 

above  lines,  but  burlap  and  monk's  cloth  as  well  as  sack- 
ing is  imported  in  natural  tint,  and  can  then  be  dyed  to 

suit  the  customer. 

Couch  covers  range  from  $1.50  up.  They  come  in 

shades  to  correspond  with  tapestry  curtains,  it  now  be- 
ing the  fa.shion  to  match  the  room  throughout.  Curtains 

number  among  the  best  sellers,  lines  at  $2.50  to  $9  a 
jiair.  A  novelty  couch  throw  is  a  rug  of  imitation 
Oriental  eflect  in  a  Wilton  pile  priced  at  ten  dollars. 

® 

Chintzes  in  Floral  and  Paisley  Designs. 

Chintzes  are  strong  for  bedroom  use,  and  great  var- 
iety is  shown.  While  a  few  people  still  use  silk  fabrics 

for  th's  purpose,  the  regular  run  of  the  trade  is  on 
chntz.  Floral  and  verdure  designs,  large  and  small, 

are  prime  favorites,  runn'ng.  from  the  tiny  Watteau  gar- 
land up  to  the  pattern  of  which  a  single  motif  makes  a 

cu-'hon.  A  whole  room  will  be  decorated  in  this  ma- 
terial, small  patterns  Ijeing  matched  with  larger  borders 

as  are  carpets,  and  curtains,  and  covers  made  of  these 
combined  effects. 

A  handsome  chintz  of  English  block-printing  was 
spotted  with  tiny  Paisley  motifs  on  a  w^hite  ground, 
while,  about  one  foot  apart,  broad  panels  of  sage  green 
ran  lengthwise  with  here  and  there  an  enlarged  Paisley 
motif  as  a  break.  The  color  scheme  was  carried  nut  in 

sage,  rose  and  crimson. 
® 

Very  narrow  borders  are  beginning  to  be  seen  on 

carpets  and  piece-goods  made  up  in  rug  effect.  Designed 
for  bedroom  use.  an  ivory  self-colored  piece  was  edged 

with  natural,  p'nk  roses.  This  was  intended  to  match 
with  chintz  hangings  and  the  cut-out,  rose  decorated  wall- 

papers. 
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WE  offer  the  greatest  aggre- 

gation of  up-to-date  designs 

and  modern  color  effects  ever 

shown  in  America.  In  WALTON 

PATENT  INLAIDS  we  show  a 

collection  of  entirely  new  styles 

specially  manufactured  for  the 

Canadian  buyer — the  "something 

different"  that  cannot  fail  to 

interest  discriminating  buyers.  In 

FOUR  YARD  WIDE  PRINTED 

LINOLEUMS  our  offerings  are 

strong— a  wide  departure  from  the 

stereotyped  styles  of  years  ago, 

printed  in  the  thorough  fashion 

which  has  made  the  B.  O.  &  S. 

Mills  leaders  in  their  line  for  a 

quarter  century.  PLAIN  LINO- 

LEUMS, including  the  BATTLE- 

SHIP grade,  are  our  specialties, 

the  BARRY  goods  being  the  stan- 

dard of  the  world's  navies. 

Barry's SCOTCH 

Linoleum 
THE 

STANDARD    OF    PERFECTION 

Spnng  Lines 

Now  nn  Show 

AGENTS 

SCOTT  &  WEST  CO. 
510  Coristine  Building,  MONTREAL 

ALEXANDER  H.  YULE,  Manager 

Please  mention  The  Rcviciv  to   Ad^rrtiscrs  and  Their  Traz'elers. 



Interesting      Inside     History      of     Debenham's,      Limited 
Business  Established  in  the  Times  of  the  Regents  in  1786  —  Originally 
a  Retail  Store  —  Branched  Out  After  Foreign  and  Colonial  Trade  —  A 
Story    of    Progress  — 

Re-written  trom  The  Drapery  Times. 

IT  has  often  been  said  that  trade  and  romance  are  as  far  apart 
as  the  poles  that  indicate  the  two  ends  of  the  earth.  That  such 

is  not  the  case  is  almost  self-evident.  The  rise,  and  sometimes. 
uafortunatoly.  the  fall,  of  many  famous  business  houses  is  romance 

pure  and  simple.  Romance  in  trade  has  never  perhaps,  been  more 
clearly  exemplified  than  in  the  history  of  Debenhams,  Ltd.  To  start 

in  one  small  retail  haberdashery  department  in  1786,  and  to  grow  un- 
til a  business  has  world  wide  ramifications  is  undoubtedly  romantic. 

One  is  inclined  to  associate  the  word  with  the  impossible,  but  facts 
are  constantly  occurring  which  ihow  that  it  can  be  used  in  a  far 
wider  sense. 

This  business  was  established  in  tht  days  of  the  Regency— in 

1780 — and  like  many  other  textile  establishments  it  had  its  origin  in 
a  small   retail  shop,   the  front  of  which   is  illustrated  on   this   page. 

In  that  yvar  the  lease  of  44  Wigmore  Street  was  granted  to  Mr. 
.J.  Hartshorn,  haberdasher.  Apparently,  however,  the  business  soon 
changed  hands,  for  in  1788  the  firm  were  trading  as  Flint  &  Clark. 
It  is  interesting  to  know  that  the  original  site,  greatly  extended,  is 
still  occupied  by  the  retail  house  of  Dcbenham  &  Freebody.  Wigmore 
Street  in  those  days  was  considered  a  suburban  area.  Right  in  front 
of  the  shop  in  question  were  Marylebone  Fields,  and  other  open 
spaces  which  stretched  away  to  the  outlying  hamlets  of  Hampstead, 
Highgatfc  and  Highbury. 

The  First  Debenharo. 

The  business  continued  to 

trade  as  Flint  &  Clark  un- 
til 1813.  No  serious  devel- 

opment seems  to  have  taken 
place,  but,  presumably  the 
results  were  satisfactory,  as 

in  that  year  Mr.  Flint  ap- 
pears to  have  r-.tired,  and 

-Mr  Cla.k  was  joined  by 
Mr  W.lliara  Debcnham. 
Fn  m  th;.t  date  the  business 
cor  tinucd  its  even  course, 
until  1837,  when  Mr.  Clark, 

the  remaining  original  part- 
ner, retired,  and  Mr.  Deben- 

ha.li  was  left  in  sole  charge 
of  t  le  un  .ertaking,  which  he 
can  red  c  i  under  the  style 
of  (Vm.  Debcnham  &  Co. 

Two  years  later  he  look  in- 
to partnership  two  of  his 

principal  assistants,  and  al- 
tered the  style  of  the  fi:m 

to       Debcnham,     Pooley      & 
Smith-  The  two  latter  gentlemen  retired  in  18.)1  and  the  eldest  son 

joined  his  father,  together  with  his  uncle,  Mr.  Freebody.  The  busi- 
ness traded  as  Debenham,  Son  &  Freebody,  until  1863,  when  the  head 

of  the  firm  died,  having  carried  on  the  business  continuously  from 
Iil3  to  1863.  The  style  of  the  firm  was  then  altered  to  Dcbenham  & 

Fr.  ebody,  and  the  actual  control  passed  into  the  hands  of  his  two 
sons,  Mr.  William  Dcbenham  and  Mr.  Frank  Dcbenham.  Mr.  William 

Debenham  retired  in  1892  ;  the  younger  brother,  Mr.  Frank,  is  to-day 
the    esteemed    Chairman    of    Debenhams.    Limited. 

The  Wholesale  Business. 

For  somo  years  the  Debenham  business  was  purely  retail,  but  in 
the  early  sixties,  the  partners  appear  to  have  deliberately  turned 
their  attention  to  the  development  of  a  wholesale  trade.  From  th-j 
first,  serious  headway  was  made,  but  it  was  not  until  1887,  when 

Mr.  Frank  Dobenham  was  joined  in  the  business  by  his  son,  Mr.  E. 

R.  Debenham.  that  the  who'esale  business  was  definitely  separated 
from  the  retail.  That  the  splitting  up  of  the  buainoss  into  separate 
organisations  had  no  ill  effects  is  proved  by  the  position  of  both 

firms  to-day.  It  is  interesting  at  this  point  to  state  that  Mr.  E.  R. 
Dcbenham  iK  now  the  joint  Managing  Director  of  Debenhams,  Ltd., 
with  Mr.  F.  S.  Oliver.  Both  wholesale  and  retail  busines.',es  traded 
for  some  years  under  the  style  of  Debcnham  &  Freebody.  until  in 
1901  the  wholesal'j  branch  adopted  the  name  of  Debenham  &  Com- 

pany, the  object  being  to  mark  in  a  pronounced  manner  the  distinc- 
tion between  the  two  businesses,  which  for  some  time  had  had  en- 

tirely separate  organisations.  All  this  time  the  retail  business  was 
making  steady  progress,  shop  after  shop  was  taken,  until  in  1906  an 

e-'.tensive  re-building  scheme  was  started,  and  the  retail  buMness  en- 
tered  into  its  present  palatial  premises. 

Cavendish  House 

The  First  Foreign  Branch. 

From  the  early  days  of  Debenham  &  Freebody  a  great  inter-st 
lijid  been  taken  in  the  overseas  trade  and  the  immense  possibilities 

it  afforded  were  fully  realised.  For  some  time  the  desirability  of 
establishing  branches  jibroad  was  considered,  and  eventually  definite 

action  was  taken  in  the  opening  of  a  business  in  Brussels  under  the 

Ijresidency  of  M.  Pontus.  and  from  this  centre  (now  trading  as  a 
subsidiary  company,  under  the  name  of  Debenhams  (Continental). 

Lid.,)  travelers  were  sent  out  to  bring  the  specialties  of  the  firm  be- 
fore the  notice  of  the  traders  in  the  principal  countries  of  Europe. 

Tlie  success  achieved  by  the  firm  on  one  Continent  encouraged  them 

to  extend  their  efforts  in  other  directions.  Brussels  had  been  given 

exhaustive  trial  under  good  and  bad  conditions  and  the  directors 

were  satisfied  with  the  results  that  had  been  obtained.  They  now 

turned  their  attention  to  another  Continent  and  one  that  was  rapid- 

Iv  making  a  prominent  position  amongst  the  commercial  countries 
oi  the  world.  A  branch  establiihment  was  opened  in  New  York, 

about  the  year  1885,  and  Mr.  Gardiner,  a  young  Scotsman,  who  had 

for  some  time  been  in  the  firm's  employment,  was  sent  out  to  man- 
age this  branch.  Mr.  Gardiner  is  at  present  the  Managing  Director 

of    Debenham,    Gardiner    &    Co.,    Ltd.,    New    York,    another    subsidiary 

company  of  the  parent  busi- 
ness  in   Wiuipole   Street. 

St>l  thirsting  for  further 
fields  to  conquer,  in  1891  the 

partners  decided  to  initiate 
a  new  policy,  which  would 
have  for  its  object  the  more 

rapid  expansion  and  devel- 
opment of  the  undertaking. 

In  that  year  it  was  resolv- ed to  establish  branches  in 
various  Britiuh  Colo.iies, 

which  at  that  period  were 
coming  to  the  front  rapidly 

as  profitable  markets  for 

the  distribution  of  mer- 
chandise emanating  from 

the  Mother  Country.  Ac- 

cordingly, in  1891,  Mr.  Er- 
nest Debenham  touted  Aus- 

tr.Uia  with  tho  view  of 

gaining  firsthand  knowledge 
or  the  requirements  of  the 

country,  not  them  promot- 
ed to  the  dignity  of  a  Com- 

monwealth. On  his  trip  he 

also  gained  experience  as  to 
lirospects   it    would   offer   his    firm. 

Acting  upon  the  report  he  presented  on  his  return,  branches  were 

opened  in  Melbourne  and  Sydney,  which  were  placed  under  the  man- 

agement of  Mr.  Robert  Debenham.  a  nephew  of  Mr.  Frank  Debenham. 
The  success  that  characterised  other  branches  also  attended  those  in 
Australia,    which    are   now   in  a  flourishing   condition. 

The  Canadian  Warehouses. 

Results  obtained  in  the  Commonwealth  encouraged  the  firm  to 

open  up  in  Canada,  then  on  the  threshold  of  the  remarkable  develop- 
ments that  have  been  the  outstanding  characteristic  of  its  existence 

during  the  past  few  years.  A  branch  was  opened  in  Toronto  in  1897, 

at  45  Yonge  Street.  Owing  to  the  growth  of  the  business,  they  soon 
had  to  secure  larger  premises,  and  located  at  the  corner  of  Bay  & 
Wellington  Streets.  Their  warehouse  and  stock  were  completely  de- 

stroyed through  the  disastrous  fire,  and  they  were  the  first  to  enter 

the  new  building  which  was  re-erected  on  the  old  site  in  August  of 
the  same  year. 

In  1902  it  was  decided  to  open  a  branch  in  Montreal,  a  site  being 
found  at  18  ,St.  Helen  Street.  Within  a  comparatively  short  time  it 
was  found  necessary  to  engage  furthvr  space,  and  a  part  of  No.  20 
St.  Helen  Street  was  taken  over.  At  tho  beginning  of  this  year  it 
was  found  that  the  business  had  increased  so  rapidly  that  it  was  ne- 

cessary to  take  over  both  buildings  in  their  entirety.  "The  firm  has aiso   branches   in  Quebec  and   Ottawa. 

Continuing  the  chain  of  Colonial  branches.  South  Africa  was  then 
dealt  with,  and  two  years  before  the  outbreak  of  the  Boer  war  trade 
was  opened  up  there.  The  outbreak  of  hostilities,  however,  occurred 
at  a  moment  when  the  business  was  beginning  to  maj<e  headway — a 

most    unfortunate      coincidence — and      the     early    days    of    Debenham's 

The  Original  Premises  of  Debenham's.   Ltd. 
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South  African  business  were  unhappy  in  consequence.  Now  that  the 
country  is  returning  to  a  state  of  prosperity,  however,  Debenhams 
arc    taking  a  leading   part   in   the   commercial   battle. 

Home  Trade  Developments. 

While  these  developments  were  going  on  abroad,  equally  satisfac- 
tory progress  was  being  made  in  the  home  trade.  In  1892  a  big 

move  forward  was  made  consequent  upon  the  reorganisation  of  the 
order  department  by  Mr.  P.  S.  Oliver,  who  had  then  recently  joined 
the  firm. 

The  day-to-day  requirements  of  the  country  draper  in  the  shape 

of  short  lengths  and  "specials"  were  under  the  stress  of  competition 
growing  more   and  more  numerous.    The  conventional   wholesale  house 

move  was  such  a  success  that  a  larger  building  had  to  be  taken  in 

Ch'apside,  and  later,  in  1899  still  more  city  accommodation  was 
found  necessary,  and  the  present  premises  occupied  by  the  firm  in 

St.  Paul's  Churchyard  were  taken  over. 

Pioneers  of  Western  Migration. 

It  is  necessary  to  point  out  at  this  stage  that  Messrs.  Debenham 
were  the  first  to  found  a  serious  wholesale  business  in  the  West  of 

London.  While  many  firms  were  doubting  the  possibility  of  seriously 

establishing  such  an  undertaking  away  from  the  city  area,  Deben- 
hams were  steadily  developing  their  business  until  it  reached  its 

present  dimensions.  Indeed,  if  progress  can  be  at  any  time  a  nuis- 
ance it   must   have   been   to   this   firm.     For  many   years  they  had  con- 

An   exterior  view   of    Debenhams 
Warehouse,  Wimpole  Street   West 

looked  upon  all  such  orders  as  a  necessary  evil,  wliich  had  to  be 
accepted  rather  than  of!end  good  customers,  but  which  it  was  wise 
to  discourage  as  much  as  possible.  The  new  order  department  set 
up  by  Debenhams   was   primarily   designed  to  deal  with   such  trade. 

The  City  House. 

By  this  time  the  firm's  wholesale  warehouse  had  grown  in  size 
rapidly  and  consistently  until  it  now  occupied  the  greater  portion  of 

the  block  which  is  bounded  by  Wigmore  Street  on  the  North,  Wim- 
pole Street  on  the  Bast,  Welbeck  Street  on  the  West  and  Mill  Hill 

Place  on  the  South,  but  even  then  more  space  was  needed  for  a 
continuously  e.xpanding  trade.  Eventually  it  was  decided  to  establish 

a  branch    in   the   city.    Premises   were    taken    in    Old    'Change,    but    the 

stantly  before  them  the  necessity  of  finding  more  and  more  accom- 
iiiodation  for  a  rapidly  expanding  business.  Alterations  and  addi- 

tions were  made  now  to  one  portion  of  the  block  of  buildings,  now 
to  another,  and  at  last  relief  was  found  by  erecting  a  large  building 
on  the  other  side  of  Welbeck  Street  where  the  Millinery,  Costume 
and  Blouse  departments  wero  housed  for  some  years. 

DebenSams.  Limited. 

It  was  in  1904  that  It  was  decided  that  the  growth  of  Deben- 
hams' business  had  been  such  as  to  render  its  dimensions  too  large 

for  private  management,  and  accordingly  1905  saw  a  company  floated 
under  the  title  of  Debenhams,  Limited.  This  Is  the  parent  company 

which  controls  the  wholesale  business  of  Debenham  &  Co.,— the  retail 
business   of   Debenham   &   Freebody — and  a   number   of   subsidiary   com.r 
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Vanies  which  were  formed  to  take  over  the  various  foreign  and  Colo- 
nial branchw.  By  this  method  of  flotation  it  was  possible  to  frame 

the  Articles  of  Association  for  each  branch  in  such  a  manner  as  to 

beet  meet  the  conditions  of  the  various  countries  in  which  they  con- 
ducted business.  Each  subsidiary  company  is  under  the  control  of  a 

responsible  resident  managing  director,  who  is  in  turn  responsibU  to 
the  Central  Board  of   Debcnhams.  Limited. 

Reference  has  been  made  to  the  housing  of  the  millinery  and  other 
departments  In  a  separate  building  in  Welbeck  Street.  As  time  went 
on  this  expedient  proved  Increasingly  unsatisfactory  and  shortly  after 

the  flotation  of  the  company  it  was  decided  to  rebuild  a  large  por- 
tion of  the  main  warehouse  in  order  to  provide  space  for  the  inclu- 
sion of  all  departments  under  one  roof.    By  the  conclusion  of  the  re- 

The  year  1909  saw  another  important  development  on  similar 

lines.  The  company  purchased  the  stock  of  Blundcn  &  Hazell,  manu- 

facturers of  high-class  children's  garments,  and  under  the  manage- 
ment of  two  of  the  late  partners  in  that  business,  a  successful  entry 

was  made  by  Debenhnmi,  Limited,  into  this  important  branch  of  the 

textile   trade. 

Arrangement  of  the  Warehouse. 

The  arrangement  of  the  warehouse  is  such  as  to  greatly  facilitatei 

the  transaction  of  business.  From  the  roof  of  the  building  a  magnifi- 
cent view  can  be  obtained  of  the  surrounding  district  for  many 

miles.  On  the  top  floor  are  situated  the  offices  .and  other  rooms  in- 
cidental to   the   direction   of   the  business,   including   the   Board   room. 

From  a  photo  taken  from  a  corner 

of  the  'roof  of  Debenham"s  ware" 
house,  showing  a  portion  of  the 
range  of  buildiners  occupied  by  the 
firm. 

building  scheme  in  1907.  Debenham  &  Co.  w&re  provided  with  exactly 
double  their  previous  warehouse  space  and  with  vastly  improved 
facilities   for  thu  display  of  their   goods. 

The  M    le-'  p  Trade.  '      7 
For  some  years  the  Directors  of  Debenhams  had  noted  the  in- 

crfasing   importance  to  the   draper  of   his   made-up  departments. 
The  moment  when  the  new  warehouse  was  completed  and  the 

made-up  departments  brought  back  into  the  main  block  was  felt  to 
he  a  suitable  one  for  putting  into  effect  a  long  cherished  scheme  to 
develop  these  sections  into  more  serious  lines.  Separate  departments 

were  opened  for  tailor-mades,  mantles  and  costumes,  and  factories 
opened  for  their  manufacture.  In  1507  this  portion  of  the  trade  re- 
cfived  a  great  impetus  owing  to  the  acquirement  by  the  Company 
of  the  business  of  Wright  &  Green. 

which  is  fitted  with  some  very  fine  panelling.  On  th?  next  floor  be- 

low this  will  be  found  the  department  devoted  to  goods  manufac- 
tured by  the  firm.  These  include  blouses,  costumes  and  other  made 

up  articles.  The  silk  department  is  another  important  branch  of  the 

business.  A  large  room  is  devoted  to  children's  garments,  while 

plenty  of  space  is  found  for  the  "Ivernit"  sports  coats.  The  next 
department  to  be  viiited  is  the  furs.  This  branch  of  the  trade  dates 

{.•-om  189G,  when  Messrs.  Debenham  acquired  the  old  establishment  of 

Mr.  Nicholai,  then  established  in  Oxford  Street  and  at  the  timi- 

holding  the  position  of  King's  furriers. 
Apart  from  the  very  large  number  of  people  employed  in  the 

firm's  factories,  Messrs.  Debenham  find  work  for  1,200  assistants  at 
their    wn rehouse. 



r 
DRY     GOODS     REVIEW 131 

An  Attractive  Offer 
TO  BUSINESS  MEN 

THE  FINANCIAL  POST  OF  CANADA  will  be  sent  to  any  address 

from  now  until  January  1st,  1912,  for  the  price  of  one  year's  subscription— $3.00. 

The  Post  gives  a  weekly  summary  of  and  sane  comment  on  Financial, 
Business  and  Commercial  conditions  in  the  main  centres  of  Canada.  It  will 

pay  you  to  read  it. 

By  subscribing  NOW  you  will  get  The  Post  free  for  nearly  three  months. 
Remember,  we  are  always  glad  to  mail  sample  copies  upon  request. 

W 

THE  FINANCIAL  POST  CO.,  Ltd. 
Toronto,  Canada    19  ■ 

Please  send  week  y  to  address  below  one  copy  of  The  Financial    Post   of  Canada 
until  January  ist,  191 2,  for  Three  Dollars. 

Name   

A  (id I  ess   

ESTERN  ''Tsir ASSURANCE 
.     COMPANY 

FIRE 

AND 

MARINE 

HEAD  OFFICE,  ;  TORONTO,  ONT. 

Assets  over    -    -    -    -  $3,570,000 
Income  for  1906,  over    3,609,000 

HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 

ESTABLISHED  1849 

BRADSTREET'S Offices  7  broughout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.         Ottawa,  Ont.  Montreal,  Que. 
Edmonton,  Alta.     St.John,N.B.  Quebec,  Que. 

Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.        Winnipeg,  Man. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  work, 

THOMAS    C.    IRVING,   ̂ Tst^r'n'c^^n'aX TORONTO.  CANADA 

BRITISH  AMERICAN  DYEING  CO. 
The   Largest  and    Best 

Equipped 

DYE  V/ORKS 
In  the  Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,    Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,   Etc. 

DYED,     FINISHED    AND     PUT    UP 

Also 
FEATHERS.    SILKS.    VELVETS.    RIBBONS.    LACE,    ETC 

^^^"K.^I^u^a^lIIS."^^^^     MONTREAL  TORONTO  OTTAWA  QUEBEC 
Please  mention  The  Reviexv  to   Advertisers  and  Their  Travelers. 



Entered  Homes  of  Their  People  to  Find  Out  Reason  Why 
That  is  How  Oxbow  Mercantile  Co  Found  Key  to  the  Mail  Order  Problem 

-  Advertising  Told  Customers  and  Prospects  What  They  Wanted  to 

Know  —  Weekly  Price  Lists  and  Bargain  Days  —  Mail  Order  Parcels  Decrease 
"O 

inatioii 
coiiiUrv to 

IK  tirst  attempt  at  successful  advertising," 
is  the  way  in  which  the  Oxbow  Mercantile 

Co.,  Oxbow.  Sask..  refei-s  to  tlieir  weekly 
price  list  on  letter.  Tiiis  lueiiium  of  infor- 

customers  ami  prospects  in  the  surrounding- 
has  proved  its  value  in  this  case  as  a  key  to  the 

solution  of  the  mail  order  probleaii.  In  fact  the  great 

amount  of  business  done  through  the  mails  with  the  large 

houses  at  a  distance  was  i-esiX)nsible  for  the  season  of 

serious  thinking-  which  gave  tliis  price  list  its  origin,  aiil 
as  a  direct  result  of  this  form  of  advertising  (lie  Oxbo" 

-Mercantile  Company  increased  THEIR  1909  BUSINESS 
$1.3.000  OYER  ANY  PREYIOUS  YEAK.  This  was  ac- 

complished mainly  during-  the  latter  i)art  of  the  year. 
Business  has  increased  $1,000  every  inonth  tliis  year. 

"We  have  a  mark  of  $22,000  as  an  increase  to  make 

this  year  over  any  previous  year,"  states  John  T.  McCay, 

■secretary  of  the  company,  ''and  w-e  are  going  to  make  it 
without  a  dobut.  If  we  can  increase  $1,000  a  monlli 

(hu'ing  the  hai'dest  months  in  the  year,  what  can  Ave  not 

accomplish  during  the  fall." 

Studied  People's  Needs. 
''In  looking  after  the  firm's  advertising  for  the  past 

year."  said  :\rr.  McCay  to  The  Review.  "I  BECAME  AC- 
QUAINTED WITH  A  GREAT  MANY  CUSTOMERS  OF 

THE  STORE,  AND  LEARNED  TO  KNOW  THEIR 

NEEDS,  and  study  the  reasons  why  such  a  large  amour.-.;, 
of  money  left  the  town,  and  entered  the  coffers  of  the; 

T.  Eaton  and  Robert  Simpson  Companies. 

■"To  solve  this  probleirni  was  to  cause  n  marked  in- 
crease in  tlie  turn-over,  and  this  I  graduallv  solved  when 

I  ENTERED  THE  HOMES  OF  MANY  OF  THE 

PEOPLE.  ANHOSE  NAMES  APPEARED  MANY  TIMES 

<»X  THE  EXPRESS  REOISTER  AT  THE  R.   R.   STA- 

P fW"*""*'— ■■■■■"■■'■■'■■■'■■■■'»»»»■'■"■■■■■'■"■» 

-THE       mC        STORE- ™[^§^ip 

"Tl 

•Tm   BUSY  CORNER- 

THE   HUB 1909 

OF  SOUTHEASTERN  SASKATCHEWAN 

1910 

"  ALL  ROADS  LEAD  TO  THE  BIG    STORE ' 

A    useful    chart    issued   as   an    advertising   feature    by     Uie 
Oxbow   Mercantile  Co,     Within    the    radius   indicated 

they  distribute   their   weekly   price  list. 

TION.  1  I'ouiid  lliat  liie  marked  relictions  on  many  staiile 
lines,  in  these  catalogs,  were  tlie  drawing  cards,  whereby 

orders  were  being  placed,  and  1  realized  at  once  that  it 

was  up  to  us  to  start   a  weekly  bargain  day. 

"UI>ON  CONSULTINC  FARMERS  A(!A1N,  we  found 

thai    lliey   (h'niandeil   Sntiirdiiy   ;is  an   e.xira   sliopjiing  day, 

SATURDAY      BARGAINS 
GOOD   rOR  ONE   DAY  ONLY- APRIL  16-8  A.  M.  TO  1  O  P.  M 

ABOUT  BARGAINS  I  Did  you  ever  disf^nose  a  bargain  or  did 
vou  ever  make  an  effort  lo  ascerlaiti  where  you  can  buy  your  goods 

at  tlie  be^t  average  prigc  *  It  is  the  policy  of  some  lo  put  out  a  few 
real  snaps  and  then  to  get  hig  profits  on  their  regular  hnea.  in  some 
cases  to  get  unfair  pro6ts  This  method  has  certainly  the  attrac- 

tions for  the  gnlhble  people,  but  webeheve  in  selhng  ell  goods  at  a 

fair  profit,  and  vou  can  Ho  this  and  at  the  same  lirae  have  lots  of 
real  bargains  every  week  for  your  patrons  Our  profits,  we  have  no 
hesitation  in  saying,  ate  lower  than  anywhere  in  the  West.  This  is 
clearly  demonstrated  l.y  our  fast  increasing  trade  We  want  yon 
to  join  >vith  the  many  patrons  of  this  popular  establishment  and 
make  this  store  (he  largest  trading  centre  in  Saskatchewan. 

SATURDAY  SPECIALS 

l6  pdin  of  Cromploii'a  Cor*el5,  sues  iS  to  30,  all  good  models  und   euJl- 
■blc  for  niediuni  figure,  regular  fi  35  and  $i.,so.     Situnlay  -    ̂ 95 

joo  yds. Best  Sateen, all  colon, biggest  value  this  season. reg.ijc   Salnrday      10 

ion  jurds  Striped  and  Checlted  GinghRm.  unheard  of  priee  at  this  scflson 
uf  (he  year    Just  when  vou  need  the  goods,  rt^^'  izt^c  And  15^   Saturday    _10 

igo  enable  all  to  taste  of  these  snaps  in  Snteens  an>t  GiiiEhnnis 
we  will  limit  every  cu^onicr  lo  lo  yards  of  eocb. ) 

j7  only  Working  Mens  Shirts,  regular  65c,  7Sc  and  9Sc.     Saturday  _50 

7S  P^irs  Infant's  Dongola  Shoes,  ranging  in  price  up  to  fi.oo.     Saturday    ,50 

3  one  pou rill  tins  Cliase  &  Sanborn's  Western  Special  Coffee.      Salurdajr  l[oO 

ft  Sur.r  Catch  Mouie  Trmps,  for   *25 ao  pounds  llesl  Japnn  Rice  -  -   ̂    -        .  l.OO 

7  Tins  Aulunni  Uaf  Salmon    l"oO 6  Bottles  jMo»    Essences,  oil  flavors    Vanilla.    Union,    etc       Pure   Red 
Cro»s  Brand     KMr.i  Special   1  Q^} 

3  Cases  CatifuniiA  Or.inges  on  aale  Saturdav— choice,  siveel,  juicy,    3    for       ,5 
Seed  Totatocs.  1  H  bushel  to  the  sack.    SatHrdny  -  -  1,00 

Secure  your  supply  while  they  Inst 

Bulk  Seeds  at  Wholesale  Catalogue  Prlcee 
Allow  us  to  (jnotc  you  prices  niiil  you  will  le^ivc  your  orders  with   us 

Multiplier  Onioni.  4  pouridi  for  25c. 

The     "  special"   page    in    the   0.\bow    Mercantile    Go's. 
price    list    is   a    regular   and  good     paying    feature. 

iiiiil  so  nil  Oftuher  liiul.  wc  plai-cd  an  ailx'crtiseineiit  in 
I  lie  coliiiniis  of  The  Oxbow  Herald  and  Tlic  Alameda  Dis- 

palcli  (llic  nc.xl  town's  sheet)  and  ail\('i-|i.--ed.  that  Satur- 
da\.  Oct.  y.  190!).  \\(inld  l)e  the  coiniiieneenient  of  onr 

special  l)ar<>-ain  day.  and  every  week  since  we  ha\'e  ha  i 

oiir  Saliii'day  bargains  mentioned  in  part  of  our  ad'ver- 

lisement.  altlioug-h  instead  of  giving  the  farmer  a  week's 

notice,  they  i-ecei\'ed  only  two  day's^  notice,  as  the  paper 

\\:is   only    puhli.slied    Thursd'ay  afternoon. 
•'!  VKl/r  THAT,  AFTER  THE  PEOPLE  ONCE  RE- 

.\  LI  ZED  THERE  WERE  BARGAINS  EVERY  SATUR- 

1)A^■  WHPITHER  THEY  SAW  THE  PAPER  OR  NOT. 

THE^'  WOLTLL)  P.E  IN  THE  STORE  IN  ANY  EVENT, 
ro  AVAIL  THE.MSELVES  OF  THE  SNAPS.  This 

worked  with  many,  but  I  found  inside  of  two  months  that 

many  were  complaining  that  the  town  ])eop]e  who  had 

access  to  the  papei'  received  (he  snaps,  and  they  heard 
of  what  had  happened,  when  they  perused  their  paper on  Sunday. 

Had  to  Cover  the  Field. 

"Then,  auain.  we  had  complaints  from  another  ()uar- 

lei-,  and  these  w^ere  the  poor  unfortunates  who  lived  in 
ni-iiihhoi'iiig  districts  and  did  not  receive  tlie  pajXT.  1 
looked  over  the  mailing  lists  of  the  local  paper,  when 

tliis  question  arose,  and  found  it  with  a  circulation  of  500 

sul)scrit)eis.  and  1  realized  more  than  ever,  that,  to  wof 

things  woi'king  on  a  successful  footing  T  had  to  have  a 
wider  circulation  to  gain  publicity. 
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■'In  the  meantime,  onr  trade  was  fast  in 'greasing-,  a"u 
our  help  was  (otally  inadequate  on  Satnrdayri  (bnt  not 
to  tlie  d(>triini'iil    of  the  other  d^iys  of  the  week)    and   wo 

ITe 

Mercantile  Budget 
.^  rr„„„,  .„„  ™m,.„«  ,„„  ̂ ;-«;;;^_';- »--  •' "-  k„„o.,»,  t,„,   

T1IK  OXnOW  MKKCAN'1II.K  COMI-ANV     l.l'K      )'•  ..|  iv.ii  ■< 

JOH-T    Mc.*y    «».,<.B" 

■    ,^.    .    ■-  -     ̂  
THF  WEBU'S  RKVIEW  OF  THE   NARKKTS 

f 
PROnt  CF. 

GRAIN 

nuUcr.    No     I      .    .    .    .     T   30C 

No.   a.    .           .    .  •_    [6c 

FkKs.    f»"1>                           .    *    15c rotalfJCN                                No  market 

POI  I.TRV 

Turkeys,    per  poiitid             .     150 

Cfese.    per  poiiml                 -^-     lie 

ClosiiiK  street  prices  for  Ihe  week 

Wlient.  No-  1.  perl)usliel            91c 

Wheat,  ̂ o.  J.per  bushel            90c 

Oals,  No.  J.  per  bushel               ijc 

OaLs.  No   3,  per  bushel               — 

Rarlcy.No.  1,  per  busS      No  iiiarkei 

Dnclcs,  per  pouiiil.                       lie Rnrley.No   .1,  per  hush 

Spniii.' Cliickeii.  per  pouii'I       iic Flax,  per  hti^hcl                          1'  95 

I.ARI) 

Pure  Leaf  Rcii.lere.l.pcr'll)   T"  17c >  Hinrs  t 

Per   po«n.l,     ,^^,      .Tr^6>4r 

IJVF.  STOCK 

Fat  Cattle,  on  fool,  per    lb.  4>J<- 

Ifogs,  from  300  to  350  1b».        '^P ou  foot,  per  lb.  ,      .        ,  8>ic  _ 

We  Always  Pay  the  Highest  Market  Price  for  Produce 

The    One    Price    5tore--We  '  Always     Uead 

First  pace  of   four-page   price   list   issued    weekly 
by    the   Oxbow    Mercantile    Co.,    Oxbow.    Sas. 

were  forced  to  pick  up  green  help  on  Saturdays  to  do  the 

(iff  wiii-k.  and  this  worked'  splendidly.  We  also  found  our 
name   being  passed   more   freely  from   mouth    to   mouth, 

and  many  passing  the  word  that  goods  could  be  bought 

cheaper  here  than  'Eatons. ' 

"WELL,  AFTER  ABOUT  TWO  MONTHS' 
THOUGHT.  AND  CAREFUL  CONSIDERATION,  I 
LAUNCHED  OUT  WIjIH  OUR  WEEKLY  LETTER, 
AND  MAILED  THEM  IN  NO.  7  ENVELOPE  DIRECT 

FROM  OUR  OFFICE,  AT  A  COST  OF  $60  PER  MONTH 
FOR  PRINTING,  AND  $11  PER  WEEK  FOR  STAMPS. 

AND  $1.25  PER  WEEK  FOR  ENVELOPES.  My  steno- 
grapher was  able  to  work  in  enough  time  to  accomplish 

the  task,  so  I  have  not  figured  anything  for  time. 

'■ALREADY  KVERY  COPY  HAS  MORE  THAN 

PAID  FOR  ITSELF,  AS  IT  COVERS  A  RADIUS  OF 

TWENTY  MILES,  NORTH,  SOUTH,  EAST  AND  WEST, 

AND  VISITS  THE  POSTOFFICES  THAT  ARE  MEN- 

TIONED ON  THE  ENCLOSED  HUB.  These  are  mailed 

every  Monday  and  reacli  every  postoffioe  mentioned,  at 
the  latest,  Wednesday  morning.  We  have  discontinued 
our  advertisement  in  the  paper,  because  everybody  is  al- 

ready covered,  and  we  would  consider  it  a  waste  of 
money  to  repeat  the  same  copy  in  the  paper  that  we  have 
already  mailed.  At  any  rate,  we  feel  that  we  will  allow 

this  e.xperiment  to  take  effect,  and  if  we  consider  pre- 
paring extra  copy  and  putting  it  in  the  columns  of  the 

paper  at  a  later  date,  we  will  do  so. 

"We  use  the  front  page  of  our  price  list  for  markets, 
the  second  and  fourth  pages  for  special  lines  each  week, 

one  line  to  each  page,  and  the  third  page  we  use  exclus- 

ively for  Saturday  bargains.  On  the  second  and  third 

sheets  you  will  note  a  catchy  line  on  each  pag'e,  such  as, 

■New  Maple  Syrup,'  'Bulk  Seeds  at  Wholesale  Pi-ices, ' 

'Spring  and  Summer  Caps  on  Display  Now.'  " 

Seasonable  Hints  to  Dry  Goods  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 

do  not  necessarily  hold  themselves  responsible. 

THE  COAT  SITUATION. 

Manufacturers  during  the  last  four 

or  five  weeks  have  found  it  very  diffi- 
cult to  fill  orders  promptly,  and  it 

has  been  fully  demonstrated  that  the 

buying  of  the  averag-e  retailer  has 
been  left  altogether  too  late  in  the 
season. 

At  this  season  of  the  year  there 
are  necessarily  a  large  number  of 

special  single  orders,  which  necessi- 
tates a  great  deal  of  extra  time  both 

on  the  part  of  the  cutters,  and  oper- 
ators, and  it  is  next  to  impossible 

to  turn  out  regular  stock  orders  if 
received  late. 

Then  in  addition  to  this  it  may 
not  be  generally  known  that  during 
the  month  of  October  there  are  for 

the  average  operator  only  1 1  work- 
ing days.  Certain  religious  holidays, 

which  he  is  obliged  to  observe,  in- 
terrupt the  worthing  of  every  cloak 

factory,  to  such  an  extent  that  it  is 

almost  an  impossibility  to  make  de- 
livery of  any  fair-sized  order  inside 

of  a  month. 

Ready-to-wear  buyers,  who  appre- 
ciate this  Condition  of  affairs,  anti- 

cipate there  requirements  early,  so 

as  to  give  the  manufacturer  an  op- 
[Kirtunity  to  turn  out  the  work  to 
a  much  better  advantage. 
M.  Pullan  &:  Sons  have  experienced 

the  same  difficulty  as  other  cloak 
houses  in  filling  orders  during  the 

last  few  weeks,  but  it  will  be  notic- 
ed from  their  advertisement  appear- 

ing in  this  is.sue  that  they  are  now 
in  an  excellent  position  to  make 
quick  delivery  of  coats,  especially  of 
their  new  military  coat,  which  has 
been  a  most  remarkable  seller  this 
season. 

NEW    DRESS    DEPARTMENT. 

The  Ontario  Cloak  Co.,  which  until 
recently  have  confined  their  attention 
to  coats  and  suits  have  now  added  a 
dress  department,  and  commencing 
with  the  coming  season  will  show  a 
splendid  line  of  dresses  in  all  the 
newest  and  most  approved  materials 

and     styles.    The   signal     success     at- 

tending this  company's  exploitation  of 
the  cloak  and  suit  field  is  an  augury 

of  equally  satisfactory  results  in  their 
new  dress  department. 

"OLD  BLEACH  "  LINEN  POPULAR 

W.  H.  Webb,  president  of  the  Old 
Bleach  Linen  Co.,  Randalstown,  Ire- 

land, who  was  recently  in  New  York 
in  the  interest  of  his  company  spent 

a  few  days  with  Mr.  R.  H.  Co.sbio, 
the  Canadian  Agent  of  the  Old  Bleach 
Linen  Co.,  and  expressed  his  pleasure 
at  the  present  volume  of  business  be- 

ing done  in  Canada  as  well  as  the 

future  prospects.  "Old  Bleach"  lin- 
ens have  already  obtained  a  wide  po- 

pularity in  this  country,  and  their 
sales  are  growing  rapidly. 

A  FINE  SPRING  LINE 

R.  H.  p]lliott,  who  is  now  doing 

business  as  manufacturer's  agent  in 
Toronto,  is  showing  new  Spring  im- 

portations of  Valenciennes  and  Not- 

tingham laces,   hat  velvets  in  the  no- 



'34 

DRY     GOODS     R  E  \-  1  E  VV 

Telty  shades,  veilings  shovring  tine 
mesh  in  magpie  and  popular,  dark 
shades,  as  well  as  a  full  line  of 

feathers.  Among  the  latter  was  :» 
beautiful  Paradise  mount  with  cir- 

cular ostrich  centre.  Fancy  millinery 
nets  are  a  specialty,  including  Tosca 
nets,  two-tones,  and  Persians.  Hand- 

some straw  novelties  are  on  view  lor 
the  Spring  trade. 
Mr.  Elliott,  who  was  formerly  with 

the  John  C.  Green  Co.,  is  located  in 
the  Ogilvie  building. 

OF  INTEREST  TO  CLERKS. 

Drygoods  clerks  who  want  to  earn 
larger  salaries  should  consider  whe- 

ther the  road  to  these  desired  salary 
increases  might  not  lie  in  a  knowledge 
of  show  card  writing.  There  is  no 
doubt  that  a  clerk  who  combines  the 
ability  to  produce  attractive  show 

cards  w-ith  ability  to  sell,  can  easily 
make  himself  much  more  valuable  to 

his  employer.  The  Simplex  Sign  Co., 
of  Hamilton,  is  offering  a  splendid 
course  in  show  card  writing  for  only 
$5.00,  and  attention  is  directed  to 
their  advertisement  on  another  page 
in  this  issue.  As  showing  the  opinion 
of  this  course,  held  by  those  who  are 
taking  it  up,  the  following  letter  will 
be  of  interest  : 

Kincardine,   Ont.,   June  20,   1910. 
The  Simplex  Sign  Co., 

Hamilton,  Ont. 

Dear  Sirs,— Received  your  letter  cf 
last  week  regarding  Show  Card  Writ- 

ers' Outfit  I  received  from  you.  I  am 
well  pleased  and  consider  it  well 
worth  the  money.  You  should  have  no 
trouble  in  getting  hundreds  of  store 
clerks  to  take  up  this  special  line. 
Thanking  you  for  same. 

Yours  truly, 

GKO.  LAMPMAN. 

Every  clerk  who  reads  The  Revien- 
should  send  to  The  Simplex  Sign  Co. 
for  information  in  their  special  .$5.00 
oEer. 

THE  HASLIN  MILLS. 

Motor  coats  are  a  large  item,  and 
for  the  coming  season  The  ̂ aslin 
Mills  are  showing  a  line  of  natural 
poneees  and  crashes  that  have  beea 
rendered  water-proof.  This  line  is 
intended  specially  for  motor  and 
separate  coats. 
Other  special  lines  shown  are  motor 

suitins's.  sateen  cloths  printed  in  foul- 
ard patterns,  brilliantine  foulards,  and 

chambrayette.  This  latter  cloth  is  a 
perfect  imitation  of  chambray,  to  sell 

at  a  popular  prir-e. 

STERLING  LACE  &  NOVELTY  CO. 

Mr.  J.  B.  Campbell,  for  so  many 
years  connected  with  the  Robert 

Simpson  Company,  has  assumed  per- 
sonal direction  of  the  Sterling  Lace  & 

Novelty  Company,  Toronto.  This 
company  was  formed  in  1905.  It  was 
thought  thai  there  was  room  in  Can- 

ada for  a  firm  of  this  kind,  handling 
the  more  exclusive  lace  and  neckwear 
novelties  imported  from  Europe  direct 
and  sold  to  the  trade  before  they  had 
time  to  become  common.  Sterling 
Novelties  have  since  become  known  to 
the  trade  from  coast  to  coast. 
Mr.  Campbell  in  his  association 

with  one  of  the  largest  department 
stores  in  the  country,  had  charge  of 
a  retail  lace  and  neckwear  business 

second  to  none.  His  connection  ex- 

tended over  many  years.  Semi-annual 
visits  to  the  European  markets  gave 

him  an  unique  opportunity  of  study- 
ing the  various  sources  of  supply,  and 

his  acquaintanceship  with  the  manu- 
facturers of  lace  goods  in  Germany, 

Belgium,  Swit/.erland,  and  in  Eng- 
land, has  been  well  nigh  life  long.  On 

the  other  hand  coming  in  contact 
with  the  retail  customers  of  Toronto, 
has  kept  him  in  constant  touch  with 
the  tastes  and  fancies  of  those  who 

buy  and  wear  those  goods.  No  ex- 
perience could  be  of  greater  value. 

In  the  future  that  experience  will  be 
devoted  solely  to  the  customers  of 

The  Sterling  Lace  &  Novelty  Com- 
pany, and  to  them  will  accrue  the  full 

advantages  of  Mr.  Campbell's  connec- tion. 

Sterling  goods  include  Laces,  Em- 
broideries, Veilings,  Neckwear,  Motor 

Scarves,  Handkerchiefs,  and  special 
lines  of  Satin,  TafTeta,  and  Velvet 

Ribbons. 

LADIES'  WEAR  SPECIALIZING 

In  order  to  specialize  more  com- 

pletely, Ladies'  Wear.  Limited,  Tor- 
onto, have  divided  their  blouse  man- 

ufacturing plant,  and  have  installeil 
a  complete  plant  for  making  lawn 
and  lingerie  waists  at  77  York  St. 

This  department  is  totally  separate 
from  that  devoted  to  the  making  of 
silk,  net  and  fabric  waists.  It  is 
under  special  manas^ement,  and  has 
its  own  staff  of  designers  and  train- 

ed operators. 
Not  only  has  the  greatest  care  been 

given  to  the  production  of  models 
embodying  the  latest  style  elements, 
but  the  minutest  attention  is  paid  ̂ o 
all  details  that  go  to  the  productio.i 
of  perfect  fit  and  finish.  Every  ef- 

fort is  made  to  secure  exclusive  trim- 
mings and  embroideries.  Many  of 

the  motifs  and  designs  are  speeially 
made  from  patterns  originated  by 
Ladies'    Wear. 

Ladies'  Wear  are  showing  a  beau- 
tiful line  in  lingerie  waists,  including 

some  handsome  numbers  in  kimono 

styles,  ta'lored  waists  of  embroid- 
ered handkerchief  linen,  as  well  as 

a  large  line  in  lingerie  and  plain  ef- fects. 

BING  BROS.  IN  CANADA. 

Mr.  John  Bing,   who  comes  to  New- 
York  as  the  direct  representative  for 
United    States    and  Canada,    of  Bing 
Bros.,  Nuremberg,  Bavaria,  one  of  ihe 
largest   manufacturers  of   toys   in   the 
world,  arrived  on  the   Kronprinzessen 
Cecilie  and  will  open  extensive  show 
rooms  at  381  Fourth  Ave.,  cor.  27th 
St.    Under  his   management   the   well 
known    doll  firm  of    Louis  Lindner  & 

Sons,  Sonneberg,  as  well  as  the  Unit- 
ed   Toy     Factories  of  VValtcrshausen, 

who    manufacture    solely    dolls'    house 
furniture,     Koehler  &.  Ehmann,   Lauf- 
amholz,       manufacturers      of        fancy 
clocks,  Wilh.  Rudi,  manufacturers  of 
woodenware,    and  R.  V.     Hunersdorfi 
Nachf,     Stuttgart,     manufacturers   of 
household      specialties,      are     joining 

Messrs.  Bing  Bros.,  and  also  establish 

permanent    show    rooms    at    the    men- 
tioned address.    Mr.  Bing  will  remain 

in    New    York  until     the  close  of  the 

buying  season  and   will   give   his   per- 
sonal attention  to  each  buyer  as  far 

as  at  all  possible.    Mr.  Bing  has  been 
associated     with     his     firm   since   his 

early   youth    and  15  years  ago     came 
to    New  York  to     enter  a     wholesale 
house  and  remained  there  four  or  five 

years,    during    which    time   he   became 
familiar  with  American   methods  and 
the  trade.    Since  then  he  has  returned 
at  intervals  to  the  United  States  to 

keep  in  touch    with     this  market  and 

six  months  ago  in  company  with  sev- 
eral of  their  men  made  a  tour  through 

Canada  and  exhibited  in  Toronto  and 

Montreal,  principally  to  see  and  learn 
of  the  conditions.    The  result  is  that 

he  not  only  learned  some  of  the  wants 
of  this  trade  but  by  the  assistance  he 
received  he  has  been  able  to  arrange 
at  the  various  factories  to  produce  a 
large  line  of  goods  that  can  be  called 
American  articles,  and  these  new  lines 
will  be  important  factors  in  the  1911 
trade,   not   to  mention   the  enormous 

variety  which   they   already   manufac- 
ture.   There  will  be  about  30,000  dif- 
ferent articles  of  their  own  make  on 

exhibition  and  whoever  has  seen  their 

trade     mark     "G.B.N."    on     articles 

knows    all    about    Bing's    quality     of 
finish.    Every  one  in  the  trade  knows 

that     this    trade-mark    "G.B.N. 

in- 

dicates the  German  name  of  their 

firm,  Gebruder  Bing,  Nuremberg,  Ba- 
varia. 

Mr.  Bing  comes  with  large  experi- 
ence having  successfully  built  up  Bing 

Bros.'  trade  in  Great  Britain,  Aus- 
tralia, New  Zealand,  Ceylon  and  In- 

dia. In  all  of  these  countries  Mr. 

Bing  spent  several  years  and  on  leav- 
ing left  enormous  figures  of  business 

tor  his  men  to  maintain.  Mr.  Bing 

is  the  right  stamp  of  man  for  Amer- 
ica and  will  no  doubt  win  success  in 

his  large  enterpri.se. 
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Condensed  Advertisements 

M 

AGENTS    WANTED. 

AZAMET  WOOL— Agent  wanted  selling  on 
commission  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

AGENCIES   WANTED. 

A GEN  :IES  for  British  Columbia  wanted.  Com municate  Canadian  Importing  and  Jobbing 
Co.,  Carter-Cott  jn  Block,  Vancouver. 

ADVERTISING  CUTS. 

LIVEN  UP  YOUR  CHRISTMAS  ADVERTIS- ING by  usinu  our  holiday  cuts.  We  have 
prepared  a  g.  eat  many  ittraciive  and  lim.ly 

illustrations  which  will  lend  cnaracier  und  ais- 
tin  jiivcuess  to  your  advertising.  Send  to-day  tor 
proof  sheet  and  prices.  Advertisers'  Sttck  tut 
Agency,  Mail  Building,  Toronto,  Canada.      (4-1  1 ) 

pOUNTER  CHECK  BOOKS.— Write  us  today V>  for  simpes.  We  are  m  inufacturers  of  the 
famous  Surety  NunSmjt  Duplica  ing  and 

Triplicating  Counter  Check  B' oks  aiid  Single 
Cirbon  Pad  <  in  all  varieties.  Dominion  Register 
Co.,  L'd.,  Toronto. 

DOUBLE  vour  floor  space.  An  Otls-Fensom 
nand-pojver  elevator  will  double  your  floor 

sp.ice,  enab  e  you  to  use  that  upner  fluor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  Floor.  Costs 

only  $70.  VVriie  for  catalogue  "B."  The  Otis- Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto,  (tf) 

DRY  GOODS  MEN  EVERYWHERE  find  it 
most  cinvenient  and  ecnomital  tJ  remit 
money  by  Dominion  Express  Money  Orders 

or  Fo'eigi  Draft.  .Absolutely  safe— payable  any- 
where—  no  lo^s  or  delay-  lowest  rates.  Alwnys 

rem  t  by  DominiOT  Express  Monty  Oroers. 
Agnls  ail  ever  Canada.  Agencies  in  all  Canadian 
Pacific  Railway  Stations. 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 

sults up  to  the  requirements  of  merchants  and 
mmufacturers.  Inq  lire  from  our  nearest  office. 
Egry  R  gisterCo.,  Dayion,  Ohio;  123  Bay  St., 
Toronto ;  258'^  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

THE  "KALAMAZOO"  LOOSE  LEAF  BINDER is  the  only  binder  that  will  hold  just  as  many 
sheets  as  you  actually  requir  and  no  more. 

The  back  is  flexible,  writing  surfice  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compli- 

es ed  mechanism.  Write  for  booklet.  Warwick 
Bros.  &  Kutter,  Ltd.,  King  and  Spadlna,  Toronto. 

THE  MAXIMUM  REDUCTION  in  Insurance Rates  results  from  installing  our  Fireproof 
Windows,  Doors  and  Skylights.  VVe  are 

specialists  in  this  line  and  give  you  a  close  price 
consistent  with  really  fireproof  goods.  Manufac- 

turers of  Fire  Bucket  Tanks,  Fire  Extinguishers, 
Oily  Waste  Cans,  Corrugated  Iron.  Metal  Ceil- 

ings, Cornices,  etc.  A.  B.  ORMSBY,  Limited, Toronto. 

THE  METAL  REQUIRED  IN  A  MODERN CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  produce  at  minimum 

cost  Concrete  Reinforcements,  Fenestra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Compete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Fireproofing  Co.,  Ltd., 
Fraser  Ave.,  Toronto.  (tf) 

Tjn'AREHOUSE     AND    FACTORY    HEATING "'»       Systems.      Taylor. Forbes     Company,    Ltd. 
Supplied  by  the  trade  thrjughout  Canada. 

BUSINESS  OPPORTUNITY. 

FOR  SALE— Old   established   Dry   Goods  busi- 
ness in  good  town   on  Pacific   Coast.    Turn- 

over    about     $40,000         Owners     retiring. 
Stock   at   valuation   (about    $25,000).     Box    101, 
Dry    Goods    Review   Office,  347    Pender  Street, 
Vancjuver,  B.C. 

SITUATIONS  VACANT. 

DRY  GOODS  CLERKS— Increase  your  salary 
$10  to  $20  a  month   by   learning   ShovCard 
writing.     Easy,  quick  and   cheapest   system. 

Send  for  booklet,   it's  free.    Simplex    Sign    Co., Hamilton,  Ont.  (tf) 

ELLIOTT-FISHER     Standard      Writing-Adding 
Micnines     mike    ti)il    easier.     Elliott-Fisher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 

and  Room  314  Stair  Building,  Toronto. 

ERRORS  AVOIDED,  LABOR  SAVED  -  Using the  Shouperior  Autograph'C  Register.  Three 
copies  issiieJ  at  one  writing.  1st,  Invoice; 

2nd.  Delivery  Ticket ;  3rd,  Charge  Sheet,  perfirat- 
ed  for  filing.  No  handling  of  carbons.  High 
grade  printing  and  next  invoices.  Make  full  in- 

quiry. Autographic  Register  Co.,  191-193-195 
Dorchester  St.  East,  Montreal.  (tf) 

F IRE  INSURANCE.     Insure   in    the   Hartford. Agencies  everywhere  in  Canada. 

Vj^ITH  an  eye  10  stocktaking  but  two  months *''  away,  we  offer  some  especially  attractive 
bargiins  In  rebuilt  Typewri.ers.  All  makes 

are  represented  and  all  are  shown  in  our  finely 
illustrated  catalogue,  a  copy  of  which  will  be 
mailed  on  request.  The  Monarch  1  ypewriler  Co., 
Limited.  98  King  St.  West,  Toronto. 

■you  DON'T  buy  a  National  Cash   Register— it •*•      pays  for  itself.    Saves  money.      Prevents  mis- 
takes.     We  can   prove    it.       National     Cash 

Register  Co.,  295  Yonge  Street,  Toronto. 

SALESMAN  WANTED. 

POSITION  WANTED. 

EXPERIENCED  dry  giods  buyer  seeks  pjsition 
Well  up  in  all  departments,  strong  in  ladies 
rea  Jy-to  wear  dre^s  g  lods,  silks,  good  adver 

tiser,  foroughlv  conversant  with  home  and  Euro 

pean  markets.  Fifteen  years'  experience,  marled 
hard  worker.  West  preferred.  Box  6,  DRY 
GOODS  REVIEW,   Toronto.  (12) 

MISCELLANEOUS. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigraph  Typewritten  Letters. 
The  Multigraph  does  abs  ilutely  every  form  of 

printing.  Saves  you  25  p  c.  to  75  p.c.  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circular  letters.  'Write  us.  Amer  can 
Multigraph  Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto. 

IF  YOU  have  been  afflicted  with  one  of  those 
fountain  pens  that  won't  write  when  you  want 
it  to,  or  leaks  when  you  don't  want  it  to,  give  it away  to  one  of  your  poor  relations  and  buy  a 

Moore  Non-Leikab  e  Fountain  Pen  and  you  will 
be  happy.  Consult  your  stationer.  W.  J.  Gage 
&  Co.,  Toronto,  sole  agents  for  Canada. 

SALESMEN  AND  SALESWOMEN  WANTED— Thousands  of  good  positions  now  open,  pay- 
ing from  $1000  to  $5000  a  yearand  expenses. 

No  former  experience  needed  to  get  one  of  them. 
We  will  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weeks  and  assist  you 
to  secure  a  good  poition,  and  you  c  n  pay  for  your 
tuiilun  out  of  your  earnings.  Write  to-day  for  full 
particulars  and  testimonials  from  hundreds  of  men 
and  women  we  have  placed  in  good  positions,  pay- 

ing from  $100  to  $500  a  month  and  expenses. 
Address  nearet  office.  Dept.  265,  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chl- 
cag  ,  New  York,  Minneapolis,  Atlanta,  Kansas 
Cify,  San  Francisco. 

ACCURATE  cost  keeping  easy  with  a  Dey  Cost 
ti.  Keeper.  Automatically  and  exactly  records 

time  spent  on  each  job.  Several  jons  rec  rd- 
ed  on  one  card  l-or  small  firms  Dey  combines 
employees' reg  ster  and  cost  keeper.  A  machine 
for  every  business.  Write  for  catalogue.  Inter- 

national Time  Recording  Company  of  Canada, 
Ltd.,  29  Alice  Street,  Toronto. 

BUSINESS  MEN,  PROFESSIONAL  MEN, 
merchants  and  church  workers,  find  innumer- 

able uses  f  >r  Kulton  Sign  and  Price  Markers. 
The  Fulton  Rubber  Type  >  omoany  of  Elizabeth, 
N.J.,  are  makers  of  Ink  Pads,  D  iters  and  Busines 
Outfits  of  nigh  quality.  Sold  by  all  stati  ners. 
A.  R.  MacDougall  &  Co.,  Toronto,  Canadian 
Agents. 

pOPELAND-CHATTERSON  SYSTEMS-Short, 
\j    simple.    Adapted   to   all  classes   of  business. 

Copeland-Chatterson-Crain,     Ltd.,     Toronto and  Ottawa. 

poUNTER  CHECK  BOOKS -Especially  made 
V_/  for  the  dry  goods  trade.  Not  made  by  a  trust. 

Send  us  samples  of  what  you  are  using— we'll 
send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 

tems. Business  Systems,  Limited,  Manufacturing Stationers,  Toronto. 

KAY'S    FURNITURE   CATALOGUE    No.  .106 
contains  I  60  p  iges  of  fine  hilf-tone   engrav- 

ings of  newest  designs  in  c  irpets,   rugs,   fur- 
niture, draperies,   wall    papers   and   p   ttery,   with 

cash    prices.      Write   for   a   copv-it's  free.     John 
Kay  Co.,  Limited,  36  King  St.  West,  Toronto. 

LACE  CURTAINS  AND  NETS.-See  the  latest novelties  and  makes.  Special  make  of  Fish 
Net  Curtains.  Ke  wise,  see  the  smartest 

range  in  the  trade.  Callorwrite.  Representative: 
E.  Fenton,  71  '  Empire  Buildings,  Toronto.  Note 
address:  Phipp  Peach.  Curtain  Maker,  2  Low 
Pavement,  Nottingham,  Eng. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 

successf ally  used  in  many  of  Canada's  larg- est buildings,  give  bc'ier  re  ults  at  lower  cost. 
"  Astrong  statement,"  you  will  say.  Write  us  and 
let  us  prove  our  claiirs.  That's  fair.  Leach  Con- crete Co.,  Ltd.,  100  King  St.  West,  Toronto.      (tf) 

SCOTCH  PLAID  STATIONERY  is  the    latest 
creation  for  business   and   society  correspon- 

dence.    Paper  and  envelopes  present  a   finish- 
ed linen  surface,  most  agreeable  to  the  pen  touch. 

Leading  stationers  have  it.    Write    for    samples. 
The  Copp,  Clark  Co.,  Limited,  Toronto.         (tf) 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 
The  most  popular  hotel  in 

OTTAWA,    ONT, 

JAMES  K.  PAISLEY, Proprietor 

HALIFAX   HOTEL 
HALIFAX,  N.S. 

ACCOUNTANTS   AND   AUDITORS. 

JENKI     S  &  HAKDY 
Assi<;nees,  Chartered  Accountants,  Estate  and 

Fire  Insurance  Agents. 
15^  Toronto  St.  52  Can.  Life  Bldg, 

Toronto   Montreal 
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13^ ^T  E  N  '  S     FURNISHER tfry  Goods  kevieit). 

The  House  With 

The    Reputation 
Look  for  Our  Big 
Range  of  Hosiery 
for  Spring    1911. 

Best  yet  produced. 

Superior  Quality 
Underw^ear. 

The  Finest  Range 
at  the  Lowest 
Prices. 

SWEATERS— The  Biggest  and  Best  Show- 
ing in  Canada. 

MEN'S    FURNISHINGS    EXCLUSIVELY 
— and  these  the  Best  in  Canada. 

Matthews,  Towers  &  Co., 
MONTREAL 

THE    LARGEST    HOSIERY    AND 

UNDERWEAR  HOUSE  IN  CANADA 

_ 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



Latest  News  of  Men^s  Wear 
PUBLISHED    IN    CONNECTION    WITH    THE    DRY    GOODS    REVIEW 

What   Buyers  are  Buying. 

Men's  tie  pins  in  single  pearl  effects,  and  eng-i'aved 
pins  in  medium  oval  shape,  gold  and  silver. 

Prince  of  Wales  and  opera  mounts  in  umbrella  handles 
and  canes. 

Dainty  clox  and  ingrain  effects  in  men's  cashmere  and lisle  liose. 

Combination  boxes,  containing  men's  reefer  and  tie, 
hosiery  and  gloves,  suspenders  and  hose  supporters,  cuff 
sets  and  tie  pins,  for  holiday  wear. 

Rich  effects  in  figured  satin  neckwear  for  gift  pui-- 
poses,  and  at  gift  prices. 

Neat  stripes,  figures  on  stripes  and  figures  with  stripe-; 
in   Spring  shirt   lines. 

Evening  wear  accessories  for  immediate  demand. 

Quiet,  natuial  effects  in  Spring  suits. 

Sweater  coats,  not  only  adapted  to  olficc  wear,  h'.\t 
also  for  sporting  purposes. 

Boy  scout  hats  for  gift  pnrpo.ses,  and  general  demand. 

Good  ranges  of  clothin"-  for  the  small  boy,  in  all  sizes. 
This  department  is  of  increasing  importance. 

Fancy  vests  in  grey  and  white,  black  and  white  and 
other  approved  combinations. 

Natural   Styles  Taking  Well 
Faddy  Features  Almost  Entirely  Eliminated 

From  the  New  Spring  Clothing. 

SO  completely  have  faddish  features  disappearei! 

from  Spring  lines  of  men's  and  boys'  clothing  thai 
there  is  no  longer  any  doubt  as  to  the  certainty 
that  they  have  gone  the  limit  and  that  the  change  has 

been  welcome.  Even  when  the  freakish  lines  sold  parti- 
cularly well  while  they  were  the  vogue,  it  is  stated  tha; 

the  quiet  natural  thouuli  neat  but  dressy  effects  were 
favored. 

The  run  of  the  faddish  garments  seems  to  have  been 

after  all  but  one  of  those  temporary  lap.ses  which  seem  to 
be  es:sential  to  the  irresponsible  but  none  the  less  profit- 

able eccentricities  of  fashion,  and  after  all,  they  seem  to 

create  a  more  stable  preference  for  dignity  in  men 's  wear. 
The  permanent  effects  of  the  very  fi'eakish  styles  are 

negligible.  The  craze  established  little  if  anything  as  an 
improvement  over  the  more  natural  styles  with  probably 
the  exception  that  they  served  to  strengthen  the  emphasis 
placed  nowadays  upon  style  as  a  primary  essential  'jf 
clothing.  Young  men  are  great  patrons  of  style  in  fabric, 
cut  and  general  appearance,  and  while    they    lasted    the 

decidedly  unicjue  effects  were  a  source  of  good  business. 
There  are  some  slight  traces  of  these  styles  remaining  in 
the  clothing  that  is  now  demanded,  but  these  are  of  a 
character  which  can  always  be  regarded  as  sensible. 

The  new  sacque  is  an  average  of  32  inches  in  length, 
having  two  and  three  buttons,  with  the  latter  fairly  well 
spaced.  Collar  points  are  well  rounded  in  many  of  the 

models,  with  less  extreme  Vs  in  front.  In  older  men's 

coats  the  centre  vent  is  pei*missible,  and  in  younger  meii',^ 
side  vents.  Cuffs  are  plain,  but  a  fancy  touch,  which  is 
not  objectionable,  sometimes  takes  the  form  of  a  row  of 
four  or  five  buttons.  Breast  pockets  are  for  the  most 
part  finished  with  a  welt,  and  are  well  slanted.  The 

extreme  dip  is  disappearing,  and  also  the  very  voluminous 
side  hip  in  trousers.  Natural  is  the  one  word  which  sums 
up  the  Spring  clothing. 

There  is  a  very  large  showing-  of  tweeds  in  Sprin,^ 
lines,  and  in  some  cases  what  the  garment  itself  has  lose 

in  unique  feature,  the  fabric  design  helps  out  by  a  strik- 
ing effect.  The  general  rule  is  in  favor  of  unobtrusive 

patterns,  however,  both  in  tweeds  and  worsteds.  Greys 

and  grey  mixtui'es  are  exceptionally  strong,  and  brown 
has  returned,  though  not  with  the  same  lavish  range  as 
formerly.  There  seems  to  be  little  explanation  for  the 
return  of  this  color.  In  the  United  States  it  is  being 
patronized  liberally,  and  there  are  those  who  attribute 
its  return  to  an  attempt  at. faddish  effects  on  the  other 

side  of  the  line.  There  are,  however,  some  very  consid- 
erate shades  shown   in   this  color. 

Tn  overcoats  for  Spring  the  stylish  garment  will  be 
form-fitting,  buttoned  through,  three  buttons.  Pockets 
are  of  the  patch  and  insert  types,  but  here,  too,  all  at- 

tempt at  freaky  effects  are  avoided.  Materials  are  for 
the  most  part  in  herringbone,  continuous  and  broken  diag- 

onal  effects. 

In  men's  woolens,  as  in  almost  everything  else,  the 
prevailing  word  is  that  values  to  the  retailer  do  not  in- 

dicate the  tendency  so  far  as  prices  of  raw  material  and 
cost  of  production  is  concerned,  and  from  every  quarter 
comes  the  intimation  that  advances  seem  inevitable. 

Higher    Price    Standards 
In    Neckwear    a    Movement    Away    From    Stereo- 

typed   Levels  is  Noticed  —  Lines  for  Holiday 
■  and  Spring  Trade. 

Is  the  demand  for  men's  neckwear,  as  for  other  lines 
of  men's  wear,  being  dii-ected  towards  an  appreciation 
of  higher  values  ?  The  Review  has  from  time  to  time 
remarked  that  the  general  call  was  for  something  better, 
but  it  has  been  seen  that  there  was  still  some  reason  to 
urge  the  retailer  to  consider  his  ability  to  handle  the 

higher-piieed  lines. 
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No  men's  wear  dealer  will  get  the  best  out  of  his 
Christmas  season  who  does  not  put  forth  some  effort  to 

handle  goods  which  will  help  to  get  him  away  from  tra- 

ditional price  standai"ds.  There  is  more  money  in  it  for 
the  dealer  and  in  the  end  it  aids  in  creating  a  satisfied 
customer. 

Manufacturers  state  that  there  is  a  turn  in  this 
direction,  that  for  the  holiday  season  they  have  done 
considerable  business  in  neckwear  to  retail  at  from  $1 

to  ?-.  and  that  they  are  finding  goods  of  this  class  ac- 
ceptable as  a  general  rule  to  the  market.  The  exclusive 

clothing  man,  for  example,  who  handles  a  fine  line  of 

g'arments.  finds  it  to  his  advantage  to  carry  neckwear 
of  the  same  grade.  What  better  opportunity  to  sell  a 

high-priced  tie,  for  example,  than  when  a  man  selects 

a  suit  of  clothes  which  suggests  unusual  standai'd.  The 

men's  furnisher,  also,  who  attempts  something  more  than 
ordinary  levels,  will  draw  business  from  a  more  profit- 

able source  than  when  he  merely  gives  his  store  a  very 
general  character.  The  man  who  cheapens  his  outfit 
will  find  that  he  does  not  by  that  course  always  attract 
the  business  of  that  class  whom  he  is  particularly 
anxious  to  please. 

Neat  figured  designs  in  self  effects  arc  being  shown 
and  are  sharing  the  popularity  with  stripes.  Some  of 

the.-e  goods  are  high-priced  but  look  the  value  that  is 
in  them. 

For  Spring,  stripes  still  bound  the  horizon  in  tiedoni 
though  in  narrower  effects  than  formerly.  Plain  colors 
will  still  be  good.  Brown  has  surprised  everybody  by 
returning  in  strength  also  to  its  place  in  the  range  of 
good  colors.  Persian  effects  are  taking  a  very  strong 

place    in   demanrl.    though    there   are   none   who    will    ven- 

Combination  reefer  and  tie  to  match,  boxed  for  holiday 
trade.  These  come  in  all  fabrics  and  great  range  of 
patterns.       Shown     by     A.    T.    Reid   Co      Limited,   Toronto. 

ture  to  give  them  a  protracted  lease  of  life.  As  a  fad, 
however,  they  are  proving  a  great  feature.  In  some 
quarters  the  knitted  tie  is  still  holding  on.  Though  it 
was  declared  out  some  time  ago,  retailers  who  are 

handling  them,  state  for  the  better-priced  article  they 
are    still    having   a   demand.    In    wash    liries    for    Spring 

and  Summer,  the  tubular  tie  is  greatly  favored.  It 
launders  well,  and  being  reversible,  it  seems  to  answer 

every  purpose  most  satisfactorily. 
Some  very  fine  lines  of  square  and  .shaped  reefers  are 

being  shown.  These  are  goods  which  should  receive  much 
consideration  in  gift  lines.  There  is  a  great  range  of 
materials   and   prices. 

Tandem    (double   end)  shape   tie,   for   holiday    trade,    in    fine 

brocaded   silk,   vi-ith   tailored   neckband   to   enable    it    to    slip 
easily    through    folded     collar.        Shown   by  A.   T.    Reid   Co.. 

Limited.   Toronto. 

Fancy  gift  boxes  are  available  containing  such  com- 
binations as  three  ties  in  different  shades,  tie  and  reefer, 

suspenders  and  garters,  hose  and  handkerchiefs  or  gloves, 
and  so  on,  making  very  acceptable  gift  suggestions. 

® 

About  Bias  Neckwear. 

It  would  appear  that  short  bias  neckwear  has  come 
to  stay  for  at  least  on©  or  two  seasons.  Every  method 
possible  to  avoid  stretching  has  been  adopted  by  leading 
manufacturers.  Never,  since  the  making  of  neckwear  in 

Canida,  has  such  careful  attention  been  paid  to  numer- 
ous  details. 
The  difference  between  Icng  and  short  bias  is  found 

in  the  way  in  which  the  tie  is  cut.  T.ong  bias  ties  are 
usually  cut  on  straight  and  folded  on  a  slight  bias,  which 
gives  the  long  diagonal  stripe.  Short  bias  ties  are  cut 
usually  on  a  right  angle  with  the  goods.  This  gives  a 
short  bias  or  diagonal  effect  which  is  so  popular  this 
season  and  will  continue  to  be  a  feature  next  season. 

There  has  been  a  decided  change  in  interlinings, 
cotton  duck  having  replaced  ordinary  double  nap  lining. 

What  Would  You  Say  to 
This    Customer  ? 

See  page  144. 

MONEY  PRIZES  FOR  BEST  ANSWERS. 
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^e'HYMO: effect 
WRONG 
effect 

';  No  fanfare  heralded  the  advent  of 

Hymo,  but  quiet  demonstration  here  and 
there  among-st  the  few  who  know,  quick- 

ly secured  reeos-nition  of  its  intrinsic merits. 

•^  As  surely  as  gaod  wine  needs  no  bush, 
so  Hymo  requires  no  puffing,  and  to-day 
stands  established  as  a  wa.rm  favorite 
with   (liscriniinaling   tailors. 

\  To  have  achieved  such  success  in  so 
short  a  period   speaks  volumes. 

\  That  bete  noir  of  all  good  tailors,  the 
cockled    coat    front,    may    henceforward 

be  considered  as  obsolete  as  the  dodo, 

for  Hymo,  costing  only  as  much  as  hair- 
cloth and  canvas,  is  the  ideal  interlining. 

It  gives  firmness  to  fronts  and  shoulders, 
smartens  the  appearance  of  the  coat,  wi!! 
not  shrink,  has  none  of  the  vices  so  pre- 

valent in  many  other  interlinings,  and 

lMS.<esses  good  and  exclusive  features  of 
its  own. 

\  Those  wise  and  discriminating  tailoi's 
who  selected  Hymo  for  their  interlinings 

are  alrea,dj'  reaping  the  benefit  of  their wisdom. 

Cloths  made  from  horse-hair  have  a  rough  surface,  and  the  hair  must 

always  work  through.  Hymo,  being  made  from  specially-selected  soft 
hair  and  wool,  guaranteed  free  from  cotton,  has  none  of  these  disadvantages 

Hymo  has  no  stiffening,    is  unshrinkable,  and    retains   its 

spring   better  than    any   other    product    of    its    kind. 

GUARANTEED  NOT  TO  CURL. 

Obtainable  from  all  High-class  Wholesale  Houses  or  from 
the  sole  manufacturer 

JAMES    HYMANS 
8  and  10  Crescent  Minories, 

LONDON,  E.S. 

SAmPLES   ON  REQUEST 

^ 

Jiim^ 

3TTrr 

Please  menfion  The  Rn'ieiv  to   Ad^'ertisers  and  Their  Travelers. 
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You  will  sell  more 

Linen  Waterproof  Collars  than  you  ever 

thought  possible  when  you  put  in  that 

assortment  of 

I/antI/racI/' 

Collars 
Every  Kant  Krack  Collar  you  sell 

helps  to  sell  more  because  it  is  the 

one  collar  that  will  give  satisfactory 

service. 

It  is  very  pliable — conforms  easily  to 

every  movement  of  the  wearer's  neck- 

See  the  illustration — note  the  patented 
flexible  lips 

that  relieve 

the  strain  on 

the  front  fold. 

Note  also  the 

patented  slit 

in  the  back — which  prevents  the  col- 

lar button  pressing  hard  on  the 

wearer's  neck. 

There  is  an  excellent  profit  for 
you  on  Kant  Krack  Collars — 
so  be  sure  you  see  the  samples 
when  the  Kant  Krack  sales- 

man comes  along,  or  write  for 
sainple  collars  before  [placing 
order. 

THE 

Parsons   &  Parsons 
CANADIAN  CO. 

Hamilton,  :  :  Ontario 

K 

This  gives  the  tie  a  firmer  feel,  at  the  same  time  making 
it  thinner  in  the  neckband.  Another  feature  in  bias  neck- 

wear is  the  taping  of  all  seams  to  prevent  stretching  out 
of  shape.  All  these  improvements,  the  retailer  will  not 
be  slow  to  appreciate. 

Usually  bias  neckwear  only  applied  to  stripes,  but 

to-day  some  plain  silks,  such  as  poplins,  baratheas,  reps, 
aniiures,    etc.,   are   being  made   in  this   way. 

(?) Importance  of  Early  Xmas  Placing. 
The  merchant  who  has  not  placed  his  order  for  Christ- 

mas neckwear  should  do  so  at  once.  Present  indications 

point  to  larger  trade  this  season  than  ever  among  manu- 
facturers. This  means  that  unless  orders  are  placed  well 

in  advance,  chances  will  have  to  be  taken  on  delivery.  A 

manufacturer  states  :  "It  is  simply  out  of  the  question 
to  expect  manufacturers  to  keep  up  their  stocks  until 
the  eleventh  hour.  Some  years  ago,  neckwear  was  sold 

three  colors  or  designs  to  a  range.  This  was  easy,' but 
to-day  when  you  carry  from  twenty-four  to  forty-two 
colors  of  one  design  and  the  retailer  expects  to  get 
every  color  he  orders  at  the  last  moment,  he  will  find 
that  his  order  cannot  be  filled  to  the  letter.  This  is 

when  we  have  our  troubles  and  they  could  easily  be 
avoided  if  retailers  realized  the  importance  of  early 
placing.  Late  deliveries  are  disappointing.  A  Christmas 
stock  in  hand  on  Dec.  1st,  means  a  cleaner  slate  on 
Jan.    1st. 

The    New   Spring   Shirtings 
Stripes  and  Figured  Designs  are  a   Feature 

—  Cotton  Market  May  Ef?ect  Prices. 

One  of  the  predominating  features  in  shirtdom  for 
1911  will  be  soft  negligees  with  French  cuffs,  and  where 
desired,  soft  lounge  collars  to  match  the  shirts.  As  to 
designs,  stripes  will  still  hold  a  prominent  place.  Figured 

designs  are  shown  considerably,  while  in  the  better  qual- 
ity of  goods  mercerized  pongees,  silken  cords  and  plain 

soft  materials  are  strong.  Figures  on  stripes  and 

figures  with  stripes  are  a  feature.  For  immediate  de- 
livery, white  pique  and  white  fancy  starched  bosoms  are 

being  well  received. 

Black  and  white  are  especially  strong,  with  blue  and 
white  as  usual  a  very  close  second,  but  there  are  a  number 
of  colors,  such  as  helio,  yellow,  and  certain  shades  of 

green  which  are  considered  very  classy  this  year  in  high- 
class  shirtings.  Plain  grounds  in  different  materials  are 
also  having  a  very  strong  innings. 

So  far  as  the  price  situation  is  concerned,  it  would  not 

be  surprising,  if  the  cotton  market  continues  as  it  is,  to 
see  some  deterioration  in  values  or  advance  in  prices. 

Up  to  the  present  time  there  has  been  little  change  in 
the  values  of  shirts  from  $9.00  doz.  up.  The  past  few 

years  have  seen  several  new  manufacturers  in  the  field, 
and  competition,  thus  rendered  keen,  has  given  the  trade 
better  values  than  they  have  ever  received  in  the  history 
of  the  shirt  business.  Authorities  state  that  values  to- 

day are  25  per  cent,  better  than  they  were  five  years 
ago,  nothwithstanding  the  fact  that  labor,  raw  materials 
and  overhead  expenses  have  'been  increased  from  10  to 
25  per  cent. 

® 

The  Windsor  Overall  Co.,  Windsor,  Ont.,  has  been 

incorporated  with  $300,000  capital,  to  manufacture  all 
kinds  of  ready-to-wear  garments,  furnishings,  fancy 

g0f;ds,  collars,  cuffs,  etc.,  incorporators  being  C.  Thi- 
bault,  F.  Miner,  E.  Campbell  Kenning,  and  E.  A. 
Cleary. 
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The  New  Way  of  Showing  Clothing 
THE  NEW  WAY  WARDROBE 

OPEN   FOR   SELLING 

The  latest  idea  for  the  proper  display  and  storage 
of   clothing. 

An  all-glass  show  case^  seven  feet  long  by  four  feet 
wide,  holding  100  suits,  every  one  of  which  is 
instantly  accessible. 

It  attracts  attention  and  invites  inspection. 

You  never  have  shop-worn  clothing  if  you  use  The 

New  Way  "Wardrobe. 
It  has  no  rival,  no  competition. 

It  has  been  and  is  being  installed  in  the  principal 

Canadian  stores  after  having  been  tried  success- 
fully in  the  largest  stores  of  the  United  States, 

SEND      FOR      OUR      CATALOGUE      "  D "      WHICH      GIVES      FULL       PARTICULARS. 

JONES    BROS.   ̂     CO,  LTD. 
WARDROBE     BUILDERS 

29-31  Adelaide  Street  West, Toronto,  Ont. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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How  Would  You,  as  a  Salesman,  Reply  to  This  Customer? 
CASH  PRIZES   FOR   BEST   ANSWERS 

Customer  (to  Saletman  whohas  been  trying  hard  to  sell  him  a  suit  of  clothes)— "Yes.  I  like  that  suit  very  well,  but  the 
price  IS  a  little  steep.    I  think  I  can  do  as  well  at  Blank's  for  less  money.      I'll  look  round  a  bit  anyhow.      Good-day." 

A.s  a  salesman  yoii  have  made  a  study  of  this  kind  of  customer.  Sometimes  you  have  brought  him  to 
the  Vjuying  point,  and  then  again,  you  have  not.  You  probably  know  how  to  handle  effectively  the  objection 
advanf-ed  in  the  above  fartoon. 

For  the  best  answers  The  Dry  Goods  Review  will  pay  the  following  prizes  :— 

1st. 

2nd. 
3rd. 

$3  and  Review  for  One  Year, 
$2  and  Review  for  One  Year. 
$1  and  Review  for  One  Year. 

The  "  Review"  will  be  sent  for  one  year  to  every  clerk  who  sends  in  a  statement  considered  by  the  editor  good  enough 
to  be  published.     If  clerks  winning  prizes  are  already  subscribers  their  subscriptions  will  be  extended  one  year. 

Aijswei-s  to  be  from  25  to  KK)  woi'ds  in  length.      If  writer   wishes  to   give    an    actual    experience    he    may 
extend  his  ansvvei'.     All  eonti-ibutions  to  V)e  j^ublisfied  in  one  i.ssue  of  the  Review. 

This  competition    is  not  confined   to   sale.speople   in   clothing   departments.     The  same  fnoblein  apj)li<'s  to 
every  department.     It  is  an  opportunity  for  any  member  of  the  staff. 

This  contest  will  be  a  monthly  feature  in  the  Review.     Address  all  answers  to 

THE  EDITOR  of  THE  DRY  GOODS  REVIEW,   143-149   UNIVERSITY   AVENUE,  TORONTO. 
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aKers 
3  FACTORIES 

All  going    iuU  blast. 

Niagara  Neckwear  Co. 

Niagara  Shirt  Co 

Dominion  Suspender  Co. 

NIAGARA 
FALLS, 

ONTARIO. 

You  Know 
that  stock  that  moves  quickest  is  the  mos

t  profitable 

stock  to  handle.  Hundreds  of  Canadian  D
ry  Goods 

Merchants  pushing  the  following  lines  decla
re  they  are 

among  the  quickest  movers  and  biggest  
money-makers in   the  business. 

Trade    D    Mark 

SUSPENDERS 
Well  advertised,'  well  liked;  the  bes

t 

moderate-priced    suspender    in     the   worl
d. 

PRESI  DENT 

SUSPENDERS 
The  most  popular  line  of  high-grade  su

s- 
penders made-a  great  line  to  push  for 

your  Xmas   trade. 

"  P  L  E  X  O  " 
SUSPENDERS 
Another  well-advertised  suspender  with 

distinctive  claims  for  which  there  is  always 
an  active  demand. 

NIAGARA 
S  H I RTS 

Sure  sellers,  because  the  range  embodies  all 

the  latest  styles  in  pattern  and  cut. 

Mitchell  Slide-Easy  Neckwear 
Neckwear  with  a  distinct  selling  point 

extensively  advertised  to  your  customers. 
To  show  this  line  is  to  sell  it. 

Art  Dg*»t.  . 

DB.Y  cooos   Review 

Please  mention 
The  Review  to   Advertisers  and  Their  Trave

lers. 



When  the  Retailer  Finds  it  Imperative  to  Extend  Credits 
Strictly  Cash  Business  is  Preferable,  but  in  Some  Localities  People  Have  to  be 

■'Trusted"  —  Some  Advantages  of  Credit  System  —  Collection  of  Retail 
Accounts    Contrasted    With    Wholesale. 

By  Howard  R.  Wellington 

Asirietly   cash    business   is   steadily   gaiiiin»-   favor iuuongst  the  retail  tj:ad€,     especially     with  the 
larger  stores,     and     a  great     many     merchants 
report   that  sales  have   not  only  fully  kept    up 

with  former  years  but  have  largely  increased  in  spite  of 

the  change  from  a  credit  to  a  cash  business. 
There  is  no  doubt  a  strictly  cash  business  is  preferable 

to  the  credit  trade,  but  in  some  localities  and  under  cer- 
tain conditions  it  is  almost  imperative  to  extend  credit. 

unless  all  merchants  band  together  and  agree  to  sell  on  ;\ 
cash  basis  only. 

Whom  Shall  we  Trust  ? 

It  is  dilBcult  to  lay  down  certain  rules  to  guide  a 
credit  man  in  the  conduct  of  his  store  or  department,  as 

it  depends  upon  the  class  of  customers,  the  location  of 
the  business  and  local  conditions. 

In  a  wholesale  house,  a  detailed  commercial  report  may 
be  called  for  and  obtained  on  very  short  notice,  besides  a 
rating  given  in  the  mercantile  agency  reference  books, 

■which  assists  a  credit  man  in  determining  the  responsi- 
bility of  the  customer  without  further  investigation,  but 

in  the  retail  business  this  information  is  not  so  easily 
obtained. 

Necessary  Information  for  Retail  Credits. 
The  retailer  should  require  to  know  the  residence  of 

his  customer,  the  extent  of  his  property,  his  source  of 
income  and  if  possible  the  approximate  amount,  his  record 

for  paying  accounts  generally,  for  goods  obtained  on 
credit  from  other  houses. 

This  information  may  be  obtained  partially  from  out- 
side sources  or  from  the  customer  himself.  Providing  the 

accounts  are  good*,  credits  carefully  granted,  and  every 

care  used  to  reduce  the  percentage  of  loss  to  a  minimum, 

it  should  be  the  object  of  every  retainer  in  a  credit  busi- 
ness, to  open  as  many  accounts  as  possible. 

If  a  retailer  can  double  his  business  and  still  keep  his 

percentage  of  losses  at  a  minimum  by  watching  carefully 
his  credits,  he  is  going  to  make  money. 

Why  Encourage  Charge  Accounts  ? 

Customers  go  from  store  to  store  in  search  of  their 

requirements.  No  matter  what  the  connection,  a  retailer 
has  no  hold  on  a  customer.  Is  it  not  a  natural  move  for 

a  customer  to  purchase  goods  v?here  he  has  an  account  ? 

Competition  is  keener  to-day  than  ever  before  and  by 

encouraging  the  charge  accounts  with  the  better  class  of 

trade,  customers  will  be  bound  closer  to  the  house  than 
in  any  ether  way. 

Other  Essentials  Besides  Extending  Credit. 

A  merchant  buying  from  a  manufacturer  or  jobber  is 

continually  looking  for  two  things, — quality  and  price. 
Service,  while  very  important,  is  incidental  and  applies 

more  to  prompt  delivery,  etc.  In  a  retail  department. 

treatment  and  service  figure  more  prominently — The  kind 

of  service,  the  individual  personal  attention  will  do  more 
in  such  a  case  than  any  other  inducement  to  bny. 

A  Limit  on  Credits. 

If  a  credit  business  is  con.sidered  advisable,  a  limit  for 

credit  should  be  placed  on  almost  every  account.  It  is 

not  a  difficult  matter  as  a  rule  to  collect  the  amount  of 

the  first  charge,  but  by  permitting  this  amount  to  be  aug- 

mented from  time  to  time,  it  becomes  so  large  that  the 
customer  looks  upon  it  as  an  almost  impossible  task  to 
wipe  out  the  amount.  This  applies  to  the  wholesale 
credit  system  as  well  as  to  the  retail  trade. 

Local  Conditions  Affecting  Extension  of  Credit. 

A  merchant  who  gives  credit  must  be  in  close  touch 
with  local  conditions  of  his  town  and  district.  A  large 
factory  in  his  district  may  reduce  its  staff,  work  on  half 

time  or  shut  down  temporarily;  a  strike  may  be  immin- 
ent; a  plant  may  be  removed  entirely  to  another  part  of 

the  country.  All  these  things  will  seriously  affect  the 
collection  of  his  accounts  and  if  not  watched  carefully 

may  embarrass  the  merchant  in  discharging  his  own  obli- 
gations, through  having  so  manj^  open  charge  accounts  on 

his  boobs. 

Collections. 

It  is  a  much  more  diflficult  proposition  to  collect  from 
!lie  consumer  than  from  the  retailer. 

A  merchant  appreciates  the  fact  that  when  he  pur- 
chases goods  he  must  arrange  for  payment  on  a  definite 

date,  also,  that  according  to  the  regular  custom,  a  draft 
will  be  sent  him  for  acceptance.  If  he  does  not  pay  his 
draft  when  due,  he  will  consider  it  a  favor  if  a  renewal 
is  granted,  and  is  perfectly  willing  to  pay  bank 
charges  and  interest  on  same. 

Not  so.  the  purchaser  at  a  retail  store.  As  a  rule  he 
is  inclined  to  allow  his  account  to  drag  along  indefinitely, 

probably  because  he  has  not  been  dunned  by  the  retailer 
for  the  money.  If  a  demand  is  made  for  .settlement,  he 
resents  it,  and  the  very  suggestion  of  pajing  interest  is 
not  to  be  thought  of. 

Overdue    Accounts. 

Merchants  in  the  country  find  it  necessary  to  do  al- 
most anything  for  a  customer  in  order  to  hold  trade  in 

the  face  of  keen  competition  and  are  sometimes  very 
reticent  about  approaching  a  customer  about  an  overdue 
account.  If,  however,  the  matter  is  placed  before  the 
customer  in  a  tactful  manner,  by  alluding  to  the  fact  that 

at  the  season  of  the  year  large  bills  are  maturing  which 

must  be  met  and  that  he,  the  merchant,  will  suffer  mater- 
ially if  his  credit  is  affected,  the  customer  will  usually  feel 

more  inclined  to  help  the  merchant  out,  as  it  were,  and 
collections  ca,n  be  made  on  this  basis.  If  an  account  has 

been  running  a  long  time,  and  it  is  found  impossible  to 

make  any  impreHsdon,  a  note  at  one,  two  or  three  months 
might  be  sent  to  the  debtor  with  the  suggestion  that  as  it 

might  be  inconvenient  for  him  to  make  immediate  settle- 
ment, he  would  greatly  oblige  the  retailer  by  completing 

the  note  and  returning  promptly,  so  that  the  retailer 

might  discount  the  paper  to  pay  some  heavy  obligations 

due.  A  man  is  more  likely  to  pay  a  note  or  draft  than 

an  open  account. ® 

Jew^elry  and  Ornaments. 
French  designs  are  conceded  to  be  among  the  leaders 

in  men's  jewelry,  and  this  year  they  include  a  wonderful 
variety  at  reasonable  prices. 

For  the  sporting  fraternity,  scarf-pins  are  seen  with 

every   kind   of   animal's   head,    with   stirmp,    golf    stic^. 
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tennis  racquet,  sword  and  oar.  A  novelty  consists  of  a 
tiny,  jointed  skeleton  for  the  medical  man. 

Cuff-links  of  the  better  class  are  seen  with  distinct 
renaissance  designs,  including  the  mask  face,  faun  and 
dryad  coupled,  and  the  heads  of  various  animals  joined 

to  a  claw  or  paw.  These  are  distinctly  high-class  pro- 
ducts, and  the  medium  trade  will  run  this  year  largely 

on  mo ther-o '-pearl  with  gold  rim. 
Single  pearl  settings  are  very  good,  and  a  tie-pin  in 

this  style  retailing  at  50c  proved  a  best  seller.  Single, 
black  pearls,  are  considered  the  best  of  taste  for  evenmg 
wear. 

Spring   Hat   Business    Good 
All  Lines  are  Being  Well  Taken  —  Develop- 

ment in  Domestic  Manufacture. 

The  Fall  season  is  always  marked  by  a  brisk  hat  and 

cap  trade,  and  excellent  sorting-  business  is  reported  by 
manufacturers  and  wholesalers.  Caps  in  the  colors  and 

fabrics  which  are  meeting  with  preference  in  the  clothini;' 
trade,  have  been  well  taken,  with  heavy  runs  reported 
in  those  lines  which  would  nearly  match  the  coat  or  suit. 
In  soft  hats  the  season  has  been  very  encouraging,  the 
fedora  and  new  telescope  styles  being  well  patronized. 
Scratch  effects  in  rough  felt  in  these  hats  have  alsD 
figured  prominently  in  the  trade. 

Travelers  have  been  out  for  some  time  with  Spriu^r 

lines,  and  returns  indicate  that  a  good  season  is  in  pros- 
pect. In  straws,  crowns  are  a  trifle  flatter,  measuring 

2f  inches,  2|  inches  and  3  inches,  while  brims  measure 
2  inches,  2^  and  2i  inches.  All  lines  are  taking  well. 
Among  the  distinctly  new  features  is  a  waterproof  straw, 

resembling  a  panama,  which  is  meeting  with  a  good  re- 
ception. Fancy  bands  are  again  shown  in  gi-eat  var- 

iety for  the  Spring  season.  The  boy  scout  movement 
has  created  a  strong  demand  for  the  type  of  hat  used 
in  connection  with  the  distinctive  unifonn,  and  ther^ 
is  every  indication  that  this  will  be  an  excellent  line  for 
Christmas  selling. 

While  domestic  manufacturers  are  having  a  very  heavy 
trade  in  caps,  and  while  other  Canadian  made  lines  are 

increasing  in  favor,  there  is  some  inclination  to  com- 

plain of  the  retailer's  lack  of  loyalty  to  these  lines.  It 
is  not  that  the  manufacturer  objects  to  a  division  of  the 

field  on  a  fair  basis,  but  he  claims  that  all  things  beiu'; 
equal,  with  a  development  in  manufacture  which  is  giving 

Canadian  made  hats  high  value  standards,  he  should  b  ■ 
entitled  to  greater  consideration  from  those  who  can  use 
a  good  article. 

"The  retailer  doesn't  give  the  Canadian  manufactur- 
ers a  proper  show,"  said  one  man  who  is  turning  out  ̂  

line  of  stiff  and  soft  hats  which  are  steadily  winning 

their  way  in  the  favor  of  the  trade.  "It  is  too  often 
the  ease,"  he  continued,  "that  a  merchant  buys 
the  cheapest  thing  he  can  get  and  sells  it  at  highest  price  ̂. 
We  have  found  that  after  a  manufacturer  has  put  on! 

a  line,  into  which  he  has  placed  his  best  effort,  and  behind 
which  stands  his  guarantee,  a  merchant  will  show  his 

preference  for  a  lot  of  seconds  or  other  goods  in  somi^> 

i-espects  much  inferior.  Nor  are  such  hats  always  re- 
presented at  what  they  actually  are  to  the  representative 

of  domestic  lines,  but  will  be  referred  to  on  a  basis  of 
equality,  so  far  as  value  is  concerned,  with  the  Canadian 

made  hat.  The  Canadian  hat  industry  is  yet  in  its  in- 
fancy,  but   manufacturers    are   demonstrating   that    thc-y 

"  The  Pockot  with  the  Inner  Pleat" 

You    should    insist    upon    having    Bartell 

Patent  Pockets  in  the    garments  you 
order  for  spring  delivery. 

They  cost  you  nothing.  Your  manufac- 
turer will  supply  them,  if  you  specify  on 

your  order : 

"These  clothes  must  contain 

Bartell  Patent  Pockets" 
Don't  overlook  this  good  clothes  feature.  From 

now  on  you  will  have  many  calls  for  clothes  fitted 
with  these  pockets. 

Our  great  advertising  campaign  has  already  in- 
terested more  than  ten  million  r.  en  in  Bartell  Pat- 

ent Pockets,  who  never  knew  of  them  before. 
We  shall  continue  to  advertise  until  old-fashioned 
pockets  are  a  thing  of  the  past. 

Don't  Run  the  Risk  of  Losing 
Sales  Next  Spring 

If  your  Spring  order  did  not  specify  Bartell  Pat- 
ent Pockets,  and  you  wish  it  had,  write  to  us  im- 

mediately and  we  will  take  up  the  matter  with  the 
manufacturer,    if  you    will    give    us    his    name. 

WRITE  TO-DAY. 

Ask  us  to  send  you  our 

"DEMONSTRATION  CARD" IT'S  FREE 

The 

Bartell  Patent  Pocket  Co 
13  ASTOR  PLACE 

NEW  YORK 
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GOOD  GOAT  LININGS 
ARE    ESSENTIAL 

if  you  wish  to  please  your  customers. 

The  best    ITALIAN 
LININGS 

BEAR  THE 

KIRK 
STAMP,   AS  BELOW: 

THERE  ARE  TWO  FINISHES  WITH  KIRK'S 
NAME  AS  A  GUARANTEE 

OF     EXCELLENCE     IN 

BRILLIANCY,  PERMANENCY  and  STRENGTH 

(1)    The  Original 

Termanent  Finish/ 

(2)  ̂ Velper' 
The  Velvety  Permanent  Finish  for 

those    who    prefer  a    soft    handle. 

m 
(Copyright) 

^  Patterns  can  be  had  on  application  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  LTD. 

39  WELL  STREET,  BRADFORD, 
ENGLAND 

LoDclon  Office:  128  Cb«aptid«.  (Telephone  6440  Central) 

arc  oiititU'il  to  a  larger  share  of  the  trade.  We  do  not  ask 
for  a  misphiced  hiyalty.  We  ask  the  retailer  to  consider 

our  hats  on   their  merits.     Tiiat  being'  done,  we  are  con- 

lidcnt    that    the   rest    will   follow.'' 
® 

Testing  the  Newspaper  Advt. 

'riiiiniii'ii  1.^  Doiiu'las,  iiu'ii's  wear  tlealers,  Stratford, 
lia\i'  hi'cii  CDiidiu'tins'  a  test  coulesl  with  tlu'  idea  of  ascer- 

laiiiiiiu'  wlulhci-  lll(^ir  adverlisenicnts  were  being'  read  or 

not.  'i'o  tlic  lii'sl  person  who  ])oiiited  nnl  that  llicy  hail 
allowed  the  same  advertisciiicnt  to  run  twii-e  in  succes- 

sion a  new  hat  wa>  given.  This  stimulated  a  ceriaiii 
auiouni    of  iulcrest. 

For  a  Viear  previous  to  this  test  they  had  In  en  running 

a  fairly  large  adiVertisenuMit  twice  a,  week  only  and  gel- 
ting  but  very  poor  results,  they  having  always  been  daily 
advertisers  ni>  to  then.  Not  being  satisfied  with  a 

semi-weekly  advertisement  they  determined  to  run  the 

daily  agiain  and  change  it  every  day.  During  the  month 

they  purposely  made  four  slips,  two  in  each  paper,  but 
tlie  results  were  not  what  they  could  call  satisfactory.  In 

every  instance  the  hat  was  won  by  a  boy,  and  in  no  case 

did  they  have  more  than  three  people  point  it  out  to 
them. 

Another  .scheme  is  now  being  adopted — that  of  giving" 
a  dollar  umbrella  to  the  first  per.son  finding  a  mis-spelt 
word  in  the  advertisement.  One  slip  hais  already  been 

nuidie,  but   only  one  person  dropped   in   foi-  the  umbrella. 
A  member  of  the  firm  writes: — 

"We  are  getting  our  experience  however,  and  so  far 
must  say  that  we  are  not  very  favora.bly  impressed  with 
the  resnlls  we  arc  getting  from  newspaper  advertising. 

Our  space  is  the  best  that  can  be  had  in  both  papers, 

being  at  the  top  of  tbe  local  page  and  we  vary  the  amount 

of  space  occupied  almost  daily,  always  using  clear  type 

and  every  other  day  or  so  a  good  cut. 

® 

Tell  This  to  Your  Customers. 

The  monog-ram  engraved  on  your  watehease  should  be 
jnst  the  size  of  a  quarter. 

A  linen  collar  that  is  too  high  is  prone  to  make  a 
crease  under  the  collar  of  your  coat. 

The  stem  of  a  scarf-pin  is  no  long'er  allowed  to  show. 

Only   the  head  of  the  pin   should  be  visible. 

Calfskin  or  russet  shoes  should  be  scraped  once  a 

month  with  the  dull  edge  of  a  knife  to  remove  the  accu- 
mulations of  oil,  dirt  and  polish. 

Warmin-^-  patent  leather  .shoes  over  a  light  before 

Iiutting  them  on,  makes  the  leather  soft  and  prevents cracking. 

Ciold  cuff  buttons,  dipped  into  alcohol  and  wiped 

gently  with  a  soft  cloth,  resume  their  original  brightness, 
as  if  by  magic 

Wear  a  new  coat  buttoned  for  a  week  after  you  get 

it.  This  enables  the  garment  to  mould  itself  to  the 

curves  of  your  shoulders,  chest  and  back. 

Don't  jerk  a  scarf  to  centre  the  knot.  This  makes  it 

"stringy."  Pull  the  ends  to  and  fro  between  the  loose 

})ands  of  the  collar  before  you  fasten  the  front  button- 

holes. After  that  you  will  find  that  the  scarf  slips  more freely. 

The  watch  chain  is  worn  straight  across  the  waist- 

coat from  lower  pocket  to  lower  pocket.  Tt  is  not  hook- 

ed into  the  waistcoat  buttonhole,  and  watch-charms  are 
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no  longer  in  vogue.  The  chain  should  not  be  too  thick, 

which  suggests  vulgar  display,  nor  too  thin,  which  sug- 
gests economy.  A  solid,  medium-size  chain  is  the 

"smartest." 
® 

Keeping  Collar  Sizes  Assorted. 
Here  is  a  simple,  yet  practical  method  employed  by 

a  men's  wear  dealei',  for  keepins;  a  thoroughly  assorte<i 
stock  of  collars,  which  is  well  worth  adopting: — 

When  a  lot  of  collars  come  in,  it  is  arranffed  on  tlic 

shelves  by  size  and  model,  and  in  the  last  box  but  one  of 

each  size  and  model  g'oes  a  red  ticket,  givinii'  particulars 
concernino-  the  g'oods,  Avith  date  and  size  of  the  order. 
When  that  box  is  reached,  in  selling-  goods,  the  clerk  wh;) 
opens  it  to  take  out  even  a  single  collar  is  required  to 
turn  it  in  to  the  cashier.  In  her  hands  it  becomes  an 

order  memorandum,  and  more  collars  of  that  size  and  sty>^' 
are  ordered  at  once,  so  that  the  stock  is  rejilenished  before 
it  is  exhausted.  Where  goods  must  be  ordered  at  a  dis- 

tance, the  red  ticket  is  placed  in  a  box  farther  from  the 
last,  so  that  time  may  be  allowed  for  getting  a  new  supply. 
If  the  goods  are  a  special  purchase  of  novelties,  instead 
of  staples,  the  red  ticket  shows  how  fast  or  how  slow  they 
are  selling.  If  it  turns  up  quickly  more  of  the  same  goods 
may  be  ordered  to  take  advantage  of  their  ])opularity. 

If  it  turns  up  late  the  date  upon  this  red  ticket  may  sug- 
gest that  the  rest  of  that  purchase  be  closed  out  at  a 

cut  price. 
® 

Save  Money  in  Fire  Insurance  Premiums. 

Saving  money  in  premiums  on  fire  insurance  policies 
is  adding  to  profits.  A  great  many  merchants  do  not 
know  that  a  minimum  reduction  of  5  cents  a  hundred, 
and  up  to  10  cents  can  be  secured  if  fire  bucket  tanks  are 
provided,  one  for  every  2,500  sq.  feet  of  store  floor 
space.  This  is  a  very  material  saving,  representing  in 
almost  every  case,  a  great  deal  more  than  bank  interest. 
If  for  any  reason  a  merchant  prefers  to  instal  a  chemical 
fire  extinguisher  instead  of  the  bucket  tank,  the  same 
reduction  may  be  secured.  The  saving  in  premiums, 
however,  is  only  incidental.  The  real  advantage  in  the 
installation  of  these  fire  prevention  devices  is  in  the 
very  greatly  reduced  risk  of  loss  through  fire. 

® 

In  half  hose  for  Spring  plain  colors  and  self  tones  are 
noticeable,  very  few  sharply  contrastino-  colors  beino-  seen. 
There  is  a  great  demand  for  silk  half  hose,  which  has  be- 

come a  feature  of  the  trade,  this  is  due  to  the  fact  that 
there  is  now  a  fifty  cent  grade.  Shot  or  accordion  effects 
are  also  strong  sellers.  They  come  in  prices  ranging  from 
twenty-five  cents  upwards. 

® 

"Ever  hold  a  Clover  Sale?  One  house  announced  such 
an  event  thus:— "On  'Clover  Day'  the  best  values  we 
have  been  able  to  secure  in  small  lots  and  all  broken  lines 
from  regular  stock  are  grouped  for  a  mammoth  saL\ 
Values  will  be  found  that  can  be  lind  nt  no  other  time. 
Every  'Clover'  card  marks  i-nniethiiio-  desirable  for  less 
than  usual.  Look  for  the  'Clovers.'  They're  easy  to 
find,  and  will  save  you  manv  dollars"  Special  tickets 
in  green,  and  shaped  like  a  clover  were  issued,  while  the 
window  was  rich  in  clover  blossoms.  Postcards  painted 
with  four-leaf  clovers,  a  suitable  verse  about  the  emiblem 
flnd  the  firm's  name,  were  distributed. 

olliDair 

A  Safe  Test! 

In  selecting'  a  Brand  of  Rubber  Col- 
lar to  sell  to  your  particular  custom- 
er, a  good  idea  is  to  make  sure  that 

you   yourself  would   wear  the   collar! 

You  ivould  wear 

"CHALLENGE" 
BRAND 

Waterproof  Collars  and  Cuffs 

because  they  are  so  entirely  different 
from  the  old-style  waterproof  collar. 
They  are  perfectly  correct  in  style 

and  fit,  and  can't  be  distinguished  from 
the  linen  collar  your  best  customers 
have   always   worn. 

■'Challenge"  Collars  have  no  un- 

pleasant smell,  won't  wilt,  crack  or turn  color,  and  can  be  cleaned  in  a 
few  seconds  with  a  damp  cloth. 

The  saving  of  laundry  expense  is 
one  of  the  best  selling  points  in  favor 

of  "Challenge"  Collars  and  CufTs. 

Get   details   and  prices. 

mi)t  Arlington  Companp 
of  Canaba,  I.imiteiJ 

54-64  Eraser  Avenue,    -    Toronto,  Ontario 
Ontario  REPRESENTATIVES  E.isirm 

J.  CHANTLER4  CO..  Toronto  DUNCAN  BELL,  Montreal 
ff^tsurn:      R.  I.  QUIGLEV,  S-10  Wellington  St.  E  .  Toronto 

(temporarily)  i  Headquarters-.-Winnipegin  near  future.) 
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has  a 6i5tinct 

Cards   that   give  distinction   to   display   of   men's   wear.     By   J.   C.    Edwards,   with    A.   V/.   Cressman.    Peterborough. 

Attracting  Attention  to  Men's  Wear  Window  by  Show  Cards 
Necessary  for  the  Writer  to  Know  the  Class  of  Trade  to  Which  His  Store 

is  Catering  —  Great  Many  Tastes  to  Study  —  Some  Cards  which  Have  Had 
Good  Results  —  Use  of  Snappy  but  not  Vulgar  Phrases  —  Pens  and  Brushes 

By  J.  C.  Edwards,  with  A.  W.  Cressman,  Peterborough. 

LIKE   other   lines   of  merchandise   the  men's    wear trade   is     divided     into     two     or     three   distinct 

classes — the    high-class    trade,    the    medium     and 
the  low.     The  high-class  trade  may   be   the  elite 

who  not  only  want  high-grade  goods  and  are  willing  to 
pay  a  good  price,  but  they  want  everything  in  the  store 

or  department  to  correspond.  They  are  men  who  know 

— the  men  who  notice  and  are  influenced  by  details.  The 
high-class  trade  may  be  the  better  class  of  working  men 
who  are  good  dressers,  make  good  money  and  are  will- 
ing  to  part  with  it.  These  men  buy  the  best  goods  gen- 

erally.    The  medium  class  trade  is  composed  of  men  who 

These  cards  have  proved  their  power  tp  stop  a  man,     8/  J-  C.  Edwards,  with  A.  W.  Cressman.  Pclerborouerh. 
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The  Glove  House  of  Canada 

PERRIN   FRERES  &  CIE. 
6th  and  7th  FLOOR,  MARK  FISHER  BUILDING, 

28  VICTORIA  SQUARE,  MONTREAL 

INCREASE   BUSINESS 
in  your 

GLOVE  DEPARTMENT 
this  Fall  by  keeping  your  stocks  close 
to  demand,  by  selling 

Perrin  Gloves 
and    using    PERRIN    FACILITIES. 

The  largest  and   best  assorted 

Glove  Stock  in  Canada. 

'*  How  do  you  spell^SHOWERPROOF?"      "  C-R-A-V-E-N-E-T-T  E,  of  course!" 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers, 
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Ivory  Buttons 
For  Men's  Garments 

and  lor 

Women's  Suits  and  Coats 

Discriminating   buyers  say    that    we    make 

THE  BEST  DESIGNS,  THE  FINEST 
FINISH  and  THE  WIDEST  RANGE 

OF  CORRECT  COLORS. 

Our  buttons  are  out  of  the  ordinary.     They 

will  SATISFY  you  because  they  are  RIGHT 

Write  us  for  Samples 

Rochester   Button    Co. 
ROCHESTER,  N.Y. 

Austrian 
Collars 

always  lead 
You  can  give  better 

values  and  have 

more  satisfied  cus- 
tomers with 

'^  collars  than 
with  any  other. 

Indestructible  Quality  -  -  -  $1.50 

Derby  Quality  -         -        -        -        $1.00 
Get  ii  Catalogue. 

CANADIAN   UNDERWEAR   CO. 
309  Notre  Dame  St.  West,  Montreal. 

I'aiinut  art'oid  the  best — yet  they  want  the  best  ((uality 
and  style  they  can  get  for  their  money.  The  low  cla.ss 

trade  is  of  cour.se  the  cheap,  bargain  hunting-  element. 
Speaking-  of  the  showcard,  one  has  only  to  use  liis 

better  judgement  and  knowledge  of  his  pati-ons  in  makint,"- 
cards  for  men's  -wear  windows. 

Even  for  a  hig-h-class  business  one  has  to  cater  to  a 
great  many  tastes.  To-day  we  show  a  natty  outfit  suit- 

able for  the  better  dressed  man's  best  wear  ;  you  invar- 
iably draw  attention  to  the  oxlusiveness,  distinctiveness 

of  style,  etc.,  we  would  use  a  card  along  the  lines  of 
No.    8   or   Xo.    3. 

No.  S  is  a  card  not  of  the  ordinary  type  either  in 
point  of  decoration  or  lettering.  The  Old  English  style 

of  lettering  is  not  commonly  used.  No.  3  card  illustrat- 
ed the  use  of  the  picture  and  the  plain  decoration  ap- 

peals to  the  man  of  good  taste. 

Right  Message  on  Right  Cards. 

Take  card  No.  2  ne.xt  and  you  will  readily  see  it  is 

intended  for  the  trim  where  you  show  a  moderate-priced 
article,  yet  an  article  which  appeals  to  the  better  trade, 
wantmg  good  goods  at  a  lower  figure.  Sometimes  a 
dark  card  is  advisable,  sometimes  the  white  card  with 
the  black  letter  is  in  better  taste  ;  however,  both  serve 
well  if  the  right  inscription  or  message  is  written  on 
them.  For  instance  :  card  No.  i)  is  just  as  appropriate 
as  card  No.  2  and  would  be  used  in  the  same  class  of 
window.  No.  5  shows  the  use  of  the  cut  which  is  often 
attractive  if  well  chosen.  We  have  seen  cutsi  used  which 

would  drive  customers  away  rather  than  favorably  im- 
press them.  The  card  which  stops  the  people  and  tells 

the  story  in  a  concise,  right-to-the-point  way  is  the  card 
for  men's  wear  windows.  Men  are  usually  not  window 
shoppers  in  the  way  women  are.  A  man  will  walk  along 
the  street  with  his  eye  on  the  alert  for  anything  out  of 

the  ordinary — a  dog  fight,  a  pretty  Miss,  a  something 
just  a  little  different — perhaps  its  an  odd  card,  no  mat- 

ter what,  his  eye  gets  it. 

Stopping  the  Passer-by. 

Some  nice  evening  place  a  card  in  a  men's  clothing 
window  like  No.  1  and  watch  the  men  as  they  pass  the 

exhibit,  they'll  stop,  maybe  its  five  feet  past  the  win- 
dow, but  they  will  come  back,  and  its  "Some  class  to 

that,  eh  ?"  They  i-ead  the  inscription  and,  more  than 
probable,  they  think  about  it  and  look  at  the  clothing- 
reverting  casually  to  the  bad  fitting  back  in  their  suit 
the  time  before  last,  or  perhajis  they  watch  the  rest  of 

their  fellow  sufferers  going  down  the  line  with  ill-fitting 
roats   and  worse   trousers. 

Card  No.  1  is  made  out  of  leal  birch  bark,  a  piece 
(oin  fiom  an  old  birch  tree  out  in  the  back  country. 
The  card  represents  a  sign  you  might  see  daubed  on  a 
tiee  along  the  country  road  side.  The  illustration  backs 
11))  the  wording  to  perfection.  Altogether  a  very  odd 
iiistic  effect,  but  we  })elieve  it  would  prove  a  good  one 
(o    stop   a    man. 

The  Sporting  Man. 

'I'hcre  is  iin  clement  always  found  in  any  high  or 
medium  class  trade — the  sporting  man.  Tt  ])ays  to  at- 
tiact  his  attention  as  well  as  any,  for  he  spends  freely, 

.ilthouj.'-h  he  wears  extreme  togs  as  a  rule.  A  card  that 

would  pi'obabjy  catch  his  eye  would  be  one  with  a  sug- 
gestion of  snort  to  it — a  card  such  as  No.  fi  would  no 

doubt  meet  his  anproval,  or  we  have  seen  and  even  made 
cards  with  the  playing  cards  brought  into  use  in  varied 
ways.  We  do  not  recommend  these,  however,  as  they 

sometimes  offend  a  good  customer  who  has  been  brought 

up   to   abhor   "the   vile   things."    A   little   ])oi)ular    local 
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phrase  sometimes  does  the  trick  with  the  young  sport, 

not  S'lang  altogether  in  the  raw  sense  of  the  word,  but 

polished  a  bit. 
The  two  cards  Nos.  4  and  7  draw  attention  to  price 

attraction  in  a  direct  undescriptive  fashion.  No.  1  has 

the  index  hand  pointing  directly  at  the  price  and  below 

a  question  is  asked  :  "Can  you  beat  this  ?"  The  cus- 
tomer or  looker  rather,  unconsciously  begins  to  compare 

and  if  the  comparison  is  favorable  to  the  suit  or  articlt^ 

shown  in  the  window,  he  is  made  a  prospective  buyer. 

No.  7  is  .simply  a  price  card,  (large  in  size  for  a  pric© 

ticket)  attracting"  attention  to  an  extra.  The  generosity 
of  the  card  seems  to  give  a  person  the  feeling  that  the 

value  it  announces  is  just  as  generous.  This  we  call  a 

"Liberal  Price  Card." 
Cards,  Inks,  Brushes. 

You  will  notice  that  the  eight  cards  shown  here  are 

all  of  a  size  and  in  the  long  lianel.  This  is  the  favorite 

card  for  our  men's  wear  windows.  It  is  7x19  inches  in 
size  and  is  lettered  with  a  flat  red  sable  brush  No.  9, 

the  same  instrument  used  throughout  the  whole  set  of 

cards.  Sometimes  on  a  smooth  surface  card  we  use  a 

flat  broad  pointed  pen  which  is  advisable  for  small  let- 

tering, but  is  not  practical  on  the  cardboard  used  in 

this  set  as  the  surface  in  most  cases  is  rough  or  pebbled. 

We  buy  our  cardboard  by  the  wholesale  from  a  card  fac- 

tory thus  getting  better  board  at  less  money  than  if  we 

bought  small  quantities  from  the  retailer. 

The  white  paint  used  is  up  to  the  ordinary  in  cover- 

ing quality,  but  is  not  perfect,  we  are  experimenting  at 

l)resent  with  a  white  paint  which  we  believe  will  be  far 

superior  to  anything  yet  turned  out.  White  water-color 

paint  is  the  hardest  paint  to  get  perfect.  The  black 

paint  used  is  the  "Letterine,"  a  glossy  black,  well  known 
among  card-writers. 

Australian  Trade 
Are  You  Interested? 

If  so.  The  Draper  of  Jiuslralasia  (published 

monthly)  can  provide  you  with  much  valuable 

trade  information.  It  is  the  organ  of  the  drapery 

and  kindred  trades  of  the  Antipodes,  and  is 

subscribed  for  by  all  the  leading  firms  in  Australia 

and  New  Zealand. 

Subscription     $2.50     Mailed  Free 
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are  manufacturing-  spec- 
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How    Sales    and  Customers   Have    Been    Lost   and    Won 
Some  Practical  Instances  out  of  the  Salesmen's  Practical  Experiences  Which 
Emphasize  Imporant  Points  to  Observe  in  Dealing  With  the  Buying  Public- 
Examples   Which    Prove    the   Value   of   Courtesy.    Tact    and   Honesty. 

IT  is  sometimes  very  trying  to  a  glove  salesman  to 
deal  satisfactorily  with  a  customer  who,  having 
purchased  a  pair  of  gloves,  calls  a  few  days  later 
to  complain  that  they  had  ripped  or  torn,  through 

no  fault  of  his  own.  In  some  cases  the  wideawake  sales- 

man can  size  up  the  situation  sufficiently  to  justify  him- 
self in  refusing  absolutely  to  replace  the  gloves  by  a 

new  pair.  Most  stores  and  departments,  however,  have 

equipment  -whereby  they  can  have  ripped  gloves  repaired. 
But  in  dealing  with  a  customer  under  these  circumstances 
the  greatest  possible  courtesy  will  win  out  where  its 
absence  will  have  the  opposite  effect. 

"A  few  days  ago,"  states  a  men's  furnisher,  ''two 
young  men  entered  the  store,  and  a  new  member  of  the 

staB  waited  upon  them.  One  stated  that  he  had  pur- 
chased a  pair  of  gloves  a  couple  of  days  before  and  that 

two  or  three  fingers  had  ripped.  He  said  somewhat 
sneeringly  that  it  was  plain  there  was  poor  material  in 
the  gloves.  The  salesman  went  at  him  in  the  wrong 

way,  told  him  that  'we  are  not  in  business  for  the  fun 
of  the  thing,'  and  informed  him  flatly  that  if  he  knew 
how  to  wear  gloves  they  wouldn't  have  ripped. 
The  salesman  was  making  a  miserable  job  of  it  when 

I  stepped  up  and  asked  the  other  young  man  if  there  was 
anything  I  could  do  for  him.  He  told  me  somewhat 
sharply  that  he  had  intended  to  get  a  pair  of  gloves,  but 
that  he  felt  it  was  the  wrong  place.  I  then  picked  up  the 
returned  gloves  and  suggested  as  nicely  as  I  could,  that 
we  could  repair  them  very  neatly  and  that  if  they 
again  broke  out  we  would  give  him  another  pair.  That 
satisfied  him  to  the  extent  that  his  companion  brought 

his  gloves  in  our  store.  Speaking  to  the  salesman  after- 

wards, he  stated  that  the  customer's  manner  riled  him 
and  he  had  forgotten  himself.  I  pointed  out  to  him  that 
he  would  have  to  overlook  personal  feelings  in  dealing 
with  customers. 

® 

Did  This  Ever  Happen  in  Your  Store  ? 

A  man  w-ho  wears  a  15^  collar,  and  who  invariably 
buys  the  same  make  and  style,  says  that  every  time  he 
goes  into  the  only  store  in  Winnipeg  which  handles  that 
particular  line  of  collars,  the  clerk  who  waits  on  him 
always  has  to  spend  from  five  to  ten  minutes  to  find 
whether  the  collar  is  in  stock.  Apparently  there  is  no 
system  in  the  arrangement  of  the  collar  stock.  They 
are  placed  two  rows  on  a  shelf  and  he  has  to  look  not 
only  over  all  those  in  sight,  but  also  to  pull  them  out 
and  search  behind  them.  Then  he  has  to  go  and  ask 
another  clerk  if  he  knows  whether  there  are  any  in  the 
reserve  stock.  This,  it  must  be  remembered,  is  not  an 

odd  size,  like  a  14  or  a  l'?4.  nor  in  an  off  style,  but  the 
most  staple  size  and  style  m  a  man's  collar.  The  store, 
too,  is  one  catering  to  the  high-class  trade. 

This  might  happen  once  in  any  store,  but  when  it 

becomes  a  chronic  condition  there's  something  wrong. 
Do  your  collar  customers  ever  have  such  an  exper- 

ience ? 

® 

The  Wink  Lost  a  Customer. 

The  sensiti\e  customer  requires  the  most  careful 
handling  that  the  department  staff  can  give  him.  It  is 

easy  to  detect  him  by  the  apparent  embarrassment  evi- 

dent in  his  demeanor  on  entering  the  store.  Most  often 
he  is  a  good  customer  when  properly  treated.  If  he  finds 
the  right  kin;l  of  salesman  in  one  store  he  will  come  to 
him  again  and  again  rather  than  go  elsewhere. 

Such  a  customer  entered  a  men's  wear  store  and  asked 
to  be  shown  an  overcoat.  It  was  a  slack  day  and  the 
salesmen,  instead  of  being  better  employed,  had  been 
joking  among  themselves.  The  young  man  who  took  the 
customer  in  hand  thought  he  would  cause  some  fun  at 

the  customer's  expense  and  after  showing  one  or  two 
garments  that  would  not  do,  had  him  try  on  a  coat 
that  no  salesmen  in  his  proper  senses  would  have 
thought  of  for  that  kind  of  customer.  He  even  went  so 
far  as  to  make  the  man  look  at  himself  in  the  mirror 

and  when  he  thought  his  back  was  turned,  smiled  over 
at  another  salesman  and  winked.  The  customer  saw  that 

smile  in  the  mirror,  calmly  took  off  the  coat,  and  v/ith- 
out  saying  a  word  walked  out.  He  is  now  one  of  the 
best  customers  of  the  store  further  down  the  street.  The 
moral  to  this  story  is  obvious.  The  salesman  who  gets 
orders  is  a  gentleman  first,  last  and  all  the  time. 

® 

It  Pays  to  be  Honest. 
It  pays  to  be  honest,  to  have  a  story  that  will  hold 

water,  no  matter  what  the  test,  to  so  impress  the  cus- 
tomer that  he  will  have  confidence  in  the  sales'  force. 

An  incident  is  related  by  the  buyer  for  a  large  cloth- 
ing department  which  serves  to  illustrate  the  point.  One 

day  he  was  called  upon  by  the  representative  of  a  large 
manufacturing  concern.  The  buyer  saw  him,  but  told 
him  that  he  could  not  do  business  with  him  just  then. 

"But  your  competitor  is  buying  heavily  from  me. 
You  surely  can't  overlook  that  fact,"  said  the  salesman, 
and  he  took  out  a  notebook  showing  a  long  list  of 

articles  under  the  competitor's  name. 

"That  looks  good,"  said  the  buyer,  glancing  at  the 
list.  "Drop  in  to-morrow  and  I  may  do  something  with 

you." 

Now,  it  so  happened,  that  this  buyer  rode  home  in 
the  car  with  the  buyer  from  the  other  store  and  the 

traveler's  visit  came  up. 

"What  do  you  think  of  his  line  ?"  asked  buyer  No.  1. 
"Doesn't  impress  m©  at  all,"  said  No.  2. 

"I  notice  you  gave  him  a  nice  order  though,"  re- 
marked the  other. 

"Never  gave  him  an  order  in  my  life,"  declared 
No.  2,  "but  he  permitted  me  to  glance  over  the  list  of 

stuff  you  bought  from  him." 
"A  list  we  bought  from  him,"  gasped  the  other, 

and  it  was  then  that  both  buyers  realized  that  the  trav- 
eler was  playing  one  against  the  other. 

When  he  called  on  buyer  No.  1  next  day  he  was 

greeted  with  the  remark,  "And  they're  buying  a  heap 

of  stuff  from  you,  are  they  ?" 
"Sure  thing,"  replied  the  traveler  and  out  came  the little  book. 

'''Just  let  me  see  their  list,"  requested  the  buyer  and 
taking  the  book  he  turned  over  the  leaves  and  came  upon 

the  list  entered  as  having  been  purchased  from  his  de- 

partment. 
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"So  you're  selling'  quite  a  batch  of  stuS  to  us,  eh?" 
scornfully  observed  the  buyer  as  he  threw  the  book  on 
the  table  and  turned  his  back  on  the  traveler. 

Here  was  a  case  where  honest  tactics  might  have 
landed  an  order. 

® 

Don't  Give  Opinions  Unasked. 
It  is  unwise  for  a  salesman,  unless  he  is  sure  of  his 

ground,  to  attempt  a  discussion  with  a  customer  on  any 
subject  other  than  the  article  which  is  being  sold  or 

shown.  To  obtain  a  correct  idea  of  a  man's  preferences 
or  prejudices  requires  a  more  lengthy  acquaintance  than 
that  afforded  by  a  few  minutes  contact  with  him  in  the 
store.  Nor  is  it  wise  for  a  salesman  who  may  be  a 
crank  on  some  particular  subject  to  attempt  to  obtrude 
his  news  upon  an  unsuspecting  customer. 

In  a  town  where  local  option  was  being  fought  out 
somewhat  bitterly  a  salesman  who,  while  an  abstainer 
was  nevertheless  in  favor  of  the  antis,  was  injudicious 

enough  to  remark  to  a  customer,  "When  a  lot  of  these 
wooden  headed  cranks  get  together  they're  sure  to  run 
the  town  to  the  dogs." 

Now,  to  have  safely  voiced  such  a  sentiment  the 
salesman  should  have  known  the  party  addressed.  But 
it  so  happened  that  the  customer  was  one  of  the  silent, 

though  active  workers  on  the  other  side,  and  he  didn't 
relish  the  young  man's'  remark.  Instead  of  making  a  like 
retort,  however,  he  quietly  told  the  young  man  that  the 
wooden  heads  could  mind  their  own  business,  and  after 

completing  his  purchase,  went  out.  The  wooden  heads 
won  in  that  campaign,  the  town  has  not  gone  to  the 

dogs,  as  yet,  but  that  particular  customer  gave  his  busi- 
ness to  the  other  fellow  so  long  as  the  obnoxious  sales- 
man remained  on  the  staff  of  that  store. 

® 

Dealing  with  the  Grumbler. 
"Of  all  classes  of  customers  to  wait  on  the  chronic 

grumbler  takes  the  cake,"  writes  a  men's  wear  sales- 
man. "Perhaps  the  reader  has  had  experience  with  just 

this  kind  of  customer,  but  in  case  he  hasn't  the  follow- 
ing may  prove  of  some  value  to  him. 

"The  grumbler  that  I  have  in  mind,  as  far  as  ap- 
pearance is  concerned,  might  have  stepped  out  of 

'Dickens'  Old  Curiosity  Shop,'  tall  and  bony  with  no 
more  figure  than  a  lamp  post,  an  antiquated  suit  that 
was  once  black  but  now,  alas  !  is  a  brownish  green,  a 
pair  of  heavy  boots  and  a  brownish  green  hat  that 
might  have  been  black  when  it  was  new.  He  also  had 

one  of  those  high-pitched  cracked  voices. 

"This  customer  wanted  a  pair  of  trousers.  The  writer 
had  waited  on  this  grumbler  several  times  before.  I 
started  showing  him  trousers  at  $1,  of  course  these 
were  not  fine  enough  for  him.  Then  the  $1.25  ones 

wern't  good  enough  either.  He  began  to  get  impatient, 
so  I  pulled  out  several  lines  $1.50,  $1.75,  $2,  $2.75  and 

$3.  He  looked  them  all  up  and  down,  turned  them  in- 
side out,  tried  all  of  the  buttons,  and  asked  the  price  of 

each  two  or  three  times  and  finally  decided  to  go  to  the 
fitting  room  and  try  on  a  pair  of  $1.75  pants. 

"He  was  easily  a  half  an  hour  fitting  them  on  so  I 
finally  went  in,  and  it  was  then  the  fun  started.  Ready- 
made  pants  -were  never  half  made,  he  said,  the  buttons 
were  not  well  sewn  on,  the  depth  at  the  back  wasn't 
right,  in  fact,  it  seemed  as  though  the  pants  were  going 
to  have  to  be  made  over.  I  finally  asked  him  if  there 

wasn't  one  redeeming  feature  about  them,  and  it  was 
then  he  had  to  confess  that  if  there  wasn't  he  would  not 
buy  them.  He  finally  paid  me  the  $1.75,  and  no  doubt 

expects  the  trousers  will  wear  for  years." 

Three  Kinds  of  Cranks 

'  ■  It  matters  not  in  what  business  you  are  engaged 

the  problem  of  dealings  with  'Cranks'  has  got  to  be 
faced,"  writes  another  salesman.  "A  merchant  cannot 
afford  to  abuse  them;  he  or  his  selling  staff  must  treat 
them  in  such  a  way  as  to  realize  the  greatest  profit  from 
their  visit  to  the  store.  Although  at  times  their  presence 
is  not  the  most  pleasant,  yet  one  must  not  lose  sight  of  the 
fact  that  their  money  is  as  good  as  the  best.  And  the 

remarks  I  now  write  are  with  the  point  in  view  of  gain- 

ing as  much  as  we  can  of  the  'good  will'  and  the  'good 
money'    of  this  difficult  class  of  shoppers. 

"Shopping  cranks  ai-e  divided  into  three  classes: — First, 
there  is  the  "fastidious  crank"  who  thinks  nothing  of 
price  but  who  is  over-exacting  and  troublesomely  particu- 

lar as  to  color  or  weave  of  material. 

"Secondly,  there  is  the  'parsimonious  crank'  to  whom 
the  goods  are  delightfully  pretty  and  suitable  but  the 
price,  what  robbery!  In  the  third  class,  come  the 

'  dyspeptic  crank  '  who  is  the  crank  of  cranks  and  who 
finds  fault  with  the  store,  its  goods  and  its  prices. 

"First  of  all  in  handling  this  class  of  trade,  it  is  im- 
portant that  one  should  consider  the  fact  that  a  crank 

cannot  successfully  get  along  with  a  crank.  The  cranky 
customer  will  not  change  first,  so  it  is  up  to  the  sales- 

man to  throw  aside  all  prejudice  at  once  and  enter  upon 
the  duties  of  waiting  on  the  crank  with  the  feeling  that 

within  one's  self  is  victory  or  defeat.  Think  not  of  the 
one  customer  you  are  selling  or  trying  to  sell  to,  but  of 
the  number  of  other  customers  this  one  might  bring  back 
who  are  not  cranks.  Woman  has  an  influence,  even  if 
she  is  a  crank,  in  a  way  we  sometimes  little  realize,  in 
directing  trade  to  or  from  a  store.  Treat  all  cranks 

in  a  courteous,  obliging  and  business-like  way.  It  pays. 
Indifference  and  crustiness  harm  the  store,  yourself  and 
the  customer. 

"The  first  class  of  cranks  should  be  handled  by  a 
clerk  who  is  intelligent  with  the  very  latest  edicts  of 
fashion.  They  will  often  surprise  you  in  how  expensive 
materials  they  will  buy.  Treat  them  in  a  way  to  interest 
them.  A  clerk  should  have  that  intuition, — go  to  extra 
trouble,  if  necessary,  suggest  and  take  suggestions.  Let 
them  feel  that  you  are  anxious  to  please  them.  Above 
all,  be  courteous  in  your  manner,  judicious  in  your  talk, 
and  confident  in  yourself  of  pleasing  them.  Do  not  be 
too  anxious  to  hurry  or  force  a  sale,  the  freedom  of  the 

store  and  the  salesman's  proper  attention  will  do  wonders 
in  gaining  a  'crank's  trade,'  which  sometimes  proves 
high-class  and  quite  often  permanent. 

"The  second  class  has  got  to  be  met  in  a  businesslike 
way.  Treat  them  pleasantly,  be  liberal  in  showing  the 
goods  and  when  it  comes  to  price  one  must  be  firm. 
Once  give  in  and  you  will  never  gain  their  confidence  in 

your  one-price  policy.  Show  a  willingness,  if 
necessary,  to  have  your  values  compared  with  others. 
Explain  the  merits  of  the  goods  from  a  value  standpoint. 
Meet  their  arguments  fairly  and  squarely.  Make  them 
feel  that  they  are  buying  from  a  firm  that  have  a  high 
standaid  of  honesty  and  quality. 

"The  third  class  is  the  greatest  school  for  developing 
salesmanship.  It  is  the  most  trying  and  the  most  difficult 
to  handle.  They  are  dyspeptic  in  words  and  action.  They 
are  no  doubt  hard  to  please,  but  by  proper  salesmanship 
they  can  be  made  to  spend  the  money  and  return  to  the 
store  time  after  time.  After  showing  your  goods,  take 
a  text  and  stick  to  it. 

"That  is,  while  you  are  showing  your  materials,  keep  a 
sharp  lookout  for  the  goods  the  sustomer  seems  to  fancy 
most,   then   take  it   upon   yourself  to  suggest   that   very 
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anicle  for  their  use.  just  as  if  you  had  not  noticed  their 
l«\niugs  Talk  these  jroods  in  the  most  interesting:  and 
impressive  manner  you  have  at  your  command. 

"Don't  wander  away  or  you  will  have  another  Ioul; 
"talk  up*  and  time  means  money  wheiv  you  are  waitinu 
on  the  public.  Nine  times  out  of  ten,  you  both  happen 
to  select  the  same  goinls;  this  wins  the  customer  over, 

she  buys  and  leaves  the  store  feeling-  satisfied  in  her 
choice.  'The  clerk  selecte<l  the  very  piece  for  me  I  likod. 
He  seems  to  know  what  suits  me  best,  I  will  go  to  him 

again.'  she  says  to  herself  and  how  easy  the  one  time 
crank  becomes  is  sui-prising.  The  return  visit  should  be 
similarly  treated  and  you  will  gain  their  confidence  and 

trade."' ® 

Unique  advertising  in  displaying  their  inucli-advei'tised 
brand  of  blue  serges  on  wax  figures  in  an  automobile  i- 
the  latest  attempt  of  one  enterprising  concern  to  call  the 

attention  of  the  pui'chasing  public  to  the  many  bargains 
that  are  being  offered  at  their  store. 

The  automobile  is  run  hourly  through  the  shopping  and 
business  districts,  and  the  three  well-dressed  occupants 
in  the  model  blue  serge  suits  are  earning  the  reputation 
of  being  among  the  smartest  and  nattiest  dressers  in  the 
city. 

So  lifelike  are  the  dummies  that  it  is  dithcult  to  distin- 
guish them  from  the  real  live  chauffeur  at  the  helm  of  the 

handsome  touring  ear. 
® 

Comparison  of  values  was  invited  by  a  unique  plan. 

which  a  Newark  store  conceived  recently.  Every  Wed- 
nesday about  24  inches  of  solid  reading  matter,  all  bear- 

ing on  this  one  point,  was  published.  They  gave  reasons 
for  unbiased  comparison,  and  in  the  last  advt.  they  invited 

tlie  public  to  make  use  of  their  "Show  you"  man  who  was 
not  permitted  to  sell  a  dollar's  worth  of  goods.  While 
the  effect  of  this  kind  of  advertising  can  hardly  'be  meas- 

ured immediately  the  emphasis  on  "Comparison"  brought 
o-fiod   results. 

The  Stock  Well  Displayed. 

Dunfield  A:  Co.,  men's  furnishers  in  conjunction  with 
1'.  Bellinger,  clothier,  recently  opened  their  new  store  on 

Voiige  .St.,  'loronto.  I'lach  business  is  conducted  separ- 
ately but  is  carried  on  in  one  building  to  nuitual  advan- 

tage. 

In  Ihc  men's  furnishing  section,  the  show  eases  are 
glass  on  marble  bases.  The  method  of  stocking  shirts  is 
admirable.  The  wall  fixtures  are  divided  up  into  sized 
spaces,  so  that  boxes  are  not  required  and  the  shirts  are 
easily  handled  and  readily  seen  by  the  customer.  The 
slock  is  protected  from  dust,  by  a  sliding  glass  front.  An 
interesting  part  of  the  fittings  is  a  vest  cabinet  in  the 
centre  of  the  floor,  made  with  glass  top,  the  drawers  also 
having  glass  fronts.  Gloves  and  hosiery  are  placed  by 
liieniselves  on  one  side  of  the  store,  while  shirts  and  ties 

arc  on  the  other.  Men's  furnishings  occupy  the  front  part 
of  the  store. 

The  clothing  fixtures  include  the  twin  wardrobe  system, 
that  is,  two  slides  in  one  section.  An  unusual  feature  is 
the  aibsence  of  doors,  thus  saving  opening  and  closing 
The  wardrob  cs  are  fininshed  with  a  marble  slab  base.  On 

the  door  of  each  section  there  is  a  new  patent  trouser 
slide  where  pants  of  suits  and  extra  trousers  arc  kept. 
Above  the  wardrobes  there  is  a  gallery  at  the  back  of 
which  are  plate  glass  cases  for  reserve  stock. 

Triplicate  mirrors  are  built  into  the  wardrobe  fix- 
tures and  at  one  corner  is  a  fitting  room. 

The  entire  store,  which  measures  145  x  30  feet,  is 
handsomely   and  practically   fitted  up  and   is  well   lighted 

What  Would  You  Say  to 
This    Customer  ? 

See  page  144. 

MONEY  PRIZES  FOR  BEST  ANSWERS. 
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Layout  of  the  Dundas   &  Flavelle  store,  Lindsay.     Men's  furnishingps  and  clothing,  it  will  be  noted,  are  kept 
separate  from  other  departments,   though   easy  of  access  and  given  good  display. 
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An    interior    view    of    the   new    home    of   Dunfield    &    Co..   Men's    Furnishers',    and    P.     Bellinger.    Clothiers.    Toron'.o 
Note   the    fixture  in    the   foreground   for   vests  and   shirts. 

by  a  large  central  skylight.    The  fixtures  are  in  mahogany 
finish. 

The  windows  have  copper  frames  which  are  provided 

■with  air  holes  and  take  up  less  space  than  wood. 
The  accompanying   cut   gives  a  good     idea  of    the   ar- 

rangement of  the  store.  In  the  foreground  is  a  special 

interior  fixture  for  displaying  men's  vests  and  shirts.  It 
is  so  constructed  that  different  displays  may  very  fre- 

quently be  made  without  difficulty.  The  balcony  and  se- 
cond tier  of  fixtures  is  a  material  factor  in  a  plan  which 

has  made  best  possible  use  of  space. 

Men's    Wear    Section.    Chas.    Austin    Co  .   Chatham,     This   department   has   the   advantage   of 
separate  entrance,  though  easily  reached  from  main  floor. 



Some  Ready-Made  Paragraphs  for  the  Men's  Wear  Advt. 
Short.  Crisp  Talks  "Which  Will  Help  Brighten  Your  Publicity  —  Special 

Emphasis  on  the  Requirements  of  Christmas  Time.  "When  Gift  Lines are  Being  Thoroughly  Featured. 

Our  neckwear  will  give  the  fn.il  style  touch  to  your 
attire. 

We  have  men's  ties  at  all  prices,  but  for  Christmas  you 
■will  want  something  good.     We  have  prepared  for  this. 

Ladies'  may  buy  gift  neckwear  here  in  absolute  con- 
fidence that  it  will  be  appreciated. 

In  our  combination  boxes  for  the  holiday  trade — con- 
taining reefer  and  tie— you  will  find  the  gift  suggestion 

you   are   looking  for. 

The  lady  who  hasn't  been  satisfied  with  her  men's 
neckwear  purchases  at  Christmas  has  not  made  selec- 

tions here.    That's  the  reason. 

Here  is  a  gift  suggestion  that  will  interest  the  men- 
suspenders  and  hose  supporters  in  fancy  boxes. 

Dignity  in  dress  always  means  correct  style.  That 
is  how  you  feel  in  our  clothing. 

The  man  "who  cares  will  always  be  well  dressed. 
There  are  those  who  did  not  know  what  that  meant  until 

they  came  to  us. 

It  is  a  fact  that  clothes  do  not  always  make  the 
man— but  they  often  go  a  long  way  towards  creating  a 
favorable  impression.    And  that  counts'  nowadays. 

We  have  clothing  that  was  specially  designed  to  suit 

the  tastes  of  the  business  man— the  man  who  is  con- 

stantly on  the  firing  Ine  and  whose  attire  stamps  him 

as  a  person  of  .shrewd  judgment  and  common  sense. 

These  are  men  who  are  generally  particular  in  their 

selections.    Our  lines  mea.sure  up  to  their  requirements. 

Did  you  ever  see  a  man  whose  hat  was  not  meant 

for  his  particular  shape  of  head,  or  whose  hat  was  de- 

cidedly inappropriate  to  face  or  fi,gure.  He  was  unfor- 
tunate in  his  last  purchase.  Our  first  idea  is  to  please 

our  customers.  Your  headwoar  is  an  important  item. 
You  take  no  chances  when  you  select  from  us. 

The  Christmas  stocking.  Give  it  a  real  meaning  by 
.selecting  from  our  fine  line  of  cashmeres  for  those  bright 

boys  of  yours.  Done  up  in  quarter  or  half  dozen  pairs 
in   fancy  boxes  if  you   wish   it. 

Our  business  men's  hats  complete  that  air  of  brisk- 

ness which  marks  the  man  attired  for  a  good  day's 
work.  Our  hats  for  social  functions  give  the  requisite 
destinctive  tone.  Our  hats  for  the  young  man  attending 

college  represent  the  last  word  in  natty  and  correct 

style.  Our  caps  for  sporting  purposes  and  the  athletic 

field  fit  every  requirement.  It's  a  complete  line.  We 
are  here  to  please  you. 

Clothing  designed  by  men  who  know  the  preferences 
rjf  our  customers. 

Overcoats  with  a  three-fold  purjjosc— style,  comfort 
and  wear. 

Style  is  a  big  factor  in  clothing  nowadays,  but  com- 
bined with  it  in  our  lines  are  comfort  and  wearing 

qualities. 
Ladies  desiring  to  buy  suitable  lines  for  husband, 

father,  brother  or  friend,  need  have  no  hesitation  about 
shopping  In  this  store.  During  the  Christmas  season  we 
are  adopting  our  usual  custom  of  adding  two  young 

ladies  to  the  sales  force  -who  are  thoroughly  familiar 

with  the  men's  wear  lines.  They  are  at  the  services  of 
those    who   may    desire   to   have   them   wait   upon     them. 

You  may  make  your  gift  selections  here  in  perfect  con- 
fidence that  they  will  be  acceptable  to  the  recipient. 

We  do  not  believe  in  the  accusation  that  in  selecting 

articles  of  men's  wear  for  gift  purposes,  ladies  always 
show  bad  taste.  Where  the  sales  force  know  their  busi- 

ness that  would  be  impossible.  We  can  help  you.  We 
have  the  goods. 

Particular  men  buy  their  hats  here  not  so  much  be- 
cause of  actual  necessity  in  the  matter  of  hats,  but  be- 
cause in  every  selection  we  take  pains  to  see  that  they 

have  satisfactory  service  and  are  well  pleased  when  they 
leave  the  store.  We  go  a  little  further  than  actual 
necessity.  When  a  man  buys  a  hat  here  he  knows  it  is 

light. 
In  these  days  when  garment  designing  is  an  art,  no 

man  has  any  excuse  for  accepting  an  ill-fitting  outfit 
from  his  clothier.  We  make  this  assertion  because  of 

our  confidence  in  our  lines.  We  are  proving  the  truth  of 
it  every  day. 

Hints  to  Men's  Wear  Buyers 
For  Information  supplied  by  selltrs,  but  for   which    the    elitors    of 

ThelRevieur  do  not  necessarily  hold  themselves  re-ponsible. 

The  above  represents  a  Stock  Collar  Shirt  with  Tie 

to  match  and  gilt  Ascot  pins,  as  shown  by  Robert  C. 

Wilkins,  Co.,  Limited,  Montreal. 

The  Americans  are  "cra/y  for  them"  for  next  Sum- 

mer. They  will  be  largely  sold  to  the  best  dressers  every- 
where. They  are  shown  in  a  very  large  variety  of  the 

choicest  patterns  of  Scotch,  English  and  Canadian  goods 

in  Cotton  and  woollen  fabrics. 

Motor  shirts  are  a  new  line  also  made  by  the  same 

firm.  They  have  round  reversible  collars,  French  turn- 
back cuffs  and  are  coat  style,  made  in  all  the  latest 

fabrics.  This  firm  also  makes  a  big  line  of  outing  and 

working  shirts. 
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give  you  collar  style,  wear  and  comfort  that  28 

come  from  tested  materials,  perfectly  made. 

They  Fit   2  for  a  Quarter 
Sold  by  leading 

Men's  Furnishing  Stores. 

One  of  our  advertisements  being  read  by  2,000,000  readers  in 

daily  and  weekly  papers  from  coast  to  coast. 

Tooke  Bros.,  Limited 
Montreal 

Branch 

91  Albert  St. 
Winnipeg 

Branch 

Wellington  St.  W. 
Toronto 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 
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COLLARS 
MADE   IN  CANADA 

Here  is  the  "  Strathcona"— not  a 

faddy  shape,  but  just  a  good 

comfortable  double-band  collar 

—well   made    and    well    finished. 

This  is  the  big-  seller— there  is  a 

big  steady  demand  for  this  collar  ; 

it  is  the  popular  line.  Nothing 

compares  with  "Success"  to  re- tail at  2  for  25c. 

^i^yj:y,M 

*iIlenlAcaC 

We  have  practically 

douMed  our  sUtl  of  oper- 
atorn.  We  f^ari  now  make 

better  shipnienU!  of  "  Suc- 

1*88." 

Please  mention  The  Review  to    Advertiser
s  and  Their  Travelers. 
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CAMPBELLS 
LINEN   THREADS 

Our  sales  are  increasing  every  month.     It's 
quality   and    prompt   delivery    that  count. 

^1^     HAVE      YOU      TRIED  ^^ 

^  CAMPBELL'S  ̂  I     LINEN  THREADS  I 
They    Are    Strong    and    Smooth 

Best  quality  for  household  or  manufactur- 

ing purposes 

All   large  wholesalers  carry  them  in  stock 

or  can  procure  from  us. 

■AGENTS    FOR    CANADA- 

JOHN  GORDON  &  SON 
TORONTO  •        MONTREAL  WINNIPEG 

Please  mention   The  Rerieic  to   Advertisers  and  Their  Tra-velers. 
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To  the  Trade  (mm  November,  1910 

You  are  Cordially  Invited  to 
Visit  Our  Warehouses 

We  commence  our  annual  stock-taking 
sale  on  Monday,  November  14th,  and 
will  continue  it  until  November  30th, 

when  our  business  year  for  1910  ends. 

We  cannot  give  you  a  list,  in  detail,  of 

the  goods  we  will  have  to  clear  and 
the  prices  we  will  quote,  at  present, 

but  we  assure  you  of  big  reductions 

in  clearing  lines.  We  want  to  reduce 
our  stock,  to  its  lowest  points,  by 

November  30th.  You  will  find  special- 
ties in  every  department :  Dry  Goods, 

Carpets,  House  Furnishings,  Men's 
Furnishings,  Smallwares,  Staples, 

Linens  and  Woollens. 

JOHN  MACDONALD  (^  CO.,  Limited 
TORONTO 

H  — g 



ihe     MacLean     Publishing    Co.,    Limited 

Publication    Office,  143-149   University   Avenue,  Toronto 

Montreal,      Winnipeg,      Vancouver,      New   York 
London,   Eng. 
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WINTER  PROFITS 
FOR 

DRY    GOODS    MEN 

c HE  business  of  the  Fall 
sea>;on  lias  probably  re- 

\ealc(l  to  you  the  (act  that 

there  are  some  lines  of  goods 

on  counters  or  shelves  that 

are  hanging  fire  very  badly. 

Some  may  be  soiled  or  faded, 

and  others  may  be  in  shades 

that  have  not  caught  the 

popular  fancy. 

Whatever  the  reason 

we  can  re-dye  these  to  some 

staple  shade,  or  a  color  that 

to-day  is  having  a  good  run. 

We  re-dye  and  finish  any 

fabric  so  that  it  carries  with 

it  all  the  marks  of  new 

goods — fresh   from    the    mill. 

Leading  merchants  in 

all  parts  of  Canada  are  ready 

to  bear  testimony  to  the 

character  of  our  work. 

Finest  Plumes  and 

Feathers  Cleaned, 

Dyed  and  Curled. 

R.  Parker  &  Co. 
DYERS  A.ND  FINISHERS 

Toronto,  :  :  Canada 

ROOSTER  BRAND 

MOTOR  SHIRTS 

STOCK  COLLAR 
SHIRTS 

WORKING 
SHIRTS 

OUTING  SHIRTS 

RIDING  BREECHES 

OUTING  TROUSERS 

WORKING  PANTS 

MINERS'  CLOTHING 

LUMBERMEN'S  CLOTHING 

WHITE  COATS        BAR  VESTS 

OVERALLS  AND  JACKETS 

Robert  C.  Wilkios  Co.,  Limited 
Montreal 

THE    PERFECT  SUBSTITUTES   FOR  LINEN 

are 

LINNENE 
and 

^LINNENE  C2RI)" 
(Tjinnent'  with  a  cord  effect)' 

Ideal  Washing  Fabrics,  which  have  proved  immense 
successes  in  the  home  market  and  wherever  shewn. 

Now  introduced  to  the  attention  of  buyers  in  Canada. 
There,  as  elsewhere  they  should  quickly  outdistance  in 
favour  all  other  wash  goods. 

They  are  free  from  the  crushiness  of  linen  and  drape  more 
gracefully.    In  all  dress  shades  AND  EVERY  COLOUR 

AS  FAST  AS  COLOUR  CAN  BE  MADE.  This  fast- 

ness of  colour  has  helped  to  make  the  "Linnene"  success. 

THE  VERY  THING  FOR  TUB  GOWNS 

AND  CHILDREN'S  FROCKS Willi  h,  .34  Sincll,     Piece,  W4:\  yards. 

STAMPED  "  LINNENE"  EVERY  FOUR  YARDS  ON  SELVEDGE 

"t.iniiene"  and  "Linnene  Cord"  are  the  prodiieticitm  of  a  leading  British  iirni 
who  supply  the  wholesale  and  shippinK  only.  Patterns  and  the  names  of  firms 
al)le  to  sur)])Iy  '-an  he  had  from  their  advertisinK  agents: 

The  British  Textile  Syndicate,  92  Market  St.,  Manchester 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Spring  1911 
OUR  travellers  in  every  Province 

of  Canada  are  showing  Spring 

Samples  from  all  departments 

— the  range  of  samples  is  the  largest 
and  most  varied  in  our  history  and 

values  will  please  you.  In  view^  of 
market  conditions  place  orders  early 

for  your  requirements.  :-:  :-: 

USE  OUR  STOCKS  TO  SECURE 
A  RECORD  HOLIDAY  TRADE 

WRITE  FOR  OUR   CATALOGUE  OF  CHRISTMAS  NOVELTIES 

When   you  w^ant    things    in    a  hurry 
this  month— write  us.     . 

GREENSHIELDS  LIMITED 
MONTREAL 

Please  mention  The  Review  to  Advertisers  and   Their  Travelers. 
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Dress  Fabrics 
For  Spring,  1911 

Make  a  leader  of  Priestley's  Fab- 
rics in  your  Dress  Goods  Depart- 

ment. They  will  benefit  both 

yourself     and    your     customers. 

Wool  Taffeta 
Wool  Panamas 
Wool  Voiles 
Wool  Sateens 
Wool  Toledo 
Wool  Rosettas 

Wool  Sebastopol 
The  Abbey  Suiting 
The  Cedar  Suiting 
The  Bengal  Suiting 
The  Acadia  Suiting 

Rainproof  Cord 
Crepe  Resilda 
Chameleon  Resilda 
Granule  Resilda 
Tussah  Royal 
Silkwarp  Eudoras 
Veronese  Ottoman 

Hairline  Stripe  Mohairs 
Hairline  Stripe  Serges 
Hairline  Stripe  Panamas 
The  Egremont  Suiting 

Cravenettes 

SOLE     AGENTS     FOR     PRiESTLEY'S     DRESS     GOODS 

GREENSHIELDS    LIMITED 
MONTREAL 

Please  mention  The  Reviezv  to   .Advertisers  and  Their  Troz'elers. 
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GET  YOUR  ORDER  IN 

The    wholesale    houses   are    freely 
booking   to 

1911 
range   of 

The  assortments  are  on  a  larger  scale 

than  ever  before  and  represent  the 

latest    note     in    design     and     coloring. 

To  make  sure  of  deliveries,  place  your 

orders  early. 

Wm.  Anderson  Zephyrs  retail 

from  15  to  25  cents  a  yard. 

Wm.  Anderson  &    Co., Ltd, 
Pacific  Mills 

GLASGOW,  :  :  SCOTLAND 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 
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The  GAULT  BROTHERS  CO.,  Ltd. 
ST.  HELEN  ST.,  MONTREAL 

IVe  Wish  You  a  Record  Christmas  Trade 

LET  US  HELP  YOU  TO  GET  YOUR 
FULL  SHARE  OF  BUSINESS. 

Our  Stocks 
In  all  departments  of  General  Dry  Goods  and 
Tailoring  Materials  are  of  a  size  and  variety 
to  please  and  satisfy  you. 

WE  SHIP  PROMPTLY 

We  extend  tf)e 

Season's  Greetings 
to  t1)c  Wvade  in  general  and 

©uv  Qu&tomevs  in  particular 

The  Gault  Brothers  Co.,  Ltd. 
ST.  HELEN  ST.,  MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 



DRY    GOODS    REVIEW 

^
'
 

^ 

FOR  YOUR 

CHRISTMAS 

TRADE 
We  remind  our  customers 

that  our  stocks  are  kept 
fully  assorted  at  all  times, 
and  that  mail  orders  can 

be  filled  by  return. 

RIBBONS 
SILKS 
DRESS 
GOODS 
NINONS 

CREPE  DE  CHINES 

VELVETS 

VELVETEENS,  Etc. 

Debenhams  (Canada)  Limited 

DEBENHAMS 
FOR 

NOVELTIES 

18  and  20  St.  Helen  Street  PARIS  Cor.  Bay  and  Wellington 
MONTREAL  115  Rue  Reaumur  TORONTO 

(S- 
Wimpole  St.,  LONDON,  Eng. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 

-g 
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%i SUCCESS 
THE    BEST 
OVERALL  MADE 

ff 

The  men  who  wear  Overalls 

want  the  best  their  money  can 
buy. 

The  "  SUCCESS  "  Overall  is  the 
one  they  need.  Every  garment 

is  cut  full  —  good  high  backs, 

extra  pockets,  and  double-stitch- 
ed throughout. 

The  "SUCCESS"  is  open  at  both 
sides — but  also  faced,  so  that 
the  Overall  cannot  rip. 

There  are  27  different  garments 

in  the  "  SUCCESS  "  line.  Over- 
alls, Bibs  and  Smocks  are  all 

made  of  the  very  best  denim 

that  can  be  bought. 

Three  colors— Blue,  Black  and 
Gold-back.  And  in  three 

weights,  6  oz,,  7  oz.,  8  oz. 

Your  wholesaler  will  supply  the 

"SUCCESS"  at  prices  leaving 

you  good  margin  of  profit. 

^(Bc^^miadMnp^onMM^a^mt^d. 

Please  mention   I'lie  Review  to    Advertisers  and  Their  Travelers. 
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The  Black  Prince  Shirt 
Gives  Full  Satisfaction 

From  every  standpoint  the    Black    Prince   Shirt  is  a  tlior()Ui;'h  success. 

The  material   is  a  very  high-grade  black,  tleece-hack  serge — the  dyeing  is  guaranteed 
fast  black. 

The  making  is  the  very  best.    The   shirts    are  cut   very  full — with  good  long  sleeves, 
and  every  seam  is  double  stitched. 

Every  Black  Prince  you  sell  makes  a  thoroughly   satisfied  customer.     It  will  fit  and 
wear  just  as  the  wearer  would  have  it. 

Ask  your  wholesaler  for  sample  and  price  or  write    us  direct.     This    is  a  high-grade 
shirt  which  you  can  retail  at  a  profit. 

^MffnVi^Me' 

Piccisc  mention  The  Review  to       .Idvertiscrs  and  Their  Travelers. 
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FLANNELETTE. 
If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would  buy 
the  best  English  make  they  would  avoid 
the  risks  they  undoubtedly  run  with  the 
inferior  qualities  of  Flannelette. 

HORROCKSES 
Flannelettes 

(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 

^  — ,  — ,      <  <  II  /^  n  D  r\  C^  V  C  U*  C  "      stamped  on   the   selvedge 
otl.ll.        rlv/tvIxVyl^lVOlliO  ^-"^^y  5  yards. 

Horrockses^ Manchester   and   London. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GENERAL  OFFICES  AND  WAREHOUSES   NUREMBERG 

BING  BROTHERS,  AC.  NUREMBERG. 
CABLE-ADDRESS 

BINGWERKE   NUREMBERG 
ABC    CODE  UiED   5tm    EDITION 

TELEPHONE  ■^OVt-4051. 

LONDON  EC  25  Ropemaker  Sfreeh 
BERLIN  S.W  :  Rlr^er5^^asse79. 
HAMBURG  :  Neuer  Wall  69. 
PARIS;  Rue  Berangerig 
MILAN  :  Foro  Bonaparte  17 

AMSTERDAM :  Keijzers  Grachl-  37 
BARCELONA;  Pelajo  7 
ZORICH  :  Uraniashrasse  II 

BRUXELLES.  99B?!iieAnspach.; 

/4///6e  Leipzig  Fair- 

Kon/gshaus  Mark/-  tJ/i 

LARGEST  MAKERS  OF 

HOUSE  AND  KITCHELN 

FURNISHING  GOODS 
Tin.  wire,  brass. nickel  and 

copper  ware  and 
all  kinds  of 

enamelled  specialifies. 

LARGEST  MANUFACTURERS 
IN   THE  WORLD  OF 

--^     TO  ^S.    -== 

Mefal  Toys. 

Enamelled  Toys, 
InshrucMve  mechanical, 

ophcal  and  eleclrical  Toys, 

Tell-  Toys. 
General  Toys 

of  every  descriph'on. 

Abouf^OO  hands  employed. 

°9V 

(BAVARIA.) 

Telephone  No. 
Madison  Square 

3577 

'U^>^'e^ 

New  York,  Decea.ber  7th,  1910 
381  Fourth  Avenue 

Gentlemen: 

We  beg  to  inform  you  that  our  samples 
will  be  ready  for  inspection,  at  the  above 

address,  on  January  1st,  and  we  solicit  your 
esteemed  visit. 

Being  strangers  in  this  country,  and 

wishing  to  make  arrangements,  to  be  enabled  to 

give  proper  and  prompt  attention,  you  would 

oblige  and  assist  us  grsatly,  by  dropping  us  a 

line  on  seeing  this  letter,  giving  us  the  date 
of  your  intended  visit. 

Awaiting  to  hear  from  you,  we  have  the 
lionor   to   remain 

Yours  faithfully, 

BING  BROS.,  A.G.,  NUREMBERG. John  Bing, 

Sole  Representative 
United  States  and  Canada. 

Please  metitioti  The  Review  to  Advertisers  and  Their  Travele*-.<!. 
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Established  1832 Cable  Code:  Law-Bradford 

Spring  1911 

REGISTERED 

Exclusive  Designs 

^r     ̂ t     ̂  

ShoAverproof  Goods 
Mohair  and  Alpaca  Linings 

Buyers  visiting  England  can  see  a  full 
collection  in   Bradford   and    London. 

J^      J^       4^ 

La^v,  Russell  &  Co.,  Limited 
Converters  of  Bradford  Fabrics 

BRADFORD   AND   LONDON,  ENG. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers, 
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Xo  all  our  kind  friends  ■v\'^e  ■wisn 

good  cneer  tnis  Cnristmastide, 

and  for  tne  New  Year  tne 

best  or  success  and  prosperity. 

l^%madianMmQciM%^nuui. ^MimUcul 
Our  Six  Bi^  Lines 

Biggest    sellers   at    2    for   25c. 

The    guaranteed  Taffeta  Skirt 

The    richest    Silk    Moire    made 

One    size    fits    all    waists 

Best    Working    Man's    Shirt 

Honest  weight,  long  wear  overalls 
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CORONATION  1911 
"UNIO  RANGE" 

13 

OF 

Picture  Handkerchiefs 
Flags  andj  Decorations 

Are  now  :^  in  the  hands  of  Wholesalers,  Dry  Goods  and  Hardwaremen. 

The  "  Unio  Range  "  is  the  LARGEST  AND  MOST  COMPLETE  in  the  world. 

"RULE  BRITANNIA"  and  "NATIONAL   ANTHEM"  printed  on  cloth. 

"P  T  A  r^  Q  FOR  THE  MILLION.  FROM  SMALL  LINES •^  J-^-T^  vJ  wJ  Qj^  ̂ ^Q  fgg^  sticks,  for  children,  up  to  six  feet 
^^^"^^"■^   long  in  CANADIAN,  JACKS,  ENSIGNS,  "GOD 

SAVE  THE  KING,"  ETC. 

BROWN,  GRAHAM  &  CO.,  GLASGOW 
also  London   and   Manchester 



Mainly  About  Ourselves 
mit  that  from  it  they  derive  much  helptul  int'ormation 
with  regard  to  faWics,  ready-io-wear  and  other  linens 

not  only  in  the  editorial  but  also  in  the  advertising 

pages  f  Is  there  not  some  sigiiiticance  in  the  fact  that 

men  who  read  The  Review  are  making  money  by  adopt- 

ing suggestions  with  reference  to  selling  methods,  store 

arrangement  and  art  of  displaying  goods  ? 
The  man  who  has  not  time — because  he  will  not  take 

time— to  read  hi^  trade  newspaper  is  like  the  man  who 

having  employed  a  number  of  salespeople  neglected  to 

inform  himself,  as  time  went  on,  in  regard  to  tlio  leancrs 

and  the  pushers. 

Make  it  Salesmen   are   divided   into   these    two 

One  of  i-lai^ses.     The    leaner   is   the   one    who  is 

The  Staff.  never   thoroughly   posted   on   the   store's 

policy,  its  advertising,  the  hundred  and 

one  details  which  when  acquired  perform  the  same  ser- 

vice for  a  salesman  as  a  lubricant  in  the  gear  of  a  ma- 
chine. He  has  to  be  constantly  reminded  and  becomes  a 

drag.  The  pusher  is  the  man  who  makes  progress.  He 

strengthens  the  weak  spots.  His  initiative  builds  up  the 

store's  reputation.     Things  move  when  he  takes  hold. 

To  set  back  to  the  i>oint — the  man  who  will  not  take 

time  to  read  his  trade  newspaper  is  on  a  par  with  the 

man  who  is  indifferent  with  regard  to  the  potentialities  of 
his  staff. 

Why?  Because  the  means  by  which  a  merchant  must 

inform'himself  as  to  features  of  the  market  and  activities 
throughout  the  tra^le.  are  just  as  great  a  factor  in  his 

success  as  the  staff  through  which  he  hopes  to  deliver  the 

goods. 
In  each  case  there  must  be  reliability,  confidence,  in 

order  to  obtain  most  satisfactory  results.  The  news 

featured  in  The  Review  represents  the  most  conscienti- 

ous and  pains-taking  effort  to  present  to  the  Canadian 

dry  goods  and  men's  furnishing  trade,  the  actual  condi- 

tions existing  in  the  market,  its  feature,"?  and  prospects, 
without  bias  or  side  interest  of  any  kind. 

For  this  very  reason,  hundreds  of  dry  goods  men 

throughout  the  country  look  upon  The  Review  as  a  mem- 
ber of  their  staffs.  They  consult  with  it,  look  to  it  for 

suggestions,  do  not  hesitate  to  criticize,  and  interrogate 
when  they  deem  it  necessary. 

The  Review  recognizes  that  the  trade  newspaper  of 

to-day  which  would  hold  the  confidence  of  its  readers  or 
hope  for  any  success  in  its  particular  field  must  avoid 
influence  or  misleading  statements  as  carefully  as  the 
merchant  himself  would  avoid  untrue  description  of  his 

goods.  The  day  when  editorial  view  depends  upon  a  con- 
sideration or  remuneration  has  long  ago  passed. 

Recently  a  reader  remarke<l  that  The  Review  only 
illustrated  or  described  the  goods  shown  by  those  who 

advertised  in  its  columns.  This  is  absolutely  wronu'. 
Reference  to  the  cuts  in  any  issue  will  prove  that  it  does 
not  confine  its  .search  for  news  to  those  who  patronize  it. 
There  would  be  no  reliability  where  the  merchant  liml 
the  feeling  that  .>uch  a  condition  of  things  existed. 

n('>>.  hut  this  inclination  to  shift  and  side  step  is  a  prob- 
lem. I  tliinlv  we  can  do  better  by  making  the  consumer 

demand  the  goods. 

•'What  kind  of  advertising  have  you  been  doing?"  he 
was  asked. 

■'Well,  we  generally  run  a  full-page  advt.  at  the  be- 
ginning of  every  season.  We  make  (piite  a  big  front,  run 

a  cut  of  our  new  building  once  in  a  whik,  tell  the  ictailer 

tliat  our  goods  are  the  best  he  can  get.  We  can't  say 
tliat  we  have  ever  had  any  results.  We  don't  think  it 

pays." 

Just  tiierc  till'  nuuiufacturer  placed  his  finger  on  tlie 
trouble.  Bold  front  does  not  convince  a  retailer  as  to  the 

merit  of  a  line  of  goods.  A  cut  of  a  building  doesn't 
enlighten  the  dealer  u{X)n  the  details  of  construction  in 
particular  garments.  An  advt.  on  general  lines,  twice  or 

three  times  a  year,  doesn't  stick  in  the  dealer's  head 
when  he  is  confronted  by  a  substitute  line  on  an  attrac- 

tive basis. 

The  experience  of  The  Review  in  this  matter  is  that, 

if  merchandise  is  worth  selling  it  must  have  a  talking- 
point.  A  manufacturer  of  clothing,  hats,  or  any  other 
line  should  so  inform  the  dealer  as  to  their  construction, 

their  points  of  superiority,  the  features  which  give  tlieii' 
standing,  that  he  will  be  convinced  as  to  their  desirability 
in  his  stock,  that  they  are  entitled  to  his  loyalty,  that  upon 
them  he  can  build  up  the  confidence  of  customers 

When  the  cart  is  placed  before  the  li(n>e.  the  animal 

can  still  eat  oats,  but  it  doesn't  earn  anything.  It  is  the 
same  with  advertising.  It  is  possible  to  sink  much  good 
money  by  advertising  to  the  consumer  before  the  dealer 
has  been  given  the  knowledge  that  is  essential  in  handling 
a  line  of  goods  to  advantage.  Should  a  prospective  cus- 

tomer mention  a  name,  a  trade-mark  or  a  line  with  which 
the  merchant  is  unfamiliar,  the  incentive  is  immediately 
given  to  push  some  substitute  line  upon  which  the  dealer 
knows  he  can  positively  rely. 

A  reader  of  The  Dry  Goods  Review  who  has  recently 
enlarged  his  store,  states  in  a  letter  that  he  has  made 

excellent  use  of  his  copy  by  picking  out  the  good  things 
it  contains  from  month     to    month.      Another  merchant 

who  had  been  out  of  business  tem- 
The   Review  porarily     while     transferring     from 
a  First  Aid  one     part     of     Canada   to    another, 

to  the  Merchant.  writes  .      "We    have     made  a  good 
start  in  our  new  place  of  business, 

but  do  not  feel  exactly  right  until  we  are  again  receiv- 
ing The  Review.  Enclosed  find  postal  note  ;  please  .send 

along  your  paper."  There  are  dry  goods  men  who  state 
that  they  cannot  spare  the  time  to  read  their  trade 

new'spapers.  The  experiences  of  the  men  quoted  above 
would  seem  to  indicate  that  it  has  paid  w-ell  to  take 
time,  noes  it  prove  anything  to  the  man  who  has  no 

time  to  spare  that  buyers  in  the  largest  stores  in  Can- 

ada  are   leading  The   Dry   Cioods   Review   and'  readily   ad- 

"I  am  inclined  to  the  opinion  that  the  proper  kind  of 

advertising  for  me  to  do  isi  direct  to  the  consumer."  stated 
a  manufacturer,  "After  going  in  and  out  amon^  the 
dealers  for  the  past  few  years,  I  have  come  to  the  con- 

clusion that  some  of  them  do  not  know 

Putting  Cart  a  good  suit  of  clothes  when  they  see  one. 
Before  They  want  some  line  on  which  they  can 

The  Horse.  make  enormous  profits.     They  don't  look 
at  permanent  results.    We  have  a  line  of 

clothes  that  cannot  be  beaten,  we  are  getting  some  busi- 

What  Would  You  Say  to 
This  Customer? 
See  Ready-to- Wear  Section. 

MONEY  PRIZES  FOR   BEST  ANSWERS 
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gains  for  merchants  who  handle 

Butterick  Patterns — that's  an  old  story.  For  months  we 
have  been  quoting  at  random  gains  ranging  from  10%  to 
200%.  But  the  best  gains  of  all  are  the  little  second  and 

third  year  gains — the  little  gains  on  top  of  the  big  ones. 
They  are  the  gains  that  tell  the  story  of  steadily-gaining 
profits,  prestige  and  prosperity  for  the  merchant. 

Here  is 

One  Big   Little  Gain 
the:  ̂ VILLIAM   HENGERER  CO..  Buffalo,  N.  Y. 

1st  6  montHs  of  '08  over  *07  - 
1st  6  montHs  of  '09  over  'OS  - 
1st  6  montHs  of  *10    over  '09  - 

19%  Increase 

44-% 

25% 

^4 

IT'S  the  little  gain  this  year  that  counts.  It  shows  that  the 
women  of  this  country  are  still  coming  back  to  the 
merchant  who  handles  Butterick  Patterns.  It  shows 

that  the  merchant  who  does  Tiof  handle  Butterick  Patterns 

knows  what  he  is  doing  when  he  throws  out  a  "  flash-in- 
the-pan ' '  pattern  and  comes 

BacK  to  BiattericK! 
f> 

\,^rf'^
 

The  Butterick  Publishing  Co. 
33   Kichmond  Sireet  West 

TORONTO.  ONT .       -       -         CANADA 
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MAY  all  happiness  attend  the  readers  of  The  Re- 
view during  the  approaching  Christmas  season; 

may  their  view  of  the  New  Year  he  hright,  and  may 
realization  bring  to  them  that  contentment  which  is 
the  best  reward  of  hard  work  and  well-directed  effort. 

® 

The  Past  Year  and  the  Prospect. 

TXT'ITHIN  the  next  four  weeks  the  readers  of  The 
■  "  Dry  Goods  Review  will  have  experienced  the 

pleasures  of  another  Christmas  season,  and  have  set 
the  general  horizon  of  their  business  effort  another 
twelvemonth  distant. 

The  year  that  is  now  passing  has,  in  many  respects, 
fulfilled   the   prospect     viewed     from     the    threshold. 

While  the  crop  record,  which  always  occupies  an  im- 
portant position  in  the  outlook,  contained  some  disap- 

pointments, the  effect  of  these  upon  a  normal  flow  of 
trade,  generally,  was  negligible.  In  very  few  cases  did 
cancellations  or  curtailment  represent  any  considerable 
amount. 

It  was  noticeable  in  some  instances  that  where  there 

were  shortages  in  crop  it  was  the  first  set-hack  experi- 
enced by  the  districts  affected  in  some  time,  and  the 

people  were  in  too  good  position  to  make  the  applica- 
tion of  the  knife  necessary.  Wherever  sharp  con- 

servatism was  manifested,  it  only  stood  out  in  the 
nature  of  exception,  which  gave  emphasis  to  the  ap- 

proach of  general  prosperity. 
The  enthusiasm  with  which  the  year  opened  had  its 

explanation  in  the  excellent  showing  made  by  the  lat- 
ter half  of  the  year  preceding.  This  was  the  strong- 

est possible  evidence  that  this  country  had  "come 
back,"  and  that  the  stride  was  in  many  respects  bet- 

ter than  normal.  The  shortage  in  the  cotton  crop  and 
advance  in  wool  gave  a  decided  firmness  to  prices  dur- 

ing the  Spring,  and  one  of  the  most  notable  features 
of  the  year  has  been  the  steady  level  of  former  values, 
as  contrasted  with  adtvance  in  raw  materials  and  in- 

creased cost  of  production.  It  has  been  evident  that 
the  producer  had  foreseen  that  the  year  would  proceed 
along  normal,  rather  than  bumper  lines,  and  under 
the  conditions  that  obtained,  the  trade  had  presented 
to  it  the  somewhat  remarkable  spectacle  of  values  in 
many  lines,  forming  no  reliable  index  to  prices  of  raw 
material.  Keen  competition,  extending  from  spinner 
to  distributor,  has  been  a  mighty  influence  in  creating 
average  levels,  and  hence  it  is  that  with  little  improve- 

ment in  sight  in  raw  materials,  talk  of  general  ad- 
vances are  in  the  air. 

There  has  been  little  speculation  in  the  dry  goods 
trade  during  the  past  year.  A  policy  of  reasonahle 
conservatism  has  been  recognized  generally,  and  there 
has  been  no  attempt  to  discount  the  future  to  an  un- 

warranted degree.  It  is  not  surprising,  therefore,  to 
find  that  the  demand  in  some  lines  has  exceeded  the 

supply.  Cases  are  known  where  stocks,  which  re- 
mained sluggish  for  some  weeks,  for  no  apparent  rea- 

son, have  eventually  spurted  to  such  an  extent  as  to 
make  it  evident  that  the  market  had  not  heen  fully 
credited.  Under  such  conditions,  it  is  found  that 
manufacturers  and  wholesalers  are  placing  business 
much  earlier  than  formerly,  in  order  that  they  may 

have  the  best  possible  view  of  the  country's  require- 
ments. At  the  same  time,  it  is  doubtful  if  the  retailei 

has  ever  had  the  same  facilities  for  familiarizing  him- 
self, through  advertising  and  the  news  columns  of  his 
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trade  paper,  with  the  actual  conditions  and  offerings 
of  the  market,  or  for  placing  himself  in  more  frequent 

contact  with  producer  or  distributor.  There  is  evi- 
dent a  more  studious  consideration  of  every  eflfectlve 

element  making  for  the  success  of  the  trade,  which 
cannot  but  result  in  high  standards  of  development. 

® 

National  Movement  with  Local  Point. 

A  LEAGUE,  which  has  for  its  object  the  support 
of  the  industries  of  the  British  Empire,  has 

initiated,  in  England,  an  all-British  week,  in  which  to 
have  the  stores  decorated  with  goods  of  exclusively 
British  manufacture.  It  is  receiving  considerable  sup- 

port and  some  of  the  large  West  End  stores  in  Lon- 
don announce  their  intention  to  co-operate.  It  is  sug- 

gested that  from  Empire  Day  to  Coronation  Day  next 
year  be  set  apart  as  sacred  to  British  interests. 

This  movement  is  somewhat  similar  to  the  Made- 
in-Canada  campaign  with  which  manufacturers  of  this 
country  enthusiastically  identified  themselves,  and 
there  is  no  doubt  that  the  educative  influence  thus  ex- 

erted does  much  to  inspire  loyalty  to  industrial  effort 
and  production. 

To  the  local  merchant  such  movements  must  sug- 
gest other  than  national  application — the  advantages 

of  concerted  action  and  organization.  Advertisements 

are  frequently  seen  in  England,  reading:  "Support 
British  industries  and  British  capital  and  buy  British- 

made  goods."  Local  merchants  have  been  endeavor- 
ing to  have  their  people  "'support  local  mercantile  en- 

terprise and  local  capital  by  buying  goods  of  local 

merchants."  Little  can  be  done,  however,  unless  the 
merchants  educate  their  people  in  the  advantages  of 
home  shoppmg,  and  so  arouse  their  interest  that  they 
will  feel  that  they  have  every  right  to  demand  their 
patronage. 

® 

A  Wideawake  Merchandizing. 

THAT  merchants  throughout  the  country  are  giv- 
ing more  serious  consideration  than  ever  before 

to  methods  by  which  they  may  inspire  a  greater  loyalty 
among  their  customers  towards  local  mercantile 
establishments  is  strikingly  evident. 

The  merchant  is  not  only  making  a  closer  study  of 
advertising,  but  where  results  are  not  satisfactory,  he 
does  not  hesitate  to  attempt  other  legitimate  means  and 

methods  than  those  in  which  he  had  placed  a  some- 
what indifferent  confidence. 

Too  often  has  it  been  the  case  that  behind  the  in- 

spiration which  explained  a  merchant's  advertising 
there  has  been  about  lO  per  cent,  of  desire  to  help 
out  the  local  newspaper,  20  per  cent,  of  inclination 
due  to  the  fact  that  the  other  fellow  is  advertising,  40 
per  cent,  actual  confidence  in  returns,  and  30  per  cent, 
indifference. 

This  condition  of  things  is  changing.  The  mer- 
chant has  been  looking  about  him  for  means  and 

methods  in  which  he  can  place  the  greatest  possible 
degree  of  confidence,  so  far  as  practical  results  are 
concerned.  He  is  thinking  for  himself.  One  merchant 

expresses  himself  thus;  "I  am  no  longer  sitting  on 
the  door-step,  collarless  and  unkempt,  but  have  shaken 

off  that  tired  feeling  and  am  going  some."  He  has 
made  great  progress. 

The  desire  to  assist  the  local  newspaper  may  still 

be  there,  but  it  has  worked  round  to  a  more  co-opera- 

tive basis.  Newspapers  to-day,  as  never  before,  are 
endeavoring  to  exert  an  influence  in  favor  of  local  mer- 

cantile establishments.  Proofs  and  demonstrations  that 
the  latter  are  entitled  to  fullest  consideration  are  be- 

ing more  skillfully,  more  impres.sively,  presented  than 
ever  before. 

Then  the  merchant  who  would  make  progress  to- 
day does  not  first  gauge  the  amount  of  advertising 

that  he  may  require  by  the  show  that  the  other  fellow 
is  or  is  not  making  in  the  local  paper.  Rather  does 
he  take  his  inspiration  from  first-hand  observation  in 
his  field.  He  sizes  up  the  amount  of  business  that  is 
available,  the  tendency  of  good  money  to  slip  city- 

wards by  way  of  the  mail  order,  and  he  plans  to  de- 
velop and  divert  business  his  way  to  the  fullest  extent 

possible. During  the  past  year  The  Review  has  given  in- 
stance after  instance  of  merchants  who  have  become 

dissatisfied,  who  have,  in  consequence,  stepped  aside 
from  be;aten  paths  and  have  exercised  an  initiative 
which,  as  part  of  their  stock  in  trade,  they  have  allowed 
to  become  more  or  less  dusty.  They  have  originated 
plans  and  have  legitimately  adapted  others  in  their 
publicity  and  their  methods  of  meeting  and  dealing 
with  customers  and  have  proved  that  they  have  little 
to  fear  from  comparison,  but  that  their  people  have 

much  to  gain  by  loyalty  to  local  mercantile  establish- ments. 

This  development  is  the  merchant's  response  to 
opportunities  created  by  the  country's  steady  growth. 
It  indicates  that  there  is  a  wideawake  merchandising 
instinct  which  will  so  equip  itself  as  to  be  sure  of  a 

just  reward. 
® 

Facts  About  Credit  vs.  Cash. 

ONE  merchant  in  a  town  of  about  5,000  says :  "I 
could  save  all  my  cash  discounts  if  I  received 

cash,  instead  of  having  to  give  credit."  Merchants 
have  proved  that  by  adopting  the  cash  system,  they 

are  enabled  to  take  their  discounts  and  give  more  at- 
tractive prices. 

Transients,  including  a  certain  type  of  domestic 
servant,  are  often  a  dead  loss  to  a  man  who  gives 
credit. 

Where  the  deposit  system  is  in  use,  a  few  deposits 
are  often  made,  the  goods  taken  and  the  rest  never 
paid.  All  should  be  paid  before  the  goods  leave  the 
store.  It  is  more  satisfactory  to  refund  later  on  if necessary. 

Many  people  go  to  the  city  and  pay  cash,  while 
running  long  accounts  at  home.  The  merchant  should 
so  assert  himself  that  these  people  will  know  he  is 
entitled  to  a  square  deal. 

Accounts  paid  up  monthly  are  almost  as  good  as 
cash,  and  some  say  better,  as  they  induce  return  of 
the  customer. 

Credit  houses  should  insist  upon  being  cash  houses 
to  unreliable  people. 

® 

WHAT  about  that  insurance  policy  of  yours?  Per- 
haps you  can  improve  your  rate  by  adopting 

some  idea  which  improves  the  fire-resisting  properties 

of  your  store.  It  may  not  be  expensive  and  will  un- 
doubtedly pay  for  itself.  Have  an  understanding  with 

the  man  who  sells  you  insurance.  Get  the  best  pos- 
sible rate.     List  this  among  the  resolutions  that  stick. 
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Nothing  in  your  store  starts  a  chain  of  purchases  like 
the  sale  of  a  pattern.  Dress  materials,  linings,  trimmings, 
findings,  go  out  in  the  same  bundles.  A  good  pattern 

department  is,  therefore,  the  greatest  "specialty"  a  store  can  keep. 
And  more  and  more  merchants  every  day  are  finding  out  for  them- 

selves why  Ladies'  Home  Journal  Patterns  have  won  the  preference 
in  most  enterprising  stores.  Any  good  pattern  will  bring  some 
women  into  your  store— but  it  takes  the  trade  name  and  circulation 

back  of  the  Ladies'  Home  Journal  to  demonstrate  the  real  value 
of  a  pattern  department. 

Our  little  booklet  "Sell  Tnuo  Patterns  nuhere  You  'Nonv  Sell  One—Ho^  Your 
Neighbors  Did  It""  might  interest  you.  A  postal  addressed  to  The  Home 
Pattern  Company,  615  West  43rd  Street,  Nenjj  Yorh,  nvill  bring  it  to  your  desk 
to-morronv  morning. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 



People  No  Longer  Buy  Foolishly  for  the  Christmas  Season 

This  Change  is  Great  Advantage  to  Wise  Merchant  —  Will  Make  Good 

Holiday  Profit  Out  of  Every  Department  —  How  the  Boxing  of  Goods 

Appeals  to  the  Shopper  —  How  Early  Should  First  Christmas  Display  be  Made? 

PROBLEMS  that  coufrout  Clu-istmas  shoppers  have
 

also  coutVouted  buyers  for  stores,  large  and  small. 
aud   if    they   have   solved    that   problem   to    their 

satisfaction    they    have    solved   it    for    their    cus- 

tomers, for  while  the  public  is  a  fickle,  undepeudable  ele- 
meut,  yet  human  nature  is  forever  the  same,  differing  only 
in  degrees. 

If  the  merchant  will  go  back  for  a  number  of  years 

and  thoughtfully  study  the  demands  of  the  buying  public 
at  each  succeeding  Christmas,  he  will  find  there  has  been 
a  gradual  and  most  distinct  change. 

A  careful  study  of  conditions  during  two  holiday  sea- 
sons proves  this,  that  people  no  longer  buy  foolishly; 

■they  want  the  value  of  their  money  in  the  gift.  They  are 
not  satisfied  with  a  showy,  useless  article;  they  demand 

beanty  plus  utility,  and  they  want  both  comibined  in  one 
article  and  in  a  presentable  and  attractive  wrapping. 

This  change  brings  with  it  the  greatest  advantage  to  the 
wise  merchant,  for  if  he  is  keen  he  will  go  right  into  his 
regular  stock  of  goods  and  out  of  every  department  make 
a  splendid  Christmas  profit. 

Boxing  Christmas  Lines. 

Is  this  possible,  do  you  ask,  and  has  it  ever  been  done? 
Yes.  Here  is  the  method  of  one  buyer  of  hosiery,  whose 

department  made  more  money  at  'Christmas  than  any 

other  in  the  store,  outside  of  the  tov-s.  For  instance,  his 
success  depended  entirely  on  his  Christmas  boxing.  He 

put  surplus  money  into  attractive  boxes  for  hosiery  com- 
binations and  his  thought  and  energy  into  a  display  of 

boxed  goods,  both  for  the  window  and  for  his  publicity 
campaign.  He  did  not  advertise  Christmas  cuts  of  hosiery 
unless  they  were  shown  as  beautifully  boxed.  The  cut 

showed  that  the  box  was  ready  for  deHverji — this  appeal- 

ed to  the  hurried  and  worried  shopper,  and  who  doesn't 
suffer  from  both  at  Christmas  time?  Here  was  a  gift 

inexpensive,  yet  so  acceptable  for  a  young  girl  just  com- 
ing out  or  going  to  her  first  dance — a  pair  of  embroidered 

silk  stockings  in  an  attractive  box. 
Here  were  three  pairs  of  silk  lisle  stockings  in  a  gift 

box  for  mother,  and  here  were  socks  for  father. 

Suppose  the  merchant  is  sending  one  big  gift  for  the 

entire  familj-,  why  not  make  it  a  combination  hosiery 
gift  from  father  down  to  the  baby — each  set  beautifully 
boxed. 

Let  the  boxes  contain  assorted  lots  and  colors.  These 

hosiery  Christmas  novelties  have  been  proveH'  to  be  the 
best  kind  of  money-getters. 

The  secret  of  the  success  of  such  a  feature  is  that  it 

makes  its  strongest  appeal  to  the  shopper,  because  it  is 
prepared,  and  this  saves  him  or  her  the  time  and  trouble 
of  choosing  each  article  and  of  getting  it  ready  to  send. 

Early  Christmas  Displays. 

People    have    long    complained    about  the    Christmas 
rush   and   the   Christmas   strain    on    store  employes,   and 

begged,  through  the  press,  for  shopping  to  be  done  early, 
but   observations   teaches   that   merchants  themselves   are 

dilatory   about   beginning   their  Christmas  displays   early 
enough. 

Till-  lasi  week  in  November  is  none  too  early  to  make 
the  tirst  display  of  Christmas  novelties,  the  really  select 
and  beautiful  things.  The  public  should  be  well  educated 
by  strong  publicity  as  to  the  value  of  this  display.  One 

store  reluctantly  tried  this.  It  featured  for  "one  week 
only"  a  selection  of  Christmas  gifts — novelties  from 
fancy  goods  and  dress  accessories,  "at  prices  that  would 
not  be  daiplicated  for  the  season  again."  What  was  the 
result?  It  caught  the  "early  birds"  on  Christmas  bar- 

gaining intent  and  was  a  huge  success.  The  merchant  pre- 
pared for  a  like  early  display  ibis  year. 

In  one  store,  the  head  of  the  fancy  goods  department 

told  me  of  her  experience.  She  said:  "The  first  week 
in  December,  I  wanted  to  make  my  first  display  of  Christ- 

mas novelties.  I  wanted  good  space  on  the  first  floor. 

This  early  display  was  looked  upon  without  favor,  par- 
ticularly of  those  items  which  are  usually  siippnsed  lo 

attract  the  late  Christmas  crowd. 

"We  had  given  valuable  space  to  another  d,epart- 
ment,  and  it  had  been  a  failure,  so  I  said  to  the  manager. 

'If  you  will  give  me  that  space  I  will  guarantee  to  bring 
in  four  'times  the  money.'  The  manager  took  it  as  a  joke, 
but  it  was  a  serious  matter  with  me,  and  I  went  to  work 

to  prepare  my  'innovation.'  I  placed  for  display  and 
sale  the  very  choicest  of  my  Christmas  goods,  and  was 

delighted  with  the  result.  In  one  week's  time  I  had  in- 
deed cleared  more  than  four  times  'the  amount  I  had 

guara.nteed,  and  now  our  early  Christmas  offering  is  an 

esablished  fact." 
Toyland  as  a  Park. 

So  far  as  toyland  is  concerned,  there  is  always  the 
question  of  available  and  accessible  location.  On  this 
last  point,  one  store  made  a  satisfying  demonstration. 

During  the  holiday  season,  the  firm  chose  a  space  in  'the 
coat  and  suit  departmenit,  for  the  simple  reason  that  this 
department  was  exceedingly  dull  during  the  period  just 

before  Christmas,  and  because  merchandise  here  was  bet- 

ter protected  from  the  passing  crowd  than  in  any  O'ther 
part  of  the  store.  Here,  a  Christmas  park  was  built  en- 

tirely of  toys.  This  'being  quite  a  large  store,  it  had  the 
advantage  of  running  water,  which  provid'ed  the  small 
streams,  where  tiny  sail  boats  v{eYe  placed,  a.nd  also  pro- 

vid'ed for  the  electric  lighting,  but  the  same  idea  is  prac- 
tical and  could  be  worked  out  to  good  advantage  for  a 

display  of  children's  toys,  without  using  any  of  the  elabor- 
ate fountain  or  river  features. 

While  this  feature  could  not  be  used  for  'the  sale  of 
these  novelties,  yet  it  is  one  of  the  most  admirable  ways 
of  displaying  them.  Crowds  of  childiren  came  every  day 
to  view  the  automobiles,  the  toy  fire  department,  the 

Xoah's  arks,  the  mechanical  toys,  and  the  space  being 
enclosed  by  ribbons,  there  was  no  danger  of  their  being 
destroyed  by  consta,nt   handling. 

Another  value  which  the  Christmas  park  had  was  that 
it  directed  the  attention  of  parents  and  children  to  the 

toy  department,  where  any  of  these  articles  might  be 

purchased. 
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This  idea  also  brought  to  the  suit  department  shop- 

pers who  at  this  time  of  year  would  not  naturally  take 

the  lime  for  the  inspection  of  coats  and  suits,  and  more 
sales  were  made. 

Santa  Claus  and  Dolls'  Reception. 
While  the  Santa  €laus  idea  for  the  children  is  not  a 

new  one.  yet  one  store,  who  turned  over  half  of  their  im- 
mense basement  and  then  could  not  aecommodaite  'the 

crowds,  had  a  Santa  Claus  on  the  main  floor  at  certain 

rush  hours  during  the  day,  who  gave  to  every  child  ac- 
companied by  an  adult  a  Christmas  book. 

A  doll's  reception  was  worked  out  to  take  place  early 

in  December.  The  display  is  of  dolls,  the  haiidsoms'st 
ones  being  the  lady  dolls,  to  receive  the  doll  guests.  A 

large  doll's  tea  table,  set  with  dishes,  shows  the  dollies 
who  were  invited  "to  pour,"  and  each  doll  type  is  well 
arranged  for  attractive  display. 

Tiny  cards  were  sent  from  the  firm,  announcing  the 

event,  a,nd  it  was  also  announced  in  the  daily  adver- 
tising. 

At  the  fancy  goods  department  of  one  store,  a  large 
post  card,  with  photo  of  department,  was  sent  to  every 
charge  customer,  containing  the  announcement  of  special 
Christmas  articles  and  stating  that  any  selection  made  now 

would  'be  reserved  for  the  holiday  weeks. 

® 

Coupon  Contest  for  China. 

A  coupon  co'ntesfc.  wih  twelve  prizes,  consisting  large- 

ly of  articles  of  hig"h-class  china,  is  being  conducted  by 
the  Smith  &  Ash  store  at  Chatham.  The  contest  opened 
on  October  20  and  will  continue  till  Dec.  23.  For  the 
first  ten  days  of  the  contest,  it  runs  concurrently  with 
a  stock  reducing  sale. 

Coupons  are  issued  with  every  cash  purchase  of  ten 

cents  or  upwards.  To  the  person  hau'ding  in  on  Dec.  23 
the  largest  amount  of  coupons  will  be  awarded  the  first 

prize,  a  genuine  French  L'lmoges  china  set,  valued  at 
$18.  A  $15  parlor  lamp  goes  to  the  holder  of  the  second 
largeist  amount  of  coupons',  while  the  remaining  ten 

prizes  consist  of  articles  of  china-  The  complete  assort- 
ment of  12  prizes,  valued  at  $75,  was  displayed  in  one 

of  the  show  windows  in  the  earlier  stages  of  the  contest. 
Advertising  space  is  being  liberally  used  in  boosting 

the  sale  and  the  accompanying  contest,  full-page  adver- 
tisements in  the  local  dailies  being  utilized  for  the  pre- 

liminary announcements. 
® 

This  Should  Kill  the  Excuses. 

Geddes  Bros.,  Sarnia,  have  recently  made  an  an- 

nouncement which,  to  use  their  own  words,  "is  an  evolu- 
tion in  Lambton  County,"  if  not  in  Ontario.  It  is  that 

they  will  pay  delivery  charges  to  any  destination  in 
Ontario  on  anything  a  person  may  buy  or  send  for  to 

their  store  at  any  time.  They  will  pay  a  customer's 
railway  fare  to  Samia  and  return  from  any  point  within 
a  radius  of  fifty  miles,  with  a  purchase  of  $25  at  their 

store.  As  members  of  the  Canadian  Dry  Goods  Syndi- 
cate, Geddes  Bros,  point  out  that  combined  selections 

of  25  large  Ontario  stores  in  the  world's  markets  are 
grouped  in  one  order  and  that  values  thus  made  possible 
to  these  retailers  reach  their  customers  in  such  a  way 
as  to  demonstrate  that  the  advantages  of  home  shopping 
make  it  a  piece  of  folly  to  send  money  away  to  large 
mail  order  houses.  Following  the  announce>ment  was  a 
page  advt,.  describing  values  and  prices  and  inviting  the 
fullest  comparisons. 

100%  PROFIT! 
No  matter  where  your  business 

is  located,  your  fancy  linen  trade 

will  yield  satisfaction  and  the 

above  splendid  rate  of  profit  if 

you  are  handling "OLD 

BLEACH  " 

1 
LINENS 

They  are  unapproached  for 

beauty  of  design,  softness  and 

silkiness,  and  purity  of  colour, 

the  unchanging  whiteness  of 

OLD  BLEACH  LINENS  being 

obtained  by  the  slow,  natural 

Sun  Bleaching  Process. 

They  sell  at  sight  to  every  house- 

wife who  is  "linen-proud." 
Send  us  an  open  order  for  5  or 

10  dozen.  You'll  find  'Old 
Bleach "  Linens  are  splendid 
sellers. 

Made  in  a  great  variety  of  styles. 

NE'EDLEWORK  LINENS, 

SHEETS,  PILLOW  SLIPS, 

DIAPERS,  HUCKS,  TOWELL- 
ING, ART  TOWELS,  TABLE 

CLOTHS,  ETC. 

Get  in  touch  with  us  TO-DAY! 

R.  H.   COSBIE 
Irish  Linen  Agency 

30   Wellington    Street  West 
TORONTO 



Personal     Element     Strengthens     Christmas    Advertising 
This  Interests  the  Children  --  The  Santa  Claus  Special  —  Eleventh-hour 

Preparations  Frequently  Fall  shy  of  the  Mark  —  Suggestive  Power  of  Goods 
and  Influence    of   Advertising   Must  be  Co-operative. 

THE  preparation  of  the  Christmas  advertis
ing  can- 

not be  satisfactory  if  it  is  a  spur-of-the-moment 

product.  The  man  who  looks  after  a  store's  pub- 
licity will  have  conceived  some  plan  or  idea 

weeks  in  advance  which  when  carried  out  should  attract 

more  than  an  average  amount  of  business  to  his  store. 

Preceding  seasons  have  told  him  that  there  must  be  a 
well-defined  schedule  for  the  gift  period.  Every  depart- 

ment possessing  any  element  of  magnetism  has  to  be 
played  up.  It  is  a  time  when  the  ad.  writer  will  find  it 
advantageous  to  cut  loose  from  general  appeal  and  get 
more  of  the  personal  element  into  his  production.  The 

children  have  to  be  interested.  True,  many  of  them  can- 
not read,  but  the  advt.  can  be  so  constructed  that  the 

comment  of  the  parents  will  reach  juvenile  ears,  and  then 

the  advt.  begins  to  do  business.  One  of  the  most  profit- 
able forms  of  advertising  that  a  store  ever  had  was  that 

in  which  a  section  was  arranged  in  the  form  of  a  news- 

paper page  called  the  "Christmas  Tree  Herald."  Each 
day  there  was  featured  in  this  section  "Santa  Claus 
Specials,"  now  describing  some  new  kind  of  toy,  again 
detailing  some  adventure  of  St.  Nicholas.  A  rather  in- 

teresting little  storj-  had  for  its  theme  the  difficulties  en- 

countered by  a  host  of  brownies  in  transferring  Santa's 
bundle  of  good  things  from  an  auto  to  an  airship,  and 
again  to  a  reindeer  sled.  The  different  changes,  it  was 
pointed  out.  had  to  be  made  in  order  that  Santa  might 

side-step  all  obstacles  that  threatened  to  delay  his  arrival. 
This  little  yarn  occupied  about  half  a  column  of  space  in 
the  advt.  and.  it  is  safe  to  say.  reached  and  interested  the 
children. 

Store  Must  Back  Up  the  Ads. 

Though  it  may  not  be  within  his  province,  the  ad. 
writer  should  see  to  it  that  goods  are  so  arranged  and 

displayed  in  the  different  departments  that  (heir  sugges- 

tive powei-  and  the  influence  of  the  advertising  will  be 
co-operative.  Wliere  the  window  trimmer  and  the  ad. 
man  do  not  work  together,  best  results  are  out  of  the 
question.  Where,  for  example,  an  advt.  or  portion  of  an 
ad.  is  designed  to  attract  the  attention  of  men  to 

lines  that  are  particularly  appropriate  for  lady  friends 
or  relatives,  it  is  a  wise  plan  to  have  these  lines  dis- 

played in  some  manner  near  the  entrance.  This  may  be 

done  verv'  effectively  by  the  erection  of  a  fancy  booth, 
if  space  is  available,  either  in  the  men's  furnishings 
section  or  at  some  point  where  there  will  be  little  inter- 

ference from  other  departments.  It  has  been  known  to 
be  the  case  that,  where  men  have  made  selections  for 
lady  friends,  especially  in  small  towns  or  cities,  some 

news  of  the  matter  has  7'pached  the  prospective  recipient 
before  the  gift  was  presented.  These  things,  fortunately. 
do  not  happen  often,  but  they  must  be  guarded  against. 
Secrecy  among  salespeople  at  Christmas  time  is  absolutely 

necessarj-.  When  the  advt.  has  a  direct  appeal  of  any 
kind  every  precaution  should  be  taken  to  see  that  there 
is  every  facility  for  easy  shopping  available  to  those 

who  respond.  In  a  store  that  is  thoroughly  dopartment- 
ized,  this  matter  will  probably  be  better  attended  to  than 
in  one  where  a  general  plan  is  recognized. 

The  accompanying  cut  shows  a  suggested  layout  for 
an  advt.  of  average  size  in  which  gift  lines  are  classified. 

There  is  some  element  of  direct  intej-est  in  such  a  head- 
ing as  "Fix)m  a  woman  to  a  girl,"  or  "From  father  to 

son,"  or  "From  son  to  mother."  The  merchant  will 
increase  the  interest  in  each  item  by  quoting  prices. 

It  may  be  considered  wise  at  this  time  of  year  to 
throw  out  some  announcement  as  to  January  plans.  While 
the  holiday  rush  is  on  people  do  not  buy  extensively  in 
white  articles  of  wear,  unless  it  be  some  dainty  gift 
article.  Christmas  over,  it  is  sometimes  found  that  there 

follows  a  relapse  which  causes  kind  of  indifference  to  any 
important  stunt  in  merchandizing.  An  announcement  a 
few  weeks  in  advance  informs  the  customer  that  there  is 
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Layout    for    SuSRestive   Christmas   Advt. 

"another   event   approaching   that   should   cause   pleasur- 

able anticipation." 

Suggested  Lay-out  for  Christmas  Advertisement. 

Following  are  suggestive  panels  for  the  layout  as  pre- 
scribed in  the  cut. 

1.  The  gift  that  fits  a  longing  is  the  gift  that  pleases 
most. 

You  no  doubt  find  it  difficult  to  decide  what  to  give  by 
way  of  remembrance  at  Christmas  time  to  many  of  those 
entitled  to  your  favor. 

The  lists  given  here  will  probably  help  you.  They 
represent  many  of  the  choicest  lines  in  our  stock  that 

were  especially  selected  for  the  gift  season. 
It  is  a  time  when  suggestions  are  helpful.  You  may 

find  something  in  these  lists  that  will  immediately  corn- 
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mend  itself  to  your  mind  as  suita'ble  for  this  or  that  place 
in  your  giving.  We  have  many  other  articles  equally  as 
interesting  in  our  store.  An  inspection  is  as  suggestive 
as  any  list. 

We  make  it  easy  for  you  to  select. 

2.  From  a  woman  to  a  girl,  or  mother  to  a  daughter: 
Shirt  waist  box,  umbrella,  gloves,  hatpin,  fancy  stockings, 
handkerchief,  fancy  collar  or  jabot,  handbag,  fancy  waist, 
sweater  coat,  outing  cap,  night  gown,  evening  coat,  silk 

waist  length,  boa,  sewing  box,  stamped  dress  goods  pat- 
tern, piece  or  set  of  furs. 

3.  From  girl  to  a  woman  or  daughter  to  mother,  one 

girl  to  another: — Stamped  corset  cover,  gloves,  sponge 
bag,  hat  pin,  hair  barrette,  lingerie  ribbon  holder,  sofa 
pillow,  laundry  bag,  bedroom  slippers,  scarf,  leather  belt. 

I'ibbon  or  linen  belt,  fancy  collar,  jabot,  umbrella,  choice 
em'broidei-y  or  linen. 

4.  For  baby: — Bootees,  angora  bonnet,  angora  mittens, 
knitted  shoulder  coat  or  head  wraps,  dainty  dress,  short 
or  long,  overstockings,  crochetted  hood  in  silk  or  other 
material,  caps  in  imitation  for  (washable)  buggy  robes, 
shawl,  dolls  and  doll  carriages  of  every  description,  baby 

pins. 

5.  For  the  children: — Airships,  Canadian  warshipsi, 
trains,  miniature  factories,  stores,  houses,  dynamos, 
engines,  railroad  systems,  kites,  horses  single  or  hitched 
to  carts,  rocking  horses,  bugles,  pianos,  character  dolls, 
toy  animals,  soldiers,  teddy  bears,  hen  and  chickens, 
fancy  caps,  mittens,  gloves^  stockings,  neck  wraj>s,  heavy 
outing  coats,  leggings,  soldier,  scout  or  Indian  outfits, 
dainty  ribbons  for  the  hair. 

6.  From  man  to  a  boy,  or  father  to  young  son : — Magic 
lantern,  bicycle,  boxing  gloves,  rubber  boots,  coat  sweater, 
reefer.  Soft  hat,  leggings,  gloves,  umbrella,  necktie, 
fountain  pen,  bath  robe,  bath  slippers. 

7.  From  a  man  to  a  maiden  or  father  to  daughter, 
brother  to  sister,  husband  to  wife,  son  to  mother: — Set 
of  furs,  fur  coat,  muff,  neck  ruff,  gloves,  handkerchiefs, 
evening  cloak,  belt  buckle  or  pin,  cordeliere  or  other  style 
of  hand-bag,  umbrella,  fancy  scarf,  manicure  set,  toilet 
set,  silk  waist  length,  hat  pin,  collar,  jabot,  waist  sets, 
dress  length,  piece  of  fancy  needlework,  utility  box,  piece 
of  choice  linen  such  as  table  cover  with  real  ilet  lace, 
fancy  quilts  or  bed  spread. 

8.  For  the  Christmas  Bride: — Fur  garment,  piece  or 
set,  fancy  neckwear,  pieces  or  sets  of  fancy  emibroidery 
or  needlework,  pullman  apron  for  travelling,  table  linen, 
fancy  rug  or  corset  cover,  handkerchiefs,  gloves,  scarf, 
boa,  waist  or  dress  lengths,  waist  or  collar  sets,  hatpins, 
utility  box,  fancy  kimona  or  dressing  jacket,  shopping 
bag,  fancy  hosiery,  bedtoom  or  house  slippers,  long sweater  coat. 

9.  From  maiden  to  a  man,  or  from  daughter  to  father, 
mother  to  son,  sister  to  brother  or  wife  to  husband: — 
House  coat,  necktie,  tie  pin,  gloves-  umbrella,  initialed  or 
plain  handkerchief,  handkerchief  box,  scarf  pins,  leather 
collar  and  cuff  boxes,  shirt  studs,  coat  sweaters,  fancy 
vest,  scarf,  lounging  cap,  ribbon  watch  fob,  travelers' 
case,  appropriate  cushion  cover. 

10.  Watch  for  announcements  of  our  great  whiteiwear sale. 

Months  ago  we  planned  for  this  event.  We  shall  have 
something  to  say  to  you  about  values  in  a  few  days  when 
you  are  in  a  position  to  turn  from  the  activities  of  the 
holiday  season  to  the  whitewear  necessities  of  your  house- 

hold. We  are  positive  that  we  have  secured  for  this  event 
values  that  will  win  your  heartiest  appreciation. 

Ulne  That  Pays  Handsomely! 

There's  a  large  business  to  be  done 
supplying  Hotels,  Steamships,  Rail- 

roads and  Clubs  with 

LIDDELL'S DAMASK  TABLE  LINENS, 
NAPKINS 

AND  TOWELS 

The  manufacture  of  these  goods  with 
Special   Woven    Designs   is    our 
specialty.  Write  us  for  full  particulars 
and  details  how  you  can  make  this 
one  of  your  most  profitable  lines. 

Illustrated  price  list  on  application 

R.  H.  COSBIE 
Agent  for 

Wm.  Liddell  &  Co.,  Ltd.,  Belfast 

30  Wellington  St.  W.,  Toronto 

BATTING 
NORTH  STAR,  CRESCENT 

and  PEARL 
These  brands  represent    the    batting 

that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into   strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 

Order  of  your   Wholesaler. 

ROBERT   HENDERSON 

^r     C(~)       Dry  Goods  Commission  Merchants 

181-183  McGill  Street,  MONTREAL 
James  Stanbury  &  Co.,  Toronto 
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Profitable  Display  Demands  Practical  Fixtures 

Practical 

Ribbon 

Cabinets 

Made  in 

Eight 

Sizes 

Holding 

From 

50  to  700 
Bolts 

of Ribbon 

PRACTICAL 
RIBBON 
CABINETS 

PRICE  LIST 

Cabinet 

No. 

Capacity 

Bolts 
27^x  63^x2«^i 

28Xxl4  x26 
28Kxl4  x38 
28^^x18^x38 
i«Jix23Kx38 
28^x27^x38 
28^x32^x38 28^x42^x43^ 

SO 

100 
150 
250 

325 

4(10 
475 
700 

$  6  00 

10  00 

13  50 

18  50 23  00 

2t)  00 

30  00 
42  00 

MADE  OF  OAK 

rraclical  Ribbon  Cabinet 

Practical    Hosiery  Racks 
Made  of  steel.  nicUel  plated,  fl  Slip  the  stockingr  in  the  spring  pair  by  pair. 

Place  the  spring  in  the  frame  at  the  top  of  the  rack,  fl  A  quick  jerk  disengages 
the  pair  desired  without  interfering  with  the  others-  ^^  hen  handled  and  inspected 
they  hang  tight  and  tast,  keeping  their  position  and  shape.  There  can  be  no 
disorder  in  the  stock  when  this  rack  is  used. 

No.  1 — 34  inches  high,  l(i  inches  wide.  Has  four  springs.  Capacity  72 

pairs  hose,  $5.7o- 
No.  2—34  inches  high.  17  inches  wide.  Has  eight  springs.  Capacity  120 

pair  hose.  $6.75. 

Practical  Piece  Goods  Fixtures 

The  proper  i^isplay  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 
Practical  Counter  or  Floor  Fixture.  Either  holds  torty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Prctical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.   Price,  $6.50. 
Practical  Floor  Fixture,  heig'ht  5  feet.     Price,  $7.50.  CounterFixture 

FOR  SALE  BY  THE  WHOLESALE  DRY    GOODS    AND    NOTION    HOUSES.    SEND   FOR  CATALOGUE 

A.  N.  RUSSELL  &  SONS  CO.,     Manufacturers,     ILION,  N.Y. 

PRACTICAL  HOSIERY 

RACKS.     Two  sizes,  holding 
72  and  100  pairs  Hose. 

Thorne   Hold-Fast  Metal  Bars 
FOR  MODERN  STORE  FRONTS 

•■    f 

•1 

^   '    - 

Cut  shows 

WILLIAMS  BUILDING 
REGINA 

Glazed   with   Thorne    Metal  Bars. 

This     bar    is    undoubtedly    the 

most  up-to-date  bar  made. 

Samples  and  special   Catalogue 

mailed  on  REQUEST. 

Write  nearest  office. 

Sole  Canadian  Agents: 

THE  HOBBS  MANUFACTURING  COMPANY,  Limited 
LONDON TORONTO MONTREAL WINNIPEG 

I-'tcuse  mention  The  Reviciu  to    Advertisers  and  Their  Travelers. 



ARTOFDISPIV!^ 

and 

Modern  Store  Equipment 

New  Year  Brings  White  Sales 
How   Cotton    Goods    May   be    Used    Freely 

for    Decorative    Purposes    Without 

Appreciable    Loss 

TO   come  into   the   store   the  first   day  of  the  new 

year  and     find   white     decorations  up     and   the 
counters  and  aisle  tables  laden  with  white  goods 

certainly   serves   to   quicken    the   imagination   of 
customers  and  interest  them  in  the  January  sale. 

The  very  best  materials  for  decorating  the  store  are 
the  cheapest  white  cottons  to  be  obtained  and  white 
fringed  doilies  and  table  napkins.  Grille  effects  of  rope 
and  wire  can  be  wrapped  with  cotton  and  doilies  can  be 

"used  to  edge  them.  Grilles  made  in  this  way  and  sus- 
pended between  the  i^illars  down  the  aisles  of  the  store 

give  a  very  fine  effect,  with  a  very  small  expenditure  of 
time  and  money,  as  the  doilies  and  table  napkins  can  go 
'back  into  stock  and  the  cotton  can  be  sold  on  the  bar- 

gain counter. 
Nothing  will  be  as  effective  as  some  decoration  of  this 

kind  for  instilling  the  spirit  of  the  January  sale  into  the 
store's  customers. 

Art  Display  Windows  in  January. 

It  takes  push  and  effort  to  maintain  business  during 
the  month  of  January,  and  it  is  mainly  because  of  this 
fact    that    Januarv    white    sales    are   so    universallv   held. 

It  is  not  because  January  is  the  logical  month  for  push- 
ing whitewear  and  white  goods,  but  because  there  is  no 

other  feature  that  can  be  so  successfully  exploited.  Then, 

this  sale  idea  has  been  extensively  advertised  by  the  lead- 
ing stores  for  so  many  years  now  that  women  customers 

have  come  to  figure  on  buying  novelties  in  white  cotton 

under-garments,  and  white  fabrics  at  advantageous  prices 
at  this  time  of  the  year. 

It  should  be  borne  in  mind  that  it  is  not  the  thing  to 
fill  the  windows  all  the  time  with  bargains  and  cut-priced 
lines  to  stimulate  January  trade.  Though  bargain  lines 
should  have  their  place,  preced-ence  should  be  given  to 
the  showing  of  new  white  wear,  new  embroideries  and 
laces,  and  the  latest  novelties  in  white  wash  goods. 
Bargain  lines  in  cottons  and  nainsooks  in  household 
cottons  and  staples,  and  in  household  linens  for  special 
days  will  serve  as  extra  attractions.  Bargain  sales  of 
laces  and  embroideries  .should  also  be  carefully  planned 

for,  and  notion  sales  and  sales  of  dTessmakers'  findings 
should  be  held  in  January. 

The  underlying  idea  for  January's  business  should  be 
inducements  offered  to  women  to  provide  ahead  for  sum- 

mer requirements,  at  the  very  time  when  out-door  life  is 
at  its  lowest  ebb,  and  to  enable  all  the  work  of  this  kind 
to  be  done  before  the  sunny  days  of  spring  arrive. 

The  merchant  will  find  that  it  pays  to  put  in  window 
trims  that  are  out  of  the  ordinary  and  also  to  spend  a 
little  money  in  decorating  the  store  so  as  to  gain  the 
attention  of  the  buying  public.     No  lavish  expenditure  is 

Whitewear   Department,   A.  E.   Rea   Co.,   Ottawa,  arranged  for   January   Sale, 
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Window   for   January    Economy   Sale,   by   E.  A.     \Ai'ilson.   Exclusive    Ladies'   Store,   North    Bay. 

necessary  either  for  window  or  store  decoration.  The 
color  effect  is  the  main  point  about  the  window  trims. 
City  trimmers  have  been  making  free  use  of  Beauvais  or 
tapestry  blue  this  fall.  This  blue  is  the  beautiful,  rich 
shade  so  much  used  in  Oriental  carpets.  It  has  been  found 

to  be  a  decidedly  good  back  ground  color  for  the  display 
of  many  lines,  and  would  be  an  ideal  color  for  bringing 
out  the  beauties  of  white  goods. 

This  color  formed  the  backgi-ound  color  in  the  Sixth 
Ave.  windows  of  a  New  York  store  at  the  time  of  the 

openings.  All  the  fabrics  used  against  the  blue  back- 
ground in  these  windows  were  in  rich  violet,  purple  and 

lavender  shades.  H.  Hollingworth  has  been  using  this 
color  with  lines  of  gold  molding  as  a  relief.  His  windows 
had  a  plain  background  made  of  a  frame  of  lumber  about 

4  or  5  feet  high  and  divided  in  the  centre,  covered 
smoothly  with  blue  felt.  Each  division  had  an  inner 

panel  of  gold  molding.  This  backgi'ound  was  set  a  few 
inches  out  from  the  background  proper,  which  was  draped 
with  rich  curtains  of  amber  velvet.  At  the  foot  of  the 

blue  frame  background  a  step  was  placed,  and  the  floor 
of  the  window  was  covered  with  the  same  blue  felt,  the 
finish  against  the  glass  being  of  the  felt  turned  back  like 
a  great  hem  over  a  board.    This  window  was  first  trimmed 

with  evening  dress  fabrics,  and  has  since  been  used  to 
show  various  lines  of  fancy  goods  suitable  for  Christmas 
selling.  Fancy  bags,  art  china,  jewelry  and  silverware 
are  some  of  t/he  lines  that  have  been  shown. 

A.  E.  Apted  also  used  this  color  in  the  windows'  be- 
tween the  two  main  entrances  on  Yonge  Street,  in  connec- 

tion with  the  beautiful  scheme  of  Thanksgiving  decor- 
ations the  T.  Eaton  Co.  put  in  for  that  season.  The  mir- 

ror backgrounds  were  veiled  with  chiffon  curtains  fulled 
on  a  brass  rod  and  having  a  deep  hem  of  velvet.  Between 
each  of  the  large  mirrors,  a  panel  in  antique  gold  framed 
a  landscape  done  in  autumn  tints.  The  floor  was  covered 
with  blue  felt,  and  at  intervals  above  the  line  of  mirrors 

were  placed  large  bosses  and  trails  of  silvered  foliage 
tinted  here  and  there  with  the  prevailing  shades  of  blue. 

For  whitewear  or  white  window,  this  blue  background 

could  be  used  very  effectively  without  any  great  elabora- 
tion. For  instance,  the  background  might  be  of  frame- 
work covered  plainly  with  blue  felt,  with  a  frieze  sten- 
cilled around  the  top  in  either  silver  or  gold  paint,  and 

with  large  discs  of  cardboard  or  wood  covered  with  white- 
felt  wreathed  with  bunches  of  violets  and  the  centre  bear- 

ing the  announcement,  "Januarv  White  Sale." 

Ledge  trim  consisting  of  two  shades,  old   rose  and    pastel    t'reens.  raiiginif   from    the  darkest  tones  to 
th?  palest,  forming  a,  very  attractive  display.      By  L.  B    Stiles,  for  The  John  Murphy  Co.,  Montreal. 
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AdjiistaUeDresslorms 
t^VERY  woman  needs  one — most  tailors 
•■—'  and  dressmakers  need  several.    And  our 

extensive  advertising  in  widely  circulated  wo- 

men's and  general  publications  is  fostering  this 
already   great    need — creating    ne-w   business  for 
dealers  handling  the    line.     The  display  of  Hall- 
Borchert    Dress    Forms  in  your  store 

links  up  our  advertising  -w'lih  your  busi- 
ness— resulting    in   liberal    profits  on 

easy  sales  with  assured  satisfaction 
to  your  customers. 

MANY  DEALERS 

■find  it  very  ̂ rofitahh  to  display 
Hall-Borchert  Dress  Forms  in 
the  Dress  Goods  department, — 
Every  dress  goods  buyer  sees  it 
every  time  she  huys. 

We  are  now  making  these  forms  in  Can- 
ada so  that  you  may  secure  them  at  the 

same  wholesale  prices  current  in  New 
York  and  Chicago.     No  duty  to  pay  1 

Hall-Borckert  Form 
Drees  Co. 

Write 

us  for 
CATALOG 

oi  Canada. 
Limited 

70-76  Pearl  Street^ 

TORONTO 

ONT. 

REDUCED  TO 

$3.50  Net 
F.  O.  B.  N.  Y. 

STOP  USING  STRING! 
PERFECTED   RAPID  SEALING  MACHINE 

For  Moistening  Cloth  or  Paper  Gummed  Tape  in  Rolls 

Gummed  Tape  in  Rolls,  printed  with  Ad- 
vertisement. Latest  means  of  wrapping 

packages.  Does  not  injure  contents  of  pack- 
age; prevents  tampering:  Quick,  clean, 

inexpensive.     Saves   100  per   cent,    in  cost. 

Write  for  particulars. 

Agency  open  for  Montreal,  Toronto  and  Winnipec 

W.  J.  Anderson  &  Co. 
84-86  Reade   Street NEW  YORK  CITY 

Be  sure  you  get  the 

Genuine 
Prisms 

Don't  let  any  one  persuade  you  that  any 
mere  piece  of  corrugated  glass  is  a  Luxfcr 
Prism. 

Calling  an  Onion  a  Rose 

does  not  take  away  the  odor  peculiar  to 

that  vegetable.  An  onion's  always  an  onion 
possessing  well-defined  limitations  of  use- 
fulness. 

In  the  same  way,  corrugated  glass  is  a 

very  useful  thing  in  its  own  field — hut  call- 
ing it  a  Luxfer  Prism  cannot  endow  it  with 

qualities  that  are  peculiar  to  real  Luxfer 
Prisms. 

The  prism  lights  manufactured  'by  this 
company  in  Canada  are  the  only  genuine 

Luxfer  Prisms  possessing  all  the  well- 
known  Luxfer  powers  of  light   refraction. 

Various  forms  of  corrugated  glass  mas- 
querading under  various  names  are  often 

ofifered  as  substitutes  for  the  genuine  Lux- 
fer Prisms,  on  the  ground  of  cheapness. 

But  instead  of  being  cheaper,  they  are 

infinitely  dearer;  because  they  can  never 

serve  the  real  purpose  of  the  real  Luxfer 

Prism,  and  when  subjected  to  hard  wear 

(as  in  sidewalk  lights)  they  soon  become 
absolutely  useless. 

It  will  pay  you,  in  visible  dollars  and 
cents,  to  insist  upon  the  genuine  Luxfer 

Prisms — ^the  only  scientifically  accurate, 

time-tested  prisms  made  in  the  world. 

Any  good  architect  will 

confirm  this— ask  yours 

LUXFER 
PRISM  CO.,  LIMITED 

Toronto   ::    Montreal 

f^lease  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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King    Cotton    may    be  Enthroned    in   the   Window   Surrounded  by  White   Draperies. 

Timely    Suggestions    for    the    January    Whitewear    Sale 
Enthroning  "King  Cotton"  in  the  Store  or  Display  Window  —  An  Educational 
Contest  for  Boys  and  Girls  Which  Will  Not  Only  Create  Interest  but  Serve 

to   Explain   to    Customers    the    Cause    of     Advances,    in    This    Material. 

THE    term    "January     white     sales"     implies   the 
grouping  of  everything  in  the  line  of  garments, 
materials  and  accessories  in  white  goods,  either 

cotton,  worsted,  silk,  or  paper,  in  a  sale,  at  an 
unusual  time  of  the  year,  with  the  object  of  increasing 

sales   for  white  goods  generally,   and   changing  January 
(formerly  a  dull  month  for  business)  into  a  busy  month. 

January  is  mentioned  here  as  an  unusual  time  for  hold- 
ing white  sales,  because  as  a  month  for  using  any  quantity 

of  white  goods,  it  is  considered  out  of  season,  but  the 

mere  fact  that  this  is  so,  adds  novelty,  which  has  a  ten- 
dency to  help  white  sales  in  January.  Hence,  another 

reason   is.   that   white  goods  stocks  of  all  kinds  in  mer- 

chants' hands  are  more  complete  at  this  time  than  any 
other,  it  being  customary  to  prepare  for  these  events  by 
heavy  advance  purchases. 

Then,  in  materials,  there  is  the  argument  that  buying 

white  materials  in  January,  enables  'Milady  to  have  them 
made  up  at  a  time  when  seamstresses  are  not  so  butiv. 
which  means  they  will  be  made  better  than  later,  and 

then  to  get  this  ti'ouble  out  of  the  way  long  before  the 
time  for  wearing  the  garments,  is  another  argument. 

These  reasons  and  many  others  are  effectively  used  to 

ci-owd  the  shoes  everywhere  with  purchases  of  white  goods 
ill  January,     and     tiie     purpose     of     this     article     is     to 

The   Koester  School  Originates 
C,  It  does  not  follow  the  ideas  of  others. 

C  The  methods  used  in  windows  of  best  stores  all  over  the  country  were  originated 

in  the  Koester  School — these  methods  are  used  in  New  York  and  Chicago,  as 
well  as  in  all  the  smaller  cities. 

C  Koester  students  have  no  trouble  in  finding  good   positions.     They  are  equipped 

to  fill  any  kind  of  position,  and  they  command  belter  salaries,  because  their  displays 

sell  more  goods.      Ask  any  Koester  student  or  any  merchant  who  has  employed 

one — there  are  many  good  positions  open  for  Spring. 
Write  at  once  if  you  want  to  join  the   Spring  classes  that  start  January  3rd. 

The  Koester  School  of  Window  Dressing.  ̂ *\fhK°m*' 
GEO.  J   COWAN,   yice-Pre,. 
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siigg-est   a  new   method,  perhaps,   of  arranging-  the   stores 
or  windows  for  January  white  sales  events. 

Where  Cotton  is  King. 

''King  Cotton"  is  a  term  used  to  indicate  the  predom- 
inenee  of  this  staple  in  materials  for  wearing  apparel. 
The  idea  conveys  an  impression  that  cotton  leads  the 
world  in  its  use  for  fabrics.  As  white  cotton  goods  are 
the  main  selling  items  in  January  white  sales,  what  better 
subject  can  be  used  as  a  feature  to  attract  attention  to 
these  sales  than  King  Cotton.  If  circumstances  warrant 
the  outlay,  the  merchant  can  hire  someone  to  take  the 
part  of  this  august  personage,  and  have  him  attired  in 
regal  garments  made  out  of  cotton  batting,  and  enthroned 

in  some  prominent'  place  in  the  store.  Then  during  the 
white  saJes  he  can  advertise  that  King  'Cotton  will  reign 
supreme  in  his  establishment,  and  explain  the  details  of 

the  feature  employed  to  attract  attention  to  an  unpreced- 
ented movem«nt  of  white  sales  goods. 

A  similar  idea  can  be  carried  out  at  less  cost,  with  a 

form  to  represent  "King  Cotton,"  or  if  this  is  not  avail- 
able, one  could  be  built  out  of  wood.  In  this  connection 

to  liold  an  educational  contest  is  feasible. 

Prizes  may  be  offered  for  the  best  reports  on  market 

f'ond'it'ion  of  cotton  for  the  world,  tlie  same  to  be  submitted 
by  boys  and  girlg  under  fifteen  years.  This  would  serve 

a  double  purpose.  At  this  time  all  cotton  goods  are  ad- 
vancing, due  to  crop  condtions,  short  supply  and  unusual 

demand.  The  merchant  knows  that,  but  most  of  his  cus- 
tomers do  not,  and  hence  are  objecting  to  pay  advances 

which  he  already  has  had  to  do. 

An  Educative  Influence. 

Contests  of  this  kind  will  help  to  educate  the  people 
along  the  line  of  market  conditions  in  cotton,  so  that  dur- 

ing the  sale,  if  the  merchant  asks  a  higher  price  for  cer- 
tain brands  of  cotton  goods,  than  customers  have  been 

in  the  habit  of  paying,  their  learning  the  reason  for  it 
during  this  contest  makes  it  easier  to  get  the  advance. 
This  also  would  interest  the  children  in  a  sale  that  other- 

wise would  only  claim  the  attention  of  the  lady  of  the 

house,  and  the  general  discussion  such  a  contest  creates  »| 
would  advertise  the  sale  as  it  never  was  advertised  be- 
fore. 

Carx-ying  the  idea  further,  "King  Cotton"  would 
make  an  effective  centrepiece  for  January  White  Sales 
windows,  if  arranged  according  to  sketch.  For  this  a 
simple  background  is  suggested.  Have  the  top  edge  of 
the  background  of  white  moulding;  in  the  window  erect 
a  dais  or  platform.  Have  King  Cotton  enthroned,  sur- 

rounded by  wbite  draperies.  Cotton  batting  and  sheet 
cotton  are  the  best  materials  to  use,  but  this  does  not  bar 
the  merchant  from  having  more  expensive  materials  if 

he  sees  fit.  A  window  card  reading  "January  White 
Sales,  Where  King  Cotton  Reigns  Supreme,"  and  a  good 
display  of  white  materials  complete  a  unique  white  sale 
advertisement  that  should  forcibly  impress  everyone  com- 

ing near  the  establishment. 

A  store  which  caters  to  popular  trade  had  an  excel- 
lent display  of  Christmas  goods.  This  store  is  on  a 

busy  main  street,  and  a  show-case  stands  in  its  large 
entry  and  is  visible  on  all  sides  to  the  public  gaze.  This 
case  is  of  glass,  about  four  feet  high  and  with  square 
top  about  two  by  two.  It  contains  three  shelves,  which 
were  literally  loaded  with  every  sort  of  goods  the  store 

contained   suitable   for   holiday   trade.    ' 

LATEST  HALF-FORMS 
Skirt  may  be  Removed  from  Waist  and  Used  Separately 

No.  80  K.J. 
Jointed  arms  with  adjustable  iiands.   Also 
with     plain    arms     and    without    arms. 

Write  for  Catalosue  No.   16L.    Also  for  Circulars  on  Fur  Stands, 
Hangers,  Mirrors,  Etc. 

J.    R.    PALMENBERG'S    SONS Est.  1852 

710  Broadway,  New  York. 

Factory  87,  89  and  91  West  3rd  Street,  New  York 

30  Kingston  St.,   1 10  Bedford  St.     Nos.  10  and  12  Hopkins  Place 
Boston  Baltimore 

CASHi^ 

PARCEL CARRIERS 
SAVE  TIME  a  MONEY 

OUR  GUARANTEE 
We  will  instal  a  System  of  Gipe  Carriers 
in  your  store;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  that 
they  gi?e  you  BETTERand  QUICKER 
SERVICE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUBES, 
CABLE  CARRIERS  or  CASH  REG- 

ISTERS, we  will  remoTe  them  at  our 

exx>en8e. 

  CATALOG  FREE   
THE    GIPE  CARRIER   COMPANY 
99    ONTARIO   STREET  TORONTO.  ONT. 

EUROP£AN  OfflCE-.m  tlOLtOKM.LOHDOM  t.C.  INC. 

STOP! 
usinfr  unsightly,  daubed  and  inartistic 
Show  Cards  and  Price  Tickets  in  your 
windows  and  on  your  counters. 

LEARN  TO  MAKE 

neat,  well  lettered  and  artistic        , 
Show  Cards  and  Price  Tick-        »» 
ets  by  the  EASY.  QUICK    .    _.5? 
and  CHEAPEST    SYS-         \°      Simplex 
TEWr.  Any  young  man.     aJv<  _.  _ 

clerk  or  merchant      ♦i*^  Sign   Co., 
can  learn  this  in.     ̂ ^     -  '  u        .|,    _    /-, -:^<?       Hamilton,  Can. 

please  send  me  FREE 

Booklet  and  full  parti- culars of  your  $5.00 

Special  Offer. 

The 

teresting    a 
well  as  pro-     , 
f\  table        -v^, 

work.       ^    ̂' 

•^r 

Card  Writers' 
Supplies 

Name 
Address. 
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Display   of    Broadcloths  for   Evening  Cloaks  by  Jas-    McNicholI  for   Richard   Hall  &   Son,    Peterborough. 

An  Effective  Fabric  Display 
By  Jas.  McNicholI.  with  R.  Hall  &  Son,  Peterboro. 

THE  details  of  drape  construction  in  an  effective 
window   of   broadcloths   for   evening   cloaks   are 

presented  in  these  cuts.     The  halftone  is  repro- 
duced  from   an   actual    photo    of    the   window, 

and  on  comparing  the  different   drapes  with  illustrative 

drawings,   it   will  be   seen   what  simple   equipment  is  re- 
quired to  produce  a  very  striking  arrangement. 

The  backgi'ound  of  the  window  is  of  green  plush,  floor 
covering  of  green  felt.  Autumn  sprays,  tied  with  golden 
brown  ribbon,  in  each  corner  of  the  window. 

The  architectural  piece  was  made  to  represent  stone. 
It  was  gray,  marked  off  with  black.  The  pillars  were 
surmounted  by  figures  holding  lighted  lamps. 

A  wax  figure  was  placed  in  the  centre,  wearing  an 
opera  cloak. 

Accessories  used  were  velvets,  velvet  ribbons,  millinery 
scarfs,  silk  hose,  long  gloves,  buttons,  and  parasols. 

The  small  cut  shows  how  a  handsome  drape  can  be  made  by 
draping  from  one  side  only.  The  stand  used  in  these  drapes 
is  made  by  joining  together  in  the  form  of  a  triangle  three 
boards  each  about  10  inches  wide  and  4  feet  high,  or  any 
height  to  suit  requirements  The  stand  is  covered  smoothly, 
starting  at  top.  Bring  the  goods  around  and  pin  at  rear  left 
top  corner  of  stand,  allow  enough  to  fall  to  floor  and  pin  at 
opposite  corners :   then  arrange  folds. 

A  simple  drape  which  explains  itself,  the  fixture  used  being  a 
\vooden  extension  stand.  If  trimmer  has  not  one  of  these  in  his 
equipment  he  should  be  able  to  make  one  to  answer  the  purpose. 
It  will  be  noticed  that  the  drape  is  of  a  double  character,  and, 
starting  on  the  left,  the  trimmer  brings  the  rear  sweep  up  over  the 
stand  to  fall  to  the  right,  then  folding  under  he  sweeps  the  front 
drape  upwards  and  fastens  with  button  at  lower  corner  of  stand 
surface,  from  which  point  it  is  again  allowed  to  fall  to  the  floor 
to  complete   the  drape. 

The  stand  used  in  this  drape  is  made  by  nailing  two  boards 
10  in.  by  6  feet  together  at  right  angles.  Cover  the  stand 
smoothly,  starting  at  bottom,  pin  at  rear  left  hand  cotnerof  top, 
then  carry  drape  over  hat  stand  to  the  left.  Bring  goods  around 
to  froat  and  pin  at  other  corners,  then  arrange   folds. 
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WHERE  KNOWLEDGE  IS   POWER 

'TIS  FOLLY  TO  BE  IGNORANT 
Particularly 

if   that   know^ledge   can  be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 

The  Art  of  Decorating  Show  Windows  and  Interiors 
The  most  complete  work  of  the  kind  ever  published,  over  400 

pages.  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 

subjects  :  Window  Trimming.  Interior  Decorating.  Window  Advertis- 
ing. Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 

to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
paid      J   ?3.50 

Window^  Trimming  for  the  Men's  Wear  Trade 
The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 

trations, showing  every  move  in  trims  pictured.  A  complete 

course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid      j   $1.25 

Sales  Plans 
A  collection  of  333  successful  ways  of  getting 

business,  including  a  great  variety  of  practical 

plans  that  have  been  used  by  retail  merchants  to 

advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding      $2.50 

Re-tai'.   . 

Card  Writers'  Chart 
A  complete  course  in 

the  art  of  making  dis- 

play and  price  cards 
and  signs.  Beautifully 

printed  in  six  colors 
and  bronzei.  Includes 

specially  ruled  practice 

paper.  Some  of  the 
subjects  treated  are  : 

First  Practice,  Punctua- 
tion, Composition,  Price 

Cards,  Directory  Cards, 

Spacing,  Color  Combi- 
nations, Mixing  Colors, 

Ornamentations,  Ma- 
terials Needed,  etc. 

Price   post   paid    ....$1.50 

Koester  System  of  Draping 

A  complete  self-instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 

with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 

is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 

tically.   Price,   prepaid     53.00 

All  books  sent  postpaid  on  receipt  of  price 

Retail  Advertising 

Complete 
This  book  covers 

every  known  mi>thod  of 
advertising  :i  retail 

business  ;  and  an  ap- 
plication of  the  ideas  it 

expounds  cannot  help 

but  result  in  increased 

business  for  the  mer- 
chant who  applies 

them      $1.00 

50  Lessons  on  Show  Card Writing 

The  lesson  plates  are  printed  on  cardboard 

and  fit  into  the  book  loose  leaf.  This  system 

has  the  advantage  of  enabling  the  student  in 

practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 

contains  over  seventy  instructive  illustrations 

pertaining  to  this  interesting  subject  and 

over  three  hundred  reproductions  of  show 

cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 

postpaid   lor     ...$2.50 

MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 
143-149  University  Ave.        ::        TORONTO 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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.Victoria" Collar  Supporter 
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The  "Victoria"  is  the  best  collar  supporter  made. 

Therefore  it  has  imitators.  Only  the  best  goods 

are  given  that  honor. 

The  "Victoria"  has  been  sold  by  the  thousands  of 
gross  in  Canada  since  its  introduction  about  two 

years  ago,  and  it  has    invariably  given  satisfaction. 

It  is  well  made — made  to  give  service,  not  simply  to 

sell. 
 ""^^^^ It  costs  more  than  the  imitations,  but  is  infinitely 

better.  It  is  simplicity  itself,  is  very  durable,  and 
is  easily  adjusted. 

The  ends  and  sides  of   this    supporter    are    finished 

smooth  ;    there   are    no    sharp    or    rough    edges    to 

.rritate  the  wearer's  neck. 1 

Then,    too,  the   stones  are   given  a   very    superior 
setting.     These  are   essential   points   of  difference 

between  the  "Victoria"  and  the  imitations. 

This  supporter  is  known  by  no  other  name  ;  if  it  is 

not  a  "Victoria  "  it  is  an  imitation. 

The  "Victoria"  Collar  Supporter  is  sold  by  every 
wholesale  house  in  Canada. 

If  you  would  sell  a  supporter  which  you  can 

rec'-'mmend  absolutely,  and  which  you  know  will 
give  satisfaction,  then  insist  on  your  jobber  supply- 

ing you  with  the  "  Victoria." 

Defriez  &   Woodman 
64  Wellington    St.    West,    TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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The  Retailer's  Busiest  Time 
On     All     Sides     Satisfactory    Reports     of 

Rapid  Clearance  —  High-class  Novelties 
From  Abroad  Give  Tone  to  Gen- 

eral   Trade  —  Emphasis    on 
Useful  Articles 

NO  breath  of  comp'aint  is  heard  from  wholesale  or 
retail  diealers  in  fancy  g-oods,  notions  or  toys  this 
season.  Not  only  are  the  effects  of  good  times 
all  over  the  country  heigihtenlng  the  regular  era.ze 

for  Christmas  'buying,  but  high  novelties  only  recently  in- 
troduced) have  given  new  life  to  staple  line.s  everywhere, 

and  results  are  most  satisfactory  from  the  profit  stand- 

point. 
One  of  the  outstanding  features  of  this  year  is  'the 

idea  of  usefulness  in  everything.  Not  only  are  products 

more  artistically  perfect  than  ever,  but  the  clap-trap  lum- 
ber which  used  to  be  so  widely  shown  is  slowly  but  sure- 

ly ibeing  replaced  'by  articles  which,  however  ornamental 
in  'trimming,  have  Siome  very  definite  use  and  will  stand 
wear. 

'Slipper  bags  are  strong,  sachets  dainty,  glove  boxes 
big  enough,  and  laundry  'bags  washable.  This  point 
should  be  attended  to  'by  the  thoughtful  retailer,  and  he 

should  help  by  his  advertisements  and.  in  his  'buying,  to 
show  'that  "fancy  goods"  does  not  any  longer  mean 
"dust-catchers."  The  a'bsolutely  necessary  character  of  a 
large  number  of  the  articles  kept  by  such  stores  and  de- 

partments cannot  be  too  plainly  set  forth  in  a.dvertise- 
ments  and  circulars,  or  too  deeply  impressed  on  the  buy- 

ing public 

In  one  "fancy  goods"  store,  at  a  glance,  a  half-dozen 
articles  were  noted  which  would  not  be  out  of  place  in 
a  business  office,  some  of  them  being  indispensable.  They 

consisted  of  a  raffia  waste-paper  basket,  a  book  rack,  a 
serviceable  three-piece  calendar,  a  plainly  bound  coat 
hanger  (padding  preventing  wear),  a  patent  tape  note- 

book, and  a  linen-covered,  stencilled  label  book.  Many 

more  could  easily  'be  quoted   if  space  permitted. 

Among  the  Season's  Toys 
The  Teddy    Lion    is   one    of    the    High    Novelties 

Now  Being  Shown  —  Mechanical 

Devices  Selling  W^ell 

In  handling  toys,  a  favorite  plan  is  to  dividie  the  de- 
partment or  store  into  three  sections.  One  is  devoted  en- 

tirely to  dolls  and  their  accessories.  Another  shows  all 
purely  mechanical  toys,  things  that  move  by  machinery 

or  pressure,  and  the  third  ha,s  the  wooly  lam'bs,  the  "still 
life"  of  stable  and  street,  and  the  games  and  blocks. 
The  last  naturally  contains  toys  suited  especially  to  very 

young  children  of  either  sex,  while  the  first  is  the  girls' 
and  the  second  the  boyis'  section. 

This  plan  aids  selection,  and  relieves  the  mother  who 
shops  with  her  child'ren  from  being  called  upon  to  buy 

ha'f  a  dozen,  articles  in  the  same  'breath.  Separated  from 
all  the  above  are  the  sporting  articles,  which  at-tract  the 

older  boys.  They  much  prefer  to  do  their  buyiing  un- 
hampered by  the  very  little  ones. 

The  season  has  brought  forth  little  that  is  absolutely 
new  since  last  month.  Aeroplanes  are  very  prominent  in 
varied  forms,  and  some  stocks  are  sold  out  already.  A 
Teddy  bear,  which  tumbles  and  turns  somersaults,  is 
wound  u.p  by  its  own  arms  and  takes  well  with  all  the 
j'lounger  children. 

The  Teddy  lion  has  madie  its  appearance,  a.nd  instead 
of  roaring,  it  emits  a  sort  of  prolonged  squeak,  when  hard 
pressed.  It  is  the  fad  of  the  moment,  and  promises  to  see 
great  popularity.  It  comes  in  all  sizes  a.nd  at  all  prices, 
the  hide  being  much  the  same  as  the  Ted'd,y  bears,  but  the 
mane  long  and  silky. 

Character  dolls  go  very  fast  everywhere  and  are  now 

quite  staple  and  certain  sellers,  city  or  country.  "Caesar" 
is  very  widely  shown,  but,  rather  unfortunately,.  King 

Ed'ward''s  dog  does  not  always  bear  his  name  label.  There 
is  sometimes  a  great  deal  of  money  in  a  name. 

The  bucking  broncho,  rider  and  all  is  a  tin  toy  which 
reproduces  wonderfully  the  irregular  motion  of  a  horse. 
The  art  of  making  toys  which  will  actually  walk,  not  run 
on  wheels,  has  triumpheid  in  the  sale  of  such  a  specimen 
at  thirtjvfive  or  fifty  cents.  The  forms  include  all 
domestic  anima,ls,  the  hornpipe  dancing  Sailor,  Irishman, 
etc.  A  figure  in  an  automobile  moves  naturally  and 
doffs  his  hat  when  the  toy  is  in  motion. 

Unique  Notion  Display. 

A  unique  notion  and  fancy  g-oods  display  was  seen 
recently  in  a  Toronto  window.  Placed  a  little  to  one 

side  of  the  middle,  a  very  natural  looking,  handsomely- 
dressed,  lay  figure  was  apparently  operating  a  sewing 
machine  which  was  in  reality  run  by  a  power  contri- 

vance. The  machine  was  loaded  with  partly  finished 
lingerie   of  rich  embroidery. 

The  background  consisted  of  what  appeared  at  first 

to  be  an  arrangement  of  striped  bunting  and  floral  de- 
sign, but  turned  out  to  be  papers  of  pins,  unrolled,  in 

various  colors,  and  festoons  of  button  forms,  buttons  to 
represent  leaves  and  berries  and  flowers,  made  of  spools 
in  open  rose  arrangement.  The  design  was  very  fully 

carried  out,  and  the  effect  was  nothing  short  of  remark- 
able. Everyone  who  passed  the  window  came  back  to 

stare  at  it.  It  had  the  appearance  of  having  cost  as 
much  labor  and  ingenuity  as  the  materials  were  cheap, 
and  many  expressed  wonder  that  such  an  effect  could  be 
produced  with  notion  counter  articles. 

Hair  goods,  barrettes,  etc.,  were  arranged  on  stands 
in  the  foreground  in  mathematical  designs  of  wonderful 
delicacy  and  intricacy,  so  that  a  few  steps  back  it  was 
hard    to    tell    what    the    window    contained.    A    specially 
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YOUR 
SHARE 

of  the  Holiday  Harvest 

depends  entirely  upon  your  "pre- 

paredness." You  must  have  the 
goods.  We  have  in  our  warehouse, 

READY  FOR  QUICK  SHIPMENT 

Fancy  Combs 
from  $6.00  per  dozen  to  $15.00  each. 

Hat  Pins 
from  $24.00  per  gross  to  $3.00  each. 

Hair  Goods 
"Veribest"   Hair    Clusters,    10    lines,    $7.00 

to  $36.     Switches  all  lengths  and  colors. 

Barrettes 
Complete  line  of  Hair  Ornaments  made  in 

our  own  factory. 

Fancy  Jewellery 
BROOCHES  NECK  CHAINS 

BELT  BUCKLES 

SAMPLES  ON  REQUEST 

Goods  sent  subject  to  your  approval. 

J.  ABELES 
LIMITED 

Manufacturer  and  Importer  of 

JEWELLERY  and  HAIR  GOODS 

246  St.  James  St.,     -     MONTREAL 

attractive  feature  was  the  constant  "click-clicking"  of 
the  sewing  machine.  This  could  be  heard  through  the 
window  and  was  in  itself  sufficient  to  draw  attention  to 
the  dis])lay.  When  it  is  remembered  what  an  excellent 
payinu:  dci)artmont  the  notions  make,  it  is  not  to  be 
wondered  at  that  jiains  should  ho  taken  with  such  a 
display. 

® 

Display  of  Needlework  Novelties. 

An  exquisite  culleetiou  of  imported'  enrbroideries, 
fancy  gift  articles  and  table  linens  is  now  ou  exhibition 
in  a  leading  Toronto  store. 

A  favorite  ground'work  fabric  for  these  is  natural 
colored  Shantung,  Rajah  also  being  used.  This  material 
is  stencilled  or  printed  to  form  pillow  tops  and  table 
cover-s,  and  frequently  embroiderji  adds  to  the  richness 
of  effect.  The  Robert  Simpson  Co.,  which  is  making  this 

unique  display,  frequently  causes  a  design  to  be  elaibor- 
ated  in  the  above  manner  in  their  own  workrooms.  One 

such  was  of  a  peacock  in  old  blue  (a  shade  not  far  from 
stone  blue),  on  Shantung,  fully  filling  the  space  of  a 

medium-sized  cushion.  This  was  shown  plain  and  not 

sufficiently  appreciated  so  it  was  sent  up  to  the  work- 
room to  appear  later  in  the  form,  complete,  the  crest  and 

eyies  set  with  jewels  and  the  wings  touehed  up  with  gold, 
while  the  'bill  was  embroidered  in.  It  is  one  of  the  most 
admired  pieces;  many  'being  sold. 

Small  rose-bowls  of  metal  filgree  tinted  verdegris 
green,  terra-eotta,  brass  and  other  metal  shades  are 
shown.  These  are  tiny  things,  full  of  real  buds  and 
leaves,  and  their  exquisite  perfume  never  fails. 

Another  novelty  is  a  hand^worked  raffia  stool  from  the 

Queen  Alexandra's  School  of  Needlework  at  Sandring- 
ham.  This  stool  is  of  white  wood,  and  the  raffia  top 
shows  a  quaint  Indian  pattern  in  reds  and  natural. 

The  Armadillo's  scaly  'body  makes  the  most  curious 
of  'baskets.  It  is  satin  lined,  and  the  tail  turned  back  to 
tlie  head  to  form  a  handle. 

Oriental  designs  are  still  leaders  in  emfbroidered  table 
covers,  some  being  machine  done,  but  the  purest  silfc  all 

through.  A  work-'bag  in  old  rose  satin  with  mahogany 
support  is  very  plain  and  simply  made,  also  coming  from 
abroad.  (Beautiful  work  is  seen  of  all  Canadian  make. 

and  one  specimen  of  this,  designed  and  made  in  the  store, 

is  well  wort'hy  of  note.  On  a  cushion  top  of  natural 

colored'  Bulgarian  linen  was  a  conventionalized  apricot 
tree  carried  out  in  glossy  silk  solid  stitch.  The  trunk  was 

stencilled'  in  and  outlined  with  heavy  cord.  The  marked 
leaves  a,nd  fruit  resembled  the  conventional  desi.gns  of 

the  Shand  Kidd  wall-papers,  and  natural  shade-s  of  apple 

green  and  appricot  were  used.  Colors  deepened  uniform- 
ly from  the  edge  to  the  centre.  The  cushion  was  made 

up  without  cord  or  fringe,  an  appricot-covered  plaque 
'button  of  abnui  three  inches  diameter  finishing  each 
corner  and  being  tacked  very  firmly  all  around  the  edge. 

Among  other  articles  shown,  both  in  the  regular 

department  downstairs  and  in  a  specia.Myi  fitted-up  parlor 
for  visitors  upstairs  were  the  following.  A  towel  rack, 

in  natural,  greyish  linen,  floral  em'broidered.  a  slipper 
bag.  steneiUed  in  very  dark  shades  on  serviceable  burlap, 
a  pincushion  of  fine  linen,  round,  flat  underneath  and 
only  slightly  convex  on  top,  set  in  rim  like  a  goM  photo 

frame,  and  having  tiny  claw-footed  supports,  the  cu.=.hion 
standing  about  an  inch  and  a  half  high,  complete. 

A  spool  bag  was  appealing,  as  very  easily  mad*.  A 
flat  piece  of  cardboard,  ahnnt  four  or  five  inches  long  in 
diameter  was  covered  with  moire  patterned  chintz.     Two 
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To  Improve  Your 
January  Business 
Run  a  Special  Smallwares  Sale 

In   January  of  this  year  we  drew  the  attention  of  many 
of  our  friends  to  the  importance  of  holding  a 

Special  Sale  of  Small\vares 
along  the  lines  of  other  special  sales  which  are  put  on 

by  most  retailers  in  the  early  part  of  each  year. 

We  are  glad  to  say  that  our  suggestion  drew  a 

ready  response  from  our  customers  all  over  Canada  and 

The  Special  Sale  Proved  a  Success 
with  all  those  who  tried  it. 

We  have  prepared  full  particulars  regarding  this 

sale.  Complete  list  of  the  merchandise  fully  described, 

giving  cost  and  your  selling  price. 

We  also  furnish  you  suggested  advertisements  for 

use  in  your  newspapers.  These  "  ads "  have  proven 

to  be  "pullers." 

Don't  delay.     Send  for  full  information. 

Greenshields  Limited 
Montreal 

Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 
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T  o  each  and 

every  one  of 
our  friends 

"we  wish  a  most 

prosperous 

holiday  trade 
and  a 

Very 

Happy 

C  hristmas 

THE 

W.  R.  Brock  Company, 

Montreal 

(LIMITED) 

piece;*  of  tlu'  same  aboiii  1'^  inclu's  wide  were  sliglitly 
frilled'  on  llie  edg-e,  separaud.  and  drawn  together  again 
at  intervals,  a  spool  resting-  in  v\\A\  liitU^  socket,  so  made, 
and  a  ribbon  rnnning  aronnd  the  iMiiirc  edge  and  through 
the  spools,  keeping  tluin  in  place. 

A  featnre  of  the  dii^play  upstairs  was  the  comfortable 

liltle  white  ratlan  h'uman  seats,  and  the  general  sugges- 
tion of  ease  and  invitingness  which  they  gave.  Carelessly 

thrown  over  them  were  scarves  and  covers,  and  many 
cushions  had  thus  a  natural  display  medium.  A  yioung 
lady  is  stationed  there  daily  at  work  on  a  piece  of  typical 
embroidery. 

® 

These  Lines  Selling  Well  for  Christmas. 

Much  em'broidery  andi  knitting  is  dione  throughout  the 
country  at  this  time  of  year,  and  j-anis,  silks  and  stamp- 

ed goods  are  correspondingly  good.  Tie  and  towel  racks 
are  good  novelties.  Stencilled  pillow  covers  and  scarfs, 
stamped  scrim  and  all  greyish  and  natural  linens  are 

good.  Burlap  continues  in  hig'h  favor  on  all  sides,  and 

much  fi'inged  goods  are  seen,  both  self-fringed  and  sewed 

on. 

Hair  goods  in  strand  'ba,rrettes  and  combs,  with  rhinc- 
stone  settings,  are  selling  well.  More  expensive  numbers 

will  now  come  into  demand.  Hat-pins  also  show  great 
popularity  of  rhinestone  settings. 

Men's  scarf  pins  and  link  sets  are  asked  for  in  flat, 
oval,  gilt  finish  styles,  with  engraived  monogram.  Matched 
and  boxed,  they  retail  at  $1  and  are  leaders  in  their  line. 
Other  tie  pins  show  dull  jewel  settings. 

The  toy  seller  is  now  doing  the  trade  of  the  year,  and 
the  towns  are  no  whit  behind  the  city  in  this  respect.  All 

up-to-date  numbers  sell,  Esquimaux  dolls  having  a  record 
run  just  at  present.  Mechanical  toyis  are  a  feature  which 

grows  more  prominent  from  year  to  year,  prices  'being 
wonderfully  cheap.  A  one-dollar  line  of  fur-clad  doll 

baibies  said,  "Oh,  ma,  ma!"  quite  distinctly.  These  were 
already  nearly  all  sold. 

® 

Effective  Embroidery  Displays. 

Many  stores  make  their  initial  showing  of  the  new 
season 's  embroideries  at  the  January  sale.  The  store  that 
does  a  high-class  trade  finds  to  its  interest  to  show  em- 

broideries early,  as  customers  are  usually  more  taken  up 
with  novelty  and  beauty  of  design  and  fabric,  and  the 
fact  that  the  patterns  are  those  fashion  is  endorsing  for 
the  coming  season,  than  with  the  reduced  price  question. 
The  trimmer  for  the  high-class  store  has,  therefore,  to  do 

extra  planning,  and  to  exert  himself  more  than  he  ordi- 
narily does  in  the  executing  of  window  displays  in  order 

to  show  these  goods  to  the  satisfaction  of  the  buyer  for 
this  department. 

A  very  unusual  and  attractive  way  to  show  wide, 
embroidery  flouncings  is  to  cut  circular  foundations  from 
cardboard,  30  in.  in  diameter,  and  cover  them  with  colored 
muslin  or  paper.  These  circles  are  tacked  to  wooden 
stands  of  different  heights.  The  embroideries  are  laid  in 
pleats  which  are  all  pinned  together  at  the  inner  edge. 
This  pinned  part  is  placed  in  the  centre  of  the  cardboard 
circle  and  is  fastened  there,  and  the  embroidered  edge  is 
let  loose  in  fan  effect  to  cover  the  circle.  The  end  of  the 

embroidery  is  brought  down  and  wound  around  the  up- 
right of  the  stand.  A  yellow  price-ticket  is  placed  in  the 

centre,  not  only  to  give  the  price  but  to  add  a  finishing 
touch  that  suggests  a  large  daisy. 
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SOLE  REPRESENTATIVE    FOR 
U.S.A.  AND  CANADA  : 

JOHN  BING 
381   Fourth  Avenue,  New  York. 

Tel.  No. 
Madison  Sq.  3577 

Dear  Sir: 
If  you  are  a  buyer  of  dolls  or  other  toys,  you  will  do  well 

to  inspect  our  goods  at  381  Fourth  Avenue,  before  buying  elsewhere. 
We  are  positively  able  to  show  you  the  best  assortment  and  at 

prices  that  will  effect  a  great  saving  on  your  season's  order. 
Write  to-day  to  make  an  appointment  for  January. 

Yours  very  faithfully, 
LOUIS  LINDNER  &  SONS. 

John  Bing, 

Sole  Representative 
United  States  and  Canada. 

MORE  NOVELTIES You  can  always  expect  them 
From  BURNET  &  TEMPLE,  Limited 

<X)T\r? 
0  09 

i^mmmm 
Wireless 
Hairframe 

air 

Four    Patterns  Only.       Send  Sample  Order. 
To  Retail  at  25  Cents. 

The    Cleanest  and    Lightest    Frame    in    Existence 

Patent  Applied  For,  -  Wholesale  Only. 

ALMOST    INCREDIBLE 
Boxes   of  neat    Curls     Oi?    centm  per  box 

to  retail  at 4  curls  In  box 

Gable  Now 

1  gross 
Assorted 

ii*ihHyw#;wai^--;,v^hatiifeJda>iaaM 

Curl  and  purr 

rouiKiaiioii. 

Natural  Shades,    Smart  Boxes. 

SHVITARY.    eXQUISITELY    MiO     ^ 

BURNET  &  TEMPLE.   Limited    (Oceans  of  Notion?) 

3  &  4  Fitch ett's  Court,    London,  E.C.     Cables :  "  Hairnets." 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers, 
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ALL 

"THE  BEST   PEOPLE" 
IN  THE  TRADE  ARE  ORDERING 

ABEL 

MORR ALL'S 

"Y. 

\
^
^
 

i^ 

"V 

Q^^
 HAT-PINS 

STOCKED    BY   ALL   LEADING   JOBBERS 

Show  your  customer  how 

to  avoid  his  or  her  collar  and 

lie  troubles  by  using  the 

"OXFORD" 
Necktie   Holder 

Sell  the  Latest  and  Best  De- 

vice for  Collar  Comfort  and 

Tie  Simplicity. 

The  "Oxford"  does  away  with  the 
usual  pulling  and  tuerginif  in  adjust- 

ngr  the   lie    then  fold  collar.      The 
lie  is  tied  upon  the 
Holder  to  suit  the 
wearer's  own taste.  It  is  then 
always  neat  and 

natty,  and  is  ad- 
justed in  the  col- lar in  a  second. 

Its  construction 
and  operation  are 
so  simple  that  it 
appeals  to  your 
customer  in- stantly. 

l-inished  in  eold- 
plate  and  retails  at 
25c.  each.  Put  up 

i  doz.  in  a  hand- 
some display  box. 

The  "Oxfo'tt'' makes  a  use- 
ful aift.  One 

that  you  can 
sell  with  every 
box  or  Christ- 

mas neck- 
wear. 

Order  n'>w. 
Price  SI./.S  per  doz 

The  Oxford  Novelty  Mf^.  Co., 
Sole    M  inufaclurers 

l4.>H7Hiill)rrrr  St.,  VewYork. 

Your  Opportunity! 

Take  Advantage  Of  It! 

THE  MacLean  Pi:blishing  Company  are  continually 
ofFering  their  local  representatives  better  and  more 

substantial  opportunities. 

Have  you  ever  stopped  to  consider  these?    They  offer : 

I    An  excellent  training  in  Salesmanship. 

2.  To  live   men,    one  dollar   per    hour    for   every 

hour  of  their  spare  time. 

3.  Promotion   to   the  regular   circulation    staff  of 
the  MacLean  Publishing  Company. 

The  MacLean  circulation  organization  is  the  largest 

organization  of  its  kind  in  Canada.  It  is  composed  of  the 

highest  priced  circulation  men  in  Canada — the  best  sales- 

men of  the  country,  many  of  whom  got  their  first  training 

while  acting  as  local  representatives. 

Persons  acting  in  this  capacity  come  in  contact  with 

the  best  men  in  Canada.  A  greater  experience  could 
not    be   wished   for. 

If  you  want  to  be  a  100  point  salesman,  if  you  want 

to  train  so  as  to  be  qualified  for  bigger  positions  later, 

write  us  to-day  ! 

OWEN  SOUND,  Oof.   Back  View  Tie  Ad.ched 

MacLean  Publishing  Co.,  Ltd. 
143-149  University  Ave.         -         Toronto 

Please  mention  The  Revieiv  to   Adi'crtisers  and  Their  Travelers. 
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StrehFs  Hair  Goods 
are  known  to  be  the  best  and  have  for 

many  years  borne  this  reputation. 

We     are    headquarters    for 

SWITCHES 
and  recommend  the  follow- 

ing as  special   good  sellers : 

WAVY  SWITCHES 
Jo. 

01 
02 

Weight 
Uoz. 

2    oz. 

Length 

18  inch 

20  inch 

Each 
Postpaid 

Sl.3.5 

1.6') 

Per 

Dozen 

$15.00 

18.00 

03 2    oz. 22  inch 
2.10 24.  to 

04 2   oz. 
24  inch 2.65 

30.00 

05 
2ioz. 24  inch 3.15 

36.00 

06 3   oz. 26  inch 
4.15 

48.00 07 

3    oz. 28  inch 4.65 

.54.00 
08 

3  oz. 30  inch 5.65 
66.00 

09 

3i  oz. 

32  inch 6.65 
78.00 

The  above  come  in  assorted  colors. 

In  sending  special   orders,  mail  full  length 
sample  of  your  hair,  cut  near  roots. 

Wriie  for  new 
Price  List. 

WrlimRGrehl  Co. 

34  MONROE  ST.,    -     CHICAGO 

Important  Notice! 
UNITED  TOY  FACTORIES, 

WALTERSHAUSEN. 

A   Well-known   Concern  under  a 
New  Name* 

We  are  recognized  as  being  the  leading  firm 
for  high  class  single  piece  and  set  furniture. 

■^■?,^>>  ""*'****'*******■*'***•**  A  A  Xiii  XV  A  :Vi^i> 

Please  call  and  see  our  full  Hue  of  samples 
at  our  new  sample  rooms 

381  Fourth  Ave,  New  York. 
JOHN  BING, 

Sole  Representative  for  I.  S.  and  Canada. 

Made  in  all  Human  Hair  Shades  to  tone  with  the  hair  of  the  wearer,  the  Net  being  quite  invisible  whilst  keeping  the  Coiffure  in  place  without  flattening. 
5  Sn;3-R20,  Medium         R  22,  Large        K  23,  Extra  Large        R  24,  Allover        R  26,  Superfine 

ROSF.N  WALD  BROS.,  Sole  Manufacturers  and  Patentees,  London.  Pari*  and  Vienna.    Makers  also  of  every  kind  of  Hair  Nets,  Hair  Frames,  HairRoUs.^etc 
Sole  Agents  for  Canada:  DIECKERHOFF,  RAFFLOER  &  CO.,  Limited,  Cor.  Simcoe  and  Wellington  Sts.,  Toronto,  and  525  St.  Paul  St.,  Montreal 

We  stock  every  line   of   LACE   and    EMBROIDERY 
trimmings  suitable  for  manufacturers  of 

Ladies'  Garments  and 
Neckwear. 

Buy  from  us 

and  you  deal  with  the  manufac- 

turer and  you  SAVE  the  middleman's  profit. 
Montreal  Representative,  JOHN  lUcBOYLE,  31t  Corlstine  Building. 
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ART  OF  DISPLAY  AXD  STORE  EOUIPiMENT 

Joint  Plan  Works  Very  Well 
Mutual    Help    Results    From    Sharing    Rent, 

Heating  and  Lighting    Expenses  —  Dove- 
tailing   the    Dull   Seasons. 

POKT  HOPE  contains  aii  instance  of  h
ow  iwo  separ- 

ate businesses  can  be  run  under  one  roof  without 

in  the  least  over-lapping,  and  prove  mutually  pro- 
fitable.   The  store  is  run  by  the  Misses  Millward, 

one  occupying  the  front  part   with  fancy  goods  and  no- 
tions, and  the  other  having  a  fine  millinery  trade  in  the 

back  of  the  store. 

Many  people  are  under  the  impression  that  profits  and 

losses  are  shared,  but  this  is  not  the  case.  Each  business 

is  run  quite  independently  of  the  other.  An  archway 

turns  the  back  half  of  the  store  into  an  alcove,  and  this 

is  lighted  by  a  sky-light,  showing  the  hats  in  fine  relief. 
Of  the  two  front  windows,  each  section  uses  one.  Only 

the  rent,  heating  and  lighting  expenses  are  shared. 

The  Misses  Millward  are  firm  believei"s  in  the  value  of 

advertising,  and  in  right  location.  They  are  on  a  main 

street,  facing  the  other  principal  stores. 

A  Small  Beginning. 

The  milliner  started  business  eight  seasons  ago,  with 

neither  help  nor  capital,  except  brains  and  perseverance 

and  a  name  which  people  were  willing  to  trust.  In  her 

first  season  she  made  $600  gross,  and  the  amount  has 

since  risen  by  leaps  and  bounds  each  season  to  more  than 

ten  times  that  sum.  She  attributes  her  success  to  various 

agencies.  All  current  periodicals  are  carefully  looked 
over  and  credit  accounts  watched,  though  not  hurried. 

This  milliner  believes  in  bearing  the  first  loss  of  clearing 

out  a  "stale"  stock  at  almost  any  price  when  stock- 

taking in  August  and  in  January.  Dull  times  in  Febru- 

ary are  used  to  make  up  mourning  hats,  for  which  a  cer- 
tain demand  is  sure  to  be  felt.  Old  models  are  ripped 

and  utilized  on  newer  shapes.  Customers  of  the  wealthy 
class  are  catered  to  with  a  line  of  hats  not  generally  put 

on  view,  and  no  duplicates  are  sent  out.  Miss  Millward 

keeps  a  full  stock  of  ready-to-wears,  as  they  are  much  in 
demand  in  her  trade.  Of  these  she  never  makes  display 

with  less  than  100.  Her  workroom  stands  ready  to  tui-n 
out  a  hat  in  a  few  hours  during  the  rush  time. 

Besides  the  above.  Miss  Millward  believes  in  adver- 

tising, and  "The  Guide,"  of  Port  Hope,  carries  a  daily 
ad.  changed  three  times  a  week. 

The  way  in  which  co-operation  has  helped  is  in  the 
millinery  and  hair  goods  lines.  The  latter  are  kept  by 
the  elder  Miss  Millward,  occupying  the  front  of  the  store. 

It  is  worthy  of  nate  that  the  slack  time  of  one  sister, 
that  is,  about  Christmas,  is  the  busiest  period  with  the 
other.  This  keeps  a  stream  of  people  entering  the  store 
all  the  time,  thus  greatly  helping  both.  The  rule  works 

both  ways,  as  early  Spring  and  Fall,  when  millinery  open- 
ings are  held,  is  a  slow  time  in  fancy  work. 

A  third  sister  has  been  of  great  use  by  her  talent  in 

making  up  fancy  goods,  one  embroidered  cushion  fre- 
quently selling  fifteen  or  twenty  stamped  patterns,  espe- 

cially at  this  season. 

Still  another  advantage  which  the  combination  gives 
is  in  solving  the  help  problem.  Instead  of  allowing  all 

the  millinery  hands  to  leave  in  «laf'k  tiroes,  is  is  widely 

(lone,  siuiu'  ar(  retained  and  employed  in  making  up  fancy 

jl'oiitls  from  odds  and  ends  of  stock,  or  in  the  Christmas 

rush.  Their  waji'cs  arc  llicn  trans t'orrcd  from  one  sister's 
account   to  the  other's. 

Trade  Papers  Assiduously  Read. 

Besides  the  above.  Miss  ̂ lillward.  milliner,  believes 
(irmly  in  the  value  of  the  trade  newspaper.  She  makes 

a  study  of  the  modiols  depicted,  and  frequentlji  uses  them 
in  consultation  with  women  customers.  Another  secret 

of  her  success  lies  in  her  handling  and  going  through  her 

own  slock,  depending  on  herself  onlj-'  in  this  respect,  and 
knowing  exactly  what  she  has  and  where  she  stands.  She 
also  buys  everything  herself,  a,nd  so  can  avoid  repeating 

high-class  novelties  or  special  style  features,  a  thing  to 
be  carefully  avoided  where  townspeople  know  each  other 

by  sight  and  name. 

The  Message  from  Santa. 

J.  F.  Cairns,  Saskatoon,  began  early  to  attract  the 
attention  of  the  young  people  to  the  fact  that  his  store 
would  be  headquarters  of  Santa  Clans.  On  Nov.  9th,  he 
run  in  his  advertisement,  in  typewritten  form,  a  message 

purporting  to  be  from  St.  Nicholas,  as  follows:  "Have 
just  shipped)  a  solid  carload  of  toys,  dolls  and  holiday 
goods.  Make  room  to  receive  same.  Will  make  your 

store,  as  usual,  my  headquarters  while  in  Saskatoon." 
"This  wireless  message,"  states  Cairns,  "was  re:ceived 
from  Santa  Glaus  a  few  days  ago,  which  means  we  have 

got  to  get  good  and  busy  to  make  room  for  this  carload. 

This  message  also  means  'to  every  little  boy  and  girl  in 
Saskatoon,  that  from  now  on  they  will  have  to  be  on 
their  very  best  behavior,  as  that  cute  old  fellow  will  have 
his  eagle  eye  on  you  and  mark  down  all  your  bad  deeds 
in  that  wonderful  book  of  his.  You  know  Santa  never 

calls  on  bad  little  boys  or  bad  little  girls — so  be  good — 

'just  as  good  as  any  little  girl  or  boy  can  be.'  " 
This  form  of  adivertising  effeetively  introduces  the 

Christmas  spirit  among  the  little  folks  and  cannot  fail 
to  make  the  store  a  centre  of  attraction. 

Hair  Goods  for  Parted  Coiffure. 

The  popularity  of  the  parted  coiffure  or  coiffure  very 
flat  on  top  is  shown  by  the  arrival  of  pads  both  in  waved 
style  on  wire  frames  and  in  the  regulation  pad  style  in 

parted!  shapes,  with  only  a  small  hair-bound  wire  running 
between  the  two  large  side  sections.  Some  are  unevenly 
divided  for  the  side  parting,  others  simply  halved  for  the 
part  on  lop.  These  pads  are  high  style  and  are  equally 
useful  for  the  coiffure  which  shows  curls  over  each  ear, 
but  no  fullness  at  the  back. 

iStrand  and  buckle  bai-rettes  and  comb  sets  are  lead- 

ing lines. 

The  annual  meeting  of  the  Chatham  Retail  Merchants' 
Association  was  held  recently,  when  the  branch  was  re^ 
orga,nized  for  the  coming  year.  The  increase  in  the  asso- 

ciation fee  from  $2  to  $5  has  resulted  in  a  smaller  mem- 

bership, though  the  list  includes  a  good  number  of  en- 
thusiastic workers.  The  following  officers  were  elected: 

President,  T,  Walter  Poile;  first  vice-president,  Harry  A. 
Andrew;  second  vice-president,  W.  M.  (rrant;  secretary, 
J.  H.  Kadwell;  treasurer,  H.  G.  Hodges;  auditors.  A.  D. 
Wcstman  and  John  MeCorvie. 
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Your  Xmas  Trade  Will  Be  Booming 

if  you  have  fallen  in  line  with 
the  wise  retailers,  and  are 

featuring  the 

BRADLEY 

Fuil- Fashioned 

MUFFLER 
WITH   THE   V   SHAPED 

NECK 

(The  part  that  fits) 

To  boost  your  "Bradley"  sales  still  further  this  Christmastide, 
we  are  putting  up  each  Muffler  in  a  most  attractive  box,  as 
illustrated,  which  makes  it  a  still  more  acceptable  gift. 

Be  sure  and  feature  the  '"Bradley"— the  only  muffler  which  fits 
perfectly,  and  will  not  wrinkle  up  on  the  neck.  We,  moreover, 

protect  your  profits  stipulating  that  the  Bradley  muffler  must 
not  be  retailed  for  less  than  50  cents. 

The  V-Feature  of  the  "Bradley"  is  fully  protected  by  patents. 
Don't  delay!     Send  your  order  along  to-day. 

Monarch  Knitting  Company,  Ltd 

Buffalo, 
H.Y. 

St.  Catharines, 
Ont. 

Head  Office Dunnville,  Ont. 

Please  mention   The  Reviciv  to    Ad-rertisers  and  Their  Trax'elers. 
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If,  during  the  holiday 

rush,  you  should  find 
yourself  short  of  a  line,  write  us. 

You  will  get  it  by  return  if  it  is  in 
Montreal. 

You  customers  will  want  Christmas 

ties  and  braces  in  individual  boxes.  We 

have  them  now. 

THE  W.  R.  BROCK  COMPANY,  (LIMITED) 
MONTREAL 

Please  mention  The  Reviezv  to    Advertisers  and  Their  Travelers. 
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SIAR 
BLOUSES,  SHIRTWAISTS 

SUITS,  ffl^HJTEWEAR 

■  f  BtlN^VoNTABio 

Not  only  have  Ave  the  largest  factory  m  Canada,  making 

exclusively  Blouses,  Whitewear,  Dresses  ana  AA' ash  Suits, 
tut  our   line   of   STAR   BRAND    GARMENTS    has   a 

nattiness,  daintiness  and  style  that  has  made  it  a  firm 

favorite  \vith  the  particular  dresser ! 

Don't  fail  to   see   our  full  range  of  Spring  Sam^/es. 

Send  us  a  {>ostal   if  you   don't  get  a   call  in  jilenty   of  time. 
BERLIN, 

The  Star  Whitewear  Manufacturing  Co.,    ont. 
Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 



Modified   Norfolk    in    Coats 
Suit  Coats  Show  Box,  Mannish  and  Empire 

Styles  —  Effect   of    Coat    and    Sleeve 
in  One    Prevails. 

SIMPLE  tailormades  were  worn,  for  the  most  part, 
by  the  fashionable  women  who  attended  the  re- 

cent aviation  meet  in  Belmont  Park,  New  York. 
Suit  coats  for  the  most  part  varied  in  length 

from  twenty-seven  to  thirty  inches.  The  Norfolk  coat 
was  very  well  represented,  but  on  entirely  new  lines.  In 
most  instances  the  conventional  box  pleats  were  omitted 

and  in  their  place  slot-seams,  or  lieavy  lap  seams,  were 
used,  in  which  case  the  belt  was  held  in  place  by  straps 
the  same  width  as  the  seams.  Alliiost  to  a  coat,  they  were 

cut  with  peplums,  and  were  worn  with  plain  four,  five,  or 
six-gored  skirts,  cut  on  tight-fitting  lines. 

A  well-known  society  woman  of  the  younger  set  wore 
a  suit  of  this  character,  made  of  heavy,  mannish  blue 
serge,  completed  by  an  absolutely  plain  sailor  hat  and  one 
of  the  popular  Angora  scarfs. 

Another  coat  style  very  largely  represented  was  the 

short  bo.x-coat.  It  seldom  appeared,  however,  in  the  plain, 
conventional  lines,  but  in  almost  every  instance  was  cut 
with  novelty  seams,  collar,  cuffs  or  straps,  and  was  usually 
worn  with  a  skirt  showing  some  modification  of  the  "hob- 

ble band. ' ' 

Hopsacking,  Homespuns  and  Serge  are  Used. 
The  Empire  coat  wa.s  also  noticeable,  appearing  not 

only  in  light-'weight  repps  and  silks,  but  in  the  heavier 
weight  materials,  such  as  hopsacking,  homespun  and  sergie. 
In  many  instances,  the  front  of  the  coat  was  cut  with 
lines  only  carrying  a  hint  of  the  Empire,  while  the  back 
had  a  decidedly  Empire  section,  with  plain  sections  at 
the  side.  One  bolero  was  seen,  but  it  had  no  distinctive 
features. 

There  was  absolutely  no  fullness  at  the  top  of  the 
sleeves,  and  in  some  instances  trimmings  of  narrow  surah 
silk,  Bengaline  or  braiding  were  used  directly  over  the 
top  of  the  sleeves.,  doing  away  with  any  possibility  of 
fullness,  and  giving  as  nearly  as  possible  the  body-aud- 
sleeve-in-one  effect,.  This  feature  was  noticed  in  many 
of  the  smart  tailor-made  coats  and  wraps,  of  such  fabrics 
as  wool-back  satin,  ratine,  velveteen  and  corduroy.  The 
feature  of  the  body  and  sleeve  in  one  was  also  combined 
in  several  instances  with  Empire  lines,  with  very  happy results. 

Large  revers  were  seen  on  a  great  many  models,  and 
one  interesting  feature  was  the  use  of  a  broad  rever  of 
the  material  of  the  garment,  extending  under  a  shawl collar  of  satin  or  moire. 

® 
Looser  Separate  Coats. 

The  separate  coats  worn  were  all  cut  on  much  looser 
hnes,  and  a  noticeable  feature  was  the  wearing  of  loose 

piAo  coats  over  suits  of  home-spun  and  velvet,  some  of 
which  were  trimmed  with  fur.  Many  coats  were  seen 

with  the  tbody  and  sleeves  cut  in  one,  and  many  of  them 
were  developed  in  velvet  or  ratine. 

A  very  noticeable  garment  was  of  heavy  black  satin, 
with  large  collar,  and  cuffs  of  the  same  fabric,  finishing 
the  three-quarter  length  sleeves.  The  coat  was  cut  square 
in  front,  and  the  fronts  were  turned  up  and  fastened  mili- 

tary fashion  with  large  buttons  and  satin  straps.  The 
lining  was  of  black  satin,  but  in  Paris  coats  made  in  this 
fashion  have  contrasting  linings. 

Banded  Skirts  in  Great  Favor 
The    "Hobble"    is    Gone,  but  the  Trimming 

Band    is    Its    Legacy  —  Straight    Falling 
Skirts  and  Tube  Effects  Predominate 

The  most  noticeable  feature  in  skirts  is  the  wonderful 

modification  of  the  hobble  band.  In  a  large  number  of 
cases  the  band  appeared  at  the  side,  being  broken  in  front 

by  a  single  box-pleat,  and  at  the  back  by  a  double  one.  A 
great  many  six-gored  skirts  were  seen  with  the  hobble 
band  in  novelty  outlines,  broken  in  front  and  back  by  box- 
pleats,  and  again  at  the  sides  by  an  inverted  pleat,  which 
was  caught  together  by  buttons  and  loops,  or  allowed  to 
fall  loosely.  In  the  maijority  of  cases  the  skirt  was  not 
gathered  into  the  hobble  band,  the  band  being  used  more 
as  an  applied  hem.  The  tendency  seems  more  toward 
skirts  with  an  even  number  of  gores  than  those  of  the 
five,  seven  or  nine-gored  variety.  The  four-goredi  skirt 
was  very  much  in  evidence  and  was  often  trimmed  with 
a  band)  of  fur  on  the  hem.  The  width  of  skirts  very  from 
two  'to  three  yards. 

Novelty  Hanging  Panel. 

One  of  the  most  interesting  features  was  the  number 
of  skirts  seen  with  loose-hanging  panel  at  the  back.  This 
was  used  on  skirts  with  the  long,  straight  over-skirt,  or 
with  the  popular  app'ied  band,  and  the  loose  panel  in either  case  broke  the  straight  line  across  the  back.  It 
was  generally  stitched  to  well  below  the  hips,  and  then 
hung  down  entirely  free  from  the  skirt.  It  was  shown 
both  plain  and  broken  by  pleats,  and  at  the  lower  end)  it 
was  either  straight  across  or  cut  out  in  fish-tail  outline. 
Some  of  these  back  pieces  were  buttoned  on  and  the  skirt 
could  be   either  worn  with  or  without   them. 

The  new  three-piece  over-skirt  was  also  noticed  on 
many  tailor-made  suits.  It  came  in  the  majority  of  cases 
to  within  six  inches  of  the  bottom  of  the  skirt,  and, 
strange  to  say,  it  did  not  seem  out  of  place  In  heavy  suit- 

ings. Among  the  more  extreme  novelties  were  the  tube 
skirts,  cut  all  in  one  piece  and  with  the  seam  on  the 
left  side  of  the  front.  This  skirt  is  very  straight  indeed 
and  is  fitted  at  the  waist  by  eight  or  ten  clusters  of  tiny- tucks  over  each  hip,  or  by  three  darts  on  each  side  stitched 
to  give  a  slof  seam  effect,  and  finished  by  crow's  feet,  or else  shrunk  to  fit,  and  having  no  seam  at  all. 
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Another  Year 

Just  About 
Gone ! 

Made  as  much  money  as 

you  would  like  to  have  made? 

Xot  quite. 

Why  not  think  now  about 

next  year,  and  determine  to 

bring  sales  and  profits  nearer 

to  the  point  you  would  like 
to  see  them  ? 

A  children's  dress  depart- 
ment will  help. 

Other  merchants  have 

found  that  it  has  helped  a  lot. 

With  Home  &  Watts' 
dresses  you  would  have  the 

same  experience. 

Give  our  travelers  a  chance 

to  tell  you  some  interestino- 

facts  about  a  Home  &  Watts" 

children's  de]:)artment.  Come 
into  our  factory  and  see  our 

goods  and  how  they  are  mad..\ 

or  send  for  a  sample  open 
order. 

Either  course  will  be  satis- 

factory to  you  and  to  us. 

Home  CgL  Watts 
LIMITED 

Misses'  and  Children's  Dress  Specialists 

DUNCAN   AND  ADELAIDE  STS. 

TORONTO 

Skirt  Slashed  at  Sides. 

Tlie  new  skirl,  whioli  has  opening's  :U  ilie  sides  to 

show  ihe  J'oet.  was  also  seen.  This  dij  not  have  the  ex- 
ireiue  lini'S  thai  made  the  sheath  skirt  so  ridiculous  a  few 

seasons  ag-o.  It  was  ent  with  four  or  six  gores,  and  fni- 
ishod  wit'h  a  fuui-iin-h  hcni.  The  sides  were  lapped  and 

ihe  on!y  portion  eni  away  was  i'roni  tlie  top  of  tlie  heqa 
10  the  bottom  of  the  skirl,  tliis  cut-away  section  having 

an  outline  oC  a  hall'-scalhip  on  each  side  ol'  the  seam. 
A  suit  that  was  very  chie  and  that  atlratted  much  in- 

terest, because  of  its  'beauty  and  style,  was  of  seal-'browu. 
W(iol-ba,cked  satin,  trimmed  with  sealskin.  T'he  skirt  was 
cut  with  a  wide  front  panel,  which  extended  round  to  the 
back  in  tab  effect,  and  which  con.fined  the  fullness  of  the 

circular  l)ack  panel.  The  coat  was  cut  on  similar  lines, 

tlie  front  being  carried  around  to  the  ibaek  and  fastened 
over  onto  the  back  panel  with  satin  buttons. 

New  Corset  Lines  for  Spring 
Some  Models  Show  Curves  Again,  but   Many 

Women  are  Wearing   Brassieres  and  Hip 

—  Slender  Outline  Prevails. 

Although  the  corset  manufacturers  are  puttingi  out 
corsets  showing  the  smaller  waist  and  decided  hip  curves, 
the  high  style  idea  is  the  uneorseted  figure.  A  leading 

French  couturier  requests  his  mannequins  to  remain  un- 
eorseted if  their  figures  are  slender  enough  to  bear  it,  and 

if  a  corset  is  worn  at  all,  it  must  be  of  the  soft,  tricot variety. 

A  few  fashionable  women  of  slender  'build  are  dJs- 

pensino-  with  corsets,  and  are  wearing  instead  hip-confiners 
and  brassieres.  Hip-confiners  follow  closely  the  natural 
lines  of  the  figure.  The  expensive  models  are  of  tricot, 

and  the  cheaper  ones  of  eoutil.  They  are  cut  like  a  cor- 
set skirt,  and  lightly  boned,  the  waist  being  finished  with 

a  heavy  elastic  ba,nding,  and  they  are  held  down  by  jar- 
telles  at  the  side,  front  and  back.  Some  models  fasten 

in   front,  while  ot'hers  are  laced  up  the  'back. 
With  the  confiners,  a  perfectly-fitting  lirassiere  must 

be  worn. 

This  is  setting  a  pretty  strong  pace  for  the  woma,n 
that  has  even  the  slightest  tendency  to  stoutness,  and 
this  fashion  tendency  in  the  direction  of  the  uneorseted 
figure  means  that  extra  care  will  be  required  to  provide 
fur  medium  and  stout  figures.  It  means  the  continuance 

of  the  long-hipped  models,  and  that  particular  efforts  will 

have  to  'be  mad'C  by  the  manufacturers  to  make  them  more 
comfortable  wdien  stooping  or  standing. 

It  must  be  remembered  that  the  hipless  figure  is  the 

first  requirement  of  fashion,  and  'to  gain  this  effect,  the 
small  waist-line  is  ruthlessly  sacrificed.  This  figure  is 
extremely  youthful-looking,  and  no  matter  what  changes 

ciJine  with  the  New  Year,  women  are  siir-e  to  cling  to  the 
s  im,  straight-figure  effect. 

Meeting  Corset  Competition. 

One  trouble  the  smaller  I'etailcr  often  has  to  meet  is 
the  prejudice  many  women  have  in  favor  of  a  made-to- 
order  corset  when  any  price  over  $3.50  or  ?4  is  paid. 
The  agents  fc^r  fitted  corsets  make  the  fact  that  they 
fcdlovv  all  the  lines  of  the  figure  one  of  their  especial 
strcng  talking  points,  and  good  wearing  qualities  Js 
jinother  and  on  both  these  points  they  are  right. 

Rut  it  is  because  the  corset  is  made  to  fit  the  wo' 
man,    liad    lines    imperfections    and    all,    that    a     woman 
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e  have 

ipsed all    former   trading   in   the   year   that  is  past, 

and  in  thanking  our  many  customers  for  their 

iberal  support,  take  this  opportunity   of  wishing 
one  and  all  a 

AND  A 

©rigf)t  anb  prosperous!  Qeio  Q^ear 

Eclipse  Whitewear 
Co.,  Limited 

Toronto 

Please  mention  The  Review  to  Adz'crtisers  and  Their  Travelers. 
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Skirt  Talks 

No.  4 

Sonio  merchants  run  their  husiness  on  the 

Fusli-Cart  Pohcv— they  sell  things  that  sccin 

cheap,  but  which  are  in  reality  clear.  And  the 
customer  soon  findis  it  out. 

Others  get  good  prices  for  goods  that  are 

really  good;  that  will  give  satisfaction — and 
their  business  flourishes. 

\\'t  don't  want  to  do  business  with  the 
Push-Cart  man, 

Livingston  &  Scott  skirts  do  not  appeal  to 
that  kind  of  a  merchant. 

They  do  appeal  to  the  honest,  conscientious 
man  who  realizes  that  his  own  best  interests 

demand  that  he  must  give  his  customers  value ; 

that  he  sell  them  goods  which  they  will  be 

pleased  with  six  months  or  a  year  after  the 

purchase. 

These  skirts  give  satisfaction  because  they 

are  made  riglit.  from  good  materials,  and  pass 

a  rigid  inspection  before  they  leave  our  fac- 
tory. 

They  are  not  cheap  skirts  in  the  ordinary 

acceptance  of  the  term,  but  they  are  worth 

every  cent  you  pay  for  them,  and  what  is  more, 

you  can  make  a  good  j)rofit,  and  retain  the 

good-will  of  the  woman  who  buys  them. 

Isn't  that  worth  something? 

There  is  a  simple  way  to  find  out  if  what 

we've  said  about  our  skirts  is  true.  .Send  for 

a  sampk  order;  a  small  one.  We'll  take  our 

chance  on  the  bigger  orders  after  you've  seen 
the  garments. 

Livingston  &  Scott 
Clendennan  Avenue 

TORONTO 

should  not  wear  a  made-to-oi\Jer  corset.  If  the  woman 
who  wears  a  niade-to-order  corset  has  a  bad  line,  if 
one  hip  is  a  little  higher  than  the  other,  the  hips  are 

two  broad  or  the  waist  too  flat,  or  any  other  imper- 
fection the  made-to-order  corset  follows  them  all-  Noi' 

is  this  all.  Because  they  are  not  conected  these  wrong 

linos  s-et  worse  and  with  each  pair  of  corsets  the  Pgiire 
sets  further  and  further  from  normal. 

When  an  experienced  fitter  takes  such  a  figure  in  hand 
she  chooses  the  corset  the  manufacturer  puts  out  to 

correct  any  faults  she  observes.  If  the  corset  is  iiro- 
perly  made  and  properly  fitted  it  will  minimize  any 
fault  of  figure,  and  at  the  same  time  the  wearing  of  the 
corset  will  gently  help  to  correct  these  faults. 

These  are  arguments  the  merchant  should  make  use 
of  not  only  in  selling,  but  in  advertising  corsets.  If  he 
has  a  good  fitter  in  his  department,  and  at  least  one  of 

his  sales-girls  should  be  qualified  in  this  respect,  and  if 
his  stock  is  properly  bought  he  will  soon  be  able  to 

show  up  the  faults  of  the  made-to-order  corset. 

These  Sales  Developed  Business. 
To  find  out  whether  Saturday  evening  sales  of  suits, 

waists  and  other  ready-to-wear  garments  would  be  as 
prolific  of  results  as  sales  of  notions,  hosiery  an^  other 

small  items,  a  merchant  made  an  experiment.  A  Satur- 
day evening  sale  of  suits  was  first  advertisied  at  special 

prices,  from  G.30  to  9.30,  and  the  next  week  a  special 
lot  of  skirts  was  put  on  at  the  same  hour.  The  third 
week  lingerie  blouses  and  waists  in  three  special  lots 

were  the  feature.  The  success  of  the  experiment  was  evi- 
dent from  the  moment  the  first  sale  opened.  Out  of  100 

suits'  hung  on  the  racks,  there  was  only  one  left  by  V.30 

o'clock,  the  whole  lot  having  been  cleaned  out  in  an  hour. 
The  shirtwaist  and  lingerie  blouse  sale  was  regarded 

by  the  house  as  one  of  the  best  crowd-bringing  ideas  ever 
inaugurated  by  the  house.  The  facts  that  the  family  pay 
envelope  usually  is  received  on  Saturday  afternoon,  and 
that  Saturday  evening  is  a  period  of  relaxation  and 
leisure  with  a  day  of  rest  in  prospect  are  ascribed  as 
reasons  for  the  success  of  the  Saturday  evening  sales. 

Another  idea  in  which  this  house  has  great  faith  is 
the  Friday  apron  sale  with  a  big  house^apron  displayed 

for  its  appeal  to  the  housewife  who  must  do  her  Satur- 
day baking  on  the  morrow,  and  an  array  of  dainty  little 

tea  aprons  for  the  Sunday  serving. 

The  Wednesday  hourly  sales  are  also  popular.  They 
are  lavishly  advertised  and  often  two  full  pages  in  the 
daily  papers  are  devoted  to  the  attractive  setting  forth 

of  the  offerings.  This  expenditure  is  justified  by  the  re- 
sults, say  all  the  local  merchants  who  have  tried  these 

sales. 

A  new  feature  being  tried  out  by  this  merchant  is 

"mothers'  day"  in  the  extensive  infants'  department  of 
the  new  store.  On  this  day  special  prices  are  made  on 

all  infants'  wear  and  in  the  nursery  some  small  gift, 
such  as  a  rattle,  is  given  to  each  baby. 

A  unique  and  successful  idea  of  the  sales-manager  was 
that  of  giving  away  a  hat  with  each  suit  sold  on  a  cer- 

tain day,  liberally  advertised.  The  hats  were  priced 
from  $3  to  $10  and  displayed  on  tables  in  the  centre  of 

the  suit  department.  Each  purchaser  of  a  suit  was  per- 
mitted to  choose  a  hat  from  the  tables.  The  millinery 

department  charged  the  hats  up  to  the  suit  department 

at  cost,  and  in  this  way  was  enabled  to  unload  an  over- 

supply  of  hats,  including  some  "undesirables."  Inci- dentally, the  hat  offering  proved  a  good  inducement  for 
the  sale  of  suits. 
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Tailored 

Suits 

Covert 

Coats 

Ask  our  represent- 
ative to  show  you 

our   $10   Suit 

f< 

or  ■ Spring  1911 

Skirts 

Raincoats 
Cravanette, 

Silk,      Moire 

See  our 

$3.75  Jacket 

I 

Our  efforts  to  produce  a  perfect-fitting",  stylish,  quick-selling  gar- 
ment   during    1910  have  been  fully  appreciated  by  our  customers. 

The  ''JpuUan  Oavmcnt"  is  sold  on  its  merits. 
See  our  range  for  Spring   191 1   and  be  convinced. 

SUITS  YOU  CAN  SELL  FROM  -  -  -  $13.50  UP. 
COATS  YOU  CAN  SELL  FROM  -  -  5.00  UP. 
SKIRTS  YOU  CAN  SELL  FROM  -  -  4.50  UP, 
RAINCOATS  YOU  CAN  SELL  FROM  8.00  UP. 

and  make  a  good  margin. 

Travellers  are  no7v  showing  Spring"  range. 

Select  a  sample  order  anyway  and  give  the  manufacturer  an  oppor- 
tunity of  making  preparations  to  take  care  of  you  in   the  busy  Spring. 

A  SUGGESTION  to  the  retailer  in  the  small  town— 

Handle  the  **  T^Ullatl   0avmCnV*   and  make  money. 

Hundreds  of  merchants  in  the  smaller  towns  are  working  up  a 
splendid  Ready-to-Wear  business  without  much  stock. 

Buy  for  Spring  a  Sample  Shipment  consisting  of  a — 

SUIT  at    -     -   $10.00,  sellfor  $15  00 
SUIT  at   11.00,  sellfor    16.50 
COAT  at  -          3.75,  sell  for      5.50 
CRAVANETTE  RAINCOAT  at      5.50,  sell  for      8.00 
SKIRT  at       -------        3.50,  sell  for      5.00 

$33.75  Outlay— Profit  $16.25 

You  can  easily  sell  the  samples.  Selection  will  be  carefully  made* 
With  sample  garment,  swatches  of  cloth  and  catalogue,  you  can  sell 
Suits,  Coats  and  Skirts— TRY  IT.  Why  allow  the  Mail  Order 
Houses  to  control   this  business? 

Order  your  sample  shipment  now.     Full  particulars  sent  on  request. 

TJi^.S™o    M.  Pullan  ̂   Sons  w-n!rst 
Established  1902  TORONTO 

I 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 



How  Spring  Styles  Will  Meet  Demand  for  Something  New 

Jackets  Grow  Shorter  —  Collars  Broader  —  Sleeves  in  Three-quarters  and 

Full  Lengths  —  Skirts  Continue  Narrow  —  Etons  Hinted  At  —  Bolero  Effects 

for    Costumes  —  Many  New  Models  Brought  Out  by  New  York    Horse  Show 
Stall  Correspondence 

Office  of  The  Dry  Goods  Review, 
IGO  Broadway 

New  York,  Dec.  3. 

WHEN  the  Fall  and 
 Winter  styles  were  first 

hinted  at  in  the  early  season,  the  short  jacket 

was  intimated,  but  many  people  shook  their 

lieads.  and  said  it  would  never  do  for  the 

cold  weather.  Now  that  the  season  is  come  and  at  its 

lieisrht.  the  short  .jacket,  the  narrow  skirt  and  the  broad 

saiior-shaped  collars  and  revers  are  the  most  popular 

ideas  noted  in  fashionable  tailor-mades,  tluis  proving  that 

no  matter  what  is  decreed  as  the  fashion,  it  is  adopted 

without  much  regard  of  the  consequences.  The  vogue  of 

the  short  jacket  continues,  and  will  be  prolonged  through 

the  Spring,  1911.  if  designers  and  originators  of  styles 

do  not  change  their  minds  before  the  season  appears. 

The  demand  for  something  new  keeps  the  artists  of 

clothes  constantly  on  the  qui  vive,  the  result  being  that 

many  novelties  appear  from  time  to  time.  Throughout  the 

Fall"  season,  and  up  to  the  present  moment,  the  jacket 
measuring  from  32  to  36  inches  bas  claimed  the  bulk  of 

attention,  but  now  that  manufacturers  and  dressmakers 

are  looking  ahead  to  the  Spring,  and  the  shorter  jackets 

are  being  adopted,  with  the  result  that  for  the  new  season 

jackets  will  measure  from  21  to  26  inches  long,  seven- 

eighths  and  semi-fitted.  Sleeves  will  be  put  in  without 

heads,  and  in  some  instances  the  three-quarter  lengths 

will  be  found.,  especially  in  the  dressy  models  where  the 

peasant  type  is  evident. 

Eton  Jacket  with  the  Narrow  Skirt. 

The  21  inch  length,  of  course,  will  be  exaggerated, 

and  will  not  be  generally  adopted  by  the  masses,  the 

26  inch  length  being  preferred,  from  a  manufacturer's 
point  of  view,  but  there  is  at  present  every  indication 

that  the  Eton  jacket  with  the  narrow  skirt  in  raised  waist- 
line effect  will  become  popular  later  in  the  season.  It  is 

already  being  made  up  by  model  makers  of  Paris,  and 

being  taken  by  those  Americans  who  go  abroad  in  search 

for  new  things.  Just  what  its  result  will  be  is  hard  to 

decide  just  now.  There  is  every  desire  to  shorten  the 

jacket  rather  than  to  lengthen  it,  however.  The  26  inch 

length  is  practical,  because  it  meets  the  demand  or  obli- 
gation of  the  heightened  waistline  of  the  skirt,  which  is 

to  be  the  popular  model  for  the  new  season. 

Collars  Broad,  Revers  Wide. 

The  figure  line  is  to  remain  slender  and  long  lines  are 
to  continue  in  vogue,  so  that  the  seven-eighths  and  half- 
fitted  jackets  will  accord  with  same  and  feature  the  sil- 

houette in  every  way.  Collars  are  to  be  broad  and  revers 
in  wide  and  draped  styles.  The  higher  closing  is  also 
hinted  at,  but  these  will  not  be  very  good,  especially  for 
the  warm  weather,  when  women  object  to  having  their 
throats  fastened  up  with  a  high  collar.  The  early  models 
will  feature  to  s^^me  extent  the  high  closing,  but  later 
the  long  revers  and  elongated  waistline  fastenings  will 
be  noted. 

Shoulders  are  to  be  narrow,  so  that  the  sleeves  pul 
in  without  a  head  will  be  quite  the  proper  thing.  This 
is  because  the  elender  figure  line  is  desired,  ami  same 

could  not  be  accomplished  if  the  sboulders  were  broad. 

Sleeves  to  strictly  tailored  suits  will  be  long  and  in  coat 
style,  with  fancy  cuffs.  In  fancy  jackets  and  dressy 
coats  the  peasant  sleeves  will  be  noted,  but  in  every 
instance  the  narrow  shoulder  line  will  be  emphasized. 

Broad  collars,  which  have  been  noted  on  the  most  fash- 
ionable coats  this  Fall  are  to  be  continued  for  the  Spring. 

Many  new  ideas  in  broad  collars  and  draped  revers  will 
be  seen  when  the  new  models  are  brought  out.  Those 

sihapes  that  are  broad  and  deep  in  the  back  and  grow 
shorter  in  front  are  to  be  the  most  popular  if  predictions 
are  true. 

Waistline  Growing  Higher. 

With  the  skirt,  much  importance  is  i:)laeed  for  spring 
lailor-mades.  The  narrow  skirt  will  unquestionably  con- 

tinue to  be  the  style,  but  the  waistline  is  growing  higher. 
The  banding  in  at  the  bottom  of  skirts  is  entirely  gone, 
and  will  not  be  seen  in  any  of  the  new  spring  models. 
There  are  some  new  garments  being  shown  that  feature 
liidden  pleats  in  the  skirts.  These  pleats  flare  when  the 
wearer  walks,  but  when  she  is  standing  still  they  are  not 
visible.  They  are  put  in  at  the  sides  of  the  panel,  front 
or  back,  or  inserted  at  the  lower  sides.  The  plain  circular 

gored,  narrow  skirt,  devoid  of  trimming  and  ornamenta- 
tion is  to  be  the  decided  fashion  for  the  new  skirt.  It 

is  beltless  in  every  instance. 
There  are  also  to  be  some  tunic  and  yoke  styles  among 

the  novelty  skirts  accompanying  jackets,  but  these  are  not 
decided  upon  as  yet,  so  it  is  hard  to  say  just  what  they 
are  to  be  like.  Despite  the  style  of  the  skirt,  the  closeness 
about  the  hips  is  to  be  adopted.  Paquin  is  introducing 
a  new  skirt  idea  that  is  really  part  of  the  coat,  but  when 
worn  fits  snugly  about  the  hips,  and  gives  the  appearance 
of  a  one-piece  dress  when  in  reality  it  is  a  coat  and 
skirt.  Sailor  shaped  collars  continue  to  be  much  fancied, 
and  the  velvet  suits  featuring  them  are  trimmed  with  fur. 
Shawl  collars  are  also  favored,  but  they  are  cut  wider  on 
tlie  shoulders  than  formerly. 

Straight,  Narrow  Lines. 

Separate  wraps  and  coats  are  to  continvie  in  good  de- 
mand for  the  spring.  Manufacturers  are  making  up  the 

new  garments  in  a  number  of  interesting  and  attractive 
styles  to  correspond  with  the  present  tendencies  in  dress. 

Straight,  narrow  lines  are  the  rule  i-egardless  of  whether 
the  garment  is  intended  for  street  wear  or  social  functions. 
In  many  of  the  new  models  the  draped  shawl  collars  are 
evident,  appearing  like  the  old  fashioned  cape  coats  of 
some  seasons  back.  Many  of  the  models  feature  the  peas- 

ant .sleeves.  Others  again  are  in  the  raglan  or  mannish 
styles  with  the  regulation  mannish  coat  sleeves.  Satin 
cape  wraps  will  be  noted  for  evening  wear,  elaborated 
with  beautiful  trimmings  and  chiffon.  Also  models  of 
brocade,  meteor  and  silks  will  be  seen  made  up  in  draped 
effects.  The  banded  coat  will  be  seen  to  some  extent,  but 
it  is  expected  that  this  will  disappear  rappidly  in  wraps, 
the  same  as  it  has  in  skirts. 

Revival  of  the  Bolero. 

'I'hc  newest  thing  in  dresses  is  th"  revival  fif  the  bolero 
as  an  elegant  accessory  of  the  evening  and  the  afternoon 

toilette,  ft  is  very  attractive  in  its  new  form  and  is  ex- 
pected to  be  very  good  and  high  style  for  the  spring.     It 
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Famous  for  their 
Fit,  Cut,  Style,  Hang  and  Finish 

Wanted fxm 

m. 

■Mtf^'' 
W!^d^ 

m-^-' 

The    Summer    of    1911    is   going  to   be    the   biggest 

dress    season     in    the    history    of    the    trade.     This    is    not 
because   we    say  so  or  because  we   make    these    goods,   but 

style    authorities   are    agreed  upon  the  point. 

WHY? 

If*? 

Because   Coat   Suits   are    dead;  Waists   are    not   a  profitable 

proposition,  therefore   the    logical    conclusion    is  that  the  nice  little 
lingerie  dress  in  White,  Champagne,   Pink,  Sky,  Mauve   and    Black, 

is   the   one   best   bet. 

Then  for  your  own  protection-  as  well  as  ours— you  should  order 

Royal 

As  we  see  it  now  there  is  going  to  be  an  unprecedented  demand 

for  dresses  for  next  Summer's  selling.       We  are  preparing  for    it,  but  /^c/5s 

no  organization  in  the  world  can  turn    out  finished  garments — and    k"'^^ 
make  them  right — if  an  avalanche  of    orders    comes    in  only  when 
the  goods  are  to  be  placed  on   sale. 

One    buyer    said    to    us    yesterday:    "  I     am     not     going 
to  buy  a  dollar's    worth    until    I   need    the  goods."       Heaven 

help  him  keep  his  position;     manufacturers  will  not  be  able 
to,  as  far  as  giving  him  delivery  is  concerned. 

)^^m 

Buy 

Them 

Now 

Garments 

The  McElroy  Manufacturing  Co.'y 
47  Simcoe  Street,  TORONTO 

Limited 

"■-'.-','  1,   ,1  ...nil  I  iiiii  1.^.  .J'.'    '„  ?-v-.'-i-'.:'--..?.'.^V'-.''^ 'V'^'-^-Lv  .■■\t-^  V. '■'.'■' ^-    -11', ■■  -..ijl".»  ? 

"^mL 
lent  ion  The  Review  to  Advertisers  and  Their  Travelers. 

^vSC. 



READY-  T  O  -  W  E  A  R     G  A  R  ̂ I  E  N  T  S Dry  Goods  Review 

SKIRTS 

The  line  that  is  rapidly  earning  the 

reputation  of  being  the  best  on  the 

market. 

Every  skirt  made  in  our  factory  has 

the  fit,  hang,  lines  and  general  ap- 

pearance of  a  high-class  made-to- 

order  garment. 

"G  &  F"  Skirts  are  cut  so  that  they 
will  retain  their  original  shape. 

The  plaits  will  stay  pressed  and  will 

not  sag. 

THE  ONLY  SKIRT  WITH  THE 

No- Sag  Back 

Next  month  we  start  to  advertise  our 

Spring  Specials  in  the  Review. 

We  pay  special  attention  to  letter 

orders  no  matter  how  large  or  small 

and  a  trial  order  will  convince  you 

that  we  can  make  good  our  state- 
ments. 

Send  for  a   booklet  illustrating  a 

few  of  our   stales. 

Gardiner,  Foley  &  Co. 
24  Ryerson  Ave.  XorontO 

iiiakos  ail  altractive  linisli  for  the  Empire  gowns  that  are 

iiDw  si'iiod  stylo.  It  is  often  sinuilated  b}'  trimmings,  but 
more  often  made  of  mateliin>;'  material  with  that  of  the 
gown  proper.  .VutHher  new  leature  in  gowns  is  tlie  use  of 
several  materials  in  one  dress  and  espeeialy  the  one  with 
a  foundation  of  blaek  and  the  upper  part  of  the  bodice  of 
blue  OY  some  eidor. 

Russian  Coat  Effects. 

Little  coat  effects  are  among  the  chic  styles  noticed  on 
some  of  the  model  dresses  recently  made  up.  In  a  manner 
the  simulated  coat  is  an  up-to-date  version  of  the  Russian 
modes  of  the  late  spring.  There  is,  however,  less  blousing 

of  the  waist  and  the  peplum  is  smoothly  fitted  to  accen- 
tuate the  closeness  of  the  hips.  The  use  of  wide  'braids 

often  simulate  these  little  coats  in  an  attractive  manner. 

Dressy  Models  in  Separate  Blouses. 

The  separate  blouse  continues  to  enjoy  untold  popul- 
arity and  for  the  spring  it  is  to  be  as  much  in  demand  as 

ever.  It  is  being  exploited  in  a  num^ber  of  beautiful  ef- 
fects and  materials,  usually  in  matching  or  harmonizing 

effects  with  the  suits  of  which  it  forms  a  part.  In  tailored 

models  satins  and  silks  predominate,  the  newest  •'  thing 
being  the  striped  effects  in  black  and  white  or  colored 
stripes  with  white.  Dressy  models  are  being  made  of 
blaek  and  white  striped  satin,  veiled  with  white  chiffon 
and  black  trimmings.  Other  styles  are  developed  in  white 

chiffon,  marquisette,  voiles,  and  allover  laces.  White  all- 
over  embroidery  used  a®  foundation  for  blaek  chiffon  is 

considered  very  smart  for  spring.  The  col- 
lar, yoke  and  cuffs  are  not  veiled,  and 

are  usually  trimmed  with  white  or  black 

silk  or  satin,  embroidered.  Persian  continues  in  fair  re- 
quest for  foundation  of  waists,  and  waist  makers  are  us- 

ing it  for  their  Spring  models.  Other  exquisite  models 
have  tapestry  effect  foundation  veiled  with  chiffon,  which 
gives  a  most  pleasing  effect. 

Plaided  chiffons  in  'bright  colors  and  quite  large  pat- 
terns are  made  up  over  messaline  and  satins.  Waists 

made  with  revers  and  sailor-shaped  collars  are  high  style. 
The  collars  and  revers  are  often  embroidered,  or  else 
trimmed  with  smart  trimmings,  giving  a  beautiful  effect. 
Pleatings  continue  to  be  used  on  many  waists. 

The  kimono  sleeve  blouse  is  being  featured  extensively 

in  the  dressy  waists  for  Spring.  Also  novel  bolero  ef- 
fects, accomplished  by  trimmings,  are  noted  in  many  of 

the  new  models.  Chenille  and  laeet  braids  are  used  ex- 
tensively in  combination  with  embroidery,  to  bring  out 

the  designs  more  strongly.  Three-quarter  length  sleeves 
are  shown  in  the  lingerie  and  dressy  blouses,  but  the 
tailored  ones  have  the  long  lengths.  Both  the  high  and 
low  necks  are  being  taken. 

At  a  meeting  of  St.  John,  N.  B.,  Board  of  Trade,  the 
mail  oi'der  business  came  in  for  considera;ble  attention. 
S.  W.  McMackin,  dry  goods  merchant,  of  the  North  End, 
introduced  the  subject  and  advocated  some  action  by 
St.  John  merchants  to  prevent  the  loss  of  money  incurred 
by  the  business  being  carried  on  with  mail  order  houses. 
He  cited  one  instance  where  a  lady  sent  away  mail  orders 
amounting  to  .$21  to  a  house  in  Toronto,  and  showed  how 
tip  filled  the  same  order  at  current  prices  for  $18.  He 

urged  co-operation  on  the  part  of  local  merchants  to  pre- 
vent this  business,  which  has  been  assuming  large  pro- 

portions of  late.  As  the  attendance  was  not  very  large. 
it  was  decided,  after  some  discussion,  to  leave  the  matter 
over  until  the  next  meeting. 
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Please  give  this 

to  your 

Salesladies 

Selling  Points 

Salesladies  are  never  at  a  loss  for  effective  sell- 

ing points  when  showing  "Eclipse"  goods.  They 
can  demonstrate  the  tastefulness  of  the  designs 

and  the  appropriateness  of  the  trimmings.  They 

can  show  how  the  correctness  of  the  propor- 
tions assures  for  the  wearer  a  comfortable  and 

satisfactory  fit.  "Eclipse"  garments  are  never 

skimped  in  length  or  size  to  make  them  super- 

ficially attractive  at  the  price  quoted.  The  high 

quality  of  all  cottons,  lawns,  nainsooks  and  trim- 

mings used  in  "Eclipse"  goods,  together  with  the 
excellent  workmanship  put  into  every  garment, 

makes  "Eclipse"  a  line  that  is  always  attractive 
and  profitable  to  the  purchaser. 

More  Points 

"Eclipse"  goods  in  themselves  furnish  the  most 
positive  proof  of  leadership  in  style  and  novelty 

without  showing  any  of  those  extremes  that 

transgress  good  taste.  There  is  something  to 

please  everyone  in  the  great  variety  of  the 

"Eclipse"  range  at  prices  to  suit  every  pocket 
book,  and  remember  this:  There  is  a  positive 

guarantee  of  good  workmanship  back  of  every 

"Eclipse"  garment. 



Fashionable  Gowns  at  N.  Y.  Horse  Show  and  Grand  Opera 
Indications  for  Spring  Emphasized  at  These  Events  — Simplicity  in  Style  and 
Absence  of  Vivid  Colors  Noted  —  Fur-Trimmed  Gowns  Most  in  Evidence 

—  Velvets   Predominated   for  Afternoon    and    Evening  Wear. 
StaH   Correspondence. 

Office  of  The  Drj'  Goods  R«view, 
160  Broadway, 

New  York,  December  3. 

THE  Horse  Show  held  at  Madison  Square  Garden, 

attracted  great  crowds  of  well-dressed  people, 
both  in  the  afternoons  and  in  the  evenings. 

While  the  exhibition  surpassed  its  predecessors 
in  the  number  and  class  of  the  animals  entered,  nothing 

could  approach  it  here  as  a  finery  show.  Handsome  and 
beautiful  women,  in  the  most  fashionable  and  bewitching 

garb,  filled  the  boxes  and  strolled  around  the  arena. 

Short  Jacket  the  Decided  Novelty. 

A  great  number  of  black  costumes  was  noted,  beautic 
fully  ornamented  with  rich  furs  and  laces.  There  was 
one  black  costume  of  cloth  heavily  braided.  A  small 
lynx  hat  was  worn  with  this.  Another  was  of  black 
velvet  trimmed  with  lynx  furs  in  border  effect  on  the 
skirt  and  fur  edging  the  short  coat  all  around.  The 
most  popular  among  the  black  suits  of  velvet  and  cloth 
featured  short  coats  either  in  Empire  or  two-piece  effect 
or  else  loosely  fitted  and  boxy. 

The  short  jacket  was  the  decided  novelty  of  the  show. 
It  was  worn  extensively  by  the  most  fashionably  dressed 
women,  and  the  gowns  exhibited  at  this  show  indicate 

that  the  tight-fitting,  snug  gown  that  fits  like  a  glove 
will  ebb  the  fashion  in  New  York  society  this  Winter, 
One  of  the  most  attractive  gowns  was  worn  by  a  society 
belle.  It  was  in  military  effect.  The  coat  was  closed  up 

in  front  with  up-to-date  frogs  made  of  braid,  finished 
with  loops  and  buttons.  The  high  military  collar  was  of 
black  velvet,  braided  with  gold.  The  cuffs  were  shaped 
with  gold  braid.  Another  woman  wore  a  long  palletot 

of  sealskin,  cut  in  the  prevailing  straight  up  and  down 

effect  commonly  termed  the  "bolster  case."  The  collar, 
which  was  really  a  cape,  was  of  blended  mink.  It  split 
at  the  shoulders  and  hung  down  in  a  chaission  effect. 

Costly  furs  were  the  keynote  of  the  show.  Large  hats 
were  much  in  evidence.  They  were  fur  trimmed,  or  else 
ornamented  with  beautiful  willow  plumes  or  flowers.  Fur 
turbans  were  also  prominently  noted,  the  crowns  or  brims 
being  of  tapestry  or  some  beautiful  material.  Draped 
hats  of  silk  with  fur  brims  were  worn  extensively.  These 
were  in  large  bonnet  effects,  and  worn  on  girlish  faces. 

Straight  from  Shoulder  to  Toe. 

Many  tailor-made  cloth  suits  were  worn  in  the  after- 
noon. These  little  tailor-mades  were  never  more  attract- 

ive than  they  are  now,  with  their  short  jackets  and  narrow 

skirts.  There  was  no  hugging  in  around  the  feet,  but 
everything  about  the  models  hung  straight  from  shoulder 
to  toe. 

The  large  wide  revers  and  sailor  collars  were  in  evi- 

dence on  the  smartest  cloth  and  velvet  suits.  Many  of  the 
jackets  fastened  over  to  the  one  side  and  below  the  waist- 

line. The  newest  thing  noted  in  suits  was  made  of  black 
cloth.  The  jacket  was  about  36  inches  long  and  from 
the  waistline  over  the  hij^s  it  fitted  closely  about  the 
figure,  and  was  braided,  giving  the  appearance  of  a  one- 
piece  dress.  The  front  showed  the  same  effect  with  the 
closing  to  one  side.  The  skirt  was  narrow  and  trimmed 
at  the  bottom  about  two  inches  above  the  hem,  with  a 

wide  piece  of  braid.  Many  of  the  suits  showed  an  extra 

wide  piece  at  the  back  over  the  skirt,  giving  the  two-piece 
skirt  effect,  or  sash  idea.  This  is  in  harmony  with  the  sash 
ideas  brought  out  in  dresses  at  the  present  moment. 
The  draped  sash  at  the  back  was  featured  on  many  of 
the  evening  costumes.  The  uses  of  two  or  more  materials 
in  dresses  was  another  feature  of  the  afternoon  and  even- 

ing costumes. 

"  Hobble  "  a  Thing  of  the  Past. 

There  seems  to  be  more  concern  about  the  skirts  in 
costumes  and  suits  this  season  than  anything  else.  The 
' '  hobble ' '  or  banded  in  skirt  is  a  thing  of  the  past.  The 
narrow  skirt  which  is  heard  of  now  is  something  entirely 

different  from  those  of  the  past.  It  is  made  on  narrow 
lines  in  order  to  give  the  scanty  Directoire  look.  Its 
advantages  are  that  it  gives  symmetry  to  the  figure.  It 

hangs  in  a  straight  line,  and  its  shortness  makes  it  grace- ful. 

Combinations  of  Costly  Furs. 

Separate  wraps  of  costly  furs  were  worn  over  beauti- 
ful light  evening  dresses  in  the  evening.  WTiite  Coney 

trimmed  with  mink  or  opossum  was  noted  in  many  at- 
tractive loosely  fitted  coats.  The  use  of  dark  furs  with 

white  Coney  seemed  to  be  a  feature  of  the  show  this 
year.  Another  most  striking  fur  was  a  set  worn  over  a 
■beautiful  chiffon  costume.  The  one  side  of  the  neck  piece 
comprised  an  entire  white  fox  animal,  while  the  other 
side  was  lynx,  the  two  animals  crossing  each  other  in 
front  and  back.  The  muff  was  in  matching  effect.  The 
gown  which  was  of  chiffon  ornamented  with  ermine  was 

simple,  but  smart.  It  featured  a  pleated  sash  in  the 
back,  thus  emphasizing  the  sash  idea  in  dresses.  It  was 
pleated,  and  hung  from  the  high  waistline  at  the  back. 

Velvet  in  Lead  for  Dresses. 

For  afternoon  wear  such  materials  as  mannish  mix- 
tures, rough  and  fancy  worsteds,  serges,  broadcloths  and 

velvets,  predominated  for  suits  and  wraps.  Many  motor 
coats  were  worn,  made  up  of  steamer  blanket  cloth  and 
heajvy  worsteds.  These  were  removed  upon  entering 
the  show,  however.  For  dresses,  velvet  might  be  said  to 
have  held  the  lead.  It  was  seen  in  plain,  fancy  and 
corded  effects^  and  trimmed  with  furs.  Where  the  dress 
idea  was  featured,  the  upper  part  or  bodice  was  of  satin 
or  chiffon  in  a  contrasting  color. 

For  the  evening,  costumes  of  chiffon,  satins,  studded 
nets,  beaded  chiffons,  crepes,  and  brocaded  fabrics  were 
seen,  beautifully  made  and  trimmed  with  costly  laces, 
embroideries  and  furs.  The  gowns  were  in  decollete 
effects,  with  and  without  sleeves.  The  revere  effects  were 
most  popular  in  some  of  the  most  attractive  gowns,  as 

well  as  the  one-sided  effects.  In  all  instances,  the  Em- 
pire effects  were  noted.  High  girdles  and  draped  skirts 

were  also  noted  in  many  of  the  costumes. 

Gorgeous  Society  at  Opera. 

Grand  opera,  which  had  its  opening  on  Monday  even- 
ing, was  the  scene  of  costly  and  beautiful  gowns.  It  was 

a  wonderful  spectacle.  Gold  was  the  keynote  of  the 
Opera,  the  social  side  of  it,  for  society,  gorgeous  beyond 
words,  glistened  from  the  great  horseshoe  of  boxes. 
Among  the  most  attractive  gowns  was  one  of  black  chif- 
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T/ie  Egyptine  Underskirt 

Advertisement  No.  4. 

The  Question  of 
Durability, 

Without  any  exception,  the 

material  in  Egyptines  will  wear 

better  than  any  other  silk  mix- 
ture that  is  manufactured. 

In  Egyptines  you  have  all  the 
beauty,  lustre,  and  rustle  of  a 

pure  silk  skirt,  but  with  three 
times  the  wear. 

Egyptines  will  not  split,  and 
will  not  cut.  This  we  positively 

guarantee.  We  put  a  guarantee 
label  on  every  skirt  band : 

The  making  of  Egyptines  is  the 

very  best — there  are  no  raw 
seams,  every  seam  is  double 
stitched. 

The  price  of  Egyptines  is  one- 
third  that  of  pure  silk,  and  the 
skirts  will  wear  twice  as  long. 

Order  from  any  wholesaler,  and 
look  for  this  label  on  the  bands : 

'irtcnOeaC 
Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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foil  veiling,  peacock  blue  satin  and  ornamented  with 
fur.  Another  was  silver  lace  over  white  satin.  Another 

a    jetted    satin    with    diamond    ornaments. 

This  Problem  Demands  Better  Understanding. 
By  II.   K.  Wellington. 

While  every  manufacturer  of  ready-to-wear  goods  is 
desirous  of  assisting  in  every  possible  way.  the  merchant, 
especially  in  the  smaller  towns,  in  securing  good  business 
in  these  lines,  still  there  sometimes  seems  to  be  a  de- 

cided lack  of  appreciation  of  conditions  on  the  part  of 
such  merchants. 

Instances  are  not  rare  for  a  customer  to  write  to  a 

manufacturer  for  certain  garments,  giving  the  size,  sihade, 
style,  etc.,  usually  selected  from  a  catalogue,  expecting 
that  the  manufacturer  will  have  on  hand  a  full  stock  to 

select  from.  In  such  a  case  the  better  plan  is  to  write 
back  to  the  customer,  asking  for  a  specific  order,  as  if  this 
is  not  done  the  garments   will   undoubtedly  be  returned. 

It  would  seem  from  some  of  the  letters  received  that 

the  manufacturers  were  dealing  in  staple  goods,  such  as 
groceries,  etc.,  which  could  be  returned  back  and  forth. 

and  re-sold  at  the  original  price,  but  the  nature  of  the 
ready-to-wear  garment  is  such  that  if  returned  after  the 
wholesale  selling  season  is  over  it  is  necessary  in  very 
nearly  every  case  to  sell  such  garments  at  a  reduction  of 

from  33  1-3  and  50  per  cent.,  and  sometimes  more. 

The  approval  question  in  ready-to-wear  is  a  very  seri- 
ous one,  as  it  will  not  pay  any  manufacturer  to  send  this 

class  of  goods  out  on  approval,  except  he  should  happen 
to  have  on  hand,  when  a  request  comes  in.  a  garment 
which  answers  the  description  fairly  well,  and  when  a 
shipment  like  this  is  made  the  merchant  should  appreciate 
the  fact  that  the  manufacturer  is  probably  losing  the 
sale  in  the  meantime,  and  every  effort  should  be  made  to 
dispose  of  such  garments. 

To  expect  a  manufacturer  to  make  up  garments  in  cer- 
tain sizes  ordered  and  then  take  them  back  for  no  other 

reason  than  that  the  customer  does  not  require  them  is 
out  of  the  question,  and  yet  this  demand  is  made  time 
and  again  upon  the  manufacturer. 

Merchants  in  smaller  towns  have  a  great  deal  to  con- 
tend with  in  their  efforts  to  secure  business  in  the  ready- 

to-wear  line,  but  there  are  ways  in  which  a  good  trade 
can  be  worked  up  without  much  outlay,  and  with  a  good 

profit.  Once  the  retailer  understands  the  situation  per- 
fectly, no  doubt,  the  manufacturer  and  customer  can 

work  together  to  much  better  advantage,  but  it  should 
always  be  distinctly  understood  that  any  orders  sent  in 
are  definite,  bona-fide  orders,  and  the  goods  not  sent  out 
by  the  manufacturer  on  approval. 

It  is  the  duty  of  every  merchant,  when  returning 
goods  for  any  reason,  to  write  the  manufacturer  fully  in 
reference  to  same. 

In  spite  of  the  most  rigid  examination,  occasionally  a 
garment  may  pass  inspection  in  some  small  detail,  but  it 

would  save  a  great  deal  of  annoyance  and  misunderstand- 
ing if  the  customer  would  write  the  manufacturer,  on 

returning  a  parcel,  pointing  out  the  reason  for  so  doing. 

The  Lewis  Whitewear  Co.,  Toronto,  has  been  incor- 
porated, with  $40,0(K)  capital.  The  in^orporat'ors  arc,  L. 

Waldman,  J.  Bocknek  and  M.  Lewis. 

Butterfly  Effects  in   Waists 
Great    Many    Easter  Models  in  Silks  and 

Veiled  Effects  are  Cut  in  This  Manner 

—  White    and    Black    Effects. 

Butterfly  models,  and  the  models  giving  the  butterfly 
effect  are  expected  to  be  the  big  feature  for  the  coming 
Spring.  Not  only  are  the  greater  number  of  Easter 
models  in  silks  and  in  veiled  effects  cut  in  this  fashion 

but  many  of  the  later  lingerie  models  are  cut  in  this 
inaniior.  JIany  very  plain  models  in  taffeta  and  messaline 
trimmed  only  with  different  sized  tucks  and  having  a  small 
round  yoke  of  Venise  or  Irish  are  showing.  The  sleeves 

are  cut  in  one  wdth  the  bodice  and  are  veiy  short,  reach- 
ing barely  down  to  the  elbow.  As  a  rule  there  is  a 

narrow  lace  cuff  put  on  below  the  silk,  but  on  the  more 
extreme  models  this  is  absent,  and  the  sleeves  are  quite 
plain  save  for  tne  hem  that  finishes  the  sleeve. 

Veiled  waists  have  lost  none  of  their  favor  but  in 

l)Ia('e  of  the  whole  of  the  lining  being  of  Paisley,  a  net 
or  lace  lining  will  be  usea  trimmed  with  Paisley,  and 
often  it  is  either  the  upper  or  lower  portion  that  is  so 
trimmed. 

White  aiul  black  effects  in  striped  patterns  particu- 

lai'ly  arc  strong  in  silks,  and  plaids  and'  Roman  stripes 
are  selling.  Touches  of  gold  are  good  on  fancy  waists,  and 

impoi-ted  waists  are  sparingly  trimmed  with  porcelain 
headings.  If  this  trimming  is  used  too  freely  the  effect 
is  overdone  and  not  in  good  taste. 

Later  novelties  in  lingeries  are  now  being  produced. 
There  is  a  decided  revival  in  interest  now  in  models  of 

this  class.  New  York  is  showing  lingeries  very  freely 
now.  This  is  a  new  development  as  a  few  weeks  ago 
very  few  lingeries  were  on  show. 

The  element  of  novelty  has  been  introduced  and  as 
this  always  makes  for  large  sales  the  outlook  for  lingerie 
waists  for  the  coming  season  is  decidedly  promising. 
Then  too  white  promises  to  be  extensively  worn  and  a 

good  white  season  always  pre-supposes  a  good  lingerie 
waist  season. 

The  butterfly  models  so  fashionable  in  veiled  and  silk 
models,  are  now  invading  the  lingerie  field.  Not  only  are 
the  true  butterfly  models  showing  but  there  are  many 

semi-butterfly  patterns  as  v;ell.  Some  show  the  yoke  and 
sleeve  in  one,  others  have  the  top  of  the  sleeve  in  one 
with  the  waist  and  others  have  a  trimming  effect  extend- 

ing from  the  neck  to  the  cuff  of  the  sleeve.  The  new 
sleeve  Is  put  in  with  a  beading  or  narrow  lace  band  <»nd 

is  so  cut  that  there  is  not  a  particle  of  fullness,  gi\-ing 
the  fashionable  unbroken  line  from  neck  to  elbow.  The 

majority  of  the  lingerie  models  show  the  Colonial  or 
collarless  neck  effect,  this  is  decidedly  the  style  most  in 
evidence,  though  the  V  neck  is  good,  and  there  are  ̂ Iso  a 
number  of  square  or  Dutch  effects  as  well. 

Children's  Lines  Selling  Well. 
The  initial  buying  for  Spring  is  well  advanced  and  the 

manufacturers  of  children's  garments  are  turning  their 
attention  to  new  ideas  for  the  later  season.  For  January 

selling,  children's  and  Misses'  dresses  of  white  lawn 
promise  to  be  a  big  feature. 
The  makers  have  shown  these  garments  up  to  a  high 
figure,  but  as  this  is  a  new  departure,  orders  have  not 

come  in  very  rapidly;  for  the  very  high-priced  numbers. 
The  opening  has,  however,  been  made,  and  as  the  tendency 
is  so  stronsrly  in  favor  of  better  goods,  doubtless  the  idea 
will  sink  in,  and  buyers  will  be  more  receptive  another 
season. 
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Styles  at  the  Opening  of  Parliament  and  at  the  Drawing  Room 
Gowns  Worn  by  Vice-regal  Party  —  Empire  and  Princesse  Effects  the  Style 

Overdresses    and    Tunics    in    High    Favor     -  Trimmings    of    Fur,    Silver, 

Sequins  and  Crystals  —  Diamonds  and  Pearls  in  Jewellery. 

THE  opening  of  Parliament  and  the  'State  Drawing-
 

Room,  at  Ottawa,  were  observed  this  year  with 
all  the  eclat  of  former  occasions,  thongh  much 

of  the  brilliancy  and  gorgeous  display  of  such 
events  was  lacking  through  deference  to  Court  mouiming, 

the  gold  and  scarlet  of  the  oflScers'  unifoi-uis  being  the 
only  note  of  color  in  an  otherwise  subdued  scene.  The 

gowns  worn  were  all  in  black,  white,  grey  or  mauve. 
There  were  few  court  trains,  but  all  wore  the  conventional 

veil  and  feathers,  and  the  air  was  redolent  with  the  per- 
fume of  the  flowers  carried,  roses,  in  pink  or  white; 

chrysanthemums,  in  pale  pinks,  mauves  or  white;  mauve 
orchids,  lilies  of  the  valley,  and  in  some  eases  charming 
combinations  of  the  two  flowers  forming  a  most  effective 

arrangement. 

Vice-Regal  Gowns- 

Lady  Grey  wore  a  Princesse  robe  of  white  satin,  with 
an  overdress  of  black  ninon.  finishing  in  tasseled  ends  on 
either  side  of  the  skirt.  The  ninon,  formed  a  sort  of 
surplice  effect  across  the  front,  embroidered  in  pearls, 
with  a  corsage  decoration  of  diamante  and  brilliants,  and 
with  it  a  court  train  of  black  velvet,  veil  of  spangled  tuUe 
and  black  feathers,  and  she  earned  pale  mauve  orchids, 
tied  with  ribbon  to  match. 

Lady  Sybil  Grey  wore  a  princesse  ro'be  of  black  velvet 
with  corsage  front  and  sleeves  of  diamante,  a  white  veil 
and  feathers  and  carried  lilies  of  the  valley. 

Lady  Evelyn's  gown,  also  made  en  princesse,  was  of 
black  satin  with  corsage  edging  and  diamond-shaped 
ornament  of  diamante,  and  angel  sleeves  of  white  tulle, 
and  carried  roses  and  lilies  of  the  valley. 

Mr3.  Dougal  Malcolm  wore  a  white  satin  Empire  gown. 
hiaving  sleeves  and  bertha  of  white  Brussels  lace,  and 
carried  a  bouquet  of  roses. 

Empire  and  Princesse  Effects- 

Styles  involving  at  least  some  note  of  the  Empire  or 

princesse  effects  were  universally  worn,  the  severe  plain- 
ness of  the  later  being  generally  relieved  by  an  overdress 

of  some  filmy,  shimmering  material,  silk  crepe  de  Chine, 
chiffon,  either  plain  or  embroidered,  ninon,  or  lace.  In 
the  Empire  gowns,  the  skirt  portion  was  either  semi- 
fitted  about  the  waist,  or  gathered  sufficiently  to  make  it 
hang  below  in  graceful  clinging  lines.  In  some  cases  the 
two  ideas  were  combined  in  the  one  gown,  the  foundation 

gown  of  satin  or  satin  charmeuse,  being  in  close-fitting 
princesse  effect,  while  the  overdress  followed  the  Empire 
lines. 

Overdress  and  Tunic  Styles. 

The  overdress  was  one  of  the  most  prominent  features 
of  all  the  gowns  worn  at  the  opening,  and  might  in  fact, 
be  said  to  have  made  the  style  of  the  gown,  so  numerous 
were  the  variations  in  design  and  arrangement.  An  over- 

dress of  white  silk  neV  in  a  large  mesh  was  cut  about 
twelve  inches  shorter  than  the  satin  underdress,  the  cors- 

age portion  cut  in  a  V — which  reached  almost  to  the 
waist  both  back  and  front,  with  short  fitting  sleeves,  and 
had  the.  corsage,  sleeves    and    skirt    portion    edged    with 

narrow  bands  of  saible  fur.  A  further  novel  touch  was 

given  to  this  gown  by  a  very  thick  white  silk  cord,  brought 
from  the  left  shoulder  across  the  back,  and  knotted  at  the 

waist  with  a  long  tassel  end.  In  another  gown  the  over- 
dress was  of  white  net  interwoven  with  crystals,  which 

crossed  in  surplice  effect  in  front,  the  ends  lia.nging  down 
on  either  side  of  the  skirt,  and  gathered  into  tasselled 
crystal  fringe  borders.  An  overdress  worn  by  a  matron 
of  ample  proportions  was  of  black  net  heavily  interwoven 
with  bands  of  black  sequin,  with  handsome  sequin  pattern 

interwoven  around  the  edges,  the  front  opened  in  Direc- 
toire  coat  effect.  Still  other  sequined  net  tunic  had  the 
skirt  portion  open  down  the  centre  of  the  front,  the  ends 
drawn  to  the  back  and  tied  low  on  the  train  in  a  flat  knot. 

Girdles  in  Wide  Mesh  Effects. 

There  were  more  girdles  noticed  than  have  been  seen 
at  smart  functions  for  some  time.  They  were,  of  course, 
worn  on  the  Empire  gowns  or  effects,  and  to  carry  out  the 
idea  of  graceful  comfort  which  such  gowns  suggest,  were 
generally  in  wide  crushed  modes,  of  soft  satin,  or  very 
fine  pliable  chiffon  velvet,  with  a  very  large  proportion 
made  of  soft  duchesse  and  Libery  satin  ribbons,  finishing 
in  long  ornamental  ends,  or  under  flat  rosettes  or  bows 
at  back  or  side.  On  a  few  gowns  were  fitted  girdles  of 

sequined  material  placed  well  above  the  waist  line,  but 

the  tendency  with  all,  seemed  to  be  that  they  should  fol- 
low the  unbroken  lines  of  the  figure  rather  than  as  'being 

a  portion  apart  from  the  rest  of  the  gown. 

Metallic  and  all  bright  glittering  effects  in  trimming 

are  enjoying  a  vogue  which  they  have  surely  never  had 
to  such  an  extent  before.  While,  from  its  nature,  gold 

trimming  was  barred  from  any  display  on  gowns  worn 

at  the  opening,  there  was  no  such  evasion  of  silver  and 
old  silver,  and  in  banding,  motifs,  folds  and  tissues,  it 
was  used  as  a  decoration  for  some  of  the  handfeomest 

gowns  there.  Sequin  trimming  in  all  shades  of  mauves, 

in  silver,  black  and  white  was  very  much  used,  and  opal- 
escent and  crystal  trimmings  were  employed  in  all  sorts 

of  ways.  A  very  daity  dress  worn  by  a  young  girl  was 
of  soft  white  satin  with  bands  of  crystal  trimming  on  the 
bodice,  and  had  the  skirt  and  short  plain  sleeves  finished 
with  a  narrow  crystal  fringe.  Another,  also  of  white 
messaline  satin,  with  overdress  of  white  ninon,  had  the 
sleeves  and  upper  portion  of  the  bodice  apparently  formed 

in  a  single  piece  of  fine  net  thickly  interwoven  with  crys- 
tals. 

For  the  Coiffure. 

Sequined  bands  were  in  high  favor  at  the  opening  as 
hair  ornaments.  In  some  cases  these  were  from  one  to 

two  inches  in  width,  some  of  them  finished  by  a  jewelled 
or  sequined  cabuchin  at  the  ears,  and  occasionally  in 
addition,  a  cluster  of  white  osprey  at  the  left.  A  band, 

at  least  three  inches  in  width,  of  gold  tissue  ribbon  orn- 
amented one  coiffure.  Coronets  of  gold  or  silver  sequin 

leaves  were  much  worn,  also  coronets  and  tiaras  of  pearls 
or  diamonds.  The  two  latter  stones,  indeed,  comprised 
most  of  the  jewellry  worn,  in  pendants,  necklaces,  and 
dtlaer  ornaments. 
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As  a  Member  of  the  Sales  Force  of  your  Store 

How  \vould  you  reply  to  this  customer  ? 
What  is  the  best  general  policy  to  pursue  ? 

CASH  PRIZES  FOR  BEST  ANSWERS 

Saleslady'    'I  should  t)e  pleased  to  show  you  these  skirts.    They  are  excellent  value." 

Customer    "Well.    I  don't  know,    You  see  I'm  just  looking,  and  really  do  not  intend  to  buy  an>  thing." 

The    customer    who     is     "just    looking  'round"  represents  a  problem  upon  which   different   policies   are   adopted. 

In  some  stores  she  is  allowed  to  lool<  around  at  her  heart's  content,  after  she  has  informed  a  sales  person  that  she  is  not buying. 

In  Mther  stores  a  more  insistent  but  unobtruaive  policy  is  adopted.  The  "looker"  is  not  forced  to  buy  but  the  sales  person 
often  wins  out  by  unfailing  courtciy  through  which  she  places  before  the  customer  something  that  fastens  her  attention  and  makes 
her  change  her   mind. 

Then,  too,  there  is  often  a  note  of  uncertainty  in  the  customer's  reply  which,  to  the  alert  clerk  is  always  an  inspir- 
ation. "Lookers  who  really  do  not  intend  to  buy"  have  bometimes  been  tactfully  induced  to  buy  and  in  the  majority  of  cases these  sales  have   been  very  satisfactory. 

How  would  you  as  a  member  of  the  sales  force  of  your  store,  reply  to  this  customer  and  what  is  the  best  policy  for  the 

store   to   adopt   toward   those   whom  are   "just  looking  'round  ?" 

For  the  best  answers  The  Dry  Goods  Review  will  pay  the  followingf  prizes  :— 

1st. 

2nd. 
3rd. 

$3  and  Review  for  One  Year. 
$2  and  Review  for  One  Year. 
$1  and  Review  for  One  Year. 

The  "  Review"  will  be  sent  for  one  year  to  every  clerk  who  sends  in  a  statement  considered  by  the  editor  good  enough 
to  be  published.     If  c'.erks  winning  prizes  are  already  subscribers  their  subscriptions  will  be  extended  one  year. 

An.swer.s  tf»  \w  from  '2^>  to  100  words  in  length.     If  writer   wishe.s  to   give   an   actual   experience   he   may 
extend  his  an.swer.     All  accepted  eontribution.s  to  be  published  in  one  issue  of  the  Review. 

This  comp<'tition    is  not  confined   to   .salespeople  in  ready-to-wear  dejiartments.     The  same  pi-ohlem  applies 
t(j  every  dej>aT-tirient.      ft  is  an  oppoi-tnnity  for  any  member  of  the  staif. 

This  contest  will  be  a  monthly  feature  in  the  Review.     Address  all  answers  to 

THE  EJITOR  of  THE  DRY  GOODS  REVIEW,   143-149   UNIVERSITY   AVENUE,  TORONTO. 

Please  mention   The  Rei'iez^'  to   Adfertisers  and  TJicir  Travelers. 
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Holiday  Ribbons 
IMMEDIATE  DELIVERY 

PURE  DYE  silh  ribbons 

Ibollp  TMbbouB 
Mavvow  Wi6tf)S 

1,  IV2,  2,  3 

plain  and  ffancp 
TfiidbonB 

Mavvow  Widt/)S 

See  our  Import  Range  of  Fancy  French  Ribbons 

The  Biggest  Variety  ever  shown  in  Canada 

Our  Ribbon  Business  is  ̂ rovvin^! Are  you  sharing  in  our  Offerings? 

Wi8f)ing  pou  tbc  Compliments  of  tf)e  Season 

Corticelli  Silk  Company,  Limited 
HEAD  OFFICE,  ST.  JOHNS,  QUE, 

ADDRESS   NEAREST  OFFICE 

SALESROOMS:— 22  St.  Helen  St.,  Montreal.     56  Albert-St.,  Winnipeg.     24  and  26  Wellington  St.  W., 
91a  York  St.,  Sydney,  N.S.W.       318  Homer  St.,  VANCotrvER  XPRONto 

Please  mention  The  Review  to  Advertisers  and  Their  Traveltrs 
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ACCEPT  OUR  GREETING 
of  Good  Will  and  Good  Wishes 

A    Merry    Cnristmas 
ana   a 

Prosperous  NeA\^  Year 

Our  increased  factory  facilities   will  en- 
able us  to  make  1911  a  record  year  for 

TTTfcTimTniT  A  mi  ̂^^^^^  ̂ ^^  Whitewear, 
LALKILIMIAJM  Ready-made    Sheets 

and  Pillow  Slips. 

BE  SURE  TO  SHARE  IN  OUR  SUCCESS 

STOCK      NOW      CARRIED      AT      OUR      MONTREAL      OFFICE,     MARK      FISHER      BUILDING 

THE  DIAMOND  WHITEWEAR  CO. 
THREE  RIVERS,  QUEBEC  limited 

Toronto: — 'W.   H.   Piton,   Empire   Building.  Province,  of   Quebec:—!     A.   Morin.   Sample    Room.   130   St.   Joseph    Street,   Quebec. 
Montreal  and  Eastern  Ontario  :— Z.  P.  Benoit.  Mark  Fisher  Bldg..  Montreal.  Maritime  Provinces  :— Alex.  Burr.  St.  John,  N.B. 

British  Columbia  and  Northwest  Territories  :— Geo.  Strachan  and  E.  L,  Burden 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Great  Trade  in  Neckwear 
Manufacturers     Concentrating    on    Special    Lines 

—  Jabots  for  Spring  are  Already  Seen  in 
Lawn  and  Net  Effects. 

NECKWEAR  is  one  of  the  leading  lines
  for  holiday 

selling',  and  already  the  stores  are  featuring  it 
extensively.  Manufacturers  are  concentrating  on 
special  lines,  and  are  making  every  effort  to  get 

the  goods  out  on  time.  As  usual  at  this  season,  plants 
are  worked  to  their  utmost  capacity,  and  the  retailer  who 

neglected  to  order  when  the  travelers  were  out  with  the 
holiday  line  stands  little  chanee  of  having  his  order  filled 
at  this  date. 

The  Choker  Threatened  Once  More. 

From  t'he  other  side  of  the  line  comes  the  news  that 

the  higih  choker  is  threatened  next.  The  new  stocks  come 
right  up  under  the  ears  and  are  edged  with  a  rim  of  fur. 
This  is  an  extreme  mode  that  will  have  to  develop  further 
before  it  influences  popular  lines. 

Everything  points  to  the  popularity  of  the  stiff  collar, 

'both  plain  and  embroidered,  during  the  coming  season. 
The  newest  models  are  very  higli,  with  the  ends  meeting 
over  the  closing.  With  these  collars,  jabots  or  fancy  bows 

are  the  proper  finish.  A  beautiful  line  of  jabots,  'both  in 
lawn  and  net,  are  put  out  for  early  Spring  selling. 

Valenciennes  andi  Plauen  laces  are  used  to  trim  popular- 
priced  num'bers.  but  high-grade  goods  are  extensively 
trimmed  with  real  lace.  Maltese,  Princesse  and  Irish 

crochet  'being  t'he  favorites. 

Bat-wing  Bows. 

In  'bows,  the  bat-wing  effects  are  the  newest,  made  up 
in  tinsel-run  and  printed  chiffon  with  satin  hems.  There 

are,  besides,  a  wealth  of  pretty,  ideas  in  'bow  effects,  vel- 
vet and  satin  being  the  leaders. 

Dutch  collars,  in  lingerie  and  in  Plauen  laces,  are  'being 
shown  for  Spring.  The  new  lingerie  midds  are  very  at- 

tractive, the  utmost  care  being  expended  upon  their  de- 
sign and  finish. 

Venise   and   Guipure    Laces 
Valenciennes  Promise  Well   for   Summer 

—  Embroidered  Nets  and  Metallic 
Laces  Good. 

Laces  are  in  a  decided'ly  better  position  than  they  have 
been  for  some  time  jjast.  This  turn  came  with  the  demand 
for  light  laces  last  Summer.  With  the  coming  of  velvets, 
the    call    has    come    for   heavier    laces,    and    Venise    and 

guipure  a,re  the  leading  laces  at  present,  and  will  con- 
tinue so  during  the  coming  Spring.  Heavy  dot  and  spot 

patterns  are  'big  sellers. 
Though  Valenciennes  is  always  a  seller,  manufacturers 

are  looking  forward  to  an  increased  sale  during  the  com- 
ing Summer,  because  of  the  return  to  fa.vor  of  sheer  white 

fabrics,  such  as  lawns  and  dimities.  As  a  rule,  when 
fabrics  of  this  class  are  fashionable,  Valenciennes  laces 
also  sell  well,  and  it  is  expected  that  the  coming  Summer 
will  be  no  exception.  According  to  present  buying,  it  is 

the  round  mesh  Valenciennes  in  flat  patterns  that  is  sell- 
ing. The  waist  manufacturers  are  placing  good  orders 

for  embroidered  nets.  Just  at  present,  ecru  is  ordered 
almost  exclusively,  but  later  on  the  demand  promises  to 

turn  toward  white.  Heavy  Plauen  lace  all-overs  and 
bandings  are  also  ordered  by  the  waist  makers  to  some 
extent. 

Metallic  laces  and  nets  'have  soldi  extensively  to  the 
better  trade,  and  are  expected  to  sell  through  the  early 
Spring,  ajid  colored  laces  will  sell  in  the  smaller  centres 
diuring  the  same  period. 

Embroideries  on  Sheer  Goods 

Wide  All-overs    and    Bands   in    Eyelet,  Blind- 
work  and  Very  Lacy  Effects    are   Leading 

Feature. 

Em'broiderie'S  will  have  a  wide  vogue  in  the  coming 
season  and  many  attractive  novelties  are  being  put  be- 

fore the  trade.  All-overs  will  be  a  prominent  feature, 

and  so  'will  the  very  wide  bands,  some  of  them  'being  as 
wide  as  ten  or  twelve  inches.  These  wide  bands,  all-overs 
and  deep  flouncingis  to  match  are  to  'be  combined  in  the 
one  gown,  or  in  various  ways  with  plain,  sheer  fabrics. 
Eyelet  effects  are  very  much  favored,  and  delicate  blind 

work,    having    all    the    appearance    of    hand-work,    is    ex- 

Guipure  banding   in  the   much-wanted   heavy  dot    pattern. 
Shown  by   Spitzer   Bros..   Ltd.,  Toronto. 
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It's  a 

Fownes 
*•  That's    all    you    need 

to  know  about  a  ̂love." 

Display  and  Push 

Fownes  Gloves 
For  Xmas  Gifts 

Wishing  You 
The  Compliments 

of  the  Season. 

Fownes  Bros.  &  Co* 
Goristine  Building, 

MONTREAL 

Re^ardin^  Kid  Gloves 

Now  is  the  time  to  look  through  your 

stock  and  re-order  by  mail  to  meet 

your  requirements.  Don't  wait  for  the 

salesman  to  come,  you'll  want  more  by 
that  time,  and  now  is  the  time  when  our 

stock  is  most  complete. 

We  guarantee  to  fill  all  letter  orders 

for  Kid  Gloves  the  day  they  are  received. 

Greenshields  Limited 
MONTREAL 

Sole  Agents  for 

Pewny  &  Carrel's  Famous  Seamless  Glove 

TWO    SPECIALS 

Men's  Gnaraateed  Snede,  in  Tans  or  Grey      •  •       $9.00 

Women's  Gaaranteed  Glace  Piqne  Lamb,  in  all  colors     •     $7,50 

WRITE    FOR    SAMPLES 

tremely  good.  As  slieer  fabrics  are  to  be  the  big  sellers, 
novelties  in  embroidery  lines  arc  being  developed  on  them. 

The  new  shirt-waist  fronts  run  to  dainty  hand-em- 
broidored  effects  in  graceful  centre  patterns,  often  em- 

bellished with  crochet  lace  motifs.  Not  only  are  these 

frontings  shown  in  lawn,  but  they  are  worked  on  hand- 
kerchief linen  for  the  high-class  trade.  Waist  manufac- 

turers are  also  taking  frontings  in  the  usual  lines  for  use 
in  making  up  the  cheaper  grades  of  lingerie  waists. 

Shaped  Embroideries  for  Corset  Covers. 

In  corset-cover  lines,  shaped  embroideries  are  new, 
the  shaping,  of  course,  being  confined  to  the  neck  and 
sleeve  openings.  Very  handsome  yokes  are  shown  and 
will  appeal  to  the  woman  who  makes  her  own  underwear 
or  waists. 

Eyelet  and  Madeira  patterns  are  the  leaders  in  the  all- 
overs,  bands  and  edgings,  designed  for  the  popular-priced 
counter  ti-ade.  In  better-priced  goods,  considerable  use 
will  be  made  of  Venise  and  guipure  effects,  com'bined 

with  blind-woi'k. 
Ribbons  Retailing  Well. 

Retailers  are  finding  a  heavy  demand  for  ribbons  for 
holiday  selling,  and  are  using  every  effort  to  increase  this 
demand  by  showing  in  department  many  new  ideas  that 

Guipure   aU-over  —  Shown   by  Spitzer   Bros.,    Ltd..    Toronto. 

call  for  the  free  use  of  ribbon.  Fancy  'bags  of  all  de- 

scriptions are  made  up  in  dark  and  light-flowered  pat- 
terns, in  Persians  and  in  brocades.  These  patterns  are 

also  used  for  mufflers  and  a  host  of  other  articles. 

Very  handsome  theatre  bags  are  developed  in  pink 
or  blue  satin  ribbon,  veiled  with  gold  or  silver  net. 

Handsome  sashes  for  party  frocks  are  made  up  in 
satin  or  fancy  ribbons,  and  these  sashes,  ready  bowed 
and  tied,  are  in  view  in  the  department.. 

The  ibig  stores  are  providing  for  the  extra  business 
of  the  next  few  weeks  by  extending  the  space  devoted 
to  ribbons.     They  are  also  planning  ribbon  windows. 

Handling  Remnants  to  Advantage. 

At  this  season  of  the  year  even  the  smallest  remnant 
sells  freely,  and  remnants  are  prominently  displayed  on 
the  counter.  Baby  ribbons  are  extensively  used,  and 
should  be  marked  by  the  piece,  as  well  as  by  the  yard. 
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The  Value  of 

Little  Things 

^ 

THE  THREE  LEADING  LINES 

of  INFANTS'  HOSE  Madetn  Canada 
Little  Daisy  Little  Pet 

To  a  realization  of  the  importance  of  the  little 
things  in  the  manufacture  of  these  three  brands 
of  hose  we  attribute  their  success.  They  are  made 
in  a  modern  sanitary  factory  of  a  specially  selected, 

scoured  Australian  lamb's  wool.  They  are  knit  right, 
dyed  right,  finished  right,  by  people  who  know  what 
is  right.  The  dye  that  is  being  used  on  these  well- 
known  brands  is  guaranteed  to  be  fast,  clean  and  soft, 

and  w^ill  not  lose  its  rich  shade  by  wearing. 

LITTLE  DAISY- 
black,    tan,    cardinal, 
dozen  to  the  box. 

1/1  rib,  made  in  sizes  4  to  8J'2,  in  colors 
sky    blue,   pink  and  cream,   boxed  one 

LITTLE  DARLING— Silk  heels  and  toes,  fine  1/1  rib, 
made  in  sizes  4  to  7,  in  black,  tan,  cardinal,  sky  blue,  pink, 
and  cream,   boxed  in  a  half-dozen  to  the   box.      Each  pair 
Little  Darling  contains  a  skein  of  yarn  prepared 
especially  for  darning. 

LITTLE  PET — Fine  cashmere,  double  heels  and  toes, 
made  in  sizes  4  to  7,  in  colors  black,  tan,  cardinal,  sky  blue, 
pink  and  cream,  boxed  one  dozen  to  the  box. 

Order  from  your  Jobber 

—   jGmHed  — — — — — 
Canada Hamilton 

E.  H.  WALSH  &  CO,,  Sole  Agents 
TORONTO  MONTREAL 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 
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me  MiBf)  Wou 

f  M'pvoBpcvouB  fbolidap  ZCva6c 
and 

M  Vcvp  Mcvvp  CfjviBtmaB 

Stock  ''RYAN  Guaranteed  Gloves "*or  1911  and  you 

will  settle  the  question  of  Glove  Quality  ̂ ^^  have 
continued  happiness  throughout  the  year. 

Always  remember  that  all  gloves  bearing  the  name 

are  absolutely  guaranteed  to  your  customers 

ana  you  are  relieved  of  any  trouble  or  inconvenience 

should  any  prove  defective. 

-^ijhe  Sign  of  hhe  Guaranheed  Glove 

'fhis  pair  of  Gloves  is  guoranl-eed  ho  give  entire  sahsf achon.Shoutd 
it  prove  defechve  m  material  or  stitching.we  will  repair  or  replace 

same  if  you  will  rel-urn  hhem  ho  us  wihh  hKis  tickeh 

The  Robert  Ryan  Co., 
Three    Rivers,  Que. 

^he  Sign  of  hhe  Guaranheed  Glove ^41 
If  you  wish  for  one  of  our    1911  ART  CALENDARS 

let  us  have  your  name  at  once,  as  the 

quantity  is  limited. 

The  Robert  Ryan  Company  J_* 
THREE  RIVERS,  P.Q. 

E.  H.  Walsh  &  Co.,       Selling  Agents,  Toronto,  Ont. 
BRANCH   OFFICES:   MONTREAL,  WINNIPEG,  VANCOUVER. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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PARASOLS 
AND 

UMBRELLAS 

Special  Attention 

to 
Letter   Orders 

THE   IRVING    UMBRELLA   CO. 
LIMITED 

79-83  Wellington  St.   West        -         Toronto 

-Walter  H.  Barry  &  Co  «^ 

The 

Ribbon  House 
of    Canada 

wish 

ALL  THEIR  FRIENDS 

the 

Compliments  of  the  Season 

280  St.  James  Street 
Montreal 

It  is  a  o-ooil  plan  tci  put  up  these  narrow  ribibons  into 
'nunehes  coiitaining  10  or  12  yards.  Tliese  should  hi 
placed  on  the  counter  or  in  a  basket  and  priced  so  that 
customers  may  select  any  color  they  want.  This  \vou!a 

■~ave  time  now  that  the  Christmas  rush  is  on,  a,s  the  sales- 
girl wouhl  not  have  to  stop  to  measure  off  the  lengths. 

Edging    to    match    guipure  banding  —  Shown   by 
Spitzei-   Bros..   Ltd..   Toronto. 

How  Stores  are  Being  Decorated. 

In  decorating'  their  store  for  the  holiday  season,  Barry 
&  Co.,  Toronto,  have  adorned  the  shelving  in  their 
store  with  small  green  fir  trees,  obtained  from  the  neigh- 

boring woods.  Festoons  sweep  gracegully  from  tree  'toi 

tree,  and  poinsettias  in-  scarlet  against  the  green  com- 
plete the  scheme,  forming  a  distinctive  effect  preferable 

to  tinsel. 

G.  E.  Fraser's  Sons,  of  Picton,  are  devoting  one  win- 
diow  to  the  sole  display  of  children's  d/olls,  toys  and 
fancies.  The  store  is  being  entirely  re-arranged,  and  all 
stock  suitable  to  the  season  prominently  shown.  Many 
la'bles  have  been  added  for  this  purpose,  with  goods 
stacked)  on  them,  and  special  price  tickets.  Extra  lights 
will  help  to  make  the  interior  as  attractive  as  possible. 
ITolly  and  mistletoe  beforehand  will  add  to  the  gala  ap- 
l)earance  of  the  store.  Every  year  the  decorative  scheme 
is  varied. 

The  first  showing  of  special  lines  of  Christmas  goods 

by.  Bristol  &  Sons,  Picton,  takes  p'ace  about  the  25th  of 
Xovember  each  year,  or  on  the  last  Saturday  of  that 
month.  Fancy  articles  are  run  in  this  store  for  that  sea- 

son alone,  and  a  special  line  of  these  takes  'the  place  of  the 

regular  bargains  usually  displayed  near  the  door.  'A  full 
collection  of  dol's,  cut  glass,  handkerchiefs,  gloves  and 
linens  is  seen.  Sometimes  space  is  also  cleared  in  the 

millinery  department  for  a  showing  of  infant's  wear. 
These  holid'ay  articles  prominently  displayed  appeal  to 
this  firm  as  the  most  effective  form  of  Christmas  trim- ming. 

*J 

What  Would  You  Say  to 
This    Customer  ? 

See  page  60. 

MONEY  PRIZES  FOR  BEST  ANSWERS. 
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THE  GLOVE  HOUSE  OF  CANADA 

?4 

PERRIN     GLOVES    FOR    GIFTS 

READY 

FOR    RUSH    ORDERS 

YOU  WANT  GLOVES  IN  A  HURRY.  SEND  TO  GLOVE  HEADQUARTERS. 

Good  Stock  of  Standard 

Qualities  of  Ladies', 
Men's,  Children's  Perrin 
Gloves  to  retail  all  Prices. 

YOU    should    keep    your  T 
stock    of    Perrin     Gloves  / 

particularly  well  assorted  V 
this  month.  \ 

AS  A  XMAS  GIFT  PERRIN       \ 

GLOVES  STAND  ALONE. 

PERRIN  GLOVES 

BEST  VALUES 

BEST  ADVERTISED 

See  Perrin  Glove  "Ads" Now  in  leading  News- 
papers, Magazines,  etc., 

all  over  Canada.  They 

will  help  YOUR  Christmas 
Sales.  Perrin  Gloves  are 

continuously     advertised 

PULL 

WITH    THE    STREAM 

PERRIN    EVENING    GLOVES 

All  Lengths 

TIMES  GETTING  SHORT,  SEND  YOUR  ORDER  TO-DAY. 

^  l^ccorb  ̂ olibap  pu£!ine£f£(, 
7fl7J9[i>   TtiTt^itfh   )^i*itt  ̂   ̂ "oro  ̂ ouoap  justness, 
%l^!^t    SlK^l^l)  25^1111  ant  II  ̂ erj*  iWerrj)  Cftrigtmas;. 

PERRIN  FRERES  &  CIE. 
Mark  Fisher  Building, MONTREAL 

Please  uieiilion  The  Rcricn'  to  Advertisers  and  Their  Travelers, 
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Two  Special  Introductory  Offers 

^^TOW  that  we  are  settled  in  our  new  factory,  King 
-^^  St.  and  Spadina  Ave.,  Toronto,  we  are  branch- 

ing out    into    the   manufacture   of  fine   dress  skirts. 

^  On  this  page  two  extra  special  values  are  offered. 
These  skirts  are  exceptionally  well  made.  They  look 
well  and  will  wear  well.  Order  a  sample  selection. 

Send  to-day.  :  :  :  :  ;     .       :  : 

These  Skirts  at 

each  are  excellent 

value  and  will  sell 

well  in  vour  store. 

No.  30.5 — Handsome  tailored 

skirt,  as  illustrated,  made 
of  fine  Panama  in  all  the 
new  shades  ....     $3.75 

No.  817 — Stylish  Panama 
skirt,  with  rat  tall  braided 
panels,  all  shades  .  .  $3.75 

No.  305 No.  317 

With   increased   facilities  we   are   turning   out   abso- 
lutely unbeatable  values  and  styles  in 

Coats,  Dresses,  Skirts  and   Suits 
WAI  r  FOR   OUR  TRAVELERS 

J.  H.  WINTERS  &  COMPANY 
KING  ST.  AND  SPADINA  AVE.,  TORONTO 

lUease  mention   'I  lie  Keviciu  to   Advertisers  and  Their  Travelers. 
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Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Si^H0SlE2rf>"  AGENCY  OF
  CANA"''* 

MILL  SELLING  AGENTS  -  and  -  IMPORTERS 

100  Wellington  Street  West,  Toronto 

You    cannot  wisely 

purchase    your 

Ribbed 
Underwear 

for  Women  and  Misses 

FOR  SPRING,  1911 

until  you   have  seen 

descent  (^ 
Brand 

and 

f^umfy-Cut 
Manufactured  by 

S.  Lennard  &  Sons 
DUNDAS,  ONT. 

which  are  now  complete  and  in  hands  of 

our  ag'ents  who  will  soon  be  with  you. 

You  want  the  best  Value  to 

be  had  when  purchasing 

Hosiery,  Gloves 
and  Half  Hose 
FOR  SPRING,  1911 
WE    OFFER    YOU   OUR 

lueen  UualL 

Cotton,  Lisle,  Silk,  Lace 
and   Fancy   Hosiery  for 

Women 
AND 

Itiu 

Cotton,  Lisle,  Silk,  Fancy 
and  Lace  Half  Hose  for 

Men 
and  solicit   your  orders  purely  on  the 
basis  of        VALUE 

and  ask   you  to   study    your    interests 

by  seeing-  these  goods  before  buying. 

Richard  L.  Baker  &  Co. Toronto 

Please  mention  The  lieview  to    Advertisers  and  Their  Travelers. 



Good  Business  in  All  Lines 
Mills    are    Rushed    and    Supply    in    Many 

Cases   is   Short   of    Demand  —  The 
Hosiery    Situation. 

THERE  are  few  flaws  in  the  knit  goods  situation 

either  at  close  rang-e  or  perspective.    Heavy  re- 
tail business  is  being  done  at  present  in  under- 

wear, in  knitted  coats  and  so-called    fancy  arti- 
cles,  such    as    mufflers,     mittens,   caps,   feet  comforters, 

etc.,  and  repeat  business  has  developed  very  strongly. 
The  same  may  be  said  of  hosiery.  Domestic  miills 

have  been  unable  to  handle  the  full  volume  of  orders  and 

it  is  not  surprising-  that  there  arc  reports  to  the  effect 
that  where  requirements  are  imperative  some  of  the 
hosiery  business  which  properly  belongs  to  Canadian 
mills  has  been  going  elsewhere,  even  though  the  imported 
article  be  of  an  inferior  quality. 

The  Canadian  hosiery  manufacturer  realizes  that  in 
values  up  to  25  cents  he  has  the  field  almost  exclusively 
to  himself,  so  far  as  cotton  hosiery  is  concerned,  and 
he  is  putting  forth  every  effort  to  make  his  equipment 
equal  to  requirements  of  the  trade.  The  heavy  demand 
is  in  every  sense  appreciative  of  the  quality  of  the  article 
that  is  being  turned  out,  and  it  is  still  evident  that  the 
manufacturer  has  a  point  to  work  up  so  far  as  volume 
is  concerned  in  his  somewhat  limited  range. 

It  is  apparent  that  the  removal  of  the  surtax  came 
as  a  decided  discouragement  to  the  manufacturer  of 
hosiery.  It  did  not  take  him  long  to  see  that  with  the 

measure  of  protection  as  it  then  existed  he  would  pro- 
duce finer  and  better  lines  of  cotton  hosiery,  and  thus 

capture  a  still  larger  share  of  the  Canadian  trade.  In 

fact,  there  are  mills  which  had  actually  made  prepara- 
tions to  extend  their  enterprise  in  that  direction,  but  no 

sooner  were  the  machines  assembled  and  in  readiness 
than  the  surtax  was  removed  and  new  equipment  has 

had  to,  stand  idle.  To-day  the  Canadian  manufacturer, 
must  concentrate  almost  exclusively  upon  a  compara- 

tively small  range  of  values.  The  very  few  exceptions 
only  serve  to  emphasize  the  fact. 

Not  AH  Plain  Sailing. 

During  the  past  year  hosiery  manufacturers  have 
not  had  the  most  satisfactory  kind  of  sailing.  Raw 
materials  have  advanced,  it  has  been  very  difficult  to 
secure  and  retain  the  nroper  kind  of  help,  cost  of  produc- 

tion has  shot  upward,  competition  has  become  keener, 
and  price  levels  are,  in  consequence,  practically  the  same. 

"In  order  to  get  best  results,"  said  a  manufacturer 
to  The  Review,  "it  has  came  to  be  a  matter  of  manu- 

facturing practically  m  carload  lots.  The  question  of 
help  is  one  of  the  most  serious.  When  a  manufacturer 

takes  on  new  hands  in  this  country  he  has  to  pay  them 
from  the  start,  in  srite  of  the  fact  that  it  is  some  time 
before  they  are  really  of  any  service.  When  hands  are 

continually  coming    and    going,  you   will  see  that    this 

item,  when  figured  against  cost  of  production,  must,  in 
the  course  of  a  year,  become  a  serious  one.  In  England 
the  manufacturer  does  not  pay  his  apprentices  until  they 
are  worth  something  to  him.  There  a  boy  or  girl  who 
enters  a  mill  does  so  pre-determined  to  learn  some- 

thing upon  which  he  or  she  may  depend  for  a  living  ; 
they  regard  it,  in  the  great  majority  of  cases,  in  the 
sense  of  a  life  work. 

"Here,  it  is  different.  The  greater  the  amount  of 
knowledge  the  apprentice  acquires,  the  more  independent 
iu  their  views  and  attitude  toward  their  employers  he 
or  she  is  inclined  to  become.  There  is  no  tolling  when 
a  girl  who  has  just  became  of  some  value  in  the  mill, 
will  put  on  her  coat  and  hat  and  pass  out.  She  has 
obtained  employment,  probably  more  to  her  liking, 
somewhere  else  and  probably  at  a  better  figure.  Up  to 
this  time  you  must  remember  she  has  been  drawing 
wages,  but  practically  earning  nothing.  She  has  taken 
up  much  of  the  time  of  the  forelady  or  overseer  and  has 
really  cost  more  than  she  is  worth. 

"That  is  the  way  it  works  out  in  this  country  when the  demand  for  help  is  in  excess  of  the  supply  and  I  be- 
lieve it  has  been  more  seriously  felt  m  the  knitting  in- 

dustry than  in  any  other.  A  further  handicap  was  ap- 
plied when  the  Government  made  it  compulsory  for  help 

coming  into  the  country  to  have  a  certain  amount  of 
money  in  their  pockets  before  they  enter  the  country. 
That  has  been  a  serious  impediment  not  only  to  some 
first-class  mill  help  coming  to  Canada,  but  also  to  many concerns  in  manning  their  machines  efficiently. 

An  Unfair  Comparison. 

"It  is  not  fair  to  compare  Canada  with  the  United States  when  manufacturing  conditions  are  being  dis- 
cussed. The  diversified  climate  there  is  a  distinct  asset. 

Competition  immediately  suggests  to  a  manufacturer 
the  production  of  his  goods  at  a  point  where  he  can  the 
more  easily  acquire  his  raw  material,  whether  imported 
or  domestic,  where  he  can  dispense  or  reduce  to  a  mini- 

mum certain  overhead  expenses  such  as  heating,  where 
he  can  obtain  his  help  to  best  advantage,  as  in  certain 
parts  of  the  south  where  the  twelve  hour  day  and  low 
wages  are  the  rule.  All  of  these  things  must  be  taken 
into  consideration  in  making  comparison.  There  is  no 
such  help  problem  in  the  United  States,  or  in  Germany 
or  England  as  there  is  in  Canada,  no  country  where  a 
girl  can  so  easily  step  out  of  one  position  into  another 
within  five  minutes'  time. 

The  Cotton  Situation. 

"During  the  past  two  years  some  anxiety  has 
centred  around  the  cotton  supply.  Prices  have  advanced. 

Last  year's  crop  of  cotton  was  short  by  three  million bales.  Three  months  after  harvest,  cotton  sold  in  New 
York  at  sixteen  cents  a  pound.  From  October  to  Octo- 

ber, the  cotton  year  the  average  export  price  was  four- 

teen and  two-tenths  cents  a  pound  against  nine  and  four- 
teenths cents  •  the  preceding  year.  It  was  the  highest 

average  price  since  Civil  War  times.  High  prices  must 
have  cut  down  the  use  of  cotton.    Production  and  con 
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Hermsdorf  Created  the 

First  Fast  Black  Dye  for 

Hosiery  Twenty  odd 

Years  Ago,  and  it  has 
been  the  FIRST  Fast 

Black  Ever  Since 

Never  surpassed  in  permanence 
or  purity;  never  excelled  m 
depth  or  beauty  of  color ;  never 
doubted  for  dependability. 

HERMSDORF'S  signature  on  the  sole  of  a 
stocking  denotes  all  you  can  wish  for  in  dye 

quality  and  finish.  Millions  know  it;  trust 

it  implicitly;  demand  black  stockings  so 

stamped.     That's  why. 

It's  the  Name  That  Sells  the  Stocking 

WORKS: 

Chemnitz,  Saxony 

AMERICAN  BUREAU: 

235  W.  39th  Street,  New  York 

We  tupp'y  booklets,  cuts,  showcards  and  helpful 
advertiting  suggestions  FREE  to  HERMSDORF  mer- 

chant?.    Write  us. 

Miininicni  fall  oil'  under  lliusi'  conditions,  but  it  must  be 
boino  in  mind  that  the  nuiltiiilicity  of  uses  to  which 
cotton  is  now  applied  is  causing  a  steady  growth  in  de- 

mand, so  that  when  there  is  any  considerable  falling"  off 
in  croj),  an  impurting  country  does  not  stand  to  benefit 

by  curtailment  in  the  country  of  export,  when  the  spec- 
ulative clement  has  any  encouragement.  Prices  rule 

hiigh  and  a  man  must  be  a  wizard  to  secure  any  little 
advantage   in  buying. 

"With  the  improvement  in  the  cotton  crop  this  year, 
|ti-ices  should  1)0  smnewlint  easier,  proijubly  in  the  vicin- 

i;y  if   iwclve  cents." These  facts  will  give  the  retailer  some  idea  of  the 

pi'oblems  confronting  the  knit  goods  manufacturer,  and 
in  spite  of  which  he  is  makiing  steady  progress.  It  has 
h.ivnie  evident  that  he  stands  ready  to  develop  in  any 
direction  which  has  any  promise  whatever.  If  the  supply 

does  not  alw-ays  measure  up  to  the  demand,  some  ex- 
I)lanation  may  probably  be  found  in  the  fact  that  plac- 
ini?  has  not  always  correctly  anticipated  the  demand. 

® 

Selling  Cottons  Year  Round. 

Manufacturers  of  cotton  hosiery  point  out  that  where- 
as, some  years  ago,  they  had  only  one  season,  that  which 

served  for  Spring  and  Summer,  the  demand  now  scatters 
itself  over  the  whole  year.  There  is  more  cotton  hosiery 
worn  all  the  year  round,  nowadays,  than  ever  before.  At 
the  same  time  the  finer  lines  of  cottons,  lisles  and  other 

silks  are  meeting  with  a  similar  demand.  Not  that  cash- 
meres are  being  crowded  out — far  from  it — rather  are 

iliey  sharing  the  d'cmand  in  large  centres  of  popular  with 
the  lines  mentioned.  There  has  been  riuite  a  strong  call, 

also,  for  fleece-linedl  goods. 
Since  German  manufacturers  have  had  easier  access 

to  the  market,  silk  hose  selling  at  50  and  7.5  cents  the 

pair  have  became  a  decided  feature  of  the  market  and 

are  selling  well  for  Christmas  trade,  and  in  fact  for  gen- 
eral Fall  traxle.  They  fit  into  a  good  demand  for  evening 

dress  purposes.  While  p^ain  colors  and  spot  effects  have 
sold  well  in  men's  hosiery,  and  stocks  are  exceptionally 
strong.  It  is  predicted*  that  the  coming  seasons  will  not 
be  devoid,  of  bright  colors  in  striped  and  garter  effects. 
Pale  violet  with  salmon  pink  stripes,  gray  with  gold 

stripes,  blue  with  white  cloths,  green  stripes  on  silver 

grey  are  some  of  the  most  vivid  effects  and  these  are  con- 
sidered a,s  following  in  natural,  though  spasmodic,  succes- 

sion the  continued  view  of  very  plain  effects.  One  of  the 

newest  colors  on  the  market  is  known  as  "Egyptian 
sand."  which  has  a  more  dusky  shade  than  biscuit  or 
cliampagne  and  comes  plain  or  in  combination  with  rich 
emeraldi  greens,  bold  purples  and  deep  blues. 

For  next  season  it  would  appear  that  considerable 

emphasis  will  be  placed  upon  very  light  gauzes  in  ladies' 
goods,  and  lace  effects  will,  if  anything,  be  more  liberally 

spaced.  Among  the  very  decided  novelties,  silk  hosiery 
in  Paisley  pattern  is  now  spoken  of.  As  much  as  two 
hundred  dollars  was  recently  given  in  the  London  market 
for  an  old  Paisley  shawl,  dropping  to  pieces  with  age,  so 

lliai  the  original  pattern  could  be  duplicated  on  a  knit- 
ting machine. 

® 

Insistent  Underwear  Demand. 

The  arrival  of  cold  weather  is  responsib'e  for  a  marked 
iiici-ease  in  Die  counter  demand  for  winter  underwear, 
not,  only  in  the  woolen  variety,  but  also  in  the  heavier 

cotton  ai?ikes  and  fleece-ljned  articles.     The  jobber  an(^ 
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XMAS 
1910 

The  manufacturers  of 

extend  to  you  their  heartiest  Christmas 
Greetings,  coupled  with  their  fervent  wish 
that  you  may  enjoy  a  bumper  business 
during  the  coming  year. 

Ea^le  Knitting  Company 
LIMITED 

Hamilton Canada 

Controlled  by  J.  R.  Moodie  &  Sons,  Limited 

Please  mention  The  Jievicio  to  Advertisers  and  Their  Traz'elers. 
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Save  a  Month's  Time  on  Your 
Order  for  the 

^  Before  you  get  right  into  the  holiday  rush,  do  this  for  your 
own  protection. 

q  Make  up  your  Spring  order  for  NAZARETH  WAISTS  and 

get  it  into  your  wholesaler's  hands. 

q  Order  enough  of  all  sizes,  i  to  13  years,  to  meet  the  early 

Spring  calls. 

q  Do  this  now,  otherwise  you  won't  find  time  until  the  new 
year,  and  with  the  Spring  rush  on  you  are  inviting  the  usual 

Spring  delays  by  rail. 

q  We're  working  on  Spring  orders  for  Canadian  wholesalers 
whose  customers  are  wise  enough  to  take  time  by  the  forelock. 

q  Now  for  that  order-  count  the  boys  and  girls  in  your  town 
and  order  enough  to  NAZARETH  WAIST  most  of  them. 

■iz^rem/     Mill 

at 

azaretk. 

Pa.,    U.S.A. 

350   Broadway, Ne-w   York 

Canadian    Representativea  :— 

E.  H.  Walsk  y  Co. 
Toronto  and  Montreal 

The  following  wholesale  houses  all  carry 

the    genuine  NAZARETH  Waist: 

Halifax,  N.S. Ouehec,    Qae. Ottawa,  Ont. Toronto,  Ont. 
J.  A  M.  Murphy Tliibaudeau  Freres  &  Cie. 

John  M.  Garland,  Son  4  Co. John  Macdonald  4  Co. W.  4  C.  Silver McCall    Shehyn  &  Co. Beattv,  Kerr  4  Verner 
Smith  Bros. Gauvreau,  Beaudry  &  Cie. St.  John,  N.B. W.  R.  Brock  Co.,  Ltd. 

Kingston,  Ont. Montreal,  Que. 
The  Vassie  Co.,  Ltd. 

Franli  Skinner  4  Co. 
Gordon,  Mackay  4  Co. 
Denton,  Mitchell  &   Duncan 

Macnee  4  Minnes W.  R.  Brock  Co..  Ltd. Manchester,  Robertson  4  AUison Northway  Bros.  4  Winger 

London,  Ont. 
Gault  Bros.  4  Co..  Ltd. 
Greenshields  Ltd, 

Scovil  Bros.,  Ltd. Vancouver,  B.C. 

McMahen.  Granger  &  Co. Hodgson.  Sumner  4  Co, Winnipeg,   Man. The  Gault  Bros.  Co. 

R.  C.  Struthers  s  Co. A.  Racine  4  C. R.  J.  Whitla  4  Co.,  Ltd. Calgary,   Alta. Robinson.  Little  &  Co. Brophy.  Parsons  4  Rodden Robinson.  Little  &  Co. 
Dicfdson,  Nicholson  ^t  Co, Kyle.  Cheesbrourh  &  Co. 

Mclntyre,  Son  4  Co. 
P.  P.  Martin  4  Co. 
A.  0,  Morin  «  Co. 

Peterboro,  Ont. 

W.  J.  Hopwood 

W.  R.  Brock  Co..  Ltd, 

WKd 
Pleas?  mentipn  The  Review  to  Advertisers  and  Their  Travelers, 
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"TIGER  BRAND 
UNDERWEAR 
"Tiger  Brand"  Underwear  is  ̂ oing  to  be  the leader  for  Fall  in  the  Underwear  Mart.    It  has 

the  ihree  most  important  requisites  of  "good" 
underwear— S  u  pe  ri  or     Finish    Durability 
Style. 

If  you  have  tried  other  brands  and  found 
them  wanting  in  "customers"-  if  you  find your  underwear  department  slack  when  your 
competitors  about  you  are  doing:  g-  od  busi- 

ness   there's  a  hitch  somewhere. 
Ask  yourself— have  la  stock  of  the  finest 

Uiiderw  ear  obtainable? 

No— not  if  you  haven't  Tiger  Brand.  Ii's 
the  one  big  customer-getter  and  a  huge  asset 
to  your  shop.  Send  in  your  order  now — see 
the   result  for  J  ourself. 

II 

Gait  Knitting  Co.,  Limited 
Gait Ontario 

Health    Brand 

Underwear 

Stoch  Well 

A  ssor  t  ed 

Your  orders  will  be  filled 

promptly. 

(Bvccnef)icl6B  Zimited 
^ontveal 

inaiuifacturer  will  undoubtedly  have  iV  good  repeat 
seasou  in  all  lines.  There  is  some  complaint  about 

deliveries  'being  far  iVom  what  they  should  be,  but  the 
manufacturer  comes  baL'k  with  the  answer  that  iu  many 
ca^'s  where  a  complaint  reached  them,  some  measure  of 
blame  attached)  to  the  lateness  at  which  the  orders  wore 

placed.  Even  though  manufacturers'  and  jobbers'  repre- 
sentatives are  g'oing  on  the  road  earlier  than  ever  ^before 

in  (U'diT  to  obtain  a  nmre  eorrecL  estimate  of  the  volume 

n([nir('(l  there  are  always  notable  cases  where  buyers 
have  held  oft:  hoping  for  more  advantageous  terms  or 
fearing  adverse  weather  conditions. 

® 

Everybody  Wears  Them. 
The  swea,ter-coat  has  'become  an  institution.  Style 

and'  utility  have  made  it  so.  The  lady  in  the  motor  and 
the  man  on  the  coal  wagon  wears  them  and  the  difference 

in  the  station  of  the  individ'uals  named  is  a  good  index 
of  the  variety  of  makes  and  values — Coats  short  and  long, 
following  as  closely  as  possible  the  lines  or  general  effect 

of  fa'bric  garments  are  featured  with  shorter  leng-ths 
decidedly  in  the  lead  so  far  as  demand  is  concerned  be- 

cause of  its  suitability  for  the  greater  range  of  purposes. 
There  is  not  a  member  of  any  household  to  whom  a 

knitted  garment  of  some  style  or  other  would  not  make 
an  appropriate  Christmas  gift  or  satisfactory  addition  to 

the  wardro'be  at  any  time  of  year,  and  when  this  can  be 
said,  it  is  evident  that  the  so-called  fancy  lines  of  knitted 
goods  are  assuming  a  staple  position.  There  is  tlie  knitted 
suit,  the  knitted  skirt,  the  knitted  petticoat,  the  knitted 
kimona  or  dressing  sacque.  In  fact,  ouside  of  shoes  for 

the  feet,  there  is  really  no  part  of  the  wardi'obe  now-a- 
days  that  the  knit  goods  manufacturer  cannot  cater  to. 

There  are  many  different  styles  of  col'ar  in  sweater 
coat  lines,  and  one  of  the  latest  id'eas  is  that  which  has 

bren  worked  out  by  one  manufacturer.  It  takes  the  form 

of  a  convertible  collar  capable  of  as  manj-  different 

adjustments  as  those  so  strongly  featured  in  men's 
ulster  overcoats.  These  collars  may  either  be  made  of  the 
same  material  as  the  body  of  the  garment  or  it  may  be 
faced  with  satin  or  other  material. 

® 

Cotton  Crop  Estimates. 

Recent  reports  on  present  season's  cotton  crop  a,re 
inclined  to  be  somewhat  discouraging.  'Commenting  on 
one  of  these  estimates,  prepared  by  experts,  the  Textile 

Mercury  observes: — "They  confess  to  having-  'been 

gradually  compelled  to  give  up  hope  of  a  yield  that  woul'd 
have  restored  prices  to  something  like  a  normal  fig'ure. 
According  to  their  calculation,  we  shall  proba'bly  have  to 

face  the  year  wit'h  a  crop  of  about  ll,()'0O,0'0'0'  bales.  This 
represents,  in  round  figures,  l,iOiOO,00(>  bales  more  than 

the  very  low  crop  of  last  year,  but  is  anything-  from  1,- 
•Om.Om  to  2,0(>0,0'00  less  than  would  be  used  if  the  whole 
of  the  world's  spindles  that  consume  American  cotton 
were  to  be  kept  on  full-time  running.  The  industry  was 
saved  to  some  extent  last  year  by  the  fact  that  there  was 

a  visible  supply  on  September  Ist  of  l,430,0'0O  bales.,  to 
add  to  the  crop  of  lO.fiiOO.'nin'D  bales.  This  year  the 

"visible  supply"  was  estimated  to  be  only  758,00'0  bales. 
"Presuming  that  they  are  right  in  their  present  fore- 

cast, we  shall  have  for  the  year  l'2,a58,»0;0  bales.  This 
is  scarcely  more  than  was  consumed  last  year,  in  spite  of 

the  long  periods  of  "short-time"  in  all  the  world''s  spin- 
ning centres.  In  Lancashire  there  was  a  continuous  cur- 

tailment of  production  from  July.  1009  to  April,  IM'O,  to 

the  extent  of  151/2  hours  per  week;  and  a  similar  experi- 
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A  Close  Finish 
in  the 

Hewson  Contest 

A  T  the  conclusion  of  a  most  exciting  and  success- 
^^^  ful  contest  for  the  Hewson  Prizes  for  the  best 
Window  Trim,  the  judges  found  themselves  in  a  most 
difficult  position  to  choose  from  those  submitted  the 
"best"  window  trim  of  all. 

After  a  careful  and  minute  study  of  all  the  photos  sub- 
mitted, the  judges  beg  to  announce  the  following  as 

The  Winners 

I 

1st  Prize,  $50.00 
Won  by 

F.J.  LANCASTER, 
Employed  by 
The  White  &  May  Co.,  Ltd. 
St.  Marys,  Ont. 

HARRY  BLACK 
Employed  by 
The  Sussex  Mercantile  Co. 
Sussex,  N.B. 

2nd  Prize,  25.00 
Won  by 

ERNESTS.  JACK, 
Employed  by 

J.  D.  Creaghan  Co.,  Ltd. 
Chatham,  N.B. 

Favorable  Mention 

Accompanied    by    Cash    Prizes 

WM.  A.  JONES 
Employed  by 
Jones  Bros. 

Apohaqui,  N.B, 

3rd  Prize,  15.00 Won  by 

THOS.  F.  DRUMMIE, 
Employed  by 
Henderson  &  Hunt 

St.  John,  N.B. 

F.  P.  BLACKHURST 
Employed  by 

J.  A.  McTavish 
Paris,  Ont. 

Hewson  Woolen  Mills,  Limited 
AMHERST,  N.S, 

Fiease  mention  The  Review  to  Advertisers  and  Th?\r  Travelers. 
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The  Last  Call  for    10! 
It  you  are  short  in  any  lines  of  Hosiery  or 

Mitls  for  this  season's  trade,  we  can  give  you 
prompt  delivery  and  excellent    value  in  our 

"Maple  Leaf" 
Hosiery  and  Mitts 

They  are  noted  for  their 

quality,  texture  and  finish  ! 
Give  this  favorite  line  a 

trial,  if  you  don't  already 

handle  "  Maple  Leaf  !" 

'MARK 

MADE  BV
^^ 

'SOCERiJH  KNITTING  CO 

Let  us  have  your  enquiry  TO-DAY  ;    you'll 
hnd  our  quality  and   prices  right. 

Goderich  Knitting  Co. 
LIMITED 

Goderich  -  -  Ontario 

SELLING    AGENTS: 

J    E.  McClung,  Toronto,  for  Ontario. 
Fred  S.  While,  St.  Siephen,  N.B.,  for  Maritime 
Gerhard  I,  Han  ley,  McKay  Co.,  Ltd.,  Winnipeg,  Man.,  for  West. 
.\.    L     Gilpin,   Montreal,   Que.,   for   Quebec. 

goes  with   every 'Ceetee"  garment  that  leaves 
our  mills.     When  you  are  selling 

CEETEE 
Unshrinkable  Underwear 

You  may  guarantee  absolutely  that  it  IS 
unshrinkable.  We  will  back  you  up  every 
time,  and  will  promptly  replace  any  Ceetee 
garment  that  proves  to  be  shrinkable. 
And  then,  Ceetee  is  the  Underwear  that  is  knit 
to  fit,  and  its  merits  are  advertised  throughout 
the  entire  Dominion. 

Send  for  Samples   and  Prices. 

THE    C,    TURNBULL    COMPANY 

OF   GALT,    LIMITED 
GALT.  ONTARIO 

I'Ui't'  of  sliort    lime   ihis  year,   would   leave   praetically  no 
■•farrv  over"  at  all  for  next  yeax. 

"The  outlook  is,  therefore,  a  most  anxious  one.  There 
is  likely  to  'be  another  year  of  high  prices,  reaching  at 
times  sensational  figures,  and  it  may  be  taken  for  granted 
that  periods  of  short-time  will  have  to  be  resorted  to 
again.  Hence  there  would  appear  to  be  little  hope  of 
any  security  of  a  profitable  trade  for  some  time  to  come. 

The  operatives  have  evidently  got  the  best  of  the  situ- 
ation byi  the  five-years  agreement  regarding  rates  of  pay. 

The  estimated  sJiort  American  crop  may  be  lessened  in 

effect  owing  'to  the  fairly  good  yields  expected  in  Egypt 
and  India.  On  the  other  hand,  the  comparative  smallness 
of  production  in  the  United  States  will  result  in  helping 

to  force  good  prices  for  Egyptian  staples." 

Textile  Welfare  and  the  Weather. 

"We  receive  a  reminder  every  now  and  then  of  the 
tragical  extent  to  which  textile  welfare  depends  on 

weather,"  states  the  Textile  Mercury.  "Early  frosts  nip 
otf  an  occasional  half-a-million  bales  of  cotton  and 

demoralize  the  entire  supply  of  that  material.  A  few 

months  of  Antipodean  drought  reduce  the  sheep-flocks  by 
millions  and  play  havoc  with  the  quantity  and  quality  of 

the  available  wool.  We  depend  on  the  weather  for  sup- 

ply!, and  again  on  the  weather  for  demand.  A  bad  mon- 
soon— for  example — means  the  loss  of  sales  of  millions 

of  yiards  of  cotton  cloth.  The  foreign  complications  are 
perhaps  the  worst  ones,  but  in  addition  to  them  we  are 

subject  to  the  weather  at  home.  Even  now  the  home  dis- 
tributing trade  is  almost  at  a  standstill  for  want  of  those 

one  or  two  weeks  of  cold,  bright  weather  which  would 
convince  consumers  that  the  clothes  they  stand  in  are 
too  thin,  and  that  the  warm  ones  they  possess  are  too 

sha'bby  to  face  sunlight. 

It  is  more  difficult  to  be  cheerful  about  English 
weather  when  one  reads  that  a  single  wet  week  costs  a 

single  concern — not  an  exceptional  case — a  solid  £1,000  to 
£1.500  in  loss  of  sales.  Similar  effects  on  a  proportionate 

scale  are  felt  throughout  the  who'e  realm  of  drapery  and 
outfitting,  a.nd  it  is  unfortunately  impossible  to  regard  the 

loss  as  simply-'  expenditure  postponed.  The  consumer, 
thwarted  in  his  first  intention,  spends  his  sum  in  another 
direction,  waits  until  the  season  has  gone,  or  at  least  buys 

one  article  when — if  the  weather  had  behaved  itself — he 

would  easily  have  been  induced  to  buy  two.  The  melan- 
choly facts  are  noted  without  bias  and  without  hope. 

There  is  no  controlling  the  weather  and  no  forecasting  ir 
for  any  serviceable  length  of  time  in  advance.  Perhaps 
in  the  millenium  it  will  be  different.  Perhaps  when 

meteorological  science  has  advanced  our  successors  in 
trade  will  receive  notice  of  what  is  to  happen  and  be  able 

to  prepare  accordingly.  Fore-knowledge  has  its  disad- 

vantages, but  we  should  be  sorry  to  think  that  posterity's 
p'ight  was  likely^  to  be  worse  than  our  own  abject  ignor- 

ance and  abject  dependence." 
"Manufacturers  are  endeavoring  to  make  improve- 

ments upon  fine-grade  hosiery  by  making  top.  sole  and 

heel  extra  strong  by-  reinforcement  and  other  processes," 
states  a  Chemnitz  authority.  "However,  the  double  heel 
and  toe  do  not  make  them  as  durable  as  manufacturers 

had  expected  that  they  would*.  Furthermore,  buyers  are 
undecided  whether  or  not  to  purchase  fine-gauge  stock- 

ings. Fancies  do  not  sell,  as  a  rule,  but  manufacturers 

iire  endeavoring  Id  i;c1  embmidei-ed  hosiery  into  the 
market  and  to  see  if  in  the  future  greater  demand  cannot 

be  created  for  e'lsbroidery. 



Dr\  Goods  Review. KNITTED    GOODS 

83 

Pen-An^le 
Hosiery 

Moves 
Fast 

PEN- ANGLE 

Hosiery  moves 

fast.  The  Two  Pairs  Free  Guarantee 

is  the  right  kind  of  sales-stimulant. 
It  will  liven  things  up  around  your 

hosiery  counter  —  will  make  more 

profits  for  you.  It's  doing  so  for 
hundreds  of  other  dealers  in  every 
section  of  the  Dominion. 

PEN- ANGLE  Hosiery  is  full- 

fashioned,  seamless,  high-class 
V  in  every  respect.     It  has  the 

quality    to    back    up  its    re- 
markable guarantee. 

Penmans  Limited 
Paris        -        Canada 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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BURNLEY'S WOOLS 
Prices  and  Terms  Right. 

Ask  our   Canadian  Agent 

David  M.  Chorlton 
30  Hospital  St.,  MONTREAL 

Thos.  Burnley  &  Sons,  Limited 
GOMERSAL  MILLS,  near  Leeds,  ENGLAND 

Mfrs.  of  Knitting  Yarns  for  over  150  Years 

OUR    AGENT   has    LARGE  STOCKS   ON    HAND    of    these    BRANDS 
IN    ALL    SHADES. 

UiNSHRINKABLE WOOL 

NderweaR 
LADIES' 

Combinations  fitted  with 

the  Patent  "S"  WRAP, 
affording  complete  protec- 

tion   where    this    is    most 
necessary. 

No  button  is  needed,  and 
the  garment  does  not  drag 
when  the  wearer  is  sitting. 

GENTLEMEN'S 
'STAR"  Seated  Pants 
and  Drawers.  No  seams 

at  fork,  up  back,  or  down 
inside  of  leg  to  chafe,  or 

give  way.  All  wearing 
parts  are  strengthened  and 

extra  spliced. 

These  Specialities  are  made   of  Unshrinkable  Wool  and  can 
also  be  obtained  in  Merino,   and  Silk  and  Merino. 

ANY  GA!^MENT  SHRUNK  IN  WASHING  WILL  BE  REPLACED 
Please  note  the  above  TRADE  MARK 

should  be  upon  every  genuine  JAY  FINISH  Garment. 

Messrs.  I.  &  R.  MORLEY  and  Geo.  BRETTLE  &  Co.,  Lon.,  ENG. 

THE     LEADING     ENGLISH     UNDERWEA 

Pica:c  mci.iion  1  he  Kciicu'  ,(.  Advertisers  and  Their  Travelers, 
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Announcement 

''Ellis     Spring     Needle     RiDDed        Underw^ear 

Hamilton,    T^ovemher    25th,    1910 

To    the    Trade: — 

We  have  acquired  the  plant  and  stock-in-trade 

formerly  belonging  to  The  Ellis  Manufactviring 

Company,  Limited,  and  will  continue  the  manufac- 
ture of  what  has  been  known  to  the  trade  as  the 

"Ellis  Spring  Needle  Ribbed  Underwear." 

We  have  on  hand  and  on  order  large  quantities 

of  raw  materials  and  will  be  able  to  make  delivery 

of  all  orders  placed  with  us  for  the  coming  season 

and  will  as  far  as  possible  fill  oi'ders  for  present 
delivery. 

We  have  also  acquired  all  outstanding  ac- 

counts receivable  and  payment  should  be  made  to  us. 

Yours    Truly 

Tne    Ellis    Unaer\\^ear    Company 
Successors  to 

THE    ELLIS    MFG.    COMPANY,    LIMITED 

aBsat 

Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers, 
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HOSIERY   LEADERSHIP 

Jho 

■  MO I. 

r.A;i^^ 7\. 

ALL   WOOL 

UNSHRINKABLE 

SOCKS 

STOCKINGS 

HALF-HOSE 

GOLF-HOSE 

GLOVES 

SHIRTS 
PANTS 

VESTS 

SPENCERS 

JERSEYS 

Hosiery  and  Underwear 
CANADIAN  WHOLESALE  AGENTS  (HOSIERY): 

TORONTO:    Messrs.  C,  R.  COPPING  &  SON,  27  Melinda  St. 

MONTREAL:     Mr,  A.  B.  COUCH,  Frazer  Building, 
43  St.  Sacrament  Street. 

CANADIAN  WHOLESALE  AGENT  (Underwear)- 

MONTREAL:     Mr.  GEO.  H.  NAPIER,  417  Coristine  Bldg. 

KEEP  WELL 
TO  THE 
FRONT 

I 
i 

Thos.  GrimshaAV  &  Sons 
Limited 

Hosiery   Manufacturers 
27  Dale  Street 

Manchester,  England 

Works:   Sun  Mill,  Littleborough. Branches  :     Liverpool— 21  Leigh  Street 

Brimingham—20  Cannon  Street 
London  Office— 6  Milk  Street,  E.C. 

Agents  for  Canada  : 

narrower  &  Johnston,  Montreal 

speciality: 

*OaK  Tree'  Hosiery  and  Under^rear 
Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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A   Cliristmas  Inspiration 
One  of  the  most  profitable  inspirations  that  could  come  to  a  drygoods 
merchant  when  reflecting  over  business  progress  between  this  Christmas 
and  last,  is  the  inspiration  to  specialize  on 

HIGH 
GRADE 

UNDER- 
WEAR 

FOR  MEN 
WOMEN 
AND 

CHILDREN 

This  is  the  line    of  underwear  that   builds   up    permanent  good-will  for 
the  merchants  who  sell  it. 

SELLING  REPRESENTATIVES  : 

Ontario:  C.  &  A.  G.  Clarke,  Empire  Building,  Wellington  St.  W.,  Toronto. 
British  Columbia:  Geo.  A  Campbell  &  Co.,  Mercantile  Block,  Vancouver,  B.C. 
Quebec:  Ernest  Hamel,  115  St.  Joseph  St.,  Quebec,  Que. 
Maritime  Provinces:  G.  A.  Woodill,  20  and  21  Roy  Building,  Halifax,  N.S, 
Manitoba  and  the  North- West:  Western  Fabric  Co.,  63  Albert  St.,  Winnipeg 

THE  PEERLESS  UNDER^VEAR  CO. 
LIMITED 

Hamilton,  :  :  :  :  Ontario 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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KNITTED     GOODS 
Dry  Goods  Review. 

JAEGER  PURE  WOOL 
for 

Christmas  Gifts 
There  is  no  Christmas  present  that  gives  more  lasting 

pleasure  and  comfort  than  a  "JAEGER  "  Garment,  whether 
it  be  Dressing  Gown,  Lounge  Jacket,  Coat  Sweater,  Rug, 
Shawl,  Scarf,  Gloves,  Cap  or  Slippers.  Each  article  has  its 

own  particular  charm,  and  the  '"'  JAEGER  "  label  decides  its 
quality  as  being  worthy  of  both  the  giver  and  receiver. 

Our  catalogue  will  give  you  many  hints,  which  will  be 
of  value  to  you  and  your  customers. 

COMPANY, 
LIMITED DR.  JAEGER  To^^.  SYSTEM 

Wholesale  Warehouse,  52  Victoria  Square,  Montreal 

SATISFACTION   IS   THE   IDEAL 
we  always  keep  in  view  in  the  manu- 

facture of  every  "Oxford"  Garment; 
and  it  is  because  of  tfie  unvarying 
skill  and  care  we  employ,  and  the 
high  quality  of  materials  we  use,  that 

you  will  find 

OXFORD 
Underwear 

the  best  line  to  handle  and  recommend. 

SPRING,  1911,  LINES 
will  be  found  perfect  in  fit,  finish  and 
comfort  and  very  durable. 

Here  are  some  of  our  specialties: — 
FOR  LADIES.— Swiss   Ribbed  Vests 

and  Combinations,"  Ilet"  or  Bird's- 
eye — elastic  and  porous 

"INTERLOCK"  VELVET  KNIT 
Patented  Feb.  16th,  1909. 

FOR  MEN.  — Combinations  and  two- 
piece  suits  in  Balbriggans,  in  ecru, 
white,  salmon  and  blue. 

If  yoa  don't  get  a  call  soon,  drop  us  a  card. 

OXFORD  UNITTING   CO 
WOODSTOCK,  ONT. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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SORTING  ORDERS 
Don't  allow  your  knit  goods  stock  to  fall  too 
low,  but  be  sure  you  have  a  good  assortment  of 

BEAVER  BRAND 

KNITTED  GOODS 
as  Beaver  Brand  is  an  ever  popular  and  much 

called  for  line  in 

Mitts      Gloves      Hosiery     Caps      Sweater  Coats 
and  Jerseys 

A  W^IDE  RANGE  OF  POPULAR  COLORS— SOLIDS  AND  COMBINATION. 

R.  M.  BALLANTYNE,  Limited,  -  Stratford,  Ont! 

THIS     IS    T.H  E  ;[0;N  LJiY     LI  N|E||0  F 

Woven  Mesh  Underwear 
in    Canada.     Before    we    could   produce    it  we 

were  compelled  to  design  and  manufacture  the  machines 

on    which    the    fabric    is   woven.     It  "combines   great   elasticity    with 
unusually  fine  wearing  qualities.     Made  up  in 

two-piece  and  combinations  for  men 
Jobbers'  travellers  are  now  showing  this  line  for  Spring,  1911,  with  our 
well-known  lines  of  Ladies'  Ribbed  Underwear  and  Men's  Lisle, 
Cotton  and  Cashmere  Underwear. 

If  your'jobber's  traveller  is  not  showing  this  line,  write  us|direct. 

80  PARK  STREET  NORTH 

■  rti 

»«  f  4 

mmm  ©nbertoear  HtD.  %rM.LTON"oK^' 
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Do  You 
Stock 

BRITANNIA 

SPORTS- 
SWEATERS 

AND 

KNITTED 
COATS  ? 

FOR  LADIES 
AND   MEN 

Same  Brand  as  Britannia  Underwear 
and  Hosiery 

AGENT    FOR    CANADA 

DUNCAN  BELL, 
MONTREAL  and 

TORONTO 

j'T'^^ 

THE  HALL-MARK  OF 
KeKi'-ITc-d  No.  'JOJ.OOa 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI^ 

PLE,  and  starting  with  TWO  THREADS 

in    the    TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it  descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 

THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most  needed 

IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 

FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 

Guaranteed  Unshrinloble 

THE  AC  MB  OF  PERFECTION  IN 
FOOTWEAR 

To  be   had    from  any   of   the     Leading 
Wholesale  Dry  Goods  Houses 

Wanted — Men  with  Ambition 
Every  ambitious  salesman  is  anxious  to  secure  a  training  which  will  make  him  more  valuable 

to  his  employer. 

It  means  more  salary  to  him  and  that's  a  very  important  item. 

The  MacLean  Publishing  Company,  Limited,  want  to  get  in  touch  with  an  ambitious,  enthu- 
siastic salesman  or  clerk  in  every  centre — to  act  as  local  representative  during  his  spare  time. 

They  want  men  with  determination,  earnest,  ambitious  and  enthusiastic  workers.  Men  who  are 

eager  to  become   lOO-point  salesmen. 

In  return,  the  Company  will  give  such  men  an  excellent  training  in  salesmanship — a  training 
which  will  be  of  inestimable  value  to  them  later. 

During  the  course  of  training,  live  men  can  earn  one  dollar  for  every  hour  of  their  spare  time. 

Competent  men  will  be  promoted  to  the  salaried  circulation  stafif  of  the  Company. 

The  MacLean  circulation  stafif  is  the  largest  circulation  organization  in  Canada.  It  is  com- 

posed of  the  highest-priced  circulation  men  in  this  country — men  who  got  their  first  training  while 
acting  as  local  representatives. 

If  you  are  ambitious  and  progressive,   write  us  to-day. 

The  MacLean  Publishing  Company,  Limited 
143-149  University  Avenue, TORONTO,  ONT. 

Flcase  mention  'The  Review  to    Advertisers  and  Their  Travelers. 



Adopts    Cash  System  Out  of   Justice  to  His    Customers 
W.  J  Colwill,  Arthur,  Tells  his  People  That  the  Farmer  who  Pays  Cash 
and  the  Store  Which  Sells  for  Cash  are  Able  to  Receive  a  Greater  Return 

from   Capital   Invested   than  Where   Goods  are   Bought  and   Sold    on    Credit 

STILL      another      merchant      has      coucluded      that 

(present      day      conditions      in      ibusiness      make 
the      cash      system      one      of       the      essentials, 

rather   than    one   of   those   merchandising   exper- 
iments which  admit  of  so  many  exceptions  tha.t  the  rule 

is  generally  forgotten. 
W.  J.  Colwill,  general  merchant,  Arthur,  Ont.,  figures 

it  out  that  the  man  who  is  not  running  his  business  for 
cash  is  conducting  his  affairs  on  a  less  practical  basis 
than  is  the  agriculturist  who  invariably  drives  home  on 
marliet  day  with  the  equivalent  of  his  produce  in  his 
pocket,  or  within  reaching  distance. 

Mr.  Colwill  has  been  telling  his  customers  about  his  in- 
tention to  buy  and  sell  for  cas^h.  Capital,  he  points  out, 

in  a  neat  circular,  must  be  easily  available  to  be  productive 

not  only  in  the  merchant's,  but  also  in  the  customer's 
interests.  The  competition  that  has  pushed  its  way  into 
modern  merchandising  is  likely  to  cause  comparisons 
which  are  unjust,  because  they  do  not  always  weigh  the 
reasons  for  things  as  they  are.  The  man  who  does  a 
credit  business  and  has  to  buy  on  the  same  basis  is  not 
always  fairly  considered  by  people  who  run  up  accounts 
with  him  for  immediate  necessities,  but  who  send  good 

cash  away  for  goods  which  he  could  supply  at  as  good 
prices  if  he  had  their  support.  The  cash  system,  where 
properly  enforced,  enables  the  merchant  to  equalize  and 
sometimes  to  go  one'  better.  That  is  the  great  trutli 
which  Mr.  Colwill  is  emphasizing  in  a  tactful  way  in 

hiis  circular  entitled  ''Modern  Methods  of  Merchandis- 

ing." "These  are  the  days  of  steam  and'  electric  systems 
of  transportation,  and  this  is  an  age  of  keen  business 

competition,"  he  writes.  "Every  class  of  industry  feels 
the  pressure.  The  fai-m,  the  factory  and  the  store  are 
made  to  understand  that  in  order  to  keep  up  with  the 
procession  modern  methods  must  be  adopted;  the  old 
hatchet  must  be  thrown  aside  and  new  ideas  installed. 

Where  Capital  Makes  Good. 

"Industry  and  intellig'ence  are  required  on  the  farm, 
the  factory  and  the  store  in  these  times  of  strenuous 

life  in  order  that  tbe  capital  invested  in  these  enter- 
prises may  be  productive.  The  farmer  tills  the  soil  and 

raises  food  for  those  employed  in  the  factory.  The  fac- 
tory produces  what  the  fanner  needs  for  personal  and 

other  uses;  and  the  store  is  'The  Depot  of  Exchange,' 
where  the  prod'ucts  of  the  factory  are  supplied.  Th3 
farmer  who  pays  cash  for  his  supplies  and  the  store 
which  sells  for  cash  are  able  to  receive  a  greater  return 
from  the  capital  invested  than  those  who  buy  on  credit 
and  sell  on  credit. 

"From  observation  of  all  the  facts  regarding  the 
working  of  a  cash  system  and  a  credit  system  of  doing 

business,  I  have  come  to  the  conclusion  that  'The  Cash 
Systeon'  is  the  only  fair  and  proper  way  to  conduct  a 
business. 

Cash  versus  Credit. 

"The  farmer  dealing  in  a  cash  store  has  not  to  pay  to 
provide  against  loss  by  others  who  never  pay.  He  knows 
that  every  article  in  a  cash  store  is  marked  on  a  cash 
basis.     He   finds   that   he   can   get   at    a   cash    store    for 

$85. (M)  what  he  would  have  to  pay  $100.00  for  at  the 
credit  store.  Another  thing  which  a  community  ought 
to  realize  in  the  matter  of  merchandise,  is  that  require- 

ments purchased  in  a  local  cash  store  are  on  the  average 
lower  than  those  bought  in  a  city  store.  The  reason  is: 
that  the  local  trader,  of  necessity,  tries  to  hold  the  confi- 

dence of  his  customers  and  will  endeavor  to  meet  their 
wishes  and  hold  their  esteem  and  good  will  by  honest  and 
fair  dealing  all  round. 

Don't  Know  their  Customers. 

"The  city  store  exposes  baits  and,  not  knowing  their 
customers,  have  no  fear  when  they  charge  double  prices 
for  goods  where  their  customers  can  have  no  knowledge 
of  their  value.  Many  a  fanner  has  paid  for  his  ex- 

perience in  finding  out  that  he  can  receive  all  his  require- 
ments, on  the  average,  at  less  money  in  the  local  stores 

than  in  the  city  stores. 

Has  to  Cover  No  Losses. 

"As  a  result  of  personal  experience  and  observation 
as  to  the  best  method  of  conducting  the  business  of  pro- 

viding for  the  needs  and  requirements  of  the  farmers  and 

the  general  public  in  the  vicinity  and  townships  sur- 
rounding the  village  of  Arthur,  I  have  decided  to  mark 

all  the  goods  in  my  store  on  a  cash  system  basis  so  that 
none  of  my  patrons  will  have  to  pay  prices  to  cover  loss- 

es incun-ed  by  people  not  paying  their  accounts. 
What  Credit  Costs. 

"It  cost  every  merchant  who  does  a  credit  business 
of  say  $30,000  a  year,  at  least  $700  for  books,  stationery, 
postage  and  time  required  in  keeping  the  books  and  an 
average  loss  of  $1200  on  bad  accounts  which  makes  a 

total  of  $1900  annually.  This  has  to  be  made  up  by 
those  who  buy  at  a  credit  store. 

"For  those  reasons  I  have  decided  that  on  and  after 
October  1st,  1910,  our  business  will  be  conducted  on  a 

strictly  cash  basis,  that  is  no  goods  will  be  sold  on  credit." 

The  Owen  Sound  Sun  gives  the  following  straight 
talk  to  its  readers,  on  the  mail  order  question: 

Are  you  a  mail-order  fiend?  Are  you  one  of  those 

misguided  mortals  who  think  you  can't  get  what  you 
want  unless  you  send  "to  the  city?"  Or  are  you  tempted 
by  the  glittering  bait  of  "close"  prices^ — 98  cents,  or 
59  cents,  or  $1.68 — figures  that  are  made  to  look  as  if 

they  were  clipped  to  the  smallest  margin?  Don't  be  a 
sucker  any  longer!  Look  about  you;  visit  the  Owen 
Sound  stores,  and  see  how  their  goods  and  prices  com- 

pare with  those  of  the  big  stores.  You  will  find,  in  nine 

cases  out  of  ten,  that  you  can  buy  the  self-same  goods 
from  the  local  merchants  just  as  cheap  as,  or  cheaper  than, 

from  the  mail-order  house.  In  the  tenth  case  you  may 
have  to  pay  a  shade  more,  but  you  know  what  you  are 
paying  for.  The  home  merchant  lets  you  see  the  goods 
before  you  pay  for  them,  the  mail-order  house  makes  you 

■pay  before  you  see.  It's  "Cash  with  order"  every  time 
with  them.  How  often  have  you  had  to  pay  for  and  keep 
goods  that  you  would  never  have  thought  of  buying  had 
you  seen  them  first?  Yet  some  of  you  will  walk  right 
into  the  trap  again,  first  cbance  you  get. 
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ITH  the  first  of  January  we  in- 
augurate the  greatest  forward 

step  in  the  history  of  this  paper. 
From  that  date  T^e  Review  will 

be  published  as  a  semi-monthly 
instead  of  once  a  month  as  at  present. 

For  twenty-two  years  this  paper  has 
been  going  out  as  a  monthly  message  to 
the  Canadian  Dry  Goods  Trade. 

Its  progress  during  that  time  has  been 
steady  and  sure.  It  has  devoted  itself  to 
the  problems  of  the  Canadian  Dry  Goods 
merchant,  and  with  its  increasing  strength 
has  become  more  and  more  a  factor  in 
this  trade. 

We  believe  the  time  has  come  when  the 

Dry  Goods  Trade  needs  a  paper  published 
more  frequently  than  once  a  month,  and 
we  are  going  to  meet  this  need. 

Flease  mention  Ihe  Review  to  Advertisers  and  Their  Travelers. 
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With  the  greater  specialization,  and 
evidence  that  this  tendency  will  be  still 

more  pronounced  in  the  future,  it  becomes 

necessary  to  give  the  retail  trade  infor- 
mation on  novelties  more  frequently  than 

is  possible  in  a  monthly  paper. 

While  The  Review  will  be  published  twice 
as  often  as  at  present,  there  will  be  no 
increase  in  the  subscription  price,  $2.00 

paying  for  a  year's  subscription,  24  issues, 
instead  of  12. 

This  is  a  move  which  we  know  sub- 

scribers will  appreciate.  It  means  that 
The  Review  will  be  of  still  greater  service 
to  them. 

Commencing  with  January  1st,  two  copies 
of  The  Review  will  be  sent  to  subscribers 

each  month,  one  on  the  first  and  another 
on   the   fifteenth. 

Please  mention   The  Review  to  Advertisers  and  Their  Travelers. 
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A    SPECIAL    OFFER 
WE  WILL  SEND 

Wi^t  jFinancial  ̂ os^t  of  canaba 
FREE  from  now  until  Xmas  to  all  new  subscribers.  Each  week  a  summary  is 

given  of  financial  business  and  commercial  conditions  in  the  important  centres  of 

Canada.  It  will  pay  you,  as  a  business  man  and  investor  to  read  T/te  Post 

regularly. 

A  paid  up  subscription  sent  in  now  will  not  run  out  until  Jan.   ist,   [912. 

A    SUBSCRIPTION    FORM    IS    ATTACHED 

The  Financial  Post,  Limited,  Toronto,  Canada   19 10 

Please    send  to  address  below  one  copy  of  The  Financial  Post  of  Canada   (weekly)  until 

Jan.    I,    1912,   for  which   I    {wju'remit}   three  dollars. 
Name   

Address- 

Rerrijmber — We  are  always  glad  to  mail  sample  copies  free.     Ask  for  one- 

Australian  Trade 
Are  You  Interested? 

If  so,  Tht  Draper  of  Jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     $2.50     Mailed  Free 

Specimen  Copy  w.ll  be  supplied  on   application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 

Publishing  Offices 

Melbourne, 
Sydney, 
London, 

New  York, 

Fink's  Buildings 
Post  Office  Chambers 

71  Queen  St.,  E.C. 
29  Broadway 

WANTED 
By  leading  St.  Gall 
Embroidery  House, 

representative  for 

Dominion  of  Can- 
ada with  exception 

of  city  of  Toronto. 
Reply 

Box  B,  Dry  Goods 
Revie\v 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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LOOK  AT  YOUR    CEILING  ! 
A  few  dollars  would  replace  that  with  a  fine  new 

Art  Metal  Ceiling,  that  won't  crack,  fall  down  or 
discolor.  Fire  proof,  permanent  and  ornament- 

al, too.  A  post-card  hring^  particulars  without 
obligation  to  you. 

The  Gait  Art  Metal  Co.,  Ltd.,  Gait,  Or  t. 

HANSON'S 

W^OOLLEN  SOCKS 

G.  E.  Hanson Hull,  Que 

ARE    YOU   UP  IN    THE  AIR? 

Are  you  looking  for  new  ideas  to  stir  up  interest, 
infuse  new  life  into  your  business  and  bring  per- 

manent increased  sales? 
Wc  reduce  or  close  out  stocks  of  merchandise  in  a 

most  satisfactory  and  profitable  manr^er  by  means 
of  our  Successful  Special  Sales.  Inquire  to-day  for 
our  proposition. 

FRED  W.  WEBER  &  COMPANY 
427  East  47lh  Street,  Chicago,  Illinois 

LARGEST  MANUFACTUREPS 
Artificial  Flowers.  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 

tions. Papier Mache  Novelties.  Electric  Lighted 
Flower  Rushes.  Write  for  our  104  page  Cata- 

logue.   It's  free  for  the  asking. 

The  Botanical   Decorating  Company 
(Incorporated.) 

310  Fifth  Avenue.  Chicago,  III. 

This  space  will  cost  vou  only  .$20 

a  year,  and  your  ad.  will  g-o  to 
5,000  merchants  each  month. 

Counter  ChecW  Books 

F.  N.  BURT  COMPANY,  Limited 

Toronto  and  Montreal 
Write  for  samples. 

Correspondence  Invited 

E.  R.  BOLLERT 
MANUFACTURERS'  AGENT 

BuiidfnT"'"'  Vancouver,  B.C. 
Can  give  strict  attention  to  one  or  two  first-class 

Agencies.     Highest  references. 

Window  and  Store  Decorations, 
Cut  Flowers,  Vines,  Palm,  Etc. 
L.  BAUMAN  &     CO. 

359  W.  Chicago  Ave.  CHICAGO 
Largest  Importers  and  Manufacturers 

Send  for  CataloKue  R 

The  Commercial  4ccount  Register 
pays  for  itself  in  a  few  months.  For  simplicity  quid' 
ness  in  operation,  durability  and  elegance  in  con- 

struction it  has  no  equal.  Cuts  out  bookkeeping  and 
tits  any  safe.  Send  postal  for  catalogue  and  Can- 

adian testimonials. 

COMMERCIAL  REGISTER  CO. 
178-180  Victoria  St..  Toronto,  Ont. 

What  Other  Merchants 

Have  Found  to  Pay 
One  merchant  tried  out  a  unique  clock  contest 

with  good  results.  On  Monday  of  each  week  for 
four  and  a  half  months  a  six  day  clock  was 

wound  up  and  placed  in  his  window.  After  be- 
ing in  plain  view  for  a  short  time,  the  face  of 

the  clock  was  covered  and  during  the  week  with 
every  50  cent  purchase  each  customer  was  given 
a  small  card  bearing  tho  picture  of  a  clock  dial, 
no  two  cards  showing  the  same  time.  At  three 

o'clock  each  Saturday  the  dealer  removed  the 
mask  from  the  clock  and  as  the  spring  had 
run  down  before  that  time,  the  hands  pointed 

to  a  definit'.!  time.  The  person  holding  the  card 
showing  the  time  nearest  to  that  at  which  the 
clock   stopped   was   awarded   the   prze. *  *    •    • 

Merchants  may  often  find  it  possible  to  organ- 
ize or  combine  for  the  purpose  of  securing  ad- 

van  taees  from  a  certain  kind  of  advertising 
which  otherwise  might  not  be  effective.  In  one 

town  a  "Who  is  Who"  contest  was  launched 
with  the  idea  of  ascertaining  how  many  people 
in  the  community  were  familiar  with  business 
houses  described  in  a  series  of  advertisements 

each  of  which  saw  something  like  this.  "What 
drv  ETOods  store  on  Main  Street  snecializes  very 

stronglv  in  ch'lHren's  garments."  The  answer 
had  to  give  full  correct  names,  street  and  num- 

ber or  address.  Ten  dollars  in  cash  prizes  were 

given  to  those  sending  correct  answers.  The 
contest   was   carried    out   with    gratifying   results. •  •    •    • 

In  ordr.r  to  imnress  its  customers  with  the  ad- 
rantaees  of  buving  there.  a  larsre  store  has 
adnnted  a  .snips  sUn  w'th  a  s^^ecial  column  ruled 

in  red  nnd  headed.  "What  von  rtav  elsewhere." 
A  Darigrnph  at  the  bottom  of  the  sl'n  urp-es 
cnstO"iprs  to  fill  in  the  usual  pr'ce  naid  onno- 
Ki1e  the  cash  price  on  the  n■^^es  slip  and  then 
.Tdd  UD  and  note  in  a  snecific  wiv.  wh^t  thev 
hive  saved  on  the  bill.  Comparisons  left  best 
imnressions. 

The  scheme  co"ld  be  adopted  by  any  cash 
store  as   a   selling   point. 

•    •    •    • 

A  rcta'l  cnncern  fdvprtised  thnt  evprv  twen- 
tieth sale  would  be  sriven  free  to  the  luckv  n^r- 

chaser,  regardless  of  the  value  of  the  nurchase 
made.  As  a  special  feature  of  the  sale  a  lo"d 

gong  on  ton  of  the  building  was  rung  whenever 
the  twentieth  sale  was  made.  While  some  of  the 

sales  donated  were  laree,  the  total  increase  in 

business  was  so  srreat  that  it  became  a  per- 

manent feature  of  the  firm's  advertising  policy. 
•    •    •    • 

Realizing  that  department  stores  supniied  their 
customers  liberally  with  samples,  a  local  dry 
goods  merchant  made  arrangements  with  the 

house  from  which  he  bought  to  send  him  a  cer- 
tain number  of  yards,  depending  on  the  number 

of  samples  of  each  dress  pattern,  silks  and  other 
goods,  three  weeks  in  advance  of  the  invoice. 
These  were  cut  un  into  samnnles,  tagged  with 

name,  number  and  price  and  mailed  with  spe- 
cial letter  to  a  s-^lect  list  of  customers.  The 

samples  were  mailed  ten  days  before  the  open- 
ing of  each  season.  Samples  were  also  sent  out 

wherever  it  was  found  desirable  to  work  off  cer- 
tain classes  of  goods.  The  plan  brought  much 

business. 

METALLIC  CEILINGS 
of  attractive  design  help  to  make  your 

store  an  attractive  place  in  which  to  shop. 
Our  designs  are  exclusive  and  come  in  a 

great  range.  Plain  or  ornamental.  You 

should  have  our  catalogue.  Send  to-day. 
The  Metallic  Roofing  Co..  Limited,  Toronto 

Buttons!    Buttons!    Buttons! 
Are  you  looking  for  up-to-date  novelties?  We  are 
specialists  in  Ivory,  Pearl,  Metal  Covered  and  Fancy 
Buttons,  Paris  and  New  York  designs,  suitable  for 
the  manufacturing  trade.  Will  gladly  submit 
samples. 

Embroidery  and    B'aidin^ 
Machine  and  hand  work.      Write  us  for  particulars. 

A,  WEYERSTALL  &  CO. 
145  Wellington  St.  West,  TORONTO 

ENQUIRY  SOLICITED 
Dry  Goods  and  Dry  Goods  Specialties, 

Eastern  Provinces. 

SUTHERLAND  &  NELSON 
Manufacturers'  Agents 

ST.  JOHN,  -         -         -  -  N.B. 

"HANSA  LINOLEUM" 
From  the  famous  Deutsche  Linoleum 
Works,  Delmenhorst,  Germany,  first  and 
oldest  works  m  Germany,  est.  1882. 

"Will  Not  Crark  i"  Frosfv  Weather." 

Representative  for  Canada.  O  TTO  T.  E  VEIT 
28-30  WelliD^ton  St   W.,  Toronto,  Haia2592 

Agencies  Wanted 
We  have  a  staff  of  travellers  covering  entire  Canad- 
ian We.st,  and  would  like  to  get  into  touch  with  manu- 

facturers of  the  following  lineBwaTi ting  agents  ;— Under- 
wear, Hosiery,  Neckwear,  Shirts,  Fancy  Vests,  Gloves, 

Hats  and  ajjs,  Men's  Haberdashery,  etc.  We  have  a 
good  coimec-tion  and  splendid  facilities  for  handling 
additional  li   es.     CorrCf-pondence  soliciteu. 

The  G.  A.  Tranter  Co. 
Suites       C»  pitola   Bldir.         Varcouver.  B.  C. 

ADVERTISING    CUT^ 
For  Dry  Goods.  Department  and  General  Stores. 
For  Newsp  iper.  Catal  ogue  or  Circular  Adver- 

tising. Send  for  our  big  catalog.  It's  free. Cuts  20  cents  each. 

Syndicate   Cut   Company 
18  Park  Row  -  NEW  YORK 

Write  for  Information. 

about  any  line  of  g-oods  you  do  not 
see  advertised  in  The  Review.  We 
will  gladly  procure  the  information 
and  supply  it  free. 

THE  DRY  GOODS  REVIEW. 

^Sterson The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  fhe  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOS3V 

I  WILL  BUY  FOR  YOU 
With  headquarters  in  Paris,  I  am  prepared  to  act  as 

buying  agent  toi  Canadian  firms.  I  am  nartioularly  well 
situ-'ted  to  buy  all  kind-*  of  millinery,  hat  forms,  ostrich 
feathers,  flowers,  trimmint'S.  ribbons,  etc.  Can  furnish 
best  of  references.     Inquiry  solicited. 

ERNEST  VEIT 
19  Passage  de  Petits-Ecuries,      -      Paris.  France 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Everything  that   is  StyHsh 
and    Reliable    in     Furs 

We  emphasize  reliable  because  we 

have  built  up  this  big  Fur  business 

by  handling  only  reliable  furs. 

Our  customers  know  that  the 

"Beaver  Brand"  trade  mark  stands 
for  honest  value  and  honest  furs. 

It  always  has  and  always  will.  By 

giving  customers  consistently  faith- 
ful service,  we  have  made  the 

"Beaver  Brand"  guarantee  the 
hallmark  of  satisfaction. 

ii 

Beaver  Brand'  Styles Have  a  smartness  of  cut  and  finish  that  appeals  to  every 

customer,  and  quality  is  in  every  garment. 

Our  stock  of  Ladies'  Fancy  Furs  (Neckpieces  and  Muffs) — 

Ladies'  Jackets — and  Men's  Coon  and  Fur-Lined  Coats  is 
most  complete. 

Write  or  wire  your  rush  orders — leave  it  to  our  judgment 
— and  we  guarantee  that  you  will  be  perfectly  satisfied 

with  what  we  send  you. 

The  Redmond  Company,  Limited 
MONTREAL 

WINNIPEG 

If  you  haven't  received  our  catalogue,  send  for  one.     It's  the  biggest  and  best  published. 

I'lcasc  uicnlion   'I  he  Kci'icxk'  to   .  Idrcrtiscrs  and  Their  Travelers. 
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Will  Prices  Become   Lower? 
Markets   Well   Stocked  With  Skunk  and 

Persian    Lamb  —  Fine    Furs 
in    Demand. 

THAT  therei  is  likely  to  be  a  drop  in  the  price  of 
furs  next  season  is  the  opinion  of  a  prominent 

Montreal  wholesale  furrier.  Skunk,  frequently 

sold  under  the  name  of  Alaska  sable,  has  be- 
come so  fashionable  that  prices  for  skunk  furs  have  gone 

up  tremendously,  nearly  doubled  in  fact,  during  the  past 
two  or  three  years,  causing  trappers  to  redouble  their 

eSorts,  and  half  the  farmers'  boys  in  the  country  to  turn 
trapper,  with  the  result  that  the  trade  is  flooded  with 
skunk  skins,  and  the  opinion  is  expressed  that  prices  in 

this  fur  are  bound  to  come  down,  even  though  the  ap- 
pearance and  splendid  wearing  qualities  of  the  fur  will 

doubtless  keep  it  quite  as  fashionable  as  ever. 
Persian  lamb  is  another  fur  likely  to  drop  in  price, 

owing  to  overstocking  by  German  dyers,  who  are  now 

selling  many  of  their  lambskins  at  cost  price  in  prefer- 
ence to  holding  stock,  with  risk  of  injury  and  deteriora- 
tion, on  what  may  prove  a  losmg  chance.  Muskrat,  dyed 

and  sheared,  sold  as  Hudson  seal,  and  used  in  immense 
quantities  for  coats  and  jackets,  has  been  very  popular 
but  incidental  reports  would  seem  to  indicate  that  there 
is  some  dissatisfaction  when  seal  dyes  have  been  too 
strong  for  the  pelt,  thereby  affecting  the  wearing  quality. 
During  the  past  few  seasons  there  has  been  a  very  large 
trade  done  with  Europe  in  this  fur,  but  the  increase  in 
price  and  the  question  as  to  durability  have  combined  to 
kill  the  demand  there,  a  demand  which  is  not  likely  to 
be  renewed  until  prices  have  gone  down  again. 

Another  factor  responsible  for  the  threatened  lower- 
ing of  prices  is  the  probable  falling  off  in  the  European 

demand  for  many  kinds  of  fur.  The  tendency  there  at 
the  present  time  seems  to  be  towards  a  more  exclusive 
use  of  their  own  furs,  as  against  a  previous  demand  for 

the  smooth,  straight-haired  furs  of  this  continent. 

Popularity  of  Imitation  Furs. 
Never  before  perhaps  was  fur  of  every  description  in 

such  favor  as  it  is  to-day,  and  never  before  since  the 
days  of  anti-civilization  has  it  been  so  lavishly  used  and 
in  such  variety  of  ways.  The  fine  furs  such  as  ermine, 
mink,  sable  and  seal  are  used,  not  only  in  sets  and 

trimmings,  but  in  coats  of  varying  lengths,  from  ordin- 
ary jackets  to  the  all  enveloping  cloaks  and  wraps  for 

theatre  and  motor  wear.  But  so  great  has  been  the  de- 
mand that  the  supply  of  fine  furs  could  not  begin  to 

satisfy  it,  and  many  of  the  humbler  members  of  the 
animal  kingdom  have  been  called  upon  to  fill  the  breach 
By  clever  dying,  muskrat,  squirrel  and  racoon  have  been 
transformed,  rabbit  and  sheared  rat  masquerade  as  seal  ; 
pony  skin  dyed  and  touched  up  with  spots  appears  as 
the  leopard,  and  inoffensive  tabby  cats  have  been  called 

upon  to  supply  the  call  for  mink. 

These  imitation  furs  as  they  are  called  are  seen  as 
trimmings  on  even  the  most  expensive  costumes.  Many 
kinds  of  animals,  such  as  the  seal,  the  beaver  and  the 

sea  otter  have  become  almost  extinct  through  the  rav- 
ages of  the  fur  trade,  and  the  imitations  which  are  re- 

markably real-looking,  and  can  be  bought  at  very  mod- 
erate prices,  has  tended  to  make  the  dyed  pelts  of  the 

most  ordinary  animals  acceptable  even  to  the  most  fas- 
tidious devotees  at  the  shrine  of  fashion- 

New    Style    in  North  Sea  Seal  Pearl.  —  Shown 
by    Redmond  &   Co.,  Montreal. 

The  method  of  lightning  changes  in  fashions  really 

came  about  through  the  introduction  of  the  semi-precious 
furs,  and  the  beginning  of  this  economy  on  the  part  of 
furriers  is  said  to  have  begun  with  the  Russian  colts, 

wild  ponies  whose  flesh  has  been  used  as  food  for  a  cen- 
tury or  more  by  the  Russian  peasants,   and  whose  skills 
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had  been  thrown  away  as  impossible  to  use.  One  pro- 
moter of  pelts,  saw  their  pos«5ibilities,  sent  them  into 

the  market,  and  soon  eoats  of  Uiissian  pony  became  so 
valuable  thit  dealers  saw  somethinj?  must  be  done  if 

they  were  to  continue  to  supply  the  demand.  The  difli- 
eulty  was  solved  by  preparing  and  dyeing  calf-skin  to 
look  as  much  like  the  original  pony  as  posstible,  and  the 
venturt'  proved  a  success.  Then  it  was  that  the  furriers 
beiian  to  see  the  possibilities  in  everytliing  that  had  a 

hide,  and  gave  women  a  chance  to  at  least  try  to  keep 
up  with  the  style  in  fUrs. 

® 

Trade  in  Furs  Good  this  Season. 

Taken  on  the  whole,  trade  in  furs  has  been  exceed- 
ingly good  this  season  in  spite  of  the  mild,  open  weather 

of  the  past  few  weeks.  It  has  been  especially  so  in  the 
case  of  western  trade.  Orders  have  been  larger  and  the 

call  was  noticeably  for  the  better  grade  furs.  Custoni- 

'-:s  !i;)ve  bt-en  buying  this  year's  mink  muffs  at  a  hundred 
dollars,  where  a  few  years  ago  they  were  asking  for 
marmot  at  fifteen.  As  a  matter  of  fact,  the  demand  all 
over  has  been  for  the  better  grade  furs,  although  all 
kinds  have  sold  readily,  and  the  heaviest  trade  ds  just 
beginning. 

Good  trade  continues  to  be  done  with  Americans,  who 
find  that  they  can  purchase  furs  more  cheaply  here  than 
at  home,  and  in  this  case  price  plays  quite  as  important 
a  part  as  quality. 

® 

This  Season's  Styles  Convenient. 
One  great  comfort  about  the  style  of  furs  this  season 

is  that  coats,  wraps  and  neckpieces  are  so  scanty  that 

it  has  been  quite  possible  to  have  them  made  from  gar- 
ment.s  that  have  gone  before,  and  then  agaiin  the  favor 
shown  for  the  combination  of  two  or  more  furs  in  one 

jrarment  has  given  one  a  chance  to  utilize  odd  furs 
which  would  otherwise  have  been  impossible.  Among 

the  combinations  noticed,  in  addition  to  the  time  hon- 
ored cn?s  of  Persian  and  sable  or  mink,  and  of  seal  and 

sable,  there  arc  seen  garments  of  sealskin  and  Russian 
rat,  sable  and  skunk,  ermine  and  fox  and  many  others. 
One  of  the  smartest  cloaks  seen  this  season  was  a 
theatre  coat  of  ermine,  or  simulated  ermine  (for  at  a 
casual  glance  one  fails  to  distinguish  the  difference,  so 
perfect  are  the  imitations),  with  a  long  roll  collar  of 
white  fox. 

Fur  coats  are  all,  or  nearly  all  long,  this  year,  a 
fact  which  makes  them  so  unusually  expensive.  They 

make  up  in  length  what  they  are  denied  in  width,  and 

most  of  them  are  shown  in  lengths  which  come  well  be- 
low the  knees,  if  not  almost  to  the  hem  of  the  skirt. 

® 

Muff s  are Large. 

But  if  coats  and  neckpieces  are  narrow,  muffs  are 
not.  Some  of  them  are  shown  in  sizes  which  almost 

rival  a  lap  rug,  and  which  cover  not  only  the  hands,  but 
go  half  way  up  the  arms.  The  general  arrangement  of 

the  Winter  furs  is,  however,  more  artistic  than  ever  be- 
fore, and  fur  garments  are  rendered  much  less  bulky 

than  formerly  by  giving  them  thinner  linings. 

The  new  fur  hats  are  almost  as  cosy  and  comfortablo 
a-  thf.  fur  fap  of  former  rlavs.  fr,r  they  are  made  so  soft 

that  they  fit  easily  on  the  head,  and  may  be  tied  tiig^htly 
down  by  veil  or  scarf,  without  in  the  least  injuring  their 
shai)es. 

The  use  of  fui-,  such  as  moleskin,  skunk,  ermine, 

sable  and  !'ox,  as  an  edging  for  tunics  of  marquisette, 
ninon  and  silk  nets,  is  a  distinctly  popular  fad  of  the 
moment,  and  gives  a  wonderfully  artistic  and  effective 
combination.  The  silk  and  satin  scarfs  which  have  suc- 

ceeded the  marabout  tiimmed  ones  of  chiffon,  are  also 
very  effectively  decorated  with  fur.  Lace  dinner  coats 

have  edgins's  of  fur,  and  some  of  the  smartest  of  cloth 
Costumes  have  bands  of  fur  as  their  sole  trimming. 

For  Uniform  Tax  Law. 

Boards  of  Trade  are  advising  that  some  action  be 

taken  towards  the  adoption  of  a  uniform  provincial  [-ax 
law,  or,  at  least,  to  have  reciprocal  relations  between  the 
provinces  in  this  regard  established.  In  a  communication 
sent  by  Montreal  hoard  to  St.  John,  N.B..  it  was  pointed 

out  that  a  corporation  doing  business  in  an  outside  pro- 
vince could  send  its  representative  there  and  he  would  be 

exempted  from  a  tax  law,  whereas  this  condition  was  not 
always  reeiproical.  St.  John  merchants,  it  was  said,  do 
business  in  the  Province  of  Que'bec  without  being  obliged 

to  pay  a  provincial  tax,  whereas  Quebec  merchants  com- 

ing to  this  and  other  provinces  were  su'bject  to  a  tax  law. 
Several  business  men  doing  business  throughout  Can- 

ada referred  to  the  unfairness  of  the  law.  They  stated  that 
in  Nova  Scotia  hoth  a  provincial  and  municipal  tax  had 
to  be  paid.  The  matter  was  referred  to  the  executive 
council  of  St.  Jolm  Board  of  Trade  for  their  consider- 
ation. 

SHORTAGE  OF 

SEALETTES 
AND 

CARACULS 
We  have  a  number  of  pieces 

of  high-grade  plain  and  fancy 
Sealettes  and  Caraculs  for 

sale.  Also  medium-grade 
Ponyettes  in  colors  suitable 

for  children's  garments.  By 
piece  or  yard.  Swatches  on 
request.     Reasonable    prices. 

NATIONAL  RUBBER 
CO.  OF  CANADA 

MONTREAL,    QUE. 
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Moose  Head 
Brand  Furs 

ESTABLISHET>  1852 

Try  this  brand 

For   Xmas  Specials  in 
FINE  FURS 

AND HIGH    GRADE    FURS 

L.  Gnaedinger,  Son  &  Co. Montreal 

w ESTERN Incorporated 

1851 

ASSURANCE 
COMPANY 

FIRE 
AND 

MARINE 

HEAD  OFFICE,    TORONTO,  ONT. 

Assets  over    -    -    -    -  $3,570,000 

Income  for  1906,  over    3,609,000 
HON.  GEO.  A.  COX,   President 

W.  R.  BROCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 

C.  C.   FOSTER,  Secretary 

British  America  Assurance  Company 
A.D.   1833 

FIRE  &  MARINE 

Head  Office,  Toronto 
BOARD  OF  DIRECTORS 

Hon.  Geo  A.  Cox,  President  W.  R.  Brock,  VIce-PriBldeni 
Robert  BIckerdike,  M.P.,  W.  B.  Melkle,   E.  W   Cox.  Geo.  A.  Morrow. 

D.  B.  Hinna,  Augustus  Myers,  John  Hoskin,  K.C.,  LL.D. 
Frederic  NIcliolls,  Alex.  Laird,  James  Kerr  Osborne,  Z.  A.  Ltsb,  K.C. 

Sir  Henry  M.  Peilttt,  E.  R.  Wood. 

W.  B.  ATe/lc/e,  aoneral  Manager/  P.  H.  SIma,  S»or»tary 

CAPITAL        •  ....  $1,400,000.00 
ASSETS   2,162.753.85 
LOSSES  PAID  SINCE  ORGANIZATION      29.833,820.96 

BRITISH  AMERICAN  DYEING  CO. 
The   Largest  and   Best 

Equipped 

DYE  V\^ORKS 
In   the   Dominion 

SEND  FOR  PRICE  LIST 

GOLD  MEDALLIST  DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,   Braids,    Etc. 

DYED,     FINISHED     AND     PUT    UP 

Also 
FEATHERS.    SILKS,    VELVETS.    RIBBONS.    LACE,    ETC, 

^'''  ̂^I^Ji^Lti^.'^^^"'^     MONTREAL 
TORONTO OTTAWA 

QUEBEC 
Please  mention  The  Revieiv  to  Advertisers  and  Their  Travelers. 
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ANNOUNCEMENT   TO    WHOLESALE  and     : 

:     MANUFACTURING    TRADES    ONLY 

The  following  leading  manufacturers  from  France  and  Switzerland  have  united 
under  the  name  of 

CHAS.  MOUTERDE 
United  Makers 

to  offer  the  wholesale  and  manufacturing  Canadian  trade  (ONLY)  the  advantage  of 
keeping  extensive  and  well  assorted  stocks  in  this  country,  and  also  to  submit  daily 
samples  of  the  latest  makes  from  European  markets  both  in  style,  novelty  and  also 
latest  fashionable  shades  in  every  article  brought  out  in  their  factories. 

1  J.  B.  MARTIN,  Limited,  Lyons, 

Velvet  for  Millinery,  Dresses,  Trim- 
mings and  Tailoring. 

2  ALEX  GIRAUD,  Limited,  Lyons, 

Silks — Piece  and  yarn  dyed,Chiffons, 
Motor  Scarfs. 

3  GD.  COMBIER  CO.,  Lyons, 

Dress  Goods,  outdoor  and  evening 
wear,  including  Novelty  Marquisette 
Xinon,  Veils,  etc.,  in  latest  shades. 

4  DEVAY  &  PAULE,  Lyons,  formerly 
BRUNET,  LECOMTE,  DEVAY  & 
PAULE, 

Printed  Foulai'ds,  Peaude  Sole,  Lib- 
erty Satin  Twills,  in  the  best  and 

most  desired  patterns  for  Spring 
1911. 

5  TISSAGE  MECANIQUE  DE  ZUR- 
ICH, Zurich,  formerly  BRODMER 

&  HURLIMANN, 

Black  and  colored  Silks  of  all  de- 
scriptions, narrow  and  wide  widths. 

6  F.  STOCKAR,  Zurich, 

Extensive  and  most  up-to-date  se- 
lection in  all  staple  qualities  of 

Zurich  fabrics,  all  widths. 

7  GROS,  MILLION  &  CO.,  Lyons, 

Tulles,  Malines  (Dynamo  Brand), 
Tosca  Nets,  etc.,  Peau  de  Gant  and 
rainproof  finish. 

8  BALLY,  LATOUD  &  RICHARDS, 
Lyons, 

Veilings  in  black  and  all  the  best 
colors.    Staple  and  newest  patterns. 

9  GIRON  FRERES,  St.  Etienne, 
Ribbon,  Velvet,  satin  back,  in  black 
and  colors. 

10  NICOLAS  DEVILLE,  St.  Etienne, 
Black  Ribbons  a  specialty.  Satins, 
Double-face,  Taffetas,  Faille,  Moires, 
etc. 

11  J.  B.  BERNARD,  St.  Etienne, 
Colored  Ribbons,  Medium  to  good 
qualities  only  in  Satins,  Liberty, 
Faille,  Ottoman,  etc. 

12  PIERRE  GIRAUD,  Lyons, 

Spanish  Lace,  Scarfs  and  Embroid- 
ered Dresses  and  Gowns. 

13  J.  BALL  A  Z  &  CO.,  Lyons, 

Men's  Neckwear  of  all  descriptions. 
Ties,  Mufflers,  etc. 

fii  adilition  to  the  above  mentioned  lines,  we  wdl  carry  in  stock  Black  Grenadine, 

W^idow  Veils,  Motor  Scarfs,  Chinas,  and  a  full  range  of  shades  in  several  qualities  of 

'•(JAPS)"  in  20  and  27  inches,  finished  with  the  best  "Lyons  TAFFETAS  FINISH." 
The  above  list  will  interest  every  Wholesaler  or  manufacturing  firm  requiring 

silks  in  the  ̂ veb^)  or  silk  fabrics. 

lUKOPEtN  ADDRESSES: 

LYONS:  19  Place  Tolozan 

ST.  ETIEHNE:  4  Rue  de  la  Bourse 

ZURICH:  3   Poststrasse 

CHAS.  MARTEL 
Manager 

CANADIAK  ADDRESSES  : 

TORONTO,  9 A   Wellington  East 
MONTREAL,  59  St.  Pater  >treet 
Mr.  ALF.  TURNER,  Representative, 

MONTREAL 
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Excellent  Outlook_for|^  Silks 
Biggest  Fall  Business  Done  in  Years  — 

Makers  of  Foulards  Withdrawing 

Their  Sample  Lines 

THIS  has  been  an  excellent  season  i
n  the 

silk  department,  as  more  silks  have  been 
sold  than  for  many  seasons  past. 

Not  only  have  silk  voiles,  chiffon  cloths, 

marquisettes  and  crepes  sold  freely,  but  there  has  been  a 

big  demand  for  satins,  messalines  and  soft  finished  taffe- 
tas. The  craze  for  Paisleys  which  still  continues  has  also 

helped  to  swell  the  volume  of  takings  in  this  department. 

Velvets  at  a  Premium. 

The  business  done  in  velvets  is  very  large,  and  in  the 

big  city  stores  quite  an  extensive  counter  space  is  now 
given  over  to  velvets,  and  in  spite  of  this  fact  it  is  not 
unusual  to  see  this  department  so  crowded  with  customers 

that  it  is  only  with  difficulty  that  they  can  be  waited' 
upon. 

Velvet  is  employed  for  gowns  for  evening  and  dressy 
wear  and  for  expensive  wraps  and  coats.  The  simple. 
tailored  suit  of  velvet  is  also  most  fashionable.  Velvet 

is  used  extensively  for  trimmings  and  it  is  freely  em- 
ployed for  millinery  purposes. 

Paris  fashions,  from  early  last  Summer,  foreshadowed 
this  great  vogue  of  velvet.  Black  velvet  was  extensively 
used  last  summer,  not  only  for  a  hat  trimming  but  for 
many  other  purposes.  Velvet  is  the  fabric  of  the  season 

in  Paris  and  New  York,  and  not  only  is  the  gown  of  vel- 
vet, but  the  hat,  boots  and  hand-bag  are  of  the  same  rich 

fabric.  Black  leads,  but  dull,  rich  blues,  deep  greens, 
taupes  and  browns,  and,  newer  still,  grenat  or  garnet  are 

selling.  The  vogue  of  velvet  pre-supposes  that  of  vel- 
veteen and  both  plain  and  corded  velveteens  are  selling. 

Firms  catering  to  the  very  high-class  trade  are  showing 
sheer  silk  fabrics  with  damask  patterns  in   velvet  relief. 

Vogue  of  Printed  Silks. 

Advance  buj-ing  for  Spring,  points  to  a  strong  vogue 
for  printed  silks.  Ljions,  makers,  are  over-sold,  and  are 
refusing  further  orders  as  they  have  already  sold  as  much 
cloth  as  they  can  hope  to  have  printed.  Owing  to  the 
vogue  of  Paisley  andl  the  newer  Turkish  and  Oriental 

patterned  silks,  printers  are  now  very  busy  and  will  find 
it  difficult  to  turn  out  orders  in  time  for  the  coming 
season. 

Twills  and  mat-surfaced  foulards  will  be  more  popu- 
lar than  the  bright,  satin-finished  cloths,  and  as  well  as 

the  printed  patterns,  jacquard  effects  are  strongly 
featured.  Patterns,  as  a  rule,  are  small  and  well-covered, 
dotted  effects  and  line  stripes  being  in  high  favor.    White 

and  black,  and  black  and  white  combinations  are  strongly 

in  evidence,  and  novelty  color  combinations  are  also  be- 
ginning to  be  shown. 

'From  the  other  side  comes  the  news  that  bordered 
effects  are  to  be  strong,  as  borders  are  beginning  uo 

appear  in  all  classes  of  printed  fabrics. 

Light-weight  Satint  Wanted. 

Everything  points  to  a  big  demand  for  light-weight, 
soft-finished  satins.  These  fabrics  are  extensively  used 
often  in  very  bright  shades  for  the  foundation  of  evening 
gowns  of  sheer  faJbrics,  and  this  vogue  is  expected  io 
have  a  strong  influence  during  the  coming  Spring  season. 

Dressmakers  and  ladies'  tailors  are  using  wool-back 
satins  for  expensive  wraps  and  for  dressy  and  tailored 

suits.  Coats,  wraps,  tailor-made  suits  and  dresses  of  sjft 
finished  satins  will  be  decidedly  fashionable  next  Spring 
with  black  as  the  ultra  fashionable  color. 

Extensive  use  will  be  made  of  sheer  silk  fabrics  ajul 

the  trade  is  making  preparations  along  these  lines  with 
plain  and  printed  voiles,  marquisettes,  chiffon  cloths  and 

other  fabrics  of  a  like  nature.  There  is  also  a  good  out- 
look for  light-weight  silk  and  wool  fabrics. 

Black  and  White  in  Everything. 

Black  and  wliite  and  white  and  black  effects  will  be 

strong  in  all  lines,  and  will  be  the  big  feature  in  taffetas 
for  waist  silks.  Fancy  plaids  are  decidedly  good  for 

this  purpose,  and  to  some  extent  plaids  will  sell  for  found- 
ation purposes. 

Tussahs  will  be  wanted  for  coats  and  plain  tailor- mades. 

Sheer  White  and  Print  Goods 
Between  Seasons  Now  in  Dress  Goods 

Demand  for  Rougher  Fabrics 

Present 

The  advance  buying  for  Spring,  1'911.  may  be  said  to 
be  ended,  as  all  placing  orders  are  now  in.  But,  illustra- 

ting the  general  tendency,  it  may  be  said  that  the  volume 
of  orders  placed  are  small  compared  with  those  of  a  few 

•years  ago,  as  buyers  now  confine  their  activity  as  closely 

as  possible  to  strictly  staple  lines.  The  garment  manu- 
facturers are  now  big  'buyers  of  staple  goods  and  have 

placed  large  orders  for  panamas,  black  voiles,  light- 
weight cheviots  and  silver  grey  and  tan  mixtures.  Hair- 

line stripes  on  black,  blue,  or  white  grounds  have  done 
well. 

Hair-line  and  Mixed  Effects. 

The  retail  trade  is  ordering  fabrics  suitable  for  one- 
piece  dresses,  such  as  taffetas,  cashmeres  and  fine  serges. 
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YOU  MUST  GET 

"  LAMB  A 
if  voLi  wish  to  be  handling  the 

World's  Best  Fabric 
for  Shirts,  Blouses,  Pyjamas  and  all  under- 
weiir.  Its  pleasing  wooly  softness,  charming 
design,  fast  colors  and  perfect  washing  and 

wearing  qualities,  all  combine""to  make  it  the admiration  of  countless  thousands  all  over 
the  world. 

EQ  AL  10  :UM  hm  L  AT  FUNN  LtTTE  PRCE 

The  genuine  Lamba  is  stamped  Lamba 
on  the  selvedge.  No  imitations  can  give 
you  half  the  satisfaction  in  selling  or  yoar 
customer  in  wearing,  therefore 

GET  A  STOCK  IN  NOW 

And  be  sure  it  is  the  genuine  article 

will  be  advertiied  in 
the  Canadian  Press. LAMBA 

Stocked  by 

Mclntyre  &  Son  Co.,  Ltd.,  Montreal,  Canada 
J.  &  N.  Philips,  Manchester,  England 
L  &  R.  Morley,  London,  England 

KINC'S 
Established  177i 

FAMOUS 
Sold  by  leading  Jobbers. 

SCOTCH 
Every  pleoe  perfect. 

HOLLANDS 

Scotca  Hoiiauas  tor  ncur.v  e. 

century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 

able and  saleable  shading  made. 

for  its  non-shrinking  qualities 
durability,  coloring,  and  stead- 

fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  eflFective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 

more  quickly  than  any  other. 

JOHN  KING  &  SON, 
GLASGOW,  SCOTLAND. 

and   ill  finer  goods,  big  orders  have  been   taken  for  tine 
mesh  voiles  and  light-weight  silk  and  wool  novelties. 

'Hair-line  effects  are  seen  in  serges,  blask  and  white 
fancies,  white  and  black  effects,  and'  silver  grey  and  light 

lan  mixtures.  Late  orders  for  the  present  Fa'l  show  thai 
rougher  materials  are  being  favored,  and  this  holds,  even 

with  the  making-up  trade.  The  enquiry  now  is  for  cheviot 
serges,  and  for  grey  mixtures,  and  grey  mixtures  are  in 
very  short  supply. 

Big  Season  Ahead  for  Cottons. 
The  outlook  is  all  in  favor  of  a  big  season  in  the  cot- 

ton dress  goods  department,  the  business  to  be  pretty 
well  divided  between  sheer  white  goods,  and  sheer 
printed)  fabrics.  Manufacturers  have  put  out  beautiful 
goods  in  both  these  lines  and  the  retailer  who  shows  a 
good  assortment  of  better  priced  goods  should  do  a  very 
large  business.  The  fine  trade  built  up  in  the  past  few 
years  for  silk  and:  cotton  novelties  shows  what  can  b* 
done  in  this  direction,  and  one  feature  of  this  business 
worth  consideration  is  the  fact  that  these  goods  seil  all 

the  year  round. 
Satin  stripes,  Persian  effects  and  dainty  floral  pat- 

terns are  all  showing  in  printed  fabrics.  Later  novelties 

show  many  bordered  effects  and  these  eff'ects  are  not  con- 
fined to  the  high-priced  lines. 

® 
Consult  with  Dressmaker. 

A  very  good  adjunct  to  dress  goods  is  the  dressmaking 
department.  The  wise  buyer  will  consult  with  the  head 
dressmaker  and  give  her  all  possible  information  as  to 

new  styles  and  fabrics,  well  satisfied  that  she  will  dis- 
tribute to  advantage  the  information  he  gives  her. 

Neat  price  tickets  should  be  affixed  to  ail  goods  and 
should  give  the  name  of  the  fabric.  It  is  a  good  i>lan 
to  mark  new  colors  with  a  ticket  bearing  their  name. 
Most  women  are  diligent  readers  of  fashion  journals  and 
see  these  names  and  it  creates  a  favorable  impression 

and  also  a  feeling  of  confidence  when  the  new  colors  are 
on  view  in  the  department.  At  the  beginning  of  a  season 
fashion  plates  from  a  leading  paper,  or  the  many  Paris 
and  New  York  reproductions  of  model  gowns  can  be  cut 
out  and  mounted  on  cardboard  and  used  in  connection 
with  department  displays. 

If  the  merchi.  it  has  a  pattern  department,    which  all 
stores   should  have,   as  it   is  a  most  valuable  feeder    to 
the  dress  goods  department,   he   should  investigate    and 
see  what  pattern  numbers  represent  the  new  styles. 

Distributing  Information. 
This  is  information  the  buyer  should  see  that  the 

salesmen  are  possessed  of,  also  they  should  know  the 
merits,  as  to  quality  and  vogue,  of  the  goods  they  are 
selling,  and  they  should  be  well  posted  as  to  any  forcible 
argument  that  would  form  an  entering  wedge,  and  so 
lighten  the  work  of  selling  the  goods. 

Frequent  display  of  novelties  is  the  only  way  to 
hold  the  interest  in  the  department,  and,  therefore,  there 
can  be  no  keeping  over  of  dead  stock.  Before  the  season 
is  old  the  stock  should  be  gone  over  to  pick  out  the  lines 

that  are  hanging  fire.  And  here  is  where  the  buyer's 
nicety  of  judgment  comes  for  he  must  decide  as  whether 
it  is  a  case  for  price-cutting,  or  for  more  display  and 

an  increase  of  advertising.  If  price-cutting  is  decided 

upon,  make  the  cut  deep  enough  to  be  attractive  and  to 
advertise  the  department,  if  as  it  frequently  happens  the 

fabric  is  not  selling  only  because  it  is  too  new  there  is 

no  need  for  the  knife,  but  it  is  more  fashion  advertising 

and  more  display  that  is  needed  to  draw  the  attention  of 

your  customers  in  its  direction. 
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LAST  CALL 
Our  splendid  range  of  Christmas  Goods 

are  going  to  disappear  this  month.  The 

demand  always  exceeds  the  supply,  although 

we  buy  more  and  more  each  succeeding  year. 

IT  WILL  PAY  YOU, 
WE  THINK,  TO  BE  IN  ON  THESE  GOODS. 

Bright,  attractive  novelties  bought  by 

buyers  of  experience  and  judgment. 

SAMPLE  RANGES 

picked  out  by  us  have  pleased  and  satisfied 

many  of  our  customers.  Why  not  you?  Big, 

medium  or^little^Jorders — they  all  receive  the 
same  prompt  and  careful  attention. 

DROP   US  A   LINE! 

John  M.  Garland 
Son  &  Co. 

Ottawa,       -       Canada 

El  ^Ej Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Women  Eveij 

Serpentine 
ly///  They  Find  it r 

LL  over^Canada  women  are  cljin 
pentine  Crepe  we  are   showijg 

^  No  progressive  retailer  can  |ff 
.  ent   calls   for  this  artistic,  prit 

Widespread  approval  has  been  wonb; 

designs   and   colorings   w^orthy   of    t|e 
because  of  its  laundering  and  drapi:g 

^  New^  styles  are   being   received   cp: 
your  immediate  or  future  needs. 

^  If  you  are  not  provided  with  Serfr 
once,  so  that  you  fvi 
demand  created  by  (i§ 
the  leading  magazints 

Greenshie 
MON 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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fywhere  Want 
^repe  Now. 
n  Your  Counters? 

moring  for  the  new  styles  of  Ser- 
g   in   our   extensive  Spring   range. 

Fford  to  turn  a  deaf  ear  to  the  insist- 
tical   and   inexpensive   dress   fabric, 
by  our  unflagging  efforts  in  securing 
e   fabric   which    has    become   famous 
k  qualities. 

nstantly  and  we  are  ready  to  supply 

ntine  Crepe,  you  should  see  to  it  at 

v^ill  be  ready  for  the 
igorous  advertising  in 
s  and  fashion  books. 

ds  Limited 
REA.L 
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Rough  Effects  Being  Strongly  Featured  in  Spring  Lines 

New    York     Dress    Goods    Market     Active  -     Sheer     Fabrics    Promise     Well 

—  Lighter    Weight   W^eaves    More    Favored    Than    the    Usual    Heavier    Ones 
—  Rough    Silks    and    Foulards    in    Greater    Demand    Than    Ever. 

StatT   Correspondence 

Office  of  The  Drj-  Goods  Re\'iew 
160  Broadway.  New  York,  Dec.  3. 

THERE  is  a  general  opinion  prevalent  in  th
e  New 

York  dress  goods  market  that  the  season  of  1911 

is  to  be  a  light-weight  season,  meaning  that  the 
materials  are  of  a  much  lighter  weight  weave  than 

is  usually  the  case.  This  is  probably  due  in  a  measure 

to  the  prevailing  styles,  which  call  for  lighter  weight 
fabrics  in  order  that  the  proper  effects  may  be  obtained. 

This  indication  also  points  to  the  use  of  more  yardage 
than  has  been  noted  for  the  past  few  seasons.  Already 

skirts  are  growing  wider,  many  of  the  newer  ones  being 
made  with  pleats,  which  necessitates  more  goods  and 
lighter  weight  patterns. 

Light  Weight  Materials. 
Most  of  the  new  Spring,  1911,  materials  are  of  weights 

that  may  easily  be  handled,  both  by  the  dressmaker  and 
the  tailor.  A  wide  variety  of  patterns  and  weaves  are 
being  shown  in  rough  effects,  in  both  woolen  and  worsted 

eflfects,  and  although  woolens  are  alway^s  more  or  less 
favored  at  the  beginning  of  a  new  season,  it  is  expected 

that  light-weight  materials  are  most  serviceable  in  worst- 
eds and  that  they  will  increase  in  favor.  A  large  variety 

of  patterns,  such  as  mannish  suitings,  fancy  serges  in 
cheeks,  self-colored  stripes  and  numerous  attractive 
weaves  in  woolen  cloth  will  be  selected  as  popular  suit 
and  wrap  materials. 

Black  and  White  Effects. 

White  and  black  and  black  and  white  effects  are 

strongly  featured  for  the  Spring.  White  is  used  for  the 
ground,  with  pencil  line,  or  checks,  of  various  sizes,  in 

black.  Brown  is  another  color  that  is  being  freely  sam- 

pled for  the  new  season.  Combinations  of  lighter  color- 

ings and  brown,  generallj-  displaj''ed  on  brown  or  white 
grounds,  are  generally  accepted.  - -Ifij^et,  brown  is  ex- 

pected to  be  a  good  Spring  color. 

Grey  and  Brown  Mohairs. 

Mohairs  are  making  a  strong  bid  for  popularity  for 

the  Spring  and  iSummer  of  1911.  They  az-e  being  offered 
in  mannish  suiting  effects  in  greys  and  browns.  The  na- 

tural sheen  of  this  character  of  fabric  has  been  greatly 
reduced  so  that  the  cloth,  while  retaining  all  its  strength, 

resembles  an  extremely  light-weight  worsted. 
Among  the  new  foreign  dress  goods  that  are  now  be- 
ing laid  before  the  public  there  are  any  numiber  of  rough 

weaves,  though  still  light  in  weight.  There  are  offerings 

in  light-weight,  open-work  fabrics,  which  run  irregular 
and  knotty  in  weave.  These  fabrics  are  featured  in 
worsteds  and  in  various  combinations  of  worsted  and  silk, 
silk  and  cotton,  and  in  cotton  only.  In  the  domestic 

goods,  rough  effects  are  shown  in  light-weight  woolen  mix- 
tures and  plain  worsteds.  The  worsted  weaves  and  ma- 

terials which  are  being  exploited  include  s^erge,  in  plain 
and  fancy  weave;  mannish  suitings,  in  greys,  tans  and 
browns;  whipcords,  granites.  Panamas,  taffetas  and  voiles. 
Woolens  on  the  cashmere  order  are  featured  extensively. 
Poplins  of  all-worsteds  and  of  silk  and  wool  construction 

.  are  also  well  thought  of. 

Silk  and  Wool  Mixtures. 

Tussah  royals  are  being  featured  for  Spring  in  a  num- 
ber of  new  patterns,  such  as  the  tussah  royal  brocade, 

raoire,  striped,  checked  and  corded  effects.  They  come 
in  a  variety  of  beautiful  colorings,  as  well  as  patterns. 
The  silk  finish  gives  them  added  charm. 

Challis  are  mentioned  in  the  bordered  class  as  having 

good  dress  prospect  for  Spring,  1911.  It  will  be  remem- 
bered that  this  faibrie  started  in  rather  late  last  Spring 

for  fashionable  honors  in  the  dress  realm.  The  vogue 
started  then,  and,  interrupted  by  the  preparations  for  the 

Fall  and  Winter,  is  anticipated  to  be  resumed  in  the  com- 
ing Spring.  The  patterns  are  of  a  dainty  character  and, 

in  many  instances,  similar  to  the  foulard  designs.  Manu- 

facturers of  misses'  and  children's  dresses  think  par- 
ticularly well  of  challis. 

Novelty  Fabrics. 

Bordered  silk  mousseline  and  marquisette  are  among 
the  novelty  fabrics  of  the  new  season,  and  there  is  no 

doubt  but  that  thej'  will  continue  in  big  demand  through- 
out the  Summer.  The  special  point  of  interest  in  these 

fabrics  is  noted  in  the  exquisite  coloring  of  the  border 
and  the  embossed  effects  of  very  many  of  the  patterns. 

There  is  likely  to  be  a  tentative  revival  of  Panama 
cloth,  mohair,  Sicilian  cloth  and  kindred  fabrics.  Many 
charming  worsted  and  mohair  fabrics  are  offered  for  the 

Spring  dresses  and  suits. 

Soft-finished  Silks. 

That  soft-finished  silks  and  satins  will  be  popular  as 
foundation  silks  for  Spring  is  assured.  This  is  because 

everything  points  to  draped  garments.  In  addition  to  the 

plain-colored  patterns,  there  are  many  attractive  printed 
and  iridescent  effects  displayed.  The  demand  for  Paisley 

and  Pei-sian  fabrics  continues.  It  is  expected,  however, 
that  these  effects  will  sooner  or  later  give  place  to  the 
Turkish  and  Oriental  effects. 

Crepes  in  both  silks  and  cotton  goods  in  fine  weave 
are  thought  of  pretty  highly.  Border  effects  are  meeting 
with  an  extra  amount  of  favor  for  Spring.  Pongee  and 
Rajah  silks  will  be  featured  again  this  season  ,  especially 
brought  out  in  black  and  natural  colorings. 

Satins  in  First  Place. 

As  to  weaves,  satins  hold  first  place  from  a  novelty 

point  of  view.  'For  the  ultra-fashionable  trade,  black 
satin  for  tailor-mades  will  be  very  good.  Next  in  im- 

portance to  satins  is  the  vogue  of  foulards,  which  are  to 
be  stronger  this  Spring  than  ever.  Already  mills  are 

oversold  on  these  materials.  A  wide  i-ange  of  neat  effects 
in  connection  with  small  jacquard  designs  constitutes  the 
principal  offerings.  Stripes  are  retained.  Borders  are 
among  the  novelties  and  these  are  expected  to  be  very 
good,  despite  the  fact  that  they  have  long  been  popular. 
Other  novelty  effects  in  foulards  include  such  color  com- 

binations, grey  with  old  red,  grey  with  violet,  and  shaded 
stripes  and  other  combinations  of  novelty  colors.  Some 
of  the  newest  designs  show   large  stripe  patterns. 
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CALDWELLS 

WOOLENS 
100°/  Pure  Wool o 

No  Cotton  "No  Shoddy 

Equal  in  quality,  coloring,  pattern  and 

every  other  way  to  the  very  highest  grade 

British  woolens— and  vastly  superior  in 

EVERY  way  to  the  great  bulk  of  import- 

ed "  woolens." 

Sold  Direct  to  the  Retail  Trade 

Travelers   still   showing   our  range   of 

Ladies'  and  Gentlemen's  Suitings,  White 
and  Colored  Blankets,  Steamer  and  Auto 

Rugs. 
Be  Sure   You  See  Them, 

Boyd  Caldwell  (^  Co.,  Ltd. 
LANARK,  ONTARIO 

Please  mention  I'he  Review  to   Advertisers  and  Their  Travelers. 



Present  Staple  Prices  Below  Relative  Cost  of  Raw  Materials 
Buying  is  Being  Conducted  on  Steady  Basis  —  Fine  Printed  Goods  Ad- 

vance Half  Cent  Yard,  as  Also  Have  Dress  Ginghams  and  Certain  Lines 
of    Shirtings  —  Good    Fall    Trade    in    Linens. 

THE  Canadian  cotton  market  still  holds  firm  and 
there  is  ever.v  prospect  of  a  further  advance  in 
prices.  Reports  have  come  in  of  United  States 
mills  curtailing  manufacture  for  some  weeks  to 

come,  but  there  is  no  suggestion  here  of  mills  having  to 
close  down  through  lack  of  demand,  as  Spring  orders 
already  in  will  keep  them  busy  for  several  weeks,  df  the 
gtjods  are  to  be  turned  out  on  time. 

Taken  on  the  whole  early  orders  have  been  remark- 
ably good,  for  although  certain  lines  of  goods  have  been 

advanced  in  price,  yet  jobbers  and  merchants  realize  that 
present  prices  are  far  below  the  relative  value  as  com- 

pared with  the  price  of  cotton,  and  are  buying  steadily 
On  grey  goods  the  demand  from  jobbers  has  been  steady 
but  quiet.  There  is  no  question  of  laying  in  stocks,  but 
only  a  demand  sufficient  to  meet  running  business. 

An  Advance  of  Half  Cent  Yard. 

Fine  printed  goods  which  have  been  advanced  one 

half  cent  per  yard  by  some  of  the  mills  have  been  re- 
ordered in  several  places,  especially  in  the  line  of  fancies, 

to  supplement  business  already  placed  for  Spring  deliv- 
erj-.  In  this  line,  if  agents  are  cautious  as  to  demand, 
such  has  not  been  the  case  with  retailers,  who  are  order- 

ing freely,  as  a  precaution  against  an  almost  certain 
further  increase,  in  the  near  future. 

One  retailer  remarks  '''Prices  keep  jumping  up  and  up, 
but  unfortunately  no  matter  how  high  they  go  this 
season,  the  retailer  does  not  benefit  very  much.  His 
profits  are  lower  according  as  he  pays  a  higher  price  to 
the  mills  or  to  the  wholesaler.  A  customer  who  comes 

and  buys  a  piece  of  print  at  twelve  cents  a  yard  this 
week  does  not  want  to  pay  thirteen  cents  for  the  same 
print  next  week  nor  next  month,  even  though  the  dealer 
has  had  to  pay  the  increased  price  to  the  mills.  On  the 

other,  hand  the  buyer  is  always  keenly  alive  to  any  re- 
ductions which  occur  in  the  price  of  cotton,  and  looks 

for  corresponding  reductions  in  the  price  of  staples." 
Prices  on  Bleached  Cottons  Steady- 

The  demand  for  bleached  cottons  has  been  rather  in- 
different, although  prices  have  been  holding  fairly  steady, 

and  much  below  the  parity  of  the  increased  costs  of  pro- 
duction. There  will  be  no  chance  to  pick  up  cheap  cot- 

ton this  year,  and  it  looks  as  though  it  could  not  be 
further  talked  up,  for  the  present  at  least.  Everyone  is 
waiting  to  see  what  this  month  will  bring  forth,  but 
certainly  without  much  hope  for  any  lowering  of  price. 

Dress  ginghams  and  certain  lines  of  shirtings  have 

also  been  advanced  one-half  cent  per  yard  by  some  of 
the  mills,  but  there  is  no  report  of  any  other  lines  being 
touched  as  yet,  as  mill  men  do  not  wish  to  upset  the 
Spring  trade,  and  consumers  are  not  yet  ready  to  pay 
high  prices,  being  inclined  to  purchase  only  to  the  extent 
of  their  needs  rather  than  for  business  ahead.  In  all 

these  lines  also  the  prevailing  prices  are  not  in  propor- 
tion to  the  cost  of  the  raw  material,  the  margin  of 

profit  between  the  cost  of  the  cotton  and  the  selling 
values  of  the  cloth  being  very  narrow,  and  in  some  cases 
slight  losses  have  been  sustained. 

There  has  been  a  moderate  demand  for  sateens  and 

twills  in  which  retailers  have  been  doing  a  fair  amount 
of  Fall  business.  Quotations  for  the  cotton  yarn  trade 
are  very  irregxilar.    Trade  has  been  limited  and  business 

very  quiet.  The  demand  for  stocks  of  whitewear  has 
been  strong  as  retailers  are  now  getting  in  line  for  the 
January  whitewear  sales  which  have  proved  both  popular 
and  successful  as  a  feature  for  the  first  month  of  the 

year,  and  for  which  large  quantities  are  required. 
Demand  for  Fine  Grade  Linens. 

Linens  generally  are  high  in  price.  Reports  received 
here  from  abroad  state  that  linens  are  becoming  scarcer, 
with  naturally,  a  corresponding  increase  in  value.  In 
spite  of  this  a  good  Fall  trade  has  been  done  in  both 

fine  and  medium  grades.  There  is  'indeed  a  decided  in- 
crease over  last  year  in  the  demand  for  fine  grade  linens. 

At  the  present  time  good  sales  are  being  made  in  all 
grades  of  housekeeping  linens,  and  retailers  are  looking 
forward  to  a  heavy  Christmas  business  in  all  lines  of 
these  linens,  both  plains  and  fancies. 

In  damasks  they  are  showing  goods  from  54  to  90 
inches  in  width  and  varying  in  price  from  25  cents  to 
$3  per  yard.  These  are  shown  in  large  patterns,  or  in 
large  patterned  borders  with  smaller  design  in  the 
centres.  Among  the  fancies  in  table  linens  are  Irish 
cloths  in  Madiera  work,  or  cluny  trimmed  measuring  all 
the  way  from  six  to  ninety  inches,  and  for  wMch  every 

succeeding  holiday  season  there  has  been  a  greater  de- 
mand. Other  fancies  include  baby  pillows  in  Irish  linen 

exquisitely  worked,  and  in  some  casea  with  inserts  and 
trimmings  of  real  baby  Irish.  An  attractive  novelty  is 
the  lettered  table  linen,  cloths  and  serviettes  to  match, 
which  have  been  specially  made  and  imported  by  one  of 
the  retail  firms  in  Montreal,  the  lettering  being  woven 
right  into  the  linen  when  being  manufactured. 

Indian  and  Paisley  Designs. 
Towels,  for  which  there  has  been  an  especially  good 

demand  in  the  finer  grades  are  shown  in  prices  ranging 

all  the  way  from  nine  cents  each  to  $17.50  apiece.  In 
dovm  quilts,  Indian  and  Paisley  designs  and  colorings 
have  been  especially  good  sellers  this  Fall,  and  the 

French  printed  sateens  in  coverings  have  been  most  pop- 
ular. 

The  Paisley  patterns  have  also  been  in  demand  in 
soft  colorings  in  flannelettes.  Opera  flannel  patterns  in 
flannelettes  have  been  very  good,  and  there  has  been 
shown  a  strong  fancy  for  stripes,  both  plaiin  and  fancy. 

Some  of  the  fine  kimona  cloths  have  been  shown  in  ex- 
quisite patterns  and  colorings,  and  have  met  with  good 

sale,  a  sale  much  m  excess  of  that  of  previous  years. 

Sheer  Cottons  Claim  Attention. 

New  York  is  giving  attention  to  sheer  cotton  fabrics. 
Heavy  cottons,  linens  and  ramies,  which  were  so  much 
wanted  last  year,  are  being  taken  in  fair  quantities.  For 
liigh-elass  waist  and  dress  lines  transparent  materials, 
sueh  as  voiles,  marquisettes,  chiffons,  crepes  and  veilings, 

are  being  readily  taken  up,  to  be  worn  over  foundations 
of  silks.  All  these  drapyi  materials  are  offered  in  cotton, 
or  silk,  and  in  combinations  of  both.  The  most  attractive 
of  these  are  the  printed  patterns,  the  figures  for  the  most 

part  being  small,  but  at  the  same  time  there  are  numer- 
ous large  Persian,  Turkish,  and  in  extreme  cases,  large 

plaid  designs,  exploited.  Border  effects  are  meeting  with 
a  large  amount  of  favor,  especially  ornamented  with  gold 
and  silver. 
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(cordial  Vvish 
that   you   and  yours   may 

enjoy    the 

jyierriest 

C^hristmas 
yety  and  that  your  husiness 

may  grow  like  the  **  Green Bay  Tree  during  the 

coming  year, 

jJte    Dominion  Textile 

Company,    Limitea 
Montreal 

(OONINIOr 
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SPRING    MILLINERY 

Our  salesmen  are  starting  out  with  our  selections 

for  the  coming  spring.  Care  has  been  taken  in  the  selec- 
tion. Time  has  been  spent  in  finding  the  right  manufac- 
turers of  the  different  lines,  contracts  have  been  entered  in- 

to to  supply  you  with  the  right  goods,  at  the  right  time,  at 
the  right  price. 

May  our  salesman  on  your  ground  have  an  oppor- 
tunity to  show  you? 

Mailorders  our 
especial  hobby. 

OkIlAEoS^>l^^*       U  M ITED 

St.  John.N.B. 
Halifax.  N.3. 

S^        Best  Sellers  for  Spring,  1911 
Ready  Now  for  the  JOBBING  TRADE. 

LADIES'  BELTS 
Elastic,    Persian 
and   Velvet. 

Join  the  Procession.     Call  or  write  for  samples. 

LOUIS    SCHLOSS 
621  BROADWAY  :  :  : NEW  YORK 

s OUTHALLC SANITARY     TOWELS 5 
The   Orig^inal  and    Best. 

Modem  science  and  the  spread  of  Hygiene  m^de 

the  invention  and  manufacture  of  Southalls'  Sanitary 
I  ovvels  possible.  Since  1880  they  have  become 
wi  ely  known  and  appreciated  as  an  indispensable 

article  for  ladies'  use,  possessing  advantages  which 
recommend  them  to  every  woman. 

Apply  for  full  particulars  and  samples  to  the  Aeent  for  the  Dominion, 
J.  M.  hCHKAK,  C.rlaw  liciildings,  VV'ellington  Street  West,  Toron  lo 

Southalls'  Accouchement  Sets  (containing  all  Ke(|uisites,in  3  sizes). 
Southalls'  Sheets  for  Accouchement  nnd  other  Sanitary  Specialities. 

SOUTHALL  BROS.  &  BARCLAY  Ltd.,  Birmingham.  Eng 

ESTABLISHED  1849 

BRADSTREETS 
Offices  Througrhout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,  Que. 
Edmonton,  Alta.     St.John,N.B.  Quebec,  Que. 

Halifax,  N.S.  Vancouver;  B.C.     Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.        "Winnipeg,  Man. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS    C.    IRVING,   ̂ ?sre'r'n'^Ca"n"?d^: TORONTO,  CANADA 
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Of  Interest  to  Canadian  Millinery  Trade 
Late  Season's  Trade  is  Featured  by  Many  Good  Novelties  —  Artificial 
Flowers  Selling,  and  Metallic  Effects  Are  Also  Very  Strong  —  Small  Toques 

in    Dressy    Class  —  Tissues    Printed     in     Oriental     Colorings  —  Alpine     Hats 

MILLINERS  who  do  a  good  class  of  trade  are  still  in 

receipt  of  special  orders,  chiefly  for  tea-hats  and 
dressy  models.  Misses  and  the  younger  women 
are  buying  large  beaver  shapes  both  in  white  and 

black.  Colored  velvet  drapes,  bands  of  fur,  and  metallic 
and  silk  and  velvet  flowers  are  the  favored  trimmings 
for  these  hats.  Wreaths  of  made  flowers  developed  in 
satin  ribbon  and  metallic  braids  and  nets  are  most  fash- 

ionable, but  milliners  complain  that  they  cannot  get 

women  to  pay  the  price  for  these  lovely  hand-made  ef- 
fects. The  materials  are  expensive,  and  it  takes  both 

time  and  skill  to  make  these  flowers,  but  milliners  find 
their  customers  will  not  make  allowance  for  this. 

This  has  brought  about  a  compromise,  and  factory- 
made  flowers  are  surrounded  with  made  petals,  and  are 
branched  and  mounted  with  artificial  foliage. 

Flowers  are  extensively  used.  Just  one  large  flower 
finishes  the  bands  of  fur  now  so  fashionable  on  hats'. 

Large  single  poppies  are  set  around  the  crown,  or  a  rose 
and  foliage  wreath  is  used.  Made  flowers  are  still  most 

fashionable,  and  trails  of  fine  roses  and  foliage  are  used 
to  trim  beaver  hats. 

Large  silk  and  velvet  roses,  particularly  in  pink,  corn- 
color  and  vieux  rose,  are  in  demand,  and  large  velvet 
poppies  in  flame  and  national  blue  are  good.  There  is  a 
perfect  rage  for  metallic  effects,  not,  however,  in  bright 
shades  of  gold  and  silver,  but  in  dead  or  brassy  gold,  in 
antique  silver  and  steel.  Mixtures  of  the  three  in  the 

one  spray  is  the  latest  idea,  and  houses  having  these  met- 
allic effects  in  stock  are  finding  it  difficult  to  keep  a 

supply  of  the  goods. 

Velvet  is  still  the  fabric  of  the  season,  and  possibly 
because  black  is  so  much  in  demand,  colored  velvet  hats 
are  more  seen  than  earlier  on.  There  are  fewer  all-black 

hats  also,  black  velvet  being  combined  with  a  metallic 
cloth,  white  or  a  color. 

Large  picture  hats  show  straighter  brims,  and  some  of 
the  later  shapes  show  an  inclination  to  roll  up  at  the 
side,  or  at  the  front  and  back.  They  are  covered  plainly 
with  gold,  silver  or  steel  tissue,  and  the  underbrim  is 
plainly  faced  with  black  velvet,  or  white  satin  is  used 
for  covering  the  shape  veiled  with  gold  or  silver  net  or 
white  lace.  Large  hats  are  also  covered  with  amber,  pale 
blue,  or  pink  velvet,  over  which  is  stretched  black  Chan- 
tilly  lace,  the  under-brim  being  faced  with  satin  of  the 
same  shade  as  the  velvet.  Broadcloth  and  ratine  are 
also  used  for  covering  hats. 

Many  toques,  quite  small,  are  seen,  and  made  of  met- 
allic cloth,  with  a  flower  brim,  and  with  an  aigrette 

mount,  or  a  cluster  of  ostrich  at  the  side ;  these  hats  are 
quite  in  the   dressy  class. 

Persians  are  still  selling,  the  latest  idea  being  gor- 
geous metallic  tissues  printed  in  Oriental  coloring.  The 

exclusive  trade  is  showing  some  very  tall  and  extremely 
small  hats,  and  for  street  wear  are  showing  Alpine  mod- 

els. These  Alpine  hats  are  all  the  rage  in  New  York. 
They  are  made  of  velour  or  are  of  velvet  made  over  soft 
unwired  shapes.  The  trimmings  used  on  these  hats  are 
simple   in    the    extreme,   having   either   a   gold    or   silver 

ornament,  or  a  fancy  feather  mount,  or  a  ribbon  cockade 
placed  either  at  the  side  or  back. 

Cut  Prices  Before  Demand  Drops. 

Now  that  the  season  is  on  the  wane,  milliners  should 
not  grow  careless  about  the  appearance  of  their  stores, 
and  about  the  arrangement  of  the  goods  in  the  windows 
and  cases.  These  are  just  as  important  now  as  at  the 
height  of  the  season,  for  on  the  clearing  out  of  the  stock 
depends  in  a  great  measure  its  success.  Every  hat  sold 
now  helps  to  keep  the  balance  on  the  right  side  of  the 
ledger. 

Hats  should  be  carefully  gone  over,  and  where  trim- 
mings show  signs  of  handling,  the  hat  should  be  sent  to 

the  workroom,  and  they  should  be  ripped  off,  steamed  and 
pressed  out   and   replaced. 

Now  that  it  is  a  case  of  selling  at  any  price,  there 
is  no  need  of  sacrificing  expensive  plumes  and  mounts. 
Therefore,  they  should  be  taken  out,  and  if  they  are  in 
condition,  should  be  carefully  boxed  and  laid  away,  or 
if  they  are  faded  or  need  recurling,  they  should  be  boxed 
and  held'  over  until  the  new  season  is  sufficiently  advanced 
for  the  milliner  to  determine  what  she  will  have  done 
with   them. 

All  stock  should  be  gone  over,  and  any  fabric  or 
(rimming  that  will  dye  up  or  can  be  used  another  season 
should  be  put  aside,  and  every  effort  should  be  made  to 
get  clear  of  the  rest. 

It  is  an  excellent  plan  always  to  clear  out  all  goods 
that  have  no  value  in  the  coming  season,  and  milliners 
shouhl  take  any  price,  however  small,  to  clear  out  stock, 

for  novelties  of  the  season  are,  as  a  rule,  absolutely  worth- 
less the  next.  It  is  also  a  mighty  good  advertisement  to 

be  able  to  point  out  that  no  goods  are  ever  carried  over, 

and  the  experience  obtained  in  making  a  total  clearing- 
will  serve  as  a  splendid  warning  against  rash  buying  an- other time. 

If  the  milliner's  trade  permits  it,  special  week-end 
sales  are  great  helps  to  clearing  out  stock.  A  number  of 
hats  should  be  specially  trimmed  for  the  purpose,  and 
the  models  in  stock  should  be  gone  over,  and  those  suit- 

able should  be  selected  and  added  to  those  specially 
trimmed.  It  should  be  borne  in  mind  that  all  the  hats 

should  be  bargains,  and  represent  good  value  for  the 
money,  also  the  price  at  which  they  are  offered  should 
be  a  less  one  each  week. 

The  departmental  stores  use  the  window,  and  also  ad 
vertise  the  prices.  With  the  ordinary  milliner,  the  win- 

dow is  her  sole  medium  for  advertising  her  goods.  There- 
fore, her  display  should  be  particularly  well  arranged 

and  a  neat  card  should  state  the  price,  and  also  the 
fact  that  there  is  a  generous  selection  at  the  same  price 
on   view  inside. 

Friday  and  Saturday  are  the  best  days  in  the  week 
for  the  exclusive  milliner,  and,  therefore,  the  hats  should 
be  in  the  window,  and  the  announcements  should  be  made 
on  Tuesdav  or  Wednesdav. 



Tones  Clear  and  for  Most  Part  Bright  in  Spring  Color  Card 

Sure  to  be  Reaction  After  the  Black  and  White  and  Faded  Shades  — Cameo 
Brown  is  Very  Strong  at  Present  —  Much  Fur  in  Millinery  Seen  at  New 
York    Horse    Show  —  Worsted    Cap   Latest  Fad— The  Ding-a-ling  Hat. 

Staff  Correspondence 

Office  of  The  Dr  y Goods  Review 
160  Broadway 

New  York,  Nov.  18. 

1"^1IE  attention  of  New  York's  social  and  sartorial world,  at  present,  is  focused  on  the  Horse  Show 
and  the  opening  of  the  opera  season.     Not  since 
the   first   years  of  the  Horse   Show  has   such   a 

brilliant  company  assembled  at  all  sessions. 

For  several  seasons  past,  the  fashionable  colors  have 
been  subdued,  but  not  so  this  season,  judging  from  the 
arena  boxes.  To  be  sure,  there  is  a  great  deal  of  black 
and  white  worn,  but  then  nothing  can  be  more  striking 
than  this  combination.  It  must  be  admitted  that  there 

was  more  black  and  white  than  anything  else.  More 
black  velvet  gowns  were  worn  with  white  furs,  more  black 

hats  with  snowy  plumes,  but  A^ery  few  all  black,  and  very 
few  all  white  hats  or  costumes. 

Velvet  and  Fur ;  Satin  and  Fur. 

Velvet  was  the  material  most  in  evidence.  For  suits, 
corduroy  was  used^  but  velvet  and  fur  lead,  with  satin 
and  fur  following  closely.  It  was  not  panne  or  mirror, 
or  any  of  the  novelty  velvets  that  come  and  go,  but  the 

old-fashioned  velvet  of  our  grandmother's  day,  only 
lighter  in  weight.  Black  velvet  leads,  followed  by  cameo 
brown,  dull  blue,  bright  green  and  coral.  Each  year 
cerise,  coral,  geranium  and  shades  of  rose  are  noticed 
at  the  Horse  Show  to  some  extent,  but  this  year  they 
were  so  much  in  evidence  as  to  deserve  special  emphasis. 
Black  hats,  covered  with  brilliant  cerise  ostrich,  were 
almost  as  numerous  as  black  and  white  effects,  and  a  num- 

ber of  women  wore  entire  costumes  of  this  vivid  color, 
trimmed  with  fur. 

Trimming  Slight,  but  Good. 

It  is,  of  course,  no  news  that  women  in  New  York  are 
wearing  little  trimming  on  their  hats.  The  millinery  worn 
during  the  Horse  Show  bore  out  these  remarks,  except 
in  some  instances  where  great  quantities  of  ostrich  were 
used,  but  even  when  the  trimming  affected  was  very  slight, 
it  was  very  good.  Aigrettes  were  very  much  in  evidence. 

A  very  stunning,  large,  black,  hatter's  plush  hat  with 
velvet  facing,  had  a  band  of  upright  aigrettes,  bright 
green  in  color,  surrounding  the  crown. 

There  was  not  enough  paradise  noticed  to  mention  but 
heron  aigrettes  in  the  cross  and  other  varieties  were  used 
extensively  and  in  all  colors.  This  is  true  also  of  ostrich 

in  black,  white,  colors  and  shaded  effects.  The  very  latest 
in  ostrich  is  the  tittique  or  spotted  feather.  It  is  a  pres- 

ent day  fad  to  wire  plumes,  poising  them  aloft  at  an  ex- 
aggerated height  where  they  are  given  a  little  twist  which 

is  quite  foreign  to  them.  While  some  willows,  white 
especially,  were  worn,  the  French  plumes  prevailed. 

Fur-trimmed  Turbans. 

As  to  shapes,  during  the  afternoon  sessions  the  ex- 
aggerated turbans,  mostly  draped  prevailed  and  nine  out 

of  ten  of  these  were  fur-trimmed.  During  the  evening 
while  turbans  still  were  worn,  large  hats,  principally  with 
drooping  lines  and  in  the  pressed  variety  were  favorites 

and  these  too  were  fur-trimmed.    It  is  many  winters  since 
fur  was  as  fashionable  as  it  is  at  present. 

Curious  Color  Combinations. 

Chinchilla  was  much  worn  as  was  also  red  fox.  Staple 
furs  such  as  sealskin,  lamb,  fox  and  mink  appear  for  the 
nonce  to  have  given  way  to  such  fancy  furs  as  raccoon, 
fitch,  opossum  and  white  fox.  Curious  combinations  of 
color  result  from  the  vogue  of  these  furs.     ̂  

Skunk  is  another  fur  that  is  used  extensively  for 
trimming.  Excepting  for  trimming,  however,  it  is  seldom 
used,  but  since  fur  is  used  in  bands  for  trimming  more 
than  any  other  way,  this  does  not  argue  against  the 
popularity  of  skunk.  Large  and  small  hats  alike  are 
banded,  rather  than  made  entirely  of  fur.  In  some  cases 
the  crown  is  of  fur  as  is  also  the  edge  of  the  brim.  The 

hat  may  be  of  velvet,  hatter's  plush  or  lace,  but  while  the 
they  are  not  numerous  enough  in  any  large  assemblage  of 
they  are  not  numerous  enough  in  any  large  essemblage  of 
people  to  deserve  recording.  Not  that  lace  was  ignored, 
but  it  was  used  as  a  trimming  rather  than  as  a  foundation. 

Soft,  Pliable  Braids  for  Spring. 

Those  in  quest  of  new  ideas  to  be  used  in  the  manu- 
facture of  spring  lines  follow  the  general  trend  seen  at 

the  Horse  Show.  It  is  a  trifle  more  difficult  to  do  this, 

this  year  than  formally  since  there  is  such  a  preponder- 
ance of  fur  and  heavy  materials.  This  may  argue  for 

heavy  straws  but  since  the  collapsible  hat  is  the  hat  of 
the  hour  it  might  be  inferred  that  soft,  pliable  braids 
will  be  on  the  tapis  for  spring. 

The  "ding-a-ling"  hat,  as  the  crush  bell-shaped  hat 
that  has  taken  us  by  storm  is  called,  is  regarded  as  an 
enemy  to  the  millinery  trade  since  it  requires  little  or  no 
trimming.  These  Tyrolean  effects  are  in  grave  danger 

of  over-popularity  if  they  have  not  already  attained  it, 
so  whether  the  winter  fad  will  become  a  spring  fashion 

it  seems  unwise  to  say.  In  any  events,  some  manufac- 
turers are  anticipating  it  and  are  making  up  Milan  and 

other  pliable  straw  "ding-a-lings."  This  style  of  hat  is 
not  suitable  for  formal  wear,  and  yet  to  hark  back  to  the 

Horse  Show — there  were  many  there  worn  by  women  of 
fashion. 

Will  be  High  Colors. 

Guided  by  the  spring  color  card  and  the  important 
sartorial  events  above  referred  to,  it  ought  to  be  compara- 

tively easy  to  anticipate  the  color  situation.  It  cer- 

tainly will  be  "high"  colors  this  spring,  for  there  is 
bound  to  be  a  reaction  after  the  black  and  white  and 

"dead"  or  faded  shades  that  have  been  fashionable  of 
late.  The  new  card  is  quite  cheering  in  effect.  Tones 
are  clear  and  for  the  most  part  bright.  Henner,  Bayard 
green,  Feodal  blue  and  violet  des  bois,  in  some  of  their 
shades  are  distinctly  bright  and  in  all  comparatively  so. 
Ambre  yellow,  Roseau  green,  Roserarie  pink,  catteleya 
mauve,  chamonnix  blue,  saere  pink,  valois  magenta, 

Lucome  blue-green,  Alezan  chestnut  or  sorrel,  Feodal 
blue,  Fameron  gray,  and  Raronelle,  a  dull  faded  rose,  are 
the  most  important  of  the  new  shades  shown  on  the  card. 

A  color  very  strong  at  present,  however,  is)  the  soft  cameo 
bi-own  referred  to  above. 



Fur    is    the    Chief    Factor    in  Winter   Fashions   in   Paris 

Ermine  and  Velvet  Combined  With  Venise  or  Cluny  and  Mousseline  and 

Silk  Voile  the  Leading  Style  Effect— Dress,  Hat,  Shoes  and  Bag  of  the 

Same    Fabric  —  Sensational    1870   Gowns  —  Ultra   Idea  is  the]  Shawl    of  Fur 
Staff  Correspondence 

Paris,  France,  Nov.  30. 

OF  great  interest   are  the  fur  fash
ions   this  Fall, 

for  there  never  was  a  season  when  fur  was  more 

worn.     Ermine  is  very  fashionable,  due  no  doubt 

to  the  extensive  vogue  of  black  and  white  com- 

binations,   and   also   to   wearing  of   velvet    in    black   and 
rich  dark  shades. 

Fur  is  lavishly  used  for  trimming  purposes.  Large 

fur  collars,  or  collars  of  lace  or  fabric,  are  edged  with 

bands  of  fur,  are  seen  on  many  of  the  latest  gowns.  Fur 

bands  edge  the  short  sleeves,  and  tunics  and  hem  the 
short  straight  skirts.  Wraps  and  coats  are  lavishly 
trimmed  with  fur,  and  fur  is  also  one  of  the  most  popular 
millinery  trimmings  of  the  season.  Fur,  in  short,  is  the 
chief  factor  in  winter  fashions,  and  every  one  is  wearing 
it.  The  fashionable  combination  of  the  moment  is  fur 

and  velvet,  not  alone,  but  mingled  with  either  Venise  or 
Cluny  lace,  and  the  sheerest  of  mousselines  and  silken 
voiles.  Cluny  lace,  it  should  be  said,  in  passing,  is  now 
the  Isig  rival  to  Venise,  and  is  very  rich  looking  when  used 
on  velvet. 

The  Novelty  Furs. 

Next  to  ermine,  skunk  is  perhaps  most  popular,  but 
chinchilla,  opossum,  mole,  seal,  and  other  furs  are  noted. 

Li  fur  novelties,  red,  or  golden  fox  as  it  is  called,  is  hav- 
ing some  vogue.  Paul  Poiret  is  responsible  for  its  intro- 

duction. Fitch  is  another  high  colored  fur  that  is  also 
having  some  vogue.  This  fur  has  been  long  out  of  favor, 
and  its  revival  is  a  distinctly  1830  idea,  as  the  women 

of  that  day  were  extremely  partial  to  this  golden  yellow 
fur  with  its  long,  silky,  black  hairs. 

Combination  effects  are  strong  in  fur  fashions,  and 
the  ermine  sets  are  cunningly  planned,  with  borders  of 

skunk,  fox,  or  even  moleskin.  Ermine  and  sable  is  a  lux- 
urious combination  only  possible  to  the  longest  purse, 

and  sable  sets  are  made  up  nowadays  with  ermine  linings. 

A  set  made  lately  for  the  wife  of  an  American  multi- 
millionaire was  in  these  two  rich  furs.  The  pelerene  had 

long  stole  ends  in  front,  and  was  of  dark  sable  lined  with 
ermine.  Black  fox  skins  are  lined  with  white,  and  both 
black  and  white  tails  are  used  to  decorate  the  ends  of  the 

long  scarf. 
Shawl  Effect  in  Fur  Mantles. 

The  ultra  idea  in  fur  mantles  is  the  shawl  effect.  A 

wrap  of  this  kind  was  a  fichu-like  affair  of  seal,  the  point 
almost  touching  the  hem  of  the  gown  at  the  back,  and  fall- 

ing in  large  square  ends  at  the  front.  The  lining  was  a  pale 

pink  brocade.  Another  of  these  shawl-shaped  mantles 
of  Persian  lamb  had  a  hood  lined  with  ermine. 

Many  close-fitting  shoulder  capes  of  fur,  or  of  lace 
trimmed  with  furs,  are  worn.  These  little  capes  are 

copied  from  the  capes  worn  by  some  gi-ades  of  eccles- 

iastics; the  French  name  them  "camail."  Not  only  are 
these  capes  of  fur,  but  they  are  made  of  velvet  and 
ratine.  They  are  cut  all  in  one  piece,  and  come  down 
almost  to  the  waist  at  the  back.  They  round  from  the 
neck  in  front,  and  fasten  over  with  two  flat  buttons  and 
buttonholes. 

Great  Clothes  Show. 

The  Autumn  Grand  Prix  this  year  was  a  most  import- 
ant event  from  a  fashion  standpoint.     Not  only  was  it  a 

great  clothes  show,  but  the  crowd  was  the  largest  in  the 
annals  of  the  race.  The  day  was  an  ideal  one,  being  a 

perfect  blue  and  gold  October  day,  and  the  sunshine  was 
far  too  bright  and  warm  to  be  in  perfect  accord  with  the 
furs  and  velvet  everbody  was  wearing.  But  furs  and 

velvet  are  the  fashion,  and  "they  were  worn  for  wealth, 
not  for  health,"  as  one  writer  put  it. 

Mixed  with  these  heavy  fabrics  were  delicate  laces 
and  the  finest  of  mousseline  and  voile,  and  beneath  these 
transparent  fabrics  there  was  the  rich  glint  of  gold,  and 
the  sheen  of  satin. 

Gowns,  Hats,  Shoes  of  Same  Fabric. 

Many  toilettes  were  seen  where  the  gown,  hat,  shoes 
and  bag  were  of  the  same  fabric.  Ratine  dresses  were 
worn  with  boots  having  the  tops  of  ratine,  and  the  vamps 
of  patent  leather.  Ratine,  too,  has  come  to  the  front  as 

a  trimming  fabric,  for  suits  of  black  satin  or  velvet  had 
collars  and  cuffs  of  white  ribbed  ratine.  Many  large 
hats  were  also  covered  with  this  fabric. 

The  strongest  fashion  note  was  the  straight  up  and 
down  line  from  the  shoulders  to  the  hem  of  the  skirt, 
and  both  widths  of  shoulder  and  slenderness  of  waist  is 

ruthlessly  sacrificed  to  produce  this  straight-up-and-down 
effect.  The  hips  must  be  slender,  and  the  fashionable 
skirt  now  gives  a  smooth  unbroken  line  from  waist  to 

hem.  There  is  no  attempt  to  give  the  hobble  effect — that 
is  a  dead  fashion  now. 

On  Empire  Lines. 

Many  dresses,  and  not  a  few  coats,  are  fashioned  on 
Empire  lines,  and  the  narrow,  short,  straight  skirt  has, 
as  a  rule,  a  plain,  straight  overskirt,  shorter  in  length, 
and  often  slashed  up  each  side  to  the  waist.  Some  of 
these  skirts  are  of  brocaded  fabric,  but  the  majority  were 
of  velvet,  edged  with  a  band  of  fur.  Some  of  the  tunics 
showed  a  soft  drapery  on  one  side,  but  all  skirts  have  the 
straight,  narrow  effect  at  the  £eet.  A  feature  that 
should  be  noted  was  the  girdles  of  gold  or  silver  cord,  with 
tasselled  ends  that  were  worn  with  the  short-waisted 
Empire  gowns. 

Though  Empire  gowns  were  emphasized,  some  of  the 
leading  model  houses  are  showing  gowns,  capes  and 
wraps  that  reveal  a  decided  leaning  to  the  modes  of  the 
early  seventies. 

Sensational  Gowns. 

A  few  gowns  were  seen,  chiefly  on  the  mannequins 
from  the  various  fashion  houses,  who  paraded  about  with 
as  much  freedom  as  if  they  were  in  the  reception  rooms 
of  their  employers.  And  the  crowd  surged  after  them, 

intent  upon  seeing  the  sensational  gowns  and  hats  de- 
signed specially  for  this  occasion. 

One  of  the  most  conspicuous  gowns  was  of  dark  blue 

satin  and  velvet.  The  short  skirt  was  of  knife-pleated 
satin  with  a  tie-'back  sash  overskirt,  looped  at  the  back 
into  long  velvet  edged  ends  that  fell  to  the  bottom  of  the 
skirt.  With  this  skirt  was  worn  a  basque  cut  in  the  old 

style,  with  fitted  seams  at  the  back.  It  molded  the  fiariire 
and  closed  flatly  up  to  the  throat  in  front  under  a  line 
of  handsome  frogs  and  buttons.  The  sleeves  were  long 
and  tight,  and  were  set  into  a  small  armhole.  This  was 
a  perfect  example  of  a  street  dress  of  the  seventies. 
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LINOLEUM 
Made  in  Canada 

Five  Grades,  A,  B,  C,  D,  E. Two  Widths,  8/4  and  16/4 

DESIGNS — Chosen   Expressly  for  Canadian  Trade 
QUALITY— To  Suit  the  Canadian  Climate 

PRICES — To  Meet  Canadian   Purses 

•^    ,,^ominidnOilCldth 
"^  j^^o:.  Company  wiiiTf.-' (  oi  Montreal 

Floor  Oil  Cloths       Table  Oil  Cloths 
Two  Grades.       4 '4,  3/4,  6/4,  8/4,  10/4  wide. One  Quality  and  that  the  Best.    5/4  and  6/4  wide 

We  have  no  hesitation    in    stating   that  all  our  lines  are 

the  Equal  of  any  on   the  market. 

Our  Goods  are  Handled  by  All  the  Wholesale  Dry  Goods  Trade 

The  Dominion  Oil  Cloth  Co.,  Limited 
MONTREAL 

Please  mention  The  Review  to     Advertisers  and  Their  Travelers. 



Furnishings  and  Decorations  for  the  Home 
Period    Designs   Now     Seen 

High  Class  Trade  Demands  More  and  More 

the  Light  Yet  Durable  Designs  of  the  Two 

Louis  —  Jacobean     for    Dining-rooms. 

VERY  high-class  decorators  are  now  do
ing  much 

work  in  period  design.  Great  centres  have 
been  educated  up  to  this,  and  wherever 

luxury  is  seen,  drawing-rooms  are  being 

fitted  up  in  Louis  Quinze,  Louis  Seize,  in  early- 
Italian  or  in  Chippendale  styles.  At  present  the  styles 

of  the  two  Louis-  are  preferred. 
This  means  that  the  light  colored  velvet  or  Wilton 

square  with  its  urn  and  wreath,  or  laurel  garland  designs 

in  dainty  floral  effects  is  preferred  for  the  floor,  while 

hangings  run  into  brocaded  silks  showing  similar  patterns. 

These  are  the  insignia  of  the  conventionalized  classi- 
cism which  pervaded  the  periods  of  the  later  Louis  alike 

in  decoration  and  in  literature.  In  reality  as  far  as  possi- 
ble from  the  simplicity  of  the  real  classic,  they  used 

certain  familiar  forms  much  modified,  associated  with 
the  life  of  ancient  Greece  and  Rome.  These  included  the 

urn,  the  Bacchic  garland  and  the  laurel  wreath. 

On  the  other  hand,  the  furniture,  though  leaning  to- 
wards the  elaborate  in  its  scroll-like  curves  and  carvings, 

is  nevertheless  durable  and  solid  in  its  best  specimens, 

and  forms  a  fitting  and  elegant  background  for  the  dis- 
play of  evening  costumes. 

A  typical  room  of  the  above  sort,  had  ivory  woodwork, 

Aubisson  rug  in  shades  of  green  Chartreuse,  silk  panel- 
ings  to  match  on  the  walls,  and  brocaded  draperies.  The 

large  fireplace  had  scrolled  woodwork,  also  in  ivory  en- 
amel, and  was  surmounted  by  the  familiar  gilt  mirror  of 

the  period.  The  windows  were  very  richly  draped  in  lace 
and  brocaded  silk  curtains,  and  the  furniture  was  of 
mahogany  in  conventional  Louis  Quinze  design. 

Jacobean  effects  are  very  popular  for  dining-rooms 
just  now.  This  style  bids  fair  to  rival  the  recent  run  of 
mission  with  the  general  public. 

Ideal  Farmhouse  Decoration 
How  the  Local  Merchant,  by  Choice  of  Matched 

Lines,  May  Fit  Out  From  His  Own  Stock 

an   Artistic   "Home-made"   Room   at 
Lowest    Possible    Prices. 

Considering  that  the  average  Canadian  farmhouse  lies 
with  open  fields  around  it,  and  not  buried  in  verdure,  as 
in  southern  countries,  but  rather  more  inclined  to  bare- 

ness, the  chance  which  is  open  to  the  local  merchant  to 
display  the  new  hangings  in  all  their  attractiveness  of 
brilliant  color  and  rich  design  becomes  apparent.  They 
are  needed,  and  should  be  as  widely  used  throughout  all 
the  provinces  as  they  now  are  in  the  west.  Ten  years 
ago  they  were  unheard  of.  Now  they  are  good,  but  an 
■even  bigger  future  demand  awaits  them.  The  west  has 
been  taking  them  freely,  owing  to  the  influx  of  English 
families  of  good  taste,  who  have  been  educated  at  home 
to  this  style  of  interior,  but  they  are  gradually  climbing 
higher  in  favor  all  over  the  Dominion. 

Their  advantages  from  the  point  of  view  of  the  mer- 
chant in  a  comparatively  small  centre  are  great.  First, 

all  are  attractively  bright  in  color,  and  so  will  inevitably 
be  bought  whether,  rightly  applied  when  bought  or  not. 
Again,  they  are  cheap  and  easy  to  handle,  not  requiring 
the  work  of  an  expert  to  set  up  a  room  in  them.  They 
may  be  made  up  to  great  advantage  by  amateurs  rightly 
instructed.  Armed,  with  these  materials  and  with  the 

cheap  but  handsome  new  self  colored  rugs  with  borders 

which  exactly  suit  the  chintzes,  the  country  or  town  mer- 
chant ought  to  be  able  to  decorate  a  room  most  credit- 

ably right  out  of  his  own  establishment. 

An  expert  who  has  furnished  some  of  the  most  ex- 
pensive rooms  turned  ont  in  Canada,  gave  a  summary  of 

how  a  living-room  in  a  Canadian  farmhouse  might  be 
supplied  in  this  way  with  the  best  of  everything  from  a 
local  merchant. 

The  Living  Room. 

"Take,"  said  he,  "one  of  these  ingrain  wall-papers 
which  harmonize  witli  everything  any^vhere  near  the 
same  shade.  Let  the  choice  be  green  if  the  room  be  a 

little  dai'k,  perhaps  one  of  the  paler  shades,  or  if  where 
bright  sunlight  pours;  in,  one  of  the  new  browns.  Use 
very  simply,  with  a  border  not  too  large  for  the  room 

and  no  attempt  at  paneling  or  cut-out  effects.  Those 
should  be  kept  for  more  elaborate  schemes.  Your  paper 
will  prove  almost  as  inexpensive  as  any  you  could  buy. 

"For  the  rug,  use  a  wool  square  such  as  our  own  manu- 
facturers are  turning  out  in  profusion,  or  one  of  the  hand- 

some imported  numbers.  This  Avill  have  a  plain  centre, 
in  shadoAv  design  and  selfcolor,  if  any  pattern  at  all. 

The  border  may  be  plain  of  a  darker  shade,  but  prefer- 
able would  be  a  floral  or  verdure  design.  Rugs  like  this 

are  easily  obtainable  to  sell  at  $15.00.  Choose  your  chintz 
or  cretonne  to  match  the  border  design  in  the  square. 
If  you  succeed  in  (his,  no  artist  could  do  better  for  you, 
as  you  will  have  a  room  for  which  many  persons  send 

abroad'  to  have  the  patterns  specially  made  up,  at  great 
expense.  Let  all  cliairs  and  couches  be  covered  in  loose 
fashion  with  this  washable  material,  all  of  the  same 
goods  and  made  in  the  same  style  to  assure  the  necessary 
uniformity.  Cushions  may  be  of  the  same,  or  of  self- 
toned  materials,  hadiwork  cushions  in  harmonizing  tints 
being  always  permissible.     But  do  not  mix  the  chintzes. 

"The  treatment  of  the  windows  is  now  to  be  considered. 
Excellent  effects  are  got  by  using  the  square  mesh, 
coarse  net  curtains  which  have  recently  sprang  into 
favor.  These  come  in  deep  cream,  in  ecru  and  in  Arabian, 
(deeper,  more  coffee  colored)  shades.  Casement  cloths 
of  these  combined  with  curtains  of  chintz  or  linen  are  a 

favorite  treatment.  Richness  of  effect  is  very  desirable 
where  little  trouble  for  want  of  fresh  air  or  sunshine  is 

felt,  and  it  will  be  found  that  the  ordinary  white  curtain 
is  crude  when  compared  to  such  an  effect  as  the  above. 

"In  this  way,  a  room  eminently  suited  to  its  purpose 
and  absolutely  correct  to  the  most  rigid  connoisseur  is 

achieved  at  a  bottom  price." 
This  expert  went  on  to  say  that  in  his  opinion  a  gTeat 

field  for  that  sort  of  decoration  was  open  to  all  merchants 
who  carried  lines  of  liouse  furnishings,  even  in  small 

places. 
The  secret  of  the  whole  matter  lies  in  the  stocking  in 

the  first  place  of  lines  which  can  be  matched  up  as  above, 

and  this  is  no  feat  when  the  variety  of  goods  nn  the  ma^x-- 
ket  is  considered. 
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English  Fashions  for  Interiors. 
Showing  the  extent  to  which  demand  for  the  higher 

class  of  interiqf  decorations  has  risen,  there  are  now  be- 
ing put  up  in  Caiiadian  city  homes  and  country  house  halls 

which  reproduce  Elizabethan  models  even  to  the  over- 
hanging gallery,  upon  which  the  bedrooms  of  the  second 

story  open.  A  hall  of  this  type  was  recently  put  up  in 
Toronto.  The  high  ceiling  was  beamed,  the  frieze  of 
Spanish  leather,  the  wall  done  in  panels.  All  woodwork 

was  of  light  oak.  The  fireplace  was  very  plain  and  un- 
t rimmed,  and  the  staircase,  also  of  light  oak  was  placed 
in  an  alcove  off  from  the  main  hall  which  was  designed 
as  a  living  room.  Chairs  and  tables  were  heavily  carved, 
the  former  high-backed  in  rennaisccnce  (Italian)  style. 
The  whole  effect  had  been  copied  from  an  English  manor 
house.  To  complete  it,  the  gallery  rail  had  an  oriental 
rug  carelessly  thrown  over  it,  and  orientals  also  lay  here 
and  there  on  the  oak  floor. 

Great  favor  is  shown  on  all  sides  to  this  species  of 
Elizabethan  hall.  It  has  followed  naturally  in  the  wake 

of  the  great  mission  craze,  and  is  at  once  more  distinc- 
tive and  cheerful,  as  well  as  statelier  in  itself.  Another 

treatment  included  the  beamed  ceiling  with  stucco,  walls 
paneled  with  beams  and  the  same,  and  birch  floor.  This 
was  much  more  cheaply  carried  out  by  the  use  of  stained 
pine,  walnut  in  color,  for  beams,  panels,  and  fireplace. 
The  last  was  a  work  of  art,  set  in  a  raised  alcove  with 
large  settles  at  either  side  and  hooded  with  dull  copper. 

The  tiling  was  of  Roman  brick,  and  the  whole  effect  com- 
pleted by  candlesticks  at  either  end. 

Tapestries  are  indicated  with  the  above  style  of  archi- 
tecture, and  introduction  of  English  interior  decoration 

in  general  has  brought  in  its  train  a  host  of  chintzes, 
cretonnes  and  printed  linens.  These,  of  course,  belong 
in  most  eases  to  a  later  era.  Their  suitability  for  use  in 
an  entirely  modern  room  is  their  great  claim  to  attention. 
Coming  as  they  do  in  every  conceivable  kind  of  pattern, 

at  prices  ranging  from  15e  a  yard  to  $2.50,  their  univer- 
sality is  insured. 

Art  muslins  show  stencilled  effects  for  casement  cur- 

tains, and  are  in  greater  favor  than  ever  for  this  pur- 
pose. These  printed  patterns  are  quite  new  and  usually 

appear  in  floral  or  art  nouveau  designs. 
An  expensive  line  consists  of  the  new  printed  linens. 

These  are  in  use  for  dining-rooms  and  drawing-rooms  as 
well  as  for  dens  and  morning  rooms.  Prices  run  as  high 
as  ■$2..50  for  the  .50  inch  size.  This  linen  was  printed  in 
a  verdure  Gobelin  effect,  and  was  one  of  the  richest 
fabrics  of  any  kind  seen  this  year.  Its  colorings  were 
rich  green,  orange,  brown  and  red  .  Some  forty  cent 
lines  were  seen  in  surprisingly  pretty  designs,  running 
from  the  dainty  dresden  floral  stripe  effect  into  the  heavy, 
large  pattern  repeating  every  12  inches.  On  the  whole, 
dark  shades  seemed  favored. 

These  linens  are  put  on  plain  as  well  as  made  into 
removable  covers. 

Glazed  chintz  is  a  new  English  arrival,  and  requires 
to  be  washed  only  once  a  year  or  so.  It  can  be  dusted 
or  wiped  off,  and  gathers  no  dirt. 

Madras  in  popular  lines  is  as  much  in  demand  as  ever, 

and  comes  in  some  exceedingly  handsome  effects  at  from 
40c  to  75c  a  yard,  retail. 

Pointers  on  Stenciling, 

for    stenciling    instead    of The    fad 

decrease     with     the      general 

gaining        ground.        Many 

being    on 

public      is     every 
retailers       think 

the 

day 

that 

people     no     longer     care     for      stencilled     goods     be- 

cause they  have  ceased  to  demand  the  ready-made  articles 
as  when  they  first  came  out.  As  a  matter  of  fact,  this 
craft  is  being  taken  up  as  a  domestic  pursuit,  and  any 
merchant  who  runs  ;v  line  of  materials  for  stencilling 
will  readily  concede  that  it  is  as  popular  as  ever.  These 
materials  are  sold  at  a  good  advance  on  cost,  and  it  is 
well  worth  while  to  keep  them  as  they  attract  great 
attention  to  the  fancy  goods  department,  particularly 
when  demonstrations  arc  frequently  given. 

It  is  often  the  case,  however,  that  a  customer  who  has 
invested  in  a  set  of  materials  fails  in  getting  the  results 
which  she  has  been  led  to  expect.  She  drops  the  work 
entirely  and  the  department  loses  one  whose  trade  might 
have  proved  profitable.  There  are  ways  of  preventing 
this  failure,  and  the  designer  of  a  large  firm  contributes 
the  suggestions  below.  Before  enumerating  them,  the  fact 

may  be  pointed  out  that  these  suggestions  or  similar  ones, 
whether  already  included  in  directions  or  not,  should  hs 
reiterated  by  clerks  when  selling  goods,  thus  preventing 
many  a  failure  and  securing  more  business. 

In  the  first  place,  the  amateur  should  be  encouraged 
to  select  a  few  good  colors  and  not  attempt  too  much 
mixing  of  paints,  with,  perhaps,  the  exception  of  a  few 
simple  combinations. 

Colors  specially  prepared  for  stencilling  should  bs 
used,  and  only  these.  They  must  be  much  dryer  than  the 
ordinary  paint;  these  come  in  the  proper  constituency 
both  in  distemper  (water  medium),  and  in  oil.  There 
are  also  transparent  colors  which  are  used  with  more  or 

less  success.  A  few  good  tubes  of  the  above  in  the  re- 
quired shades  are  plenty  to  begin  with.  It  is  well  for 

the  beginner  to  select  some  wall  paper  or  cretonne  which 
has  the  desired  colorings  in  it,  and,  if  obliged  to  mix 
colors,  to  make  them  match  this  model.  At  first  the  eye 
is  easily  deceived  as  to  color  tones. 

Three  or  more  stencil  brushes  are  the  next  requisite. 
A  separate  clean  brush  should  be  used  for  each  color, 
(brushes  may  be  cleaned  with  soap  and  water),  most 
important  is  it  that  they  be  thoroughly  dry  before  using. 

Some  women  will  persistently  save  on  small  details, 
and  it  becomes  necessary  that  the  saleswoman  insist  on 
the  essential  character  of  these  if  success  is  to  follow. 

A  board  of  some  kind  with  a  goodly  supply  of  thumb- 
tacks is  absolutely  indispensable,  as  slipping  of  the  cloth 

ruins  the  whole. 

All  colors  should  be  tested,  before  application,  on 
.siome  waste  material.  They  may  not  look  the  same  on  the 

goods  as  they  do  coming  from  the  tube.  The  place  where 
the  pattern  is  to  appear  .should  be  carefully  measured, 

and  the  stencil  plate  laid  over  it.  The  brush  well-filled 
with  color,  and  the  tint  pounced  lightly  in,  the  brush  held 

upright. 
Great  disappointment  often  results  from  the  attempt 

to  stencil  something  in  imitation  of  a  finished  produce 

seen  in  the  store,  "It  doesn't  look  the  same,"  is  the  eom- 
plaint.  Frequently  the  merchant  loses  a  good  customer  in 
this  way,  and  sometimes  it  is  his  own  fault. 

Two  cushion  tops  were  seen  side  by  side  the  other 

day  in  a  department  store.  Both  were  in  soft  shades  of 
red  and  green  and  slightly  trimmed  with  applied  pieces 
of  panne-velvet  at  the  corners.  One  was  on  the  form, 
stencilled,  corded  and  tasseled;  the  other,  apparently  an 

exact  replica,  lay  ready  stamped  to  be  bought  and  made 
up  similarly  at  home.  The  difference  in  price  was  small 
considering  the  amount  of  work  on  the  finished  cushion. 

This  would  not  so  much  have  mattered,  but  on  close  ex- 
amination the  fact  stood  revealed  that  the  unmade 

cushion  was  inferior  in  every  way  to  the  other. 
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S'      A     CENTURY 

Sell  Monogram  Quilts 
Right  in  your  own  district  there  are  many  hotels,  schools, 
colleges,  and  other  private  and  public  institutions  using 
quilts  that  are  decorated  with  a  distinctive  monogram 
design.  And  there  are  many  such  institutions  not  using 
them  now,  but  that  would  use  them  were  they  persuaded 
to  do  so. 

Get  out   and   hustle    after   this    monogram    business. 

Don't  wait  till  your  competitor  gets  in  ahead  of  you. 

Here's  A  Strong  Point 
It  costs  your  customer  no  more  to  buy  distinctive  quilts, 
quilts  with  his  own  monogram  design  woven  into  them, 
than  it  does  to  get  plain  quilts. 

And    remember,  will   accept  your   order   for   a   small 
quantity  just  as  readily  as  if  it  were  for  a  hundred  dozen. 

V^rite  Us  For  Prices 

R.  H.  Cosbie, 30  Wellington  St.  W. 
Canadian  Agent 

TORONTO 

JON5  Dej^rden  6  C?E? 
l|/l3.BRl^Gg§ERFLACE     MTINCHESIER^. 

\\^^\\»n>.>>   „ttf// 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers, 
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Barry's 

1 

TTTE    offer    the    greatest    aggre- 

VY     gation  of  up-to-date  designs 

and     modern     color     effects     ever 

shown  in  America.     In  WALTON 

PATENT    INLAIDS    we    show    a 

collection    of    entirely    new    styles SCOTCH 
specially     manufactured     for     the 

Canadian    buyer— the     "something 

different"    that     cannot    fail    to 
ff   *         1 interest  discriminating  buyers.     In L.1110lPlI1TI 

FOUR    YARD     WIDE     PRINTED I-^IIIV/AVUIII 
LINOLEUMS    our    offerings   are 

strong— a  wide  departure  from  the 

stereotyped    styles    of     years    ago, 

printed    in    the    thorough    fashion 
THE 

which    has     made     the    B.  O.  &  S. 

Mills    leaders    in    their    line    for    a 
STANDARD   OF   PERFECTION 

quarter    century.       PLAIN    LINO- 

LEUMS,   including   the    BATTLE- 

SHIP   grade,    are    our    specialties, 

the  BARRY  goods  being  the  stan- 
Spring Lines 

dard  of  the  world's  navies. Now  on  Show 

AGENTS 

SCOTT  & WEST  CO. 
510  Coristine  Building,  MONTREAL 

ALEXANDER  \ I.   YULE,  Manager 

please  mention  The  Reviexv  to  Advertisers  and  Their  Travelers. 



Good  Typography  Always  Enhances   the    Advt/s   Power 
A  Striking  Example  is  a  Circular  Used  by  Thos.  Mulcahy,  Ltd.,  Orillia 

—  Style  and  Quality  Appeal  by  Perry  &  Alport  —  Defect  in  Finch  Bros.' 
Advertisement  —  Attractive    Features   in    a    Sutcliffe    Advertisement. 

IT  has  been  the  pleasure  of  the  writer  of  this  depart- 
ment to  comment  more  than  once  in  the  past  on  the 

exeelleat  advertising  done  by  Thos.  Mulcahy,  Limited, 
Orillia.  As  a  matter  of  fact,  there  are  few  stores 

anywhere  doing  advertising  in  the  same  class.  There  is 
no  question  that  one  of  the  strongest  factors  in  the 

excellent  quality  of  this  pu^blicity  is  the  splendid  typo- 
g'raphy.  There  is  certainly  one  printer  in  Orillia  who 

knows  how  to  turn  out  good  advertisements,  and  no  dou'bt 
the  inspiration  for  this  good  work  is  provided  'by  the 
demand  for  it  from  such  progressive  advertisers  as  Thos. 

Mulcahy,  Limited. 

On  this  page  is  reproduced  one  side  of  a  four-page 

circular  dealing  entirely  with  the  Men's  Wear  Depart- 
ments. One  can  se  at  a  glance  that  it  is  an  attractive 

piece  of  advertising  literature.  Plenty  of  illustrations  are 
used.  They  are  placed  with  good  judgiment.  and  the  page 
is  well  balanced. 

There  is  the  added  merit  of  adequate  description  of 

the  goods  advertised.  The  buyer  does  not  have  to  exer- 
cise his  imagination  to  the  breaking  point.  He  can  get 

an  excellent  idea  of  the  goods  ̂ before  he  goes  into  the 
store  to  look  at  them.  It  is  pretty  hard  to  suggest  any 
material  improvement  in  this  advertisement,  and  if  more 
merchants  would  follow  this  style  of  advertising  there 

would  be  less  heard  a'bout  the  eompeitition  of  the  mail order  houses. 

Class  to  this  Ad. 

There  is  "class"  to  the  advertisement  of  Perry  and 
Alport,  also  of  Orillia,  shown  here.  It  gives  the  impres- 

sion of  style  and  quality  appeal  at  once.     The  illustration 

is  excellent,  showing  an  attractive  figure,  and  a  direct 

application  to  the  department  which  was  the  subject  of 
the  advertisement.  There  is  another  distinctive  feature 

of  this  adivertisement,,,  in  that  it  emphasizes  a  department 

ver3i  often  neglected  'by  the  merchant — the  Dressmaking 
Department. 

Evidently  Perry  &  Alport  realize  that  in  this  depart- 
ment they  have  a  latent  force  for  materially  adding  to 

the  volume  of  their  doressgoods  sales,  and,  having  this  in 

mind,  wisely  use  some  g'ood  advertising  space  to  popu- 
larize this  department. 

An  interesting  feature  of  this  advertisement  is  the 

offer  to  pay  fares  to  out-of-town  customers,  and  doubt- 
less this  offer  will  be  appreciated  by  this  class  of  buyers, 

and  that  it  will  attract  a  good  number  of  them  to  this 
store  who  otherwise  might  send  to  the  city  for  their 

requirements. 
The  advertisement  carries  out  well  the  idea  evi- 

dently intended  to  be  conveyed  by  the  slogan,  "The 
House  of  Quality."  It  appeals  to,  and  will  no  doubt 

attract,  the  "Quality"  trade. 

Long  Lines  of  Small  Type  Bad. 

In  the  five-column  advertisement  of  Finch  Bros., 
Hamilton,  the  most  serious  defect  is  the  presence  of  long 
lines  of  small  type.  An  advertisement  set  in  this  style  is 
hard  to  read,  anid  if  it  is  not  read  what  good  is  it?  There 

is  one  fact  which  manj^  writers  of  advertisements  lose 
sight  of  at  times.  It  is  this: — that  small  type  set  more 
than  one  column  wide  is  not  easy  to  read.  It  is  usually 

much  better  to  break  th^e  matter  up  int'o  short  lines,  unless 

the  type   is  of  sufficient   size  to  'be  read  with  facility  in 

It'lftli'^l.Triife'tinlcrVe.ir  for  Men 

1.25 

1.00 

75c 

5Qc 

50c 

Hiah)!radc  Riihber  riwlivcar 

I'all  Hals  and  Warm  Winicr  Caps 

lilllc 

PnuN 1.50 

1.40 

r  8Dc. 

29c. 

KxlIiisivc  S1\!cs  in  Men's  rurnishiojls 

1.00 

Scliool  CIcjIhes  in  I'lease  Ihc  llivv^ 

.--A**"    Boi> 

o>s  Ore^'i)  Ovgrcoals 

i.  ..  4.00    i;':i       4.50        t^ 
\  Grey  Frci/c  PeajaCkeLs 

:)  "  '      '-'   ■■■■     '"  '  3  00 
,  j  T«n  SpiM.il   i'.iiil  ValiKs  \»r  Bws 

n 1.10 

t?r     f 

Two   pages   of  a    splendidly   designed    and    weU    wriUen    circular  from    Thos.    Mulcahy,    Limited,    Orillia, 
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It  Pays  to  Advertise,  and 

It  Pays  to  Answer  Ads. 

Manufacturers  and  wholesale 

houses  use  space  in  the  Re- 

view to  help  you  to  make 
money. 

If  you  do  not  read  and 

answer  the  advertisements 

you  are  missing  opportunities 

for  adding  to  j'^our  profits. 

J.  A.  GRUMMETT  &  CO. 

GENERAL 
MERCHANT 

Dry   6'aoJ.(    Rn-ir^- 

!•■  s  ■- .  1 1;  M 

R.  D.  FAIRBAIRN  CO..  Limited 
107  SIMCOE  ST    TORONTO.  ONT 

P™.in..  RHYS  D  F/URBAfRN  V,„.P„,.J,.„.  f   J    KNIGHT.  W   C   CUFF 
Fltasr  ar'ilim  The  Kaneui  to  Ailvertiscn  and  I hm  Tiaielc-', 

RIVERS,  MAN   Sovember  22-10._       ̂ gj_ 

H.   D.   Pairtaim  Co.   Ltd., 

Toronto. 

Oentlemen:- 

Zlndly  neke  up  the   following  assortment  to  amount 

in  all  to  fSO.OO  and   express  at  once. 

Ladies  collars  assorted  ft-om  $2.00  to  $6.50  a  dozen, 

tut  not  too  many  of  one  kind.       Also  belts  assorted,   from 

$2.00  to  $6.50  dozen.        We  want  the  very  newest   styles  for 
Chrlatnas   trade. 

Any  reference  you  may  require  you  will  be  able 

to  get   frcm  W.   R.    Johnston  &  Co.,   Wholesale  Clothiers,   Toronto. 

Ht  might  mention  we  noticed  your  adv.    In  November 

Dry  Goods  Review. 

Yours  truly, 

J.   A.    GRtTIUKBTT  &  CO. 

This  advertisement 

appeared  in  full-page 
space  in  November 

Dry  Goods  Review. 

This  letter  order  was 

only  one  of  many  re- 
ceived as  a  result  of 

R.  D.  Fairbairn  Co.'s 
ad. 

Do  you  answer  the 
advertisements  i  n 
the  Review. 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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double  column  measure.  This  is  not  the  case  with  the 

advertisement  in  question.  Outside  of  this  we  call  it  a 

pretty  good  advertisement. 
There  are  plenty  of  attractively  priced  specials  to  make 

a  good  offering,  and  the  sub-heads  calling  attention  to 
them  are  well  displayed. 

Tut     ■  Qtrt.  Qr^rr PERRY  &  ALPORT.   ORILLIA. 
Thi  "  AsTuKift  "  Sa'jr 

"TBE     HOUSE     OF     QUALITY.' 

DISTINCTIVE 

GARMENTS 

Every  woman  does  or  should  havea  desire 
to  display   her   taste   and  individuality. 
This  can  only  be  done  in  regards  lo  cloth- 
ing   by    stieciing    your   own    materials    and 

having  them  made  to  order. 

It  pleases  us  to  announce  thai  we  have 
again  secured  the  services  of  Miss  Tvndali, 
and  her  capable  assistant,  Miss  Barker,  in 
the  Dressmaking  Department,  for  the  Fall  and 
Winter  Seasons. 

The  values  we  give  arc  not  all  on  the  out- 

side. Rip  a  Perry  &  Alport  garment — you'll 
tind  the  hair  cloih  inside — you'll  find  the  stays 
wfierc  thev  should  be — you'll  understand  why 
we  can  safely  use  the  word  "Quality." 

The  accompaning  illustration — a  tailored 
6mt  from  our  Dressmaking  Department, 
shows  one  the  most  popu'ar  styles  for  the 
scaAon;  miliury  trimmed  cuat  in  the  fashion- 

able length  and  nr.odified  hobble  effect  skirt. 

We  would  appreciate  a  trialorder.  Write 
us  for  samples  of  any  material  and  estimated 
price  of  any  garment 

Important  1 
To  you  living  ouc  of  Town,  \^e  will  refund  One  Fare  and 
Reiurn  on  any  Sun  or  Dress  made  here ,  or  Dress,  Suil  or  Coat 
purchased  m  our  ready-to-wear  department ;  also  purchases 
ol  Dress  Goods  of  Jl 5  00  Of  over. 

STYLISH 

READY  -TO  -WEARS 
FOR    LADIES. 

ORILLIA.    ONTARIO. 
Two  Doors  from  Orillia  House.      Tbone  63. 

HIGH-CLASS 
MILLINERY. 

An   effective   advertisement    for    the    dressmaking    department 
from    Perry    &    Alport.    OriUia. 

A  few  more  illustrations  could  have  been  used  with 

good  effect,  but  for  sale  ad.  it  is  sometimes  desirable  not 
to  use  too  many  cuts. 

We  would  suggest  to  Finch  Bros.'  ad.  writer  that  the 
next  time  he  uses  this  much  space,  the  matter  be  set  in 

single    column    measure,    with    smaller   displa.j-    sub-heads. 

SITCUFFE'S  15  DAY  EXTENSION  SALE 
TOF  THt  SEASON 

SOeAll-WoolChftYlobSao 
Mnch^ Drew  Goods  S4c 

S40 

Silk  fof  FiDcy  Work  25c 
HtlrGoodiPriceoRtdueed 

Fur  SeU  Reduced  to  SIC 

^16 

Satdiffti  Eitfuion  Silt 
Satdifff    EstmsloH  SlU 

HOME    FURNISHINO   SPEOALS 

C-..W 

r,-  ii^c-wT' •.j^SsSS 
'!'^    ni,.rk,b  Pnud  Lsw 

  .,.r.,                 „v-..» --'-'-■  Tx'?- --■-'}% 

Evtry   Piia   Quoted   Here   i,   a   (knuin*   MoncySavin^  One   Attached   to   Reliable   Quality. 

!^~,tr-t=rs;. 

J.    SUTCLIFFE    &    3CNS,    LINDSAY 
Is  this  ad.   too  evenly  balanced?      If   not,   it   is   a   good   one.      It 

comes   from  J.   Sutcliffe   &   Sons,   Lindsay. 

It  is  our  opinion  that  he  will  like  the  effect  much  better, 
and  it  is  certain  that  it  will  be  read  more  easily. 

A  Creditable  Effort. 

The  six-column  advertisement  submitted  by  the  ad.- 
writer  for  J.  Sutcliffe  &  Sons.  Lindsay,  presents  some 

attractive  features,  in  fact,  it  is  a  pretty  creditable 
effort.  The  lay-out  is  good,  the  only  objection  to  it  being 
possibly  that  it  is  a  little  too  symmetrical. 

There  is  a  danger  in  getting  an  advertisement  to 

balance  too  well,  though  in  this  case  it  might  not  be  just 
to  say  that  the  symmetry  has.  detracted  from  the  effective- 

ness of  the  page.  We  believe,  though,  that  under  ordin- 
ary circumstances,  it  is  well  to  avoid  a  too  much  studied 

effect.     In  a  sale  ad.  the  reader  naturally  expects  price 

r-^r-^ — r^-T — r^ni — ' — Y~~>y — i' — » — > — i — v~-u-v-vv--ii — f^^y—i 

A  Cannonade  of  Savings  Throughout  the  En- 
tire Store  Beckon  You  Here  Saturday 

TMi  sBtrli  of  ib>  Mllaoy  twu Atllmx   wortrob*.       We RMtlo-  ol  TlunkiBlvinf    f 

Th«r*  tb«  tatni  n  wlih  lo  Uy  t 

Ll^ 

ow  l>  sn  important,  ihop^ng  day  o(  thr  y«*r  and  have  erv^im 
igly,  Ihi:  svPTogc  womui  »  ba^ly  In  a  moot  to  give  duKki  I 
•a't  thMTt  SB  lo-morraw't  uviast.    M£t*  tfi  alfort  lo  come  avl; 

Sale  of  Holiday  Tailored  Suits     -:  Special  Purchose .  ir*w. r««.  sao»4 }jj      Ai  »w  so. r,t  »J7  50    (jf  Kruttcd  CoaU 

Thanksgiving  Sale  of  $5  Dress  Skirts 

S}JOMelr«orE>k«IUhSUkPMitDCMl*»l  9S 

S4  wd  }5  Honiay  SUk  Blmnaa  Si.3i 

I2'*r  Crttm  flatnul^tl*  •!  lOc 

a  JO  •.ra.  -3ScCr*am  Sbeehftg  16c 

tSOOScMthWool  BIukMiM  19 

J 1 .00  "SuniKing"  Silks  79c 

59c  %*co  Pauley  S«lk»  39e 

Special  Show  of  $15  Holiday  Coats 
Aonim  of  Vain.  WoBMk  Wonb  S16.M  a4SI8 

CbiMrai'*  Umti9  WinUr  CosU  |3.S0  ui  SS.OO 

S I  -00  aiKk  $«W«  U>i4mUns  39c 

-  Clotb  t>r«UMat»II.OO.tl3  OOtoSSO.OO 

T'-;;- 

rSp«:ial  Thanksgiving  Sale  of  (6.50^
  Bf^^.-rc---.'- 

to  $9.00  Millinery  at  $4.95 

Hrly  Cloved  for  ■  |  /w\ 
Tbmk«gtvinf-PMTtB-i  CIovm  Bl-vU 

j         SI.00Hoa^lUdCl<yvM69c 

ChamebMt*  CIovm,  SpMU  30c 

WonMB'i  Said*  Utte  aovn  )3e 

New  Holiday  Neckwear 

New  P«B>y  Rftboni  at  Ifc,  JSc.  JS« 

Thanksgiving  Sale  of  Dress  Goods Our  M.OO  Sirtpe  S«lt*  SalUngt  ?3c 

StyOik  Drau  Hstvteb  Now  n«rfe«4  69c 

SI3.»ia  Pvb Co«t«m LMglbt  01  SIO 

tl.33  Vtmk  Ch«vtoi  $aiclns**0c 

FINCH  BROS  I" 

«JOul3a.B..HM-*39e 

StrtoeFbiUMlMU  \Q^ 

NIskiStttrit  ̂ 7C 

o  Saw  Hact>  On 

bnlu  »c   Tvd- 

For  Early  Business  hi  Underwear 
lUnfrt-  Stock  «l  19c,  a3c  M^  33c.  Rq.  aSc  to  SOc 

S0cTtghU29e    23c  Drawv*  13c 

WoH>m-«  S 1 .00  WhiM  rUnndatla  Cowsi  a3c 

FINCH  BROS 

Shorter  lines   of  the  smaU   type   would    have   made   this    ad.    of 

Finch    Bros..    Hamilton,    more   easily  read. 

comparisons.  These  are  given  in  this  advertisement  in  a 

way  which  suggests  sincerity,  an  impression  which  will 
no  doubt  be  supplemented  by  the  excellent  reputation  of 

the  house.  Ordinarily,  however,  the  practice  of  price- 
comparison  is  apparently  coming  into  disuse  by  many  of 
the  larger  stores,  except  it  may  be  on  the  occasion  of  a 
sale   such  as  this. 

It  used  to  be,  of  course,  that  any  old  reason  would  do 

for  a  "Bargaan  Sale,"  but  the  most  progressive  mer- 
chants are  realizing  that  the  bargain  cry  can  be  overdone, 

and  there  is  a  tendency  to  create  the  impression  of  steady 
value  every  day  in  the  week,  reserving  the  bargain  talk 
until  there  is  obviously  a  good  cause  of  bargains  being 

offered.  This  is  a  tendency  eommemded  by  the  best  mer- 
chandising instinct. 
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books: OR  THE  CARPET  AND 
PHOLSTERY  DEPARTMENTS 

Oriental  Rugs  and 
Carpets 

Contains  199  pages  and  141  il- 
lustrations. Particular  attention 

is  called  to  the  great  number  of 
illustrations,  as  these  are  of  high 
importance  in  identifying  the  va- 

rious makes  of  rugs.  It  gives  the 
history  of  Oriental  rug  making  : 
tills  where,  of  what  materials  and 

how  each  particular  make  is  wo- 
ven; describes  the  characteristic  tex- 

ture, designs  and  colorings  of  all 
the  various  kinds,  their  respective 
values  and  how-  to  buy  them. 
Price      ?1.50 

The  Upholstery  and  Drapery  Guide 
The   readingmatter    and      illustrations     relating     to    period 

styles,    ancient   and    modern,    deserve  special    attention.    Every 
salesman     in  an    upholstery    or   furniture   department   will    also 

be    deeply    interested  in  the  chapters    on  upholstery  terms  and  fa- 
V  brics.     the   laws     of    harmony    and 

contrast  in  colors,  and  the  numer- 
ous descriptions  and  illustrations 

of  schemes  for  draperies  and  fur- 
niihings.  The  dictionary  of  up- 

holstery and  drapery  goods  com- 
prises every  fabric  employed  in 

the  trade,  describing  its  character- 
istics, uses  and  the  method  of  its 

manufacture. 

The  practical,  working  uphol- 
sterer will  also  find  in  "The  Up- 

holstery and  Drapery  Guide"  a complete  handbook  of  his  trade, 
the  reading  matter  comprising  full 
instructions  for  executing  every 
kind  of  upholstery  and  drapery 

work.     Price       ?2.0'0 

The  History  and  Manufacture  of 
Floor  Coverings 

The  first  part  of  the  book  is  devoted  to  the  history  of  floor 
coverings  in  various  countries  from  the  earliest  times  to  the 
present  day.  The  technical  side  of  the  trade  is  taken  up  in 
Chapter  IV  v.  hich  is  devoted  to  Oriental  rugs  and  carpets. 
The  various  makes  of  Turkish. 
Persian  and  other  Eastern  Rugs 
are  dealt  with  in  detail.  The  ma- 

nufacture of  Savonneries,  Aubus- 
sons.  hand-made  and  Chenille  Ax- 
minsters,  Wiltons,  Brussels.  Ta- 

pestry Bruisels,  Moquettes,  ma- 
chinermade  Axminsters,  Ingrains, 
straw  matting,  cocoa  matting. 
floor  oil-cloth,  linoleum,  animal 
skin  rugs  and  mats,  etc.,  are  de- 

scribed in  detail.  To  those  who 
know  little  or  nothing  of  the 
technique  of  the  trade  Chapter.s 
XVIII  and  XIX.  comprising  an  il- 

lustrated explanation  of  the  prin- 
ciple of  the  loom  and  brief  de- 

finitions of  the  technical  terms 
used  in  weaving  floor  coverings, 
will  be  found  especially  useful. 
Price      $1.00 

The 

Carpet  Workroom 
A  guide  for  measuring,  cutting 

and  laying  carpets  and  other  floor 
coverings,  with  numerous  dia- 

grams of  wook  actually  performed. 
The  book  also  contains  a  Dic- 

tionary descriptive  of  all  Floor 
Coverings  and  the  processes  em- 

ployed in  their  manufacture,  with 
much  other  useful  information  for 
the  novice  and  expert.     Price. ..$1.00 

All  hnoh^  ̂ fnf  posf  pai^  on  receipl  of  price 

The  Maclean  Publishing  Co. 
Technical  Bool*  Department 

143149  Uuivrrsity  Aveoue      :     :      TORONTO 

!    HISTORY !    MANUFACTURE  . 

I    FLOOR 
COVERINGS 

Little  Schemes  that  Helped 

The  coiiHdoiitial  mcssngo  tvliit-h  ciitors  the  customer's 
(iwii  lioim'.  as  a  pcisoiial  appeal,  has  far  more  effect  than 
the  more  general  advert isfinent,  and  it  immediately  estab- 

lishes contidence — a  conviction  that  this  store  sells  satis- 
faction in  addition  to  goods.  With  this  first  obstacle  re- 

moved, the  good  retail  letter  writer  aims  to  put  a  real, 
live  inducement  into  his  message,  which  will  compel  the 
customer  to  come  into  his  store.  And  inasmuch  as  most 

of  us  are  always  looking  for  that  little  additional  ounce 

of  value  or  service,  the  inducement — the  scheme  behind 

the  letter — is  what  finally  persuades  the  out-of-town  buy- 
er. This  article  describes  actual  little  schemes  which  have 

bien  successfully  used. 

A  Pennsylvania  town  was  losing  much  of  the  country 
business  because  it  provided  no  adequate  accommodations 

for  the  farmers'  teams  or  even  for  the  farmers  themselves 
when  they  came  to  the  city  to  shop.  The  result  was  that 

they  were  enticed  to  more  distant  cities  where  the  accom- 
modations afforded  them  were  more  in  keeping  with  their 

purchases;  but  there  was  one  retailcT  in  this  city  who  re- 

alized the  importance  of  the  farmers'  trade  and  who  took 
measures  to  afford  them  accommodation  which  the  city 
would  not  provide.  Consulting  the  manager  of  the  most 
centrally  located  livery  in  town,  this  retailer  made  an 

agreement  with  him  to  redeem  "standing-in  coupons," 
which  he  would  issue  to  certain  farmers  on  his  mailing-list. 
Tills  coupon,  which  entitled  the  holder  to  free  standing-in 

])iivileges  for  one  horse  one  time  at  the  lai'gest  livery  In 
the  city,  was  mailed  to  farmers  with  a  personal  letter,  ex- 

plaining the  use  of  the  coupon.  The  only  stipulation  was 
that  the  holder  should  purchase  $1.00  or  more  at  this 

store.  The  coupon  further  stated  that  the  store  guaran- 
teed satisfaction  or  their  money  would  be  refunded.  Each 

coupon  was  stamped  with  a  serial  number,  so  that  each 
recipient  felt  that  he  was  receiving  this  coupon  together 
with  a  favored  few.  In  order  to  make  the  coupon  finally 

good  at  the  livery,  one  of  the  clerks  stamped  it  to  the 
effect  that  the  holder  of  this  coupon  had  purchased  goods 
amounting  to  $1.00  or  more. 

The  result  of  this  letter  campaign  was  that  many  farm- 
ers, who  had  been  going  to  other  cities  to  trade,  were,  by 

this  little  scheme,  induced  to  return  to  this  city  and  con- 
tinue their  patronage  there.  Another  retailer,  in  another 

city,  has  varied  this  scheme  to  the  extent  that  in  his 

letters  to  farmers  he  says,  "You  will  have  no  more 
trouble  about  hitching  when  you  come  to  town.  Use  the 

standing-in  ticket  we  are  enclosing  absolutely  free  with 
our  compliments.  Come  into  the  store  and  get  another 
one  to  use  the  next  time  you  come  to  town.  This  offer  of 

giving  free  standing-in  tickets  is  entirely  original  with  us. 
We  realize  the  trouble  farmers  have  had  in  the  past  in 

this  respect  and  have  decided  to  furnish  standing-in 
tickets  to  leading  farmers  absolutely  free.  No  other  store 

has  been  so  enterprising — no  other  store  has  ever  been 

so  liberal. " 
This  retailer  further  strengthened  this  scheme  by  re- 

moving from  the  mind  of  the  prospect  any  idea  that  there 

was  a  trick  behind  his  offer.  He  said  in  his  letter,  "There 
are  absolutely  no  strings  to  this  offer.    The  enclosed  ticket 

entitles  you  to  one  standing-in  at   's  stable,  whether 
you  trade  with  us  or  not."  He  then  went  on  to  say,  how- 

ever, that  there  was  no  reason  why  the  recipient  should 
not  trade  with  him,  and  showed  conclusively  in  his  letters 
from  purchases  made  at  their  store  more  than  justified 
til  is  small  outlay. 
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As  1910  draws  to  a  close  it 

is  interesting  to  notice  that 

High-grade  Men's  Furnishings 
have  found  great  favor. 

For  1911  your  aim  should  be 

to  share  in  this  increasing 

demand  for  Highest  Grade  Trade. 

Superior  English  Imported  Furnishings 

are  the  goods  for  the 
Well  Dressed  Man. 

Welch,  Mar^etson  &  Go. 
London,   England 

Specialise  in  the  manufacture  of  High-grade  Furnishings. 

Please  mention  The  Rcvieiv  to     .-Idz'crtiscrs  and  Their  Travelers. 
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Canada  s   Largest 

Men  s  Furnishing 
House 

^visnes   all   tneir 

Customers   and   Friends 

tne   compliments   of 

tne   approaching   season. 

^  We  can  supply  your  immediate 

wants     for     the     holiday    trade. 

Matthews,  Towers  '^  Co. 
MONTREAL,  QUE. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Style  and  Quality  Count 
Clothing  Manufacturers  Report  Increased  Demand 

for  Higher  Grade  Lines— Tailored-to-Order 
Business  Good. 

CLOTHING  manufacturers  have  had  a  good  year, 
and  by  those  who  are  inclined  to  be  optimistic 
the  opinion  is  expressed  that  increased  business 

in  higher-priced  lines  indicates  that  ready-to-wear 
goods  are  receiving  patronage  from  people  who  formerly 
would  not  consider  them.  Whether  this  be  true  or  not, 
it  is  evident  that  manufacturers  have  endeavored  to  cater 

to  better  tastes  throughout  their  style  range  and  are 

reaping  the  reward  in  the  improved  demand  not  only  on 
a  quantity,  but  on  a  quality  basis.  The  day  has  gone  by 
when  a  ready-to-wear  suit  or  overcoat  necessarily  meant 
a  cheap  article.  A  man  may  now  pay  as  high  a  price  as 
he  desires  to  go  and  be  reasonably  sure  of  satisfactory 

fit,  good  workmanship  and  what  is  of  first  importance 

these  days,  correct  style.  By  aiming  high,  the  manufac- 
turers recognize  that  they  have  nothing  to  lose  and  much 

to  gain  through  education  of  the  demand.  This  has  been 
the  stand  taken  for  the  past  few  years,  it  is  evident  to  a 
very  marked  degree  in  the  styles  for  Spring,  and  will  be 
a  feature  of  the  styles  next  Fall,  models  for  which  will 
be  submitted  to  the  trade  in  February. 

Whatever  progress  the  manufacturer  may  be  making 
in  the  direction  described,  however,  there  will  always  be 
a  demand  for  the  tailored  to  order  outfit,  and  the  houses 

aiming  for  that  trade  are  developing  an  excellent  busi- 
ness.    The  swatches,  forms  and  measuring  charts  of  the 

house  represented  is  all  the  equipment  that  men's  wear 
dealer  or  diepartment  requires.  It  entails  no  outlay.  Such 
is  the  accuracy  of  fit  on  the  measurement  basis  adopted 
that  the  tailors  report  very  few  returns.  Som€  of  the 
ready-to-wear  manufacturers  have  adopted  the  system 
as  an  addition  to  their  enterprise,  and  have  been  doing 
a  volume  of  business,  which  confirms  the  conviction  that 

the  tailored-to-order  line  is  an  enterprise  by  itself.  This 
would  not  seem  to  suggest  that  one  is  cutting  into  the 
field  of  the  other,  but  that  there  is  a  distinct  field  for 

both,  that  a  retail  merchant  can  handle  both  made-to- 
order  and  ready-to-wear  satisfactorily,  if  he  so  desires. 

The  tailored-to-order  people  are  now  preparing  their 
swatches,  form  books,  and  measuring  charts  for  the 

Spring  and  Summer.  Sample  ranges  show  a  fine  assort- 

ment of  the  season's  suitings  and  overcoatings. 

Tweeds    Favored    for    Boys 
Mixed  EfTects,  Herringbones  and   Broken 

Stripes  —  Chesterfield  Overcoat  and 
Norfolk  Jacket. 

Spring  goods  are  now  pouring  in  on  every  hand,  and 
authoritative  style  features  are  already  announced. 

In  boys'  suits  and  overcoats,  tweeds  are  a  leading  line 
for  Spring,  and  greys  and  browns,  mostly  in  mixed  effects, 
are  the  prominent  colors.  Worsteds  are  good  and  serge 
is  alwajTS  the  staple  article,  but  the  above  give  the  style 
note  of  the  season.  Broken  and  thread  stripes,  self  and 
fancy,  will  share  popularity  with  the  very  mixed  tweed effects. 

Samples  of  new  Spring  Shirtings,  illustrnting  various  stripe  and  bar  combinations.  Black  and  white  is  a  very  strong  com- 

bination. Reading  from  left  to  right,  the  first  three  are  from  the  range  of  John  Forsythe  '  Co.,  Berlin.  In  the  first  a  red  stripe 
is  introduced  between  two  heavy  black  stripes;  the  second  is  a  mild  shade  of  green,  with  regularly-spaced  self  stripes,  and  the 
third  shows  two  narrow  black  lines  with  deep  border  of  helio. 

The  three  middle  samples  are  from  Tooke  Bros.,  Limited,  Motreal,  the  first  being  a  helio  background  with  heavy  helio  self 
bars  and  white  stripes;  the  second  Is  a  fancy  combination  of  black,  white  and  blue,  and  the  third  is  a  fancy  effect  in  blue  and 
white. 

The  three  samples  on  the  right  are  from  the  Van  Allen  Co.,  Hamilton,  and  though  in  black  and  white,  the  same  designs  are 
shown  in  other  colors,  such  as  blue  and  white  and  green  and  white. 
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The  Xorfolk  jacket  is  much  spoken  of  for  ymiihs  of 

from  9  to  17  years.  Ligrht  greys  will  advance  in  favor  a- 

the  season  opens,  both  in  these  and  other  lines,  and  her- 
ringbone weaves  and  diagonal  stripes  will  be  seen. 

Chesterfield  overcoats  are  superseding  the  others  in 

favor,  and  promise  to  be  high  style  for  Spring  in  boys' 
wear,  ©ouble-breasted  coats  are  the  leaders,  many  being 

made  to  appear  double-breasted  when  aetuallj-'  not  so. 
Sack  coats  will  show  both  two  and  three-button  styles. 
Summer  coats  will  have  long  roll  lapels. 

A  double-breasted  reefer  long  enough  to  cover  the 
coat  of  the  little  Russian  suit  will  be  wanted  for  boys 

from  2J  to  9  years  of  age.  These  are  seen  in  Shepherd's 
checks,  in  reds,  browns,  blues  and  greys. 

Shepherd's  cheeks  are  very  promising  in  all  lines. 
Suits  in  medium  check  are  extremeh-'  popular  with  a!l 
ages  in  England,  but  especially  favored  for  boys  here.  A 
handsome  num'ber  seen  was  in  Norfolk  coat,  medium  check. 

Much  diversity  is  seen  in  wash  suits  for  the  younger 
boys.  Russian  suits  or  dresses  fall  into  three  classes. 
First  comes  the  plain  Russian  with  which  everyone  is 
familiar,  then  the  new.  low  cut  neck,  and  lastly,  the  Sailor 
Russian. 

The  first  is  the  plain,  military  style,  buttoned  on  one 

side,  with  small  stand-up  collar.  The  second  has  sailor 
collar  and  low  shield,  leaving  the  throat  and  part  of 
chest  uncovered,  and  the  last  is  in  regulation  sailor  style. 
Of  the^e  the  second  is  the  decided  novelty.  One  specimen 
was  in  khaki-colored  linen  with  drill  collar  and  tie. 

Three  rows  of  tape,  sj-mbolizing  the  three  great  British 
naval  victories,  trimmed  collar  and  tie,  and  a  stripe  ran 
around  the  left  sleeve  in  middy  style.  Belt  and  cuffs 
were  trimmed  to  match.  In  this  style,  a  favorite  color 
scheme  is  white  and  navy. 

Piques,  percales  and  white  and  colored  cottons  with 

mercerized  patterns,  floral  or  stripe  (self-toned)  are 
favorite  materials.  Middy  suits  with  long  trousers  are 
preferred  in  conventional  white  with  navy  blue  trimmings. 
These  grow  in  favor  every  year  and  are  very  correct 
Summer  outing  goods,  much  seen  at  Summer  resorts. 

Peter  Pan  blouses  and  bloomers  form  another  favored 

dress,  the  bloomers  showing  both  the  plain  top  and  draw- 
string styles. 

# 

Great  Range  of  Colors. 
Good  colors  in  these  and  other  lines  for  the  younger 

boys  are  khaki,  white  and  navy  and  pale  blue.  The  "pale 
blue"  is  uniformly  what  is  technically  known  as  azure. 
Drill  is  much  used  this  year,  and  plain  duck  is  also  popular. 

Striped  and  fancy  Madras  and  ('hambray  are  seen  in  very 
pretty  styles,  including  these  with  collars,  edged  in 
scallop  embroidery.  Galateas  and  prints  and  linen  in  the 

shade  which  used  to  be  called  "grass"  are  among  the 
new  arrivals.  A  very  pretty  suit  in  this  last,  greenish 
shade,  showed  scarlet  trimmings  and  tie.  Suits  of  the 

above  kinds  range  all  the  way  from  fifty  cents  up,  favor- 
ite sellers  retailing  at  .$1..50,  $2.00  and  $2..5'0  for  medium 

size. 

Three  styles  of  collar  are  seen,  the  roll  sailor,  the 
square  sailor  and  the  Eton.  The  latter  comes  up  close, 

like  a  man's  neglige  and  has  a  tie  of  silk  cord  and  tassel. 
A  novelty  line  consisted  of  suits  comprising,  each,  one 

sailor  blouse  of  lin«n,  two  pairs  of  pants  to  match  and 
cap  of  same  material.  This  is  a  most  convenient  device, 
as  one  blouse  easily  wears  out  two  pairs  of  pants.  Prices 
run  from  $1..50  to  $2.00. 

Another    Season  of    Stripes 
The  Short  Bias  a  Feature  of    Spring    Neck- 

wear —  Plain  Colors  Also  in  Good    Posi- 
tion—  Some    Predictions. 

Neckwear  nianutaclurei^s  have  hud  an  excellent  holiday 
trade.  It  is  pointed  out  that  while  the  demand  for  all 
lines  has  been  good,  exceptional  emphasis  has  been  placed 

upon  the  higher-priced  lines,  and  speaking  of  these,  the 

best  word  in. some  of  the  manufacturing  houses  is  "We 
are  all  sold  up.  It  has  been  a  record  season."  The  de- 

mand from  the  West  has  been  noticeably  strong  on  the 

better  lines,  and  there  has  also  been  a  notable  increase 
in  this  trade  from  the  older  provinces.  By  manufactur- 

ers this  fact  is  considered  as  an  assuring  indication  that 

the  men's  furnishing  trade  is  feeling  the  effects  of  the 
inci-easingly  prosperous  times.  When  money  is  scarce 
men  are  inclined  to  curtail  either  in  the  quantity  or 

quality  of  their  neckwear  accessoi'ies,  whereas,  when  there 
is  a  fair  supply  of  cash,  they  buy  more  frequently,  and 
as  a  rule  patronize  better  goods. 

For  the  summer  trade  there  will  be  a  strong  movement 
in  bias  stripes,  and  also  in  plain  colors.  Stripes  will 

again  be  the  great  feature  in  all  departments.  The  re- 
tailer in  his  buying  will  probably  be  confronted  by  a 

larger  range  of  tones  in  the  different  colors  than  ever 
before,  and,  if  his  selections  are  properly  made,  he  will 
find  it  more  easily  possible  to  fill  breaks  in  well  patronized 
lines  by  likable  substitute  effects  in  the  same  pattern. 
It  is  the  selection  of  one  or  two  tones  from  an  extensive 

range,  which  sometimes  reacts  as  a  handicap  upon  the 
retailer,  since  in  an  emergency  he  has  nothing  to  fall 
back  upon  when  a  similar  effect  would  have  been  prefer- 

able to  an  entirely  different  pattern  of  fabric.  The  re- 
tailer should  endeavor  to  avoid,  as  far  as  possible,  the 

sharp  break  in   a  good  selling  line. 

Judging  from  the  conflicting  views  on  the  matter, 
knitted  ties  are  and  are  not.  With  the  great  emphasis 
that  is  being  placed  upon  fancy  knitted  goods  of  all  kinds 

New  shirting  samples  from  the  \ViUiams  Greene  &  Rome  Co-.  Ltd., 
Berlin,  illustrating  figures  on  stripes  and  figures  with  stripes.  The 
designs  here  shown  are  worked  out  in  black  and  white  and  also 
in  blues,  greens  and  helios.  The  centre  sample  is  a  champagne 
background  with  self  stripes  and  figures. 
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^eHYMO; 
effect 

^S^eWRONG 

effect 

I 

*i  No  fanfare  heralded  the  advent  of 
Hymo,  but  quiet  demonstration  here  and 
there  amongst  the  few  who  know,  quick- 

ly secured  recognition  of  its  intrinsic 
merits. 

^  As  surely  as  good  wine  needs  no  bush, 
so  Hymo  requires  no  puffing,  and  to-day 
stands  established  as  a  warm  favorite 
with  discriminating  tailors. 

T[  To  have  achieved  such  success  in  so 
short  a  period  speaks  volumes. 

*\\  That  bete  noir  of  all  good  tailors,  the 
cockled    coat    front,    may    henceforward 

be  considered  as  obsolete  as  the  dodo. 

for  Hymo,  costing  only  as  much  as  hair- 
cloth and  canvas,  is  the  ideal  interlining. 

It  gives  firmness  to  fronts  and  shoulders, 
smartens  the  appearance  of  the  coat,  will 
not  shrink,  has  none  of  the  vices  so  pre- 

valent in  many  other  interlinings,  and 

possesses  good  and  exclnsive  features  of 
its  own. 

1[  Those  wise  and  discriminating  tailors 
who  selected  Hymo  for  their  interlinings 

are  already  reaping  the  benefit  of  their wisdom. 

Cloths  made  from  horse-hair  have  a  rough  surface,  and  the  hair  must 
always  work  through.  Hymo,  being  made  from  specially-selected  soft 
hair  and  wool,  guaranteed  free  from  cotton,  has  none  of  these  disadvantages    ^ 

Hymo  has  no  stiffening,    is  unshrinkable,  and    retains   its 
spring   better  than    any  other    product    of    its    kind. 

GUARANTEED  NOT  TO  CURL. 

Obtainable  from  all  High-class  Wholesale  Houses. 

Look  for  the  Trade  Mark  stamped  every  five  yards 

on  "  Hymo  "  Cloths.      None    genuine  without. 
Sole  Manufacturer 

JAMES    HYMANS 
(WHOLESALE  ONLY.) 

8  and  10  CRESCENT  MINORIES,  LONDON,  ENGLAND 

SAMPLES   ON  REQUEST 
€r iM, 

diiml 

3WT 

Please  mention  The  Review  to     Advertisers  and  Their  Travelers. 
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at  the  present  time,  it  is  not  surprising  to  find  some  very 

novel  effects  in  the  high-priced  knitted  lines.  The  latest 

word  is  that  Paisley  patterns  are  being  reproduced  in 

silk  knits.  Neat  stripes  and  plain  effects  have  already 

been  featured,  and,  retailers  state,  have  been  selling  well 

during  the  present  season. 
Prediction  as  to  Widths. 

Speaking  of  the  outlook  for  next  year,  a  manufacturer 

had  this  to  say:  "It  may  be  a  little  previous  to  make  pre- 
dictions, but  as  I  figure  it,  there  will  be  a  decided  change 

in  neckwear  and  collar  styles  by  this  time  next  year. 
Neckwear  styles  are,  of  course,  governed  largely  by  the 
collar  worn,  and  vice  versa.  With  the  advent  of  wider 

ties,  which  are  coming,  it  looks  to  me  that  the  close-fitting 
collar,  which  most  frequently  hides  tlie  knot,  will  have 

to  share  its  popularity  with  the  more  open-fronted  styles. 
"Bias  neckwear  will  sell  for  Spring,  for  the  reason 

that  manufacturers  are  buying  bar  stripes,  which  can 

only  be  cut  in  this  way  to  advantage.  Warp  stripes- 
stripes  that  run  lengthwise — can  be  cut  either  on  the  bias 
or  straight,  but  in  buj-iug  these  goods  we  have  to  buy 
larger  lengths,  as  every  stripe  is  a  warp  in  itself,  and 
must  be  bought  in  60  to  120  yard  lengths  to  every  color, 

while  in  bar  stripes  you  can  buy  from  10  yards  and  up- 
wards. 

"To-day  some  of  the  leading  furnishers  are  buying 
2J  and  even  2i-inch  straight  derbys  to  sell  at  75  cents 
to  .$1.00.  You  will  always  find  it  this  way  when  any  par- 

ticular style  is  sold  heavily  in  the  lower  g'rade  goods,  the 
leaders  will  switch  off  to  some  other  style,  and  this 

brings  around  the  desired  change.  Some  time  ago  a  fur- 

nisher opened  out  with  2i  dei'bj^s.  At  that  time  li  to 
1|  inch  ties  were  being  sold  by  every  other  retailer.  It 
was  not  long  before  others  followed  suit.  I  believe  you 

will  find  the  same  thing  again  this  season — If  to  2-inch 

derbvs.  cut  on  the  straight,  will  be  among"  the  leaders  for 

1911>' 
Don't  Show  Wash  Ties  too  Early. 

So  far  as  wash  ties  are  concerned,  there  can  be  no 
doubt  that  retailers  who  handle  them  extensively  are 
making  a  mistake  by  showing  them  too  early  in  the 
season.  Wash  goods  are  like  straw  hats,  only  good  during 
hot  weather,  but  it  is  a  fact  that  some  retailers  have 
been  showing  them  in  May,  and  even  earlier,  much  to 
the  detriment  of  their  fancy  neckwear,  the  season  for 
which  might  be  prolonged  if  wash  goods  were  held  back 
a  little  longer.  Attracted  by  good  profits,  the  retailer 
will  bring  forward  his  line  of  wash  goods  very  early. 

4  customer  will  buj-,  at  the  most,  one  half-dozen  wash  ties 
during  the  entire  season,  and  these  he  will  have  laundered 
from  time  to  time,  setting  aside  his  fancy  neckwear 
therefrom  for  the  time  being.  To  hold  back  the  wash  lines 
does  not  mean  that  the  retailer  will  not  sell  as  many, 
but  it  does  mean  that  the  early  season  will  be  more  profit- 

ably divided  up  between  his  wash  and  silk  lines. 

Blues,  Greens,  Helios  in  Shirts 
PattcTis    Show    Some   Very  Dainty  Effects 

in   These  Colors  —  Satisfactory 
Spring  Placing. 

Buying  for  the  Spring  season  has  about  been  com- 
pleted and  on  looking  over  their  orders,  shirt  manufac- 

turers state  that  much  business — more  in  fact,  than  usual 
— has  been  done  in  lines  priced  somewhat  higher  than  the 
average,  although  a  great  amount  of  low  and  medium- 

priced  goods  were  placed.  Taking  a  general  view  of  the 
situation  manufacturers  are  confident  that,  although 
values  have  changed  slightly  owing  to  high  prices  of 
cotton,  there  is  a  steady  trend  towards  appreciation  of 

better  goods,  that  retailers  are  not  emphasizing  the  low- 
priced  article  to  the  disadvantage  of  the  better,  but  have 
realized  that  their  trade  will  buy  higher  grades,  and  that 
they  can  secure  better  results  by  a  more  discriminating 
division  of  their  patronage. 

An  inspection  of  the  patterns  shown  for  Spring  re- 
veals a  great  variety  of  stripes  and  bars.  Some  of  these 

have  a  skip  stitch  or  broken  instead  of  a  solid  effect, 
and  in  this  class  may  be  mentioned  a  range  in  which  the 
divisions  of  the  stripes  are  marked  by  small  figures  in 
the  form  of  interlocking  squares,  triangles,  etc.,  some  in 
the  same  color  as  the  stripe  and  others  in  two  colors. 

Blues,  greens,  helios  and  greys  are  very  strongly  repre- 
sented in  the  colors  of  the  Spring  shirtings  and  black 

and  white  has  an  exceptionally  good  place.  Raised  self- 
stripes,  many  of  a  hairline  type  and  others  wider,  serve 
to  divide  or  accentuate  the  color  stripes  or  patterns.  A 
unique  pattern  consisted  of  a  hello  background,  a  wide 
bar   of  purple   outlined   by   a   white   hairline  stripe,   and 

From   the   Spring   line   of   Regal   Shirt   Co.,   Hamilton,  one  being 
a   pleated  front,  with  narrow    black    stripe    on   each    pleat,    and 
the     other    illustrates    a     dainty    application    of    stripe    idea    on 

front   and   cuffs. 

divided  by  two  series  of  white  triple  hair  line  stripes, 
the  entire  combination  having  a  width  of  about  two 

inches.  The  very  narrow  stripes  seen  in  the  Spring  pat- 
terns run  in  pairs,  triplets  and  quartets,  or  are  divided  by 

a  raised  line  in  self  effect  with  the  background.  Another 

popular  design  is  the  alternating  broad  and'  narrow  stripes 
or  alternating  stripe  and  dainty  figures.  Figures  on 
stripes  and  figures  dividing  stripes  form  a  favorite design. 

The  pleated  front  shirt  has  been  a  good  seller  for 
Spring  and  Summer,  and  the  designs  which  are  entirely 
plain  save  for  dainty  stripes  down  front  and  on  cuffs  have 
taken  well.  Pleats  are  sometimes  edged  by  a  single  stripe 
or  otherwise  unique  application  of  the  general  pattern. 

Among  retailers  while  the  soft  bosom  shirt  holds  the 
great  bulk  of  the  trade,  the  arrival  of  cold  weather  has 
brought  with  it  some  enquiry  for  stiff  bosoms  in  designs 
similar  to  these  shown  in  soft  fronts. 
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KEEP 

ABREAST 

THE 

TIMES! 

Competition  grows  keener  every  day,  and  you  can't  afford  to  carry  on    your    Business    in 
the  'old'  way! 

It's  up  to  you,  Mr.  Retailer,  to  sell  your  men's  and  boys'  clothing  under  new  conditions 
— to  house  and  display  them  in  the 

<« 

ff 

NEW  WAY 
CRYSTAL  WARDROBE 

Piling  fine  garments  one  on  top  of  the  other  on  counters  and  shelves  crushes  out  all  semb- 

lance of  line  and  shape,  but  the  "NEW  WAY"  will  preserve  the  'hang'  of  the  garments 
indefinitely,  and  will  keep  them  spotlessly  clean  and  free  from  dust. 

The  "New  Way"  Crystal  Wardrobe  makes  sales  easier,  and  at  less  expense  per  sale, 
saves  in  clerk  hire,  effects  more  sales  at  rush  times,  and  greatly  enhances  the  worth  of  the 

garments  at  the  season's  end,  when  stocktaking  comes. 

The  curve  on  the  'Wishbone'  Hanger  allows  the  garments  to  'nest'  very  closely 
together,  thus  effecting  a  considerable  saving  in  space. 

After  immense  success  in  the  States,  the  'New  Way'  is  being  installed  in  many  leading Canadian  Stores  with  complete  success. 

Catalogue  "Z)"  gives  full 
particulars. 

SEND  FOR  A   COPY  TO-DA  Y\ 

Jones  Bros.  &  Co. 
Limited 

WARDROBE  BUILDERS 

29-31  Adelaide  West,      -     -      Toronto 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Show   Cards   for  the    Christmas   Season,   by   J.   C.    Edwards,   with    A.    W.   Cressman,    Peterborough. 

Give  Christmas  Show  Card  Suitable  but  Practical  Message 
The  Seasonable  Card  can  Hardly  be  too  Attractive  —  Eliminate  Time-worn 

Phrases  —  Promoting  Right  Kind  of  Spirit  and  Selling  the  Goods  —  The 
Appropriate   Decorative   Effect    and  How   to   Obtain  it. 

By  J.  C.  Edwards  with  A.  W.   Cressman.  Peterboro. 

EVERY  season  of  the  year  has  to  be  met  by  the 

advertising    department    from    a    different    stand- 
point.    Of  course,   the  show   card  nowadays  has 

become   a   unit   indispensable    to   the   merchant   in 

placing  before  the  public  the  goods  he  wishes  to  sell,  and 
like  other  advertising  must  be  regulated  to  meet  the  re- 

quirements of  the  season. 
From  now  until  Christmas  the  card  should  talk  Christ- 

mas, Christmas  giving,  Christmas  goods,  early  Christmas 

whenever    the   display   consists   of shopping,    a,nd   so    on, 
suitable  goods. 

It  is  recognized  among  card  writers  that  Christmas 
cards  can  hardly  be  too  attractive;  and  most  of  them 
take  advantage  of  it,  and  use  all  the  means  at  hand  to 
demonstrate  their  ability  in  this  direction.  However,  we 
think  there  is  perhaps  a  possibility  of  overdoing  it,  and 
of  the  individxiality  of  the  store  being  lost. 

One  thing  the  card  writer  should  try  to  get  away  from 

k  <ihcrcfeGirt»l5rAIl,| 

WcArcPnotid  or 

Ohcx>so  Now, 

The   message   in   these   cards   are   out   of   the    ordinary   and  designs   are  appropriate.     By  J.  C.  Edwards. 

with  A.  ̂ W.  Cressman.  Peterborough. 
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Announcement 
Extraordinary 

TTAVE  you  a  full  line  of  Reefers 

and  Wraps  in  all  prices  and 
colors  ?  If  not,  we  can  help  you  out 
with  immediate  shipments.  We 
have  the  following  colors  from  $4.50 

to  $24.00  a  dozen.  Black,  White, 

Navy,  Myrtle,  Cardinal,  Brown, 
Pearl  and  Stone. 

Yours  very  truly. 

The  Sword  Neckwear  Co.,  Ltd. 
Toronto,  Canada. 

Flease  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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"The  Pocket  with  the  Inner  Pleat" 

You    should    insist    upon    having    Bartell 

Patent   Pockets  in  the  garments  you 
order  for  spring  delivery. 

They  cost  you  nothing.  Your  manufac- 
turer will  supply  them  if  you  specify  on 

your  order : 

"These  clothes  must  contain 

Bartell  Patent  Pockets" 
Don't  overlook  this  g-ood  clothes  feature.  From 
now  on  you  will  have  many  calls  for  clothes  fitted 
with  these  pockets. 

Our  great  advertising  campaign  has  already 
interested  more  than  ten  million  men  in  Bartell 
Patent  Pockets,  who  never  knew  of  them  before. 
We  ihall  continue  to  advertise  until  old-fashioned 
pockets  are  a  thing  of  the  past. 

Don't  Run  the  Risk  of  Losing 
Sales  Next  Spring 

If  your  Spring  order  did  not  specify  Bartell 
Patent  Pockets,  and  you  wish  it  had,  write  to  us 
immedtately  and  we  will  take  up  the  matter  with 
the  manufacturer,  if  you  will  give  us  his  name. 

WRITE    TO-DAY. 

Ask  us  to  send  Tou  our 

"  DEMONSTRATION     CARD  " 
IT'S     FREE 

THE    .    .    . 

Bartell  Patent  Pocket  Co. 
13    ASTOR    PLACE 

NEW  YORK 

is  the  stereotyped  inscriptions  such  as  "Merry  Xmas," 
"Season's  Greetings,"  "Happy  New  Year,"  and  other 
stale  mottoes  which  have  heen  in  nse  since  primeval  days. 

People,  we  believe,  look  for  something-  dit^erent,  and  the 
card  writer's  dnty  is  to  deliver  the  goods. 

The  cards  shown  here  are  for  use  from  now  until 

after  Christmas  Eve,  and  are  intended  to  sell  the  goods 
and  promote  the  right  spirit  of  Christmas  giving.  Take, 
for  instance,  cards  Nos.  2,  4.  5,  8  and  9;  these  cards  most- 

ly suggest  the  paying  of  past  kindnesses  or  ohligations  at 

the  gift-giving  season,  and  paying  liberally.  While  this  is 
overdrawing  the  giving  spirit  to  some  degree,  yet  it  will  be 

found  that  the  great  majority  get  their  incentive  to  give 
from  this  idea,  with  the  exception,  of  course,  of  immed- 

iate relatives.  The  form  of  decoration  in  all  these  cards 

is  quite  simple,  and  in  some  cases,  such  as  Nos.  2  and  5, 
have  a  direct  bearing  on  the  inscription  itself.  When  this 

can  be  done  to  advantage,  it  makes  a  card  doubly  at- tractive. 

Suitable  for  Any  Department. 

Cards  such  as  the  above  five  may  be  used  right  to  the 
last  day  before  Xmas,  and  can  be  used  by  any  department 

in  the  store,  either  for  men's  or  women's  windows,  or 
for  showcase  signs,  with  the  exception  of  No.  8,  which 

could  not  be  used  in  a  men's  display. 
Take  cards  Nos.  10  and  7  next.  These  are  used  in 

men's  windows,  and  suggest  the  likes  of  the  man.  The 
decoration  in  each  is  quite  simple  and  in  keeping  with  the 

goods  usually  found  in  a  man's  wear  store,  plain  and 
colorless,  except  for  the  touch  of  gold  on  the  bell  in  No. 
10,  and  the  frost  effect  given  in  No.  7,  with  the  aid  of 
diamond  dust. 

The  large  or  half  size  cards,  Nos.  1  and  3,  are  cards 
which  make  good  signs  for  windows  of  the  cheaper  order, 
less  classy  and  suggestive  of  abundance,  low  price  and 
the  advantage  of  early  choice  respectively.  In  No.  1  the 
decoratioui  is  very  plain,  the  large  letters  being  brightened 

by  the  use  of  diamond  d'ust  sprinkled  into  the  wet  black 
paint,  and  a  touch  of  gold  flitters,  which  gives  a  slightly 
decorative  effect,  and  relieves  the  severely  plain  appear- 

ance of  the  card.  No.  6,  as  will  be  readily  observed,  is 
relieved  by  outline  sprays  of  holly,  berries  of  gold  flitters, 

also  a  frosted  or  snow  effect  on  the  capitals  of  the  in- 
scription. No.  3  is  decidedly  plain  with  only  a  touch 

here  and  there  of  frosting. 

Frosting  and  Flitters. 

The  true  effect  of  this  form  of  decoration,  viz:  frost- 
ing and  the  use  of  flitters,  etc.,  is  lost  to  a  large  degree 

in  reproducing  the  cards.  In  fact,  in  some  cases,  the  re- 
production does  it  a  great  injustice,  and  the  card  would 

look  much  better  without  these  touches.  However,  they 
serve  the  purpose.  The  operation  of  applying  is  very 

simple,  and  well  known  even  among  beginners.  The  diam- 
ond dust  which  may  be  purchased  in  small  uantities  at 

almost  any  drug  store,  is  sprinkled  into  the  wet  paint, 

and  a  quantity  sufficient  to  do  the  deed  adheres,  and  be- 
comes dried  into  the  paint  as  it  hardens.  One  must  be 

careful,  however,  to  avoid  using  the  dust  on  the  card  until 
the  whole  card  is  dry,  as  it  will  be  liable  to  stick  where 
it  is  not  wanted.  The  best  way  to  apply  it  is  to  add 
more  paint  to  the  part,  and  then  throw  on  the  diamond 
dust  or  flitters,  and  the  surplus  can  be  poured  off  without 
sticking  elsewhere. 

Flitters  can  be  purchased  in  small  quantities  in  any 
shade  desired,  in  most  bookstores,  and  some  drug  stores, 
as  well.  These,  when  judiciously  applied,  make  quite 
desirable  reliefs  for  Cliristmas  cards,  and  for  Christmas 
cards  only. 
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Colored  Cards  Favorites. 

The  colored  card  is  at  this  season  of  the  year  a  prime 
favorite.  It  does  not  seem  quite  so  cold  and  lends  itself 
well  to  the  above  decorations.  The  black,  brown,  tans 

and  deep  creams  or  onion  are  some  of  the  shades  used  for 
fancy  cards,  and  we  find  them  quite  satisfactory  with 

white  lettering,  and  on  the  lig'h  tans,  onions  or  creams  the 
black  paint  looks  well  with  touches  of  color.  Christmas  is 

the  most  brilliant  time  of  the  whole  year,  so  why  not 

brighten  up  the  cards  and'  give  them  the  Christmas  air? 
A  daub  here  and  there,  a  dash  of  gold  or  glitter  goes  a 

long  waj',  and  takes  little  time.  That's  the  rub,  time  now 
is  precious;  the  effect  is  all  you  want;  effect  is  everything. 

Is  Change  Coming  in  Collars  ? 

While  the  prediction  comes  from  some  quarters  that 

there  will  be  a  departure  from  the  yogue  for  close-fitting 
fold  collars,  in  favor  of  the  spaced-front  type  during  the 
coming  year,  authorities  point  out  that  the  change  will 
hardly  develop  during  the  summer,  as  it  has  come  to  be 
recognized  that  the  close  front  is  the  dressier  looking 
article  when  worn  without  a  vest.  This  is  one  thing 
that  seems  to  decide  that  there  will  be  no  marked  in- 

crease in  tie  widths  for  the  summer  at  least. 

"The  close-fitting  collar  is  so  much  dressier  than  other 
styles,"  said  a  manufacturer,  "that  in  our  opinion  it  is 
here  to  stay,  and  unless  something  entirely  different  is 
brought  out,  the  difficulty  will  be  to  replace  it.  Ties  for 
Christmas  selling  are  wider,  but  this  is  always  so  for  the 

gift-giving  season,  one  idea  being  that  women  buy  ties 
for  gifts  and  they  will  only  choose  the  ties  that  have  a 

lot  of  material  in  them,  and  a  wide  tie,  therefore,  appeals 

to  them." 
This  view  is  also  snared  by  other  manufacturers,  but 

it  is  also  pointed  out  that  materials  used  in  the  better 
Christmas  ties  are  of  a  nature  that,  though  ties  be  wider, 
they  are  quite  adaptable  to  the  purposes  of  the  close- 
fitting  collar,  and  that  no  mistake  is  made  in  purchasing 
a  good  article.  On  this  width  question  the  opinion  seems 
to  be  that  the  range  will  run  from  1§  to  2  inches  for  next 

year. 

Men's  Wear  Accessories. 

Scarfs  of  the  fold  and  shaped  variety  have  been  a 
feature  of  the  Christmas  trade,  and  manufacturers  state 
that  comparatively  fancy  prices  have  been  very  favorably 
considered.  One  of  the  newest  things  in  the  market  for 
full  dress  wear  is  a  reefer  which  fits  the  neck  in  military 
effect,  and  broadens  out  to  more  than  two  feet  at  the 
ends,  in  order  to  protect  the  shirt  bosom.  This  reefer 
may  be  so  converted  that  revers  showing  the  fancy  silk 
underlining  may  be  turned  back,  if  sodesired  by  the 
wearer,  when  protection  from  the  weather  is  not  absolute- 

ly necessary. 

What  Would  You  Say  to 
This    Customer? 

See  page  60. 

MONEY  PRIZES  FOR  BEST  ANSWERS. 

"FIELD  CLUB" 
No.  1     -     2    in. 

Three  Heights :      No.  1    -    1\  in. 
No.  3     -     2i  in. 

Corliss-Coon 
Made    V^OllarS 
retain  their  distinctive 

style  and  accurate  fit  after 
many  trips  to  the  laundry 

A  prominent  firm  in  Michigan  wrote  awhile  ago  : 

"  Withreg;ard  to  the  sample  collars  received,  would  say 
that  we  shall  endeavor  to  give  these  an  impartial  trial 
along  with  two  other  makes  which  we  are  trying  out 
at  present,  and  the  collars  which  we  shall  select  when 
making  our  change  this  Fall  will  be  the  collars  which 
stand  the  laundry  best.  As  our  collar  department  is  a 
very  important  line  with  us,  we  are  obliged  to  use  the 

utmost  care  in  making  any  change." 

They  decided  to  put 
in  our  complete  line. 

"FIELD  CLUB"  will  help  your  sales. 
$1.10  the  do%en. 

Corliss,  Coon  &  Co. 
Makers  of ' '  Better  Collars 

NEW  YORK  CHICAGO 
BALTIMORE ST.  LOUIS  BOSTON 

TROY,  N.Y. 



What  Salesmen  Say  to  People  Who  Would  Look  Elsewhere 
Large  Number  of  Replies  to  Cartoon  in  November  Issue  Illustrating  a 

Common  Problem  in  Salesmanship  —  Cash  Prizes  Go  to  E.  Fraser  Little, 
C.    G.    Armstrong    and    E.    E     Barr. 

IT  has  bt'iMi  no  eiu^y  mailer  lo  pick  I  he  wimiors  of  the 
contest  started  in  the  Men's  \Year  Section  of  Novem- 

ber Dry   Goods  Heview  in  which  salesmen  were   asked 
to  say  luiw  they  would  deal  with   a  customer  who   on 

being  shown  a  suit  of  clothes,  expressed  the  opinion  that 

he  could  do  better  at  Blank's,  and  thoug:ht  he  had   first 
better  look  elsewhere. 

Of  the  very  larofe  number  of  replies  received,  the 
selections  which  were  considered  entitled  to  prizes  were 

boiled  down  to  thirty-five,  and  it  will  be  noted  in  the 
followinir  replies  that  while  many  have  the  same  idea, 
they  have  different  methods  of  giving  expression  to  it  in  tiie 
presence  of  the  cnstomer. 

Customer  lo  salesman  who  has  hecn  trying  hard 

to  seU  him  a  suit  of  clothes  — "Yes.  I  likf  that  suit  very well,  but  the  price  is  a  little  steep.  I  think  I  can  do  as 
well  at  Blank's  for  less  money.  I'll  look  round  a  bit anyhow.    Good  day" 

There  are  many  excellent  replies  given  to  the  custo- 

mer's objection  and  it  is  evident  that  he  represents  a 

very  live  question  fi'om  the  salesman's  point  of  view. 
The  replies  constitute  a  vei-y  intei-esting  symposium  on 
the  matter. 

Only  those  replies  which  were  written  in  the  first 
person  or  described  actual  experiences  were  considered. 

The  first  prize,  $'.i  in  cash  and  The  Review  for  one 
year,  is  awarded  A.  Fraser  Little,  Regina  Trading  Co., 
Regina,  Sask.  The  second  prize,  $2  in  cash  and  The 

Review  for  one  year  goes  to  C.  G.  Ai-mstrong,  Orono, 
Ont..  whll  the  third  prize,  .$1  in  cash  and  The  Review 
for  one  year,  is  awarded  E.  E.  Barr,  Acton  West.  By 
rea-son  cf  their  replies  being  considered  acceptable  for 
publication  the  others  here  represented  will  receive  The 
Review  for  one  year.  The  replies  are  as  follows,  the 

three  winnsi's  of  cash  prizes  being  given  first  place: — 

iHt.  A.  Fraser  Little,  Regina  Trading  Co.,  Regina,  Sask. — 
.Tiist  a  moment,  friend,  let  lis  look  into  this  matter  more  closely. 
I  agree  with  yoti,  suits  are  heing  offered  for  less  money  in  town, 
but  look  you,  the  fheapest  goods  in  price  are  often  the  most 
expensive  in  the  long  run.  I  appeal  to  your  fair,  honest  ludg- 
ment  In  the  matter.  Do  y<]U  consider  your  low-priced  junior  em- 

ploye e(|ual  to  yi.ur  lead  man  in  your  own  business'/  Ho  you 
expect  the  same  results  from  one  as  the  other?  No;  well,  then, 
see — this  suit  I  (.ffer  you  at  the  figure  is  good,  honest  value;  its 
value  eannot  be  sold  in  a  straightforward  liiisiness  way  for  less. 
I  am  offering  you,  sir.  a  fair  and  si|uaro  de.il :  .1  suit  that  fits  yon 

well,  it's  of  the  eorrect  style,  and,  furthciinore.  this  firm  is 
prepared  to  stand  by  their  goods:  to  make  right  anything  that 
•  s  unsatisfactory.  We  have  hundreds  of  pleased  men  wearing 
oor  line  of  clothing,  and   I   feel   convinced    thjit   if  you   could   see 

your  way  clear  to  purchase  a  trial  suit  from  us,  that  you  would 
be  a  permanent  customer  here.  I  caunot  quote  you  a  lower  price, 
we  nnirk  our  goods  at  a  fair  living  profit  and  wc  sell  to  one 
and  all  alike. 

2nd.  0.  *i.  .Vrnistrong,  .Ir.,  Orono,  Ont. — -V  total  stranger  came 
into  the  store,  and  asked  me  to  show  him  a  suit  of  clothes.  I 
showed  him  a  number  and  finally  found  one  all  right,  only  the 
price.  I  could  see  he  had  the  cash  and  really  wanted  the  clothes, 
lie  was  bound  to  have  a  look  around  and  told  me  straight  he 

thought  he  could  buy  for  less  money  at  Blank's.  I  made  up  my 
mind  in  a  second  to  quit  talking  clothing  and  see  if  I  could  not 
get  close  to  him  socially.  Every  stranger  to  you  has  a  weakness 
somewhere.  It  may  be  fishing,  shooting,  temperance,  politics  or 
religion.  I  found,  after  talking  to  this  fellow,  that  his  was  the 
iliurch.  So  I  led  him  along  that  line  and  let  him  do  most  of 
the  talking.  I  just  listened  (you  must  be  a  good  listener),  and  I 
found  I  knew  or  had  heard  about  some  people  where  he  came 
from.  This  little  talk  of  his  did  not  last  more  than  15  minutes 
at  the  outside.  I  then  got  back  to  the  clothes  and  landed  him 
without  any  trouble.  I  have  had  dozens  of  cases  of  this  kind, 
and  where  I  could  not  make  the  sale  on  a  straight  talk,  have 
just  resorted  to  the  above  way  and  I  seldom  lose  a  sale,  and  I 
usually  find  the  same  fellow  comes  back  looking  for  me,  and 
often  sends  someone  else. 

3r(l.  E.  E.  Barr,  Acton  West. — Just  a  minute,  sir,  in  regard 
to  this  suit.  Now,  you  may  think  you  can  do  better  elsewhere, 
but  when  you  consider  the  style,  quality  and  other  points  of  this 
suit  you  will  find  out  the  difference.  Now,  I  know  we  have 
bought  our  suits  from  the  best  tailors  in  the  country  and  we 
are  selling  them  at  the  very  lowest  price  possible.  Well,  sir.  If 
yon  think  you  would  not  be  satisfied  you  can  take  this  suit 
home,  get  one  elsewhere  and  examine  them  thoroughly  when 
you  get  home.  Then,  if  you  think  the  other  suit  is  the  best 
value,  return  this  suit  and  we  will  refund  your  mouey. 

F.  .T.  Thompson,  N.  A.  Hewer,  Tillsonburg. — Excuse,  me,  sir, 
but  have  you  taken  particular  notice  of  the  quality  of  these 
goods?  You  may  possibly  obtain  a  suit  of  similar  pattern,  but 
it  is  impossible  to  sell  one  of  this  quality  at  less  than  our  prices. 
This  particular  line  has  been  our  best  advertisement  this  season, 
and  the  remarkable  sales  we  are  having  are  sufficient  proof  that 
our  values  are  second  to  none.  If  you  think  a  moment,  I  am  sure 
you  will  recognize  the  exceptional  value  we  offer  you.  Our  goods 
are  sold  on  their  merits,  and  we  guarantee  them  to  give  you 
every  satisfaction.  I  can  assure  you  that  if  you  buy  this  suit 
we  shall  always  have  the  pleasure  of  your  patronage.  Thank 
you!      Now   how   about  a   nice   Winter  overcoat,  etc.? 

.Tas.  McMillan,  H,  S.  Terris  &  Co.,  Springhill,  N.S.— First  of 
all,  if  I  were  that  salesman,  I  would  change  that  long  face  to 

the  most  pleasant  and  satisfactory  smile  and  say:  "You're  (luite 
right,  sir.  nothing  pleases  us  more  than  to  have  people  make 

comparisons.  It  is  an  old  saying,  'Comparison  is  the  only  true 
test  of  value,'  and  we  have  made  many  a  sale  in  this  way.  Now, 
sir,  before  you  go,  jnst  give  me  a  few  moments.  I  want  to  draw 
your  attention  to  a  few  special  features  aboul  our  clothing,  that 
will  help  you  decide  when  you  see  the  other  kinds.  First,  I 
look  at  this  cloth;  here  Is  a  thread  taken  from  the  seam.  You 

\-\ill  notice  that  it  is  free  from  'shoddy' — many  a  good-looking 
suit  contains  a  percentage  of  shoddy — and  the  only  way  to  guard 
against  it  is  to  buy  from  a  house  that  we  know  to  be  thoroughly 
reliable.  Then,  again,  sir,  this  cloth  is  thoroughly  shrunk  be- 

fore it  is  made — the  shoulders  are  well  padded — and  well  stiflfen- 
od  with  pure  linen  canvas,  which  ensures  it  keeping  its  shape. 
Then.  sir.  I  want  you  to  look  at  the  stitching,  see  how  even  and 
how  well  the  button-holes  are  worked.  All  this  is  done,  sir,  by 
tailors  of  the  highest  ci.iss.  .md  every  detail  is  inspected  before 

it   leaves    the   factory — and    every    piece   guaranteed    to   us." 
Customer — Yes.  I  see  il  is  Rood  .uul  well-made,  but  $10  is 

I  (Ml    much  for  it.     I'll  give  you  .$0. 

Salesman — Well,  sir,  it  would  i)lease  me  more  than  it  would 

you  if  it  were  possible.  Y'ou  can  readily  see  how  many  mor& 
of  these  suits  we  could  sell  if  we  could  afford  to  sell  for  $9. 
Wo  conld  e.isily  have  that  very  same  cloth  luade  up  in  such  a 
way  that  we  could  sell  it  at  .$0,  and  have  more  profit  than  we 
would  be  making  on  this  suit  at  .$10,  but  as  we  guarantee  every- 

thing we  sell,   and    refund    the   price  on   every   inisatisfactory   pur- 



DRY     GOODS     REVIEW  KU 

—  TAILORED   'TO   •  ORDER   •    OTS[LY-BY  — 

^^ART  TAILORING  CO. 
TOR-OI»iTO  LIMITED 

FIcasc  iiientioi:   The  Reviczv  to   Advertisers  and  Their  Travelers. 



138 
DRY     G  O  O  n  S     R  !•.  X'  I  F.  W 

y\rt  ll^>^s    decree ed_ 
some  to  be  merely  ̂ ood: 
ot}ier»s   to   e>:oeecl" It  is  ̂ kS  true  withre- 
(gesj?d  to  m^dcin^  meixls 
clotliiii^  d^    in-  .^J^ 
otKerline  of  a^cti\)ity, 
thL2vt  the  best   ide^cls 

©a?e  tliose  AATortliy  of* 
ttt  e   ̂ Y  e  ̂ >^  t  e  3  tr 

^©^ART  TAIl/ORXNO  CO« 
TOR-OIM-TO  LIMITED 

P/ea5(?  mention  The  Revieiv  to   Advertisers  and  Their  Travelers. 



DRY     GOODS     R  E  \'  I  E  W^ 

139 

JfllKr  ClpTHES  repre 
<seiil  ̂ oi  ide^J  in whick 
you  cdji  plscce  eVery 
confidence.  In  our 

>Sprin(|*  eTjvTipment 
youlLivx)e  sometlxin^ 
tlid^t  is  beyond  the 

'merely  ̂ ood_"-£^key lo  most  s^vtisfe^ctory 
business  said  sure 
n  T*     O    f   1   t    S.    G^:i5i. 

m 

^©^ART  TAILORING  CO« TOI^-OPiTO 
LIMITED 

I 

Please  mention   The  Revie-w  to    .  Idzertisers  and   I'lieir  Trarclers. 



I4J ,)Kv    GOODS    RF. \Tr;\v 

Are  You  a  Merchant — 

Or  Just  a  Storekeeper? 
If  you  are  the  former  you  will  have  real- 

ized that  neither  the  "ready-niadcs"  nor  the 
local  tailored  clothes  meet  the  needs  of  the 

great  majority  of  men  in  your  town.  You 

know  the  weaknesses  of  both. 

But  do  you  know  that  there  is  one  new 

plan  that  is  bound  to  drk'c  into  obliz'ioii  all 

other  tailoring  methods?  It  is  the  whole- 

sale custom  tailoring-  plan.  Every  man  has 

a  deep-seated  preference  for  made-to-mea- 

sure clothes.  He  likes  to  feel  that  the  suit 

he  wears  was  made  for  him  ;  that  it  has  not 

been  tried  on  and  discarded  by  half  a  duzcn 
men  before  him. 

\\  ith  Art  Tailoring  your  men  customers 
will  be  able  to  gratify  their  tailoring  tastes, 
without  sending  a  pang  to  their  purses. 

At  the  same  time,  it  will  make  your  store 

The  Men's  Store  of  your  town. 

It  will  bring  the  best  men's  trade  to  your 
store,  and  will  keep  it  coming,  because  Art 
Tailored  clothes  give  satisfaction.  Our 
guarantee  goes  with  every  garment  that 
leaves  our  shop. 

We  supply  you  with  selling  outfit,  includ- 
ing samples  of  goods,  measuring  charts, 

etc.     All  the  equipment  you  need. 

You  sell  the  suit  from  the  sample,  take 

_\<iur  customer's  measure,  and  we  make  a 
suit  superior  in  every  way  to  ready-made 

or  local  tailor-made,  and  one  that  pleases 

your  customer  and  that  gii'cs  you  a  good 

profit  on  the  sale,  with  practically  no  capi- 
tal investment  on  your  part. 

We  carry  the  stock.  You  make  the  sale, 

and  pocket  the  profit.  This  is  the  modern 

idea  in  tailoring,  and  the  best  in  every  way, 

from  the  standpoint  of  the  dealer,  and  his 
customer. 

Only  one  merchant  in  a  town  can  be  an 
Art  Tailoring  dealer. 

We  want  the  best.  Not  necessarily  the 

man  who  has  the  largest  store,  but  the 

most  progressive,  far-seeing  merchant,  be- 
cause he  will  most  readily  grasp  the  great 

possibilities   of  this  'business. 
We  want  merchants,  not  storekeepers. 

If  you're  one  of  the  right  kind  and  v;ould 
like  to  find  out  just  what  there  would  be 

for  yon  in  our  proposition,  cut  off  and  mail 
the  coupon  below,  after  signing  your  name, 

and^  we'll  tell  you  about  it  gladly. 

\ 

Art 

Tailoring 

Co  ,  Ltd. 
Toronto 

I  sh  ould  like 

to  receive,  with-  ^^ 
out  obligating  my-  ^ 
self  in  any  way,  in- 

formation   about   your 

Special  Agency  proposition. 

\ 

This  thing  is  worth  an  investigation. 

The  Art  Tailoring  Co. 
% 

LIMITED 

^4- 

Bathurst  and  College  Streets 

TORONTO,  CANADA 

Flease  mention   1  he  Kevieie  to    Advertisers  and  Their  Travelers. 
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-chase,  you  cau  readily  see  that  we  can  only  afford  to  sell  the 
most  reliable  goods. 

Customer— Well,   if  you  will  do  that  I'll  take  it. 
Salesman— Thank  you,  sir.  These  are  some  of  the  newest 

in    men's   ties.     Look   them   over  while   I   tie  up  your  suit. 

M.  Ratney,  J.  Shapiro,  Toronto — Since  you  think  you  can  do 
better,  I'll  tell  you  what  I  will  do  with  you.  Take  the  suit  along 
at  the  price  I  offer  it  to  you  and  look  around.  If  you  can  see 

the  same  suit  anywhere  else  any  cheaper  come  back  and  I'll return    your   money. 

Chas.  Atchison,   Millbank.— But  just  a  minute,   Mr.    ,  till 
I  show  you  the  make-up  of  our  clothes.  Take  the  lining,  for 

instance,  it  is  of  the  best  quality,  the  padding  is  exactly  cor- 
rect, and  the  canvas  is  not  of  that  Inferior  kind:  the  get-up 

and  make  is  of  the  latest  cut.  The  outside  of  a  cheap  garment 
may  look  all  right,  but  It  will  not  stand  the  wear;  the  lining 
and  work  is  of  a  very  inferior  quality.  Our  suits  are  a  little 
higher,  but  the  wear  they  give  makes  them  much  cheaper  in 
the  end. 

H.  S.  Ireland,  Medicine  Hat.  Alta. — While  we  know  that  you 
•can  buy  lines  that  look  as  good,  for  less  money,  we  respectfully 
•draw  your  atention  to  the  secret  places  of  our  garments;  also 
the  lower-priced  ones.  We  assure  you  that  the  interior  of  this 
suit  is  so  made  that  it  will  retain  its  shape;  further,  in  six 
months  it  will  be  as  good  a  shape  as  it  is  now.  The  slightly 

higher  price  we  ask  is  not  extra  profit,  but  the  cost  of  work- 
manship   that   stands   the   test   of   wear. 

J.  W.  Cresswell.  Regin.-i,  Sask. — Well,  sir,  there  is  a  great 
•difference  In  the  quality  of  linings,  canvas,  hair-cloth  used  in 
suits.  This  garment  is  made  by  skilled  workmen  and  the  very 
best  trimmings  are  put  into  it.  This  suit  will  not  sag  or  lose  its 
shape,  like  a  cheaper  grade.  Compare  this  $25  and  $12  quality. 
Note  the  difference.  In  selecting  the  betted  suit  you  are  buying 
quality,  in  material,  as  the  cost  of  labor  on  a  cheap  suit  is 
almost  equal  to  the  expensive  one.  Our  price  and  quality  are 
right.     Shall   we   send   it   up? 

G.  C.  Stevens,  W.  K.  Perrott,  London,  Eng. — I  am  sorry,  sir. 
you  think  the  price  asked  for  this  suit  is  high.  I  will  not,  how- 

ever, put  it  away,  as  I  am  confident  that  after  you  have  had  n 

look  at   Jlr.   Blank's  window,  you   will   be  back   here  for  this. 

James  L.  Maude,  Madill  Bros.,  Napanee. — Well,  sir,  I'm  sorry, 
but  you  say  you  like  the  suit  all  right — the  cut,  the  style,  the 
cloth,    the   workmanship,    finish,   etc. 

Well,  perhaps  it  is  the  price,  as  you  say.  We  have  customers 
every  day  who  like  to  be  satisfied  that  they  are  getting  the  best 
value  possible — and  we  are  confident  we  are  offering  the  best 
suit  shown  to-day  for  the  money,  but  we  are  always  willing  to 
let  you  compare  and   convince  yourself. 

Many  customers  compare,  and.  we  are  pleased  to  say.  gen- 
erally return.  You  will  only  lose  so  much  time.  Now.  let  us 

show  you  these  other  suits  again.  This  leader  at  .$7.9.').  or  this 
special  v.ilue  $12  for  $9.95.  Your  preference  seems  to  be  the 
suit  you  picked  first.  First  impressions  are  generally  l)est.  1 

didn't  think  it  was  the  price,  as  long  as  you  get  what  suits  you 
best.  Now,  try  the  coat  on  again.  Mr.  C,  how  do  you  like  this 
suit  on  Mr.  B.?  All  right,  eh?  Looks  pretty  good.  I  think  he 
could  safely  decide  here. 

And,  Mr.  B.,  in  case  your  friends  do  not  like  It.  or  you  see 
something  you  like  better,  we  are  always  ready  to  exchange  il 
and  refund  the  money.  It  is  always  our  policy  to  do  so,  and 

you  run  no  risk.  You  won't  regret  deciding.  Take  it  home  and 
see  how  your  friends  like  it.  Yes,  I  am  sure  you  will  he  entirely 
satisfied.  Yes,  we  can  send  it  at  once.  What  is  your  number? 
All  right.  Yes,  $15.  Thank  you  very  much.  What  else  to-(l;iy. 
ties,    mufflers,    underwear,    gloves? 

N.   J.   Roylance.    T.   D.   Clothes   Agency,    Winuipeg. — .lust    one 
minute,  Mr.   .     Y'ou  said  you  think  Mr.  Blank's  suits  are  as 
good  value  as  ours.  Well,  friend,  I  am  not  here  to  knock  other 

people's  goods  (smilingl.  mind  you,  but  I  can  assure  you  our 
models  are  winners.  This  model  here,  you  admit  you  like  all 
right.  Well,  perhaps  a  little  steeper  than  you  thought  of  going. 

Mr.  Blank's  may  be  a  little  cheaper,  but  I  can  assure  you,  friend, 
that  the  material,  lining  and  interlining,  the  splendid  work- 

manship in  this  suit  cnnnot  be  beaten.  You  will  not  regret  the 
little  extra  you  are  giving.  Would  you  mind  trying  the  coat 
on    again  ? 

While  customer  has  the  coat  on,  I  would  certainly  get  the 
trousers  opened  out  and  start  measuring  your  man  and  give 
line  of  talk  on  cut  and  style,  and  then,  if  your  customer  will 
not  buy,   keep  smiling,   you   have  done  some  good   anyway. 

I    You  will  sell  more 
Linen  Waterproof  Collars  than  you  ever 

thought  possible  when  you  put  in  that 

assortment  of 

I^ANTJ^RACJ^ Collars 
Every     Kant    Krack  Collar    you    sell 

helps    to    sell    more  because   it  is  the 

one  collar  that   will  give   satisfactory 

service. 

It  is  very  pliable — conforms    easily    to 

every  movement  of  the  wearer's  neckt 

See  the  illustration — note  the  patented flexible    lips 

Patented  Feb.  20,  1906 

May  5,  1908 Oct.  27,  19C8 
Oct.  27,  1908 

All  Infring«ment8  Proaecuted 

lar     button     pressing 

wearer's  neck. 

that  relieve 

the  strain  on 

the  front  fold. 

Note  also  the 

patented  slit 

in  the  back— w^hich  pre- 

vents the  col- 
hard      on     the 

There  is  an  excellent  profit  for 

you  on  Kant.  Krack  Collars— 
so  be  sure  you  see  the  samples 
when  the  Kant  Krack  sales- 

man comes  along,  or  write  for 
sample  collars  before  placing 
order. 

1  THE 

I     Parsons   &  Parsons 
I  CANADIAN  CO. 

pin  Hamilton,  Ontario 

|jijZ_   
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Wreyford    &i    Co. 
TORONTO 

VCHOLESALE  MEN'S  FURNISHERS 

Agents  tor  !'ol!i>\ving  rnHnntactwers  : 

Young  &  Rochester,  London,  Eng. 
SHIRTS,  COLLARS.  NECKWEAR, 

FINE   FLANNEL   PYJAMAS. 
DRESSING   GOWNS  and   HOUSE   COATS 

Tress  &  Co.,    London,   Eng. 

HIGH-CLASS   HATS— SILKS,  FELTS,   STRAWS. 

The  "  Tres-5  "  Cap  is  in  a  class}by  itself. 

T.  H.  Downing  &  Co.,  Leicester 

•ALPHA-     UNSHRINKABLE     UNDERWEAR. 

•    SUPERBA,-        PES     DUPLEX,"   ETC.,  [HOSIERY 

Cellular  Clothing  Co. 

•ASRTEX"and    COTELLA     UNDERWEAR,    ETC 

For  Christmas  Trade  we  stock  in  Toronto — Dress- 
in  >;  Gowns  and  Jackets,  imported  Sweater  Coats,  Lon- 

don  and  New  York  Neckwear,  English  Caps. 

Ouf  selected  boxes  of  Half-Hose,  Tie  and  Hand- 
kerchief to  match         ....      $12.00  Doz. 

Dit'.o,  without  Handkerchief  .  9.00      " 

Send  for  Sannple  Dozens. 

For  January  1st  Delivery 

Austrian  Collars 

Heights  1  3-4,  2,  2  1-4,  2  1-2. 

$1.50 

Canadian  Underwear  Co., 
309    Notre   Dame  Street    West,  MONTREAL 

F.  .1.  l,;uu'!ister,  St.  Mary's,  Ont.— Well,  sir,  before  you  go 
ii.  lihuik's,  let  me  give  you  one  or  two  pointers.  Can  you  carry 

MU:ility  in  your  eye?  Of  course,  experts  do  not  uttempt  it. 

luitlioiMuore.  are  you  rt  judge  of  linings,  and  are  you  taking  Into 
.  oiisidoration  the  inner  construction  of  this  garment?  For  if  you 

are  you  will  readily  see  where  and  how  this  lino  of  suits  excell  and 

uiitrlass  our  opposition.  For  In  Interior  construction  alone  lies 

ilic  secret  of  shape-keeping.  Then,  sir,  this  suit  fits  you  per- 
fectly, which  is,  after  all,  the  crowning  feature  of  a  suit.  You 

lu.iy  l)\iy  suits  at  lower  prices,  we  have  them  ourselves,  but  no 
such    value  for   your  money   as   this  suit  is. 

.Vlex.  .1.  Murray,  Chapleau.— One  moment,  sir.  We  always 
like  to  have  our  customers  compare  our  goods  with  our  com- 

petitors. Before  you  go  I  would  like  to  call  your  attention  to 
the  workmanship  of  these  garments.  That  is,  if  you  have  the 
time  or  inclination.  You  will  note  the  set  of  this  coat  on  the 
shoulders.  It  is  stylish,  and  yet  there  is  very  little  padding. 
That  is  due  to  the  fact  that  the  cloth  is  cut  properly,  and  not, 
;is  in  some  lines  of  clothing,  pressed  into  shape.  This  insures 
perfect  fit  that  will  stay  with  the  coat  until  it  is  worn  out.  You 
will  note  how  well  it  hangs.  That  is  also  due  to  the  fact  that 
the  goods  are  cut  and  properly  lined.  It  is  true  that  you  can 
buy  a  suit  that  may  look  as  well  as  this  one  at  first,  but  what, 
will  it  look  like  after  yon  have  worn  it  for  some  time,  or  have- 
hcen  caught  in  a  shower  of  rain?  This  suit  is  made  of  good 
material,  thoroughly  shrunk  (I  surmise  that  you  speak  of  a  suit 
that  is  fairly  good)  and  will  not  sag  or  lose  its  shape  with  a w  el  ting. 

We  guarantee  the  quality,  style  and  fit  of  the  whole  suit,  and 
Ilio  price  is  as  low  as  it  is  possible  to  sell,  consistent  with  qual- 

ity. We  feel  you  will  be  pleased  with  the  suit,  and  if  every- 
thing is  not  as  satisfectory  as  we  guarantee,  we  will  cheerfully 

refund   the   money. 

Alfred  Walters,  Lanark. — Well,  Mr.  Smith,  I  am  very  sorry 
you  cannot  see  your  way  clear  to  buy  this  suit  from  us  at  $16, 
as  I  am  positive  you  cannot  get  as  good  value  anywhere  else  in 
town.  We  make  a  specialty  of  the  clothing  business  and  know 
it  thoroughly.  Anything  you  may  buy  from  us  you  can  rely  on 

it  being  just  as  represented.  I  do  not  think  Mr.  Blank's  clothing 
will  give  you  as  good  satisfaction  as  ours.  We  have  been  selling 
this  line  of  serge  for  years  and  have  never  had  a  dissatisfied 
customer.  In  fact,  we  have  people  come  to  our  store  who  buy 
nothing  else  but  this  particular  line  of  clothing.  Do  you  think 

such  would  be  the  case  if  they  could  do  "just  as  well"  in  Blank's 
or  some  other  place?  However,  as  you  are  determined  to  go  and 

see  Blank's,  I  would  just  ask  you  to  look  over  our  suit  again; 
take  note  of  the  quality,  the  fit  and  workmanship,  and  the  value 
we  are  offering,  especially  the  value  for  your  good  money,  and  if 
.Mr.  Blank  can  offer  you  as  good  a  suit  at  the  same  price  as  I 
have  been  doing,  I  will  not  ask  you  to  buy  from  us.  I  know  he 

can't,  and  am  sure  I  will  see  you  back  for  this  suit. 

Russell  Wotten,  T.  Miller  &  Sons,  Oshawa. — Well,  sir,  you 

know  your  own  mind  best.  But  if  you  "know"  you  can  get 
better  values  at  Blank's  why  certainly  that  is  the  place.  But 
the  thing  is  to  know  when  you  are  getting  better  values.  Yon 

may  get  a  suit  that  resembles  this  very  closely.  But  you  can't 
get  this  same  quality  for  less  money.  Of  course,  it's  your  pri- 

vilege   to    look   around. 

Fred.  A.  Carter,  A.  N.  Whitman  &  Co.,  Canso,  N.S.— Yes,  sir, 
we  are  only  too  glad  to  have  these  goods  compared  with  any 
others  In  the  market;  but  before  going,  kindly  let  me  point  out 
that  our  suits  are  all  made  up  with  a  specially-finished,  hand- 

made collar,  which  positively  retains  its  shape  and  style  for  any 
length  of  time  yon  wish  to  wear  it.  The  pockets,  also,  in  this 
garment  differ  from  a  good  many  ordinary  garments,  in  that 
they  have  the  famous  patent  pocket,  which  is  guaranteed  not  to 
sag,  retaining  its  original  shape;  no  wrinkles,  or  bulges,  to  de- 

stroy the  beauty  of  the  coat.  These  two  points  alone,  I  am 
sure  you  will  agree,  will  more  than  make  np  for  any  slight 
difference  you  may  have  noticed  in   prices. 

.T.  Brunner,  F.  Krug.  Tavistock.— Sorry  I  can't  sell  you  tblB 
suit  to-day,  but  I  am  ;ilso  pleased  you  like  it.  The  price  may 
seem  high  to  you,  but  if  you  will  consider  the  quality  and  work- 
iiiansliip,  which  I  know  is  of  the  very  best,  you  will  admit  it 
pays  to  buy  a  good  article  at  a  higher  price.  I  could  supply 
you  with  a  cheaper  suit,  but  it  would  have  to  be  of  inferior 
quality.  Our  aim  is  to  give  you  the  very  best  material  and 
workmanship  obtainable  for  the  price.  Not  cheapness,  but 
quality,  is  our  motto.  However,  you  may  prove  my  statements 
for  yourself  by  making  a  fair  comparison  with  any  of  my  com- 
I)etit'.r's  suits.  I  am  sure  you  will  find  it  to  your  advantage  to consider  quality  before  price.  Hoping  you  will  be  back  and 
give   me  your  order,   good-day. 
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F.  J.  Wilson,  Londou.— Well,  sir,  tbere  is  no  short-cut  to 
quality  in  clothes.  You  must  have  the  best  materials,  fine  trim- 

mings, expert  designing-  and  tailoring  to  make  first  quality  gar- 
ments. And  in  this  suit,  you  get  all  of  these,  and  one  that 

Wally  suits  you,  which  means  a  great  deal  more  in  comfort, 
Style  atid  appearance,  than  an  inferior  suit.  Though  this  costs 
you  a  little  more  at  the  time,  you  will  get  more  than  double  in 
the  excellent  satisfaction  and  wear  given  by  this  high-class 
toiake  of  clothing,  and  quality  is  remembered  long  after  the 
price   is   forgotten. 

Andrew  F.  Dale,  Grand  Valley.— Just  as  the  customer  was 
about  to  leave  the  store  I  would  say  :  "Just  a  minute,  sir.  Have 
a  look  at  the  quality  of  the  goods  in  this  suit.  In  particular, 
notice  how  the  collar  fits,  notice  how  the  flaps  are  finished, 
notice  how  the  button-holes  are  worked,  notice  the  workman- 

ship in  general;  now,  sir,  go  to  Blank's,  but  keep  the  quality, 
fit  and  finish  in  your  eye.  Look  Blank's  stock  over  and  before 
you  buy,  come  back,  have  another  look  at  our  suit — then,  if 
you  think  the  price  is  steep,  considering  style  and  quality,  we 

will  not  ask   you   to   buy." 

Guy  Chapman,  Madill  Bros.,  Napanee. — Well,  sir.  it's  like  this. 
Jt  is  not  our  policy  to  cut  prices  or  condemn  a  competitor's  goods. 
-A  firm  that  does  either  Is  not  reliable.  We  try,  by  close  buying, 
to  giw  the  best  value  possible.  If  we  cannot  suit  you,  would 
tather  have  you  go  elsewhere.  But  you  say  there  Is  a  differ- 
"ellCe  of  $1.75  on  the  whole  suit.  This  can  easily  be  eliminated 
in  the  trimmings  or  tailoring,  and  you  are  getting  exactly  what 
you  want.  We  can  guarantee  this  cloth  to  be  all  it  is  repre- 

sented, and  if  not,  are  here  to  make  it  good. 

W.  A.  Jones,  Jones  Bros.,  Apohaqui,  N.B. — When  you  state 
your  liking  for  that  suit,  it  goes  to  prove  your  appreciation  of 
high-grade  tailored  clothing.  On  this  point  of  quality  is  our 
business  success  of  to-day.  Our  principles,  in  selecting  these 
goods,  have  been  workmanship,  cloth  and  patterns.  What  signi- 

fies one  dollar  or  two  dollars  in  a  suit  that  you  expect  wearing 

qualities  for  your  money's  return?  A  garment  that  you  won't 
have  to  take  to  a  tailor  every  Monday  to  be  pressed,  as  many 
would-be  good  dressers  of  to-day  have  to  do  that  purchase  their 
suits    at    the    cheaper    store. 

A.  A.  Richardson,  J.  H.  Stanley,  Port  Colborne. — You  may  be 
able  to  buy  something  with  inferior  workmanship  for  a  few 
cents  less,  but  that  is  not  good  at  any  price — the  value  is  not 
there.  This  garment  has  the  qualities  that  give  permanent  satis- 

faction. A  coat  that  will  retain  its  shape  is  worth  buying.  You 
will  never  become  dissatisfied  with  a  well-fitting  garment,  nor 
sorry   that   you    paid   this   price. 

Margaret  Harvey,  Acton. — Weil,  sir,  this  suit  fits  you  per- 
fectly and  that's  a  very  close  price  on  it.  I  also  have  other  lines 

at  less  money,  but  this  is  a  much  superior  quality  and  would 
repay  you  In   the  end. 

Miss  Maggie  Dean,  Chas.  Dean,  Glencoe.— My  dear  man,  a 
matter  of  a  couple  of  quarters  should  be  no  consideration  what- 

ever when  compared  with  a  satisfied  mind  and  a  safe  investment. 
You  are  suited  with  style  and  pattern,  and  absolutely  sure  of 
quality  here,  the  other  is  speculation.  I'll  surrender  this  suit  to 
any  expert  on  quality  for  a  searchlight  comparison  against  any 
suit  in   the  town   sold   at  $2  higher. 

Then  follow  this  talk  up  with  quality  and  a  satisfied  mind 
versus  worry,  uncertainty  and  loss  of  time. 

E.  B.  Hale,  Goderich.— Mr. -,  few   people  can   distinguish 
the  different  qualities  of  goods  without  having  the  two  pieces 
together.  Mr.  Blank  may  have  a  suit  similar  to  this  one,  but  of 
inferior  quality,  which  only  a  close  comparison  would  show.  We 
have  one  price  to  all,  and  do  not  offer  you  a  $20  suit  for  ,$].-,. 
Neither  can  I  cut  the  price  and  thus  mak-e  you  feel  dissatisfied 
with  it,  thinking  you  might  have  bought  it  a  little  cheaper,  lint 
in  taking  this  suit,  if  comparing  them,  you  find  our  inferior,  I 
will  gladly   refund   your  money  on   request. 

Chris.  Forbes,  Boyd  Caldwell  &  Co.,  Lanark.— If  I  thought 
that  Blank  sold  clothing  cheaper  than  "Smith,"  I  would  be  work- 

ing for  Blank.  We  sell  the  best  people  and  have  a  large  and 
growing  trade  in  town.  People  would  not  come  here  and  come 
back  again  if  they  could  do  better  with  Blank.  I  have  made  a 
special  study  of  clothing  and  know  that  this  suit  is  good  value. 
Take  it,  and  if  you  find  it  unsatisfactory  in  any  respect,  bring 
it  back  and  we  will  cheerfully  refund  your  money. 

J.  W.  Thomson,  Buckingham,  Que.— My  dear  sir,  if  you  will 
honestly  take  into  consideration  the  quality,  style  and  finish  of 
this  suit— you  are  educated  enough  and  have  knowledge  enough 
to  know  that  It  is  Impossible  to  produce  a  better  or  even  as  good 

GOOD  GOAT  LININGS 
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KING  EDWARD" SUSPENDERS 

Retail  30c  ̂^"^6 

Easily  the  best  value  in  suspenders.  The  comfort- 

promoting  construction  and  excellent  finish  of  "  King 
Edward  "  Suspenders  make  them  very  rapid  sellers. 

Berlin  Suspender  Co.,  Ltd. 
BERLIN  ONTARIO 

Ivory  Buttons 
For  Men's  Garments 

and  for 

Women's  Suits  and  Coats 

Discriminating   buyers  say    that    we    make 

THE  BEST  DESIGNS,  THE  FINEST 
FINISH  and  THE  WIDEST  RANGE 
OF  CORRECT  COLORS. 

Our  buttons  are  out  of  the  ordinary.     They 
will  SATISFY  you  because  they  are  RIGHT. 

Write  us  for  Samples 

Rochester   Button    Co. 
ROCHESTER,  N.Y. 

Toronto  l^epresentatice. 
FRANK  GOUDY 

64  Wrrliinslon  Str-^el    West 

SVConlreal  Repreientatloc: 
G.  W.  LAWSON 
210  St.  James  Street 

a  suit  at  less  money.  Nevertheless,  tnko  a  look  around  and  .von 
will  be  convinced  that  our  suits  arc  right  as  to  style,  quality 
:u\d   price. 

II.  S.  Henderson,  James  Pntoti  &  Co.,  ("liarlottetown,  P.E.I.— 
Well,  sir,  are  you  aware  that  price  with  us  when  selecting  stock 
is  not  everything?  We  consider  the  maker  who  gives  riuality,  fit, 
puts  the  proper  insides  into  a  suit  and  guarantees  same  to  us. 

'IMie  makers  of  this  suit  are  experts,  real  man  tailors,  not  a  firm 
wlio  merely  put  up  goods  to  sell  at  a  price.  Moreover,  tliis  suit 

carries  not  only  the  makers'  guarantee,  but  our  own,  "Perfect 
satisfaction  or  money  refunded."  Now,  are  you  willing  to  risk 
luiying  a  suit  that  looks  like  this  one  if  at  a  lower  price?  That 
sminds  reasonable,  he  said.  In  buying  ready-mades  I  thought 
I    had    to   chance   It. 

Harry  U.  Fair.  Colwill's  Cash  Store,  Artliur,  Out. — You  say 
that  you  can  buy  for  less  money  at  Blank's.  If  you  will  let  me 
cxphiin  to  you,  I  think  I  can  show  you  that  we  sell  cheaper  than 
-Mr.  Blank.  We  do  a  cash  business,  P.r.  Blank  does  not.  We  take 
all  our  discounts,  and,  therefore,  can  give  the  benefit  to  our 

customers.  Take,  for  example,  this  suit  at  Blank's  would  have 
to  sell  at  $10.  We  sell  it  at  .$9.  Wlten  you  buy  a  suit  from 

Ulank's  you  are  paying  a  certain  amount  for  the  man  who  does 
not  pay  his  account.  Blank  is  bound  to  have  some  of  that  kind. 

.T.  A.  Holliss,  Brampton. — No  doubt,  you  will  be  shown  suits 

at  Mr.  Blank's  that  will  be  marked  down  in  price  and  other 
catcliy  advertisements.  But  just  for  argument's  sake  examine 
several  of  these  suits  (not  one  in  ten  can  guess  the  quality  and 

price).  Now,  don't  you  think  you  would  be  mistaken  in  the 
quality  of  Mr.  Blank's  suits?  The  suit  fits  you  and  the  material 
and  trimmings  are  high-grade.  Now  let  me  do  this  suit  up  and 
if  any  slight  alteration  is  necessary  we  will  be  pleased  to 
rectify    it. 

Leo  Grindon,  E.  C.  Cole  &  Co.,  Moncton,  N.B.— I  do  not 
think  you  will  gain  by  looking  elsewhere,  as  we  are  a  one-price 
house,  we  mark  our  goods  in  plain  figures.  In  order  to  be  able 
to  stick  to  our  price  we  must  be  as  low,  if  not  lower,  than  those 
houses  who  have  two  prices,  but  in  order  to  convince  you  that 
this  is  correct,  buy  tlie  suit,  take  it  to  any  store  you  like,  and 
if  our  price  is  not  as  low  or  lower  than  theirs,  bring  it  back 
and   we  will   refund   your  money. 

Geo.  H.  Wasman,  Cornwall. — A  young  man  came  to  us  a 
short  time  ago  for  a  good  suit.  He  did  not  know  what  he  want- 

ed, as  to  design  or  style,  and  he  also  had  several  drinks  before 
he  came  in.     So  you  can  see  what  I  was  up  against. 

I  showed  him  something  like  a  dozen  suits  and  he  said  the 
suits  were  all  right,  but  what  he  would  do  first  was  to  look 
around,  and  if  he  saw  nothing  that  appealed  to  him,  he  would 
return,  and  he  was  determined.  So  I  started  my  argument.  I 

said:  "You  are  not  going  out,  I  am  going  to  sell  you  a  suit!"  I 
told  him  who  made  our  suits  and  went  into  detail  as  to  how  they 
were  made,  as  to  trimming,  workmanship,  what  the  different 
lines  of  goods  were  and  the  care  and  pains  that  were  taken  in  the 
construction  of  the  different  lines,  by  tlie  most  skilled  workmen 
possible  to  procure. 

I  kept  right  on  explaining  to  hira,  so  by  this  time  I  had 
him  very  much  interested  in  the  goods,  and  he  became  convinced 
that  he  was  getting  the  best  to  be  had,  and  finally  he  decided 
on  one  of  the  best  I   had   in  the  house. 

Carl.  H.  Balcome,  Bridgetown,  N.S. — One  moment,  please. 
Many  of  tlie  shrewdest  and  most  particular  gentlemen  of  this 
town  are  our  best  customers.  Prominent  gentlemen,  such  as  Mr. 
Closefist  and  Mr.  Tightbuyer,  say  our  clothing  wears  better, 
keeps  its  shape  longer  and  gives  better  all-round  satisfaction 
than  clothing  purchased  elsewhere.  These  gentlemen  must  have 
good  reasons  to  pass  other  stores  to  purchase  from  us.  I  am 
sure  you  would  be  satisfied  with  this  suit.  It  is  a  perfect  fit. 
Don't  you   think  I   had   better  do   it  up  for  you? 

Miss  E.  A.  Morrison,  D'Escousse,  N.S.— Salesman— Good -day, 
sir.      fAfter   C.    makes    a    few    steps    towards    Blank's).      Oh,    Mr. 
"   "1,  come  here  a  minute,   I  want  to  show  you  goods  I  got  in 
yesterday,    (shows   him  a  lot  of  neckties). 

Customer — They  are  handsome,  and   I  suppose,  expensive. 
Salesman— Expensive!  So  cheap  that  I  can  give  you  one 

as  a  souvenir  of  your  trip  to  my  store.  And  now  that  you've 
got  acquainted  with  me,  I  know  you'll  call  often.  Take  this 
one  for  yourself.  (Talks  about  the  quality  of  the  silk  and  show- 

ing him  out  in   the   direction   of  the  suit  he  liked). 
Customer— Well,  I  do  like  that  suit.  What  is  the  lowest 

you'll  take  for  it? 

Salesman— The  lowest  I  take  for  it  is  .$20,  (first  price  asked) 
and  if  you  can  do  as  well  at  Mr.  Blank's  or  anywhere  else  for 
less    money,   don't   miss   the  chance.     That's   a  .$25   suit He   buys  it. 



Men's   wear   window,   by   Warren  Andrews,   for   Anderson   Co..    St.  Thomas.      Color   scheme:    Bronze,   green,   tan 
and  gold.      Kloral  decoration  —  ferns   and  goldenrod.      Lights   were   used   on   top   of  each   pillar,   concealed 

by  a   shade   made   by   cutting   a   lattice   design   out  of   cardboard.     This   was   gilded  and   red    tissue 
paper   pasted   on   back,   giving  a   soft   red   light. 

The   Men's   Wear   Windows 

Suggestion   for   Background  —  Keep  Display 
on  Level  With  the  Eye  and  Avoid 

Crowding. 

The  first  principle  to  be  considered  by  the  window 
trimmer  is  the  background,  whether  it  be  of  mirrors, 
drapery,  mahogany  or  oak,  but  by  all  means  keep  away 
from  the  old  idea  that  there  must  be  some  kind  of  top 
drapery  hanging  from   the   ceiling  to  finish  the   display. 

The  upper   parts   of   the   windows,    as   indeed   every- 

thing about  a  window,  should  be  clean  and  neat,  as 
this  adds  to  the  inviting  effect.  The  idea  of  window- 
dressing  is  to  make  the  goods  look  better  than  they 
really  are^  so  the  trimmer  should  not  decrease  their  value 
by  the  addition  of  some  top  drapes  from  the  ceiling.  It 
is  always  better  to  keep  the  dispaly  on  a  level  with  the 
eye,  and  to  avoid  crowding. 

The  background  shown  here  is  made  of  framework 
covered  smooth  with  white  felt.  The  two  narrow  panels 
are  for  paintings  of  Christmas-  scenes,  or  other  appro- 

priate insert,  calculated  to  add  to  the  general  attractive- 
ness. The  panels  should  extend  above  top  about  two  feet. 

The  decorations  used  are  a  few  sprays  of  holly.  Mirrors 

or  plush  drapery  may  be  used  with  this  background. 

Background   made   of   framework,  covered   with  white   felt.     Large  panels   of  mirror    or    plush ; 
small  panels  fQr  painting  or  other   design. 



The    Draft    System   and   Present-Day    Banking    Facilities 
Part  Payments  —  A  Retail  Sales  Record  Without  a  Ledger  —  Refusal  to 
Accept  Draft  —  Necessary  for  Large  Wholesale  Concerns  to  Use  all 

Available   Paper  —  The  Town   Where    There  is  No   Branch    Bank. 
By  Howard  R.  WellinRton. 

A  MODERN  wholesaler  is  obliged  to  carr
y  im- 

meuse  stocks  to  satisfj"  the  demands  of  his  retail 
accounts,   on    account    of   the   keen    competition, 

which  means,  that  it  is  the  firm  or  corporation 

having  the  goods  in  stock  which  secures  the  business.  Re- 
tail merchants  are  not  as  conservative  as  formerly  and  do 

not  confine  their  purchases  to  any  one  house.  So  many 

specialty  houses  have  sprung  up  that  it  pays  the  merchant 
to  divide  the  purchases,  which  he  formerly  confined  to 
one  house. 

Large  Concerns  are  Compelled  to  Discount. 

Have  the  retailers  ever  considered  the  probability  of 

a  large  concern,  even  with  a  capital  of  $500,000,  being 
in  need'  of  ready  money  to  conduct  a  business?  If  not,  he 
should  bear  this  in  mind  the  next  time  he  returns  a  draft, 

marking  it,  "Will  not  accept  drafts,"  "Will  pay  by 
cheque,"  that  it  is  necessary  to  use  all  available  paper, 
especially  at  certain  seasons  of  the  year,  when  stocks  are 
particularly  heavy,  and  if  every  merchant  took  the  stand 
that  he  would  not  accept  drafts  it  would  be  impossible  to 
carry  stocks  for  the  convenience  of  the  retailer. 

TTie  Town  where  there  is  no  Branch  Bank. 

There  are  few  towns  in  Canada  to-day  but  what  can 
boast  of  one  or  more  banks,  as  the  Canadian  banking 

system  is  so  perfect  that  almost  everj-  town  of  any  ac- 
count has  a  branch  bank.  If,  however,  the  town  is  too 

small  to  waxrant  operating  a  bank,  merchants  will,  as 
a  rule,  have  an  account  in  a  nearby  town,  and  it  is  quite 
a  simple  matter  to  accept  paper  payable  at  such  a  point. 

If  preferable,  a  note  could  be  sent  to  the  wholesaler, 

payable  at  the  customer's  bank,  and  it  would  only  be 
necessary  then  to  record  it  so  as  to  have  the  necessary 
funds  on.  hand  on  the  due  date. 

Looking  at  the  matter  from  every  standipoint,  there  is 
no  good  reason  for  taking  exception  to  the  draft  system. 

except  that  a  merchant  does  not  care  to  bind  himself  to 
pay  within  a  certain  period,  and  will  issue  a  cheque  when 
his  finances  will  permit. 

Draft  System  Simpler. 

The  method  of  treating  a  draft  is  much  simpler; 
the  cash  discount  is  assured,  without  any  thought  on 

the  part  of  the  retailer;  accounts  are  paid  systematically. 
indicating  to  the  merchant  more  readily  the  financial 
condition  of  his  business. 

The  Interest  or  Discount  on  a  Draft. 

Merchants  who  use  "time"  papor  have,  of  course, 
to  discount  such  drafts  in  the  bank,  in  order  to  conduct 
their  business,  and  are  willing  to  bear  all  expense  in 
connection  therewith.  When  a  draft  is  returned'  unpaid 

considerable  expense  is  incurred  through  loss  in  connec- 
tion with  interest  and  exchange,  and  most  wholesalers 

are  always  willing  to  adjust  any  disputed  item  rather 
than  have  drafts  returned. 

Part  Payments. 

As  a  general  rule,  acceptances  are  looked  after,  and 
arranged  for,  before  the  due  date.  It  is  the  duty  of 

everj-  merchant  to  make  arrangements  for  his  paper 
before  it  matures,  not  neces.sarily  paying  each  draft  as 
it  falls  due  in  full,  as  sometimes,  at  certain  seasons  of 

the  year,  ihis  is  an  impossibility,  but  arranging  with  the 
creditors  for  an  extension  or  part  settlement. 

A  merchant  is  sometimes  discouraged  when  he  looks 
ahead,  and  finds  a  big  array  of  figures  covering  drafts 
due  on  the  4th  or  18th  of  the  month,  and  will  often 
make  no  olTort  to  reduce  the  amount  of  paper  held  against 
him. 

Whether  an  account  is  slow  pay  or  not,  the  whole- 
saler thinks  a  good  deal  of  the  merchant  who  writes  in 

a  day  or  so  before  his  paper  matures,  stating  that  he  is 
unable  to  meet  the  draft  in  full,  but  has  managed  to  pay 
a  certain  amount  on  account,  and  would  like  a  renewal 
of  the  balance  for  one  or  two  months,  with  expenses 
added. 

Pay  Something  and  Write  Creditor. 
There  is  nothing  which  will  shake  the  confidence  of 

the  wholesaler  in  his  retail  account  more  than  the  ab- 
solute indifference  of  the  latter  in  regard  to  his  paper 

as  it  matures,  and  the  best  method  is  first  to  pay  some- 
thing on  account  at  least,  and  secondly  to  write  fully 

in   regard  to   the  proposed  method  of  settlement. 

Retail  Sales  Record- 
A  ledger  is  sometimes  uuinecessary  for  recording 

sale  accounts  in  a  retail  store.  The  usual  counter  check 

book  is  used  by  the  salespeople,  the  duplicate  going  with 
the  goods  in  every  case,  and  the  original  goes  to  the 
bookkeeper.  It  is  usually  necessary  to  render  a  monthly 

account  in  detail,  as  all  customers  do  not  preserve  care- 
fully the  duplicate  slips  referred  to,  so  that  on  this 

account  the  bookkeeper  will  copy  the  items  on  a  regular 

monthly  statement  form,  which  is  also  written  in  duplic- 
ate. On  the  first  of  the  month  tlie  originals  are  sent  to 

the  customer,  the  only  account  opened  in  the  ledger 

being  for  tlie  total  of  the  month's  sales.  A  column  cash 
book  will  take  care  of  all  money  paid  in,  and  the  totals 
Piir  each  month,  as  indicated  by  the  columns,  will  be 
posted  to  the  credit  of  this  ledger  account. 

The  balance  of  this  sales  account  will  represent  the 
total  of  accounts  still  unpaid,  and  this  amount  may  be 

proved  by  comparing  with  the  accounts  still  unpaid  for 
any  month.  As  soon  as  an  account  is  paid  the  duplicate 
statement  is  taken  out  and  filed,  and  the  total  of  the 

outstandings  may  be  compared  month  by  month  by  the 
ledger. 

Cape  tans,  gray  suede,  chamois  and  chamoisette  gloves 
have  sold  well  during  the  present  season,  as  have  also 
the  neat  knitted  article  for  street  wear.  The  effect  of  the 

holiday  season  is  made  evident  by  late  sorting  and  re- 
peat orders.  A  very  fair  demand  is  noted  for  fur  and 

silk  lined  goodg. 

In  the  range  of  men's  walking  canes,  there  is  little 
departure  from  the  plain,  slender  styles  with  decided 
crook,  or  comparatively  straight  handle.  Ebony,  iron- 
wood,  partridge  wood,  acacia,  cherry,  bamboo  and  congo 
are  all  represented.  Mountings  of  sterling  silver,  horn 
and  gold  are  used,  but  in  no  case  is  there  anything  of  a 
splashy  effect.  Umbrella  handles,  though  heavier,  follow 
somewhat  similar  styles.  There  is  always  a  demand  for 

canes  and  umbrellas  for  gift  purposes,  and  the  season's 
trade  is  reported  to  have  been  very  good. 
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A  Demonstration  will  convince 
your  most  skeptical  customer 

%% 

how  easily 

Challenge"  Brand Collars  and  Cuffs 
may  be  cleaned  with  a  damp  cloth. 

It.was  the  "  Challenge  "  Collar  that  restored  the 
reputation  of  .the  Waterproof  Collar,  which,  in 
the  earliest  days  of  its^existence,  was  anything 
but  a  good  one. 

The  chief  recommendation  of  the]  "  Challenge"  Collar  is  that  it  cannot  be  distinguished 
from  the  best  linen  collar  on  the ]f market.  Moreover,  ."Challenge"  Collars  are 
guaranteed  not  to  crack,  wilt  or  smell^unpleasantly,  and  will  not  turn  color.  They  are 
comfortable  to  wear  and  are  perfect  in  fit  and  style. 

Our  original  and  extensive  Consumer  Advertising  is  creating  a  big  demand 

for  "  Challenge"  Brand.     Get  details  and  prices. 

The  Arlington  Company  of  Canada,  Limited 
54-64^Fraser  Avenue,  TORONTO 

REPRESENTATIVES  :— Ontario,  J.  CHANTLER  &  CO.,  Toronto  .  Eastern,  DUNCAN  BELL.  Montreal : 
Western,  R.  J.  QUIGLEY,  8-10  Wellington  St.  East.  Toronto  (temporarily)  Headquarters,  Winnipeg  near  future. 

You  must 
have 

"rravenette" 
Shower-proofs 

for  wet 
weather ; 

they  are 
waterproof 
and  hygienic 

because 

porous. 

Reg- Trade MAf.K 

PROOFED    BY 

THERE'S  NOTHING 
BETTER  THAN 

Facsimile  of  stamp  on  back 
of  lienuine  goods. 

You  can  wear 

them  for 

fine  weather, 

because 

they  are 
smart  and 

fashionable. 

Dust-proof 
as  well  as 

shower-proof. 

TO     BE     OBTAINED     FROM     ALL     LEADING     DRAPERS 

IN  CASE  OF  ANY  DIFFICULTY,  PLEASE  WRITE  TO 

The  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE 
(Proofers  to  the  Trade.) 

Please  mention  The  Review  to    Advertisers  and  Their  Travelers, 



CORRECT  DRgSS  F°R^EN 
DETAILS   OF   MALE   ATTIRE   FOR  ALL  OCCASIONS   OBTAINED  FROM  AUTHORITATIVE   SOURCES 

AND    CORRECTED    FROM    TIME    TO    TIME    IN    ACCORDANCE    WITH    CHANGE    OF    VOGUE 

Evening  Dress — Formal 
Wedding*.  Dinners,  Receptions 

Theatre  or  Dance 

Ovonoat — Light-weight  black  (■hesterfiel<t. 
opera  cape  or  Inverness.  Coat — Swallowtail 
of  vicuna  or  dress  worsted,  with  lapels,  silk- 
faced  to  the  edge.  Waistcoat — White  fancy 
silk  or  white  wash  material.  Trousers — Same 
material  as  coat,  with  silk  braid  down  out- 
seam.  Collar — Poke,  wing  or  band,  cuffs 
with  square  or  round  corners.  Shirt — Plain 
linen  or  pique,  stiff  bosom,  with  one  or  two 
studs.  Cravat — White,  of  silk,  pique,  linen  or 
cambric.  Gloves — White  glace  kid  or  white 
silk.  Jewelry — Pearl  links  and  studs  to 
match.  Hat — Black  silk  or  opera  hat.  Foot- 

wear— Patent  leather  pumps,  with  black  silk 
or   lisle  socks,    plain    or   self-clocks. 

Evening  Dress — Informal 
Informal  and  Home  Dinners 

Club  or  Stag 

Overcoat— Light-weight  evening  coat  of 
Chesterfield  of  Itlack.  Coat — Dinner  jacket  in 
plain  or  self-striped  black;  swallowtail  if 
worn  with  black  waistcoat  and  tie.  Waist- 

coat— Same  material  as  coat  and  bound  with 
braid  if  desired.  Trousers — To  match  coat, 
outseams  plain  or  braided.  Shirt — Plain 
dress  shirt  or  pleated  bosom.  Collar — Wing 
and  band ;  double  styles  are  often  worn. 
Cuffs  —  Single  or  doul)le.  Cravat  —  Black. 
Gloves  —  White  buckskin  or  pale  grey 
suede.  .Jewelry  —  Pearl  or  gold  cuff 
links  and  studs  to  match.  Hat — Derby  or 
soft,  black  tuxedo.  Footwear — Pumps  or  pat- 

ent low  shoes,  bluchers  or  bals.  Black  silk 
or  lisle  half-hose,  white  shot  or  white  clocks. 

Day  Dress — Formal 
Allsrnooa  Weddlots,  BeceplioDs,  House  Calls,  Malinecs 
Overcoat— Chesterfield  in  black  or  grey 

cheviot  or  vicuna.  Coat— Full  frock  of  black, 

or  morning  coat  of  black  or  dark  grey.  Waist- 
coat— Fancy  white  pique,  delicate  shades  of 

silk  or  same  material  as  morning  coat.  Trous- 
ers— Grey-striped  cheviot  or  worsted.  Shirt — 

White  stiff,  plain  bosom,  with  frock  coat; 
with  morning  coat,  neat  stripes  or  while 

pleats  are  permissible.  Collar — With  frock 
coat,  the  wing  or  straight  collar  to  meet  in 
front  and  lap  over.  Cuffs— Stiff,  single  or 
double.  Cravat — Four-in-hand  or  once  over 
in  neat  black  and  white  effects  or  grey. 
Gloves— Grey  suede  or  tan  glace  kid.  Hat — 
Silk.  Derby  is  sometimes  worn  with  the 
morning  coat.  Footwear — Dongola  kid  or 
calfskin  shoes.  Hosiery  of  plain  black  or  with 
clocks. 

Day  Dress — Informal 
Business  Purposes 

Travelling,  etc. 

Overcoat — For  Fall,  light-weight  Chester- 
field. For  Winter,  (^hesterfield  or  double- 

breasted  overcoats ;  ulster  for  stormy  wea- 
ther. Coat — English  walking  coat,  sacque  and 

morning  coat.  Waistcoat — Same  material  as 
coat.  Trousers — Same  material  as  coat.  Shirt 

— Soft,  plain  or  pleated  bosom.  Collar — B^old or  wing.  Stiff  cuffs,  corners  round  or  square. 
Necktie  —  Four-in-liand,  with  open  end. 
Gloves — Cape  walking  gloves  and  natural 
chamois.  Jewelry — Links  and  studs  of  pearl 
or  grey,  neat  watch  chain  or  fob.  Hat — 
Derby  or  soft  fedora  style.  Footwear— Black 
or  tan  calf  boots.  Plain  or  fancy  socks  in 

quiet  shades. 

For  Outing  Wear 

Nearly  every  form  of  sport  or  outdoor  ex- 
ercise has  its  adaptal)le  outfit.  Utility  and 

not  style  is  often  the  governing  point,  and 
it  is  difficult  to  tell  very  often  just  where 
the  serviceable  business  suit  should  be  dis- 

carded. In  motoring,  for  example,  the  man 
who  is  well  protected  by  an  ulster  of  a  color 
that  will  not  easily  become  travel-soiled  need 
not  worry  if  the  distinctive  motoring  garb 
ends  there.  These  ulsters  are  made  in  loose, 
double-breasted  style,  with  belted  back,  giv- 

ing a  military  effect,  wide  collar,  wind  cuffs, 
etc.  Sweater  coats,  knitted  gloves,  knitted 
vests,  Alpine,  golf  and  driving  caps,  flannel 
or  Oxford  shirts,  tweed  knickers,  heavy  tan 

shoes,  reefers  or  Norfelk  jackets,  are  all  ac- 
cessories which  mark  departure  from  regular 

garb   for  outing   purposes. 

Dress  for  Funerals 
For  funeral  wear,  the  man  who  adheres 

strictly  to  black  is  on  tiie  safe  side.  The 
Ijlack  "frock  coat,  with  trousers  to  match,  or 
dark,  unobtrusive,  striped  pattern,  white  laun- 

dry, bl.-ick  necktie,  black  silk  hat,  with  mourn- 
ing band,  bl.ack  gloves  and  shoes,  constitute 

the  correct  dress  for  mourners  and  pall- 
bearers, but  generally  there  are  many  de- 

partures from  the  rule.  The  cutaway  coat 
often  replaces  the  frock  coat,  the  stiff  hat  is 
seen  where,  to  be  correct,  the  tall  silk  hat 
should  be,  and  the  black  saccjue  suit  is  more 
frequently  seen  than  either  the  frock  or  the 
cutaway.  Strict  style  ethics  in  the  matter 
of  funeral  is  often  more  <losely  adhered  to 
in  the  large  centres  of  population  than  in 
those  sections  where  a  funeral  creates  an 
emergency  for  which  wardrobes  are  by  no 
means    properly    ecjuipped. 
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SPLENDID  SUSPENDER  FAC- 
TORY. 

The  Berlin  Suspender  Co.,  Ltd., 

Berlin,  Ontario,  are  making  a  spec- 
ialty of  their  King  Edward  suspen- 

der, which  has  already  won  an  en- 
viable reputation  in  the  Canadian 

dry  goods  trade,  and  they  state  that 

among  those  specimens  of  publicity 
which  bore  him  by  their  laborious 

boosting.  This  little  work  is  tJiffer- 
ent.  It  sets  forth,  in  snappy  lan- 

guage, some  truths  that  the  retail 
merchant  cannot  afford  to  overlook. 

It  contains  many  maxims  which 
must  stand  out  on  the  merchandising 

■Well  equipped    factory    of   the   Berlin  Suspender   Co.,  Ltd., Berlin.  Ont 

orders  on  hand  now  for  this  popular 
suspender  are  ahead  of  any  other 

period  in  the  firm's  history.  This 
company  has  been  in  business  for  20 
years,  and  in  that  time  a  splendid 

business  has  been  built  up.  The  pre- 
sent factory  has  three  floors,  each 

with  3,200  sq.  feet  of  floor  space,  so 
that  almost  10,000  sq.  feet  of  factory 

floor  space  are  devoted  to  the  manu- 
facture of  the  excellent  product  of 

this  firm.  C.  K.  Hagenden  is  the 

general  manager  of  the  Berlin  Sus- 
pender Co.,  and  has  been  instrumen- 

tal in  building  up  the  business  to 
its  present  splendid  proportions.  All 
their  goods  are  sold  with  a  positive 
guarantee,  and  they  are  now  on  sale 
in  every  part  of  Canada  from  coast 
to  coast. 

OF  INTEREST  TO  MEN  WHO  BUY 
AND  SELL. 

'''A  little  booklet  of  interest  to 
men  who  buy  and  sell,"  and  bearing 
on  its  cover  the  explanatory  title, 

"Tooke  Talk,"  has  just  been  issued 
by  Tooke  Bros.,  Limited,  Montreal. 
When  the  merchant  receives  this 
booklet  he  vdll  do  it  an  injustice  if 
without  examination    he  classifiesi    it 

charts  as  points  to  steer  by  or  as 
swatch  book,  which  is  being  issued  by 
short  it  contains  many  good  things 

about  buying  and  selling  and,  in  a 

general  way,  about  conducting  busi- 
ness.   When   it   refers   to   Tooke  lines 

CAPTURE    MADE-TO-MEASURE 
BUSINESS. 

The  very  fine  range  of  choice  and 
destinctive  fabrics  in  the  Spring 

snubbing-posts  to  tie  up  to.  In 
the  Art  Tailoring  Co.,  Toronto,  to- 

gether with  the  styles  represented, 

constitutes  one  of  the  .strongest  pos- 

sible reasons  why  a  men's  wear 
dealer  should  avail  himself  of  the 
means  whereby  he  may  capture  the 
made-to-measure  bustiness  in  his  dis- 

trict. This  swatch  book  and  equip- 
ment calls  for  no  outlay  on  the  part 

of  the  merchant,  yet  its  possession 
gives  him  all  of  the  prestige  of  the 
tailor,  with  excellent  stock  and  a 
staff  in  which  absolute  confidence  can 

be  placed  as  to  latest  style  of  fabric 

and  garment,  accuracy  in  measure- 
ment and  satisfactory  fit.  It  is  a 

proposition  containing  good  profits 

for  the  merchant,  calling  for  no  in- 
vestment of  capital  and  eliminating 

the  worries  entailed  in  carrying  large 
stocks  and  finding  the  requisite  labor. 
The  dealer  is  supplied  wiith  the 

swatches  of  the  latest  fabrics,  meas- 
urement forms,  etc.,  which  give  him 

the  full  facilities  of  the  order-taking 

end  of  an  up-to-date  tailoring  estab- 
lishment, and  in  The  Art  Tailoring 

Company  he  has  behind  him  an 
equipment  upon  which  he  can  depend 
for  the  highest  possible  standards  in 

production. 
In  these  days  when  there  is  a  posi- 

tive demand  from  the  best  trade  for 

Last  thing    in   collars   from  New    York  —  collar    adapted    to 
larger  tie.      Shown  by  Canadian  Underwear  Co.,  Montreal. 

it  does  it  in  a  way  which  convinces 
the  reader  as  to  the  merit  of  those 

lines  as  a  practical,  profitable,  mer- 
chandising proposition.  It  you  have 

not  received  the  booklet,  drop  a  card 

to  Tooke  Bros.    It's  interesting. 

made-to-measure  clothes,  the  men 's 
wear  dealer  is  making  a  mistake 
who  has  not  equipped  himself  to 
handle  it.  Write  The  Art  Tailoring 
Co.  about  their  proposition.  It  costs 
you  nothing. 
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77)e  Right  Line  jor  a  Bumper 
Christmas    Trade 

Sword"  Neck^vear 
:^>< 

I  hig  Label  iDjicatc- 
supvrioriiy  of  mdke. 

quality  and  style  in 
MtN  S   UNF. 

NH  KUFAR 

For  Their  Lady  Friends 

In  addition  to  our  neckwear,  we  arc  offcrirtg  stini 

in    I-adies'  Neck   Wraps,  Reefers   and  Opera  Bat;s  tor   \oiir 

customers'  lady  friends.    Thcscarc  nioncy-niakcrs  for  you  and 
will  Iiclp  to   increase  your  Christmas  trad ^^.  very  niritiTialK. 

Send  us  uiopcn  order,  giving  prices  and  quantiilr- 

The  Sword  Neckwear  Co.,  Ltd. 
College  Street,  Toronto,  Canada 

^  The  Sword  Neckwear  Co.  believe  in 

giving  their  customers  helpful  suggestions. 

In  the  full  page  advertisement  repro- 

duced here  from  The  Review  a  way 

to  increase  Neckwear  sales  was  given, 

and  a  large  number  of  progressive  mer- 

chants throughout  Canada  took  advan- 

tage of  the  suggestion,  including  Mr. 

Durkin,  whose  letter  is  shown  below. 

^  The  merchant  who  does  not  read  the 

advertisements  in  The  Review  every  month 

IS  neglecting  perhaps  the  most  practical 

means  by  which  he  can  benefit  from 

this  paper. 

T.  J    DURKIN 

MEN'S  FURNISHINCS 

RCAOr-HAOe  ci.oTMiNa 
riNc  Shoes 

PONOKA.  Alta  MoV.  22ha,  1910. 

This  letter  was  serit 

after  having  read  the 

above  advertisement 

in  the  Dry  Goods 

Review.    ̂      .^     ̂  

T>o  you  read  all  the 

ads.    in   this    paper  ? 

The  Sword  Neokwear  Co.  Ltd., 

Toronto. 

Dear  Slrs:- 

1  notice  your  ad.  in  The  Review. 

I  would  like  to  have  you  send  by  express 

two  dozen  ties  for-in-hand  of  your  latest  patterns  at 

$4.50,  assorted;   Tv;o  dozen  ties  for-in-hand  of  your 

latest  patterns  at  $5.50  or  $6.00  per  dozen,  assorted; 

Two  dozen  of  your  hook-on  ties  good  quality  assorted. 

I  would  prefer  medium  or  darker  shades,  and  ohllge. 
Yours  truly, 

T.  J.  Durkin. 

P.S.  You  may  send  these  C.O.D.  if  you  wish. 

T.J.D. 

f lease  mention  1  he  Review  to    Advertisers  and   1  heir  Travelers. 
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Seasonable  Hints  to  Dry  Goods  Buyers 
From  information  supplied  by  sellers,  but  for  which  the  editors  ojt  The  Review 

do  not  necessarily  hold  themselves  responsible. 

GARMENT  HOUSE  EXPANDS 
As  forecasted  in  The  Review  a 

short    time   ago,    J.    H.    Winters     & 
Co.,  manufacturers  of  Coats,  Cresses, 
Skirts  and  Suits,  have  removed  from 
their  Pearl  Street  factory  to  much 
larger  and  more  handsome  quarters 
in  the  Samuel  Building,  Spadina 

Avenue  and  King  -Street,  Toronto. 
This  move  has  been  made  necessary 

'by  the  very  rapid  growth  of  their 
business.  It  is  also  substantial  evi- 

dence of  the  splendid  quality  of  their 
product.  In  this  issue  announcement 
is  made  of  the  inauguration  of  a  new 
Skirt  Department,  something  which 

was  impossible  in  the  old  factory,  be- 
cause of  lack  of  space.  It  is  the  in- 

tention of  the  firm,  now,  howiever,  to 
make  a  big  feature  of  their  skirts, 
and  in  their  advertisement  on 

another  page  two  special  introductory 
snaps  are  offered.  Since  this  firm 
started  business  a  few  months  ago, 
they  have  made  rapid  progress,  and 
this  can  be  attributed  to  the  fact  that 

Mr.  Winters  is  thoroughly  alive  to 
the  requirements  of  the  trade,  is  a 
very  clever  designer  and  turns  out 
garments  which,  not  only  look  well, 
but  which  have  the  additional  merit 

of  giving  splendid  service  to  the 
wearer. 

A  HELPFUL  CATALOGUE. 

The  Irving  Umbrella  Co.,  Ltd., 

Toronto,  have  issued  a  very  hand- 
some thirty-three  page  catalogue  con- 

taining elaborate  illustrations  of 

their  different  lines  in  ladies'  and 
men's  umbrellas  and  canes.    The  cuts 

an  some  cases  represent  the  actual 
sizes  of  handles,  while  others  are  a 
trifle  reduced.  The  great  value  of 
the  catalogue,  therefore,  consists  in 
the  fact  that  the  details  of  the  var- 

ious mountings  are  very  clearly 
shown.  At  this  time  of  year  when 

umbrellas  and  canes  will  be  in  de- 

mand for  g'ift  purposes,  the  catalo- 
gue will  undoubtedly  be  valuable  to 

the  retailer  for  reference.  A  unique 

feature  of  the  catalogue  is  the  ab- 
sence of  a  vast  amount  of  that  la- 

borious reading  matter  which  some- 
times is  employed  to  boost  the  cuts. 

The  cover  of  the  catalogue  is  an 

excellent  reproduction  of  a  remark- 
able scene  in  Queen's  Park,  Toronto, 

during  the  King's  funeral  services.  It 
was  a  rainy  day,  but  thousands  of 
people  were  present.  The  photo  is  a 
birdseye  view  and  depicts  thousands 

of  um'brellas  raised  against  the  down- 
pour. The  sight  resembles  nothing 

so  much  as  a  very  thick  crop  of 
mushrooms.  Send  for  the  catalogue. 

You'll  find  it  valuable. 

ELLIS  UNDERWEAR  CO. 

Attention  of  the  trade  is  directed 

to  the  advertisement  of  the  Ellis 

Underwear  Co.  on  another  page  in 

this  issue.  The  announcement  is 

made  that  this  company  is  succeed- 
ing the  Ellis  Manufacturing  Co.  in 

the  manufacture  and  sale  of  the  cel- 
ebrated Ellis  spring  needle  underwear. 

All  orders  now  on  the  books  of  this 

concern  will  be  filled,  and  every  effort 

will  be  made  to  meet  the  wishes  of 

their  customers  in  every  way. 

CATALOGUE   OF   SPECIALLY   SE- 
LECTED LINES. 

Preceding  a  season  such  as  Christ- 
mas, the  catalogue  of  a  wholesale  or 

manufacturing  house,  describing  gift 

linfes  in  detail,  are  often  as  helpful  to 

the  retailer  as  the  best  of  sugges- 
tions w'hich  he  himself  often  giives  to 

the  con.sumer.  A  good  example  is  the 

catalogue  of  Christmas  novelties  is- 
sued by  Greenshields  Limited,  Mon- 

treal. It  contains  thirty-two  pages 

full  of  illustrations  of  specially  sel- 
ected lines  for  Christmas  and  holiday 

trade.  For  special  ordering  or 

quick  sorting  during  the  holiday 

season,  the  catalogue  should  be 
available  to  the  retailer. 

"HER     LADYSHIP"     GARMENTS 
AWARDED   GOLD   MEDAL. 

The  high  standards  of  style,  quality 

and  workmanship  represented  by  "Her 
Ladyship"  brand  of  women's  gar- 

ments, manufactured  by  The  W.  R. 
Brock  Co.,  liimited,  Toronto,  were 
the  basis  of  that  distinctive  merit 
which  won  for  the  firm  the  first 

prize — a  handsome  gold  medal — at  the 
Dominion  Exhibition  held  this  year 
in  St.  John,  N.B.  The  medal,  which 
is  reproduced  here  in  full  size,  stands 

out  not  only  as  an  exceptionally  fine 
tribute  to  these  famous  garments, 
but  also  to  that  ideal  behind  them 

which  is  primarily  responsible  for 
the  high  place  accorded  them  in  the 
opinion  of  the  dry  goods  trade.  The 

W.  R.  Brock  Co.  are  to  be  congratu- 
lated upon  their  success. 

'■•  <iMl-^ 

Gold  medal  awardad  W.  R.  Brock  Co.,  Limited,  Toronto,  by  Dominion   Exhibition.  St.     John.    N.B.,    for 

•zc«lUn««  pt   "Her  Ladvehip"  Brand  of  women"*  garsientf 



Kiisl   Pri-!e   Window,  by  F.    J.  Lancaster.  St.   Mary's.   Ont. 

Awards  in  the  Hewson  Window  Contest 

F.  J.  Lancaster,  of  the  White  & 

May  Company,  St.  Mary's,  has  been 
awarded  the  first  prize  of  $50  in  the 

recent  window  dres.sing-  contest  con- 
ducted by  the  Hewson  Woolen  Mills, 

Amherst,  NjS. 

The  second  prize  of  $25  was 
awarded  Ernest  S.  Jack,  of  the  J.  D. 

Creaghan  Co..  Limited,  Chatham. 
N.B. 

Thomas  F.  Driimaiie,  of  Henderson 

&  Hunt.  St.  John,  X.B.,  captured  thr 

third  prize  of  $15. 

The  judges  also  recommended  the 

following  trimmers  as  entitled  to 

prizes:  Harry  Black,  the  Sussex  Mer- 
cantile Company,  Sussex,  X.B. ;  Wm. 

A.  Jones,  Jones  Bros..  Apohaqiii. 

X.B.;  and  F.  P.  Blaekhurst,  with 

J.  A.  M«Tavish,  Paris,  Ont. 

The  contest  aroused  con.siderablf 

interest  among  window  tiimmers  and 

a    large    number    of    original     ideas 

found  expi'ession.  In  the  whole  de- 
partment of  clothes  there  is  none 

more  difficult  to  display  effectively 

than  underwear,  and  the  best  that  can 

often  be  done  is  to  emphasize  quality. 
Here  the  trimmers  had  excellent 

material  to  work  upon,  and  strength- 

ened attractive  displays  by  appro- 

priate window  cards. 
It  is  very  often  the  ease,  however, 

that  a  photograph  does  not  do  full 

justice  to  a  window  that  is  excellent 

in  every  particular.  It  does  not.  for 

example,  give  the  critic  any  very 

clear  idea  df  cnhir  effects,  the  at- 

tractiveness of  tlic  hackgi-ound.  and 
the  appearance  of  the  units  when 

considered  in  rehition  thereto  is  fre- 

((uently  lost. 
Three  essentials  in  window  trim- 

triinL'  were  laid  down  by  the  judges 

in  ;irri\inu'  Ml  m  decision — first,  prac- 

tical suggestive   values;   second.   orij>:- 

inality  of  idea,  and  third,  general 

attractive  qualities  calculated  to  hold 
attention. 

The  prize  window,  while  not  as 

elaborate  in  detail  as  others  sub- 

mitted, employed  a  simple  arrange- 

ment to  make  a  practical,  well-'bal- anced  display. 

Mr.  Jacks,  in  his  window,  worked 

out  an  original  idea,  but  in  the  opin- 

ion of  the  judges,  sacrificed  practical 

expression  of  garment  merit  to  labor- 
ious ma.ssing  of  materials. 

In  Ml'.  Drummie's  window,  al- 

though a  branch  entwined  lattice 
background  was  introduced,  the 

direct  practical  application  was  over- 
looked, and  grea.t  prominence  was 

given  to  sliowcards.  one  of  which  re- 
presented an  attempt  to  create  a  pun 

out  of  the  maker's  )iame.  This  spaco. 
it  was  felt,  could  have  been  used  to 
better  advantage. 
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Condensed  Advertisements 

M 

AGENTS    WANTED. 

AZAMET  WOOL— Agent  wanted  selling  on 
commissiun  in  Canada.  Write  B.  J.  Rives 
&  Co.,  Mazamet,  France. 

AGENCIES   WANTED. 

A GEN  lEa  for  British  Columbia  wanted  Com municate  Canadian  Importing  and  Jobbing 
Co.,  Carier-Cott   n  Block,  Vancouver. 

ADVERTISING  CUTS. 

I  IVEN  UP  YOUR  CHRISTMAS  ADVERTIS- 
L/  ING  by  using  our  holiday  cuts.  We  have 

prepared  a  great  many  attractive  and  timely 
illustrations  which  will  lend  character  and  dis- 
tin,:iivciiess  to  your  advertising.  Send  to-day  tor 

proof  sheet  and  prices.  Adverlisets'  Stock  Cut 
Agency,  Mail  Building,  Toronto,  Canada.      (4-1 1 ) 

BUSINESS  OPPORTUNITY. 

pOPELAND-CHATTERSON  SYSTEMS    Shorf 
Vy     simple.     Adapted   to    all  classes   of  business. 

Copeland-Chatterson-Crain,     Ltd.,  ronto 
and  Ottawa. 

pOUNTER  CHECK  BOOKS— Especial  made 
\j  for  the  dry  goods  trade.  Not  made  bv  a  trust 

Send  us  simples  of  what  you  are  using — we'll 
send  you  right  prices.  Our  holder  wif-  patent 
carbon  attachment  has  no  equal  on  the  market. 

Supplies  for  binders  and  monthly  account  sys- 
tms.  Business  Systems,  Limiied,  Manufacturing 
Stationers,  Toronto. 

COUNTER   CHECK  BOOKS-Write  us  to-day 
for    samples.    We   are    manufacturers  of   tiie 
famous    SURETY    NON-SMUT     duplicating 

*    Triplicating  Counter  v.'heck  Books,  and    Single 
Carbon    Pads  in  all   varieties.    Dominion   Regis- 

ter Co.,  Ltd.,  Toronto. 

DOUBLE  your  floor  space.  An  Otis-Fensom hand-pojver  elevator  will  double  your  floor 
space,  enable  you  to  use  that  upper  floor  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
lime  increasing  space  on  your  ground  floor.  Costs 

only  $70.  Write  for  catalogue  '"B."  The  Otis- Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

MODERN  FIREPROOF  CONSTRUCTION. Our  system  of  reinforced  concrete  work,  as 

successfully  used  in  many  of  Canada's  larg- est buildings,  gives  better  results  at  lower  cost. 
"  A  strong  statement,"  you  will  (=ay.  Write  us  and 

let  us  prove  our  claims.  That's  fair.  Leach  Con- 
crete Co.,  Ltd.,  100  King  St.  West,  Toronto,      (tf) 

THE    money   you   are  now    losing  through    not 
having  a    National  Cash  Register  would   pay 

its   cost  in  a  short  time.     Write  us  for  proof. 
The  National  Cash  Register  Company,  285  Yonge 
St.,   Toronto. 

'T'HE  "KALAMAZOO"  Loose  L'af  Binder  is 
•^  theonly  binder  that  will  hold  just  as  many 

sheets  as  you  actually  require  and  no  more 
The  back  is  flexible,  writing  surface  flat,  align- 

ment perfect.  No  exposed  metal  parts  or  compil- cattfd  mechanism.  Write  for  booklet.  Warwick 
Bros.  &  Rutter.  Ltd.,  King  and  Spadlna,  Toronto. 

THE  MAXIMUM  REDUCTION  in  Insurance Rates  results  from  installing  our  Fireproof 
Windows,  Doors  and  Skylights.  We  are 

specialists  in  this  line  and  give  you  a  close  price 
consistent  with  really  fireproof  goods.  Manufac- 

turers of  Fire  Bucket  Tanks,  Fire  Extinguishers, 

Oily  Waste  Cans,  Corrugated  Iron.  Metal  Ceil- 
ings, Cornices,  etc.  A.  B.  ORMSBY,  Limited, Toronto. 

FIVE  thousand  general  store  stock  for  sale  at   a 
bargain  for  cash.     Good  reasons  for  selling, 
modern  store,  good  stand,  doing  strictly  cash 

business.    Apply   DRY  GOODS    REVIEW,   Tor- 
onto. (12p) 

nOR  SALE-Old  established  Dry  Goods  busi- 

ly nesj  in  good  town  on  Pacific  Coast.  Turn- over about  $40,0t}0  Owners  retiring. 
Stock  at  valuation  (about  $25,000).  Box  101, 
Dry  Goods  Review  Office,  347  Pender  Street, 
Vancouver,  B.C. 

FOR  SALE— Dry  Goods  and  Men's  Furnishings 
business  in  a  thriving  industrial  town  in 
British  Columbia.  Turnover  more  than 

$40  000.  Profits  between  $7,000  and  $8,000. 

Doing  practically  all  cash  trade.  This  can  be  con- 
sijerably  increased.  Owners  retiring  and  will 
sell  ai  cost  price,  about  $25,000.  About  $12,000 
cash  is  required,  balance  can  be  arranged.  This 
is  a  good,  sound  business  and  will  stand  the 
strictest  investigation.  Box  101,  DRY  GOODS 
R  iVlEW,  347  Pender  St  ,  Vancouver,  B  C.      (I.t) 

FOR  SALE. 

CASH  REGISTER,    stylish     nickel-plated    detail 
adder.     Registers  one  cent  to  twenty   dollars. 
5  year  guarantee.      For  quick  sale,  $50.     Par- 

ticulars, R.  O.  Smith  Company,  Orillia.  Ontario. 

  
(2)_ 

POSITION  WANTED. 

EXPERIhNCED  dry  goods  buyer  seeks  position. 

Well  up  in  all  departments,  strong  in  ladies' 
reijy-towear  dre^s  g  )Ods,  silks,  good  adver- 
tiser, thoroughly  conversant  with  home  and  Euro 

pean  markats.  Fifteen  years'  experience,  mai  ried, 
hard  worker.  West  preferred.  Box  6.  DRY 
GOODS  REVIEW,    'oionto.  (12) 

SITUATIONS  VACANT. 

TYTANTED.  January  1st.  — Two  representatives, 
"'»  one  for  Winnipeg  and  vicinity  and  one  for 

Vanco  iver,  for  jewellery, Notions  and  Small- 
wares,  to  sell  to  the  wholesale  and  large  depart- 

mental store  trade  only  on  commission.  Ap- 
plicants must  give  first-class  references.  Address 

first  to  -  NOTIONS,  c/o  DRY  GOODS  REVIEW, Toronto. 

MISCELLANEOUS. 

ACCURATE  cost  keeping  easy  with  a  Dey  Cost 
rV  Keeper.  Automatically  and  exactly  records 

time  spent  on  each  job.  Several  jobs  record- 
ed on  one  card  For  small  firms  Dey  combines 

employees' reg'Ster  and  cost  keeper.  A  machine 
for  every  business  Write  for  catalogue.  Inter- 

national Time  Recording  Company  of  Canada, 
Ltd.,  29  Alice  Street,  Toronto. 

BUSINESS  MEN,  PROFESSIONAL  MEN, 
merchants  and  church  workers,  find  innumer- 

able uses  for  Fulton  Sign  and  Price  Markers. 
The  Fulton  Rubber  Type  Company  of  Elizabeth, 
N.J.,  are  makers  of  Ink  Pads,  Daters  and  Business 
Outfits  of  high  quality.  Sold  by  all  stationers. 
A.  R.  MacDougall  &  Co.,  Toronto,  Canadian 
Agents. 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  labor  and  time  savers.  Produce  re- 

sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Register  Co.,  Dayton,  Ohio;  123  Bay  St., 
Toronto;  258'A  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

ELLIOTT-FISHER     Standard     Writing-Adding 
Machines     make    toil    easier.     Elliott-Fiaher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 

and  Room  314  Stair  Building,  Toronto. 

ERRORS  AVOIDED,  LABOR  SAVED-Using the  Shouperior  Autographic  Register.  Three 
copies  issued  at  one  writing.  1st,  Invoice; 

2nd,  Delivery  Ticket ;  3rd,  Charge  Sheet,  perforat 
ed  for  filing.  No  handling  of  carbons.  High 

grade  printing  and  neat  invoices.  Make  full  In- 
quiry. Autographic  Register  Co.,  191-193195 

Dorchester  St.  East,  Montreal.  (tf) 

MRE   INSURANCE.    INSURE  IN  THE  HART- 
FORD.   Agencies  everywhere  in  Canada. 

GET  THE  BUSINESS;  INCREASE  YOUR 
SALES.  Use  Multigr  ph  typewritten  letters 
The  Multigraph  does  absolutely  every  form  of 

printing.  Saves  you  25  p.c.  to  75  p.c  of  your 
printing  bill.  Multigraph  your  office  forms, 
letterheads,  circular  letters.  Write  us.  American 
Multigraph  Sales  Co.,  Ltd.,  129  Bay  St.,  Toronto. 

IF  YOU  have  been  afflicted  with  one  of  those 

fountain  pens  that  won't  write  when  you  want 
it  to,  or  leaks  when  youdon't  want  it  to,  give  it 

away  to  one  of  your  poor  relations  and  buy  a 

Moore  Non-Leakab'e  Fountain  Pen  and  you  will 
be  happy.  Consult  your  stationer.  W.  J.  Gage 
&  Co.,  Toronto,  sole  agents  for  Canada. 

INDISPENSABLE  in  office,  store,  home-Cana- dian Almanac,  1911— a  National  Directory. 
Complete  classified  information  on  every  sub- 
ject of  Dominion  interest.  Full  postage,  customs, 

banking,  insurance,  legal,  educational,  newspaper, 

army,  clerical,  governmental,  particulars  of  lead- 
ing institutions  and  societies.  Paper  covers,  60c.; 

cloth,  leather  back,  75c.  All  stationers,  or  sent 

postpaid  on  receipt  of  price  by  The  Copp-Clark 
Co.,  Ltd.,  Toronto. 

KAY'S    FURNITURE   CATALOGUE    No.  306 
contains  160  pages  of  fine  halt-tone   engrav- 

ings of  newest  designs  in  carpets,    rugs,    fur- 
niture, draperies,  wall    papers   and    P"ttery,  with 

cash    prices.      Write    for   a   copy--it's  free.     John 

Kay  Co.,  Limited,  36  King  St.'  West,  Toronto. 

T  ACE  CURTAINS  AND  NETS. -See  the  latest 
1>  novelties  and  makes.  Special  make  of  Fish 

Net  Curtains.  Be  wise,  see  the  smartest 
range  in  the  trade.  Callorwrite.  Representative: 
E.  Fenton,  71-1  Empire  Buildings,  Toronto.  Note 
address:  Philip  Peach,  Curtain  Maker,  2  Low 
Pivemcni,  Nottingham,  Eng. 

THE  METAL  REQUIRED  IN  A  MODERN CONCRETE  BUILDING.  Our  special 
facilities  enable  us  to  produce  at  minimum 

cost  Concrete  Reinforcements,  FeneFtra  Steel 
Sash,  Automatic  Fire  Shutters  and  Steelcrete 
Metal  Lath.  Complete  stock;  quick  delivery. 
Before  deciding  write  us  for  catalogue  and  prices. 
Expanded  Metal  and  Fireproofing  Co.,  Ltd., 
Eraser  Ave.,  Toronto.  (tf) 

WAREHOUSE  and  Factory  Heating  Systems. 
Taylor-Forbes  Company,  Limiied.  Supplied 
by  the  trade  throughout  Canada. 

VjrriTHan  eye  to  stock-taking  but  two  months **  away,  we  offer  some  especially  attractive 

bargii's  in  rebuilt  Tyrewri  ers.  A'l  makrs 
are  represented  and  all  are  shown  In  our  fintly 
illustrnted  catalogue,  a  copy  of  which  will  be 
mailedon  reqiest.  The  Mf^narch  1  \  pewriter  Co., 
Limited.  98  King  Si.  West,  Toronto. 

SALESMAN  WANTED. 

SALESMEN  AND  SALESWOMEN  WANTED- Thousands  of  good  positions  now  open,  pay- 
ing from  $1000  to  $5000  a  yearand  expenses. 

No  former  eiperience  needed  to  get  one  of  them. 
We  w'll  teach  you  to  be  an  expert  salesman  or 
saleswoman  by  mail  in  eight  weeks  and  assist  you 
to  secure  a  good  position,  and  you  c  n  pav  for  your 
tuitinn  out  of  your  earnings.  Write  to-day  for  full 
particulars  and  testimonials  from  hundreds  of  men 

and  women  we  huve  pUced  in  good  positions,  pay- 

ing from  $100  to  $500  a  n-onth  and  evrense". 
Address  neare-t  off'ce.  Dept.  265.  NATIONAL 
SALESMEN  TRAINING  ASSOCIATION,  Chi- 
cag  ',  New  York,  Minneapolis,  Atlanta,  Kansas 
City,  San  Francisco. 

HOTEL   DIRECTORY. 

THE    GRAND    UNION 
The  most  popular  hotel  in 

OTTAWA,    ONT. 

JAMES  K.  PAISLEY, Proprietor 

HALIFAX   HOTEL 
HALIFAX,   N.S. 

ACCOUNTANTS    AND    AUDITORS. 

JENKINS  &  HAMDY 
.\ssi';nees,  Chartercil  Aci-mintants,  Estate  and 

Fire  Insurance  Agents. 
15J  Toronto  St.                           52  Can.  Life  Bldg. 

Toronto    Montreal   
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CAMPBELL'S 
LINEN   THREADS 

Our  sales  are  increasing  every  month.      It's 
quality    and    prompt    delivery    that    count. 

^1^     HAVE    YOU    TRIED    ^^ 

^  CAMPBELL'S  ̂  I    LINEN  THREADS    I 
They    are    Strong   and    Smooth 

Best  quality  for  household  or  manufactur- 

ing purposes. 

All  large  wholesalers    carry    them    in   stock 

or   can   procure   from    us. 

-AGENTS  FOR  CANADA- 

JOHN  GORDON  &  SON 
TORONTO  MONTREAL  WINNIPEG 

Please  mention  The  Reviezv  to   Advertisers  and  Their  Travelers. 
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